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Lady Elgin Wrist Watches

THE wrist watch for women is the bestselling fad that the jewelry trade has found in
several years. It sells well because it is decorative as well as convenient.

When you buy a wrist watch insist on having it fitted with a Lady

Elgin movement.

ELGIN

- Key

Lady Elgin 5/0  Size—
15 jewels. Double roller escapement.
Hunting model has seconds, Open face
without seconds.

Price of movement, $24.30

Lady Elgin 9ô Size

Two grades— 15 jewels and 17 jewels.
Double roller escapement. Open face mod-
el has seconds. Hunting without seconds.

Price of 17 jewel movement, S36.90

Price of 15 jewel movement, 30.60

NATIONAL WATCH COMPANY
ELGIN, ILLINOIS
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THIS IS THE INDIAN
"The Clock With The Bell Inside"

Stem Shut-off

PRICE TO RETAIL TRADE
Case Lots (50 clocks) . . . . Each, 52 cts.
Small Lots   Each, 53 cts.

Subject to 6 per cent 10 days.

These juices apply only to the territory east of the Rocky Mountains.

Name of dealer printed on the dial (ease lots) without additional charge.

Ingraham Clocks sold only through Jobbers. If your reg-
ular jobber does not stock INDIAN Clocks, write us. THE"STEM SHUT OFF"

PAT. P00.

Ball Drops—Alarm Stops

THIS CUT ACTUAL SIZE OF CLOCK

Diameter of case 4 inches. Nickeled and highly polished. Bell enclosed within the case

Alarm is released by raising ball on stem. Alarm iE stopped by pressing ball down

(SEE CUT AT TOP)

Every clock is thoroughly tested before it leaves the factory and is warranted a first-class timekeeper

Packed 50 clocks in a box. each clock in a separate pasteboard box

THE E. INGRAHAM COMPANY
BRISTOL, CONN.
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Lady E1g;77, Wrist Watches

THE wrist watch for women is the best
  selling fad that the jewelry trade has found in

several years. It sells well because it is decorative as well as convenient.

W 
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hen iyou buy a wrist watch insist on having t fitted with a Lady

Elgin movement.

ELGIN

Lady Elgin 5/0  Size 
15 jewels. Double roller escapement.
Hunting model has seconds, Open face
without seconds.

Price of movement, $24.30

Lady Elgin 'A Size

Two grades— 15 jewels and 17 jewels.
Double roller escapement. Open face mod-
el has seconds. Hunting without seconds.

Price of 17 jewel movement, $36.90

Price of 15 jewel movement, 30.60

NATIONAL WATCH COMPANY
ELGIN, ILLINOIS
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PRICE TO RETAIL TRADE
Case Lots (50 clocks) . . . . Each, 52 cts.
Small Lots   Each, 53 cts.

Subject to 6 per cent 10 days.

hese juices apply only to the territory east of the Rocky Mountains.

Nan, of dealer printed on the dial (rate lots) without additional charge.

Ingraham Clocks sold only through Jobbers. If your reg-
ular jobber does not stock INDIAN Clocks, write us.

SWITCH

THE"STEM SHUT OFF"
PAT. PDO.

Ball Drops—Alarm Stops

THIS CUT ACTUAL SIZE OF CLOCK

Diameter of case 4 inches. Nickeled and highly polished. Be'l enclosed within the case

Alarm is released by raising ball on stem. Alarm iE stopped by pressing ball down

(SEE CUT AT TOP)

Every clock is thoroughly tested before it leaves the factory and is warranted a first-class timekeeper

Packed 50 clocks in a box. each clock in a separate pasteboard box

THE E. INGRAHAM COMPANY
BRISTOL, CONN.
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NEW NEW NEW

The Camilla Extension Bracelet

Camilla J 892
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Camilla J 912

The "Camilla" Extension Bracelet is the most dur-

able article yet produced in this line, unbreakable.

The demand for these goods is increasing daily.

Thelma J 778

Thelma J 748

Thelma J 750

Another new creation, the "Thelma" double-hinge

bracelet, which is most attractive and is meeting

with ready sale. To see these new goods is to

purchase. We have secured patents on this article.

They are winners.

Letters patent 737064.

F 2362

F 2354

Patents pending

To perforate the cigar,
press the self-adjusting
plunger two or three times,
turning the cigar, and you
get a splendid draft. End
of cigar and wrapper un-
disturbed. Big sellers.

We intend in the
future to protect
our new inventions
by patents. Ask
your jobber for
Bigney's patented
articles. Our one-
eighth and one-
tenth gold filled

"MIRROR
FINISH"
chains look and

. wear like solid
gold.

If your jobber does not carry these goods,

Patent

Pending

Camilla

"1/4, ‘16. 14 N.

* a it a - 4

J 912

Camilla J 911

Camilla J 913

Pat. Pending Extension Time Reminder J 909

The newest thing out. LOCKET TIME REMINDER
or score keeper. Don't have to tie a string on your
finger. A reminder of engagements. It is most unique.
Very handsome.

notify factory. ATTLEBORO, MASS.
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The ALBERT WALKER CO.
AN ADVANCE PAGE FROM OUR FALL CATALOG
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GOLD FILLED TIE CLIPS BAR PINS and HANDY PINS. EXTRA VALUE

We want

Made from rolled plate stock, without solder, giving an extra durable wearing surface.

Handy Pins .34 per pair
Bar  34 each Keystone List
Tie Clips .30 to .34 each

Let us send you samples for examination

Our 1913 book will be out in September. Full of desirable goods

ASK FOR A COPY. CHECK THE COUPON AND RETURN. DO IT NOW

your name on our mailing list if you would like the book
Will gladly send a copy to any retail jeweler who requests it

Get your goods where they are made

The ALBERT WALKER, CO., PROVIDENCE, R. I.
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The
Albert

Walker Co.
Prov., R. I 

Please Send

1913 Catalog  

Samples of  

Tie Clips  

Handy Pins 

Bar Pins  

Name 

.Street  

City  State 



G.L.P. Co., the Manufacturer Whose Goods Have Created
Absolute Confidence with the Entire Jewelry Industry

Every Bracelet Manufactured by G. L. P. Co. is made from I 1 0 Gold Stock, and when
the retail jeweler sells one, he can give his guarantee with the sale.

To Further Protect the Trade, so there is no chance of purchasing other makes of jewelry
because they are on the G. L. P. Co.'s cards we stamp every piece of
goods made by us — G. L. P. Co.

This is the Strongest Guarantee Possible in safeguarding the interest of all the jewelry trade.

New York Office, 9 Maiden Lane aMnajnZifi::, North Attleboro, Mass.

1265_ ...___

C P CO
Design, Quality and Finish

Have Always Been the High Standard of Our Goods. The retail
jewelers, who, through their jobber, handle goods
manufactured by G. L. P. Co., make for them-
selves satisfied customers.

We Are Anxious, Naturally, to supply that increasing demand
for goods manufactured by G. L. P. Co., but
under no circumstances will we allow even a single
piece of jewelry to leave our factory, unless it has
that finish that has always characterized our goods.

To Get This Same Finish it takes time, and the retail jewelers
should insist on their jobbers showing them a corn-
plete line of our solid-gold front lapped work, also
gold-filled, as early as possible and before our out-
put is entirely sold up for this coming fall.

GEO. L. PAINE CO.
New York Office, 9 Maiden Lane inn= North Attleboro, Mass.

- —
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The COLONIAL D3 DAME LINe
"The Line 29 of Quality''

00"11A aq4itc-tooCKE.7-s

No. 47/462

COLONIAL DAME

BRACELET

Patented April 23, 1912

LOCKETS

BRACELETS

FOBS

deovoNIAL. Ll/q47
QUALITY MARK

Locket Patented May 7, 1912

ASK YOUR

JOBBER FOR

“THE LINE

OF

QUALITY"

WRITE FOR

PARTICU-

LARS

ON OUR

FREE

PENNANT

OFFER

Tito  Zz7e

DAffitifiv

Bracerefs

\
lizkets

E

SOLD

ONLY

THROUGH

JOBBERS

COLONIAL

DAME LINE

REPRE-

SENTS

EXCLUSIVE

STYLE

QUALITY

FINISH

WORKMAN-

SHIP

Locket Patented May 7, 1912

BLISS BROTHERS COMPANY
ATTLEBORO, MASSA CH USETTS

HEYWORTH BUILDING SILVERSMITHS' BUILDINGCHICAGO, ILL. NEW YORK CITY
CHRONICLE BUILDING
SAN FRANCISCO, CAL.

No. 48 447

COLONIAL DAME

BRACELET

Patented April 23, 1912

CHARMS

SCARF PINS

BUTTONS

Nethersole Bracelets
In Sterling Silver

The Nethersole, that most popular of all
bracelets, is to be worn more than ever during
the coming season.

They are especially neat and desirable in
Sterling Silver.

We have a complete line, both in the oval
and "flat-band" shapes,at exceedingly low prices.

Send for folder giving description and prices.

R. Blackinton & Company
Goldsmiths, Silversmiths and Jewelers

Factory and Main Office

North Attleboro, Mass.
New York Salesrooms

 ) 15-17-19 Maiden Lane
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Rajah Sterling Silver Jewelry

We illustrate a sample of the

RAJAH STERLING SILVER LINE
Notice its exquisite design, an out-of-the-ordinary look for a
sterling silver line. This is because the Rajah line is made by a
house that has been manufacturing nothing but platinum and
fourteen karat. Its hard to tell Rajah jewelry from platinum
for this same reason. Splendid designs, expert workmanship and
beautiful finish are embodied in the Rajah line.

Rajah Sterling Silver Jewelry
Is sold at a figure considerably under the market price.
Our salesman is coming your way and may call upon you soon.
Give him the opportunity to prove to you that what we say is
absolutely true.

WRITE NOW FOR PRICES AND SAMPLES

THE RAJAH COMPANY
MAKERS OF JEWELRY

59 PAGE STREET PROVIDENCE, R. I.
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We have been in the
D i1...ng business

OVER 30 YEARS. OUR LINE IS COMPLETE

Oscar E. Place & Sons Co.
PROVIDENCE, R. I.

P& S Trade Mark P& S
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You Want
To Be Coaxed

But you are no different than
any of the other jewelers. We
know that you must be coaxed.
That is why we keep bringing
out new designs in attractive
gold filled jewelry — just for
coaxers.
Look at the articles shown in

this picture, then think of the
most exquisite blending of stones
and coloring imaginable, and
still you won't fully realize how
beautiful these pins and ear-
drops are. What will appeal to
you fully as strong as the beauty
of the articles is the handsome
profit coming to you on every
sale. The pins shown here are
no different than any of The
Hussey Co. guaranteed jewelry.

Send for our catalog — it's
like burning your money to be
without it.
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THE HUSSEY CO.
Manufacturing Jewelers

PROVIDENCE - RHODE ISLAND.
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TO THE M111111HICTIMING TIME
"4:47 

FACTORIES AT PFORZHEIM
Telegramm•addrese: KETTEN DEL

A. 8. C. Code 5th. Edition.

TIMM

-

ACIUQUO17000000[....0.70 ESTABLISHED 1868

1E0RM S
Chain Manufacturer
PROVIDENCE R. I.

_
..uurto

Unfrit-TMI -1111-1.1rff,t, , 

..t.

TRADE,MARK

162 CLIFFORD STREET
FACTORY AT NAI3OLD.

BRANCHES:
BIRMINGHAM
Yoh:TerraceliscIdey Hill.
NEW-YORK

71/73 Nassau Street.
BO M BAY

,Jklew Harkuris Building
Apollo 5I-reet.
MILAN

Via G.8ezzoni6.
SHANGHAI

13 Nanking Road.
WARSAW

Krowlewska 4e7..

11. Having installed a new series of machines,we are now in a position to supply

PATENT
SINGLE SOLDERED CABLE and
CURB CHAINS in GOLD, SILVER,
GOLD FILLED, in the shortest possible
time as well as at the very lowest
prices, in the well known high class
QUALITY and best FINISH.

FRIEDRICH SPEIDEL
AUTOMATIC CHAIN c_71/IANUFACTUREIK_)

162 Clifford Street • •• • Providence, Rhode Island
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A New Creation!
THE

"KREMENTZ"
Cuff Buttons

Rolled
Gold
Plate

One Piece Bean and Post

Fronts
Double

Thickness

THE STORY OF THE

"KREMENTZ" Cuff Button
Made in KREMENTZ Collar Button Machines,
of same high quality 1 4-kt Rolled Gold Plated
Stock and of the same construction which has
given KREMENTZ Rolled Gold Plate Collar
Buttons their world-wide popularity.

Unlike all other Cuff But-
tons which are made up of
several parts soldered to-
gether, t h e distinguishing
feature of the KREMENTZ
Cuff Button is its One
Piece post and bean end.

The Story:

First this disc of metal ; fig.
1.

Is stamped into this shape;
fig. 2.

Rapid and repeated blows by
powerful hammers in a ma-
chine of almost human intel-
ligence, coax it into this shape;
fig. 3.

Another oval disc for front
of Cuff Button is then cut
out; fig. 4.

Which is stamped into this
shape ; fig. 5.

FIG. 1

FIG.2

FIG.3

FIG.4

131
FIG. 5

The one piece bean and shank (fig.
3) is then fitted in cup-shaped front
(fig. 5); fig. 6.

The next operation rolls the edges
of front over the part of one piece
bean and shank that fits into it;
fig. 7.

Then the shank of post is curved,
making a complete Cuff Button;
fig. 8.

Cutting the Cuff Button in half
the cross section shows that post has
become solid, giving extra strength
where the most strain comes ; fig. 9.

FIG. 6

FIG. 7

pm. 8

FIG. 9

Beware of Imitations
All Rolled Gold Plate KREMENTZ Cuff But-
tons are stamped " KREMENTZ PLATE" on
the back of the large end.

GUARANTEE

The KREMENTZ Rolled Gold Plate Cuff But-
ton is of such high quality and construction—they
cannot break. If any of these Cuff Buttons
become damaged from any cause whatsoever,
dealers are authorized to give a new one in ex-
change, send the old one to us and we will send a
new one by return mail.

If your jobber does not carry KREMENTZ
Cuff Buttons, One Piece Bean and Post, write

us and we will give you name of one who does.

KREMENTZ & CO.
Newark, N. J.

NEW YORK SAN FRANCISCO

286-288 Fifth Avenue 722 Shreve Building

PARKS BROS. & ROGERS, Providence, R. 1.
Selling Agents to Jobbing Trade for U. S. and Canada
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"Dolly Madison"
-

Flexible Bracelets
Gold Filled and Solid Gold

Beautiful patterns in stoneset, engraved, chased and signettop, constructed with invisible springs which make themboth elastic and pliable. Very easy to put on and take offand will adjust themselves to any part of the arm. Everybracelet and every bag or box which contains a bracelet,stamped with our guarantee A. C. Co.

Works and Main Offce
Attleboro, Mass.
Chicago Office

Heyworth Bldg.

Free Advertising
Attractive leaflets fully explaining the merits of the " Dolly
Madison " and our other lines of bracelets are being sent
to the entire retail trade of the United States and Canada.
If you have not received one, notify us and we will gladly
forward at once. Patent applied for by A. C. Co.

Sold Through Jobbers Only

New York Office
9 Maiden Lane

San Francisco Office
104 Market Street

Fobs
We have a most varied
line of these goods in
Hand Chased Chains
with gold front Signets
and Seals. A very
large portion of the
metal fobs we make
have a two ring top,
thus assuring a very
strong safeguard to
the wearer. Our
safety snap grips and
grips tightly, which
prevents watch from
being pulled from
pocket. The designs
are snappy, original
and right up to the
minute. Better get
in touch with YOUR
JOBBER and ask for
an inspection of our
line.

Look for Trade Mark

Coat Chains
We have origi-
nated a line of
coat chains in two
color effects, ex-
quisite in design
and beautifully
blended, also have
a large variety of
designed buttons,
some with seal at-
tachment. Its a
line that you can
ill afford to over-
look. Our line in-
cludes Chains,
Fobs, Tie Clasps,
Lockets, Bracelets,
La Vallieres. All
bearing our Trade
Mark.

George •L. Brown Company, ATTLEI3ORO,
MASS.

FORGET THE PRICE
r r

•

•
•
•

•

Compare our circle
with one of any other make.

Weigh them. See who gives
you the most gold.

Compare the engine-turning.
who gives you the finest engine-turning.

•

See

I.

Compare the finish. See which has the
better finish.

Then remember the price, and you will
realize why our factory is behind its

orders on this splendid novelty.
May we have your

order?

4.3

01.

The Harvey J. Flint Company
TRADE MARK Fifty-nine Page Street PROVIDENCE, R. I,
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EVERYTHING 
THAT WE HAVE EVER CLAIMED FOR

The Arnstine Catalog System
IS SUBSTANTIATED RIGHT HERE

M what this

has to say
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B. GOTTLIEB 
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Nine
Consecutive

Years
with the
Catalogs

and we have
Built

Them All
■41,,A*,

Established 1885 B. GOTTLIEB Pine Bluff, Ark.

Catalogs

1

THE ARNSTINE BROS. CO. I

Write for

Particulars

Today

Pine Bluff, Ark., Jan. 29, 1912.

THE ARNSTINE BROS. CO.,
Cleveland, 0.

Gentlemen :—I am pleased to report a large increase in my business over that of 1910, and am

convinced that the Catalogs accomplished it. I have sent out your Catalogs for the past nine years

and through them my business has grown from a modest one to the largest in the city. The goods

you furnish, which are illustrated in my Catalog, are of the best standard makes, ready sellers, and

prices as low or lower than could be procured elsewhere for equal quality. The Catalogs have placed

my store most prominently before the people and given it a very high standing. Will have you make

my Catalog again this year. It will be even larger than my 90-page book last year. My mail-order
business in surrounding country is growing nicely. The other large mail-order houses have a strong

hold on our farmers, but I am gradually getting it away from them. However, it is in the city where
immediate and profitable results are always obtained from the Catalog. Thanking you for your many
past favors, I remain,

Sincerely yours, B. GOTTLIEB.
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THE HOUSE OF EMBLEMS

RANGE OF DESIGNS ALMOST INFINITE
New Goods

Constantly Introduced

EMBLEM COAT CHAINS (Interchangeable Buttons)
Prize Medals and Badges

for Engraving

20 CENTURY CHARMS (INTERCHANGEABLE)
Emblem Buttons and
Pins of All Orders

GOODS IN GOLD, GOLD PLATED AND SHELL
Presentation Jewels

POPULAR FINISHES—GENUINE STONES USED

NEW YORK OFFICE:

CHICAGO OFFICE - -

MAIN OFFICE AND FACTORY: -

- 10 Maiden Lane

- 10 South Wabash Ave.

- - Providence, R. I.

mmwmmmmyrsimmn 1100KS IR$2154=EERW LESS"1 mmmmmmmmmmmmum

A 10-Kt. Line that Challenges Comparison in
Quality and Price

Chatelaine Profitably
Pins for Retailed
Summer at from
Usefulness $2.25 up

MANUFACTURERS OF

• 

The Bassett Jewelry Co., Fine Gold Jewelry and Plated Chains M
ABORN AND MASON STREETS, PROVIDENCE, R. I.

Chicago Office, 510 Columbus Building M

MnNMNMMMMNOKIMMM
MnMMMMSNMMMnNnSMNMMMEWMMNgMgi

5301 5242 5299

you CAN JUDGE for yourself whether these goods do not appeal as strongly as a 14-Kt.I line would. Stronger—if you consider the price. There is character in every design.
Finish unsurpassed. Safety locking device for pin. Chatelaine feature makes them good
steady sellers, for suspending watches, lockets, souvenirs, etc. Salable certainties!

NN New York Office, 37 Maiden Lane Minneapolis Office, 1116 Lumber Exchange
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NEW YORK

Nassau Household Lighter
You Ought to Know
this New NASSAU

Specialty
MADE IN AMERICA

FOLKS
find the Nassau Lighter

so convenient in pocket use that
they are now asking for Nassau

Lighters that can be distributed about the household in place of

matches.
The Nassau Household Lighter (illustrated on this page) is an

Extra-long Lighter, mounted in a socket on an Ash-tray or Paper-

weight stand.
The Lighter fits comfortably in the socket and is easily slipped out for light-

ing cigars, pipes, lamps, gas-jets and stoves—

everything that needs a light.
A sure light every time—and absolutely

It holds a specially large quantity of ben-

zine for long and constant use with one filling.

Nassau Household Lighters are put up

in handsome display boxes as shown—con-

taining the lighter, the Ash-tray or Paper-

weight, the Benzine can, extra tube of Spark-

ers, and brush for cleaning the friction wheel.

Made in heavy Nickel plate, brush Brass and Silver plate—retailing at $3.50

and upward.
These combination sets are fully protected by patents.

Feature these sets for Gifts, Souvenirs and Prizes.

Write for rrade Prices and Terms.

safe.

NASSAU LIGHTER COMPANY
30 East Twenty-third Street
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Bracelets! Bracelets! Bracelets!

Gold Filled Extension Flexible Bracelet
WITHOUT QUESTION THE BEST ONE MADE

In Flain and Stone Set Amethyst, Topaz, Sapphire,
Garnet, Turquoise and White Stone

Easy to put on and take off. Unlike other extension bracelets, it is so elostic
and pliable that it does not pinch the arm.

THAT'S

TRADE
MARK

ALL

TRADE
MARK

The bracelet with

the velvet grip
Our Guarantee goes with every bracelet.
We shall be pleased to send you prices

and samples on request.

Cuts furnished for advertising
free of charge.

726 Chestnut Street

Philadelphia, Pa.

We Are the
Largest Exclu-
sive Bracelet House
in the Country

See our Men
on the Road.

Or Drop us a
Postal for Particulars

THE J. H. MANNING CO.
Bracelet Specialists

100 Stewart Street PROVIDENCE, R. I.

WHEN

A

CUSTOMER

WISHES

TO

SELL

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

SPOT CASH OFFER

and save all trouble and worry. I pay all express
charges and insure the goods in transit. I have
been in the business right here over 19 years,
and can give the very .best references as to
responsibility on application. Offers and valua-
tions furnished promptly. See ad. on page 1368
of this issue.

Write for further information.

J. J. COHEN
1011 Chestnut St., PHILADELPHIA, PA.

Established 1891
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Old Colony
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Six Med. Forks

Six Table Spoons

Six Tea Spoons

One Butter Knife

One Sugar Shell

The Old Colony Pattern
is proving itself to be one of the most remarkable designs in
the history of silver plated flatware. We predicted that 1912
would be an "Old ColonyYear" and everything indicates the fulfill-
ment of that prophecy. Old Colony is of the same quality as all

1847 ROGERS BROS.
"Silver Plate that Wears"

which is the only brand of silver plated ware with an unquali-
fied guarantee that is backed by the test of sixty-five years.
41. We will supply any dealer handling our ware with various kinds of advertising and display
matter, electrotypes, circulars, etc. Write for illustrated circular 1169-K describing these aids.

International Silver Co.
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Jewelry Manufacturers
Experience Midsummer Lull

Many Agree to Close on Same Dates for Vacation
Season—Some Lines Active, Mostly Ladies'
Summer Jewelry—Await Impatiently Close of
Political Battle

Attleboro, Mass., June 22.—As the first of July
approaches factories of the Attleboros are showing
a little lull in business and the jewelers are com-
mencing to plan on summer vacations. This year,
as in the past, an effort will be made towards uni-
form closing time, and many of the concerns have
agreed to close at the same time. The closing date
will be Saturday, July 27, and the opening date
August 6.

Notices to the trade, to that effect, will be sent
out. The R. F. Simmons Company, of Attleboro,
one of the leading concerns in this movement,
states that the summer season is more or less
broken up from the middle of June to the middle
of September owing to the absentees in various
departments for the annual vacation period. It
is hoped, by making the closing time uniform to
equalize the work more and customers will be
taken care of to their entire satisfaction.
The trade is asked, however, to bear the closing

dates in mind and anticipate their needs in order
that there will be no inconvenience. The manu-
facturers regard the plan as very satisfactory,
and it has worked out well in the past. Knowing
that firms would be closed during that week orders
have been placed accordingly.
In several of the shops there has been a decided

lull, but in others there is brisk business. One or
two shops have all they can do; in fact there has
been a working schedule of twelve hours a day in
effect for some time. Manufacturers of medium
and cheap goods find a moderate business and are
not obliged to run overtime to meet the demand.
Nearly all of the salesmen are now home from

trips and factories are depending on re-orders
and duplicates. In some cases these are coming
in well, and in other lines there is a quiet spell.
Lockets, coat chains, scarf pins and bracelets seem
to be in fair demand, and staple lines are being
fairly well patronized.
The better grade of jewelry seems to be in good

demand and many shops have received good orders.
One of the large North Attleboro concerns has been
running steadily on overtime schedule and has
enough orders on hand to continue for some time
to come. The silver shops are reporting a little
stimulated trade during_the past month.

While the general trend of business has not
been as brisk this season as in some former years,
it has been fair and the jewelers say they have no
complaint to make. They believe that the settle-
ment of national politics will have a great deal to
do with better business conditions.

The Trade Are Warned
Against Clever Forger

Shreveport, La., June 15.—A jewelry firm of
this city, Tekulski & Freedman, were 'defrauded
to the extent of $590 on June 8 by accepting a
worthless check from one Joe Hirschmiller, on the
recommendation of a responsible man in this city.
The same forger made an effort to swindle other
jewelers here. Tekulski & Freedman offer a
reward of $100 for the arrest of the forger and the
retttrn of one diamond ring in a heavy gentleman's
mounting weighing 1% karats less 1/32, also one
diamond scarf pin in a Tiffany mounting, weigh-
ing 1 3/64 karats. Both.of these stones are pure
white and perfect. They also offer a reward of
$50 for the arrest of Hirschmiller even if the dia-
monds be not recovered.

Itinerant Vendors
Must Pay $10 a Day

Findlay City Council Passes Ordinance—" Fire
Sales" Included in Provisions of New Statute—
Fine of $200 to $1000 with Workhouse Alter-
native Provided for Cases of Violation.

Findlay, Ohio, June 23.—The license of itinerant
vendors doing business in Findlay was placed at
$10 a day in an ordinance recently passed by the
city council. The ordinance is looked upon as a
direct outgrowth of the case of the State of Ohio
vs. H. A. Sideman, in which Sideman refused to
pay a license of $25 a day for operating an auc-
tion jewelry store, located on South Main street.
On motion of Councilman P. S. Shoupe the rules
were suspended and the ordinance was read three
times and passed. The terms of the new ordin-
ance include much territory. It was passed by a
unanimous vote.
"No person shall engage in the business or trade

of an itinerant vendor," states the first clause of
of the instrument, "either as the principal or as
the agent, and for the purpose of beginning or
desiring to begin a transient retail business in the
city of Findlay for the sale of any goods or wares
or merchandise whatsoever, whether the same
shall be represented or held to be damaged by
smoke, fire or water, or otherwise without having
first taken out a license for the same from the
mayor."
The ordinance further provides that the mayor

is authorized "to grant a license to any person of
good character on such person paying into the
city treasury the sum of $10 for each day on
which business is conducted."

Lucky Pearl Hunter
Obtains $1,500 for Gem

Clammers Excited over Find—Pearl Finds and
Mussel Shells Now Quite an Industry in Illinois

Bloomington, Ill., June 15.—It was only a
small, round, glistening pellet, that John Prince
of Moline found, but W. F. Gardner of Le Claire
paid him a cool $1,600 for it. Gardner is a pearl
buyer and Prince, a mussel hunter or fisherman,
whichever pleases the fancy. Opening one of
the molluscs this week Prince was overjoyed to
find a pearl; the largest and finest that has re-
warded his patient toil in the river. The report
of his lucky strike spread and the numerous
professional buyers that haunt the camps of the
mussel seekers lost no time in asking Prince to
name his price. Happily for his bank account,
the finder had a reasonable idea of the value of
his prize and demanded $2,000. After a deal of
bargaining he decided to accept $1,500 and the
money was paid.
When the pearl is given some attention and a

proper setting, it will likely go to some New York
millionaire as a pretty bauble for his wife i daughter
or sweetheart, and he may pay $5,000 for it. It
was the luck of John Prince that lures the clam-
mers to the river, the ever present hope that some
day a pearl will turn up which will heavily repay
the weeks and months of labor that usually pre-
cedes the final strike.
The sale of pearls and mussel shells adds $5,000,

000 to the circulating medium of Illinois each year.
Four-fifths of this sum is paid for pearls. Last
year at Beardstown alone, $2,000,000 was paid
for pearls. The professional buyers from the
metropolitan centers and a few from Europe
follow the camps of the clammers and patiently
wait for returns. There is no set scale of prices.
The amount depends largely upon the acumen of
the finder.
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A Proffered Solution
for the Birthstone Problem

Pittsburgh Firm Offers List for Uniform Trade
Adoption—Question to be Settled at Kansas
City Convention

Pittsburgh, Pa., June 18.—E. P. Roberts &
Sons, Inc., the well known jewelry firm of this
city, of which Mr. Steele F. Roberts, president of
the American National Retail Jewelers' Associa-
tion, is president, have issued the following an-
nouncement which has a business interest for
every member of the trade:
At the seventh annual convention of the

American National Retail Jewelers' Association to
be held in Kansas City, August 6 to 9 shall
present for adoption the following addition to the
list of birth stones and ask that this, the amended
list, be made the standard of the jewelry trade:

January, Garnet, Additions; February, Ame-
thyst; March, Bloodstone, Aqua Marine; April,
Diamond; May, Emerald; June, Pearl, Moon-
stone; July, Ruby; August, Sardonyx, Peridot;
September, Sapphire; October, Opal, Tourmaline;
November, Topaz; December, Turquoise, Lapis
Lazuli.
No change has been made in the generally

accepted list of birth stones that has been in vogue
for the past hundred years or more (chronicled in
encyclopedias, works on gems and in poetry and
art) in order that the ancient gem lore and senti-
ment thereto attached might remain.
Complaint has been made that a number of the

birth stones have only nominal value, and are
not appropriate as jewelry for both men and
women, and to remedy this deficiency we have,
as shown above, added semi-precious stones as
alternates.
While the bloodstone and sardonyx are appro-

priate for men's jewelry, they are not suitable
for ladies' wear, so we have added as an alternate
for March, the aqua marine and for August, the
peridot.
While the pearl is not a stone, it is classed with

precious gems and should remain in the list and for
those who prefer a stone for the month of June,
the moonstone has been added which can now
be secured in changeable blue shades.
As the superstition in regard to opals still pre-

vails, we have added as an alternate for October
the tourmaline—a beautiful stone in pink, violet
and rich green tones.

Turquoise while in good taste for ladies has
never found favor with men so as an alternate have
added the lapis lazuli, its dark blue color being
much appreciated.
When gems, as the ruby, emerald and sapphire

are not desired on account of their great value, the
synthetic stones of like color may be substituted.
Our aim in making these additions is that this

list of birth stones may become the recognized
national standard of natal stones and through
the several values of the different stones for each
month, all people from the peasant to the million-
aire may rejoice in the possession and wearing of a
stone symbolic of their birth month.

Should this list be adopted by the convention
we recommend that it be published in every maga-
zine, periodical and newspaper in the United States,
and that hereafter all manufacturers and retail
jewelers make a special feature of birth stone
jewelry.
The time is opportune for just such an innovation

and if properly presented and featured to the
public it will create a demand for precious and
semi-precious stone jewelry never before known
in the history of the trade.
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Attractive Program Planned
for Kansas City Convention

Enormous Trade Gathering Anticipated-Program
for Convention Week-City Promises Welcome
and Entertainment-Important Business to Be
Transacted

Pittsburgh, Pa., June-24.-President Steele F.
Roberts, of the American National Retail Jewelers'
Association, announces that all arrangements
have been completed for the Seventh Annual Con-
vention of American National Retail Jewelers
Association to be held at Kansas City, Mo.,
August 6 to 9, 1912, head-quarters, Coates Hotel.
As a gathering of merchants to discuss the busi-

ness problems that enter into the efficient and
profitable conduct of the retail jewelry trade, it
will be the largest and most remarkable gathering
of the craft ever assembled.
The wholesale and retail jewelry merchants of

Kansas City and the members of the Retail Jew-
elry Association of Missouri and Kansas have pro-
vided a series of delightful entertainments for the
delegates, their ladies and friends.
Kansas • City, the gateway of the West, is a

most progressive City, teeming with great manuf-
acturing, commercial and shipping interests and
abounds with beautiful parks, boulevards and
palatial homes-as a whole a most delightful City
to visit, especially so, the first week in August
when the glad hand of welcome will be extended
to all the jewelers of the land.
An interesting feature of the Convention will be

the large and varied displays to be made by the
manufacturers and importers in the trade, at the
Exhibition Hall of the Coates Hotel.
Many prominent speakers in the manufactur-

ing, wholesale and retail branches of the trade
will be present at the Convention-the program
in part is as follows:

Monday, August 5
Evening

8 to 9 p. m.-President and Officers informal
reception at headquarters, in Coates Hotel.

9.16 p. m.-Conference of National Officers and
Presidents and Secretaries of State Associations.

Tuesday, August 6.
9.00 a. m.-Registration of Delegates
10.00 a. m.-Call to Order

Invocation
10.10 a. m.-Address of Welcome-Mayor

Henry L. Jost, of Kansas City.
10.30 a. m.-Greetings-Mr. Geo. H. Edwards,

president of National Wholesale Jewelers Ass'n.
10.50 a. m.-Response-A. W. Anderson,

Noenah, Wis.
11.10 a. m.-Report of National Secretary,

Claud Wheeler, Columbia, Mo.
11.25 a. m.-President's Address-Steele F.

Roberts, Pittsburgh, Pa.
12.00 Noon.-Announcement of Committees.
12.10 p. m.-Adjournment for Lunch.
1.46 p. m.-Report of Credentials Committee,

C. S. Wiley, chairman, Pittsburgh, Pa.
2.00 p. m.-Address, T. L. Combs, first vice-

president, Omaha, Nebr.
2.30 to 4.30 p. m.-Addresses.
6.00 p. m.-Conferences of national and state

officers.
Tuesday Evening

7.30 to 10.00-Exhibit of diamonds, jewelry,
silver and works of art in exhibition rooms, Coates
Hotel, open to the public.
8.00-Entertainment at Electric Park-guests

of the retail jewelers of Kansas City.

Wednesday, August 7
9.30 a. m.-Call to order and announcements.
9.45 to 11.46 a. m.-Addresses.
12.00 noon-Adjournment for lunch.

Wednesday Afternoon
1.46-Call to order and announcements.
2.00-Executive session for retail jewelers

only-first vice-president, T. L. Combs, presiding.
Subjects

(a) What is a living profit for the jeweler?
(b) The jewelers fixed expense charge.
(c) Fixed selling prices.
(d) Abolition of time guarantees.

KEYSTONE

(e) What legislation is needed.
(f) Revision of birth stones.
(g) Wireless time service and other subjects.
3.30-Question Box, conducted by J. R. Steb-

bins, national treasurer, Ashtabula, Ohio.
4.30-Adjournmet.
4.45-Conference of national and state officers.
3.00-Ladies of visiting jewelers will be given

automobile tour through parks, boulevards;
guests of the Wholesale and Retail Jewelers'
Associations of Kansas City.

Wednesday Evening
8.00-Theater party, at the Empress Theater;

guests of the Wholesale Jewelers' Association of
Kansas City.

Thursday, August 8
10.00 a. m.-Call to order and announcements.
10.15 a. m.-Invitations for next annual conven-

tion.
10.30 to 12.00 Noon.-Addresses.
12.10 p. m.-Adjournment for lunch.

Thursday Afternoon
2.00-Call to order.
2.10-Report of executive committee.
2.30-Report of committees.

(a) Auditing committee.
(b) Deceased members.
(c) Committee on president's address.
(d) Special committees.

3.30-Election of officers.
4.00-Presentation of president's banner to

state showing largest gain in membership during
the year.

4.10-Selection of place for convention of 1913.
4.30-Announcements and adjournment.

Thursday Evening
8.00-Entertainment and open air luncheon at

Fairmount Park; guests of the Wholesale Jewelers'
Association and Opticians of Kansas City.

Friday, August 9

Morning Session
10.00-Call to order.
10.10-Report of resolution committee.
10.30-Adoption of resolution.
11.00-Unfinished business.
11.10-New business.
11.20-Adjournment.
11.30-Final conference of all national and

state officers.

All members or jewelers who can not attend are
requested to send any resolutions or questions they
wish presented to convention to Claud Wheeler,
secretary, Columbia, Mo., before July 20.
As this is a national convention of jewelers, all

retail, wholesale and manufacturing jewelers are
most cordially invited to attend.
Coates Hotel, Kansas City, the head-quarters

of the convention, has made a special rate of
$1.50 to $3.00 (European plan) for all jewelers and
their friends during convention week.
The railroads will sell round trip tickets to

Kansas City at reduced rates with privilege to
stop over at all large cities enroute.
Come and by your presence indicate your inter-

est in the forward movement of the American
National Retail Jewelers' Association to make the
business of the retail jeweler, safe, sane and
profitable.

Daylight Robbery of a Detroit Jewelry Store
Detroit, June 16.-Almost $1,000 worth of

jewelry was stolen from the store of J. A. Graham,
2340 Woodward avenue, on a recent afternoon,
while Mr. Graham was absent from the store not
more than ten minutes. Mr. Graham was alone in
his store when an accident at Woodward and Trow-
bridge avenues, attracted his attention, and lock-
ing the front door he hastened to the scene.
The only other entrance to the store is a rear door
which opens on a hallway. The hallway extends
behind the jewelry store and an adjoining barber
shop. Another door opens into the alley, and this
door is directly behind the back door of the jewelry
store. When Mr. Graham returned to his store
he found three trays lying on a shelf. Two of
them, which had contained twenty women's
watches and fifteen men's watches, were empty.
Another tray containing ninety rings, had only
twenty-five left.

July 1, 1912

White, Wile & Warner
Move Into New Plant

Well-known Ring Manufacturers Begin New Era
of Prosperity-An Immense New Factory with
Latest and Most Improved Equipment

Buffalo, N. Y., June 15.-White, Wile & War-
ner, the widely known ring manufacturers of this
city, are now located in their new factory, the hand-
some building at the corner of Main & Goodrich
streets. The new plant, which may very justly
be regarded as a monument to the enterprise of this
firm, has 20,000 square feet of floor space, and the
equipment comprises all the latest and most im-
proved machinery for the purpose of ring manu-
facturing.
A most essential feature in this branch of indus-

try is an abundance of light, and in this regard this
plant has reached the ideal. Over one hundred
windows as well as half a dozen huge skylights ad-
mit a flood of light, and this fact in connection
with the location of the plant, which occupies the
entire top floor of the building, has resulted in its
being named "the light of heaven" factory.
The constructive features are modern in every

respect. Drop hammers are built on posts extend-
ing through five stories into the foundation, and
every possible convenience has been installed, the
addition to the machinery including new mills,
new shapers, new lathes and all the essentials for
making the firm's own tools and dies. In fact,
everything required in the factory including dies,
tools, cutters, etc., is made within its walls.
A notable feature of the new factory is the offices

which occupy 8,000 square feet. They are fur-
nished in mahogany, and provided with every
improvement in office appliances and equipment
which have been devised in recent years for the
more expeditious and sytematic transaction of
business. There is a pool and billiard room for
the salesmen, reception halls, offices, for visiting
salesmen, etc.
The story of this company's progress forms one

of the most interesting chapters in the history of
the ring industry. The firm is noted for its aggres-
sive advertising which has made the trade-mark
"W. W. W." familiar to every member of the trade
as a symbol of style and quality. Not content
with the mere manufacture of rings in all styles
and varieties, the firm lends material assistance to
the trade in marketing its product, a co-operative
feature which has been a potential factor in its
success. The fact that the factory has grown with-
in one decade from a small beginning to its present
immense proportions is conclusive proof of in-
telligent management, reliable quality, and the
pursuance of a policy that appeals with special
favor to the trade.

Washington, D. C. Jewelers
Discuss Profits on Silverware

Washington, D. C., June 16.-A number of the
prominent jewelers held a meeting late last month
in the rooms of the Washington Chamber of Corn-
merce, 1202 F street, N. W., for the purpose of
further getting together and establishing pirces
that allow of a profit on silverware. Probably the
main subject of discussion was the price to be set
on single articles that are usually sold by the dozen.
The District of Columbia is hardly large enough

for two associations and neither one of them will
amount to anything unless they combine. The
present association needs the backing of the F
street and the Pennsylvania avenue jewelers and
when the latter begin to find out that they need
the others and will get together with them, then
something will be accomplished in Washington.
Among those present at the meeting were: Mr.
Wright, of Galt & Brother; Mr. Whitmore, of
Berry & Whitmore Co.; Messrs. A. D. Prince,
Albert Sigmund and Sidney Strauss, of R. Harris
& Co.; Harris N. Brown, of the Harris N. Brown
Company; Charles A. Goldsmith, of M. Golds-
mith & Son, Victor Desio, of Victor Desio & Co.,
George W. Spier, A. 0. Hutterly, John Hansen
and Julis H. Duehring, of Schmedtie Brothers,
and others.
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North Dakota Retail Jewelers
Hold Successful Annual Convention

Some One Hundred Jewelers and Optometrists in Attendance-Addresses by

Distinguished Speakers-Important Resolutions Passed Unanimously

Fargo, N. D., June 15.-A joint convention of

the North Dakota Retail Jewelers' Association

and the North Dakota Association of Optometrists

was held in this city on June 12 and 13. The con-

vention was opened in the Commercial Club on

the morning of June 12, with President A. G.

Tellner, of Jamestown, in the chair. Mayor

Sweet delivered the address of welcome to the

visitors and extended to them the hospitality of

the city during the convention. President Tellner

responded in an appropriate address, as follows:

President Tellner's Address

Gentlemen of the cnnvention, the Hon. Mayor
of Fargo and visiting friends: It gives me much
pleasure to have the honor of representing the
officers and members of the N. D. R. J. A., and to
receive the hearty welcome of the distinguished
mayor of Fargo. The citizens of Fargo and the
local committee seem to have provided everything
needed for our comfort and pleasure during our
stay in their city. The mayor has generously
tendered you the key to the city, and I wish to
call your attention to the alleged general utility
of this article as related by those who have en-
joyed the use of it before. It is claimed that it
will also unlock towns in the immediate vicinity,
if it can be safely carried across the Red River.

It is indeed a privilege for us to be able to hold
this convention in the beautiful city of Fargo, and
to be honored by the presence of its distinguished
mayor, William D. Sweet. The kind words he has
spoken, will be remembered as a tribute to our
organization, and to the industry which we re-
present. These conventions mean much to the
jeweler, whose vocation is painstaking and con-
fining. On these occasions, we meet, and become
acquainted with our business associates and find
that we have mutual interests and duties; that
we owe much to the past, and that we have obliga-
tions to the future.
I wish that every jeweler in the state could be

present and take part in this convention for his
own good. Some of them do not know what they
are missing by not being here. This is our sixth
annual convention, and I believe that in the
matter of age and progress, our association com-
pares favorably with any of the other state organ-
izations. I regret that the progress during the
last year has, perhaps, not been so great as was
anticipated. A period of near crop failures for
two years in succession, has had its depressing
influence on all lines of business, but the prospect
is now for better times.
Our organization has held its own, however, and

the secretary's report will show an increase in
membership. The expenditures have been moderate
and I believe the treasurer will report finances
in good condition. At the last convention, the
by-laws were amended and a committee on
legislation was added to the list of standing com-
mittees.
The tendency of the times is such that I believe

we should proceed cautiously in attempting legis-
lation, which would directly benefit our trade, but
there is work for such committee to do, and at pre-
sent our united efforts seem to be required in pre-
venting the passage of laws which would be detri-
mental to our best interests. There is a bill now
before Congress, which, if it becomes a law, will
prohibit manufacturers from establishing uniform
retail prices on patented articles. Such a law
would have a most disastrous effect on retail
business in general, and particularly so on the
jeweler's lines. Therefore, we should use what
influence we can against it by writing our represen-
tatives and senators in Congress. The established
retail price is evidently fair and satisfactory to the
general public as no complaint has been heard
from that source, but because it gives the retailer

equal show with the mail-traders, an attack has
been made upon it.
The removal of the uniform retail price would

result in the removal of some goods from the retail
market. For instance: It is evidently better
for the public to buy phonographs and records
from their home dealer, after hearing the music•
played than if the only source of supply were in
some distant mail-order house even if they could
be had a few cents cheaper there. Would it benefit
the public if a complete watch could be bought a
dollar cheaper from some mail-order house, were
there no local jeweler to keep it in running order?

The established retail price is the only bright
ray of hope that fakirs and misrepresentation in
merchandising will ever be eliminated and we want
it established and extended. It is useless for
our state men to talk "back to the farm," as long
as they are continually making laws which create
unnaturally large cities. I wish that you all

PRESIDENT A. G. TELLNER

would read the address on this subject, given by
J. R. Moorhead, secretary of the National Federa-
tion of Retail Merchants, before the Inter-State
Commerce Committee of the United States
Senate which address can be found in the June
issue of the Northwest Jeweler.

Progress is a very much abused word at the
present time and in order to be popular, one must
be progressive. The nature of the progress does
not seem to be of importance. Some reform meas-
ures remind me of a wee little three-legged clock
in the parlor, whose pendulum, in an awful hurry,
seems to say, "Get there, get there." In the hall
stands a big grandfathers clock whose slow, and
measured beat, seems to say, "don't hurry, don't
hurry." The larger clock, however, had no trouble
in getting there on time.
In some states laws have been enacted governing

the disposal of articles left for repair and un-
called for. We have had no trouble in disposing
of such articles in various ways without assuming
any risk, but if there is a law on the subject the
disposal must be made according to law, or we
will go to jail. These laws provide the same pro-
ceedings as in the foreclosure of mortgaged property.
As this is a rather expensive process, it would mean
that we would be obliged to keep the old scraps
the rest of our days. It is worth a good deal to
keep the jewelry business free and unhampered
by such unwise laws.
Our National Association, under the leadership

of Steele F. Roberts, is doing splendid work, and I
hope that as many of you as possible will attend
the National Convention in Kansas City, August
6 to 9th.
Our relations with manufacturers and whole-

salers is most cordial, and during my term of office
not a single complaint has been heard from either
side. We have with us today the president of the
Minnesota Wholesale Jewelers' Association, Mr.
S. H. Clausin, of Minneapolis, whom you all know.

As your chief executive, I had the honor and plea-
sure of attending the annual banquet of that
organization in Minneapolis, January 6, and was
accorded all possible courtesy. I have reasons to
believe that the standing committee will deliver
valuable reports on their various subjects which
should be carefully considered by the convention.
In conclusion, I wish to thank the officers and

members for their untiring work and support.
A great deal of credit is due our Secretary, Mr.
George E. Munro.
The souvenir program he has prepared is as fine

as I have ever seen, and it is a fair sample of the
efficiency of his work.
He has continually communicated with all the

jewelers of the state, and I am sure his work is,
in a great measure, responsible for the increase
in membership to the association.
The next order of business was the presentation

of the reports of the secretary and treasurer,
which were considered satisfactory, although the
increase in membership for the year was some-
what disappointing.
The feature in chief of the afternoon session

was an address by President J. H. Wirst, of the
North Dakota Agricultural College. The speaker
explained forcefully the close relationship existing
between the agricultural and business interests,
and suggested that the jewelers should do what
.they could to further the movement for the im-
provement of farming methods.
The last address of the day was made by C. R.

Seeley, superintendent of sales of the South Bend
Watch Company, South Bend, Ind., whose excel-
lent advice will be found published in full on an-
other page of this issue.

SECOND DAY

The first speaker at the morning session of the
second day, was Col. John L. Shepherd, of New
York, who covered in his usual happy vein,
practically all the phases of the jewelry business,
pointing out those wherein reform was imperative.
He was followed by S. H. Clausin, the well-known
Minneapolis jobber, whose brief address was re-
ceived with applause. A very practical and in-
structive address was that of J. P. Hardy, of Fargo,
whose subject was "Jewelers' Advertising." As
Mr. Hardy is not only a master of the advertisers',
but also of the printers' art, his counsel was of a
very practical nature and will prove of much
benefit to the trade.
The afternoon session had as its leading feature,

a notable address by Professor H. L. LeDaum,
of the University of North Dakota, on the appro-
priate subject "The Scope of the Jeweler's Art."
The professor's treatment of his theme is of such
general trade interest, that we publish his address
in full on another page of this issue.
Harry Hahn, of Chicago, also addressed the

convention, and his remarks were highly appre-
ciated.
The election of officers resulted as follows:

A. G. Tellner, Jamestown, president; J. G. John-
son, Ruby, first vice-presiden; J. B. Pederson,
Leeds, second vice-president; H. 0. Sheldon,
Grand Forks, secretary; and W. H. Reighert,
Minot, treasurer. H. 0. Sheldon, of Grand Forks,
was elected delegate to the National Convention.

Resolutions, which received the unanimous
approval of the convention, were as follows:
We, the jewelers of the North Dakota Retail

Jewelers' Association, in convention assembled,
hereby adopt the following resolutions:
WHEREAS, The Commercial Club, President

Worst, of the Agricultural College, and local jew-
elers of Fargo, have shown us every courtesy
and assistance possible to make this convention a
success, therefore, be it

Resolved, That we extend to them our heart-
felt thanks and gratitude.
WHEREAS, A large number of the wholesale

houses and manufacturers, have sent represen-
tatives to take part in our program, and in other
ways assist in entertaining us, therefore, be it

Resolved. That we extend said wholesalers and
manufacturers our thanks and appreciation for
such assistance.

Resolved, That we express our thanks to Pro-
fessor LeDaum of the University of North Dakota,
for being with us again this year, and favoring us
with an able and instructive address.

(Continued on page 1281)
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Another Waltham Accomplishment
CONVERTIBLE WRIST WATCH

1 liOU SEE THE IDEA! By unfastening the bracelet you have a
watch that can be worn as any watch would be, either chatelaine,

on a chain like a locket, or in the pocket.

Note that our watch winds at 12 with the crown protecte4 by the patent bow. There is nothingto catch or tear the dress as in other wrist watches wliere the stem and crown is at 3.The Waltham Convertible Wrist Watch (patent_apPlied for) meets the present fashionable
demand for a wrist watch, and yet will be just as
attractive and serviceable a watch when the owner
chooses to wear it in the ordinary way. Because
of this fact the public will be justified in buying
a Good Grade Waltham Movement in a solid case,
and avoid the mistake of buying the cheap wrist
watches which are now being put upon the market.
Waltham Convertible Wrist Watches are sold as
complete watches with detachable bracelets. Sup-
plied in Jewel Series size (Ruby movement only),
and 0 size in Solid Gold and 20-Year GuaranteedGold-Filled Cases, 14K. Solid Gold, and 10/12 double' stock Patented Expansion Bracelets.

We advise retail jewelers placing their Fall orders at once for their holiday needs.
WRITE FOR PRICE LIST OF WALTHAM WRIST WATCHES

The Waltham Wrist Watch, with strap and Gold buckle (not convertible) is by far the best wrist watch of this kind yetplaced on the market. This watch winds at 12. The crown is protected by our patent bow. Supplied in JewelSeries and 0 size in our special designed Sold Gold and Gold-Filled Cases, imported Strap.

WALTHAM WATCH COMPANY
WALTHAM, MASS.
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Southern Jewelry Travelers'
Association Outing

Ideal Weather for Enjoyable Annual Function—

Base Ball Game Proves a Very " Spirited" Con-

test. Banquet with Musical Accompaniment.

New York, June 22.—No Southern skies were
ever gayer than those which looked down on
Hugenot Park, Staten Island, on Thursday after-
noon, June 20, when the well-known Southern
Travelers' Association held its annual outing at
that beautiful spot.
The advance guard and the committee in charge

of the day's events. reached the picnic grounds
about 1 p. m., after a trip by ferry to St. George
and the remaining distance by train to Hugenot.
Mention must be made, too, of the automobile
ride from the railroad station to Terra Marine Inn,
where later in the day the entire delegation sat
dow to a real Southern repast. No, the autos
were not this year's style, but they could travel
some and who would walk a mile over the hot and
dusty road from the railroad station to the Inn
when for the paltry sum of ten cents he was per-
mitted to break speed records with not a cop in
sight.
The ball game was the biggest event of the day

with the possible exception of the dinner in the
evening. Four guests from the hotel sat in the
bleaches to witness the slaughter. It was a fortun-
ate thing for the reputation of the jewelry traveler
as a baseball player and the prestige of the jewelry
trade in general that no other strangers were on
hand during the game.

THE LINEUP
The Lily Whites The Jim Crows

Rosenberg A., rf. Stites L., rf.
Kinscherif W., 2b Bloom Max, 2b.
Strauss, lf. Titsworth N., lf.
Stites, 3b. Kinscherif F.,3b.
Hughes, lb. Bernheim L., lb.
Bernheim Jr., ss. Friedlander Wm., ss.
Eckert A. C., p. Keller Fred p.
Blackman, c. Fisher Wm., C.

The game was not in progress one inning when it
became perfectly evident to the four strangers
who sat in the bleachers that nerve and nerve only
was the players' single qualification. Those four
fans were inclined at first to scoff, but they re-
mained to laugh. The game was as peaceful as a
Republican national convention, but not half as
speedy as a Republican steam-roller.
"Bill" Garland, who umpired the game at a

respectable distance, was as firm in his decisions
as a convention chairman and no presiding officer
ever had more maledictions hurled at him than Mr.
Garland received during this carnival of errors.
Yet he deserves the highest commendations of all
true lovers of clean sport for the tact, good sense
and unbiased judgment he displayed throughout
the struggle. He called any man "out" who hit
the ball too far. He permitted fat men who got
a hit to be assisted to first in a wheel-barrow. He
permitted any player who reached first to be served
with refreshments kept'nice and cool under a near-
by apple tree. He allowed weak players and some
of his friends as many as six "strikes." He was
alive and in good health at the end of the game
and sat down to dinner with the rest of the crowd
after the game. Proof positive, in these days
when it is a common practice to lynch umpires,
that his decisions were not so awfully rank.
When after many innings the hot sun began to

shine in the eyes of many of the fielders, causing
those gentlemen to turn their backs to the diamond
and others of them to lie down in the tall grass,
it was decided to " call" the game. As the score-
keeper had fallen asleep during the game none could
tell how the score finally stood.

After a general washup the crowd sat down
around small tables in the very pretty dining
room of the Inn.

Fred Kinscherif started the big noise with the
arrival of the steamed clams.
It was delicious repast from clams to cigars.

Then came the music.
Then the 8.15 train for home and another day

was voted enjoyably and well spent by the
Southern Travelers' Association.
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The Jewelers' Security Alliance

Large Addition to Membership—Rewards Paid for

Arrest and Conviction of Jewelry Thieves

New York, June 16.—The regular monthly
meeting of the executive committee, of the Jewelers
Security Alliance, was held on Friday, June 14,
the following members being present: Chairman
Butts, Vice-presidents Bowden and Champenois,
Treasurer Karsch, Secretary Noyes, and Messrs.
Abbott, Brown, Gough, Stern and Wormser.
The following new members were admitted:

Stephen Baldwin, Charleston, S. C.
Flournoy & Vaughan, Macon, Ga.
J. Hepler, Charleston, S. C.
Ignatius R. Duffy, Charleston, S. C.
James S. Langwill, Beloit, Wis.
K. A. Griffith, Baltimore, Md.
Jobe-Rose Jewelry Company, Birmingham, Ala.
E. E. Mason, Valley Junction, Iowa.
James F. Peters & Co., Chicago, Ill.
Rahn & Will, Iron Mountain, Mich.
S. It. Alisky, Kansas City, Mo.
Jacob D. Beren, Kansas City, Mo.
Curtis F. Metz, Darlington, S. C.
C. E. Whelpley, Erie, Pa.
Wiener Jewelry & Loan Co., Kansas City, Mo.
Albert Brown, Lincoln, Ill.
W. M. Cunningham, Westfield, Iowa
S. 0. Huseth, Great Falls, Mont.
E. B. Kizer, Clinton, Wis.
J. B. Rovenhorst, Greenwood, Miss. -
Gray & Kamber, Kansas City, Mo:
Bernice B. Gray, Providence, 4. L
Francis Upchurch, Mart, Texas
Ernest A. Wegener, Beaver Dam, Wis.
L. D. Willitt, Hiawatha, Kans.
S. D. Wones, Hiawatha, Kans.
Wissing & Anderson Co., Sioux City, Iowa
J. H. Bihl, Minneapolis, Minn.
W. M. Brewer, Anadarko, Okla.
Frederick Keim & Co., Inc., New York City
Tucker & Gaines, Higginaville, Mo.
J. R. Sprague Company, San Antonio, Texas
Edward B. Fanske, Pierce, Neb.
A. S. Huey Company, Inc., Roseburg, Oregon
Kitchen & Dimon, Waverly, N. Y.
A. D. Amsden Jewelry Company, Cleveland, Ohio
P. J. Tonjes, Coffeyville, Kans.
Irvin H. Park, Big Springs, Texas
Buffalo Jewelry M'fg. Company, Buffalo, N. Y.
Feder & Co., Los Angeles, Cal.
C. 0. Booth & Co., Oelwein, Iowa
Klein & Son, Montgomery, Ala.
C. W. Little, New York City
F. Abendroth, Portland, Oregon
Simenson & Son, Olympia, Wash.
M. L. Weinstein & Co., Asbury Park, N. J.
C. N. Frazier, Norwalk, Ohio
Dory H. Leedy, Butler, Ohio
William Forstrom, Chicago, Ill.
M. J. Rystrom, St. Charles, III.
South Texas Loan Company, Houston, Texas

The secretary reported the statistics for the month
of May gathered from the trade papers as follows:
there were six safe burglaries with losses of $7,500,
of which one was at the store of a member, George
Reinhardt of Denver, Colo.; there were thirty store
burglaries in which the safes were not attacked
with losses of $12,360. Seven of these were at
the stores of members, and in two of the cases
arrests have been made and the property recov-
ered, and other arrests will probably follow later
on account of the reward offered by the Alliance;
there were three cases of window smashing with
losses of $1,995, of which four were at the store of
members; there were fifteen cases of sneak theft
with losses of $4,336, of which eight were at the
stores of members, who lost $1,500. In one of
these cases arrests have been made and the property
recovered.

The following rewards were ordered paid:

No. 181.—To Detective James P. Price, of
Wilkesbarre, Pa., for the arrest and conviction of
John Jobliss and Joseph Locate, who broke into
the store of J. A. Leibson, of Pittston, Pa., on the
night of April 29, and stole a number of revolvers,
razors, shotguns and other property from the show
window.
No. 182.—To Charles Holtz, a private watch-

man for the arrest and conviction of Charles
B. Bennett, Charles Degrau and John E. Martin
who broke into the store of B. Kahn & Brother,
Baltimore, Md., on May 11, and were packing
jewelry in a suit case when they were discovered
by the watchman in the next store who called the
police to capture them before they could escape.

No. 183.—To Special Policeman William Solari,
and Officers P. J. Smith, and Thomas Casey for the
arrest and conviction of Charles Braun, who broke
into the store of the Portuguese Mercantile Com-
pany, of San Francisco, Cal., on February 9.

Annual Convention of
North Dakota Association

(Continued from page 1279)

WHEREAS, There has been a great deal of dis-
cussion regarding future selling prices, and legisla-
tions on same and we have had resolutions adopted
previously regarding it, we hereby,

Resolve, That we again wish to re-affirm that we
are opposed to any and all legislations that will
prevent establishment of such fixed selling prices,
but we find such legislations, state and national,
that will prevent fraudulent advertising which
works injury to the truthful advertiser, and favor-
ing a passage of bill prepared by the jewelers,
circular or some similar bill.
We recommend that a copy of such parts of these

resolutions as relate to legislations be sent to all
members of our state senators and representatives
and United States congressmen and senators.

WHEREAS, The country is flooded with brass
watch cases thinly plated with gold, and stamped
with guarantee of wear for long periods, generally
for twenty or twenty-five years, and

WHEREAS, The wearing qualities of such watch
cases are usually ridiculously below the so-called
guarantee, and

WHEREAS,. Such watch cases are frequently ac-
companied by he name of a fictitious or irrespon-
sible manufacturer, or by ,ofie who, after flooding
the market with inferior watch cases suddenly
disappears, with no expectation or intention on
the part of such manufacturers of making good the
false guarantees, and,

WHEREAS, Large quantities of such spurious
watch cases are purchased by the unsuspecting
public, in reliance upon such guarantees, to the
great damage and injury to the business of the
legitimate retail dealer, who must personally
make good such guarantees or lose the good-will
of the customers, and,
WHEREAS, The use of such false guarantees

furnishes a ready instrument of fraud and decep-
tion, it is therefore,

Resolved, That we, The North Dakota Retail
Jewelers' Association favor the abolition of all
time guarantees on gold-filled and gold-plated
watch cases, and all articles of jewelry or silver-
ware, and that we approve and urge, the enact-
ment of proper legislation prohibiting the stamping
or attaching of time guarantees in any form on :
or to watch cases, and that we recommend that
any goods which are stamped or labeled in any way
indicating that they are filled or rolled-plate, must
also be stamped with either the name of the manu-
facturer or a registered trade-mark.

Resolved That we as legitimate jewelers will be
satisfied to handle all such articles on the assur-
ance from such manufacturers whose name and
trade-mark is stamped thereon, that satisfaction
will be guaranteed on their respective lines.

Resolved, That we attempt to do all possible
to secure a state legislation for the following pur-
poses:
To regulate disposal of unclaimed repairs.

To provide for a gold and silver stamping law.

To conform to the national law.

The convention was brought to a happy con-
clusion at a banquet given to the visitors, on the
evening of Thursday, when all the speakers at the
convention were again called upon for some re-
marks. Mayor Sweet admirably performed the
duties of toastmaster and the function was much
enjoyed.

Paris Jeweler Robbed of $125,000 worth of Jewels

London, June 22.—The offer of a reward of

$10,000 for the recovery of $125,000 worth of

jewels stolen from the Hotel Richelieu here a week

ago reveals the fact that Charles Reinhold, a

manufacturing jeweler at No. 17 Rue Bleue,
Paris, was the victim of a thief, who decamped
with jewels which were intended for sale. While
Mr. Reinhold was at breakfast 490 articles were

stolen, among them a pair of ear-rings with pearl
drops weighing 127 grains and three pearl necklets

which had 360 grains of pearl in each.
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THE POPULAR WATCH BRACELET
Patented April, 1912—Other Patents Pending

Plain
10 Ligne Actual Size
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The "American Beauty"
Bracelet is an example of
the highest art of the modern
goldsmith.

Manufactured in 14 karat
gold and high grade double
gold filled stock.

Engine-Turned

Mounted with Diamonds

9.19 On 10 MIN 11931.1101 .91

Floral Engraved
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Each section has an invisi-
ble, spiral, tempered gold
spring, which assures an
extension of over three
inches. No soft soldered
rivets to break.
Can be had in all standard
makes of American and
Foreign movements and
filled and 14 karat cases.

In the face of an ever-increasing call for cheapness in jewelry
we never neglect the nice details of workmanship and finish,
which jewelry assuredly ought to possess. Our trade mark Q
on an article is a guarantee of superior quality.

Sold wherever watch cases or movements are shown

Untermeyer, Robbins & Co.
Manufacturers of Rings, Bracelets & Thimbles

71 Nassau Street New York City

1■1

.1•1■1

1■1

11■91

■911

11■191

Volume 33 JULY 1, 1912 Number 13

A semi-monthly Journal published on the 1st and
15th of each month, devoted to the interests of
the Watch, Jewelry and Kindred Trades. The
purpose and policy of title journal are the pro-
tection and promotion of all trade interests. A
rigid censorship assures the reliability and worth
of all reading matter, and the exclusion of all
that is not trustworthy or relevant. We decline

to insert advertisements that are unreliable, or
misleading in representation, defamatory in state-

ment or detrimental to the welfare of the trade.

Subscription—One Dollar per year, postpaid, to all
parts of the United States, Hawaii, Porto Rico,
Philippines, Guam, U. S. Island of Samoa, Cuba
and Mexico ; single copies, regular issues. 10 cents;
special issues, 25 cents. To Canada, $2.00 per year.
To Foreign countries, $3.66 (15 shillings) per year;
single copies, 25 cents (1 shilling).

Payment for "The Keystone," when sent by mail,
should be made by Postoffice Money Order, Bank
Check or Draft, or Express Money Order. When
neither of these can be procured, send the money in
a Registered Letter. All remittances should be
made payable to The Keystone Publishing Com-
pany.

Change of Address—Subscribers desiring their ad-
dress changed should give the old as well as
the new address.

Advertisements—Advertising rates furnished on ap-
plication. Copy for Advertisements must reach
us by the 23d of each month to insure insertion
in the issue of the 1st of the following month.
and by the 8th of the month for insertion in the
Issue of the 15th of the same month.

Address all communications to

THE KEYSTONE PUBLISHING COMPANY
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PROVIDING., R. I.
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809-811-813 N. 19th St.

Philadelphia, Pa.
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Progress Extraordinary in Trade Uplift

A glance through this issue will show

that the conventions of the state associa-

tions are the most interesting, instructive,

and suggestive of current-trade events.

We who can recall trade feeling and condi-

tions ten or fifteen years ago, and whose

duty it has been to make record of such

conditions, realize with special force the

extraordinary progress made by the jew-

elers during that period. This progress,

as it should be, has been mainly in the

direction of improved merchandising, but

many other phases of advancement deserve

mention. The personal antagonism and

competitive bitterness which prevailed at

an earlier period have been gradually

eradicated, and have given place to a

fraternal feeling which, in this age of

organization, is the cornerstone of all

progress.

Quite as notable and as gratifying is the

extension of this feeling among the differ-

ent branches of the trade. The bond of

friendship has been established not only

among the retailers, but also among the

wholesalers and manufacturers, all three

branches now working in harmony for the

uplift and advancement of the trade at

large. This feeling and co-operative spirit

will find their culmination at the forth-

coming convention of the American Na-

tional Retail Jewelers' Association, which

will be held in Kansas City next month,

and the interesting program for which, will

be found elsewhere in this issue. It is

already a certainty that this will be, by

several hundred, the largest trade-gather-

ing thus far held, and in character it will

surpass its predecessors quite materially as

in numbers.
Those who peruse the proceedings at the

various conventions, and study the highly

instructive addresses made thereat, must

feel proud of what may be styled the new
dispensation in the jewelry trade, which

can now boast of a large number of the

most progressive and capable merchants

in the country. These have done much

to cure their brethren of the old time pessi-
mism and whining against fate and modern
competition. Organization has not only
educated them but given them confidence
in themselves, and they now realize that
the way to survive competition is to fight
it persistently and intelligently with the

weapons of publicity and modern store
methods. A sufficient number have tri-
umphed over competition to prove the
efficacy of these weapons, and the con-
ventions have shown the trade how they
can be used to maximum advantage.
The Keystone finds pleasure in the

fact that it has been a chief factor in
initiating, fostering and forcing this ad-
vancement, and looks forward confidently
to greatly accelerated progress in the years
to come.

Abolition of Time Guarantee
Given Wide-spread Publicity

As the jewelers now seem to be prac-
tically a unit in their advocacy of the
abolition of the time guarantee, it only
remains to educate the public on the sub-
ject as the trade seem to have been already
educated. Much has been achieved in
this direction by the wide-spread publicity
given by the daily press to this feature of
the convention proceedings. Its impor-
tance from the public point of view was
well illustrated in the fact that the aboli-
tion of the time guarantee was used as a
scare-head for the convention proceedings
in a large majority of the daily papers
published in the different convention cities.
We have before us, as we write, a large
number of these reports, each of which
features this matter of the guarantee.

This proved instructive reading for the

public who will henceforth naturally
regard themselves as the prospective vic-

tims of fake guarantees. The trade at

large should follow up this newspaper

exploitation of the matter with suitable
advertising, so .that the reform may be
advocated as not only a boon to the trade
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but a protection in fact to the public.
In urging any reform the-good-of-the-
public argument is paramount, and a wide-
spread knowledge that the time guarantee
had largely degenerated into an instru-
ment for imposing on the public would
make its abolition a comparatively easy
task. Even now a very large proportion of
the public place their faith in the jeweler
rather than in the guarantee, but there are
still many who prefer the time warranty,
wherein lies the opportunity for the un-
scrupulous fakir and dishonest manu-
facturer.
As practically every jeweler is an ad-

vertising patron of his local papers, this
subject furnishes an excellent one for an
interview which will mean valuable free
publicity. Explain the matter to your
local reporter or the advertising solicitor
and there will be no difficulty in securing
for the interview free exploitation.

The Situation and Prospects
in the Jewelry Trade

On the threshold of the vacation season,
it is opportune to contemplate the pros-
pective conditions which will confront the
jewelers when fall activity is resumed.
The generally accepted view that presi-
dential year is an "off year" in business
is proving true as heretofore, the distribut-
ing influence being emphasized this year
by the unique political turmoil attending
the conventions. Comparative quiet,
however, has followed the nominations,
allowing the public mind to become again
concentrated on business pursuits.

Apart from the political situation, there
is not at this writing a single cloud to
darken the brightness of the outlook for
a prosperous fall business. Generally
speaking immense crops are expected,
and at the prevailing high prices, these will
produce a large revenue, a liberal propor-
tion of which will find its way to the
jewelry trade. Up to the present the
retailers have contented themselves with
purchases of stock to cover current
requirements, but the present outlook
fully justifies more liberal investment.
A seasonable lull is reported among the

manufacturers, especially in the New
England industrial centers, but there is
no expression of dissatisfaction heard and
all await impatiently the end of the
political strife when they look forward to a
new era of uninterrupted prosperity.
Some lines have been unusually slow, but
others,—notably diamonds and other gems
—are in excellent condition as is evidenced
in the continued large importations.
The commencement and wedding season
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has proved peculiarly lucrative this year,
revealing a widespread extension of the
custom of gift presentation to graduates.
Those of the trade who are alive to oppor-
tunities have reaped a considerable harvest
from the sale of what is now known as
summer jewelry, and, generally speaking,
the trade is in a much healthier condition
than would appear on the surface.

Problem of Attracting
Larger Convention Attendance

The problem of attracting a much larger
attendance to the various state conven-
tions has been given much attention by
some of the speakers at these gatherings.
Some advocate the elimination of what is
known as the "set speech," and the sub-
stitution, therefore, of extempore dis-
cussion and practical suggestion by the
members. The fact that the average
attendance has been somewhat unsatis-
factory leaves no doubt as to the necessity
of a change and a departure from the now
familiar program would seem to be advis-
able. The attendance is likely to con-
tinue unsatisfactory until the average
jeweler is convinced that his absence from
his state convention will mean a material
loss to him in information or otherwise.
One of the speakers at the North

Dakota Convention made a number of
valuable suggestions on this subject which
will be found on page 000 of this issue,
and we invite the officers of the associa-
tion and the members, as well as the out-
side trade, to give consideration to the
subject and favor us with their views for
publication in these pages.

The Need of Information On
Precious and Semi-Precious Stones

In our last issue, we reported a case
which had just been tried in England
which emphasized the advisability, if not
necessity, for the jeweler to make himself
a competent authority on the matter of
precious and semi-precious stones, genuine
and artificial. We learn from a number of
communications since received that the
trade fully appreciates the value of this
accomplishment and are very eager for
information on the subject.
We have responded to the expressed

wish of some of our readers by publishing
in our technical department a lecture by a
recognized British authority on the sub-
ject " Gems and Their Discrimination."
This is an excellent contribution to gem
literature of the kind that the trade need
so urgently.

The Proffered Solution of the
Birthstone Problem

To fly in the face of tradition is by no
means an encouraging undertaking; but,
in the matter of the birthstone, the trade
runs no risk in making the effort. The
fad of symbolic jewelry has now acquired
a permanent hold on public favor, and has
furnished the jewelers with an opportunity
of great promise. That the gems which
tradition has assigned to the different
months are not in every instance such as
either good taste or business reasons would
sanction is admitted and a change for the
better would no doubt be quite as much
relished by the public as by the trade.
With a view to solving the problem

satisfactory to all, a tentative list will be
presented for consideration at the Kansas
City Convention, and should an agreement
result, publicity may be depended on to do
the rest. Already the shortcomings of the
present list have been heralded far and
wide in the daily press, and a good start
in the enlightenment of the public in this
matter has thus been made. The revised
list is published elsewhere in this issue,
and we commend our readers to consider
it seriously, and make whatever sugges-
tions they wish prior to the convention.

Dates of Coming Conventions

Elsewhere in this issue we publish
reports of the annual conventions of the
North Dakota, North Carolina, Indiana
and Iowa Conventions. The reports of
the South Dakota, Ohio and Colorado
Conventions reached us too late for pub-
lication in this issue, but will appear in
full in our issue of July 15. The dates of
the conventions yet to be held are, as
follows:

Pennsylvania Retail Jewelers' Associa-
tion, at Erie, July 1, 2 and 3.

Wisconsin Retail Jewelers' Association
at Milwaukee, July 9, 10 and 11.

Minnesota Retail Jewelers' Association,
at Fergus Falls, July 17 and 18.

Michigan Retail Jewelers' Association,
at Detroit, July 22 and 23.
Kansas Retail Jewelers' Association, at

Kansas City, August 5.
Missouri Retail Jewelers' Association,

at Kansas City, August 5.
American National Retail Jewelers'

Association, at Kansas City, Mo., August
5 to 9.

We have on hand many valuable papers
read at the different conventions for which
we will endeavor to find space in future
issues. Our readers will understand that
limitation of space prevents our incor-
porating all of them with the convention
reports.

Window Display Prize Winners to be
Announced in Next Issue

Our prize-window display contest has
closed with this issue, and we wish to
thank the large number of jewelers who
favored us with photographs and descrip-
tions of their displays. It is suggestive
that all who devoted special trims to
commencement gifts, express satisfaction
with the results. Many of these displays
manifest much originality, and all were
effective in fostering the custom of com-
mencement presentation. The various
photographs with descriptions are now in
the hands of the judges and the results
will be announced in our issue of July 15
together with illustrations and descriptions
of the prize-winning trims. It will be
impossible, of course, to show the im-
pressive color-effects, and our readers will
have to learn these from the descriptions.

Proposed Multiplication of Small Coins
A bill was recently passed unanimously

in the House of Representatives providing
for the coinage of three cent and a half cent
piece. It was announced that this bill
was reported favorably by the Committee
on Coinage, Weights and Measures, and
was recommended both by the Director of
the Mint and the Secretary of the Trea-
sury. According to the advocates of the
measure, this legislation is offered in the
nature of a partial solution of the high
cost of living problem, but it has not met
with the approval of business interests
generally. It is argued that many things
for which five cents are now paid, could be
sold profitably for the three cent piece,
and that the half cent would mean a direct
benefit to purchasers. The business world
does not see how either of these purposes
will be served and anticipates considerable
extra work and confusion as the result of
the proposed reform.
The half cent piece was already used at

one time in our history, but seems to have
died a natural death. The proposed
three cent piece will have the disadvantage
of closely resembling the dime in size and
appearance, and the proposition is made to
facilitate distinction by having a hole in
the new coin, Chinese fashion. The bill
also proposes that the composition of the
cent will be changed in a way that will
apparently make it more easily con-
founded with the five cent piece. It is
quite unlikely that the slot machines,
five cent stores and street car companies,
etc., will immediately make the three cent
piece their standard.

T
HE attractiveness of this full-page ad-
vertisement has attracted your atten-
tion. The same beautiful display of

silver will appear in magazines reaching
over 7,000,000 readers during the months of
May and June.
This Spring Advertising will appear in

those mediums which are read by the great-
est number of women buyers who have the
means to purchase distinctive tableware for
their homes.
Our most popular flatware patterns will

be featured—The Washington in R. Wallace
Sterling and the Laurel in 1835 R. Wallace,
Silver Plate that RESISTS wear.
A complete and most effective series of

dealer's helps, including a variety of printed
matter and newspaper electros, are now
ready for distribution to jewelers handling
these profitable patterns. Full particulars
will be furnished on request.
Al! inquiries received from Wallace maga-

zinc advertising are referred to jewelers in
the towns where the request originates.

R.Wallace 8c Sons Mfg. Co.
Box 140, Wallingford, Conn.

New York Chicago San Francisco London
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has proved peculiarly lucrative this year,
revealing a widespread extension of the
custom of gift presentation to graduates.
Those of the trade who are alive to oppor-
tunities have reaped a considerable harvest
from the sale of what is now known as
summer jewelry, and, generally speaking,
the trade is in a much healthier condition
than would appear on the surface.

Problem of Attracting
Larger Convention Attendance

The problem of attracting a much larger
attendance to the various state conven-
tions has been given much attention by
some of the speakers at these gatherings.
Some advocate the elimination of what is
known as the "set speech," and the sub-
stitution, therefore, of extempore dis-
cussion and practical suggestion by the
members. The fact that the average
attendance has been somewhat unsatis-
factory leaves no doubt as to the necessity
of a change and a departure from the now
familiar program would seem to be advis-
able. The attendance is likely to con-
tinue unsatisfactory until the average
jeweler is convinced that his absence from
his state convention will mean a material
loss to him in information or otherwise.
One of the speakers at the North

Dakota Convention made a number of
valuable suggestions on this subject which
will be found on page 000 of this issue,
and we invite the officers of the associa-
tion and the members, as well as the out-
side trade, to give consideration to the
subject and favor us with their views for
publication in these pages.

The Need of Information On
Precious and Semi-Precious Stones

In our last issue, we reported a case
which had just been tried in England
which emphasized the advisability, if not
necessity, for the jeweler to make himself
a competent authority on the matter of
precious and semi-precious stones, genuine
and artificial. We learn from a number of
communications since received that the
trade fully appreciates the value of this
accomplishment and are very eager for
information on the subject.
We have responded to the expressed

wish of some of our readers by publishing
in our technical department a lecture by a
recognized British authority on the sub-
ject " Gems and Their Discrimination."
This is an excellent contribution to gem
literature of the kind that the trade need
so urgently.

The Proffered Solution of the
Birthstone Problem

To fly in the face of tradition is by no
means an encouraging undertaking; but,
in the matter of the birthstone, the trade
runs no risk in making the effort. The
fad of symbolic jewelry has now acquired
a permanent hold on public favor, and has
furnished the jewelers with an opportunity
of great promise. That the gems which
tradition has assigned to the different

. months are not in every instance such as
either good taste or business reasons would
sanction is admitted and a change for the
better would no doubt be quite as much
relished by the public as by the trade.
With a view to solving the problem

satisfactory to all, a tentative list will be
presented for consideration at the Kansas
City Convention, and should an agreement
result, publicity may be depended on to do
the rest. Already the shortcomings of the
present list have been heralded far and
wide in the daily press, and a good start
in the enlightenment of the public in this
matter has thus been made. The revised
list is published elsewhere in this issue,
and we commend our readers to consider
it seriously, and make whatever sugges-
tions they wish prior to the convention.

Dates of Coming Conventions

Elsewhere in this issue we publish
reports of the annual conventions of the
North Dakota, North Carolina, Indiana
and Iowa Conventions. The reports of
the South Dakota, Ohio and Colorado
Conventions reached us too late for pub-
lication in this issue, but will appear in
full in our issue of July 15. The dates of
the conventions yet to be held are, as
follows:

Pennsylvania Retail Jewelers' Associa-
tion, at Erie, July 1, 2 and 3.

Wisconsin Retail Jewelers' Association
at Milwaukee, July 9, 10 and 11.

Minnesota Retail Jewelers' Association,
at Fergus Falls, July 17 and 18.

Michigan Retail Jewelers' Association,
at Detroit, July 22 and 23.

Kansas Retail Jewelers' Association, at
Kansas City, August 5.

Missouri Retail Jewelers' Association,
at Kansas City, August 5.
American National Retail Jewelers'

Association, at Kansas City, Mo., August
5 to 9.

We have on hand many valuable papers
read at the different conventions for which
we will endeavor to find space in future
issues. Our readers will understand that
limitation .of space prevents our incor-
porating all of them with the convention
reports.

Window Display Prize Winners to be
Announced in Next Issue

Our prize-window display contest has
closed with this issue, and we wish to
thank the large number of jewelers who
favored us with photographs and descrip-
tions of their displays. It is suggestive
that all who devoted special trims to
commencement gifts, express satisfaction
with the results. Many of these displays
manifest much originality, and all were
effective in fostering the custom of com-
mencement presentation. The various
photographs with descriptions are now in
the hands of the judges and the results
will be announced in our issue of July 15
together with illustrations and descriptions
of the prize-winning trims. It will be
impossible, of course, to show the im-
pressive color-effects, and our readers will
have to learn these from the descriptions.

Proposed Multiplication of Small Coins

A bill was recently passed unanimously
in the House of Representatives providing
for the coinage of three cent and a half cent
piece. It was announced that this bill
was reported favorably by the Committee
on Coinage, Weights and Measures, and
was recommended both by the Director of
the Mint and the Secretary of the Trea-
sury. According to the advocates of the
measure, this legislation is offered in the
nature of a partial solution of the high
cost of living problem, but it has not met
with the approval of business interests
generally. It is argued that many things
for which five cents are now paid, could be
sold profitably for the three cent piece,
and that the half cent would mean a direct
benefit to purchasers. The business world
does not see how either of these purposes
will be served and anticipates considerable
extra work and confusion as the result of
the proposed reform.
The half cent piece was already used at

one time in our history, but seems to have
died a natural death. The proposed
three cent piece will have the disadvantage
of closely resembling the dime in size and
appearance, and the proposition is made to
facilitate distinction by having a hole in
the new coin, Chinese fashion. The bill
also proposes that the composition of the
cent will be changed in a way that will
apparently make it more easily con-
founded with the five cent piece. It is
quite unlikely that the slot machines,
five cent stores and street car companies,
etc., will immediately make the three cent
piece their standard.

T
HE attractiveness of this full-page ad-
vertisement has attracted your atten-
tion. The same beautiful display of

silver will appear in magazines reaching
over 7,000,000 readers during the months of
May and June.
This Spring Advertising will appear in

those mediums which are read by the great-
est number of women buyers who have the
means to purchase distinctive tableware for
their homes.
Our most popular flatware patterns will

be featured—The Washington in R. Wallace
Sterling and the Laurel in 1835 R. Wallace,
Silver Plate that RESISTS wear.
A complete and most effective series of

dealer's helps, including a variety of printed
matter and newspaper electros, are now
ready for distribution to jewelers handling
these profitable patterns. Full particulars
will be furnished on request.

All inquiries received from Wallace maga-
zine advertising are referred to jewelers in
the towns where the request originates.

R.Wallace & Sons Mfg. Co.
Box 140, Wallingford, Conn.

New York Chicago San Francisco London
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STOUFFER'S
FINE CHINA

THERE is nothing

Jewelers can

handle that will dis-

play so attractively,

sell so easily, or in-

duce so many " Re-

peat" orders as 'Din-
ner Ware, decorated by
hand with pure gold

band, gold line and

gold initial.

Every sale starts a
set. A piece of China
marked with a lady's
Initial becomes dis-
tinctively her own,
and she will return to
you for other pieces
to complete her set.

The above facts are
good reasons why you
should handle our line.
We decorate both
Havilandandmedium-
priced China in Din-
ner Ware. Write us
regarding this Trade
Winner.

ti

P

Q TOU FFER'S Fine

L./China differs

from ordinary " Hand

Painted" wares in the

same way that a paint-

ing differs from a

chromo. We employ

no amateurs—each
piece is the idea and

workmanship of a

skilled artist.

Our high standard of

workmanship, rig ht

prices and just selling

policy have earned
our reputation which

we maintain every
time we fill an order.

After July 4th, our

traveling salesmen be-

gin taking orders for

the holidays. Write

us and we'll have a
representative call
when in your locality.

Illustrations showing hundreds of our latest
exclusive designs including Initial Dinner
Ware will be mailed free on request. Write
for them today.

The J.H.Stouffer Co.
3225-3231 CALUMET AVE.
CH I CAG 0. U.S. A.

ItWAiiiIftI Fa
A Beautiful New Creation A White Line in Silver Plate
The latest popular white effect produced on metal Novelties with
a glossy white, heavy deposit of pure silver and hand shaded,
bright burnished decorations.

Parisian Art Silver should not be confused with the impractical
ivory enamel finishes so commonly shown this season. It will not
chip or flake off like the enameled goods. Dealers are cautioned
not to accept inferior imitations.

Now is the time to investigate this beautiful new line and place
your order for the holiday trade.

Familiarize Yourself with Parisian Art Silver

pARISIANART

S LV ER =÷-
REG'N APPCD FOR

GUARANTEED TO RE HEAVILY
PLI"TED ,171-1 PURE SILVER

AND HAND TINTEO

Facsimile of tag
attached to each article

Look for this mark
on all W-B goods

The W-B Line
Superiorty of design and finish has clearly established its leader-
ship and made it the most popular and suitable line of its kind
for the retail jewelry trade.

It contains no antiquated obsolete patterns, all showings being
strictly original and distinctive—the new showings are always
recognized as the season's leading styles.

When your are looking for Art Metal Novelties in Silver, Brass
and Gold Plate be sure to ask your JOBBER for W-B Goods

WRITE FOR ILLUSTRATIONS

THE WEIDLICH BROS. MFG. CO.
BRIDGEPORT CONNECTICUT

New York Salesroom 15 Maiden Lane

1287

The John Hancock Pattern
" THE SILVER THAT SELLS"

Any one who sees the John Hancock pattern in Sterling
Silver can not but be impressed with its dainty, dignified
design, its substantial weight and its perfect finish.

The rare artistic treatment of the laurel,
the graceful three thread outline, the Colo-
nial scroll top with the dainty bead fes-
toon present a pattern of unusual elegance.

The John Hancock is a pattern of real value
for the Jeweler. A pattern that brings a
price with a good profit. It catches the
attention wherever displayed. Further than
gaining attention—IT SELLS.

ROGERS, LUNT & BOWLEN CO.
 SILVERSMITHS 

Main Office and Factory, Federal and Kenwood Streets

GREENFIELD, MASSACHUSETTS

Chicago—Kesner BuildingNew York-15 Maiden Lane San Francisco-717 Market Street



Eon The square
means

The maximum
of value and

service

Jewels and
Jewel Designs

EMT SOLID GOLD
WATCH BACELETS AT
PULAR PRICE3
STERN MOM C9.

Offices of ,...1‘ ,
Salesrooms and 33 43 GOLD ST.,,NEWYORK Diaiitorta,

Diamond Dept. 
• Cut tingWorhs

136-146W.52 St.
, 66 Nassau St.,N.1.-''

Offices 31Norilx State St.
Branch CHICAGO, I LL . AMSTERDAM, Holland.

p aa 
'I■ka,vv 'York,'( 

IZ 

Au drey House , ElyPlacc 4,11LOI4DON,Eniglaid_iswTo avoid delay use
4 local address 35.4,3 Gold Sk.

'ItiVe
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MOROCCOTERLING 

JEWEL CASES
MOUNTED

Exclusive in Design

Finest Quality of Material

and Workmanship in

Every Detail

NEW YORK OFFICE, Silversmith Building
SAN FRANCISCO OFFICE, Jeweler's Building

Made in Eight Sizes

3 x 4" to 7 x 9"

All with Locks

Write Us For Prices

WARWICK STERLING COMPANY
PROVIDENCE :: :: RHODE ISLAND

MCZCZCZOMICICUIZZCZOODCZCZCZCZOCHICOCZCZCZ1=1811MICZCZOODCZCZCZCZCZMICZOC
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COMBINATION No. 1

g 

• 

Combination

CUT ONE-HALF ACTUAL SIZE

No. 1 Consisting of 1 No. 327-20 Salt, 1 No. 327-20
Pepper, Each with Heavy Sterling Silver Top and 1 Leatherette g
Case. Green or Lavender.

Per gSend For Illustrated Catalogue Price, 75 Cents set ll
illicbter !M. Co.. .1:

33 Canal St. :: Providence, R. I. 11
u
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GOLD SHELL RINGS
Let Us Send You Samples Through Jobber

SJl
open,11111111

IIlII 

001_51,544

Our line is acknowledged
superior in design and variety
The Finish stands pre-emi-
nently prominent. If your

trade can use Gold Shell
Goods better investigate
our Quality and Prices.

We make:
Gold Shell Seamless Rings,

Studs,Emblems,Ear Knobs,

Scarf Pins,Link Buttons,etc.

Write for further particulars.

The Morgan Jewelry Co.

\\. 
Manufacturing Jewelers

\ 62 Page Street, Providence, R. I.

6

0

Numerous inquiries have been made, Who makes THE ALLIANCE RING?
Let us solve this question for you

WE DO ! ! !
The graceful style of the Alliance Ring is rapidly supplanting tl..e use of the old-style wedding ring.Its mysterious construction is another reason for its increased demand.
We have thus far supplied the entire demand, and we take these means to inform you that shouldyou need them we can supply you.
These rings are most carefully adjusted; the joints are barely perceptible, except by a magnifying glass.
‘Vhenever engraving is desired, it is done in the inside flat surface. They are easily opened as shownon illustration by inserting a sharp instrument, for instance a pin, in the inside pin hole.
They should not be pried open, as this would destroy their adjustment.

14 karat, 3 dwts., $1.25 per dwt. net ; in dozen lots, $1.15 per dwt. net
18 karat, 3 dwts., $1.40 per dwt. net ; in dozen lots, $1.30 per dwt. net

LEONARD KROWER, Manufacturing Jeweler, 536-538 Canal St., NEW ORLEANS, LA.
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The Present Vogue of the Bracelet Watch

has been caused by the invention of

The Mauran Expansible Bracelet
immus■

A revolution in the small watch business, presenting to the retail jeweler an oppor-

tunity for increased business such as he has not experienced for many years.

MAURAN EXPANSIBLE BRACELET

PATENTED

MAURAN EXPANSIBLE BRACELET

PATENTED

Insist that the "MAURAN" bracelets be used on your bracelet watches. You can

procure them from your usual watch people in either 14 K. or 10 K. Solid Gold,

Gold Filled or Sterling Silver, fitted with American or Swiss movement.

WARNING
The "Mauran" bracelet is covered by U. S. Letters Patent
No. 863836 and other patents upon improvements pending.
Parties infringing will be prosecuted.

■■■•■■••••

We make a large variety of Mauran Expansible Bracelets in fancy patterns in either

14 K. or 10 K. Solid Gold.

John T. Mauran Manufacturing Co.
I ESTABLISHED 1

1850 

MAKERS OF SOLID GOLD JEWELRY

Providence, R. I.



1292

Supremely beautiful as
the rainbow is the new

fall line of LK Rings. It's
as variegated and as ex-
tensive.

It's a sure promise of ring
sales and good profits to
the retailer.
It's a sure promise of sat-
isfaction to the customer. •

There are thirty-two
points to the compass.
Our travelers will make for
as many on their next trips.
Have you ever met one of
these live men ? Then you
will meet him again. It's
worth your while to talk to
him. It's worth your while
to talk to him this Fall, if
you never did before.

WE INVITE REQUESTS
FOR SELECTIONS

(REQ. U. S PAT. )
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North Carolina Jewelers' Association
Holds Seventh Annual Convention

Sixty-five Members in Attendance—Program of Instruction and Entertainment—City
Accords Formal Welcome—Statement by the New President

The North Carolina Retail Jewelers' Association
met in its seventh annual convention in the
assembly hall of the Selwyn hotel, Charlotte, on
June 18, at 10 o'clock with President Fred N. Day,
of Winston-Salem in the chair.
Upon the invitation of President Day Rev.

R. L. Pruett, pastor of the Ninth avenue Baptist
church, delivered the invocation.
At the conclusion of the invocation President

Day introduced Dr. C. A. Bland, mayor of the
city of Charlotte, who delivered the address of
welcome for the city. He declared that it was a
pleasure to welcome conventions to Charlotte and
that he would not be a true citizen of Charlotte
did he not "brag" a li ale. He called attention to
the fact that there is more than 100 miles of
improved streets in Charlotte, that it is bigger in
area than Richmond, Va., or Wilmington, Del.
He also said that it has been reported that more
cotton is grown within the city limits of Charlotte
than in any other city of the world. This is
true, he said, but the people of Charlotte take this
raw cotton and convert it into merchandise which
is sent to all sections of the globe to assist in cloth-
ing humanity.
Mayor Bland declared the jewelers' association

appealed to him and that its origin is lost in the
twilight of history. It compares in antiquity with
the art of painting. North Carolina, said he, is
rich in gems used in the jewelers' art and within
the city of Charlotte there are two gold mines.
He told of the man who visited Charlotte and
learned that some of the stone in the street paving
comes from near one of these gold mines and
went away telling that the streets were paved
with gold but that he had not seen any sign
of wings sprouting from the backs of the residents.
Mayor Bland closed with a hearty welcome to

the jewelers.
William G. Frasier, of Durham, secretary of the

association, responded to this address in which he
paid the city of Charlotte a high tribute. In
the course of his remarks he said:
" This association was invited to hold its seventh

annual convention in Charlotte in 1912, and now,
Mr. Mayor, we thank you for this invitation and
for the kind welcome you have extended us. Char-
lotte today stands as one of the greatest cities of
our state, and justly she feels proud. I came to
Charlotte some fifteen years ago to assist the cause
of organizing an optical association. This asso-
ciation I regret to say went to the bad, but I am
grateful and thankful to inform you that it was
after many years of persistent work by its members,
resurrected, and now stands as one of the foremost
optical associations in the United States, and it
too has been invited to hold its annual convention
in this hospitable city, just after our adjournment.
"Seven years ago there was born in your state

the present illustrious jewelers' association, for
the betterment and upliftment of one of the
greatest trades and professions of the world. We
are a craft composed of (we think) the cream of
the mercantile business; in us you bestow your
confidence for right or wrong, when you buy our
merchandise; you are compelled to rely upon us
and our ability, while in other lines you know to
some extent, where you are and what you are
getting. When you deal with a member of this
association, you may rest assured that you are
doing business with one who has pledged himself
to protect the innocent public, and one who has
pledged himself to support the principles of the
better nature, and who is worthy of your respect
and esteem.
"Much has been said about the growth of your

worthy city, Mr. Mayor; and you from every point
of view deserve every word of praise that I have
ever heard. I can recall when your beautiful
city was dotted with woods and shacks, when your
hotels, ordinary boarding houses, while now your
town has the monuments of beautiful buildings,
and this beautiful and commodious hotel is the
lovely resting place of your traveling public.

It has been said that Charlotte is a boosting city,
which is true, and is the right principle. There
is an old saying, 'Boost and the world boosts with
you, knock and you stand in a class by yourself.'
"If some of our other North Carolina cities

would take up your spirit of boost, I believe we
would have more talked of towns than we have,
thereby better our state and its conditions.
"In conclusion, Hon. Mayor, I beg to again

thank you and your city for your kind words, and
we hope to go away from your midst leaving you
not regretful of the hospitality you are extending
to us."

President Clarence 0. Kuester of the Greater
Charlotte Club, was introduced as the chief booster
of the city of Char-
lotte, and spoke in his
characteristic vein.
"The fellow who pre-
pared that program
did not know me,"
said Mr. Kuester,
"else he would never
have put me down for
an ̀ address.' I have
heard a great deal
about diamonds in
the rough but I want
to say here and now
that this is about the
smoothest looking
bunch we have had
the opportunity of looking over in some time.
"Now we do not intend to interfere with the

work of this convention, but tomorrow night at
8.30 a special street car will be in front of this
hotel to take you on a trip over the city at the
conclusion of which will be held a smoker in your
honor at the pavilion over the lake at Lakewood.
Also, if you delegates will leave your names with
the secretary we will secure cards for each of you
for the Manufacturers' Club which will give you
entrance there during your stay in Charlotte.
"We suppose every man here is perfectly satis-

fied with his location, but should there be one who
is not satisfied with his town, come to Charlotte

where business is al-
ways good and where
we can always give
you a good location.
"We are glad you

are here. We are
glad to see this spirit
of co-operation
among the jewelers
and hope to see the
organization grow
until every retail
jeweler in the state is
a member."
The registration of

new members, the
reading of the minutes

of the last meeting, the report of the secretary
and treasurer and the appointment of the usual
committees completed the work for the morning
session.

Just before adjournment at noon President Day
appointed the following committees: Auditing
committee, A. H. Hawkins, A. W. Mixom and
Roy Martin; delinquent committee, B. R.
Jolly, A. J. Essex and C. S. Elam; resolutions
committee, A. L. Wilcox, J. W. Whittington, A. E.
Sheetz and W. K. Wolff.
Throughout the two-day convention, the pro-

gram arranged in advance was accurately followed.
It was learned from the reports of the officials
that the organization has a membership of sixty,
all paid in and in good standing. The officers
are well satisfied with this showing and also can
boast of having accomplished a great deal for the
betterment of the trade in North Carolina.
There were present at the convention represen-

tatives of many of the manufacturers and jobbers

PRESIDENT W. G. FRASIER

FRED N. DAY

who were courteously called upon to make some
remarks, and who related in response their experi-
ences and offered many practical suggestions for
trade betterment. The Elgin National Watch
Company was represented by Mr. Thomas; the
Waltham Watch Company by Mr. Roader and
the South Bend Watch Company by Mr. Lind-
stadt, all of whom addressed the convention. F. H.
Critzman, of the Rockford Watch Company, also
made many happy suggestions especially on the
subject of repairing, and Charles E. Hancock, of
Charles E. Hancock & Co., of Providence, R. I.,
addressed the members on the subject of manu-
facturing gold jewelry.
An ever welcome attendant at the convention

was E. F. Miscally of the Allan Jewelry Company,
Charleston, S. C., who probably enjoys a more
extensive acquaintanceship with the southern
trade than any other wholesaler. Mr. Miscally
offered much friendly counsel which was well
received. His evident sincerity and his well-
known friendship for the retail trade and interest
in its welfare, greatly impressed his hearers, many
of whom expressed the wish that all the jewelry
jobbers were of the same kind and all criticism of
them would cease.
The close of the convention showed an attend-

ance of sixty-five. A feature of the closing session
was the presentation of a handsome loving cup to
the retiring president, Mr. Day. The presentation
speech was made by R. C. Bernau, of Greensboro,
who very happily expressed the sentiment con-
veyed in the gift.
The election of officers resulted as follows:

President, William G. Frasier, Durham; vice-
president, A. H. Hawkins, Hendersonville; sec-
retary-treasurer, W. B. Morris, Gastonia. Execu-
tive committee: H. W. Mixon, Henderson and
J. W. Whittenton, Benson. Representatives to
the National Convention and alternates: William
G. Frasier, Durham; R. C. Bernau, Greensboro;
B. R. Jolly, Raleigh; alternates, R. H. Rickert;
S. Shiffman, Greensboro; M. Jolly, Raleigh.
In a statement furnished to THE KEYSTONE,

the newly elected president, Mr. -Frasier, said:
North Carolina has made very rapid strides
in the association work. Our existence began
seven years ago with a membership of about
fifteen. I regret to state that our organization
did not, in its infancy, meet with the favor of a
large number of the better element of the retail
jewelers of North Carolina. Now, however, we
can boast of the fact that we have the membership
and co-operation of every jeweler of any conse-
quence in our state, and we have cause to feel that
we have accomplished much for our cause.
North Carolina extends to the manufacturer

and jobber its thanks and appreciation for the
liberal support rendered us in the accomplishment
herein mentioned, and they may rest assured
that the attention of every member in our asso-
ciation has been called to these facts, and we are
asking our membership to show them the same
loyalty and kindness that they have shown us.
I have been informed by the National authori-

ties that North Carolina is foremost in association
work, and we consider this a very great compli-
ment. We have not the large cities in our state
that some states have; therefore our material
and advantages are limited. We find that every
member is in hearty co-operation with our princi-
ples, and we are working together as a body and
as individuals.
In conclusion the president elect wishes to extend

to the legitimate manufacturer and jobber of the
United States the same courtesy and respect
which he asks and absolutely demands for the
North Carolina Retail Jewelers' Association. We
request that if you find one of our members abusing
your confidence and resorting to unfair ways and
means of doing business with your product, it is
your privilege and we request of you to make
inquiry directly to our president or through our
secretary. We promise that you shall have justice
extended to you in all matters. Should we find
that you are abusing us and our confidence we
wish to inform you that you are going to hear from
us in the most rigid manner.
Our membership committee have been instructed

to furnish to the trade in general a true and accur-
ate list of the retail jewelers of North Carolina
which will be filed with The National Jewelers'
Board of Trade of New York City as soon as it
can be completed; thereby we hope to enable you
to know who are jewelers and who are not jeweler.s
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Supremely beautiful as
the rainbow is the new

fall line of LK Rings. It's
as variegated and as ex-
tensive.

It's a sure promise of ring
sales and good profits to
the retailer.
It's a sure promise of sat-
isfaction to the customer.

There are thirty-two
points to the compass.
Our travelers will make for
as many on their next trips.
Have you ever met one of
these live men ? Then you
will meet him again. It's
worth your while to talk to
him. It's worth your while
to talk to him this Fall, if
you never did before.

WE INVITE REQUESTS
FOR SELECTIONS

JOSEPH L. HERZOG

(ago. u. s PAT. or,. )
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North Carolina Jewelers' Association
Holds Seventh Annual Convention

Sixty-five Members in Attendance—Program of Instruction and Entertainment—City
Accords Formal Welcome—Statement by the New President

The North Carolina Retail Jewelers' Association
met in its seventh annual convention in the
assembly hall of the Selwyn hotel, Charlotte, on
June 18, at 10 o'clock with President Fred N. Day,
of Winston-Salem in the chair.
Upon the invitation of President Day Rev.

R. L. Pruett, pastor of the Ninth avenue Baptist
church, delivered the invocation.
At the conclusion of the invocation President

Day introduced Dr. C. A. Bland, mayor of the
city of Charlotte, who delivered the address of
welcome for the city. He declared that it was a
pleasure to welcome conventions to Charlotte and
that he would not be a true citizen of Charlotte
did he not "brag" a li Ale. He called attention to
the fact that there is more than 100 miles of
improved streets in Charlotte, that it is bigger in
area than Richmond, Va., or Wilmington, Del.
He also said that it has been reported that more
cotton is grown within the city limits of Charlotte
than in any other city of the world. This is
true, he said, but the people of Charlotte take this
raw cotton and convert it into merchandise which
is sent to all sections of the globe to assist in cloth-
ing humanity.
Mayor Bland declared the jewelers' association

appealed to him and that its origin is lost in the
twilight of history. It compares in antiquity with
the art of painting. North Carolina, said he, is
rich in gems used in the jewelers' art and within
the city of Charlotte there are two gold mines.
He told of the man who visited Charlotte and
learned that some of the stone in the street paving
comes from near one of these gold mines and
went away telling that the streets were paved
with gold but that he had not seen any sign
of wings sprouting from the backs of the residents.
Mayor Bland closed with a hearty welcome to

the jewelers.
William G. Frasier, of Durham, secretary of the

association, responded to this address in which he
paid the city of Charlotte a high tribute. In
the course of his remarks he said:
"This association was invited to hold its seventh

annual convention in Charlotte in 1912, and now,
Mr. Mayor, we thank you for this invitation and
for the kind welcome you have extended us. Char-
lotte today stands as one of the greatest cities of
our state, and justly she feels proud. I came to
Charlotte some fifteen years ago to assist the cause
of organizing an optical association. This asso-
ciation I regret to say went to the bad, but I am
grateful and thankful to inform you that it was
after many years of persistent work by its members,
resurrected, and now stands as one of the foremost
optical associations in the United States, and it
too has been invited to hold its annual convention
in this hospitable city, just after our adjournment.
"Seven years ago there was born in your state

the present illustrious jewelers' association, for
the betterment and upliftment of one of the
greatest trades and professions of the world. We
are a craft composed of (we think) the cream of
the mercantile business; in us you bestow your
confidence for right or wrong, when you buy our
merchandise; you are compelled to rely upon us
and our ability, while in other lines you know to
some extent, where you are and what you are
getting. When you deal with a member of this
association, you may rest assured that you are
doing business with one who has pledged himself
to protect the innocent public, and one who has
Pledged himself to support the principles of the
better nature, and who is worthy of your respect
and esteem.
"Much has been said about the growth of your

worthy city, Mr. Mayor; and you from every point
of view deserve every word of praise that I have
ever heard. I can recall when your beautiful
city was dotted with woods and shacks, when your
hotels, ordinary boarding houses, while now your
town has the monuments of beautiful buildings,
and this beautiful and commodious hotel is the
lovely resting place of your traveling public.

It has been said that Charlotte is a boosting city,
which is true, and is the right principle. There
is an old saying, 'Boost and the world boosts with
you, knock and you stand in a class by yourself.'
"If some of our other North Carolina cities

would take up your spirit of boost, I believe we
would have more talked of towns than we have,
thereby better our state and its conditions.
"In conclusion, Hon. Mayor, I beg to again

thank you and your city for your kind words, and
we hope to go away from your midst leaving you
not regretful of the hospitality you are extending
to us."

President Clarence 0. Kuester of the Greater
Charlotte Club, was introduced as the chief booster
of the city of Char-
lotte, and spoke in his
characteristic vein.
"The fellow who pre-
pared that program
did not know me,"
said Mr. Kuester,
" else he would never
have put me down for
an 'address.' I have
heard a great deal
about diamonds in
the rough but I want
to say here and now
that this is about the
smoothest looking
bunch we have had
the opportunity of looking over in some time.
"Now we do not intend to interfere with the

work of this convention, but tomorrow night at
8.30 a special street car will be in front of this
hotel to take you on a trip over the city at the
conclusion of which will be held a smoker in your
honor at the pavilion over the lake at Lakewood.
Also, if you delegates will leave your names with
the secretary we will secure cards for each of you
for the Manufacturers' Club which will give you
entrance there during your stay in Charlotte.
"We suppose every man here is perfectly satis-

fied with his location, but should there be one who
is not satisfied with his town, come to Charlotte

where business is al-
ways good and where
we can always give
you a good location.
"We are glad you

are here. We are
glad to see this spirit
of co-operation
among the jewelers
and hope to see the
organization grow
until every retail
jeweler in the state is
a member."
The registration of

new members, the
reading of the minutes

of the last meeting, the report of the secretary
and treasurer and the appointment of the usual
committees completed the work for the morning
session.

Just before adjournment at noon President Day
appointed the following committees: Auditing
committee, A. H. Hawkins, A. W. Mixom and
Roy Martin; delinquent committee, B. R.
Jolly, A. J. Essex and C. S. Elam; resolutions
committee, A. L. Wilcox, J. W. Whittington, A. E.
Sheetz and W. K. Wolff.
Throughout the two-day convention, the pro-

gram arranged in advance was accurately followed.
It was learned from the reports of the officials
that the organization has a membership of sixty,
all paid in and in good standing. The officers
are well satisfied with this showing and also can
boast of having accomplished a great deal for the
betterment of the trade in North Carolina.
There were present at the convention represen-

tatives of many of the manufacturers and jobbers

PRESIDENT W. G. FRASIER

FRED N. DAY

who were courteously called upon to make some
remarks, and who related in response their experi-
ences and offered many practical suggestions for
trade betterment. The Elgin National Watch
Company was represented by Mr. Thomas; the
Waltham Watch Company by Mr. Roeder and
the South Bend Watch Company by Mr. Lind-
stadt, all of whom addressed the convention. F. H.
Critzman, of the Rockford Watch Company, also
made many happy suggestions especially on the
subject of repairing, and Charles E. Hancock, of
Charles E. Hancock & Co., of Providence, R. I.,
addressed the members on the subject of manu-
facturing gold jewelry.
An ever welcome attendant at the convention

was E. F. Miscally of the Allan Jewelry Company,
Charleston, S. C., who probably enjoys a more
extensive acquaintanceship with the southern
trade than any other wholesaler. Mr. Miscally
offered much friendly counsel which was well
received. His evident sincerity and his well-
known friendship for the retail trade and interest
in its welfare, greatly impressed his hearers, many
of whom expressed the wish that all the jewelry
jobbers were of the same kind and all criticism of
them would cease.
The close of the convention showed an attend-

ance of sixty-five. A feature of the closing session
was the presentation of a handsome loving cup to
the retiring president, Mr. Day. The presentation
speech was made by R. C. Bernau, of Greensboro,
who very happily expressed the sentiment con-
veyed in the gift.
The election of officers resulted as follows:

President, William G. Frasier, Durham; vice-
president, A. H. Hawkins, Hendersonville; sec-
retary-treasurer, W. B. Morris, Gastonia. Execu-
tive committee: H. W. Mixon, Henderson and
J. W. Whittenton, Benson. Representatives to
the National Convention and alternates: William
G. Frasier, Durham; R. C. Bernau, Greensboro;
B. R. Jolly, Raleigh; alternates, R. H. Rickert;
S. Shiffman, Greensboro; M. Jolly, Raleigh.
In a statement furnished to THE KEYSTONE,

the newly elected president, Mr. -Frasier, said:
North Carolina has made very rapid strides
in the association work. Our existence began
seven years ago with a membership of about
fifteen. I regret to state that our organization
did not, in its infancy, meet with the favor of a
large number of the better element of the retail
jewelers of North Carolina. Now, however, we
can boast of the fact that we have the membership
and co-operation of every jeweler of any conse-
quence in our state, and we have cause to feel that
we have accomplished much for our cause.
North Carolina extends to the manufacturer

and jobber its thanks and appreciation for the
liberal support rendered us in the accomplishment
herein mentioned, and they may rest assured
that the attention of every member in our asso-
ciation has been called to these facts, and we are
asking our membership to show them the same
loyalty and kindness that they have shown us.
I have been informed by the National authori-

ties that North Carolina is foremost in association
work, and we consider this a very great compli-
ment. We have not the large cities in our state
that some states have; therefore our material
and advantages are limited. We find that every
member is in hearty co-operation with our princi-
ples, and we are working together as a body and
as individuals.
In conclusion the president elect wishes to extend

to the legitimate manufacturer and jobber of the
United States the same courtesy and respect
which he asks and absolutely demands for the
North Carolina Retail Jewelers' Association. We
request that if you find one of our members abusing
your confidence and resorting to unfair ways and
means of doing business with your product, it is
your privilege and we request of you to make
inquiry directly to our president or through our
secretary. We promise that you shall have justice
extended to you in all matters. Should we find
that you are abusing us and our confidence we
wish to inform you that you are going to hear from
us in the most rigid manner.
Our membership committee have been instructed

to furnish to the trade in general a true and accur-
ate list of the retail jewelers of North Carolina
which will be filed with The National Jewelers'
Board of Trade of New York City as soon as it
can be completed; thereby we hope to enable you
to know who are jewelers and who are not jeweler.s
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PLUMP ASSAY
is a feature of our rings. When

you buy from us, you get exactly
what you pay for, short neither in

quality or weight. This we positively
guarantee. Let us have your next order for

SEAMLESS GOLD RINGS
All weights and shapes 10 K, 14 K, 18 K, 22 K.

HAYDEN W. WHEELER & CO.
(INCORPORATED)

Manufacturing Jewelers

2 Maiden Lane El New York

Factory, Brooklyn
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68 Nassau St., New York

If They Knew

The Japanese Cultured Pearl

Paris
Idar
Providence
San Francisco

that they could get, without a sacrifice, what they have been wanting for years,
how many more sales would you have made of Pearl Jewelry in June or any
other month?
How many more customers would you have delighted if you had told them of

Many a pearl lover to whom the pearl appeals, not for its rarity, but for its
beauty, its purity, its subdued charms, would not tolerate an imitation, but would
welcome a gem that has all these magnetic virtues and is at the same time accessible.
Do You, Retail Jeweler, pay this article the attention its sales and profit making
properties deserve ? It creates a market of its own. It interferes with no other
branch of your business.
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I NEW YORK LETTER

NEW YORK OFFICE OF THE KEYSTONE,

Room 1102 JEWELERS' By ILDI NG, 9- I I -I 3 MAIDEN LANE,

NEW YORE, July 27.

Ives L. Lake of the Waltham Watch Company,
sailed for Europe on the S. S. Campania on June
26. He is accompanied by Mrs Lake, and expects
to spend most of his time while abroad in London,
but will visit the continent before his return on the
S. S. Rotterdam on July 26. Mr. Lake is now
general sales manager of the Waltham Watch
Company, yet still retains the management of the
New York office. He came to New York about two
years ago from Chicago, where he was manager of
his company's offices in that city.
A petition has been filed against Abraham

Gerson, dealer in jev elry at 35 Maiden lane, by
these creditors: Louis Adler, $497; Schiff & Co.,
$75, and William Wortman, $110.
A petition has been filed against Lothair Rich,

dealer in jewelry, 200 West Thirty-fourth street, by
these creditors: J. R. Wood & Sons, $241; Mosko-
witz Brothers, $99; Charles Kahn, $198. The as-
sets are estimated at $1,000.

Schedules of the Broadway Jewelry Company, of
377 Broadway, show liabilities $8,430, and assets
$3,855.
A petition has been filed against the Charles

Klein Company, dealer in jewelry, 309 Broadway,
by these creditors: G. A. Veeck, Inc., $797; L.
Schuler & Sons, $98, and August Dreher, $95.
The assets are estimated at $1,000.
Judge Hough has appointed E. N. Stone re-

ceiver for Lothair Rich, jeweler, of 200 West
Thirty-fourth street; bond $1,000. The assets
are estimated at $2,000.
Judge Hough has appointed Arthur F. Gotthold

receiver for Abraham Gerson, jeweler, of 35
Maiden lane; bond $2,600.
The jewelry buyers recently in town were the

following: J. C. Bunch, William Hengerer Corn-
pany, Buffalo, N. Y.; Mr. Schwager, W. L. Milner
Company, Toledo, Ohio.; D. J. Gleeson, J. M.
Norton, Robinson Company, Louisville, Ky.; D.
V. Wallace, Forbes & Wallace, Springfield, Mass.;
H. L. Belcher, Lipman, Wolfe & Co., Portland,
Ore.; and T. F. Finnin, S. Kann Sons & Co., Wash-
ington, D. C.

Trading in the New York jewelry market the
latter part of June was marked by the usual quiet-
ness that characterizes the opening of the fall
season. Very many of the travelers were in town
arranging their samples and going over their fall
lines. While many of the larger out-of-town
buyers were seen on Maiden lane, their purchases
were, as a rule, limited to merchandise required to
fill immediate needs.
However, the business of the past month was in

most quarters normal and there is everywhere
evident a general feeling of hopefulness in the trade.
The talk of both traveling men recently returned
to the city and buyers from out of town indicates
that in most sections of the country good business
is expected in the immediate future.

Wholesalers who depend in great measure for
their business upon mail orders from the smaller
cities and towns and the rural districts report an
excellent June. This fact would indicate that the
farmers of the country, confident in the production
of good crops, feel safe in spending their money on
luxuries.

Silversmiths report that they have no complaint
to offer about the returns of the wedding season.

Their business of the past month off-set in consi-
derable measure the unusual quietness it experi-
enced this spring and which is generally assigned
to the activity of national politics.

Gold and plated jewelry factories in and around
New York are working full time in anticipation
of large orders, while diamond merchants report
fair demand for their goods especially for the finer
quality of stones in karat sizes.
Walter King returned about the middle of June

from a two weeks' vacation spent in the northern
part of Maine. Mr. King has a camp in the
Megantic Lakes region, and each summer spends
several weeks hunting and fishing there. He is a

devotee of out-door life, and is a member of the
Camp Fire Club of New York. With the latter
organization he spent two days, June 21 and 22,
at the home of Ernest Seton-Thompson, a wood-
land abode of 200 acres near Greenwich, Conn.

Three employees of the firm of Cross & Beguelin
were married last month; William Thalman, man-
ager of the repair department; Alfred Poltock, of
the material department, and W. H. Warrington,
who represents the firm in the middle west. H. R.
Beguelin, a member of the firm, left on June 28,
for a vacation at Racquet Lake, in the Adiron-
dacks. W. T. Cross, of the firm, returned to his
duties, on June 24 after spending a week at Sparta,
New York. Eugene H. Valle, manager of the
diamond department, was a delegate to the Balti-
more convention, from the sixth New Jersey dis-
trict.
A very pretty wedding was that of Miss Molly

Woronock, daughter of M. Woronock of the firm
of Aisenstein & Woronock, to Dr. M. Nevin, of
Brooklyn, on June 26.

George Semple, manager of the New York office of
W. & S. Blackington Company, was the recipient
of many expressions of condolence from his hosts
of friends in the trade on the death of this mother,
about the middle of the month.
Henry Freund, of the firm of Henry Freund &

Bro., returned the latter part of June, on the
Kaiser Wilhelm der Grosse, after a six weeks' trip
to Europe. While abroad Mr. Freund purchased
a number of novelties that will be of great interest
of the trade. Mr. Louis Freund of this firm left
late in June for a two weeks' vacation at Mt. Clem-
ents, Mich. Mr. Louis Cohn left for his vacation
shortly after the arrival home of Henry Freund.
The travelers of this firm will leave New York
for their fall trips early this month.

Stern Bros. & Co., 33 Gold street, have added
another floor to their already very spacious factory.
The new floor will give an additional floor space
of 7,000 square feet, making in all a floor space of
over 60,000 square, feet occupied by this firm's
factory. Large and expensive machinery will be
installed in the new section of the factory. This
firm are easily the largest manufacturers of solid
gold goods in the world. In the busiest season they
employ over 750 skilled workers, of which number
only a very few are allowed to go during the
quieter months. Already holding an enviable
position in the trade, this firm through its able
management is ever on the alert to make any
necessary changes in its factory or equippment
that will enable it to increase the quantity and
quality of its output.
At the meeting of the directors of the National

Jewelers Board of Trade, held at the executive
office on June 13, 1912, the following were elected
to membership, and added to the rolls of the organ-
ization: The Boston Jewelry Company, Boston,
Mass.; Newman Charlat, New York City; Thomas
J. Dee & Co., Chicago, Ill., J. Engle & Co., Balti-
more, Md.; Harris & Harrington, New York
City; The Hussey Company, Providence, R. I.;
Geo. S. Johnston Company, Inc., Boston, Mass.;
George S. Johnston Company, Inc., Boston, Mass.;
Kilstrom Manufacturing Company, Providence,
R. I.; David Nemser, Boston, Mass.; Nickerson
Art Metal Company, Inc., Providence, R. L.;
Leon Noriman & Son, San Francisco, Cal.; Philip
Present, Rochester, N. Y.; Robert Optical Com-
pany, Inc., New Orleans, La., and Meyer Sabse-
vitz, New York City. With the addition of the
above, the organization now has a total member-
ship of 866.

Dividends paid recently according to the Na-
tional Jewelers' Board of Trade are the following:
Albert Blase, Pittston, Pa., first and final dividend
5 per cent; Mrs. Anna Cerf, New Albany, Ind.,
second and final dividend 10 per cent; Greenwald
& Bonaffon, Philadelphia, Pa., 25 per cent com-
position; E. Michel & Bro., Denver, Colo., first
and final dividend 6.26 per cent; Normandy Corn-
pany, Atlanta, Ga., first dividend 83/i per cent;
0. A. Reed, Kansas City, Mo., third dividend 5
per cent; Horace N. Tuttle Company, Philadel-
phia, Pa., second and final dividend 8 per cent;
B. T. Van De Car, Medford, Ore., first

dividend 10 per cent; Barret Shaw Company,
New York City, 1st dividend .048 per cent; Marsh,
Brown Mather Company, Pittsburg, Pa., first
dividend 25 per cent; D. T. McCulloch, Wilming-
ton, N. C., first and final dividend 23 per cent; S.
Morris, Brooklyn, N. Y., second dividend 10 per
cent, and Walter H. Penick, Martin, Tenn., first
dividend 7 per cent.

Newark, N. J., Manufacturers Re-
port Conditions in Jewelry Industry

A Waiting Period with Excellent Prospects—
Sufficient Tide-over Orders to Make Up a
Fair Business—Hopeful of Fall and Holiday
Activity

Newark, N. J., June 25.—There is a spirit of
unrest and a more or less peculiar and unusual
condition in the jewelry making trade of the entire
country just now, but the leading manufacturers
are nevertheless preparing for a lively business
during the coming fall and winter. Practically
all of the shops of the country, especially those
making a high grade of goods, in which Newark's
establishments are leaders in quality and the
quantity produced, are working on full time and
with full complements of men.
Many of the larger establishments have had

their representatives visit the Parisian and other
leading foreign jewelry markets during the last
few months, and in not a few instances the heads
of Newark manufacturing firms have made the
trips abroad themselves in search of new ideas.
As a result, the local designers have been busy and
the new goods which are now being made here and
which will be put on the market in time for the
retail trade of the holiday season in every part of
the country will exceed the previous record of even
Newark itself in variety and beauty of design and
workmanship. In expectation of a general settle-
ment of business conditions after the national
political conventions and the subsequent cam-
paign and Presidential election, every manu-
facturer is looking forward to a good season and
is making stock accordingly.

This spring and thus far this summer there
have been comparatively few orders for given
lines of stock-carried goods in any of the factories
here or elsewhere, but it can not be said that trade
has actually been poor. Everyone has managed
to keep busy on stock-making for the coming trade
and on special orders which have been received,
particularly by the Newark manufacturers, from
every part of the country. These orders are, as
a rule, for some certain line of goods which are not
frequently found in stock and which, therefore,
have to be made up. If they are for stock lines,
the stock is often short, and this necessitates mak-
ing the order up specially. There have been many
orders recently for jewelry of all kinds on designs
of a special character, sent by those giving the
orders. There has also been an unusual lot of
work on the setting of stones furnished by the
purchaser or the retailer, the order being accom-
panied by a personal design or instructing the
manufacturer to select the mountings for the prec-
ious or semi-precious stones from a given line of
stock designs.

Another feature of the spring and summer trade
thus far is the large amount in making over high-
grade jewelry, chiefly by rearranging the setting
of stones, or in changing the stones to meet up
with some new color scheme of dress. The demand
for the semi-precious and van -colored stones which
began several years ago is keeping up beyond ex-
pectations and is showing much greater strength
as a specific line of trade than the manufacturers
had looked for.
In the West and middle West the retailer's have

been particularly shy on placing substantial orders
for regular stock goods this spring. They have
wanted the goods, but owing to the unsettled
state of politics and business have refrained from
buying them. The conditions in other parts of the
country are not much different. The retailers,
however, agree that things will get into good shape
by the fall and that there is likely to be a heavy
trade recorded when the work of the year is cast
up at the close of the task of filling orders for the
holiday season up to January 1.
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Our diamond importations are on the way. They will reach us
early in July. The selections this year are exceptionally
fortunate. They were made with a special regard for our
increasing diamond trade at the very lowest prices and for cash.
Let us know your diamond wants. We will fill all orders
immediately and guarantee the highest average of quality at
uniformly low prices.

BENJ. ALLEN & CO., CHICAGO
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CHICAGO LETTER

WESTERN BUREAU OF THE KEYSTONE,
Room 1201 HEYWORTH BUILDING,

CIIICAGO, June 27.
There has been a noticeable change for the bet-

ter in Chicago and western jewelry circles. With

very few exceptions June is reported considerably

ahead of the same month last year. Chicago job-

bers are feeling very much enthused over the out-

look. Demands from retailers are brisk and show

a general disposition on the part of the retailer

to buy the better grade of goods. One very no-

ticeable and gratifying improvement is in the

watch business. One jobber, who has a very ex-

tensive watch department, stated that they ex-

perienced the best watch business the early part

of June that they had had for many months.

This experience is borne out in varying degrees

by most every house in Chicago handling watches.

The watch companies, too, are reporting an in-

creased demand for their products.

During the past month a half dozen or more
retail jewelers' conventions have been held in the
west. They have all been fairly well attended.
Inquiry among the jewelers at these conventions
reveals absolutely no evidence of any uneasiness
regarding business conditions. This is true with-
out exception. Agricultural conditions are the
very best. So is the outlook. Jewelers in the
agricultural districts are elated over the pro-
spects. Crop conditions in the southwest are
looming up fine. Everything indicates a banner
year. If nothing interferes this promises to be
the greatest crop year the southwest ever had.

The Republican national convention removed
at least one uncertainty from the political map,
but whether it lessened the fears of those who be-
lieve that the effect on business of a presidential
election is to be regarded with suspicion, remains
to be seen. In the West one hears but little talk
on this score,—surprisingly little. It would seem
as if this old bugaboo had lost its power, judging
from the manner in which the railroads are spend-
ing money for new equipments and for extentions,
and the way in which building continues to in-
crease in down town Chicago. Last year Chicago
totaled her biggest building year. The wiseacres
said that this year would show a slump. On the
contrary it has shown a gain so far and bids fair
to continue. Bank statements are all that could
be hoped for and those who do not look for good
business this fall will have to go to other sources
than the farmer, the banks and the railroads to
support their claims.
The Chicago retail trade is very well satisfied

with the way May closed and June opened. The
thousands of visitors in Chicago to the national
republican convention had a material effeet on
the volume of business done by the down town
stores.
L. R. Douglas, middle west traveler for Henry

Paulson & Co., attended the South Bend conven-
tion of the Indiana Retail Jewelers' Association
on behalf of his company.
N. Nielson, who for a number of years con-

ducted a retail jewelry store at Harlan, Iowa,
and who is also very well known to the wholesale
trade of Chicago, will discontinue business shortly.
At present he is arranging to sell his entire stock
and fixtures. He will leave with his family the
early part of July for a trip around the world,
covering at least a year.
B. C. Allen, of Benj. Allen & Co., and Will

Robyn, of their diamond department, are expected
to return to Chicago about the middle of July
from their annual trip to Europe in the interests
of their diamond department. A postal card from
Mr. Robyn states that they have been very fort-
unate this year in making their selections of dia-
monds.

J. A. Armstrong, who represents Otto Young
& Co., in Indiana and Illinois, was among the man-
ufacturers and jobbers represented at the South

Bend conventions of the Indiana Retail-Jewelers'
Association held the middle of the month.

W. H. Queenman, traveler for F. C. Happel
Company, was married June 10 to Miss Florence
Tuttle, of Freemont, Ohio.

Sol Hess, of the firm of Retting, Hess & Madsen,
made a trip to Minneapolis the middle of the
month on business in connection with the north-
west office which is in charge of Mr. Madsen.
The Union Show Case Company, which makes

a specialty of jewelers' show cases and which for
a great many years has been located in Frank
street near Blue Island avenue, has moved to much
larger quarters to the corner of Lincoln and Kin-
zie streets.
H. F. Tourtellot, the Pacific Coast traveler for

the Waite, Thresher Company, of Providence,
passed through Chicago early in the month and
spent a day with Axel Paulson, the company's
Chicago representative. He was on his way to
the factory.
B. M. Officer, traveler for Slade, Weadley &

Tenney in Iowa, Michigan and Wisconsin and
H. M. Tenney, who represents the firm in Illinois
and Indiana, came in from their territories early
in the month and will spend four or five weeks in
the house before going out for fall business.

J. F. Schaffer, who at one time represented
Benj. Allen & Co. on the road, is now representing
M. J. Averbeck, of New York, in Chicago and sur-
rounding territory.

Louis Kohn, a retail jeweler at 1381 Milwaukee
avenue, has sold out his stock and fixtures to
R. Mandel, who will continue the business.
S. Mendelsohn, a wholesale jeweler of Portland,

Oregon, passed through Chicago the middle of
the month on his return from an extended eastern
trip.
Max Ellbogen, of Stein & Ellbogen Company,

will leave the early part of July on his annual
European diamond trip for the firm.
Fred G. Thearle, of C. H. Knights-Thearle

Company, represented the National Wholesale
Jewelers at the annual convention of the Indiana
Retail Jewelers' Association at South Bend June
17 and 18 and delivered an address before the
jewelers attending.
E. L. Humphrey, for twelve years floor walker

for Hyman & Co., died June 10 at Passadena, Cal.,
after an extended illness. He was 48 years of age
and is survived by a widow. In Chicago jewelry
circles he was very well known and spect most of
his life in the jewlery business. A short time ago
he underwent an operation, which made it neces-
sary for him to leave Chicago in search of a milder
climate.

Chicago tool and materials houses and such
houses as carry a tool and material department
have formed an organization to be known as the
Chicago Wholesale Jewelers' Supply Association.
It is organized for the purpose of maintaining and
fostering better relations between its members and
for working out improvements in trade conditions
of mutual benefit to all. The officers are: Presi-
dent, J. G. Swartchild, of Swartchild & Co.;
Vice-president, Henry Paulson, of Henry Paulson
& C.o.; Secretary and treasurer, C. H. Woods, of
C. H. Knights-Thearle Company. There is con-
siderable talk regarding the advisability and prob-
ability of material houses in other jobbing centers
forming similar organizations in which case it is
of national scope.

A delegation of Chicago wholesale jewelers will
attend the annual convention of the American
National Retail Jewelers' Association at Kansas
City and present an invitation to that body to
hold the 1913 convention in Chicago. This action
was decided upon at the regular June meeting of
the Chicago Wholesale Jewelers' Association.
This city entertained the convention six or seven
years ago when the organization was still in its
infancy, and now that it has grown to the propor-
tion that it has, the Chicago wholesale trade feels
that it would like another opportunity to show its
hospitality. There are a hundred and one reasons

why the 1913 convention should come to Chicago.
Coupled with the fact that Chicago is the greatest
comvention city in the United States, is the fact
that it is also the largest distributing point for
jewelry and other lines. No city has such a vast
territory and such a large population within a
night's ride of it as has Chicago. The Chicago
Association of Commerce, of which nearly all the
wholesale houses are members, will also be rep-
resented at the Kansas City gathering and urge
Chicago as the convention city.
Ed De Velin, salesmanager for Swartchild &

Co., attended the annual convention of the Ohio
Retail Jewelers' Association last week.
Among convention delegates at the recent Re-

publican Convention was S. E. Brady, a well
known jeweler and optician located at El Reno,
Oklahoma. He was accompanied by Mrs. Brady.
Harry W. Hahn, president of H. F. Hahn & Co.,

left the early part of the month on a business trip
into North Dakota where he has extensive land
interests.
The Chicago Watchmaking School, which for

several years has been located in the Bush Temple,
Chicago avenue and North Clark street, has moved
to 59 E. Van Buren street.

J. T. Montgomery, of M. A. Mead & Co., left
the latter part of the month for New York. In
the future he will devote more of his time for the
management of the New York office than hereto-
fore.

Chas. P. Crane, Chicago and western repre-
sentative of the Bliss Brothers Company, of Attle-
boro, attended the annual convention of the Ohio
Retail Jewelers' Association at Cedar Point.
Ernest Bliss, president of the company, also
attended.

J. H. Randall, a retail jeweler of Dubuque,
Iowa, was in Chicago the latter part of the month
on business.

Thos. Meyer, a wholesale jeweler and material
jobber on Kedzie avenue, announces that he ex-
pects to move to New York to engage in the ssme
business there.
The many friends in the trade of George T.

Bynner, Chicago and western representative of
Kautzmann & Co., will be very pleased to learn
of his entire recovery from a recent illness cover-
ing a period of several months. During his illness
Mr. Kautzmann made Mr. Bynner's regular trips.
Mack Hurlburt, of Fort Dodge, Iowa, was in

Chicago the latter part of the month on a hurried
business trip.
Chas. F. Halbkat, of Watertown, South Dakota

was in Chicago the latter part of the month re-
plenishing his stock.
Wm. B. Rankin, formerly with A. H. Bolender,

of Rockford, Ill., was in Chicago purchasing an
opening stock for a jewelry store which he will
open in Rochelle, Ill.
A new wholesale jewelry firm which will start

in business in the Southwestern Life building, Dal-
las, Tex., July 15th, is styled C. L. Norsworthy
Company, Inc. The officers of this firm, which is a
new organiaztion, are as follows: C. L. Nors-
worthy, president; Ell McCarley, vice-president;
M. L. Barnett, secretary-treasurer. The firm will
carry in stock diamonds, watches, cut-glass, gold
and gold-filled jewelry, hollow and flatware, um-
brellas, etc. Mr. Norsworthy has been in the
wholesale tool and material business in Dallas,
for the past ten years, and recently sold out to
H. H. Hawley Company, to take charge of this
new enterprise. Mr. McCarley has been traveling
for Shuttles Brothers & Lewis for the past eight
years. Mr. Barnett has been secretary of the
Purcell Bank & Trust Company, of Purcell, for the
past several years. Besides the officers mentioned,
the others interested in the firm are: Charles E.
Purdom, who formerly traveled for Mr. Nors-
worthy, but more recently represented L. H.
Schaeffer & Co., of Chicago, in this state, and
John R. Jones who has been with Shuttles Brothers
& Lewis for the past five years. Circulars have
been mailed to the trade in this territory announc-
ing the opening of the new firm, arid Messrs.
Norsworthy and Jones have been on a purchasing
trip in New York, Providence, Attleboro, etc.,
selecting stock. As all the members of the firm
are experienced in their line and capable business
men, we anticipate an early success for the new
house.
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Fire in the stock room of the Potter-Capron

Company, manufacturing jewelers on the fourth

floor of the building at the corner of Clifford

and Dorrance streets, almost totally destroyed

the stock room and was well on its destructive

way through the ceiling when the fire-fighters

arrived on the scene. The entire shop was filled

with dense smoke, but the blaze was soon ex-
tinguished. The damage by smoke and water was

large.
The Smith Manufacturing Company, Martin

J. Rafferty, Blacher Brothers, H. W. Winnerman
& Co., Nicholas Palamides, Mrs. Anthony Heidt,
Alfred Vester, A. L. Stone, and Roland & Whytock,
all manufacturing jewelers or makers of jewelers'
findings, sustained much damage by fire which
broke out in the building in which they are
located, at 12 Beverly street, early in the morning
of June 12. The fire which followed closely upon
one of the previous evenings in the same building,
damaged the building to the extent of several
thousand dollars. The jewelry concerns were
badly damaged by the evening blaze, which is
thought to have been of incendiary origin. This
is the third time this year that the building has
been on fire. On March 3, at the first fire a total
loss of $40,000 was recorded, while on June 1,
a small blaze called the firemen to the building.
The S. 0. Bigney Company, a corporation to

engage in the manufacture and sale of jewelry
and all business incidental thereto, has been
granted a charter in this state. The incorporators
are Sidney 0. Bigney and Augusta M. Brundage,
both of Attleboro, and Harold 0. Bigney of this
city. The main office of the concern will be in
this city and the manufacturing plant will be in
Attleboro. The capital stock is $300,000.

The New Tax Law

The manufacturing jewelers, of Providence, will
contribute a good share of the tax under the new
tax law of the State of Rhode Island, the list of
which is just compiled and issued. According to
that list which has been submitted to the general
treasurer, by the Tax Board, there are 367 cor-
porations doing business in Rhode Island whose
corporate excess amounts to $50,000 or more each.
The total income from the new law will be approxi-
mately $760,219.34, which does not include the
payment to be made by the banks, trust companies
and banking associations. In the case of the assess-
ment on the manufacturing, mercantile and mis-
cellaneous corporations, this is computed on the
corporate excess which is the difference between
the actual corporate value, which includes all
property that is not taxable by local assessors,
and the valuation by the local tax assessors. The
local tax assessors are permitted under the law
to levy a tax on the personal and real estate and
certain tangible property, but the State Tax
Commission levies the State tax on all intangible
property such as the good-will, bills payable for
goods, etc. For an example: A corporation may
be taxed by the local assessors on $100,000,
whereas the statement of the corporation shows
that its actual corporate valuation is $160,000.
The State Board, therefore, levies its tax upon the
corporate excess of $50,000. This is four-tenths
of one per cent, or forty cents on each $100.
On Saturday, June 15, the employes of the

die cutting department of the Gorham Manu-
facturing Company held their annual outing on
the bay. The annual baseball game between the
married men and the single attracted much interest,
the benedicts being the victors by a 12 to 5 score.
A shore dinner and a program of novel amusements
followed. On June 8 a party of about seventy
of the clerical force at the Gorham Company's
plant at Elmwood, held their annual outing, the
party going to the Warwick Club on the shores
of the Narragansett Bay. The party was trans-
ported to the club grounds by special electric

cars and luncheon was served immediately upon
arrival. A series of amusement features and games
followed, George Stringer winning in the guessing
as to how far a baseball could be thrown. The
prize was a silk umbrella. The Benedicts and the
Bachelors then engaged in the annual struggle for
supremacy on the diamond, the Bachelors carry-
ing off the honors on a 9 to 0 score. The hop,
step and jump, 100-yard dash and spoon and
egg race, were run off, the prizes being awarded
on points and being won by the following contest-
ants: A. C. Doolin, first, scarf pin; E. G. Zetter-
strom, second, umbrella; L. Morse, third, cuff
links; W. Thompson, fourth, stick pin. The
bake was served at 4.30 o'clock. The committee
in charge included Charles N. Lawton, Robert I.
Durfee and Chester C. Greene.
A daily report of the arrival of jewelry buyers

in this city, and the hotels at which they are
registered, is an innovation which is being put
into effect by the Manufacturing Jewelers' Board
of Trade in this city, serving the lists to the mem-
bers of the board. It is expected that the service
will be of much aid to the local manufacturing
jewelers in keeping themselves well informed
of the arrival of prospective buyers.
George A. Johnson, of Baltimore, where he

has a large store, has been visiting friends and
relatives in this city the past few days. He also
made a buying trip among the various manufactur-
ing jewelers here.
A. Leo Kilkenny, manager of the French Import

Company of this city, is traveling through Europe
combining business with recreation in Paris, Pforz-
heim, Berlin, Gablonz and Vienna have been visited
by Mr. Kilkenny and following those cities, he
put in a week on vacation through Switzerland.

Report of Factory Inspector

According to the eighteenth annual report
of the factory inspector of Rhode Island, recently
printed and distributed, it is shown that the num-
ber of employes in the jewelry and silver manu-
factories of this city is 15,166 divided as follows:
males of 16 years of age and over, 10,164; females
of 16 years of age and over, 4,600; males under
16 years of age, 262; females under 16 years of
age 160. This shows that the number of minors
employed in the jewelry trades is comparatively
small. The largest manufacturers in Providence
are given as follows: Gorham Manufacturing
Company, 1,773 employes; Ostby & Barton Co.,
600; B. A. Ballou Company, 336; Theodore W.
Foster & Brother Co., 308; Metal Products
Corporation, 274; Hamilton & Hamilton Jr.,
238; W. J. Feeley Company, 233; Irons & Russell
Co., 223; Wightman & Hough Co., 218; T. E.
Bennett Company, 208; Lyons Manufacturing
Company, 208; Martin-Copeland Company, 200;
S. & B. Lederer Co., 192; Waite-Thresher
Company, 189; G. W. Parks Company, 164;
Stevens & Co., 164; Parks Brothers & Rogers,
155; N. Barstow Company, 151; John C. L.
Shabeck, 146; R. L. Griffith & Son Company,
143; Williams & Anderson Co., 136; A. T. Wall
Company, 120; Sulzberger Brothers, 116; Clark
& Coombs Company, 111; Roger Williams Silver
Company, 110; George H. Cahoone Company,
107; Cutley Jewelry Company, 107.
The Chief Factory Inspector, J. Ellery Hudson,

makes several recommendations, one being a
stated physical test for children under sixteen
years of age, to prove their fitness for the work that
they may be called upon to perform. He further
recommends a safer and more adequate protection
of life in case of fire.
The Baird-North Company, of this city, has

erected a large clock over its factory on Broad
street, the clock being one of the most unique in
the city in that it uses the letters in the words
"Baird-North Co." in place of the customary
figures on clock dials.
The abandonment this year of the date regula-

tion relative to the jewelry selling season, brought
out much better results, it was reported, than
of last year, the aggregate sales here being larger
in amount than in 1911. The proposition to restrict

the selling season originated with the National
Jobbing Jewelers' Association and was indorsed
by the National Association of Manufacturing
Jewelers. It provided that the selling season
should not open until May 1. Through some
misunderstanding a conflict of dates ensued and
last year there was considerable dissatisfaction
over the comparatively meagre results that were
attained. This year, however, the date regula-
tion was entirely abandoned, but the buyers
sent out informal notices that in place of coming
into this territory in April or early May they
would not be here until the last week in May or
the first of June. The results so far of this change
in the date of the buying of goods is believed to
have shown itself beneficial in the regulation of
the general business conditions whereby the shops
will be enabled to be operated steadily instead of
by seasons as has been the practice for many years
past. One or two years of the new conditions, it is
alleged by those who have made a careful investi-
gation of the results, will place the jewelry industry
on a normal continuous basis, doing away with the
seasons of half time and rushing hours.

School of Design Graduating Exercises

At the annual graduation exercises of the
Rhode Island School of Design, the following
students received medals and scholarships given
by the New England Manufacturing Jewelers'
and Silversmiths' Association: First best jewelry
design medal, Arthur W. Suiter; honorable
mention, Herman W. Kern; Jewelry , making,
Medal, Hilton 0. Hughes; honorable mention,
Joseph G. Bonder; Hub cutting, Medal, John
Wolstencroft; honorable mention, Vincent A.
Dolloff; Chasing, Medal, Oscar Allebaugh; honor-
able mention, William C. McPhillips; Silver-
smithing, Medal, Frank W. Marshall; honorable
mention, William H. Egan; scholarship, Joseph
G. Bonder.
The opening address by President Isaac C.

Bates, included a reference to the growth of the
school, its accumulation of various specimens of
art work, paintings and the industrial productions
by the pupils. The suggestion was made by the
president that the city of Providence should aid
in the work being carried out at the school. The
executive extended regrets to Huger Elliot, the
retiring director of the school that he was to sever
his relations with the institution to take a position
in the Boston School of Fine Arts in the fall. The
president of the graduating class, Thomas Staple-
ton, presented Mr. Elliot a large handwrought
silver punchbowl in behalf of the students and the
teachers of the Rhode Island School of Design,
suitably inscribed.
In presenting the five medals and scholarship

offered by the New England Manufacturing Jew-
elers' and Silversmiths' Association to the winners,
Everett L. Spencer, president of the association,
paid a tribute to the influence exerted by the late
Englehardt C. Ostby upon the school's growth.
"The association which I represent here," he said,
"has always taken an interest in the growth and
the prosperity of this school, and in its efforts to
establish a department for the studying of the arts
as connected with our industry. Last year the
association took up the awarding of medals for
excellence in work of five departments connected
with the jewelry industry. This was brought about
very largely through the efforts of the late Mr.
Ostby, who drew the matter to the attention of the
Advisory Council of the association. A committee
was appointed by that board, and after a con-
ference with the officials of the school, it was de-
cided to offer the medals. In order that these
medals might have a deeper significance, a prize
was offered for a design by students of the school,
and the one now in use was selected, models
made, dies struck, and the medals made."
In conclusion, Mr. Spencer referred to the

improvement which the committee found in the
work this year for the medal competition over
that of last year, and he commended the students
for the general proficiency shown in the work.
The medals were then distributed.
The personnel of the following firms has been

filed with the city clerk of the city of Providence:
Max Deutz, 14 Blount street; business carried
on by Olga Deutz: John A. Bisbee Company,
155 Orange street, business carried on by John A.
Bisbee: Berkander & Co., 433 Westminster
street, business carried on by Robert E. Budlong
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Jr.: Claflin & Co., 144 Pine street, business carried
on by William S. and Abner E. Claflin.
The plant of the Metal Products Corporation

will be closed from June 29 to July 8, for the
summer vacation, but the office and stockroom
and salesroom will be open for business.
The F. and R. Co., a new jobbing firm, has been

started in this city by D. C. Fink and William
Ross, the office being in the Caesar Misch Building
on Westminster street, this city. The firm will
deal in novelties of all kinds, jewelry and silverware
and will also do light manufacturing.
A $5,000 gold chalice studied with diamonds

and emeralds was presented to Rt. Rev. Mgr.
James Cassidy, vicar general of the Diocese of
Fall River, and rector of St. Mary's Cathedral
in that city recently, the chalice being made by
the W. J. Feeley Company, of this city.
The following jewelry buyers have been in

Providence since the last issue of THE KEYSTONE:
Harry Morris and M. L. Schwab, of Morris, Mann
& Reilly, Chicago; A. L. Stone, of Stone Brothers,
Chicago; H. Friedman, of the F. M. Jewelry
Company, Indianapolis; J. L. Felsenthal, of
Felsenthal & Co., Inc., Chicago; Max Stone, of
Stone & Co., Inc., Chicago; Max Kahn, of Ritter,
Kahn & Co., Philadelphia; R. Eiseman, of M. A.
Eiseman & Brother, Philadelphia; L. Kabacher,
of K. Landau & Co., Chicago; J. Floersheim, of
J. Floersheim & Co., Chicago; B. Wolf, of D.
Marx Sons, St. Paul; 0. Uhl, of Furstenwerth-Uhl
Jewelry Company, St. Louis; Mrs. I. Nussbaum,
of Nussbaum-Grossman Company, Cleveland;
Felix Sattler, of Sattler, Richter & Co., Chicago;
S. Langsdorf, of Langsdorf Brothers Jewelry
Company, St. Louis; N. Lauter, of Lauter
& Karsky Co., San Francisco; Edward Rothchild,
of the American Comb & Novelty Co., Chicago;
W. C. Worht, of Calhoun, Robbins & Co. New
York; M. Cohn, of F. Lewald & Co., Chicago;
C. H. Dinkleman, of Dinkleman, Bubert & Co.,
Baltimore; C. L. Norsworthy, of the C. L.
Norsworthy Company, Dallas; E. Hamburger, of
H. B. Claflin Company, New York; Henrietta
Graf, of Berg Brothers, New York; Philip Stern,
and J. J. Parkhurst, of S. H. Kress & Co., New
York; Herman Pichel, of Samstag & Hilder
Brothers, New York.

ATTLEBORO

Attleboro, Mass., June 22.—The will of the late
Albert A. Bushee of A. Bushee & Co., has been
filed in the probate court at Taunton. It disposes
of $10,000 worth of personal property. Albert
L. Bushee is named executor.
The will of the late Fannie M. Tappan, widow

of the late William C. Tappan, is to be contested
by some of the heirs. The estate is of such large
proportions that the Probate Court has appointed
Edward A. Sweeney, of the W. H. Wilmarth Com-
pany, and Charles R. Cummings, of Fall River,
as special administrators until affairs can be ad-
justed. The contestants have secured Attorney
Harry Curtiss, of Providence, and Attorney John
W. Cummings, of Fall River, to represent their
interests at the hearing.
Harry Lester, the bogus directory agent who

attempted to swindle C. 0. Sweet, of C. 0. Sweet
& Son, out of $20 for an advertisement in a fake
directory, did not appear when his case was called
recently in court. At the request of a Boston
attorney the case was continued until the fall
term of the ocurt. Lester is at liberty under bonds
of $500 supplied by two Boston business men. Mr.
Sweet and a number of other witnesses appeared
at court, but there was no trial as Lester failed to
appear.
For larceny of a quantity of gold scrap valued

at $200 from the D. E. Makepeace Company,
William Chapman was recently sentenced to one
year in the House of Correction at New Bedford.
Chapman was the night watchman and was caught
one morning by Detective Goldowski, of the
Jewelers' Protective Association, and Chief of
Police Wilbur in a carefully prepared trap. The
material said to have been stolen was recovered in
Chapman's barn. When arraigned in court he
pleaded guilty.
The Pollock Safety Clasp Company, recently

started in Attleboro, has a large number of orders
on hand and has started a gang of workmen on a
night shift. The concern was organized in Pro-
vidence, but located in Attleboro as it offered better
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facilities for business than the Rhode Island city.
The company is located in a fine factory on Union
street, and is doing well.
R. Curtis Read, salesman for the H. F. Barrows

Company, of North Attleboro, has the sympathy
of many friends in the death of his wife, which
occurred on June 20. Mrs. Read, was Miss
Rachel Wilmarth, twin sister of the wife of Harvey
E. Clap, of H. E. Clap & Co.. She leaves a brother
Henry P. Wilmarth, of the W. D. Wilmarth Corn-
pany. Her death was due to complications which
developed from an operation for appendicitis. She
was thirty-three years of age.
G. Fred Perry, of E. A. Potter & Co., Providence,

is home from an extended business trip.
Charles M. Robbins, former owner of the C. M.

Robbins Company, is interested in a plan to con-
nect Attleboro, Greenwood Lake and Mansfield
by means of a trackless trolley system. The ve-
hicle is an electric automobile which derives its
power from overhead wires. The Attleboro
authorities have been asked to give this company a
franchise in Attleboro.

Jesse Carpenter, of Horton & Angell, has re-
turned from Amherst, where he attended the grad-
uation exercises. His son Jesse Carpenter, Jr.,
was among the graduates of the Agricultural Col-
lege, and has accepted a position in Ipswitch in
charge of eighty acres of apple orchards. Mr.
Carpenter, Sr., was accompanied by Herbert F.
Bliss, of Bliss Brothers.
John Gray, salesman for Watson & Newell, is

home from an extended business trip.
Harold E. Sweet, of the R. F. Simmons Com-

pany, has returned from a short trip on the cape.
Harrison T. Morse, of Mansfield, died June 12,

at his home in that town after a brief illness. For
over forty years he was one of the town's best
known jewelers and was employed during that
period for D. S. Spaulding. He retired from active
service with the concern a short time ago on
account of failing health.
Mr. Morse was an old-time workman, and knew

the business as only a few of the older workmen do.
He was born in Middleboro, sixty-two years ago,
and went to Mansfield in 1870. He leaves a
wife, whose maiden name was Martha E. Blanc-
hard, four sons and two daughters. He was a
member of St. James' Lodge of Masons, and was
regarded as one of the town's most respected
citizens.
S. 0. Bigney & Co., of Attleboro, has been

granted a charter in Rhode Island, to engage in
the manufacture and sale of jewelry and all
business incidental thereto. The incorporators
are: Sydney 0. Bigney, Miss Augusta A. Brun-
dage and Harold 0. Bigney. The main offices of
the concern will be located in Providence and the
manufacturing plant will be in Attleboro. The
capital stock is $300,000. S. 0. Bigney & Co.,
is one of the best established concerns in Attleboro,
and the incorporation in Rhode Island will mean
no change in the business.
The local manufacturers were quite liberal in

their contributions to a fund recently started for
the relief of three families burned out in a fire on
Locust street, recently. The largest contribution
was twenty-five dollars by Ernest D. Gilmore, of
E. D. Gilmore Company. There were a number
of contributions at ten dollars each. Louis J.
Luther and Fred Crosby, of Smith and Crosby,
were in charge of the fund, and presented it to the
victims a few days ago when it was complete.
The fund was started because the wire deprived
the families of everything they possessed.

Arthur A. McRae, of McRae & Keeler, Amos S.
Blackinton, of Bates & Bacon, J. H. Vallettee and
R. B. Magaveny recently returned from a fishing
trip in Canada. They had some splendid fishing
and thoroughly enjoyed the trip.

Miles Carter, of Carter, Qvarnstrom & Reming-
ton, has taken up his residence at his summer
home at Westport Harbor, and is now enjoying
the summer breezes from the Atlantic.

George White, salesman for Horton & Angell,
has joined the ranks of the automobilists. On his
first trip in his new machine Mr. White had three
punctures which gave him a lot of experience in
learning to put on a tire.
Edward A. Anthony, of G. K. Robert's Company,

has opened his summer cottage at Rocky Point.
Theordore Parker, of Smith & Crosby, is home

from an extended business trip.
Edward A. Sweeney, of the W. H. Wilmarth

Company, has completed his second term in the
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Legislature. He has not yet announced whether
he will seek a third term, but his chances of re-
election are excellent, if he desires to run as he has
been one of the ablest representatives the town has
had in some time.

Charles L. Barrow, of the Bay State Optical
Company, commander of Bristol Commandery,
Knights Templar, was the leading figure in the
outing held Monday, June 24, in honor of St. John's
Day. There were sixty automobiles which took
over 200 members of the commandery and their
wives to Narragansett Pier where a dinner was
served and afterwards a big program of sports.

Arthur A. McRae, of McRae & Keeler, has
opened his summer home at Nayatt, R. I.
A pointer dog, owned by C. P. Keeler, of McRae

& Keeler, was recently awarded a blue ribbon in
the Aurburndale dog show.

Charles D. Lyons, of the C. D. Lyons Company,
and Walter M. Lowney were among those who
went on an extended tour as representatives of the
Boston Chamber of Commerce recently. Mr.
Lyons has made several trips of this kind to observe
business conditions in New England.

Mansfield jewelry shops are not pressed with
orders; in fact the past few weeks have been quiet.
Shops are running the regular schedule there has
been a noticeable lack of large orders.
A well dressed stranger, who said he was a jew-

elry salesman, recently applied to an Attleboro
stable for a good rig as he wished to carry his sam-
ple cases to North Attleboro. He appeared so well
and was so well dressed that the stable keeper gave
him his best rig. The salesman said he would be
back in two hours, but had not returned the fol-
lowing morning. That day the rig was recovered
in the town of Wrentham, where it had been aban-
doned.

Leslie W. Monroe has accepted a position as
foreman of the Allison Manufacturing Company
in the Bigney building.

Frederick H. Hill has accepted a position as
Attleboro representative of a Providence Refining
concern.
Amos Blackinton, of Bates & Bacon, has opened

his summer home on the cape.
Charles Offerman, the genial representative of

C. A. Marsh & Co., is now enjoying the summer
breezes at West Harwich. Mr. Offerman just
completed a long trip and is taking a vacation.
The fine clam chowders and the sea food of the
Belmont Hotel convinced him that West Harwich
was the proper place for the warm weather.

William H. Saart has opened his summer camp
at Lake Mirrimichi. He has one of the finest
camps on the lake, and quite often entertains the
jewelers there.
Frank 0. Emerson recently entertained a party

of manufacturers at his summer camp at Lake
Mirrimichi, giving them an excellent dinner and
a fishing trip afterwards.

Earl B. Kent, of Attleboro, and Miss Florence
Woodruff, of Virginia, were united in marriage
June 12, at the home of the bride's relatives in
Chicago. Mr. Kent is a member of the concern
of H. E. Durgin & Company, jobbing jewelers, and
is the son of Harry P. Kent, of F. W. Weaver &
Co. Mr. and Mrs. Kent will spend the summer
at their summer home at Oak Bluffs, and this fall
will make their home in Attleboro.

William Clough of Providence, has accepted a
position as foreman of E. T. Bright & Co., en-
amellers.
John Daniels, a local jeweler, has been serving

on the Superior Court jury, for the June term.
Co.. S. 0. Bigney, of S. 0. Bigney & Co., is

making preparations for his trip to Europe. He
will be gone several weeks.
Ernest M. Bliss, has returned from Chicago,

where he called on the trade with the sample cases
of Bliss Brothers.
George Livingstone has returned from a New

England trip in the interest of Watson & Newell.
The D. A. Hart Company, S. 0. Bigney & Co.,

Horton & Angell, James E. Blake Company and
E. A. Anthony Company are planning on organiz-
ing a baseball league, and some good games are
promised. Two or three of these teams have
already played games, and there is considerable
interest in the possibility of a league.
John A. Marsh, of C. A. Marsh & Co., has re-

turned from an extended trip on the road with
the firm's samples.
"Houn' Dog" novelties are all the go now and

many of the shops making this class of goods
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You Can Double Your Business

The Krower's Catalogue
Will Do It

Note Carefully the Unexcelled arrangement

which requires no increase in your stock, dor

any outlay of capital.

Our System is Simple

We supply you with the catalogue at actual

cost of printing, being a reproduction on a

small scale of our regular catalogue, we carry-

ing a sufficiently large stock to immediately

fill your orders, no matter what quantity, and

n make for you direct shipments using your

ing tickets.own shipp

Write Us For Further Information

Everything In Your Favor

LEONARD KROWER
Wholesale and Manufacturing JEWELER

CANAL ST. and EXCHANGE PLACE, NEW ORLEANS, LA.
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WHITE METAL JEWELRY

RINGS
BROOCHES

STICK PINS

LOCKETS
SHIRT

WAIST SETS
BABY and

BEAUTY
PINS

FOBS,

NECK,

BELT,

HAT and

DUTCH

COLLAR

PINS, Etc.

These goods are bound to be popular. They are sum-
mer sellers for which there is a tremendous demand.

Send for Illustrated Sheets, Prices and FREE SAMPLE

WRITE AT ONCE TO

ENTERPRISE JEWELRY CO.
Dept. K7 ATTLEBORO, MASS.

Economy and Artistic Value Combined in the

WHEEL& METAL CEILINGS
Cheaper than Wood or Plaster, being EVERLASTING. No Cracking, Falling or Warping.
Fireproof, Dust-Proof and Sanitary. True Joints and Perfect Fitting—Clear Cut Embossing—
Each Plate Inspected and Guaranteed. Beautiful in Design when but Plainly Painted and .
susceptible to Most Elaborate Artistic Treatment when Unusual Richness is desired.
Adaptable to all kinds of Rooms,

FROM VESTIBULE TO AUDITORIUM
Drawings and Estimates furnished Without Charge. Send Diagrams of rooms to be Celled.
We make suggestions or follow yours. Metal Ceilings are extensively used in Residences.

WHEELING COINGATING COMPANY.
WHEELIII W.VA.

NEW YORK

ST. LOUIS

BRANCH OFFICES AND STO
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KANSAS CITY CHATTANO0

S:
DELPHIA

GA

XIIIMMOD011t 100C1180000800===g1tHIMOOMMUMUCIINIUMICUM000001111OCUMMIUMMIMI=MCIIMIUICOMMUMUIDOCOODOCUMIXat
I{
II

Ng
It
x

Nggggg gg N§ 14
It We will replace with a new article if it does not g
II wear satisfactory. IIg II

0 BUFFALO 
IxnuIt
n

UILIIMIUMEML711110111=CCAO1100#14=1=111001XILIIIMMUOCOMUMUMMOOMMODOMMOLICOMMOCU101104101MIUMMUMMOtIOD000011410#

Bracelets,  Chains, Lockets
-Iso All Goods have this Stamp for
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JEWELRY MANUFACTURING CO.
BRISBANE BUILDING, BUFFALO, N. Y.
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report big orders. Chicago, during the time of the
national convention, provided a ready market for
the Houn ' Dog novelties, and several of the local
factories received big orders.
The C. M. Robbins Company recently completed

a big order of badges for the annual convention of
the order of Moose. Thomas J. Ryan, an Attle-
boro manufacturer, was the local delegate to the
convention.
The pupils of the Sturdy school of Chartley,

recently issued a school paper dedicated to Wil-
liam M. Sturdy, the Chartley jeweler, who has
attained some fame for his writings. Mr. Sturdy
was the donator of the Sturdy school in Chartley.
R. H. Bodman, of Attleboro, has resigned his

position as foreman of the A. & Z. Chain Company,
of Providence.

Joseph Finberg, of the Finberg Manufacturing
Company, recently entertained the business men's
class of the Y. M. C. A. at his summer residence
at Touisett, providing an excellent dinner and a
general good time.
The sympathy of the trade will be extended to

Mr. and Mrs. Walter R. Stevens, of Attleboro,
formerly of Chicago, on the unfortunate death of
their son Paul. The boy was learning to swim in
the Mechanics pond, in the rear of the Watson &
Newell factory, and got beyond his depth. His
body was recovered by Lieutenant Gingras of the
Attleboro police force. Mr. Stevens was in Cin-
cinnati at the time, on a business trip for the Bay
State Optical Company for which he is salesman.
He was formerly in the Chicago office of the con-
cern. Mr. Stevens immediately started for Attle-
boro on being notified of the accident. There
were funeral services here, but the body is to be
taken to Chicago for burial.

William M. Fuller, of E. A. Slade, is visiting the
eastern trade with the concern's sample line.

Joseph Bloom Company, pearl workers, have
added extra space to their plant to meet the de-
mand of increasing business.

NORTH ATTLEBORO
North Attleboro, Mass., June 22.—There is

considerable interest in the Jewelers' Baseball Lea-
gue which has been organized among teams re-
presenting several of the local factories. Satur-
day afternoon games will be played during June,
July and August, and the schedule has been made
out. Some rare sport is promised as there is con-
siderable rivalry. Robert A. Gordon is president
of the league, and there is a handsome pennant
as the prize to be played for. The teams enrolled
are: Whiting & Davis, George L. Paine Company,
Webster Company, J. F. Sturdy & Sons.
George K. Webster, of the Webster Company,

has been elected a director in the Westerly Light
and Power Company, of Westerly, R. I. The
company furnishes light and power to Westerly,
Watch Hill and many adjacent towns, including
power for the Waterly and Watch Hill electric
road.

Charles A. Whiting, of Whiting & Davis, has
plans ready for the erection of another new build-
ing near the one now in process of construction.
The new building will be 250 feet in length, and
will be 60 feet away from the other building. On
account of the fact that considerable land is needed
for the new building the course of a stream near
the factory is to be considerably changed.
An athletic association has been formed at the

Webster Company factory and the following
officers have been elected: President, William Rob-
inson; secretary and treasurer, Daniel Holland;
directors, Charles Perry, Harry Knowles, William
Joyce, Elmer Cobb, David Farley, Charles Swift
and Lester Holbrook. The association will have
charge of all sports for the summer, and a busy
program is being outlined.
John J. Tweedy is home from a fishing trip in

Maine and reports excellent sport.
The Codding & Heilborn factory is being equip-

ped with motors to furnish electric power.
Raymond Wise, one of the local salemen, has

been spending a few days at his summer home on
the cape.

Nearly all of the concerns here have started to lose
Saturday afternoons, giving their employes a half
holiday on Saturdays. This will be continued
through the summer.

Daniel Chisholm is home from a business trip
in the interest of Sturtevant & Whiting.

Frank Ruggles, salesman for W. E. Richards
Company, of Attleboro, has returned from an
extended trip.

George Chisholm, of this town, son of Alpin
Chisholm of the Bugbee Niles Company, was
among the contestants who tried out for the Olym-
pic games at the Harvard Stadium recently. Last
year Chisholm won the title of champion hurdler.
Among the local jewelers who witnessed the try-
outs were: Frank P. Kennedy, Harry Fisher, Roy
Blackinton, Howard Barthow, Leroy Metcalf
and Alpin Chisholm.
Mr. and Mrs. Charles Wood recently celebrated

the fiftieth anniversary of their wedding. Mr.
Wood has been foreman for George W. French for
a number of years.
Percy Clap, of New York, representative of

Harvey Clap & Company, recently visited in town
for a few days.

J. F. Sturdy & Son, of Attleboro Falls, are run-
ning on an overtime schedule, and have a large
amount of orders on hand.

Escaping gas from a burner which had been
left open caused the wind pipes in the factory of
Whiting & Davis to become filled with a mixture
of air and gas, recently, and an explosion occurred.
It wrecked the wind pipes, but did not do a great
deal of damage otherwise. Such explosions
usually incapacitate a shop for several hours as it is
impossible to use the gas flames for soldering.

J. J. Sommer has opened his summer home on
Cape Cod and will spend the week-end there
during the summer.
The J. B. Wain Company has started operations

in the Sommer building, on East street.
Henry Balcom is making his home at his summer

place at Buzzards Bay for a short time.
Clifford Emerson, of the W. H. Bell & Co.

sales force, is home from an extended trip.
Mr. White, buyer for Otto Young, Chicago, was

in town last week and inspected several lines.
He placed a number of orders.

Louis E. Freeman, Wallace G. Franklin and
John L. Thompson have returned from Philadel-
phia, where they were on a business trip in the
interests of the town.

Christopher Dobra, a well-known jeweler, has
been appointed a district deputy for one of the
local lodges.

Frank Waite, of the Webster Company, has -
been made a member of the committee in charge
of the Y. M. C. A.'s boy camp for the summer.
W. C. Sherman, salesman for 0. M. Draper, has

moved his home to Wrentham. He formerly
lived in this town but preferred Wrentham.
Woodbury MelCher is in Europe, on a business

trip in the interest of Schofield, Melcher and Scho-
field of Plainville.

How Moving Pictures Originated
Perhaps it is safe to say that the large majority

of the discoveries and inventions which have bene-
fited and blessed as well as instructed and amused
the world, were the outcome of experiments con-
ducted for altogether different results. What we
know as moving pictures originated, according to
the Chicago Tribune, in a question asked by Sir
John Herschel, of his friend Charles Babbage.
This was in 1826, and the question asked was how
both sides of a shilling could be seen at once.
Babbage replied, by taking a shilling from his

pocket, and holding it before a mirror.
This did not satisfy Sir John, who set the shill-

ing spinning on a large table, at the same time
pointing out that if the eye is placed on a level
with a rotating coin, both sides can be seen at once.
Babbage was so struck by the experiment that

the next day he described it to a friend, Dr. Fitton,
who immediately made a working model.
On one side of a disc was drawn a bird, on the

other side an empty bird-cage. When the card
was revolved on a silk thread, the bird appeared
to be in the cage. This model showed the persis-
tence of vision upon which all moving pictures de-
pend for their effect.
Next came the zoetrope, or "wheel

cylinder was perforated with a series of slo
within the cylinder was placed a band of drawings
of dancing men. On the apparatus being slowly
rotated, the figures seen through the slotes ap-
peared to be in motion.

f life." A
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Commencement Season and Weddings Prove
Boon to Local Trade—Prominent Jeweler Meets
with Severe Accident—Out-of-town Visitors
Numerous

Boston Mass., June 25.--William C. Dorrety,
of the
Boston,

building, 387 Washington
street, recently had some large orders from the
Dorchester Field Day celebrations. Mr. Dorrety
made several trophies, prize cups, medals, etc.
They also made 25,000 buttons. The Mayor, of
Boston, the Hon. J. F. Fitzgerald, was one of the
boosters of this big event as it is his home town.

J. Williams Tratt, engraver, has moved from 21
Bromfield street, to 387 Washington street, room
717 on the seventh floor. Mr. Tratt has long
felt the want of more space; the new shop is much
better than the old and is more convenient to the
trade.
The George J. Johnston Optical Company, have

moved from the Jewelers' building, 373 Washington
street to 55 Bromfield street, Boston.
Joseph F. Brown recently passed away at his

home in Somerville, Mass. Mr. Brown had a very
short illness following a shock. He had been in the
employ of the E. B. Horn Company, cor. Washing-
ton and Winter streets, for the past several years
in the watch and clock repair department. Mr.
Brown left a wife and daughter.

Joseph M. Vass, of the Washington building,
387 Washinton street, recently met with a painful
accident. While walking on the sidewalk an auto-
mobile jumped over the curbing and crashed into
Mr. Vass, injuring him severely. He has not been
able to resume his work as yet, and the extent of
his injuries are not known at this writing.
Warren A. Arminton, of the Shreve, Crump &

Low Company, is on a fishing trip in the Adiron-
decks.
The Smith, Patterson Company employes re-

cently gave a dance which netted their benefit
association fund about $160.
Frank H. Nathan, of the Jewelers' building, who

has been absent from business on account of illness,
is once more at his work again.
Frank W. B. Pratt, of the Pratt Clock House,

on Franklin street, took his office force on a cruise
in the harbor in his yacht the Idyll the first Satur-
day half holiday in June.
Max Alberts recently went on a trip to Maine for

I. Alberts.
Alfred E. Myers, on Hanover street, has made

extensive alterations in the rear part of his store
converting the former optical department into a
diamond salesroom and office.
H. L. Houghton, of the Jewelers' building, 373

Washington street, recently had an invitation
from the Boston Chamber of Commerce, to inspect
the Cape Cod Canal, with a large party that went
there for that purpose.
Mr. Everson, of Plymouth, Mass., was a recent

visitor to Boston.
S. W. Baker, of Rockland, Mass., recently paid

a visit to Boston.
Harry A. McGachie, salesman for the M. Myers

—A. E. Gowan Company, went to Washington
with the Boston Knights of Columbus to attend
the Columbus Statue celebration.
C. W. Sweetland and Son furnished the sterling

silver cups used for prizes at the recent spring
"hike" of militiamen of Greater Boston.
E. C. Stone and Joseph Matthias, formerly with

Alfred E. Myers, are now in the repair department
of Wilken Brothers.
Eugene W. Rollins, with Nelson H. Brown, of

Franklin street, has returned to business after an
absence of two weeks with an attack of erysipelas.
E. H. Hurst, of the Jewelers' building, was made

a member of the Aleppo Temple Mystic Shriners
recently.

Charles Lawson, salesman for A. Paul & Co.,
sails sometime in June on a six weeks' trip abroad.
C. W. Sweetland & Son made about $600 worth

of prizes trophies for the Metropolitan Driving
Club's Horse Show which was held recently.
Some of the recent buyers in Boston were Walter

W. Cook, Natick; D. J. Sullivan, New Bedford;
Harvey B. Locke, Amesbury; C. Powers, of Web-
ster; J. Harris, of Lawrence; Harry Foye, Athol;
B. Hill, Beverly; Arthur A. Plante, Fall River;

'lion, Lowell; C. P. Forbes, Greenfield and
of Westboro.

J.
J. A.
E. F. Welch,
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A Royal
New Line

A Royal
New Home

This Fall in National magazines we will start to advertise our new line

oyal~ oche ster
It will be royal in name, royal in quality, royal in appearance.
In our New York Showrooms we are giving the line the proper royal setting. The
new showrooms, like the new line, are the handsomest in our line of business.

When you are in New York don't miss the new "Royal-Rochester" display.
You will find many unexpected things especially for Christmas gifts.
We have many handsome new designs in : Chafing Dishes (electric or alcohol), Egg Boilers (alcohol
or electric), Casseroles, Ramekins, Serving Dishes, Electric Toaster, Crumb Sets, Breakfast Sets,
Grapefruit Sets, Five O'clock Teas, Serving Trays, etc., etc.

Our Christmas advertising will display many of them.
Jot down this note :—

N e w York Showrooms of the
ROCHESTER STAMPING COMPANY
Fifth Avenue Building, Cor. 23d Street

GEORGE H. DONOVAN, Manager
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Fifth Annual Convention of the
Indiana Retail Jewelers' Association

A Program of Instruction and Entertainment—Lucid Exposition of Modern Merchan-

dising—National Association of Wholesalers Represented by Secretary Thearle—

Important Resolutions Unanimously Adopted

Indiana retail jewelers held their fifth annual

convention at South Bend, June 17 and 18.

Jewelers from all over the state attended. South

Bend, the home of the watch company which bears

its name, proved a delightful convention city.

The headquarters of the convention were at the
Oliver Hotel and the sessions were held in the Elk

Temple, where were also located the exhibits.

Judge G. A. Farabaugh, of South Bend, welcomed

the jewelers to South Bend and assured them of a

cordial and enthusiastic hospitality. H. H.

Bishop of Indianapolis responded on behalf of

the jewelers.
President Walter H. Mellor, of Michigan City,

in presenting his annual address, referred to the

work of the officers and members and outlined in

brief the work mapped out for next year. His
address which was referred to a special committee
was heartily endorsed and was as follows:

President Mellor's Address

Brother Jewelers:

The Indiana Retail Jewelers' Association has
just completed its fifth year of existence and we
have accomplished a great deal this past year.
I believe our association is now in better shape to
go forth and accomplish its desired end, as we now
have 200 members who, I believe, will pay their
dues and, with that amount of income, my suc-
cessor will be able to go after every jeweler in the
state with such persistence that eventually every
desirable jeweler in the state of Indiana will be a
member of our association, and we will be better
able to do things.
Last May when you conferrred the honor upon

me of being your president, I intended that each
and all of you would hear from me every month. I
mailed out one Bulletin and then found such efforts
must be stopped, as our financial condition would
not permit of this, so I have had to be content with
the sending of but three letters, and I feel more than
pleased with the results obtained by them. As you
will notice, our roll of honor has grown some since
the last convention. Our last published roll con-
tained 162 names, today, our roll contains 197.
We have had to remove or drop twenty-two names
from our roll of honor, which shows a gain of fifty-
seven or a net gain of thirty-one in the past year, and
we now have several applications upon which our
membership committee is acting. We have passed
the 200 mark since the opening of this convention.

Our executive committee has held two meetings.
One last June, in Columbus, and another in Febru-
ary in Indianapolis, and each meeting was well
attended. So you see your officers have been alive
and attending to such business as has come before
them.

This past year, as you all know, we have not
had an opportunity to do things along the line of
legislative matters, and I hope that my successor
will not be handicapped for want of funds, but that
each of you will pay up your dues, if necessary, two
years in advance and all pledge ourselves to get,
at least, one new member between now and Janu-
ary 1, 1913. If you do this, your officers will
have at least $2,000 with which they will be
able to have the jeweler's represented on both
floors and your legislative will not adjourn until
you have a law on the statute books that will
prohibit fraudulent advertising, fake auctions, and
permit you to sell all repairs or articles left with
you, one year or more. These laws will do our
association more good than words can tell. It
will put thousands of dollars in the jeweler's
pockets in this state every year, and will not work
harm nor expense to any one of our citizens.

Along the line of thought, which is at present
a daily subject of editorials in our newspapers,
debates in our schools and arguments upon the
streets, the high cost of living, has been brought
most forcibly to my mind these last few
months. I have had one of my employees visit a
great many of the jewelers in the north end of the
state, and almost every jeweler whose application
he did not secure—gave, as the reason, that there
were already too many organizations and the ex-
pense of being members of all was prohibitive.

Too much cannot be said in behalf of those man-
ufacturers who have established prices on their
products. Many of them have lost business by so
doing because you and I have not supported them
with the amount of business that we could have
given them. I hope that all of you have complied
with the request contained in a late circular sent you
by one of the watch manufacturers. As I believe,

PRESIDENT WALTER H. MELLOR

if the right to establish a selling price on patented
articles be removed, it will work a far greater
hardship upon the small dealer than all the other
laws now pending. It will be possible for the large
dealer to make a leader of all those articles that
have been advertised so lavishly, out of which, you
and I have been endeavoring to make our living.

Regarding the national advertising campaign.
This will be a great thing for the small as well as the
large dealer, but I hope the publishers of magazines
will not be permitted to use that for which they
are well paid, as capital for them to work upon the
poor and unsuspecting retailers, as some are now
doing. I believe all answers to advertisements
should be forwarded to the party who paid for
said advertisement, so that they can be followed
up as only advertisers will do.
I further recommend, that our by-laws be

changed so that we may take into our association,
any brother jeweler, who may locate in our state,
if he is in good standing in the state association
from which he came. That, by paying his annual
dues, he be considered a member of this association
without paying the regular initation fee.
I further suggest; that our executive committee

be elected to office for one two and three years
after which all members of same are to be elected
for a period of three years. In this way you will
not be making a complete change of officers each
year. And further recommend that their rail-
road fares be paid by association when attending
executive committees meeting.
I would like to make a suggestion, but do so

with some hesitancy, as I honestly believe it is for
the good of all. I recommend that the National
Association (as it has outgrown the experimental
stage) in place of electing a secretary from its

own ranks, give the president the authority to
employ a competent secretary and that suitable
quarters be engaged of which said secretary shall
be in charge. He to have charge of all legislative
matters in all states, with the assistance of state
officers. I firmly believe that, in a few years, the
results obtained by his efforts, your officers would
receive no more letters in which this old familiar
sentence appears, "When you have accomplished
something, I will consider making application."
I wish to thank my fellow officers who have made

this administration the success it has been, and to
you, who will be our successors, I only hope you
will continue on with the work and always consider
you are placed in office, because this association
has confidence in you. And, in return, give them
the best that is in you. And to each and all of
you, I wish to thank you for the honor you have
bestowed upon me and I sincerely trust, that my
successor may be able to accomplish more than
I have done and then, the ultimate success of this
association will be assured.

The report of Secretary 0. P. M. Squires showed
the association to be in excellent conditions as

regards both finances and members. Before the

convention adjourned enough new members had

substantial gain.
a 25 per cent increase, a veryu ia 

The leading address of the opening day was

delivered by George Hammer of the Saturday

Evening Post on "Modern Merchandising."

It was a very forceful argument for modern
methods in the management of a retail business

and is well worth a careful study. It appears
in full on another page of the issue.
H. E. Duncan, of the Waltham Watch Com-

pany, explained to the convention the new method
of distributing standard time by wireless. He
stated that by reason of the fact. that so many

improvements have been made in wireless tele-

graphy it was now possible to flash standard time

from the huge wireless tower at Fort Meyer to

all the warships in the Pacific and Atlantic oceans
with the same accuracy as it is now being trans-

mitted on land by telegraphy.

F. S. Crebs, a retailer at Frankfort, Ind..

spoke very interestingly on the subject of "Em-

ployer and Employes." His address was as

follows:
Employer and Employes

The president's letter which drafted me as one of
the orators on this occasion, informed me that I
would be expected to talk on the subject of "Em-
ployer and Employe," and I have taken the lib-
erty to add a sub-title, "Educating Our Com-
petitors," to which I will first invite your attention.
Some of you will no doubt imagine that I am
about to spring a joke when I make reference
to educating our competitors, but I assure you
that what I will say will be spoken in all serious-
ness, and that the educating of our competitors
has a direct relation to the main topic, "Employer
and Employe." For our employe of today may
be our competitor of to-morrow, and it lies largely
within our power as employers to create compe-
tition that will be for the best interests of business.
Not in every case do you educate your own

competitor, but you are at least educating your
brother jeweler's competitor in the next town, or
it may be in some far distant city. But whether
it be far or near, the kind of a graduate you turn
out from your business and mechanical school
will have its effect for good or ill on the trade at
large, and you are the one who is primarily respon-
sible for the same.
In order that I may make myself perfectly

clear, let us take for example a city of 20,000
inhabitants that will have perhaps five or six
good, up-to-date jewelry stores. In each of these
establishments there will be at least one head
watchmaker who, in nine cases out of ten, began
at the foot of the ladder and served an apprentice-
ship of many tedious and painstaking years.
He began by washing windows, cleaning up the
store, doing errands, calling for and delivering

(Continued on page 1307)



1306

E-111-1111111111111111111111111111111111111111111111111111111111E11111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111110111111111111111111111111111

11=!,

M.■

Knommountooutoutmomaamunsoommanmammiteminoreommera

A
k`.

747

A \ -

DIAMOND INSURANCE
with our

"Ready to Set" Platinum Tipped Mounting
your customer is insured against loss of the stone and assured of

. 
1);/ 

the permanency of the ring.

We will replace any ring, the tips of which through wear endanger

INICISIMM.11011.11011SMIIIIMOIMIMOIMIMMN

the safety of the stone.

Our mountings are made in the popular priced skeleton and light
Belcher styles, also in 14 K., platinum lined, platinum lined and
tipped and platinum head. Write for samples to-day.

- 

Send for a memorandum package of our diamonds. We have them from 1/1 to 3 carats, Blue

- 

Wesselton, perfect and slightly imperfect.

CROSS & BEGUELIN, 23 MAIDEN LANE
NEW YORK

EmiiiiiiiiimmumumumminimmiiimmiumiumminummommummiummimiiiiiiiiiimmimmumumummummimmimmmummilimiN:

LOCKETS

Elgin Itmerican 111Sanufacturing Co.
Factory at

Elgin, Illinois

Solid Gold and Gold Shell

Made Like

Solid Gold Watch Cases

Ask Your Jobber To
Show Samples

4,

AB 5 

UT:4Y).
+

11■01.

GUARANTEED   
qr  GOLD4poLS:10ELL

io

ESOLID GOLD JOINT;
ELGIN AMERICAN
A M FG. CO. q.40

LOOK FOR THIS TAG

July 1, 1912 THE

Fifth Annual Convention of the

Indiana Retail Jewelers' Association
(Continued from page 1305)

clocks, and by slow degrees worked himself up to
a place at the bench, in the meantime absorbing
a general knowledge of the business as conducted
by his employer, and unconsciously calling into
the same ruts and business habits that his em-
ployer has gotten into. He becomes in time one
of the fixtures of the establishment. He is thor-
oughly acquainted with his employer's business
methods. The head of the establishment can go
away on a pleasure or business trip leaving his
store in charge of the employe, knowing that the
business in his absence will be run just as he has
taught his employe to run it and as he runs it
himself.

Therein lies the value of the employe to the
employer, as long as he remains contented in the
establishment where he got his business and me-
chanical schooling. Each one of the five or six
head watchmakers the jewelry establishment
of the city referred to have had the same years of
experience, but they have had it under different
business tutors, and each has been taught the
jewelry business from a different viewpoint—
no two jewelers, hardly, having similar notions
as to how a business should be handled.

The Jewelers of the Future

Now let us look ten years into the future. The
five or six employes are now in business for them-
selves in different parts of the country, each relying
for success upon the ideas that were instilled into
him by his former employer, and the after ex-
perience he has gained by being thrown upon his
own resources. In turn these five or six jewelers
each have the responsibility of teaching the trade
to an apprentice. Do you not see that the change
from employe to employer is the natural result of
evolution? And do you not also see how essential
it is to the general welfare of our craft that we
instill into the minds of our employes, especially
while they are in the apprentice stage, nothing
but the true and correct methods and ideas of the
business in which we are engaged? Such a course
not only tends to elevate and give character and
standing to our craft as a concrete whole, but it
will safeguard us as individuals against a probable
competitor in the future who might, if improperly
taught, be a menace to business or a constant
source of annoyance.

Primarily, of course, our training of employes

is with the hope of retaining them idefinitely in
our employ, so that we may get the benefit of
their services for the years we have expended on
their education. And I find that in the larger
establishments when an employe shows unusual
aptness and fitness, and has a capacity for busi-
ness detail that would make him a dangerous
competitor, it is the policy to never let him get
away. If he can be retained as a fixture in no
other way he is encouraged to remain by the gift

or sale of stock in the institution. This anchors
him to his job and makes him a contented and in-
terested part of the establishment. This is good
business, but of course might not be practical in
all cases. But the idea I am trying to get before

you gentlemen today is that the difference be-

tween the employer and employe is only a matter
of years. Every man must first be an employe
before he can hope to be an employer.

The employe will not only adopt your methods

of work in the mechanical part of your establish-
ment, but he will also absorb your business
methods. If you are a price cutter or a knocker

against your competitor, your employes will natu-
rally fall into the same habit, for they watch you

more closely than you are aware and adopt your

methods as their own. If you are the kind of

a jeweler I have mentioned, don't kick if one of

your employes goes into business in your town,
cuts prices and knocks on you. Just remember

that that is the way you taught him to do business

and take your medicine like a good little man.

Selection of Employes

Don't look for a watchmaker, engraver, sales-

man and optician when you are in search of an

employe, as you will be disappointed. The man

who can do all of these things and do them right

is in business for himself. He doesn't have to
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hunt for a job. Did you ever employ a horological
student? I had two. They were good boys, but
couldn't deliver the goods. They were given to
understand at the school that after about one year
of instruction they could go out and make eighteen
to twenty dollars a week to start on, but they were
soon undeceived, and when they found that their
theoretical knowledge would not get them through,
they were naturally grievously disappointed and
sorely discouraged. One of my horological stu-
dents went back to visit the school after he had
been with me about six months and found all the
boys back at school again after they had failed
to make good in positions they had secured. This
is a condition that ought not to exist, and the
school that sends out incompetent and imperfectly
trained graduates does more harm than good. I
hope to see the time when we will have a state
department for the examination of watchmakers.
It would protect the competent watchmaker as
well as the employing jeweler and would also be
doing the public a great favor, which in the end
is the one that suffers most from incompetent
workmanship. Under present conditions any man
who can dig up money enough to buy a sign can
hang it up, can proclaim himself a watchmaker
and bunco the public, and to a large extent destroy
the usefulness of the trained and competent men
who have had years of practical experience, the
only way in which any trade or business can be
thoroughly mastered.
There is much that might be said concerning

the relations of employer and employe, but I have
promised myself to be brief and will not go into
that phase of the question very deeply. An em-
ploye who has proven himself worthy of it is
entitled to your perfect confidence and respect. In
any business it is always a good idea to put your-
self in the other fellow's place. Don't expect him
to take more interest in the business than you
take yourself, and don't make his work a task.
Don't require more of him for the money you are
paying him for his services than you would con-
sider a fair exchange if your positions were re-
versed. Be liberal with your praise and stingy
with your fault finding. Criticism offered in the
right spirit is helpful to the employe, but the
man who has any brains or self respect will resent
constant fault finding and nagging. Don't be
afraid to let your employe know that you appre-
ciate his services for fear that he will strike you
for a raise of wages. The man who is built right
and has pride and interest in his work, does not
regard his pay envelope as the only thing worth
striving for. The pleasure that comes from doing
things well and the knowledge that what has been
done is appreciated, counts for much with the man
who is in love with his work.
Adopt methods in your business that will make

employment in your establishment agreeable, and
when you get a good man try to keep him. A
incompetent man is dear at any price, while the
competent and thoroughly reliable man is always
above par and his place is hard to fill. Just as
you recommend to your customers goods that are
absolutely dependable, recommend for yourself
employes in whom you can put confidence and
who can deliver the goods. In my own business
I make it a practise never to change employes
except when I am forced to do so, and I recom-
mend it as a means for building up a business as
well as for eliminating many of the worries and
perplexities that beset the employer who surrounds
himself with incompetents and is constantly try-
ing out new men in the hope of reducing the
weekly payroll. In the end it pays to employ
only the best, and by very honorable means in-
duce them to remain on the job. It will make you
money in the long run and bring you that peace
of mind that to the troubled jeweler surpasseth
understanding. I thank you.

Fred G. Thearle, of C. H. Knights-Thearle

Company, and secretary of the National Wholesale

Jewelers' Association, addressed the convention

along general lines, making a very interesting and

instructive address. Among other things he said:

From the Wholesaler's Point of View

I am very pleased to meet with the retail jewelers
of Indiana. I have always believed in organiza-
tion. There are many problems confronting you
retailers which are so far-reaching in their effect
that they can not be solved by the individual

jeweler. They must be studied and solved by you
as an organization. Perhaps one of the greatest
evils which you retail jewelers, and for that matter
all retail merchants, are confronted with, is the
large mail order house. At times, however, I
believe that the effect which these institutions have
on the legitimate retail trade is over-rated. They
have been great business successes and I believe
they have come to stay. Nothing will ever occur
to eliminate them from the business world. Of
course, they do an enormous business, but when
you stop and consider that their business is spread
over this entire country and that there are ninety
millions of people to do business with, it may not
seem so large.
The head of the shoe department of the largest

mail order house in the world told me but recently
that they sold 9,000,000 pairs of shoes last year.
As compared with a possibility of selling ninety
million people two pairs of shoes each year the
aggregate of their business seems small. One
thing that has made the mail order houses so
successful is the fact that they have eternally
been on the job. They have watched for every
advantage and not only have they found many
weak spots in the retailer, but they have improved
each opportunity to strengthen their position until
today they have usurped millions of dollars worth
of business from retail merchants.
Too many merchants, including retail jewelers,

have stood calmly by and allowed the mail order
house to take their business away from them.
They seem to take it for granted that the mail
order house will continue to hold their business no
matter what they may do to.get it back. Let me
tell you, fellow jewelers, the mail order house has
not one point the best of you in either price or
quality, and they certainly can boast of no service
to their customers. You have all the argument on
your side if you but look for it and use it. You
have the confidence of the people of your commun-
ity and you meet them personally. By showing the
right kind of salesmanship you can very easily
convince them that it is far bettet to make their
purchase from you, a business man of their com-
munity, than to send several hundred miles for
them and buy sight unseen.
I want to say a few words to you relative to the

work of the jobbers' association of which I happen
to be the secretary. As you know, we have had an
organization for several years and we believe that
our organization, like yours, has done much to
improve trade conditions and the relations existing
between its members. In order to perfect our
association and increase its usefulness we are
seriously considering the advisability of employing
a field secretary at a substantial salary and place
him in charge of the routine work. I believe that
this will come about and that it will do much
towards furthering our work.

It would be a good plan if your association could
do the same thing. There are still many jewelers
in the state of Indiana who are not members of
the association who would be glad to join if the
work of the association were explained to them and
they were properly approached for their member-
ship. A field secretary who was devoting all his
time to the work could accomplish just these things.
There is one other matter which I would like

to mention very briefly. It has come to my notice
very often that retailers would request the jobber
from whom they purchase goods to make out two
bills, one for the regular amount and one at a ten
or fifteen per cent advance. The last mentioned
bill they would show to their customers and then
add to a slight profit. The customer is willing that
the retailers shall make a profit, but he of course
is unaware that the bill is spurious. Such practices
savor of the worst kind of business deception and
ought to be frowned down by the honest and self-
respecting retailer. The knowledge of such a
deception very often comes to the ears of a com-
petitor as it did in one case I know of, and then
there is no end of talk about it. A jeweler who
practices this kind of deception stands too big a
chance of getting a commercial black eye.
There is one other matter I would like to

touch upon and that is the subject of credits.
There is no business conducted today which is so
demoralized by loose and weak credits as is the
jewelry business. I have talked to merchants in
other cities and they are astounded at the terms and
credits which prevail in the jewelry business. I
will not endeavor to state who is responsible for

(Continued on page 1308)
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these conditions. I will admit that the jobber
is in large measure to blame. The reason may be
traced farther back than the jobber, for in a great
many instances the jobbers get season settlements
from the manufacturers they buy from. Jobbers
and manufacturers alike offer unusually large
cash discounts and it is only good business to take
advantage of them. I am sure that we will all be
better merchants when we buy on short time. One
great incentive for overbuying will be eliminated
when we do.
Then there is another matter which I as a jobber

wish to call your attention to and that is the matter
of reciprocity between the retailer and the jobber.
You jewelers are opposed and rightfully so, against
a jobber retailing. Since the agitation was started
through your organizations many jobbers, includ-
ing the firm I am a part of, have done away with
the retailing end of their business and are today
selling the legitimate retail trade only. In many
instances this meant the giving up of from $10,000
to $40,000 a year worth of business which came
without solicitation. Do you realize what this
means? The profit from this retail business very
often amounted to more than a year's rent. The
jobbers who gave up the retail end of their business
did so because they realized that they were not
playing fair with the retail jeweler. They cast
so much business aside in order to gain the appro-
val of the retail trade in a matter which they
felt satisfied the retailer was justified in taking the
stand he did. It is evident to my mind, and I
believe it is to yours also, that such action on the
part of a jobbing house offers an excellent oppor-
tunity for reciprocity on the part of the jeweler.
The jobber has no other method making of up the
difference than by relying on the retail jeweler to
come to the front and show his appreciation of
his action.

The Question Box

Considerable time was devoted to open discus-
sions by members. This method of bringing out
new suggestions and thrashing out mooted
questions has proven very popular, and the Indiana
question box was no exception. The much argued
question "Should the Roller jewel be oiled" came
up for a lengthy discussion. T. C. Higginbotham,
superintendent of the South Bend Watch Com-
pany, was in charge of this discussion, as well as
of all others emanating from the question box.
Both sides of the argument were represented
and every phase of it discussed pro and con by
such authorities as Mr. Westlake, of the Bradley
Polytechnic Institute, Mr. Clugston, of the
Waltham Watch Company, and other experts
attending the convention. The evidence was over-
whelmingly in favor of not oiling the roller jewel.
Another question which proved of much interest

concerned the coloring of solid gold jewelry when
worn by some customer. This has been a source
of much annoyance to retail jewelers. Several
manufacturers' agents gave their views on this
question. Two reasons were assigned. The first
was the general physical condition of the person
wearing the jewelry. The second reason was that
in alloying the pure gold down to the desired fine-
ness the alloy may not have been evenly distributed
and the piece of jewelry in question may possibly
contain too much alloy or the alloy itself might
be at fault.

The Time Guarantee
J. E. McCourt, of the Star Watch Case Corn-

pany, of Ludington, Michigan, though not
assigned a regular place on the program, delivered
a very interesting address directing most of his
remarks to arguments in favor of the elimination of
the time guarantee in watch cases. He stated
that in his opinion nothing had worked more
inquiry to the jewelry business than the time
guarantee. "Ours is the only business I know of
which is burdened with a time guarantee. You
can not find it in any other line. It's an unbusiness-
like method of doing business. If it were equitable
and at the same time profitable you would find it
in every other line of business. But it is neither,
and it has so strong a grip on the jewelry trade
that if it keeps its hold much longer the other
fellow will get the business.

Because it is an unbusinesslike practice it is
inevitable that it must go. It ought to have been
cast aside long ago. The sooner it is eliminated the
better off every reliable retail jeweler will be.
Of course, there are some jewelers who do not
want it abolished. Are you willing to be classed
with them? I am sure you are not. The time
guarantee on watch cases has robbed you not only
of profit, but it has taken from you in a measure
your identity as a reliable merchant and given it
to the unscrupulous fakir who uses it as a bait
to catch the unwary public. Not until you abolish
it can you hope to get it back and continue a
legitimate game that the fakir can not hope to
enter on an equal footing. Get rid of it as soon as
possible."

Col. John L. Shepherd also addressed the
convention along the same lines. He stated that
the Canadian government had recently passed a
law making it illegal for watch case manufacturers
to place a time guarantee in their cases. He has
visited a great many jewelers in the Dominion and
found that without exception the legitimate retail
jewelers were in favor of the elimination of the
time guarantee. It may take a long time to
bring about the entire elimination of the time guar-
antee. There are thousands of cases in the hands
of the consumer today; also thousands of cases
in the hands of jewelers on which the guarantee
must be made good, but the longer the elimination
of the time guarantee is delayed just so much
longer will it take to eliminate this great evil.

If the time guarantee meant anything to the
retail jeweler or protected him in any way, it
would not be so serious a matter, but it works
absolutely no good for him; in fact it is the one
thing which is diverting his business in the so-
called illegitimate channel. Under the present
system a man can very readily make one watch
case last a life time. He can buy a twenty-year
case when he is twenty-one years old, and, if when
he is forty, it shows too marked evidence of wear,
he can get another and that will last him for the
remainder of his life. Do you want to sanction a
custom which gives you an opportunity to sell a
man a watch case only once in his life?

I have visited nearly every retail jewelers'
convention held so far this year, and I am impressed
with the way the retail jewelers are determined
to eliminate this evil. Fifteen states have already
gone on record against it, most of them by unani-
mous vote. It indicates that they are waking up
to their possibilities and to the fact that that is
the only way to which they may ever hope to get
back the business which has long been diverted
into other channels."

Charles F. Artes of Evansville, one of the pioneer
jewelers of Indiana also spoke in favor of abolish-
ing the time guarantee and hoped to see the day
when it was done away with entirely.

Indianapolis was unanimously chosen as the
place for holding the next convention. The invita-
tion was presented by H. H. Bishop of that city.
No other city was in the field for the meeting.
Walter H. Mellor, of Michigan City, Ind., was

unanimously re-elected president. He did excel-
lent work for the association during the past
year and the members felt that they could find
no better leader for the coming year. The other
officers are as follows: First vice-president,
Charles Schuell, of South Bend; second vice-
president, F. S. Crebs, of Frankfurt; secretary,
0. P. M. Squires, of La Porte; treasurer, L.
Beckman, of Kendallville. Executive committee:
H. H. Bishop, Indianapolis; C. Hewig, of Evans-
ville; H. C. Barth, of Mt. Vernon; L. D. Clap-
man, of Columbia City, and Phil Hoor, of Aurora.

The resolutions committee reported the follow-
ing resolutions which were unanimously adopted at
the convention:

WHEREAS, The country is flooded with brass
watch cases thinly plated with gold and stamped
with guarantee of wear for long periods, generally
for twenty or twenty-five years, and
WHERAS, The wearing qualities of such watch

cases are usually ridiculously below the so-called
guarantee; and
WHERAS, Such watch cases are frequenty al-

companied by the name of a fictious or irrespon-
sible manufacturer, or by one who, after flooding
the market with inferior watch cases suddenly dis-
appears, with no expectation or intention on the
part of such manufacturers of making good the
false guarantees; and
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WHEREAS, Large quantities of such spurious
watch cases are purchased by the unsuspecting
public, in reliance upon such guarantees, to the
great damage and injury to the business of the
legitimate retail jeweler, who must personally make
good such guarantees or lose the good will of the
customer; and
WHEREAS, The use of such false guarantees

furnishes a ready instrument of fraud and decep-
tion, it is therefore

Resolved, That we, the Indiana Retail Jewelers'
Association favor the abolition of all time guaran-
tees on gold-filled and gold-plated watch cases,
and that we approve and urge the enactment of
proper legislation prohibiting the stamping or
attaching of time guarantees in any form on or to
watch cases, and that we recommend that any
goods which are stamped or labeled in any way
indicating that they are gold filled or silver filled
or rolled plate, must also be stamped with either
the name of the manufacturer or a registered trade
mark.

Resolved, That we, the legitimate jewelers will
be satisfied to handle all such articles on the as-
surance from such manufacturers whose name and
trade mark is stamped thereon, that satisfaction
will be guaranteed on their respective lines.

Resolved, That we commend all manufacturers
who establish a fixed minimum retail selling price
and recommend that that price be not less than
fifty per cent.

Resolved, That this association condemn the
attack on the patent law prohibiting the right of
manufacturers to make and establish a fixed re-
tail selling price.

Resolved, That we aim at and work for, the pass-
ing of the Federal Law prohibiting fraudulent
advertising in any form.

Resolved, That we favor national advertising
and publicity campaigns,

Resolved, That the members of this association
show their appreciation of efforts of certain manu-
facturers to eliminate trade abuses by patronizing
them whenever possible.

Resolved,That we endorse the assaying of new
goods from time to time to determine the quality
of goods sold by us and endorse the work that has
been, and is being done along that line,

Resolved, That we recognize jewelers in good
standing in their state associations who may move
into this state and ask that their membership be
transferred to our association.

Resolved, That we ask the state associations to
accept members in good standing from this assoc-
iation as members in their association whenever
such a one should move into another state and ask
the transfer of his membership,

Resolved, That this association tender a vote
of thanks to all persons who have in any way
contributed to the success of this convention,
particularly the speakers, the exhibitors, and those
who have contributed to the entertainment of the
convention.

Entertainment Features
Many of the jewelers attending this convention

brought their wives and families with them, and
there was an unusually large number of ladies
present. They were very hospitably entertained
by the citizens of South Bend and enjoyed a num-
ber of automobile rides around the city and the
country immediately surrounding. They were
very enthusiastic in their praises of the very genial
hospitality shown them.
On the last night of the convention all of the

visiting jewelers with their ladies and friends were
the guests of the South Bend Watch Company
at a theater party, where they enjoyed a perform-
ance of unusual interest.
A banquet which was one of the most successful

ever held at an Indiana state jewelers' convention,
was tendered the visiting jewelers in the Oliver
Hotel on the closing night of the convention. It
was an occasion which will long be remembered by
all those who attended. Frank E. Herring, of
South Bend, officiated as toastmaster.
Addresses were made by Col. John L. Shepherd,
of New York: 0. L. Kiplinger, of Michigan City;
Rev. W. F. Hebis, of South Bend, and a number of
visiting jewelers.
The exhibits were displayed in Elk's Temple

where the sessions of the convention were held.
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salable and all-round satisfac-
tory timepiece of its general
class.

The Crown Watch is made both

immediately.
that you order from your jobbers
carried these watches—we suggest

Hunting and Open Face-7-jewel
movement in bascine gold-filled case;
Plain Polished, Engine-turned and a
striking series of Fancy Engraved de-
signs—cased and timed at the factory
and sold complete.

If your stock of Crown Watches is
not as full and complete as it might
be—and especially if you have never

The KEYSTONE WATCH CASE COMPANY
ESTABLISHED 1853

PHILADELPHIACHICAGO    

i 

NEW YORK 
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Modern Merchandising and National Advertising

Address by George Hammer, of the Saturday Evening Post Before Annual
Convention Indiana Retail Jewelers' Association

In trying to do justice to such a broad subject
as this assigned to me, I feel like the man carrying
a clock. I cannot hope to more than touch upon
some points in a more than general way, consider-
ing that this is one of the most vitally interesting
subjects to manufacturers and retailers.
You will agree with me that people buy goods

because they want them. A great many still buy
what clerks persuade them to, but a far greater
and constantly increasing number enter a retail
store with their minds made up to buy merchandise
identified by name.
Your own families, you yourselves, are buying

ten trade-marked products now for every one you
bought ten years ago. This brings me to the phaze
of the subject I believe to be the most important
to you as retailers.
The determination of millions of consumers to

purchase, when possible, only those goods which
they themselves can identify is the one great
"outside selling force" with which all modern
producers are reckoning.
How are consumers going to be made to want

and call for goods is the modern merchandising
problem of both manufacturer and retailer alike.
The modern method of doing this is advertising,
or, in other words, by making printed words and
illustrations carry your message to those you wish
to influence. The manufacturer, realizing this,
does three things by, first, making goods that
satisfy; second, by giving the goods a distinctive
mark of their own, and third, by making that
mark stand for these goods in the minds of the
consumers.

Evolution in Merchandising

Do you realize that merchandising during the
past ten years has been undergoing a vast evolu-
tion? And it is significant to note at the same
time that within ten years the circulation of the
national magazines has increased probably 100
per cent; newspapers have grown nearly as much.
Each year has seen a phenomenal growth in ad-
vertising.
Are you aware that the total expenditure for

national advertising in twenty-six of the leading
magazines last year amounted to nearly $20,000,-
000? Why was this vast expenditure made?
Was it wasted, do you suppose, and did you derive
any benefit from it?
I wonder if the average retail merchant has any

idea of the acute problems facing the manufacturer
whose goods are sold through the channels of the
retail trade? Has the competition of the general
mail-order or catalogue houses given you any
concern? Have you planned any method of meet-
ing or counteracting this serious situation? Each
year mail-order houses seem to be growing larger
and larger and are cutting deeper swathes into
the business of the retail dealer, until in some
cases its very existence is threatened. Carload
after carload of mail-order goods are being sent
into towns direct to the consumer, goods which
ought to be sold by the local dealers.
One Chicago house is said to do a business

of over $40,000,000 a year, another $60,000,000;
one of them recently increased its capital stock
from $5,000,000 to $40,000,000. What has brought
this about? The retail merchant himself is partly
responsible. Many have taken advantage of
opportunities of charging excessive prices and have
pushed the sale of inferior goods at these high
prices.

Duty of the Individual Merchant

The common belief is that the average retail
merchant is lethargic. He follows the lines of
least resistance. He sells only what there is a
demand for and usually the things on which there
is the largest percentage of profit, with a great
many articles to sell. He feels that it is not worth
while to push the sale of any one. He does not
create new markets nor does he see the possibilities
of business beyond what comes to him unsought.

If this condition is true—it is abnormal. The
retail merchant ought to be an active selling force.

He should push the sale of goods locally as actively
as the manufacturer pushes the sale nationally.
He should be the selling agent for the manufacturer
with the same keen sense for taking orders as the
salesman who calls upon him.
Study the needs of your community. Be alert to

the modern methods of merchandising. Use all
the forms of local publicity within your power.
There are many possibilities of developing a very
much larger volume of business on certain articles
than the mere normal demand which may exist
for them. You carry many articles, the actual
sale of which could be greatly stimulated by a little
intelligent effort.

Furthermore, the retail merchant ought to see
the possibilities of building up his general business
by having it known that his store is headquarters
for standardized goods. The mere fact that the
manufacturer is advertising his product nationally
does not necessarily mean he is doing this as a
weapon to force you to handle it. The idea that
it is possible to force the dealer has long since
been proven a fallacy by modern merchandizers.
Many people believe advertising seeks to eliminate
the jobber and save the retailers profit for the
manufacturer.

If you have such a feeling you do not under-
stand advertising. I realize there are many
merchants, manufacturers and consumers who
fancy that advertising is some compelling force
used by clever writers to make somebody do some-
thing he doesn't want to do.

Publicity Must be Well Directed
Unquestionably, advertising is power—one

of the greatest in the commercial world, but like
gravity, it is a natural force, and as gravity is
controlled by the constant laws of nature, so adver-
tising is controlled by the constant laws of human
nature. Just because it is natural and powerful
its perversion inevitably acts upon those who
pervert it.
You may believe that efforts are being made

to whip you into line or to force a brand into your
store, but rest assured, it can't be done. No one
can force you or any other dealer to do something
you don't want to do. But suppose, on the other
hand, some manufacturer of a branded line of
goods continues to produce goods of integrity,
to distribute his product efficiently? Suppose he
had an intelligent appreciation that wholesalers
and retailers must have adequate profits to cover
selling costs, and advertised his goods skilfully,
to the ultimate buying public. Would it not in
due time become natural for you to want his goods?
Would you not then sell them far more effectively
than if they had been forced on your shelves?

Are you aware that almost all national advertis-
ing today is a message from the producer to the
consumer urging him to go to the retailer and buy
a certain brand of merchandise. This being so,
you must realize that the retailer has the strategic
position.
Whether it be the great department store

which is as much an institution as the great
thoroughfare of the city, or whether it be the
general store in the village where the farmer goes
for his pitchfork or the barefoot child for his
taffy—the retail store commands the situation.
You, retailers, speak with a voice of authority

to the people of your own communities. They
look to you for that refinement of modern
merchandising—service. You are nearest the
consumer. You extend credit to customers who
would be unknown to the manufacturer. You
make possible small purchases. You show, or
ought to show, goods in alluring display. You per-
form direct service, aiding in selection and making
exchanges readily. Many of you facilitate delivery
for miles around.

National Advertising

Then, should not your point of view, if correct
be that national advertising creates a valuable
partnership. The advertiser by putting his name
on the product guarantees the maintenance of
their quality, for advertising makes unforgetable

and unavoidable every virtue and every fault, and
inevitably pins responsibility for either upon the
maker.
The advertising of the manufacturer quickens

the movements of trade to the store of the retailer,
searching out for him new customers. It links his
store in the minds of hundreds with the leading
national producers. It establishes a retail price
for the advertised commodity—a protection
against the cut-rater who often makes theatrical
and deceptive reductions. It creates in the
retailer's own community new wants, which his
customers might not discover for themselves.
You are undoubtedly employing some method

of local advertising for your store. The manu-
facturer is also reaching for you nearly as many
homes worth while as you are reaching for yourself,
and if you are joining forces with him, you are
employing the most successful methods of modern
merchandising.
We calculate that out of every hundred people

who see the producer's advertising, one will be
interested to the point of writing him. Twenty
more will be interested enough to inquire at the
retail stores. Of the rest, all have been somewhat
favorably influenced toward the goods—a com-
placent state of mind if you please, which you, as
retailers can turn into sales if you will. Doesn't
it follow that selling advertised goods is easy, for
your customers are already half sold when they
come into your store. It is far easier to sell a
known brand of goods than an unknown. It saves
your time, and your time is money. You know
that your customer knows that in buying adver-
tised goods that he is investing in merchandise
of quality and reliability. You can turn over your
stock or retire with the satisfying knowledge that
the standardized lines on your shelves or in your
cases are as good as wheat.

Advertising and Prestige
If the manufacturer is using this force of adver-

tising rationally and he is co-operating with you
in other business relations properly, and you with
him, the manufacturer and you are welding the
strongest possible bond, the interest-paying kind,
of commercial friendship.
Yoking the power of advertising, which is

national with the power of prestige, which is
local, you and he have joined the two greatest
natural selling forces in one well-balanced team.
The inevitable success of wise advertising, of

honest goods demonstrates that the advantage
lies with standardized goods, and this advantage
accrues to the manufacturer who makes them,
to the retailer who sells them,. and the public that
buys them.
You are all familiar with an article placed on the

market not so very long ago. I refer to "Big
Ben." A striking example of what modern mer-
chandising can accomplish. You remember, that
not more than three years ago, Le Roy, of the
Western Clock Company, LaSalle, Ill., conceived
the idea of placing on the market an alarm clock
different from the old style type familiar to all of us.
Who would have thought that an article selling
for $2.50 could be successfully sold, considering
that the buying public had long been educated that
98 cents to $1.26 was the proper price to pay for
an alarm clock. You know now whether this
modern merchandising plan was a success or not,
but I doubt whether you realize the months of
hard planning it took to formulate the details of
the sales campaign, or how design after design
was thrown aside before Mr. Le Roy was satisfied
that he had a product which would live up to all he
wished the advertising to claim for it. Suffice
it to say, that every detail of the selling campaign
was gone over and over again, salesmen were
trained and co-operative assistance for the retail
dealers formulated and worked out.

Since September 1, 1910, when the first big
gun of this revolutionary campaign was fired, at
which time not a "Big Ben" was on the market,
about 1,000,000 have been distributed, and many
thousands of retail names have been added to their
list of customers.
Never in the history of modern jewelry merchan-

dising have retailers backed up a national selling
campaign with so much local advertising in one
form or another. There are many other striking
successes which might be studied with profit on
lines which you handle, but my time has expired.



1310
S.

rorDauShter-Sweetheart
Mother-Wife
Let your Gift to them
carry real meaning.
Then your present
will produce more joy)
and bring to yourself a feeling of special gratification because
you have chosen wisely—a gift

For Birthday or Anniversary
What is more appropriate than a dainty finger ring ? Pure gold and pre-
cious stones have ever been and will always be the most treasured possessions.
And the amount of money involved need not be great in order to express a great deal of
sentiment. You cannot find a more gratifying gift than a Queen City Ring.

444=0.111114./

No. 2420 $4.70 No. 1720 $7.50 No. 2200 $12.00 No. 2475 $7.50 No. 497G $2.50
Ruby Emerald and Pearls Amethyst Sapphires Garnets

Queen City Rings are Sold Only Through Retail Jewelers
GUARANTEED

QUEEN CITY (lie RINGS
Trade Mark

ME have perfected machines and trained ME use precious and semi-precious stones ofV V skilled workmen to furnish millions of rings V V all kinds. The settings are all perfect.every year to more than 5000 jewelers. The result With each ring we give a written guaranteeis exceptional quality at low prices. Examine a to replace any stone (except diamond) thatQueen City Ring carefully,— notice the heavy
shank of pure gold and the brilliancy of the may be lost from the setting. This guarantee
jewels. Ask any jeweler or make comparisons holds for all time. Your safeguard is the trade-
yourself. Do not confuse Q.C. Rings with cheap mark shown above, that appears On the inside ofrings now on the market. the ring.

Look up the Queen City dealer in your town. You will find his store a good place toshop. If you have a dealer of your own, who does not carry Queen City Rings, send ushis name and we will see that you are supplied. Ask for Catalog and Birthstone Card.

Jewelers ! Write us about Window Display Case and Holiday Plans

QUEEN CITY RING MFG. CO. Buffalo, N.Y.

Don't
Overlook
This
Opportunity

so im Maw on

Good for all seasons of the year.

order in now for one of these cases.

Look Up
This

Advertisement
in the

"Saturday Evening
Post"

Issue of August 10

Y recognize the value
of talking points. Don't

try to let your goods sell
themselves, tell your custom-
ers some of the features that
prove wonderful value for
the price.

Take Advantage of
Your Opportunity

Mention Queen City Rings
instead of waiting for people
to ask for them.
We do this advertising to
make it easier for you to sell.
You neglect your opportunity
if you let someone else do
the selling.

This is Another Example of
Real Co-operation We Offer You

Read the opposite page which we repeat from June adver-
tisement, because so many dealers have shown an

interest in our Dealer Aid Work.
Prepare now for the Holiday Time.

Get your

First come, first

to our sales-

served. Give us time to make shipments.

Save this advertisement and show it

man ; he will explain its value to you.

MAIL THE COUPON  TO US AT ONCE

QUEEN CITY RING
MANUFACTURING CO.

BUFFALO,
N.Y

Let us Give
YouThisDisplayCase

You, Mr. Dealer, know that a big factor in making sales is to properly present
your goods.

This beautiful case in Mahogany Finish is just the thing hundreds of dealers havebeen looking for. And it is rours. We do not loan it to you ; we give it to you with

Queen City •, Rings
Trade-Mark

Rings sold only under our guarantee, that if any stone
(except diamond) is lost from setting at any time, the
Queen City Ring Mfg. Co. will replace stone without any
charge whatsoever.

This display case is another indication of co-operation we
offer dealers. It is designed to attract attention and to be
in keeping with the quality of Queen City Rings.

This is a Mechanical Window Display
Runs 24 hours with one winding. The sign
at the top moves from side to side like a
pendulum ; the hands turn to show the rings
to best advantage. Rings can be changed as
desired. With properly placed lights at night
a brilliant effect is created. The best me-
chanical display you ever saw. An attractive
ornament in any window.

SEND THIS COUPON TODAY

This display case ought to be in your window
just as soon as you can get it there.
Remind people of Q. C. Ring advertising in
magazines. Get your share of Summer Gift
business and better still, begin to build for the
Holiday business.
Our magazine advertising is designed to give
you help where it will do you the most good.

QUEEN CITY RING
MANUFACTURING CO.
BUFFALO,

A Guarantee as strong as the United States Mint
goes with each Cte RING

ON OMB =Ns

Queen City Ring Mfg. Co.
Buffalo, N. Y.

Without obligating myself, have your representative
in this state call and explain to me how I may obtain
your free window Display Case and the exclusive agency
of the Q. C. Rings of my town.

NAME

ADDRESS-- 
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F. C. STORY
LEO COLDSCHMIDT

HENRY FREUND
SOLLY COUDEKET

LOUIS FREUND

WE extend greetings to our cus
are pleased to advise them

within a short time with a very
" The Imprint of The Rose"
stock of Diamonds, Watches and
parison for assortment, quality,
Successful jewelers have carried
increase their purchases this
Whether you have done business
not, the next time one of our
show you—and make good on

HENRY FREUND
BRO.

tomers and friends in the trade and
that our representatives will call
complete line of "Sellers", bearing
the Trade Mark of quality, and a
Jewelry on which we invite com-

price and general excellence.
the line for years. They will
Fall.
with us in the past or
salesmen calls, let him
what we say.

" Sellers of Sellers"

71 Nassau St., New York
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The Old Mine Diamond House

TRA DE

MARK

REGISTERED

The "Old Mine- diamonds on the sorting board represent a recent purchase from an estate. They run in size from J 8 to 5 carats. Some of them are fine
lk 

 yri
Indian stones and the others are Brazilian. This is the largest individual purchase we have made this year and it helps our assortment of "Old Mine"

nJ stones. Try us when you need one. We are also ready to make cash offers on any "Old Mine- stones you may have for sale either loose or mounted.

CHAS. S. CROSSMAN & CO. Three Maiden Lane, NEW YORK
MMMMMMMMMMMMMMIMME1-JEMMMVAMMMMMIMMMMMMEOMgM
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Iowa Jewelers Hold Successful Convention

Instructive Discussion Yields Harvest of New and Progressive Ideas—Vigoro
us

Debate Takes Place of Set Speeches—Representatives of Exhibiting Firms

Join in General Discussion

The Iowa jewelers met at Des Moines, June 18,

19 and 20. Though not so well attended as some

of the past meetings of the state association, it

was nevertheless a successful gathering. In some

respects it was a more successful meeting than

previous conventions. More especially so because

of the interest taken by the individual members

in the work of organization.
The situation in Iowa was unfortunate owing

to the hasty resignation of the president at a
time when there was much work to be done and
in the midst of the preparations for the convention.
The resignation of President Ludy at such a critical
time left the association without a head and made
it necessary for the individual members to come
to the rescue in order to insure a successful con-
vention. The short time allowed them to prepare
a convention program, send out notices and
arrange the hundred and one details incident to a
state convention, will account for the somewhat
decreased attendance.

This, however, was more than made up by the
lively interest displayed in the work of the asso-
ciation by the individual members. There were
no set addresses, the time being given up almost
exclusively to short discussions on live subjects by
the members. This plan proved very successful
here. Many helpful suggestions were made
which will prove of value to the members in solving
the hundred and one perplexing questions which
confront them.
Mac Olson, of the Des Moines Commercial Club,

welcomed the jewelers to Des Moines and invited
them to make that city their permanent meeting
place. Joe Goldstone, of Bennett, responded to
the address of welcome and urged the jewelers to
renewed efforts in perfecting their organization and
bringing in new members.
Ex-president Ludy did not submit a report to

the convention. Instead Secretary Fred Edgar,
of Eldora, the newly elected president, presented
a report reviewing the work of the office of presi-
dent and that of the secretary. His report which
follows, showed the association to be in excellent
condition.

Report of Fred Edgar, Secretary-Treasurer

Our present president, having assumed that
office so recently did not feel that he was in a posi-
tion to prepare the usual presidential address,
so in order that you may all have an idea of the
year's work, and the present situation, I will ask
your indulgence while I give you a little more
lengthy report than the ordinary financial and
membership report of the secretary.
To dispose of this matter first, I will say that I

reported 180 paid up members to the last National
Convention. Up to my leaving home yesterday,
I had received dues from seventy-six. This is
about the same as last year, as the majority of the
members pay their dues during convention, and
those who are unexpectedly prevented from corn-
ing, remit their dues afterwards.
We have $102.66 in the Citizen's Bank of El-

dora, our outstanding bills up to date were about
$58.00, and we owe $76.00 to the National Associa-

tion for dues of members who have paid up so far.
Now, as to the past year's work. The 1911

Convention was a big one, and in many ways a
record breaker, and a pace setter among State
Conventions. The exhibits were grand and
numerous, and many prominent names appeared on
the program, but like other good things, conven-

tions of this character come high, and this one
lacked over $100 of paying out, because general
business took a turn for the worse just before
convention time. Thus the first $100 of this
year's dues was taken to pay up the deficit. This

left us rather handicapped in our preparations for
this year's convention.
I think this was one of Mr. Ludy's reasons for

planning to have us join the Illinois people at Rock
Island instead of having a convention by ourselves.

This, however, would have been illegal, according
to our present articles of incorporation, and the
idea was abandoned, convention time was drawing
near and Mr. Ludy 's resignation left the work
mainly on your secretary, to be done in a very lim-
ited time. We have done the best we could to
plan a profitable convention of Iowa jewelers,
for Iowa jewelers and by Iowa jewelers. I be-
lieve that every man on the program is a citizen
of Iowa. All of the work this week will bear the
Hawkeye brand. I am glad this is so for there are
important questions to decide.
I will suggest a few of them for you to think

about and settle when the time comes. Some
of tbese will be elaborated on by Editor Eielson
in th'b columns of the Review.

First, because I believe it to be most important;
time and place for the next convention. While
it is impossible to set any date that would be satis-
factory to all manufacturers, jobbers and retailers,
I do believe that our present time is bad for the

majority of us. The
dullest time, at least
in my store is in April,
and the first part of
May. There is noth-
ing to make business
between the holidays
and the commence-
ment season. This
time, I think, would
suit exhibitors, as re-
tailers would buy for
commencements and
June wedding trade.
Many jobbers have
written me that at
this time their men

are on vacations or in the east or abroad buying
for the fall trade.
As to place, I realize that here I am on dangerous

ground. Opinion has always been divided on this
question. Personally, I have always voted for
Des Moines. The Board of Trade and the Savery
people have treated us well. A few of the retail
jewelers, including our worthy president, have
done their best, but how many Des Moines
retail jewelers are in the room now? Will you
please stand to your feet that I may count you?
(One arose.)
Now, how can we expect retailers to come from

the far corners of this state, losing their time, rail-
road fare, hotel bills and other expenses, when
those who have only a few blocks to walk or five

cents car fare to pay do not attend? I would
guarantee that if the next convention were held
at Eldora, all the local jewelers would attend. Of

course, we have not the hotel accommodations to
take care of you, but we would send a few of you
out to the Reform School, and perhaps that might
help some.

Another important question is dues. Will it
pay to raise them to $5, which we all know
they should have been at the first? Two hun-
dred members at $3 each is better than 120 at

$5 each, although the amount in either case
would be the same.
I think there should be a move among the

various state secretaries and presidents to keep
in touch with each others' work by exchanging

all printed matter put out by each one.
The resolutions committee and the editor of

the Review will present other important mat-
ters for your consideration. We ask you to
give careful attention also to the measures ad-
vocated by the National Executive Board. In

all you do, whether election of officers, passing
resolutions, or any matter that may be brought

to your attention, let all selfish motives be
forgotten, and only the good of the association

be considered. I thank you.

Vice-president A. C. Hangor, of East Des-
Moines, presided, and was assisted bp Ex-presfdent

N. Nielson, of Harlan Iowa.

PRESIDENT FRED EDGAR

The Iowa Jewelers' Review

A novel method of handling various subjects of
interest to retail jewelers was conceived and
worked out by N. Nielson. He discussed them
as would an editor and styled his remarks "Edi-
torials from the Iowa Jewelers' Review," explain-
ing that his publication existed only in his imagina-
tion. In referring to the subject of time guarantees
in gold filled watch cases he had the following to
say: "When some .wise and unscrupulous manu-
facturer gets busy with his twenty year stamp on
a lot of brass watch cases and succeeds in selling
them to your customers, thereby losing for you
many a sale,• are you going to stand idly by and
allow him to sell a gold filled case which is not
a gold filled case on the same footing as a gold
filled case that has the quality back of it? Are
you going to stand idly by and witness the general
public being swindled by time guarantees. It is
high time that we do something. The time guaran-
tee has placed the fakir on about the same level
as the legitimate retail jeweler and we must do
something before it is everlastingly too late.
Think it over."

Discussing the subject of local jewelers' clubs
the editor of The Review had the following
to say: "We have read much in the trade papers
of late regarding the • formation of local retail
jewelers' clubs. We are greatly in favor of this
and believe that the success of our organizations
depends largely upon the expansion of this plan.
The mere fact that members of a local jewelers'
club can get together and meet each other person-
ally and have a social time makes it possible
to work out reforms and improvements in local
trade conditions, which could not possibly be
brought about in any other way. Other states
are ahead of us in this matter, but we have made
a start and I understand that the jewelers of
Audubon County have formed a club and are
meeting regularly. They are to be congratulated,
and I hope the jewelers in other counties will
profit by their example and form similar clubs."
Mr. Nielson in his editorials brought up the

question of retail catalogue now being compiled
for the purpose of competing with the large cata-
logues of the prominent mail order houses. The
Merchants' Trade Journal, of Des Moines, is
is planning to issue a catalogue containing about
500 pages. This is to be gotten up along the same
lines as the catalogues of the large mail order
houses, and is to contain a full and complete line
as do the regular mail order house catalogues.
It is planned to sell these catalogues to merchants
in any community and to have the names of these
merchants appear prominently on the cover.
The prices quoted on each article are to be as low
or lower than on the regular mail order house
catalogues.
Mr. Nielson in his editorials declared himself

as not in favor of this plan. Mr. Pilkington, the
originator of the plan, was present at the con-
vention, and in a short address explained in detail
the catalogue and the work it was expected to do
by way of getting back for the legitimate retailer
the business which had been diverted to the mail
order houses. A lengthy discussion followed his
remarks, but no action was taken by the conven-
tion.

An Exhibitor's Session

This was the first convention at which the
exhibitors took an active part in the deliberations.
The morning of the second day session was devoted
entirely to the exhibits and listening to the remarks
by the representatives in charge of them.
L. Emerick, advertising and sales manager of

the Rockford Watch Company, delivered a very
interesting talk before the jewelers. He assured
them he personally, as well as the company, were
always glad to be represented at retail jewelers'
conventions. "We come here," said he, "with the
desire to meet you and discuss various trade con-
ditions and to learn what we can from you. While
we are always anxious to secure your patronage,
I believe the other representatives present will
bear me out when I say that we come here more
to shake your hand, to become better acquainted
with you and to learn your ideas as regards our
product than we do for business.
There is a considerable expense connected with

an exhibition such as we make at retail jewelers'
conventions; nevertheless, we feel that we are

(Continued on page 1815)
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LCD g BARTON
PLATED FLATWARE

THE JEWELER HAS ALWAYS FOUND REED & BARTON PLATED
FLATWARE AN UNUSUALLY GOOD SELLER, BUT OUR NEW

SCHEDULE OF PRICES HAS LIFTED IT ABOVE ALL COMPETITION.
(ll IN NEARLY A HUNDRED YEARS OF HARD WORK, ASSISTED BY
A SPLENDID STAFF OF ARTISTS, MODELERS AND SILVERSMITHS
WE HAVE BUILT UP A NAME WHICH TODAY STANDS FOR

PERFECTION IN SILVERWARE

e ule
qi REED & BARTON PLATED FLATWARE CAN NOW BE
OFFERED TO YOUR CUSTOMERS WITHOUT FEAR OF THE COMPE-
TITION OF OTHER MAKES OR OF THE "OUTSIDE" DEALER.

ll AS IS WELL KNOWN TO THE TRADE, WE HAVE CONSISTENTLY
REFUSED DESIRABLE OFFERS FROM DEPARTMENT STORES, DRUG-
GISTS, HARDWARE MERCHANTS, ETC., BECAUSE OUR POLICY ALWAYS
HAS BEEN AND ALWAYS WILL BE PROTECTION TO THE JEWELER.

Write us today for our new price schedule.

REED & BARTON, Silversmiths, TAUNTON, MASS.

• *0000000 •
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Iowa Jewelers Hold
Successful Convention

(Continued from liege 1313)

repaid and we hope that we bring you, in a measure
at least, some profit by giving you an opportunity
of inspecting our lines. The company I represent
believes heartily in the work of your organizations
and believes also that you ought to be encouraged
to more renewed effort, because the time is not
only ripe for organizations such as this, but it is
absolutely necessary that your organizations thrive
and prosper in order that your identity as retail
jewelers and merchants be sustained.
On every side we find encroachments being

made upon the business of the legitimate retail
merchants in all lines, and it is urgent that they
be up and doing in order that these large diverting
factors may not overwhelm them. I trust that I
may see the day when your organization shall
have so spread its field of usefulness as to include
in your organizations all the retail jewelers of this
state. It is only by Fio doing that it may ever
hope to receive the maximum profit from meetings
such as these. I am very happy to have been with
you, pleased to notice the enthusiasm present
among the individual members and glad to note
that, although unfortunate circumstances made it
impossible to have as large an attended convention
as I am told you held in the past, you nevertheless
have succeeded admirably in instilling that interest
and enthusiasm which is so essential."

J. E. McCourt, of the Star Watch Case Com-
pany, spoke very interestingly along the lines of
the relations between the traveling man and the
retail jeweler. Among other things he said that
many retail jewelers maintained a position of
guarded reserve when a traveling man entered
their place of business. "There is often apparent
coldness in the greeting that a retail jeweler will
give a traveling man sometimes. Why is this?
If there is a reason for it, cannot that reason be
eliminated? Nothing sends a chill through a sales-
man as does the curt "what do you want?" from
a retailer when the salesman presents his card.
The successful traveling salesman is today one

of the best posted men in any line of business.
He is human as are all others and while he is out
primarily to sell goods, the cold, frosty reception
from his customer only adds to the sharpness of
his disappointment when he calls without getting
an order. He wants to meet his trade on a friendly
basis and sell his goods only on their merit. I
think it is a very safe policy to make a rule to
give your eye and your ear to every salesman
that enters your place of business and your purse
strings to none except those who can demonstrate
that there is a mutual profit for both you and the
salesman if you purchase his goods."
Mr. Herbert, of the South Bend Watch Com-

pany, spoke to the jewelers on the general subject
of advertising. He counseled against spasmodic
advertising and stated that the only successful
plan to follow in advertising was the consistent
one, not only consistent, but also persistent.
"Do not lay your advertising plans in a day or a
week; take two or three months if necessary. Lay
them out along well defined lines and adhere
strictly to these lines, unless you are convinced
that you are mistaken."
John H. Carr, of the Elgin National Watch Com-

pany, who has an intimate knowledge of conditions
in the watch repair departments of jewelry stores
throughout the United States, gave it as his
opinion that retail jewelers should carefully
examine the watch that is brought in for repairs
before giving an estimate of what the repairs
will cost. "My experience has taught me that
the most successful way of handling watch repairs
is to ask your customers to leave his or her watch
with you, take it down and make a careful examina-
tion, and then inform them just what the trouble
is, what repairs are necessary and what the cost
will be. This plan is in vogue in hundreds of
jewelry stores throughout the country, and I
have yet to find where it has not proven successful.
It removes all possibility of misunderstanding,
both as to the work and as to the price, and
places the retail jeweler in a position where he
may fortify himself." Mr. Carr also gave it as
his opinion that retail jewelers should place no
valuation upon diamonds, watches or jewelry
without charging a small fee and then putting it
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down in writing over their signature. His remarks
met with the approval of the jewelers present.

J. W. Dalrymple, of the Chicago office of the
Fostoria Glass Company, also delivered a short
address in which he stated that his company had,
after careful consideration, decided to support the
various state jewelry organizations and make
exhibits. He explained that several other manu-
facturers' representatives present had come to
conventions with the idea of getting in close touch
with the trade and being afforded the opportunity
of showing their complete lines, which, under
ordinary circumstance, is impossible.
H. C. Carpenter, who is well known to the retail

jewelry trade of the country, more especially of
the central west, delivered a very interesting ad-
dress on "Playing the Game." Mr. Carpenter
has an intimate knowledge of the interests of retail
jewelry circles and his remarks were listened to
with much interest and profit.

Open Discussion by Members

During the open discussions by the members,
William Gooding, of Bedford, brought up a very
interesting point when he called the attention of
his fellow jewelers to the fact that most of them
could tell without any difficulty how much money
they had when they started in business, but few
knew how much they had today. "How many of
you can state positively today just how much
money you have? Do you know how much you
owe and how much your stock inventories at
and how much your bank balance is? The
retail jeweler who does not figure up at least twice
a year what his stock inventories and make a
generally investigation of his financial standing is
doing business in the dark.
I have a system in my store which is by no

means cumbersome, and I am able to tell on short
notice just how much stock there is in my place,
just how much I owe and ascertain any other in-
formation I may care to know. I am going to
make a statement with which most of you may
not agree, but I honestly believe that a retail
jeweler who can not discount his bills has no good
reason for being in the jewelry business. I do
not mean to imply that he must have enough
cash money of his own to do this with, but he
should be business man enough to borrow the
money from his bank.
The first thing I did when I went into business

was to make a confident of my banker, and I
believe every retail jeweler should do the same
thing. Conduct your business in a business-like
way and be open and above board with your
banker and the chances are ten to one that you
can borrow all the money you need for your busi-
ness at 6 per cent. If you figure up that you
make 6 per cent by discounting your bills in
thirty days, you will find that it is equivalent to
72 per cent interest a year.
One of the greatest evils that is today confront-

ing the retail jewelry trade is fraudulent advertis-
ing. If the average jeweler would misrepresent
the goods in his store as many large manufacturing
concerns misrepresent theirs in their advertise-
ments, the jeweler would be drummed out of his
town because the people in his community would
be convinced that he was a swindler. Hundreds
of thousands of people have been swindled through
fraudulent advertising and much of the mail order
evil would be eliminated if there was a federal
law which would compel people to tell the truth
of their business. I hope to see the day when this
shall come to pass."

Joe Goldstone, of Bennett, Iowa, spoke very
emphatically in favor of the elimination of the
time guarantee in gold filled watch cases. He
cited a number of instances to prove that the
retail jeweler was boosting the fakir's game when
he countenanced time guarantee watch cases.
He said that he was not using the guarantee in
his business and found that it was as easy to sell
a watch case without mentioning the time guaran-
tee as it was to make that the leading feature of
the sale.

J. C. Riley, of Exira, Iowa, in relating his
experiences in the matter of preparing advertising
copy stated that he had found the trade papers
of inestimable value. "While I derive a great
deal of benefit from the reading columns of the
trade papers, I never fail to look over the adver-
tisements very carefully. I find it very profitable
to do so, not from a buying standpoint, because
in my small town my stocks are of necessity

1315

limited, but I get many ideas which help me in
the preparation of my advertising. There was a
time when I thought that all I had to do was to
get up a few sentences and a cut or two, put my
name at the bottom, have it inserted in the local
paper and when the bill came around, pay for it.
I have found that this does not pay.

Advertising can be made to pay, but it will never
pay so long as we do not give it careful thought.
The ideas for the most successful advertisement
that I have ever inserted were derived from reading
the trade papers. I do not want you to under-
stand that I have copied these advertismenets
as they were, but I got my ideas from them. They
are prepared by advertising experts at a great
expense and I very often found descriptions of
jewelry which I simply transplanted into my
advertisements. Then, also, I very often found
just what I wanted in the reading columns when
special articles appeared on the general subject of
advertising. I make it a practice to study my
trade papers."

Suggestions on Salesmanship
A very stirring address along general lines was

delivered by F. W. Heron, president of the Royal
Indemnity Company, and an instructor in sales-
manship before one of the largest classes of its
kind in the world at the Y. M. C. A. at Omaha.
Mr. Heron was brought up in the jewelry business
in Iowa City, and though he has not been con-
nected with it for several years, he has kept in
very close touch with it and is very well qualified
to discuss matters of general interest, to jewelers
especially those along the lines of salesmanship.

It was Mr. Heron's opinion that retail jewelers
are too much inclined to lose sight of the salesman-
ship end of their business. "It is all right to
have a handsome window display and to do the
right kind of advertising, and to carry the right
kind of stocks, but without salesmanship these
important requisites of success will be of no avail
unless the right kind of salesmanship is behind
them. Do not be just a jeweler, but-be a salesman
too. Salesmanship is a science and the day is
coming when you will have to study the science of
salesmanship in order to succeed in business, the
same as does a watchmaker to study watch-
making in order to perfect himself.
Study your business; study your customers;

study your community and apply all the knowledge
you gained from it to the sales end of your business.
Above all things be a booster for the town you are
in. If you do not like the town, get out. Be
with it soul and body. Whatever is good for your
town is good for you. Boost it
Your business is one primarily of confidence.

It is a big factor in the jewelry business today.
I can cite you hundreds of instances which will
prove that your customers have as much confidence
in you if you are an honest and reliable jeweler
and never abuse their confidence, as they have in
their doctor. Don't be caught napping and abuse
this confidence. When you talk quality deliver
quality, and remember that honesty is like 24-
karat gold. It is unadulterated, but there are
fifty-seven varieties of it.
Much has been said about advertising. How do

you advertise? Do you just run an advertisement
now and then and pay for it and that is the last
of it, or have you set aside a certain sum of money
to be devoted exclusively to your advertising?
Do you know what per cent of your profit ought
to be a portion for advertising? If you don't
you had better find out. I am told that 21
per cent of your profit is the minimum that should
be allowed for advertising."
Mr. Heron's address was very enthusiastically

received and at the close of his remarks he was
given a special vote of thanks. He happened to be
in Des Moines and, reading the announcement of
the convention in the papers, decided to spend a
day with the jewelers.

Col. John L. Shepherd spoke very interestingly
to the jewelers and congratulated them upon the
fact that they took the initial step in the fight now
being waged to eliminate the time guarantee in
gold filled watch cases. " The fight for the elimi-
nation of the guarantee started with this associa-
tion and after having visited nearly every state in
the union since you made this first attack, I am
very happy to stand before you and say that state
after state is following your example, and today a
mighty protest is being eaged to eradicate from

(Continued on page 1316)
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Aroostook County, Me., Jewelers
Hold Annual Meeting

A Successful District Organization—President
Denounces Price Cutting and Advocates Aboli-
tion of Time Guarantee

Houlton, Me., June 5:—The annual meeting of
the Aroostook County Jewelers' Association was
held in this place, President A. F. Goodhue, of
Fort Fairfield, presiding. Owing to the absence
of Secretary Waddell, Mr. George T. Lord, of
Island Falls, acted as secretary pro tern. •

After the reading of communications, F. E.
Billings, of Fort Fairfield, made some very apt
remarks in regard to guarantees, both for watch
cases and silver plated ware. He also &made it
clear that fixed selling prices would affect com-
paratively only a few department stores as com-
pared with the regular retail dealers, not only in
jewelry but in many other lines.

It was voted to hold annual meetings in the
future on the first Wednesday in June, as the
Maine Retail Jewelers' Association hold their
meetings semi-annually on the first Wednesday in
September and February, giving us one meeting
in Aroostook County, also two others in the state
each year.

Charles S. Osgood, of Houlton, read a helpful
paper on gems. He also had on display a very
nicely arranged lot of specimens of uncut stones
from many parts of the world.

President Goodhue made the following remarks:
It is always a pleasure to me to meet jewelers.
Never before did I think so much of the business
which I have followed for the past thirty years,
as I do to-day. When I go to a neighboring town
or city the jeweler is the one I am most interested
in. I rarely ever meet a man in our line without
receiving new ideas.
Two years ago, as you know, we met in Presque

Isle for the purpose of organizing. Since that time
we have held a number of helpful gatherings.
Our association members now number twenty-
seven; i. e., nearly every jeweler in Aroostook
County. I hope the next year will show still more
interest in our association.
The Maine Retail Jewelers' Association came

into existence through us with a membership of
fifty-seven. I hope very soon to see every Aroos-
took jeweler a member of the state association.
We are making arrangements to hold a conven-
tion at Portland, Me., on September 4 and 5, and a
number of leading manufacturers will make
displays. We will also have helpful talks of inter-
est to jewelers.
To benefit most from association membership

you should attend these meetings with the idea
of giving rather than receiving. If you attend
simply for what you may receive you carry
nothing to the other fellow; but if you attend doing
your best to give you will surely receive.
Cut prices cut both ways and give your profit

to the public. For instance, you cut the price of a
one dollar alarm clock to ninety-five cents, your
competitor makes another cut to ninety cents.
You continue this until you are selling at an actual
loss. You receive no thanks from the public. They
at once decide that you are still making a good
profit, and that up to this time you have been
receiving an unfair profit. It is very short sighted
for any business man not to keep on good terms
with his competitor. The time has passed when a
level headed business man is not friendly with
the man across the street who is in the same line.

Brother Billings and I have been competitors
for a number of years, and there has never been a
time when we felt nearer each other than we do
to-day. I believe organization has had something
to do with it. We decided nearly two years ago
to put in mainsprings without a warrant for one
dollar and for warranted springs to make a charge
of $1.50. It has been our experience that fully
nine out of ten would take the warranted spring
at $1.60, and customers are perfectly satisfied.
Now, if we can do this in Fort Fairfield there are
no reasons why it cannot be done elsewhere.
This brings me to the question of guarantees.

I believe it is unfair to the manufacturer for the
reason that they should not be called upon to

furnish the brick mason and the professional man
with watch cases.for twenty years. A case which
would wear the professional man during his natural
life would wear out in the pocket of a brick mason
in a few years. The mason buys a pair of gloves,
and in a very short time they are worn out. He
then goes to the clothier and buys another pair
to replace them. The professional man can wear
his gloves for many months. The jobber, retailer
and manufacturer, in the case of clothing, receive
increase of business, but in the case of the jeweler,
every time a watch case or piece of silverware is
replaced they lose a sale. All consumers are sup-
posed to pay alike, and under the guarantee system
it is unjust to the professional man. His case will
probably outwear the guarantee, while the mason
will receive two or three cases. He gets what he
paid for, so does the professional man; but my
point is just this: Should these customers receive
the same guarantee? I also believe if the watch
case guarantee is wrong so is the guarantee on
silver plate ware wrong. Why guarantee ourselves
out of business? Why not sell silverware and watch
cases as we do other goods; telling our customers
that we know from experience the goods we are
selling and that we will guarantee they will give
perfect satisfaction. In selling goods I believe
in saying very little about how many years an
article will wear, for no man can tell. You buy
a suit of clothes for twenty-five dollars, wear it for
one or two years and buy another. What would a
clothing man think if a customer returned with a
hole in a twenty-five dollar suit and demanded a
new one? Reliable jewelers are giving more to
the public to-day for the money than any other
class of business men. I believe if you cut out the
guarantee that goods will wear a customer a
certain number of years, it will increase sales and
send the business to the reliable jeweler.

After a very interesting discussion the following
resolutions were anonymously adopted:

Resolved, That we are opposed to handling
silver plated ware which is guaranteed by the
manufacturer to wear for fifty years.

Resolved, That we are opposed to manufactur-
er's publishing a fixed price, whereby retailers
are obliged to sell sterling and silver plated ware
at a price which will not give a fair margin of profit
over and above the average cost of doing business.

Resolved, That we are in favor of a fixed retail
selling price, providing such prices show a reason-
able profit above cost of handling same.

Resolved, That we are opposed to the trade
journals allowing manufacturers and jobbers to
quote net wholesale prices in their advertising,
believing it detrimental to the retail trade.
We further recommend that the members of

this association use only such silverware, jewelry
and watch cases as are made by reliable manu-
facturers, and can be sold on their assurance that
satisfaction will be guaranteed.

Modern Spirit Among Merchants
In a town suburban to New York a jeweler re-

cently opened a branch, his main store (where he
had been established for years) being located in a
nearby town, says an exchange. On the day of his
opening he was surprised and pleased to receive a
delegation of local merchants who called at his
store, presented him with a magnificent floral
horse shoe and expressed their pleasure at having
him in their midst and wished him every success
in his new undertaking.

This action on the part of these merchants while
unquestionably thoughtful, was prompted not
alone by a spirit of broad friendship and brotherly
feeling. It unquestionably had its inception in
sound business reasoning. In the town in ques-
tion, which is one of considerable size, there is no
first-class jeweler. Naturally when the residents
of that town wanted anything in the way of jewelry
silverware, high-class plated ware, cut glass, etc.,
they had formed the habit of going to New York.
The local merchants realized that the more the
residents of their locality went to the big city to do
any part of their shopping the worse it was for
them, and being farsighted, shrewd business men,
they do everything in their power to make their
local center as attractive and trade-compelling as
possible; hence their cordial welcome to the mer-
chant whose coming they figured meant added
strength to their center.
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the retail jewelry business an evil which has not
only worked a detriment to the retail jeweler ma-
financial way, but has placed the scheming, swind
ling fakir on the same plane with him.

It may take a long time, my friends, before the
time guatantee is relegated to the past, but when
it does come you men of Iowa will have every
reason to congratulate yourselves and feel proud
of the fact that you were the first to go on record
against it. The time guarantee has been done
away with in Canada, and in my travels through
the larger cities of the Dominion I failed to find
one reliable retail jeweler who was not more than
satisfied with the new law.

This is a question which is close to the pocket
books of every retail jeweler. As you know, I am
greatly interested in it and I want to see it dropped
forever from the jewelers' vocabulary, because
if it is not I can see the day approaching when
you will have signs over your stores which, instead
of reading as they do today "John Blank, Jeweler,"
they will read: "Watch Cases and Time Guaran-
teed Jewelry Made Good Here." You may think
this statement a bit far-fetched, gentlemen, but
if you will stop to consider that if the time guaran-
tee continues to be for twenty years more the
important factor that it is, something very akin to
this condition will exist.
The colonel's remarks were very enthusiastically

received.
Fred Edgar, of Eldora, for two years secretary

of the association, was elected president. A. C.
Hanger was elected vice-president and Earl A.
Lewis & Sickle, of Des Moines, secretary and
treasurer. The executive committee is composed
of the officers of the association and K. K. Keith,
of Eagle Grove, and F. Lambert, of Albia. It was
unanimously decided to leave the matter of select-
ing delegates for the national convention to
President Edgar. This plan was decided upon in
view of the fact that in the past it ultimately
became necessary for the president to appoint
the delegates because those elected by the conven-
tion were unable to attend.
Ex-president N. Nielson, of Harlan, Iowa, who

has always taken an active part in the work of the
association, and who is about to retire from the
jewelry business, was elected to honorary life mem-
bership of the association as an expression of the
convention's appreciation of the work he had done.
The resolution committee reported favorably

on a resolution against the time guarantee in which
they reiterated all that was expressed about the
first official resolution against this evil. A similar
resolution was also passed against fraudulent
advertising against the bill now before Congress
to abolish the fixed selling price.

Entertainments
All the members attending the convention with

their ladies and friends were entertained by the
Des Moines Commercial Club at Ingersoll Park
on the evening of the opening day. The banquet
was also served on the stage of the auditorium on
the evening of the second day. A very fine musical
program was carried out, which was thoroughly
enjoyed by all the jewelers. The firm of Donnelly,
Calliger & McLaughlin, of Des Moines, entertained
the visiting jewelers at an informal dinner at the
Hibernian Country Club. It was one of the most
enjoyable features of the convention. The
jewelers were taken out for a delightful drive in
automobiles before the banquet. Just before the
convention adjourned Mr. McLaughlin, of the firm,
was called into convention hall and was presented
with a beautiful floral tribute in the shape of a
large watch as an expression of appreciation from
the visiting jewelers for what his firm had done
in making the convention a success.
Des Moines was decided upon as the next con-

vention city, but not until the jewelers from Daven-
port had shown their loyalty for their own city.
Joe Goldstone of Bennet presented an invitation
from the Davenport Commercial Club to hold the
next meeting in that city and made a strong
argument in favor of it. N. Nielson spoke on
behalf of Des Moines and it was finally decided
to hold the convention in that city and to consider
Davenport or some other city in the eastern part
of the state for the 1914 meeting.
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OU are in business to make
money.

In order to have your busi-
ness thrive it must have something more than merely

good merchandise; it must have original ideas.

Our business is not merely the making of good rings.
This organization of ours does more than sell you good rings.
It works and plans for you. We furnish you with individual
ideas that make your business more prosperous.

If you are a leader in your community you require new
ideas in order to maintain your leadership. If you are not a
leader and are ambitious, you require new ideas to make you
a leader.

What we have done for ourselves we can do for you.
The same force that has made us the leaders in our line is at
your disposal to make you a leader in your line.

If you want new ideas—ideas that make you money—
write us.

Advertising in the Magazines to the
People You Sell to

That is the kind of advertising we are doing for you.

This advertising is reaching some fifty million people.
Just the people who wear set rings read the maga-

zines we advertise in.
To take advantage of this national advertising
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that is being carried in fifteen different magazines with a
reading circulation of over fifty million, you must co-operate
with us by talking, suggesting, displaying and advertising
W. W. W. GUARANTEED RINGS—in your window, over your
counter and in your local newspapers.

For suggestions and ideas our Advertising Department is
at your service without charge.

A Mechanical Window Display that
Sells Rings for You

The mechanical window display that we are giving away
is the most wonderful piece of mechanism that has ever been
designed for the benefit of any retailer.

This display is remarkable because it does several good
things for the retail jeweler. In the first place it attracts
everybody in his community to his window and store on
account of its refinement, on account of its beauty and its
wonderful mechanism.

It is also an educator because it instructs people as to
their birthstones.

In addition to this it sells rings for the jeweler. That is
the important point.

This display is given away --it is not sold. One has been
reserved for you.

Write us and we will tell you when our salesman will
see you.

WHITE, WILE & WARNER
Makers of Rings in which the Stones Do Stay BUFFALO, N. Y.

New York Office, Silversmiths Building, 15 Maiden Lane
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Aroostook County, Me., Jewelers
Hold Annual Meeting

A Successful District Organization—President
Denounces Price Cutting and Advocates Aboli-
tion of Time Guarantee

Houlton, Me., June 5:—The annual meeting of
the Aroostook County Jewelers' Association was
held in this place, President A. F. Goodhue, of
Fort Fairfield, presiding. Owing to the absence
of Secretary Waddell, Mr. George T. Lord, of
Island Falls, acted as secretary pro tem. •

After the reading of communications, F. E.
Billings, of Fort Fairfield, made some very apt
remarks in regard to guarantees, both for watch
cases and silver plated ware. He also Imade it
clear that fixed selling prices would affect com-
paratively only a few department stores as com-
pared with the regular retail dealers, not only in
jewelry but in many other lines.

It was voted to hold annual meetings in the
future on the first Wednesday in June, as the
Maine Retail Jewelers' Association hold their
meetings semi-annually on the first Wednesday in
September and February, giving us one meeting
in Aroostook County, also two others in the state
each year.

Charles S. Osgood, of Houlton, read a helpful
paper on gems. He also had on display a very
nicely arranged lot of specimens of uncut stones
from many parts of the world.

President Goodhue made the following remarks:
It is always a pleasure to me to meet jewelers.
Never before did I think so much of the business
which I have followed for the past thirty years,
as I do to-day. When I go to a neighboring town
or city the jeweler is the one I am most interested
in. I rarely ever meet a man in our line without
receiving new ideas.
Two years ago, as you know, we met in Presque

Isle for the purpose of organizing. Since that time
we have held a number of helpful gatherings.
Our association members now number twenty-
seven; i. e., nearly every jeweler in Aroostook
County. I hope the next year will show still more
interest in our association.
The Maine Retail Jewelers' Association came

into existence through us with a membership of
fifty-seven. I hope very soon to see every Aroos-
took jeweler a member of the state association.
We are making arrangements to hold a conven-
tion at Portland, Me., on September 4 and 5, and a
number of leading manufacturers will make
displays. We will also have helpful talks of inter-
est to jewelers.
To benefit most from association membership

you should attend these meetings with the idea
of giving rather than receiving. If you attend
simply for what you may receive you carry
nothing to the other fellow; but if you attend doing
your best to give you will surely receive.
Cut prices cut both ways and give your profit

to the public. For instance, you cut the price of a
one dollar alarm clock to ninety-five cents, your
competitor makes another cut to ninety cents.
You continue this until you are selling at an actual
loss. You receive no thanks from the public. They
at once decide that you are still making a good
profit, and that up to this time you have been
receiving an unfair profit. It is very short sighted
for any business man not to keep on good terms
with his competitor. The time has passed when a
level headed business man is not friendly with
the man across the street who is in the same line.

Brother Billings and I have been competitors
for a number of years, and there has never been a
time when we felt nearer each other than we do
to-day. I believe organization has had something
to do with it. We decided nearly two years ago
to put in mainsprings without a warrant for one
dollar and for warranted springs to make a charge
of $1.50. It has been our experience that fully
nine out of ten would take the warranted spring
at $1.60, and customers are perfectly satisfied.
Now, if we can do this in Fort Fairfield there are
no reasons why it cannot be done elsewhere.
This brings me to the question of guarantees.

I believe it is unfair to the manufacturer for the
reason that they should not be called upon to

furnish the brick mason and the professional man
with watch cases.for twenty years. A case which
would wear the professional man during his natural
life would wear out in the pocket of a brick mason
in a few years. The mason buys a pair of gloves,
and in a very short time they are worn out. He
then goes to the clothier and buys another pair
to replace them. The professional man can wear
his gloves for many months. The jobber, retailer
and manufacturer, in the case of clothing, receive
increase of business, but in the case of the jeweler,
every time a watch case or piece of silverware is
replaced they lose a sale. All consumers are sup-
posed to pay alike, and under the guarantee system
it is unjust to the professional man. His case will
probably outwear the guarantee, while the mason
will receive two or three cases. He gets what he
paid for, so does the professional man; but my
point is just this: Should these customers receive
the same guarantee? I also believe if the watch
case guarantee is wrong so is the guarantee on
silver plate ware wrong. Why guarantee ourselves
out of business? Why not sell silverware and watch
cases as we do other goods; telling our customers
that we know from experience the goods we are
selling and that we will guarantee they will give
perfect satisfaction. In selling goods I believe
in saying very little about how many years an
article will wear, for no man can tell. You buy
a suit of clothes for twenty-five dollars, wear it for
one or two years and buy another. What would a
clothing man think if a customer returned with a
hole in a twenty-five dollar suit and demanded a
new one? Reliable jewelers are giving more to
the public to-day for the money than any other
class of business men. I believe if you cut out the
guarantee that goods will wear a customer a
certain number of years, it will increase sales and
send the business to the reliable jeweler.

After a very interesting discussion the following
resolutions were anonymously adopted:

Resolved, That we are opposed to handling
silver plated ware which is guaranteed by the
manufacturer to wear for fifty years.

Resolved, That we are opposed to manufactur-
er's publishing a fixed price, whereby retailers
are obliged to sell sterling and silver plated ware
at a price which will not give a fair margin of profit
over and above the average cost of doing business.

Resolved, That we are in favor of a fixed retail
selling price, providing such prices show a reason-
able profit above cost of handling same.

Resolved, That we are opposed to the trade
journals allowing manufacturers and jobbers to
quote net wholesale prices in their advertising,
believing it detrimental to the retail trade.
We further recommend that the members of

this association use only such silverware, jewelry
and watch cases as are made by reliable manu-
facturers, and can be sold on their assurance that
satisfaction will be guaranteed.

Modern Spirit Among Merchants
In a town suburban to New York a jeweler re-

cently opened a branch, his main store (where he
had been established for years) being located in a
nearby town, says an exchange. On the day of his
opening he was surprised and pleased to receive a
delegation of local merchants who called at his
store, presented him with a magnificent floral
horse shoe and expressed their pleasure at having
him in their midst and wished him every success
in his new undertaking.

This action on the part of these merchants while
unquestionably thoughtful, was prompted not
alone by a spirit of broad friendship and brotherly
feeling. It unquestionably had its inception in
sound business reasoning. In the town in ques-
tion, which is one of considerable size, there is no
first-class jeweler. Naturally when the residents
of that town wanted anything in the way of jewelry
silverware, high-class plated ware, cut glass, etc.,
they had formed the habit of going to New York.
The local merchants realized that the more the
residents of their locality went to the big city to do
any part of their shopping the worse it was for
them, and being farsighted, shrewd business men,
they do everything in their power to make their
local center as attractive and trade-compelling as
possible; hence their cordial welcome to the mer-
chant whose coming they figured meant added
strength to their center.
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Iowa Jewelers Hold
Successful Convention

(Continued from page 1315)

the retail jewelry business an evil which has not
only worked a detriment to the retail jeweler ma-
financial way, but has placed the scheming, swind
ling fakir on the same plane with him.

It may take a long time, my friends, before the
time guatantee is relegated to the past, but when
it does come you men of Iowa will have every
reason to congratulate yourselves and feel proud
of the fact that you were the first to go on record
against it. The time guarantee has been done
away with in Canada, and in my travels through
the larger cities of the Dominion I failed to find
one reliable retail jeweler who was not more than
satisfied with the new law.

This is a question which is close to the pocket
books of every retail jeweler. As you know, I am
greatly interested in it and I want to see it dropped
forever from the jewelers' vocabulary, because
if it is not I can see the day approaching when
you will have signs over your stores which, instead
of reading as they do today "John Blank, Jeweler,"
they will read: "Watch Cases and Time Guaran-
teed Jewelry Made Good Here." You may think
this statement a bit far-fetched, gentlemen, but
if you will stop to consider that if the time guaran-
tee continues to be for twenty years more the
important factor that it is, something very akin to
this condition will exist.
The colonel's remarks were very enthusiastically

received.
Fred Edgar, of Eldora, for two years secretary

of the association, was elected president. A. C.
Hanger was elected vice-president and Earl A.
Lewis & Sickle, of Des Moines, secretary and
treasurer. The executive committee is composed
of the officers of the association and K. K. Keith,
of Eagle Grove, and F. Lambert, of Albia. It was
unanimously decided to leave the matter of select-
ing delegates for the national convention to
President Edgar. This plan was decided upon in
view of the fact that in the past it ultimately
became necessary for the president to appoint
the delegates because those elected by the conven-
tion were unable to attend.
Ex-president N. Nielson, of Harlan, Iowa, who

has always taken an active part in the work of the
association, and who is about to retire from the
jewelry business, was elected to honorary life mem-
bership of the association as an expression of the
convention's appreciation of the work he had done.
The resolution committee reported favorably

on a resolution against the time guarantee in which
they reiterated all that was expressed about the
first official resolution against this evil. A similar
resolution was also passed against fraudulent
advertising against the bill now before Congress
to abolish the fixed selling price.

Entertainments
All the members attending the convention with

their ladies and friends were entertained by the
Des Moines Commercial Club at Ingersoll Park
on the evening of the opening day. The banquet
was also served on the stage of the auditorium on
the evening of the second day. A very fine musical
program was carried out, which was thoroughly
enjoyed by all the jewelers. The firm of Donnelly,
Calliger & McLaughlin, of Des Moines, entertained
the visiting jewelers at an informal dinner at the
Hibernian Country Club. It was one of the most
enjoyable features of the convention. The
jewelers were taken out for a delightful drive in
automobiles before the banquet. Just before the
convention adjourned Mr. McLaughlin, of the firm,
was called into convention hall and was presented
with a beautiful floral tribute in the shape of a
large watch as an expression of appreciation from
the visiting jewelers for what his firm had done
in making the convention a success.
Des Moines was decided upon as the next con-

vention city, but not until the jewelers from Daven-
port had shown their loyalty for their own city.
Joe Goldstone of Bennet presented an invitation
from the Davenport Commercial Club to hold the
next meeting in that city and made a strong
argument in favor of it. N. Nielson spoke on
behalf of Des Moines and it was finally decided
to hold the convention in that city and to consider
Davenport or some other city in the eastern part
of the state for the 1914 meeting.

have your business make
Money you must help it

191

with plenty of  
New Idcteas r r
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Y
OU are in business to makemoney.

In order to have your busi-
ness thrive it must have something more than merely

good merchandise; it must have original ideas.

Our business is not merely the making of good rings.
This organization of ours does more than sell you good rings.
It works and plans for you. We furnish you with individual
ideas that make your business more prosperous.

If you are a leader in your community you require new
ideas in order to maintain your leadership. If you are not a
leader and are ambitious, you require new ideas to make you
a leader.

What we have done for ourselves we can do for you.
The same force that has made us the leaders in our line is at
your disposal to make you a leader in your line.

If you want new ideas—ideas that make you money —
write us.

Advertising in the Magazines to the
People You Sell to

That is the kind of advertising we are doing for you.

This advertising is reaching some fifty million people.
Just the people who wear set rings read the maga-
zines we advertise in.
To take advantage of this national advertising

Makers of

Mkam

that is being carried in fifteen different magazines with a
reading circulation of over fifty million, you must co-operate
with us by talking, suggesting, displaying and advertising
W. W. W. GUARANTEED RINGS—in your window, over your
counter and in your local newspapers.

For suggestions and ideas our Advertising Department is
at your service without charge.

A Mechanical Window Display that
Sells Rings for You

The mechanical window display that we are giving away
is the most wonderful piece of mechanism that has ever been
designed for the benefit of any retailer.

This display is remarkable because
things for the retail jeweler.
everybody in his community
account of its refinement, on
wonderful mechanism.

It is also an educator because it instructs people as to
their birthstones.

it does several good
In the first place it attracts
to his window and store on
account of its beauty and its

In addition to this it sells rings for the jeweler. That is
the important point.

This display is given away -it is not sold. One has been
reserved for you.

Write us and we will tell you when our salesman will
see you.

WHITE, WILE & WARNER
Rings in which the Stones Do Stay BUFFALO, N. Y,
New York Office, Silversmiths Building, 15 Maiden Lane
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Advertising Cuts
THAT SUGGEST THE GOODS

Cuts suggestive of the goods themselves are

the best advertising illustrations. Universal
experience has proved this. A watch cut will
catch the eye of the person who needs a
watch, and it is so with other lines.

AT NOMINAL PRICES
We have had prepared for use by the trade
small cuts of this character which will catch
the eye, suggest the idea and occupy a very
small space.

SEND FOR SHEET of ILLUSTRATIONS

AND PRICES

THE KEYSTONE PUBLISHING CO.
809-811-813 North 19th Street PHILADELPHIA, PA.

No. 703. 35 cents

No. 604. 25 cents

it

No. 648. 25 cents

No. 726. 35 cents
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THE LAST WORD IN BRACELET WATCHES

"New England" Special "Cavour"
Cased Very Close—Full Bascine—Unusually Thin and Graceful
Attached to the Standard Extension Bracelets now on the Market

Will Fit Any Wrist

EVERY LADY WANTS ONE

Special Bascine Case. Special Dial

with marginal figures

Special Wind. Very close to case

Jeweled Lever Movement

Guaranteed Accurate Timekeeper

" New England "

"HALE 
12 Size 16 Size 6 Size

Perfect Outing Watch
Double Roller Lever Movement

Jeweled—Guaranteed

To Dealers . . . . $3.00 to $6.00

Subject to Keystone Key

To Consumers . $2.50 to $5.00

Their Low Price Will Sell Them Fast

Their Sales Will Double Your Summer
It

You Make 50'; Profit on Every Sale

Price Complete

leSION

Twenty Year Gold Filled,

To
Consumers

11. 00

(Dealers' Price Subject to Keystone Key)

The Bracelet Watch is the Summer Fad of 1912
Season of Short Sleeves when a Bracelet is a necessity

It's unsafe to wait for the Fall Trade

Get Your Stock Now and Display It Steadily
Mail or Telegraphic Orders will be filled at once

fly

THE NEW ENGLAND WATCH CO., Waterbury, Conn.
or

THE LEADING JOBBERS
Pacific Coast Agents—B. W. FREER CO., San Francisco Cal

" New England "

"AL DE N
16 Size

Handsome Gift Watch
Double Roller lever Nlovement

7 Jewels
Absolutely High Grade Correct

to the Second

To Dealers . . $6.00 to $14.50
Subject to Keystone Key

To Consumers . $5.00 to $11.00
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EYEGYZSZAR
WE ARE SHOWING MANY NEW DESIGNS
LOOK FOR OUR NAME ON EVERY HOLDER

Our Holders appeal quickly to every user of eyeglasses—eliminating
the dangling chain or cord annoyance when glasses are not in use.
Saves cost of lenses many times.

416

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

4/3 417

GOLD AND SILVER THIMBLES

163

If you appreci-
ate the commer-
cial value and
reliability result-
ing from

78 Years'
Experience

which goes into
every Thimble

we make, you will see to it that your stock of goods
of our manufacture is complete and well displayed.

New Catalogue Sent Upon Request

Established 1832

KETCHAM & McDOUGALL
 Manufacturers  

15-17-19 MAIDEN LANE NEW YORK
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There Is No Patent on "Thin Cloth Brushesf,

111111311111111111111111 11

A Patent can be secured on " The Design, which is made up of shape and ornamentation or ornamentation alone. We have a patent on each of the cloth
brushes shown here, but both patents are on the design. We secured our patents October 24th, 1911. Our customers are perfectly safe in
handling our Brushes.

No. 4824/7 inch
Thin Cloth I
No. 4825/7 inch
Thin Velvet

,414,,h4,4,:oiot4t;ov4,;41.4titidio.4.4www:44i4.4.;swils41.4.4.4.+ww:d.omvowwwwww44wrot4wwwt4%ivi ,,•••■;,:dvivi.4 44.4.4..41.•.;4!
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No. 4426% inch
Flat Cloth
No. 4943/61/2 inch P.
Flat Velvet

THEODORE W. FOSTER & BRO. CO., 100 Richmond Street, Providence, R. I.

NEW YORK: 13 Maiden Lane

.1111 . IMIIIIMIMI OM It /1 II/

MANUFACTURING JEWELERS AND SILVERSMITHS

CHICAGO: Hayworth Bldg.

M IM M M M

CANADA : Kington, Ontario
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We know
Who he will
buy It FOR—But

Thousands of Engagements and Weddings are sealed yearly with 0-B Solid Gold

Rings. Thousands of friendships and tokens of affection to sweetheart, wife,

mother, sister and friend are embodied in lasting remembrance with 0-B Rings.

Their popularity is BASED ON QUALITY, and this is recognized by Jobbers, Dealers, Purchasers and Wearers.

Over 1000 New Designs in this Season's Line

Over 5,000 Patterns always in Stock in our vaults for immediate shipment. 
Rings for Men, Women. Baby and Miss for every occasion.

Fancy shapes, Enameled Trimmed Rings, all kinds of Stone Set Rings, Combinati
on Band and Signet Rings, Two Color Effects (Old

English and Bright). etc., etc.

PERFECT STONES—NO IRREGULARITIES IN SHAPES OR COLOR. EVERY RING

GUARANTEED BY THE OLDEST AND LARGEST RING HOUSE IN THE WORLD.

BY BAR
PROVIDENCE, RHODE ISLAN

AiDEN. , NE 424 SOUTH BRO :WAY 31NOW1111 ST
.Y. LOS ANGELES,' AL. , Ge
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Gentlemen :—Please send me descriptive price-list and sample on memo. at your
expense. 

 /

NAME 

ADDRESS 

BELSCRIPT CO., Inc.
Duane and Rose Streets NEW YORK /

•■■■■■ MINCM■111 ■INSIE ■■•■•1=

WHAT IS A WOMAN TO DO?
She loves a man and wants to give him a pres-
ent. But what ? There aren't many articles in a
jeweler's stock to select from; few things that Mr.
Man has not already.

The wise retailer has an excellent suggestion to offer.
Why not a Belscript Monogram Fob ? It is useful
and dressy and popular in price.

Any combination of letters shown in a minute.

NI1111101111.11111111111111.1111111111(1111111111■1111111111111111,111111M1111)1111111111■111111111,111111111■111111111 t,M1,11111111111111■11111101111,111111111,1113111111111111111111111,1111101111111101111111.13.11.11111111131111111111111111.1111111113111,11111111(1111111111111[31111111111111111011111111l

Solid Gold Front Goods

Trade

BEARING THIS

Mark

are dependable in Quality, Design and
Workmanship

We make the following in SOLID GOLD FRONT:

BAR PINS WAIST SETS COAT CHAIN TOPS
SCARF PINS CROSSES COAT CHAINS
COLLAR PINS FOBS TIE CLIPS

CUFF LINKS CUFF PINS

To any reputable jobber, on whom our salesmen do not
call, we will be glad to send samples

To the Retailer:
Ask your jobber to show our line. Trade-mark
stamped on both cards and goods—Look for it

SYKES & STRANDBERG

••••■■-• 

Manufacturing Jewelers

ATTLEBORO, MASSACHUSETTS
Trade Mark registered in United States and Canada
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T. G. Frothingham & CoD 

• 

North Attleboro, Mass.
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THIS IS YOUR IDENTIFYING MARK
TO THE FINEST, BEST DESIGNED, MOST ORIGINAL

JEWELRY IN 10 AND 14 KARAT SOLID GOLD,
ASK YOUR JOBBER ,70R AN INSPECTION OF OUR FALL LINE

LOOK FOR TRADE MARK.

TRADE
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An Advertising Suggestion

for Jeweler-Opticians

By L. G. Newton, manager Optical Department
of Newton Jewelry Company, Vienna, Ill.

I have observed that it is seemingly a

very hard matter, for the average optician,

and especially the "Jeweler-Optician"

to devise a dignified means of advertising,

which is at the same time effective and as

we have made a study of not only the

jewelry and optical businesses, but adver-
tising as well, we feel inclined to give the

trade generally, the benefit of the things

that produced results.
Therefore, we are enclosing a copy of

circular letter, which we have found most
excellent, and which we feel safe in
saying will benefit any jeweler who trys
it. Our plan was as follows:
Go to some of the most prominent per-

sons, whom you have fitted, and solicit
a statement. This will not be any trouble,
and every jeweler should be able to get
at least four or five of these, from persons
with whom most of the community is
acquainted, by reputation, if not person-
ally. Insert these letters, in the margin,

as we did, get up some special heading for
the letter head, and write your letter.
The local printer can do this work, in

almost any town. (If not there are print-
ships that can.) Send these letters out,

to persons whom you think will be inter-
ested. The enclosure of the Chamois
cleaners will gain attention, and in addi-

tion to being one of the best of optical

advertising specialities in itself, will make

the letter much more effective. Have the
chamois cleaners printed with a neat ad.

This is all, except to supplement this
means, with locals, and small displays

in the local papers. We cannot speak too
highly of the results obtained.

If some of the jewelers are not able
letter writers, and would in your opinion

be benefited by our "form" you have our
permission to reproduce same in THE
KEYSTONE. The letter is as follows:
Dear friend: Find enclosed a chemically-treated

Chamois, which you will find very useful in clean-
ing your glasses, and which we ask you to accept
with our compliments. If you do not wear glasses,
and cannot use the cleaner, will you kindly hand
it, with this letter, to some friend or other member
of the family, who does?
Our object is to make you acquainted—if you

are not already a customer—of our optical depart-
ment, and the work we are doing in that line.
Perhaps you did not know that we have a depart-

ment, fitted with the most modern instruments,
and apparatus, for testing and fitting eyes with
glasses, and are giving satisfaction to dozens of
persons every week—persons coming from home
and abroad, and who demand the most exacting
and careful work, and who get it—here. We call
your attention to the letters printed on the left
margin of this sheet. We will gladly "show you"

VIE KEYSTONE

the originals if you will call; and invite anyone
interested to call upon the persons, and ask them
about our work, and whether they are pleased.
There is no longer any reason for going away

and spending a lot of money in traveling and other
expense, when you may be perfectly fitted at home,
at a great saving in price. Neither is there a
reason for "trying" traveling peddlers of glasses,
who invariably sell you worthless trash.
We are established—here to stay—and guaran-

tee both satisfaction in the lenses, and in the
frames. We sell our services and merchandise
at the lowest price at which good goods can be
sold. Anyone offering a lower price will give a
lower quality.

Will say in conclusion that all we want is a
trial. Surely nothing could be fairer than our
treatment. "Satisfaction Guaranteed." Try us!

Respectfully,
L. G. NEWTON

Graduate Optician.

The letter paper used by Mr. Newton
has a column on the left hand side in
which are printed the testimonials to
which he refers with the following com-
ment: "Surely the above letters, selected
from many others we have, should con-
vince the most skeptical. We refer you
to people 'at home' whom you can see
and ask about our service. Why go away,
pay more, and get no better service?
We guarantee you complete satisfaction."

Causes of Lessening Profits
in the Jewelry Trade

Address by Charles Bickelman, Schenectady,
before Annual Convention New York Retail
Jewelers' Association

So much has of late been published in
our trade papers on "How to Figure
Profit" that there is but little left for me
to say on the subject.

Instead of tiring you with mathematical
problems of how to arrive at the proper
selling price of an article, I think it would
not be out of place to consider why our
profits have diminished to such a small
percentage on the capital invested and
volume of business.
I don't believe in such enormous profits

that it is difficult to figure where legiti-
mate profit ceases and highway robbery
begins, but I do think that we are entitled
to as good a profit as other merchants
who deal in necessities of life. As we
deal more in luxuries than necessities of
life, our business is, therefore, subject to
greater fluctuations in the volume that can
be done annually. Dull times affect us
first, and we feel the return of prosperity
last.

Another serious point in our business is
that in dull times the overhead charges
are as great as in good times, and this is a
difficult matter to overcome. You all
know how difficult it is to get proficient
help and for this reason we try to keep our
high-priced help, such as watchmakers,
jewelers, engravers and clerks through the
dull times rather than take the chances of
breaking up our organization. The gain
made during good times is often lost in
the lean years that follow. In late years
expenses of doing business have very much
increased, such as rent, help, and living
most of all.
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Profits on the other hand, have very
materially decreased, due to a great extent
to manufacturers in establishing retail sell-
ing prices at too low a per cent of profit,
unscrupulous jobbing-houses supplying the
vest pocket jeweler and peddler, and also
selling direct to the consumer at wholesale
prices. But I think the guarantee of
of almost everything sold by us has done
more mischief and has lowered our profit
more than any other cause.
The individuality of the honest jeweler

is lost through it. The word of peddler
and fakir who deal in goods of very in-
ferior quality but with guarantees printed
or stamped on them, by unknown makers,
have the same chance as the old established
houses of reputation, gained through long
years of honest dealings.

Is it possible for you for instance, to
honestly recommend plated-ware, guar-
anteed by the manufacturer and adver-
tised in all the leading magazines, to wear
for fifty years? Filled watchcases to
wear forever? Rings set with stones that
will be kept in perpetual repair and lost
stones replaced free of charge for genera-
tions?
My humble judgment is that these

manufacturers are not in business for their
health nor are they able to make better
goods than houses of the highest reputa-
tion for making goods of the best quality
and whose trade-mark is as reliable as the
Hall Mark of England.
Another serious obstacle in our business

is the petty jealousy existing among com-
petitors—not only in cutting prices below a
living profit, but the worst of all evils is
placing ridiculous values on goods sold
by their neighbors. In most cases they
harm themselves and not their competitor.
These and many other abuses have crept

into our business and have been the cause
of reducing our profits. The only remedy
I can see to bring about a better condition
is in organization. The individual alone
can accomplish little, but by united effort
of both the large and small jewelers, many
abuses can be abolished and profits in-
creased.

Imposing Out-Door Sign
Used by a Retail Jeweler.

The trade are familiar with many of the
large advertising signs used by big manu-
facturers and placed along the lines of the
leading railroads in full view of the flying
passengers. This method of advertising
is, quite naturally, done chiefly by large
manufacturers. The first instance brought
to our attention in which a retail jeweler
resorted to this method of publicity in a
pretentious way, is that of Leslie E. Carl, of
Deposit, N. Y. The dimensions of this
sign are 52 by 12 feet, and it is located in
such a position that it may be easily
read by passengers on the Erie Railroad
on one side and the state road on the
other, both sides of the sign having the
same announcement painted on them.
A watch and ring on the sign are painted
in yellow to simulate gold, which adds
to the attractiveness as well as the appro-
priateness of the advertisement.



1324

.Alti (

" CRESCENT " LI 
.-

12-SIZE

EXTRA EXTRA-THIN MODEL
GOLD-FILLED

• 7 555 ONLY

----"/

The "CAVETTO" WATCHHOWARD

RE you showing the "Cavetto,,

Howard to your customers?
It is a I 2-size extra-thin model that is very much admired
by consumers who want something a little more elaborate
than the Bascine and Juergensen watches.
Display "Cavetto" Howards generously—both the plain and the
engine-turned models. All the three grades-21, 19 and 17 jewels

'Crescent" Extra gold-filled only.
You will sell them.
More important still—you will find them of the greatest possible
service in impressing your customers with the fact that your stock
is up-to-date and complete.
Order "Cavetto" Howards from any Howard jobber—and include
also a supply of "Doric" Howards, the most recent addition to
the line of 12-size Extra-thin Howard Watches.
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CINCINNATI

Marked Improvement in the Business Situation—Store Enlargements and Removals
to Better Quarters Speak Well for Trade Conditions—Richter & Phillips to
Occupy Large Six-Story Building

Cincinnati, June 22.—Trade the past two weeks
has, perhaps, been better than the season usually
affords. Wholesale activity has been steadily
good for more than a month, and June has brought
retailers business that is somewhat in advance of
reasonable expectations. The weather has been
the one great cause of hustling trade—not only
the ideal summer weather which has been with us
the past month but, also, the rainy weather of
spring; the spring months afforded little oppor-
tunity for consumers to reach the stores and con-
sequently tided over a considerable force of poten-
tial trade which has been released with pleasanter
days.

The erection of three big, new buildings and the
leasing of two or three other roomy structures by
local manufacturers and jobbers, not to speak of
numerous lesser extensions among them and con-
siderable retail building activity, would indicate
a most prosperous condition among local jewelers.
Outgrowing old quarters in so many cases is surely
an evidence of no stagnant position in the jewelry
field here.

Talk of further repair of the anti-auction ordin-
ance is heard among local retailers, as objectionable
auctions have successfully evaded the ordinance
in several instances. Considerable testing may
be required before the line can be drawn at the
place where the fair and the unfair seem to meet.

"Entre Nous," of Oskamp, Nolting & Co., held
its June meeting at the home of Miss Kathryn
Hartman, at Northside. The second anniversary
of the formation of the club was celebrated and in
the business meeting a very decided stand was
taken against the long-hatpin evil—this because
of a very serious accident witnessed by one of the
girls a few days before the meeting. Arrange-
ments were perfected for the Tally-ho ride given
Saturday the fifteenth. Miss Elizabeth Bary, of
Newport, will be the next hostess. The tally-ho
party was given for the mothers of the girls Satur-
day afternoon, and included a trip to Mill ord and
a chicken supper at the Hotel. The club's new
pennants made their first appearance flying from
the tally-hos as the party set out shortly after
noon.

Emil Moser, the son of A. Moser, Wapat-
konet's jeweler, is the father of a brand new baby
girl.
The George Dubel jewelry store, at Canton, has

been remodeled and refurnished and an entire new
front has been put in so that the store presents a
much improved appearance.

The Miller Brothers' store at Tiffin, has been
remodeled and refurnished and made very attrac-
tive.

The Gustave Fox Company, has taken the base-
ment and additional space on their floors in the
building at 16 East Fourth avenue, and have in-
stalled drop hammers, presses and other machinery
for making cheap 10-karat emblems. Robert
Robing has been employed as the new head of the
tool making department. Milford Fox has re-
turned from a hunting and fishing trip through
northern Wisconsin laden with trophies of his
success as a sportsman. Mr. Gustave Fox and
family have gone to Atlantic City, where they will
spend the summer months.

Mr. and Mrs. M. C. Motch, of Covington, leave
early in July for Europe, where they will travel
for about two months. They have just returned
from Atlantic City where they went after their
marriage last April.
Mr. Holland, John Holland Gold Pen Company,

was confined to his home for a week with an attack
of erysipelas, but is now again able to be at his
office.

Mrs. J. S. Voss, widow of the late head of the
Jos. S. Voss & Sons Company, died at her home
1375 Myrtle avenue, Wednesday, June 5. Her
death was the result of a fractured skull which
she sustained the day before when she slipped
and fell while trying to walk from her carriage up
the steps of her home unassisted. The funeral was
held from St. Frances De Sales church, on the 8th.
A married daughter and four sons survive. Three
of the latter are connected with the jewelry firm.
E. G. Lohmeyer and Louis C. Eisensmith, jew-

elers and opticians of Newport, will combine in
trade as Eisensmith & Lohmeyer. They have
purchased a store on Monmouth street, Newport,
in which locality they both have well-established
trade.
H. J. Lippert, jeweler of Ozark, Alabama,

stopped off in this city on his way to his old home
in New York state, where he will spend several
weeks visiting.

Charles G. Schlenker, Hickman, Ky., spent a
few days in this city buying goods. Mr. Sch-
lenker sustained about a $3,000 loss in the recent
inundation of the Mississippi region and found
himself in need of various kinds of supplies to.
restore his shop to its former condition. He left
for Eaton, Ohio, his old home, where he will spend
several days before returning to Hickman.
F. Goosling, watchmaker and jeweler, has set

up in trade in a new store at 622 Mound street.
June 10, the proposition of Max J. Greenwald,

of 33 1/3 cents on the dollar on all unsecured claims
was confirmed in the United States District Court.
Checks were mailed to creditors during the week.
Greenwald's two stores in the busiest part of town
—one on Fifth avenue and one on Walnut street
near Fountain square—are both attracting large
crowds to auctions, which are being held in both
stores.
Roy Keagy and H. Blum, of Thoma Brothers,

are putting in their vacations of two weeks in
visiting local jewelry and watch case factories and
potteries. Several of the men profitably spent
their off-days in this way last year and were well
enough pleased to repeat this year. Charles
Hummel, H. W. Deters and Henry Von Hunruh
have returned to work after having put in two
weeks in similar visits.

I. N. Polloack, jeweler of Ashland, Ky., stopped
off in this city on his way to California, where he
expects to spend the summer.

Richter & Phillips have secured a ten year
lease of the building at 114 and 116 West Sixth
avenue and about August first will move in from
their present quarters at Fifth and Vine. The
building is of six stories and basement and the
entire space will be occupied by the jewelers. The
firm has been a little cramped in the present
quarters but will now have ample space for branch-
ing out and extending its scope.
Mr. Smith, of Ohlnhausen & Smith, Lima, is

recuperating after a siege of typhoid fever. He
has been down for some weeks past, but is now
rapidly recovering his strength.

Sol and Harry Gilsey have been in New York,
for a week and obtained insurance settlement for
their loss in the Atlanta robbery of several weeks
back. The settlement, according to Mr. S. Gilsey,
was for about twenty thousand dollars, which was
paid by the Jewelers' Safety Fund Society. Some
of the stolen goods were recovered by detectives,
and three of the thieves have been arrested—
two of these are serving sentences and the third
awaits trial late in June.

Sol. Gilsey is backing the actor, Herman Tim-
berg in a new production which will make its
appearance next season. The play, " Izzy 's
Dream," was written by Mr. Timberg, and is a
continuation of " School Days," in which he was
last year 's star.

S. H. Esely, Cambridge, Ohio, jeweler, has had
his store remodeled and refurnished, and has in-
stalled new cases so that the store is one of unusual
attraction.
June 14 a reception was given at the home of

William Pflueger, in Covington, in honor of Arthur
S. Pflueger and his bride who had come to this city
from Terre Haute, Ind., where they were married
on June 12. Mr. and Mrs. Pflueger, junior, have
gone to Roanoke, Va., where Mr. Pflueger is con-
nected with the A. J. Rankin Company, Inc.
They will reside in Roanoke.
R. W. Clark has received the watch inspector-

ship of the Big Four railroad at Lawrenceburg,
Ind. Mr. Clark spent several days in town visiting
the trade.
Mr. and Mrs. J. L. Sewell, Guysville, have been

visiting among the local trade. Mrs. Sewell,
with her sisters, will spend the summer at Mount
Healthy.

President Edwards, of the National Wholesale
Jewelers' Association, spent a day in this city re-
cently and was the guest at luncheon of a number
of local jobbers headed by president Phillips of the
Cincinnati association.
Anthony Schemel, president of the Cincinnati

Retail Jewelers' Association and Gus Schneider, of
E. & J. Swigart, are interested in the Ideal Steel
Wheel Company, a new concern which will manu-
facture a patented steel wheel for automobiles.
The wheels stood up under the severest tests at
the University of Cincinnati, and are attracting
considerable attention. The work will be done by
the Schneider & Goosman Machine Company,
with which Gus Schneider is connected.
Mr. and Mrs. Lindenberg, Lindenberg, Strauss

& Co., have been visiting the cities of the eastern
coast and spent the greater part of June in At-
lantic City.
Mr. and Mrs. E. A. Mozley, Chattanooga, Tenn.,

spent several days in town visiting among the
trade. They selected new fixtures for their store,
which they expect to have remodeled later in the
summer.

Buyers visiting local jobbers during the past two
weeks were: H. J. Heimberger, Columbus, M. J.
Bevis, Liberty, Ind., A. P. Tiffany, Xenia; A. K.
Lyon, Lexington, Ky.; J. E. Bradford, Ripley;
M. Lazarus, Macon, Ga.; E. Kahn, Somerset, Ky.;
H. C. Reed, Blanchester; George Helms, College
Corner; C. A. Gossard, Washington Court House;
Edward DeVoss, Wilmington; P. H. Sparks,
Sabina; Albert Dearth, Camden; J. T. Schaub,
Hope, Ind.; Charles Sederberg, Milford; C. F.
Held, Falmouth, F. B. Cary, Lebanon; T. U. U.
Woodrey, Macon; Mr. Bentel, Hamilton; L.
Levenson, Indianapolis; Henry Krauss, Spring-
field; Mr. Aman, Dayton; G. H. Deck, Blanches-
ter; H. Glen Roberts, Springfield; A. E. Axman,
Middletown; Leon Goldberg, Paris; J. H. Opp,
Waynesville; Andy Hauer, Chattanooga, Tenn.;
H. Levine, Norfolk, W. Va.
Mr. Richter of Richter & Phillips, fell and

sprained his right wrist while looking over the
prospective new quarters of the firm.
Ezra Kendall was called to his home in Bethany,

Ill., by the illness of his mother, she was not as
seriously sick as he had feared and he returned in
time to be present at the annual outing of the
R. & P. Traveling Men, which was held at Chester
Park, the evening of the 12.
W. S. P. Oskamp, who recently bought 811 and

813 Race street, has practically given the tenants
notice to vacate before midsummer. He expects
to improve the property with a store and left
building, and is figuring on a four-story building
30 x 90 feet, which when completed will probably
house the jewelry company on the ground floor.

•
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NE you showing the "Cavetto"
Howard to your customers?

It is a I 2-size extra-thin model that is very much admired
by consumers who want something a little more elaborate
than the Bascine and Juergensen watches.
Display "Cavetto" Howards generously—both the plain and the
engine-turned models. All the three grades-21, 19 and 17 jewels
"Crescent" Extra gold-filled only.

You will sell them.
More important still—you will find them of the greatest possible
service in impressing your customers with the fact that your stock
is up-to-date and complete.
Order "Cavetto" Howards from any Howard jobber—and include
also a supply of "Doric" Howards, the most recent addition to
the line of 12-size Extra-thin Howard Watches.
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CINCINNATI

Marked Improvement in the Business Situation—Store Enlargements and Removals
to Better Quarters Speak Well for Trade Conditions—Richter & Phillips to
Occupy Large Six-Story Building

Cincinnati, June 22.—Trade the past two weeks
has, perhaps, been better than the season usually
affords. Wholesale activity has been steadily
good for more than a month, and June has brought
retailers business that is somewhat in advance of
reasonable expectations. The weather has been
the one great cause of hustling trade—not only
the ideal summer weather which has been with us
the past month but, also, the rainy weather of
spring; the spring months afforded little oppor-
tunity for consumers to reach the stores and con-
sequently tided over a considerable force of poten-
tial trade which has been released with pleasanter
days.
The erection of three big, new buildings and the

leasing of two or three other roomy structures by
local manufacturers and jobbers, not to speak of
numerous lesser extensions among them and con-
siderable retail building activity, would indicate
a most prosperous condition among local jewelers.
Outgrowing old quarters in so many cases is surely
an evidence of no stagnant position in the jewelry
field here.

Talk of further repair of the anti-auction ordin-
ance is heard among local retailers, as objectionable
auctions have successfully evaded the ordinance
in several instances. Considerable testing may
be required before the line can be drawn at the
place where the fair and the unfair seem to meet.
"Entre Nous," of Oskamp, Nolting & Co., held

its June meeting at the home of Miss Kathryn
Hartman, at Northside. The second anniversary
of the formation of the club was celebrated and in
the business meeting a very decided stand was
taken against the long-hatpin evil—this because
of a very serious accident witnessed by one of the
girls a few days before the meeting. Arrange-
ments were perfected for the Tally-ho ride given
Saturday the fifteenth. Miss Elizabeth Bary, of
Newport, will be the next hostess. The tally-ho
party was given for the mothers of the girls Satur-
day afternoon, and included a trip to Milord and
a chicken supper at the Hotel. The club's new
pennants made their first appearance flying from
the tally-hos as the party set out shortly after
noon.
Emil Moser, the son of A. Moser, Wapat-

konet's jeweler, is the father of a brand new baby
girl.
The George Dubel jewelry store, at Canton, has

been remodeled and refurnished and an entire new
front has been put in so that the store presents a
much improved appearance.
The Miller Brothers' store at Tiffin, has been

remodeled and refurnished and made very attrac-
tive.
The Gustave Fox Company, has taken the base-

ment and additional space on their floors in the
building at 16 East Fourth avenue, and have in-
stalled drop hammers, presses and other machinery
for making cheap 10-karat emblems. Robert
Robing has been employed as the new head of the
tool making department. Milford Fox has re-
turned from a hunting and fishing trip through
northern Wisconsin laden with trophies of his
success as a sportsman. Mr. Gustave Fox and
family have gone to Atlantic City, where they will
spend the summer months.

Mr. and Mrs. M. C. Motch, of Covington, leave
early in July for Europe, where they will travel
for about two months. They have just returned
from Atlantic City where they went after their
marriage last April.
Mr. Holland, John Holland Gold Pen Company,

was confined to his home for a week with an attack
of erysipelas, but is now again able to be at his
office.

Mrs. J. S. Voss, widow of the late head of the
Jos. S. Voss & Sons Company, died at her home
1375 Myrtle avenue, Wednesday, June 5. Her
death was the result of a fractured skull which
she sustained the day before when she slipped
and fell while trying to walk from her carriage up
the steps of her home unassisted. The funeral was
held from St. Frances De Sales church, on the 8th.
A married daughter and four sons survive. Three
of the latter are connected with the jewelry firm.
E. G. Lohmeyer and Louis C. Eisensmith, jew-

elers and opticians of Newport, will combine in
trade as Eisensmith & Lohmeyer. They have
purchased a store on Monmouth street, Newport,
in which locality they both have well-established
trade.
H. J. Lippert, jeweler of Ozark, Alabama,

stopped off in this city on his way to his old home
in New York state, where he will spend several
weeks visiting.

Charles G. Schlenker, Hickman, Ky., spent a
few days in this city buying goods. Mr. Sch-
lenker sustained about a $3,000 loss in the recent
inundation of the Mississippi region and found
himself in need of various kinds of supplies to.
restore his shop to its former condition. He left
for Eaton, Ohio, his old home, where he will spend
several days before returning to Hickman.
F. Goosling, watchmaker and jeweler, has set

up in trade in a new store at 622 Mound street.
June 10, the proposition of Max J. Greenwald,

of 33 1/3 cents on the dollar on all unsecured claims
was confirmed in the United States District Court.
Checks were mailed to creditors during the week.
Greenwald's two stores in the busiest part of town
—one on Fifth avenue and one on Walnut street
near Fountain square—are both attracting large
crowds to auctions, which are being held in both
stores.
Roy Keagy and H. Blum, of Thoma Brothers,

are putting in their vacations of two weeks in
visiting local jewelry and watch case factories and
potteries. Several of the men profitably spent
their off-days in this way last year and were well
enough pleased to repeat this year. Charles
Hummel, H. W. Deters and Henry Von Hunruh
have returned to work after having put in two
weeks in similar visits.

I. N. Polloack, jeweler of Ashland, Ky., stopped
off in this city on his way to California, where he
expects to spend the summer.

Richter & Phillips have secured a ten year
lease of the building at 114 and 116 West Sixth
avenue and about August first will move in from
their present quarters at Fifth and Vine. The
building is of six stories and basement and the
entire space will be occupied by the jewelers. The
firm has been a little cramped in the present
quarters but will now have ample space for branch-
ing out and extending its scope.
Mr. Smith, of Ohlnhausen & Smith, Lima, is

recuperating after a siege of typhoid fever. He
has been down for some weeks past, but is now
rapidly recovering his strength.

Sol and Harry Gilsey have been in New York,
for a week and obtained insurance settlement for
their loss in the Atlanta robbery of several weeks
back. The settlement, according to Mr. S. Gilsey,
was for about twenty thousand dollars, which was
paid by the Jewelers' Safety Fund Society. Some
of the stolen goods were recovered by detectives,
and three of the thieves have been arrested—
two of these are serving sentences and the third
awaits trial late in June.

Sol. Gilsey is backing the actor, Herman Tim-
berg in a new production which will make its
appearance next season. The play, " Izzy 's
Dream," was written by Mr. Timberg, and is a
continuation of " School Days," in which he was
last year's star.

S. H. Esely, Cambridge, Ohio, jeweler, has had
his store remodeled and refurnished, and has in-
stalled new cases so that the store is one of unusual
attraction.

June 14 a reception was given at the home of
William Pflueger, in Covington, in honor of Arthur
S. Pflueger and his bride who had come to this city
from Terre Haute, Ind., where they were married
on June 12. Mr. and Mrs. Pflueger, junior, have
gone to Roanoke, Va., where Mr. Pflueger is con-
nected with the A. J. Rankin Company, Inc.
They will reside in Roanoke.
R. W. Clark has received the watch inspector-

ship of the Big Four railroad at Lawrenceburg,
Ind. Mr. Clark spent several days in town visiting
the trade.
Mr. and Mrs. J. L. Sewell, Guysville, have been

visiting among the local trade. Mrs. Sewell,
with her sisters, will spend the summer at Mount
Healthy.

President Edwards, of the National Wholesale
Jewelers' Association, spent a day in this city re-
cently and was the guest at luncheon of a number
of local jobbers headed by president Phillips of the
Cincinnati association.
Anthony Schemel, president of the Cincinnati

Retail Jewelers' Association and Gus Schneider, of
E. & J. Swigart, are interested in the Ideal Steel
Wheel Company, a new concern which will manu-
facture a patented steel wheel for automobiles.
The wheels stood up under the severest tests at
the University of Cincinnati, and are attracting
considerable attention. The work will be done by
the Schneider & Goosman Machine Company,
with which Gus Schneider is connected.
Mr. and Mrs. Lindenberg, Lindenberg, Strauss

& Co., have been visiting the cities of the eastern
coast and spent the greater part of June in At-
lantic City.
Mr. and Mrs. E. A. Mozley, Chattanooga, Tenn.,

spent several days in town visiting among the
trade. They selected new fixtures for their store,
which they expect to have remodeled later in the
summer.

Buyers visiting local jobbers during the past two
weeks were: H. J. Heimberger, Columbus, M. J.
Bevis, Liberty, Ind., A. P. Tiffany, Xenia; A. K.
Lyon, Lexington, Ky.; J. E. Bradford, Ripley;
M. Lazarus, Macon, Ga.; E. Kahn, Somerset, Ky.;
H. C. Reed, Blanchester; George Helms, College
Corner; C. A. Gossard, Washington Court House;
Edward DeVoss, Wilmington; P. H. Sparks,
Sabina; Albert Dearth, Camden; J. T. Schaub,
Hope, Ind.; Charles Sederberg, Milford; C. F.
Held, Falmouth, F. B. Cary, Lebanon; T. U. U.
Woodrey, Macon; Mr. Bentel, Hamilton; L.
Levenson, Indianapolis; Henry Krauss, Spring-
field; Mr. Aman, Dayton; G. H. Deck, Blanches-
ter; H. Glen Roberts, Springfield; A. E. Axman,
Middletown; Leon Goldberg, Paris; J. H. Opp,
Waynesville; Andy Hauer, Chattanooga, Tenn.;
H. Levine, Norfolk, W. Va.
Mr. Richter of Richter & Phillips, fell and

sprained his right wrist while looking over the
prospective new quarters of the firm.
Ezra Kendall was called to his home in Bethany,

Ill., by the illness of his mother, she was not as
seriously sick as he had feared and he returned in
time to be present at the annual outing of the
R. & P. Traveling Men, which was held at Chester
Park, the evening of the 12.
W. S. P. Oskamp, who recently bought 811 and

813 Race street, has practically given the tenants
notice to vacate before midsummer. He expects
to improve the property with a store and left
building, and is figuring on a four-story building
30 x 90 feet, which when completed will probably
house the jewelry company on the ground floor.

•
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Business Conditions Healthy with Gradual Improvement Assured—Local Association
Endorses Fixed Selling Price—Planning to Hold Fair Each Fall—President of
National Wholesalers' Association a Recent Visitor

St. Louis, Mo., June 21.—A local trade expert
states that business conditions in the large terri-
tory served by St. Louis continue fairly active,
although some branches are not showing the vol-
ume reported last year. There is, however, a
healthy tone and very little evidence of speculation
or a desire on the part of retailers to overstock on
the theory of improvement which most people
are expecting to follow the November elections.
There has seldom been a year in the last decade
when the purchasing public was more cautious
than it is at the present time. Heavy "inventory
sales" by jobbers have attracted a great deal of
business, but these orders have been conservative
and probably represent a smaller total than the
May volume of last year.
There has been an improvement in collections

during the last month. The demand for money is
gradually broadening, and it is expected that this
tendency will become more of a factor as general
business improves. People here are hopeful, and
the tendency of nearly everyone is to look for
better times and to plan accordingly, taking care,
however not to go to extremes. Advices received
from various quarters show that this conservatism
is still the rule everywhere, and that it contributes
a definite element of strength, the influence of
which, upon the country's trade as a whole, can
scarcely be overestimated at this time.
A good deal has been said about politics as a

factor in retarding business and the possible
interference that may result later on during the
progress of an exciting presidential campaign.
A canvass just made in the effort to ascertain what
is the feeling among interior bankers concerning
the dependence of business upon politics shows a
unanimous judgment that business is going ahead
this year irrespective of who may be nominated
at Chicago or Baltimore, and that conditions are
intrinsically sound and will remain so.
The name of the H. W. Sipple Jewelry Company,

203 and 204 Victoria Building, has been changed
to Sipple and Hyke. Fred Hyke, the new member
of the firm has been with the 11B99 & Culbertson
Jewelry Co. for the past seven years.

All the travelers of the Eisenstadt Manufactur-
ing Company are now in fixing up their lines for
their fall trade.
The first annual outing and fourth annual meet-

ing of the St. Louis Sales Managers' Association
took place Thursday night, June 13, at Forest
Park Highlands, one of our popular summer gar-
dens, and it was well attended. After a banquet
twenty-five were admitted to membership. The
annual report of the association showed that it
was in excellent financial condition.

Fixed Selling Price Endorsed

At a special meeting held recently by the St.
Louis Retail Jewelers' Association it was unani-
mously decided that the association go on record
as being opposed to bills introduced in the House
of Representatives by Congressman Oldfield,
and in the Senate by Senator Brown, to prevent
manufacturers and patentees from putting a
fixed price on their products. It was stated that
a fixed selling price benefited not only the manu-
facturer but also the dealer, the workman and the
ultimate consumer.
A copy of the resolution with the association's

recommendations were sent to every jeweler in
the city, and they were all asked to write their
objections to the United States Senators and
representatives in Congress.
The St. Louis Sales Managers' Association made

a three days' trip, from June 26 to 28, on a special
train from St. Louis to Pleasant Hill, Mo., visiting
all the principal towns between these two points.
Seventy-five members made the trip.
The inventory of the estate of the late Frederick

W. Bierbaum, a former North Side jeweler here,

lists personal property valued at $45,310. Notes
are given at $24,170, stocks $13,000 and bonds
$8,140. The stocks include ninety shares in the
Northwestern Bank and twenty shares in the
United Railways Company. Property at 3667
Cleveland avenue is given.
On Saturday, June 1, William A. Gill Jr.,

manager of his father's jewelry store, was married
to Miss Marian Blanche Roegner, a popular
young lady of this city. The happy couple left
on a two weeks trip wedding trip to Chicago and
eastern points, returning June 16.
The Remoh Jewelry Company, now at 507

north Broadway, has secured a twenty-five years
lease on the southwest corner of north Sixth street
and Washington, a new building which is just
being completed. The jewelry company will
install elaborate fixtures, making it one of the
handsome corners of the city. They expect to
occupy it next month.

Julius Newman, traveler for Heyman & Kramer,
who makes his headquarters here, left for New
York recently to get his fall lines. He will leave
there July 1 on a western trip.

Mrs. Amelia Niehaus, widow of F. H. Niehaus,
a former well known local jeweler, recently cele-
brated her eighty-fifth birthday. She has several
sons and a grandson in the jwelry business.
A. H. Clark, who has been in charge of the mater-

ial department of the Bauman-Massa Jewelry
Company, has resigned. He has gone to Kansas
City, his old home, where he will go into the
jewelry material business for himself.
Edward Massa, vice-president of the Bauman-

Massa Jewelry Company, returned June 20 from
a ten days trip to Missouri and Kansas points.
S. L. Loewenstein, traveler for this firm returned
June 12 from a several days business trip to
Springfield, Mo.
W. J. Beard, traveler for the Aller-Wilmes

Jewelry Company, returned June 20 from a three
weeks vacation spent at his old home in Defiance,
Ohio. W. F. Wilmes, of this firm, returned recently
from a long trip through Kansas, Oklahoma and
the southwest. He is now at his headquarters
in Kansas City.
The Mermod, Jaccard & King Jewelry Co.

are constructing an Exhibition Court on the main
floor of their store which they will use for special
art displays. H. Bieger is again in the employ
of the watch repair department after a trip south
for his heatlh.

All the concerns are arranging their vacation
schedule for their employees, and they will begin
to take their vacations by July 1.
L. W. Braun, of the S. Ruby Jewelry Company,

left June 29 on a three weeks business trip to New
York and the eastern factories.
M. M. Burnstine, the dealer in diamonds,

returned June 8 from a week's northern trip.
Ralph Loewenstein, president of the E. Loewen-

stein Jewelry Company left June 20 on a several
weeks trip through the south and southwest.

Charles A. Mauch, Marshall, Mo., president of
the Retail Jewelers' Association of Missouri, was
a recent visitor here.

J. K. Venable, traveler for the Marschmeyer-
Richards Silver Company, leaves early in July
on a lengthy trip through the west and northwest,
going as far as Portland, Oregon. E. A. Schoenle,
traveler for the same firm, leaves early in July
on a long trip to the coast.
L. Harris, president of the Harris Diamond

Importing Company, leaves early in July on a
two months trip to Europe.

Charles Brown, of Brown & Stein, 3609 north
Grand avenue, this city, saw married to Miss
Louise Hensick, of this city on June 15.

I. T. Fuller, traveler for the Hoyt Jewelry Com-
pany, returned from his wedding trip on June 20.
He leaves early in July on a several weeks trip
through the west. F. J. Bross, of this firm,
returned June 26 from a three weeks vacation
spent on a fishing trip in Minnesota. C. M.
Fairley leaves early in July on a three months trip

through Oklahoma and Texas.
J. B. Bolland, secretary of the J. Bolland Jew-

elry Company, accompanied by a party of friends
made a automobile trip to the commencement
exercises at the Culver Military Academy, Culver,
Ind., on June 3 and returned by way of Chicago.
S. E. Heffern, salesman for the J. Bolland Jew-

elry Company, has moved to his new home at
Ferguson, Mo., one of our popular suburbs.

Morris Bauman, who represents several differait
eastern concerns, and also Weiss & Fassett of this
city, left June 13 on a month's western trip.
James J. Burke, president of the Brooks Jewelry

and Optical Company, returned June 15 from a
week's southern trip.
M. Stiffelman, of M. Stiffelman & Co., left

June 16 on a two weeks' trip through Missouri,
Kansas and Nebraska.
The F. W. Drosten Jewelry Company furnished

twelve handsome silver loving cups for the Yale
Club Marathon race, which was run at the club's
picnic on June 16.
The Zerweck Jewelry Company will discontinue

business on July 1. Their present location at 314
north Sixth street is to be torn down to make
way for a new building. Their stock will be
moved to their East St. Louis, Ill., store.
0. F. Uhl, secretary of the Furstenwerth-Uhl

Jewelry Company, returned recently from a
business trip to New York.
Herman Mauch, the well known jeweler and

member of the Board of Education of this city,
made an address at the graduating exercises
of Shepard School on June 12.
A fire in the building at 1718 South Broadway,

and occupied and owned by Vincent Rapp, a well
known jeweler, caused a loss of about $3,500 on
the building and about $1,500 on the stock, which
was fully covered by insurance.

To Hold a Fair Each Fall

Plans for the revival of the St. Louis fair on a
large scale was discussed at a meeting June 11
of the Board of Directors of the Universal Exposi-
tion Company with an advisory committee of
business men at the rooms of the Business Men's
League. Five members of the Advisory Committee
will be appointed, who will elect a chairman and
organize the permanent committee. The work of
the committee will be to lay out plans for the show,
while the exposition will manage it. The men at
the meeting were agreed that the fair each fall
would be a big drawing card for St. Louis. Good-
man King, president of the Mermod, Jaccard &
King Jewelry Co., advocated making the exhibi-
tion last two weeks, and said it would draw
thousands of visitors.

Sol Loewenstein, president of the Sol Loewen-
stein Jewelry Company, returned June 13 from a
two months' trip to New York and the eastern
manufacturing centers.

George H. Edwards, president of the National
Wholesale Jewelers' Association and also president
of the Edwards-Ludwig-Fuller Jewelry Company, of
Kansas City, was a visitor here on June 6. He was
accompanied by Mr. Dennis. He met the local
members of the association at a dinner given at
the Mercantile Club that day. Matters pertaining
to the association were discussed. Mr. Edwards
was on a general trip to the different cities to
sound the members on putting on a field secretary.
In the event that one is chosen it will probably
be Mr. Dennis, who was with Mr. Edwards.
He left here for Cincinnati, Indianapolis and other
cities.
E. H. Meier, traveler for the Weidlich Jewelry

Company, returned June 9 from a six weeks'
trip through Arkansas and other states. He left
June 17 on a five weeks' trip through Illinois,
Kentucky and Tennessee. E. M. Hurst returned
June 9 from a five months' trip through Texas.
He will leave early in July on the same trip.
G. C. Lemley, same firm returned June 12 from
a three months' western trip. He will leave about
July 1 on the same trip.
C. L. Norsworthy, of Dallas, Tex., accompanied

by his wife was a recent visitor here.
Well known visitors here recently were: W. R.

Tetley, Bonne Terre, Mo.; H. J. White, White
Jewelry Company, Litchfield, Ill.; T. H. Edwards,
Clarksville, Mo.; H. E. Gewe, Nashville, Ill.;
Fred Herold, Jerseyville, Ill.; E. L. Meyer, St.
Charles, Ill.; M. Hendler, Staunton, Ill.; Enno
Dick, New Baden, Ill.; W. H. Jahn, Pacific, Mo.;
V. L. Prevallet, Perryville, Mo.
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KANSAS CITY
Our Spring Lines Are

Complete
Get in touch with them through our

travelers or write us direct.

We handle complete lines of American
Watches, Solid Gold and the better grades
of Gold-Filled Cases, Gold and Filled
Jewelry, Silverware, Cut Glass, Novelties,
in fact, everything the up-to-date jeweler
needs in his store.

ORDER FILLED FROM ANY CATALOGUE
NO RETAIL

WOODSTOCK - HOEFER
WATCH & JEWELRY CO.
9th and Walnut
Keith & Perry Bldg. Kansas City

THE FACT IS

Goods Well Displayed
Are Half Sold

Neat, well-made Cases and Fixtures are absolutely

necessary. You will be interested in Our Line.

WRITE US TO-DAY

A. R. JACKSON, KANSAS CITY
SHOW CASE WORKS CO.

KANSAS CITY DEPT. L MISSOURI

TOOLS MATERIALS

OPTICAL GOODS

MEYER JEWELRY CO.
12th and Walnut Streets

Boley Building

KANSAS CITY MISSOURI

Jewelry Manufacturing

and Repairing

DON'T FORGET A. N. R. J. CONVENTION

KANSAS CITY, AUGUST, 1912

RAPID GRAVER AND TOOL
SHARPENER

No. K 3
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No directions need-
ed. 
sharpener

Cu b lonwussheows 
II

Fits T Rest
of Any Lathe
Used in Connection with
Oil, Emery or Carbor-
undum Stones. State
make of Lathe when
Ordering. Price for
Sharpener only, as cut
above.

$1.00 less
6 per cent

CORRECT
ANGLES,
TRUE
SIDES

ON

Graver
Screw-
drivers
Drills, Etc.

FOR SALE BY ALL JOBBERS OR

Edwards-Ludwig-Fuller Jewelry Co.,
Formerly EDWARDS & SLOANE JEWELRY COMPANY

KANSAS CITY, MISSOURI
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KANSAS CITY

A Marked Improvement in Business now Notice-

able—Elaborate Preparation for the Annual

Convention of the National Association—Pro-

gram of Entertainment Already Complete

Kansas City, Mo., June 20.—General business
conditions have experienced a decided improve-
ment in this section within the past thirty days.
Jewelers have enjoyed their full share of this
improvement. Collections are better and orders
seem to indicate a sound and healthy basis for
demand. The cause for this revival of trade is
found in the excellent crop prospects of this
section. Weather conditions have been almost
ideal and wheat, corn and cotton, the great
southwestern staples, are in fine condition. The
outlook now is for a record-breaking crop of
both corn and wheat and as a consequence the
farmers are feeling good as prices for farm products
still keep up.

Local committees are holding frequent meetings
completing the details of the various entertainment
features of the National Retail Jewelers' Conven-
tion which will be held in Kansas City early in
August. Monday, August 5, the reception corn-
mittee will be busy making the delegates comfort-
able. The evening of that day will be devoted
to a visit to Electric Park where special enter-
tainment numbers will be given at the park vaude-
ville theater, and coupon tickets will be given the
visitors which will entitle them to enter all of the
concessions. Wednesday afternoon the lady visi-
tors will be taken for a long automobile ride over
the park and boulevard system of the city, and
in the evening the local retailers and wholesalers
will entertain the guests at the Empress theater
where a special performance will be given for them.
Thursday evening the social features will consist
of a visit to Fairmount Park where a Dutch
Luncheon will be given and the same coupon
arrangement will be made to allow the visitors
to enjoy themselves.
Mr. and Mrs. Lucius Sylvester Cady celebrated

the fiftieth anniversary of their marriage June 12.
Their daughter, Mrs. San N. Daniels, and Mr.
Daniels celebrated their twenty-fifth anniversary
the same day. Mr. Daniels is connected with the
Cady & Olmstead Jewelry Co., of which Mr. Cady
has been president for many years. Mr. and Mrs.
Cady were married in Crestline, Ohio. Mrs.
Cady's maiden name being Anna Lee. They came
to Kansas City in 1870. The announcement cards
of the anniversaries bore the dates of 1862-1912
at the top, with 1887-1912 at the bottom. There
was no formal observance of the event.
Mrs. S. E. Woodstock, wife of the late president

of the Woodstock-Hoefer Watch and Jewelry
Company, with her sister, Mrs. Hortense Pendle-
ton, of Kansas City, left June 16 for a two months'
stay in California.
Sam Bloom, of the Meyer Jewelry Company,

with his wife and family have gone to Cincinnati
to visit Mr. Bloom's mother.
Harry W. Porter, of the Porter & Wiser Jewelry

Co., spent several days at Columbia, Mo., last
month attending the Missouri State University
commencement exercises.
Edward A. Fluhrer, credit man of the Edwards-

Ludwig-Fuller Jewelry Company, with Mrs.
Fluhrer, has gone to Chicago and Dayton, Ohio,
on a vacation trip.

Miss Mary Alderson, formerly of Chicago, is
now a new office employe of D. B. Ward & Co.
Miss Gertrude Brosius, of the Woodstock-

Hoefer Watch and Jewelry Company, is spending
her vacation at Colorado Springs and other moun-
tain resorts.

George Hale, of the Meyer Jewelry Company,
is in San Francisco on his vacation.
The employes of the Edwards-Ludwig-Fuller

Jewelry Company are working on the annual
catalogue which will be out early in 1913.
E. S. Venture and J. Schwartzholzer are new

employes of the Porter & Wiser Jewelry Co.
H. N. Kelly, formerly with the Woodstock-

Hoefer Watch and Jewelry Company, who has
been in Colorado on account of poor health, has
returned to Kansas City with his health restored.

Fred Dobler, engraver for the Meyer Jewelry
Company, is making an eastern trip via the
Great Lakes.

Joseph E. Tucker is a new employe of the Wood-
stock-Hoefer Watch and Jewelry Company.

Mrs. A. L. Orr, a former employe of the Edwards-
Ludwig-Fuller Jewelry Company, is again with
the firm after an absence of a year and a half.

Albert Klein, in the material department of the
Edwards-Ludwig-Fuller Jewelry Company, has
returned from St. Louis where he went to attend
the marriage of his sister, June 8.

Henry Norton, of the C. B. Norton Jewelry
Company, will leave soon for a three weeks'
vacation in Colorado.
T. R. Hassig, of the Hassig Jewelry Company,

has returned from a fishing trip in the Ozarks.
E. G. Marcotte, traveler for the Woodstock-

Hoefer Watch and Jewelry Company, is on his
vacation.
P. J. Murry, who has been with the Woodstock-

Hoefer Watch and Jewelry Company as city sales-
man, has resigned to engage in the real estate
business.

Miss Florence Blunt, with D. B. Ward & Co.,
has returned from a month's stay in the Ozark
mountains.
George F. Taylor, traveler for the Woodstock-

Hoefer Watch and Jewelry Company, is on his
vacation.
Frank Bangs, Kansas and Oklahoma traveler

of the Edwards-Ludwig-Fuller Jewelry Company,
is spending his vacation selling real estate.

Miss Leona Senninger is a new employe in the
credit department of the Edwards-Ludwig-Fuller
Jewelry Company.
R. G. Colvin, of the Woodstock-Hoefer Watch

and Jewelry Company, has returned from a vaca-
tion spent in Breckenridge, Mo.
Andrew Smiley, in the jewelry department of

the Edwards-Ludwig-Fuller Jewelry Company, is
spending his vacation in Bonner Springs, Kans.
The following students enrolled last month at

the Kansas City Watch-making and Engraving
School: Chester Young, Lake Charles, La;
Wade Carr, Cushing, Okla.; G. U. Gibson,
Kansas City, Kans.; J. E. Elliott, Brunswick,
Mo.; E. M. Hicks, Cowgill, Mo.; Spotts McCor-
mick, Armstrong, Mo.; J. B. Campbell, Spring-
field, Oregon.

Joseph M. Jones, trustee of the Alex. Segelbohm
stores which failed in Kansas City a short time ago,
brought suit in the United States district court
against Leon H. Jordan, charging him with being
a preferred creditor. He alleged that Segelbohm
paid Jordan $2,500 in money and about $500 in
jewelry a few days before the failure, in payment
of a note said to be some time past due. The court
decided in favor of the trustee and instructed
Jordan to pay into the court $3,000 to be prorated
among the creditors.

Mrs. Levi Rosenthal, wife of the president of
the Rosenthal Mercantile Company, Chanute,
Kans., died at her home in that city, Sunday even-
ing, May 26. Her daughter, Mrs. Louis Meyer,
wife of the president of the Meyer Jewelry Com-
pany, Kansas City, was with her at the time of
her death. On Tuesday, May 28, the day of the
funeral, the Meyer Jewelry Company was closed.
Mr. and Mrs. Meyer accompanied the body to
the former home in Lincoln, Ill.
The Klein Jewelry Company will move into a

new room in the Waldheim Building, 1029 Main
street, about July 1. The room is being fitted up
with handsome new fixtures.
S. H. Fuhrman, of Fuhrman Brothers, accom-

panied by his family, is making a three months'
trip through the west.

George H. Edwards, president of the Edwards-
Ludwig-Fuller Jewelry Company is on a trip to
St. Louis, Chicago, Cincinnati and eastern cities.
The following called at the wholesale houses

last month: Walter Sperling, Seneca, Kans.;
W. L. Morna, Herington, Kans.; W. H. Meyer,
Lawson, Mo.; W. W. Whiteside, Liberty, Mo.;
W. A. McReynolds, Bolivar, Mo.; A. Rosenfield,
Leavenworth, Kans.; Claud Wheeler, Columbia,
Mo.; L. Hoffman, Leavenworth, Kans.; M. A.
Lewis, Bonner Springs, Kans.; S. J. Huey, Excel-
sior Springs, Mo.; W. F. Kirkpatrick, St. Joseph,
Mo.; B. G. Gustafson, the "Busy Jeweler,"
Lawrence, Kans.; A. E. Warren, Douglas, Ariz.;
S. Z. Rogers, LaCygne, Kans.; Ray Emery, of
Burnham & Emery, Springfield, Mo.; W. H.
Watkins, Breckenridge, Mo.; F. R. Collumber,
Eldon, Mo.; H. P. Hall, Carthage, Mo.; T. S.
Lidstone, Dearborn, Mo.
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MINNEAPOLIS AND ST. PAUL

Northwest has Coolest Season in Years—The Busi-
ness Outlook now Much Brighter—Agricultural
Prospects Most Encouraging.

St. Paul, Minn., June 21.—So far this has been
the coolest summer that the northwest has experi-
enced for several years. People still have heat in
their houses, and men and women are seen in the
streets with overcoats and heavy clothing on the
same as in the spring of the year. Reports from
all sections indicate large crops. The growth of
corn is affected more, by the cold, than anything
else, but it is said to be better than the average.

The traveling men are very much encouraged
with the present outlook for the year's business,
and smiles are beginning to cover the faces of many
who were looking as though they had seen the
last raindrop that would ever fall on a farm in
their territory, say nothing of the sunshine. "It
may be that they are afraid if they don't get the
frown off their faces that it will freeze that way,"
and anybody who happens to be in this section
at present will see the wisdom in such action.
C. L. Burnett, jeweler of Brainerd, Minn., was

one of the out-of-town retail jewelers seen in the
Twin Cities, during the last two weeks buying
goods.
A. Beatty, watchmaker for E. A. Brown & Co.,

St. Paul, has been spending several days' vacation
at home, and the nearby lakes.
Mr. and Mrs. Charles Beard, of Sischo & Beard,

St. Paul, have gone east to spend about three
weeks. They went from St. Paul to Duluth, and
from there they will go via the Great Lakes to
Buffalo, New York, Pittsburg and Cincinnati,
and from there to Muncie, Ind., where they will
spend several days visiting friends and relatives,
after which they will go to Chicago, and from there
back to St. Paul.
Frank Stewart, of Carver, Minn., was in the

Twin Cities recently buying goods and looking
after other business interests.
Peder Gaalaas, of Stillwater, Minn., recently met

with a very severe accident. Mr. Gaalaas was
standing talking with a customer, and forgetting
about a trap-door that led to the basement being
open, he stepped backward into the opening, and
fell, receiving very painful injuries about the head
and shoulders.

William Herman, retail jeweler, of St. Paul, is
spending a two weeks' vacation with some other
young men of St. Paul, fishing at Waterville,
Minn. They made the trip on their motorcycles.
N. S. Nelson, of Aitkin, Minn., is in St. Paul

with his daughter, who is in one of the local hospi-
tals where she underwent an operation.
F. W. Seaman, of Hastings, Minn., was in the

Twin Cities during the past two weeks looking
after business interests.
Judson Beard, of Beard Brothers, St. Paul, says

the "crops are great," and that there will be good
business this fall if that is what the people need
to help them buy.
L. Howatt, of Superior, Wis., recently spent

several days visiting friends and relatives at
Wabasha, Minn.
Thomas Van Dolah, of Pine City, Minn., was

one of the out-of-town retailers seen in the Twin
Cities during the past two weeks.
The H. E. Murdock Jewelry Company, is re-

moving from Third street and First avenue, North
Minneapolis, to new and larger quarters at Tenth
street and Nicollet avenue.
The retail store of Couplin & Fink, 194 East

Seventh street, St. Paul, was damaged by fire with
a loss of $500, which was covered by insurance.
The Eustis Brothers' Company, 5 South 7th

street, Minneapolis, is conducting an auction sale
of stock, the company's lease having expired.

Allen Zolowsky, of Armour, South Dakota, is
taking a course in watchmaking and engraving, in
St. Paul.

Walter Benson, of Benson Brothers, retail jew-
elers, 420 Central avenue, Minneapolis, is missing
and has been for several weeks, his friends think
some accident must have befallen him.

Paul A. Rubie, who for the past year has been
employed as jeweler for S. J. Nygren, Duluth,
Minn., has resigned his position, and will open a
shop in the East End, Duluth, Minn.
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Which Are You Lighting
The Goods or the Sidewalk?
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11 EVER notice at the theatre how perfectly the stage is lighted? How the

It the lights were not concealed the audience would be blinded by their glare and couldn't see the characters distinctly. It should
" be the same with your show windows and cases for they are the stage on which you display your goods. And if you want to gain an

.! 
"audience", the light must be focused on the goods by means of an efficient reflector system. Such results can only be obtained with

foot or spot lights is visible and yet the effect is perfect.

J-M Linoliie_Reflector Type "F" for Show Windows

light is all focused on the actors or the scenery? Not one of the

FRINK REFLECTORS
And J-M Linolite Lamps

THESE reflectors are the result of over half a century of successful experience devoted to the solving of lighting problems. They are
made in so many different styles that there is one best suited to your show windows and cases.

Our Illuminating Engineering Department have acquired their varied and extensive experience through successfully overcoming the
lighting difficulties encountered by thousands of merchants all over the country.

Why not take advantage of this opportunity and get in touch with us? There is no obligation, and we can save you considerable
money by improving your present lighting system or assisting you in the designing of a new one.

Write our Illuminating Engineering Department at nearest Branch

H. W. JOHNS-MANVILLE CO
Sole Selling Agents for Frink Products

Manufacturers of Asbestos ro 5. Asbestos Roofings, Packings,
and Magnesia Products 'Ar a,:-.1...rol. . k Electrical Supplies, Etc.

N Albany Baltimore Buffalo
Chicago 

Cleveland Detroit Kansas City Milwaukee New Orleans Omaha Pittsburgh

0  

Cincinnati Boston 
Louisville 

Dallas Indianapolis Los Angeles Minneapolis New York Philadelphia San Francisco
For Canada:—THE CANADIAN H. W. JOHNS-MANVILLE CO., LIMITEDToronto, Ont. Montreal, Que. Winnipeg, Man. Vancouver, B. C. 1685

UMMUMUUUMUUMMUUMUMMUMMUMUUKUUMODIUMUMUMMUMUUMMUMUUMXICHMUUMMUUSOCUUKUUURUHUUMMUUKUUKUUMUKUICOM

•

Seattle
St. Louis
Syracuse

The Phenomenal Sale of this
Case Proves its Usefulness

Jewelers with a keen eye in every case relating to their business saw at once
the beauty, utility and cheapness of our IDEAL" CASE.

It is made of solid oak, or other wood desired, highly polished, beveled plate-
glass top, double strength glass front, ends and doors, has two highly polished
shelves of same wood as case, supported by Tom's adjustable brackets, metal
legs six inches high, and doors run on steel tracks.

DIMENSIONS :—Length as ordered, 28 inches wide, 43 inches high, upper
shelf 12 inches wide, lower shelf 16 inches.

The construction of this case is first class. It has a nicely molded top,
ornamented with egg and dart.

A BEAUTIFUL CASE

Made and sold by

tleemai

loseamumolaim.

Wall Cases. Solid Oak. 8 feel long, 8 feet 4 inches high, 1 foot 4 inche8 deep
Inside, Doors slide up, f■stened to Morton's steel chains and weights. Inside of ease and
shelves lined with black felt. Made to ship in the knock down.

Net price, $58.00. Worth $70.00

Union Show Case Co. 
Salesroom, Office and Factory

•
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SAN FRANCISCO

Host of Visitors Attend Opening of Olympic Athletic Club—Watch Company 
Devises

Pretty Souvenir of B. P. 0. Elks' Reunion—Fire in Los Angeles Jewelry Store—

Salesman Charged with Embezzlement

San Francisco, June 19.—The chief civic and

social function in San Francisco in June, was the

opening of the new Olympic Athletic Club. During

the visiting hours of Wednesday and Thursday,

the 12 and 13, at least 20,000 people were shown

through this high class, richly appointed club
house. The building itself represents an outlay
of $435,000. The chief attraction to the members
of this club is the up-to-the-minute bathing
appurtenances, chief of which is a salt water tank
with twice-filtered water. The tank ranges from
33/ to 9 feet in depth and is 100 feet in length.

Milton Haeney, of Haeney & Pool, the retail
jewelers of Marysville. Cal., is back east visiting
his relatives in Iowa.
F. E. Ewert, who has been located in Wood-

lands, Cal., for a number of years has just signed
a lease for a new store which is located on the
main street in the center of his town.
H. H. Weindeck, the Red Bluff, Cal., retail

jeweler, has returned from Los Angeles, where he
attended the annual session of the California State
Association of Optometrists. Mr. Weindeck is
also a member of the Board of Examiners appointed
by the Governor of California.
A. J. Prouty and wife, of Napa, Cal., have just

returned from an auto trip spent in the mountains
in and around St. Helena, Cal.

A Dainty B. P. 0. Elks' Souvenir

The Elgin National Watch Company have
prepared a very timely souvenir that is to be
handed out to all visiting retail jewelers who
attend the grand lodge reunion B. P. 0. Elks
which is to be held in Portland, Oregon, from July
8 to 13. The little memento is an naught size
dial with the second dial removed and through the
aperture a white satin ribbon is introduced on
which is printed in purple, white and purple
being the colors of the Elks, the following: "For
correct time—An Elgin—For a good time—
San Francisco World's fair, 1915."
Brock & Co.'s retail jewelry establishment of

Los Angeles has had a fire loss which was fully
covered by insurance amounting to $10,000.
The blaze started after midnight and was confined
to the basement of their establishment where the
jewel cases, stationery, and otherwise merchandise
were stored. The fire was discovered by this firm's
night watchman and the flames were confined
wholly to the basement. The local firemen wear-
ing oxygen helmets had the fire well under control
inside of half an hour after its discovery.
Ben Bode, one of the sales force of Alphonse

Judis Company, is planning to spend a two weeks'
vacation in and around Lake Tahoe. Ben and the
rest of his party expect to ride the whole distance
from San Francisco and back on motorcycles.

Clarke Spence, of the Edson Adams Company, is
the prime mover in connection with the excursion
of the Alameda Co. Elks who contemplate
making the pilgrimage to Portland for the Grand
Lodge Reunion which is to be held early in July.

Salesman Charged with Embezzlement

Frank Valencia, who up until about a week ago
was employed here as a salesman for the Brilliant
Jewelry Company of Oakland, was arrested in
San Jose on a warrant sworn out by his former
employers, charging him with felonious embezzle-
ment. Valencia was returned here by Detective
Fred Bierman and Special Officer W. G. King,
and is detained at the city prison pending a hearing
of his case in the police court. Valencia dis-
appeared a short time ago and according to the
police, with him disappeared jewelry valued
at $800, the property of his employers. Valencia
was finally traced to San Jose.
E. Renfrew, who was formerly in the retail

jewelry business in Pasadena, Cal., has opened a
very attractive new store in Lordsburg, Cal.
The old established business of W. F. Wilson,

100 Pier avenue, Ocean Park, Cal., is going under
extensive repairs and alterations and the business

hereafter will be under the able management of its
owners, Gleen & Co.
The Breiling Jewelry Co., who have been occupy-

ing since the fire the entire four story building on
the southwest corner of Sutter and Grant avenues,
are going out of business. This building was
erected for their predecessors, Hammersmith &
Son, and has not been a successful jewelry store
corner.
Edward Radke, retail jeweler of Marysville,

Cal., is back at his place of business after being
away for a month on a honeymoon trip.

Charles Isaacs, of the Baldwin Jewelry Corn-
pany, San Francisco, was the recipient of a token
of esteem from the employes in his establishment
just before leaving San Francisco on Wednesday
the 19 of June. It is Mr. Isaacs intention to sail
from New York on the White Star Line steamship,
"Adriatic," which clears from the port on June 27.
He will combine business with pleasure while
abroad and will call on his many relatives in
England.
Woerner Loercher, who has been associated with

one of the tradespeople at 86 Post street for the
last two years, has opened up a new attractive
retail jewelry store on Broadway between Grant
avenue and Stockton, San Francisco.
A. W. H. Hellberg, who is in the retail jeweler

business in Gardnerville, Nevada, made a purchas-
ing trip to San Francisco and while here bought
himself a high class automobile which he drove
from here to his home town.
0. A. Paulson, the retail jeweler of Richmond,

Cal., was also among the out-of-town buyers in
San Francisco a few days ago.
With only relatives and intimate friends in

attendance, Miss Anita E. Beyfuss, one of Mill
Valley's prettiest and most popular belles, was
married on June 12 to Arthur S. Cunningham, a
jeweler of San Francisco. The ceremony took
place at the home of the bride and was performed
by Rev. H. Howitt, pastor of the local Episcopal
Church. Miss Beyfuss is a daughter of one of
Marin county's pioneers, and for several years
has been active in the younger social set of both
San Francisco and Marin. Her brothers, Oscar
and Alexander Beyfuss, also are well-known on
both sides of the bay. Immediately after the
wedding the couple left for a honeymoon trip
through Washington and Oregon. Upon their return
they will make their home in San Francisco, but
will maintain a summer residence in Mill Valley.
C. A. Dreiss, the retail jeweler of Chico, Cal.,

passed through San Francisco a few days ago
en route for home after having spent a pleasant
vacation in southern California.
L. C. Koberg, our retail jewelry friend of Healds-

burg, Cal., was among the out-of-town tradesmen
in this market a few days ago.

J. C. Niner, the retail jeweler of Pleasanton,
Cal., made his semi-annual purchasing trip to
San Francisco last week.
R. E. Lomax, the south Spring street, Los

Angeles, retail jeweler, has opened another new
store in Porterville, Cal. Mr. Lomax is the local
inspector on the Southern Pacific Railroad Time
Inspection.

Hill H. Goldwater, who has been located in San
Francisco since 1882, is about to open a very
new attractive retail jewelry store at 15 Third
street, San Francisco. The fixtures which are
of San Domingo mahogany are fine examples of
the woodworkers' art. This, in conjunction with
high class French plate glass, gives the store a
very attractive appearance.
L. A. La Grande was among the out-of-town

tradesmen buying in this market for his retail
jewelry store in Williams, Cal.
W. H. Mitchell, the pioneer retail jeweler of

King City, Cal., spent a very pleasant week's
vacation in San Francisco and returned home very
greatly benefited by our cooling ocean breezes.
E. Erb, who was formerly the head watchmaker

for George L. Bannister, the South Spring street
retailer, has accepted a position in a like capacity

for George F. Blakeslee, whose retail establish-
ment is also located on the same street in Los
Angeles.
A. J. Dutton who was formerly in the retail

jewelry business in Downey, Cal., has bought out
the old established retail jeweler Mr. Mitchell in
Fullerton, Cal., and will reopen this establishment
after it has been entirely remodeled and refur-
nished.
G. G. Daunt, the enterprising retail jeweler of

Petaluma, Cal., was seen buying seasonable novel-
ties in the local wholesale markets a few days ago.

Joseph Schwartz, the president of Joseph
Schwartz, Ltd., of Honolulu, expects to clear
from the port of San Francisco on July 3, sailing
the steamship " Wilhemina." This jobber of
jewelry expects to return to San Francisco in about
thirty days, as he is leaving his family here during
his trip to the Islands.
The Nordman Brothers Company, wholesale

jewelers of San Francisco, have taken added floor
space for a surplus stock room. They have signed
a long lease for one quarter of the fifth floor of the
Jewelers' Building.
E. Weed, who is associated with Mrs. J. H.

Hoover, the retail jeweler of Willows, Cal., while
here on a buying trip purchased some wedding
novelties for the usual brides' season.

Cost System for Plating Department

No cost system has ever been evolved for a
plating department says a writer in The Metal.
The method to pursue to obtain the approximate
cost would be the same as in any other line.
The plant would have a fixed value, allow interest
and depreciation on such a value—interest at
6 per cent and depreciation 10 per cent. Keep
exact cost of material used, for several months;
exact time spent on all orders going through
the plating department, starting from the acid
dipping to polishing department, to plating to
lacquering or coloring. Then add to the cost of
labor the cost of material, such as anodes,
chemicals, lacquers, etc. The cost of labor
and material should be doubled, that is if an article
costs five cents for finishing it should be figured
as ten cents. Add 25 per cent for interest, profits
and depreciation to the cost of labor and material.
Some concerns figure as low as 75 to 100 per cent
in addition to the cost of labor and material;
others in proportion to their non-producers figure
from 100 to 150 per cent.

The Production of Moving-picture
Films

The first cinematograph pictures were displayed
in 1895 by the brothers Lumiere. At the present
time the daily consumption of cinematograph
films is figured at 985,000 feet, giving an annual
consumption of 300,000,000 feet. If we figure the
purchasing price of one foot of the film at about
3.8 cents, we find that the annual amount expended
for these films is $11,500,000. Films on the market
ready for use cost about 7.6 cents per foot. The
original films are made principally in the United
States, France, and Germany.

He Knew His Poker

A local shoe store has been conducting a bargain
sale in men's shoes. In each pair displayed in the
window are three new one dollar bills and the
sign reads: "Three of a kind take one pair."
The $3 shoes have been going rapidly. Re-

cently, however, a big young man entered the store
and asked: "Do you sell these shoes according to
poker rules, as advertised?"
"Yes, sir," answered the clerk, who had played

a bit himself.
"Good. I wear a No. 9. Wrap me up two

pair of them."
He received the shoes and handed over $3.
"Excuse me," said the clerk. "These shoes

come to $6. You took two pair."
"That's all right," said the young man, "but

three of a kind beat two pair."
"I know that," responded the clerk promptly,

"but three of a kind don't beat four nines." The
customer paid.—Cleveland Plain Dealer.
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OSMERS, DOUGHERTY COMPANY
SEED
PEARL
BROOCHES
PENDANTS
NECKLACES
COLLARS
ROPES
EARRINGS
BAYADERES
SAUTOIRS

Send for our
CIRCULAR

MANUFACTURING JEWELERS

291-293 SEVENTH AVENUE, NEW YORK
Between 26th and 27th Streets Phone 913 Madison

PLATINUM
COLLARS
PEARL MESH

WORK
SCARF PINS
PENDANTS
EARRINGS
MOUNTING

also to Order

Order and repairwork
of all kinds executed
by skilled workmen.

JR), tviA's  
If •

Whenever you think of

Store Fixtures
Think of this—

INJ
HOFMAN

And remember that "Hofman Quality"
stands for "Highest Service" at the lowest
prices at which such goods can consistently
be made and sold.

Write for our catalogue or our representative

John Hofman Co.
44 Leighton St., Rochester, N. Y.
New York Office, 806-807, 1 West 34th St., New York

1101 MAN  

Established 22 Years "Rees School. founded
on merit"

for Watchmakers, Engravers
and Jewelers

is the highest grade institution of its kind

THE REES SCHOOL IS THE OLDEST

The Rees School is strictly the best. You cannot afford not to attend The Rees
School. In this school each student is taken as a private student. Instruction isgiven entirely by the president of the school personally. Each student is taught
scientifically, practically, personally, and with the most modern methods, by a
system fully protected by copyrighted charts, and used only by this school.

Business is what you are after, and business is secured by confidence ; con-
fidence is obtained by demonstrating your ability. Then get the

business by becoming a fine workman. IT PAYS. Our method and equipment
enable us to teach you to do better work quicker and easier. Write for our new
catalogue. It's free, and a thing of art.

We have the finest equipped school in the world, and we
want to tell you all about it, so write for our catalogue.
ASK FOR A CATALOGUE OF THE SPECIAL TOOLS USED IN

THE REES SCHOOL
Rochester minlia New York
FRED H. REES, President Rev. M. S. REES, D. D., Vice-President

BIRD LE G. REES, C. E., Secretary

C. L. GUINAND'S PLAIN TIMERS
Split Horsetimers and Split Chronographs
For Horsemen, Automobilists and Scientific Purposes

Acknowledged in Europe and America as the most accurate
and reliable make on the market. Neat and up-to-date in
every way. Send for illustrated booklet of all kinds of
Complicated Watches and place your order early, as these
goods have been short every season for past five years.

Jules Racine & Co., Exclusive Importers
CHICAGO : 103 State Street NEW YORK : 37 Maiden Lane
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Modern Merchandising

Up-to-date Methods with Special Reference to the Jewelry Business—The Kind

of Convention That Would Attract the Trade—Analysis of Result-Bringing

Advertising and Window Trimming
Address before Annual Convention North Dakota Retail Jewelers' Association by C. R. Seeley, Superintendent of Sales,

South Bend Watch Company, South Bend, Ind.

Lord Macaulay, the great English historian,
who could see further into the future than any
man of his day, said, nearly a hundred years ago
we Americans should not boast of the excellency
of our institutions, because we would never
know whether they were good or not until all our
free land had been taken up. Today all our free
land is taken up, and Lord Macaulay's seemingly
inspired prophecy is being more than proven true.
We are facing the necessity of a change, not only
in political, but business methods as well. The
old prodigal methods must give way to newer and
more scientific methods.
This year I have visited all the salesmen of the

South Bend Watch Company in the United States,
covering nearly 20,000 miles in all. On these trips
I have attended bankers' conventions; hardware
dealers' conventions; jewelers' conventions and
advertising men's conventions. All of them seem
to have come to the conclusion that none of them
knew anything about their own business, and all
were busy trying to adapt themselves to the
changed order of things.
I went to one of the greatest advertising men

in the world a short time ago and told him that I
thought advertising, which in its broader sense,
means the turning of men to you, was the best
science for a young man to study, and I wanted
to know all about it. "Young man" he said,
" I have just discovered that I know nothing about
advertising. It is a greater science than law or
medicine. Before a book on it can be published,
the book is out of date, the science progresses so
rapidly. The only way to learn advertising is to
mingle with advertising men and study their
methods and works.'

Maurice Maeterlinck, in one of his late works,
tells us that a bee, taken four miles from its hive,
and without the inspiration of its fellow workers,
loses its sense of direction and forgets how to
make honey.
What applies to the bee, applies also to the

modern business man. We must mingle with one
another and study one another's methods. We
must realize that we are co-workers in the same
hive, and that which redounds to the good of one,
redounds to the good of all of us, whether we be
manufacturer, wholesaler or dealer. You men all
realize this. That is the reason you are at this
convention.

The Ideal Convention

Though theoretically all you men are in favor of
conventions, yet today you are confronted with
the difficulty of securing a representative attend-
ance, and the most optimistic of you sometimes
find yourselves face to face with the question, are
conventions beneficial? The reason is that many
jewelers have found that they did not receive ideas
enough at these conventions to pay for their time
and expense. If you would decide beforehand
the subjects in which you were most vitally inter-
ested; if you would choose successful, aggressive
men, who were specialists in these particular lines,
and therefore capable of bringing you new ideas;
if six or eight or ten of these men would make
ten-minute speeches every day of the convention,
and if you would not only listen and applaud, but
take down their ideas in note books and reject that
which you decided after due deliberation at home
was not good, and master that which you knew
would benefit,—you would take home a hundred
times what you now do, and men would regard
these conventions, not only as promoting good-
fellowship, but also as wonderful opportunities
for gaining knowledge. All jewelers would be
members of the association, and all manufacturers
and jobbers would consider it a privilege to attend
these conventions.

Before we began a scientific study of our busi-
ness, and as Li Hung Chang said about the bicycle
—found out what made the darned thing go—we
used to damn the mail order house. Now the wise

merchant in the jewelry business does not waste
any time damning the mail order house. A careful
analysis has convinced him that he has every
advantage over the mail order house but one,
that of advertising. The jeweler can show the
goods, he has a local reputation, he can deliver
immediately, and can add his personal guarantee
to the manufacturer's guarantee. Whenever the
local jeweler can advertise as well or better than
the mail order houses, the local jeweler gets the
business.

Make the Salesman Show You

Your advertising man will tell you as the first
basic truth, that he can show the best results
from his advertising if you will give him nationally
advertised fixed-price goods to market. You must
cease to buy on sentiment. Many buyers in the
jewelry world today analyze every proposition
that is brought to them in accordance with this
law—"Every nationally advertised article of
merit must be correct as to three things to be
ultimately successful—advertising, ethics and
economics." By this I mean, the next time a sales-
man comes to you, make him show you that his
line is advertised; that the advertising has pulling
power, and that he will help you to sell the goods
by giving you co-operative advertising helps that
will add to the national reputation of his goods the
full force of your local prestige, that the fixed
price allows you neither too great nor too little
profit, and that he sells no one except the retail
jeweler.
He may tell you that his house does not intend

to sell others. Hell is paved with good intentions.
Make him show you results. And last, but not
least, make him demonstrate to you that by
scientific methods of organization and ample
capitalization, his factory is capable of producing
that article at the lowest possible cost. The old-
style retailer regarded fixed prices as one of his
pet ambitions, but the modern retailer knows that
the manufacturer has made the fixed price as neatly
correct as human ingeniuty can make it. For if
a manufacturer puts a fixed price on an article
that leaves the dealer too little profit, the dealer
refuses to handle the goods. If he allows the dealer
too large a profit, he welcomes ruinous competition
into his field.

If every jeweler in America sold goods at a
correct fixed price, the popular impression that
jewelers make at least 200 per cent profit, would
not last a year.

The Lesson of the Show Window

Speaking of definite propositions. I often walk
past stores and by looking into the windows
imagine that I get a glimpse of the proprietor,
just as though I were looking into his eyes, for
your windows are the eyes of your store. Your
windows should be your best salesmen. Most of
your windows say, this is a jewelry store. A few
of your windows say, this is a dirty jewelry store.
One out of a thousand of your windows say, here
is something you ought to have today, here is the
whole story about it. Don't you want it? Won't
you come in and buy it? The man who dressed
that window, through the window alone, can sell
more goods than two or three ordinary clerks.
At the risk of being subject to considerable

criticism, I am going to tell you the laws which
in my estimation govern window displays. The
first is harmony,—harmony of arrangement,
harmony of color, and harmony of contents. The
next is light,—your windows should give out light.
If you have diamonds in your windows, a black
background will give this effect. If you have dark
mahogany clocks in your windows, a white back-
ground will give the desired effect. The third law
is motion. These three laws you men all know.
The fourth, and the most important law, a law
that applies to all business, you hopelessly neglect,
the law of definite appeal.

Let me illustrate. The haberdashers are prob-
ably the best window display artists in America.
At any season of the year about three fabrics will
tipify as to color and material every suit worn
by the correctly dressed man. The haberdasher
puts these suits into his windows. He dressed
up the figures with shirts and ties that will har-
monize with these fabrics, with the latest style
color, with handkerchiefs and hose to match. You
walk by that window, and although you may have
plenty of shirts and ties, etc., you say to yourself,
there is an outfit that would look better with my
suit than anything I have. The articles being
nationally advertised are known to you; you
know their quality, and that the price quoted is
correct. The minute you enter the store the sale
is made. You don't quibble about the price,
because you want the goods, and the salesman
waits on you four times as fast as he could have
done ten years ago. That is modern merchan-
dising.
In that little haberdasher story is effectively

portrayed the need of co-operation between the
manufacturer and the dealer. The manufacturer
of yesterday sold his goods to the jobber and never
knew what became of them. Then, as competition
forced, he made a weak effort to help the jobber
sell you, but the manufacturer of today considers
himself a partner with you. He goes direct to the
consumer with his advertising, makes the consumer
want his line, and tells the consumer you will sell
him these goods at the right price.

How the Manufacturer Assists

In theory this method should double and treble
your business. To date it has not generally done
so, and the fault is not his, but yours. The manu-
facturer of today says to you, co-operate with me.
Not knowing about advertising, you put the win-
dow display fixture he gives you into your window
for a week, or you run a newspaper advertisement
for a week, or you write a few customers one trade-
getting letter. When the people do not come in
the next day to buy you out you pronounce
advertising a failure. Advertising is not a failure.
Your methods have failed, that is all.
Here is the greatest truth about advertising.

Advertising is nearly fool-proof. No persistent
national campaign of advertising on an article
of merit has ever failed in the United States.
Money spent in persistent advertising is a safer
investment than the purchase of bank stock.
Spasmodic advertising is waste. If every one of
you men would buy goods only from manufacturers
who employ the highest priced experts, and
would run their co-operative campaigns in full
instead of in part, persistently and intelligently
for these straight years you would double your
business.
We have discussed the co-operation of the manu-

facturer and dealer, we have discussed advertising,
window display and fixed prices, but all these
methods and theories, and all the money that is
spent to carry them out, avail nothing unless you,
yourselves, are men capable of receiving and adding
to that which is offered.
There is nothing the matter with the jewelry

business. It is one of the finest businesses in the
world. The American people are anxious to buy
what we have to sell if we only make them realize
what we have to offer. It is true that we sell
mainly luxuries, but to a prosperous people, attrac-
tive luxuries become necessities. One young
man down at LaSalle, Ill., by advertising the
product of his own company has in three years
more than doubled the sale of alarm clocks in
America, and if every manufacturer and every
dealer intelligently and persistently advertised
watches for three straight years, they would
double and treble the sale of watches. It is esti-
mated that only one man out of five has a good
watch. How many of you have taught your people
that the 18-size watch is out of style, that no
watch made ten years ago is as good as the best
made today? In all the lines of your business
you have not scratched the surface of your business
opportunities, and if that is true today, it will be
more than true tomorrow, for your opportunities
are increasing with wondrous rapidity.
Tomorrow it will be more difficult to enter the

jewelry business. Then a man knowing a little
about jewelry and the principles of advertising
and selling, will have little hope of existing in
business a year.
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ALEXANDER H. REVELL & CO.
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_

NO. 600. WALL CASE

A SPECIALTY

No. 600. Wall Case. Carried
in stock. Lengths: 6-ft., 8-ft.
and 10-ft. Mirror Recess,
3-ft. long. Birch, Mahogany
Finish, Oak, Golden Finish.
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Artistic Hand-Made Banquet Rings
SILVER, WITH GOLD ORNAMENTATION

REAL STONES OF ALL KINDS

IKKO MATSUMOTO, Manufacturing Jeweler
Room 316 American Central Life Building, INDIANAPOLIS, IND.
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OLD PLATED WARE, BRONZE FIGURES, STERLING SILVER, ETC.,
REPAIRED AND REPLATED TO LOOK EQUAL TO NEW

GOLD PLATING, SILVER PLATING, OXIDIZING,
POLISHING, LACQUERING

Before Repairing
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BRUSHES, CELLULOID COMBS,
CUTICLE KNIVES, BUTTON
HOOKS, NAIL POLISHERS ETC.,
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Artistic Badges for Presidential Conventions—Death of William J. Eisele, a Veteran

Jeweler—Well-known Firm to Move from Madison, Ind., to Pacific Coast—Local

Jewelers Attend South Bend Convention

Indianapolis, Ind., June 20.—H. S. King, man-
ager of the Indiana branch of The Whitehead &
Hoag Co., has sprung into national prominence
since landing the contracts for the official delegate
badges for both the Chicago and Baltimore con-
ventions. The orders were placed only after care-
ful consideration of sketches and samples. The
badges are of great beauty. The Lincoln head
shown in the medallion on the Republican badge
was modeled in clay by Bela Lyon Pratt, whose
designs for the new ten dollar and twenty dollar
gold pieces of the United States government, were
accepted over many others. An eagle with spread-
ing wings, tops the Lincoln medallion. On the
Democratic badge an eagle, standing on a United
States Shield, is in the center of the medallion.
The top of both badges shows the dome of the
United States Capitol, surrounded by a laurel
wreath. Every part of both designs is beautifully
made from expensive dies and colored by means of
French fired hard enamel, stoned and polished
like a piece of jewelry. These badges will be sou-
venirs of historic and intrinsic value. Mr. King
would place no estimate on the cost of the individ-
ual badges. Every delegate in the big conventions
will be supplied with a badge and every official
of the organizations will wear badges, ever more
beautiful and costly than those worn by the
delegates. The total number of badges ordered
will run well up into the thousands.

Albert G. Berg, of the jewelry firm of Berg &
Graff, on Virginia avenue, is vice-president of the
South Side Turnverein of this city. He served as
chairman of the Turnfest Committee when eleven
Turner organizations of the middle west engaged
in an athletic combat at the annual turnfest,
June 16. Mr. Berg quoted the motto of the Ger-
man gymnasts as follows; "Exercise is good for
the body; it is good for the mind, and it is good
for the soul."
H. H. Bishop and Charles W. Lauer, Sr., left

June 16 to attend the Indiana Retail Jewelers'
convention at South Bend, Ind. George S. Kern
was preparing to go when he received word of the
serious illness of his mother who resides in Terre
Haute, Ind.
Joseph E. Reagan went to Knightstown, Ind.,

June 15 to attend the funeral of his sister-in-law,
Mrs. Russell N. Edwards, and her two baby boys,
who died from gas asphyxiation in their home at
Glencoe, a suburb of Chicago, June 11. Mrs.
Edwards was the wife of Russell Edwards, a son
of W. M. Edwards, a widely known optometrist
of Knight,stown, Ind.
Ikko Matsumoto is showing two very beautiful

and elaborate pieces of jewelry that bear the
stamp of his skilled handiwork. One is a necklace,
that can also be made into two bracelets. It is
made of one $10 gold piece, five $5 gold pieces and
eleven $2 gold pieces. The coins, which are
linked together, bear different floral designs, set
with precious stones, in exquisite repousse work.
No two designs are alike, each perfect in detail
and true to nature.
The other piece is a large dog-collar set with

amethysts. In design it represents two dragons
with widespread mouths holding the center stone,
the bodies forming the rest of the collar and taper-
ing off to the clasp. This piece was made on a
special order and while rather "sporty" in size
and design is very handsome, and the work is
splendid in finish and artistic handling.
A visit to Matsumoto's shop, where all sorts

of expensive and beautiful articles of personal
adornment, are being made, would make even a
pessimist discredit the cry of "hard times" and
"high cost of living" having a depressing effect
on the jewelry trade.

William J. Eisele, for many years in the manu-
facturing and retail jewelry business in this city,
died June 11 at his home on North New Jersey
street. Death was caused by gastritis. Mr. Eisele
was born in Wittenberg, Germany, in 1846, and
came to Indianapolis when twenty-eight years
old, after a short sojourn in New York City. He

had learned the watchmakers' and jewelers' trades
in Germany, and after working for some time as a
journeyman with W. H. Craft, he went into busi-
ness for himself. Subsequently he purchased the
business that had been Mr. Craft's. Later he re-
moved to 7 North Meridian. In 1907 he sold out to
George S. Kern, on account of failing health, and
retired from the business world. Mr. Eisele is
survived by a widow, a brother and one son,
Frederick W. Eisele, who has resided in Los
Angeles, Cal., since his father's retirement from
business. The funeral services were withheld
until June 17, when the son arrived from the west.
William Eisele was highly respected by his business
associates; his integrity and upright principles
won him many customers who continued to deal
with him during all the years of his business career.
The steady and continued growth of the "Home

Study Department" of the L. R. Douglas School
of Engraving, shows that a great many jewelers
and young women are devoting some of the quiet
weeks of summer to learning an important branch
of the jewelry trade. The knowledge thus acquired
will stand them in good play when the fall and
holiday seasons call for so much engraving.
Among the most recent entries are; Harry E.
Massingill, of Galesburg, Ill.; Paul E. Riel, of
Watsaka, Ill.; J. L. Whisler of Marion, Ind.;
Otto P. Ream, of Hartford City, Ind.; Jesse W.
Perrin, of Anderson, Ind.; John A. Morse, of
Greencastle, Ind.; Ernest M. Knoz, of Payne,
Ohio; Bertha L. Bradford, of Marion, Ind.;
N. M. Myers, of Crawfordsville, Ind.; A. M.
Tomlinson, of Summitville, Ind., and Lola Seas-
hold, of Marion, Ind.

Charles B. Dyer had a fine business on com-
mencement and fraternity goods last month. Mr.
Dyer manufactures a large line of sorority emblems
and is the official jeweler for a number of college
fraternities.

Jacob H. Griesser's manufacturing shop at
115 West Washington street is in the hands of the
Fidelity Trust Company. Ever since last summer,
when he had a serious sun stroke Mr. Griesser has
been a nervous wreck. Recently he was declared
incapable of running his business and was placed
in the insane hospital for treatment. The business
and shop will probably be sold.
Herman Friedman, of the F. & M. Jewelry Co.,

started out June 16 with a full line including his
recent purchases in the eastern market. Mr.
Friedman said that he expected a good fall trade
and had purchased accordingly. Leo Markowitz,
of the same firm, is making a two months' trip
through his Texas territory.
Harry J. Johnson, the only exclusive retail

watch man in the city, reports a big increase in his
business since moving into the Hume Mansur
building. Mr. Johnson sells nothing but watches
and watch chains, and finds that he does more
business than when he carried a general line.
Howard W. White, traveling representative

for Baldwin Miller Company, met with a slight
accident at his home last Sunday. He was walking
about the house when he twisted his foot, causing
a sprain that laid him up for a week. Harry A.
Sebel, house salesman took White's trunks and
made a two weeks' trip through southern Illinois.
Mr. and Mrs. C. W. Kelley left Indianapolis

June 7 for a months visit with relatives and friends
in Providence, R. I. Mr. Kelley, with headquarters
in this city, represents the cut glass house of H. P.
Sinclaire & Co., of Corning, N. Y. He said that
he was so hungry for a real "Shore dinner" that
he could hardly wait until he got back home.
Lon R. Mauzy, on Massachusetts avenue, has

presented his wife with a beautiful new "Flanders"
electric automobile.
Roy Lavine, formerly with Clark & Gillam,

manufacturing jewelers, has gone to Norfolk, Va.,
to join his father, N. Levine, who recently removed
his jewelry and loan business from Indianapolis
to that city.
F. M. Noe and party will leave July 15 for a

trip in his big "Cadillac" touring car. The planis

to be in Cleveland August 1 in time to attend the
National Convention of the Fraternal Order of
Eagles. When the state convention was held in
this city, last month, Mr. Noe furnished a hand-
some $50 silver loving cup for a prize in the team
drill.

Joseph E. Reagan has been appointed a member
of the Civic Industrial and Membership commit-
tees of the Indianapolis Trade Association.

Forced to vacate his present quarters at 17
Virginia avenue, and failing to secure a suitable
location, Joseph T. Head is disposing of his watch
and jewelry stock at auction. The old building is
to be raised to permit enlarging the Indiana
National Bank building. Mr. Head will store his
fixtures, and until a desirable location is found will
continue his watch and repair work at his residence.
E. E. Mosiman, Bluffton, Ind., has returned from

an extended trip to the Pacific coast. For several
days before his arrival Mr. Mosiman's family
made repeated attempts to locate him. His sister
was seriously ill and died the day following his
return home.

Claud Vickery, of Casey, Ill., made a recent visit
to Indianapolis, spending several days with M. L.
Douglas, of the Douglas School of Engraving.
C. K. McCain, a well known retail jeweler of

Kokomo, Ind., has completed his arrangements for
an extended vacation. August 1, Mr. McCain will
leave for Los Angeles and the Pacific coast.
A reunion of the Rost family was held last

month at the home of H. L. Rost, at Columbus,
Ind. Louis Rost, seventy-eight years old, is the
father of two very prominent jewelers, H. L.
Rost, of Columbus; and Carl L. Rost, of
Indianapolis, and the grandfather of Carl L. Rost,
who is the junior member of the old firm of H. L.
Rost & Son, Columbus, Ind.
H. L. Switzer, of Princeton, Ind., has recently

become sole proprietor of the jewelry store
formerly conducted by Orr & Switzer, in that
town.
L. M. Beck, Fort Wayne, Ind., will soon be

settled in one of the finest jewelry 'stores in this
state. A modern front, new fixtures, fine stock
and splendid location are some of the attractive
features to be found in the Beck's new store.
Leon Beck has returned from a recent visit to the
Chicago market.
C. Q. Erixman & Co., Lafayette, Ind., are receiv-

ing many compliments on their handsome new
store. It has been added to the rapidly growing
list of retail jewelry stores that Indiana is so justly
proud of.

Will H. Todd and wife, Madison, Ind., enjoyed
a most delightful automobile trip through the
blue grass region of Kentucky, last month.

Charles A. Rigdon, a retail jeweler at Warsaw,
Ind., was recently elected treasurer of the state
Aerie of the Fraternal Order of Eagles. He was
also appointed a delegate to the Grand Aerie, to
be held at Cleveland August 1.

Jewelry Firm to Move to Pacific Coast
The Courier, of Madison, Ind., comments

as follows, upon the removal of an old and well
known retail jewelry firm: "The announcement
that the firm of Brooks & Chapman will remove
from Madison to the Pacific coast will be heard
with regret over several counties in each of the
states of Indiana and Kentucky, as well as in
Madison. F. 0. Brooks came to Madison in 186g
and bought out B. H. Oliphant. He remained in
the jewelry business until succeeded by the firm
of Brooks & Chapman in 1901. Mr. and Mrs.
John J. Chapman have sustained the high charac-
ter of the store under the father of Mrs. Chapman,
and are recognized as superior people and artists
in their line. The removal of the business and
those who conduct it will be a matter of great
regret to their many friends here. Brooks &
Chapman have done well financially in Madison'
but they wish a larger field on the Pacific coast."
John A. Kern, a prominent jeweler of Terre

Haute, Ind., recently visited his brother George
S. Kern of this city. Both the Kerns expect to be
at the South Bend convention. George S. Kern
is one of the vice-presidents of the Indiana State
Association.
Gurney Mattingley, of the Ontario Silver Com-

pany, Muncie, Ind., and Miss Mary L. Woodring,
a former employe of the company, were married
May 28 in this city, while:on a visit to relatives.
George L. French & Co. have succeeded to the

business of George L. Spahr at Lebanon, Ind.
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When You
Were A Boy

if you found you couldn't break
a hole in the ice with the heel of
your boot you went and got an
axe. Now that you are a retail
jeweler, if your buying methods
have failed to make a hole in the
crust of doing business without
a profit, suppose you let the

GREAT AMERICAN JEW-

ELERS' CATALOGUE " take
a crack at it ! " The additional
force may be just what is needed.
Write us for one.

It's Now a National

Catalogue

The Oskanw-Nolting Co.
Cincinnati, Ohio
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Crystal Case

=-

Offer better value to the jeweler for the same investment

than any other type of show cases on the market. We

are making a specialty of this all plate glass construction

and our latest improvements put our cases in a class by

themselves. Our proposition on an outfit of crystal show

cases would prove of interest to any progressive jeweler.

WILMARTH SHOW CASE CO.

1528 Jefferson Avenue GRAND RAPIDS, MICH.

Boston Salesrooms
21 Columbia St.

New York Salesrooms
732 Broadway

Chicago Salesrooms St. Louis Salesrooms
233 W. Jackson Blvd. 1118 Washington Ave.

Pittsburgh Salesrooms Minneapolis Salesrooms
406 House Bldg. 100 Kasota Bldg.

San Francisco Salesrooms
515 Market St.

Seattle Salesrooms
434 Globe Bldg.

F.—
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Combine
Profit with Pleasure
This Vacation
Take our Correspondence Course in

OPTICS

A professional man who never imagined he

would need to become an optician, took

this course as a pastime. Now he is mak-
ing a better living from it than he made

before. Be prepared likewise. No previous

training is necessary to become an expert.

This course is the most complete outside
the universities and covers every detail in

plain language.
Special $8.00 secures entire course ($10,00 in

Offer Canada and foreign countries) by

correspondence. Address for complete

particulars:

AMERICAN OPTICAL COLLEGE
Department M. DETROIT, MICH.
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The Scope of the Jewelers' Art

Address Before the Annual Convention of the

North Dakota Retail Jewelers' Association by

H. Lampart LeDaum, Professor of Romance

Languages, University of North Dakota

Dedicated to Colonel John L. Shepperd, of New York

Gentlemen and Friends of the Jewelers' Craft:

All my materials on the "Scope of the Jeweler's

Art," yield gracefully and conveniently to the

following classification:
1. The Artistic.
2. The Commercial.

3. The Educational.

1. The artistic in life is the superfluous. Jew-
elers deal first and last in the superfluous, and

jewelers exist solely because of the superfluous.
The artistic is man's contribution to life and to

nature; the artificial is ever in competition with

the natural in any eivilization,—indeed, it is the

one endless conflict between nature's work and

man's handy-work; and the jeweler's art deals
with the artificial and not the natural side of

things.
The raw material is at hand, it is true, and pre-

cious stuff some of it is. But the jeweler's func-

tion is to contribute something to it—to adapt

it especially to the social order. This is man's

handy-work throughout.
True, we have lost sight of this fact somewhat,

when we say that jewelry is a necessity, and that
the jeweler's art is indispensable; but, this is

only apparent and said, I fear, in ignorance of the
past, or of evolution.
We have so long eaten with forks that we forget

that kings and queens once ate with their fingers.

We have so long read time on a pocket-watch
that we have forgotten the hour glass, and the

sun-dial, to say nothing of the sun itself once
heralded by Chanticleer and serenaded by the
nightingale. The railroads have so often clipped
of late the seconds of record-trains with their

railroad timepieces, that New York and San
Francisco are now only annex stations of each
other, and can nevermore rely on the limping sun.

We have seen eye-glasses on human beings so
much that out in Boston, opticians think people
are made for glasses, if not actually born with

them on.
I need not lean on the fact that the world is

now on a time basis. Man has forgotten his

antecedents. He takes the present as something
which has always been, and under this mis-
apprehension of history he actually creates a new
order, giving civilization another meaning.

Former Luxuries Now Necessities

I was especially struck with this truth when I

read the opening words of Mr. Archibald, your
former live and alert president: He says: "Our
business has long since become a real necessity.

The customs and habits of the people have made
our wares indispensable for convenience, for com-
fort and for the adornment of the race." It is

the same thing when Mr. George H. Holmes,

president of the New England Manufacturing
Jewelers' and Silversmiths' Association speaks of

"luxurious necessities," to be safeguarded by that

"square deal" he advocates so ably. But, to err

in historic lore is a part of life, and zeal makes
up for science in the life of many. In business,

man rationalizes but little; it is his need to operate
and not to question the world. And, so we proceed
somewhat dogmatically; we insist that man was
made to be a jeweler, and woman for the jewelry—

except where people still decorate elephants or

pigs.
But, there is a kernel of truth in the remark

of Mr. Archibald: The jeweler has made himself

indispensable, and hence follows the second

phase of my subject; for the jeweler has practically

occupied the whole of the field of arts and crafts

for commercial purposes.
A need for everything used has been created.

The manufacture of everything along certain
standards has followed, and to educate mankind
not only to the necessities but also to the super-

fluities of life has become imperative, 1st, to keep

alive this tremendous craft, and 2nd, to uphold
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the undying ideal to beautify and to transform—

by man and for man—the whole of this material

life!
Jewelers' Art Commercially Considered

2. The commercial end of the craft, I hold, is

next in importance, in my treatment of the scope

of the Jeweler's Art. The laborer is worthy of his

hire, especially if the laborer be intelligent. How
much more so if he be an artist, in this realm of

all the artists.
And, it is most fortunate that since man lives

in an industrial age, he should not only be able to

earn his bread by the sweat of his brow, but also

by the skill of his hands. For, of all things man
has improved, the human hand is the most pre-

cious; it is the most valuable aid to artist and
craftsman alike.

Accordingly, our great human mills are of hands,

which, in jewelry particularly, are often worth

more than the materials they transform. The
raw material is not jewelry. The diamond unset,

or uncut, is not a jewel. The machine without a
purpose is valueless, and milady's coral earlobe

is more precious than any earring.
But, the hand at work to set off the perishable

pearl; to grip and hold the luminous prism;

to "belt" a deadly rattler, or "bag" a crocodile's

hide,—requires the skilled hand no less than the

ready brain of the artificer. And his service is

more valuable than rubies, especially in a dis-

criminating community.
The counter and the shop and the repair-bench,

control the activities of modern city life. Man
eats, but he works more than he eats; he sleeps,

but works longer than he sleeps; man plays, but
he works harder than he plays. Man works end-

lessly to rescue himself and his fellow from the
monotony of existence, for, man is now the
creature of his own handy-work. Modern life has

taken refuge in man's creation, not in nature!

That he pays the penalty in artistic cravings, and
suffers the torments of this artificial order, no
conscious Son of Eve will deny.
Man has so long bowed to his own handy-work

that he dreads the unadorned and the natural

unless an effort be made to reclaim him. He notes

the over-arching and living forest and passes on;

but the over-arching pillar he bows under, because
forsooth, he made it! He made the silence of the
sanctuary, and the flicker of the burning candle,
and the shadows on the grinning saint, and he
bows because, forsooth, he made it! And he made
the steel-spring that measures his pulse-beat,
and the shop-horn that cries out his liberty after
his servitude, and he bows, forsooth; he made
them also. But, he has lived such life as oppor-

tunity afforded in his day; he has earned a live-
lihood and perhaps merited well of posterity, who
knows? His artistic identity may have been
merged in the factory, but the tribute to genius
is paid, withal', in the list-price!

Howsoever this may be, the various branches of
the craft are at work together to preserve the world
market they have inherited from the renaissance.
Though the jeweler's art is much older, it is a
world institution only since Mary de'M edici choose
to eat with a spoon, and somebody made it of
gold, and somebody adorned it with enamel,
and somebody else stamped it with her name,

as well as his, that every woman follows Mary
de Medici. Indeed, in these days of public patron-
age, no home is so humble but that it has its
favorite spoon, or its. family silver.

Education in Craftsmanship

3. Is this artistic output, in a brisk commercial
age, assured permanence? Apparently; and
nothing seems more marvelous to an outsider than
the activity and the ingenuity evidenced in pro-
viding for the continuity of the craft and its
products.
The cleverest advertising has been supplemented

with the surest of all supplements, education.
Ours is an age of many schools:
(1) Trades-journals, special pamphlets, etc.
(2) Associations and demonstrations, and ad-

dresses.
(3) Information Bureaus.
(4) Competitions and industrial schools.
(6) Cooperation and protection propaganda.
(1) Just a word, gentlemen, on each of these

accessories of the craft: If my address sounds like
a trades journal review, it is because these publi-

cations have educated me, whether I know it or

not. The special pamphlets issued by experts on

the least provocation, and with the highest art,

have the same educational aim. They will educate

you if you give them half a chance. They are so

full of all I wanted to tell you on this occasion

that I once thought of doing what we sometimes

do at the university, give you references and send

you to work!
(2) Your associations, with demonstrations,

addresses, reports and discussions of timely

topics, when you are all in a mood for business

and good fellowship, are another phase of educa-

tion. I hope you will some day have a Pan-

American group, if not a larger international

association for the exchange of compliments,

ideas, native displays, and other mutual benefits,

before the law and in spite of custom-houses.

(3) The Information Bureau at Elgin is as free

as water to the thirsting craftsman and certainly

in line with advanced and disinterested educational

ideals.
(4) The "Fitchburg" Industrial School plan,

and the "Rhode Island" Scholarship in Jewelry,

offered with other prizes by the Manufacturers'

Association, no doubt, help in making many a good

workman and dignify his work. No need is greater.

No query is more insistent in American shops,

and no cry is more despairing in our stores. Who

is a reliable workman, and where is the worthy

tradesman, with credentials, and experience, and

industry?
Creating and Fostering Interest

What can we do? I wish each state association

might hold a recognition day for the best design,

or the best idea, or the best work, exhibited at

each state meeting. This might encourage indus-

try at home, make craftsmen where none promised,

and keep bright those otherwise left to rust in

isolated towns. And then you might revive the

days when all Heidelberg joined a students'

parade, or when a whole Italian city would close

up shop and turn out to hear a new violin. And,

it pays. Enroll the young men of your craft;

train them up, not only to succeed you, but to
perpetuate the convention and its high endeavors.

But the romance of education is not complete
without the ladies. They must attend the con-
vention, outcry themselves at the latest wonder,

and adorn themselves in the latest jewel; and why
not? They spend two thirds of the money in

circulation and would willingly mortgage their
magic eyes that your craft might forever live

to cater to them.
(5) I pass over that part of your program which

pertains to protective legislation, the sweat-shop

question, European labor, mail order houses and

guarantees, and other problems in the association
program. It requires intelligence of a kind too

special to handle, except perhaps as it may concern

the consumer; and, as we are all such in a sense,

the "Square Deal" advocated by the manu-
facturer, will ultimately overtake everybody.

But the one great need back of concerted protective

effort is co-operation. This is a large world, gentle-

men, which contains the smallest things—yearly

dues, membership, attendance at conventions

(if they are worth having at all), a hopeful look
and a hearty greeting, as well as the greatest

sacrifices in money, service, and intelligent leader-

ship.
Co-operation means also to act jointly with

others to the same end. And so you have co-

operation for markets; also for craftsmanship;

you need it for social ends, too. Conventions held

without the interest of the consuming or enter-

taining public are parasitic, especially in your

business, and conventions are hardly needed for

merely technical or business purposes. Establish

new relations. Associate in your educational
program those institutions whether state or private

where from the nature of things there is a point

of cogency. It is co-operative wisdom.

The education of the public must be seen to

by the craft, and its best exponents. Traditionally

speaking, the public has only had academic shool-

ing from the state, not industrial, although a begin-

ning has been made by those who advocate or

believe in vocational education. We must be

patient, the public is not expert and the expert is

not infallible, and hence our eternal two sides to
everything. I hope that the example of North

Dakota will be followed by any other state which

affords university co-operation to its citizens.
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"American Beauty"
Table Case No. 490 for
Jewelers is designed and made
by the Grand Rapids Show
Case Company—one of a com-
plete line of equipment for
every department of the pro-
gressive Jewelry Store,
adopted by the leading men of
the trade all over America.
GRAND RAPIDS SHOW CASE COMPANY
The Largest Show Case and Store Equipment Plant in the World

GRAND RAPIDS, MICHIGAN
Showrooms and Factories:

New York Grand Rapids Chicago Portland

THE

GEORGE S. TIFFANY
ELECTRIC CLOCKS

NEVER-WIND

Style No. .1000

List Price, $28.00
Subject to Keystone Key Discount

For Booklets and Discounts Write to

TIFFANY ELECTRIC MANUFACTURING CO.
GENERAL OFFICES and FACTORY

1110 MILITARY ROAD BUFFALO, N. Y., U. S. A.

26TH YEAR OF THE ST. LOUIS
WATCHMAKING SCHOOL

5815 EASTON AVE., ST. LOUIS, MO.

WILL you grasp your opportunity
this year to attend the St. Louis
Watchmaking Schooi? You can

greatly improve yourself—learn how the
practical work is done in all branches of
the jewelry business—and get ready to
take advantage of the fine chances to
make money as they come your way.
You can do all this and more, this very year, in
the St. Louis Watchmaking School.
You take no chances by attending the St. Louis
Watchmaking School. The best is the cheapest
in the end.
The size of your salary depends upon your Ability
your Knowledge, your Skill; and these depend
upon the school you attend.
We are making it possible and easy for you to
secure full information about our courses, by
simply asking for our catalog.

"WILL YOU ACT NOW ? "—TODAY ?

AMECHANIC OR,' There is big money in expertwatch repairing. The demand
for good workmen is larger than the supply. (

e•-•:,'Don't be a mere mechanic, a drudge at
your work. Be an expert watch f c r)
repairer. We have helped more than kir
600 young men to get an expert know-

a ledge and training as watch repairers—
we can help you. It is easy by our

method. Our experience,DeSelmsPatented 43,s,:-.Flot
Charts, text books, special methods and equipment give
our students unusual advantages, quick a n d sure ad- 

•WATC11 •

"".441S,vancement. We will give you more knowledge and training Ina few
months than you can possibly get In a store apprenticeship in as eaasta, s \OP./
many years. We will put you in a position to select
your own job and name your own salary. Decide right 

$20 00 now to be an expert watch repairer. Come to our
school at your earliest convenience or if you cannot
come to us we will come to you by mall in your own
m 

% V

A 

AI'l
if

hoe. You can employ your evenings or any spare -x,
5 ooTh

0time learning without giving up your present t• lik. ''K tdk 1 femployment A little time and money spent AWEr -
now wil, get you a larger salary later.

a RE&
Write for our booklet telling you how we will make 
trained expert watch repairer of you. It MI

4izze§r171-‘1.

- _Q‘■ G /1 IThe DeSelms Watch School
R:r i

fka

298 Perry Street Attica, 
1 

Indiana XP

tkirgir

YOU WILL RECOGNIZE
IN

HE CANDO SILVERPOLISH
A Superior Quality and Reliability

which has interested thousands of
dealers and millions of customers
throughout the country.
We would be pleased to furnish a package

for inspection with prices, by return mail,
upon request.

Paul Manufacturing Company
36-40 Fulton Street -:- BOSTON, MASS.
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PITTSBURGH

Commencement and Wedding Season Proves

Satisfactory to Local Trade—Program of Annual

Convention State Association—President Rob-

erts Predicts Record-breaking Convention of

National Organization at Kansas City

Pittsburgh, June 20.—What with business above

the average during June because of an unusual

number of weddings and the annual commence-

ment exercises, jewelers of the Smoky City have

reason to feel a vacation is due, and for that

reason are entering with spirit into preparations

for the national and state conventions. Inquiry

at a number of large stores today found the pro-

prietors exultant over recent receipts and making

plans for a respite from their labors.
Naturally with the leading officers of the Penn-

sylvania Retail Jewelels' Association residing here,
many details regarding the coming assembly
depend upon the hustle and initiative of President
John M. Roberts and Secretary C. S. Wiley. The
convention will asemble at Erie on July 1, 2 and 3,
sessions being held in the rooms of the Erie
Chamber of Commerce. The association consists
of 300 retail jewelers residing in all sections of
Pennsylvania, and it is expected Pittsburgh's
delegation will number twenty-five persons. The
program is as follows:

Monday Evening, July 1

Reception of members and visitors.

Tuesday, July 2

MORNING

Registration of members.
Reception of members.
Call to order.
Address of welcome, Hon. William J. Stein,

Mayor, of Erie.
Response, first vice-president, Col. J. Warner

Hutchins.
Reading minutes.
Address, President John M. Roberts.
Secretary's report.
Treasurer's report.
Address, Co-operation Fire Insurance, A. M.

Howes, secretary of the Retail Merchants Associa-
tion of Pennsylvania.
Appointment of committees.
Adjourn for lunch.

AFTERNOON

Report of auditing committee.
Address, Store Keeping, August Loch.
Automobile rides for the ladies only, starting

from the Chamber of Commerce rooms, ending at
the country club to join the gentlemen for dinner.

Address, Organization; The Jewelers' Salvation.
National President Steele F. Roberts.
Address and question box. Ex-President A. C.

Graul.
Street car ride for the men, from the chamber

of commerce rooms to Four Mile Creek, then to
Waldameer, then to the country club for dinner.

Wednesday, July 3

MORNING

Call to order.
Unfinished business.
Our worst forms of competition, Ex-National

President J. P. Archibald.
New business.
Reports of standing committee.
Report of resolutions committee.
Adjourn for lunch.

AFTERNOON

Call to order.
Address, J. Harvey Wattles.
Nomination and election of officers.
Place of meeting for 1913.
Election of delegates to the American National

Retail Jewelers' Association at Kansas City.
Adjournment.

Boat ride on Lake Erie for jewelers and their
ladies. Boats leave the public dock at foot of
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State street at 2.30 p. m. Boats will stop at the
Life Saving Station where an exhibition drill will
be given by the crew.

Another notable gathering of jewelers will be
the national convention of the American National
Retail Jewelers' Association at Kansas City, Mo.,
August 6 to 9, the meetings to be in charge of the
president, Steele F. Roberts, of Pittsburgh. He
says that reports reaching him indicate that it will
be featured by the most elaborate entertainment
ever given the national body by any city. Already
indications are that attendance records will be
broken, making it the largest assemblage of retail
jewelers ever held in America. The association has
about 1,000 members, many of whom will attend
or send alternates. Wholesale jewelers will join
with their friends of the selling fraternity in making
the meetings profitable, the wholesalers having
several notable representatives on the program.
Headquarters will be established at Coates Hotel,
and business meetings will convene in that hostelry.

One of the incidents arranged by the Kansas
City hosts for the pleasure of their guests will be
an entertainment and moonlight picnic at Electric
Park during the convention. Overtures are being
made to the officers and others by the cities which
wish to entertain the association in 1913, these
places being Washington, D. C., Buffalo, N. Y.,
and Cedar Point, Ohio. While Cedar Point seems
a bit unknown compared to its rivals, it is reported
that little city, which is a lake resort near San-
dusky, has accommodations for many hundreds of
persons, it being popular with summer vacationists.

A. A. Gillespie, of Gillespie Brothers, will sail
June 26 on his twelfth annual summer excursion
to the foreign diamond markets, visiting Bremen,
Paris and Amsterdam. He expects to reach
Pittsburgh again on August 15.
Harry Lambrecht, a young jeweler from Grafton,

W. Va., was in the city to assist in welcoming the
Pittsburgh pirates home from a successful invasion
of the east. He formerly was connected with an
East end jeweler, and previous to that he was
employed by R. W. Wehrle, of Indiana, Pa.
Upon the death of his father some time ago he
took charge of the Grafton store.
W. H. Stevenson, the new president of the Pitts-

burgh Chamber of Commerce, has named his com-
mittee chairmen for the ensuing year, and to
Steele F. Roberts fell the chairmanship of the
mercantile committee.

DALLAS

Crops Injured by Hot Winds—Stock-holders of

Houghton-Reardon Company hold Annual Meet-

ing and Elect Officers—Pike & Kramer Locate

Temporarily in Linz Building

Dallas, Texas, June 21.—The hot winds that

have prevailed over Texas for the past ten days

have done great damage to the corn crop. It is

impossible as yet to determine the exact extent of

such damage, but it is certain that the crop will

fall very far short of the yield hoped for up to

a few days ago.
J. H. Cummins, manager of the fancy goods

department at Shuttles Brothers & Lewis, has just

returned from an extended trip in the east.

E. B. Cullom, in the jewelry business at Mes-

quite, Texas, was in Dallas recently calling on the

jobbers.
B. E. Wise, leading jeweler of Ferris, Texas, was

one of the recent visitors in Dallas.

Arnold Bailey, son of C. M. Bailey, one of the

progressive jewelers of Dallas, was a June benedict,

Miss Ann Letcher being his bride, and the couple

are now on their honeymoon.
The Houghton-Reardon Company had their

first annual stockholders' meeting on the eleventh

and the following officers were elected to serve dur-

ing the coming year: E. M. Reardon, president,

T. D. Houghton, vice-president, F. H. Blanken-

ship, vice-president, E. M. Reardon Jr., secretary

and treasurer, Sam Turner, assistant secretary
and treasurer. The report was very encouraging
for the new company and they look forward to
quite an increase in business, especially after they
have their new quarters fitted up, which will be
about October 1.
Tom E. Tooms, who has been working for F. G.

Jones, is in Dallas taking a course in watch-
making.
A. T. Threadgill, traveling representative for

the Moore-DeGrazier Company of this city, spent
several days in Marlin, Texas, visiting his brother
and taking the Marlin baths.
M. H. Cox, manager of the diamond department

at Shuttles Brothers & Lewis, has just purchased
a fine home in Munger Place, the most highly
improved residence district in Dallas.
W. C. Lansford, who has been in Oklahoma

for a number of years, has accepted a position
with L. E. Sommers of this city.
W. J. York, traveling representative for the

Houghton-Reardon Company, was in the house
during inventory time, and is now out on the road.
Mr. York had the pleasure of becoming one of
the stockholders in the Houghton-Reardon Com-
pany at the recent stockholders' meeting.
The latest and most up-to-date invention to

secure your neck chain is the "Hines" chain
clasp, gotten up by J. H. Hines, Milburn, Okla.
It is also called the little Mitt, and is so simple of
operation it is not necessary to even see the clasp
to operate it. It has no pin, catch, or spring to
lose or catch in the hair or clothing.

Preliminary to the opening of the most modern
and elaborate exclusive jewelry establishment in
the southwest, which will be about July 15, 1912,
in the new Southwestern Life Insurance Building,
the firm of Pike & Kramer has engaged temporary
quarters in the Linz Building, Suite 224-225, where
they will be glad to serve the public.
L. S. Patterson, South Texas representative for

Shuttles Brothers & Lewis, is removing to Dallas
from Smithville, where he has hitherto resided,
and he will immediately erect a handsome home
in Highland Park.
B. L. King, of Palmer, was a visitor among the

jobbers of Dallas on June 16.
Lee Panders, who has been working for Linz

Brothers a number of years, has been promoted to
manager since Mr. Pike's resignation.

George Taylor, of Terrell, Texas, has recently
closed a contract with the Southwestern Show Case
Works for a complete line of fine mahogany
fixtures. He expects to open an exclusive jewelry
store and one of the finest that has even been
opened in Terrell, Texas. He will be in new quar-
ters about July 1.
The residence of A. Joske was burglarized on

the 18 of May, and $7,500 worth of jewelry was
stolen. The sheriff is working on the case, and
believes a gentleman burglar is operating in San
Antonio. A reward of $700 was offered for the
return of the jewelry, which includes the pearl
necklace of Mrs. A. Joske, with ninety-two flawless
gems. This is the third jewelry haul in this city
in three weeks.

Many out-of-town jewelers and opticians
journeyed here recently to attend the annual con-
vention of the Texas State Optical Association
which was held at the Hotel Southland. The meet-
ing was very successful and among the resolutions
passed was one calling for a certain standard train-
ing in theoretical optics by all who undertake to
practice eye refraction, the doctors included.
Among the speakers were W. B. Needles, Kansas
City, Mo., and E. E. Taylor, of Houston, Texas,
who advocated the passage of an optometry law
that would exclude fakirs from the state. Other
speakers were Dr. Claude Wolcott, of Amarillo;
Henry Iverson, of Corsicana; H. A. Philipson, of
Beaumont; H. F. Cohen, of Houston. Fort Worth
was selected as the next meeting place of the annual
convention and the following officers were elected:
Fred R. Baker, San Angelo, president; H. C. Rees,
San Antonio, vice-president; C. C. Hill, Fort
Worth, second vice-president; Henry Iverson,
Corsicana, treasurer; R. A. Terrell, Dallas, sec-
retary. Resolutions of regret and condolence on
the death of first vice-president, John C. Graves,
who died recently, were passed at one of the ses-
sions.
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Colorado Springs, Colo.

Gentlemen: We are in receipt
of your letter enclosing remittance
of $183.96, and beg to thank you
for the prompt manner in which
you handled our sweeps in this
instance. We will soon send you
another barrel.

Yours respectfully,

The Hamilton Jewelry Co.

Monroe, La.

Gentlemen: —Your esti-

mate on silver is very satis-

factory.
Yours truly,

Youngblood-Foster Jewelry
Co., Ltd.

Iron Mountain, Mich.

Dear Sirs:—Your checks

have been received. We are

more than pleased. Did not

expect quite as much.

Yours truly,

Neubauer & Haggerson

Columbus, Ohio.

Gentlemen: — Received

your check for $20.01 for

which accept our thanks.

It is as satisfactory as is

usual with your house.

Respectfully,

Oscar Miesse.

Caro, Mich.

Dear Sirs:—I have received your
check for my shipment of plated
scrap of April 11th and am more
than pleased with the amount of
the check. I am sending you to-
day by American Express some-
thing over 100 dwts. old gold for
which please send me check.
Many thanks for your prompt re-
turns.

Yours truly,

Frank Dyer.

Burlington, Kans. Copperhill, Tenn.

Gentlemen:—Yours of the 1st
received enclosing check for
sweeps. We wish to thank you
for prompt remittance and for the
amount of check which was much
more than we expected.

Yours truly, Yours very truly,

J. A. Mosher & Son. Cooper & Schaefer.

Gentlemen:—Your check re-

ceived, and same was very satis-

factory — really more than we

expected.
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"Prompt and Liberal"
II Here's the Proof

VOLUMES OF
TESTIMONIALS

WE PAY 50

11
bv prepaid express.I .

SEND US

from satisfied customers attest our

clahns for leadership among smelters

in promptness of service and liber-

ality of returns.

cents per ounce for OLD SILVER

4 cents per karat for old gold,

and highest market price for scrap

platinum.

your SWEEPINGS or give

chance to bid On your next loL.

us a

ll
11

Check for OLD GOLD AND SILVER by return mail, g
and if not accepted we immediately return consignment

GOLDSMITH BROS. SMELTING
I AND REFINING COMPANY
a NEW YORK CITY

11 20 John Street

ll

CHICAGO SEATTLE A
8Heyworth Bldg. Arcade Bldg.

Cor. Wabash & Madison

Hill City, Kans.

Gentlemen :—Yo u r check for

$368.00 received today and was

very much pleased with your esti-

mate on old gold. Was a better

estimate than we expected.

Yours very truly,

Noe & Noe.

Eagle Pass, Texas.

Gentlemen:—Your check $15.05

for old gold received, and is satis-

factory. I already had one

Chicago estimate, which you have

beaten by $2.50.

Yours truly,

H. W. Deans.

Logansport, Ind.

Gentlemen :—Please send check

for $44.13 total value of shipment

sent a few days ago for estimate.

"Always satisfactory."

Respectfully,

Ben Martin.

Kasson, Minn.

Goldsmith Bros:—Re-

ceived your check today and

am well satisfied. Will send

more in a few days.

P. G. Christensen.

Port Gibson, Miss.

Gentlemen :—Your check

to hand for old gold and

silver. I am very well

pleased with the outcome

and thank you for your

promptness.

Yours very truly,

W. J. Manns.

Rome, N. Y.

Gentlemen: —As usual

your remittance of May 18th

is very prompt and very

satisfactory.

Respectfully,

Wyllys N. Rudd.

Home, Kans.

Dear Sir:—Your check for $10.90

received, this is very satisfactory,

and more than I expected to re-

ceive for the old cases. Will not

forget you whenever I have more

scraps to sell.

Yours very truly,

Robt. J. Lewis.

Putting a Watch in Beat

An Accurate and Time-saving Method Which

Does Not Call for the Use of Any Special Tools

The following query from one of our subscribers,

together with reply, will doubtless prove of unusual

interest to many watch workers:

Please state if thero is any accurate and quick
method of placing the roller table in proper position
as when it left factory. I have tried various beat
blocks and find them not accurate. Of course,
by patience and time they can be put in correct
position. Scratching the roller and arm defaces
them; this I wish to avoid and the time is what I
wish to save as well as not to deface.

A watch can be put perfectly in beat without

any special tools, and very quickly, by the method

described as follows: We will first assume a case

in which the roller-table has not been removed

but the hairspring is to be replaced in the proper

position to have the watch in beat. The thing to

be accomplished is to have the hairspring hold the

balance (when the power is off the train, main-

spring fully let down) so that the roller jewel

stands on the line of centers, which is an imaginary

line drawn from the pallet-arbor center to the

balance center. Another way of stating this is

to say that the roller-jewel should point directly

toward the pallet-arbor center, and neither toward

the right nor the left of that point.

All that you will need is a pair of tweezers.

It is best to use a pair in which the inner faces of

the arms meet nearly or quite parallel, (a, Fig. 1)

rather than one with arms much "bowed" as in

(b, Fig. 1). Put the balance-cock in place on the

watch plate. Take the lower end of the staff in

the tweezers; see that the roller jewel is centrally

between the tweezer arms; hold the staff upright
over the balance-cock, lower pivot resting against

the center of the cap-jewel. Move. the tweezers

until the pallet-arbor center (a, Fig. 2) can be

seen exactly between the tweezer arms. Now you

have the roller-jewel in correct position for the

watch to be "in beat." In this position the hair-

spring, when at rest, should hold it; in this posi-
tion the hairspring should be so placed on the staff
that the stud will enter its hold (b) in the balance-
cock, without pulling the roller-jewel from its
position on the "line of centers."

Looking down directly from above, imagine

a line (c) running from the balance center, through
the stud-hole center, and on through the balance
rim. Note the point where this line passes
through the rim; it may be at one of the screws,
or a screw hole, or exactly between two screws;
if not, you can mark the spot with a touch of oil
or speck of wax which can afterwards be wiped
off. Now you know the exact place where the
hairspring stud must be in order to have the watch
in beat.
Put on the hairspring and turn the pallet until

the stud is directly opposite the point which you
have noted or marked on the balance rim..

Although it is not essential to have any kind of
special tool for turning the pallet, some workmen

use a little wrench which can be made by filing
the shape shown at Fig. 3 on a piece of mainspring;
have the spring about an inch long and fit a light
handle to it. The illustration shows how to use
this wrench; it will handle any size pallet. Many
workmen use a small screwdriver inserted vertically
in the palletslot, or a piece of steel wire filed square;
these are all right if carefully used; anything will
do which will turn the pallet without marring it
or the hairspring.
Your question asks for a quick method;ofa'placing

the roller-table in proper position so that the watch

FIG. 1 a

FIG. lb

will be in beat. The answer is that you must adjust

the beat by putting the hairspring in its proper

position, as explained above, after the roller-table

is in place on the staff; first put the roller-table

on; what it's position is generally does not matter,

in connection with putting the watch in beat. It

FIG. 2

is best, simply for convenience in observing the

fork and roller action, to have the roller-jewel

pointing in a direction at a right angle to the length

of the balance arms, so that the balance arms do

FIG. 3

not interfere with a view of its action after the

watch is put together.
It might be said that it is important to replace

the roller-table as it was originally because doing

so will avoid changing the poise of the balance.

That would be true in very few cases; it is not safe

to depend on it. The balance of a fine watch should

be repoised after replacing the roller. If ftpairs
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were necessary which necessitated removing the
roller, it is probable that those same repairs have
altered the poise of the balance, so that even if
you do replace the roller in exactly its original
position, you should feel no confidence that the
balance is again in poise, but should test it and
repoise it if necessary, as will generally be the case.
Bearing all this in mind, should there be some
special reason why you want to put the roller
back in its original position, you can make a mark
to show its location, on the balance rim, with a
very small bit of beeswax, which can afterwards
be removed by wiping with a rag dampened with
benzine. Now let us briefly mention the necessity,
in these operations, of at least a fair degree of
skill; all the patented appliances in the world
cannot take the place of it in the watchmaker's
work. If you find an operation difficult, make it
easy for yourself by practice, or by practice and
study. The simplest means possible should always
be found to accomplish your work; the result is
a saving of time. Rapid workmen are those who
follow this principle. As one's earning capacity
depends on his speed as well as on his ability to
do good work, it is easily seen thht to find the

simplest methods is necessary to one who desires

to hold a high-class position.

Testing the Purity of Aluminum

Like mankinds, there are "all sorts and condi-

tions" of aluminum. That which we find in the

open market often contains silicon and iron. The

exact determination of the presence of such

impurities is possible only by chemical analysis.

Mierzeinsky states that as a rule when foreign

metals are present, the aluminum is hard and

brittle; 5 per cent of iron or copper makes it

almost unworkable; 10 per cent of copper makes

it as brittle as glass, and causes it to blacken

in the air. With 50 per cent of silver it remains

perfectly workable, and takes a beautiful polish;

with 10 per cent of gold its malleability remains

unchanged, but its hardness is increased. The

addition of 0.1 per cent of bismuth makes alu-

minum so brittle that it is unworkable even after

annealing.

Polish on Platinum Work

To put a high polish on platinum work, such as

chains, the articles should be sand buffed in the

usual manner, using fine sand or fine pumice stone

and oil; or cut with a crocus composition. After-

wards polish with jewelers' gold rouge, mixed

with kerosene oil. Now wash in soap water such

as gold dust powder, adding a little ammonia

and using warm. Dry out in boxwood sawdust

and recolor on a canton flannel buff, using a

little gold rouge and alcohol for the purpose. In

some instances the links are burnished after the

first coloring. Rolled plate and gold chains

are burnished by the steel ball method by many

manufacturers, but in your case this method could

not be used unless you had a large amount of work

to do at one time.—The Metal Industry.
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Take a Summer Course in Engraving or Improve your Condition as a Watch Repair Man

Group of students in attendance at the Horological Department of Bradley Institute. Taken May I. 1912.
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July 1, 1912 'I'HE KEYSTONE

Gems and Their Discrimination

An Instructive Discourse by a Recognized Authority—The Optical Character of Gems
How to Test Them—Suggestions in Regard to Synthetic Gems

We commented editorially in a recent issue on
the necessity of jewelers being thoroughly posted
on the subject of precious and semi-precious gems.
The advent of the synthetic, re-constructed and
other artificial varieties has so complicated this
specialty that such knowledge is necessary not
only for business reasons, but also as a safeguard
to the reputation of the dealer. We, consequently,
re-print the following instructive discourse by
Bristow J. Tully, F. G. S., before the National
Association of Goldsmiths, for which we are in-
debted to our British contemporary, The Watch-
maker, Jeweler, Silversincth and Optician:

Mr. Tully said that the subject of his lecture
"Gems and Their Discrimination," was of vital
importance to all conscientious members con-
cerned in the jewelry trade. The now almost
universal use of the many so-called "fancy stones,"
even in the highest class work, and the invasion
through the portals of science of the synthetic
gems, had made it not only necessary, but absol-
utely imperative that they should acquire a more
intimate knowledge of this important branch of
their craft, to enable them to distinguish the var-
ious species from one another, and detect the real
from the artificial productions.
In the study of gems theory is of equal value

with practice, but they must be combined, other-
wise a knowledge of one or the other only is sure to
lead to disaster.
For example, a man with a practical experience

only might be quite at a loss for an intelligent an-
swer when asked by a customer for the difference
between a "Burmah ruby" and a "Spinel ruby."
And, again, I have been present during a lecture

where a theorist has discoursed on a certain group
of gems, and upon being shown some of those
same stones afterwards by a member of the au-
dience, blandly asked "What are they?"

All precious stones, of course to the exclusion of
pearls, are of mineral origin, and were generally
formed either by solidification from a molten
magma, or by separation from a super-saturated
heated solution. In both these cases enormous
heat and pressure were present. In both these
cases enormous heat and pressure were present.
For example: For every sixty feet we go down into
the earth the temperature rises one degree, and,
consequently, at something like two miles water
would boil away. At a depth of five, practically
every known substance melts.
As an example of the formation by separation

from a saturated solution, this can be easily per-
formed by yourselves by taking a glass of water
and dissolving in it any soluble substance, such as
soda, alum, etc., continuing until the liquid will
not dissolve any more. The point thus reached is
termed saturation. Upon heating the liquid it is
found that it will again dissolve a further amount
of the substance until another stage is reached,
governed by the boiling point of the water, when
it will take up no more. This is known as super-
saturation. It has been proved by experiment that
if this super-saturated liquid be placed in an en-
closed vessel to obviate its evaporating, upon
greater heat being applied more of the substance
is dissolved.

The Work of Nature's Laboratory

It is therefore obvious that, given sufficient heat,
pressure, and time, that which to us mortals re-
mains quite insoluble becomes completely liquefied
in nature's laboratory. Upon any reduction of the
heat and pressure, this superabundant material
which the saturated liquid can no longer hold is
deposited in the form of solids.
This deposition growth continues as long as the

conditions are favorable, building up masses,
sometimes of an irregular outline and structure,
and at others showing more or less perfect geome-
trical outlines and internal formation. The former
are known collectively as nodules and amorphous

masses, such as turquoises and opals, and the latter
as crystals.
As the majority of the more precious stones occur

crystallised, it is this formation that chiefly con-
cerns us. Crystals occur in hundreds of different
shapes, but they may all be classified under seven
systems. From a general testing standpoint,
however, we may still further condense these seven
systems under two classes: namely, the Ball and
Rod classes.

All crystal grow in certain directions from an
imaginary centre or point of orgin along definite
lines termed their "axes." A familiar simile of
this are the iron girders of a modern building, the
chemical atoms being represented by the bricks
building up the structure. Those in the Ball sys-
tem being of equal length, and consequently giving
the crystal a rounded or ball-like appearance,
while those in the Rod class are generally much
longer in one direction, known as the "principal
axis," than the side or lateral. Only three groups
of precious stones crystallize in the Ball or cubical
system: namely, the diamonds, the spinels, and the
garnets.
The whole of the other varieties of transparent

precious stones occurring in the Rod-like class.
Mr. Tu..y then showed a series of slides illustrat-

ing the above formations with their microscopical
structures, pointing out how the structure of a gem
is entirely altered by the conditions during growth.

Several sections of chalcedony and agates show-
ing deposition by layers, formed by intermittent
subterranean hot springs coming up and filling the
cavities in igneous rocks.

Continuing, the lecturer said that for the prac-
tically testing of stones, four distinct methods were
used: First, that of deducing by their respective
hardness; secondly, by their density; and the
other two by their optical characteristics, which
were, by far, the most important part of the ques-
tion.
He then gave a rough table illustrating the differ-

ent hardnesses of the stones, the diamond being
right at the end of the table, and told his audience
that all stones below 6 were generally considered
to be too soft to stand fair wear and tear, as they
quickly became scratched. A simple method of
testing the specimen with a little piece of what was
called "touch points" stuck into a handle, but if
there was a means to hand of ascertaining the dif-
ferent opticla characteristics, one would not dream
of putting the above into practice.

Hardness
The resistance a stone offers to attrition, or being

scratched by another body; the following scale
being one devised by the Viennese mineralogist,
Professor Moh, for compariison.

1. Talc. 6. Felspar.
2. Gypsum. 7. Quartz.
3. Calcite. 8. Topaz.
4. Fluorspar. 9. Sapphire.
5. Apatite. 10. Diamond.

These figures bear no ratio one to the other like
the inches on a foot rule, but are simply com-
parative, the differences between some numbers
being infinitely greater than others.
As all stones below 6 (Felspar) in hardness are,

generally speaking, too soft to withstand wear,
only those above 6 need interest us.
The lecturer then showed by means of a diagram

the importance of specific gravity, and how it
considerably affects size in estimating the weight
of a colored stone in an ornament, a knowledge of
this physical character is indispensable. Other-
wise, a serious misjudgment of weight and value
might Arise. The well-known comparative light-
ness of emeralds being familiar to all can serve as a
practical example.

Also, an opal of two karats would be more than
twice as large as a zircon of corresponding weight.
In other words, "specific gravity is the weight of a
stone compared with that of its equal bulk of
distilled water. (Water being considered as the
unit 1.)
There are several methods employed to ascertain
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this result, but only two are in general use, viz:—
First, by immersing the stone in liquids of known

specific gravity and noting position assumed.
Second, comparative weighing in air and water

by an ordinary diamond balance.
Method 1.—Considering the specific gravity

liquids first, these, when once carefully made up
give very rapid and accurate results. There are
several known, each possessing its own particular
virtues and vices, but for convenience the one
known as Methylene Iodide, with a maximum
density of 3.32, is perhaps the best. It can be
purchased at several wholesale chemists, price
about 4s. per liquid oz., and can be diluted to
varying specific gravities by the addition of benzine
or toluene, specific gravity .869.
For stones having a greater density than 3.3, the

double nit-ates of silver and thallium are employed
price about 10s. per oz. At ordinary tenpera-
tures this substance is a solid and has to be heated
over a spirit lamp, when it melts into a water clear
liquid possessing a density of 4.8. This can be
decreased by the addition of water.
Method 2.—By first accurately weighing the

stone in air, and then when suspended in distilled
water, and comparing the two. (This may be
performed with an ordinary pair of diamond
balances.)
The second weighing will always be lighter than

the first, owing to the buoyant action of the water:
the difference between the two being the weight of
the equal bulk of water the stone has displaced,
which if divided into the weight in air denotes the
specific gravity of the specimen.
Two fine pieces of platinum or silver wire of

equal lengths are hung one each end of the beam.
The end of one is next twisted to form a cradle to
contain the gem.
A little table is next made of three small pieces

of wood to stand across one of the pans upon which
to place a small glass vessel for the water.
The glass vessel is next nearly filled with dis-

tilled water, and the wire basket suspended in it.
The balances should now be raised as in weighing,
and carefully adjusted by means of the adjusting
the balances with the wire cradle in the water is on
account of that liquid exerting a cerain pulling or
surface tension upon the wire, which, if not allowed
for, would affect the results.

The Method of Procedure
The modus operandi is as follows:
The stone is accurately weighed in air, then

placed in the wire cradle, immersed in the water,
and again weighed.

Difference divided into the first weighing equals
specific gravity.
It is preferable and easier to use metric weights,

but below the ordinary fractions of a karat are
given converted into decimals:

and so on.
Example:

Weight of stone in air = 6 karat.
Weight of stone in water = 4 karats.

Difference = 2 karats weight of bulk of water
displaced.

Therefore: "i = 3 = specific gravity
After use the two pieces of wire and small table

can be removed and kept for future experiments, no
further adjustment of course, being necessary.

These two tests for hardness and specific gravity
are of great help, but can only be applied to un-
mounted stones. Optical characters must there-
fore, on account of their being able to be deter-
mined whether a gem is mounted or not, be con-
sidered of most value to the jeweler in the rapid
determination of a doubtful stone; providing, of
of course, he possesses the requisite apparatus, the
cost of which, considering the issue often at stake of a
comparatively valueless gem being mistaken for
one of greater value, or vice versa, is of very little
moment.
The action of light in passing through media of

different densities, such as from air into a stone,
was next demonstrated, showing how the phen-
omena we describe as color arises, and the cause
of the so-called "fire" in diamonds.
White light is composed of five colored rays—

red, yellow, green, blue, violet— and when light
(Continued on page 1347)

karat = .500
karat = .250

A, karat = .125
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Gems and Their Discrimination

An Instructive Discourse by a Recognized Authority The Optical Character of Gems
How to Test Them—Suggestions in Regard to Synthetic Gems

We commented editorially in a recent issue on
the necessity of jewelers being thoroughly posted
on the subject of precious and semi-precious gems.
The advent of the synthetic, re-constructed and
other artificial varieties has so complicated this
specialty that such knowledge is necessary not
only for business reasons, but also as a safeguard
to the reputation of the dealer. We, consequently,
re-print the following instructive discourse by
Bristow J. Tully, F. G. S., before the National
Association of Goldsmiths, for which we are in-
debted to our British contemporary, The Watch-
maker, Jeweler, Silversmith and Optician:

Mr. Tully said that the subject of his lecture
"Gems and Their Discrimination," was of vital
importance to all conscientious members con-
cerned in the jewelry trade. The now almost
universal use of the many so-called "fancy stones,"
even in the highest class work, and the invasion
through the portals of science of the synthetic
gems, had made it not only necessary, but absol-
utely imperative that they should acquire a more
intimate knowledge of this important branch of
their craft, to enable them to distinguish the var-
ious species from one another, and detect the real
from the artificial productions.
In the study of gems theory is of equal value

with practice, but they must be combined, other-
wise a knowledge of one or the other only is sure to
lead to disaster.
For example, a man with a practical experience

only might be quite at a loss for an intelligent an-
swer when asked by a customer for the difference
between a "Burmah ruby" and a "Spinel ruby."
And, again, I have been present during a lecture

where a theorist has discoursed on a certain group
of gems, and upon being shown some of those
same stones afterwards by a member of the au-
dience, blandly asked "What are they?"

All precious stones, of course to the exclusion of
pearls, are of mineral origin, and were generally
formed either by solidification from a molten
magma, or by separation from a super-saturated
heated solution. In both these cases enormous
heat and pressure were present. In both these
cases enormous heat and pressure were present.
For example: For every sixty feet we go down into
the earth the temperature rises one degree, and,
consequently, at something like two miles water
would boil away. At a depth of five, practically
every known substance melts.
As an example of the formation by separation

from a saturated solution, this can be easily per-
formed by yourselves by taking a glass of water
and dissolving in it any soluble substance, such as
soda, alum, etc., continuing until the liquid will
not dissolve any more. The point thus reached is
termed saturation. Upon heating the liquid it is
found that it will again dissolve a further amount
of the substance until another stage is reached,
governed by the boiling point of the water, when
it will take up no more. This is known as super-
saturation. It has been proved by experiment that
if this super-saturated liquid be placed in an en-
closed vessel to obviate its evaporating, upon
greater heat being applied more of the substance
is dissolved.

The Work of Nature's Laboratory

It is therefore obvious that, given sufficient heat,
pressure, and time, that which to us mortals re-
mains quite insoluble becomes completely liquefied
in nature's laboratory. Upon any reduction of the
heat and pressure, this superabundant material
which the saturated liquid can no longer hold is
deposited in the form of solids.
This deposition growth continues as long as the

conditions are favorable, building up masses,
sometimes of an irregular outline and structure,
and at others showing more or less perfect geome-
trical outlines and internal formation. The former
are known collectively as nodules and amorphous

masses, such as turquoises and opals, and the latter
as crystals.
As the majority of the more precious stones occur

crystallised, it is this formation that chiefly con-
cerns us. Crystals occur in hundreds of different
shapes, but they may all be classified under seven
systems. From a general testing standpoint,
however, we may still further condense these seven
systems under two classes: namely, the Ball and
Rod classes.

All crystal grow in certain directions from an
imaginary centre or point of orgin along definite
lines termed their "axes." A familiar simile of
this are the iron girders of a modern building, the
chemical atoms being represented by the bricks
building up the structure. Those in the Ball sys-
tem being of equal length, and consequently giving
the crystal a rounded or ball-like appearance,
while those in the Rod class are generally much
longer in one direction, known as the "principal
axis," than the side or lateral. Only three groups
of precious stones crystallize in the Ball or cubical
system: namely, the diamonds, the spinels, and the
garnets.
The whole of the other varieties of transparent

precious stones occurring in the Rod-like class.
Mr. Tu..y then showed a series of slides illustrat-

ing the above formations with their microscopical
structures, pointing out how the structure of a gem
is entirely altered by the conditions during growth.

Several sections of chalcedony and agates show-
ing deposition by layers, formed by intermittent
subterranean hot springs coming up and filling the
cavities in igneous rocks.

Continuing, the lecturer said that for the prac-
tically testing of stones, four distinct methods were
used: First, that of deducing by their respective
hardness; secondly, by their density; and the
other two by their optical characteristics, which
were, by far, the most important part of the ques-
tion.
He then gave a rough table illustrating the differ-

ent hardnesses of the stones, the diamond being
right at the end of the table, and told his audience
that all stones below 6 were generally considered
to be too soft to stand fair wear and tear, as they
quickly became scratched. A simple method of
testing the specimen with a little piece of what was
called "touch points" stuck into a handle, but if
there was a means to hand of ascertaining the dif-
ferent opticla characteristics, one would not dream
of putting the above into practice.

Hardness
The resistance a stone offers to attrition, or being

scratched by another body; the following scale
being one devised by the Viennese mineralogist,
Professor Moh, for compariison.

1. Talc. 6. Felspar.
2. Gypsum. 7. Quartz.
3. Calcite. 8. Topaz.
4. Fluorspar. 9. Sapphire.
5. Apatite. 10. Diamond.

These figures bear no ratio one to the other like
the inches on a foot rule, but are simply com-
parative, the differences between some numbers
being infinitely greater than others.
As all stones below 6 (Felspar) in hardness are,

generally speaking, too soft to withstand wear,
only those above 6 need interest us.
The lecturer then showed by means of a diagram

the importance of specific gravity, and how it
considerably affects size in estimating the weight
of a colored stone in an ornament, a knowledge of
this physical character is indispensable. Other-
wise, a serious misjudgment of weight and value
might Arise. The well-known comparative light-
ness of emeralds being familiar to all can serve as a
practical example.

Also, an opal of two karats would be more than
twice as large as a zircon of corresponding weight.
In other words, "specific gravity is the weight of a
stone compared with that of its equal bulk of
distilled water. (Water being considered as the
unit 1.)
There are several methods employed to ascertain

this result, but only two are in general use, viz:—
First, by immersing the stone in liquids of known

specific gravity and noting position assumed.
Second, comparative weighing in air and water

by an ordinary diamond balance.
Method 1.—Considering the specific gravity

liquids first, these, when once carefully made up
give very rapid and accurate results. There are
several known, each possessing its own particular
virtues and vices, but for convenience the one
known as Methylene Iodide, with a maximum
density of 3.32, is perhaps the best. It can be
purchased at several wholesale chemists, price
about 4s. per liquid oz., and can be diluted to
varying specific gravities by the addition of benzine
or toluene, specific gravity .869.
For stones having a greater density than 3.3, the

double nit-ates of silver and thallium are employed
price about 10s. per oz. At ordinary tenpera-
tures this substance is a solid and has to be heated
over a spirit lamp, when it melts into a water clear
liquid possessing a density of 4.8. This can be
decreased by the addition of water.
Method 2.—By first accurately weighing the

stone in air, and then when suspended in distilled
water, and comparing the two. (This may be
performed with an ordinary pair of diamond
balances.)
The second weighing will always be lighter than

the first, owing to the buoyant action of the water:
the difference between the two being the weight of
the equal bulk of water the stone has displaced,
which if divided into the weight in air denotes the
specific gravity of the specimen.
Two fine pieces of platinum or silver wire of

equal lengths are hung one each end of the beam.
The end of one is next twisted to form a cradle to
contain the gem.
A little table is next made of three small pieces

of wood to stand across one of the pans upon which
to place a small glass vessel for the water.
The glass vessel is next nearly filled with dis-

tilled water, and the wire basket suspended in it.
The balances should now be raised as in weighing,
and carefully adjusted by means of the adjusting
the balances with the wire cradle in the water is on
account of that liquid exerting a cerain pulling or
surface tension upon the wire, which, if not allowed
for, would affect the results.

The Method of Procedure
The modus operandi is as follows:
The stone is accurately weighed in air, then

placed in the wire cradle, immersed in the water,
and again weighed.

Difference divided into the first weighing equals
specific gravity.
It is preferable and easier to use metric weights,

but below the ordinary fractions of a karat are
given converted into decimals:

1 karat = .500
14- karat = .250
karat = .125

and so on.
Example:

Weight of stone in air = 6 karat.
Weight of stone in water = 4 karats.

Difference = 2 karats weight of bulk of water
displaced.

Therefore: 1 = 3 = specific gravity
After use the two pieces of wire and small table

can be removed and kept for future experiments, no
further adjustment of course, being necessary.

These two tests for hardness and specific gravity
are of great help, but can only be applied to un-
mounted stones. Optical characters must there-
fore, on account of their being able to be deter-
mined whether a gem is mounted or not, be con-
sidered of most value to the jeweler in the rapid
determination of a doubtful stone; providing, of
of course, he possesses the requisite apparatus, the
cost of which, considering theissue often at stake of a
comparatively valueless gem being mistaken for
one of greater value, or vice versa, is of very little
moment.
The action of light in passing through media of

different densities, such as from air into a stone,
was next demonstrated, showing how the phen-
omena we describe as color arises, and the cause
of the so-called "fire" in diamonds.
White light is composed of five colored rays—

red, yellow, green, blue, violet— and when light
(Continued on page 1347)
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To the Man

Who Has Old Gold anZ
Old Silver to Sell

If you knew positively of a concern who would pay you every penny your precious

metals were worth—and their value for same would come up to your own careful

estimate, that is the concern to whom you would be most likely to sell. Isn't it so?

Take Old Gold, Old Silver, Gold Filled Cases, Gold Plated Jewelry, Bench

Filings, Sweepings, etc.—the only way to discover whether you are on the right

track is to measure the amount of money you receive from us, by what you

have been getting elsewhere—from a concern which by reason of their impor-

tance justify a comparison of values.
Just because it's a man's habit to sell here or there it shouldn't be a fixed habit

unless the habit is fixed by the best returns for what he sells.

Certainly he should not be blinded by habit, or by prejudice either.

All that is asked of Thomas J. Dee & Co., that they come under this rule.

Therefore no jeweler should continue to pass us by simply because he
has never done business with us. It isn't fair to yourself to do that—it isn't

fair to us.
We can show you what we are doing for hundreds of other jewelers every

day—if you will only give us a chance.

Many new customers sending shipments to us every day show that people are

being continually moved by this impulse.

Increased business month after month proves it.

If we didn't make and hold new customers this increase would be a very

uncertain quantity, and we must give more for your goods, or we wouldn't get

new business in increasing volume.

You are bound to come to us sooner or later.

In human nature nothing tugs so hard as self-interest.
Why delay longer?
Send us your next shipment and decide the question for yourself.

Check for old gold and silver by return mail. If our offer is not up to yours we will return ship-

ment intact, charges prepaid.

Returns for sweepings in from three to five days.

Thomas J. Dee & Company
Gold, Silver and Platinum Refiners

Offices, 24 and 26 W. Washington St. Chicago, Illinois Works, 317 E. Ontario St.
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Trisalyte, the Modern Compound for
Electroplating in Brass, Copper,

Bronze, Silver and Gold

By CHARLES H. PROCTOR, in The Metal Industry

In recent years the development of the art of

electroplating in the various metals has received

a wonderful impetus. This has been largely due

to the many novel mechanical features that have

been introduced into the method, and the installa-
tion of practical measuring instruments that have
enabled the plater to control to a large degree
the color and thickness of deposit. During these
years, and for a number of decades, no particular
attention has been paid to the chemical part of
electroplating, as far as the actual deposit of the
metal is concerned. Of course, we realize that in
the manufacture of cyanides on a more economic
scale we have been enabled to purchase a purer
article at less than one-fourth of the price of twenty
years ago. The introduction of electric cleaners
has simplified the method of cleansing and has
brought forth considerable saving over the older
method in many instances. But the greatest
innovation, other than the mechanical features
and electro-cleaners noted, has been the introduc-
tion of trisalytes or triple salts, the invention of
Dr. Courant, the eminent electrochemist and
metallurgist of Berlin, Germany.

Trisalytes are comparatively new on the Ameri-
can market, although in Germany and France
they have been used with wonderful success for
several years. But during the short space of time
since their introduction here the results obtained
have been so remarkable that an increasing demand
is created for them every day. The progressive
plater appreciates the fact that trisalytes gives
the nearest approach to standarization of the vari-
ous solutions that it is possible to obtain, and by
the use of a material that is scientifically combined
as one salt instead of several, enables him to deter-
mine to a greater degree than heretofore the cost
of the material output of the plating department.

The Use of Trisalytes

The advantage of the use of trisalytes can be
readily inferred when we take into consideration
the considerable difficulty in preparing brass
baths of large proportions, say a thousand gallons
or more. Platers who have prepared such baths
know that it is impossible to determine at the out-
set whether they will obtain a satisfactory deposit
without considerable labor afterwards or not.
But with the use of trisalytes the preparing of
baths of large proportions is simplicity itself.
The requisite number of gallons of water and the
necessary amount of copper and zinc trisalytes
added thereto, and as soon as these additions
have been made the solution is ready for use.
There is no guess work, the results are certain.
The water for solution can be used cold or only
slightly warm. The same method of manipulation
is carried out in the production of copper, bronze,
silver and gold baths, and must surely appeal to
the modern plater who understands fully the
requirements of his art to produce the output of
his department on the most economic scale.

It has been inferred that trisalytes are used only
in connection with the preparation of new baths,
but this is a mistake. One of the greatest results
in the demands for trisalytes has been due to the
beneficial and economic results in building up
and replenishing baths, in present use, made up
from the regular methods in vogue. A number of
foremen of the largest plating departments in
this country can testify that, by the use of
trisalytes, they have been able to obtain better and
more uniform results than was possible under the
older method of replenishing the baths. In me-
chanical and barrel plating trisalytes have proved
a wonderful success.
Many platers have spent many weary hours in

trying to overcome the difficulty in producing
satisfactory deposits of brass and bronze, and even
copper has caused considerable trouble. The rea-
son for this can be readily explained to those who
have always used still baths. The voltage required
should be twice as great as for still baths; the con-
centration of the bath should be based upon the
same lines and the internal resistance of the bath
should be as low as possible. Under the older
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method this is somewhat difficult to obtain because
the cathode surface of the material in a plating
barrel is oftentimes so many times greater than
the anode surface that the bath becomes readily
impoverished in metal, due to this cause, and by
constant additions of metal by the older method
a disturbing influence is developed in the baths
that give considerable trouble. Trisalytes over-
come such troubles because the degree of concen-
tration can readily be maintained without dis-
turbing influences due to the solubility of the
material which can be added while the baths are
in motion, if the emergency arises.
To those who have not tried the material, I

would suggest that you make a comparative test
with these salts over the older method that you
have used for years. In this manner you can prove
to yourself whether the economic and other
advantages claimed for trisalytes are worthy of
your consideration.

The Acid Copper Solution
and Method of Making It

The acid copper solution (frequently called
the duplex copper solution) is the oldest form
of copper plating solution known. The early
copper plating was invariably done by it. It is
extensively employed in electrotyping and is the
only solution that can be used for depositing
copper of the necessary thickness.
Both the cyanide copper solution and the

acid copper solution have advantages of their
own and as a usual rule, one cannot be used to
replace the other. In other words, each has its
own particular field. The advantage of each
copper solution is as follows:

The Solutions Compared

The cyanide copper solution is used for plating
iron and steel. An acid copper solution cannot be
used for this purpose. Cyanide copper solutions
have the property of removing a slight film of
oxide from brass or other copper alloys, and for
this reason, the utmost care is not as essential as it
is when an acid copper solution is employed. They
also have the property of removing a slight film
of grease from all metals, owing to the alkaline
nature of the solution and the fact that, during
the plating, gas is given off which produces an
electric cleaning action.
The disadvantages of the cyanide copper solu-

tion are that it takes a very long time to produce a
heavy deposit, it is apt to blister unless care is
used, and the solution is more expensive. It
adheres to any metal tenaciously, however, and
"throws" into deep portions of an article where an
acid copper deposit would never reach.
The acid copper deposit never blisters and a

copper deposit of any desired thickness may be
obtained by it. It deposits copper rapidly. The
copper is tough and uniform. It may be said,
however, that the real reason for using an acid
solution is the fact that it gives a heavy deposit.
The disadvantages of an acid copper solution

are the fact that it cannot be used in plating iron
or steel direct (unless a preliminary deposit of
copper from a cyanide copper solution has been
given it) on account of the fact that these metals
precipitate the copper on the surface by immersion.
The fact that the copper does not adhere as tenaci-
ously as a cyanide copper deposit, particularly
if there is a slight film of oxide or grease likewise
militates against its use. In addition, an acid
copper solution does not "throw" its metal well.
Deep pockets or cavities frequently refuse to
cover and the only way that the copper can be
made to throw into them is to hang an anode in
the interior. This is often impracticable.
The acid copper solution, however, is very

useful for certain purposes. It gives a dead,
satiny surface that has been found useful as the
base for gilding in the production of ormolu-gold,
and for giving any article a very heavy copper
deposit it is absolutely necessary to use it.

Formula for Acid Copper Solution

The following method is used for making up
an acid copper solution:

Water ' 1 gallon
Sulphate of Copper  1% lb.
Sulphuric Acid  4 oz. (fluid)

The solution made according to these pro-
portions has a deep, blue color and should be
clear. The 1 Yi pounds of sulphate of copper dis-
solved in the water will give a solution which
stands about 163/° Beaume. After the sulphuric
acid has been added, the solution will stand about
20° Beaume.
The solution is used cold and with plenty of

copper anodes. Copper is deposited very rapidly
from an acid copper solution, and for this reason,
the copper is removed from the solution with equal
rapidity. Unless there is plenty of anode surface,
therefore, the copper is deposited more rapidly
than taken from the anodes. In fact, this is a very
common occurrence and the principal dfficulty in
running an acid copper solution is its becoming too
acid. When this is the case, the copper deposit is
coarse and crystalline and it is apt to "burn"
at the edges of the article. It is imperative, there-
fore, if an acid copper solution is to be used con-
tinuously, that there be no lack of anode surface;
but if for any reason the solution should become
too acid, then carbonate of copper can be used to
neutralize the excess of free sulphuric acid and
form sulphate of copper again.

The Current Strength

The current strength in an acid copper solution
is important and unless carefully regulated, good
results cannot be obtained. From 1 to 2 volts
should be used and if allowed to go much higher,
the deposit is not as good. An excessive current
strength is manifested by the "burning" of the
copper deposit at the edges. This "burning"
is indicated by the formation of a dark colored
deposit, and always appears at the edges first.
After this, streaks appear. With a low current
density, the copper deposit will be bright and
uniform and with a fine, matt surface. If the cur-
rent is stronger than necessary, then the deposit
will become rough and dark, particularly at the
edges, and streaks will make their appearance.
Too much acid also causes the same thing.
The agitation of an acid copper solution is very

advantageous. Copper deposits so rapidly from
it that there is always an excess of acid around the
cathode. This soon causes irregular working and
the deposit then suffers. Agitation is far more
necessary than in any other plating solution and
in fact, unless it is carried out it is very difficult
to obtain uniform or satisfactory results when
a solution is worked regularly. There are several
ways of agitating the solution. The simplest is to
run a lead pipe down into the solution and blow air
through it by means of a pump. Paddle wheels,
pumps and similar forms of agitating apparatus
can be employed and are used in the trade. It
will be found that when the solution is agitated,
as it always should be whenever it is possible to
do it, that the copper can be deposited much more
rapidly than otherwise and a higher current den-
sity can, therefore, be employed. Agitation,
therefore, will be found economical.—The Brass
World.

" Ship's-wheel " Clock in a Flask

By the exertion of much ingenuity and patient
labor a New York man assembled a "ship's-
wheel" clock in a flask, the neck of which is but 1 in.
in diameter. The ship's wheel forming the dial is
5 in. in diameter, while the clock movement is
contained in a circular casing or barrel, 2 in. in
diameter.
In assembling the clock a wooden platform was

first erected in the flask, and then the wheel, di-
vided into sections, was passed down the neck
and put together in a horizontal position on this
platform, the parts being connected with screws.
Then the wheel was raised to a vertical position
and the spoke handles were fitted in and glued in
place. The casing for the clock movement was
introduced into the flask in the form of a flat strip,
and was then bent around and fastened together
with screws. The back of the casing had to be
bent to get it into the flask, and was then straight-
ened out and fastened in place. The assembling
of the different parts of the mechanism was then
carried out.
A ratchet system is employed for winding the

clock and setting the hands, and this may be
reached by a rod.—Popular Mechanics.
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LEI MAN BROS.
COMBINATION

Polishing Dust

rImarommomporum.••••••,■■■■•.••••■num•••■

Collecting Outfit

Suction at both hoods
Dust does not go through blower

with a powerful suction of air for
drawing the dirt and dust into the
cabinet underneath the bench.
The motor is direct connected to
the Mower-shaft, saving power,
and belted to the polishing head on
bench above. It pays for itself in
power saved and in the increased
value of the sweeps saved. Can't
clog up—better than a large mul-
tiple outfit where a number of
polishers are employed. The
blower does not have to suck
through long lengths of piping,
hence a better suction and better
results are obtained. Furnished
complete as shown, ready for
operation.

CATALOG No. 1

LEIMAN BROS.
NEW COMBINATION

Rolling
Mills
for rolling gold, silver, brass, copper,
and other similar metals for flat,
square, half round. This mill occu-
pies the floor space of the old style
single mill, but is in reality two
machines, doing the work of two
machines. Each set of rolls may be
started or stopped independently by
means of the two levers at the front.
The motor is geared to the machine
and ready for operation. Smooth
and easy running.

CATALOG NO. 256

LEIMAN BROS.

Positive Pressure
Blowers
for melting, soldering, annealing, sandblasting, etc.
Used by jewelers everywhere because they require
very little attention. They can't get out of order.
The pressure is smooth and even without any fluc-
tuation and therefore they are ideal for use with
blowpipes : Also used for

VACUUM CLEANING
Clean your shop or home with them.
CATALOG No. 2 (Blower) ; No. 31 (Vacuum)

LEIMAN BROS

AUTOMATIC, CONTINUOUS FEED

Sand Blast
for frosting and mat finishing on all metals, jewelry,
watches, novelties, glass, etc. These sandblasts cannot
clog up or get out of order because they use both the
pressure and suction of the air. All pipes are short
and straight, requiring little power. No long curved
pipes that wear out easily and are expensive and

es) difficult to replace.

CATALOG No. 3

LEIMAN BROS. 62C JOHN STREET
NEW YORK •
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Three Sensitive Drills

EN

We Manufacture

One, taking drills up to
3-16 inch, the other two
up to 34 inch.

Our No. 1 Drill was
designed for rapid and
delicate work, and is made
as simple as possible.

The No. 2 Drill is iden-
tical to our No. 3, with
the exception that it is
not mounted on a column.

The spindle in both drills
has a Morse No. 1 taper
hole and is counter
balanced by a coil spring
around the feed lever
shaft.

Ask for Catalog No. /8

The W. W. Oliver Mfg Co.
1490 Niagara Street .*. BUFFALO, N. Y.
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Gems and Their Discrimination
(Continued from page 1343)

passes into a brilliant it gives what is known as the
effect of color, which is what we know as the fire of
the diamond. In other stones the dispersive
power is not so high, and it is by the natural fire
of the diamond that we are able to distinguish it
from these.
Mr. Tully next gave a series of slides showing a

range of tourmalines—sapphires, jargoons, and
beryls—in different colors, and said that color was
no evidence of the identity of a gem, but was, of
course, of paramount importance from a commer-
cial aspect. But various varieties of stones occas-
ionally show such marked similarity that even the
most experienced are sometimes deceived.

If after various tests have been applied the color
shown by the specimen confirms the deductions
obtained then, and not until then, can color be
considered as evidence of any value.
The common expression one hears of a stone

"looking hard" is quite erroneous. What is ac-
tually seen is the indi vidual lustre of maximum
degree of polish that the stone exhibits. Each
gem reflects a certain percentage of light from its
surface, producing the above phenomena, i. e.,
lustre, the remainder passing in and giving the
color to the stone.

Optical Characters: Dichroism

It has been ascertained that when light passes
into a precious stone, the consequent refraction,
or bending of the light, is of two kinds, according
to the particular form of crystallization of the
stone. (Either the Ball or Rod form.)

In the one (the Ball) the light is simply bent in
its entirety and allowed to pass on; such stones
being termed "singly refraction."

In the other cases (the Rod shapes) owing to the
irregularity of their structure, they posses the
power of splitting up the incident ray into two
refracted rays, known as the ordinary and extra-
ordinary rays.
Such stones are termed "doubly refracting," or

birefringent," but in all these doubly refracting
stones there is at least one direction, generally
corresponding to that of the principal axis men-
tioned in the beginning of these notes, in which no
separation of the rays occur. These directions are
called "optic axes," and along which the two rays
travel with equal velocities.

It is owing to these two refracted rays, which,
vibrating in different planes, and absorbing the
light unequally, the phenomena known as "Dichro-
ism" or twin colors is observed. This is best seen
by means of a small instrument termed a Dichro-
scope, which consists of a rhomb of Iceland sp.ar,
a mineral exhibiting very marked biefringence,
and should a doubly refracting stone be viewed
through it, the two rays are widely separated,
showing the twin colors very distinctly.

Care should be exercised when using this little
instrument, that a specimen be viewed from more
directions than one, as in all doubly refracting
stones one direction at least shows no color effect,
both squares of the field of view being of the same
tint.

All stones crystallizing in the cubical (Ball)
system, viz., the diamond, spinels, and garnets,
and all non-crystalline substances, such as paste,
are singly refracting, and, consequently, show no
twin colors owing to the equality of the lengths of
the optic axes, allowing light to pass with equal
velocity in all directions.

Refraction and Total Reflection

When a ray of light falls upon a denser media
than that in which it is traveling, as from air into a
transparent gem-stone, it undergoes what is known
as "refraction," that is, becomes bent towards an
imaginary line at right angles to the dividing
surface. But before entering the stone a por-
tion of the ray is reflected back from the sur-
face. The measurement of the angle thus made
by such a ray of light with the optic normal, corn-
pared with that of the corresponding angle pro-
duced by the refracted ray is known as the "re-
fractive index" of a stone.
Each variety of gem-stone exerts a greater or

less refracting power upon light, their refracting
indices being proportionately larger or smaller,

•
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but various kinds of the same species are always
constant with narrow limits.

If, on the other hand, a ray of light is traversing
a dense media, such as a stone, and meets a dividing
surface with the rarer media of the air, up to a cer-
tain inclination it behaves in precisely a similar
way as above; that is, part is refracted and passes
out, and part is reflected back into the stone again;
but after reaching a certain angle, determined by
the particular gem in which it may be traveling,
the whole of the light is totally reflected back into
the gem.
The particular angle subtended between this

inclination and the optic normal is termed the
"angle of total reflection," which varies in different
stones, but is constant within certain limits for
those of the same species.
An exceedinly useful and accurate instrument

has been designed by Dr. Herbert Smith for
rapidly measuring these angles and determining
the refractive index thereby. It is called the "re-
fractometer," and the essential parts consist of a
hemisphere of very dense glass and a finely grad-
uated screen.
The stone to be examined is placed upon the

glass, and the rays of light transmitted by the
stone being reflected upon the screen, and thence by
a prism to the eye. That portion of the ray which
is totally reflected illuminating the screen bril-
liantly, while that which is only partially reflected
lighting it up but poorly, the part being quite
dark in comparison.
The dividing line between this light and dark

portion is noted, the graduations on the screen
indicating, in the latest type of instrument, the
actual refractive index, correctly to the third place
of decimals, computed by the angle of total re-
flection.
To ensure perfect optical contact between the

gem and the glass of the instrument, a small drop
of a high refracting liquid is employed, viz., methy-
lene iodide saturated with sulphur, which possesses
a refractive index of about 1,800.

This test is by far the most convenient, rapid,
and reliable, cannot injure the stones in any way,
and, moreover, is applicable to all mounted speci-
mens. The great advantage the above instrument
also possesses is that it classifies both colored and
colorless stones, and the fact of a stone being backed
or foiled does not affect its working capabilities in
the least.
The lecturer pointed out that the series of beau-

tiful microscopic sections of precious stones, photo-
graphed by Lumiere's color process and kindly
prepared Mr. Meckelberg, being the first of their
kind ever exhibited, marked an entirely new de-
parture in the art of micro-photography.

Secions illustrating the cores of "silk" and "star"
effects seen in rubies and sapphires the ray of the
cat's eyes, the sheen on the moonstones, and play
of color in the opals were then shown.

Important Subject of Synthetic Gems

The lecturer then turned to the manufacture of
synthetic stones, which he characterized as the
bugbear of the modern jeweler. In the year 1877,
Professor Fremy, of Paris, discovered the method
of liquefying rubies and allowing them to solidify
together, and in 1904 one of his pupils, Professor
Verneuil, found that by taking the actual chemical
element plus coloring oxides, and allowing the mix-
ture to gradually drop down through an inverted
blowpipe into the flame it gelantinized and as-
sumed the character of the true mineral ruby or
sapphire.
A number of slides were then shown illustrating

a laboratory for the manufacture of synthetic
gems and the process by which the stones are
formed.

Continuing, the lecturer said that in synthetic
gems a certain amount of air always inserts itself,
and little round air-bubbles were to be seen that
were not the only means of detecting synthetic
stones. Where the treacly material coiled the
material, leaving pecular marking in the stone;
in scientific stones those markings were semi-cir-
cular, whereas in the genuine stone they were al-
ways straight.
• Rexpecting so-called scientific emeralds, syn-
thetic emeralds so far cannot be made in the
laboratory, as the introduction of the fundamental
chemical, viz., "silica," produces a substance

with an amorphous structure and, consequently,
does not exhibit the optical properties of the real
stones. The greater majority of those being sold
are simply triplets, beautifully made of two pieces
of rock crystal containing similar markings to the
real emerald with a thin strip of green glass in-
serted. These are known as "Soude emeralds,"
and are cemented with a transparent substance
which defies hot water and even alcohol.
To rapidly distinguish these clever imitations,

all that is necessary is to place them in a cup of
water, the sides of which cutting off all extraneous
light, show the top and bottom of the stones to
be colorless. This test also applies to doublets,
and will always reveal the line of the join, which can
be seen even when mounted, providing they are
set in claws.
Mr. Tully, turning to the manufacture of orien-

tal pearls, said: The so-called scientific pearls,
although supposed to be "synthetic pearls," were,
he said, nothing more or less than glass beads
covered with essence d'orient, which is a prepara-
tion of fish scales.
A simple method of detecting artificial pearls

was to take an ordinary pin and by the very slight-
est pressure an impression could be made on the
pearl. It was a very simple expedient, and in-
dicated in a moment what the pearl was.
In conclusion the lecturer said he would like

to give a few hints as regards paste and diamonds.
Paste, all said and done, was glass pure and simple,
and if it was breathed upon the breath remained
very much longer and the stone looked a dull white
compared to a brilliant. Beside the breathing
test, one could tell an artificial stone by the touch
of the tip of the tongue.
The lecturer then proceeded to give a complete

list of imitation stones and the different simple tests
to be applied in order to distinguish them from the
corresponding genuine gems, and also how to tell
different stones of identiol colors from one an-
other.
Mr. Tully then said, in conclusion: "I would

like to say that I have only been able to touch on
the fringe of a very large and important science to
us as jewelers, and I cannot too strongly urge all
who have the handling of precious stones to make
themselves familiar with at least the main facts,
and not to trust to any outword appearance or
rely on the word of someone who probably knows
less than themselves.

"Silver and gold are protected as regards quality
by their "hall mark," but our clients rely on our
knowledge that we sell them a genuine stone and
not a scientific imitation, and as there are thousands
in the market, it is not pleasant, and I am sure no
one is anxious of airing his talents in a court of
law on a charge of fraudulent representation! ! ! !
The choicest gems of mother earth employed in
our beautiful craft are well worthy of study, if
only to safe guard our own interests and so give
fewer opportunities to unscrupulous dealers to
sell spurious imitations. The result would well
reward the labor, many times over, both from an
interesting and lucrative standpoint."

Protecting the Hands
Against Chemicals

By coating the hands with a very thin film of
wax, complete protection may be afforded them
against the action of many chemicals, especially
while working with photographic developers.
Thus solutions of formaldehyde may be handled
freely without fear of contracting cutaneous erup-
tions. Such a protective film of wax may be ob-
tained in the following manner: One hundred
grams of unfilled curdle soap is dissolved in 100
centimeters of boiling water, into which are
stirred 100 grams of wax. As soon as the latter
is melted, 10 cubic centimeters strongest ammonia
water are added, and when the mixture becomes
quite clear 100 grams of lanoline (or lard) is
mixed in. The whole should then be diluted to
honey consistency. Before applying this paste
the hands must be washed with soap and water.
They are then lathered once more and a small
quantity (about hazel nut size) of the paste is
spread out by rubbing, together with the soap
and water, until the hands become completely
dry. They are then washed off until every trace
of soap is removed, but instead of drying the
hands the adhering water is merely shaken off.

•
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LEI MAN BROS.
COMBINATION

Polishing Dust Collecting Outfit

Suction at both hoods
Dust does not go through blower

with a powerful suction of air for
drawing the dirt and dust into the
cabinet underneath the bench.
The motor is direct connected to
the blower-shaft, saving power,
and belted to the polishing head on
bench above. It pays for itself in
power saved and in the increased
value of the sweeps saved. Can't
clog up—better than a large mul-
tiple outfit where a number of
polishers are employed. The
blower does not have to suck
through long lengths of piping,
hence a better suction and better
results are obtained. Furnished
complete as shown, ready for
operation.

CATALOG No. 1

LEIMAN BROS.
NEW COMBINATION

Rolling
Mills
for rolling gold, silver, brass, copper,
and other similar metals for flat,
square, half round. This mill occu-
pies the floor space of the old style
single mill, but is in reality two
machines, doing the work of two
machines. Each set of rolls may be
started or stopped independently by
means of the two levers at the front.
The motor is geared to the machine
and ready for operation. Smooth
and easy running.

CATALOG NO. 256

LEI MAN BROS.

Positive Pressure
Blowers
for melting, soldering, annealing, sandblasting, etc.
Used by jewelers everywhere because they require
very little attention. They can't get out of order.
The pressure is smooth and even without any fluc-
tuation and therefore they are ideal for use with
blowpipes : Also used for

VACUUM CLEANING

Clean your shop or home with them.
CATALOG No. 2 (Blower); No. 31 (Vacuum)

LEI MAN BROS

AUTOMATIC, CONTINUOUS FEED

Sand Blast
for frosting and mat finishing on all metals, jewelry,
watches, novelties, glass, etc. These sandblasts cannot
clog up or get out of order because they use both the
pressure and suction of the air. All pipes are short
and straight, requiring little power. No long curved
pipes that wear out easily and are expensive and
difficult to replace.

CATALOG No. 3

LEIMAN BROS. 62C JOHN STREET
NEW YORK •
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Three Sensitive Drills

We Manufacture

One, taking drills up to
3-16 inch, the other two
up to 3/ inch.

Our No. 1 Drill was
designed for rapid and
delicate work, and is made
as simple as possible.

The No. 2 Drill is iden-
tical to our No. 3, with
the exception that it is
not mounted on a column.

The spindle in both drills
has a Morse No. 1 taper
hole and is counter
balanced by a coil spring
around the feed lever
shaft.

Ask for Catalog No. 18

The W. W. Oliver Mfg Co.
1490 Niagara Street .*. BUFFALO, N. Y.
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passes into a brilliant it gives what is known as the
effect of color, which is what we know as the fire of
the diamond. In other stones the dispersive
power is not so high, and it is by the natural fire
of the diamond that we are able to distinguish it
from these.
Mr. Tully next gave a series of slides showing a

range of tourmalines—sapphires, jargoons, and
beryls—in different colors, and said that color was
no evidence of the identity of a gem, but was, of
course, of paramount importance from a commer-
cial aspect. But various varieties of stones occas-
ionally show such marked similarity that even the
most experienced are sometimes deceived.

If after various tests have been applied the color
shown by the specimen confirms the deductions
obtained then, and not until then, can color be
considered as evidence of any value.
The common expression one hears of a stone

"looking hard" is quite erroneous. What is ac-
tually seen is the individual lustre of maximum
degree of polish that the stone exhibits. Each
gem reflects a certain percentage of light from its
surface, producing the above phenomena, i. e.,
lustre, the remainder passing in and giving the
color to the stone.

Optical Characters: Dichroism

It has been ascertained that when light passes
into a precious stone, the consequent refraction,
or bending of the light, is of two kinds, according
to the particular form of crystallization of the
stone. (Either the Ball or Rod form.)

In the one (the Ball) the light is simply bent in
its entirety and allowed to pass on; such stones
being termed "singly refraction."

In the other cases (the Rod shapes) owing to the
irregularity of their structure, they posses the
power of splitting up the incident ray into two
refracted rays, known as the ordinary and extra-
ordinary rays.
Such stones are termed "doubly refracting," or

birefringent," but in all these doubly refracting
stones there is at least one direction, generally
corresponding to that of the principal axis men-
tioned in the beginning of these notes, in which no
separation of the rays occur. These directions are
called "optic axes," and along which the two rays
travel with equal velocities.

It is owing to these two refracted rays, which,
vibrating in different planes, and absorbing the
light unequally, the phenomena known as "Dichro-
ism" or twin colors is observed. This is best seen
by means of a small instrument termed a Dichro-
scope, which consists of a rhomb of Iceland sp,ar,
a mineral exhibiting very marked biefringence,
and should a doubly refracting stone be viewed
through it, the two rays are widely separated,
showing the twin colors very distinctly.

Care should be exercised when using this little
instrument, that a specimen be viewed from more
directions than one, as in all doubly refracting
stones one direction at least shows no color effect,
both squares of the field of view being of the same
tint.

All stones crystallizing in the cubical (Ball)
system, viz., the diamond, spinels, and garnets,
and all non-crystalline substances, such as paste,
are singly refracting, and, consequently, show no
twin colors owing to the equality of the lengths of
the optic axes, allowing light to pass with equal
velocity in all directions.

Refraction and Total Reflection

When a ray of light falls upon a denser media
than that in which it is traveling, as from air into a
transparent gem-stone, it undergoes what is known
as "refraction," that is, becomes bent towards an
imaginary line at right angles to the dividing
surface. But before entering the stone a por-
tion of the ray is reflected back from the sur-
face. The measurement of the angle thus made
by such a ray of light with the optic normal, corn-
pared with that of the corresponding angle pro-
duced by the refracted ray is known as the "re-
fractive index" of a stone.
Each variety of gem-stone exerts a greater or

less refracting power upon light, their refracting
indices being proportionately larger or smaller,
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but various kinds of the same species are always
constant with narrow limits.

If, on the other hand, a ray of light is traversing
a dense media, such as a stone, and meets a dividing
surface with the rarer media of the air, up to a cer-
tain inclination it behaves in precisely a similar
way as above; that is, part is refracted and passes
out, and part is reflected back into the stone again;
but after reaching a certain angle, determined by
the particular gem in which it may be traveling,
the whole of the light is totally reflected back into
the gem.
The particular angle subtended between this

inclination and the optic normal is termed the
"angle of total reflection," which varies in different
stones, but is constant within certain limits for
those of the same species.
An exceedinly useful and accurate instrument

has been designed by Dr. Herbert Smith for
rapidly measuring these angles and determining
the refractive index thereby. It is called the "re-
fractometer," and the essential parts consist of a
hemisphere of very dense glass and a finely grad-
uated screen.
The stone to be examined is placed upon the

glass, and the rays of light transmitted by the
stone being reflected upon the screen, and thence by
a prism to the eye. That portion of the ray which
is totally reflected illuminating the screen bril-
liantly, while that which is only partially reflected
lighting it up but poorly, the part being quite
dark in comparison.
The dividing line between this light and dark

portion is noted, the graduations on the screen
indicating, in the latest type of instrument, the
actual refractive index, correctly to the third place
of decimals, computed by the angle of total re-
flection.
To ensure perfect optical contact between the

gem and the glass of the instrument, a small drop
of a high refracting liquid is employed, viz., methy-
lene iodide saturated with sulphur, which possesses
a refractive index of about 1,800.

This test is by far the most convenient, rapid,
and reliable, cannot injure the stones in any way,
and, moreover, is applicable to all mounted speci-
mens. The great advantage the above instrument
also possesses is that it classifies both colored and
colorless stones, and the fact of a stone being backed
or foiled does not affect its working capabilities in
the least.
The lecturer pointed out that the series of beau-

tiful microscopic sections of precious stones, photo-
graphed by Lumiere's color process and kindly
prepared Mr. Meckelberg, being the first of their
kind ever exhibited, marked an entirely new de-
parture in the art of micro-photography.

Secions illustrating the cores of "silk" and "star"
effects seen in rubies and sapphires the ray of the
cat's eyes, the sheen on the moonstones, and play
of color in the opals were then shown.

Important Subject of Synthetic Gems

The lecturer then turned to the manufacture of
synthetic stones, which he characterized as the
bugbear of the modern jeweler. In the year 1877,
Professor Fremy, of Paris, discovered the method
of liquefying rubies and allowing them to solidify
together, and in 1904 one of his pupils, Professor
Verneuil, found that by taking the actual chemical
element plus coloring oxides, and allowing the mix-
ture to gradually drop down through an inverted
blowpipe into the flame it gelantinized and as-
sumed the character of the true mineral ruby or
sapphire.
A number of slides were then shown illustrating

a laboratory for the manufacture of synthetic
gems and the process by which the stones are
formed.

Continuing, the lecturer said that in synthetic
gems a certain amount of air always inserts itself,
and little round air-bubbles were to be seen that
were not the only means of detecting synthetic
stones. Where the treacly material coiled the
material, leaving pecular marking in the stone;
in scientific stones those markings were semi-cir-
cular, whereas in the genuine stone they were al-
ways straight.

• Rexpecting so-called scientific emeralds, syn-
thetic emeralds so far cannot be made in the
laboratory, as the introduction of the fundamental
chemical, viz., "silica," produces a substance
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with an amorphous structure and, consequently,
does not exhibit the optical properties of the real
stones. The greater majority of those being sold
are simply triplets, beautifully made of two pieces
of rock crystal containing similar markings to the
real emerald with a thin strip of green glass in-
serted. These are known as "Sonde emeralds,"
and are cemented with a transparent substance
which defies hot water and even alcohol.
To rapidly distinguish these clever imitations,

all that is necessary is to place them in a cup of
water, the sides of which cutting off all extraneous
light, show the top and bottom of the stones to
be colorless. This test also applies to doublets,
and will always reveal the line of the join, which can
be seen even when mounted, providing they are
set in claws.
Mr. Tully, turning to the manufacture of orien-

tal pearls, said: The so-called scientific pearls,
although supposed to be "synthetic pearls," were,
he said, nothing more or less than glass beads
covered with essence d'orient, which is a prepara-
tion of fish scales.
A simple method of detecting artificial pearls

was to take an ordinary pin and by the very slight-
est pressure an impression could be made on the
pearl. It was a very simple expedient, and in-
dicated in a moment what the pearl was.
In conclusion the lecturer said he would like

to give a few hints as regards paste and diamonds.
Paste, all said and done, was glass pure and simple,
and if it was breathed upon the breath remained
very much longer and the stone looked a dull white
compared to a brilliant. Beside the breathing
test, one could tell an artificial stone by the touch
of the tip of the tongue.
The lecturer then proceeded to give a complete

list of imitation stones and the different simple tests
to be applied in order to distinguish them from the
corresponding genuine gems, and also how to tell
different stones of identiol colors from one an-
other.
Mr. Tully then said, in conclusion: "I would

like to say that I have only been able to touch on
the fringe of a very large and important science to
us as jewelers, and I cannot too strongly urge all
who have the handling of precious stones to make
themselves familiar with at least the main facts,
and not to trust to any outword appearance or
rely on the word of someone who probably knows
less than themselves.

"Silver and gold are protected as regards quality
by their "hall mark," but our clients rely on our
knowledge that we sell them a genuine stone and
not a scientific imitation, and as there are thousands
in the market, it is not pleasant, and I am sure no
one is anxious of airing his talents in a court of
law on a charge of fraudulent representation! ! ! !
The choicest gems of mother earth employed in
our beautiful craft are well worthy of study, if
only to safe guard our own interests and so give
fewer opportunities to unscrupulous dealers to
sell spurious imitations. The result would well
reward the labor, many times over, both from an
interesting and lucrative standpoint."

Protecting the Hands
Against Chemicals

By coating the hands with a very thin film of
wax, complete protection may be afforded them
against the action of many chemicals, especially
while working with photographic developers.
Thus solutions of formaldehyde may be handled
freely without fear of contracting cutaneous erup-
tions. Such a protective film of wax may be ob-
tained in the following manner: One hundred
grams of unfilled curdle soap is dissolved in 100
centimeters of boiling water, into which are
stirred 100 grams of wax. As soon as the latter
is melted, 10 cubic centimeters strongest ammonia
water are added, and when the mixture becomes
quite clear 100 grams of lanoline (or lard) is
mixed in. The whole should then be diluted to
honey consistency. Before applying this paste
the hands must be washed with soap and water.
They are then lathered once more and a small
quantity (about hazel nut size) of the paste is
spread out by rubbing, together with the soap
and water, until the hands become completely
dry. They are then washed off until every trace
of soap is removed, but instead of drying the
hands the adhering water is merely shaken off.

•
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The W B & C Glasses

WATCH GLASSES
are known to be the BEST

They are guaranteed to be strictly first-quality glass without bubbles or scratches
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The only medal at the Chicago World's Fair for
watch glasses was awarded to the W B & C brand

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

0

'OP Per gross
tienevas   $ 4.00
Mi=Concaves . . . . . . . . .   4.00
mi.concaves, Extra Thick . .   10.00
Flat Parallels   8.00
Lentitles  •  12.00
Flat Concaves . . . . " .   12.00
Hat Concaves. Extra Thick .   15.00
Patent (ienevas   8.00
Lunettes ...... . . . . .   3.00

Discount, 6 per Cent

B & C glasseskg than other and
brands, and are
leading jobbers
States as fol-

Per doz.
$ .40
.40
.90
.75
1.25
1.00
1.25 ,.75 The only medal at the Paris Exposition of 1900 for
.25 watch glasses was awarded to the W B & C brand

Over 25 Silver and Gold Medals awarded to the W B & C Glasses at the Different Exhibitions of the World Since 1826
Everybody knows that the W B 8 g glasses HAVE BEEN, ARE, AND WILL ALWAYS BE the leading brand of glasses in the market. Their finish, clearness, flexibility and Correctness of size make them so

that the leading jobbers in the United States will use DO others at any price. Four-fifths of the case manufacturers are using them on account of their accuracy and perfect roundness. They used to
buy a cheaper grade of goods, but soon found out the wisdom of the old proverb, "'l'he Best is the Cheapest at the End."

WATCHMAKERS I I If you wish to save time and money and give good satisfaction to your customers (if you are not using them), try the W B & C and don't be deceived by bluffing and humbugging
advertisements, showing a lot of nonsensical figures. The W B 8, C glasses are in existence over sixty years, and during that time a great many brands have sprung up in one day, and never heard
from afterwards. IT IS A GOOD AND RELIABLE GLASS YOU WANT, WHICH IS THE W B & C.
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The Electroplating of Wood

Many Pretty Effects May be Obtained—The

Processes Employed

Wood is not a difficult material to electroplate

and many unique effects may be made by plating

it with various metals. The harder the wood, the

more readily it can be prepared, although any

kind of wood, hard or soft, may be plated without

difficulty. The method is as follows:

Waterproofing the Wood

The first operation in the electroplating of wood

is to render it water proof. This is accomplished

by first treating it with a good wood filler, rubbing

off the surface and allowing to dry. The method is

the same as though the wood were to be prepared

for ornamental purposes in the interior of a house

or for furniture.
When the wood filler has dried it may or may not

be necessary to sand paper the surface with fine

sand paper. If the surface has been well treated

with the wood filler and the latter has been rubbed

off before dry, then sand papering is usually

unnecessary. The operator can easily ascertain

whether it is necessary by the feeling of the surface.

Now give the surface a coat of a varnish known

as "spar-composition." This is a varnish which

dries tough and elastic and is quite suitable as a

base for the electro deposit. Varnishes which dry

hard and brittle are not as good although, of course,

they may be used. It has been found by exper-

ience, however, that "spar-composition" is pre-

ferable to other varnishes.
The "spar-composition" should be in a condition

to spread evenly with a brush and not leave any

brush marks when dry. In winter it may be neces-

sary to warm it or thin with turpentine. In sum-
mer, it is usually of the right consistency.

This coating of "spar-composition" is allowed
to dry, which should take over night and then a

second coating is put on. This is put on in the
same manner as the first and should not be allowed

to dry. Allow the article, upon which the second
coating of varnish has been put, to remain until
the surface is " tacky." This may take several
hours. In order to obtain the right condition, the
varnish should have dried so that it is quite sticky.

Applying the Copper Powder

The next operation is to render the surface of
the wood, now coated with varnish, a conductor
of electricity. It is accomplished by means of the
finest copper pawder. This is metallic copper
ground to an impalpable powder and is known in
the trade as " copper-bronze powder." Ordinary
bronze powder is not sufficiently fine and should
not be employed.
The "copper-bronze powder" is brushed over

the surface of the article coated with the varnish
and which has become "tacky." The "tacky"
nature of the varnish causes the copper powder to
adhere. Brush it on good and thick by means
of a camel's hair brush and leave on any surplus
powder. Do not brush it off, but pile on all the
powder that can be put on, even though it may
adhere but slightly. In beginning to put on the
powder, brush it into the varnish well. The idea
is to put on all the copper powder that can be
used so that every portion of the surface will be
covered. Later, the surplus will be removed, but
do not take it off now.
The varnish, into which the copper powder has

been brushed and piled on, so to speak, is allowed
to dry hard. The length of time that was necessary
for the first coating of 'varnish to dry should be
noted, and the same length of time should be given
the second coat with the copper powder on it.
Do not attempt to do anything until the varnish is
dry or you will get into trouble. This may take
from twenty-four hours to several days, depending
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upon the character of the varnish. There are quick
drying "spar-compositions" which dry more
rapidly than the ordinary kinds, and these can
be used when time is an object.
When the varnish, into which the copper-powder

has been brushed, has dried, the surplus powder
is carefully brushed off. It will then be found that
the surface is coated with copper completely.
If not, the spots that are not covered, will have to
be touched with varnish and allowed to become
tacky. Copper powder is again brushed in and
the whole allowed to dry.

Striking

The surface of the article is now coated with
copper and is a conductor of electricity. Plating
in an acid copper solution may now be carried
on if desired, but it will be found that the copper
deposit does not form evenly until after some
time. If sufficient time is taken, however, very
good results can be obtained, but it has been found
preferable to "strike" the article coated with the
copper powder, in a silver solution so that the
surface will become coated with metallic silver.
Any electroplating done on this takes place very
evenly.
The "strike" is made as follows:

Water  1 gallon
Cyanide  3 oz.
Nitrate of Silver  3 oz.

In case the solution is not clear, add a little
more cyanide, but to work well there can be
little or no free cyanide present.

This "strike" is used without any current and
the wood article, now coated with the copper
powder, is immersed in it for a few seconds. The
copper precipitates the silver from the solution and
now, instead of being covered with copper, the
surface is silvered.

The Electroplating

Although any electro deposit may be put upon
the wood by electro deposition, a copper deposit
from an acid copper solution should first be put on.
This need not be heavy, and after it has been
deposited, silver, gold, brass or any other metal
may be deposited. After the wood article has been
coated with silver in the "strike" it is ready for
the electro deposition of the copper. An acid
copper solution is used for this purpose and it is
made as follows:

Sulphate of Copper  14 lbs.
Water  1 gallon
Sulphuric Acid  4 oz. (fluid)

This solution is used cold and the current
should have a tension of from 1 to 2 volts. A
high current density will cause the deposit to
become rough and brittle.
The wood article should have some sort of a

connection and this should always be put on before
any of the operations have been put upon the
wood. This can readily be done and the con-
nection can be made upon some portion that is
not important. A brass screw or nail driven into
the wood is good. The connection is then made
from this point. In electroplating, it must be
realized that the wood will float in the solution,
and on this account a weight should be hung from
it at the connection in order to keep it down. A
piece of brass or lead is advised and hung by an
insulated wire so that copper will not deposit on
it. Iron is not suitable as it decomposes the copper
solution.
The copper is deposited in the usual manner,

but if a heavy coating is desired, it is advisable
to take the article out now and then and scratch-
brush the surface in order to prevent roughness.
If this is done it is possible to produce a heavy
copper deposit that will be quite smooth. In the
illustration is shown a wood umbrella handle
that was copper plated by the method herein
described.
The copper will adhere to the work tenaciously

and there will be no evidence that it is not an
integral part of the wood except in the matter of
lightness.

If other metals, such as silver or gold, are
to be deposited on the wood, then the article is
given the copper coating in the acid copper solution
in the usual manner, either light or heavy as may
be desired, and then silver or gold plated in the
regular manner.—The Brass World.

Scissored Information
from Our Exchanges

From The Metal Industry

Q.—Will you kindly tell us the method of copper
plating the backs of silvered mirrors to protect
the silver from rubbing or wearing off?

A.—The backs of silvered mirrors can be coated
with a special lacquer to protect the surface.
Afterwards any of the bronze powders may be
applied to give a copper, brass or aluminum
appearance. If you wish to copper plate the sil-
vered backs, which may be readily done, use an
acid copper bath for the purpose and give a deposit
of from one-half hour upwards, according to the
thickness of the deposit required. The copper
solution for the purpose should consist of the
following:

Sulphate of Copper 1M lbs.
Sulphate of Alumina 2 ozs.
Sulphuric Acid 1 oz.
Water 1 gal.

To prepare the bath, dissolve the copper crystals
in as little boiling water as possible and then add
the sulphate of alumina. Now add as much cold
water as required to make up the specified quan-
tity. Use a voltage of 1 to 13/ volts; amperage
in proportion to the surface.

Q.—Can you tell me what causes a smoky or
reddish appearance on gold of 10 and 14 karat
fineness? This is seen very plainly after jewelry
has been plated and dried, and is very prominent
on large plain surfaces.

A.—The reddish effect complained of is most
likely due to red oxide of copper which is either
originally present in the copper used, or has been
formed in the alloy by improper melting or soaking
in the fire. The failure of the enameling alloys
used may have been due to similar reasons, or
to the use of copper that is too dry. The use of
good tough pitch Lake copper, careful melting and
the addition of a trace of manganese-copper as a
deoxidizer, ought to toughen the alloys you
mention. As the black lead crucibles that are
used for melting are liable to sometimes contain
"sulphur or arsenic balls" that might contaminate
your alloy and make it brittle, it is suggested
that you obtain a Schwartz furnace, which are
made in sizes holding a few pounds, with an
alundum lining, suitable for gold melting

Q.—How is chloride of gold made?

A.—Gold is dissolved in aqua-regia ill the same
way that silver is dissolved in nitric acid. The
solution of gold chloride is evaporated over a
water bath nearly to dryness to expel excess
of acid, and the residue is dissolved in a small
quantity of water. To the concentrated solution,
add a solution of good potassium cyanide as long
as a precipitate of gold cyanide is formed. Well
wash the precipitate, and then add just sufficient
potassium cyanide solution to dissolve it. After-
wards add, say one-fourth of the quantity of
potassium cyanide used in dissolving the pre-
cipitate to give the requisite amount of "free
cyanide."

Colored Clock For Motion-picture
Shows

Transparent-faced clocks, lighted from behind
with colored lights, are the latest innovations of
motion-picture show houses. Patrons of these
amusement places complained that they could not
tell the time when they were inside the houses, and
hence, not knowing how long they were staying,
often were late for engagements or missed their
suppers.

Clocks, lighted from the front could not be used,
for the reflected light rays seemed to have an in-
jurious effect on the eyes and spoiled the effect of
the pictures. Clocks lighted from behind with
white light had the same effect.
When amber or green lights were placed behind

the transparent face, however, the effect was not
harsh, did not injure the eyes, and yet was suffi-
cient to show in silhouette the hands and hour
numerals.—Popular Mechanics.
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Concerning an Easily Reached Advancement
By our simple, absolutely practical and inexpensivecourse of instructions we equip any one possessing
industry and average ability with a thorough know-
ledge of Watchmaking, Engraving and Optics that
will quickly double or quadruple his present earning
power. We guarantee to instruct him so thoroughly
in all branches of the jewelry business so as to render
him valuable to any jewelry establishment in this
country and when competent to do credit to himself
and us to aid him in securing a well paid position.

Our fall term begins September 3, 1912
and it will pay any one seeking a chance to better himself to ask for full particulars.

Why Should You Not Do So At Once?
Our prospectus will be sent free

THE PHILADELPHIA COLLEGE OF HOROLOGY
F. W. SCHULER, Principal

ESTABLISHED 1894

Broad and Somerset Sts. PHILADELPHIA, PA.

WE REPAIR EVERYTHING IN JEWELRY
Gold and Silver Electro-plating

Copyrighted June 19, 1912, by Breslavsky Bros.

BEFORE REPAIRING

A SAMPLE OF OUR WORK
This Letter Explains Itself

D. F. WETZEL CO.
Jeweler

HYDE BLOCK.

Spokane, Washington, June 16, 1912
Breslavsky Bros., New York.
Dear Sirs:—

Referring to yours of June 11, 1912, would say that the
repairs on Jewel Case was perfectly satisfactory.

We referred the matter of using the picture for adver-
tising to our customer, and it was agreeable to him, and you
have our consent. Our customer said he would appreciate
a photograph of the Before and After repairing, so he could
show it to his friends.

Respectfully yours,
(Signed) D. F. WETZEL CO

Copyrighted June 19, 1912, by Breslavsky Bros.

AFTER REPAIRING

Mesh Bags Repaired
Resilvered and Relined

 $1.00  
Specialists in Difficult Repairing

BRESLAVSKY BROS., 51 Maiden Lane, NEW YORK
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Recent Patents of Interest to the Jewelry Trade

Patents of interest to the trade, recently issued,

especially prepared for this journal by William N.

Moore, patent attorney, Loan and Trust build-

ing, Washington, D. C.

1,028,313. Measuring-machine. George L. Wil-
liams, Americus, Ga. Filed June 28, 1910.
Serial No. 569,341. (Cl. 73-9.)

1. In a measuring machine, the combination of a
frame provided with a rigid upright, a revoluble
measuring roll supported at one end by said
upright, registering mechanism co-operative with
said roll, a pair of members pivotally connected to
said frame on an axis below that of the measuring
roll, said members being movable to and from
positions at opposite sides of said upright, tension
rods carried by said members and movable thereby
into positions at opposite sides of the measuring
roll, a cross member rigidly connecting the free
ends of said member.

1. A coupling ring for refrigerator linings,
comprising a sheet metal structure having a
middle portion forming a lining for an opening,

marginal portions folded on the
outside of the middle portion and
outwardly extended edge portions
forming a circumferential rib or flange
on the outside of the ring.

2. A coupling ring for refrigerator
linings, comprising a sheet metal
structure having a middle portion
forming a lining for an opening, mar-
ginal portions folded on the outside
of the middle portion and an edge
portion outwardly extended to form
retaining means for the ring.

3. A coupling ring for refrigerator
linings, comprising a middle portion
forming a lining to an opening, mar-
ginal portions folded upon the outside
of the middle portion and edge por-

tions refolded upon the marginal portions to form
channels adapted to receive flanges ont he refrigera-
tor linings.

4.. A coupling ring for refrigerator linings, com-
prising a sheet metal structure having a middle
convex portion forming a lining for an opening
formed semi-circular at the ends and parallel at
the sides, marginal portions folded upon the out-
side of the middle portion.

1,029,116. Stem winding and setting watch.
Joseph A. Freund, Waltham, Mass., assignor to
The Keystone Watch Case Company, Phila-
delphia, Pa., a Corporation of Pennsylvania.
Filed December 8, 1911. Serial No. 664,684.
(Cl. 58-68.)

1. In a watch movement, the combination with
a dial plate, of a winding stem having a clutch
mounted thereon adapted to move on said stem
and rotate therewith, a pendant lever pivoted at
one end to the dial plate and engaging with said
winding stem, a spring detent secured at one end
to said dial plate and provided with a catch at its
opposite end, said latter end being formed with
two differently inclined faces along which succes-
sively is adapted to travel one end of said pendant
lever to a final locking position, and a spring-mem-
ber secured at one end to said dial plate engaging

with said clutch at its opposite end and operated
by said detent, substantially as described.
2. A watch movement comprising in part a

pendant lever, and a spring member secured at
one end and provided with a catch at its opposite
end, said catch being provided with differently

inclined faces along which successively is adapted
to travel one end of said pendant lever to a final
locking face beyond said inclined faces and at an
incline to the latter.

1,029,221. Frame for hand-bags, pocket-books,
and the like. Louis B. Prahar, Massapequa, and
Lester L. Prahar, New York, N. Y. Filed
Decmber 29, 1910. Serial No. 599,970. (Cl.
150-29.)

1. A jaw for hand-bags, pocketbooks and the
like, having a frame member, a side plate and a
sheet metal strip disposed between the outer sur-
face of said member and the inner surface of said
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plate, and having its outer edge folded outwardly
and backwardly upon itself to form a groove into
which the outer edge of said plate may slide to
conceal the outer edge of said plate, and having its
end edges folded over to form grooves facing
each other, along which the end edges of said
plate may slide, and means for rigidly securing
said strip to said frame member prior to the attach-
ment of the plate to the former.

2. A jaw for hand-bags, pocket-books and the
like having a frame member substantially in the
form of a channel in cross section, the channel
serving to receive the edge of the body of the bag,
a side plate upon the outer surface of the body of
the bag, and a sheet metal strip partially concealed
by said plate, and having its outer edge and its
end edges folded over to form grooves or channels
into which said plate may slide to conceal the upper
edge and end edges of said plate, the said strip
having a portion of its lower edge folded back
upon itself, and extending into said channel along-
side the body of the bag, to position said strip.

1,029,305. Alarm-clock. Paul Lux, Waterbury,
Conn., assignor to The Waterbury Clock Com-
pany, Waterbury, Conn., a Corporation. Field
August 31, 1911. Serial No. 647,123. (Cl. 58
—17.)

1. In an alarm-clock, the combination with a
time-movement running a plurality of days
without re-winding, of an alarm-mechanism or-
ganized with the time-movement and including an
alarm-cam located at the front of the said time-
movement, and a lifting lever, a gathering hub, and
a rack, all located upon the back of the rear move-
ment plate of the said time-movement ; means for
automatically releasing the alarm-mechanism
once in twenty-four hours and automatically stop-
ping it after an alarm has been sounded for a
predetermined length of time, and a manual stop
for manually stopping the alarm-movement at
any point within its predetermined period of
operation without interfering with its regular
automatic operation for its full period the next
time the alarm is sounded.

1,028,494. Coin and bill carrier. Claude S. J.
Russell, Watertown, N. Y. Filed November 15,
1911. Serial No. 660,462. (Cl. 229-69.)

1. A coin and bill mailer, comprising a central
body portion having its side edges formed into flaps
capable of being folded inwardly upon said body,
and having an integral end portion adapted to be
folded upon said body and to be held rigidly in

place by said flaps, the central part of said end
portion cut-away to form a recess or pocket to
receive a piece of paper money, the opposite end
of said body having an integral cover adapted to
be folded upon said body and said end portion,
the side edges of said cover detachably engaging
portions of said flaps for holding the cover in place.

1,028,427. Clock. Solon B. Bricker, St. Paris,
Ohio. Filed October 14, 1911. Serial No.
654,686. (Cl. 58-8.)

1. In a striking device for a clock thd combina-
tion with a frame, a train of gears, a counting
wheel, a plurality of striking clappers, of a cam
member carried by said frame and being adapted
to engage said clappers, a cam wheel carried by
said frame, and means co-operating with said cam-
wheel and cam-member for shifting said cam-
member when said cam wheel is rotated.

2. In a striking device for a clock, the combina-
tion with a frame, a main shaft, of a cam-member

supported by said frame, a cam-wheel carried by
said shaft, a bracket carried by said frame, a shaft
carried by said bracket, latterly extending arm car-
ried by said shaft, a shifting-member engaging said
cam-member, one of said arms engaging said cam-
wheel, the other of said arms engaging said
shifting-member for causing said cam-member to
be shifted when said cam-wheel is rotated, and
means for rotating said main shaft.

1,029,379. Hat-pin-point protector. Oscar G.
Lee, Jacobs Creek, Pa. Filed December 9, 1911.
Serial No. 664,827. (Cl. 24-155.)

A hat pin point protector comprising the com-
bination with a head, of a cylindrical sleeve integral
therewith and projecting from the inner end
thereof, said sleeve open at its inner end and pro-
vided at the said end with interior
threads, a plug formed of two dif-
ferent diameters, that portion of
the smaller diameter provided with
peripheral threads and engaging
with the threads of said sleeve, that
portion of the larger diameter
abutting against the inner edge of
the sleeve, said plug formed with a
tapering opening, a pair of rec-
tangular oppositely disposed lock-
ing members positioned in said
sleeve and extending from the plug
to the head, each of said members having its inner
face grooved and its outer face flat, the ends of the
grooves opposing the inner face of the plug flared,
and springs of ogee curvature interposed between
the flat face of said member and the inner face
of the sleeve for retaining said members normally
closed and in engagement with the pointed end of
a hat pin, each of said springs having one end
fixedly secured to one end of a locking member.
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HEAVILY SILVER PLATED

REFINISHED LIKE NEW AND

RELINED WITH WHITE KID

ACCORDING TO SIZE (4. to 7 ins.) AND CONDITION

These mesh bags, which usually weigh from so to 15 oz. each,

can he sent by unsealed mail at one cent per ox. Package must

not contain any writing. Sender's name and address should appear

on wrapper. When mesh bags are received without instructions

we repair them as above and return immediately.

and Gold Plated at Reasonable Prices

We want the patronage of the small Jeweler. Our largest customers today were our
little fellows 10, 20 and 30 years ago.

July 1, 1912 THE

A Storage Battery of Intelligence

An Interesting Clock That Will Perform a Variety

of Duties at Any Fixed Time

When a man goes to sleep at night in a calm con-

fidence that the clock at his side will wake him

at six the next morning, he illustrates the faith

(occasionally misplaced) that we of this century

put in mechanical devices. A French inventor

now invites us to a more sublime exercise of our

ARRANGEMENT OF SIGNOGRAPHS ON A CLOCK DIAL

confidence in machinery by bringing out a clock

that we may trust to awaken us at different hours

on different days in the week, to let us sleep over

indefinitely on Sundays, and to perform as many

duties between times, at specified moments, as

our fancy may dictate, such as starting a shoe-

factory twenty miles away at 5.36 a. m. on the

twentieth of the month, lighting all the electric

lamps in the City Hall every day at 7.45, and so

on. If this clock does not exhibit intelligence of its

own, it surely acts as a remarkable storage-

battery of its owner's intelligence, especially when

we consider that it requires only a single setting

for an indefinite performance of all these precise

tasks. This device, which has been named the

"auto-signal" by its inventor, Mr. "Appoullot, is

described in La Nature (Paris, January 20) by

Lucien Fournier, who writes:

"The device in the picture just above rings an

electric bell for 20 seconds at 1 p. m., lights a lamp

THE " DIVISOR DISC"
To Set the Signal for Special Days of the Week, Fort

night
or Month.

automatically between 4 and 7 p. m., and finally

works an electric motor on Mondays and Tuesdays

from 9 to 10 p. m. These applications are sufficient

to show the aim of the inventor.

" These diverse functions are accomplished by

'signographs,' which are set at the hours chosen for

the working of the apparatus and which are oper-
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ated by the hour hand, specially made for this

purpose.
"The signograph is a sort of disk movable about

an axis fixed to a rod that is part of a ring turning

HOW THE CLOCK SENDS ITS SIGNALS

about the axle of the hands, but having no relation
with it. We may thus change its place on the dial
without influencing the clockwork. The movable
disk, made of several superposed plates having each
its special use, bears three ring-shaped protuber-
ances crosswise. These are kept on the plate by a
central screw; one receives the impact of the hour-
hand at the moment of its passage, turning the
signograph and closing the circuit of the bell, for
example. If the circuit is to be kept closed for
some time—a few minutes or a few hours—two
signographs are used, one to close the circuit and

EXAMPLES OF THE WORK OF THE SIGNOGRAPH

The signograph thus placed (on the first dial) closes an electri
c

circuit at 3.05 p. m. The divisor-disk being added to th
e

signograph (on the second dial), an electric signal may be sen
t

at 3.05 p. m. on Wednesdays, Fridays, and Sundays, weekly.

the other, pointing to the hour when the service

is to end, to break it. The signographs may be

hourly, daily, weekly, or universal. In the hourly
signograph two of the ivory rings diametrically
opposed are colored red, the others being white.

They are so arranged that the white ones are on

a radius of the dial, the point of the signograph

being at the hour at which the apparatus is to

work. When the hour-hand passes it acts on the

white ring and turns the signograph. The circuit

is made and then broken after a period of time that

varies according to the way the device is set. If

it is desired that the signograph shall not work, the

rod rings are placed radially. Thus the figure below

shows that the signograph will send a signal at

3.05 p. m. daily. No action will take place at

at 3.05 a. m., because at that time the hand will

encounter a red ring.
" The signograph also lends itself to the closing

of circuits on different days of the week. In this

case there is utilized a divisor-disk ' placed directly

on the stem of the signograph and operated by a

brush on the latter. The second dial below shops

an auto-signal device capable of closing a circuit

at 3.05 p. m. on Wednesdays, Fridays, and

Saturdays.
" It will be seen that the divisor-disk has seven

little, movable disks, some white, some red. The
white disks alone are active; operated by the brush
they bring about the desired release, while the red
disks . . . have no influence on the mechan-
ism. The disks may be made white or red at
pleasure by turning them half-way around . . .
and consequently action may be determined on
different days of the week . . .
"Disks with as many as thirty-one divisors are

made . . . enabling one to arrange for action
on any days of the month."
Thus this ingenious device may signal automatic-

ally the hour of beginning and stopping work at a
factory; it may distribute electricity through
streets, gardens, shops and flats; it may operate
special devices giving signals of high precision
or furnishing currents of exact duration for labora-
tory work and scientific investigation. Other
devices with similar aim have been introduced, but
the advantage of this is that the desired hour and
day are indicated on the very dial of the clock that
controls the mechanism.—Trader and Canadian
Jeweler.

Prices for Repair Work

EDITOR KEYSTONE:—I have just read the con-
tents of page 1,047 of May 15 KEYSTONE, and it
moves me to write, as it is of great importance. I
have had my eyes on the times for years, and I
have sought to advance the price for my work
according to the advance of other things. I have
tried to get other jewelers to do the same. Now
I want to tell you some of my prices:

For cleaning a watch  $1.50 to $2.50
Main Springs  1.50 to 2.50
Put in Pivots  1.50 to 2.00
Bal Staffs  2.50
Pat. Genevas  .50
Mi Concaves  .25
Thick  .50
Roller Jewel  1.00
Hole Jewel  1.50 to 2.00
Balance Springs  1.5G to 3.00
Cleaning Stop Watches   3.00 to 5.00
Cleaning eight-day clocks   1.00 to 1.50
French Clock, or Imitations 2.50
Grand-Father Clocks ... . 8.00 to 10.00

Now these are the prices I am working for at
this present time and are what I have been getting
for a long time.
Now I want to tell you how I get them. It is

just by doing the work good, and sticking out for
my prices. Here it is in a nutshell. If your work
is done good, a good price will soon be forgotten,
but if it is done bad it will condemn you, if you
only charged one cent.

Yours truly,

La Plata, Md. C. P. Morse & Son

EDITOR KEYSTONE:—I have noticed the articles
in THE KEYSTONE in regard to raising the price of

watch repairs and I would like to make a few
suggestions for I believe we are entitled to better

pay for our work, judging from the prices that
mechanics in other trades get. I think most

jewelers are of the same opinion, but it seems as

though no one wants to make the start in his
town.
I would suggest that the State Jewelers' Asso-

ciation in each state take this matter up, and either

by correspondence or by employing a man to visit
each city in the state and get the jewelers in each

city to sign an agreement giving the reasons for
the increased prices and specifying the prices of

the different repairs, and to publish this signed

agreement in the newspapers of each city, and also

call the public attention to the fact that the

State Jewelers' Association is at the head of the

movement. In that way no one will be directly

responsible for the raise. This would also be a

good way to increase the association's member-

ship."
It seems to me that a condition where the prices

of the same thing in the same city vary so much as

the prices on jewelers' work and sales, should be

corrected as soon as possible if we are to have the
confidence of the public. No wonder the mail-

order houses get so much of the jewelers' business;

we have got the name of big profits but not the

game.
Yours truly F. D.
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Money is Power
There is one sure way to win money, and only one:
Work for it. But many work hard and yet stay
poor—Why ? Because their ability is ordinary.

Don't be satisfied with your present ability—
have it increased. How ? Let us do it; that is
our business and our pleasure.

Our school's instruction will give you the greatest
increase in your earnings. We place our graduates
in high salaried positions. You will benefit
by our 23 years' experience, largest corps of
instructors, original methods and equipment,
lowest expense.

The Ezra F. Bowman Technical School of
Watchmaking, Engraving and Jewelry Work
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Write for catalogue
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LANCASTER, PA.

SWEEPS

MANUFACTURERS....
We have been located for

many years in the center of
the largest Jewelry manufac-
turing territory in the
country. Our many custom-
ers testify as to our service.
SEND US YOUR SWEEPS, ETC.

A

RETAILERS—
Our plant is furnished and

equipped to care for large or
small consignments, and a
trial shipment of parts con-
taming any quantity of Gold,
Silver, Platinum, etc., will
convince you positively that
OUR CHARGES ARE REASONABLE

CONLEY eic STRAIGHT
Gold and Silver Refiners, Assayers and Sweep Smelters
Dealers in Gold, Silver, Platinum Stock and Anodes

236 Iddy Street PROVIDNCE, R. I.

•

 THE 

New Century
Engraving Machine

THE NEW CENTURY
has back of it over 25
years of engraving ma-

chine experience. When
you take this into consider-
ation and the large number
of machines we have been
selling during these years,
it must be apparent the
New Century possesses
merit.

One of our customers
wrote us a few weeks ago:
"My machine has given
satisfaction both to me and
my customers in every case,
besides paying 20 per cent
on my investment in paid
engraving." We have
hundreds of similar un-
solicited letters.

YOU NEED A
NEW CENTURY

Write NOW for Catalogue
and Prices and Terms

THE EATON &
GLOVER CO.
SAYRE -:- PENNA.

••-•-- Stop Wiggling

4. 

Of course, if you've always used a foot bellows, you've
become used to wiggling when you were melting gold or
soldering.

But you know you can do the job better when your, hand
is steady. And the map doesn't live who can keep his
hand steady while working a foot-bellows.

When you use the Vernon Rotary Compressor, you don't
have to wiggle your foot. And this little machine will
furnish all the air you can possibly have use for in your
repair shop.

Price, including
belt, $7.50

Lathe Pulley Wheel,
extra $1.00

Sold on Ten
Days' Trial

Lee S. Smith & Son Co.
Pittsburgh, U. S. A.

July 1, 1912 T H E

FTVorkshop Notes

CLOCK REPAIR.—I have a customer that bought
a clock in England and paid $600 for it and had
a jeweler to set it up for him, and he failed to
level it up and the clock never did run any more
than half of the time and never was regulated.
I got a carpenter and we went and leveled the
floor and put a piece behind the clock in order
that it would not get like it was. We also
screwed the clock to the wall, and have got the
clock so it will run within thirty seconds of the
time in thirty days. I have stopped at his house
every four days for three months and I would
like to know what a job like this is worth. This
man has got about $250,000. Please let me
know in the next KEYSTONE. I have thought
of charging him $20.00. Is this too much?

The way to figure price for work is to take into
chief consideration the amount of time you spend
in:doing it. The only way in which the value or
cost of the clock should affect the price of the job
is, that the finer the original workmanship is
on the clock, the greater care you must take, and
the finer finish you must use on repairs. When
you have for repairs something unusually fine, your
liability for accident, or loss while in your possess-
ion, is great accordingly, and you should charge
more for that class of work than for ordinary work,
since you are responsible for loss to the owner.
But we condemn any such practice as charging

for work in accordance with the amount of wealth
possessed by the customer. That is fundamentally
wrong. The physician or surgeon does it, but
it is right for him because he often doesn't get
paid at all for his work for some very poor people.
The people as a whole expect the physician or sur-
geon to go wherever or whenever called upon, pay
or no pay; it is part of his code of ethics to do so.
The clockmaker is not expected to work except
when paid for his work, so he cannot follow the
example of the physician in charging higher for
some of his services to the wealthy patron.
You called to regulate the clock every four days

for three months; that would make twenty-two
visits; the distance you had to go and the time
required should be taken into account; you know
what the carpenter's work cost you.
As we do not know these things, it would hardly

be right for us to say what the price of the job
should be.

If you write us with the above information we
will be glad to write you what we would consider
a fair price for the job.

TuEQuoisE.—Is there any way one can bring
back the natural color to turquoise matrix after
it has been worn and turned green from wear or
exposure?

The liability of the turquoise to change color
is the one serious drawback of this beautiful gem.
Some of the stones fade or change color very soon,
while others retain the "robin egg" tint indefin-
itely. What is known as the "Old Rock" tur-
quoise seems to retain its original color indefin-
itely, while the "New Rock" is very liable to
change, the blue assuming a greenish hue, owing
to the evaporation of water which is contained in
these gems, as it is also in opals. The change is
often hastened by lack of care on the part of the
owner of the gem. Turquoise rings should always
be removed when washing the hands, as they may
be affected by chemicals in the soap. It has been
noticed also that turqouise is absorbent to alcohol
and for this reason ammonia should be used in the
water when cleaning instead of alcohol. It is safer
not to immerse the gem in liquid, but to wipe off
with the ammonia and water and dry, quickly.
The Mexican turquoise generally grows greener
with age. Some claim that the color of the gem
when it becomes a dark green can be brightened
by leaving the stone immersed for a period in
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clean water, but we doubt whether this gives satis-
factory results. Doctoring the stone is a practice
sometimes resorted to but this is in the case of
bleached stones rather than those which assume
the dark greenish tint. It is sometimes possible
to restore a turquoise which has faded by repol-
ishing, but the operation is not always successful.
It will probably be best for you to submit the stone
to a lapidist; he will no doubt we able to tell you
if restoration is possible.

POLISHING STONES.—How can I find a jasper stone
for polishing the face of jewel settings, and if
any other stone than jasper can be used for such
purpose.

A better stone, and cheaper when finished, than
a jasper for polishing jewel settings and brass
wheels is a blue stone, and the more it is used the
better it polishes. A blue stone can be bought at
most any wholesale jewelry and material house,
and the price is but ten cents. It is a soft stone
and looks very much like a piece of slate and is
about six inches long and one inch square.
To finish one of these stones, we first smooth all

sides with a fine file, rubbing the stone on the file
to keep it flat. It should then be rubbed on a
ground-glass slab, using only water on the slab;
this rubbing should be continued until there are
no scratches visible in the stone. It should then
be placed in some good oil for twenty-four hours,
after which it is dried off and one side polished
with a flat piece of agate until the surface of the
blue stone becomes shiny.
Of course, the more you rub the agate on the

stone the better it will polish; but be very careful
not to tilt the agate while rubbing, or you will
scratch the blue stone. In polishing a jewel set-
ting, we should first flatten or smooth the setting
on a ground-glass slab, using oilstone powder and
oil. It should then be thoroughly cleaned in ben-
zine. Then by placing the setting on the blue
stone and guiding it with our fingers we give it
several quick light rubs, when we will have a finish
equal to a new setting.

GILDING.—I have tried and tried, but fail to get
satisfaction from my gilding solution. I thought
you could possibly suggest why.

In the operation of gilding, the color of the de-
posit may be influenced momentarily in several
ways. Assuming that the current of electricity
is neither too strong nor too weak, and the bath
in perfect order, if too small a surface of anode
is immersed in the bath, the gold deposit will be
of a pale yellow color. Or, on the other hand, if
too large a surface of anode is exposed in solution,
the deposit may be of a dark brown or "foxy"
color, whereas the mean between these two ex-
tremes will cause the deposit to assume the rich
orange-yellow color of fine or pure gold.

Again, the color of the deposit is greatly affected
by the motion of articles while in the bath; for ex-
ample, if the gilding be of a dark color, by briskly
moving the articles about in the bath, they will
quickly assume the proper color. The temperature
of the solution also affects the color of the deposit,the
tone being deeper as the solution becomes hotter,
and vice versa. The color of the gilding is like-
wise much affected by the nature of the current
employed. A weak current from a Wollaston or
Daniell battery may cause the deposit to be of a
paler color than is desired, whereas a Smee, Grove
or Bunsen (but more especially the latter) will
produce a deposit of a far richer tone. The pres-
ence of other metals in solution, but copper and
silver more particularly, will alter the color of
the deposit, and therfore it is of the of greatest
importance to keep these metals out of the ordinary
gilding solution by careful means.
When gilding in various colors is needed, re-

course must be had to the solutions described else-
where, but on no account should the gilding bath
used for ordinary work be allowed to become im-
pregnated with even small quantities of any other
metal. When we state that small causes will some-
times interfere with the natural beauty of the pure
gold deposit, the importance of preserving baths
from the introduction of foreign matters will be

at once apparent. Another thing that affects the
color of the gilding is the accumulation of organic
matter; that is, vegetable or animal matter, which
is introduced into the bath by the articles im-
mersed in it; thus, greasy matter from polished
work, and beer from the scratch-brush, will some-
times lodge in the interstices of hollow wrok, and
escape into the bath even after the articles have
been rinsed; each in their turn convey organic
matter to the gold solution, by which it acquires
a darkened color; indeed, we have known solutions
to acquire quite a brown color from these causes.
In our experience, however, the presence of a

small amount of such foreign matter, in modera-
tion, has often proved of advantage, especially
in the gilding of insides of vessels, when a rich and
deep-toned gilding is required: a solution in this
condition we should prefer for insides of cream
ewers, sugar-bowls and goblets, to a newly-pre-
pared gold solution; indeed, when a bath works a
little foxy, it is, to our mind, in the best condition
for these purposes, since the former is apt to yield
a deposit which is too yellow for such surfaces.
There is an extreme, however, which must be
avoided, that is when the bath yields a brown-
yellow deposit, which is very unsightly, though not
uncommonly to be seen in our shop windows.
When the gilding upon chains or articles of that
class is of a deep brownish-yellow color when re-
moved from the bath, it will, when scratch-
brushed, exhibit a fine gold appearance, specially
suited to this class of work, and more like jewelers'
"wet color work" than electro-gilding, which will
render it more acceptable to those who are judges
of gold color. Indeed, when the electro-gilding pro-
cess was first introduced, it was a general complaint
amongst shopkeepers that electro-gilding was too
yellow, and that electro-gilt work could easily be
distinguished from colored gold in consequence,
which was admitted to be a serious defect, since
a person wearing a gilt article would naturally
wish it to be assumed by others to be of gold. In
gilding such articles, therefore, the aim of the gilder
would be to imitate as closely as possible the color
of gold jewelry, whether it be dry or wet colored
work. In the latter there is a peculiar depth and
softness of tone which is exceedingly pleasing; in
dry colored work a rich dead surface is produced,
which it is not so difficult to imitate in electro-
gilding.

Granulating of Metals
The process of granulating is a very diversified

one, and must be carried out according to the
object we may seek to attain with the aid of the
granulated metal particles. As a rule, the granu-
lation of metals is affected by pouring the molten
mass from a suitable height slowly into a vessel
filled with water, the water being in the meantime
kept constantly in motion with the aid of a whisk
broom. The metallic granules obtained by this
method, however, are of varying size and form.
According to another process, we take an iron
ball (an old engraver's ball or the like), place it
in a suitably large vessel, which we fill to about
one-half the height of the ball with water. If
the molten metal is now allowed to drop slowly
from above on to the center of the ball, it breaks
up into small portions, which roll slowly down
into the water, thereby acquiring a rounded
shape; nevertheless these granules, although
round, are still of different sizes. If we want
flattened granules, the fluid metal is allowed to
fall on to a slanting board, placed under water,
which gives us lentil-shapel granules. To effect
the last-named purpose, the fluid mass may also
be allowed to fall on to a rotating disk, placed
under water in a tub, the granules in this case,
in lentil form, being thrown from the disk into
the space in the tub. In the granulation of
solders, etc., it is necessary that the granules, as
far as possible, be uniform in size, thereby insur-
ing their melting at the same time. For this
purpose, wire sieves of suitable size are used as
in shot casting. The metal sieves are filled with
small pieces of red hot coal. If the fluid metal is
poured over the glowing coals in the sieve, it
seeks a passage through the coals, is passed by
the metal strands of the sieve in particles of suit-
able size and falls into the water tank placed
under the sieve. By employing the methods de-
scribed above in conjunction with this, round, flat
or irregular shapes may be obtained.
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HARDINGE BALANCE CHUCK, Price fitted, each $3.75

Fitted to No. 38 or 50 Wire Chuck

Brass Jeweling Chuck, per set, $1 50
Steel Jeweling Chuck, per set, 2.50

THESE ARE REAL TOOLS AND ARE
WORTHY OF YOUR CONSIDERATION

Explained in our No. 5 Catalogue
WRITE FOR IT

HARDINGE BROTHERS
3133-3141 Lincoln Ave. CHICAGO, ILL.

Improved Roller Remover
Price. - each, $1.75

Trued Pivot Drill Chuck
Price - each, 75c.

Sheff Patent Ring Forging Machine
THIS ring stretching machine is for jewelers or any one who repairs

or sells rings. It is the only tool on the market for the purpose that
will do perfect work. It stretches all kinds of rings—wide, narrow,

oval, flat, plain or set. A light ring can be sized three sizes and a heavy
one six sizes and do it perfectly. Anyone can easily work it and you
cannot spoil a ring under any circumstances. The ring comes out of the
machine perfectly round and straight and requires no refinishing. You
can size a ring while the customer waits and he cannot tell by appearances
that it has been stretched and will not know how you did it unless you
tell him. This machine is not built on the roll principle but the ring is
pressed into the die and you can put as much or as little pressure as you
wish and you can see exactly what you are doing. It is thoroughly
guaranteed, will never wear out. The most successful jewelry houses in
the country are using this machine. We have had a wonderful sale of it
and do not know anyone who has one who would do without it. Give
it a trial for ten days. Any jobber will furnish one.

•

Include.Order from your Jobber or send to us Direct. Price, $16.00, ki  and Six b;es

A. J. SHEFF & CO. : 6109 PENN AVENUE
PITTSBURG, PA.

ELECTRIC FANS
Special Offer While They Last

12 inch 110-60 alternating cur-
rent Trunnion Desk Fan, $10.50

12 inch 110 volt direct current
Trunnion Desk Fan, . . $9.50
We manufacture all kinds, write

and tell us what you need and ask for
catalogue.
These fans are fully guaranteed,

mention this ad. when you write.

Fidelity Electric Co.
LANCASTER, PA.

If II II II 

No. 10 Foot Blower $6.00

BUFFALO DENTAL MANUFACTURING CO., Buffalo, N. Y., U. S. A.

There's a Bing Difference
in the quality of Foot Blowers
BUFFALO FOOT BLOWERS
are of kiln dried hardwood, selected
leather—whole hides—no split skins;
GUARANTEED RUBBER DISKS,
and as perfect in construction as the
skill of trained men of over twenty-
five years experience in their assemb-
ling can make them. Cost a little
more than some others but give a life
time of service. Look for the name
stamped in the wood " BUFFALO
DENTAL MFG. CO." and you have
the right Blower. Your dealer surely
has them in stock if he handles the best.
Write for catalogue " B-K " describing
different styles foot and power blowers.
Free for the asking.

Watchmaking—Engraving—Jewelry Repairing
Scores of young men owe their success to the thorough and
practical training received at the W. I. of H., the

Official School of the Wis. Retail Jewelers' Association
WHAT WE DID FOR OTHERS WE CAN DO FOR YOU

Our Home Study Course in Watchmaking
There are thousands of young men working in stores who are surrounded by all the oppor-
tunities for learning watchmaking except the proper system of instruction. Aware of this fact,the W. I. of H. has established a Home Study Department, with a view of teaching watch
repairing by correspondence. This system of instruction is as thorough as it possibly canbe, embracing Mechanical, Practical and Theoretical Horology. The course consists of 43printed lessons, containing nearly 400 illustrations and other special features, making it anexcellent substitute for an attendance course to those unable to leave home or their positionand is incomparably less expensive.

Send for Prospectus and state if Attendance or Home Study Course is desired

Wisconsin Institute of Horology
Stroh Building MILWAUKEE, WISCONSIN
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Gold and Jewelry of
the Ancient Celts

By DUKE ARGYLL, in "The Youth's Companion"

Those of our ancestors who were called Kelts

or Celts, and who lived in Brittany, Cornwall, Ire-

land, Wales and part of Scotland, loved gold as

much as we do. That was not because they re-

quired as many comforts. They were content with

a one-story house, usually below ground, and

often carved out of the side of a hill. They had

little knowledge of money, but valued the gold for

ornaments.
They liked to decorate their horses' chests with

thin-beaten plates of gold. But the metal was so

scarce that only a great chief could afford such

decoration for the team that drew his chariot, or

for the warhorse that he rode.
All mankind seems co love instinctively this

mysterious product of the chemistry of nature,

which no man can imitate and no substance ex-

isiting in nature can corrode or destroy. Whence

it comes is often a mystery; no one can be sure

of tracing the mother-lode that must exist; the

river sands for hundreds of miles may contain

particles of the shining ore, yet give no clue to

the veins from which those shining atoms have

come.
The "Stranger's" Treasure

For centuries the search for ancient treasure

has been pursued in the glens and wild places

of the Highlands of Scotland, and sometimes un-

expected "finds" have been made.
For instance, a tradition that a treasure was

hidden at Inverary had long been handed down.

According to the legend, it would never be found

except by a stranger. Generation after generation

of children searched for it. If a badger made a

hole in the hillside, the children believed that the

badger had the scent, and dug up his burrow; but

no young or old badger ever came forth with

bangles on its neck or its nose. The children

watched every rabbit scrape or hen scrape to see

if animal or bird had been attracted by anything

shining under the sod or in the sand.

Then drainage was introduced. Formerly the

glen was too wet to be cultivated, except on dry

slopes where water could not gather, and a hand-

plow did all the necessary furrowing. But now

red-tiled pipes. were put down to drain off water

from flatter ground, and it was possible to sow in

comparatively level places.
One pretty piece of grass land under a cliff

was pointed out as a good bit for plowing. From

the precipice above a great rock had fallen in

long ages past. This had to be removed. The

man at the plow-tail was a stranger, an English-

man. He put a bag of powder under the rock

to blow it up. The explosion followed, the partly

splintered rock heaved, and fell on its side.
Underneath where it had been was a gleam of

the boat treasure. There were three beautiful,
heavy gold bracelets, two of which had cups at

their ends. The treasure had been found, and by

a "stranger,"as prophesied.

Real Works of Art

Those bracelets were beautifully wrought; one

of them had plain ends where. the wrist was

slipped through. As for the pair with the hollow

cups, an old tradition was recalled, which de-

clared that no person who had committed a fault

could be forgiven unless the cups of gold at the

gap in the bracelet were filled with his penitential

tears. There is just room for the nose, like the
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wrist, to slip in between the golden ends, and it
is possible to hold the cups under the two eyes.
Sometimes ignorant men who have found such

bracelets have looked on the gold as mere brass.
In one case a number of bracelets found in an
island of the Hebrides were used as drawer-
handles for an old pine chest of drawers. A
pedler came to the cottage, found that the old
chest had very heavy handles, and gave fifteen
shilllings, or three dollars and a half, for it. He
took it away, and sold the old handles for twenty
pounds sterling each.
Such heavy ornaments as the bracelets must

have been a burden to a Celtic beauty. For a
warrior the gold was beaten out until it was thin,
for then it was more portable and easily worked.
Patterns of all kinds could be punched in it, so as
to give a good effect in front. We can imagine
how grand an old chief from Brittany or Wales
or Ireland looked with a shining yellow band on
his conical helmet, a broad plate of gold on his
right shoulder, and on his left a long yellow
mantle girt in by the belt itself.

The Splendid Chieftain

The ruddy yellow of the mantle was obtained
from the dye of the crochtal, or dark lichen moss,
which grows so commonly and densely on the
gray boulder stones and rocks of the moorlands.
This close-clinging lichen looks black and dark
gray on the rock, but if you take it off, and then
plunge the brittle and crumbling fragments into
boiling water, you get a liquid of dark sherry or
amber color. When applied to wood, this gives
it the tint known as saffron, or crochtal, in the
Gmlic tongue.
So imagine this chief, with long red-yellow hair,

with his mantle of yellow, and with thin golden
plates on his body, standing behind his shield,
with his long spear in his hands, his legs bare,
except for the Roman-like sandals or leather
shoes, with open leather lace-like work on their
upper sides. On his native heath, with his rough
horses behind him, harnessed to his light open
chariot, and with other men leading his long-
haired, wiry riding pony, he must have made a
remarkable appearance.

His home and his family and his gold were
all often hidden away in some islet fortress, to be
reached only by boats.

Often, in Ireland, especially, the cups at the
bracelets ends were enlarged so that in shape they
were like a large pointed egg. Fashions varied in
bracelet ends, as they do in bonnets, and, oddly
enough, exactly the same as the one found among
the natives of Africa.

Probably not all the gold that has been found
in the north is native gold; on the contrary, much
of it doubtless came from the south, possibly
even from Africa.

People do not begin to realize how great was
the enterprise of the old merchants, who traversed
continents and seas with merchandise long before
there were newspapers, or posters, or other ad-
vertisements to herald the arrival of their wares.

Merchants and others were always bringing
precious goods to Britain or tin for oysters
and other goods wanted by the luxurious southern
world. A bangle found in the Orkney Islands or
in Ulster may have been worn by the Queen of
Sheba.

Where Was the Gold Found?

Rome would not have taken so much pains
as she did to conquer Britain had she not thought
it worth her while to do so. If Britain had
been wholly useless, no Norman general would have

thought it worth his while to have himself praised
as its conqueror.

Gold--which the Scottish mint used to coin—
has been found in the hills of Lanark, near Glas-
gow. The metal has also been found in little thin
flakes in Sutherland, in the far north, where Nor-
wegian vikings used to hunt reindeer in days
not too distant to be recorded in their Norse
poetry.
But of any precious gravel or any precious

mine we have no accounts. We may have to
wait for another age of volcanoes to turn up the
hidden hoards.

Meanwhile, discoveries of specimens of the art
of the ancient gold-workers are occasionally made.
Queen Victoria had a fine ornament that was
found in Lancashire and was sent as tribute to
her, for she was by title Duchess of Lancaster.
It is a fivefold bracelet of twisted gold chains.
Each of the five chains is fastened and refastened
to a twisted clamp of gold, and the fivefold curled
loops make an effective and simple design. It is
an example of the plain twisted wire, a fine speci-
men of which recently tripped up a gamekeeper
near Winchester. He thought at first that he had
caught his foot in a poacher's wire trap, but
when he stooped to pick up the wire he saw that
the thing was a golden chain, curving and shining,
and as fresh-looking as if it had been put where
he found it only a few days before, instead of per-
haps a thousand years.

The Size of Mailing Cards

The Postal Service Committee of, the Chicago
Association of Commerce has issued a bulletin of
caution to advertising and sales managers. The
point is made that very large mailing cards are

often mutilated in transit. Such injury lessens
their advertising value. The committee then de-
scribes the conditions obtaining in the postal ser-
vice to the end that advertisers may design their
advertising cards with some assurance of their
being delivered uninjured. The statement says:
"So far as the postal laws and regulations are

concerned, there are no limitations as to the size
of these cards, except the limitations imposed by
the mail equipment. In the handling of mail at a
post-office for dispatch it must be separated by
states and then distributed by railway post-office
lines and by post-offices. In the performance of
this work pigeon hole cases suitably labeled are
used. In the very nature of things the dimensions
of these cases cannot be limitless, the maximum
pigeon hole being approximately eight by eight
inches by eleven inches; and the pouches and sacks
into which the mail for dispatch is placed likewise
have their limitations.
"Consequently, if it is desired that advertising

cards shall reach their destination unmutilated
and in an attractive condition, it is apparent that
it is necessary to reduce their size so as is necessary
to reduce their size so as to permit their being
handled without bending or breaking. While
cards not greatly exceeding eight by eight inches in
size can be handled on the distribution cases, yet
single cards of this size are quite apt to be broken
in transit.
"The question therefore presents itself as to

whether it is good business policy to expend money
for advertising matter of this kind, in view of
the fact, that in amny cases it is actually known
that the object sought will be defeated if the cards
are received in other than perfect condition.
"Large cards, and especially those exceeding the

capacity of the largest distribution cases, can and
will be handled at the post-office, but their hand-
ling is necessarily slow, being distributed into sacks,
and their condition when arriving at destination
must necessarily be more or less uncertain and fre-
quently unsatisfactory."
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No. C. DIAMOND BALANCE

HERMAN KOHLBUSCH, SR.
MANUFACTURER OF

Fine Balances and Weights

FOR EVERY PURPOSE
WHERE ACCURACY IS REQUIRED

170 Broadway (Corner Maiden Lane)
New York, N. Y.

SEND FOR CATALOGUE
UPRIGHT POCKET DIAMOND

SCALE
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A Hint to Country Jewelers, Watch-
makers, Opticians and Salesmen
Regarding the Value of Engraving
To increase EARNING POWER is the aim
of every ambitious person.

You should understand engraving, because " being able to" is a great help to your
business. If your own store is not large enough to warrant your employing an engraver,
YOU, should learn this profitable art.

A proficient workman can engrave—at retail prices—from two to four dollars' worth
of work per hour. It is often necessary to engrave an article in order to make a
sale. On the other hand, if you are employed as Watchmaker, Jeweler, Optician or
Salesman, engraving will greatly help your employer and increase your own salary
proportionately.

Our method of teaching Jeweler's Engraving by mail is Original, Comparitively new
and Positively Successful. It is distinctly different from all others in that we teach
the Two Fundamental Principles separately instead of combining them.

It pays to learn by our system. We guarantee your success. We teach fully, letter
and monogram engraving as required in the jewelry business. We give instructions
until you are satisfied with your ability. Our revised course consists of 10 lessons in

3 free-hand designing, 15 lessons in cutting and 5 miscellaneous lessons covering tool
sharpening, ring engraving, celluloid, ivory and pearl engraving, soft enameling, etc.
You practice at your convenience. It will not interfere with your present employ-
ment. Lessons are given singly, each being returned for correction and criticism.
All corrections and suggestions are dictated personally, according to your individual
requirements. The entire cost is but $20. We supply all neccessary charts, designs,
copper practice plates and tools. Instead of paying all in advance, you pay as you
get i.the lessons. You can pay more but you cannot get better instruction.
Write at once for full particulars THE COLLETT SCHOOL OF ENGRAVING,
37-39 Maiden Lane, New York.
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THERE IS A REASON
why our Superior Service line of Rolling Mills is invariably specified

by the wide-awake purchaser. Correspondence and Trade Solicited.

Buffalo Machine Manufacturing Company
1354 WEST AVENUE, BUFFALO, N. Y.
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Mesh Bags Repaired, Relined and Refinished
$1.00 to $1.25

We Can Repair or Replace Any Article in the Jewelry Trade. Gold
and Silver Electro-Plating and Coloring. Monograms removed from
all kinds of Silverware and Jewelry. Refinished like New.

WRITe POR OUR PAMPHILT AFTER

II JOSEPH LANDSMAN, 51 Maiden Lane, NEW YORK 11
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Convenient Table for Calculating Selling Price

The Publicity Committee of the Stationers' Association of New York Gives a Short
Method of of Figuring Profits

The paper printed below entitled "Per-
taining to Profits" is one of a series in its
educational campaign issued by the Pub-
licity Committee of the Stationers' Asso-
ciation of New York, says The American
Stationer. The paper follows:

"Pertaining to Profits.
" It is said that Lyman Abbott, the

editor of the Outlook, has a legend hanging
near his editorial desk, which reads some-
thing like this: I will make what I am
going to write so plain that even my
Aunt Emma can understand it.'
"There are a great many Aunt Emmas

RULE.

Divide the cost (invoice price with freight added)
by the figure in the column of "net rate per cent.
profit desired" on the line with per cent. it cost
you to do business.

EXAMPLE:
If a wagon cost $60.00
Freight  1.20

$61.20

You desire to make a net profit of 5 per cent.
It costs you to do business 19 per cent.

Take the figure in column 5 on line with 19 which
is 76

76 61.2000 $80.52 = the selling price.

608

400
380

200
152

The percentage of cost of doing business and
Profit are figured on selling price.

in the stationery business, perhaps more in
New York in proportion to the population,
than in any other city in the United States,
and therefore the Stationers' Association of
New York dedicates this effort to eludicate
a problem which is not really complex, to
all the Aunt Emmas in our own circle, and
elsewhere with the fond hope that reading,
they may learn, and learning they may
profit, and in due season rise up to call our
Association blessed and altogether worthy.
" To begin at the beginning, we assert

with some confidence, that there is but
one business-like method of figuring a
percentage of profit, and that is upon the
selling price of an article. This is so,
because the only object which a stationer
has in mind when he buys anything from
the manufacturer or jobber, is to sell it
to a consumer.
" If he never sells it, he never makes a

profit out of it, and while it is in his store
it accumulates a certain cost, in addition
to what was paid for it, by reason of rent,
salaries, etc., and these most important
items must be charged to the consumer
before the article in question can earn

any profit to the stationer. It is also true
that certain articles may never be sold,
but will wear out or rust out on the shelves
and eventually be thrown away.
" Therefore it is but common sense to

say that a percentage of alleged profit can-
not be properly assigned to a given article,
during an intermediate stage of the process
of buying and selling, for that is what is
involved in figuring profit on the invoice
cost.
" The only man who can safely figure his

percentage in that way is the one who is
under no cost of doing business, and as we
know of none such in the stationery busi-
ness, no good purpose would be served by
stopping to contemplate him.
"Now the percentage of the cost of

doing business is figured on gross sales,
or the selling price of all the articles dis-
posed of in a given period of time, usually
a year. Even Aunt Emma will concede
this.
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sale. What will it have to be sold for to
allow a profit of 10 per cent., provided
the cost of doing business is 22 per cent?'
"Aunt Emma would say, 'the invoice

cost of $1.00 is 78 per cent less than my
total cost, for my cost of doing business is
22 per cent; therefore, if $1.00 is 78 per
cent, 1 per cent is $1.00 divided by 78 or
.01282 and 100 per cent is $1.28, my total
cost. Now I must add 10 per cent to my
invoice price for that profit, making $1.38
my selling price! Aunt Emma has made
ten cents on an investment of $1.28 or
something more than .078 on her total
cost, and .072 on her selling price.
"We ask Aunt Emma to figure this way:

your selling price is your basis of calcula-
tion and your final figure, so call it 100
per cent, your profit is to be 10 per cent
of that, and your cost of doing business is
22 per cent of that and these two added
together make 32 per cent, leaving your
invoice cost the difference between that
and the 100 per cent or 68 per cent.
Therefore if the invoice cost is 68 per cent
or $1.00, 1 per cent is $1.00 divided by 68,
or .0147 and 100 per cent is $1.47.
" We could add to these arguments by

citing numerous examples of disaster which

COST
TO DO

BUSINESS

NET PER CENT PROFIT DESIRED

1 2 3 4 5 6 7 8 9 10 11 12 13 14 15 20 25 30 35 40 50

15% 04 83 82 81 80 79 78 77 76 75 74 73 72 71 70 65 60 55 50 45 35

165 83 82 81 80 79 78 77 76 75 74 73 72 71 70 69 64 59 54 49 44 34

17% 82 81 80 79 78 77 76 75 74 73 72 71 70 69 68 63 58 53 48 43 33

18% 81 80 79 78 77 76 .75 74 73 72 71 70 69 68 67 62 57 52 47 42 32

19% 80 79 78 77 76 75 74 73 72 71 70 69 68 67 66 61 56 51 46 41 31

20% 79 78 77 76 75 74 73 72 71 70 69 68 67 66 65 60 55 50 45 40 30

219' 78 77 76 75 74 73 72 71 70 69 68 67 66 65 64 59 54 49 44 39 29

22% 77 76 75 74 73 72 71 70 69 68 67 66 65 64 63 58 53 48 43 38 28

23% 76 75 74 73 72 71 70 69 68 67 66 65 64 63 62 57 52 47 42 37 27

24% 75 74 73 72 71 70 69 68 67 66 65 64 63 62 61 56 51 46 41 36 26

25% 74 73 72 71 70 69 68 67 66 65 64 63 62 61 60 55 50 45 40 35 25

26% 73 72 71 70 69 68 67 66 65 64 63 62 61 60 59 54 49 44 39 34 24

27% 72 71 70 69 68 67 66 65 64 63 62 61 60 59 58 53 48 43 38 33 23

28% 71 70 69 68 67 66 65 64 63 62 61 60 59 58 57 52 47 42 37 32 22

29% 70 69 68 67 66 65 64 63 62 61 60 59 58 57 56 51 46 41 36 31 21

30% 69 68 67 66 65 64 .63 62 61 60 59 58 57 56 55 50 45 40 35 30 20

"Therefore if that percentage is based
on selling price, how can the percentage of
profit be figured on cost price with the
hope of getting an accurate result?
"We were frequently reminded in our

schooldays that you couldn't add five
apples to six oranges and realize a total
of either.
"Actually therefore your invoice cost is

a percentage of your selling price and
your cost of doing business is a percentage
of your selling price and therefore your
profit should likewise be a percentage of
your selling price, for those are the only
three elements which make up the final
figure.
"A large manufacturer recently pub-

lished this question as an advertisement
in the Saturday Evening Post and out of
1,000 answers, 750 were wrong:
"A certain article costs $1.00 whole-

has followed the practice of figuring the
percentages of profit on anything but the
selling price.
"Bear in mind, please, that your in-

voice cost is not quantity, or sum to be
added to, nor is your cost of doing business.
Both are percentages of your selling price,
as is your profit.
"The table appearing with this pam-

phlet is published through the courtesy of
the Commerce Publishing Company, of
Philadelphia, to whom our thanks are
due.
"This table indicates a short method of

working out the answer to the question
asked by the manufacturer above referred
to, and whether your name is Emma or
not, you will find it worth your while to
make the computation every now and
then, to be certain that you are not
fooling yourself in reference to profits."
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A Complete Line of 14K Emblem Rings
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ERICHSEN, KRAUSE & COmPANY 
Manufacturing Jewelers

. 37 South Wabash Avenue, CHICAGO, ILL.

No. 46465 No. 2

Peerless Belts and Buckles
are the best selling goods we have put on the market during
our 20 years experience in the monogram business.
Are your getting your share of the profits in this line? If not,

WRITE FOR CATALOGUE No. 14 AND DISCOUNTS

CHICAGO ART METAL WORKS
INCORPORATED 1892

302 West Lake Street CHICAGO, ILL.

F. C. JORGESON & CO•
159 to 167 Ann Street CHICAGO, ILLINOIS

MAKERS OF HIGH-GRADE

JEWELERS' FIXTURES

SPECIAL No. 107B

COUNTER CASE AND TABLE

MADE IN ALL KINDS OF WOOD
OAK AND BIRCH IN STOCK

Write for our new catalogue

44T1-IE BEST OF EVERYTHINC1"

TO THE TRADE
I F you break a stone or need one to match ; IF you have one to be fitted Or IF you have
any stones in the rough and want them cut for mounting ; IF your setter chips a diamond

or IF your customer has a cushion diamond to recut round ; IF you have a call for anything in
a real or imitation stone and IF your customer wants a crest, date, name or monogram
engraved or incrusted in a stone, send to us and we will send it to you by return mail.

KLEIN BROS. LAPIDARY CO.
No. 7 West Madison Street CHICAGO, ILLINOIS
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ITEMS OF INTEREST

S. E. Dickson, manager of the Chicago Office,

and Thomas E. Mullenberg, manager of Phila-

delphia Office of the John T. Mauran Manu-

facturing Company, of Providence, R. I., were at

the factory during the month of June.

H. S. Torrey, who was formerly in the employ

of Jones & Frasier, Inc., Durham, N. C., and who

held stock in the corporation, has sold his stock

to the corporation, and is no longer identified with

it. He is at present spending some time at his

home in Titusville, Pa.

Herman F. Mueller, Fort Dodge, Iowa, has

retired for the present after having been located

at that place for eighteen years, and has sold his

jewelry business to Harry S. Cook, who was

formerly in the employ of William Boggs, Fort

Dodge. Mr. Mueller expects to travel and look

after his crop and land interests in North Dakota.

W. W. Fulmer & Co., Philadelphia, Pa., have

removed their factory and office from the second

to the fourth floor of the Bowes Building, S. W.

Cor. Eighth and Sansom streets. They now have

double the amount of floor space formerly used

and have one of the largest and most up-to-date

factories for the manufacture of high grade dia-

mond mountings in the country.

A. Simmons, York, Pa., is remodeling his old

store room at 21 South George street and expects

to move back about August 1. He is putting in

new fixtures all through and when completed it

will be one of the finest jewelry stores in that sec-

tion. The store will be run under the name of A.

Simmons instead of Pirosch & Simmons. The

brokerage business will be discontinued and only

a first-class jewelry store will be conducted.

The travelers of the Hull Umbrella Company,

Toledo, Ohio, are starting out on their fall trips.

This is usually the dull season of the year, but

business has been rushing with the Hull Company,

and it became necessary recently to put on extra

help at the factory in an effort to catch up with

orders. The call for Hull umbrellas, especially

the detachable handle variety, has been strong and

has come impartially from all sections of the

country.

Joseph E. Cadwallader, Philadelphia, Pa.,

prominent in Masonic circles and chairman of the

Board of Governors of the Philadelphia Jewelers'

Club, died suddenly at his home, No. 3138 Dia-

mond street, on June 23. He had been in poor

health for some time, but his condition had not

been considered critical. Death was due to heart

disease. He was forty years old. The Field Day

of the Jewelers' Club, which was to be held on June

25, was postponed out of respect to the deceased.

The Hussey Company, of Providence, R. I.,

reports the following additions to their staff, who

will represent the five-year celebrated guaranteed

line. Godfrey H. Hyman will cover the west and

middle west. A. H. Grapek will cover New York

and vicinity with offices in the Silversmiths

Building., 16, 17 and 19 Maiden Lane, New Y.ork

City. B. G. Slater will cover New York state

and New England states. This company reports

business as very good and a demand for their

five-year celebrated guaranteed line is quite brisk.

J. H. Mednikow & Co., of Oklahoma City,

Okla., importers and jobbers of watch materials,

optical goods, etc., recently purchased the entire

stock of the Deacon Supply & Jewelry Company,

of Denver, Colo. The Denver firm has retired

from business and E. L. Deacon has accepted a

position on the traveling force of the Oklahoma

City firm. Mr. Mednikow was recently on a trip

east, in the course of which he visited the large

jewelry centers and made extensive purchases for

his house.
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The employes of the Hamilton Watch Company
Lancaster, Pa., accompanied by their families
and friends held their annual basket picnic on
June 29 at Penryn Park. Special train service
on the Reading accommodated the party leaving
Lancaster at 9.30 in the morning anti returning
to the city at six in the evening. Everyone, big
and little, enjoyed this annual affair and the num-
ber attending was large. The Hamilton factory
will be closed for the regular summer vacation
from July 3rd until July 22nd.

The W. L. Newmeyer School of Engraving,
Cleveland, Ohio, has issued a handsome pro-
spectus of the School which contains a number of
beautiful specimens of engraving work executed
by pupils. All who are interested in instruction
in engraving will find much of value to them in this
book in which they will find a description of the
school courses, terms, etc. Mr. Newmeyer, prin-
cipal of the school, is a recognized master of the
art having had experience with such firms as Tif-
fany & Co., of New York; Spaulding & Co., of
Chicago; The Cowell & Hubbard Company,
Cleveland, Ohio, etc. He is also recognized as a
skillful instructor, sufficient evidence of which is
found in the work of the pupils.

Bennett Garrettson, a pioneer jeweler of Kenton,
Ohio, who has been connected with the jewelry
business in that place for over thirty years, died
recently. In his death, the jewelry trade suffers
the loss of one whose sterling qualities and straight-
forward dealings made him esteemed by all who
knew him. The business will be continued by
Walter L. Steffen, a very worthy and reliable young
man, who has purchased the stock and will succeed
the late Mr. Garrettson in the old stand. It is
needless to remark that the reputation established
by Mr. Garrettson for high quality goods and
workmanship will be fully maintained by his
successor, who, we are sure, will have the hearty
wishes of the trade in general for continued success
and prosperity of the business.

The Swigart Watch and Optical Company,
Toledo, Ohio, are getting ready to start their
travelers out with the new fall goods which are
arriving daily. The men will start over their routes
about July 15. The new lines in watches, diamonds
and gold jewelry are unusally handsome and a
good fall business is being looked for. "A pleasing
feature of our trade" said J. C. Yingling, vice-
president of the Swigart Company, "is the fact
that better goods are selling than formerly and this
becomes more true with the passing weeks. We
are selling quantities of watches and the tendency
in demand is all toward the higher grades.
Among the new offerings to be included in the

fall patterns are new designs in platinum and
diamond jewelry. Diamonds are selling well
and some of the larger stones have been selling,
this season.

The Conklin Pen Company, Toledo, Ohio,
are arranging for a convention of all its salesmen
to take place some time before the 10, of July.
The travelers are already assembling having
finished their season, and are now preparing for
the fall business which will open the last of July.
The season just closed shows a satisfactory in-
crease over last year, although the latter part of
this season was not as good as the earlier months.
Taken as a whole the average was good and more
than up to expectations. The outlook for the fall,
according to the salesmen's reports, is good.
It is thought that as soon as the national political
situation has cleared somewhat merchants will be
ready to buy liberally, and this is borne out not
only by the attitude of the merchants all over the
country but by the condition of their stocks
which are for the most part low. Officials of the
company anticipate a much better business in the
fall and will be considerably disappointed if pre-
dictions should fail.

J. Prochaska, Toledo, Ohio, reports a brisk
business in the optical line while jewelry has
enjoyed a fair demand. "During the past two
weeks," said Mr. Prochaska, "business has in-
creased a hundred per cent and diamonds of larger
size have been selling. Mr. Prochaska who is
seventy-eight years of age, has been in the jewelry
and optical business in Toledo for forty years. He
remains in the business for pure love of the pro-
fession and has no intention of retiring. He is
a firm believer in the efficacy of " truthful adver-

tising." He has quite a following of people who
believe in him and come to him for advice. Be-
tween "his people" and the high charges of
"specialists" Mr. Prochaska stands like an im-
movable wall. He belongs to a time that is passing
to theories gone by, but he carries into his business
some fundamental principles that keep him abreast
of the times, a love of his fellowmen and an undying
interest in the race. It is these that keep him
young, and Mr. Prochaska is really seventy-eight
years young.

Show Case Company Claims Ownership

of Revolving Wardrobe Invention

Grand Rapids, Mich., June 14.—Judge Mc-
Donald has reached an opinion in the injunction
suit brought in Circuit court by the Welsh Man-
ufacturing Company against the Grand Rapids
Show Case Company of this city. The court has
modified a temporary injunction issued May 6
which enjoined the defendant from sending out
certain circulars to customers of the complainant.
The circulars, the complainant charged, reflected
upon its credit and also warned its customers that
they were leable to suit. The temporary injunc-
tion issued prevented the defendant issuing the
circulars, threatening the customers of the plain-
tiff in any way and doing anything to injure the
business of the plaintiff.
A motion was made to dissolve the injunction

and it is upon this matter that the court has de-
cided. Judge McDonald modified the original
injunction, but permits the Show Case Company
to notify the users of the Welch company's re-
volving wardrobe, the article involved in the action
of its contention under the patent litigation now
pending in the United States court in Boston.
The court here, however, enjoys the defendant

from making any false statements concerning the
financial standing or go any further than putting
forth its claims under the patent suit. Judge Mc-
Donald, however, refuses to enjoin the defendant
from bringing suits against any of the complain-
ant's users of the device.

It is the contention of the defendant that it is
the pioneer inventor of a revolving wardrobe
through arrangements with 0. L. Smith, who has
become one of the stockholders of the Show Case
company.
The Welch company also started to manufacture

a revolving wardrobe under a patent which it se-
cured and which Smith charges is an infringement
of the rights which he has. Each side has made
some improvements, it was shown, and has re-
ceived certain additional patents. Bearing upon
the alleged patent infringement the Grand Rapids
Show Case company has brought suit in the federal
court in Boston against the Welch Manufacturing
company. This suit still is pending and should
it be held that the Welch company has infringed
upon the patent then users of the Welch device
also would be liable.
The Grand Rapids - Show Case company state

that the decision is entirely satisfactory to them.

An Attractive Novelty
in Bracelet Watches

The Waltham Watch Company, Waltham,
Mass., has placed on the market a bracelet watch
known as the Waltham convertible wrist watch
which is, in a number of features, a great improve-
ment. In this new style, the bracelet can be un-
fastened and the watch worn in the usual way,
either chatelaine or in the pocket. The new watch
winds at twelve with the crown protected by a
patent bow. There is nothing to catch or tear the
dress as in the wrist watches where the stem and
crown is at three.
The convertible feature will appeal very favor-

ably to the public as will also the new arrange-
ment of stem and crown which makes for comfort
and security. These new time-pieces are sold as
complete watches with detachable bracelets, and
are supplied in jewel series size and 0 size in solid
gold and 20-year gold filled cases. So the novelty
of the bracelet watch has given it a strong hold

on feminine favor, the trade should hasten to turn
to profitable account the new fad, and to this end

it will pay them to investigate this latest addition
to the lines of bracelet watches now on the market.
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Do not fail to join our New

Personal Attendance Class which

starts Monday morning, July 15

The work of organizing our new department
is fully completed.

A program has been planned that will be of
especial interest to you.

Courses have been arranged to meet the re-
quirements of the different states, and you will
be prepared to pass the most rigid examinations.

There will be daily lectures, followed by
quizzes, demonstrations and blackboard talks.

Each subject will be reviewed over and over .
again until it is thoroughly and lastingly im-
pressed upon your mind.

The uses and methods of handling all modern
instruments and appliances will be thoroughly
taught, not simply by explanations, but by
giving you actual work with real patients.

A free dispensary conducted in connection
with the college will provide an abundance
of clinical material.

Under the direction and guidance of the
instructor you will do actual testing and fitting
until you are thoroughly familiar with the
different complications and defects of vision.

We have added many new features to our
college that we want to tell you about—
features that are entirely original with us and
that have never been adopted by any other
College of Optometry

Our free booklet, entitled "Our New Attend-
ance Department," will give you full particulars
in detail.

Send for it now. Then, if you are favor-
ably impressed, make your plans to be present
with us on the opening day.

Your request for the booklet will place you
under no obligation. It is free.

The South Bend College of Optics, (Chartered)
Established 1893

Suite t, Kamm Building South Bend, Indiana, U. S. A.
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Brochure and Pupils' Plates Forwarded on Request
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WATER BURY,
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G4gAN SILVER BRONZE GILDING METAL

GTIJR VS
0 HIGH GRADE -----

PLATERS BARS LOW BRASS AND OTHER SPECIAL
ALLOYS IN SHEETS AND ROLLS

. Quick D ELIVER I ES

Gold and Silver Plating
CAREFUL WORK
Roman, Rose and Green
Gold Coloring. A spe-
cialty made of repairing,

relining and replating
Mesh Bags.

Reasonable Prices

Work by mail or
express returned
same day.

SEND FOR FOLDER
GIVING PRICES

STAR GOLD and SILVER PLATING WORKS
(INCORPORATED) Established 1893

125 FULTON STREET NEW YORK CITY
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AMONG THE TRADE

Connecticut

Fred Weber, Meriden, jeweler, of 31 Colony
street, celebrated the tenth anniversary of his busi-
ness career in that city on June 1. Mr. Weber
started in the building now occupied by E. T.
Sills. He has now one of the largest and best

lines of jewelry of any store in the city, and is
looking forward to many more years of successful
business.
Mr. Plant, of the Plant-Cadden Company,

Norwich, is on an extensive tour of Europe with a

party consisting of his mother and two aunts.
They will make a very complete tour of the Old
Country. Germany will be the first country they

will visit.
0. Y. Ladd, at 5 White street, Danbury, has

enlarged his store and has given it a general
renovation.

Charles B. Merriman recently passed away at

the home of his daughter, Mrs. Lewis A. Miller.
Mr. Merriman had suffered some little time from

a paralytic stroke. He was a life long resident of
Meriden and was an employe for forty-five years

of the International Silver Company, of Meriden.

Henry Morans has opened a new jewelry store

in New Britain, in the Judd Building.

District of Columbia

The Retail Merchants' Association, of which

some twenty or so jewelers of the District of

Columbia are members are on the verge of a split

with the chamber of commerce of which it is a
subsidiary body. The merchants are desirous of

having the constitution of the chamber so changed

as to allow them to take members into their own body

at a rate lower than the twenty dollars per annum,

the dues in the chamber. The latter organization

does not favor the change, although members so

taken in would have no connection with that body.

The merchants, on the other hand, feel that it will

be impossible for them to further increase their

numbers at so high a rate. Among the new

members recently taken in are Edwards & Zanner

and Frank H. Edmonds. The merchants do not

want to break away from the chamber and A. D.

Prince, of R. Harris & Co., A. 0. Hutterly and

M. A. Leese, prominent in both bodies, are doing

their utmost to bring about an amicable settlement.

H. M. Jacobson & Son, who now operate a store

at 545 Eight street, S. E., will soon open up at

927 G street, N. W.
Lawrence Heller, son of Sidney Heller, jewelry

buyer for the Palais Royal, upon his graduation

from the Central High School was awarded a four

years' scholarship at the University of Pennsylva-

nia. Young Heller is also the nephew of Joseph

Baum.
A number of out of town jewelers visited Wash-

ington last month as delegates to the convention of

the Knights of Columbus and to witness the
unveiling of the statue to Columbus in the Union

Station Plaza. Among these were John J. Costello,

Paul Dilger and John Kennedy, all of Philadelphia;

Thomas E. McCafferty, of Attleboro, Mass., and

George Weber, of L. Weber & Son, Lancaster, Pa.

Quite a number of the local stores started to

observe the one o'clock closing hour on Saturdays
and five o'clock on other days the first of last

month, giving their employes an opportunity of

getting away from the heat of the city at the end of

the week.
W. B. Moses & Son are showing a very attractive

and extensive display of hollow ware in one of the

F street windows of their store and in connection

therewith are holding a sale of silverware at special

prices.
Mr. and Mrs. Walter C. Miller, of Lancaster,

Pa., spent a ten days' vacation here last month.

T. C. Dulin, of Dulin & Martin, on behalf of a

number of Washington's best known business men,

presented to the manager and members of the
Washington baseball team a floral piece eight feet

in height, in appreciation of the good showing

made by the team while playing in the west. In

its design was incorporated a huge base ball, bats

and other appurtenances of the game. It is said

that nearly $200 was expended on the piece.
Mr. Dulin is one of Washington's biggest baseball
fans and may often be seen at the ball park.

Florida

The Rolleston Jewelry Company, St. Augustine,
recently sold their lease and fixtures to W. H.
Dubois who will take possession of the store on
October 1. The stock will be disposed of at a
closing out sale. Mr. Dubois was formerly at the
corner of Cordova and King streets but this store
is in the middle of the Cordova block on King
street.

Georgia

A. Levy, Macon, has opened a retail jewelry
store at 311 Second street, that city. For the past
few years, he has been a watchmaker for Reis &
Armstrong, Macon.
Max Lazarus, the popular Macon jeweler and

diamond merchant, left for Chicago and Grand
Rapids, Mich., to place an order, if he can find
suitable fixtures for the New Imperial Jewelry
Store in the Dempsey $1,000,000 hotel, which is
now being erected at the corner of Cherry and
Third streets. The New Imperial Jewelry Store
will be under Mr. Lazarus' management, and will
be a branch of his present store, so well known in
Macon located on Third street. In the new store
only solid gold jewelry, diamonds and solid silver
will be carried in stock; no filled jewelry, not even
twenty-year gold-filled watch cases, nothing but
solid gold goods, sterling silver and diamonds.
The new store expects to be ready October 1.

Illinois

William F. Bachman an East St. Louis jeweler,
was married to Miss 

Bachman,
Llewellyn, of Collins-

ville, Ill., on June 6. They returned June 15
from a honeymoon trip to Louisville, Ky.

A. L. Alpiser, a jeweler of Edwardsville, was

married on June 1 at Warrenton, Mo., to Miss
Minette Oswald, of that place. Mr. Alpiser
formerly resided in St. Louis.

John Prince, of Moline, while clamming at
Hampton, Ill., one day in June, discovered a
mammoth pearl which dropped out of a clam shell.
It is a perfect globe, of brilliant lustre, without a
blemish and weighs fifty grains.
Mr. Prince has since sold the gem to W. L.

Gardner, of LeClaire, Iowa, for the magnificent

sum of $1,600. It is declared to be one of the
finest pearls ever found in the Mississippi river.

J. A. McCabe & Son, the Mount Sterling
jewelers, last month placed a fine 8-day regulator
clock in the corridor of the court house by the side

of the door, leading into the office of County
Superintendent Sellers, which is designed to be a
great convenience to the many people that visit

the court house each day. It is placed in such

position that upon entering the building from the
south one cannot help but see it. It is the intention

of Messrs. McCabe to keep it in repair and always

keeping it in correct time.
George E. Hansom & Brothers, Rockford

jewelers, at 409 Seventh street, are to have a hand-

some new ornamental granite and copper front

installed by Contractors Holmer & Nelson. It

will be built of polished granite and copper and

the windows will be of the latest modern plate
glass type. The Hansom Brothers will have one

of the most attractive jewelry stores in the city
for they also intend to redecorate.

Indiana

W. L. Lehne, Decatur, on June 13 installed

fine new mahogany fixtures of the best workman-

ship, design and quality, in place of the oak
which had heretofore been used. The best of
French plate glass was also used. A mahogany

and plate glass screen has been placed at the
entrance at the side of the jeweler's work desk,

and the other fixtures include two "silent sales-
men"—glass cases extending to the floor—and

two cases on tables.
Kansas

Frank Cline, who has been in the jewelry busi-

ness at Mayetta, Kans., for the past year has

sold his stock and fixtures and gone to Ault,
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Colo., to engage in business there. Mr. Cline was
recently married to Miss Jessie Hollis of Whiting,
Kans.
James C. Shean will open for business in Gardner

Kans., about July 1.
E. M. Cross is a new jeweler at Redding, Kans.
W. H. Mohr, formerly in business at Hillsboro,

Kans., has discontinued.
G. A. Miche, is a new jeweler at Athol, Kans.
J. T. Mills, formerly with Stewart & Larbie, at

Isabel, Kans., has opened a business for himself at
Westphalia, Kans.
0. E. Bolen, with A. Manifold, at Beloit, Kans.,

was in Kansas City visiting friends for a week
last month.
S. Z. Rogers, of La Cygne, Kans., recently

opened in the jewelry business at that place. Mr.
Rogers was in Kansas City buying his opening
stock.
A. A. Wolfort, formerly in business at Downs,

Kans., recently sold out to Trombla & Hancock.
A. C. Sinclair, formerly at Pleasanton, Kans.,

is now located at Edgerton', Kans.
Mr. Barret of the Barret-Forline Jewelry Com-

pany, Concordia, Kans., is spending a few weeks
at Excelsior Springs, Mo.
T. W. Collins, of Concordia, Kans., has sold his

jewelry stock to E. R. Schleuder. Mr. Schleuder
formerly lived at Republic City, Kans.
P. B. Christiansen of Lebanon, Kans., is making

arrangements to go to Colorado for a few months
on account of ill health.
E. W. Nickell has opened a new jewelry store

in Coffeyville, Kans.
Maine

John J. Kingsley, of City Hall avenue, Boston,
opened his Bar Harbor branch June 15. E. A.
Plant of the Boston store will be in charge and will
remain in Bar Harbor until October.
F. E. Allen, of Oldtown; P. Dignan, Biddeford;

E. F. Robinson, Ellsworth; and George T.
Springer, Portland, were recent visitors to Boston.

Maryland

Two men who gave their names as A. P. Burger,
of New York, and James Burkett, of Portland,
Maine, were held at the Central Station, Baltimore,
recently, on the technical charge of obtaining $83
from George Walter, 24 West Lexington street, on
false pretenses. One of the men purchased a
$17 watch fob at Walter's paying for it with a
$100 postal order and receiving $83 in change.
He also, it is said tried to pass one on the C. C.
Crooks Company, and apparently intended to
try to pass another on the Gammie-Chaisty
Company. The money orders were discovered to
be three of 116 recently stolen from one of the
New York sub-stations.
F. X. Ganter & Co., manufacturers of show cases

and other jewelers' fixtures and furnishings are to
enlarge their plant on Stockholm street, Baltimore.
The Baltimore silversmiths are figuring on a

silver cup to be offered as a trophy, in connection
with the Vanderbilt and Grand Prix cups at the
National Auto tracks.
The improved lighting system in the Baltimore

jewelry district will be turned on next week.
The Baltimore Bargain House has sent out sev-

eral thousand invitations to southern merchants
to come to Baltimore "on the house" in July and
August.
M. Berman, Baltimore, has opened a new retail

store at 604 North Eutaw street.
R. S. Goode, repairer of watches and clocks for

the trade, has taken quarters in the Gaither
Building, Baltimore.
The J. A. Pauly Company, Baltimore, which

recently took over the second floor of the Waldeck
Building has engaged Abel Slobes of 47 Maiden
Lane, New York, to cover the east; John Caswell,
of Roanoke, Va., the south, and J. T. Douglass, of
Chicago, the west. The Pauly Company is making
a specialty of silver hollow ware and novelties of
the higher class.
John A. Ostendorf, a Baltimore jeweler, of 328

Park avenue, was found dead in a chair in the rear
of his store one day last month. He was seventy-
four years old and it is thought he died of natural
causes.

Massachusetts

The jewelers and opticians of Fall River have
got together and formed a strong body which is
to be known as the Fall River Jewelers' & Opti-

(Continued on page 1886)
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THERE IS A PATENT ON THIN

We desire to call the attention of the trade to the fact that we will vigorously pro-
!:F
%

tect all our rights on thin model clothes brushes under patent granted July 26,
1910, and which patent has been recently upheld by Judge Brown of the United
States District Court.

% We are advised, both as a matter of patent law and common sense, that so long as the substantial char-
acteristics of our design are appropriated, such trivial and- obvious changes do not permit the dealer to

% escape the charge of infringement. Obviously, if other dealers were allowed to appropriate the sub-
stance of a new design by any such simple expedient, the design patent law would be a farce.

TR A VRLER

41.1xtk 

It is our intention to fully assert our rights to the thin model design clothes
brushes under patent granted us, which has been sustained in court, and to
prosecute vigorously all who handle other brushes.
Does the salesman's word guarantee you ? Ask your
bond against damages for infringement.

MODEL CLOTHES BRUSHES

manufacturer to furnish a

' TILDEN-THURBER COMPANY, Providence, R. I.RAUL

0000
00

DICKSON'S

RING SHANKS
Save time and money.

No waste in sawing and shaping.
Assorted finger sizes 53-4 to 7.
Assorted sizes for different weight and shaped stones.

Write for brass samples and prices.
H. L. DICKSON,

106 Field no! LAS. TEX.

THE TWENTY-THIRD YEAR and NEW TERM of the

Canadian Horological Institute
S. W. Cor. Church & Wellesley Sts.

TORONTO, ONT.
Begin on 3rd September, send for circular now and place application as early as possible with the school
that is thorough enough to teach its students to plan and make watches right through from barrel to balance.

Prentiss' Patent Jewelers' Vises
For more than .30 years the Best and Handsomest Vises made

PRENTISS VISE COMPANY, Lili?,?..tU0st., New York, U.S.A.
ASK YOUR JOBBER TO SHOW YOU THIS VISE

Large Illustrated Catalogue of all kinds of Vises mailed free

July 1, 1912 THE

Among the Trade
(Continued from page 1363)

Massachusetts—continued

clans' Association. The officers elected were

president, Ellis Gifford; vice-president, C. R.

Padelford; secretary, Samuel Wood; treasurer,

William R. Magee. The executive committee

are George A. Lake, John Williams, 
I. T. Boyd,

George A. Breault and W. S. Barker. 
The board

of directors are to be the officers and 
the executive

committee.
John R. Manta, who recently grad

uated from

the Klein School of Optics, has opened
 a business of

his own at Provincetown, Mass., as 
optometrist

and watchmaker.
Samuel Ward, of New Bedford, has 

opened a

new store in that city. The store is one of the

best of its kind in that city and is 
very large.

F. L. Bailey, Plymouth, has adde
d a small

stock of jewelry novelties for the su
mmer tourist

trade. Mr. Bailey was a recent visitor
 to Boston

for a few days, visiting his friends.

H. R. Miller, of S. Framingham ha
s bought a

new Ford automobile.
David Perreault, a Lowell jeweler, 

was doing

jury service at the Federal Court i
n Boston re-

cently.
C. H. Singleton, of Adams and Sing

leton, Bos-

ton, has opened his cottage at Squa
ntum for the

season.
Benjamin D. Shreve, treasurer of the 

Shreve,

Crump & Low Co., Boston, has opened 
his summer

place at Topsfield.
A. S. Hirshberg was one of the me

mbers of the

Boston Chamber of Commerce party 
that went to

Cape Cod June 1 to inspect the work on
 the canal.

The Farrington Manufacturing Co
mpany, of

Roxbury, makers of boxes, etc., for t
he jewelry

trade, have given notice of a vacation
 shutdown

from June 28 to July 15.
William L. Russell, of Roxbury, was 

awarded

the order for about seventy-five prize 
trophies to

be presented to winners of the field d
ay contest in

Roxbury, July 4. The cups will be m
ade by the

Poole Silver Company.
Hodgson, Kennard & Co., State and 

Devon-

shire streets, Boston, are going t
o open their

Magnolia branch store July 1 with A. 
W. Kennard,

resident partner in charge.

Michigan

For the second time within two years 
the courts

have decided that Grace Van Studdi
ford, the well

known opera singer, does not have 
to pay for a

chest of silver which she says her hus
band, Charles

Van Studdiford, purchased from W.
 A. Sturgeon

& Co., at one time one of the best k
nown jewelry

firms in Detroit, but now out of busi
ness. It was

claimed by Sturgen & Co. that the 
goods were

purchased by Miss Van Studdiford. 
A deputy

sheriff, who seized the singer's wardrobe
 in Detroit

two years ago, testified that she 
exclaimed: "I

thought those things were paid f
or long ago.

I gave my husband the money to pa
y for them."

She denied this, and exhibited a nu
mber of bills

the account which had been sent to 
her husband.

At the first trial a verdict was direc
ted by the

court in favor of Miss Van Studdif
ord. The

case was carried to the supreme cou
rt and a new

trial ordered. At the second hearing,
 which was

completed this week, the jury decided 
in favor of

the plaintiff. The bill, with the interest added,

now amounts to $628.

Damon Banks, of Battle Creek, and 
Clayton

Garl, of Three Rivers, the former a
 machinist

and the latter a young farmer, wer
e arrested in

Des Moines, Iowa, several days ago, 
charged with

robbing the jewelry store of Maur
er Brothers

in Battle Creek. At the time of the
ir arrest they

gave fictitious names, but on being 
returned to

Battle Creek they were recognized as 
young men

well known in that city. The two 
wanted to go

west in the spring, and not having 
the money,

smashed Maurer Brothers' window with
 a hammer,

took nearly $1,000 worth of gold 
watches and

diamonds, and skipped. They entered a pawn

shop in Des Moines, and were makin
g an effort

to raise some money, when a detectiv
e entered the

place, and he placed them both 
under arrest.

When arraigned in Battle Creek they waived

examination and asked for early trials 
and sen-

tences.
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Alva Hunn, jeweler, at Grand River 
avenue

and Fourteenth avenue, Detroit, has s
tarted the

erection of a fine home on the West Gran
d boule-

vard.
Charles A. Berkey, wholesaler, and Moe 

Ehrlich,

retail jeweler, were among the Detroiters
 who at-

tended the annual cruise of the Detroi
t Board

of Commerce to Chicago last week. Th
e trip was

made in the palatial steamer, City of 
Cleveland.

Charles Hannan, until recently secretary 
of the

Grainger-Hannan-Kay Company, Detroit
, under-

went an operation in Harper hospital seve
ral days

ago, and his physician reports that he is improv-

ing rapidly, and will soon be able to b
e about.

Mr. Hannan is now looking after the esta
te of his

deceased wife.
Frank Brownlee, who is widely known a

mong

the jewelers of Michigan as an expert 
engraver,

is at the head of the newly established 
horological

and engraving school which is located in 
the build-

ing at the corner of Broadway and 
Witherell

street, Detroit.
Arthur Reiche has leased the building a

t 721

Kercheval avenue, Detroit, and will open a 
jewelry

store early in July.

Harry Barit, a jeweler of several years e
xperi-

ence, and for eighteen months with G. E
. Miller

at 64 Grand river avenue, Detroit, is prep
aring to

engage in business for himself at 275 M
ichigan

avenue. He has leased a fine store, and car-

penters and decorators are at work fitting u
p one of

the neatest business stands in the city. The

improvements include a new front with large
 plate

windows. Mr. Barit is open to receive ca
talogues

from manufacturers and wholesalers intereste
d.

F. A. Niles, in business until recently in B
ismarck,

N. Dak.
' 

has decided to locate in Flushing, Mich.,

and will go into the jewelry business. 
He is a

former resident of this state.
The appearance of C. A. Berkey Comp

any's

showroom has been greatly improved by the
 addi-

tion of new cases. In the stock room new bins

and wall cases not only add to the app
earance,

but have doubled the capacity.
The following retail Jewelers called on th

e De-

troit wholesale trade during the past two
 weeks:

H. E. Ward, Saginaw; J. C. Bates, New
 Haven;

Grant Holden, Yale; 0. A. Hawkes, 
Whittaker;

Frank Dyer, Cairo; H. D. Bowman, A
lmonte;

John P. Ryan, Flint; L. H. Cooper, 
Oxford;

W. W. Bridges, Marine City; J. S. O'Rourke,

Richmond.
A woman giving her name as Lillian L

ayman,

whom the police believe is a clever 
shoplifter,

and who makes a specialty of lifting jew
elry, is

held awaiting the identification of a pictur
e which

has been sent to the leading cities. The
 woman

was arrested several days ago on compl
aint of

Wright, Kay & Co., Detroit, and it 
was soon

learned that she had been in Traub Brothe
rs & Co.

and Friedberg & Son, and departed with g
oods she

did not pay for. She is also said to have
 taken a

pin from E. J. LeHeup's store, 345 Woo
dward,

and to have exchanged a cheap emblem for
 a costly

Masonic charm.
0. C. Bath, of Evart, has purchased 

a new

Flanders auto.
Matt. Haug, Houghton, who for the past e

leven

years has occupied a store in the Douglas
s House

Block, was compelled to move to larger q
uarters,

which he found in the Citizens' Nation
al Bank

Building, and on June 13 opened for bu
siness

there. The furnishings and equipment of the

store are the same as in the former loca
tion but

they show to better advantage in the larg
er room.

The show windows are particularly strikin
g, being

backed by substantial partitions of leade
d glass,

and roofed over. Mr. Haug has been in 
business

in Houghton for thirty-five years. He ca
me from

Germany when a boy of eighteen and fo
r a few

years worked as a miner, then he went to 
Houghton

to learn the jewelry business under Christ.
 Haug,

now of Duluth, and eventually succeede
d to his

employer's business. Ed. Krellwitz and Carlos

Haug, son of the proprietor, continue in 
the new

store as the mechanical and sales force.

Minnesota

Will S. Pitt Crosby has let a contract fo
r the

erection of his new business building to
 E. W.

Hallet. It is to be a one-story frame building,

size 24 x 56 feet, and when completed
 will be

occupied by William Butt, of Virginia, as a
 jewelry

store.
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Missouri

The Commerce Club of St. Joseph, Mo
., spent

the second week of June on a trade
 expansion

trip in adjacent territory in Kansas and
 Nebraska.

Two prominent jewelers of St. Josep
h who ac-

companied the party were W. F. Maxwel
l of the

Maxwell Jewelry Company and Ernest We
tteroth

of the Wetteroth Jewelry Company.

The Joplin Watch Case Company of 
Joplin has

executed a deed of trust to Samuel 
Feller as

trustee representing one of the creditors i
n bank-

ruptcy proceedings.
R. E. Bennett has opened a new jewel

ry store

in the Dunshee Building in Stanberry,
 Mo.

J. A. Watchel has opened a new jewelry
 store in

St. Joseph, Mo. Mr. Watchel was formerly in

business at Mound City, but recently sold o
ut there

to C. C. Blake.
A. G. Kopsa, of Glasgow, has sold out to

 Otto

Newman, formerly of Leavenworth, Kans
.

L. P. Budenholzer, a jeweler of Port
ageville,

was married on June 4 to a young la
dy of that

place.
J. C. Parker, a jeweler of Flat river, 

was pre-

sented with a new eight pound daughte
r recently.

New Hampshire

A. R. Watson, Dover, is on a vacation 
in New

York State.
Clyde L. Whitehouse, who has been the op

tome-

trist for A. R. Watson, Dover, has 
opened a

grocery store in Wells Beach, Mo., for the
 summer

season.
Charles H. Sinclair, of the N. C. Nelson 

Com-

pany, Concord; Fred Hendricks, Na
shua, and

Thomas Lemay, of Manchester, were recent

visitors to Boston.
Charles A. Trefethen's jewelry store on

 Elm

street, Manchester, was recently the
 scene of

more or less commotion caused by a l
arge crowd

gathering there from a false fire alarm, wh
ich was

accidentally caused by an electrician w
ho was

working in the store. He had taken a plu
g out of

a socket that had to do with the New 
Hampshire

Fire Insurance Company's automatic 
fire alarm.

The removal of the socket caused the g
ong in the

Central Fire Station to ring—thus the
 crowd.

North Dakota

J. C. Marx, Sherwood, intends to sell his
 busi-

ness at that place and will open a new up
-to-date

jewelry store at New Rockford on August 
1. After

July 10, his address will be New Rockfor
d.

Oklahoma

B. M Williams, of Calvin, has filed a volu
ntary

petition in bankruptcy showing assets of 
$1,273

and liabilities of $1,422.

J. F. Mitchell of Andarko, has sold his j
ewelry

business to W. M. Brewer, formerly of Bro
wnwood,

Texas. Mr. Brewer will continue the bus
iness at

the same location.

The bankrupt stock of Richards & Bour
ne at

Bartlesville, has been bid in by Judge J. J. 
Shea,

who it is said, was acting for the former pro
prietors.

The price paid was $2,205. The stock had
 been

appraised at $2,800 and the invoice showe
d about

$7,000.

Solid ( R)1 I
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DISPLAY CARDS
that are "trade winners." The effect

iveness of our

cards transforms your window into yo
ur most valu-

able resource. They harmonize perfe
ctly with any

and all jewelry and they DO " get the 
business."

Send for illustrated pamphlet.

GEO.A. SHAF EF:k.
64 W. Randolph ,St. 

Chicago, Ill.
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G. M. Price is a new watchmaker in the employ
of S. E. Brady of El Reno. He was formerly
employed at Winfield, Kans.

Jack Buchannan of Pawnee has sold his jewelry
business to G. W. Gordon.
The Hiatt Jewelry Store at Edmond, was

recently entered by burglars and thirteen watches
were taken.

Ohio

M. N. Isenberg, of the firm of Isenberg Brothers
Company, Toledo, is arranging a delightful
vacation outing. He expects to take party of
eight friends to Porcupine, Canada, where they
will spend golden days fishing and hunting.
Mr. Hurlburt, formerly with Scribner & Loehr

Company, Cleveland, has accepted a position with
the Swigart Watch and Optical Company. He
will cover territory in eastern Ohio and western
Pennsylvania. H. Cassell has opened a jewelry store at 12

North Third street, Portland. Mr. Cassell re-cently came out here from the east.

KEYSTONE

jewelry store. The interior fittings and equipmentof the new place will be of the highest quality.
C. C. Gross spent several days at Portland re-

cently. Mr. Gross is representing the Edson Ad-ams Company, of San Francisco, Cal.
Alvin Powers, who recently disposed of his

jewelry business in Salem, has accepted a positionin Portland with Jaeger Brothers as an optician.
Some very interesting spoons, the propertyof Mrs. Lizzie Kliewer, were shown in Dallas

recently. They are of solid silver and were madein 1819 from buttons which decorated a coat wornby her great grandfather, Peter Wohlgemut, in
Poland. After the coat had outlived its useful-ness, its owner made the buttons into teaspoons.

J. S. Luckey, who has been in the jewelry busi-ness for a number of years at Eugene, has sold his
business to W. W. Bristow and C. C. Carter.

J. H. Saelzer will open up a store on Superior
street, Toledo, at an early date and announces
that he will have a complete line of diamonds,
watches and jewelry. Mr. Saelzer was formerly
located on Adams street.
The Judd-Gross Company, Toledo, report a

good business in diamonds, many stones having
been sold recently. The large stones are not in
demand but smaller diamonds are selling better
than they have been for some time.
John Halstead, watchmaker at the W. S. McCaw

Company, on Superior street, Toledo, has resigned
his position and gone into the retail jewelry
business for himself. He has associated with him
H. T. Schneider and the new store is located at
65 Grand avenue, Detroit. Mr. Kummer, of
New York City, will take Mr. Halstead's posi-
tion as watchmaker with the McCaw Company.
H. J. Worts, of the Merrill-Breer Company,

Toledo, traveling in Ohio territory, is taking his
summer vacation. He expects to attend the
regatta meeting at Put-In-Bay.
Marks Lewy and family, fo Chicago, are guests

at the home of Mr. and Mrs. M. N. Isenberg, of
Isenberg Brothers Company, Toledo. Mr. Lewy
is of the firm of Lewy Brothers Company.
Max Winterberg, representing Manheimer Com-

pany, of Chicago, was a Toledo visitor, last week.
Mr. Hudson, of Shibley & Hudson, Wooster,

Ohio, is building a new modern home and has
also purchased a new Stoddard-Dayton car.
The concern has enjoyed an exceptionally good
commencement business this season.
The Twenty-four Karat Club, of Toledo, held a

meeting Monday to make arrangements for attend-
ing the convention at Put-In-Bay in a body.
About fifty of the local members will attend.
Gus Warnke, watchmaker at the George Kapp

Company, Toledo, has moved to his farm in
West Toledo and is employing his time after hours
raising truck for the market. He brought in his
first load of truck a few days ago and realized
a tidy little sun to show for his recreation hours.
W. H. Ricaby, Toledo, is contemplating a

removal from his present location on Monroe
street to a new location on Adam street near
Summit. He expects to improve his store with anew line of stock when he opens up in the new store.
L. Comlossy, Toledo, has received a card from

his son Harold Comlossy an nouncing his safe arri-
val at his destination at I luenos Ayres. He is
there to study business conditions.
"We are selling a good many diamonds ranging

in size from one to two and a half karat stones"
was the report of Isenberg Brothers Company,
Toledo."

J. 0. Watts, of the Watts Jewelry Company,
Eugene, was in Portland recently transacting
business. Mr. Watts is holding an acution sale
and is closing out several lines. He will hereafter
deal exclusively in watches, diamonds and optical
goods.
Godfrey Brothers, whose store was recently

burned out at Seaside, were in Portland recently
buying new stock, tools and fixtures, and willget started in business at once in a temporary loca-
tion until their new store is rebuilt.

Pennsylvania

F. S. Musselman, Allentown, opened for busi-
ness at 22 North Sixth street a new jewelry storeon June 15, with a new and complete line of
watches, diamonds, jewelry, silverware, cut
glass, etc. Souvenirs were handed out to visitorson the opening day. The store is equipped with
the most modern facilities and they will make a
specialty of repairing.
C. E. Whelpley, Erie, recently opened a jewelry

store at 2103 Peach street, which is finished in
mahogany, has two windows with prism glass
above, and he carries watches, gold and filled jew-
elry, silverware, clocks, etc. The floor is stained
and a strip of carpet runs back fifty-two feet to a
mirrored and curtained partition.

Rhode Island

H. Fellman, of Woonsocket, has his son for
an assistant in his store during the summer as heis home from the Columbia College of Optometry
in New York which he has been attending for a
year.
Sharfman & Sharfman, who have stores in Lynn,

Mass., and Brockton, Mass., have recently openeda new store in Woonsocket.
The installation of new fixtures for Siegrist &Co.
' 
La Grande, has now been completed, improv-ing the general appearance of the store immensely.

Fred Schaffer was arrested in Portland recentlyand charged with looting the store of M. R.
England, at Central Point, on the night of May 3.The prisoner made a full confession of the theftand implicated his partner, Frank McPherson, whois still at large, his whereabouts being unknown to the
police. Schaffer and McPherson had been stoppingin Medford for several days prior to the theft and
returned there with the loot, hiding it in some
bushes along the railroad track just north of the
city. Schaffer was arrested soon after as a suspectbut none of the goods was found on his personand he was released from custody. The next day"Watch repairing and optical business has been the pair took the stolen articles and started northexceptionall good with me" was the report of disposing of them in small amounts in cities alongW. H. Ricaby, Toledo jeweler, relative to business the railroad. At Eugene they divided the stolenconditions. goods and separated, Schaffer going to Portland,
where he was arrested. He still had with him
$75 worth of stock. He was bound over to the
grand jury in the sum of $2,000 and was takento Jacksonville and locked up.
Fay E. Diamond has taken over the repair

department of Heath & Diamond at Eagle Point.
Frank Heitkemper, of Portland, was a member

of the business men's excursion to Tillamook
recently.

The W. S. McCaw Company, Toledo, has been
doing an exceptionally good business in watch
repairing; in fact the manager pronounces this a
banner season along these lines.

Oregon

Contractors have commenced work remodeling
the store building in the Kennedy Block, Baker
City, which is to be occupied by a firm of Seattle A. & M. Delovage, the Washington streetand Spokane parties, who are to open a large jewelers, who were burned out the latter part of

January, have their store in
again, and are now installing
mahogany fixtures.

South Carolina
Robert Warren Tinsley, Union, one of the

oldest watchmakers in active business in America,died May 24, as a result of typhoid fever at the
Magdalene Hospital in Chester, of which his son-
in-law, Dr. S. W. Pryor, is the head. Mr. Tinsley,who had been in declining health for about a yearand who suffered a slight stroke of paralysis abouta month ago, had lived in Union since January1866, served gallantly as a confederate soldier,and in later years had taken the greatest interestin all that helped to perpetuate the memory of thedeeds of the veterans. He was born in Spartan-burg County on June 2, 1845, receiving his early
education in the country schools and early in life
began his business career as a watchmaker, which
vocation he followed up to the time of his death,being interested in the firm of M. E. Tinsley, ofthat city. Mr. Tinsley had never been engagedin any other business but had worked steadily atthe bench for forty-seven years and even within
a month of his death he did some work. His
daughter, Miss M. E. Tinsley, who fifteen years
ago at the death of her brother Roger, also a
watchmaker, entered the business with her father,will continue the business with the assistance of
another brother, J. Evans Tinsley, who will be atthe head of the repair department. Mr. J. EvansTinsley has been a watchmaker with his father for
the past six years.
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excellent shape
handsome new

South Dakota
J. W. Bell, Burke, has opened a watch and

jewelry repair shop at that place and also put insome stock. The prospects seem to be good there.

Texas
Thomas W. Crow will open a jewelry store at

Vernon, Texas, about the middle of July.

Washington
W. J. Burney, watchmaker for Siegrist & Co.,La Grande, met with an accident recently which

incapacitated him for work for several days.
B. W. Felder, Toppenish, has sold his jewelry

business to W. J. Iliffe, of Dayton.

Letter to Jewelers
Number 22

What do we do besides getting the
rosary business for you?
What else do you want?

enough?
No • it isn't enough. The very tactics,

by which we get you the rosary business,
brings other trade that perhaps you
haven't so much as thought of.
The rosary business is small to any one

jeweler; there's a reason why it is small:
it is badly done. The badness being
back of you, but makes yours bad too.
If you pay $3 for a $2 rosary what are
you going to mark it?

That's bad business, and you couldn't
help it before last Christmas.
Had you the Vatti at Christmas ? You

know all about it then. If not, you pay
$1.25 for Vatti $2, as good as usual $3 $4
$5 rosaries; money returned if not satis-
factory; warranted 20 years. Send the
money with order.
We save the expense of calling; your

customer gets that money.
No risk, and you buy at half or a third

as rosaries go.
Vatti Rosary Co., 106 Ful;on St., Newyork.

Isn't that

July 1, 1912

Attractive Store Interior as an Advertisement

THE 
KEYSTONE

A Store that Pleases and a 
Stock That

Right Kind of

Nearly every retail storekeeper knows

the asset a neat and attractive store 
really

is. To try make a store pay, when 
the

location and the interior arrangements are

not what they should be, is the height 
of

folly. An attractive window attracts the

passerby, but, after all, it is an inviting

interior which brings a customer a second

time and converts him into a 
regular

patron. The department and efficiency

of the men behind the counter may 
leave

nothing to be desired in that respect, but

unless both the store and its stock 
are

clean and the general interior 
attractive

these advantages may be lost.
The chief object of arranging a store is

to faciliate the work of conducting 
bus-

iness, and thus make a saving of both 
time

and money. Therefore when the interior

arrangement is as it should be, it may

necessitate more labor to keep things in

order, but the expense of running a 
busi-

ness is much lessened.

Suits Are Fundamental 
Essentials—The

Store Furniture

appearance, for it then has
upon all who have occasion
store.

Lighting the Store

The question of artificial light in a store

is one which must be carefully 
considered

by an up-to-date retailer. No rule 
can be

laid down for store lighting, but it may 
be

suggested that a retailer who is located on

a busy avenue must light his store 
with a

view to attracting customers some 
dis-

tance away. Therefore, powerful lighting

effects are of great value in such an in-

stance. The large electric signs of the day

upon which are inscribed the name f

business, or its nature, can be seen from

afar off, and that has a decided tendency to

impress upon the minds of people in the

neighborhood that such a business is con-

ducted where the sign emblazons forth.

The expense incidental to such an electric

display is well worth the outlay. Such

an expenditure of money is in reality 
an

an investment.
Geography of the Store Shelf and counter displays in a store in-

Not only the manager, but all employed tenor are what create that "first impres-

in a store, should know the exact 
location sion" upon a visitor who wants to see the

of the stock. This should be learned so various merchandise offered. "First im-

thoroughly that any salesman should be pressions" should be favorable ones.

able to place a hand on any line of 
goods When a prospective customer enters a

asked for without loss of time. Few things 
strange store, regardless of the manner or

create a more unfavorable impress in the 
methods by which he has been attracted,

mind of the average customer than to have his primary quest is for merchandise in

a man behind the counter start out 
on a which he is interested. If such a visitor

searching expedition among the shelves finds a monotonous display upon the shel-

and drawers for some particular 
article yes the effect upon him is discouraging.

that is asked for, though it may not be 
an

Interior Displays

everyday staple. It means much to the

reputation of the store if a customer may The possibilities of interior displays are

walk in and call for something a little 
out too often neglected by many dealers, who

of the ordinary ; then walk out with 
the think that all that is necessary is to get a

article asked for without any delay. 
The customer into a store, and that a purchase

store that is so stocked that every 
clerk will be made in the natural course of trade.

can immediately place his hand on 
any- If a customer's eye has been attracted by 

a

thing in the stock has a marked 
advantage store's exterior appearance, it is just as

over the store where the clerks have 
to essential to have the interior so arranged

stop and think before they can deliver 
the as to reattract and fasten his attention. 

A

article asked for. cleverly conceived inside display brightens

The problem of fixtures in the 
up-to-date the aspect of things in general and 

softens

store requires study and 
discriminating an otherwise hard business effect by 

ap-

judgment. An enterprising retailer who is 
pealing to the artistic sense. The public

establishing a new store will find it greatly 
is always attracted to a store where 

the

to his advantage to investigate and 
learn mercenary aims and objects are apparently

what styles of fixtures other 
storekeepers consigned to the rear. Store owners often

are using, and select and embody the 
best overlook such fine points, but the pros-

ideas for his own store. That is a wise pective customer, who has the outside im-

policy to follow, and if a retailer is 
wide- pression of the store still on his mind, ex-

awake he will note that there are 
many pects that the inside displays will 

appeal

new and advantageous departures in 
the also. When arranging a store's interior, it

general equipment of a store. 
is not necessary to try and display 

every-

Cheap store fixtures and unsuitable ap- 
thing that the store contains. It is true

pliances represent money ill spent. A re- 
that many customers will not thin o as store that gives confidence and opens poc-

tailer who invests his money in fixtures 
and ing for something unless they see it once

other incidentals in connection with 
his in a while, but too varied and 

complicated ket-books. The quality of the merchan-

store must figure upon a suitable 
return displays are confusing, and prospective dise must always be preserved, but they

for every dollar he expends.
purchasers are puzzled. must be combined with the neatness of

In-so-far as the old-establ
concerned, a little fresh paint now and then 

Height of Shelving 
the store and a substantial clientele 

may

applied with taste for effects will
then be attracted.—James E. Masterson,

ished store i s

l always A convenient height for shelving in 
a

prove a good investment, if it adds to 
the modern store is up to seven feet. While it in Business Equipment Journal.

an influence
to enter the
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is true that the space above that 
dimension

can be utilized, it is always best to 
place

those goods subject to rapid demand 
with-

in the height of seven feet. Above the

seven can be shelved those goods that 
are

either not "seasonable" or not subject 
to

regular call. Of course, a retailet must not

lose sight of the fact that some one 
must

dust those goods for appearance sake. If

he does not adhere to that practice he 
will

eventually learn that he has a lot of shop-

worn goods upon his hands. If a dealer

has a better place for the 
"seasonable"

goods, or those not subject to a ready call,

the upper place above the seven feet 
limit

may be devoted to dummy boxes and 
other

advertising paraphernalia, such as package

designs and other contrivances of the win-

dow displayer's art. It is not well to place

"live" stock on the higher shelves, as such

merchandise so placed is likely to be

dropped by an impatient clerk when he

reaches for it. The average clerk will not

climb up those upper regions unless he is

forced to. It is too far out of his way.

Every available square foot in a retail store

should be devoted to the selling of goods

and not to surplus storage. The little cor-

ners and other nooks in a store should not

be allowed to be of no value. Such places

may be used for advertising purposes, and

their effectiveness may be most advan-

tageous when untilized in such a way.

Keep Quality in the Front

It is good policy to display the goods of

quality in a store that transacts a high-

grade business. While it is true that such

fine goods do not attract all customers, at

the time, nevertheless they may return and

purchase the finer goods when they have

sufficient funds to do it. In the course of

business it is often true that a retailer finds

it imperative to sell a cheap article, for the

demand is alive for it. It is best, however,

to keep the quality goods in a prominent

place, and the cheaper class of commo-

dities in places where they do not so

readily attract the eye. If a prospective

customer walks into a store and finds an

article of quality featured, he goes off

impressed with the fact that quality goods

are sold at the store.
Price-cards should be employed if the

cards are well written. Some article or

other may be seen by a person in a retail

store, but he does not like to take the

trouble of asking its price, as the prospec-

tive customer fears that the retailer or

clerk thinks that he is going to purchase,

when as a matter of fact he is undecided

and does not care to provoke the 
argument.

Next to seeing the goods a possible cus-

tomer likes to know the price.

It is the general atmosphere of a retail
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THE J. D. EWING COMPANY
Manufacturing Jewelers. Jewelry Repairing.

EXPERT REPAIRING ON WATCH SATIN FINISH AND COLORING,CASES, ENGINE TURNING ENGRAVING, ENAMELING
TRIAL ORDER SOLICITED

122-124 SOUTH 8th STRFET PHILADELPHIA

SOUVeNIRS
A utomnI ile Name Plates, Watch Fobs,
Flag Pins, Seals, Tie Clips. Prompt
Attention Given to Special Orders.

WRITE FOR ESTIMATES
All shadesof Enamel constantly on hand.

CARPENTER & WOOD, Manufacturers
14 Calendar St., Providence, It I.

ST. LOUIS WATCH CO.

EXPERT WATCH MAKERS
TO THE TRADE

PROMPT SERVICE LOWEST PRICES
Complicated Watches Skilfully Repaired

(20 Years Experience)
ORIEL BUILDING ST. LOUIS, MO.

Al*te• 1WVNffiS?

CATCHY
ENGRAVING
In SPOON BOWLS at
Popular Prices

, LET ue ENGRAVE
A SAMPLE

ArtisticMonogram and Letter
Engraving. Gilding-

.. Send for price-list.t 
Ull....,L.STROM .5k CO.

Ashland Nebraska

A QUICK JOB,
A FACTORY
FINISH AND
A PLEASED
CUSTOMER

ARE ALL YOURS
IF YOU USE
SANGER'S
EMERY RING
BUFFS

HIGH GRADE
WATCH AND CLOCK REPAIRING

FOR THE TRADE
Experts on corn-
plicated watches
and clocks, chro-
nometers, wheel
and pinion cut-
tings. Work on
antique clocks
and watches a
specialty.

Twenty years' experience as practical
watchmakers. Th o roug h I y aquainted
with all foreign and American move-
ments. Formerly with the watchmakerto the Emperor of Germany.

MAIDEN LANE WATCH REPAIR CO.
9 MAIDEN LANE, NEW YORK

Established
1889 mr.

‘Soi

CROUCH 8c. FITZGERALD
Jewelry Sample Trunks ana Cases

Extra Deep Trunks and cases Always In Stock
177 Broadway xsa Fifth AvenueBet. Cortlandt & Dey Sts. Corner 20th street

• ya3 Sixth Avenue
Between Cat and 42d Streets

NEW YORK

Makers of

TOWER ma STREET CLOCKS
For particulars, write us, mentioning

THE KEYSTONE

E. HOWARD CLOCK CO.
Eat'd 1842 BOSTON, MASS., U.S.A.

Wheels, Pinions and Parts
For Complicated Watches, Clocks, Chro-
nometers, etc., of every size and descrip-
tion, made and finished to order.
FINE REPAIRING and ALTERATIONS

Winding and Setting Material

E. H. MATTHEY, 83 N A SSMISINEN

EXPERT
Watch Case Repairing

and

Watch Case Manufacturing

Gold and
Silver
Plating,
Satin
Finishing,
Engraving
and
Engine-
Turning

Old English
and
Swiss Cages
changed to fit
American
Stem-Wind
Movements

Special Cases made to order in Gold and Silver
for English, Swiss and American Movements

OLD CASES MADE NEW

F. H. JACOBSON CO.
209 State Street Ch.cago

Sond for Our New Prloo-Lirt

DIAMONDS and PRECIOUS STONS

BOUCIHT AND SOLD
FOR SPOT CASH

Appraisements made for estates or individuals

J. J. OHEN
loll Chestnut Street, PHILADELPHIA

Established 1891
Write for further information

FRED A. HASKELL Letter, Jewelry & Souvenir
ENGRAVER

206 Weybosset St., Providence, R. I.

ENGRAVED SOUVENIR SPOONS
Send us Spoons and we will Engrave

Buildings, $3.50 doz. Names, $1.20 doz. Sinn SETTING

Established 1881

llareentotlk

The Largest, Most Centrally and Conveniently Located

NABSTEDT MANUFACTURING COMPANY
RING AND CLASS PIN MAKERS
MANUFACTURING JEWELERS

JEWELRY REPAIRING
Factory and Office, 110%412% East Third Street

DAVENPORT, IOWA

Telephone North 562

I MESH BAGS REFINISHED
• eludes repairing the mesh,joints
0 

Will repair, refinish and reline
all size MESH BAGS. In-

an ball snaps; also kid (or silk)
linings with inside pockets and anything else
necessary to put bags in good first-class
condition. GOLD, SILVER OR GUN-METAL FINISH

ONE TRIAL IS CONVINCING

TUCK & McALLISTER CO.
131 Washington Street : PROVIDENCE, R. I.
Send for our Catalogue of Emblems and Jewelry

ffor SPOT CASH for Jewelry Stocks —Se
I PAY THE HIGHEST PRICES for Diamonds, Watches and Jewelry.Send stocks at once. no matter how large or small, and get money by return mall.National bank references upon request. If offer is not satisfactory will return goods.

EMIL NOEL, 541 E. 46th Place, CHICAGO, ILL.
If you should be in Chicago with your stock, make appointment with meby residence telephone Drexel 5323, or office telephone Randolph 1418

NEWARK BRUSH 
COMPANY

BRUSH ES
253 MULBERRY 

STREET NEWARK, N. J.

Polishing Set Complete, 
$2.00, Prepaid.

COTTON, BRISTLE AN
D FELT WA

TCH CASE BUFFS

FELT AND COTT
ON RING BUFFS

BRISTLE WASH AND 
END BRUSHES

FELT AND COTT
ON BUFFS

BRISTLE POLISHING 
BRUSHES

SATISFACTION 
GUARANTEED OR 

MONEY REFUN 
DF.D

REFINERS a n ■gi Indent Vi r andy

shape—s °lids or

Sweep Smelters 
lsiwluepisds,ro h

cuttingsugor
filings, Prompt

Established 1889. 
returns.

THE W. L. ROBERTSON
 CO.

13 and 15 Franklin 
Street, Newark, N. J.

INDISPENSABLEA,TOnsTllsorEtuREmiTitAolLf JuEeWasELEPeRriect

Self-GentormIng Ring Adjusters.

Ask your jobber for them, o
r I

will send prepaid at once on
ly

on receipt of price) sizes 
as

assorted in each unbroken

dozen at the following prices:

1 doz. 10 K. gold, $3.75; 1 doz. g
old

filled, $2.00; 1 doz. metal, 85c.

Samples of one small and one 
medium-large gold

filled and one metal adjuster 
will be sent for

60c., stamps or H. 0. Address

CHESTER WELLS. Meghoppen, Pa.

WATCHMAKING
ENGRAVING
JEWELRY REPAIRING

can be learned in a few months

by our practical methods. Ex-

pert instruction under actual

working conditions. Enter at

any time —no age limit —day

and night classes.

Write for free catalogue containing

full particulars

Chicago School of Watchmaking
Dept. T, 59 E. Van Buren St., CHIC

AGO

The Triumph Jewelers' Lamp
A 300 Candle Power Lunn for Home,

Store, Shop, Work Bench, Library, Desk

—wherever a safe, powerful light is

wanted or stand lamp can be used

Turns up and down like gas; carried "ff

around with greater safety than kero-

sene lamp; gives 10 times more light TRIUMPH

at less than 34 cost to operate. which a child
can do. Better than gas or electric lamps
because of no hose or drop-wire to prevent

moving anywhere. Holds 2 quarts gaso-

lene, always ice cool; one gallon lasts:from

40 to 50 hours.
We have six distinct lines of gasolene

lamps and Hollow Wire systems.

Every one a success. Our KS Catalog

tells why. Get it and decide which
line you want. Send for it at once. Today. It's free

BRILLIANT GAS LAMP COMPANY

Dept. 9. No. 182 N. State Street, CHICAGO, ILL.

Trade Watch Repairing
A Well Equipped Shop

Skillful Workmen

Right Prices and Prompt
Returns

C. H. KNIGHTS-
THEARLE CO.
Columbus Bldg., CHICAGO

MINIATURE PORTRAITS
Enameled on

WATCH DIALS
CAPS and LIDS

Plain and
Colored

Can be made from
any photograph

or print

A oeautiful illustrated sample card and price-
list Bent upon request

GARMAN ART CO.

127 North Dearborn Street, CHICAGO, ILL.

EXPERTS
ON

FineWatch Case Repairing
Manufacturers of Special Cases

Gold and Silver Plating, Satin and

Roman Finishing, Rose Coloring.

ENGRAVING
ENAMELING and
ENGINE TURNING

Swiss and English
cases changed to fit

American move-

mentsand all kindsof

RAISED COLORED

GOLD WORK.

The Largest and

Promptest Repair

Shop in Chicago.

SEND FOR PRICE-LIST

J.C.HOWARD &CO.
116 & 118 N. State Street. CHICAGO. 

ILL.

When writing to advertisers kindly men
tion

The Keystone

JEWELERS LISTEN
We want a Trial Package from every 

Jeweler

in Illinois

FRED J. BAHNI & CO., Inc.
Manufacturing Jewelers PEORIA, ILLS.

Mesh Bags
Refinished
$1.00

As we received it

We resilver, reline (with kid

or silk) and repair the mesh
on any german silver mesh
bag, from 5 to 7 inches, for
$1.00, other bags in propor-

tion. First-class work, prompt service. Give us a
 trial. Send postal for our large w

indow display •

cards, and price list for special repairs s
uch as gold, gun-metal, bead bags, etc.

A. A. LUPIEN 
Manufacturer of Mesh Bags

24 BROAD STREET 
PAWTUCKET, RHODE ISLAND

As we returned it

I BUY JEWELRY STOOKS

Watson pays liberal cash prices 
for Diamonds, Watches and Je

welry.

Send stocks no matter how large 
or small and get immediate 

returns. Goods will be

returned if offer is not satisfactory. 
National Bank references given if 

desired.

M. IRALSON, Masonic Temple, Chicago, Ill.

Small Advertisements
No advertisement inserted for less

than 25 cents.
Under heading "Situations Wanted,"

ONE CENT per word for first twenty-

five words. Additional words and ad-

vertisements, THREE CENTS per word.

Under all headings except "Situations

Wanted," THREE CENTS per word.

Name, address, initials and abbrevia-

tions count as words, and are charged

for as part of the advertisement.
To insure insertion, send remittance

with orders for advertisements. Copy

must reach us by the 25th of each

month for the issue of the 1st of the

following month, and by the 10th of

the month for the issue of the 15th of

the same month.
Send bank check or draft, or postal

or express money order for $1.00 and

over, or postage stamps for smaller

amounts.
If answers are to be forwarded

send TEN CENTS In postage stamps

with order.
The real name and address of every

advertiser must accompany the copy of

the advertisement.
Advertisers who are not subscribers

should send 10 cents (special issues 25

cents) If they desire a copy of tile 
paper

in which their advertisement appears.

Address,

THE KEYSTONE PUBLISHING COMPANY

809-811-813 N. 19th STREET, PHILADELPHIA, PA.

SITUATIONS WANTED

Under this heading, ONE CENT per word,

for first twenty-five words. Additional words

and advertisements, THREE CENTS per word.

No advertisement inserted for less than 25

rents.
It will facilitate matters and result to

the advantage of advertisers under this

classification if they will indicate their local-

ity in their advertisements.

STRICTLY first-class railroad watchmaker and

engraver, with fifteen years' experience, de-

sires to make change; American, thirty-four
years old, single, speaks German; have all t

ools;

highest reference and sample of engraving 
sub-

mitted on request.  "K 315," care Keystone.

ENGRAVER, letter and monogram; can fill

in on watch work; experienced; reference the

best; northern New York preferred. "H 888,"

care Keystone.
SALESMAN, well known and of recognized

ability; now representing a prominent New

England manufacturer; will be open for a posi-

tion to represent a manufacturer in mi
ddle

western territory January 1; silverware 
line

preferable; I have a good following with the

best retail jewelry trade; have clean record, and

can make good. "B 843," care Keystone.

PERMANENT position by young married

man as assistant watchmaker, clock and jew-

elry repairer and graduate optician; best 
re-

ference; open about September first; Ohio 
pre-

ferred. D. E. Reynolds, Greenwich, Ohio. 

SITUATION wanted at once by a young man

as optician, watchmaker and engraver; can

furnish own tools, and best of references. John

Kenager, Urbana, Ohio.

WATCHMAKER, engraver, jeweler, or posi-

tion where I can buy business or partnersh
ip

after being with firm sixty days. Alfred Nor-

etrom, 2508 Bryant North, Minneapolis, M
inn.

YOUNG man as second watchmaker and plain

engraver, wants position; would wait on trade;

East preferred; best of references. E. A. Pickup,

Little Valley, N. Y. 

AS watchmaker and optician; sixteen years

experience, own tools, honest and reliable.

Address Watchmaker, M. J., 8044 Escanaba

avenue, Chicago, Ill. 

WATCHMAKER will accept a position in a

first-class store; Colorado . preferred. Ad-

dress W. S. C., Box 44, Cripple Creek,  Colo.

BY good, practical all round watchmaker
, fair

engraver; good set of tools; fair salesman;

good references. "Jeweler," 212 Prospect street,

Sandusky, Ohio. 

LADY bookkeeper and cashier, having eight

years' experience in the jewelry business;

desires position with first-class wholesale or

retail jewelry firm; can furnish best of 
references

as to character and ability. "L 861," care 
Key-

stone.
RAILROAD watchmaker, letter and mono-

gram engraver; graduate optician; fine sale
s-

man; thirty-two; fifteen years as workman and

manager; wants position at once. Myers, 116

West Forty-ninth street, New York. 

WATCHMAKER, optician, salesman, man
ger;

all around-man; tools, trial case; twelve year
s'

experience; Toledo, Ohio; age thirty-six; mar-

ried; Al reference; prefer small salary and work-

ing interest in business; distance no ob
ject.

"M 255," care Keystone.

BY watch, clock and jewelry repairer; 
first-

class all-around man; can do plain engraving.

Address Richard G. Lobb, Babbit avenue, 
Pen

Argyl, Pa. 
As assistant watchmaker, optometrist and

salesman; young man, honest, steady, single
;

moderate salary, under good man p
referred.

W. F., 2019 Thomas street, Chicago, Ill.
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SITUATIONS WANTED

EXPERIENCED jewelry repairer, engraver

and stone setter, wants permanent positio
n

with reliable firm; references. Address Ray-

mond F. Sargent, 602 South Third street, Cam-

den, N. J. 
YOUNG man with five years' experience wants

position in a pawn broker's office. Is now

employed on street floor; good reason for Wav-

ing; can furnish best references, or bond if de-

sired; will go anywhere. "T 259," care Key-

stone. _
WATCHMAKER, optician, fair engraver;

wants position August first; own complete

outfit, which will furnish if wanted. F. P.

Room 81, 200 Main street, Norfolk, Va. 

PERMANENT position by sober, reliable,

first-class watchmaker, Jeweler, plain en-
graver; best reference; have own tools. Ad-

dress Watchmaker, 827 Fifth avenue, Altoona,

Pa.
BY a first-class watchmaker; good plain en-

graver, and graduate optometrist; thor-

oughly experienced in railroad work; wages no

leas than $25 a week. "P 350," care Keystone.

FAIR watchmaker, first-class engraver and

saleslady, experienced and capable; wishes posi-

tion with a strictly first-class firm; good re-

ferences. Belle Buten,  Evansville, Wis.

AS assistant watch repairer with chance to finish
trade and devote most evenings to studying

correspondence engraving course; can do clock

and plain watch work; age eighteen; refer-

ences; photo; own tools. "W 347," care Key-

stone.
PERMANENT position wanted by a first-

class watchmaker, salesman; eight years'

experience in first jewelry store and trade shop;
competent and reliable; fair salary; prefer west

of Indiana. Address Jeweler, care of 0. A.
Ingebretson, Dallas, Texas.

BY watchmaker and engraver; eighteen years'
experience; married; reference furnished;

sample of engraving; thirty-seven years old;

would like a place good for long time; prefer

central Illinois; have own tools. "W 344,"
care Keystone.

WATCHMAKER, engraver and optometrist

at present employed; wishes position by July

16.; good salesman, neat appearance, no bad

habits; reference my present employer. J. R.
Beggs, Evansville, Ws. 

YOUNG man, first-class engraver, desires
position, also wait on customers and assist

in store; ten years' experience; Al reference;
"H 884," care Keystone.

SOUTH AMERICA representative with very
good high-class connections; wishes to re-

present manufacturers of gold filled and silver-
plated articles; represent also several German

fir 
Keystone.
msfirst-class references. "C 829," care

THOROUGHLY experienced graduate re-
fractionist, and mechanical optician, owning

complete refracting and lens grinding equip-

ment, wants position or proposition, salary or

profit sharing; Optician, Boulder Commercial
Association, Boulder, Colo.

HELP WANTED
UNDER THIS HEADING THREE CENTS PER

 WORD

It will facilitate matters and result to

the advantage of advertisers under this

classification if they will indicate their local-

ity in their advertisements.

FIRST-CLASS watchmaker, capable of hand-

ling high-grade railroad work; Al references

required; state salary, and give references in

first letter. Greenwald & Adams, Tucson, Ariz.

FIRST-CLASS watchmaker and engraver;

permanent position; must own tools. Alva

Snider, 851 East Grand avenue, Beloit, Wis. 

FIRST-CLASS practical watch, clock, jewelry

repairer and good engraver; conscientious

careful workman of unquestionable character

and Al references; must have good tool outfit

and be willing to wait on trade, and help out

wherever needed; $18 to start; state experi-

ence and send sample engraving at once,

to Box 284, Portage, Wifi. 

WATCHMAKER, plain jewelry and clock re-

pairing, permanent position to capable work-

man; send references as to ability and char-

acter and state salary asked, at once. H.

Garman & Son, Coatesville, Pa.

FIRST-CLASS jewelry maker, steady position;

good pay. William J. Orkin, 873 Washington

street, Boston, Mass. 

CHICAGO jobbing house handling watches,

diamonds and jewelry, wants a salesman with

established trade in Texas, Arkansas and Okla-

homa; applicants must prove successful record

in this territory; menticn age and former em-

ployers in application. A. F. 14, 1201 Hey-

worth building, Chicago.

AT once: a man who can engrave and repair
jewelry and clocks, and do ordinary watch

work; state salary expected, in first letter.

H. L. Lang, Staunton, Va.  

WATCH, clock and jewelry repair man; one

that can do some work as optician preferred;

state salary expected. Frank J. Harvey,

Markle, Ind. 
WATCHMAKER, state salary and reference.

J. Fleckenstein & Co., Jewelers, 406 Fourth

street, Sioux City, Iowa.
(Continued on page 1370)
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HELP WANTED

(Continued from page 1369)

A GOOD reliable watchmaker and engraver,
to manage a jewelry store established ten

years in a good county town of 3,000 popula-
tion; willing to invest in stock $1,000; will
get a good per cent on sale, and take care on
own account, the repair department; annual
sales from $4,000 to $5,000; repairs from $900
to $1,000 steady; also by investing, will get
annually pro-rata interest, on a second branch
store in Georgia, as both stores are controlled
by one corporation, with a paid up stock of
$6,000; willing to give all particulars to the
right man. P. 0. Box 334, Walterboro, S. C.

WATCHMAKER, optician and plain engraver;
able to wait on trade; permanent position;

state salary expected Jno. E. Weiland, New
Lexington, Ohio.

EXPERIENCED salesmen with established
trade in western, southern states, and our

territory in general; jewelry, clocks, silverware,
cut glass and general line; expenses and salary
based on past record; correspondence strictly
confidential. St. Louis Clock & Silverware Co.,
St. Louis, Mo.

YOUNG man with good experience on watches,
clocks and jewelry; willing about stock and

general store work, send full particulars; re-
ferences and salary wanted, first letter. H. W.
Wood, Colfax, Iowa.

YOUNG man, good engraver, jewelry and clock
repairer; one who can do second watch work;

permanent position to right man; send engrav-
ing samples, reference and wages desired.
P. A. Goodnough, 710 State street, Erie, Pa.

GOOD watchmaker, trade shop; salary $18
per week. William Lowe, Norwood building,

Paterson, N. J.

WATCHMAKER and engraver; steady posi-
tion; state experience and salary expected.

"S 367," care Keystone.

STRICTLY first-class watchmaker of experi-
ence; all round man capable of managing;

to one who will put in some cash, can offer a
good thing in one of the best Dakota cities;
largest stock. Address Jeweler, care of Mar-
shall, Nicollet and Grant, Minneapolis, Minn.

SALESLADY, permanent position send full
particulars and references. J. Herbert Hall

Company, Pasadena, Cal. 

TRAVELING salesmen; excellent proposition;
good commission; write full particulars.

Williams Manufacturing Company, Depart-
ment C, St. Louis, Mo.

ASSISTANT watchmaker and plain engraver;
would prefer one who has some knowledge

of jewelry and clock repairing; fine chance
for young man to finish trade under a fine
Swiss workman; write at once with references
and state salary. Theodore Shaffer, Cordele,
Ga.

YOUNG man, assistant watchmaker to finish
trade, leading store in town of 10,000 popula-

tion. South Carolina "T 338," care Key-
stone.

PERMANENT and pleasant position for good
watchmaker and jeweler; must be young, of

good address, and have best of references as to
character and work. Beinhorn & Meir, Jew-
elers and Opticians, Winona, Minn.

WANTED
UNDER THIS HEADING THREE CENTS PER WORD

WANTED to buy jewelry stock; send surplus
stock to me and get money by return mail.

Emil Noel, 541 East Forty-sixth place, Chicago,

ENGINE turning machine, any style, state
condition. "S 241," care Keystone.

PARTNER with $3,000 to $5,000 cash to invest
in pawnshop in one of the best towns in

western Pennsylvania, with 65,000 population.
No pawnshop in the town at present; I have one
of the best stores on Main street; there is a
chance of making big money. "Z 301," care
Keystone.

OLD Swiss and American watch movements;
let me know what you have. "S 332," care

Keystone.

LOCATION wanted. Address Jeweler, 2503
North Bryant, Minneapolis, Minn.

LATHE, give full particulars. Wells, Bruns-
wick, Nebr.

PARTNER wanted for pawnbroker business
with $2,000 or more capital; I have had

twelve years' experience, Toledo, Ohio; Al
references. "S 856,"  care Keystone.
A TRANSIT instrument for taking time from

stars or sun; second-handed or out of order,
no objection if price is made accordingly; also
Seth Thomas No. 4 tower clock movement, with
or without dials. Emery Flournoy, Box 554,
Lancaster, Pa.

WANTED engravin
son, Mich. 

g machine. Box 28, Jack-

TO purchase a $5,000 to $10,000 jewelry store
in the west. Address Charles, Box 44, Crip-

ple Creek, Colo.

WANTED

WALL case, mirror lined, glass shelves to hold
cut glass; counter case 8 to 12 feet; one glass

mirror doors, etc., to hold watches and jewelry.
"B 339," care Keystone.

SIDE line wanted by a traveling salesman
thoroughly familiar with watch and jewelry

business; a good side line to sell to jewelers.
"B 336," care Keystone.

WANT to buy interest in jewelry store in town
of 15,000 or more by young man fully ac-

quainted with the jewelry business; only firms
that are well established and can furnish best
of references need answer. "B 348," care Key-
stone.

I WISH to buy a jewelry store for cash, in New
England; all communications strictly confi-

dential. J. B. Gordon, 74 Kingsdale street.
Dorchester. Mass.

FOR SALE
UNDER THIS HEADING THREE CENTS PER WORD

Stores, Stocks and Businesses

OLD-ESTABLISHED, up-to-date jewelry and
optical business, located in the great corn

belt of North Missouri; will sell at a bargain,
part cash, balance on time; write me for full
particulars; profit $3,000 last year. "M 282,"
care Keystone.

A FIRST-CLASS up-to-date manufacturing
plant in city of 236,000; doing a business of

$25,000 to $30,000 a year; cheap rent; ma-
chinery, tools and fixtures cost price $11,500;
will sell for $9,000; this proposition will bear
investigation; can give good reason for selling.
"W 299," care Keystone.

RARE chance to buy established jewelry and
optical business in Mangum, Oklahoma, 5,000

population, good paying business; healthy place,
reduce stock to suit; Write John M. Clower,
Mangum, Okla.

BEST paying jewelry business in Alabama; no
competition, with an old established clean

reputation; up-to-date $4,000 stock, including
fixtures, tools, etc.; population about 4,000 and
on two railroads; leading jewelry store in
county; watchmaker employed, and plenty of
good bench work; optical work runs $100 per
month; good reason for selling before September
1; this is an opening worth investigating.
"T 321," care Keystone.

A SPLENDID opportunity to purchase a
clean, up-to-date stock of jewelry and

stationery in the best dairy, stock and grain
county in Minnesota; population 1,200;
good schools and churches; poor health is my
reason for selling. Write to J. L. Williams, the
Jeweler, Zumbrota,

MUST sell at once, jewelry business; one of
the best opportunities of a lifetime to step

into a good-paying, established jewelry business,
repair work alone between $3,000 and $4,000 a
year; sales from $8,000 to $10,000 a year; busi-
ness can be doubled stock $5,000; must sell for
cash only; will reduce stock some; unless you
have the cash do not correspond. Address Box
263, City Postoffice, Washington, D. C.

GOOD clean jewelry stock in county seat town
of 5,000; invoice about $6,000, stock and fix-

tures; can reduce to suit purchaser; a fine busi-
ness in best location in town; good country to
draw from; fine opportunity for a catholic.
"F 361," care Keystone.

STOCK and fixtures; invoice about $1,500 orwill
sell fixtures and part of stock; good run of

work; railroad center; southern Kansas town of
8,000; this is a good proposition and will go
quick. "A 858," care Keystone. 
$1,000 BUYS fine store in good country town
400 population; plenty work; have two other

stores reason for selling. "S 841," care Key-
stone.

FOR sale or want partner for jewelry and
optical business ; clear $3,000 annually

invoice $6,000; old established trade. John
Romaine, 5411 Dreston avenue, St. Louis, Mo.
JEWELRY stock and fixtures; in best town in
Wisconsin; inventory $3„000; annual business

$8,000; big run of repair work; established
forty-two years; Terms cash. Address Box286, Chippewa Falls, Wis.- ---
JEWELRY stock and fixtures in a good live
town; materials will be sold for less than

cost, fixtures about $600, stock invoice about
$1,200; crop and business good; sickness reasonfor selling; for further information address Box
817, Chinook, Mont.

JEWELRY, optical and loan business; bestlocation in city; good proposition; stock and
fixtures; invoice $4,500. J. M. Daniel, 117
North Broadway, Oklahoma City, Okla.
JEWELRY business, no competition, rich
surrounding country, sell at a bargainCyrus Novinger, Halifax, Pa.

THE only jewelry, optical and piano business
in best little town in Wisconsin; all up-to-date

stock; best location; cheap rent; good reasonfor selling; fine opportunity; investigate. Ad-dress L Box 12, Denmark, Wis.

FOR SALE

Stores, Stocks and Businesses

JEWELRY and optical business in south-
eastern Nebraska; will take about $5,000 to

handle ; want to o in the exclusive optical
business. "C 831," care Keystone.

IN St. Louis, Mo., good paying watch, clock
and jewelry repair establishment; average

work per month $260; established fifteen years;
reason for selling; party going to Europe.
J. Montandon, 4262 Olive street, St. Louis, Mo.

HALF interest in old-established jewelry store
in North Carolina, (work $2,500;) buyer to

take charge; stock about $10,000; reason re-
tiring. "G 342," care Keystone.

ONLY jewelry store in best Washington town
of 1,200; stock and fixtures $4,200; can re-

duce to $2,500; business averages $8,000 per
year; repairs $115 per month; have cleared
$3,000 per year for last 5 years. Address
Oscar Siesta, Odessa, Wash.

JEWELER and optical store; established
thirty-four years in one of the boroughs of

New York; rare chance for a fine young watch-
maker with $600 cash, cause failing eye sight.
H. J. Meyers, 21 Maiden lane, New York.

HERE'S a money making jewelry store, fix-
tures invoice $1,050; stock $2,400; five

years' lease, one other store, county seat 5,000;
Boise Valley, southern Idaho; good discount.
Write for particulars. "H 345," care Keystone.

LARGEST jewelry business in Georgia city
of 10,000 sales $12,000 per year, large repair

business, stock and fixtures will invoice about
$9,000; an exceptional opportunity. "G 363,"
care Keystone.

JEWELRY and china store in central Ohio
town of 3,600; three railroads, natural gas,

paved streets, city water, electric lights, good
growing town, competition light; reason for
selling poor health. "B 354," care Keystone.

STRICTLY up-to-date jewelry business;
growing steadily; finest possible climate and

water; good safe and fixtures; no dead stock;
about 2,600 people. "S 360," care Keystone.

GOING west and must sell established business
before August 1; store bears best reputation;

clean stock; money maker; books bear closest
investigation; will sell stock and fixtures or
reduce stock to suit, or sell fixtures and rent
store with living apartments. Splendid op-
portunity for young man wanting to start in
business; stock and fixtures about $1,500;
write for further particulars. "H 362," care
Keystone.

NOTICE : sure money maker for optometrist
and watchmaker; established eight years,Optical and jewelry store in live Maine town;

cheap for cash; sickness. "P 352," care Key-
stone.

JEWELRY store, well established, you can
secure store by buying fixtures, tools and

material. Mrs. C. 0. Wilson, 1101 Richmond
street, Maltoon, Ill.

A GOLDEN opportunity for a bright young
man without a struggle. I offer for sale

a new stock of jewelry and fixtures located
at Alexis, Illinois, and run under the firm
name of Molts & Record. This has been
one of these unsatisfactory partnership affairs
and for that reason, I wish to dispose of the
business. We put the stock and fixtures in,
all new, three years ago this coming August,
and it is in fine condition and it consists of no
dead stock-just what one wants in any up-to-
date little country town. The stock and fix-
tures will invoice $4,000. Bench work and
sales for last year amounted to nearly $4,500.
Terms, $2,000 cash, balance on time at six per
cent interest and plenty of time in which to meet
payments. We are located in a. brick room by
ourselves, rent $12 per month, electric lights
$3.76 per month. Alexis is a town of 1,000 to
1,100 population and is on two railroads Burling-
ton and Rock Island Southern. It has twogood grain elevators, two banks with heavy
deposits, fine high school, three churches, a
number of good merchandise stores. A great
point for shipping live stock from and also
grain. Very rich farming district, farm land
sells from $150 to $300 per acre cash. Farmers
are all well to do. We have a big territory
to draw from, Galesburg eighteen miles by road,
Monmouth 14 miles by road and Aledo 20 miles
by road, no other points to contend with. Alexis
is a nice level town with good residences and
none for rent very often. All I ask is for any
one that desires to get into a location that will
make good and also lay by a little money, to go
and look this proposition over and see what the
people of Alexis have to say; it will bear any
investigation that one would demand. To any
one meaning business, I will be glad to show the
stock. Alexis is about forty miles across the
country from Cambridge, and we can make thetrip by automobile in a short time. This is an
opening seldom found in such a good, rich farm-
ing section and with no opposition. All the
bench work one man can take care of. This
is a good chance for a bright young man, andI will help any one that is right all I can.
Those that are interested phone or write me,
and I will arrange to show the stock at any time.
Address H. S. Record, Jeweler, Cambridge,

FOR SALE

Stores, Stocks and Businesses

ESTABLISHED jewelry store twenty-seven
miles from New York, 25,000 population;

clean stock and fixtures; invoice $4,500; open
for an offer; will reduce to suit. Address
J. Simon, 1677 Third avenue, New York City. 
ESTABLISHED jewelry business, up-to-date

stock, fine fixtures, invoice about $2,500;
low rent, with living rooms; good reasons for
selling; write for particulars. Jeweler, 2707
North avenue, Milwaukee, Wis. 
SPLENDID opportunity to buy a choice
jewelry and optical business, central Wisconsin;
800 population; other smaller towns surround-
ing; the only jeweler within fifteen miles; stock
and fixtures $3,000 less ten per cent for cash;
last year's business $5,000 ; rental $12 per
month, store and dwelling above; don't write
unless you got the cash. "B 840," care Key-stone.

SMALL jewelry store; central Indiana town of
800; must be sold at once. "K 346," care

Keystone.
JEWELRY and musical store in good manu-

facturing and railroad town of about 5,000
population, no competition, inspector for two
roads, cleared over $4400 last year; bench
average about $190 a month; invoice about
$6,000; can reduce to suit; Here is a chance for
one who wants to locate in a town where there
is no competition. F. H. Feraud, 1728 I street,
Granite City, Ill.
ONLY exclusive jewelry business in live
southern town of 4,000; if interested address,

"H 330", care Keystone.
$500 to $800 WILL buy fixtures, part of stock
and good-will of paying jewelry store in a

Hamilton county, Ohio town of 2,000; one
competitor; answer quick. "I 335," care Key-
stone.

I7()It SALE
UNDER THIS HEADING THREE CENTS PER WORD

Miscellaneous Merchandise and
Equipment

WATCHMAKER'S lathe, bench, tools and
quantity of watch material, crystals, case, etc.

A. E. Crandall, Mourovia, Cal. 
I WILL accept best cash offer by July 20, for
a No. 903 Geneva complete traveling or

office trial case, cost me $52.00; good as new,
only used short time, has No. 930 trial frames
and one plain trial frame. Address Jeweler,
Lc), k Box 339, Afton, Okla.
SIX 8-ft. wall cases, one 10vft. wall case, 68-ft.

floor show case horseshoe, 16-ft counter case,
regulator umbrella case $300, cash register,
4000 lb. safe, all good as new, cost $2,300, will
sell for $1,000 cash, roll top bench included.
Chas. Goodrich, Caruthersville, Mo. 
LATHE, worth investigating. Box 96, Bruns-

wick, Nebr.
SAVE your time, send $1 for fifty-two prac-

tical ads for jewelers. Garner "Ads" Ser-
vice, Lebanon, Ind. 
SECOND HAND work benches, hand and

power flat and wire rolls, anvil and block,
small foot and screw presses, one Oliver foot
power lathe, one bar annealer, (American), one
grindstone, one electric polishing head, small
pressure blower, sand blast, one polishing dust
collector, ring bender, scale stools, foot power
polishing machine, also other tools. Leiman
Brothers, 62 F. I. John street, New York. 
ONE master safe, new; used one year, at a

great bargain; weight 3 tons and 25 lbs.
Photo sent on request. M. L. Willoughby,
Ithaca, Mich.
SPECIAL tools for difficult watch work, no-
where else to be had; price list free. Ferd

Freistadter, Watharn, Mass.

FOR SALE OR EXCHANGE
UNDER THIS HEADING THREE CENTS PER WORD

ABOUT $600 worth of watches, jewelry find-
ings and material; positively no junk, for oneor two diamonds, diamonds must be worth the

money. A. B. Hughs, Box 1135, Globe, Ariz. 
1 COLUMBIA hornless phonograph; list $15;50 flat records, list 60 cents and 75 cents:what have you in exchange, we can sell. G.W. Brown, P. 0. Box 75, Potsdam, N. Y.- - --NEW Century engraving machine, good as new;

will take watchmaker's bench as part pay,if in first-class condition. Grove, the jeweler,
Okmulgee, Okla.
EXCHANGE jewelry stock for farm, middle
West preferred. "J 349," care Keystone.

JEWELRY store in good town, Arkansas.
county seat, population about 2,500; good

agriculture country, invoice about $8,500;
would trade for Real Estate. Palace Jewelry
Store, Newport, Ark.

SPECIAL NOTICES
UNDER THU' HEADING THREE CENTS PER WORD

HIGHEST 'ash prices paid for diamonds
and watches; immediate returns made,

bank references given. M. Iraltion, Masonic
Temple, Chicago, Ill.

SPECIAL NOTICES

COMPLETE finished escapement models 
in

running order, $16; the best window at-

traction for jewelers. For particulars write

the St. Louis Watchmaking Schools, St.

Louis, Mo.

I PAY 20 per cent more than 
any one else

for your surplus diamonds, watches and

jewelry; money sent by return 
mail; bank

references. Emil Noel, 541 East Forty-sixth

Place, Chicago, Ill.

BUSINESS NOTICES

UNDER THIS HEADING THREE 
CENTS PER WORD

FOB first-class work and prompt 
service, try

Art Watch Case Company, 
Champlain Bldg.,

8 North State street, Chicago. 

SEND your watch-case repairing to Art

Watch Case Company, 8 North State 
street,

Chicago.
- - - - - - -
ELGIN Horological School, the oldest and 

most

practical school for watchmakers, send 
for

catalogue to Elgin Horological School, 
Elgin,

Ill. 

PEARLS wanted; ship direct to me 
and get

the highest Market price; largest 
buyer of

slugs in United States; prices 
quoted. W. L.

Gardner, Le Claire, Iowa, Western pearl 
head-

quarters.

I PAY the highest prices for 
watches, dia-

monds and jewelry. Send stock at once,

no matter how large or how 
small, and get

money by return mail. All kinds of references

furnished upon request. Emil Noel, 541 East

Forty-sixth place, Chicago, Ill.

OLD cases restored to look like new; 
Roman

and satin finishing. Art Watch Case Com-

pany, 8 North State street, Chicago. 

DIAMONDS at great bargains, $45 per 
karat

and up; mounted tinge and other 
diamond

jewelry 'bought from private people sold at

half the regular price. Sent on memo. bill

to rated dealers. Sold for cash 
only. Dan. I.

Murray, Broker, 3 Maiden lane,  New York. 
_

NOTICE-I have removed from 727 
San-

som street to 807 Sansom street, Phila-

delphia, where I will continue to buy all 
kinds

of gold and silver; also refine all 
kinds of jew-

elers' waste containing gold and 
silver. Send

by mail or express and receive 
prompt attention.

J. L. Clarke, established 1870. 

I WILL buy your diamonds 
and watches and

pay you liberal spot cash; money 
by return

mail. M. Iralson, Masonic 
Temple, Chicago.

WANTED-Every one desirous of 
improv-

ing himself in watch work, jewelry 
work and

engraving to address Bradley Polytechnic 
In-

stitute, Peoria, Ill., for one of their latest 
cata-

logues. A postal card will get it. See ad. in-

side back cover. ---- -
JEWELER wanting magazine or rare 

book

bound, send same to us; work 
guaranteed.

Fred F. Wollert, Centerville, Iowa. 

OLD English and Swiss key-wind 
cases changed

to take American stem-wind 
movements;

hunting cases changed to open-face. Art

Watch Case Company, 8 North 
State street.

Chicago. 

BARGAIN for somebody, twenty assorted

American filled watches, not new, but in

good order and appearance, best 
makes, 40 per

cent below the wholesale price of new 
ones, who

wants the lot C. 0. D.; subject to 
examination

on receipt of $1 to cover 
expressage? Nat

Ruggles, 734 Superior avenue, N. E., 
Cleveland,

Ohio. 

THE Omaha Watch Repairing, 
Engraving and

Optical Institute, is the place you are 
looking

for, and you can get just the help 
you need, and

save yourself a lot of trouble, if 
you will write

for information regarding our methods of

instructing and the different branches 
of work

we teach; the reason our 
graduates are so suc-

cessful, is because they are taught 
the best

methods by experienced 
instructors. Science

skill and years of experience are 
the chief factors

that have enabled us to bring 
this school up to

the highest standard; the 
limited number of

students permit us to give each 
one special

attention; in this line of work it pays to 
be one

of the best; write us. Tarbox & Gordon.

LEARN
xlEINILE RS
ENGRAVING
"TheSchool that Graduates Experts"
A fascinating trade that pays big 

salaries,

easily learned, taught thoroughly and prac-
tically by correspondence. We will teach

the beginner better engraving than he can

gain in years of rigid apprenticeship. 
We

will improve the skill of any engraver and

make him master of the trade. The demand

for competent engravers far exceeds 
the

nupply. fiend for handsome illustrated

prospectus, mailed free.

PAGE-DAVIS SCHOOL

Suite 10, Page Bldg. CHICAGO

Be a Competent
Watchmaker

The Pyle Horological School 
offers

you this opportunity. It aims to 
turn

out only such watchmakers as 
are

not only competent, but whose 
knowl-

edge of this trade has been built 
from

the ground up. Only such can

succeed.

Its instructors are not only 
prac-

tical as well as theoretical 
watch-

makers, but they have acquired the

art of knowing how to impart 
their

knowledge to others.

The institute offers abundant op-

portunity for practical work. Its

students are always assured of pay-

ing positions. A special summer

course during June, July and August

has been arranged at special 
rates.

Write or call for full particulars.

The Pyle Horological Institute
2618 Cottage Grove Avenue

CHICAGO

Earnest, Ambitious, Economizing Students
Prefer the

Winter School of Engraving
"Unquestionably the best," honest

and reliable

Course Three Months, ;60.00

Write today for Catalogue and
Reservations.

Powers Bldg. Chicago, Ill.

P 117 :1::: N s".17 S
Write at once for the most liberal 

offer ever

made for securing patents, designs and 
trade-

marks. Send sketch for free opinion as to

patentabili ty and ask for the " Inventors'

Guide," the finest book published for 
inventors.

Best references. Established 20 years.

WM. N. MOORIB

Loan and Trust Bldg., Washington, D. 
C

DALLAS TEXAS
Expert Watch Repairing for the Trade

Any part of a watch will be
made to order.

A. ZIMMERLI, 1514 Main St.
High-Grade Work Our Specialty

The LUX MODEL WORKS
Make practical working and manu-
facturing models of clocks, watches,
meters, novelties, etc. Experimental
Work. Wheel and pinion cutting

to order. Manufacturing.

CLOCK REPAIRING FOR THE TRADE

HORACE J. SMITH
WATCH REPAIRING

FOR THE TRADE

53 East Farm St., Waterbury, 
Conn.

416 Des Moines Life Building
DES MOINES, IOWA

The Massachusetts School of Optometry

Klein School of Optics
The Former Incorporated and Registered with

the New York State Board of Education

Practical course in Theoretical and

Practical Optics and Optometry. Prac-

tical knowledge is an essential attribute

for success. You get it here.
Catalogues and particulars onapplication.

The Massachusetts School of Optometry

168 Massachusetts Ave., BOSTON, 
MASS.

ing0 W
NOT INC.

akiwor
THE KIND YOU CALL YOUR OWN

Room 1112 Masonic Temple, Chicago,111.

EXPERT WATCH REPAIRING
TO THE TRADE

KANSAS CITY
Watchmaking and
Engraving School
This is the school you should attend.
Investigate ill Send for our new art
catalogue, it's free for the asking and

explains fully our courses and methods

of instructions, together with some

excelient samples of engraving. : : :

OSCAR W. DREYER, Principal
815 E. 12th St. : Kansas City, Ms.
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Room 1102, 37 South Wabash Ave.

CHICAGO, ILL

An Auction Sale by Tyler & Gregory is
Always a Success

We conduct sales on business principles, we sell the goods
you desire sold, we sell at a profit, we use original ideas in sell-
ing and advertising sales. Our methods for each individual
sale are suited to conditions existing in preference to following
stereotype rules. We protect our clients future reputation. We
contract only for what we can do in person. We do not furnish
assisting talent to fill our appointments. It is two of the best
salesmen for the price of one. When writing state amount of
stock and size of store. All letters treated confidentially and
answered promptly on receipt. Should we be out of the city,
a few days delay may occur before you receive our reply.
We always answer.

Sales made and favorable results obtained for the following
jewelers doing business are such that they will gladly furnish
references as to our ability and integrity.

Below are Jewelers in Business
J. H. Whitley, Los Angeles, Cal. Kinsel a Petri, Columbus, Ga J. D. McKinney, Corsicana, TexasJohn C. Pierik, Springfield, Ill. Stapf la Son, Dunkirk, N. Y J. H. Wallace, St. Catherines, Can.S. Nankin, Edmonton, Can. W. P. Hanna, New Castle, Pa. Bouder Bros. Columbus, Miss.Gee C14. Nuesbaum, Cleveland, Ohio Wm. A. Rogers, Ltd., Chicago, ITt. C. M. Schuell, South Bend, Ind.Anderton GIB Son, Dayton, Ohio M. C. Weyer, Fariboult, Minn Geo. F. Blackslee, Los Angeles, CalPickart CE. Moss, Jamestown, N. Dak. Jess E. Yohe, Decatur, Ill. J. H. Flower, Ashtabula, OhioJ. J. Devine, Salt Lake, Utah A. C. Becken:Co., Chicago flI.

E. R. Tyler

[gi

a

L. H. DODD & CO.
Rag_

Long Distance Phone Drexel 2906

Address
4607 Michigan

SEEREJE

Ave.,

HEa
olg=i

fgfg

Chicago, Illinois
ESE18. EMEMEEMER 'R  RIB
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TAU'PEARLS

Our Salesmen Start
on their fall trips July 1st, with the line of String 

Pearls that no

merchant can afford to miss seeing.

LA PEARLS
are made by our Paris firm, Martin, Low & Taussig of 197 

Rue du Temple,

manufacturers of 35 years' experience in making and selli
ng pearls.

La Tausca Pearls are the advertised and
aranteecl string Pearls. In guaranteeing

them to your customers, you are simply

passing on the guarantee we give you.
A complete selection includes qualities

to sell for from $2 to $100 per strand.

Our representatives cover big territories

and it may be some time before one
reaches you.
If your stock of La Tausca Pearls is low,

better write us and we will wire our man

to see you at once.

"LA TAUSCA" PEARLS ARE THE ONES THAT 
SELL

THE LOW-TAUSSIG- KARPELES COMPANY

PARIS

"The house that made string pearls popular"

NEW YORK
(Address all communications to Providence)

PROVIDENCE

Our patrons inform us that they are making good money on our

We Are Progressive Manufacturing Opticians. goods. We have positive proof that this is true for they are

continually sending us repeat orders. Our goods are attractive b
oth as to quality and price, this makes them winners. The quality is 

dependable

and the best of workmanship is what produces great res
ults. If you wish to be progressive, handle our goods as your custome

rs will not be

slow in recognizing their merits.
ANOTHER REDUCTION IMPROVED " ILIKIT" 

SANITARY OR

IN PRICE 
SHELL GUARDS

In Gold and Gold-Filled Mountinas and With Rim
 or Frames.

SPECIAL OFFE11.-One sample set of gold-
filled 12 "Ilikit" mountings, etched on lenses, i

n

neat velvet-lined case for fitting, $7.50 
net.

Scroll

Gold-Filled Rimless 1'10-12 K. • •

Gold-Filled 12 K. 1 10 ILIKIT Shell Guards

Shell
Sanitary

Per Doz.
  $ 6.00

0.00

Per Pr.
$ .60

ROCKING AND

RIGID GUARD

oILIKIT"

0
c.)

Per Doz. Per. Pr. E4

ALUMNO ILIKIT Sanitary Guards  
 $ :1.50 $ .45 _7

Gold-Filled Rimless 1 30-12 K.  
 4.00 114

Solid 10 K. Gold, Rimless  
 15.00 1.40

When one dozen or more are purchased at on
e time we allow 10 per cent. off for cash

. 0

Reisner's Improved Lens Measure at  
 Net, $3.00 each 14

Mr" WE WISH TO INCREASE YOUR
 TRADE

Here is a round eyeglass that
will appeal Si the best class of

M. trade. No matter how many
eyeglasses they have, when
they see this, they will want
one more. It is called the
Harvard." In solid 10 K.

gold, they cost $48.00 a dozen,
and in 12 K., 1/10 gold filled,
$8.00 a dozen.
They are also made in silver,
gun metal, shell and celluloid,
and are 18 to 40 millimeters in
diameter. Let your customers
know you have these, and cos
will he surprised at the great
demand.

Don't Buy a Trial Case Until You See The

AUDEMAIR
10 Per Cent Dis-
count for Cash

Send for Our Complete Catalogue of Other Styles

THE ACME OF PERFECTION. FROM $10 to $89

Over Twelve Thousand (12,0001 Satisfied Owners of the Aude-

mair Prove Our Claim for the World Renowned Trial Case.

For office, in Oak and Leather, also traveling, with divisions for

Stock and Lenses, we offer a Trial Case known as the Special,

$29.70 net.

Na. 1030. 168 lenses and discs.

Special -Aluminum
Eye Glass Cases, highly polished,

lined with velvet and spring back

at $17.50 per gross. Spectacle cases

at $21.00 per gross.

Genuine spring back leather cases, $12.00 per gross

Imitation ' " " " 10.00 "

GOLD-FILLED SPECTACLE FRAMES o
No. 1, 0, 00 Eye. Made by the IMPROVED METHOD. 0

EXTRA FINISH, NV El. I, TEMPERED, HIGHLY 
LusTERED.

V5525. 12 K 1-10 Fratnes "Elexo Bo" Cahle Temples 
l'er dozen, $7.50 0

0024. 12 K., 1-10 Riding Bow Frames   5.00  E.,1

5525. 12 K., 1-10 Riding Bow (aide "   " 7.0077

1584. 10 K., 1-10 Riding Bow  
.. 5.40 t-

l'565. 10 K., 1-10 Hiding Bow Cable " 
ti 6.60 ...e

5355. 10 K., 1-30 Wiling Bow Cable " 

44.5..10H0)
5374. 10 K., 1-30 Hitting BOW  

it

QUALITY GUARANTEED, same as BILLED

1'5594 1-10 12 K. Riding Bow trittlitings  
F594 1-10 10 K., Riding Bow 1fotintings  

51 il9944 10 K., Gold

,GIoulddinagnna.G.,7rold:nFiiiiliglesd Riding Bow Mountings

55.66 ; Calil!‘,261.7755
5.40 ; Cable 6.60 V

Per doz 0.4

5154 

.   4.00 ; Cable, 5.00 _

11:3401) 1100 
K.

RI t gless a's : ........ 3.00

INTERCHANGEABLE EXTRA WHITE
Per dozen

1st Qual. 21 Qua].

Double Convex, 1 eye . . . $ .91 $ .77
Periscopic Convex, 1 eye . 1.27 .91
Periscopic COI1VeX, 0 eye • 1.33 1.00
Periscopic Convex, 00 eye . 1.47 1.12

SKELETON OR RIMLESS

Periscopic Convex, 1st Quality

0 Eye . f 2-hole 3-hole 4-hole
00 Eye . $1,54 $1.61 $1,68 per dozen

Periscopic Convex, 21 Quality

0 Eve ( 2-hole 3-hole 4-hole

00 Eye . •$1.19 $1.26 $1.33 per dozen

All prices quoted on lenses front 0.12 to 4.25.

Usual advance on strong numbers.
Cemented Bifocals, 1st (luality,

"Interchangeable." Cl)

1 Eye, $3.00 0 Eye, $3.10 00 Eye, $3.25
per dozen

Fretin 8 D. up
W I oro not otherwise stated, we will allow

cash discount 10 per cent.

E-1

0

Z, Work. Kryptoks and Stevens Quality, 6 Cash Only : Agents
 for Stevens & Co., Inc.,

Gold-Filled Goods at Factory Prices.

SPENCER OPTICAL COMPANY, 
5-7 Maiden Lane (Near Broadway)

NEW YORK

NEW CATALOGUE No. 17 CAN BE HAD FOR
 THE ASKING 

MANUFACTURING AND IMPORTING OPTICIANS
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TYLER & GREGORY

A. E. Gregory

JEWELRY AUCTIONEERS OF

National Reputation
Room 1102, 37 South Wabash Ave.

CHICAGO, ILL.

An Auction Sale by Tyler & Gregory is •

Always a Success
We conduct sales on business principles, we sell the goods

you desire sold, we sell at a profit, we use original ideas in sell-
ing and advertising sales. Our methods for each individual
sale are suited to conditions existing in preference to following
stereotype rules. We protect our clients future reputation. We
contract only for what we can do in person. We do not furnish
assisting talent to fill our appointments. It is two of the best
salesmen for the price of one: When writing state amount of
stock and size of store. All letters treated confidentially and
answered promptly on receipt. Should we be out of the city,
a few days delay may occur before you receive our reply.
We always answer.

Sales made and favorable results obtained for the following
jewelers doing business are such that they will gladly furnish
references as to our ability and integrity.

Below are Jewelers in Business
J. H. Whitley, Los Angeles, Cal. Rinse] C81. Petri, Columbus, Ga J. D. McKinney, Corsicana, TexasJohn C. Pierik, Springfield, Ill. Stapf O. Son, Dunkirk, N. Y J. H. Wallace, St. Catherines, Can.S. Nankin, Edmonton, Can. W. P. Hanna, New Castle, Pa. Bouder Bros. Columbus, Miss.Gee Nuesbaum,Cleveland, Ohio Wm. A. Rogers, Ltd., Chicago, Ill. C. M. Schuell, South Bend, Ind.Anderton C1D. Son, Dayton, Ohio M. C. Weyer, Fariboult, Minn Geo. F. Blackslee, Los Angeles, CalPickart Cre. Moss, Jamestown, N. Dak. Jess E. Yohe, Decatur, DI. J. H. Flower, Ashtabula, Ohio.J. J. Devine, Salt Lake, Utah A. C. Becken:Co., Chicago,j11.

E. R. Tyler

E-REUR

Long Distance Phone Drexel 2906

L. H. DODD & CO. Address4607 Michigan Ave.,
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APEARLS

Our Salesmen Start
on their fall trips July 1st, with the line of Strin

g Pearls that no

merchant can afford to miss seeing.

LA PEARLS
are made by our Paris firm, Martin, Low & Taussig of 197 

Rue du Temple,

manufacturers of 35 years' experience in making and sell
ing pearls.

La Tausca Pearls are the advertised and
guaranteed string Pearls. In guaranteeing

them to your customers, you are simply

passing on the guarantee we give you.

A complete selection includes qualities

to sell for from $2 to $100 per strand.

Our representatives cover big territories

and it may be some time before one

reaches you.
If your stock of La Tausca Pearls is low,

better write us and we will wire our man

to see you at once.

"LA TAUSCA" PEARLS ARE THE ONES THAT 
SELL

THE LOW-TAUSSIG-KARPELES COMPANY

PARIS

"The house that made string pearls popular"

NEW YORK
(Address all communications to Providence)

PROVIDENCE

We Are Progressive Manufacturing Opticians 
Our patrons inform us that they are making good money on ou

r

• goods. We have positive proof that this is true for they are

continually sending us repeat orders. Our goods are attractive 
both as to quality and price, this makes them winners. The qual

ity is dependable

and the best of workmanship is what produces great 
results. If you wish to be progressive, handle our goods as your custome

rs will not be

slow in recognizing their merits.
ANOTHER REDUCTION IMPROVED "ILIKIT" 

SANITARY OR

IN PRICE 
SHELL GUARDS

In Gold and Gold-Filled mountings and Wi
th Rim or Frames.

SPECIAL °PFEIL-One sample set of 
gold-filled 12 "Ilikit" mountings, etched on lenses,

 in

neat velvet-lined case for fitting, $7.50 
net.

Gold-Filled Rimless 1110-12 K. • •

Gold-Filled 12 K. 1 10 ILIKIT Shell Guards 
  

ger- WE WISH TO INCREASE YOUR TRADE

Per Doz.
  $ 6.00

6.00

Per Pr.
$ .60
.60

ROCKING AND

RIGID GUARD

r-4

0
Con

0
Per Doz. Per. Pr. r•L:4

ALUMNO ILIKIT Sanitary Guards  
 $ :1.50 $ .45 7...

Gold-Filled Rimless 1,30-12 K.   4.00

Solid 10 K. Gold, Rimless  
 1 5.00 1.40

When one dozen or more are purchased a
t one time we allow 10 per cent. off for 

cash. 0

Reisner's Improved Lens Measure at  
 Net, $3.00 each

Here is a round eyeglass that
will appeal to the bert class of

Wir r 3t.tedgel.asseNs o tni e  
ey 

hr„I, oew, iwn laKur,

they see this, they will want

one more. It is called the
Harvard." In solid 10 K.

gold, they cost $48.00 a dozen,
and in 12 K., 1/10 gold filled,

$1.8h.e00 aatedoazleson.
made in silver,

gun metal, shell and celluloid,

and are 38 to 40 millimeters in

diameter. Let your customers

know you have these, and You
ti'ill he surprised at the great

Don't Buy a Trial Case Until You See The

AUDEMAIR
10 Per Cent Dis-

count for Cash

Send for Our Complete Catalogue of Other Styles

THE ACME OF PERFECTION. FROM $10 to $89

Over Twelve Thousand 112,000) Satisfied Owners of the Aude-

mair Prove Our Claim for the World Renowned Trial Case.

For office, in Oak and Leather, also traveling, with divisions for

Stock and Lenses, we offer a Trial Case known as the Special,

$29.70 net.

No. 1030. 168 lenses and diem

Special-Aluminum
Eye Glass Cases, highly polished,

lined with velvet and spring back

at $17.50 per gross. Spectacle cases

at $21.00 per gross.

Genuine spring back leather cases, $12.00 per grass

Imitation " 10.00

GOLD-FILLED SPECTACLE FRAMES

her dozen,
No. 1, 0, ()0 Eye. Made by the IMPROVED METHOD.

EXTRA FINISH 1VELL TEMPERED, H
IGHLY LUSTEREI).

1194 10 K., Gold

joulddiriagnit Gold-nFilled Riding Bow 
Mountings

1,55114 1-10 12 K., Riding Bow Mount in gs   

Per doz

85.60.; .Cabl?,261.7755

1,5515944 1-10 10 K., Riding Bow Mountings  

5194 1-30 10 K., Riding Bow Mountings . . .   4.00; Cable, 5.00_ s
5 40 Cable 6.60

1-40 10 K., Riding Bow and Rimless Mountings . . . . • • ........ 3.00

V5525. 12 K., 1-10 Frames, "Flex° 13o" Cable Temples

5524. 12 IC., 1-10 Riding Bow Frames  

552.5. 12 K., 1-10 Riding Bow Cable "

1,504. 10 K., 1-10 Riding Bow

1565. 10 K., 1-10 Riding Bow Cable "

5354. 10 K., 1-30 Riding Bow
5355. 10 K., 1-30 Riding Bow ("able "

QUALITY GUARANTEED, same as BILLED

INTERCHANGEABLE EXTRA WHITE 
Periseopie Convex, 2d Quality

Per dozen 
0 lye . 5 2-hole 3-hole 4-hole

1st Qua]. 2(1 Qua]. 00 EYe • 441.19 441.26 $1.3:3 per dozen

Periscopic Convex, 1 eye . 1.27 .91 

All prices quoted on lenses from 0.12 to 4.25. t
Double Convex, 1 eye . . . $ .91 $ .77

Periscopic Convex, 00 eye . 1.47 
1.00
1.12 

Usual advance on strong numbers.
Cemented Bifocals, 1st Quality,

"Interchangeable." C/)Periscopic Convex, 0 eye . 1.33
1 Eye, $3.00 0 Eye, $:3.10 00 Eye, $3.25 g

SKELETON OR RIMLESS 
per dozen l-T-1

Periscopic Convex, 1st Quality From 8 D. up

0 Eye . ( 2-hole 3-hole 4-hole Where not otherwise stated, we will allow

KY1-, • $1.54 $1.61 $1.68 per dozen cash discount 10 per cent.

I Work. Kryptoks and Stevens Quality, 6q Cash Only : 
Agents for Stevens & Co., Inc.,

Gold-Filled Goods at Factory Prices.

SPENCER OPTICAL COMPANY, 
5-7 Maiden Lane (Near Broadway)

NEW YORK

NEW CATALOGUE No. 17 CAN BE HAD F
OR THE ASKING 

MANUFACTURING AND IMPORTING OPTICIANS
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Every woman to whom you sell a piece of

C OMMUNITY
SILVER,

could be added to your salary list, since
she becomes an enthusiastic sales-woman
for your store.

ONEIDA COMMUNITY, Ltd., Oneida, N. Y.
NEW YORK : 15 Maiden Lane CIIICAGO : Jo S. Wabas;i Ave.
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Lady Elgin, Wrist Watches

THE wrist watch for women is the best
  selling fad that the jewelry trade has found in

several years. It sells well because it is decorative as well as convenient.
When you buy a wrist watch insist on having it fitted with a Lady
Elgin movement.

Lady Elgin 5/0 Size 
15 jewels. Double roller escapement.
Hunting model has seconds, Open face
without seconds.

Price of movement, $24.30

Lady Elgin -1%0 Size

Two grades — 15 jewels and 17 jewels.
Double roller escapement. Open face mod-
el has seconds. Hunting without seconds.

Price of 17 jewel movement, $36.90

Price of 15 jewel movement, 30.60

ELGIN NATIONAL WATCH COMPANY
ELGI, ILLINOIS

7—Key

0
Position No. 1

Showing egg placed in cup

1373

D1111311111
A No. 1 EGG CUP
AND CUTTER

Patented
June 25, 1912

STERLING FINISH

Nothing like it has ever been shown before.
It's simple, convenient, practical, sanitary.
Eliminates necessity to handle hot egg.
It's the only combination that will cut any
size egg without disturbing the yolk.
Can easily be taken apart and cleaned.
There's nothing to wear out and it's al-
ways ready to use.
Saves table linen and makes it a two-fold
pleasure to eat a soft or hard boiled egg in
the shell. Makes a useful article as a gift
of any sort. Bound to become a staple
article through popular
demand.

STERLING FINISH

1 I

Position
No. 3

Egg cut and
ready to
serve

Sold in boxes of 3, 6 or 12 with saucers.We will follow a most vigorous "direct to theconsumer " campaign this Fall and we will ad-vertise this article freely.
Better line up before the demand becomes too great, neces-sitating your waiting your turn before we can fill your order.N. B.—These same cuts appear in the top of every box.which eliminates the necessity to explain as cuts are ex-planatory in themselves.

BRISTOL • JEWELRY* CO *INC.e5ILVERSHIT115, frilliER5 OF JEWELRY' AND ATOP9E. LT12114TTL_,E B ORO, MASS.. U. S.A.

STERLING FINISH

NEW YORK OFFICE, 3 Maiden Lane CHICAGO OFFICE, 811 Heyworth Bldg.
rrae..-7/Tru.__ves

BRISTOL SILVERIs a fine white metal, heavily silver plated, sterling finish, not easily dented. More durable than sterling silver.

STERI3NO !TRISH
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Position No. 1

Showing egg placed in cup

A No. 1 EGG CUP
AND CUTTER

Patented
June 25, 1912

Lady Elgin, Wrist Watches

THE wrist watch for women is the best
  selling fad that the jewelry trade has found in

several years. It sells well because it is decorative as well as convenient.
When you buy a wrist watch insist on having it fitted with a Lady
Elgin movement.

ELGIN

Lady Elgin 5/0 Size 
15 jewels. Double roller escapement.
Hunting model has seconds, Open face
without seconds.

Price of movement, $24.30

Lady Elgin lA Size

Two grades— 15 jewels and 17 jewels.
Double roller escapement. Open face mod-
el has seconds. Hunting without seconds.

Price of 17 jewel movement, $36.90

Price of 15 jewel movement, 30.60

STERLING FINISH

Nothing like it has ever been shown before.
It's simple, convenient, practical, sanitary.
Eliminates necessity to handle hot egg.
It's the only combination that will cut any
size egg without disturbing the yolk.
Can easily be taken apart and cleaned.
There's nothing to wear out and it's al-
ways ready to use.
Saves table linen and makes it a two-fold
pleasure to eat a soft or hard boiled egg in
the shell. Makes a useful article as a gift
of any sort. Bound to become a staple
article through popular
demand.

STERLING FINISH

Position
No, 2

Showing
method of
cutting egg

NATIONAL WATCH COMPANY
ELGII;■T, ILLINOIS

7— Key

\ \eA.■

Position
No. 3

Egg cut and
ready to
serve

Sold in boxes of 3, 6 or 12 with saucers.We will follow a most vigorous "direct to theconsumer campaign this Fall and we will ad-vertise this article freely.
Better line up before the demand becomes too great, neces-sitating your waiting your turn before we can fill your order.N.B.—These same cuts appear in the top ofevearybeox:which eliminates the necessity to explain 

as 
cuts 

re x
planatory in themselves.

BRISTOL • JEWELRY' CO • INC.t_SILVERWIT115, PRICERS OF JEWELRY' AND ATO.L' 0. 41TICLEBOR.420, MASS.. U. S.A.
NEW YORK OFFICE, 3 Maiden Lane CHICAGO OFFICE, 811 Hey worth Bldg.

BRISTOL SVERIs a fine white metal, heavily si 
IL

lver plated, sterling finish, not easiiy dented. More durable than sterling silver.STERLING FINISH,

STER13148 FIMSH
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Lady Elgin Wrist Wateltes

THE wrist watch for women is the best
selling fad that the jewelry trade has found in

several years. It sells well because it is decorative as well as convenient.
When you buy a wrist watch insist on having it fitted with a Lady
Elgin movement.

THE, KEYSTONE PUBL,ISHINO CO.
809-811..813 North 19th Street, Philadelphia, L.

PUEILISHIERS OR

THE KEYSTONE
LX

$ 
YEAR in   ill:a n ci     Unitedex   States,ico         aHawaii,

Canada 
270r   

per 
Porto   rRyi   

year
  aor,.0 0   lallipYpF.1

■■■••• Newfoundland and other Foreign Countries $3.66 (15 Shillings)

191

Enclosed find One Dollar for one

year's subscription to THE KEYSTONE

Name 

Street 

Town  

State 
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Position No. 1
Showing egg placed in cup

A No. 1 EGG CUP
AND CUTTER

Patented
June 25, 1912

STERLING FINISH

Nothing like it. has ever been shown before.
It's simple, convenient, practical, sanitary.
Eliminates necessity to handle hot egg.
It's the only combination that will cut any
size egg without disturbing the yolk.
Can easily be taken apart and cleaned.
There's nothing to wear out and it's al-
ways ready to use.
Saves table linen and makes it a two-fold
pleasure to eat a soft or hard boiled egg in
the shell. Makes a useful article as a gift
of any sort. Bound to become a staple
article through popular
demand.

STERLING FINISH

Position
No. 2

Showing
method of
cutting egg

Position
No. 3

Egg cut and
ready to
serve

Sold in boxes of 3, 6 or 12 with saucers.We will follow a most vigorous " direct to theconsumer campaign this Fall and we will ad-vertise this article freely.
Better line up before the demand becomes too great, neces-sitating your waiting your turn before we can fill your order.N.B.—These same cuts appear in the top of every box.which eliminates the necessity to explain as cuts are ex-planatory in themselves.

BRISTOL • JEWELRY' CO • INC..51LVERWITI15: MIXERS' OF JEWELRY' AND NOPELTIEz,e./ITTLEBORD, MASS.. U. S.A.
NEW YORK OFFICE, 3 Maiden Lane

STERLING FINISH

CHICAGO OFFICE, 811 Heyworth Bldg.

BRISTOL SILVERIs a fine white metal, heavily silver plated, sterling finish, not easily dented. More durable than sterling silver.

STERIMIG F111151,1
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M2263 F2420

Ask for BIGNEY'S new

patented articles. We are

creators not imitators. Keep

in touch with our line. We

sell the wholesale trade

exclusively.

J 958

M2284,F2416 J 598

We have discovered the real thing, which will make

the watch bracelet more popular than ever. Our

" CAMILLA" extension bracelet (patented) is the

only extension bracelet made which can be reversed

on the wrist without removing. A lady can easily

turn it over, placing the crystal next to the arm,

thereby protecting the face of the watch when

motoring, golfing, playing tennis, boating, etc.

Illustration No. 1 shows the watch back outward

with initials.

Illustration No. 2 shows the watch raised so that

wearer can readily see the time without turning the

watch over.

Illustration No. 3 shows the watch bracelet as worn

on social occasions.

The "CAMILLA" extension bracelet, patented, is absolutely unbreakable, very flexible, and

most beautiful. It has the appearance of solid gold.

• TRADE MARK.

Our One-Eighth and One-Tenth Gold Filled

"Mirror Finish" Chains Look and Wear Like Solid Gold

G242 L3296

The above locket time
reminder is the same
as used on our
CAMILLA" extension

bracelet. The time re-
minder is placed on the
front of the locket.
You can readily set the
hands at any minute
or hour desired as a
reminder of engage-
ments.
Greatest novelty on the
market.

S. 0. BIGNEY & CO.,
— ATTLEBORO
MASSACHUSETTS

HIGH GRADE WM-FILLED
These Illustrations Tell the Whole Story

1375

D 4991 ID 1539

Some exclusive designs in HIGH-GRADE GOLD FILLED. Equal to any low-price solid gold line. As good asmany high-price Solid Gold lines and at a price much lower than either. Order by Number of your Jobber.
LOOK FOR TRADE-MARK.

C. A. MARSH & CO. ATTLEBOROMASSACHUSETTS

THE LINE THAT RESISTS WEAR
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A Sterling Silver Bridge Whist

SCORE PENCIL

Simple and Thoroughly Practical

A novelty in Sterling Silver that has found immediate
favor with " Bridge " players throughout the country.

An Ideal Whist Prize.

A gift most acceptable to the Bridge Whist player.

See that this attractive novelty has a place in your stock.

I 01.1111.011martramLI
A New Creation The WHITE Line in Silver Plate

Goldsmiths, Silversmiths, and Jewelers

Factory and Main Office

North Attleboro, Mass.

New York Salesrooms

15-17-19 Maiden Lane

The latest

popular White

Effect, success-

fully produced
on metal with

a Glossy White

deposit of Pure

Silver and

hand shaded,

bright bur-

nished decor-
ations.

A Display in
Your Show

Window Now
will prove it's

attractiveness
and salability
and guide you
in placing

your order for

holiday re-

quirements.

nWMMHiMMYrIMMMSTMMniMMOMMMKIMMMMMMKIMSIMM

"The Line LW of Quality"
QUALITY MARK

A pro.N
I. 

SILVER "4"-.

NI APPL, !OR

GUARANTEED " HFAVILY '
PLATO "TH PURE SILVER ,

AND HAND TINTED /

Facimile of tag
attached to each article

ASK YOUR
JOBBER FOR
“THE LINE

OF
QUALITY"

WRITE FOR
PARTICU-

LARS
ON OUR
FREE

PENNANT
OFFER

COLONIAL
DAME LINE

REPRE-
SENTS

EXCLUSIVE
STYLE

QUALITY
FINISH

WORKMAN-
SHIP

The No. 36
Assortment
illustrated
here affords a
beautiful
showing that
will create un-
usual interest
in your win-
dow display.

Be the First
to Display in
Your City.

The W. B. line
contains orig-
inal goods
only—not Mil-
t at i on s of
other makes.
It's the lead-
ing line of its
kind and the
logical one for
your store.

Always spec-
ify W. B. goods
of your Jobber.

BLISS BROTHERS COMPANY
ATTLEBORO, MASSACHUTTS

SILVERSMITHS' BUILDING CHRONICLE BUILDING
NEW YORK CITY SAN FRANCISCO. CAL.

MAKERS OF SILVER, GOLD AND BRASS PLATED WARE

New York Salesroom-15 Maiden Lane BRIDGEPORT, CONN.
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This is the Space to Watch for
Brand New Goods at Popular Prices

Metal Fobs 
again, gentlemen, Beauties, too. Many
more coming along. Look for them,

as well as for the many other new lines we are showing. As
to the examples illustrated, No. 5088 is Gold Filled and can be
retailed for about $5.00 with good profit. No. 5067 is in 10-Karat.
You can sell it advantageously for, say, $20.00. Remember our
goods are sellers and money -makers all along the line.

THE BASSETT JEWELRY CO
Aborn and Mason Streets, Providence, R. I.

NEW YORK MINNEAPOLIS CHICAGO
37 Maiden Lane 1116 Lumber Exchange 510 Columbus Building
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Oil
llRajah Sterling Silver Jewelry

11

11

II
11

gugugglogononnuougutuggggggrouggenonagungoognagnorg

We illustrate a sample of the

11
II11

RAJAH STERLING SILVER LINE §
11Notice its exquisite design, an out-of-the-ordinary look for a

sterling silver line. This is because the Rajah line is made by a
house that has been manufacturing nothing but platinum and
fourteen karat. Its hard to tell Rajah jewelry from platinum
for this same reason. Splendid designs, expert workmanship and
beautiful finish are embodied in the Rajah line.

Rajah Sterling Silver Jewelry
Is sold at a figure considerably under the market price.
Our salesman is coming your way and may call upon you soon.
Give him the opportunity to prove to you that what we say is
absolutely true.

WRITE NOW FOR PRICES AND SAMPLES

THE RAJAH COMPANY
MAKERS OF JEWELRY

59 PAGE STREET PROVIDENCE, R. I.

CHAINS OF ALL DESCRIPTIONS
TIE CLASPS

CHAINS

FOBS

In any Style desired.

Flat Curb, Hand Chased

‘1%

Curb, Figure Eight (oo )

Curb, Planished

Links, Fancy Curbs, etc.

An absolutely new

departure in a line

of 15 and 20 year

\ WARRANTED

0 u r

Waldemar

line is corn-

plete in every

detail embodying

all that is useful.

We would suggest

\ Vest Chains.

an inspection. Every

live Jobber carries our line.

Our trade mark not only

guarantees the qual-

ity of the product but

serves as your guide wher

you ask for G. L. B. Co. goods.

LOCKETS

BRACELETS

LA VALLIERES

GEORGE L. BROWN COMPANY Attleboro
Massachusetts

SAY
113ACK-RACK' WHEN YOU SELL

COLLAR BUTTONS
p clfiP 2 5

ONE PIECE
CAN'T BREAK

GOLD FILLED
WARRANTED

SIXTEEN
SHAPES

VrtE

PRICE 7 c
DOZEN

WITH ONE GROSS BACK-RACK COLLAR BUTTONS
cAbove Illustrated.

Beautiful Collar Button Display Case.
French plate glass, quarter sawec: oak base, partitioned drawer opens
from back, has automatic catch ; Dimensions of case 8 1-2 inches long,

8 inches wide, 4 inches deep.

IF YOUR JOBBER CAN'T SUPPLY YOU, ORDER.) FROM c7VIAKEIR_D

BACK-RACK COLLAR BUTTON COMPANY
PROVIDENCE, R. I.

Terms 2 per cent 10 days, net 30 days.

Office and Salesroom

144 WESTMINSTER STREET

Factory

158 PINE STREET

1379
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Selecting the Most
Reliable Catalogue

There is only one yard stick by which to judge a catalogue. That
is purely the profit-to-you standard. A catalogue's accuracy,
completeness and reliability, both as to styles and prices, must
first be established. Not until you have satisfied yourself on
this score can you afford to even consider a catalogue.

RELIABILITY THE KEYNOTE
OF THIS CATALOGUE

First, last and all the time, absolute reliability as to styles and
prices is the keynote of ALBERT BROTHERS' Catalogue.
Our sixteen years of commercial integrity stands back of every
article in it from a filled collar button to a diamond brooch.
Look where you will, you can't beat it for style, quality or price.

We want you to have one and use it. We have the stocks,
the facilities, the inclination and the ability—all we lack is
the opportunity, and it is to secure this that we approach you.

If you haven't our catalogue, may we not send you one ?
We don't expect you to use it unless you find it profit-
able to do so.

ALBERT BROTHERS
Wholesale Jewelers

Office and Salesroom, Merchants Bldg.
Sixth Ave. between Vine and Race

MMMMMMMMMMMMKOMMMMMMMMMMM

oflet allid Mankure Sets
STERLING
BENS

TRADE-MARK

ATHENA
A New Design—First Time Shown

No. 1550

• 

Here is a new design taken from the Grecian

• 

Classics. Another evidence of BENS progressiveness.
M
M It's a charming, appealing pattern, simplicity itself,

M with a dainty touch of figure work as a relief, which

M accentuates the value and beauty of the pattern as a

M whole.

M Comes in the various combinations of Toilet and
M Manicure Sets.
M A pattern for which YOU will have a demand.
M
M This is but one of the many new ideas we are show-

• 

ing in our 1913 CATALOG, which will be off the

M press about AUGUST FIFTEENTH. SEND US

M YOUR NAME THAT WE MAY PLACE IT ON

M OUR MAILING LIST FOR ONE.

M Our SALESMEN are now out on their FALL
M TRIPS. See the line when they call or write us for
M an appointment.

1 William Bens Company
PROVIDENCE, RHODE ISLAND

lll 
M

NEW YORK 
BRANCHES AT
CHICAGO SAN FRANCISCO

M 396 Broadway The Wellington Jewelers' Building

Li-
D

Cadillac Hotel
DETROIT CANAA KANSAS CITY

New Glasgow, N. S. Densmore Hotel

M

MMMWMMMMnrilnr0ElMnfAMMMNM
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WE EXTEND A PERSONAL INVITATION to
every retail jeweler to call at our show rooms and

inspect our stock of Splendid Lines for Fall and Holiday sell-
ing Staples and Novelties, gathered together from far and

near. We have spent many weeks of our time this Spring
and many thousands of dollars in collecting these new goods
and rearranging our sales rooms. You will be surprised by
the magnitude and extent of our stock, which is most varied
and complete. We wish to emphasize that in three different
ways:

Quality—Variety—Price
WE ARE ACKNOWLEDGED LEADERS

 HEADQUARTERS FOR 

New Diamond Mounted Rings, Brooches, La Vallieres, Scarf Pins,
Links, Bracelets—New Gold Cameo Brooches—New Gold Set Rings—
New Gold Brooches—New Gold Scarf Pins—New Gold La Vallieres—
New Gold Cuff Buttons—New Gold Cuff Pins—New Gold Lockets—
New Gold Fobs—New Gold Coat Chains—New Gold Neck and
Lorgnette Chains—New Gold Vest Chains—New Gold Bracelets--
New Parisian Ivory and Silver Novelties.

Call on us sure. With exceptional facilities for handling large quail-.
tities and with wide foreign and domestic connections, we are enabled to
make advantageous contracts, of which our customers get the benefit. We
solicit and give special attention to mail orders. We ask that you give our
traveling salesman preference before placing your Holiday order.

M. J. AVERBECK
Manufacturer and Importer

10 and 12 MAIDEN LANE NEW YORK
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A 10K. LINE OF EMBLEM RINGS AT $7.00 LIST

Center Emblems, raised and enameled in appropriate
colors—Handsomely finished—and a ring that any
jeweler can size.

ORDER THROUGH YOUR JOBBER—IF HE WILL NOT FURNISH—ORDER DIRECT OF

THE A. P. CRAFT CO., Indianapolis, Ind.
Makers of Emblem Rings and Special Jewelry

FORGET THE PRICE

Compare our circle
with one of any other make.

Weigh them. See who gives
you the most gold.

Compare the engine-turning. See
who gives you the finest engine-turning.

Compare the finish. See which has the
better finish.

Then remember the price, and you will
realize why our factory is behind its

orders on this splendid novelty.
May we have your •

order?

The Harvey J. Flint Company
TRADE MARK Fifty-nine Page Street PROVIDENCE, R. I.

1882
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We have been in the
Ring business

OVER 30 YEARS. OUR LINE IS COMPLETE

Oscar E. Place & Sons Co.
PROVIDENCE, R. I.

P& S Trade Mark P& S
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1E31
GOLD SHELL RINGS
Let Us Send You Samples Through Jobber
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///Pino" Write for further particulars.

Our line, is acknowledged

superior in design and variety

The Finish stands pre-emi-

nently prominent. If your

trade can use Gold Shell

Goods better investigate

our Quality and Prices.

We make:
Gold Shell Seamless Rings,

Studs,Emblems,Ear Knobs,

Scarf Pins,Link Buttons,etc.

*11111111111111111111111111111111111111144

2- 111/911111P

Lich  

The Morgan Jewelry Co.
Manufacturing Jewelers

62 Page Street, Providence, R. I.

El
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AN APPETIZER.
About the time you receive this advertise-

ment, begin to look for The Hussey folder
which is about due to reach you. This folder
is just an appetizer. Its mission is to make
you desire our new fall catalog. The folder
shows only a very few of the new pieces that
will be shown in our catalog. It gives you
only a glimpse of the profit that you can
make on The Hussey guaranteed jewelry.

suiC11111111111111111111111111tm
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WHITE METAL JEWELRY

BROOCHES
STICK PINS
SHIRT

WAIST SETS
BABY and
BEAUTY
PINS

FOBS,

NECK,

BELT,

HAT and

DUTCH

COLLAR

PINS, Etc.

These goods are bound to be popular. They are sum-
mer sellers for which there is a tremendous demand.

Send for Illustrated Sheets, Prices and FREE SAMPLE

WRITE AT ONCE TO

ENTERPRISE JEWELRY CO.
Dept. K7 ATTLEBORO, MASS.

If you want to make the most money you
have ever made—if you want to make a host
of new customers, you want to sell The
Hussey Five Year Guaranteed Jewelry. We
guarantee it — you guarantee it — your cus-
tomers advertise it.

littilltittit11111\\k.
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What Nicholson Service Offers the Jeweler
Located close to the great jewelry district of Providence and the Attleboros, theNICHOLSON FILE CO., has long studied the particular needs of ManufacturingJewelers, Die Sinkers and Tool Makers.
File Users in these lines of work everywhere know by actual test that for Economy,Efficiency and Durability the

NICHOLSON EXTRA FINE [X*F1 SWISS PATTERN FILES
Excel All Others

Made of the finest steel. Keen cutting teeth. Carefully tempered. Absolutelyguaranteed free from any defects. The name NICHOLSON on a file means nearlyhalf a century of Knowing How. See that it is on Your file.
Sold by the leading hardware dealers and supply houses everywhere.

FOR YOU--- A forty-eight years' education on Files in an hour. See our booklet
"FILE FILOSOPHY "— Sent free with new Catalog showing 600 half tone illustrations.

Write to-clay.

NICHOLSON FILE CO., Providence, R. I.
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Peerless Belts and Buckles
are the best selling goods we have put on the market duringour 20 years experience in the monogram business.Are your getting your share of the profits in this line? If not,

WRITE FOR CATALOGUE No. 14 AND DISCOUNTS

CHICAGO ART METAL WORKS
INCORPORATED 1892

302 West Lake Street CHICAGO, ILL.

4M=1■Immea■

Ig WHEN

A

CUSTOMER

WISHES

TO

SELL

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

SPOT CASH OFFER
and save all trouble and worry. I pay all express
charges and insure the goods in transit. I have
been in the business right here over 19 years,
and can give the very best references as to
responsibility on application. Offers and valua-
tions furnished promptly. See ad. on page 1449of this issue.

Write for further information.

J. J. COHEN
1011 Chestnut St., PHILADELPHIA, PA.

Established 1891

Amsterdam, Sarphatistraat 29-31 London, Avdrey House, Ely Place

FALL LEADERS—VANITY CASES
IN GERMAN SILVER

A LARGE AND VARIED ASSORTMENT

MEMO PAD
Cr PENCIL

SHOWING CASE CLOSED

MIRROR COIN
HOLDER

CARD
COMPARTMENT SHOWING CASE OPEN

PUFF
COMPARTMENT

These come in all kinds of combinations ; some all metal,
others metal and leather lined, others all leather lined.

LET US SEND YOU A SAMPLE ASSORTMENT
Write for ONE on your business letter paper.
Our prices on these goods]will reveal a tremendous value for a
VERY reasonable price.
Illustration is but one of many combinations.

TRADE 
ACTOTLDEBDioNG & HEILBORN CO. 

TRADE

oR 
MASSACHUSETTS

New York Office, Room 1301-13 

 

Maiden
. C. B. & H.
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"Old Colony"
The popularity of this pattern is fulfilling the
prophecies made regarding it earlier in the year.
The sterling effect, simplicity and graceful outline
have made it one of the most remark-
able designs in the history of silver
plate. Like all

1847 ROGERS BROS.
"Silver Plate that Wears"

It gives absolute and lasting satisfaction.
This is the only brand of silver plate
with an unqualified guarantee that is
backed by the actual test of 65 years.

For the dealer who handles our ware we
have a wide variety of display and adver-
tising helps. Write for illustrated cir-
cular 1169K—describing some of them.

International Silver Co.
Successor to Meriden Britania Co.

MERIDEN, CONNECTICUT

49-51 West 34th St.—NEW YORK-9-19 Maiden Lane
5 North Wabash Ave., CHICAGO 150 Post St., SAN FRANCISCO
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Over Forty Millions in Gems
Imported Last Fiscal Year

Figures Tell of Abundant Wealth and Growing
Passion for Gems—Increased Imports of Rough
Stones Reflects Growth of Cutting Industry

New York, July 3.—That the desire of Ameri-
cans for pearls, diamonds, and other precious
stones has not been checked by the advance in the
cost of living in the fiscal year which ended June
30, is shown by the fact that imports of gems to the
value of $39,445,289 were entered at this port.
This means that it took more than $41,000,000
worth of gems to satisfy the demand in this country
for this form of luxury, since it is estimated that
of the total importations into the United States
95 per cent came in through this port.

According to the figures compiled by Examiner
William B. Treadwell, at the Appraiser's stores
on Washington street, the cut precious stones and
pearls totaled $29,261,794, and his figures show that
the uncut gems, chiefly diamonds, had a total value
of $10,183,491. The year's record is higher than
those of any with the exception of the years ended
June 30, 1906, 1907 and 1910.
The strongest demand was felt in July and

August, 1911, when more than $4,000,000 worth
of precious stones reached this country through
this port alone. In September the receipts
dropped to $3,964,342, and in October to $3,099,-
119. In November, January, April, and May
the figures remained above $3,000,000, but dropped
below that amount in December to $2,522,170, in
February, to $2,788,257, and in March to $2,162,-
772.
In the last month the total imports were worth

$3,842,941.
The heavy importations of rough diamonds

in the fiscal year reflects a growth in the diamond
cutting industry in this country where some of the
finest stones are now being cut. There is a duty of
10 per cent on cut diamonds, while the rough
product is allowed free entry. Amsterdam and
Antwerp are, however, the two leading centers
for this industry. A review of the year shows that
there has been only one official advance of 5 per
cent in the brice of diamonds but there have been
other indirect advances in that time.

Veteran Indiana Jeweler
Succumbs to Heart Disease

Prominent in Business, Fraternal Orders and

Public Affairs—A German Immigrant, He
Prospered in the Land of His Adoption

Connersville, Ind., July 2.—Adam Rothermel,
age sixty-four, veteran jeweler, lodgeman and
active in all public affairs, died at his home here
on June 20, after a short illness of valvular disease
of the heart.
Mr. Rothermel was born in Guntersblum,

Germany, and came to America when a boy.
He settled at Brookville, but soon moved to Con-
nersville. His entire capital was twenty cents in
money, a sunny disposition, inflexible honesty,
a firm determination to make good in his chosen
line of trade—retail jewelry. He died in excellent
financial circumstances.
Mr. Rothermel had a host of friends among the

jewelers and opticians of Indiana. He was popu-
lar with them all and his arrival at a state conven-
tion was heralded with shouts of welsome. He was
a member of the Indiana Retail Jewelers' Associa-
tion (at different times holding the office of vice-
president and a member of the executive com-
mittee,) and of the Indiana State Optical Society.
He held the office of second vice-president at the
time of his death.

Octogenarian Jeweler Convention of Kansas Association

Feted on Eighty-fifth Birthday to be Held in Kansas City, Mo.

Lewis A. Sunderlin Eulogized as "Grand Old

Man" of the Trade—Family and Guests Honor

Veteran Watchmaker—Banquet and Social

Celebration

Rochester, N. Y., July 4.—It is not given to

many men to reach the advanced age of eighty-

five years and to be still actively engaged in the

affairs of business life, and it certainly is not given

to many men to pass life's eighty-fifth milestone,

venerated by one's sons and grandsons and
honored by one's business associates, as a man of

unusual ability and integrity.
Such, however, has been the experience of Lewis

A. Sunderlin, one of Rochester's oldest business

men, the dean of the jewelry trade in the city,

whose birthday was fittingly observed, the pleasant

affairs of the day culminating in the dinner ten-

dered him at the Elks' Club in Clinton avenue,
North, by his two sons, Charles E. and Howard I.
Sunderlin.

Fifty guests, including employes of the business
of which Mr. Sunderlin is the head, many who were
formerly in his employ, and a large number of the

retail jewelry dealers of Rochester, were among

the guests as well as several dealers from neigh-
boring cities. Mn. Sunderlin, as guest of honor,
occupied a position at the head of the table and
radiated good cheer upon the men who had
assembled to do him honor, and this, regardless
of the fact that he was eighty-five in years and had
had spent the day actively engaged at his place
of business. Only when the dinner was finished
and he was compelled to sit Quietly by and listen
to the tributes that were paid him in the number
of short and informal speeches, was there any
evidence of a desire on his part to retire from
the festivities, nevertheless he bore his honors
modestly and responded to a call for a few words
of acknowledgment, in his characteristic manner.
The dinner table was handsomely decorated

with bunches of roses and carnations. The center-
piece was composed of eighty-five pink roses, the
gift of the retail jewelers of the city. During the
evening, a handsome leather bill case was pre-
sented to Mr. Sunderlin by the employes of the
Sunderlin Company, and among the other gifts
received during the day and evening were bouquets
of roses and carnations from personal friends.
Moll's orchestra furnished the music and during
the program, made up of popular music. the guests
enjoyed singing. A flashlight of the scene was
was made and all that could be done to make the
affair a memorable one, was carried out by the
hosts of the evening.
Lewis A. Sunderlin was born in Barrington,

Yates County, N. Y., July 3, 1827. Before he
had passed his fifteenth year, he had learned the
trade of a jeweler so well that he was considered
an expert in repairing timepieces, and with an
outfit he drove about the country repairing
watches. After several changes in business loca-
tions and a time spent in New York City, perfecting
his knowledge of the making of watches and chron-
ometers, he finally located in Rochester in 1864.

Entering the jewelry trade at that time he has
been actively engaged in the business in Rochester
48 years. After several changes in partnership
and following the dissolution of the firm of Sun-
derlin & McAllister in 1879, the firm of L. A. Sun-
delin & Co., was formed and in April of 1900 was
incorporated under the name of the Sunderlin
Company, Mr. Sunderlin's sons becoming asso-
ciated with him in the conduct of the enterprise,
which is now one of the leading mercantile interests
of the city.
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Will Take Part in National Convention—Only

Business Meeting will be Held Apart—Appeal

to Kansans to Attend National Gathering

Lindsburg, Kans., July 3.—Following is the
program of the seventh annual convention of the
Kansas Retail Jewelers' Association to be held at
the Coates House, Kansas City, Mo., August 5,
1912.

9.00 a. m., registration and distribution of
badges; 10.00 a. m., convention called to order by
president; reading minutes of previous meeting,
president's address, appointment of committees,
general discussion.

12.00 m., lunch.
2.00 p. m., report from the Richmond convention

by C. J. Ricker, Emporia.
2.30 p. m., open meeting, discussion and talks

by the members of the association.
3.00 p. m., secretary-treasurer's report, un-

finished business, new business, election of officers.
reports of committees. Adjournment.
Commenting on the above program Secretary

G. F. Goodholm, said: To non-members this
program may seem to be of unusual brevity, but
such is its intention—a mere business session. The
National Association, with whom we are holding
a joint convention, will furnish the rest of the pro-
gram. We are very fortunate in being able to
hold this joint convention. It will give us an
opportunity of mingling with jewelers from all
parts of the country. We will hear the best of
speakers, the most interesting discussions, and
have a chance of meeting the big jewelers and
learning how they do things. It is an oppor-
tunity that no jeweler shoul let pass. Your ex-
penses will be as nothing when compared with the
the benefits you will receive from this contact.
It will mean dollars and cents to you in the way of
new ideas. You cannot afford to miss it. We
extend a cordial invitation to all Kansas Jewelers
to attend these conventions. Make this your
vacation. Come spend the week with us in Kansas
City. We assure you a most pleasant and pro-
fitable week.

Jewel Thief Evolves
New Form of Swindle

The Trade Warned Against a New Trick—An
Unsuspecting Female the Victim of the Swindler

Washington, D. C., July 6.—Perhaps one of the
meanest thieves ever picked up by the capitol
police is James B. Champion who has just been in-
dicted by the grand jury for grand larceny.
Champion entered the store of Galt & Bro.,

1107 Pennsylvania avenue, N. W., stating that he
desired to purchase a large amount of jewelry.
He picked out a number of pieces valued in all at
about $2,000 and, stating that he would have to go
to his hotel to arrange for payment, asked that
the clerk furnish him with an itemized bill cover-
ing the goods. Instead of returning to complete
.the purchase, he went to a cafe where he became
acquainted with a young lady. Leading the
conversation to the topic of jewelry he asked
to examine a lavaliere, valued at $120, which she
was wearing. Telling her that the piece and others
that she was wearing was of very poor quality,
he invited her to see the jewelry invoiced to him
on the bill which he had in his room at the Raleigh
Hotel. A taxicab was called and the pair started
to view the goods. Upon arrival at the hotel,
the man excused himself a minute and he was not
heard of again until caught trying to pawn the
lavaliere. The police believe he had larger game
in view but just what his scheme was cannot be
foretold.
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Salt Lake City Firm
Plans Magnificent New Store

Removal to Handsome New Quarters Will Sig-
nalize the Golden Anniversary of the Business -
Notably Prosperous Career of Half a Century

Salt Lake City, Utah, June 16.-The Boyd Park
Company has completed arrangements by which
it will remove from its present quarters to those
occupied by the W. E. Fife Company, opening in
the new home for business on August 1. The
Fife Company will occupy the space now used by
the jewelry store. The Boyd Park Company
already has let contracts requiring an expenditure
of about $25,000 for improvements in the new
store, which is to be made one of the most modern
and up to date between the Missouri river and
the Pacific coast. Likewise, the Fife Company is
to make extensive improvements.
Mayor Samuel C. Park, vice-president and

treasurer of the company, and Alexander R.
Thomas, secretary, said that the change had been
made necessary by the growth of the business.
Actual work on improvements is to begin July 25,
although work has been progressing for the last
three months on one of the best vaults obtainable.

Fixtures alone in the new quarters of the jewelry
firm will require an outlay of about $12,000,
while the big vault, which will be two stories
high, will cost approximately $5,000. One deck
of the vault, on the main floor, will be used to
secure the jewelry stock, while the other, in the
basement, will be used for storage.

Nearly the entire second floor of the Boyd Park
building will be fitted up as a manufacturing plant
in connection with the business. A score of men
are at present employed in this work, and it is the
intention to increase the working force consider-
ably.
The Boyd Park firm will set in an entirely new

stock on August 1, and to aid in this intention,
will conduct a sale, the first in fifty years. The
company was incorporated and opened to business
in July, 1862. The removal and opening in the
new quarters will mark the fiftieth anniversary
of the start of the business.

Death of William N. Arnzen,
Well-Known Massachusetts Jeweler
Fall River, Mass., July 5.-William N. Arnzen,

for many years, a leading jeweler and optician, of
Fall River, Mass., died recently, at his home,
159 Maple street, this city. He had not been in
robust health for some years, but was able to
attend to business most of the time, and to travel
about with Mrs. Arnzen in his automobile. Five
weeks before his death, he fell while leaving his
garage, and struck against a railing, injuring him-
self severely. Since that injury, except a day or
so, he had been confined to his home, and his
health failed rapidly. His death resulted from a
complication of diseases.
Mr. Arnzen was a son of the late Neils Arnzen,

a Norwegian by birth, and a leading jeweler and
clock-maker of this city. William was born in
Fall River, September 9, 1854. On leaving school
he entered his father's store where musical
instruments, as well as jewelry and silverware
were sold. He became associated with his father
in the business, and extended it, introducing fine
glass and china. In 1906, his father died, and he
succeeded to the entire business. He had, mean-
while, taken up optical work, and in recent years,
had devotea his attention to it exclusively, William
R. Magee, who was in his employ for many years,
taking over the jewelry business.
Mr. Arnzen was married to Miss Margaret Ella

Standing, daughter of the late John Standing.
She and one daughter, Mrs. Leonard S. Chase, and
four grandchildren, survive him. The grand-
children are Sanford, Richard, William and Mar-
garet Chase. A sister, Mrs. Laura E. Kendall,
died several years ago. Mr. Arnzen was of a very
social nature, and had hosts of friends, with all of
whom he was very popular.
His father and he were continuously in the jew-

elry and optical business for a period of nearly
seventy years, his father having founded the busi-
ness just after the great Fall River fire in 1843.

July 15, 1912

Reduced Rates to New York City The Oldest Jewelry
Establishment in America

Merchants in Trunk Line Territory Offered Special
Rate-Concession Obtained by New York Mer-
chants' Association

New York, June 8.-From Trunk Line Tern -
tory, described below, four series of reduced fares
have been arranged for merchants and their repre-
sentatives. The rate-full fare to New York,
one-half fare returning, will be effective on July
20 to 23, inclusive; August 3 to 6, inclusive; Au-
gust 17 to 20, inclusive; September 7 to 10, in-
clusive, with a fifteen day, including date of issue
return limit.
These reduced fares are available only for mer-

chants in good standing and their representatives
and for members of their families, who, on being
properly identified by one of the resident members,
followed by registration, become non-resident
members of The Merchants' Association of New
York.
Purchase first-class single-trip to New York on

one of the above dates, obtaining from the ticket
agent at the same time a return trip certificate,
which you must sign in his presence and which he
must countersign. If return trip certificate cannot
be obtained at your town, ask the ticket agent the
nearest station at which one can be issued.
At your convenience, after arrival in New York,

secure from one of the resident members an iden-
tification card duly filled out and signed, which
card, together with the return trip certificate,
present at the offices, 54-60 Lafayette street.

If the certificate and the identification are re-
gular in every respect, the certificate will be
immediately validated and returned to you,
thereby entitling you to a return ticket for one-
half the regular one way first-class fare from New
York City to destination.
Return transportation will be sold on the vali-

dated certificate at the local railroad ticket office
or depot only on the day, or one day in advance,
of departure from New York, within the fifteen
day return limit on the certificate.
Pullman reservations for the return trip can be

obtained, prior to the purchase of the return ticket,
on presentation of validated certificate at the rail-
road ticket office. As certificates and return
tickets are not transferable, holders thereof will be
responsible for any misuse. The return trip must
be made via the route over which ticket to New
York was purchased. The reduced rate does not
apply from points less than one hundred miles
from New York City.
No reduction can be granted without a proper

return trip certificate. Ticket Agents can give
full information as to stop-overs. There is no
reduction on children's half-fare tickets.
The Trunk Line Territory comprises New York

(rate not authorized from points on the New York,
Ontario & Western Railway).
Pennsylvania, East of and including Erie, Mead-

ville, Oil City and Pittsburgh; also points on the
Baltimore & Ohio Railroad Pittsburgh to Mt.
Jewett, Pa., and Pittsburgh to Kenova, W. Va.,
including Wheeling, Parkersburg, Huntington,
W. Va., Belpre, Marietta, Bellaire, Gallipolis, and
Pomeroy, Ohio and intermediate stations.
New Jersey, Delaware, Maryland, District of

Columbia, Virginia, West Virginia. On and north
of the line of the Chesapeake & Ohio Railway
from Washington, D. C., to Kenova, W. Va., in
last mentioned two states.

Attleboro Jewelry Manufacturer
Off on Tour of Europe

Attleboro, Mass., July 1.-Col. Sidney 0. Big-
ney, the well known jewelry manufacturer, left
here today for an extended trip through Europe.
He will spend considerable time in Germany and
France, combining business with pleasure. When
Col. Bigney left Attleboro he was given a rousing
send-off by a large number of friends and employes
of his factory who gathered at the station to wish
him farewell and a pleasant voyage. When Col.
Bigney gets back he will turn his full attention to
business, he says, but his friends intimate that he
may go into politics and may be a candidate for
governor of the state or for the United States
Senate.

Splendid Record of the House of Galt & Bro.-
Established in 1802-the Business Has Been
Handed Down from Father to Son for Over a
Hundred Years

Washington, D. C., July 2.-In the June 15
issue of this journal appeared a reprint of an article
taken from the New York Times, under the
caption: "What is the oldest jewelry house in
America ? "
Through an oversight the article gives credit for

the distinction to Benedict & Co., New York,
established in 1818. It is a well known fact that
the firm of Galt & Brother, of this city came into
existence sixteen years before that date, or properly
speaking, in 1802.
One hundred and ten years ago, just two years

after the District of Columbia became the seat
of the National Government, the jewelry firm of
Galt & Brother was established, and, like the
"Rock of Ages," it has remained and retained
its solidity and high business integrity continually
since that time.
The record of this establishment is part of the

history of the National Capital, and forms one of
its most interesting chapters. About the year
1795, James Galt, the son of a Western Maryland
farmer, was sent from his home in Carroll County
to a relative in Baltimore to be taught, for a
consideration, "the art and science of watchmak-
ing." He arrived at maturity in 1800, and decided
to make Washington his future home, the city then
being little more than a barren waste. He went
first to Georgetown, and then to Alexandria,
Va., at that time a thriving, bustling city, and a
part of the District of Columbia. There James
Galt established in 1802, a business which has been
handed down from father to son without interrup-
tion for over a century.

Established in 1802

The business was moved from Alexandria to
Washington in 1825, where he continued it until
his death, in 1847.

After the death of James Galt, the business was
conducted by his sons, Matthew W. and William
Galt, the style of the firm being then, as it is now,
Galt & Brother. William Galt withdrew from the
firm in 1879, and Matthews W. Galt in 1892, and
both have since died. The business then succeeded
to the sons of Matthew W. Galt who were Charles
E., Walter A., and Norman Galt. Upon the death
of Charles E. Galt and Walter A. Galt, the business
became the sole property of Norman Galt.
During the long stretch of years this establish-

ment has been in existence, it has numbered among
its patrons nearly every president of the United
States, from Thomas Jefferson to the present in-
cumbent, and nearly all the other great men whose
names are prominent in American history.
The list of distinguished men and women who

have been regular patrons of the store, as shown
by the aged-yellowed books of the concern, is a
long one, including cabinet officers, justices of the
supreme court, senators, representatives and mem-
bers of the diplomatic corps, representing nearly
every creed and nation under the sun.
The imprint of this firm appears on a vast

number of valuable articles of great historic in-
terest, many of which have become relics of by-
gone days and bygone and distinguished men.

There is perhaps no other concern in the world
that gives such strict attention to the quality of
its stock. Before an article is allowed to go on
sale, it must pass through the hands of at least
three men, all experienced in the particular line.
In the selection of gems, no less than five experts
must pass upon a stone, before it is finally accepted.
The store itself is one of the most beautiful in

the world, and a force of porters is kept constantly
employed rubbing down the mahogany cases,
polishing the hard wood floors, etc.
Stronger and better today than ever before in its

history, the estathishment of Galt & Brother
seems destined to round out another Century of
well-deserved success and prosperity-a success
based upon the principle of "live and let live"-of
fairness and justice to all.
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Program in Detail of the
Kansas City Convention

A Convention that Promises to Mark an Epoch

in Trade History-Notable Program Reflects
Credit on Officers. Committees and Association

Kansas City, Mo., July 10.-The officers and
committees of the American National Retail
Jewelers' Association, having completed the work
of arranging a program for the annual convention
at Kansas City, have announced the result
of their labors as follows:

Monday Evening, August 5, 1912

8.00 to 9.00-Presidents and officers informal
reception at headquarters Coates Hotel and
inspection of manufacturers' exhibits.

9.15-Conference of national officers and presi-
dents and secretaries of state associations.

Tuesday, August 6

Morning Session
9.00-Registration of delegates.
10.00-Call to order. Invocation.
10.10-Address of Welcome, by Henry Lee Jost,

mayor of Kansas City.
10.30-Greetings, by George H. Edwards,

Kansas City, president of National Wholesale
Jewelers' Association.

10.50-Greetings, by Robert J. Gilbert, Kansas
City, secretary and treasurer Jaccard Jewelry
Corporation.

11.00-Response, by A. W. Anderson, Neenah,
Wis., secretary Wisconsin Retail Jewelry Associa-
tion.

11.30-Report of national secretary, Claud
Wheeler, Columbia, Mo.

11.45-President's Address-Steel F. Roberts,
Pittsburgh, Pa.

Afternoon Session
12.20-Announcement of committees.
12.30-Adjournment for lunch.

Tuesday Afternoon
2.00-Report of Credential Committee: C. S.

Wiley, chairman, Pittsburgh, Pa.
2.10-Address: T. L. Combs, first vice-

president, Omaha, Nebr.
2.45-Address: "The Silver Question," by

Charles F. Manahan, Chicago, secretary Illinois
Retail Jewelers Association.

3.10-Address: "Advertising and Selling," by
W. S. Ashby, LaSalle, Ill., Western Clock Manu-
facturing Company.

3.35-Address: "The Law of Co-operation,"
by Charles T. Robinson, assistant secretary,
American Jewelers' Protective Association.

4.00-Address: "The Need of the Hour," by
Gustave Keller, president, Wisconsin Retail
Jewelers' Association.

4.25-Address: "The Survival of the Fittest,"
by Joseph Mazer, McAleester, Okla.

5.00-Conference of national and state officers.

Tuesday Evening
8.00-Entertainment at Electric Park, guests of

Retail Jewelers of Kansas City.

Wednesday. August 7
Morning Session

9.15-Call to order and announcements.
9.20-Address: "Up-to-date Store Methods,"

by R. D. Mitchell, Carrollton, Mo.
9.40-Address: "The Display and Package

Problem," by George L. Brenning, Kansas City,
Mo.

10.00-Address: "Banking Reform," by Hon.
Robert W. Bonynge, Denver, Colo., member of
National Citizen's League, Chicago.

10.30-Address: "Wireless Time Service and
Its Adoption by Jewelers," by H. E. Duncan,
Waltham Watch Company, Waltham, Mass.

11.10-Address: " The Jobbers Viewpoint,"
by F. G. Thearle, Chicago, secretary, National
Wholesale Jewelers' Association.

11.30-Address: "History of Birth Stones,"
by John A. Abel, New York, Abel Brothers & Co.

12.00 noon-Address: "Clubs," by A. L.
Thoma, Piqua, Ohio, president Ohio State Retail
Jewelers' Association.

12.20 p. m.-Adjournment for lunch.
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Wednesday Afternoon
1.45-Call to order and announcements.
2.00-Executive session for retail jewelers only

subjects for discussion.
(a) What is a living profit for the jeweler? '
(b) The jewelers overhead or fixed charges.
(c) Fixed selling prices.
(d) Abolition of time guarantee.
(e) What legislation is required.
(f) A recognized standard list of birth stones.
And other subjects as presented.
4.00-"Question Box," conducted by J. R.

Stebbins, Ashtabala, Ohio, national treasurer.
Questions to be delivered at secretary's desk.

5.00-Adjournment.
5.10-Conference of national and state officers.

Wednesday Afternoon
3.00-Ladies of visiting jewelers will be given

automobile tour through the boulevards and parks:
guests of the wholesale and retail jewelers of
Kansas City.

Wednesday Evening
8.00-Theater party at the Empress Theater:

guests of the Wholesale Jewelers' Association of
Kansas City.

8.00 to 10.00-Exhibition of diamonds, jewelry,
silver and works of art open to the public, Exhibi-
tion room, Coates Hotel.

Thursday, August 8
Morning Session

9.15-Call to order and announcements.
9.20-Invitations for next annual convention.

Invitation of the Pacific Coast Gold and Silver-
smiths' Association for 1915 convention.

9.30-Address: "Stop Playing with Pennies;
Use Dollars," by A. E. Barker, Minneapolis, Minn.

9.50-"Reconstruction and Synethesis of Pre-
cious Stones," by I. H. Levin, New York, Collabo-
rator of Professor Verneihl, Paris, France.

10.15-Address: "The Publicity of Jewelry
Fashions," by Frank H. Robertson, Blackwell,
Okla., chairman of Publicity Committee.

11.00-Address: "The Mote in my Neighbor's
Eye," by W. B. Needles, editor of Kansas City
Jeweler and Optician.

11.10-Address: "Some Questions of Today,"
by George P. Engelhard, Chicago, The National
Jeweler.

11.40-Address: "The Folly of Auction Sales
by Jewelers," by A. L. Goettleib, Chicago.

12.00 noon-Adjournment for lunch.

Thursday Afternoon
2.00-Call to order.
2.10-Report of executive committee.
2.30-Report of committees.
(a) Auditing committee.
(b) Deceased members.
(c) Committee on president's address.
(d) Special committees.
3.30-Election of officers.
4.00-Presentation of president's banner to

state showing largest gain in membership during
the year.

4.10-Selection of city for convention 1913.
4.30-Announcements.

Thursday Evening
8.00-The Wholesale Jewelers' Association of

Kansas City will entertain visiting jewelers at
Fairmount Park, luncheon al-fresco.

Friday, August 9
Morning Session

10.00-Call to order.
10.10-Report of resolution committee.
10.30-Adoption of resolutions.
11.00-Unfinished business.
11.10-New business.
11.20-Adjournment.
11.30-Final conference of all national and

state officers.

The officers and committee are well pleased with

the program and prospects, and are confident that

the attendance at this gathering will considerably

surpass the thousand mark. They submit the

above program to their brethren throughout the

country as an assurance in advance that every

jeweler who attends will be repaid manifold for

the time and expense entailed. -

Philadelphia Wholesalers Announce
Special Rate Railroad Excursions

Stopover Privilege Permits Stay at Seashore and
in City-Opportunity to Turn Vacation to Profit

Philadelphia, Pa., July 5.-The Association of
Wholesale Jewelers of Philadelphia has issued an
announcement of special railroad excursions at
reduced rates which can be taken advantage of by
those of the trade who wish to combine a trip to
the seashore with the work of stock-purchasing
in the Philadelphia market. Those who are inter-
ested can procure programs of these excursions by
communicating with Mr. Coates, secretary of the
association, Ninth and Chestnut streets. There are
in Philadelphia a full score of wholesale and
manufacturing concerns which cater to the special
requirements of the retail jewelers and opticians,
and the stocks available for selection purposes will
compare most favorably with those in the two
larger cities of the country.
The tickets for the excursion trips above re-

ferred to, passing through Philadelphia, provide
for stop-over privilege within the time limit. The
excursions are given on the Pennsylvania system,
Philadelphia and Reading, Lehigh Valley, Balti-
more & Ohio, and the Southern Railway. The
convenience to Philadelphia of such world-famed
watering places as Atlantic City, Ocean City,
Cape May, Wildwood and other resorts is an
important consideration in connection with these
excursions.

District of Columbia Association
Still Adding to Its Membership

Monthly Meetings Discontinued Till October-
Executive Committee will Transact All Business
-To Work for National Conven-tion in 1913

Washington, D. C., July 8.-The Retail Jew-
elers' Association of the District of Columbia held
its last monthly meeting of the summer in the
rooms of the Chamber of Commerce, 1202 F
street, N. W., Mr. George W. Spier, presiding.
A. D. Prince, for the membership committee,

presented the following applications: William
Wright, of Galt & Bro., 1107 Pennsylvania avenue,
N. W.; Harris N. Brown, Harris N. Brown Com-
pany, 1208 F street, N. W., J. L. Whitmore, Berry
& Whitmore Company, Eleventh and F streets,
N. W.; and A. Sigmund of R. Harris & Co.,
Seventh and D streets, N. W.
An executive committee composed of Messrs

Prince, chairman; Whitmore, Hansen, Wright,
Hutterly, Goldsmith, Oringe, Brown and Spier,
was appointed with power to transact all business
that may require immediate action that may come
up between meetings.
Mr. Goldsmith spoke on the advisability of

changing the date of holding the annual conven-
tions. Washington is in the field for the 1913
convention, but August would be a very poor
month for two reasons, one that the heat here at
that time is very intense and second, Congress
would not be in session. Then again the society
folks all leave here in the summer and this would
offset the benefits to be derived from the jewelry
exhibits which are usually held in conjunction
with the convention.

Messrs. Hansen, Goldsmith and Prince were
named as delegates to the convention, the naming
of the alternates being left to the executive com-
mittee.
An effort was made to ascertain who would go

to Kansas City this year, but here again the heat
proposition of August loomed up and none of
those present would give a definite answer al-
though it is believed that the District of Colum-
bia will be well represented.

President Spier complimented the membership
committe on the good work accomplished by them
during the past month and expressed a desire that
they continue their efforts to bring into the associa-
tion every jeweler within the District of Columbia.

It is stated that several more applications are
pending, and it would appear as though the asso-
ciation would make a clean sweep of their terri-
tory.
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THE Jeweler has always found Reed & Barton Plated Flatware

an unusually good seller, but our new schedule of prices has
lifted it above all competition.

In nearly a hundred years of
staff of artists, modelers and
name which today stands for

hard work, assisted by a splendid
silversmiths, we have built up a
Perfection in Silverware.

New Price Schedule
Reed & Barton Plated Flatware can now be offered to your
customers without fear of the competition of other makes or
of the " outside " dealer.

As is well known to the trade, we have consistently refused
desirable offers from department stores, druggists, hardware
merchants, etc., because our policy always has been and always
will be protection to the jeweler.

Write us today for our new price schedule

REED & BARTON Silversmiths, Taunton, Mass.
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South Dakota Retail Jewelers
Hold Fourth Annual Convention

A School of Instruction on Practical Merchandising—Addresses and Discussions on

Every Phase of the Jewelry Business—Important Resolutions Passed

Huron, S. Dak., July 2.—The fourth annual

convention of the South Dakota Retail Jewelers'

Association, with a large attendance is being held

in the Commercial Club rooms, this city. The

first session was held on the morning of June 25,

with C. R. Damuth, first vice-president, presiding,

and was of an informal nature.
At 2 p. m. the program was formally begun.

The roll call was read, showing a membership of
sixty, not all of wh )nr were present.

President Damuth then delivered the presi-
dent's address to the association. After this came
the reading of a letter to the South Dakota associa-
tion from President Steele F. Roberts of the
national association. Omund Larson, of Bowdle,
gave a fine talk on "The Jeweler and Silversmith,"
and M. E. Crockett, of Sisseton, spoke on the
subject, "With the Trade," in which he emphasi-
zed the value of being a good listener, that is being
attentive to your customer's complaints and
sympathizing with them, always telling the truth
about the goods you have to sell.
0. D. Bush, of Yankton, gave a very interesting

talk, in which he lamented the tendency of com-
petitors to be unfriendly, and showed conclusively
why all jewelers should be the best of friends.
"The Retailing Jobber" was the subject assigned
to M. C. Alford, of this city.
E. H. Prey, of Watertown, spoke on the subject

of 'Watches," his talk being interesting as well as
technical. He laid emphasis on the fact that too
much is expected of watches with a high number
of jewels and the more necessary elements of time
keeping qualities. H. W. Knutson read a paper
on watch case guarantees. W. C. Smith, of this
city, and Mr. Crockett, of Sisseton, gave short
talks covering each and all of the foregoing sub-
jects. Mr. Younglove of the Rockford Watch
Company, spoke as an ex-retailer on the subject
of "Profits: Buying and Selling."
This concluded the afternoon program, and

with the appointment of Omund Larson, 0. D.
Bush and M. C. Alford as a committee to draft
resolutions and present them to the business session
on the following afternoon the meeting adjourned.
At 8 o'clock the jewelers, their friends and the

jobbers' representatives gathered at the M. E.
church parlors, where the Ladies' Aid served a
delightful and sumptuous banquet. The music
furnished by the Huron orchestra was received
with rounds of applause and was greatly enjoyed
by all. At the conclusion of the banquet President
Damuth introduced I. A. Churchill, of this city,
as toastmaster. Mr. Churchill in turn compelled
Mayor D. G. Medberry, to take the floor in sheer
self-defence. After the mayor had expressed his
feeling of pride in the state of South Dakota, and
had related some serio-comic incidents in the
history of this part of the state and this city, he
extended to the jewelers a most cordial welcome
and made every jeweler feel that Huron was just
the right place to be.
Mr. Damuth responded to the Mayor's address

in a few well chosen words. Following this was
the introduction of Rev. G. S. Keller, who spoke on
"The Professsional Esthete." His talk was rich
with thought and sentiments relative to the pro-
fession, that made everyone feel better and more
efficient for having been there to hear it. A. W.
Voedisch gave a short informal talk, his remarks
being pertinent to the trade. He said that as the
basis of all music was "do," the basis of the jewelry
was also dough.
The toast, "Gems" was responded to by Rev.

Pearse Pinch. Among the many splendid things
he said was many splendid things he said was that
God did not make many gems, else they wouldn't
be gems, and that the jewelers' profession was a
gem among professions. Hon. E. L. Abel responded
gem among professions. Hon E. L. Abel re-
sponded in a fitting manner to the toast, "The
Dignity of My Profession," his remarks being well
received and much appreciated. Following this

was a short talk by Rev. Richmond, which afforded
much humor and pleasantry and ended the pro-
gram for the evening.

Second Day

At the time specified by the program for the
session of Wednesday morning the convention as-
sembled and immediately on a motion being pre-
sented voted to adjourn the morning session to
1.15 p. m., and give the forenoon to the optome-
trists. Upon this the South Dakota Association
Optometrists convened to transact the business on
hand. Reports from the various officers were
made and approved and general satisfaction was
expressed by the members when they understood
the work of the association. The proposed optom-
etry bill was read and approved, and some bills
were allowed and general talks were made on the
business of the association by the members
present.
The roll shows a membership of 81 and a sub-

stantial balance in the bank.
The meeting adjourned at noon till 4 p. m.
The afternnon session opened with the reading

of a paper by Mr. Livingston, of Yankton, on the
subject: "How should I greet my customers?"
Then followed an address by Mr. Damuth, on,
"How shall I get more for my repair work?"
Both of the above were interesting and instructive.
Following this was the transaction of the regular
order of business, as follows:
The minutes of the last regular meeting were

read and approved. All of the bills that were
presented were read and allowed and the report of
the committee on resolutions was read and adopted
with such changes as were deemed best. The
resolutions were as follows:
WHEREAS, There have been two bills introduced

into the Congress of the United States known as
H. R. Bill No. 23417 and Senate Bill No. 6273,
and
WHEREAS, These bills are intended to materially

and vitally change the patent laws of the United
States so as to make it impossible to establish fixed
retail and selling prices on patented articles, and;
WHEREAS, Such change in the patent laws would

work very serious damage to the interests of the
retail jeweler as well as to other retail merchants
throughout the country, now therefore, be it

Resolved, That the South Dakota Retail Jew-
elers' Association through its secretary, shall ad-
dregs a letter to the senators and congressmen of
South Dakota at Washington, urging that they
put forth every effort and use every possible right
influence against the enactment of any of the above
mentioned bills or of any similar bills which may
be offered and which have the intent to in any way
do away with the maintenances of fixed selling
prices on patented articles; and it is furthermore

Resolved, That the association impress on its
members that they shall write individually and
separately to the United States senators and
congressmen of South Dakota at Washington,
urging them to use their influence against the
passage of any legislation that is intended to do
away with the restricted selling price on patented
articles and that the members shall also solicit
their friends and neighbors in other lines of retail
business to write similar letters.

Resolved, That the South Dakota Retail Jew-
elers' Association condemns the policy of the ring
manufacturers who through a system of advertis-
ing to the general public guarantee the stones to
stay in their ring indefinitely, and who promise
to replace any stones free of charge at any time,
for the reason that it educates the customer to
expect too much of the retailer.
WHEREAS, This association has been greatly

benefited by the representatives of the different
jobbers and manufacturers, thereby making our
meeting a greater success than would otherwise
have been possible, and
WHEREAS, We have been favored by splendid

and instructive addresses made by our members
and visiting friends, be it

Resolved, That the sincere and hearty thanks of
this association be extended to all those Who by
their presence were instrumental in making this
convention a success, and that we invite them to all
of our future meetings, and that we heartily thank
the Commercial Club of Huron for the use of their
rooms.

Resolved, That the thanks of the association be
extended to out-going officers for the efficient
manner in which they have conducted the business
of the association, during the last year, and to the
local and trade press for their generous assistance
in our behalf, and to Mayor Don G. Medbury,
Toastmaster I. A. Churchill, and all friends who
so generously and splendidly gave of themselves to
make our banquet so pleasant and enjoyable, and
to the Ladies of the M. E. church, who served such
a delightful menu, and to the Huron orchestra for
their music rendered.

Resolved, That it is the desire of the South
Dakota Retail Jewelers' Association to favor the
enactment of legislation that will prohibit fraudu-
lent advertising.

Resolved, That we advise and urge that a repair
price list be arranged that will afford a general
standard of retail charges for repairing.

Resolved, That the above resolution be published
and that a copy be sent to each of the parties
referred to and entitled to them.
The election of officers was then taken up and

the result was the election of all by a unanimous
vote. They are as follows: President, Carl R.
Damuth, of Redfield; first vice-president, Omund
Larsen, of Bowdle; second vice-president, 0. D.
Bush, of Yankton; Secretary, E. H. Prey, of
Watertown; treasurer, Charles F. Halbkat, of
Watertown. Member of executive committee,
M. C. Alford, of Huron.
The delegates to the national convention are:

E. H. Prey, C. R. Damuth and W. H. Fritz.
It was decided that the next annual meeting

should be held at Redfield, June 27, 28, 1913.
The secretary's report showed a good condition

of the association, both as to members and finan-
cial standing. The funds of the association will
have a balance of cash on hand of $200 after all
of the outstanding warrants are paid off.
The convention adjourned after voting to the

retiring secretary an expression of their sincere
appreciation of the faithful work he did for the asso-
ciation in South Dakota.

French Women's Jewelry
Frenchwomen differ very much in their use of

jewelry. Some simply cover themselves with
every glittering trinket they can afford at all
times, and in no matter what costume.

It is quite a common thing to see a petite
bourgeoise in bicycling costume lunching at a
country inn with every finger covered with rings
and the front of her blouse plastered with pendants,
brooches and chains.
On the other hand many of the very best dressed

women in Paris scarcely wear any jewels at all,
and those of such simplicity that they are not
noticeable. In the first place a woman of taste
wears only those jewels which have a raison d'etre.
Her hatpins will be of most beautiful design in

silver, gold or platinum and stones. I saw one
the other day which imitated a wild parsley flower
in fine dull silver, and in the heart of it gleamed a
tiny topaz, just as one finds in the real flower a
gleaming bit of color.

If she wears a brooch it is to pin some lace into
place; if a pendant it is to give a note of relief to
a corsage; if a watch it will be to tell the time, and
the latest thing is to have this useful treasure set
in platinum, with a ring of tiny diamonds or pearls
round the face, and then have it fixed to a narrow
gray suede waist-band or a black watered silk
band fastened with platinum buckles.
Then her rings will be chosen to suit the other

jewels she wears, and sometimes she will wear
none. In evening dress she wears only those
jewels which befit the occasion. If it be a first
night at the opera she will put on her finest;
if it be a simple dinner party to be followed by a
theater, quite privately, she will wear a jeweled
aigrette perhaps.
With a tailor-made she would avoid any jewels,

beyond the watch and hatpins, and with her after-
noon gowns she goes as far as a string of pearls or a
pendant, a jewelled handbag and perhaps bracelets.
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The Jewelers' Right- Hand Man
A Well-Fitted Show Case

TRADE MARK

Show Case Trays
NOT only present your goods in a dignified and appropriate manner, but so

attractively as to definitely influence sales. Dennison's Trays are
made only of the best materials by skilled workmen, and are

Guaranteed Not to • Warp or Split
They are carried in stock in Black Walnut, to stack, lined with velvet in Green,
Purple or Ruby, or we can make to order in any hard wood, lined to suit.

Trays to fit circular or odd-shaped Show Cases a specialty
Estimates gladly given on request
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tection and promotion of all trade interests. A
rigid censorship assures the reliability and worth
of all reading matter, and the exclusion of all
that is not trustworthy or relevant. We decline
to insert advertisements that are unreliable, or
misleading in representation, defamatory in state-
ment or detrimental to the welfare of the trade.

Subscription—One Dollar per year, postpaid, to all
parts of the United States, Hawaii, Porto Rico,
Philippines, Guam, U. S. Island of Samoa, Cuba
and Mexico ; single copies, regular issues, 10 cents;
special issues, 25 cents. To Canada, $2.00 per year.
To Foreign countries, $3.66 (15 shillings) per year;
single copies, 25 cents (1 shilling).

Payment for "The Keystone," when sent by mail,
should be made by Postoffice Money Order, Bank
Check or Draft, or Express Money Order. When
neither of these can be procured, send the money in
a Registered Letter. All remittances should be
made payable to The Keystone Publishing Com-
pany.

Change of Address—Subscribers desiring their ad-
dress changed should give the old as well as
the new address.

Advertisements—Advertising rates furnished on ap-
plication. Copy for Advertisements must reach
us by the 23d of each month to insure insertion
In the issue of the 1st of the following month.
and by the 8th of the month for insertion in the
Issue of the 15th of the same month.

Address all communications to

THE KEYSTONE PUBLISHING COMPANY

809-811-813 N. 19th St.

Philadelphia, Pa

Saw YORK
1102 JEWELERS. Bun

PROVIDENCE R. I.
8124 HOWARD SLIM

°RICAN°
1201 HEVWORTN BLDG.

LONDON, STEVENAGE HOWIE
40-44 HOLBORN VIADUCT, I. 06

The Window-display Contest
a Pronounced Success

On pages 1415 and 1419 of this issue

will be found the names of the prize
winners in the window display contest
announced in our issue of April 15. While

absolute infallibility is not to be expected,
we feel that the judges in this instance

have reached a correct conclusion, and we

wish to express our appreciation of the
conscientious and discriminating manner

in which they performed their difficult
task. We also wish to extend our thanks

to all who submitted displays, realizing

that those which did not win prizes
attracted sufficient extra trade to more
than justify the time, effort and expense
incident to the displays.
As a matter of fact a large majority of

those who submitted trims stated that
most satisfactory results accrued in a
business way. Especially interesting are
the statements in this respect made by
the prize winners. The B. H. Stief Jewelry
Company, of Nashville, Tenn., winner of
the first prize, says: "You probably
know that Nashville is noted for the
number of its schools and colleges. There-
fore, we have always made a specialty
of "Graduation Gifts." This year our
sales have exceeded any previous year,
quite a good deal of the credit being due,
no doubt, to the attractive gift window
display submitted in your contest.

The J. E. Mitchell Company, of Fort
Worth, Texas, winner of the second prize,
says: "We have already been amply
repaid for our trouble by sales made from
this display." While Burnett Brothers,
of Chehalis, Wash., to whom the third
prize was awarded, state "We always make
it a point to have good windows, but we
have never had anything that attracted
more attention or caused more comment
than this window." Many others of the
contestants have similarly expressed them-
selves.
We trust that this highly successful

contest will further impress the trade with
the importance of the commencement
gift custom as a trade-bringing factor for
the jeweler. More than any other mer-
chant does the jeweler benefit by gift-
giving fads. As his stock comprises the
ideal in gifts, it is important, therefore,
that he should realize to the full his good
fortune in this respect and make the most
of it, no less in sales than in fostering in
every possible way the profit-bringing
custom. In attaining this end, the show
window is one of the most potential
factors and, keeping this in mind, pages
1415 and 1419 of this issue have a special
value for every reader of our journal.

Proposed Revision of Birth-stone List

Commenting, in our last issue, on the
birth stone problem, we recommend it to
the serious consideration of our readers
and requested suggestions as to its best
solution. The discussion has already
served one good purpose in that it has
impressed the trade possibilities of the
birth stone tradition on many jewelers
who never before seriously regarded it as a
business-creating factor. The jewelers
at large, however, seem perfectly satisfied
that the matter should be left for settle-
ment to the Kansas City Convention,
hesitating, doubtless, to make advance
suggestions by reason of distrust in their
own knowledge of the subject. We have
before us, as we write, a communication
from W. R. Cattelle, 180 Broadway, New
York, a recognized expert on gems, which
we commend to the consideration of our
readers. Mr. Cattelle writes:

As a revision of the indefinite list of birthstones
in use at present is to be considered at the annual
convention of the American National Retail
Jewelers' Association in August, will you permit
me to offer the following suggestions to the
jewelers of the country through the columns of
your far-reaching journal.
No law is effective finally which does not

represent the ideas of a majority of those who are
governed by it. Properly, law is not the fiat of
an extrinsic will, but the codification of a con-
sensus of opinion. A list of birthstones binding on
the trade must be approved by a majority of the
trade.
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In the arrangement of such a list, naturally and
not improperly, most men will be influenced, con-
sciously or unconsciously, by self-interest or preju-
dice, in the selection. They will select the stones
they think would be most profitable to themselves,
but they would be satisfied with any list which a
majority of fellow members of the trade thought
best for their own interests, for that which is best
for most, is best for all in the long run, and the
people of this country respect the judgment of a
majority though they will not submit to dictation.
To secure a permanent settlement of the ques-

tion, therefore, it is necessary for the trade gener-
ally to give expression to individual opinion, as a
guide to their representatives when they take
action.

If every jeweler throughout the country, even
if not interested personally, from esprit de corps,
will send to the secretary of his State Association,
or direct to the National Association, a list of
birthstones which he deems best, and the conven-
tion adopts a list in accord with the views of the
majority, that list will be satisfactory and effective.

Personally, I am convinced that jewelers can
make birthstones the means of infusing new life
into business which at the moment needs enliven-
ing. Many regard birthstones as unimportant.
They are at present; but supposing that it took
half an hour on the average to sell a birthstone, it
would keep 10,000 jewelers busy for two years to
sell one for each inhabitant of these states.

As Mr. Cattelle's invitation to the
jewelers to make individual suggestions
is not likely to be acted upon to any extent,
we trust that the comparatively few who
have mastered gemology will prepare
and submit in the columns of our next
issue revised lists based on their judgment.
It is unfortunate, as our correspondent
states, that "many regard birth stones as
unimportant," but the present discussion
and the publicity given to the matter can
not fail to open the eyes of the less pro-
gressive to the possibilities of this now
largely neglected opportunity.

Lessons to be Drawn
from Convention Attendance

The attendance at the conventions
reported in this issue has still further
emphasized the need of a radical change
in the program, as at present formulated
with a view to attracting a larger number
to these annual gatherings. In several
instances during the convention season
the attendance was quite disappointing,
so much so, that the matter was referred
to by some of the speakers who volun-
teered valuable suggestions. One of the
most practical was the suggestion made
by C. R. Seeley, at the convention of the
North Dakota Association when he said:
" If you would decide beforehand the sub-
jects in which you were most vitally inter-
ested; if you would choose successful,
aggressive men, who were specialists in
these particular lines, and therefore cap-
able of bringing you new ideas; if six or
eight or ten of these men would make
ten-minute speeches every day of the
convention, and if you would not only
listen and applaud, but take down their
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ideas in note books and reject that which
you decided after due deliberation at
home was not good, and master that which
you knew would benefit,—you would take
home a hundred times what you now do,
and men would regard these conventions,
not only as promoting good-fellowship,
but also as wonderful opportunities for
gaining knowledge."

This suggestion, which seems well
worthy of a trial, is in line with another,
which was made by Edgar, the Energetic,
the newly elected president of the Ohio
Retail Jewelers' Association, at the annual
convention of that body. Mr. Edgar
recommended, " that the association buy
a number of new and novel window attrac-
tions, these to be furnished to the members
of the association for their use for a week
or ten days at a time, and then shipped
to another member in some other town.
In this manner members would be able
to have the best window attractions on
the market at next to or no expense, and
attractions at that, that no individual
jeweler could afford to buy for the short
time that they would be a draw-
ing card."
Our columns are open for still further

suggestions along this line, and we would
commend consideration of the subject at
the Kansas City Convention. The
strength of an organization and the
enthusiasm of its members are generally
measured by the attendance at meetings,
and it is vital to the progress of the
association movement that the attendance
should continually increase, rather than
slowly diminish. The dates of the con-
ventions still to be held are the following:
Minnesota Retail Jewelers' Association,
at Fergus Falls, July 17 and 18; Michigan
Retail Jewelers' Association, at Detroit,
July 22 and 23; Kansas Retail Jewelers'
Association, at Kansas City, Mo., August
5; Missouri Retail Jewelers' Association,
at Kansas City, Mo., August 5; American
National Retail Jewelers' Association, at
Kansas City, Mo., August 5 to 9.

Attendance at Kansas City
will Break All Records

There is good reason to hope that the
complaints of slim attendance at some of
the state conventions will be offset by a
record-breaking trade conclave at Kansas
City. The central location of the conven-
tion city, the wealth of entertainment
promised, the excellence of the program
as announced in our last issue, and the
fact that the conventions of the Kansas
and Missouri Associations will be held at
the same time and place, all point to such

an attendance as will far exceed in numbers
and representative character all past
records.
The occasion will not only be a conven-

tion of retailers, but, to a certain extent,
of all three branches of the trade, as the
National Association of Manufacturers
and also the National Association of
Wholesalers will be represented. The
exhibits will also be a forceful attraction,
inasmuch as large stocks of all the latest
goods will be on view, and those of the
trade in attendance will have an excep-
tionally good opportunity to make ad-
vantageous selections of stock after careful
comparison of styles and prices. Seldom,
indeed, have the trade had such a tempting
opportunity to combine business with
pleasure, physical recreation with mental
improvement and healthful travel with
social and fraternal enjoyment.

Opponents of Parcels Post
Find a Strong Ally

In a recent issue we announced the
provisions of the so-called Bourne Senate
Bill " to establish a parcels post and to
fix rates of postage on certain classes of
mail." While the so-called "zone plan,"
incorporated in this bill, eliminated to
some extent the objections of the retail
trade to a parcels post, the consensus of
opinion, nevertheless, called for united
opposition to the measure on the part of
the retail interests of the country. The
opponents of this legislation, including the
retail jewelers, have found a strong and
vigorous ally in the Merchants' Associa-
tion of New York City, the most influen-
tial organization of its kind, which re-
cently decided, after full consideration of
the measure, to oppose the Bourne Bill.
The reasons for the opposition of the

association, as announced, point out
objectionable features which have not
heretofore been exploited. For the better
elucidation of the subject, we extract the
following paragraphs from the report
submitted by the Postal- Affairs Commit-
tee of the Merchants' Association:
The committee can find no justification

for the entering by the United States
Government into the business of trans-
portation, to be conducted for the benefit
of but a minor portion of the people and
at the expense of the entire people in case
of loss.
A parcels post service can not be con-

ducted efficiently with the present equip-
ment and organization of the Post Office
Department. A very large additional
investment and outlay for equipment and
additional quarters would be made neces-
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sary with no certainty that the revenues
would meet the expenses. On these
grounds any general parcels post system
is opposed.
The Bourne Bill is specifically objec-

tionable, among other reasons, because
of the manner in which it divides the entire
country into zones with the effect of con-
ferring upon cities in the central part of
the country decided advantage over those
upon or near the seacoast.
The gradation of rates is extremely

harmful, the rates upon parcels up to
five ounces being almost doubled, and
there being no gradation between five
ounces and one pound, the pound rates
being relatively very low. In consequence,
the postage charge upon catalogs and simi-
lar printed material would be about
doubled, and the effect upon the printing
industry, which is the second most im-
portant industry of this state, would be
disastrous, by reason of the fact that cata-
logs can be printed in Canada and mailed
into the United States at a cost for postage
of one-half or less than the charge under
the Bourne bill.
The Bourne bill, therefore, inflicts upon

certain commodities and a vast range of
business interests much higher postal
charges than at present, at the same time
providing for the transmission of larger
merchandise at unduly low rates for the
benefit principally of small consumers
at remote points, and in the interests of
a few.
The retailers may well congratulate

themselves on the action taken by the
Merchants' Association of New York, as
this organization is the most influential of
its kind and has at its service legal talent
of the very highest order.

An Explanation
In our issues of June 15 and July 1

there appeared an advertisement of Theo-
dore W. Foster & Brother Company,
Providence, R. I., containing the state-
ment "There is no patent on thin cloth
brushes." We are advised that the
following design patents have been granted
by the United States Patent Office:

Design patent No. 40789 issued July 26,
1910, to John Webster, assignor to Tilden-
Thurber Company, for a design for a
clothes-brush. Design patent No. 41852
issued October 24, 1911, to Theodore W.
Foster for design for a brush or similar
article.

Design patent No. 41853 issued to
Theodore W. Foster October 24, 1911,
for design for a brush or similar article.

This explanation is published to obviate
any possible misunderstanding of the
advertisement referred to.

LI ACHIME:He
Combination Serving Table and Silver Cabinet

The newest aid to perfect table service

Body and legs are of solid mahogany, bright or egg-shell finish. The legs are

mounted on casters so that the table may be moved about easily.

Drawers and compartments are lined with royal purple velvet, providing space for

217 pieces of the Washington pattern in Sterling flatware and a 5-piece Washington tea 
set.

Beveled glass doors and a plate glass top display the contents. In addition, the glass

top serves to protect the wood from hot dishes.

Much of the beauty of this serving table cannot be reproduced in an illustration. To

appreciate the combined effect of the bright silver, purple lining and polished mahogany,

one must see the actual cabinet.

Contents of
Drawers

Doz. Medium Knives
,, Dessert „

Egg Spoons
Tea ..

„ Soup
„ Dessert Spoons
„ Table
„ Orange
,, Coffee „
„ Berry Forks
„ Ramekin Forks
„ Ice Cream „
„ Incl. Salad „
,, Dessert „
„ Medium „
„ Oyster „

Butter Spreaders

Contents of
Drawers

Salad Spoon
Gravy Ladle
Salad Fork
C. M. Fork
Tomato Server
Olive Fork, small
Sugar Spoon

Sugar Tongs
Jelly Spoon
Butter Pick
Mustard Spoon
Butter Knife
Cream Ladle
Large Carving Knife

Fork

., Steel
Pie Server
Cheese Server
Steak Carving Knife

„ Fork

PRICES QUOTED ON APPLICATION

imensions : Top —Width, 21" ; length, 36".

Body — Length, 33"; height, 36";

width, 18". Legs, 18"

long.

CONTENTS : 5-PIECE TEA SET

(Coffee — Tea — Sugar —Cream — Waste)

It IV --e9
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NEW YORK

R. WALLACE & SONS MFG. CO.
Box 140, WALLINGFORD, CONN.
CHICAGO SAN FRANCISCO

STLRLI.0

LONDON
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Sold to
retail jewelers
exclusively

Backing you, the dealer
with the right product

Rockford Silverware is plated from 20% to 50%
heavier than standard brands.

That is not mere talk given to attract attention,
but a statement made after careful and exhaustive
investigation.

That is the one reason why we ask you to look in-
to Rockford Silverware—investigate the amount of
plating we do—that means wearing quality.

The consumer needs your advice as to what silver-
ware to buy. You aren't selling them merely a piece

THE NEW

"FAIROAKS"
Pattern of
ROCKFORD

SILVERWARE

Sold to
retail Jewelers

exclusively

of metal plus silver plating—you're selling service,
long, durable service or you're not.

No one can fool the American public long. No
dealer can afford to stock a line that won't back him
up in the future.

That's the reason why you should say "Show me."
We need your business—we want it, and can give you
a value for every dollar, that we don't believe any-
one else is doing.

ROCKFORD
SILVERWARE

heavier than standard
All works of quality bear a price in proportion to the

time and expense involved in the making and those
things called dear are often the cheapest.

Any product, whatsoever, that you buy for the resel-
ling, should carry with it more than a mere price, it
should carry with it the confidence of your customers
in you.

Rockford Silverware is not made for Department stores, nor
hardware dealers but for retail jewelers exclusively.

Our product is sold exclusively thro the retail jeweler—that isour first, last and future policy.
Rockford Silverware is just what we say it

is and is handled by dealers who appreciate
what that protection may mean now and in
the future—our product can stand all the
backing up you want to give it.

We don't build a cheap product
because we don't know nor want to
know how—does that policy mean

anything to you?

Will you let us
show you
what we have?

THE NPLAV

"FA1ROAKS"
Pattern of
ROCKFORD
SILVERWARE

,Y0o,

ROCKFOR
ROCKFORD:
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The Banner State Association
Holds Big Convention at Cedar Point

Representative Jewelers Discuss Practical Business Problems President Claims

Continued Leadership for the Association Important Resolutions Discussed and

Adopted—Old Officers Re-elected

Cedar Point, Ohio, July 2.—The annual con-
vention of the Ohio Retail Jewelers' Association
was held at Cedar Point, June 25, 26, 27. It
attracted a great many retail jewelers from all
parts of the state, and a great many exhibitors.
The exhibitors were more numerous than at any
previous convention and the exhibits larger.
Many subjects of vital interest were discussed,
chief of which were the matters of time guarantees
and store expenses. The time guarantee question
assumed a different phase at this convention.
Heretofore the subject has been confined to a dis-
cussion of the time guarantee as it relates to watch-
cases; but at the Cedar Point gathering the dis-
cussion was extended to the guarantees now being
placed upon certain flatware, alarm clocks and
and rings. The sentiment was unanimous
in favor of eliminating the time guarantee
from everything, and resolutions to that effect
were adopted.
Taking up the subject of store expense, Robert

Bancroft, of Columbus, infused considerable in-
terest into the discussion by stating the details
of a sale he made recently. A certain customer'
who he said had a reputation for being a very close
buyer informed him that he wanted to purchase
a diamond bracelet at the very lowest figure for
cash, and requested that he send him an assortment
to choose from. It was sent and he selected a
bracelet which cost $120 less 10 per cent for cash.
He explained that his cost of doing business
was 25 per cent. "What should I have charged
this man for this bracelet in order to have it earn
me a reasonable profit over and above the cost of
doing business?"
The subject was discussed from all angles;

the figures ranged in price from $140 to $200.
It brought out many new points on this all
important subject, chief of which was the fact
that no retail jeweler can ever hope to intelligently
mark his goods without knowing definitely the
cost of doing business. No jeweler can hope to
succeed any length of time without deciding for
himself what it costs him to do business.
"In the case I have cited" said Mr. Bancroft,

"I figured that the bracelet this man selected cost
me $150 which is the net jobbers price in addition
to the cost of doing business, which I figure must
be added to the cost-price and not to the selling-
price first. I charged the man $189 for the bracelet.
Many of you will think this an exorbitant price,
but if you figure it out you will find that it is not.
It is leaving me a profit of but 331 per cent on
my cost, which no one can question, on the
grounds that it is too high.

The Watch Repair Department

J. J. Freeman, a well known Toledo retail
jeweler, spoke very interestingly on subjects of
general interest to the trade. Mentioning the sub-
ject of the watch-repair department he said:
I believe every jeweler should conduct a watch-
repair department, but I do not believe that
jewelers should devote their time to it to the
exclusion of the merchandising end of their busi-
ness. There is money in a successfully conducted
watch-repair department, but by no means what
there ought to be. In no other line of business does
the average person begrudge honest labor an honest
compensation. We, jewelers, are in the largest
measure responsible for this. Think of a watch-
maker spending from five to fifteen years learning
his trade, and then giving very often from two to
six hours of his time in cleaning a watch, and then
being rewarded with seventy-five cents or a dollar.
"It's wrong, absolutely wrong, but what are

we going to do about it? I say let us conduct our
watch-repair departments along business lines,
and get away from these price-cutting tactics, and
this doing work for nothing. The general public
will be willing to pay an honest price for honest
work, when it is explained to them that honest work
is entitled to honest pay. Be very careful in giving

your estimates on watch-work. Take the watch
down and ascertain the trouble. In my store we
keep a card-index of every watch that we sell,
as well as of every watch that comes into our
repair department. We do not give the customer
an estimate when he leaves the watch. We
examine it carefully, and then write them a letter
stating just what the trouble is, and how much it
will cost to put it in shape. We enclose a postal
for reply. If they don't want the watch repaired
at the price we quoted we ask them to call for it.
We very seldom have complaints on account of

our prices. If they say they can get the work done
for less somewhere else, we do not argue with them,
but simply tell them that the work the other fellow
would do would undoubtedly be worth no more
than he asked. We never come down from our
original estimate, except in a case where we are
wrong, which is very seldom. While I believe
that we can successfully conduct watch-repair
departments I believe also success in the jewelry
business demands that we devote our time to the

merchandise end of it, for it is there that the
the profit is. Let us hire mechanics to take this
detail off our minds. It will pay us to do so.
A. Heesen, of Toledo, in discussing the national

advertising done by many manufacturers in the
watch and jewelry line, took radical exception to
the advertising copy of many of them. Pick up
most any of the well known magazines and you
will find in them some advertisement of a clock, a
watch, silverware or rings, in which the manu-
facturer is grossly exaggerating the merits of his
product. Some of these advertisements are
educating the public to believe that it is possible
for a watch to run about a second's variation a day.
The manufacturer knows this statement is wrong,
and we know it is wrong, and still they persist
in doing it. I say it ought to be discouraged for
I maintain that absolute truth is a necessity in
advertising. The burden of backing up these
advertisements invariably falls on the retail
jeweler.
The fixed selling-price came in for a good share

of discussion. While all the jewelers were in favor
of a fixed selling-price, it was the general concensus
that no manufacturer ought to place a fixed retail
selling-price on his product which did not show a
profit of at least 33!, per cent to the retailer.
Several jewelers stated that they were today

discouraging the sale of all articles whose fixed
selling-price did not show this profit.
The question of raising the dues came up

for discussion. Some wanted the dues raised to
five dollars a year in order to give the association
enough money to extend its work, but it was finally
decided to cut this amount down to three dollars
a year, an increase of one dollar.

Col. John L. Shepherd spoke on the elimination
of the time guarantee on watch-cases, as did also
J. S. McCourt of the Star Watch-Case Company.
Both speakers contended that the time had come
whe it was necessary for the retail jeweler to shake
himself free from this evil, for in so doing was there
only a hope of getting back a big share of the busi-
ness which rightfully belongs to them, and which
the time guarantee made it possible to divert
into the hands of the mail order house or the fakir.

The President's Address

President A. L. Thoma presented his annual
address on the closing day. It was as follows:
As I look back to the birth of the Ohio Retail

Jewelers' Association, which occurred at this
same place in June 1907, and recall what took
place at that time when twenty-five enthusiastic
jewelers gathered together at the request and call
of J. R. Stebbins, ever a hard worker for our
common cause, and then follow its ups and downs
to the present time, it is with the greatest pleasure
I address this body as its presiding officer. This
association has progressed, has accomplished some-
thing, and is now on the eve of doing much greater
things. Many of your will recall the memorable
tri-state convention held at Cincinnati in the fall
of the same year, when senator J. B. Foraker was
censured openly by resolution for his action on
the gold stamping law. Then came the 1908
convention held in conjunction with the national
meeting which almost proved to be the undoing of
the association. I will not go into details regarding
said meeting, only call your attention to the fifteen
faithful members who assisted in re-organizing
and rebuilding, placing our association on a footing
that has grown more secure each year, until today
we have undoubtedly one of the best, if not the
best of all state organizations. While it is true
that as a state organization we have apparently
not accomplished much, as a part of the national
body, we have been a factor in doing much good
for our members and our craft. Our annual
meetings have been of incalculable benefit to the
attendance owing to the high-class program. A
lecture course covering four larger cities has proven
of great benefit. Our association has also done
much good in organizing local clubs, and it is my
abiding hope that more of them will be created in
the coming year.
Speaking of the present conditions and activities

of our association, I speak with pride of the healthy
condition we enjoy at present, and which promises
much for the future. Our main object in the past
year has been to gain new recruits and build up
our membership, for in numbers only lies our
strength and opportunity to accomplish many
reforms and needed improvements in our merchan-
dising.

It is a mystery to me how so many Ohio jewelers
continue to turn a deaf ear to our repeated appeals
to join our ranks. There are fully one thousand
retail jewelers in Ohio and fully two-thirds by
their obstinacy obstruct our progress and their
own, for ours is a common cause. Can you ex-
plain it or fathom the cause? In spite of this
apparent listlessness your officers have faithfully
worked and planned, and I hope to see the day
when their efforts will be crowned as such per-
severance deserves to be.

I want to call your particular attention at this
time to the resolutions referring to the practice
of certain firms buying up old watch movements,
repairing and refinishing same for resale as new
watches. It was resolved that all retail jewelers
refrain from selling old movements, and I trust
this has been complied with.
The resolutions instructing our legislature com-

mittee to prepare and present at the next session
of the state legislature bills on fraudulent advertis-
ing, and the gold stamping law should not be lost
sight of, and I hope same will be done this coming
year.
The resolution regarding the eliminating of the

time guarantee, and stamping articles of jewelry
with the makers' trade-mark, should again prevail

(Continued on page 1403)
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Set No. 2373 Octagon Pattern

tRA,613 "THE OCTAGON
is the name of one of our four
new patterns for this season. The
Comb, 13rush, and Mirror Set
shown here represent but one
combination of the 2700 which
we make.
SEE OUR FALL "BLUE BOOK"
CATALOG "Q" WHICH WILL
BE READY AUGUST 1ST,
SHOWING NEARLY 10,000
ARTICLES IN ROLLED GOLD
FILLED JEWELRY AND
STERLING SILVER TOILET
AND MANICURE GOODS,
NOVELTIES, VANITIES, ETC.

Theodore W. Foster 8z Bro. Co., too Richmond Street, PROVIDENCE, R. I.
Manufacturing Jewelers and Silversmiths

CHICAGO: Heyworth Bldg.
NEW YORK: 13 Maiden Lane

CANADA: Kingston, Ont.
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COMBINATION No. 2

CUT ONE•HALS ACTUAL SIZE

Combination No. 2 Consisting of 2 No. 328-14 Open Salts, 2
Sterling Silver Salt Spoons, and 1 Leatherette Case, Green or
Lavender.

Send For Illustrated Catalogue Price, 75 Cents IZrt

illicbter Mfg. Co.
33 Canal St. Providence, R. I.
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THIS IS YOUR IDENTIFYING MARK
TO THE FINEST, BEST DESIGNED, MOST ORIGINAL

JEWELRY IN 10 AND 14 KARAT SOLID GOLD,
ASK YOUR JOBBER FOR AN INSPECTION OF OUR FALL LINE.

LOOK FOR TRADE MARK.

T. G. Frothingham & Co.,
North Attleboro, Mass.

TRADE

MARK
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The John Hancock Pattern
" THE SILVER THAT SELLS"

Any one who sees the John Hancock pattern in Sterling
Silver can not but be impressed with its dainty, dignified
design, its substantial weight and its perfect finish.

The rare artistic treatment of the laurel,
the graceful three thread outline, the Colo-
Mal scroll top with the dainty bead fes-
toon present a pattern of unusual elegance.

The John Hancock is a pattern of real value
for the Jeweler. A pattern that brings a
price with a good profit. It catches the
attention wherever displayed. Further than
gaining attention—IT SELLS.
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ROGERS, LUNT & BOWLEN CO.
 SILVERSMITHS 

Main Office and Factory, Federal and Kenwood Streets

GREENFIELD, MASSACHUSETTS

Chicago—Kesner BuildingNew York-15 Maiden Lane San Francisco-717 Market Street
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A ing Bus ness
Success is ade up of re-orders—the "co e-back" of
customers for more good-i. I • means quality as repre-
sented, value and satisfa given, an untarnished
reputation, dependable bus' ethe This policy
has created for us

The Largest and Oldest Ring House
In the World

O-B Rings have built up a big ring business for many dealers. Their quality,
originality and value, backed up by thousands of in-stock designs, each with an
individuality of its own (for example note combination Band and Signet
Ring above) have made them the most popular Rings in this country.

You Can Have A Big Ring Business
by stocking an assortment of O-B Rings and showing them to your trade.

PR,OVIDENCE.RHODIE I
MAIDEN LANE 424 SOUTH BR
WYO211, N.Y LOS ANGELE
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The Banner State Association
Holds Big Convention at Cedar Point

(Continued from page 1399)

in emphatic terms. The resolution on fixed mini-
mum selling-prices and protesting against adverse
legislation, must again be embodied in this year's
resolutions as most timely. There are other
progressive steps I should very much be pleased
to see taken at this session, namely creating a
committee to devise state association quality trade
marks for general use of our members only; said
trade-marks to be furnished for the purpose of
advertising, and to be used on jewelry cards for
newspapers and circular advertising and general
publicity. There is also the matter of creating a
committee to investigate the possibility of estab-
lishing a mutual fire insurance company under
association control for members only.
To the members and jewelers of Ohio, after due

deliberation, I advocate your unanimous approval
and support of those manufacturers and jobbers
who by their open declaration and conduct of
business, have shown their friendship for us and
likewise withdraw your support from those known
to be unfair, such RS manufacturers who sell
anybody, and retailing-jobbers in particular.
I strongly commend the Jewelers' Security

Alliance and advise every jeweler to become a
member. I also advise every jeweler to give a
correct report to the Jewelers' Board of Trade, and
if in financial difficulties, make a clean breast of
it to said Board.

Just one more word before I close. If you do
not know what it costs you to do business, get
busy, for you cannot mark your cost or selling
price correctly unless you do.

"Gold"

John B. Osthoff, of Cincinnati, spoke very

interestingly to the convention on the subject of

"Gold." It was a very able address and was

enthusiastically received. He said:

Ladies and Gentlemen: It affords me great
pleasure to address you on the subject of gold;
in a brief way I will outline its locality, discovery
and mining in the United States.
When we think of gold seldom do we realize

the hopes, labor, patience, hardships, suffering
and disappointments of the prospectors and
miners in the search for this wealth; of their toil
in the solitude of mountains, valleys, canyons and
arctic clime, forcing from the treasure vaults of
the earth its yellow metal. It requires men of
nerve and imagination to pioneer, but they are
led on by the fascination and expectation of wealth.
The original discovery of gold in the United

States was in Georgia, North Carolina and Mary-
land. The supply was limited. Then it was little
dreamed that enormous deposits of America's
wealth was hidden in the noble mountains of the
Rocky, Sierra Nevada and Cascade Range. The
awakening came in 1849 when California uncov-
ered its hidden treasure and announced the news
to all points of the compass; the excitement was
intense; it brought thousands to the call of west-
ward, ho! On went caravan after caravan, follow-
ing the star of hope over rivers, prairies, plains,
deserts and mountains, braving the elements,
starvation and massacre by Indians. Then the
west was as nature left it. On, on they went,
following the golden sun to the golden west.

Others went by sailing craft down the Atlantic,
around the dangerous coast of Cape Horn, up the
Pacific to the Golden Gate; thence, to the camps
in the mountains. If the Eldorado was reached
it was well earned.

These were the days of the stage coach and pony
express; 1849 marks the epoch of glorious Amer-
ican wealth. From 1850 to 1860 the average
production was $55,000,000; in 1907, $100,000,000,
increasing year by year.

Early methods of mining were surface or alluvial.
This kind of mining requires the pick, shovel,
wash pan and a strong back. Next, hydraulic
mining. This kind of mining is done by forcing
streams of water against the sides of the mountain,
releasing the gold from the earth. Next vein or
quartz mining. This class of mining produces the
lodes or large finds, by boring and tunnelling,
following the mother vein to great depths; the
Comstock Lode of Nevada is 3,300 feet deep.
Mountains being the birthplace of rivers, give the

mining engineer opportunity of harnessing the
mountain torrents to generate electricity, so all
up-to-date vein or quartz mining is done by this
unknown power. With all improvements, the
pick, shovel and a strong back are supreme, for
without these none could succeed.
In 1867 William H. Seward, then secretary of

state, purchased from the Russian Government
for our Government an apparent Arctic waste
for $7,200,000. It seemed then like a poor
bargain, but has turned out to be the best real
estate deal our Government ever made. A few
years hence men were struggling over the Alaskan
Mountain, laying out trails through the snow and
ice, enduring terrible hardships in the dark Arctic
winters, but were spurred on by their greed for
gold. In 1911 Alaska had torn from its surface
$19,000,000 in gold. Alaska, like California, has
arisen from tumult, lawlessness and disorder to
law and order.
What has gold done for the United States?

It has uplifted civilization, increased population
from three to one hundred and one million; made
towns into cities, territories into states, wastes
into garden spots, developed our great country
and resources, put our government on a sound
monetary basis; built railways, steamships,
etc.; made us the grandest and greatest nation
in history. Made laborers, farmers, mechanics,
inventors, traders, merchants, millionaires and
jewelers. Through it impossibilities have become
possible. For instance, the panama canal, the
crowning event of American engineering achieve-
ment, and when California celebrates that water-
way in 1915 let it commemorate this golden age by
erecting a heroic statue to the gold prospector and
miner for the prosperity they have given, by
discovering and uncovering that uncorroding
precious yellow metal, gold.

J. B. Scott, of Columbus, Ohio, who was
formerly in the jewelry business and who is now
making a specialty of patent law, gave a very
instructive review of patent laws and the relations
to fixed prices.

All the 1912 officers were unanimously re-
elected: president, A. L. Thoma, of Piqua; first
vice-president, A. J. Heesen, of Toledo; second
vice-president, M. U. Basinger, Lima; secretary
and treasurer, Robert Bancroft, of Columbus.
New member on executive committee, G. J.
Damn, of Port Clinton.
The resolutions committee presented the follow-

ing resolutions, which were unanimously adopted:

WHEREAS, Many manufacturers of various pro-
ducts handled by retail jewelers are guaranteeing
their products to give service for a specified number
of years, or permanent service, to the consumer;
baendit some are advertising such guarantees to the
consumer through mediums of general circulation,

Resolved, That we call upon all manufacturers
of such products to stop such guarantees and
advertising, and suggest that they guarantee
and advertise their products to give satisfaction to
the consumer, and that all such articles be stamped
with their registered trade-marks which will
indicate their various qualities.
WHEREAS, The passage of any legislation abolish

ing the privilege of a patentee, or manufacturer of
patented articles, to establish a retail selling price
on patented articles will work great hardship on
the patentee, manufacturer, laborer, retailer and
consumer, be it

Resolved, That we call upon our representatives
and senators to use their utmost power to defeat
any such legislation as is contained in parts of the
Brown and Oldfield bills now being considered
by Congress.

Resolved, That we express our appreciation of
our officers and executive committee for their
untiring work for the good of our association, and
our appreciation and confidence in the work of our
national officers and executive committee.

Resolved, That we express our thanks to The
Thoma Brothers' Company for the beautiful
badges they contributed for this meeting.

Resolved, That we express our thanks to The
Cedar Point Company for the use of the convention
hall, and their courteous treatment during this
convention.

Resolved, That we express our thanks to those
who so ably addressed this convention, and to the
exhibitors for their fine displays, which so materi-
ally aided in the success of this splendid convention.
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The Exhibits

The exhibits were an especially strong feature
of this convention. Both in numbers and general
make-up they exceeded those of the last convention
which established a record for state associations.
They were displayed on the first floor of the con-
vention hall.
R. Wallace & Sons Manufacturing Company

had one of the most prominent booths and showed
their complete lines; E. J. Walsh, advertising
manager, was in charge and was assisted by J. S.
Johnston.
The Moulton Wireless Umbrella Company, of

Plain City, Ohio, had a booth adjoining the R. W.
Wallace & Sons Manufacturing Company's display.
F. J. Blaine, who was in charge of the exhibit

of the William Betts Company, at the last Ohio
convention, was in charge of one at this meeting.
Percy Bownall represented the Fostoria Glass

Company with a very neat exhibit, which won
much favorable comment. The company but
recently decided to get out a special line for retail
jewelers. Their Fostoria candle-stick lamp proved
very attractive.
James T. Cunningham and K. K. Stetzer repre-

sented the Holmes and Edwards branch of the
International Silver Company with an exhibit
of the company's full and complete line.
Mr. Primo and Mr. Moore represented Com-

munity Silver. Their exhibit was arranged to
represent a jewelers' display window, and won
much approval from the visiting jewelers.
Wagner, Gilger, Cohn Co., of Cleveland, had

a very neatly arranged display. They showed a
complete line of their retail jewelers' catalogues.
E. S. Fishback, a regular attendant at Ohio

conventions, represented his company, the Hamil-
ton Watch Company, at this gathering.

Arnstine Brothers Company, of Cleveland, were
represented by C. E. Matthews and W. T. Murphy.
They showed a great variety of catalogues, and
also gave away a souvenir edition to the visiting
jewelers.
One of the most interesting exhibits at the con-

vention was that of the Bliss Brothers Manufac-
turing Company, of Attleboro. Instead of locating
their exhibit in the exhibit hall, they displayed
their full line of bracelets, fobs, chains, cuff-links,
etc., in one of the rooms at the Breakers hotel.
This was made necessary by the fact that they
made acid demonstration of their line, and the
management refused to allow them to use the acids
in the exhibit hall, because of the noxious gases
they generated.

J. B. Ash, the ebony king, of Rockford, Ill.,
showed his complete line of Parisian ivory, ebony
toilet articles and novelties.

J. S. McCourt represented his company, The
Star Watch Case Company, of Ludington, Mich.,
with a complete line of lockets and watch cases.
He received many favorable expressions on the
lines, especially on a number of locket patterns.
The Dueber-Hampden Watch Works was

represented with an exhibit by H. A. Schrantz.
The Rockford Watch Company occupied a

large booth with a full line. L. Emerick, sales and
advertising manager. Joe Rosenback and C. P.
Eisenmann were presented.
Edward DeVelin, sales manager for Swartchild

& Co., was in charge of an exhibit for his company.
S. Sternau & Co. were represented with an exhi-

bit at the "Breakers," in charge of Wilford S.
McKeon.
Farwell Ozmun, Kirk & Co., financial agents for

Henry Sears & Sons, Inc., showed their full line of
flatware and novelties at the "Breakers." It was
in charge of F. L. Farra.

Rudolph Deutsch, of Cleveland, showed their
full line of diamond mountings. Samuel Deutsch
and Harry Bernstein were present.

Other jobbers' and manufacturers' representa-
tives present were as follows: Cleveland Optical
Company, H. A. Combs; F. W. King Optical Com-
pany, H. Price; White-Haines Optical Company,
of Columbus, Mr. White; B. E. Brown, Brown
Street Clock Company; South Bent Watch Com-
pany, Will McCoombs and Mr. Clugston; Elgin
National Watch Company, Mr. Carr; Peninsular
Engraving Company, Mr. Smart; Hull Brothers
Umbrella Company, of Toledo, Mr. Hess; Auto
Strop Safety Razor Company, P. H. Henock and
H. H. Henock; Geneva Optical Company, H. Smit,
Strong, Kennard 8z Nutt Co., of Cleveland.
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The Bracelet That Made The Bracelet
Watch Possible

The Mauran Expansible Bracelet
The only bracelet possessing the correct mechanical requirements for
watch bracelet use, that can consistently be termed an article of jewelry.
The Bicycle Chain effect on Bracelet Watches is not favored by the fashionable.

The Mauran Expansible Bracelet is an artistic piece
of jewelry and makes the Bracelet Watch beautiful.

Patented

August 20, 1907

July 9, 1912

and

Patent Pending

WARNING!
Infringers

will be

Prosecuted

The host of inferior imitations of the Mauran Expansible Bracelet
now appearing, testify to the superiority of this article.
Note what bracelet is being used by all makers of best movements
and cases on their Bracelet Watches. There must be a reason.

John T. Mauran Manufacturing Co.
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Worst Forms of Competition in the Jewelry Trade

The Weaknesses of Many Jewelers as Merchants Pointed Out by J. P. Archibald,

Blairsville, Pa., in Paper Prepared for Convention of Pennsylvania Retail

Jewelers' Association

I think the retail jeweler himself is our
worst enemy. By nature we are a jealous,
vindictive set of business men. We, as a
class, get angry if our competitor lives and
succeeds in business. Our competitor
fumes and "cusses" if we sell more goods
than he does. These attributes of char-
acter are costing every one of us many
worries, and even more, many dollars
in business.

The Custom of Pricing Goods

We all know from experience that the
average customer comes into our store with
a complete knowledge of the prices of
many lines of goods. If it is a watch, the
customer knows the price. If it is a set
of silver knives or a set of silver spoons,
the customer begins by telling you what
he can buy them for. If we have sold a
diamond, the customer comes back and
wants to know the size of the stone and the
price per karat, thus showing he has been
fully instructed since he made the pur-
chase. Quite frequently a customer tells
us he saw the same kind of an article in
another jewelry store for less money.
A whole catalogue of similar occurr-

ences take place with all of us in daily
business. Where do the customers get
the information? My answer is: from
our competitors in business, our beloved
retail jewelers. A great many retail
jewelers take a delight in telling every
customer who happens to show his watch,
his diamond or any other piece of goods
that he paid too much for the goods and
that the quality is not as good as it should
be. It is this form of competition in our
own ranks that is doing us most harm.
The public become suspicious of every
jeweler and put us all in one class on ac-
count of these "reptiles" in business.
The problem of price-cutting is very

largely brought about by the man who
wants to make the sale and cannot meet
the price quoted to him by the customer.
The customer says; "I can buy the goods
for so much," and the jeweler in order
to get the business, quotes a lower price.
The jeweler is his worst enemy. When
will we learn? When will we see the
danger of ever speaking unfriendly of our
competitor.
What a paradise our business would be

if every jeweler would forever refuse to
"price goods" bought in other stores!
What a large inflow of gold and silver
would come into our coffers if every
jeweler would commend the goods bought
in another jewelry store. Shall we ever
learn to apply the code of ethics? Shall
we ever apply the golden rule?

Need of Progressive Methods

The jewelers' inactivity in business is
most appalling. We seem to utterly fail
in the modern business methods. We
should set up new standards in business.

We should seize the favorable occasions,
such as advertising, display of goods, and
new business methods, to uplift our busi-
ness.
As organizers and as loyal organization

men, the retail jewelers are a failure.
We are not a success as organizers in
either state or national organization work.
We utterly fail to attract the mass of
jewelers. Professional men, and laboring
men enroll themselves in their respective
organizations as a matter of self-preserva-
tion. When they are enrolled they pay
their dues conscientiously and attend
their organization meetings with regu-
larity. Such is not the case with the
retail jewelers. I do not think the retail
jewelers have gotten hold of the "secret
mysteries" of organizations. I say our
organizations, both state and national, are
not measuring up to the ideas of a trade
organization. "The jeweler is wise who
finds an occasion to improve in every
happening." Our members do not seize
the opportunities to improve. The at-
tendance of members at state meetings
is too small in proportion to the numbers,
to comment on. Every city and county
should have a jeweler's organization and
every jeweler should attend the meetings
even four times a year, if not much oftener.

Another form of competition which is
annoying to the retail jeweler is the large
department store. Much of this competi-
tion is due to the forms of "cut price"
advertising. The department stores are
great advertisers. Not a day passes
without some form of cut rate sale.
People are lead along by these adve rtise-
ments thinking they are getting a bargain.
In fact they are paying full price for every
article. Women are great bargain
hunters. Any form of advertising that
makes the women folks think they are
getting a bargain will cause a great rush
of women to that store. I think the
large department stores go far beyond
the limitations of truth in their advertis-
ing, but the retail jeweler does not do
one half the advertising necessary to the
success of their business.

Another factor which contributes to
the success of the department store is the
large and liberal charge account. Most
any man or woman who aims at half
honesty can get credit at a department
store. This is a big "boon" to the shop-
ping woman. A woman with a shopping
card, with a liberal credit, is a good buyer.
Such a system could not be well established
in a jewelry store.

Department Store and Mail Order Problem

In order to divert much of the depart-
ment store trade to our stores we must
advertise more directly to the women.
We must emphasize quality more than
price. We must have more facilities for
the women's comfort and ease. We must
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prove to the women that we are expert
judges on the matter of taste in the selec-
tion of jewelry, silverware and precious
stones. We can convince the public that
a jewelry store is a far superior place to
buy any article in our line. Any depart-
ment store can sell you "junk" and
"bargain jewelry" and old style or dis-
continued goods. No jeweler should dare
to do such a thing. He is an expert. It is
his business to keep up with the "goods
of the season."
The mail order houses are making great

inroads in the business of the retail dealer.
Much of their success is due also to the
exaggerated form of advertising goods.
Mail order house goods are never sold at a
small profit as a whole. A few standard
articles are often advertised at a small
profit but never sold.

It is not a difficult matter to make any
customer see the difference between "our
goods" which he sees and asks all about,
and the mail order house goods, if he will
come into the store. The great difficulty
lies in the fact that the customer is alone
with the mail order house catalogue. The
catalogue talk, although silent, wins the
customer before he reasons with himself
that his home jewelry store is a better
place to buy.

The Retailing Jobber

The next form of competition which I
mention is the "Agent of Hades—The
Retailing Jobber". This form of compe-
tition stirs the blood in every jeweler.
What can be more appalling than a jobber
who sells you goods, and then sells your
customers goods, thus depriving you and
me forever of our customers and their
friends. The cities are full of such
"Agents of Hades."
No retail jeweler should buy a penny's

worth of goods from any man who retails
and calls himself a wholesaler. We should
practice what we preach. Select jobbers
and manufacturers who do not retail
and those who will not permit their sub-
jobbers to retail.
Th time has come when the evil of re-

tailing by the jobbers shall be charged up
to the manufacturer. The manufacturer
must see that it is his duty to restrict
the sale of his goods by requiring the
jobber to carry out the manufacturer's
wishes.
The manufacturer should see the neces-

sity of making exclusively, goods for the
jewelers, and thus advertise nationally
that "these goods" are on sale "only in
retail jewelry stores." No manufacturer
is doing justice to the retail jeweler, nor
to himself very long, who makes one class
of goods for the jeweler, and another class
for the "Racket Store" and the depart-
ment store. The manufacturer must cer-
tainly see the pit-falls on the way, the
hand-writing is on the wall. The naked
truth has been told.
We suggest to every manufacturer to

make a good article and stamp his name
and quality in the goods and establish a
fixed selling price on same with a living
profit for the retail dealer. This would
solve many of the problems of competi-
tion.
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The Bracelet That Made The Bracelet
Watch Possible

The Mauran Expansible Bracelet
The only bracelet possessing the correct mechanical requirements for
watch bracelet use, that can consistently be termed an article of jewelry.
The Bicycle Chain effect on Bracelet Watches is not favored by the fashionable.

The Mauran Expansible Bracelet is an artistic piece
of jewelry and makes the Bracelet Watch beautiful.

Patented

August 20, 1907

July 9, 1912

and

Patent Pending

WARNING!
Infringers
will be

Prosecuted

The host of inferior imitations of the Mauran Expansible Bracelet
now appearing, testify to the superiority of this article.
Note what bracelet is being used by all makers of best movements
and cases on their Bracelet Watches. There must be a reason. _= .
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Worst Forms of Competition in the Jewelry Trade

The Weaknesses of Many Jewelers as Merchants Pointed Out by J. P. Archibald,

Blairsville, Pa., in Paper Prepared for Convention of Pennsylvania Retail

Jewelers' Association

I think the retail jeweler himself is our
worst enemy. By nature we are a jealous,
vindictive set of business men. We, as a
class, get angry if our competitor lives and
succeeds in business. Our competitor
fumes and "cusses" if we sell more goods
than he does. These attributes of char-
acter are costing every one of us many
worries, and even more, many dollars
in business.

The Custom of Pricing Goods

We all know from experience that the
average customer comes into our store with
a complete knowledge of the prices of
many lines of goods. If it is a watch, the
customer knows the price. If it is a set
of silver knives or a set of silver spoons,
the customer begins by telling you what
he can buy them for. If we have sold a
diamond, the customer comes back and
wants to know the size of the stone and the
price per karat, thus showing he has been
fully instructed since he made the pur-
chase. Quite frequently a customer tells
us he saw the same kind of an article in
another jewelry store for less money.
A whole catalogue of similar occurr-

ences take place with all of us in daily
business. Where do the customers get
the information? My answer is: from
our competitors in business, our beloved
retail jewelers. A great many retail
jewelers take a delight in telling every
customer who happens to show his watch,
his diamond or any other piece of goods
that he paid too much for the goods and
that the quality is not as good as it should
be. It is this form of competition in our
own ranks that is doing us most harm.
The public become suspicious of every
jeweler and put us all in one class on ac-
count of these "reptiles" in business.
The problem of price-cutting is very

largely brought about by the man who
wants to make the sale and cannot meet
the price quoted to him by the customer.
The customer says; "I can buy the goods
for so much," and the jeweler in order
to get the business, quotes a lower price.
The jeweler is his worst enemy. When
will we learn? When will we see the
danger of ever speaking unfriendly of our
competitor.
What a paradise our business would be

if every jeweler would forever refuse to
"price goods" bought in other stores!
What a large inflow of gold and silver
would come into our coffers if every
jeweler would commend the goods bought
in another jewelry store. Shall we ever
learn to apply the code of ethics? Shall
we ever apply the golden rule?

Need of Progressive Methods

The jewelers' inactivity in business is
most appalling. We seem to utterly fail
in the modern business methods. We
should set up new standards in business.

We should seize the favorable occasions,
such as advertising, display of goods, and
new business methods, to uplift our busi-
ness.
As organizers and as loyal organization

men, the retail jewelers are a failure.
We are not a success as organizers in
either state or national organization work.
We utterly fail to attract the mass of
jewelers. Professional men, and laboring
men enroll themselves in their respective
organizations as a matter of self-preserva-
tion. When they are enrolled they pay
their dues conscientiously and attend
their organization meetings with regu-
larity. Such is not the case with the
retail jewelers. I do not think the retail
jewelers have gotten hold of the "secret
mysteries" of organizations. I say our
organizations, both state and national, are
not measuring up to the ideas of a trade
organization. "The jeweler is wise who
finds an occasion to improve in every
happening." Our members do not seize
the opportunities to improve. The at-
tendance of members at state meetings
is too small in proportion to the numbers,
to comment on. Every city and county
should have a jeweler's organization and
every jeweler should attend the meetings
even four times a year, if not much oftener.

Another form of competition which is
annoying to the retail jeweler is the large
department store. Much of this competi-
tion is due to the forms of "cut price"
advertising. The department stores are
great advertisers. Not a day passes
without some form of cut rate sale.
People are lead along by these adve rtise-
ments thinking they are getting a bargain.
In fact they are paying full price for every
article. Women are great bargain
hunters. Any form of advertising that
makes the women folks think they are
getting a bargain will cause a great rush
of women to that store. I think the
large department stores go far beyond
the limitations of truth in their advertis-
ing, but the retail jeweler does not do
one half the advertising necessary to the
success of their business.

Another factor which contributes to
the success of the department store is the
large and liberal charge account. Most
any man or woman who aims at half
honesty can get credit at a department
store. This is a big "boon" to the shop-
ping woman. A woman with a shopping
card, with a liberal credit, is a good buyer.
Such a system could not be well established
in a jewelry store.

Department Store and Mail Order Problem

In order to divert much of the depart-
ment store trade to our stores we must
advertise more directly to the women.
We must emphasize quality more than
price. We must have more facilities for
the women's comfort and ease. We must

prove to the women that we are expert
judges on the matter of taste in the selec-
tion of jewelry, silverware and precious
stones. We can convince the public that
a jewelry store is a far superior place to
buy any article in our line. Any depart-
ment store can sell you "junk" and
"bargain jewelry" and old style or dis-
continued goods. No jeweler should dare
to do such a thing. He is an expert. It is
his business to keep up with the "goods
of the season."
The mail order houses are making great

inroads in the business of the retail dealer.
Much of their success is due also to the
exaggerated form of advertising goods.
Mail order house goods are never sold at a
small profit as a whole. A few standard
articles are often advertised at a small
profit but never sold.

It is not a difficult matter to make any
customer see the difference between "our
goods" which he sees and asks all about,
and the mail order house goods, if he will
come into the store. The great difficulty
lies in the fact that the customer is alone
with the mail order house catalogue. The
catalogue talk, although silent, wins the
customer before he reasons with himself
that his home jewelry store is a better
place to buy.

The Retailing Jobber

The next form of competition which I
mention is the "Agent of Hades—The
Retailing Jobber". This form of compe-
tition stirs the blood in every jeweler.
What can be more appalling than a jobber
who sells you goods, and then sells your
customers goods, thus depriving you and
me forever of our customers and their
friends. The cities are full of such
"Agents of Hades."
No retail jeweler should buy a penny's

worth of goods from any man who retails
and calls himself a wholesaler. We should
practice what we preach. Select jobbers
and manufacturers who do not retail
and those who will not permit their sub-
jobbers to retail.
Th time has come when the evil of re-

tailing by the jobbers shall be charged up
to the manufacturer. The manufacturer
must see that it is his duty to restrict
the sale of his goods by requiring the
jobber to carry out the manufacturer's
wishes.
The manufacturer should see the neces-

sity of making exclusively, goods for the
jewelers, and thus advertise nationally
that "these goods" are on sale "only in
retail jewelry stores." No manufacturer
is doing justice to the retail jeweler, nor
to himself very long, who makes one class
of goods for the jeweler, and another class
for the "Racket Store" and the depart-
ment store. The manufacturer must cer-
tainly see the pit-falls on the way, the
hand-writing is on the wall. The naked
truth has been told.
We suggest to every manufacturer to

make a good article and stamp his name
and quality in the goods and establish a
fixed selling price on same with a living
profit for the retail dealer. This would
solve many of the problems of competi-
tion.
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68 Nassau St., New York

If They Knew

The Japanese Cultured Pearl

mmmmmKlmnmmmmmmnswommmnmuamEmmmmmmmmmmm

that they could get, without a sacrifice, what they have been wanting for years,
how many more sales would you have made of Pearl Jewelry in June or any
other month?
How many more customers would you have delighted if you had told them of

Many a pearl lover to whom the pearl appeals, not for its rarity, but for its
beauty, its purity, its subdued charms, would not tolerate an imitation, but would
welcome a gem that has all these magnetic virtues and is at the same time accessible.

Do You, Retail Jeweler, pay this article the attention its sales and profit making
properties deserve? It creates a market of its own. It interferes with no other
branch of your business.

Paris
Idar
Providence
San Francisco

NN •

F. G. STORY HENRY FREUND
SOLLY GOUDEKET

LOUIS FREUND

WE extend greetings to our cus
are pleased to advise them

within a short time with a very
" The Imprint of The Rose"
stock of Diamonds, Watches and
parison for assortment, quality,
Successful jewelers have carried
increase their purchases this
Whether you have done business
not, the next time one of our
show you—and make good on

HENRY FREUND
C./ BRO.TIRYnE51M

I NhSSW ST NY

\\\

tomers and friends in the trade and
that our representatives will call
complete line of "Sellers", bearing
the Trade Mark of quality, and a
Jewelry on which we invite corn-

price and general excellence.
the line for years. They will
Fall.
with us in the past or
salesmen calls, let him
what we say.

" Sellers of Sellers "

71 Nassau St., New York
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NEW YORK LETTER

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

NEW YORK, July 12.

Activities in the New York jewelry market
during the past two weeks remained about the
same. No great change for the better is expected
for a month when the first large orders from the
travelers, most of whom are starting on their fall
trips will begin to arrive.

However, trading has been up to normal levels
in the majority of lines and a feeling of hopefulness
is everywhere evident. Business interests gener-
ally seem satisfied with the outcome of the two
great national conventions and almost everyone
has decided views as tu the results of the presi-
dential election. Regardless of party affiliation,
every view looks forward to a renewal of good times
immediately following the election.

Most manufacturers and wholesalers, mindful
of the fact that the retail jeweler has been cur-
tailing expenses for the past year or more and that
his stock is merely depleted, are preparing with
vigor for a great holiday business. Factories in
almost every line are running with full help, full
time.
The National Jewelers' Board of Trade report

the following dividends paid early this month:
E. E. Esterly, Duluth, Minn., 5 per cent on
account; Lichtenstein & Co., Bakersfield, Cal.,
second and final dividend of .03018 per cent;
Charles Wathen & Co., Denver, Colo., payment
of 5 per cent; Roy L. Crouch, Albuquerqus,
N. Mex., first dividend, 5 per cent; Curtis &
Schneider, New York City, first dividend 2 per
cent; A. F. Fricke, Oklahoma City, Okla., first
and final dividend 10 per cent; Alexander Magar-
Han, South McAlester, Okla., first dividend 5
per cent; A. 0. Putnam, Brandon, Vt., first divi-
dend .0422; Alex Segelbohm, Kansas City, Mo.,
second dividend 5 per cent; Clark Warren, White
Plains, N. Y., 40 per cent composition, cash 30
per cent, notes 5 per cent, each due six and twelve
months, and S. R. Zwetow, Denver, Colo., first
and final dividend 10 per cent.

On Thursday, June 27, President Arthur Henius
of The National Jewelers' Board of Trade sailed for
Europe upon business which will demand his
absence for some time.

The Jewelers' 24-Karat Club of New York City
will hold its eleventh annual outing at Port-au-
Peck Hotel, Long Branch, N. J., on Saturday,
July 20. Between 135 and 150 members are
expected to attend, by far the largest number
ever present at one of this famous club's outings.
The crowd will leave Pier 10, North River, about
9.16 a. m., on board one of the Sandy Hook boats.
The First Regiment Band, of New Jersey, has been
engaged for the day and a splendid program has
been prepared. The outing committee consists
of John W. Sherwood, chairman, R. W. Adams,
F. C. Osmers, E. E. Lapham and W. H. Tarlton.
The entertainment committee consists of A. L.
Brown, chairman, M. Stratton, H. R. Benedict.
and W. J. Ward.

I. S. Meyer formerly of the firm of Joseph H.
Meyer Brothers, has opened an office at 15 Maiden
Lane. Mr. Meyer is now in the diamond business.
S. Greenberger of the optical department of

Sussfield, Lorsch & Co., will leave on July 20 for a
two weeks' vacation in the Adirondacks.

William Kinscherif, of the firm of William Kins-
cherif & Co. leaves about July 20 for his regular
fall trip. Mr. Kinscherif will travel through to
the coast.
The Board of United States General Appraisers

partly affirmed the decision of the Collector at
San Francisco regarding an importation of imita-
tion pearls by Wells, Fargo & Co. The mer-
chandise consisted of cheap imitation pearl beads
strung on threads and invoiced as " colliers" and
imitation pearls drilled partly through and in-
voiced as "perles." Duty was assessed on the
strings of beads at 60 per cent ad valorem under
paragraph 421 and on the imitation pearls at 20
per cent under paragraph 449. The importer
held the former dutiable at 35 per cent, and the
latter at 10 per cent. The samples submitted
showed that the beads were temporarily strung on
cotton threads for facility in transportation only
and that before they could be used as necklaces
they would have to be restrung and have clasps
attached. In this respect the collector's decision is
reversed, but as paragraph 449 specially provides
for "imitation precious stones, including pearls
and parts thereof for use in the manufacture of
jewelry " the protest in this respect was overruled.

During the week ending July 6, 1912, The Jew-
elers' Protective Union registered for protection
stocks of goods owned by members and in the cus-
tody of their respective salesmen, as follows:
Stock of L. Gutmann & Sons, Cincinnati, Ohio,
in the custody of George Gallop; stock of Shuttles
Brothers & Lewis, Dallas, Texas, in the custody of
R. L. Meyer; stock of Richter & Phillips, Cincin-
nati, Ohio, in the custody of Paul L. Ewing;
stock of The W. J. Johnston Company, Pittsburgh,
Pa., in the custody of Ralph C. Wilson; stock of
A. Schorr, New York, N. Y., in the custody of
Harry Platoff; stock of Julius Raunheim, New
York, N. Y., in the custody of Frank S. Demerest;
stocks of King, Raichle & King, Buffalo, N. Y.,
in the custody of John Schafer and H. B. Smith.
During the week an additional certificate of regis-
tration was issued to L. Gutmann & Sons, Cin-
cinnati, Ohio, and 0. J. Somers & Co., New
York, N. Y.
A young man wearing a shepherd plaid suit and

carrying a silver-headed snake-wood cane walked
into the jewelry store of Dreicer & Co., 600 Fifth
Avenue, followed by another man less distinctively
dressed, but carrying the same kind of a cane.
The one in the shepherd plaid asked to see some
rings. While he was finding fault with the rings
that were shown to him, his companion asked
another clerk what he had in the way of necklaces.
None of the necklaces suited. The wearer of

the plaid, however, found a ring that he consented
to take, if the setting were changed. He gave his
address as the Hotel Astor, and the change in
the setting was promised. No deposit was asked of
him.
A minute or two after they had gone, the clerk

who had been showing the necklaces found that
two of them were missing. A report was sent at
once to Police Headquarters, and Policeman Bloss,
who was standing on a corner near the jewelry
store, was called in. A few moments later Detec-
tives Ditsch and Regan from the East Fifty-first
street station arrived. They took the description
of the men from Policeman Bloss and learned that
the two suspects had walked up Fifth Avenue,
swinging their silver-handled canes.
The detectives hailed the nearest unoccupied

taxicab and ordered speed. Along Fifth avenue
the detectives found no pair answering to the
description of the men wanted, and the taxicab
was turned into Central Park. They rode up and
down the park for half an hour without getting
a trace of the suspects. At the Central Park
Menagerie they stopped the machine and went
inside. A man with a shepherd plaid was there
with a friend. Both had canes. They were looking
at the animals. The detectives remained in the
menagerie, watching the men closely, but taking
care not to excite suspicion. Finally they saw one

take a necklace out of his pocket and weigh it in
his hand.
This made the detectives sure they had the right

men, but they decided to follow them further
instead of making the arrest at once. A few
minutes later the suspects left the menagerie.
They walked out of Central Park, headed down-
town, and entered the jewelry store of Schumann's
Sons at 765 Fifth avenue. The detectives waited
outside a few minutes and then walked in, too.
They found the pair looking over a tray of rings
and placed them both under arrest.
They protested vigorously at first. Detective

Ditsch asked the man who had been pricing rings
how much money he was carrying. He answered
that he had $14 in his pocket.
"Well, how do you come to be buying five-

hundred-dollar rings?" asked Ditsch.
"I don't see why I should tell you anything,"

answered the prisoner, and they refused to talk
any more till they arrived at the East Fifty-first
street station. A search of one of the men brought
to light the two necklaces, one of platinum and
pearls, worth $375, and the other of platinum,
worth $42.
They described themselves as Herbert Hass,

thirty-one years old, of 4240 Kenmore avenue,
Chicago, a clerk, and Sidney Crisler of 226 North
Hamilton street, Chicago, also a clerk. Hass sent a
telegram to his mother at 4240 Kenmore avenue,
Chicago, telling of his arrest.
The two men said they were living at the Hotel

Astor. The detectives found they had registered
there four days ago under the names of C. H.
Curfew and Al Palmer, both of Denver. Their
rooms were searched and their wardrobes found
to consist .of thirteen stylsh suits of clothes.

Lady Goldsmith and Jeweler
One of the women devotees of the handicrafts

in this city, who acknowledges metal as the
medium for the expression of "the dream of the
beautiful," is the president of the Metal Workers'
Guild and a member .of the executive board of the
National Society of Craftsmen says the Post of
this city: Her recognition in the world of arts
and crafts rests upon her achievements as gold-
smith and jeweler. One of her pupils tells of
standing one day before a display cabinet at an
exhibition in Massachusetts, her attention arrested
by one of the exhibits—a bracelet.
"Whenever I find the person who made that,"

said the pupil to herself, "made gold talk of the sea
like that, I shall study with him or her."

It is the dream part, you notice, that the woman
who makes the gold talk of the sea is after. So
far as the mechanical part is concerned—oh, she
just knows that! The mechanical part she learned
as a child because her hands seemed naturally to go
that way. She saw boys make canvas canoes and
she went and made canvas canoes. They wouldn't
sail at first, and the boys laughed. But she had
another try, and they sailed so well that the boys
bought them from her. And from the mechanism
of one thing she went to the mechanism of another.
She lived out-of-doors, down close to the earth

in her child's body, and up close to the sky in her
child's imagination, and she got impressions. She
was true artist in this—if the prophets are right.
When the impulse came to create, it was not what
she had seen that she wanted to do over in another
way. It was the impression she had formed from
what she had seen; it was the pleasure she had had,
it was the subjective experience, the esthetic
satisfaction.
" I want to make other people feel as I have felt

when I look up at the sky sometimes; or sometimes
when I look into a tide pool. I must make some-
thing that will carry the story of the sky and the
tide pool."
So she takes, perhaps, an aqua-marine and nests

it in a lump of gold, carved into, not only the
shape, but the suggestion of blown seaweed.
At the recent Woman's Industrial Exhibition her

work aroused a great deal of intrest. People who
knew revelled in some of the specimens, as Balzac
used to revel in marquetries and porcelains, those
fans and vases that he called "divine master-
pieces," "exquisite things such as no one will ever
make again." That was the sort of language
that those who knew used about this woman's
work at the exhibition, expressions of enthusiasm
that were picked up glibly by those who didn't
know and handled about until they sounded like
jargon.
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Our recent importation of Diamonds is now in stock. The great care
exercised in the purchase of the goods, and we purchase for cash, enables us
to offer Diamonds of excellent quality at reasonable priccs.

Our Diamond buyers have just returned from abroad, and it is their opinion
that prices will be much higher because of the scarcity of good Diamonds
and the unprecedented demand for them. So it will be to the interest of
those intent upon the buying of Diamonds to make their purchases as early
as possible.

We solicit your business and will give your orders prompt attention.

BENJ. ALLEN & CO. Chicago
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CHICAGO LETTER

WESTERN BUREAU OF THE KEYSTONE,
Room 1201 HEYWORTH BUILDING,

CHICAGO, July 12.

Western trade has shown a marked improvement

during the past two weeks. Conditions may be

said to be eminently satisfactory. There is no

exception to this statement among the larger

jewelry houses. Business houses in lines other than

jewelry report similar improvements and many

facts corroborate this indication of increasing

prosperity. In the jewelry business there has been

a noticeable increase in the demand for the higher

grades of watches and the better grades of jewelry.

This is a most gratifying indication, and one which

permits of little or no uncertainty when the business

outlook is being analyzed. Although the demand

for diamonds has fallen off least of any of the jew-

elry lines during the past year, they nevertheless

have shown a proportionate gain. Retail stores

alike are noting a good improvement.
Everything indicates that in spite of all that has

, been said against this presidential year it is

nevertheless going to loom up very satisfactory.

In Chicago and other large western cities labor is

being employed to its fullest capacity. Cleveland

is suffering from a labor shortage and Detroit has

been in much the same condition for several

months. Chicago is destined to make this one of

her largest building years in her history. Bank

clearings are increasing surprisingly. The price

of basic metals is advancing and the number of

idle cars is decreasing. Railroads are spending

millions in new equipment preparatory to handling

what gives every promise of being a bumper crop.

Normally this would be an off year in business,

being presidential election year. Mills generally

run slowly at such times. Merchants do not buy

freely, but limit their orders to goods absolutely

essential. Everybody waits to see what is going

to happen in most presidential years. This time

almost everybody seems to be indifferent to the

results of the election, at least in Chicago and
the west.
What does this mean? Why have our customs

changed so radically? Men are not less cautious

than before. They are no more willing now than

ever to take rash risks. Evidently the business

world does not consider that there is much risk

in the political situation this year. The political

talk is being heard with a conviction that no

radical changes will be made no matter who is

elected. Party differences have simmered down

more to a matter of men than principles, and the

business world views the situation as devoid of

any upheavals. We have had rather more noise

than usual in our politics this year and the busi-

ness world goes along placidly about its own affairs

and winks the other eye. But it is an indication

that the country is fundamentally sound and that

industrial and commercial conditions are good.

The agitator and the pessimist are in for the only

hard times that are in sight.
Arthur Harner, in charge of the watch depart-

ment of Otto Young & Co., has been receiving
the congratulations of his many friends in the trade

upon the arrival of a bouncing baby girl in his

home, which arrived in h nor of the Fourth of

July.
S. W. Bramley, who for the past two years has

been in charge of the watch department of the

Webb C. Ball store in Cleveland, has resigned

that position and is now connected with the watch

department of the Charles E. Graves & Co. store,

this city.
Emil Noel states that the announcement that

he had moved into the Mailers Building is errone-

ous. He is still located in room 511 Heyworth

Building.
Mrs. D. Hoover, wife of a retail jeweler at 768

west Sixty-ninth street, was seriously injured
recently in a railroad wreck while on her way to
Louisville where she intended to enjoy a visit at
her old home. She is now confined to a hospital
in that city, but is recovering from her injuries.

Eugene Kiger, of the C. A. Kiger Watch and
Jewelry Company, of Kansas City, was in Chicago
several days on business early in the month. He
stopped off on his return home from an extended
business trip to the east. He expressed himself
as very well pleased with the business outlook. He
is looking forward to record breaking crops in
southwest territory.

Joe Goldstone, of Bennett, Iowa, traveling
representative of the Star Watch Case Company,
was in town several days early in the month on his
way to the company's factory at Ludington, Mich.

Hugo Gruschow, in charge of the jewelry cata-
logue department of the Peninsular Engraving
Company, of Detroit, stopped off in Chicago a
day while on his return to the home office after a
two months' Pacific coast trip. He states that the
business outlook on the coast shows a marked
improvement and indications point to a very
successful year.
The Standard Optical Company, of Geneva, New

York, will open a branch office in the Powers
Building in this city, August 1. They will carry a
full and complete stock and will handle all their
Western business from the new Chicago office.
J. R. Glennon, who has been in charge of the
Chicago office of the Kryptok Company since its
establishment, will be in charge of the new offices.

A petition in bankruptcy has been filed against
the H. Lesch Jewelry Company. The petition
alleges the assets to be in the neighborhood of
$19,000 and the liabilities something like $35,000.
About a year ago the company made a compromise
settlement with its creditors on a basis of thirty-
five cents on the dollar and was endeavoring to
carry out the terms of agreement when the bank-
ruptcy petition was filed.
John Edward Dunn, better known as just plain

" Jack " Dunn, the western representative of
Austin & Stone, well known manufacturers, was
married July 6 at Momence, Ill., to Miss Lucille
Myrtle Condon of that city. Jack has many
friends in the jewelry business in every section of
the country who will wish his bride and him
abundant pleasure through a long, happy and
prosperous wedded life. THE KEYSTONE heartily
joins them in this wish. They will make their
home in Providence, R. I.

Charles P. Crane, Chicago and western repre-
sentative of Bliss Brothers Company, attended the
annual convention of the Wisconsin Retail Jewelers
Association with the company's complete line. He
was also present at the Cedar Point convention of
the association and will also attend the national
convention at Kansas City early next month.
At the last monthly meeting of the Chicago

Jewelers' Association held at the La Salle Hotel
the following officers were re-elected for the coming
year: President Benjamin C. Allen, of Benjamin
Allen & Co.; Vice-president A. W. Sproehnle, of
Sproehnle & Co.; secretary and treasurer, Joseph
Milhening. The following directors were chosen:
George Gubbins, of L. A. Eppenstein & Co.;
C. P. Dungan of the International Silver Company;
Robert Slade, Tenney & Weadley, A. C. Becken
and E. Despres of Despres, Bridges & Noel.
As announced in our last issue the association will
make a strenuous effort to bring the 1913 co .-
vention of the American National Retail Jewelers'
Association to Chicago. A delegation of Chicago
jobbers will attend the Kansas City meeting and
present the invitation.

0. P. Songer, who at one time represented
Benjamin Allen & Co. in southwest territory,
was in Chicago last week renewing his acquaint-
ances here. He gave up the jewelry business about
three years ago to devote his time to his ranch in
Texas. He is planning on re-entering the jewelry
business.

Returning to his home at 3032 Lincoln avenue
one night last week after a honeymoon trip,
Frank N. Kreisel, Chicago manager for the
American Optical Company, and very well known
to both the wholesale and retail jewelry trade of
Chicago, was confronted by three masked men who
jumped toward him as he opened the door of his
flat. Mrs. Kreisel screamed as she saw the men
and their revolvers, and the couple ran from the
house. Kreisel notified the police at the North
Robey street station by telephone and then made
his way back cautiously to the flat. When a
wagon load of patrolmen arrived at the house they
rushed through the front door with drawn re-
volvers. Kreisel, his wife and the three burglars,
their revolvers and masks laid aside, were chatting
and laughing together. "It was just a joke," they
explained. "These are friends of ours who
wanted to surprise us on our return from our
honeymoon. They are business men and not
entirely professional burglars." And no arrests
were made.
H. D. Davis & Co. is the firm name of a new retail

store at Joliet, Ill. Mr. Davis was at one time
in the jewelry department of Marshall, Field &
Co., this city.
B. C. Allen, of Benjamin Allen & Co., and Will

Robyn, in charge of their diamond department,
returned early this month from an extended
European buying trip. They visited all thP
foreign diamond markets and purchased their
diamond stocks for the coming year. Mr. Allen
stated that he found the foreign diamond market
unusually active and prices very strong. "On
the better grades of diamonds there is a rising
tendency in the prices. The market.is very active
and the importers are reporting the outlook as
excellent. Everything indicates that the diamond
sales will continue to be as satisfactory in the future
as they have been during the past year. Our
trip was very successful. We succeeded in bringing
back with us what we consider very fortunate
selections. These trips to the foreign diamond
markets are intensely interesting and, although we
have been making them for many years, we
find many new things to interest us and gather
much information of value to us on each successive
trip."

George W. Pettee, connected for many years
with T. S. Hawkes & Co., manufacturers of cut
glass, is now representing the Tuthill Cut Glass
Company of Middletown, N. Y., manufacturers
of the Connoisseur's line of cut glass products.
Among the representatives of Chicago jobbers

and manuacturers at the Milwaukee convention
of the Wisconsin Retail Jewelers' Association were
the following: L. R. Douglass of Henry Paulson
& Co.; Ernest M. Lunt, Towle Manufacturing
Company; C. W. Barker, Benjamin Allen & Co.;
Bill Schlossman and Gust Weinfeld, H. F. Hahn &
Co.; E. S. Kreis of Kreis & Hubbard; John
Carr and W. R. Phillips, Elgin National Watch
Company; Charles P. Crane, Bliss Brothers
Manufacturing Company; H. J. Hagen and Otto
Lieberman, Stein & Ellbogen Co.; Herbert Cobb,
Harvey Clap & Co.; G. R. Spinney, Fostoria
Glass Company; T. F Monks & Charles Gill-
man, Western Clock Company; Sidney Prince,
Sproehnle & Co.; W. C. Berry, Otto Young &
Co.; A. R. Kanberg of L. H. Schafer & Co.; Glen
L. Seitz of Chapin & Hollister & Co.

Albert Wang, employed by Moore & Evans,
was arrested last week and charged with the larceny
of $4,000 worth of watches. Wang, who is
twenty-two years of age and but recently married, is
said to have made a confession stating that he had
stolen at least 100 watches since the first of the year.

The many friends in the trade of John Cox,
manager for Benjamin Allen & Co., and Edward
Cox, buyer, will hear with deep regret of the
death of their mother, Mrs. Elizabeth Cox, which
occurred July 7 at Winnipeg, Canada, where she
had gone to visit her daughter. She was a sister of
Benjamin Allen. Her home was at Goderich,
Canada. They both left immediately upon receipt
of the news for Goderich to attend the funeral.
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OUR FACTORY will be closed for our Annual Vacation from July 27 until August 12.
There will be absolutely nothing doing during this time. Not a wheel will turn nor anorder be filled. Kindly anticipate your orders and give us a chance to fill them.

We are all going fishing, but expect to open up on August 12 full of vim and vigor, andready for the strenuous fall business that is sure to come.

New Minerva Split Top Adjustable Bracelets
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PROVIDENCE AND THE ATTLEBOROS

NEW ENGLAND OFFICE OF TUE KEYSTONE,

324 HOWARD BUILDING,
PROVIDENCE, R. I., July 12.

Many of the manufacturing jewelry concerns
in this city closed the first of July for the annual
one and two weeks vacation period. Among the
shops that were shut down were. For one week—
The A. & Z. Chain Company, A. Barstow Corn-
pany, Theodore W. Foster & Brother Co., United
Wire & Supply Company, Martin Copeland Com-
pany, T. Quayle & Co., Sterling Silver Manufactur-
ing Company, Louis Stern & Co., Cory & Reynolds
Co., Nussbaum & Hunold, MacPherson-Rouband
Co., W. I. Macomber & Co., Wolcott Manu-
facturing Company, B. A. Ballou & Co., Inc.,
Metal Products Corporation, J. Schwarzkopp &
Co., Payton & Kelley Co. The Chapin-Hollister
Company closed until July 10 and the Bassett
Jewelry Company until July 15.

The plans for the new building to be erected by
James C. Doran & Sons, manufacturers of jewelers'
findings and patented novelties at 160 Chestnut
street, provide for a structure that will combine the
very latest developments in shop construction
practice. It will be a building of reinforced con-
crete and with 13,300 square feet of space on each
of the floors. The structural plans are for a
nine-story building, five stories to be constructed
at the present building operation and four later
on the demand for space. The new building will
be in shape similar to the letter L, this construc-
tion giving free and full illumination throughout
the entire structure.
The frontage will be 60 feet on Bassett street,

179 feet on Ship street, and 100 feet on Elbow
street, the location being a short distance north
of the concern's present plant. Wide stairways,
numerous fire escapes and an absolute fireproof
construction will be features; the floors will be
concrete, 10 inches thick which will confine any
blaze which may originate to the one floor. There
will be an automatic sprinkling system installed
throughout the entire building as an additional
guarantee against spreading of fire. Two-inch
hemlock planks are to be bolted to the concrete
floor sash, and to these will be attached the flooring,
maple.
This novel form of getting around the construc-

tion difficulties attendant upon the attaching of
wood covering to a concrete base will give the
double advantage of a maple floor and a fireproof
concrete base. The vaacum system of heating will
be installed, and the heat will be furnished from
a power plant which is now in operation in the
concern's present plant, and to aid the present
power plant in its work, a larger power house will
be built. The arrangement of the several stories
will permit of the floor space being divided with
two shops each, one of 6,000 feet and the other
of 7,000 square feet. Each of the five floors is to
be laid with the idea of meeting every special
requirement of manufacturing jewelry plants,
being especially constructed to support heavy
floor loads and to absorb all vibration.
The school committee of the city of Providence

at its June session authorized the establishment
of a continuation school, the sub-committee on
high schools being given charge of the opening
of such an institution to accommodate pupils
from the various manufacturing plants in the city
when a sufficient number of such pupils as will
warrant such establishment and will guarantee
its practicability and economy, shall be brought
together. The sub-committee on high schools
through Walter B. Frost, reported in favor of
the project, holding that the demand locally for a
continuation school seemed to come from the jew-
elry and silversmithing industries. At the present
time the matter is still in tentative shape. It was
declared that an intimation, unofficial however,
had been given by the Gorham Manufacturing
Company and B. A. Ballou & Co., Inc., that those
concerns are deeply interested in such a school, and
that the Gorham plant might send thirty boys and
B. A. Ballou & Co., Inc., about fifteen.

Joseph Baber Jr., of the Gorham Manufacturing
Company, and Councilman from the Sixth Ward,

has been elected president of the Suburban
Bowling League, which includes teams along the
west shore of Narragansett Bay. The rivalry
this season is very acute and all the teams which
include in their memberships a number of Provi-
dence Manufacturing jewelers, are out for the
championship.

Benedict Lederer, of the S. & B. Lederer Corn-
pany, is to spend the summer abroad. He will
leave for Europe late this month.
The Interstate Jewelry Company has succeeded

0. P. Hamel & Son.
President Edward Holbrook, of the Gorham

Manufacturing Company, sailed a few days ago
on the Adriatic for Europe intending to be abroad
for several weeks.
The plant of E. M. Conley, engraver, has been

removed from Pine street to 107 Westminster
street.
The annual convention of the North Carolina

Retail Jewelers' Association held at Charlotte,
N. C., recently, was attended by Charles E.
Hancock, a Providence manufacturing jeweler.
Asher A. Stark and family have opened their

summer cottage at Longmeadow for the season.
Leo Samuels and family have gone to their sum-

mer residence at Narrangansett Pier. There
they occupy a cottage which they have named
Clarecliff, a handsome structure admirably located.
David Alonzo Mitchell, of the Brown & Sharpe

Manufacturing Co., and Miss Evelyn Wilmarth
Carpenter, for three years bookkeeper for Blanch-
ard, Young & Co., were married in this city, the
last week in June. A handsome parlor clock from
the bride's firm, and a chest of silver from the
employes, were among the wedding gifts.
The employes of the George H. Cahoone Com-

pany, of this city, were guests of the firm on June
29, on the annual outing at the Grover Club
grounds, in Warwick. A party of ninety went to
the grounds, luncheon being served upon arrival.
Then came a game of baseball, and athletic events;
and, at four o'clock, the Rhode Island shore
dinner was served. Following this there was a
season of speech and song and stories.
Mayor Henry Fletcher, of the Fletcher, Bur-

rows Company, and the Rhode Island State Harbor
Improvement Commission, of which he is a mem-
ber, made a tour of inspection, a few days ago, of
the wharfage facilities, at New York, Philadelphia,
'altimore, and other eastern cities.

George H. Holmes, of George H. Holmes & Co.,
a member of the State Commission, was with the
party also.
Prompt action by Charles F. Markham, of

Stone and Markham, prevented eleven men from
losing their lives in Narrangansett Bay, recently,
near the Edgewood Yacht Club. The party of
eleven was in a power-boat, which caught fire.
Mr. Markham, hearing the cries for assistance,
hastily put out to the burning boat, in his craft,
and aided by several others, rescued the men.
Damage amounting to about $5,000 was caused

by a fire in the building at 143 Summer street, a
few days ago. The shop of Charles E. Austin,
manufacturer of jewelers' boxes and cases, on
the third floor, was badly damaged, the flames
originating from a fragment of match flying, it
was reported into a bunch of cotton. The Austin
plant was damaged to the extent of about $4,000.
The death, recently, of John M. Lee, for forty-

seven years an employe of the Gorham Manu-
facturing Company, removes another of the old
guard of workmen of that company. Mr. Lee
had been suffering from heart trouble for some time.
He was born in Chatham, Conn., August 5, 1840,
served one year in the Civil War, with the Twenty-
fifth Connecticut Volunteers, and entered the
Gorham Plant in 1865. A widow, son, and
daughter, survive him.
The Manufacturing Jewelers' Board of Trade

has sent out to its members, the first dividend in
the payment of claims against Marsh, Brown,
Mather Co., Pittsburgh, to the amount of 25
per cent.
Henry Bennett Fletcher, son of Mr. and Mrs.

Henry Fletcher, and Miss Elizabeth Marshall
Gardiner, of this city, were married in June.

Mr. Fletcher is associated with his father in the
Fletcher, Burrows Company.
Ralph S. Hamilton Jr., of Hamilton & Hamilton,

commanding Light Battery A., Field Artillery,
Rhode Island National Guard, was in Weeks'
Camp with his command, the last week of June.

According to the certificate filed with the city
clerk of Providence the Economy Supply &
specialties Company, 159 Pine street, is conducted
by Harry Pepper and Bernard Friedman.

At the annual meeting of the Ballou Family
Association held at the home of Barton A. Ballou,
of B. A. Ballou & Co., Bristol Ferry, Mr. Ballou
was elected a vice-president of the organization.

During July and August the retail jewelry stores
in Woonsocket will close at noon on Thursday,
closing beginning on July 11.
Adolph Meller, the eastern representative for

the Henrich Hoffman Company, has sailed for a
European stay until August.
Edward B. Hough has been elected president,

and Benjamin B. Manchester and Williams A.
Schofield directors of the Buttonwood Beach
Association.
Harry E. Barden, the manager of the A. A.

Greene Company, this city, and Miss Ella Ober
of Baltimore, Md.

' 
were married at Baltimore,

July 1. They will live in Providence upon the
completion of their honeymoon trip.
F. F. Carpenter, the treasurer of the Richter

Manufacturing Company, this city, and Miss
Eleanor White, of Palenville, N. Y., were married
the last week in June at Gloria Dei Church,
Palenville. They left on a honeymoon trip to
Japan, and on their return will live at Pasadena,
Cal.

William A. Schofield, of the Schofield Battey
Company, this city, councilman from the Second
Ward, was a member of the committee of arrange-
ments of the second annual outing of the Provi-
dence City Government at the Pomham Club,
recently.
Members of the committee of arrangements for

the annual outing of Palestine Temple, Ancient
Arabic Order Nobles of the Mystic Shrine,
included George H. Grant, Aldridge G. Pearce
and Edgar Lakey.
The will of Albert W. Woodcock, late treasurer

of the William R. Brown Company, this city,
was probated recently at Pawtucket, Catherine
E. Woodcock being confirmed as executrix with
personal bond of $5,000.
The Crown Novelty Company, of this city, and

the Standard Jewelry Company, of Arlington
have combined, the business of both being carried
on henceforth under the former name at 159
West Exchange street.
The summer cottage owned by Mr. and Mm.

Gustave Saacke, of this city, at Prudence Park
has been opened by them for the season. Julius
Saacke, their son who has been on an extended
tour abroad, for the past year, will spend the sum-
mer with his parents.

Several manufacturing jewelers of Providence
were among the jurors drawn for the Superior
Court by the board of Aldermen in June, the list
being as follows: Ralph G. Ostby, Sigmond
Rosen, Samuel Wainbaum, Lafavour H. Bosworth
Meyer Harzburg, John F. Brady, George H.
Holmes, A. Cohen, George W. Hutchison, Horace
W. Steere, Robert E. Budlong Jr., Simon Wolk,
Levi J. Roy, Bradley M. Graffam, Edward W.
Cook, Oscar Norberg, George Briggs Jr., Nathaniel
Barstow, Fred C. Lawton, Max Ross Henry H.
White, William H. Draper, Almer W. Ross and
Gustav Rodenburg.
Abraham Colitz, of Woonsocket, was one of the

Rhode Islanders in attendance at the annual con-
vention of the Benevolent Protective Order of
Elks at Portland, Oregon.
An automobile trip through the southern part

of Rhode Island was made recently by A. R.
Tuck, of the Tuck & McAllister Co., and family
late in June.
Among the jobbers in Providence early in July,

was J. H. Medinkow of Oklahoma City, Okla., who
made an extensive line of purchases for the fall
trade.
Mr. and Mrs. Walter C. Shurtleff and Mr.

and Mrs. Edgar C. Lakey enjoyed a two weeks'
fishing trip at Beidgton, Maine, in early July.
Among the new cottagers at Narrangansett

Pier this summer are Erling C. Ostby of the Ostby
& Barton Co. and family.
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Chain Manufacturer

PROVIDENCE R. I.
162 CLIFFORD STREET

'•444

IAT NA OLD.

WIEITaNCI-TE-S:
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Having installed a new series of machines,
we are now in a position to supply

PATENT
SINGLE SOLDERED CABLE and
CURB CHAINS in GOLD, SILVER,
GOLD FILLED, in the shortest possible
time as well as at the very lowest
prices, in the well known high class
QUALITY and best FINISH.

FRIEDRICH SPEIDEL
c_igUTOMATIC CHAIN cMANUFACTURE

162 Clifford Street Providence, Rhode Island

July 15, 1912 T II E

Theodore W. Foster, of Theodore W. Foster
& Brother Co., and family have opened their
summer home at North Adams, Mass., for the
season.
A new plant to replace the one recently destroyed

by fire at 14 Beverly street is being fitted up
by W. H. Winnerman Company at 26 Fountain
street.
Frank R. Budlong, the New York representative

of the S. K. Merrill Company, accompanied by
Mrs. Budlong and their son, are spending several
weeks with Mr. Budlong's father, Robert E.
Budlong, at east Providence.
A. Leo Kilkenney, who has been touring Eng-

land, Germany, Switzerland, France and Austria
for a couple of months or so has returned home.

S. E. Dickson, the western representative of the
J. T. Mauran Manufacturing Company, who spent
a week at the plant here early this month, has
returned to his field.
The Advance Button Company, Inc., 36 Garnet

street, this city, will remove its plant to Bank
street, Attleboro, the plans calling for the opening
of the new plant the raiddle of July.

ATTLEBORO

Attleboro, Mass., July 12.—Nearly all of the
factories of the Attleboros are now closed for vaca-
tion periods. Jewelers are away and employees
are enjoying salt water breezes at some nearby
summer resort. About the middle of August the
factories will be in full operation again, and it
is expected there will be a rush on the start to make
up slight delays caused by the vacation period.
Manufacturers look for good business during the
latter part of the month and in September.

Samuel Smith, of J. M. Fisher & Co., recently
resigned his position with the firm. He had corn-
pleted thirty-two years of work as the concern's
plater, and has already started on an extended
tour through Europe. Mr. Smith is over seventy
and is a veteran of the Civil War. When he an-
nounced his intention at the factory plans were
started for a surprise, and on the day he left the
employes gathered and presented him with a fine
steamer rug. The presentation was made by
Harry D. Lincoln. After Mr. Smith had expressed
pleasure, J. William Simmonds, of the concern,
stepped forward and presented Mr. Smith with a
large purse of money. He also expressed the best
wishes of the firm, and referred to the pleasant re-
lations that have existed for so many years. On
his trip abroad Mr. Smith was accompanied by his
wife and two daughters.
John M. Fisher, of J. M. Fisher & Co., has been

interested in the national convention of the Pro-
hibition party recently held. Last year Mr.
Fisher was a delegate, and made a large contribu-
tion to the campaign fund.
John Marsh, of C. A. Marsh & Company sales

force, is now enjoying a vacation at Oak Bluffs.
Clifford Emerson, salesman for W. H. Bell, of

Attleboro Falls, won the Fourth of July trophy at
the Highland Country Club. Although Mr. Emer-
son does not play much he is capable of turning
in a winning score at any time, and the ease with
which he does this, after returning from a long trip,
has gained him a big reputation as a golfer. The
trophy was a handsome silver cup.
An Attleboro automobile agency recently de-

livered a new six cylinder car to Harry Allen
of the Peerless Chain Company, Sherbrook, Ont.
The trip was made overland and Mr. Allen had
ample opportunity to test the strength and
durability of the car.

Louis Thurber, salesman for J. T. Inman & Son,
has returned from an extended trip and is now en-
joying a vacation.

During the Fourth of July celebration a finely
modeled bronze tablet, which has been installed
on a large boulder at Capron Park, was dedicated
by Attleboro Chapter, D. A. R. The tablet
was designed by Frederick E. Allen, an Attleboro
artist, and represents the battle of Bunker Hill.
It is intended as a memorial to the Attleboro
soldiers of the Revolution. The monument was
erected from funds derived from a Tag Day. Miss
Bernadetta Carter, daughter of Miles Carter, of
Carter, Qvarnstrom & Remington, unveiled the
monument, having been given that honor for secur-
ing the largest amount in the Tag Day subscription.
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E. E. Cobb, eastern salesman for R. B. Mac-
donald & Co., is home from an extended trip.
R. B. Macdonald, Jr., has returned from a trip

through the middle west for R. B. Macdonald
Company.

J. S. Adler, of San Francisco, is now handling
the R. B. Macdonald line in the west. He suc-
ceeded B. C. Crandall who carried the line for some
time.

Jesse Carpenter, of the Horton & Angell Com-
pany, has gone to Wareham for a vacation. His
son Jesse Carpenter, Jr.

, 
who recently graduated

from Amherst, is now at Ipswitch in charge of an
apple orchard of eighty acres.

Albert A. Grover, who is a well-known jeweler of
Attleboro, is attracting considerable attention in
Mansfield, where he resides, as a singer. He is
much in demand at social functions and appears
in quartets and in church services.

William H. Robinson, a North Attleboro jew-
eler, has in his possession a coin or pocketpiece
which has considerable historical value to the
jewelers of the Attleboros. At the death of Gen-
eral Lafayette in 1834 Congress authorized the
manufacture of a souvenir coin to be distributed to
commemorate the death of the friend of the Amer-
ican colonists. On the front of the coin is the face
of the French military genius and bordering it
are the words: "General Lafayette, Friend of
America and Freedom, died May 3, 1834." On
the reverse side is the inscription "H. M. and F.
J. Richards, manufacturers of jewelry, near the
old Union House, Attleboro, Mass." This is the
only one of the coins known to be in existence,
although seVeral were put in circulation at the
time the order was passed. The firm referrred
to is no longer in existence, but it was one of the
first concerns in the Attleboros and was one of
the pioneers in the manufacture of jewelry. Mr.
Robinson is preserving the coin as a relic and values
it very highly.

Theodore Parker, of Smith & Crosby, has gone
to Maine where he will spend his vacation.
G. Fred Perry, of E. A. Potter & Co., Provi-

dence, is home until August when he will again
go out with the samples of his company.

Harold Blake, son of James E. Blake of the J.
E. Blake Company, and Miss Lydia Baxter, a
teacher in the Attleboro schools, were united
in marriage, July 3, at the bride's home by Rev.
Fred A. Moore. The groom is employed at his
father's factory and both have many friends.
They are now on an automobile trip through
Maine.

Chester Howard, New York representative of the
W. E. Richards Company, and Miss Olive Dag-
gett, formerly of Attleboro, were recently united
in marriage at the bride's present home in Mariana,
Ark. The wedding was a brilliant affair and was
attended by a large gathering. A big reception
was given July 11, for Mr. and Mrs. Howard, at
the Twin Elms Farm, Attleboro, owned by George
St. John Sheffield.
Edward A. Sweeney, of the W. H. Wilmarth

Company, is being urged by many friends to re-
enter the contest for representative this fall, but
he has not announced his decision yet, preferring
to wait until the national political situation is
better defined.

Donald McRae, son of Arthur A. McRae, of
McRae & Keeler, has completed his second year
at the Chester Military School, Chester, Pa.
The W. H. Saart Company has started to move

into the lower floor of the factory it owns on
Forest street. There was considerable space in
that section of the building, and as it offered better
facilities it was taken. The new addition will
give the concern much more floor space and will
better the manufacturing facilities. About a
fortnight was required to make the necessary
changes in the building and complete the moving
of departments.
Frank Truell, of the W. H. Saart Company's

sales force, is home from an extended business
trip.
T. E. McCaffrey, who is interested in one or two

Attleboro factories, was a recent attendant at the
Baltimore convention, and during his stay was
photographed in one of the moving pictures. The
picture is to be displayed here in the near future.
Elmer A. Scott, one of the partners in the firm

of H. A. Allen & Co., recently retired from the
concern," and his interest was taken up by his
former partners, Samuel LeFavour and Harlan A.

Allen. They will continue the business under its
present name, and there will be no change.
A. S. Kilburn, of Chartley, father of John R.

Kilburn, a well-known glass worker of Attleboro,
died recently at a Boston hospital, after an opera-
tion.
Frank P. Daughaday, of Freeman-Daughaday

Company, Chartley, accompanied by Mrs. Daua-
ghaday and friends, sailed recently on an extended
trip through Europe.

Bates & Bacon continue to report good orders
and a full time schedule has been in effect at the
plant for some time. Up to a short time ago the
plant was working until 8 o'clock nights.
The Atlas Foundry, which was recently started

in Attleboro by Peter Levy of Sag Harbor, reports
good business. Mr. Levy says he is entirely satis-
fied with his decision to open a plant in Attleboro.
A large corporation making metal products,

has sent a request to the Board of Trade for a loca-
tion in Attleboro, and it is now being looked into
by the committee on industries. The plant
employes about eighty hands, and would like a
factory with a large floor space.
The Attleboro Chain Company reports excellent

business as the summer season commences. Some
of the concern's new samples are taking very well.
James A. England, a Chartley jeweler, is on an

extended trip through Canada for his health.
Gene Kriger, of C. E. Kriger & Co., Kansas City,

was in town recently and left several good orders
which show that his concern is progressing rapidly.
The plant of the Jewelers' Finding Company was

sold at auction a few days ago to satisfy a mortgage
held by Louis Busiere, of Taunton, who has been
a partner in the concern. His mortgage was for
$4,000 and the highest bid was $1,700.
F. L. Barstow and E. A. Dudemaine have started

the Hub Engraving Company in the Carnes
Block, on Park street. They are also doing con-
siderable business in stone-setting and engraving.
The many friends of R. Curtiss Read, salesman

for the H. F. Barrows Company of North Attle-
boro, have expressed their sympathy on account
of the sudden death of his wife, due to complica-
tions which developed from an attack of appendi-
citis.
The Reed and Barton baseball team, of Taunton,

has been playing great ball with some of the Attle-
boro shop teams, and has been winning nearly all
all of them. The Reed and Barton team has a
number of fast players who would look good on
semi-professional teams.
The Advance Button Company, located in the

Herrick building, is to move into large quarters
in order to accommodate the needs of growing
business.

Alex. M. Chadbourne, representative of the
J. E. Blake Company, in the middle west, is now
at Block Island on a vacation trip, accompanied
by Mrs. Chadbourne. F. F. Clark, southern
representative of the company, has started on a
two months' trip through his territory.
McRae & Keeler will close their factory July

27 to August 5. They were in favor of closing
earlier in the month, but chose that time as the
other concerns in the factory have those dates for
closing time.
The Bay State Jewelry Company, has been

organized under the laws of Rhode Island with a
capitol of $1,000, divided into 100 shares of ten
dollars each. The concern will engage in the
manufacture and sale of jewelry. The incorpora-
tors are: Frank Nolan, Albert Saart, of Attleboro,
and Arthur E. Monroe, of Providence.
Ralph C. Thompson, of the C. M. Robbins

Company, was chairman of the committee which
had charge of the details of the Pop Concert at
the Highland Country Club.

Several Attleboro shop teams have united in a
baseball league, including D. A. Hart Company,
J. E. Blake Company, Bates & Bacon, E. A. An-
thony & Co., S. 0. Bigney & Co., Watson & Newell
and J. T. Healey & Sons.
Members of the Horton & Angell Relief Asso-

ciation held their annual outing recently. They
left Day's wharf Providence on a chartered
steamer and after arriving at Tiverton, enjoyed a
shore dinner. There was a ball game and other
sports.

Louis Bendheim will continue to represent H. A.
Allen & Co., in New York.
John Gray has returned from a New York trip

with the samples of Watson & Newell.
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OUR NEW

"Dolly Madison" and
Pat. Applied For

Extension Bracelet
are put up in display cases that are both attractive and distinctive, soarranged as to show them to the best possible advantage, which makesthem a valuable addition to any show case or show window.

Every Bracelet
from the

Line
Stamped A. C. Co.

Be sure and insist on your jobber furnishing these display cases with the" Dolly Madison" and Extension Bracelets. If he does not handle thesegoods notify us at once, and we will send you a list of 100 reliable jobberswho are selling them.

Sold Through Jobbers Only

-
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Style Producers
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Main Office
Attleboro, Mass.

Chicago Office
Hepworth Building

N. Y. Office
9 Maiden Lane

San Francisco Office
104 Market Street
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ROCKFORD XTREME THIN COMPLETE WATCHES
Permanent and Solid Gold Cases

4kwy)
WATCH ROCKFORD

ROCKFORD WATCH ROCKFORD WATCH

WATCH ROCKFORD

Xtreme Knife Edge The Thinnest Watch of
Bassine Shaped Back. its Kind Ever Made.

M THE ROCKFORD WATCH CO., Ltd., Rockford, Ill.

THE BEST MOVEMENT IN THE BEST CASE
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A BRAND NEW HOUSE
WITH BRAND NEW LINES I
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=.=.. We offer you exceptional opportunities to secure the very
=

= 
= latest and best there is in the line of Diamonds, Watches and

=

=
=
_ Jewelry. Every piece of merchandise in our stocks and in
=— our travelers trunks is absolutely brand new. When you=—=
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==== HOEFER JEWELRY COMPANY 1
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= C. C. HOEFER W. H. JOERS E. 0. BAUMGARTEN=
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=—= 1009-11 Walnut St., Merry Building KANSAS CITY, MISSOURI _=
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=
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look through our stocks you waste no time with left-overs
—for there are none.

When our travelers call look over their lines. It will pay.
There isn't a piece of merchandise in the hands of our travel-
ers the reputation of which is not fixed—whose quality is
not understood by you as well as by us. In short, we handle
standard products and standard products only.

We will do a strictly wholesale business, confining our trade
to legitimate channels. Our stocks are always complete and
we guarantee the very best service.

Our aim shall be to offer you only such merchandise as we
can give our absolute guarantee without either strings or
conditions.

Remember, it's everything you may want in the line of dia-
monds, watches, and jewelry from a brand new house with
brand new lines. Everything is brand new with this com-
pany except the men who compose it. They are old timers
in the jewelry business.
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Don't sail too near the wind. It's a summer warning and
a safe one for the sailor and the diamond buyer to follow. It's
a poor policy for the retailer to wait until the rush of Holiday
business is upon him before making his diamond purchases.

Buy now and you have more time to make careful
selections of stones, and can obtain better values..

To make assurance doubly sure send for a memo package
of our diamonds. You will find our Blue Wesselton goods will
compare favorably in quality and price with any on the market.

We are making exceptional values in quarter carat stones.
This is a very desirable size to invest in. These diamonds
mounted in rings or pendants make a reasonably priced article
and will always sell.

We never misrepresent our goods.

Quality—without style will not sell.
Style—without quality will not give satisfaction.
The BRYANT RINGS have both Style and Quality, and will help your

reputation as a Jeweler.
We guarantee every ring we make.

M. B. BRYANT 0 CO.
7 Maiden Lane, New York

Trade-Mark

THE BOOK THAT MAKES ENGRAVERSThe only really practical book on the 4r, 904 3e .4.3rt Igunrarvinn,, which has been compiled byengraver's al t is the well-known treatise
one who is not only an expertengraver but a successful teacher of engraving. By the study of this book alone, and without the aid of any instructor, hundreds of successful engravers have madethemselves masters of their work and worthy of the highest salaries obtainable in their line. The author has embodied in tie volume his own successful methods,which are so well known to the hundreds of expert engravers whom he has instructed in the art in the past twenty years.

Sent postpaid to any part of the world on receipt of price $1.50
Published by

809 N. 19th Street, Philadelphia, Pa.THE KEYSTONE PUBLISHING COMPANY 1201 Heyworth Building, Chicago, Ill.
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Phillip R. Cook, of S. 0. Bigney & Co., recently
attended the commencement exercises at Amherst.

Albert Sweetland, father of Louis I. Sweetland,
a local manufacturer, died recently at his home
in North Attleboro, after a brief illness.

Marshal Patterson has returned from a business
trip in the interest of McRae & Keeler.
At a recent meeting of the Attleboro Savings &

Loan Association resolutions were adopted on the
death of Arthur B. Carpenter, one of the town's
prominent business men.
The following dates have been chosen by the

Attleboro jewelers during which their factories will
be closed for the annual vacation period: June
29 to July 15. Standard Button Company, W.
H. Saart Company; July 27 to August 5—McRae
& Keeler, D. F. Briggs Company, C. A. Marsh &
Company, H. E. Clap & Company, Electric Chain
Company, C. M. Robbins Company, R. F. Sim-
mons Company, Bliss Brothers, Smith & Richard-
son. July 27 to August 10—Fontneau & Cook.
The North Attleboro firms will close as follows:
July 20 to August 5—Sturtevant & Whiting,
Frank M. Whiting Company; July 25 to August
5—W. H. Bell Company, July 27 to August 30—
M. Draper Company, Cheever, Tweedy & Com-
pany, John P. Bonnett & Son, H. D. Merritt
Company, J. F. Sturdy Sons Company, W. G.
Clark & Company; July 27 to August 12—Doran,
Bagnall & Company and F. H. Cutler & Company,

Herbert Bliss, of Bliss Brothers, is enjoying his
vacation at West Barrington, R. I.
Thomas Carpenter, of Horton & Angell, is spend-

ing the summer at Megansett, R. I.
Bliss Brothers Company, Attleboro, Mass., will

be closed for two weeks beginning with July 20,
for the purpose of overhauling their machinery and
renovating the factory throughout.
Some very exciting golf took place on July 4,

at the Highland Country Club, Attleboro, Mass.
The contestants were all well known jewelers of
Attleboro and North Attleboro. C. F. Emerson,
the genial traveling salesman for W.* S. Blacking-
ton, North Attleboro, won the first prize;
his score being 37 and 41, making a total of
78, less 10 points for handicap making a final net
score of 68. R. L. Pullen won a silver medal for
the first best Gross playing; his score being 38 and
48, less a handicap of 6 making a net of 72 points.
Frank Rounsville, of C. A. Marsh & Co., tied with
Dr. Reese for second best net secore, and the tie is
to be played over to see who finally is to get the
bronze medal offered as a prize. Mr. Rounsville's
score was 41 and 42 less a handicap of 12, and Dr.
Reese was 44 and 40 less a handicap of 13, making
a net score of 71. Many Attleboro jewelers are
enthusiastic golf players. The chief mover in the
club is H. C. Bliss, of Bliss Brothers Company, who
is official score keeper and chairman of the execu-
tive and entertainment committee. Mr. Bliss is
an enthusiast and spends many of his leisure hours
discussing the many points of the game.

NORTH ATTLEBORO

North Attleboro, Mass., June 12.—George A.
Chisholm, salesman for Bugbee & Niles Company,
sailed recently for Sweden on the Finland. He will
take part in the Olympic games. The perform-
ance of Chisholm in last year's events is still fresh
in the minds of his friends. Before leaving he was
presented with a handsome bouquet of flowers by
the North Attleboro Jewelers' Club. The presen-
tation was made by Frank Kennedy, salesman for
Paye & Baker Company, who was delegated for
that purpose. There was also a handsome bouquet
for Hugh Maguire, the North Attleboro runner,
who will also take part in the games.
Frank Gilbert has been calling on the Boston

trade in the interest of F. S. Gilbert Company.
E. D. Sturtevant, of Sturtevant & Whiting, has

returned from an extended visit in Lexington.
Oron W. Clifford and Louis Freeman were the

jewelers who had charge of the recent Board of
Trade supper.

George Semple, New York salesman for W. & S.
Blackinton, is receiving the sympathy of many
friends on account of the death of his mother which
occurred recently at North Attleboro.

Henderson W. Watson, a plater at the factory of
J. J. Sommer & Company, resigned his position
recently in order to enjoy a well earned rest. He
had been with the concern for over thirty years
and had an enviable record as a workman. As he
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was about to leave the factory he was presented
with a handsome gold watch and chain, by his
fellow workmen and members of the firm.

William H. Bell, of Attleboro Falls, of the W. H.
Bell Company, will have to lay aside his business
occasionally during the coming year to attend to
new duties as president of the Board of Trade
he was elected to this office at the June meeting.
Louis Freemen, A. Alton Hall, John L. Thompson,
George G. Wheeler, of W. & S. Blackington Corn-
pany and William Miller, all manufacturers are on
the board of directors, and will assist Mr. Bell
in making the Board of Trade as successful as
possible during the year.

William Sunderland has gone west with the
sample cases of F. M. Whiting & Company.

Bruce Franklin, one of the local salesmen is home
from a business trip.

S. G. Mandallian is home from a business trip
for Mandallian & Hawkins.
The executive committee of the Board of Trade

is composed of Carl Hempell of F. L. Shepardson
Company, Orrin Clifford of the Webster Company,
and W. H. Bell.

Walter Cassells, head of the shipping depart-
ment of Mandallian & Hawkins, was united in
marriage recently to Miss Annie Carolan.
Frank Waite of the Webster Company, offers a

week's outing to the person selling the most tickets
for the recent drama held under the auspices of the
Y. M. C. A. The fund derived from the affair
will be used for an outing for the boys.
Many of the local jewelers regret that the annual

mid-summer outing of the Jewelers' and Silver-
smiths' Association is to be omitted this year. It
has always been attended by a good crowd from
North Attleboro and they have always enjoyed the
outing.

Arthur S. Bishop, of the Bishop Company, had
one of his legs amputated recently as the result of
blood poisoning which developed in his foot. His
condition was serious for a time, but he is now
improving.

Louis Freeman, of Straker & Freeman, and
Frank Waite, of the Webster Company, have
been spending a vacation in New Hampshire.
The Whiting & Davis employes will enjoy

an outing at the Pomham Club, Narragansett Bay,
July 13, and they anticipate an excellent time.
There will be a shore dinner and sports of various
kinds.
The H. F. Barrows Company has been running

its plant thirteen hours a day to meet the demand
for goods, and have things in readiness for the
annual vacation period.
Fred E. Sturdy, Jr., of J. F. Sturdy Sons' Com-

pany, has been spending his vacation in New
Hampshire.
John Killion has accepted a position as foreman

of the Boss & Baldwin Company.
Daniel Sunderland is on the road with the

samples of the F. M. Whiting Company.
The Superior Novelty Company, is the name of a

new concern that has started in business in the
Bliss building.

BOSTON

Notorious Jewelry Thieves Finally Sentenced—
Plea for Mercy Unavailing—Jewelry Theft from
Hotel in This City

Boston, June 10.—Harry Rothstein, chief
government witness, in the Ullian jewelry robbery,
in which he himself had a part, was sentenced to
one year in the House of Correction recently by
Judge Pierce, in the Superior Criminal Court.
He had turned state's evidence, and thus got off
with a comparatively light penalty. Stanislaus
Krosowfki, who was charged with the same crime,
pleaded not guilty and had his case placed on file.
He had already served a sentence of one and one-
half years. Joseph and Jacob Goldberg, who
were recently granted a new trial, because of
errors in the one which resulted in their being
sentenced to fourteen to sixteen years each, at
Charlestown, again were found guilty recently and
were immediately sentenced. Joseph, the elder,
was given twelve to fourteen years in state prison,
and Jacob ten to twelve. Jacob made an eloquent
plea for clemency referring to his wife and children

in such a manner that there were many of the spec-
tators visibly affected.
The suite of a wealthy guest at the Hotel

Somerset on Commonwealth avenue, Back Bay,
was entered recently, in some mysterious manner,
and jewelry valued at about $15,000 stolen. The
hotel management disclaimed any knowledge of the
theft, but notwithstanding, detectives of a local
agency are working on the case. Inquiry about
the hotel did not bring to light any clue as to the
owner of the property, or the gems stolen. The
local police have not been consulted, but this is
not unusual as the hotel management employs
operatives from a local detective agency to guard
the property of those attending social functions
at the hotel. Superintendent George Teith, who
is manager of the Pinkerton detective agency is
out of town, and it is believed that he is giving the
matter his personal attention.
R. Stanley Sanderson, head retail salesman for

the Shreve, Crump & Low Company, resigned
his position with that firm July 1, to accept one
with Hodgson, Kennard & Co., of State and Devon-
shire streets. Benjamin Hill, formerly with the
Shreve, Crump & Low Company, is in the watch
department of Hodgson, Kennard & Co.
The sterling silver cups for the country clubs'

June race trophies were furnished by W. G. Wood
& Sons. Among them was a replica of the famous
Chamblet steeplechase memorial cup, a "Bunker
Hill" $100 cup, canteen shape, for army officers;
a horseshoe tray and various other articles of value
in sterling silver.
Henry Sambrini, manufacturing jeweler and dia-

mond setter, 21 Bromfield street, now occupies
rooms 508, 510 and 512, in that building.

I. Waeshaner, of this city, sailed for Europe,
June 25, on the Ryndam.
F. L. Franks has entered the employ of Alfred E.

Meyers, as salesman.
The New England Watchmakers' Club voted at

its recent meeting to hold its outing, August 18,
at Squantum.
Mr. Lovejoy, of Shreve, Crump & Low Company

Tremont street, is quite well settled in his new
cottage at Squantum, Mass. Mr. Lovejoy could
watch the Squantum Aero meet, from his veranda.

William May, of Charles May, and son, spent
a fortnight recently, with his family at Jefferson,
N. H.
Joseph C. Batchelder and Howard A. Martin, of

Smith, Patterson Company, have been in New
York and Connecticut recently, buying goods for
the concern.
A. A. Beales, salesman for J. J. Kingsley, of

Cith Hall avenue, is enjoying an outing at Lake
Winnipesaukee.

George E. Homer, 45 Winter street, who manu-
factures the souvenir spoons of the Ancient and
Honorable Artillery Company, has made a 14-
karat gold one, which is to be presented to Lady
Denbigh, wife of the commander of the Honorable
Artillery Company, of London.
Samuel G. Learned, of Learned & Schnetzer,

and E. E. Poole, of Roxbury, are charter members
of the new commandery of the Knights of Malta,
in Boston.

Miss Margaret Todd, of the wholesale depart-
ment of Smith, Patterson Company, was married
June 18, to Alexander McIntosh, of Chicago.

George E. Homer, Winter street, who is first
sergeant of the Ancient and Honorable Artillery
Company, sailed for England, July 2, with the
company.
A. Thomas Tudor, manager for the F. F. Place

Company, recently returned from an outing at
Narragansett Pier.
F. H. Lougee, salesman for the E. B. Horn Com-

pany, has returned from a vacation to New Hamp-
shire.

Heller & Atkins, of the Washington building,
have made improvements in their office, adding
to the furnishings and erecting a new iron lattice
railing.
The Golden Lathe Repairing Company, who

formerly occupied a portion of Joseph Cowan's
salesroom, in the Jewelers' building, has moved to
room 493, Paddock building, corner of Tremont
and Bromfield streets.

S. Bernstein, who now has a jewelry store on
Washington street, nearly opposite the old South
Church, and another on Hanover street, is planning
the opening of four other Boston stores.
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Wisconsin Association Convention
Attracts Notably Large Attendance

The Model State Organization Holds Most Successful Meeting—Story of Progress in
Membership and Achievement—Mutual Fire Insurance to be Again Taken
Over by Association

Milwaukee, Wis., June 12.—Many important
questions affecting the organization movement andjewelry interests in general, both local and national,were discussed at the seventh annual conventionof the Wisconsin Retail Jewelers' Association, heldat Milwaukee July 9-11. It was an unusually.
successful gathering from the standpoint of work
done by the convention as well as exhibits. The
attendance was very good, nearly 200 members
participating.
The progress made by the association, as shown

by the reports of various officers, clearly and defin-itely defines the work of this organization as themost progressive of any state organizationidentified with the association movement. It canbe truthfully said of the Wisconsin organizationthat it is truly representative of the best jewelryinterest of that state. The report of SecretaryAnderson showed that at the present time fortyper cent of the retail jewelers of Wisconsin are paid-up members. There are approximately 625 jewel-ers in this state and 288 are paid-up activemembers. This is an excellent showing and one onwhich the officers of the association, as well asthe jewelers of Wisconsin, are to be congratulated.
Perhaps no other factor has contributed somuch towards the expansion of this associationas has the local and district jewelers' club move-ment, and in no state are the jewelers drawn

together by more social and friendly ties than inWisconsin. The jewelers of 194 towns in the stateare members of the state organization and everycounty within the state, except five, is identifiedwith the organization in some way. Wisconsinmay not have been the first state to conceive theidea of local jewelers' clubs, but it has, at least,developed it more successfully than has any otherstate. Since the last convention the jewelers ofsouthern Wisconsin organized themselves into adistrict club at Janesville and the organizationis now doing excellent work for the jewelers ofthat part of the state. Counties in northern
Wisconsin will be organized within the very nearfuture, as preliminary steps have already beentaken by the state body. F. S. Austin, of Ashland,Wis., has the movement in charge.
The convention was held in Milwaukee'shandsome new auditorium, where were also theexhibits. Milwaukee jobbing houses did muchtowards making the convention and exhibits asuccess. The exhibit room of the auditorium is anideal place for jewelry exhibits. The permanentbooths are constructed with a special endeavor tosecure display value. They were uniform in size

and construction and afforded an opportunity for
jewelry displays thus far L unexcelledat any
convention, either state or national.
Frances A. Cannon, president of the Citizens'

Business Men's League of Milwaukee, welcomed
the jewelers to that city and invited them to con-tinue to make it their permanent meeting place.
President Gustave Keller responded and then
presented his annual report. This report is wortha careful reading. It contains an interesting
history of the movement of that state. It is asfollows:

President Keller's Address

With great pleasure, I take this opportunity of
officially greeting you, bidding you welcome toour annual gathering in this magnificent conven-
tion hall, and presenting to you my annual reportas state president.
The fact that your officers felt the need of

engaging larger and more commodious convention
quarters is evidence that the past year has beenone of unusual success for our organization. It has
grown stronger, in number and in spirit.
In my report to the last state convention, I

reported 225 members in good standing. Today,it is my proud privilege of reporting 288, an
increase of 63 members. Not only have we addedto our strength by this acquisition of new members,but we have still further increased our efficiencyas an organization, by cementing still more closelythe bonds of union through the organization of
four more Jewelers' Clubs, to wit: The Chippewa
Valley Jewelers' Club, The Northern Wisconsin
Jewelers' Club, The Southern Wisconsin Jewelers'
Club, and the Milwaukee District Jewelers' Club,
the latter being an extension of the Milwaukee
Jewelers' Club.
This gives us to date eight jewelers' clubs in our

state. There should be no cessation of effort until
every section or district of our state is thus or-
ganized.
I am pleased to report that your officers were metin a most kindly spirit by our brother jewelers ofthe districts organized, and good results are

looked for.
Let the jewelers of other sections awake and

organize likewise, for nothing brings the jewelers
closer together than these clubs.
The financial condition of our association is

most satisfactory. The report of our treasurer,I am sure, will prove this to you most conclusively.
Our treasury having been thus, made it possible
for your officers to undertake work and do things,

which could not have been done otherwise, due to
expense involved.
As you all observed, a most excellent souvenir

program has again been issued. I am sure I donot expose ourselves to the charge of egotism whenI say, that I do not think a finer one is issued byany retail jewelers' organization in the land.
Special credit must again be given our worthystate treasurer, Mr. Stecher, who had personal

direction of its issuance. A copy of this souvenirwas mailed to each jeweler of Wisconsin and
upper Michigan, irrespective of whether he was amember of our organization or not; to every
advertiser in the book, and to such others as wethought might be interested. A complete detailed
report on the souvenir will be made by thetreasurer.
For some years, we have been working to makethe exhibits a feature of our conventions. Proper

accommodations have heretofore seriously inter-fered with making them the success desired.
That we might be able to offer these accommoda-tions was another reason why we engaged thesenew quarters. I am sure that a view at the exhibitswill convince all of the wisdom of the action of yourofficers.
In establishing the rental rate for the exhibit

booths, the rate was fixed at an amount so as topay the actual expense. It was not the desire tomake any money for the association. The treasurerwill report fully on this.
It will be our aim during the convention to setaside sufficient time so that all may duly view the

exhibits and place such orders as they choose.
I urge upon all therefore, to show their apprecia-tion to the exhibitors in every possible way; onthe other hand, I ask of the exhibitors, their fullest

co-operation.
Last year, I had the proud privilege of reportingto the state conventions, the enactment of a

stamping law by the previous legislature. It will
behoove the state officers to now find ways andmeans to enforce this law.

Furthermore, before our association meetsagain in annual convention, another session of our
legislature will be held.
I recommend the appointment of a legislative

committee whose duty it shall be to co-operate
with the state officers of our association to theend that we secure such amendments and new
laws as will be mutually beneficial to the publicand our business. All work should not be burdened
upon the officers alone; furthermore, all wisdomis not confined to a few.
Another examination of watchmakers has been

held. I regret to be obliged to report that not as
large a number presented themselves as we had a
reason and a right to expect. We lay the blame in
large part to our membership. Every member of
our association was addressed and urged to take,
or have watchmakers employed, take the examina-
tion. We incline to the belief that little or no
interest was taken by those addressed. This is
wrong. If we jewelers want to place watchmaking
upon a higher plane of efficiency, we jewelers mustdo it. No one else will. In my humble judgment,
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this is one of the serious questions confronting
our craft, and we can not dedicate ourselves to
more honorable effort than to raise the vocation of
watchmaking from the low estate to which it has
fallen to the plane which it should occupy. We will
not do this unless we take hold as becomes honor-
able and unselfish men and citizens. I sincerely
trust that this question will be given grave con-
sideration by this convention.
I want to take this occasion of thanking most

sincerely, on behalf of the association, the members
of the examining board. I am aware that they
have become discouraged because of the apparent
apathy displayed, but want to bid them to take
heart, by reminding them, that nearly all great
reforms come slowly, sometimes painfully, dis-
cow agingly, slow. A complete report, no doubt,
will be made in due time by the chairman of the
board, Mr. Theodore Schelle.
Much other work has been done during the past

twelve months by your state officers.
The sterling silver question (a fair profit to the

retailer) has been consistently pushed. By virtue
of the fact that our delegates to the Richmond
Convention, Mr. Stecher and Mr. Hess, succeeded
in having our distinguished secretary, Mr. Ander-
son elected a member of the Executive Board of
the National Association, we were better enabled
to exert our influence to have the national body
take up this question with greater vigor. Those
of you who keep in touch with things pertaining
to our trade, have no doubt observed a very
changed attitude on the part of many sterling
silver houses. I feel confident the clouds are
breaking and we will soon have the pleasure of
beholding the sun of "fair profit" peering through.
There must be no "let up" however, on our part.

Another subject which has received much
investigation, and attention is that of fraudulent
advertising. No doubt, we will find it necessary
to seek relief from the legislature by asking the
enactment of a law against this evil. Our worthy
state secretary will no doubt report fully upon
what has been done concerning fraudulent adver-
tising.
The fixed selling price has been attacked in

Congress, and the attempt made to do away with
it, a bill being before Congress at this time. The
influence of the various associations and individual
members have been invoked to the end that the
bill may be defeated, and we are in hopes that it
will be. Here is again shown, as has been shown
before, the absolute necessity of an organization
and organizations, which can act quickly when
necessary, and with power behind them. Little
attention will be paid to a single jeweler, or even
a small number of them. It is an entirely different
proposition when a national organization and state
organizations, through their respective officers,
backed by an alert and patriotic membership,
make a request. They will at least receive a
respectful hearing, and the subject matter pre-
sented will be given due consideration.

Practically all of the many questions which we
have considered, still confront us. Many are near
solution, conditions in many directions have been
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improved. Iemust be admitted that mighty strides
in the right direction have already been made and
yet, we are only in the beginning of our work.
Let us not forget that we have been passing through
and are still in the "brick and mortar period"
of our work. We have been and are only building
up the organization and organizations necessary
to do the work.
I was reading the address, the other day made

by the secretary of our National Organization,
Mr. Claude Wheeler, before the Oklahoma Con-
vention, in which he stated that there were from
twenty to twenty-four thousand jewelers in the
United States and that the membership at the time
of the Richmond convention last year, was 2,583.
Is there anyone who will contend that we are out
of our swaddling clothes, and who would expect
extraordinary results at this time?
I dare not pass on, without also repeating to

you praise given to our association by Mr. Wheeler,
in this same address, when he said "Wisconsin is
the liveliest association in the national organization
without any exception." I repeat this not to make
yourself satisfied, but rather to put you on your
honor, and bid you to live up to the motto of our
state—" Forward, Onward "—and not rest until
every jeweler worthy of the name is enrolled.
As you noted from circulars and matter sent

you, the question of Mutual Fire Insurance will be
again brought to your attention. Give this your
profound consideration.
You will observe from the program that addi-

tional time has been set aside for executive sessions.
Your officers have done this upon the imperative
request of many interested members. We sincerely
trust that our visitors, manufacturing and jobbing
friends, will not view this as discourteous to them.
There is no such intention on our part. These
executive sessions have proven unusually interest-
ing and valuable to the members; hence the
demand.
The Question Box will be one of the features of

these sessions, and we trust that no member will
leave this convention with any question on his
mind which he has not presented directly or
through the medium of this box.
You will observe from the program that we have

arranged for strong interesting addresses, and we
trust that all may be not only enjoyable but of
profit to you.
In connection with this, I might say, that your

state officers, would be only too thankful to you,
if in due time, prior to the convention, you would
suggest subjects and speakers to them. The task
of arranging a suitable program and securing
speakers is not an easy one.
Our conventions should be " summer schools" for

us. Let us arrange our programs accordingly, so
that we will always leave the convention feeling
that we have gathered additional information.
In connection with this, I desire to pay my com-

pliments to our trade journals. They are doing
truly grand work in the field of education for the
jeweler and are making themselves more and more
valuable to him. "More strength to their arm."
In conclusion, permit me to say that I hope that

every one will be present and enter into the full
spirit of this convention. That every question
will be fully and fairly discussed. We may not
agree on all things. Remember what I stated last
year, "it is the contact of ideas that produces
light," and light is what we are looking for.
I will try and be fair and impartial in all my

rulings. If I err, as I am sure I will, ascribe it
to my head and not my heart.

Before concluding, I want to thank each and
every member of our association for their interest
in our organization; I want to thank everyone who
arranged to attend this convention; I want to
thank most profoundly my colleagues on the
State Board, for their uniform kindness, their
splendid consideration, and their loyal support.

Gentlemen of the convention, to this friendly
attitude among your state officers, one to the other,
I believe you can ascribe in large part at least,
the success of the organization.
I do not feel that I would have done my full

duty, if I did not again call attention in special
manner, to the meritorious work of our worthy
state secretary and worthy state treasurer during
the past year. To labor with them is not work but
a pleasure, and I repeat what I said last year,
"you can not express your thanks to them too
warmly."

No better idea of the work accomplished by this
organization can be gained from any source than
by a careful reading of Secretary A. W. Anderson's
annual report. It will be noted that the secretary
places special stress upon the work done by the
association during the past year in expanding the
local and district club organization movement.
In order to make this movement successful the
officers of the association not only relied upon
circular letters sent out by the secretary for which
a special appropriation was made at the last con-
vention, but the officers and some of the members
visited the several cities in person in order to get
the jewelers together. The report is as follows:

Secretary Anderson's Report

Fellow Jewelers: It is with a great deal of pleas-
ure and much confidence in the future that I submit
my second report of the work of the association.
The past year has seen an awakening of interest

among the jewelers of our state that can not be
taken but as evidence of a new and larger growth
for our organization; a broadening of its activities
and a widening of its influence among the trade in
general.
The necessity for organization is today generally

acknowledged where a few years ago it was met
with skepticism and distrust. Wisconsin jewelers
enjoy the proud distinction of being an as alert
and keen a body of business men as can be found
in the jewelry world today. This verdict comes
to us from those who know through contact with
jewelers of many states, and the experience of your
officers bears out this assertion.
The manufacturers and jobbers will assent to

this decision and their own words will give added
evidence to the facts. The success of the Wis-

SENTATIVE ATTENDANCE OF WISCONSIN TRADE
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Wisconsin Association Convention
Attracts Notably Large Attendance

The Model State Organization Holds Most Successful Meeting—Story of Progress in
Membership and Achievement—Mutual Fire Insurance to be Again Taken
Over by Association

Milwaukee, Wis., June 12.—Many important
questions affecting the organization movement and
jewelry interests in general, both local and national,
were discussed at the seventh annual convention
of the Wisconsin Retail Jewelers' Association, held
at Milwaukee July 9-11. It was an unusually
successful gathering from the standpoint of work
done by the convention as well as exhibits. The
attendance was very good, nearly 200 members
participating.
The progress made by the association, as shown

by the reports of various officers, clearly and defin-
itely defines the work of this organization as the
most progressive of any state organization
identified with the association movement. It can
be truthfully said of the Wisconsin organization
that it is truly representative of the best jewelry
interest of that state. The report of Secretary
Anderson showed that at the present time forty
per cent of the retail jewelers of Wisconsin are paid-
up members. There are approximately 626 jewel-
ers in this state and 288 are paid-up active
members. This is an excellent showing and one on
which the officers of the association, as well as
the jewelers of Wisconsin, are to be congratulated.
Perhaps no other factor has contributed so

much towards the expansion of this association
as has the local and district jewelers' club move-
ment, and in no state are the jewelers drawn
together by more social and friendly ties than in
Wisconsin. The jewelers of 194 towns in the state
are members of the state organization and every
county within the state, except five, is identified
with the organization in some way. Wisconsin
may not have been the first state to conceive the
idea of local jewelers' clubs, but it has, at least,
developed it more successfully than has any other
state. Since the last convention the jewelers of
southern Wisconsin organized themselves into a
district club at Janesville and the organization
is now doing excellent work for the jewelers of
that part of the state. Counties in northern
Wisconsin will be organized within the very near
future, as preliminary steps have already been
taken by the state body. F. S. Austin, of Ashland,
Wis., has the movement in charge.
The convention was held in Milwaukee's

handsome new auditorium, where were also the
exhibits. Milwaukee jobbing houses did much
towards making the convention and exhibits a
success. The exhibit room of the auditorium is an
ideal place for jewelry exhibits. The permanent
booths are constructed with a special endeavor to
secure display value. They were uniform in size

and construction and afforded an opportunity for
jewelry displays thus far unexcelled at any
convention, either state or national. •

Frances A. Cannon, president of the Citizens'
Business Men's League of Milwaukee, welcomed
the jewelers to that city and invited them to con-
tinue to make it their permanent meeting place.
President Gustave Keller responded and then
presented his annual report. This report is worth
a careful reading. It contains an interesting
history of the movement of that state. It is as
follows:

President Keller's Address

With great pleasure, I take this opportunity of
officially greeting you, bidding you welcome to
our annual gathering in this magnificent conven-
tion hall, and presenting to you my annual report
as state president.
The fact that your officers felt the need of

engaging larger and more commodious convention
quarters is evidence that the past year has been
one of unusual success for our organization. It has
grown stronger, in number and in spirit.
In my report to the last state convention, I

reported 225 members in good standing. Today,
it is my proud privilege of reporting 288, an
increase of 63 members. Not only have we added
to our strength by this acquisition of new members,
but we have still further increased our efficiency
as an organization, by cementing still more closely
the bonds of union through the organization of
four more Jewelers' Clubs, to wit: The Chippewa
Valley Jewelers' Club, The Northern Wisconsin
Jewelers' Club, The Southern Wisconsin Jewelers'
Club, and the Milwaukee District Jewelers' Club,
the latter being an extension of the Milwaukee
Jewelers' Club.

This gives us to date eight jewelers' clubs in our
state. There should be no cessation of effort until
every section or district of our state is thus or-
ganized.
I am pleased to report that your officers were met

in a most kindly spirit by our brother jewelers of
the districts organized, and good results are
looked for.
Let the jewelers of other sections awake and

organize likewise, for nothing brings the jewelers
closer together than these clubs.
. The financial condition of our association is
most satisfactory. The report of our treasurer,
I am sure, will prove this to you most conclusively.
Our treasury having been thus, made it possible
for your officers to undertake work and do things,

which could not have been done otherwise, due to
expense involved.
As you all observed, a most excellent souvenir

program has again been issued. I am sure I do
not expose ourselves to the charge of egotism when
I say, that I do not think a finer one is issued by
any retail jewelers' organization in the land.

Special credit must again be given our worthy
state treasurer, Mr. Stecher, who had personal
direction of its iss.uance. A copy of this souvenir
was mailed to each jeweler of Wisconsin and
upper Michigan, irrespective of whether he was a
member of our organization or not; to every
advertiser in the book, and to such others as we
thought might be interested. A complete detailed
report on the souvenir will be made by the
treasurer.
For some years, we have been working to make

the exhibits a feature of our conventions. Proper
accommodations have heretofore seriously inter-
fered with making them the success desired.
That we might be able to offer these accommoda-
tions was another reason why we engaged these
new quarters. I am sure that a view at the exhibits
will convince all of the wisdom of the action of your
officers.
In establishing the rental rate for the exhibit

booths, the rate was fixed at an amount so as to
pay the actual expense. It was not the desire to
make any money for the association. The treasurer
will report fully on this.
It will be our aim during the convention to set

aside sufficient time so that all may duly view the
exhibits and place such orders as they choose.
I urge upon all therefore, to show their apprecia-

tion to the exhibitors in every possible way; on
the other hand, I ask of the exhibitors, their fullest
co-operation.
Last year, I had the proud privilege of reporting

to the state conventions, the enactment of a
stamping law by the previous legislature. It will
behoove the state officers to now find ways and
means to enforce this law.

Furthermore, before our association meets
again in annual convention, another session of our
legislature will be held.
I recommend the appointment of a legislative

committee whose duty it shall be to co-operate
with the state officers of our association to the
end that we secure such amendments and new
laws as will be mutually beneficial to the public
and our business. All work should not be burdened
upon the officers alone; furthermore, all wisdom
is not confined to a few.
Another examination of watchmakers has been

held. I regret to be obliged to report that not as
large a number presented themselves as we had a
reason and a right to expect. We lay the blame in
large part to our membership. Every member of
our association was addressed and urged to take,
or have watchmakers employed, take the examina-
tion. We incline to the belief that little or no
interest was taken by those addressed. This is
wrong. If we jewelers want to place watchmaking
upon a higher plane of efficiency, we jewelers must
do it. No one else will. In my humble judgment,
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this is one of the serious questions confronting
our craft, and we can not dedicate ourselves to
more honorable effort than to raise the vocation of
watchmaking from the low estate to which it has
fallen to the plane which it should occupy. We will
not do this unless we take hold as becomes honor-
able and unselfish men and citizens. I sincerely
trust that this question will be given grave con-
sideration by this convention.
I want to take this occasion of thanking most

sincerely, on behalf of the association, the members
of the examining board. I am aware that they
have become discouraged because of the apparent
apathy displayed, but want to bid them to take
heart, by reminding them, that nearly all great
reforms come slowly, sometimes painfully, dis-
couragingly, slow. A complete report, no doubt,
will be made in due time by the chairman of the
board, Mr. Theodore Schelle.
Much other work has been done during the past

twelve months by your state officers.
The sterling silver question (a fair profit to the

retailer) has been consistently pushed. By virtue
of the fact that our delegates to the Richmond
Convention, Mr. Stectwr and Mr. Hess, succeeded
in having our distinguished secretary, Mr. Ander-
son elected a member of the Executive Board of
the National Association, we were better enabled
to exert our influence to have the national body
take up this question with greater vigor. Those
of you who keep in touch with things pertaining
to our trade, have no doubt observed a very
changed attitude on the part of many sterling
silver houses. I feel confident the clouds are
breaking and we will soon have the pleasure of
beholding the sun of "fair profit " peering through.
There must be no "let up" however, on our part.

Another subject which has received much
investigation, and attention is that of fraudulent
advertising. No doubt, we will find it necessary
to seek relief from the legislature by asking the
enactment of a law against this evil. Our worthy
state secretary will no doubt report fully upon
what has been done concerning fraudulent adver-
tising.
The fixed selling price has been attacked in

Congress, and the attempt made to do away with
it, a bill being before Congress at this time. The
influence of the various associations and individual
members have been invoked to the end that the
bill may be defeated, and we are in hopes that it
will be. Here is again shown, as has been shown
before, the absolute necessity of an organization
and organizations, which can act quickly when
necessary, and with power behind them. Little
attention will be paid to a single jeweler, or even
a small number of them. It is an entirely different
proposition when a national organization and state
organizations, through their respective officers,
backed by an alert and patriotic membership,
make a request. They will at least receive a
respectful hearing, and the subject matter pre-
sented will be given due consideration.

Practically all of the many questions which we
have considered, still confront us. Many are near
solution, conditions in many directions have been

improved. Ifmust be admitted that mighty strides
in the right direction have already been made and
yet, we are only in the beginning of our work.
Let us not forget that we have been passing through
and are still in the "brick and mortar period"
of our work. We have been and are only building
up the organization and organizations necessary
to do the work.
I was reading the address, the other day made

by the secretary of our National Organization,
Mr. Claude Wheeler, before the Oklahoma Con-
vention, in which he stated that there were from
twenty to twenty-four thousand jewelers in the
United States and that the membership at the time
of the Richmond convention last year, was 2,683.
Is there anyone who will contend that we are out
of our swaddling clothes, and who would expect
extraordinary results at this time?
I dare not pass on, without also repeating to

you praise given to our association by Mr. Wheeler,
in this same address, when he said "Wisconsin is
the liveliest association in the national organization
without any exception." I repeat this not to make
yourself satisfied, but rather to put you on your
honor, and bid you to live up to the motto of our
state—" Forward, Onward "—and not rest until
every jeweler worthy of the name is enrolled.
As you noted from circulars and matter sent

you, the question of Mutual Fire Insurance will be
again brought to your attention. Give this your
profound consideration.
You will observe from the program that addi-

tional time has been set aside for executive sessions.
Your officers have done this upon the imperative
request of many interested members. We sincerely
trust that our visitors, manufacturing and jobbing
friends, will not view this as discourteous to them.
There is no such intention on our part. These
executive sessions have proven unusually interest-
ing and valuable to the members; hence the
demand.
The Question Box will be one of the features of

these sessions, and we trust that no member will
leave this convention with any question on his
mind which he has not presented directly or
through the medium of this box.
You will observe from the program that we have

arranged for strong interesting addresses, and we
trust that all may be not only enjoyable but of
profit to you.
In connection with this, I might say, that your

state officers, would be only too thankful to you,
if in due time, prior to the convention, you would
suggest subjects and speakers to them. The task
of arranging a suitable program and securing
speakers is not an easy one.
Our conventions should be "summer schools" for

us. Let us arrange our programs accordingly, so
that we will always leave the convention feeling
that we have gathered additional information.
In connection with this, I desire to pay my corn-

pliments to our trade journals. They are doing
truly grand work in the field of education for the
jeweler and are making themselves more and more
valuable to him. "More strength to their arm."
In conclusion, permit me to say that I hope that
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every one will be present and enter into the full
spirit of this convention. That every question
will be fully and fairly discussed. We may not
agree on all things. Remember what I stated last
year, "it is the contact of ideas that produces
light," and light is what we are looking for.
I will try and be fair and impartial in all my

rulings. If I err, as I am sure I will, ascribe it
to my head and not my heart.

Before concluding, I want to thank each and
every member of our association for their interest
in our organization; I want to thank everyone who
arranged to attend this convention; I want to
thank most profoundly my colleagues on the
State Board, for their uniform kindness, their
splendid consideration, and their loyal support.

Gentlemen of the convention, to this friendly
attitude among your state officers, one to the other,
I believe you can ascribe in large part at least,
the success of the organization.
I do not feel that I would have done my full

duty, if I did not again call attention in special
manner, to the meritorious work of our worthy
state secretary and worthy state treasurer during
the past year. To labor with them is not work but
a pleasure, and I repeat what I said last year,
"you can not express your thanks to them too
warmly."

No better idea of the work accomplished by this
organization can be gained from any source than
by a careful reading of Secretary A. W. Anderson's
annual report. It will be noted that the secretary
places special stress upon the work done by the
association during the past year in expanding the
local and district club organization movement.
In order to make this movement successful the
officers of the association not only relied upon
circular letters sent out by the secretary for which
a special appropriation was made at the last con-
vention, but the officers and some of the members
visited the several cities in person in order to get
the jewelers together. The report is as follows:

Secretary Anderson's Report

Fellow Jewelers: It is with a great deal of pleas-
ure and much confidence in the future that I submit
my second report of the work of the association.
The past year has seen an awakening of interest

among the jewelers of our state that can not be
taken but as evidence of a new and larger growth
for our organization; a broadening of its activities
and a widening of its influence among the trade in
general.
The necessity for organization is today generally

acknowledged where a few years ago it was met
with skepticism and distrust. Wisconsin jewelers
enjoy the proud distinction of being an as alert
and keen a body of business men as can be found
in the jewelry world today. This verdict comes
to us from those who know through contact with
jewelers of many states, and the experience of your
officers bears out this assertion.
The manufacturers and jobbers will assent to

this decision and their own words will give added
evidence to the facts. The success of the Wis-

CONVENTION PHOTO SHOWING LARGE AND REPRE
SENTATIVE ATTENDANCE OF WISCONSIN TRADE
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consin Retail Jewelers' Association has been brought
about largely through the individual members,
every one of whom shows a vital interest in the
work and an aggressive attitude in the advance-
ment of its endeavors.
The local clubs of the state diffuse the enthu-

siasm evident at every state convention, and the
pot of activity and interest is kept constantly
boiling at these numerous gatherings of jewelers
at frequent intervals throughout the year.
That the financial returns to the jewelers of

these local clubs have been no mean item is amply
attested by men who have kept an eye on the
figures of the cash register before and after the
communities of interest were established; and
thus are justified the claims that are always made
before the establishment of a district club, that
the results will not be evident merely in good feel-
ing, new enjoyment in the pursuit of our business,
but also in actual and real dollars and cents.
This end can not but be attained when all work

in harmony for the purpose of obtaining the due
return for service rendered the public.
And as an organization we are still in our child-

hood. We live to learn and I am glad to say that
we are getting wiser day by day, and feel that in
the near future we will have discovered all the
leaks through which our dollars have been lost;
plug them up and live comfortably ever after.

Growth of the Association

In July, 1909, we had 130 members; July, 1910,
180 members; July, 1911, 233 members, and,
today I am pleased to report that we carry on our
books 288 as members of this association.
One member was dropped because we dis-

covered that he was more of a pawnbroker than
jeweler, while eight were removed from our list
of members because they were so far behind in
the payment of dues that it was evident they had
lost interest in the association.
Thus we have a total loss during the year of four-

teen.
But now comes the more pleasing side of the

story.
The directors early last year authorized the

expenditure of money for a vigorous campaign, by
mail, for new members. The by-laws adopted last
year also allowed the officers to visit several sections
of the state for the purpose of interesting the
jewelers in the state organization and local clubs.
The mail campaign began in July, 1911, and up

to June 30 of this year it was kept up vigorously, anew batch of circulars going out to the trade on
an average of one every sixty days.
I am satisfied that Wisconsin shows as high

a percentage of membership as any state in the
union. There are approximately 625 jewelers in
Wisconsin, of whom 288 are now in the associa-
tion. We have theiefore over 40 per cent of the
whole number. Iowa has 900 jewelers and claims
300 members (200 of whom are paid up and in goodstanding). Allowing the full number claimed
namely 300, gives them a percentage of 33A as
compared with the total number of jewelers in
the state.
In my report of 1911 I placed the number to

which we should try to attain in 1912 at 250, and
the figures here will prove that I did not shoot too
high.
I believe that it is safe to say that by the next

convention the secretary will have the honor to
report a membership in Wisconsin of over 300,
and it should be our endeavor to place it so safely
beyond that mark that it may never at any time
dip below it. 325 members will give us a majority.
of all the jewelers in the state, and this should be
our aim for 1913.
The association is greatly indebted to the Board

of Examiners for watchmakers, Messrs. Theodore
Schelle, Emil Bachmann, Joe Wellstein, Theodore
Twelmeyer, B. W. Thien, all of Milwaukee, for
their unselfish work connected with the examina-
tions, and our thanks are due to F. A. Thomas for
his assistance in extending us the free use of his
rooms and equipment for this purpose.
I acknowledge with thanks the kind considera-

tion and willing aid always shown to me in the
conduct of this office by my fellow officers and the
board of directors.
The state of Wisconsin is one of the very few

states in the Union which has an apprenticeship
law which is far reaching in effecting the relations
between employer and employe. The law is
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scarcely two years old, and, owing to the fact thatits constitutionality has been challenged, thereare a number of points concerning it which are notclear to the average layman. The law is of specialinterest to Wisconsin jewelers and for that reasonthe officers of the association were particularlyfortunate in being able to secure J. R. Bloom ofNeenah, Wis., formerly state factory inspector,to address the jewelers on the law. His addresscleared up many of the questionable features ofthe law.
H. B. Mills, of Racine, president of the StateBoard of Industrial Education, and a tariff expertof national reputation, delivered an inspiringaddress on industrial education, during the courseof which he called attention to the urgent need ofthis branch of education. His remarks werelistened to with much interest.
During the morning session of the second dayC. T. Higginbotham, consulting superintendent ofthe South Bend Watch Company, gave a veryinstructive lecture and demonstration on "Howto True a Balance." His remarks were verymuch to the point and very instructive.W. M. Reese, of the Craemer-Krasselt Advertis-ing Company, of Milwaukee, delivered a veryinstructive address to the jewelers on the generalsubject of advertising, during the course of whichhe told the jewelers that the time had come withthe progressive merchant was called upon toidentify his store in the minds of the public byadvertising. He asked his hearers to give theadvertising question as much careful considerationas they do the sales end of it.
Charles F. Manahan, of Chicago, secretary of theIllinois Retail Jewelers' Association, and one ofthe prominent members in the organizationmovement, gave a most interesting, instructiveand to-the-point talk on "Selling Sterling Silver."Mr. Manahan has been particularly successful inthe handling of sterling silverware, and was wellqualified to handle this subject.
During the afternoon session of the second dayA. J. Stoessel of Milwaukee delivered a veryinteresting paper on "National Advertised Goodsand The Tetail Jeweler." His discussion of thissubject showed a great deal of study.
Colonel John L. Shepherd delivered an informaltalk on the Wisconsin jewelers, devoting mostof his time to a discussion in favor of the abolish-ment of the time guarantee on watch cases. Col.Shepherd has always something of interest to saybefore a body of retail jewelers and his remarkson this occasion were in no wise an exception.
Gustave Keller, of Appleton, Wis., was unani-mously re-elected president. He accepted itwith reluctance on account of the fact that hehad held the office since 1907, but the membersinsisted that he accept it for another year. W. H.Upmeyer, of Milwaukee, was elected first vice-pres-ident; A. W. Anderson, of Neenah, was electedsecretary, and H. T. Stecher of Milwaukee wasunanimously re-elected treasurer. The directors

are A. J. Stoessel of Milwaukee, John P. Hess ofFond du Lac, T. J. Dale of Kenosha, W. A. Pfisterof Sheboygan and L. L. Littlefield of Delaven.
The closing session of the convention was execu-tive. Various subjects of interest to the memberswere discussed. It was unanimously decided torevive the mutual insurance company, whichwas started several years ago by the association andwhich, for one reason or other, was discontinued

about two years ago.
The convention went on record in favor of fixed

selling prices, and as regards a fixed selling priceon sterling silver, there was a unanimous senti-
ment in favor of a profit of at least fifty per cent
above the billed cost price.

Report of Committee on Resolutions
The resolutions committee reported the following

resolutions, which were unanimously passed:
WHEREAS, The records of our officers show that

the association has made extraordinary progress
within the last year, not only by increasing the
membership and by thoroughly organizing the
state, but also in the fight against trade abuses
like illegitimate advertising, etc. thereby uphold-
ing the claims of our state of Wisconsin to be in
the vanguard of progress, and,
WHEREAS, Such a proud record could not have

been accomplished without the most self-sacrific?hg
and enthusiastic work on the part of said officers,
be it,
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Resolved, That we remember gratefully the
service which was rendered by our officers notonly to our own association but to the jewelry
trade of the whole country.

Resolved, That, while substantial progress has
been made the solution of the sterling silver price
muddle, the manufacturers who maintain retailstores and who thereby hold the key to the situa-tion, have not yet been induced to raise the retailprices on all their patterns. and we urge upon thenational officers the need of continuing theirefforts to that end.
Resolved, That we consider the now prevailingand ever increasing tendency of manufacturers toadvertise directly to the consumers, of, to saythe least, doubtful ultimate benefit to the jewelrytrade although of great benefit to the advertisingmediums, and that we think it unwise for the retailjeweler to too closely identify himself with adver-tised brands.
Resolved, That as Wisconsin had taken the leadin advocating a closer union of all the differentbranches of the jewelry trade, we consider the timeripe for the accomplishment of that object byrecommending the formation of an associationcomposed of the presidents of the several stateretail associations and the presidents of the severalassociations in the wholesale and manufacturingbranches of the trade, for the discussion of questionsaffecting the welfare of the whole trade, and forthe solution of complicated difficulties in the rela-tions of the several branches to each other.
Resolved, That we demand the enactment ofeffective national and state laws, punishing fraudu-lent and misleading advertising.
Resolved, That we strongly recommend the pass-ing of a law forbidding the stamping of all formsof time guarantees on articles made whole or inpart of precious metals and that we recommendthe stamping of a registered trade mark denotingthe quality instead.
Resolved, That we oppose the efforts nowbeing made in Congress to abolish the rights ofpatentees to fix the selling price for their products.Resolved, That our thanks and patronage are dueto those firms that advertised in the conventionprogram, or who went to the expense of makingfine exhibits, or who in any other way aided us inmaking this convention a success.

The Exhibits
The exhibits this year were unusually successful.The exhibit room in the new auditorium is the bestappointed place for jewelry exhibits which hasever been made available for a jeweler's convention.The exhibitors included the following:
The Rockford Watch Company, represented byL. Emerich and M. C. Phillips; 0. H. Bingheimer& Co., Milwaukee; Hunter Manufacturing Com-pany of Waterloo, Iowa, manufacturers of theSimplex Engraver; Community Silver, Mr. &Mrs. F. H. Primo; White, A Wittnauer, J. B.Crawford; Theodore Leubsher & Co., Milwaukee;Bliss Brothers Manufacturing Company, CharlesP. Crane; C. F. Monroe & Co., Meriden, Conn.,Joe Knoblauch; Rockford Silver Plate Company,L. A. Littlefield, C. E. Goodnetter, E. C. Mench;Rochester Stamping Company, G. A. Teller,H. H. Metz, 0. A. Smalley and D. A. Lewis;Big Ben, T. F. Monks and Charles Gillman;Enterprise Cut Glass Company, A. D. Wilhem;Waltham Watch Company, W. F. McCoombs andW. A. Smith; Kuessel Brothers Company, Mil-waukee, Charles Kuessel; South Bend WatchCompany, R. C. Smith, C. T. Higginbotham andCharles Tompkins; Auto Strop Safety RazorCompany, P. H. Henoch, H. H. Henoch; L. H.Shafer & Co., A. R. Kandberg; Watson & Newell,C. D. Warner; Fostoria Glass Company, J. W.Dalrymple, better known as just plain "Dally"and G. R. Spinney; Alvin Manufacturing Corn-pany, F. L. Blake; Star Watch Case Company,J. E. McCourt; American Silver Company,Harry Arens; J. B. Ash of Rockford; M. KayserArt Company, Milwaukee; Associated SilverCompany, William F. Pulz; L. Block JewelryCompany; Milwaukee Optical Company.
At the ln nquet President Keller was presentedwith a handsome solid gold 18-karat RiversideMaximus Waltham watch by the members as anexpression of their appreciation of the splendidwork he has lone for the association during theyears he has acted as president.

_
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We're Creating
Consumer Demand

for the line that is
known to the trade as the best on
earth for the money: fi

Briggs' Guaranteed 10
Year Chains, Fobs and
Carmen Bracelets

Last Fall we started an advertis-
ing campaign that will be con-
tinued this Fall with greater
force. The retailer who sells
Briggs' Jewelry will have a line
of greater intrinsic value and
greater saleability than any other
line of a similar nature.

To Retailers
We sell only to jobbers. Your jobber
has Briggs' Jewelry or can get it for you

THE D. F. BRIGGS CO.
Attleboro, Mass.

New York Office Chicago Office London Office

A 215 180 Broadway Heyworth Bldg. 62 Hatton Garden
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Announcement of Prize Winners in Window Display Contest

The Contest a Magnificent Success—Brought to Light Numerous Valuable Ideas
for Future Use--Fostering the Commencement Gift Custom—Descriptions of
the Prize-winning Displays

The prize window display contest which lost. This makes descriptions of the dis-
was announced in our issue of April 15
was brought to a close July 1, when the
photographs and descriptions sent us were
submitted to the judges for their decision.
The task of selection according to the
terms of the contest proved a work of
considerable difficulty and called for the
fine judgment of experts. After most

plays essential.
The trim to which the judges awarded

the first prize was executed in its entirety
by Bynum Thomas with the B. H. Stief
Jewelry Company, Nashville, Tenn., the
only feature in the display which was
not his special handiwork being the young
lady's dress. The floor of the window

growing plants, and the two rock crystal
vases were filled with peonies.
The jewelry display itself consisted of

beautiful seed pearl necklaces displayed
in front, while the other goods are all
displayed in velvet cases, rings, lavallieres,
watches and chains, opera glasses and
other beautiful pieces suitable for gifts
for both boys and girls.
In the display of J. E. Mitchell Com-

pany, Fort Worth, Texas, to which second
prize was awarded the bottom of the
window was draped in white cloth, and
in several conspicuous places in the back-
ground were vases of flowers and blossoms
of the season. The goods displayed con-

careful consideration of the displays and was black felt and the curtains on either sisted of articles of jewelry suitable for
accompanying descriptions, and keeping side of the stage were heavy maroon gifts for both boy and girl graduates,
in view the purpose of the displays as velvet, while the bottom and front of shown in white ivory boxes lined with

FIRST PRIZE DISPLAY—B. H. STIEF JEWELRY CO., NASHVILLE, TENN.

stated in the announcement of the con-
test, the judges awarded the prizes as
follows:

First Prize—B. H. Stief Jewelry Com-
pany, Nashville, Tenn.

Second Prize—J. E. Mitchell Company,
Fort Worth, Texas.

Third Prize—Burnett Brothers, Che-
halis, Wash.

Photographs of the winning displays are
presented herewith, and we commend a
study of them to our readers as an impres-
sive object lesson on the modern art of
effective and sale-making show window
arrangement. It must, of course, be
kept in mind that it is a most difficult
undertaking to secure a good photograph
of a window display and that however
perfect the picture, the color effects are

stage was made of heavy dark green card-
board. The words across the front
" Graduation Gifts" were in gold letters.
The entire stage was made of heavy card-
board, hand painted in green and gold,
while the curtains represented on the
stage were dark maroon draped back to
the imitation marble columns. The back-
ground was made to represent a park,
and immediately back of the young lady,
but not shown in the picture, was painted
the " Temple of Knowledge."
The young lady had in one hand a

diploma tied with white ribbon, and
carried in the other a chatelaine bouquet
of lilies of the valley, while sitting on the
floor on either side were miniature baskets
filled with forget-me-nots. The two silver
flower pots on either end of the stage had

blue velvet, and connected by blue
ribbon streamers to the diplomas borne
by the figure in the background. The
suggestion on the placard, viz.: " Make
the graduation complete with a gift of
jewelry" was in gold and white. There
were also small paper diplomas scattered
throughout the window tied with blue
ribbon bow knots, clasped with a diamond
brooch.
As will be noticed in the photograph,

Burnett Brothers, of Chehalis, Wash.,
winners of the third prize, obtained
pictures of all the members of the grad-
uating class of the local high school. These
pictures they placed in sterling silver
frames and displayed them in the window
with an assortment of goods especially
suitable for commencement gifts. Another

(Continued on page 1419)
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AN IMPRESSIVE LINE at USABLE PRICES
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Goods Well

=
Bought

are

Half Sold

"The Last Word " in Punch Sets

When in
NEW YORK

You Are
Cordially Invited
To Visit Our
Ware Rooms

38 Murray St. and
Inspect Our Many
New Designs.

THE PAIRPOINT CORPORATION
Cut GlassPhotograph Books Silver Plateshowing any of these Electric Portableslines complete loaned prize Cupsto the trade on apish- Brass Goods andcation for inspection. Sheffield Reproductions

FACTORIES:

NEW BEDFORD, MASS.
BRANCHES:

NEW YORK, 38 Murray Street
MONTREAL, Coristine Building, St. Nicholas St. =
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LOCKETS ONLY

There's a heart
in every locket

Established 55 Years

No. 9850

There's a head
in every locket

Link Your store with our consumer adver-
tising by supplying "W. & H." Lockets

Distributed Through the Jobbing Trade

Recognized as the Standard Article in their line

WIGHTMAN & HOUGH CO.
NEW YORK OFFICE, 15 Maiden Lane Main Office and Factory, PROVIDENCE, R. I.
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SOLID GOLD FRONT GOODS §
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Advertising a Jewelry Store

H. W. Kinnard, Advertising Manager for A. A. Everts, Dallas, before
Annual Convention Texas Retail Jeweler' Association

Advertising is salesmanship on paper.
Advertising a jewelry store is in many
ways just like advertising anything else.
Yet there are differences which I shall
endeavor to point out as I proceed. In
this discussion I realize that every locality
has its problems and these are to be
dealt with according to circumstances.
Therefore, I am limited to the discussion
of general principles only.
A few years ago some one writing for a

jewelers' publication advised jewelers to
confine their advertising mainly to the
quotation of prices, giving this as a pan-
acea for all ills that befall the jeweler,
but especially was this recommended to
stop the inroads of competition of the big
stores. As there are scarcely more than a
dozen retail jewelery advertising men in
the country, many jewelers who were busy
mainly with other things, accepted this
doctrine as correct.
To my mind this is absolutely wrong.

The moment the jeweler begins to feature
prices over much he steps down from the
high position he has always held as a
refined and artistic leader and places his
goods on a price basis.

Jewelry is not a necessity and people
do not buy it because of its price. They
buy it because of its beauty, artistic effect,
and most important of all because of the
sentiment which has come to surround it.
It would be just as sensible for a salesman
to stand and shout a list of prices at his
customer when dealing with him person-
ally over the counter as it is to shout the
same thing with big type in his ads.
Remember that advertising is salesman-
ship on paper. There is no salesmanship
in a mere list of figures.
There is one fact which is undoubtedly

true of jewelry advertising, but does not
apply to many of the other lines. Precious
stones and jewelry have been used to adorn
mankind from his earliest history. Even
before he learned to wear clothing he
bedecked himself with jewelry.

Notwithstanding all this, people even
of the present day are extremely poor
judges of value in jewelry or its quality.
Furthermore, people as a rule, do not
acquire this knowledge throughout life.
This means that the jewelry advertiser is
constantly talking to an audience who is
and always will be ignorant of values and
prices. When he talks on these subjects

he talks over their head. He is introducing
a strange proposition to them, something
about which they know but very little.
What would a skilful salesman do under

the same circumstances? He would begin
with an explanation of his proposition,
and it would matter but little how many
times you asked him his price he would
evade your question until he had you
thoroughly interested in his product—
had made the prospect thoroughly familiar
with all of the novel and interesting
features. Then, and only then, would he
let price come out of the background
where he has been skillfully holding it.
Leave the quotations of prices for your

catalog and show windows. Here either
the goods or a good cut of them can be
shown, and it is then fair to your goods to
quote their price. But if you quote prices
alone with description, others will list
goods which they describe as well as yours
and then beat your price.
You are doubtless wondering how I

propose to meet this kind of competition.
If so I suggest that you meet it by avoiding
it altogether. Jewelers should handle an
entirely different class of goods from the
other stores handling jewelry, therefore
jewelers should make their stores known
through their ads. as a place where quality
is in the forefront.
You must educate the public to the

point of knowing that an article from your
store has prestige and quality, and that it
is artistically correct. In this way you will
attract the very best people. The others
will follow.
Most jewelry is bought to be used as a

gift, and when you occupy your proper
place in the commercial world people will
will buy their gifts from you because they
feel that in this way they pay the recipient
a delicate compliment which is in no other
way attainable.
Who would think of presenting a gift

in a wrapper or box bearing the label of
our most famous five or ten cent store?
I would not be understood to say that
a jeweler should never quote a price in his
ads. I do say, however, that he should be
exceedingly sparing with them, never use
them unless he has a special bargain to
offer. In that event he should use an
attractive cut of the article advertised
and state the regular selling price and also
the special sale price, and make plain the
reason for the reduction. If you are not
willing to make this bargain sale a real
bargain sale, don't make the attempt. The
life of such sale is two or three days or a
week at the very longest.

It is generally conceded that there is no

mystery about advertising. Yet it has
come to be one of the learned professions
and it requires profound study. At pres-
ent, advertising is progressing so fast and
undergoing such rapid changes that what
was considered good advertising a few
years ago is now quite out of date.
This means that you must give this

very important department of your busi-
ness the very best use of your gray matter.
If you do not feel that you can give your
advertising the time and thought it
should receive you had better not attempt
it at all. Develop some one from your own
force, or employ a good man to manage
this department for you.

This may be advisable any way, for
if you have founded a business and spent
all your life in it you are really too close
to it to see your proposition from the
public standpoint. You look at it from
your own view point, which is naturally
a very biased vision. You all remember
the old saying that when "A man is his
own attorney, he has a fool for a client."
The same applies to advertising.
When you have found your ad. writer,

see that he knows your house policy and is
well acquainted with your goods; then
give him lots of freedom. Don't make him
write ads. to suit you. Remember he is
not trying to sell you anything—the public
is what you are after.
Put straight-from-the-shoulder sales-

menship in your ads. and furnish the public
with over-whelming reason for buying
jewelry instead of ermine furs, oriental
rugs and draperies and automobiles; then
give them equally as powerful reasons for
buying their jewelry from you instead of
some one else.
Your ads. are not expected to close sales

in many cases, but they will bring people
to your door. Then it is up to the sales-
man and the goods to close the transaction.
However, you must remember that the
right salesmanship in your ads. will
multiply the capacity of your self and all
your salesmen many times.
One thing all advertisers should re-

member and that is the great fruits of
advertising can not be gathered without
persistance. Keep everlastingly at it.
We must not indulge in what is known

as advertising spurts or splurges. Ham-
mer at the proposition steadily and con-
stantly and the full cumulative effect of
advertising will bring a stream of custom-
ers to your store.
Never spend one cent for advertising

until you have mapped out an "advertis-
ing policy" for at least six months in
advance. If you do not do this you will
wander around aimlessly and never get
anywhere.

Decide on the amount you expect to
spend for advertising during the period
covered, estimate the amount to be spent
each month; then stick to this estimate
as closely as possible.

Use the same good common sense in
your advertising as you do in other busi-
ness matters, and if your goods and store
service are right advertising will as surely
make you as it has made thousands of
others throughout the country.
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T WILL pay to stock our line. It's the most
field. Yet always up to date. Thus you
satisfied patronage. Better get acquainted

inspection of your Jobber.

Goods
Stamped
"S C& C"
DENOTE
HIGHEST
QUALITY

staple line in the jewelry
are assured of a steady
today by asking for an

LOOK
FOR

"S C"
Stamped
on all
Goods.

SOLID GOLD FRONT JEWELRY STAMPED "S C& C"—SOLD
THROUGH JOBBERS—GUARANTEED POSITIVELY.

Ira W. Smith, Pacific Coast Agent SMITH & CROSBY  FACTORY  
Broadway Central Bldg., Los Angeles — Attleboro, Massachusetts

JEWELRY PADS !

SCARF PINS
BROOCHES
TIE CLASPS
ETC., ETC.

Also

(Send for samples and Prices)

We design and manufacture a large percentage of
the pads used in the country. We make them for

JEWELRY BOXES
MAILING BOXES
SILVERWARE CASES
ROSARY BOXES

YOUNG BROS.
DisplayologiNts

PROVIDENC, R. I.

MOROCCOTERLiNG 
JEWTEL 

ED 
CASES 

Exclusive in Design

Finest Quality of Material

and Workmanship in

Every Detail

NEW YORK OFFICE, Silversmith Building

SAN FRANCISCO OFFICE, Jeweler's Building

Made in Eight Sizes

3 x 4" to 7 x 9"

All with Locks

Write Us For Prices

WARWICK STERLING COMPANY
PROVIDENCE :: :: RHODE ISLAND

Announcement of Prize Winners

in Window Display Contest
(Continued from page 1415)

appropriate feature was the three high

school pennants also shown in the pic-

ture. The feature in chief of this display

was of course the photographs prettily

framed which, naturally, attracted the

special attention of the graduates them-

selves and of their relatives and friends,

all, in fact, who would be
likely to make gift pur-
chases for them.
The five displays, for

each of which a year's
subscription to THE KEY-
STONE has been awarded,
are in their order of merit
as follows: John G. Barr
Company, Salem, Oregon;
The C. F. Jackson Com-
pany, Norwalk, Ohio; F. L.
Parkhurst, Fitchburg,
Mass.; Hugh Connolly,
Detroit, Mich.; and C. F.
Jackson Company, Findlay,
Ohio. The displays of all
of the foregoing presented
some notable feature or
features. For instance, the
feature-in-chief of the dis-
play of The John G. Barr
Company was a reproduc-
tion of the front of Eaton
Hall, the principal building
of Willamette University, the chief

educational institution in Salem. The
draperies used were in the university
colors—cardinal and gold, and the floor

was covered with green cloth simulating
the campus. Cards placed on the articles
suggested the suitability of the latter as
graduation gifts and in front of the dis-

play, ring trays were arranged in the form

of the letter "W," the initial of Willa-

mette. On one side of the chief feature
was a pennant of the Salem
High School and on the
other, a pennant of the
Oregon Agricultural
College.
The central feature of the

window of the C. F. Jack-
son Company, Norwalk,
Ohio, was a miniature of the
gate entrance to the local
school which was shown in
the background. Small fig-
ures were shown on the
grounds at the gate which
was entitled "The Gate-
way of Success, Norwalk
High School."

In the display of F. L.Parkhurst, cards

in front of the trim contained the mottoes

of the three leading educational institu-

tions in Fitchburg, both cards and letter-

ing being shown in the class colors of the

respective schools. Over the cards were

banners giving the initials of the schools

and the date of the graduating class. An

appropriate array of graduation gifts

were shown.

J. Schmelzer, Centralia, Ill.; A. G.

Hoch & Co., Storm Lake, Iowa; Caswell

& Smith, Austin, Texas; Frank Ricketts,
Charleston, Ill.; 0. E. Dickinson, Rich-

mond, Ind.; Thomas Van Auken & Co.,
Beaumont, Texas; Bauer Jewelry Com-

pany, Elgin, Ill.; A. Tegtmeyer, Mil-
waukee, Wis.; Fox & Fulmer Co., Easton,

Pa., J. H. Garlick, Detroit, Mich.; Walter
Powell & Sons Company, Cumberland,

Md.; Frank Clark, Wilkes
Barre, Pa.; C. F. Rathbun,
Blanchard, Okla.; J. Golds-
worthy, Elkhart, Ind.; A. E.
Helber, Bonne Terre, Mo.;
Fred Goldman, Philadel-
phia, Pa.; F. W. Drosten
Jewelry Company, St. Louis,
Mo.; L. E. Heaps, Sheridan,
Ind.; K. K. Keith, Eagle
Grove, Iowa; Mason Jewel-
ry Company, Centerville,
Md.; Otto Zoellner &
Brother, Portsmouth, Ohio;
Alfred Watson, Mononga-
hela, Pa.; H. M. Cook,
Meyersdale, Pa.; H. H.
Boyson, Belle Plaine, Iowa;
M. L. Jones, Fairfield, Nebr. ;
H. J. Cooke . Company,
Knoxville, Tenn.; Charles
Kroener, Evansville, Ind.;
H. T. Holverson, Alexan-
dria, Minn. ; George E. Shaw,
Putnam, Conn.; E. F. Waits,

Corinth, Miss.; Charles E. Lowry, Mc-
Arthur, Ohio; C. D. Quisenberry, Orange,
Va.; 0. W. Halstead, Oroville, Cal.;
Lenz Jewelry Store, Osakis, Minn.; Willis
A. Smith, Melrose, Mass.; H. L. Fargo,
Ripon, Wis.; T. W. Martin & Son,
Saginaw, Mich.; and P. J. Smith &
Co., Cumberland, Md.
A feature of the Kansas City conven-

tion will be the discussion of the proposed
advertising campaign for the education of

the public on jewelry
styles, symbolisms, etc.
There is no more fruitful
subject for publicity of
this character than the
gift-giving customs at
weddings, commence-
ments, at holiday seasons,
on birthdays, anniversa-
ries, and other such occa-
sions. By forceful exploita-
tion of these opportunities
the business accruing could
be increased manifold, the
plan being so arranged as
to exploit the ideas suit-
able to the occasion.

SECOND PRIZE DISPLAY—J. E. MITCHELL CO., FORT WO
RTH,

The display of Hugh Connolly, Detroit,

Mich., which was arranged by F. H.

McLean, had as a central feature a "Sweet

Girl Graduate" standing behind diplomas

tied with ribbon. The window was beauti-

fully draped and the display of goods very

attractive.
Quite a number of the other displays

submitted were so far above the average

as to be entitled to special mention. These

were as follows:

TEXAS

THIRD PRIZE DISPLAY—BURNETT BROS., CHEHALIS, WASH.
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The Howard Watch
_QV( hundred thousand Amen-

cans cans go abroad every year.
Once the American tourist preferred

a foreign watch. Now he goes to Europe
with a HOWARD bought here—or comes
back with a HOWARD bought there.

He has an example in the ship's officer on
the dock, who orders up the gang-plank on
HOWARD time.

You find more and more of the responsible
men carrying HowARD Watches.

The great railroads started it. The time in-

spectors of 180 American railroads have officially certified and
adopted the HowARD.

It is carried by leading technical men—by the heads of
great industrial and commercial enterprises—by scientists—by
army and navy officers and government officials.

Many a man buys a HOWARD for the sheer pleasure of
owning the watch that is so well spoken of by men whose
Opinion he respects.

A HOWARD Watch is always worth what you pay for it.
The price of each watch is fixed at the factory and a

printed ticket attached—from the 17-jewel (double roller) in a
Crescent Extra or Boss Extra gold-filled case at $40, to the
23-jewel at $150—and the EDWARD HOWARD model at
$350.

Not every jeweler can sell you a HowARD Watch.
Find the HOWARD jeweler in your town and talk to him.
He is a good man to know.

Admiral Sigsbee has written a little book, "The Log of the HOWARD Watch," giving the record of his own
HOWARD in the U. S. Navy. You'll enjoy it. Drop us a post-card, Dept. H, and we'll send you a copy.

The above announcement appears in the leading magazines and periodicals for Jull'• It reaches 7,500,000 subscribers (about 30,000,000 readers). It will be
seen by every man in your community who can afford to buy a watch. Some of them will be interested. Are you a HOWARD dealer I Do the people of

your locality know that they can find the HOWARD at your store f'
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SAN FRANCISCO

Marked Improvement in Business Since Presidential Conventions—Colonel Andrews
in Exciting Chase—Brick Crashes Through Plate Glass Window of J. Jessop &

Sons, San Diego

San Francisco, July 5.—There has been a decided
change in the local jewelry business since the

presidential nominations were made in Chicago
and Baltimore. It seems as though the entire
trade has been waiting for the delegates' decision.
Your correspondent can see no reason for this as
the conditions on the coast have been ideal for a
banner year ever since February. Jobbing houses

are commencing to lay in their stocks preparatory
to doing what they feel will be a good six months'
trade. The travelers for all the coast wholesale

jewelers are about to start out on their fall trips,

and we feel quite safe in saying that the night
letters from these commercial ambassadors will
be arriving at their respective home offices every
business morning from now until December.

A. F. Andrews, of the Diamond Palace, Kearny

street, San Francisco, had rather an exciting

experience a short time ago. It seems that a party

by the name of Walter L. Brock, who was con-

nected with one of the leading real estate dealers

of Berkeley, purchsed some merchandise and

tendered a check on one of the trans-bay banks.

The check was inscribed "No funds." Mr.

Andrews hastened to the real estate firm that

employed Brock and found his home address and

then hired an automobile to call upon the young
man, reaching this party's residence, to be informed
that he had just left. Taking a chance, Mr. An-
drews ordered the chauffeur to drive to the Key
Route Railroad station and fortunately found
Brock waiting for a train. He invited the young
man to take a ride with him and his invitaton was
accepted, Brock not being familiar with Mr.
Andrews. The latter ordered the chauffeur to
drive to Police Headquarters, upon which the
invited guest leaped from the automobile and ran
through several of the big department stores and
was finally cornered between the house detective
of Kahn Brothers and Mr. Andrews. When
the case came up for trial, it was dismissed as Mr.
Andrews found upon close investigation the
party who gave the check was in real need of funds
for domestic purposes.
John S. Rogers, who has been sentenced to

death for the murder of Benjamin Goodman, the
late salesman for the Brilliant Jewelry Company,
still refuses to reveal the hiding place of the $1,800
worth of jewelry which is the unfound portion of
the $5,000 loot for which Goodman was done to
death. Rogers has never confessed to this crime
although the jury found him guilty. The date of
his execution has not been set as yet.

H. F. Wichman & Co., the pioneer retail jeweler
of Honolulu, have moved their optical department
to another location as they found their retail
jewelry interests were growing to such an extent
that they required all the floor space in their
present establishment.
Mark W. Hill, who was formerly located in

Little Falls, N. Y., has bought out the old estab-
lished business of J. T. Arnold which is located in
Calistoga, Cal.
Percy H. Green, the curio dealer who previous

to the fire was located on Geary street, has just
opened up a very attractive new establishment at
368 Sutter street, San Francisco.

T. F. Sourisseau, the retail jeweler of San Jose,
was among the out-of-town tradesmen in this
market buying merchandise with which to fill
special orders for wedding gifts.

Samuel Fisher's retail jewelry store at No. 7
Montgomery, San Francisco, was visited by thieves
on Saturday evening, June 22. The robbers broke
in the street window some time after midnight and
made away with eight watches which were left as
a night-display.

Harry Morton, the retail jeweler of Fourteenth
and Broadway, Oakland, was the lucky bidder on
the silverware service for the new million dollar
caravansary which is located on Thirteenth street,
Oakland. The Hotel Oakland is to cost, all told,
one million and a half, and is to be open to the
public during Thanksgiving Week.

J. B. Blackshear, the head watchmaker for
J. A. R. Vieira & Co., of Honolulu, after having
spent a very delightful vacation in the States
visiting all the points of interest in the extreme
east, sailed for home from San Francisco on June
22.
P. A. Swift, the vice-president of J. Schwartz,

Ltd., jobbers of jewelry in the territory of Hawaii,
spent a two months vacation in this gloriousstate
of California and expects to leave for home on the
steamship "Wilhemina" which clears from San
Francisco on July 3.

Mrs. Morris Jacobowsky, the wife of the retailer
who is located at First and Washington streets,
Portland, Ore., while automobiling a short time
ago had the misfortune to suffer a double fracture
of one of her arms. She was accompanied at the
time by the wife and son of Samuel L. Mendelsohn,
the wholesale jeweler of Portland, who were also
badly shaken up.

J. A. R. Vieira & Co., the retail jewelers of
Honolulu, have installed a new elaborate set of
store fixtures. The entire establishment has been
remodeled and now presents a thoroughly up-to-
date appearance.

J. G. Lick, a retail jeweler of Stockton, Cal., is
receiving the congratulations of a number of retail
jewelers for the pressing of a charge of passing
worthless checks against Edward Johnson, alias
Carl A. Boswick, who pleaded guilty before Judge
C. W. Norton a short time ago. This check-passer
admitted the passing of a great number of worthless
checks upon the retail jewelry fraternity in all
of the western states.
W. R. Burke, who was formerly located in

Clatskanie, Ore., has opened a new jewelry store
in Gresham, Ore.

During the night of June 11 and 12 some mis-
creant threw a brick through the plate glass win-
dows of J. Jessop & Son the San Diego, Cal.,
retail jeweler. The police arrived upon the scene
in such a short time after the crash the thief
did not have time enough to help himself to any
of the contents of the window. Mr. A. Jessop
has given a description of two suspicious characters
to the local police, who have been seen loitering
around the front of the store.
R. G. Gilholn has opened a very attractive

establishment at Eighth and South Spring streets,
Los Angeles.
Iver Bonde Iversen, who was formerly connected

with several of the leading retail jewelers of San
Diego, passed away in that city on June 6 after a
brief illness. He was born in Norway forty-three
years ago, coming into American at an early age.
The funeral was held under the auspices of the
masons of San Diego.
S. Nordlinger & Son, the South Broadway retail

jewelers, of Los Angeles, recently enlarged their
store and are now able to boast of the largest floor
space of any retail jewelry establishment in this
city of big stores.
THE KEYSTONE wishes to join in expressing its

sincere regret to Fred Dorrance upon his great loss.
Mrs. Dorrance after a useful life passed away in
the southern part of California early in the month
of June.
E. Bastheim, the wholesale jeweler of South

Spring street, Los Angeles, is back at his place
of business after a six weeks buying trip in the
eastern markets.
John E. Huling, with Montgomery Brothers,

of S. Broadway, Los Angeles, was united in the
holy bonds of matrimony to Miss Leila O'Neil,
of Los Angeles, on June 12. The honeymoon was
spent at Lake Tahoe.
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W. B. Barks has opened a new 1.etail jewelry
store in Monrovia, Cal.
R. E. Lomax, the retail jeweler of South Spring

street, Los Angeles, has accepted the services of
Alfred Jaeschke as head watchmaker. This fine
mechanic was formerly in the employ of J. Jessup
& Sons of San Diego, Cal.
F. Wortendyke Jr., whose store was formerly

located in half of the drug establishment in Porter-
ville, Cal., has been forced to move owing to
increased business into a fine new location at
526 Main street, in the same town.
David Van Wart has opened a new retail jewelry

store in Huntington Park, Cal. This gentleman
was formerly the head watchmaker for G. P.
Lippold.
C. F. Paige, who was formerly with the Scallon

Brothers Company, at Mitchell, S. Dak., has
bought out the establishment of W. R. Burke, at
Clatskanie, Ore.
Henry Ahlers is to leave San Francisco about

July 1 for his annual purchasing trip in and
around New York. He expects to be away for
about one month.

George F. Werner, aged seventy years, passed
away in San Francisco on Monday, June 17,
after a lingering illness. His two sons, The Werner
Brothers, the local retail jewelers, are receiving
the condolences of their many friends in San
Francisco and THE KEYSTONE joins in offering
sympathy in their bereavement.

Gem-bedecked Footwear
Fashionable in Ancient Days

A western lady recently created somewhat of a
sensation by appearing in Washington, D. C.,
and New York City wearing shoes with diamond
studded heels. The lady herself would not have
prided herself so much on her originality, nor would
the public have wondered so much, if they had
been familiar with ancient history boots of Roman
emperors were enriched with pearls and diamonds,
and the wealthier Romans sported the like decora-
tions. There were Roman women who ornamented
their low shoes with pearls and embroideries, gold
and amber. There were many whose boot soles
were of massive gold.

Pliny, speaking of his own time, says: "Our
ladies are not content to adorn their walking shoes
alone with precious stones and jewels, but even
the slippers which they wear in their private
apartments are decorated; precious stones do not
suffice; they must, to be in the fashion, tread on
pearls, and crown their feet with ornaments like
kings." Julius Caesar wore high boots worked in
gold and ornamented with pearls.

Heliogabalus, who never wore a pair of boots
more than once, as he never wore the same ring
twice, had precious stones set in them, and even
cameos, which excited the laughter of the populace,
because no one could see distinctly the cunning
work of famous artists. But his mother, who
presided over a senate of women, forbade women
to wear shoes adorned with precious stones, as she
prescribed the dresses that should be worn;
yet she was a woman of wildly free life, in compari-
son with whom the Empress Messalina was a
timid prude.

Alcibiades invented a boot that was named after
him and became a great favorite, but we are not
told whether it were luxuriously foppish. (And
so boots were named after Bleucher and Welling-
ton, and there have been Americans who believed
that congressmen wore Congress gaiters and pre-
ferred Congress water as a tipple.) What were
the Sicyonian shoes that Cicero refused to wear,
thinking them effeminate, although he admitted
they were comfortable? Anglo-Saxon princes and
dignitaries of the church wore shoes set off with
gold; Charlemagne on state occasions donned
shoes adorned with gems; the shoes of Henry
VI of Sicily and his Queen Constance were of
cloth of gold and bejeweled, while the soles of
cork were covered with cloth of gold. Philip
Stubbes in 1588 inveighed against the "corked
shoes, puisnets, pantoffles and slippers, some of
them of black velvet, some of white, some of green,
some of yellow. some of Spanish leather,
and some of English, stitched with silk and
embroidered with gold and silver all over the foot
with gewgaws innumerable."
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The Howard Watch
S X hundred thousand Amen-

cans go abroad every year.
Once the American tourist preferred

a foreign watch. Now he goes to Europe
with a HOWARD bought here— or comes
back with a HOWARD bought there.

He has an example in the ship's officer on
the dock, who orders up the gang-plank on
HOWARD time.

You find more and more of the responsible
men carrying HOWARD Watches.

The great railroads started it. The time in-

spectors of 180 American railroads have officially certified and
adopted the HOWARD.

It is carried by leading technical men—by the heads of
great industrial and commercial enterprises—by scientists—by
army and navy officers and government officials.

Many a man buys a HOWARD for the sheer pleasure of
owning the watch that is so well spoken of by men whose
opinion he respects.

A HOWARD Watch is always worth what you pay for it.
The price of each watch is fixed at the factory and a

printed ticket attached—from the 17-jewel (double roller) in a
Crescent Extra or Boss Extra gold-filled case at $40, to the
23-jewel at $150—and the EDWARD HOWARD model at
$350.

Not every jeweler can sell you a HOWARD Watch.
Find the HOWARD jeweler in your town and talk to him.
He is a good man to know.

Admiral Sigsbee has written a little book, "The Log of the HOWARD Watch," giving the record of his own
HOWARD in the U. S. Navy. You'll enjoy it. Drop us a post-card, Dept. H, and we'll send you a copy.

E. HOWARD WATCH WORKS, Boston, Mass.

The above announcement appears in tlw leading magazines and Periodicals for July. It reaches 7.500.000 subscribers (about 30,000,000 readers). It will be
seen by every man in your community who can afford to buy a watch. Some of them will be interested. Are you a HOWARD dealer f Do the people of

your locality know that they can find the HOWARD at your store f
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SAN FRANCISCO

Marked Improvement in Business Since Presidential Conventions -Colonel Andrews

in Exciting Chase—Brick Crashes Through Plate Glass Window of J. Jessop &

Sons, San Diego

San Francisco, July 5.—There has been a decided
change in the local jewelry business since the
presidential nominations were made in Chicago
and Baltimore. It seems as though the entire
trade has been waiting for the delegates' decision.
Your correspondent can see no reason for this as
the conditions on the coast have been ideal for a
banner year ever since February. Jobbing houses
are commencing to lay in their stocks preparatory
to doing what they feel will be a good six months'
trade. The travelers for all the coast wholesale
jewelers are about to start out on their fall trips,
and we feel quite safe in saying that the night

letters from these commercial ambassadors will

be arriving at their respective home offices every

business morning from now until December.

A. F. Andrews, of the Diamond Palace, Kearny

street, San Francisco, had rather an exciting

experience a short time ago. It seems that a party

by the name of Walter L. Brock, who was con-

nected with one of the leading real estate dealers

of Berkeley, purchsed some merchandise and

tendered a check on one of the trans-bay banks.

The check was inscribed "No funds." Mr.

Andrews hastened to the real estate firm that

employed Brock and found his home address and

then hired an automobile to call upon the young
man, reaching this party's residence, to be informed
that he had just left. Taking a chance, Mr. An-
drews ordered the chauffeur to drive to the Key
Route Railroad station and ' fortunately found
Brock waiting for a train. He invited the young
man to take a ride with him and his invitaton was
accepted, Brock not being familiar with Mr.
Andrews. The latter ordered the chauffeur to
drive to Police Headquarters, upon which the
invited guest leaped from the automobile and ran
through several of the big department stores and
was finally cornered between the house detective
of Kahn Brothers and Mr. Andrews. When
the case came up for trial, it was dismissed as Mr.
Andrews found upon close investigation the
party who gave the check was in real need of funds
for domestic purposes.
John S. Rogers, who has been sentenced to

death for the murder of Benjamin Goodman, the
late salesman for the Brilliant Jewelry Company,
still refuses to reveal the hiding place of the $1,800
worth of jewelry which is the unfound portion of
the $5,000 loot for which Goodman was done to
death. Rogers has never confessed to this crime
although the jury found him guilty. The date of
his execution has not been set as yet.

H. F. Wichman & Co., the pioneer retail jeweler
of Honolulu, have moved their optical department
to another location as they found their retail
jewelry interests were growing to such an extent
that they required all the floor space in their
present establishment.
Mark W. Hill, who was formerly located in

Little Falls, N. Y., has bought out the old estab-
lished business of J. T. Arnold which is located in
Calistoga, Cal.
Percy H. Green, the curio dealer who previous

to the fire was located on Geary street, has just
opened up a very attractive new establishment at
368 Sutter street, San Francisco.
T. F. Sourisseau, the retail jeweler of San Jose,

was among the out-of-town tradesmen in this
market buying merchandise with which to fill
special orders for wedding gifts.
Samuel Fisher's retail jewelry store at No. 7

Montgomery, San Francisco, was visited by thieves
on Saturday evening, June 22. The robbers broke
in the street window some time after midnight and
made away with eight watches which were left as
a night-display.

Harry Morton, the retail jeweler of Fourteenth
and Broadway, Oakland, was the lucky bidder on
the silverware service for the new million dollar
caravansary which is located on Thirteenth street,
Oakland. The Hotel Oakland is to cost, all told,
one million and a half, and is to be open to the
public during Thanksgiving Week.

J. B. Blackshear, the head watchmaker for
J. A. R. Vieira & Co., of Honolulu, after having
spent a very delightful vacation in the States
visiting all the points of interest in the extreme
east, sailed for home from San Francisco on June
22.
P. A. Swift, the vice-president of J. Schwartz,

Ltd., jobbers of jewelry in the territory of Hawaii,
spent a two months vacation in this glorious state
of California and expects to leave for home on the
steamship "Wilhemina" which clears from San
Francisco on July 3.

Mrs. Morris Jacobowsky, the wife of the retailer
who is located at First and Washington streets,
Portland, Ore., while automobiling a short time
ago had the misfortune to suffer a double fracture
of one of her arms. She was accompanied at the
time by the wife and son of Samuel L. Mendelsohn,
the wholesale jeweler of Portland, who were also
badly shaken up.

J. A. R. Vieira & Co., the retail jewelers of
Honolulu, have installed a new elaborate set of
store fixtures. The entire establishment has been
remodeled and now presents a thoroughly up-to-
date appearance.

J. G. Lick, a retail jeweler of Stockton, Cal., is
receiving the congratulations of a number of retail
jewelers for the pressing of a charge of passing
worthless checks against Edward Johnson, alias
Carl A. Boswick, who pleaded guilty before Judge
C. W. Norton a short time ago. This check-passer
admitted the passing of a great number of worthless
checks upon the retail jewelry fraternity in all
of the western states.
W. R. Burke, who was formerly located in

Clatskanie, Ore., has opened a new jewelry store
in Gresham, Ore.

During the night of June 11 and 12 some mis-
creant threw a brick through the plate glass win-
dows of J. Jessop & Son the San Diego, Cal.,
retail jeweler. The police arrived upon the scene
in such a short time after the crash the thief
did not have time enough to help himself to any
of the contents of the window. Mr. A. Jessop
has given a description of two suspicious characters
to the local police, who have been seen loitering
around the front of the store.
R. G. Gilholn has opened a very attractive

establishment at Eighth and South Spring streets,
Los Angeles.

Iver Bonde Iversen, who was formerly connected
with several of the leading retail jewelers of San
Diego, passed away in that city on June 6 after a
brief illness. He was born in Norway forty-three
years ago, coming into American at an early age.
The funeral was held under the auspices of the
masons of San Diego.
S. Nordlinger & Son, the South Broadway retail

jewelers, of Los Angeles, recently enlarged their
store and are now able to boast of the largest floor
space of any retail jewelry establishment in this
city of big stores.
THE KEYSTONE wishes to join in expressing its

sincere regret to Fred Dorrance upon his great loss.
Mrs. Dorrance after a useful life passed away in
the southern part of California early in the month
of June.
E. Bastheim, the wholesale jeweler of South

Spring street, Los Angeles, is back at his place
of business after a six weeks buying trip in the
eastern markets.
John E. Huling, with Montgomery Brothers,

of S. Broadway, Los Angeles, was united in the
holy bonds of matrimony to Miss Leila O'Neil,
of Los Angeles, on June 12. The honeymoon was
spent at Lake Tahoe.
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W. B. Barks has opened a new htail jewelry
store in Monrovia, Cal.

It. E. Lomax, the retail jeweler of South Spring
street, Los Angeles, has accepted the services of
Alfred Jaeschke as head watchmaker. This fine
mechanic was formerly in the employ of J. Jessup
& Sons of San Diego, Cal.
F. Wortendyke Jr., whose store was formerly

located in half of the drug establishment in Porter-
\dile, Cal., has been forced to move owing to
increased business into a fine new location at
526 Main street, in the same town.
David Van Wart has opened a new retail jewelry

store in Huntington Park, Cal. This gentleman
was formerly the head watchmaker for G. P.
Lippold.
C. F. Paige, who was formerly with the Scallon

Brothers Company, at Mitchell, S. Dak., has
bought out the establishment of W. R. Burke, at
Clatskanie, Ore.
Henry Ahlers is to leave San Francisco about

July 1 for his annual purchasing trip in and
around New York. He expects to be away for
about one month.

George F. Werner, aged seventy years, passed
away in San Francisco on Monday, June 17,
after a lingering illness. His two sons, The Werner
Brothers, the .local retail jewelers, are receiving
the condolences of their many friends in San
Francisco and THE KEYSTONE joins in offering
sympathy in their bereavement.

Gem-bedecked Footwear
Fashionable in Ancient Days

A western lady recently created somewhat of a
sensation by appearing in Washington, D. C.,
and New York City wearing shoes with diamond
studded heels. The lady herself would not have
prided herself so much on her originality, nor would
the public have wondered so much, if they had
been familiar with ancient history boots of Roman
emperors were enriched with pearls and diamonds,
and the wealthier Romans sported the like decora-
tions. There were Roman women who ornamented
their low shoes with pearls and embroideries, gold
and amber. There were many whose boot soles
were of massive gold.
Pliny, speaking of his own time, says: "Our

ladies are not content to adorn their walking shoes
alone with precious stones and jewels, but even
the slippers which they wear in their private
apartments are decorated; precious stones do not
suffice; they must, to be in the fashion, tread on
pearls, and crown their feet with ornaments like
kings." Julius Caesar wore high boots worked in
gold and ornamented with pearls.

Heliogabalus, who never wore a pair of boots
more than once, as he never wore the same ring
twice, had precious stones set in them, and even
cameos, which excited the laughter of the populace,
because no one could see distinctly the cunning
work of famous artists. But his mother, who
presided over a senate of women, forbade women
to wear shoes adorned with precious stones, as she
prescribed the dresses that should be worn;
yet she was a woman of wildly free life, in compari-
son with whom the Empress Messalina was a
timid prude.

Alcibiades invented a boot that was named after
him and became a great favorite, but we are not
told whether it were luxuriously foppish. (And
so boots were named after Bleucher and Welling-
ton, and there have been Americans who believed
that congressmen wore Congress gaiters and pre-
ferred Congress water as a tipple.) What were
the Sicyonian shoes that Cicero refused to wear,
thinking them effeminate, although he admitted
they were comfortable? Anglo-Saxon princes and
dignitaries of the church wore shoes set off with
gold; Charlemagne on state occasions donned
shoes adorned with gems; the shoes of Henry
VI of Sicily and his Queen Constance were of
cloth of gold and bejeweled, while the soles of
cork were covered with cloth of gold. Philip
Stubbes in 1588 inveighed against the "corked
shoes, puisnets, pantoifies and slippers, some of
them of black velvet, some of white, some of green,
some of yellow. some of Spanish leather,
and some of English, stitched with silk and
embroidered with gold and silver all over the foot
with gewgaws innumerable."
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A. G. SCHWAB & SONS
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$1 00 Reward will be paid
to any Jeweler

who can prove that we failed to make

00
6 good" any article bought from us
and which did not wear satisfactorily.

BUFFALO JEWELRY MFG. CO.
BRISBANE BUILDING BUFFALO, N. Y.

We sell to the legitimate Jewelry Trade only

BRACELETS
LOCKETS (
FOBS
CHAINS

HAVE OUR STAMP

X X X
Guaranteed to Wear 20 Years
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OSMERS, DOUGHERTY COMPANY
SEED
PEARL
BROOCHES
PENDANTS
NECKLACES
COLLARS
ROPES
EARRINGS
BAYADERES
SAUTOIRS

Send for our
CIRCULAR

MANUFACTURING JEWELERS

291-293 SEVENTH AVENUE, NEW YORK
Between 26th and 27th Streets Phone 913 Madison

PLATINUM
COLLARS
PEARL MESH

WORK
SCARF PINS
PENDANTS
EARRINGS
MOUNTING

also to Order

Order and repairwork
of all kinds executed
by skilled workmen.
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CINCINNATI

Sweltering Weather and Vacation Season Causes a Business Lull—Innovation by
the Wholesale Jewelers' and Manufacturers' Association—Numerous Removals
and Improvements—Out-of-town Visitors Call on Wholesale Trade

Cincinnati, July 10.—The closing days of June
were dull and the month did not finish nearly as
strongly as it began. Rain hampered retail trade
and wholesale activity slumped considerably after
a protracted period of very fair business. The
opening days of July, however, seem to indicate
that this month will surpass its usual speed in
jewelry sales. Weather throughout this section
of the country has been most favorable to crops,
and the indications are for rapid fall trade. The
more settled condition in the political situation,
too, should serve to mmove some of the restraint
on business in general.
Roadmen who are away on their fall trips seem

to be having average sales with no section of the
country featuring conspicuously in activity or
otherwise predictions of lively fall trade are in
order, and are made with a great deal of assurance.
With the advent of July the Saturday half-

holiday is being observed by all but two or three of
the manufacturers and jobbers; several of the
leading retailers, too, are giving their employes
the advantage of this half-day respite from work.
In this connection it seems that it might be advis-
able for the local retail jewelers' association to
perfect some arrangement whereby all the retailers
would close for one afternoon a week during our
merciless summer months. Of course, Saturday
afternoon off is not to be seriously considered, but
some other afternoon, upon which all should agree,
might be selected for a weekly half-holiday.
Several leaders in other lines of industry here have
adopted Wednesday afternoon for the weekly
rest period, and the scheme seems to be giving
entire satisfaction.

Louis May, with A. & J. Plaut, is spending the
second week in July in Christ Hospital where he
submitted to a serious operation on his nose.
Charles Glass set out on the 7th on his fall trip
to Alabama, Georgia, Mississippi, and Texas.
L. J. Fox, the Gustave Fox Company, has been

elected an honorary member of the Advisory
Board of the Grand Lodge, Loyal Order of Moose.
Gustave Fox has gone with his family to Altantic
City for a two months' vacation.
C. Q. Erisman & Co., of LaFayette, Ind., have

given up their old location and have moved into
a handsome new store in the center of town.
Mr. and Mrs. 0. H. Amdsen toured from Ashtabula
to the Cedar Point convention in their automobile.
J. B. Stebbins, Ashtabula jeweler, also motored
to the convention.
A. Thoma of Thoma & Sons, Piqua, has been

chosen a delegate to the Elks' National Convention
at Portland, Oregon. Mr. Thoma leaves for the west
the last of July; besides attending the convention
he expects to extend his trip to include visits to
California and Yellowstone National Park.

J. B. Osthoff, with Joseph Noterman & Co., is
spending a couple of weeks in New York. William
Pflueger has gone to the Kentucky mountains on
a trout fishing excursion. W. J. Eichelberger, with
a party of friends, is putting in several weeks on
an automobile tour through Ohio and Michigan.
Mr. and Mrs. 0. B. Marvin, of Findlay, have

gone to Michigan to spend several weeks at a
lake resort.
H. D. Williams, watchmaker with Max Kohl-

hagen, Lebanon, and Miss Sarah V. Maich spent
an afternoon among the jobbers recently. They
are to be married early next month.
S. Evans has bought out C. W. Nicholson, of

Jamestown. Mr. Nicholson was the successor
of E. J. Harrison and has been in trade in James-
town only a few months.

J. D. Jacobs, D. Jacobs Sons Company, played
in the outfield with the Cincinnati Elks at the
Lackman farm. The members of the winning

team, including three jewelers, were given gold
stick-pins.
The Welsh jewelry and drug store at Berea,

Ky., was entered one night late in June and jewelry
valued at several hundred dollars was taken.
As the robber emerged from the building he was
met by a citizen and shots were exchanged.

After attending the Cedar Point Convention,
Mr. and Mrs. Fred Thoma of Thoma Brothers,
and Mr. and Mrs. Otto P. Slide of THE KEYSTONE
left together for Quebec where they are spending
three weeks.
A. J. Augustine with Thoma Brothers, has gone

to Pine Lake, Mich., with his wife for a couple
weeks' vacation. Carl and Jerome Thoma have
returned from a camping and fishing trip on a
fork of the Little Miami river near Eaton, Ohio.

Miss Mollie Bingaman, sister of F. C. and J. K.
Bingaman of the Bingaman Jewelry Company,
died June 29 in New York. Miss Bingaman was
sixty-five years of age; she had been ill for some
time and had been at Saratoga Springs for her
health.
The employes of the Clemens-Oskamp Company

were the guests of George Heeb at their annual
outing late in June. The party took the trolley
to Mr. Heeb's camp on the Miami river, near
Shademoor, and enjoyed athletic sports, fishing
and a picnic lunch. George Lockhorn has taken
his familly to Petosky, Mich., for a three weeks'
vacation.

J. W. Barber of Meridian, Miss., has decided
to re-enter trade and has built a spacious brick
building in which he will fit out a handsome jewelry
store.

J. F. Tufts and Miss Ora Anderson, both of
Conneaut, Ohio, were married July 8. The honey-
moon is being spent with the young man's father,
J. W. Tufts, at Loveland.
Edward Mittendorf has sent out cards announc-

ing that he will open a "complete, up-to-date
jewelry store" at 2509 Gilbert avenue (Peebles'
Corner) July 10. Mr. Mittendorf was formerly
with the E. & J. Swigart Company and for the
past several years has been in trade in Bluefield,
W. Va. He has taken up his residence in Hyde
Park where he formerly resided.

Julius Jacobs and Irvin Herman, of Herman &
Loeb, were in the line up of the Cincinnati Elks
baseball team when that team defeated the New-
port Elks in the annual game at the Lackman
Farm, Saturday the 29. Several hundred Elks
witnessed the contest which was held on the occa-
sion of their third annual outing on the farm at
Glendale.
R. Baldwin, watchmaker and jeweler of Win-

chester, Ky., made a trip to Louisville the last of
June and submitted to an operation on his eyes.
It was entirely successful and he has returned to
Winchester.
Ezra Kendall, with Richter & Phillips, who made

an excellent record as the pitcher for the R. & P.
team, is now on his western trip and has been
asked to pitch for a Des Moines, Iowa, team.
C. E. Richter left the last of June with Mrs.
Richter for a couple weeks' vacation at Atlantic
City.
Paul Ewing, who represents Richter & Phillips

in Georgia and Alabama with headquarters in
Atlanta, has been in the city preparing his lines
for his southern trip. He began visiting the
southern trade about the first of July.

George B. Hovekamp, with the Miller Jewelry
Company, has gone to Canada to spend a two
weeks' vacation on the St. Clair river tempting
the fish. Millers furnished the forty-odd medals.
for the first annual athletic meet of the S. S. A. A
on July Fourth.
Huge Lindenberg, of Lindenberg & Fox, leaves

the middle of July for his fall trip through Tennes-
see, Georgia and Alabama. E. J. Fox is finding
good trade in the west.

Mrs. L. Gutmann, wife of the founder of the L.
Gutman & Sons Company, and mother of the sons

now active in the firm, died the last of June at
her home in Avondale.

Julien Schwab was called in from his Ohio trip
and Herbert Schwab from his Indiana and Illinois
trip to attend the funeral of Mrs. L. Gutmann,
their aunt. They have returned to their territories.
Isie Shroder has left on his southern trip. James
Boyd, Schwab's representative in Texas, has set
out for that state with a complete fall line.

Harry Jackson, with E. & J. Bass of New
York, was in Cincinnati early in July visiting
old friends among the trade. Mr. Jackson was
formerly connected with Lindenberg, Strauss &
Co. in this city.
The July meeting of the Wholesale Jewelers'

and Manufacturers' Association will offer a pleas-
ant deviation from the usual course of the meetings.
It calls for an evening gathering at Sanker's
Garden in Norwood the eighteenth of the month
with the celebrated chicken dinner as the special
attraction. President Phillips will be absent from
the city, and the meeting will be called to order
by Vice-president Louis Homan. This July meet-
ing marks the beginning in 1912 of the open-air
gatherings which created such favorable comment
last summer.
The Fifth avenue store of Max J. Greenwald

was entered at daybreak, July 3. The thief
climbed a rear stairway and broke a second
story window and then let himself down into the
store through a flue hole which he widened.
According to Greenwald about $2,000 worth of
goods was stolen. Jewelry and watches worth
about $1,000 were found in the rear yard. The
stock of the Greenwald store is being auctioned
after his offer to settle with his creditors at 33 1 .,
cents on the dollar had been accepted and con-
firmed.

George Fox, Fox Brothers, is on the rapid mend
after having been confined for some time in the
hospital where he underwent a very severe opera-
tion.
A. G. Schwab & Sons are having their quarters

painted and renovated.
Mrs. Aaron Plaut left with her daughter the

first of July for a three months stay at Long
Branch. Joe Rosenbaum, with A. & J. Plant,
is in the southwest 'where he will spend ten weeks
visiting the trade.
Louis Bosse, with E. & J. Swigart Co., spent his

vacation with his parents at Aurora, Ind.
Adam Rothermel, a pioneer jeweler of Conners-

ville, Ind., in trade in that city for about forty
years died at his home late in June of heart trouble.
He was sixty-four years old and had come to the
United States from Germany when a boy. He
lived for a time in Brookville, Ind., and later
located in Connersville. The widow and daughter
survive him.

Wednesday, of the week of the Cedar Point
convention the retailers of Sandusky closed up
shop for the day and went over in a body to be
present at the sessions.
Buyers visiting local jobbers during the past

two weeks were: H. G. Sturgeon, Oak Hill, W. Va.,
Frank L. Horning & Son, Brookville, I 

'
nd.• J. J.

Graves, Springfield, Ky.; A. Wahlrab, Dayton;
A. P. Humphries, Bellefontaine; John G. McKay,
Selma, Ala.; E. M. Craft, Indianapolis; George
Klein, Munice, Ind.; Fred Bentel, Hamilton;
L. C. Eveslage, Ripley; F. A. Schweeting, Oxford;
Frank Stevenson, Hillsboro; F. B. Cary, Lebanon;
Leo Strumpf, Marion, Ind.; W. W. Murdock,
Middletown; J. S. Clements, Brownstown, Ind.;
Henry Krauss, Springfield; Charles G. Schlenker,
Hickman; J. D. Williamson, Richville, Ind.

Wedding Rings for Men

A bride often gives her husband a signet ring in
exchange for her own wedding ring. This is a
pretty French custom, which is becoming very
popular in England also.
The color of the stone in the ring is said to in-

fluence the man's fortune in the following ways:
A red stone makes him love his wife forever.
A green stone brings him wealth and success

in business.
A blue stone gives him health and strength.
A yellow stone gives him success in society and

raises him to a good social position.
A brown or black stone protects him against

accident and serious illness.
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WHEN you
say: "This

is Libbey Cut
Glass, you at
once add to the
popularity of
your store the
powerful influ-
ence of Libbey
reputation.

Salesroom at Factory

The Libbey
Glass Co.

Toledo Ohio

A Salesman Worthy of the Name

411 A Quincy Special show case is a valuable adjunct to yoursales force. By showing the goods under ideal conditions—
plenty of light, and with handsome mirrored backgrounds—it
attracts more attention to them, creates desire and increases
sales. The beauty which these cases give the store should also
be considered. 4] We make an all-plate glass floor case, marble
base, size 42 inches high by 26 inches wide, that is unexcelled.
Plates are held in place without notches or holes being made in
the glass. All strains are equally distributed. Fitted with French
polished plate glass shelves on adjustable brackets. Our
Quincy Special Wood Frame case, 42 inches high by 26 inches
wide, is made of selected quarter-sawed oak, ball-bearing
doors, receding base. Wood shelves on adjustable nickel-
plated brackets. This case is sure to give satisfaction.

Write for Catalog No. 20, showing complete line of show cases.
Also ask for Catalog No. 104 showing display fixtures.

QUINCY SHOW CASE WORKS

QUINCY ILLINOIS

Chicago, Jackson Blvd. and St. Joseph, Mo., 313-23So. 3d St.
Franklin St. Dallas, Tex., 907 Commerce St.

Wichita, Kans., 301 Beacon Bldg. Jacksonville, Fla., 20-28 Julia St.

be

Whenever you think of

Store Fixtures
Think of this-

14
HOFMAN

And remember that "Hofman Quality"
stands for "Highest Service" at the lowest
prices at which such goods can consistently
be made and sold.

Write for our catalogue or our representative

John Hofman Co.
44 Leighton St., Rochester, N. Y.
New York Office, 806-807, 1 West 34th St., New York

•
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Fourth Annual Convention
Colorado Retail Jewelers' Association

Important Trade Matters Intelligently Discussed—Fixed Prices, Fair Profits—Rail-

road Watch Inspection—Important Resolutions Embodying the Views of the

Association

Pueblo, Colo., July 1.—The fourth annual

convention of the Colorado Retail Jewelers' Asso-

ciation was held at the Vail Hotel, this city, on

June 25 to 29. President A. J. Stark occupied

the chair. The first session was called to order at

2 p. m. on June 25, when commissioner Donneley

formerly welcomed the visitors to the city.

In inaugurating the business of the convention,

President Stark expressed regret that the atten-

dance at the first session was not larger, and hoped

that it would be considerably increased by the

following morning. He commented on a letter

read to the convention by President Steele F.

Roberts of the national association, and emphasized

the importance of good feeling and united action

among the jewelers. Proceeding, he said:

President Stark's Address

Maintain friendship among men in the same line
of business, especially in your own town. Often
it seems easier to be friendly with men at a distance
than with your own neighbors, but we must over-
come this for the good of the cause.
A great deal of talk has been indulged in of late

on the cost of doing business, and I think it is a
timely subject. Think it over carefully, Brother
Jewelers, and try and get at the exact amount of
your expenses and remember the increase of all
necessities, not to speak of comforts. Your rent
may be higher; salaries and advertising cost
more; everything has been going up. Has the
profit on your sales kept up at the same pace?
I would also call your attention to a few items

of interest to our association which should receive
attention.

1. The Parcels Post. Are we going to allow the
home merchant in his home town to lose out? Are
we going to destroy the country town? Are we
going to have the mail order houses in the large
cities do all the retail business? Every man in
this convention can help in this fight. Write to
our congressmen and senators. Do it at once.

2. Another subject that ought to have our atten-
tions is the fight for restricted prices. All jewelers
should write to their representatives against the
passing of Section 31 and 32 of the Oldfield Bill.
H. R. 23417, or write to Senator Brown, who leads
the fight against the Bill. Fixed selling prices
must be upheld.
3. Disposal of unclaimed repairs. At Baltimore,

a jeweler, singled handed, after much hard work,
had a law placed on the statute books, and they are
doing it in several other states. Class legislation
was the main objection, but when such a law is
in the interest of justice to one class and not
injurious to any other class, it cannot be class
legislation.

4. Of great interest to the entire trade is the
fight on the time guarantee, one of the most demor-
alizing factors in the business, and I hope we will
place ourselves on record condemning this feature,
which seems to prevail only in the jewelry business.
5. I would also call your attention to a proposed

amendment to the Tariff Act, allowing American
residents to bring from abroad $300 value in ar-
ticles as gifts to friends.

6. Stamping laws. These are being enforced
more and more, and great credit is due to Mr.
Dexter, editor of the Gold and Silversmith, who,
through his paper and assay reports of the
goods of prominent manufacturers, has made a big
success in the betterment of the quality of gold,
silver, and plated goods. He certainly deserves
to be remembered by all state associations and I
hope we in this association will help to boost his
work.

7. National Advertising Scheme. At the na-
tional convention at Richmond, this subject was
first brought out; since then at one or two state

conventions it was materially advanced. It also
has been taken up in the trade papers, and at the
national convention at Kansas City. No doubt
a plan will be perfected. In THE KEYSTONE of
July 1, an article by A. C. Campbell, of Oklahoma,
gives a good idea of the scheme and should be read
by every jeweler.
In connection with the advertising idea, it

appears to me there is no way that a fixed selling
price can be maintained as quickly and perma-
nently as by this co-operative advertising plan.
In conclusion, I wish to say that I hope we will

get in closer touch with each other in our socia
as well as our business relations. Get closer in
touch with the jobber and manufacturer, and assist
to the fullest extent our national association and
its officers in their battle in behalf of the entire
craft.
The minutes of the last regular meeting were

read by the secretary, and adopted as read.
There was a short discussion of auction sales,

after which a few slight changes in program of the
evening were discussed.
The secretary's report which showed a balance on

hand of over $200, was read, accepted and placed
on file.
The report of the treasurer was then read, and

referred to the auditing committee, consisting of
Gorton Rushmer and W. E. Mount.
The committee on resolutions, consisting of

L. F. Cromwell, D. J. Kramer and Fred F. Syman
was then appointed to meet as soon as possible to
draft resolutions embodying the views of the asso-
ciation, to present at the national convention in
Kansas City. The president was appointed ex-
officio to that committee.
Fred F. Seyman then spoke as follows:

Fixed Price and a Fair Profit

One of the most serious problems today with the
retail jeweler is how to obtain a fair profit, and
still meet the competition of your brother jeweler.
Some of our factories today are trying to solve
this growing evil and help the jeweler by putting a
fixed selling price on their product.
You will find some of our craft saying: "It

does not make any difference whether there is a
fixed price or not. I can sell my merchandise as
cheap as the other fellow"; while others readily
agree with the factory that is trying to help the
retail jeweler to secure a living profit on his wares.
Let us see how this will work out.
If, for instance, we will take an article such as

the Ingersoll dollar watch: The factory has pro-
tected you by fixing the retail price at $1.00.
You feel assured that when a customer comes into
your store you are giving him an article he cannot
purchase elsewhere for any less than you can sell
it. It is a question with the purchaser as to where
he wants to throw his trade, and by giving a new
customer the common courtesies and good treat-
ment, you will probably have started this family
trading at your store.
On the other hand, supposing that that same

watch was bought by the retailer without the
fixed selling price; in other words, that he could sell
it at what he saw fit. Mr. Jones calls at your store
to purchase an Ingersoll watch, but when you
tell him the price, $1.00, he says, "Well, I would
like to buy that watch from you, but Smith, up
the street, is selling that watch for seventy-five
cents, and I don't believe I can afford to pay you
twenty-five cents more than I can buy it for at
Smith's." Smith is selling the watch on a
ten cent profit, while you were only asking a living
profit of thirty-five cents. Smith gets the reputa-
tion of underselling you.
You probably have lost a good customer, al-

though your prices all the way through may be
just as good as Smith's. But the impression goes
out that you are high-priced.
The department stores always use some well-

advertised brand of goods as a leader in order to

draw the people to their store to show them what a
bargain they are getting. We can take, for
example, a big department store of Chicago, who
put on sale the well-known and largely advertised
"Big Ben Clocks." They advertised them at a
price much below what the jeweler sold them at,
and I am glad to say that the company won their
suit restraining them from selling below the re-
stricted selling price.

This was only a little side line of the big store.
It meant nothing to them if they would even lose
a little money on the clocks, because that would
be cheap advertising to get the people in the store
to probably sell them some of their merchandise at
a good profit.
The jeweler cannot do this, for when a customer

comes to your store for an alarm clock, it is not
likely that you could sell him a watch or a diamond
ring where you could make some profit.
Why do you like to sell a Howard watch? I say

this, believing as I do that you like to sell them ;—
First, "Because I believe it to be a first-class time-
piece; Second,—"Because I know that I need not
fear when the man goes to the next store that he
can get it $5.00 less than I asked for it.
The price is established, and it is up to you when

you get a customer to sell, when you know that
your chances are equal with the other fellow;
and I, for one, will take my chance of effecting a
sale with my competitor when it is a matter of
getting the sale on your personality and selling
ability, and not on cutting the price.
I personally am opposed to price-cutting. When

I buy a piece of merchandise, I mark it at a rea-
sonable profit, as low as I can afford to sell it, and
pay my expense of doing business, and I mark
goods in plain figures.
We have one price for all, and we do not allow

any of our clerks to cut a price. And, Brother
Jewelers, if all of you would do the same you would
be surprised to see how quickly you would raise
the standard of the jewelry fraternity. It is true
you might lose a customer occasionally, but for
every one you lose you will add two to your list.
The majority of people are not looking for a good
article at a cheap price, but are willing to pay a
fair price for a good article; and I want to say to
you, that when you cut the price of any article, you
can never expect to sell that customer again with-
out reducing the price you first ask. You have
set a precedent, and he would feel that you are
overcharging him. He knows you have no set
price; he tells his friends; and you get the reputa-
tion of being unreliable because you have lead
him to believe that you are asking him more for
your goods than they are worth. This leads the
customer to believe that there is an awful large
profit in the jewelry business.
We are not taking the interest in our organiza-

tion that is necessary to bring about reforms that
are essential to building up a business. Take any
other line of business, from the banker down to the
grocer. They all have their organizations. They
meet together in goodly numbers; they discuss the
evils that creep into their business, for let it be
known that every line of business has its faults,
but they try to eliminate their faults. They co-
operate to help each other; and, my friends, that
is what is necessary in the jewelry business.
A great many of the stores are so selfish after

business that they resort to any method in order
to get the business away from their competitor.
This is a mistake. We should all work together.
There is room for all of us. We can all get our
share of business. Let us strive to elevate the
standard of our craft, and when your customer
mentions your competitor if you cannot speak a
good word for him, say nothing. Stop knocking;
get into the habit of boosting, for, after all, a knock
is always a boost.
Let us all work for the good of our business,

always trying to live up to the ideal methods,
never losing sight of the fact that our brother
jeweler too is entitled to a living, and not for-
getting that no one man can get it all. Let us
divide it—each one strive to get his share, but get
it honestly and fairly.

If we will all follow this rule, then the jewelry
fraternity will have raised its standard, and we shall
all profit by working together.
E. J. Kramer, of Salida, then delivered an

address on "Railroad Watch Inspection," which
is published on another page of this issue. A
short discussion of loaning watches followed.

(Continued on page 1427)
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The secretary then read the list of application
for membership in the association which is as
follows: J. W. Rawles, Glenwood Springs; H. C.
Baisch, Telluride; Anton Kuretich, Crested Butte;
J. F. Quine & Co., Telluride; Fred Weiss, Jules-
burg.
On motion, duly seconded, the above applicants

were accepted into the association.
After the reading of several letters by the

secretary, President Stark of the American Na-
tional Retail Jewelers' Association, gave his report
of the convention held at Richmond, by the
American National Retail Jewelers' Association
last year, which was a very interesting and instruc-
tive talk.

This finished the business of the first day, and
after short discussions of the question box, the
meeting adjourned.

Second Day

The morning session was called to order by
President A. J. Stark. A telegram was received
from C. F. Rohwedder offering his apologies for
his inability to attend and deliver the talk that he
was scheduled for, on account of a very important
business engagement at St. Jose, Mo.
On motion duly seconded and carried the

applications of C. A. Nunemark, 410 Northern
avenue, Pueblo, and Edward Applegate, 204 Main
street, Lamar, were accepted and the names en-
tered on the list of members of the association.
The secretary then read a list of outstanding

bills, which was approved.
The report of the auditing committee, was

accepted and recorded according to their findings.
The following resolutions were then read and

discussed:
Resolved, That the Colorado Retail Jewelers'

Association in convention assembled in Pueblo,
heartily commend the work of President Steele F.
Roberts and his associate officers of the national
organization in their work and pledge them our
support and assistance in their efforts to better
the condition of the jewelry fraternity.

Resolved, That we heartily approve of the
enforcement of the National Stamping Law.

Resolved, That we disapprove of the bill which
is pending against restricted prices and that we
lend our efforts to defeat this proposed legislation
by requesting each member of this association
to write to the congressmen of this state and the
United states senators to help to defeat this bill.

Resolved, That this organization recommend
that a state law be enacted to provide for the
disposal of unclaimed repairs, and that the dele-
gates of this association be instructed to bring this
matter before the convention of the national organ-
ization in order that a national law may be enacted
regarding this.

Resolved, That we favor the national advertising
campaign as outlined by Mr. Campbell, of Okla-
homa, and that the jobbers and manufacturers
co-operate with the national organization to put
same in operation.

Resolved, That we heartily approve of the action
of the watch and clock companies in their efforts to
maintain restricted prices on their product, and
that we lend our co-operation to bring about this
result.

Resolved, That we favor the efforts of the silver-
ware manufacturer to sell their products at a
uniform price to allow a fair margin of profit to the
retail jewelers and that we pledge our support to
help bring about this result.

Resolved, That we extend to Ernest Lunt, of the
Towle Manufacturing Company, our hearty ap-
preciation of his untiring efforts to get a uniform
price and fair margin for the retail jeweler on silver-
ware, and that we further urge that he use his
efforts to have the Towle Manufacturing Company
put their entire products on the 50 per cent basis.

Resolved, That we disapprove of the factories
and jobbers retailing silverware or any other
merchandise that will come into competition with
the legitimate jeweler, and that we urge that they
sell only at wholesale.

Resolved, That this association, through its
delegates to the national convention of the Retail
Jewelers' Association, recommend to that body
that they urge the watch manufacturers to place

on the market a medium priced complete watch,
that would retail at from ten to twenty dollars, at
the restricted price, the same as Colonial City,
Lord Elgin, etc., this being the only means of elim-
inating the price cutting on watches of medium
price, and that we request that these watches be
sold to the legitimate jewelry trade only.

Resolved, That we urge all silverware manu-
facturers to sell all of their products including
hollow ware as well as flat ware at a restricted
price of not less than 50 per cent profit to the
consumer.

Resolved, That the visiting members most
heartily thank the entertainment committee and
the jewelers of Pueblo for their untiring efforts in
entertaining the delegates to this convention.

Resolved, That we thank the management of
the Vail and Congress Hotels and Dr. Corwin for
the many courtesies extended.

Resolved, That we recommend that the next
national convention be held in Chicago and so
instruct our delegates.
On motion, duly seconded and carried, the

resolutions were accepted as amended and the
resolution committee discharged with thanks.
The next order of business was the election of

officers for the ensuing year and H. H. Frumess
and W. H. Brennan were appointed tellers.
The name of A. J. Stark was placed in nomina-

tion for president. There being no further nom-
inations, the nominations were closed and the
secretary instructed to cast a white ballot for
Mr. Stark as president.
F. P. Allen was nominated for vice-president

and the secretary instructed to cast a white ballot
in his favor.
For secretary, the name J. A. Bloom was placed

in nomination and the president instructed to cast
the entire vote of the convention in his favor.
Fred Syman was re-elected treasurer of the asso-

ciation by the unanimous vote of the convention,
which was cast by the secretary as ordered.
By the unanimous vote of the convention, D. J.

Kramer was elected a member of the executive
committee.
As delegates to the national convention to be

held this year in Kansas City, Gordon Rushmer,
A. J. Stark and F. P. Allen were chosen, and W. E.
Mount, L. F. Cromwell, and Mrs. Gordon Rushmer
as alternates.

DALLAS

Embezzler Sued by Jewelry Firm Convicted—
Eastern Texans Deplore Low Prices for Pro-
ducts—Changes and Improvements

Dallas, Texas, July 8.—James A. Pope, diamond
merchant, was recently given two years on a charge
of embezzlement. Shuttles Brothers & Lewis
preferred the complaint, alleging that Pope re-
ceived diamonds valued at $1,700, and failed to
account for them. Other charges of embezzlement
against Pope will be heard soon.
E. J. Cocker, representing Benjamin Allen & Co.,

of Chicago, Ill., was in Dallas recently, calling on
the local trade.
Mr. Campbell, watchmaker for W. J. McCray,

leading jeweler of Denton, Texas, was a
visitor in the city of Dallas.
Jim O'Neal, of the Taber Manufacturing Corn-

pany, recently had the misfortune of getting his
hand caught in a polishing machine, but is improv-
ing, and in the course of a few days will be able to
be back at his post.
H. Winans, expert watchmaker of Norman,

Okla., is going to work for G. A. Pfaeffle, Green-
ville, Texas, taking charge of the watch depart-
ment.
C. E. Bowman, in the jewelry business at Bon-

ham, Texas, was in Dallas recently, calling on the
jobbers.

Miss Willie Jennings, stenographer for the
Houghton-Reardon Company, who was reported
quite ill for a few days, has now recovered and is
back in the office.
Dick Mayer, of Kansas City, has recently

accepted a position as traveling salesman for Shut-
tles Brothers & Lewis.
W. R. Jay, of Rockwall, Texas, and C. N.

Hooser, of Maypearl, Texas, were buyers in the
Dallas market last week.
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Geo. Taylor one of the most successful retail
jewelers in Texas, was in Dallas recently. Mr.
Taylor is greatly increasing his stock and instal-
ling new fixtures at Terrell, Texas.
T. B. Ramey, of Tyler, Texas, was a welcome

visitor among the Dallas jobbing houses.
East Texas people are greatly disappointed with

the returns from the tomato crop. The yield is
enormous and the quality exceptionally good, but
price has fallen to such low levels that it scarcely
pays to gather the crop.
E. J. Thomason, of McGregor, Texas, paid a

flying visit to Dallas last week to replenish his
stock.
Mr. Pounds, of the Pounds-Kincannon Com-

pany, of Tupelo, Miss., was in the city last week,
investigating the lines of the Dallas jobbers.
The prestige and influence of Dallas as a jobbing
center is constantly increasing.
Mrs. Emma B. Ely, mother of William L. Ely in

the jewelry business at Sherman, Texas, died at the
family residence in North Sherman, June 22.
Friends and acquaintances extend much sympathy
to the loved ones.
Otto Starker, in the material department of the

Houghton-Reardon Company, will leave in a few
days for his vacation, which will be spent for the
most part, on a camping trip among the mountains.
E. M. Reardon, Jr., secretary and treasurer of

the Houghton-Reardon Company, will leave on
the 10, with his family for an extended overland
trip, taking in all points of interest east of the
Mississippi.

MINNEAPOLIS AND ST. PAUL

Timely Rainfall Relieves Fear of Drought—Crop
Prospects Excellent—State Association to Meet
at Fergus Falls on July 17 and 18

St. Paul, Minn., July 11.—The northwest has
experienced some very hot weather during the past
two weeks, and it looked as though there would be
another drought this summer, but a good rain fell
Sunday, June 30, and it has been raining every day
since up to the present writing.

All reports coming in state that the prospects
were never better in this section of the country.
There are many people connected with the trade
that are away on their vacations at present, and
others are awaiting their turn to get a few days rest.
There have been several changes in business

firms during the last few weeks in this section.
A. Mueller, formerly with W. N. McGuire, of
Northfield, Minn., bought out H. 0. Schleuder, of
Springfield, Minn. Mr. Mueller is a young man,
having spent most of his time since entering the
jewelry business with Mr. McGuire. He will
conduct both the jewelry and optical business.
We join his many friends in wishing him success
in his new venture.

It is understood that Mr. Hauer, formerly with
Atenberg, of Fairmount, Minn., will go to work for
Mr. McGuire as watchmaker and optometrist.
George Heins, manufacturing jeweler of St.

Paul, is the proud father of an eleven pound boy,
born July 1.
M. C. Roth, watchmaker and jeweler, of Devil's

Lake, N. D., stopped off in the twin cities on his
way to Sunrise, Ohio, where he is going to dispose
of some property. He will return to Devil's Lake,
where he will open up a new store. Mr. Roth
went there several months ago for his health, and
after recovering, has decided to go into business
and remain there.
A. Mueller, of Springfield, Minn., was one of the

out-of-town retailers seen in the twin cities during
the past two weeks.
C. I. Kaliher, material clerk for Sischo & Beard,

St. Paul, made a trip to St. Cloud, Minn., to at-
tend the wedding of one of his brothers.
F. W. Seaman, of Hastings, Minn. was in the

twin cities di, ring the past two weeks looking after
business matters.
F. H. Harm, who has a store on East Sixth

street, St. Paul, recently opened a branch store in
the midway district.
Many of the retail jewelers are preparing to at-

tend the Minnesota Retail Jewelers' Association
meeting at Fergus Falls, Minn., July 17 and 18.
A big time is expected at that meeting.
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ST. LOUIS

Situation Improves and Bank Clearings

Revived—F. W. Hoyt Dines Partners

Arrives with a Rush

St. Louis, July 8.—The second half of the year
has opened with an improved feeling in trade
circles in general, and the belief is that conditions
are growing better, and that the fall trade will be
good. Crop reports throughout this entire terri-
tory are favorable, and the travelers are leaving
on their fall trips with a great deal of buoyancy.

St. Louis bank clearings broke all records for
the first half of the present year, attaining a
grand aggregate of $1,981,812,106, and displaying
a gain of $72,977,521, or 3.47 per cent, over the
first six months of 1911. The total is the largest
for the first half of any year, and it gives assurance
that the $4,000,000,000 mark will be passed the
first time in 1912. Bankers and merchants con-
sider the clearings the best index of the commercial
situation. The transactions of the financial insti-
tutions reflect the activity of business. The total
of $1,981,812,106, with an increase of $72,077,521,
indicates healthy mercantile conditions in St.
Louis. As trade is heavier during the final half
of the year, the clearings for the last six months
of 1912 will be, it is believed, larger than for the
first. It is deemed particularly a certainty the
year's aggregate will exceed $4,000,000,000.

Officers of the Sales Managers' Association

At the recent annual election of the Sales
Managers' Association John C. Estes, manager of
the Mermod, Jaccard & King Jewelry Co., was
elected treasurer. Five new members were
elected. A special train will be provided for
members of the association wishing to attend the
Cincinnati Convention of Commissary Buyers,
beginning August 18. A large delegation of
merchants from Mexico were entertained by the
association through its members July 2, 3 and 4.
The Masonic Club, of St. Louis, which has a

large membership of jewelers, gave a smoker
recently at its club rooms in the Hess & Culbertson
Building. The club has a membership of more than
900 and 100 new members were added.
The Franklin Avenue Mercantile Association,

which has a number of jewelers as members,
gave a banquet one night recently. Arrangements
were made for the association's annual street
carnival, the date to be announced later.
Plans for an elaborate program for the revival

of the annual St. Louis fair on the grounds of the
Universal Exposition Company in September
are being made by the Business Men's League,
who are working with the Board of Directors of
the Exposition Company to make arrangements for
the exhibition. Members of the Business Men's
League expressed the opinion that because of the
short time remaining for preparation it would
not be expedient to make the first fall festival as
elaborate as the exhibition is expected to become.
In connection with their plans for removal to

the southwest corner of Tenth and Locust streets
later on the Whelan-Aehle-Hutchinson Jewelry
Company have been conducting a 15% discount sale.
Wolf Rosenthal, a swiss watchmaker just from

Switzerland, has accepted a position with the St.
Louis Watch Repair Company.
Coe, Yonge & Co., dealers in jewelry novelties

here for many years, have been incorporated as
the Coe-Yonge Mercantile Company with a
capital stock of $20,000. The incorporators are:
Edward D. Coe, 100 shares; Robert G. Yonge,
99 shares, and Elizabeth A. Yonge, 1 share.
The trial of Samuel A. Cheatham, self confessed

slayer of George Wurzberger, secretary of the
Cowperthwait Jewelry and Loan Company on
the night of January 31, which was to have begun
on Monday, June 21, has again been postponed to
an indefinite date on account of the serious illness
of the wife of Cheatham's lawyer.
The Mermod, Jaccard & King Jewelry Co.,

have been conducting a 25 per cent discount
diamond sale.

Jeweler Dines Partner and Employes

F. W. Hoyt, president of the Hoyt Jewelry
Company, gave his partners and employes a
party at his home in Kirkwood, one of our nice
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Break All Records—Annual Fair To Be

and Employes of Firm—Vacation Season

suburbs, Saturday, June 28. Those present were:
W. E. Barker, vice-president and treasurer;
H. W. Kellersmann, secretary; F. J. Bross, C. M.
Fairley, I. T. Fuller, C. T. Rogers, Harry Barn-
meyer, salesmen, all accompanied by their ladies
and Miss Clara and Miss Edith Muckfessell. It
was in the form of a garden party and it proved
a very enjoyable affair.
C. M. Fairley, traveler for the Hoyt Jewelry

Company, after spending a week at his home
in Versailles, Mo., left July 8 on a nine weeks'
trip through the southwest. I. T. Fuller, same
concern, left July 7 on a two months' trip through
the west. F. J. Bross, same concern, returned
June 24 from a two weeks' fishing trip at Fergus
Falls, Minn. He leaves at an early date on a trip
through Illinois.
H. Estinghausen, of the Attleboro Jewelry Com-

pany, has left on a two months' trip to Old Mexico.
W. J. Graham, formerly located at Kirkman,

Iowa, has leased a new building at the corner of
Grand avenue and Herbert street, and will open
there for business on September 1. He will carry
a full line of jewelry, silver and cut glass. He will
have as an associate in business J. M. Fillers, his
brother-in-law, formerly of Steelville, Ill.
The firm of Bachman & Schaefer, doing a jewelry

business at the corner of Broadway and Lucas
avenue, has been dissolved. Henry Bachman will
continue the business at the present location. John
Schaefer has opened a place of business for himself
at room 521 Holland Building.

Louis H. Kallemeier, formerly connected with
the Gerber-Buschman Silver & Cutlery Co., now
out of business, died here recently after a lingering
illness.
E. C. Longuet, formerly located in the Victoria

Building, is now located at 401 Globe-Democrat
Building.

Charles Kloeris, formerly located at 113 North
Eight street, has moved to 201 Globe Democrat
Building.
The Caster Jewelry Company, Eighteenth and

Market streets, have just concluded handsome
alterations at their place.
Henry A. Grimm has purchased a lot at the

northeast corner of Carr Lane avenue and Caroline
street recently. He will erect a two-story building
for the engraving business.

Joseph Auer, traveler for the Bauman-Massa
Jewelry Company, returned July 5 from a week's
visit in Chicago. Charles Welzmiller, traveler
for the same concern, left July 10 on a six weeks'
trip through Kansas and Oklahoma. S. L.
Lowenstein, traveler for the same house, left
July 10 for a six weeks' trip through Missouri
and Arkansas.
H. S. Aller, president of the Aller-Wilmes

Jewelry Company returned June 20 from a two
weeks visit in Chicago. He was accompanied by
his family. H. M. Hubbard, traveler for this
firm, leaves July 5 on a long trip through Texas.
W. J. Beard, traveler for same concern, leaves
July 15 on a several weeks' trip through Missouri
and Illinois.

William C. Hines, salesman for the Whelan-
Aehle-Hutchinson Jewelry Company, left July
13 on a three weeks' trip to Atlantic City, N. J.
John A. Gerst, salesman for this firm, returned
July 15 from a two weeks' visit in Chicago.
W. A. Hecker, secretary of the F. W. Drosten

Jewelry Company, returned July 15 from a two
weeks vacation.

J. H. Steideman, vice-president of J. W. Cary
& Co., is now on a six weeks' trip to California and
other points. J. W. Cary, president of this firm,
left July 5 to spend the summer at Harbor Beach,
Mich., where he has a cottage.
R. 0. Bolt, secretary of the Mermod, Jaccard

& King Jewelry Co., returned July 6 from a week's
business trip to New York. W. Sprague, salesman
for this concern, returned July 1 from a two
weeks' vacation spent in a trip over the Great
Lakes. S. T. Johnston, of the diamond depart-
ment, returned July 15 from a two weeks' vacation.

N. P. Logan, floor manager, returned July 10
from a ten days vacation spent in the Arcadia
Valley of Missouri. E. J. O'Connor, salesman,
attended the Democratic convention at Baltimore,
Md., and will spend a month in the east. George
Mitchell, salesman returned July 1 from a two
weeks' vacation spent in the Ozark Mountains of
Missouri. Charles Stephens, in charge of the
trophy and medals department, returned July 2
from a several days' business trip to Peoria, Ill.

S. D. Culbertson, vice-president, Linn Culbert-
son and Roy Culbertson, his sons, all of the Hess
& Culbertson Jewelry Co., are spending several
weeks at Walloon Lake, Mich. Miss Alice Richt,
saleslady for this concern, returned recently from
a two weeks' vacation. George J. Hess, president
of this firm will leave shortly for a trip to Iowa.
Louis Fleischman, 1231 North Thirteenth street,

and bride returned July 1 from a two weeks'
wedding trip.
L. W. Braun, buyer for the S. Ruby Jewelry

Company, left July 29 on a three weeks' business
trip to New York and the jewelry manufacturing
centers.

Moolah Temple Shiners gave their annual boat
excursion down the river Saturday night, June 29.
Among those making the trip were F. W. Drosten,
president, and E. W. Bornmueller, of the F. W.
Drosten Jewelry Company,

J. E. Riley, traveler for the W. F. Kemper
Supply Company, left July 12 for a two weeks'
vacation trip to his old home at Marietta, Ohio.
L. A. Fassett, of Weiss & Fassett, returned July

6 from a seven weeks' trip to the diamond centers
of Europe.

Morris Bauman returned June 30 from a two
weeks' western trip. He left July 7 on a six
weeks' trip through the same territory.
E. H. Meier, traveler for the Weidlich Jewelry

Company, returned June 30 from a two weeks'
trip through southern Missouri and Arkansas.
He left July 9 on a long trip through Kentucky,
Tennessee and Alabama. A. C. Lemley, traveler,
left July 9 on a six weeks' trip through Missouri,
Kansas and Oklahoma. Lawrence Oberting, of the
same house, left July 9 on a long trip through
northern Missouri, Illinois and Nebraska.
M. M. Burnstine, the diamond dealer, returned

July 6 from a two weeks' southern trip.
Ralph Loewenstein, of the R. Loewenstein

Jewelry Company, left July 1 on a three weeks'
southern trip.

Arnold Hagnauer, well known in the jewelry
trade here, has accepted a position as salesman with
the Maschmeyer-Richards Silver Company. J. K.
Venable, traveler for this concern, left July 6
on a five months' trip through the west and south-
west. E. A. Schoenle, traveler, left July 6 on a
five months' trip to Texas and the Coast. L. L.
Gerber, salesman, returned June 27 from a three
weeks' sojourn in the Ozark Mountains of Missouri.
Joe B. Moore, traveler for the Elliott Jewelry

Company, left June 26 on a long trip through the
west. Al. P. Wolff, same firm, left June 26 on a
long trip through Illinois, Missouri and Texas.
Carl Gross, same firm left June 26 on a several
weeks' trip through Illinois and Missouri.
M. Stiffelman, of M. Stiffelman & Co., returned

July 6 from a three weeks' trip through the west.
Mr. Gibbs, of the Reeves Jewelry Company,

was married to a charming young lady of Hannibal,
Mo., at that place recently.
Well known trade visitors here recently were:

M. L. Greenstreet, Lebanon, Mo.; Mike Misch,
Muskogee, Okla.; Fred Pfauss, Christopher, Ill.;
N. P. Jensen, Marissa, Ill.; P. J. Zillis, Stanberry,
Mo.; Guy Settles, Sessor, Mo.; G. N. Reid, Mt.
Vernon, Ill.; Albert Scherer, Centralia, Ill.;
Enno Dick, New Baden, Ill.; F. H. Kassel, Cape
Girardeau, Mo.; R. R. Greene, Salem, Mo.;
August Vogel, with C. Burkhardt, Red Bud,
Ill.; S. E. Brady, El Reno, Okla.

J. F. Mitchell, formerly of the J. F. Mitchell
Jewelry Company, Anadarko, Okla., who recently
sold his business at that place to a Mr. Brewer,
was a recent visitor here.

J. H. Perkins, a former jeweler of Poplar Bluff,
Mo., and who re-entered at that place on July 1,
was a recent visitor here on a buying trip.
L. E. Gutfreund, superintendent of the Eisen-

stadt Manufacturing Company factory, accom-
panied by his wife and daughter left June 29 on a
month's trip to the Pacific Coast. They attended
the Elk's National Convention at Portland, Ore-
gon, which began July 9.
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Seventh Annual Convention
Pennsylvania Retail Jewelers' Association

A Business-like Gathering and a Thoroughly Practical Program—Important Addresses
by Trade Leaders—Conditions and Needs Embodied in Vigorous Resolutions—
Old Officers Re-elected

Pennsylvania retail jewelers to the number of
two score or more on Monday, Tuesday and
Wednesday, July 1, 2 and 3, in Erie gathered,
at the seventh annual convention of the Pennsyl-
vania Retail Jewelers' Association to talk over
important trade matters and have a good time
generally in a social way.

While the convention did not officially open until
Tuesday morning, July 2, quite a number of the
members foregathered in the lobby of the Reed
House and held an informal reception. The con-
vention proper was held in the rooms of the Erie
Chamber of Commerce adjoining the hotel.
As usual there was an entertainment committee

which did its work well. In addition to a very
pleasant boat ride on Lake Erie, there was an
automobile ride on Tuesday afternoon for the
ladies of the party and a trolley ride for the men
from the Chamber of Commerce Rooms to Four
Mile Creek; from thence to Waldameer and then
to the Country Club where the men met the ladies'
auto party and dinner was served.

Tuesday Morning
Promptly on scheduled time at ten o'clock,

President John M. Roberts called the convention
to order and introduced the mayor of Erie, Hon.
William J. Stern, who welcomed the jewelers to
Erie as follows:

Mr. president and gentlemen of the Pennsyl-
vania Retail Jewelers' Association:
"The committee which so kindly invited me to

be present at your opening session also mailed me
a copy of your program. I desire to compliment
the committee who prepared that program, as it is
the most business-like program I have had the
pleasure of reading in years. It seems to provide
for every moment of the next two days and you
were wise in limiting me to ten minutes. I assure
you I will not take up over five, and you are there-
fore five minutes to the good.
" We have had many conventions in Erie, but

this is the first time in my recollection that we
have ever entertained so distinguished a body of
men as compose the Pennsylvania Retail Jewelers'
Association. Inasmuch as the word jewelry is
closely associated with thoughts of wealth, I have
given the police department instructions to care-
fully watch your trunks so that they be not
broken into during your stay, as I can assure you
that burglars will not be a welcome element at this
time.
"I have often been amused at the advertisement

of a local jeweler who advertised that he was
' the only jeweler on the pike.' I want to say to
this local man that his advertisement does not go
at this time, for the reason that Erie has many
jewelers just now on its pikes and they are welcome
to our pikes and anything on our pikes while they
are here. You have come to us at the height of our
season when Erie is at its best and while you have
much business before you we want you to see some-
thing of our city while you are here. We want you
to visit industrial Erie. We want you to visit
our factories, some of them the largest of their
kind in the world. And we want you to know
that Erie boasts of the fact that it has between
300 and 400 factories which are growing larger
each year. The one thing we do not possess is a
jewelry factory which I am confident would pay
here, and it is my hope that some of you may come
back and start one.
"Your association is organized for many good

purposes. I believe that each line of business
should have its organization. Men become better
by coming into association with their fellow men,

and this is a reason why the world is growing better.
"I feel that you are in good hands. Our splendid

local committee will see to it that you are enter-
tained royally during your stay, and I hope you will
leave Erie with many pleasant recollections of
your seventh annual convention."

Col. J. Warner Hutchins, of Philadelphia, was
down on the program to respond to the mayor's
welcome. Being unavoidably detained, his place
was taken by Col. John L. Shepherd, of The
Keystone Watch Case Company, who, in thanking
the mayor for his welcome, referred to Col.
Hutchins as "the handsomest man in the trade."
He spoke of the wonderful growth and develop-
ment during the past year in association and
organization work in the jewelry trade in nearly
every state in the union. He paid the city of Erie
many compliments and in answer to the mayor's

PRESIDENT JOHN M. KOBERTS

statement that Erie possesses no jewelry factory,
ventured the opinion that before long some enter-
prising manufacturer of jewelry would doubtless
locate there.

August Loch, of Pittsburgh, then read the follow-
ing poem contributed and written by J. Loughrey
Roberts, of John M. Roberts & Son Company,
Pittsburgh:

On the Banks of Lake Erie
On the Banks of the lake our convention we'll hold
In the town of old Erie of which quaint stories

are told.
The town of activity; progressive, alive,
With the rustle and bustle of a busy beehive,

We'll sing of its glory; we'll sing of its might;
All hail to the town of endless delight.

You work when you work, then enjoy a good rest,
Reaping the benefits of your hard labors at best.

Your jewelers are representative men of the land,
Endowed as good fellows with lots of push, grit
and sand.

Your business comes first but with it some pleasure,
Making business a pleasure adds to long life and
cash in the treasure.

Jewelers most honored of tradesman and held in
greatest respect,

Clean cut men and square, a "brilliant" without
defect.

Merchant, artist and philanthropist, three in one,
Always doing good for others, "the best man
under the sun."

Come to Erie and own the town, was the invitation
sent,

So get together boys, on mischief we are bent,
Lets have a ball game on the nearest corner lot,
Entrance through swinging doors to counter
where battle's fought.

Straight across the plate the balls begin to shoot,
High balls—ice balls, any kind to suit.

Gather round the Erie man; step up close;
With Erie hospitality "nichts ist losz."

" Donner blitzen, donner weather," yes,
Of all state conventions this is the very best.

So up we'll stand and take a vote;
Two days each year at Erie to devote.

One thing right here I'd like to say
About the Jewelry business and the way to make

it pay,
Stop this everlasting price cutting, play the fair

game,
Get together with your neighbor, he'll do the
same.

Get together, jeweler brothers, why tarry so long,
The public gets the benefit of your profits that's

gone.
The jewelry business is a healthy one, they say,
But your not in it for health alone, every day.

Long to be remembered, brimful of joys,
Money in the pocket, help to all the boys,

In the assemblage of Nobles the cheer goes round,
To meet soon again in dear old Erie town.

The minutes of last year's convention, held at
Pittsburgh, were read by secretary Wiley and
adopted.

President John M. Roberts then read his annual
address as follows:

Address of President John M. Roberts
Friends and fellow jewelers:

It is with great pleasure that I address you,
as president of this association, at the close of
this, the sixth year of our organization, during
which time we have had four years of almost
continued depression. Each year we have been
looking for the rainbow of promise, which is to
break this apparent sloth or apathy, that has
spread over the business wdrld. We who are
here should be thankful that we have weathered
the storm.
We cannot understand why God in his allwise

providence, should have allowed these hardships
to continue so long, unless it were to teach the
business world a lesson.
Undoubtedly, the panic of 1907 was brought

about by over-extension in every branch of business,
recklessness, dishonesty and daring speculation
which had touched all walks of trade. Everybody
was over-confident and would not see the dangers
ahead. Things had reached a breaking point.
Stocks, bonds and all other merchandise except
diamonds went down in the crash.
To the diamond syndicate we jewelers are

indebted for the support which maintained the
prices on diamonds. Few jewelers have realized
how much this meant to them. If the syndicate
had not supported the diamond market, the price
of diamonds would have been cut in half, and the
fact that so large a percentage of your capital is
invested in diamonds would have meant bank-
ruptcy to about 75 per cent of the jewelers.

Therefore, be ever "on the watch tower," on
the look out for dangers ahead so as to avoid the
rocks which have wrecked many a merchant.
Our country apparently has been taught its

lesson. While we are to be progressive and
energetic, yet we must keep within the limit
of our resources.

Honesty the Best Policy
We must also be taught the necessity of honest

and square dealing. By binding together in asso-
ciations like our own, and with combined efforts
we can either convert the rogue and dishonest
dealer into an honest merchant, or ultimately
drive him out of business.
I believe the time has come when the fair dealing

and honest merchant will predominate, and the
dishonest be banished from the mercantile world.
We believe in the well known motto that " honesty
is the best policy" which motto should be the aim
of our association

If you are honest with your competitor—with
the manufacturer from whom you purchase, the
consumer to whom you sell, and to yourself, you
will maintain a sufficient profit system, which will

"Crown"
The Smallest Watch in America

to Sell at a Popular Price

The New 3/o-size Complete Watch

'11W
 HEN a woman com-
pares her ordinary
watch with a Crown
Watch bought at the

same price by one of her friends,
she is apt to feel that she has
been stung.
You can't blame her resent-
ment at her jeweler for not
taking better care of her.
The Crown is so much neater
and daintier—its better value
is so plain to be seen that
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Pennsylvania retail jewelers to the number of
two score or more on Monday, Tuesday and
Wednesday, July 1, 2 and 3, in Erie gathered,
at the seventh annual convention of the Pennsyl-
vania Retail Jewelers' Association to talk over
important trade matters and have a good time
generally in a social way.
While the convention did not officially open until

Tuesday morning, July 2, quite a number of the
members foregathered in the lobby of the Reed
House and held an informal reception. The con-
vention proper was held in the rooms of the Erie
Chamber of Commerce adjoining the hotel.
As usual there was an entertainment committee

which did its work well. In addition to a very
pleasant boat ride on Lake Erie, there was an
automobile ride on Tuesday afternoon for the
ladies of the party and a trolley ride for the men
from the Chamber of Commerce Rooms to Four
Mile Creek; from thence to Waldameer and then
to the Country Club where the men met the ladies'
auto party and dinner was served.

Tuesday Morning
Promptly on scheduled time at ten o'clock,

President John M. Roberts called the convention
to order and introduced the mayor of Erie, Hon.
William J. Stern, who welcomed the jewelers to
Erie as follows:

Mr. president and gentlemen of the Pennsyl-
vania Retail Jewelers' Association:
"The committee which so kindly invited me to

be present at your opening session also mailed me
a copy of your program. I desire to compliment
the committee who prepared that program, as it is
the most business-like program I have had the
pleasure of reading in years. It seems to provide
for every moment of the next two days and you
were wise in limiting me to ten minutes. I assure
you I will not take up over five, and you are there-
fore five minutes to the good.
"We have had many conventions in Erie, but

this is the first time in my recollection that we
have ever entertained so distinguished a body of
men as compose the Pennsylvania Retail Jewelers'
Association. Inasmuch as the word jewelry is
closely associated with thoughts of wealth, I have
given the police department instructions to care-
fully watch your trunks so that they be not
broken into during your stay, as I can assure you
that burglars will not be a welcome element at this
time.
"I have often been amused at the advertisement

of a local jeweler who advertised that he was
the only jeweler on the pike.' I want to say to
this local man that his advertisement does not go
at this time, for the reason that Erie has many
jewelers just now on its pikes and they are welcome
to our pikes and anything on our pikes while they
are here. You have come to us at the height of our
season when Erie is at its best and while you have
much business before you we want you to see some-
thing of our city while you are here. We want you
to visit industrial Erie. We want you to visit
our factories, some of them the largest of their
kind in the world. And we want you to know
that Erie boasts of the fact that it has between
300 and 400 factories which are growing larger
each year. The one thing we do not possess is a
jewelry factory which I am confident would pay
here, and it is my hope that some of you may come
back and start one.
"Your association is organized for many good

purposes. I believe that each line of business
should have its organization. Men become better
by coming into association with their fellow men,

and this is a reason why the world is growing better.
" I feel that you are in good hands. Our splendid

local committee will see to it that you are enter-
tained royally during your stay, and I hope you will
leave Erie with many pleasant recollections of
your seventh annual convention."

Col. J. Warner Hutchins, of Philadelphia, was
down on the program to respond to the mayor's
welcome. Being unavoidably detained, his place
was taken by Col. John L. Shepherd, of The
Keystone Watch Case Company, who, in thanking
the mayor for his welcome, referred to Col.
Hutchins as "the handsomest man in the trade."
He spoke of the wonderful growth and develop-
ment during the past year in association and
organization work in the jewelry trade in nearly
every state in the union. He paid the city of Erie
many compliments and in answer to the mayor's

PRESIDENT JOHN M. KOBERTS

statement that Erie possesses no jewelry factory,
ventured the opinion that before long some enter-
prising manufacturer of jewelry would doubtless
locate there.
August Loch, of Pittsburgh, then read the follow-

ing poem contributed and written by J. Loughrey
Roberts, of John M. Roberts & Son Company,
Pittsburgh:

On the Banks of Lake Erie
On the Banks of the lake our convention we'll hold
In the town of old Erie of which quaint stories

are told.
The town of activity; progressive, alive,
With the rustle and bustle of a busy beehive,

We'll sing of its glory; we'll sing of its might;
All hail to the town of endless delight.

You work when you work, then enjoy a good rest,
Reaping the benefits of your hard labors at best.

Your jewelers are representative men of the land,
Endowed as good fellows with lots of push, grit
and sand.

Your business comes first but with it some pleasure,
Making business a pleasure adds to long life and

cash in the treasure.

Jewelers most honored of tradesman and held in
greatest respect,

Clean cut men and square, a "brilliant" without
defect.

Merchant, artist and philanthropist, three in one,
Always doing good for others, "the best man
under the sun."

Come to Erie and own the town, was the invitation
sent,

So get together boys, on mischief we are bent,
Lets have a ball game on the nearest corner lot,
Entrance through swinging doors to counter
where battle's fought.

Straight across the plate the balls begin to shoot,
High balls—ice balls, any kind to suit.

Gather round the Erie man; step up close;
With Erie hospitality "nichts ist losz."

" Donner blitzen, donner weather," yes,
Of all state conventions this is the very best.

So up we'll stand and take a vote;
Two days each year at Erie to devote.

One thing right here I'd like to say
About the Jewelry business and the way to make

it pay,
Stop this everlasting price cutting, play the fair

game,
Get together with your neighbor, he'll do the
same.

Get together, jeweler brothers, why tarry so long,
The public gets the benefit of your profits that's

gone.
The jewelry business is a healthy one, they say,
But your not in it for health alone, every day.

Long to be remembered, brimful of joys,
Money in the pocket, help to all the boys,

In the assemblage of Nobles the cheer goes round,
To meet soon again in dear old Erie town.

The minutes of last year's convention, held at
Pittsburgh, were read by secretary Wiley and
adopted.

President John M. Roberts then read his annual
address as follows:

Address of President John M. Roberts
Friends and fellow jewelers:

It is with great pleasure that I address you,
as president of this association, at the close of
this, the sixth year of our organization, during
which time we have had four years of almost
continued depression. Each year we have been
looking for the rainbow of promise, which is to
break this apparent sloth or apathy, that has
spread over the business wcirld. We who are
here should be thankful that we have weathered
the storm.
We cannot understand why God in his allwise

providence, should have allowed these hardships
to continue so long, unless it were to teach the
business world a lesson.
Undoubtedly, the panic of 1907 was brought

about by over-extension in every branch of business,
recklessness, dishonesty and daring speculation
which had touched all walks of trade. Everybody
was over-confident and would not see the dangers
ahead. Things had reached a breaking point.
Stocks, bonds and all other merchandise except
diamonds went down in the crash.
To the diamond syndicate we jewelers are

indebted for the support which maintained the
prices on diamonds. Few jewelers have realized
how much this meant to them. If the syndicate
had not supported the diamond market, the price
of diamonds would have been cut in half, and the
fact that so large a percentage of your capital is
invested in diamonds would have meant bank-
ruptcy to about 75 per cent of the jewelers.

Therefore, be ever "on the watch tower," on
the look out for dangers ahead so as to avoid the
rocks which have wrecked many a merchant.
Our country apparently has been taught its

lesson. While we are to be progressive and
energetic, yet we must keep within the limit
of our resources.

Honesty the Best Policy
We must also be taught the necessity of honest

and square dealing. By binding together in asso-
ciations like our own, and with combined efforts
we can either convert the rogue and dishonest
dealer into an honest merchant, or ultimately
drive him out of business.
I believe the time has come when the fair dealing

and honest merchant will predominate, and the
dishonest be banished from the mercantile world.
We believe in the well known motto that " honesty
is the best policy" which motto should be the aim
of our association

If you are honest with your competitor—with
the manufacturer from whom you purchase, the
consumer to whom you sell, and to yourself, you
will maintain a sufficient profit system, which will
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Pennsylvania retail jewelers to the number of
two score or more on Monday, Tuesday and
Wednesday, July 1, 2 and 3, in Erie gathered,
at the seventh annual convention of the Pennsyl-
vania Retail Jewelers' Association to talk over
important trade matters and have a good time
generally in a social way.
• While the convention did not officially open until
Tuesday morning, July 2, quite a number of the
members foregathered in the lobby of the Reed
House and held an informal reception. The con-
vention proper was held in the rooms of the Erie
Chamber of Commerce adjoining the hotel.
As usual there was an entertainment committee

which did its work well. In addition to a very
pleasant boat ride on Lake Erie, there was an
automobile ride on Tuesday afternoon for the
ladies of the party and a trolley ride for the men
from the Chamber of Commerce Rooms to Four
Mile Creek; from thence to Waldameer and then
to the Country Club where the men met the ladies'
auto party and dinner was served.

Tuesday Morning
Promptly on scheduled time at ten o'clock,

President John M. Roberts called the convention
to order and introduced the mayor of Erie, Hon.
William J. Stern, who welcomed the jewelers to
Erie as follows:

Mr. president and gentlemen of the Pennsyl-
vania Retail Jewelers' Association:
"The committee which so kindly invited me to

be present at your opening session also mailed me
a copy of your program. I desire to compliment
the committee who prepared that program, as it is
the most business-like program I have had the
pleasure of reading in years. It seems to provide
for every moment of the next two days and you
were wise in limiting me to ten minutes. I assure
you I will not take up over five, and you are there-
fore five minutes to the good.
"We have had many conventions in Erie, but

this is the first time in my recollection that we
have ever entertained so distinguished a body of
men as compose the Pennsylvania Retail Jewelers'
Association. Inasmuch as the word jewelry is
closely associated with thoughts of wealth, I have
given the police department instructions to care-
fully watch your trunks so that they be not
broken into during your stay, as I can assure you
that burglars will not be a welcome element at this
time.
" I have often been amused at the advertisement

of a local jeweler who advertised that he was
'the only jeweler on the pike.' I want to say to
this local man that his advertisement does not go
at this time, for the reason that Erie has many
jewelers just now on its pikes and they are welcome
to our pikes and anything on our pikes while they
are here. You have come to us at the height of our
season when Erie is at its best and while you have
much business before you we want you to see some-
thing of our city while you are here. We want you
to visit industrial Erie. We want you to visit
our factories, some of them the largest of their
kind in the world. And we want you to know
that Erie boasts of the fact that it has between
300 and 400 factories which are growing larger
each year. The one thing we do not possess is a
jewelry factory which I am confident would pay
here, and it is my hope that some of you may come
back and start one.
"Your association is organized for many good

purposes. I believe that each line of business
should have its organization. Men become better
by coming into association with their fellow men,

and this is a reason why the world is growing better.
" I feel that you are in good hands. Our splendid

local committee will see to it that you are enter-
tained royally during your stay, and I hope you will
leave Erie with many pleasant recollections of
your seventh annual convention."

Col. J. Warner Hutchins, of Philadelphia, was
down on the program to respond to the mayor's
welcome. Being unavoidably detained, his place
was taken by Col. John L. Shepherd, of The
Keystone Watch Case Company, who, in thanking
the mayor for his welcome, referred to Col.
Hutchins as "the handsomest man in the trade."
He spoke of the wonderful growth and develop-
ment during the past year in association and
organization work in the jewelry trade in nearly
every state in the union. He paid the city of Erie
many compliments and in answer to the mayor's

PRESIDENT JOHN M. KOBERTS

statement that Erie possesses no jewelry factory,
ventured the opinion that before long some enter-
prising manufacturer of jewelry would doubtless
locate there.

August Loch, of Pittsburgh, then read the follow-
ing poem contributed and written by J. Loughrey
Roberts, of John M. Roberts & Son Company,
Pittsburgh:

On the Banks of Lake Erie
On the Banks of the lake our convention we'll hold
In the town of old Erie of which quaint stories

are told.
The town of activity; progressive, alive,
With the rustle and bustle of a busy beehive,

We'll sing of its glory; we'll sing of its might;
All hail to the town of endless delight.

You work when you work, then enjoy a good rest,
Reaping the benefits of your hard labors at best.

Your jewelers are representative men of the land,
Endowed as good fellows with lots of push, grit
and sand.

Your business comes first but with it some pleasure,
Making business a pleasure adds to long life and

cash in the treasure.

Jewelers most honored of tradesman and held in
greatest respect,

Clean cut men and square, a "brilliant" without
defect.

Merchant, artist and philanthropist, three in one,
Always doing good for others, "the best man
under the sun."

Come to Erie and own the town, was the invitation
sent,

So get together boys, on mischief we are bent,
Lets have a ball game on the nearest corner lot,
Entrance through swinging doors to counter
where battle's fought.
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Straight across the plate the balls begin to shoot,
High balls—ice balls, any kind to suit.

Gather round the Erie man; step up close;
With Erie hospitality "nichts ist losz."

" Donner blitzen, donner weather," yes,
Of all state conventions this is the very best.

So up we'll stand and take a vote;
Two days each year at Erie to devote.

One thing right here I'd like to say
About the Jewelry business and the way to make

it pay,
Stop this everlasting price cutting, play the fair

game,
Get together with your neighbor, he'll do the
same.

Get together, jeweler brothers, why tarry so long,
The public gets the benefit of your profits that's

gone.
The jewelry business is a healthy one, they say,
But your not in it for health alone, every day.

Long to be remembered, brimful of joys,
Money in the pocket, help to all the boys,

In the assemblage of Nobles the cheer goes round,
To meet soon again in dear old Erie town.

The minutes of last year's convention, held at
Pittsburgh, were read by secretary Wiley and
adopted.

President John M. Roberts then read his annual
address as follows:

Address of President John M. Roberts
Friends and fellow jewelers:

It is with great pleasure that I address you,
as president of this association, at the close of
this, the sixth year of our organization, during
which time we have had four years of almost
continued depression. Each year we have been
looking for the rainbow of promise, which is to
break this apparent sloth or apathy, that has
spread over the business wcirld. We who are
here should be thankful that we have weathered
the storm.
We cannot understand why God in his allwise

providence, should have allowed these hardships
to continue so long, unless it were to teach the
business world a lesson.
Undoubtedly, the panic of 1907 was brought

about by over-extension in every branch of business,
recklessness, dishonesty and daring speculation
which had touched all walks of trade. Everybody
was over-confident and would not see the dangers
ahead. Things had reached a breaking point.
Stocks, bonds and all other merchandise except
diamonds went down in the crash.
To the diamond syndicate we jewelers are

indebted for the support which maintained the
prices on diamonds. Few jewelers have realized
how much this meant to them. If the syndicate
had not supported the diamond market, the price
of diamonds would have been cut in half, and the
fact that so large a percentage of your capital is
invested in diamonds would have meant bank-
ruptcy to about 75 per cent of the jewelers.

Therefore, be ever "on the watch tower," on
the look out for dangers ahead so as to avoid the
rocks which have wrecked many a merchant.
Our country apparently has been taught its

lesson. While we are to be progressive and
energetic, yet we must keep within the limit
of our resources.

Honesty the Best Policy
We must also be taught the necessity of honest

and square dealing. By binding together in asso-
ciations like our own, and with combined efforts
we can either convert the rogue and dishonest
dealer into an honest merchant, or ultimately
drive him out of business.
I believe the time has come when the fair dealing

and honest merchant will predominate, and the
dishonest be banished from the mercantile world.
We believe in the well known motto that " honesty
is the best policy" which motto should be the aim
of our association

If you are honest with your competitor—with
the manufacturer from whom you purchase, the
consumer to whom you sell, and to yourself, you
will maintain a sufficient profit system, which will
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4vkN "Crown"
The Smallest Watch in America

to Sell at a Popular Price

The New 3/o-size Complete Watch

"II\V
HEN a woman com-
pares her ordinary
watch with a Crown
Watch bought at the

same price by one of her friends,
she is apt to feel that she has
been stung.
You can't blame her resent-
ment at her jeweler for not
taking better care of her.
The Crown is so much neater
and daintier--its better value
is so plain to be seen that



alert jewelers everywhere are
now carrying Crown Watches
in preference to all other time-
pieces of this general class.

The Crown Watch is made both
Hunting and Open Face-7-jewel
movement in bascine gold-filled case;
Plain Polished, Engine-turned and a
striking series of Fancy Engraved de-
signs—cased and timed at the factory
and sold complete.

Are you one of the progressive jewel-
ers who are selling Crown Watches?
Is your stock big enough to make a
striking display?
Is your assortment full and repre-
sentative?
If not—order from your jobber. You
are missing something every day you
put it off.

The KEYSTONE WATCH CASE COMPANY
ESTABLISHED 1853

NEW YORK
PHILADELPHIA

CHICAGO CINCINNATI SAN FRANCISCO

A
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enable you to pay for your merchandise, and make

an honest living for yourself and those dependent

on you.

How to Establish a Fair Profit System

I have thought of many plans by which to bring

about a fixed selling price on many of our wares,

and none of these plans will work out without

the assistance of the manufacturer, for the follow-

ing reasons:
It has been our experience in Pittsburgh that

it is the aim of most jewelers to get all the business

he can from his competitor, even at the forfeit of

his profit. For example, if a popular and well

known article were put in your window marked at

$5.00, one of your competitors would mark the

same article $4.50, then another would take it up

and reduce it another quarter making it $4.25.

Why should this petty competition go on, depriving

you of a living profit to which you are justly
entitled?
Many have suggested a percentage basis of

profit. This to my mind will not work. For
instance, some years ago a 60 per cent profit was
the general rule. At this percentage an article
costing $3.75 would figure $5.62. Some would
mark it $5.75, while others would mark it $5.50.

This would not eliminate the petty rivalries that

we now have, but would rather tend to aggravate
them.
Why not have the manufacturer settle this

question by billing his goods at the retail price,
subject to a discount.

Ratios of Profit

There are possibly a dozen or more classes of
merchandise in a jewelry store each of which might
require a different ratio of profit. There are for
example, the 14 karat gold jewelry line, 10 karat
gold jewelry line, gold plated jewelry line, diamonds
and other precious stones, watches, sterling silver
hollow ware, sterling silver flatware, silver plated
hollow ware, silver plated flatware, cut glass
and china, leather goods, clocks and fancy goods.
Now I realize that it would be impossible to
establish a ratio of profit on all these lines at once.
Why not get in touch with the manufacturer

at once on the most important line, 14 karat
jewelry. Appoint a committee today for each
city, to confer with the manufacturers of 14 karat
jewelry taking up the matter of their billing the
goods at the price they are to be retailed, these
prices subject to a discount of 331 per cent.
The manufacturer to request the retailer not to
sell below the prices as listed. It would then
be up to the retailers to get together and sustain
these prices, which would give him (the retailer)
50 per cent gross profit. Of course you may feel
that some goods from appearances are worth
more money than prices billed, if so and you feel
justified to sell them for more you have the
privilege of doing so, but in no case should goods
be marked less than the prices listed. I know
this can be accomplished in Pittsburgh, why not
elsewhere?

How Prices Can be Sustained

In regard to sustaining the prices billed by the
manufacturers, the question may come up, how
will we accomplish this.
This is a very simple matter. If in each city we

get enough jewelers to agree to this plan (as I know
we can in Pittsburgh) who are the combined pur-
chasers of at least 60 per cent or more of the 14
karat goods purchased, the rest will willingly go
with us, or they can not buy from the same manu-
facturers as those who agree to this plan. The
manufacturer who sells to the price-cutter cannot,
of course, sell to us, and he is not likely to turn
down 75 per cent business to get 25 per cent, and
where it is a question whether he will get his
money, where his goods are sold at an insufficient
profit.
Do not forget that the manufacturer is in reality

a partner in the profits of your business, as it is
only through the success of the retailer that the
manufacturer has an outlet for his goods, and
secures his living.
Many jewelers in figuring their profits, forget

to add enough to cover all expenses of doing
business. For instance, depreciation in merchan-
dise is very often not considered. At times
merchandise is carried over from year to year, and
you are glad to get the original price you paid for
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it, feeling that while you have not made a profit
on it, you at least have not lost anything, but in
reality you have lost the cost of doing business,
estimated at 331 per cent. So, if you have not
added enough to allow for these losses, at the
end of the year you will wonder where your profits
has gone. On account of this oversight many
jewelers are actually put out of business, and they
cannot see why they did not succeed.

The general expense of doing business is about
33'1 per cent. Allowance for depreciation, 9 per
cent. The average net profit, 8 per cent. Making
a total gross profit of 50 per cent; these amounts
added to first cost will give you $8.00 net profit
on a $150 sale or $5.33 on a $100 sale.

It is true that in a very prosperous year your
net profit will be larger, as there will be less de-
preciation, on account of more frequent turn-overs
and you will be doing a greater business without
any additional expense.
From actual experience we know that you must

get 60 per cent gross profit somewhere. There
are some items such as sterling silver that are sold
at a much less profit, therefore you must make on
other lines such as plated jewelry etc., from 75
per cent to 100 per cent to make up the difference
so as to strike the average of 50 per cent gross profit.

Now, whether you have a small establishment
with a moderate rent or a large establishment with

SECRETARY C. S. WILEY

a large rent, the average cost of doing business is
about the same, taking into consideration the
difference in the volume of business done in both
places.

A Word to the Manufacturer

Our interest is your interest. Our success brings
your success. It is a duty you owe yourselves to
see that your goods are retailed at a sufficient pro-
fit, so that the retailer will be able to continued
in business, insuring you an outlet for your goods
and saving you possibly in the end a large
financial loss by his failure.
The number of failures within the past year have

been many and the amount of money lost has been
great, and the great number of these failures
could have been avoided and thousands of dollars
saved to you, if you had insisted that your goods
should be sold at adequate profit.
Now if you need money ever so badly, do not

make the great mistake that many do, of putting
up your merchandise for collateral, as it is not fair
to the manufacturer, and you may finally lose all.
Instead sit down and write to the manufacturer,
to whom you have given a note, or owe an account,
and put the matter plainly before him. He will
be willing to help you either by taking some of
his merchandise back, until such time that you
get on your feet again and are able to pay, or he
will take a new note or extend the time on your
open account.
Where a merchant is worthy of credit, I believe

this plan will always meet with success.
Now fellow jewelers, when times do become

better, do not forget the manufacturers, and
others who have helped you by extending your
time, and renewing your notes.

It is hardly necessary to remind you of the
other fellow who has refused you these courtesies,
as I know you are not likely to forget him.
In conferring with one of my jeweler friends,

he stated he could hardly spare the time to attend
the convention. Not that he was over busy with

customers, but he was always busy scraping enough
money together to meet a note or renewing it.
I advised him not to let that keep him away.

Now gentlemen, in closing, I hope the adoption
of this plan as outlined or some other plan you
may suggest may make the coming years more
prosperous than the past few years have been.

I wish to thank you for your kind and earnest
support during my administration.

The report of Secretary Wiley covering the
meetings and work of the executive committee
for the past year, announced that during the year
more than 4,000 letters and circulars were sent out
in a campaign for new members. At the last
annual meeting the total number of members
was 380. Since that time eight members have
resigned; two members have died and two have
moved out of the state. Twenty-three new
members were secured making the total member-
ship now 391 members. This report was accepted.

Treasurer Diener then read a brief statement of
the association's finances showing a balance of
$545.50 in the treasury. It was moved and
seconded that this report be submitted to the
auditing committee for verification.
A. M. Howes, of Erie, secretary of the Retail

Merchants Association of Pennsylvania, then read
a paper on "Co-operative Fire Insurance":
The fire loss of the nation is a tax upon every

man, woman and child. It is a tax upon industry.
It increases the cost of living. To whatever extent
fires are preventable they constitute an unnecessary
tax on production. There are 29 old line and
279 Mutual Fire Insurance Companies in Penn-
sylvania, in addition to the fire insurance corn-
panies of other states and Europe. The corn-
panies operating in Pennsylvania reported to the
insurance commissioner $14,615,445.51 in fire
losses during 1911. This is $1.92 per capita for
each man, woman and child in Pennsylvania. If
the same ratio prevailed throughout the United
States, the fire losses of the insurance companies
in the United States for last year alone would
reach the enormous total of $176,750,720. Con-
sider what this waste means. Consider how many
jewelry stores it would stock up, how much adver-
tising it would pay for, how many months' store
rent it would cover.

These figures do not include the uninsured
fire waste. To whatever extent the insured co-
operatively insures himself, he saves that portion
of his premium used in paying dividends to the
stockholder for assuming the risk involved. He
pays the fire losses, the surplus and the expenses
of the company in which he is insured. In turn
the consumer pays him, for he charges this item
to his expenses which are added to the cost of his
goods to the consumer. It is a dangerous practice
for him to assume the liability for loss alone, which
he does when he fails to carry insurance or does
not carry enough insurance. Co-operative fire
insurance, or as it is commonly called, Mutual
Fire Insurance, offers the jeweler who is trying to
reduce his expenses and increase his profits both
safety and economy. There are good and bad
mutuals, just as there are good and bad jewelers.
It is important that he know who he be in partner-
ship with, be conversant with his liability as a
member of the company, know that its directors are
competent and possessed of the necessary integrity.
If he insure in a mutual he should know what class
of risks are being written and whether the company
was organized for the benefit of the policy holder
or to enrich its promoters who may absorb by
an extravagant expense account its natural profits.
In 1900 at the fourth annual convention of the

Retail Merchants' Association of Pennsylvania, at
Pittsburgh, complaint was made that the merchant
was paying too much for his fire insurance, and a
committee was appointed to investigate the
practicability, of the retailers organizing a com-
pany of their own. Our first idea was to organize
an old line (Capital Stock) company. In 1901, we
abandoned this idea for the reason that under the
insurance laws the profits belonged to the stock-
holder and not the policy holder, and there was no
legal way in which we could return to the insured
his saving in fire insurance costs, which would either
go to the stockholders in dividends or accumulate
in surplus. We were instructed to investigate
mutual fire insurance. We consulted some of the
best insurance attorneys of the state. We
examined the plans of several successful mutual

(Continued on page 1431)



alert jewelers everywhere are
now carrying Crown Watches
in preference to all other time-
pieces of this general class.

The Crown Watch is made both
Hunting and Open Face-7-jewel
movement in bascine gold-filled case;
Plain Polished, Engine-turned and a
striking series of Fancy Engraved de-
signs—cased and timed at the factory
and sold complete.

Are you one of the progressive jewel-
ers who are selling Crown Watches?
Is your stock big enough to make a
striking display?
Is your assortment full and repre-
sentative?
If not—order from your jobber. You
are missing something every day you
put it off.
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enable you to pay for your merchandise, and make

an honest living for yourself and those dependent

on you.

How to Establish a Fair Profit System

I have thought of many plans by which to bring

about a fixed selling price on many of our wares,

and none of these plans will work out without

the assistance of the manufacturer, for the follow-

ing reasons:
It has been our experience in Pittsburgh that

it is the aim of most jewelers to get all the business

he can from his competitor, even at the forfeit of

his profit. For example, if a popular and well

known article were put in your window marked at

$5.00, one of your competitors would mark the

same article $4.50, then another would take it up

and reduce it another quarter making it $4.25.

Why should this petty competition go on, depriving

you of a living profit to which you are justly

entitled?
Many have suggested a percentage basis of

profit. This to my mind will not work. For

instance, some years ago a 50 per cent profit was
the general rule. At this percentage an article
costing $3.76 would figure $5.62. Some would

mark it $5.75, while others would mark it $5.50.

This would not eliminate the petty rivalries that

we now have, but would rather tend to aggravate

them.
Why not have the manufacturer settle this

question by billing his goods at the retail price,

subject to a discount.

Ratios of Profit

There are possibly a dozen or more classes of
merchandise in a jewelry store each of which might
require a different ratio of profit. There are for
example, the 14 karat gold jewelry line, 10 karat
gold jewelry line, gold plated jewelry line, diamonds

and other precious stones, watches, sterling silver
hollow ware, sterling silver flatware, silver plated
hollow ware, silver plated flatware, cut glass
and china, leather goods, clocks and fancy goods.
Now I realize that it would be impossible to
establish a ratio of profit on all these lines at once.
Why not gel in touch with the manufacturer

at once on the most important line, 14 karat
jewelry. Appoint a committee today for each
city, to confer with the manufacturers of 14 karat
jewelry taking up the matter of their billing the
goods at the price they are to be retailed, these
prices subject to a discount of 33k per cent.
The manufacturer to request the retailer not to
sell below the prices as listed. It would then
be up to the retailers to get together and sustain
these prices, which would give him (the retailer)
50 per cent gross profit. Of course you may feel
that some goods from appearances are worth
more money than prices billed, if so and you feel
justified to sell them for more you have the
privilege of doing so, but in no case should goods
be marked less than the prices listed. I know
this can be accomplished in Pittsburgh, why not
elsewhere?

How Prices Can be Sustained

In regard to sustaining the prices billed by the
manufacturers, the question may come up, how
will we accomplish this.
This is a very simple matter. If in each city we

get enough jewelers to agree to this plan (as I know
we can in Pittsburgh) who are the combined pur-
chasers of at least 60 per cent or more of the 14
karat goods purchased, the rest will willingly go
with us, or they can not buy from the same manu-
facturers as those who agree to this plan. The
manufacturer who sells to the price-cutter cannot,
of course, sell to us, and he is not likely to turn
down 75 per cent business to get 25 per cent, and
where it is a question whether he will get his
money, where his goods are sold at an insufficient
profit.
Do not forget that the manufacturer is in reality

a partner in the profits of your business
' 

as it is
only through the success of the retailer that the
manufacturer has an outlet for his goods, and
secures his living.
Many jewelers in figuring their profits, forget

to add enough to cover all expenses of doing
business. For instance, depreciation in merchan-
dise is very often not considered. At times
merchandise is carried over from year to year, and
you are glad to get the original price you paid for
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it, feeling that while you have not made a profit
on it, you at least have not lost anything, but in
reality you have lost the cost of doing business,
estimated at 331 per cent. So, if you have not
added enough to allow for these losses, at the
end of the year you will wonder where your profits
has gone. On account of this oversight many
jewelers are actually put out of business, and they
cannot see why they did not succeed.

The general expense of doing business is about
33i per cent. Allowance for depreciation, 9 per
cent. The average net profit, 8 per cent. Making
a total gross profit of 50 per cent; these amounts
added to first cost will give you $8.00 net profit
on a $150 sale or $5.33 on a $100 sale.

It is true that in a very prosperous year your
net profit will be larger, as there will be less de-
preciation, on account of more frequent turn-overs
and you will be doing a greater business without
any additional expense.
From actual experience we know that you must

get 60 per cent gross profit somewhere. There
are some items such as sterling silver that are sold
at a much less profit, therefore you must make on
other lines such as plated jewelry etc., from 75
per cent to 100 per cent to make up the difference
so as to strike the average of 60 per cent gross profit.

Now, whether you have a small establishment
with a moderate rent or a large establishment with
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a large rent, the average cost of doing business is
about the same, taking into consideration the
difference in the volume of business done in both
places.

A Word to the Manufacturer

Our interest is your interest. Our success brings
your success. It is a duty you owe yourselves to
see that your goods are retailed at a sufficient pro-
fit, so that the retailer will be able to continued
in business, insuring you an outlet for your goods
and saving you possibly in the end a large
financial loss by his failure.
The number of failures within the past year have

been many and the amount of money lost has been
great, and the great number of these failures
could have been avoided and thousands of dollars
saved to you, if you had insisted that your goods
should be sold at adequate profit.
Now if you need money ever so badly, do not

make the great mistake that many do, of putting
up your merchandise for collateral, as it is not fair
to the manufacturer, and you may finally lose all.
Instead sit down and write to the manufacturer,
to whom you have given a note, or owe an account,
and put the matter plainly before him. He will
be willing to help you either by taking some of
his merchandise back, until such time that you
get on your feet again and are able to pay, or he
will take a new note or extend the time on your
open account.
Where a merchant is worthy of credit, I believe

this plan will always meet with success.
Now fellow jewelers, when times do become

better, do not forget the manufacturers, and
others who have helped you by extending your
time, and renewing your notes.

It is hardly necessary to remind you of the
other fellow who has refused you these courtesies,
as I know you are not likely to forget him.
In conferring with one of my jeweler friends,

he stated he could hardly spare the time to attend
the convention. Not that he was over busy with
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customers, but he was always busy scraping enough
money together to meet a note or renewing it.
I advised him not to let that keep him away.

Now gentlemen, in closing, I hope the adoption
of this plan as outlined or some other plan you
may suggest may make the coming years more
prosperous than the past few years have been.

I wish to thank you for your kind and earnest
support during my administration.

The report of Secretary Wiley covering the
meetings and work of the executive committee
for the past year, announced that during the year
more than 4,000 letters and circulars were sent out
in a campaign for new members. At the last
annual meeting the total number of members
was 380. Since that time eight members have
resigned; two members have died and two have
moved out of the state. Twenty-three new
members were secured making the total member-
ship now 391 members. This report was accepted.

Treasurer Diener then read a brief statement of
the association's finances showing a balance of
$545.50 in the treasury. It was moved and
seconded that this report be submitted to the
auditing committee for verification.
A. M. Howes, of Erie, secretary of the Retail

Merchants Association of Pennsylvania, then read
a paper on "Co-operative Fire Insurance":
The fire loss of the nation is a tax upon every

man, woman and child. It is a tax upon industry.
It increases the cost of living. To whatever extent
fires are preventable they constitute an unnecessary
tax on production. There are 29 old line and
279 Mutual Fire Insurance Companies in Penn-
sylvania, in addition to the fire insurance corn-
panies of other states and Europe. The corn-
panies operating in Pennsylvania reported to the
insurance commissioner $14,615,445.51 in fire
losses during 1911. This is $1.92 per capita for
each man, woman and child in Pennsylvania. If
the same ratio prevailed throughout the United
States, the fire losses of the insurance companies
in the United States for last year alone would
reach the enormous total of $176,750,720. Con-
sider what this waste means. Consider how many
jewelry stores it would stock up, how much adver-
tising it would pay for, how many months' store
rent it would cover.
These figures do not include the uninsured

fire waste. To whatever extent the insured co-
operatively insures himself, he saves that portion
of his premium used in paying dividends to the
stockholder for assuming the risk involved. He
pays the fire losses, the surplus and the expenses
of the company in which he is insured. In turn
the consumer pays him, for he charges this item
to his expenses which are added to the cost of his
goods to the consumer. It is a dangerous practice
for him to assume the liability for loss alone, which
he does when he fails to carry insurance or does
not carry enough insurance. Co-operative fire
insurance, or as it is commonly called, Mutual
Fire Insurance, offers the jeweler who is trying to
reduce his expenses and increase his profits both
safety and economy. There are good and bad
mutuals, just as there are good and bad jewelers.
It is important that he know who he be in partner-
ship with, be conversant with his liability as a
member of the company, know that its directors are
competent and possessed of the necessary integrity.
If he insure in a mutual he should know what class
of risks are being written and whether the company
was organized for the benefit of the policy holder
or to enrich its promoters who may absorb by
an extravagant expense account its natural profits.
In 1900 at the fourth annual convention of the

Retail Merchants' Association of Pennsylvania, at
Pittsburgh, complaint was made that the merchant
was paying too much for his fire insurance, and a
committee was appointed to investigate the
practicability, of the retailers organizing a com-
pany of their own. Our first idea was to organize
an old line (Capital Stock) company. In 1901, we
abandoned this idea for the reason that under the
insurance laws the profits belonged to the stock-
holder and not the policy holder, and there was no
legal way in which we could return to the insured
his saving in fire insurance costs, which would either
go to the stockholders in dividends or accumulate
in surplus. We were instructed to investigate
mutual fire insurance. We consulted some of the
best insurance attorneys of the state. We
examined the plans of several successful mutual

(Continued on page 1431)
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Jewelers from all parts of the country will come to
Chicago to spend their vacation this summer.

The cool lake breezes, the delightful pleasure trips,
the fine theatrical attractions, the big major
league ball games and the famous Chicago hospi-
tality make a combination of inducements that no
other summer resort in the country can offer.

But that 's not all you get out of a trip to Chicago.
You have a chance to study the business-getting
methods of the big State Street Stores—their
novel window displays—counter attractions and
other merchandising methods that are making
big fortunes.

Besides all these opportunities, you will have a
chance to visit the wholesale houses with whom
you have been dealing. You can see the complete
lines of Fall and Holiday goods before they have
been picked over. You can make it a vacation
that will help your purse as well as your health.

We invite you to make your headquarters with us
while in the city. We can show you the most
complete line of jewelry that you have ever seen.
But you don't have to buy to make this your
headquarters. Come in anytime and as often
as you like.
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Seventh Annual Convention

Pennsylvania Retail Jewelers' Ass'n
(Continued from page 1429)

companies, among them the Merchants' Mutual
of New Jersey, which at that time had been
established fourteen years and had stood the test
of a conflagration, being the first company to
settle its losses at the Patterson fire in 1902.
The Retailers' Mutual of Pennsylvania was
modeled largely on the plan of the Retail Mer-
chants of New Jersey.
The Jewelers' Association of the Erie Business

Men's Exchange is a branch of the largest local
trade organization in Pennsylvania, 500 firms, all
trades and professions. The jewelers' branch
includes seventeen retail jewelers, every legitimate
retail jeweler in Erie, except three new firms who
though invited, will not come in until they get
established and can afford to close evenings and
summer half holidays as the associated members
do. Ten of these seventeen jewelers have had
forty-nine policies in the retailers' mutual for
which they have paid $439.52. The cost of these
policies at board rates would have been $811.52.
Their savings to date have been $372. The
point is that these ten jewelers have saved more
than enough in insurance premiums to pay all
their dues in the local jewelers', state jewelers'
and national jewelers' associations. In comparison
with board rates, after saving the members 48
per cent of his insurance premiums, 29 per cent
of the old line cost paid the fire losses, 8 per cent
paid the local agents, who are usually secretaries,
and 9 per cent has been accumulated in surplus.
Starting without a dollar we have paid all losses
and expenses and accumulated sufficient surplus
to pay in full any loss we might possibly sustain
anywhere in the state within any two quarter
squares. We do not take over $3,000 upon any
one risk nor over $9,000 within any one quarter
square, preferably less. On December 31, 1911,
our last fiscal year, we had 2,221 policies in force
and an average at risk of $1,512.25. We insure
only mercantile and dwelling risks of the 7,000
members of the Retail Merchants' Association
of Pennsylvania, grouped in 103 local associations,
covering a little over 200 Pennsylvania cities and
towns.

If the Pennsylvania jewelers want a tie to bind
them together, could not a sufficient number of
them be interested in the establishment of a
mutual company by a co-operative movement of
this kind to make the effort a success? There
would need to be subscriptions for not less than
$200,000 insurance. Attention would need to
be paid to the moral hazard, which is the character
of the insured. No class of retailers is in better
repute than the legitimate retail jeweler. A poor
moral hazard with a fire proof physical hazard
is far worse than the most inferior physical hazard
with a good moral hazard. Don't allow a member
to insure his property for more than it cost him.
All policies covering the same risk should read
exactly alike. Take no risks outside the fire
protected limits. Keep your lines small and well
scattered. Mutual insurance limiting itself to
conservative risks becomes safely available to a
larger number of policy holders and is operated
at cost considerably less than where larger lines
are taken. Rather each member carrying $1,000
insurance in your company than one-half carrying
$2,000 or one-third of them carrying $3,000 in-
surance. Where $2,000 or more is carried it is well
not to take over half the insurance. Do not accept
the limit on adjoining risks. Consider the charac-
ter of every applicant and the nature of the risk
as if you expected to pay the loss your self. Be
careful. Quality not quantity. Write only half
as much at the flat rate as you would with the
80 per cent reduced rate clause attached. A
jeweler carried stock valued at $13,000 and carried
$3,000 with the 80 per cent reduced rate clause
attached. If he had a fire loss of $1,000 what would
he get? What does the 80 per cent clause mean
anyway? It means he is expected to carry 80
per cent insurance, or $10,400 on $13,000 risk,
and if he does not he co-insures whatever he is
short of 80 per cent. If he only carries $3,000
insurance, he co-insures $7,400, and in event of
loss he pays 74/104 of the loss and the companies
on the risk pay 30/104 of the loss. If he lives up
to his part of the contract and carries 80 per cent
or more insurance, the companies pay all of his
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loss and he pays none of it. He should either carry
more insurance or pay a flat rate price and carry
his insurance with the 80 per cent clause waived.
The retailers' mutual has now been operating
nine years, during which time it has written nearly
$19,000,000 in fire insurance, having at this time
over three millions and a half of insurance in
force, collecting a cash premium of one-half the
standard rate and a policy fee of fifty cents with a
further liability to the insured in a premium note
of fifteen times its premium and limiting its
business to the property of members of the
Retail Merchants' Association of fifteen years'
experience they have accumulated assets amount-
ing to three times their total fire losses in fifteen
years. On December 31, 1911, they had cash or
invested resources amounting to thirty-two times
their fire losses of last year. Their interest income
on bonds and mortgages for 1911 was $699.75,
or over 60 per cent greater than their fire losses
for 1911.

There is a prejudice in some minds against
mutual companies. Do you know that there are
279 mutuals in Pennsylvania and only twenty-
nine old line companies? Do you know that the
largest and oldest fire insurance company in
Pennsylvania is a mutual? "The Philadelphia
Contributionship for insurance of houses by loss
from fire" was incorporated February 20, 1768.
On December 31, it had assets of $6,056,484.70.
It has insurance in force of $19,489,338. Its
losses in 1911 were $8,937.31. Its income from
interest and rentals was $236,414.17, or twenty-
seven times its fire losses for the year. The Home
of New York, which for ten years has ranked first
in assets of eighty leading old line fire insurance
companies, had only $14.38 in gross assets behind
it for each $1,000 insurance in force on December
31, last. At the same time the Philadelphia
Contributionship, this mutual company, had
assets of $305.63 in cash, real estate, mortgages,
stock and bonds for every $1,000 insurance cov-
ered. Tell this to some old line agent when he
tells you mutuals are no good, and when he tells
you how dangerous the fire insurance business is,
agree with him, but remember the fable of the
fox and the grapes. After paying losses, including
the San Francisco conflagration, expenses and
dividends, the Home of New York with a little
over $17,000,000 assets in 1902 accumulated a
little over $32,000,000 in assets on December 31,
last, although it paid during the year $1,050,000
in dividends last year. The Home of New York
paid 35 per cent dividends last year. It has paid
$6,360,000 in dividends during the past ten years,
and also nearly doubled its surplus. It is the larg-
est and one of the best managed and most pro-
gressive fire insurance companies in the United
States. Its stock is way above par, worth more
than the stock of your jewelry store

' 
yet the

Philadelphia Contributionship, a mutual company
has over twenty times as much assets for each
$1,000 of insurance in force. If the Pennsylvania
Retail Jewelers' Association could organize a
mutual company for the protection of its members
against losses by fire, and save them three times
their annual dues in their state association,
why not?

President Roberts suggested that a copy of
this paper be mailed to every member of the asso-
ciation. It was decided by the convention that
this should be done.
The President then appointed his committees

on resolutions and audits as follows:
Resolutions—G. A. Disque, Erie, chairman;

W. F. Steinmacher, Pittsburgh; Henry Terheyden,
Pittsburgh; V. E. Wood, Meadville; P. A.
Goodnough, Erie; P. J. Manson, Jeannette;
B. W. Neumaier, Erie.
Auditing—B. F. Sieger, Erie, chairman; H. 0.

Scott, Pittsburgh; R. K. Jarecki, Erie.
At noon the convention adjourned for lunch.

Tuesday Afternoon

The afternoon session was slightly behind sched-
ule time in opening on account of the fact that
the auditing committee had not finished its work
of auditing and passing the treasurer's report.
At 2.30 this committee reported and then August
Loch, of Pittsburgh, delivered an address on
"Store Keeping."
He opened his remarks by thanking the ladies

for their attendance, at the convention, saying

that their presence lent additional interest to
the annual meeting and that without them the
convention would not have been much of a success.

Referring to the subject of his talk he advised
the jewelers to keep their stocks clean and in good
condition and themselves likewise, both physically
and mentally; to always meet a customer with a
smile and in good nature; to keep the store clean
and well lighted; the prices and quality of the
goods right and to avoid price-cutting, were other
bits of advice which he had to offer.
The next subject on the program was an address

by Steele F. Roberts, president of the national
association on the subject: " Organization ; the
Jeweler's Salvation." Mr. Robert was unavoidably
detained in Pittsburgh and his paper was read
by Ex-president A. C. Graul, of Sharpsburg.
The next business in order that of a "Question

Box and Discussion" at which A. C. Graul pre-
sided. A number of interesting questions were
brought up and discussed.
Mr. Graul opened the "Question Box" with the

following remarks:
The question box is the avenue through which

many of our difficulties are brought before meetings
and talked over, discussed and argued by men who,
as a rule, either have not the resources of language
or the necessary assertiveness to make a flowery
or a set speech.
Our difficulties are in the main of two kinds,

viz.: The technical and the tactical.
Technological troubles are rarely talked over

by the jewelers, and yet it would seem that here
is a wide field for exploitation and abundant
opportunity for mutual help.

Other trade organizations make good use of the
consideration and analysis of the every dttr prob-
lems of service to their patrons, and I believe they
afe the better for it.
Plumbers, cement workers, wood workers,

musicians, druggists, brewers, and others, make
the scientific features or their business prominent
in their meetings and when they have occasion
to talk to a customer about the practical or con-
structive part of their service, they are in a position
to preserve a dignified, confident demeanor.
We devote much of our time to tactical measures

—how to get the customer into the store, how to
size him up for a spender, how to make him think
a jeweler is a better fellow than the man of the
department store, how to make him feel at home
with us, and feel free to ask any sort of favor of
us imaginable, how to read his preference for one
kind or another of goods, and how to lead him either
to or from the object of his liking as our individual
preparedness with respect to our supply as fitting
his demand may call for.
This is very well. We should have plenty of

tact and courtesy and the cultivation of a wide
knowledge of human nature is of large importance
to our success as jeweler-merchants; but to me it
seems that specific knowledge, analytical and
constructive, chemical and mechanical, is highly
conducive and vitally necessary to a satisfactory
service to our fellow man, and very especially so to
our service to the female half of him.
God bless the ladies. What would we do, or

what would we be without their gentle and elevat-
ing influence?

It seems to me, we could have local jewelers
clubs everywhere to consider such matters as the
properties of precious stones, the birth stone
legends, practical talks on repair work, the relative
advantage of one flux or polishing method over
another, the relative cost and effectiveness and
the adaptability of power machinery and hand
tools.
A very large proportion of our craftsmen feel

weakness in this field which they hesitate to con-
fess, and if we set about to obviate this weakness,
as the opticians, dentists, druggists, plumbers, etc.,
are doing, we will confer a lasting benefit on our
craftsmen, fit them to better serve the public,
and secure for the jeweler, whereever he may be,
a larger and fuller measure of public confidence
and correspondingly, a greater share of patronage.
Now I will ask you to prepare and throw into

the receptacle that will be extended to you, such
questions as pertain to any matter that has vexed
your minds either as workmen or as merchants.
I do not wish to be understood as placing any

restrictions on your choice of questions, but urge
you to write them tersely and to the point.

(Continued on page 1433)
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Selling

Pianos
Doubles the

Profit
of Many

Jewelers

U Pianos are the most profitable of all lines for hustling Jewelers,
and often pay better than their regular stock-in-trade. With our

agencies every requirement can be fully met in price and quality from medium

grade to the artistic. A full line of Grand, Upright and Player Pianos of distinctive
quality. Reliable houses solicited and small accounts welcomed.

Owners and Operators of

Briggs Piano Company
Merrill Piano Mfg. Company
Norris & Hyde Piano Co.

Established
1868

Established
1885

Established
1873

National
Piano Co.
BOSTON

THE

GEORGE S. TIFFANY
ELECTRIC CLOCKS

NEVER-WIND

Style No. 1000

List Price, $28.00
Subject to Keystone Key Discount

For Booklets and Discounts Write to

TIFFANY ELECTRIC MANUFACTURING CO.
GENERAL OFFICES and FACTORY

1110 MILITARY ROAD BUFFALO, N. Y., U. S. A.

ELK TEETH
JUST AS THEY COME FROM
THE INDIAN AND HUNTER

ALL SIZES, white and colored tips.
Any number wanted. On selection to
manufacturers. Come to the right
source for supplies.

Mt. Lion, Lynx and Eagle Claws
for Emblem Work

DIMENSION, CABOCHON GEMS FOR RINGS, SCARF PINS, ETC.

Every sort of fine Gem Minerals in the rough for Gem Cutters.

ALL STRICTLY WHOLESALE PRICES

Largest Dealer of Elk Teeth in the World. Importer of Gem Goods

Price-list free L. W. STILWELL, Deadwood, So. Dak.

THE BEST THE CHEAPEST

SOLID GOLD CHAINS
They stand the test of time and
have done so for Go years. Su-
preme in Quality, Design, Finish,
Workmanship.

We sell direct. We have no sales-
men. Eliminating all unnecessary
expenses in making and selling
enables us to sell at the lowest
possible price. Send for catalogue.

Alois Kohn & Co. MARK ,

16-18 Maiden Lane, NEW YORK
Makers of GOLD CHAINS of every kind

Lapel Fob with Initial
A popular price seller. Made of

pliable leather with beautifully fin-

ished Gold Plated Initial. Just the

thing to stimulate Summer trade.

Sold in Gross Assortments
WRITE FOR SAMPLE AND PRICES

J. W. COLGAN CO 509 Sudbury Building
• BOSTON, MASS.

YOU WILL RECOGNIZE

THE CANDO SILVERPOLISH
A Superior Quality and Reliability

which has interested thousands of
dealers and millions of customers
throughout the country.
We would be pleased to furnish a package

for inspection with prices, by return mail,
upon request.

Paul Manufacturing Company
36-40 Fulton Street -:- BOSTON, MASS.
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We will consider as many of them as possible
in the short space of time alloted for this purpose.

President Roberts then appointed a nominating
committee consisting of : Messrs. Jarecki, Ter-
heyden and Phelps, and the convention was ad-
journed for the day.
At two o'clock a number of automobiles were

placed at the disposal of the ladies, and at four
the men took a trolley for Four-Mile Creek, where
liquid refreshments were served, and August Loch
made a speech in which he invited all the Erie
jewelers to the next winter banquet of the Pitts-
burgh 24-karat Club, and told a couple of stories.
The trolley was again boarded and Waldemeer
Park, another summer amusement park, was
visited, after which the men were taken to the
Erie Country Club, where dinner was served to all
the party. After dinner a number of prominent
jewelers made short speeches and the evening was
very pleasantly spent until a late hour.

Wednesday Morning

The first order of business was the report of the
resolutions committee and while waiting for this
committee to report the Question Box discussion
was again resumed. Mr. Loeb, of Erie, suggested
a uniform guarantee to be given to each customer
with repairs on watches. This caused quite a
discussion. This idea was favored by Messrs.
Roberts, Wiley and Diener, the latter favoring
a card form rather than a thin circular to be en-
closed in the back case of the watch. Mr. Phelps
opposed the idea fearing that it would put the poor
workman on an equality with the expert inasmuch
as the whole state association would practically
stand back of such a guarantee.

Col. John L. Shepherd then addressed the con-
vention on the subject of the abolition of time
guarantees on watch cases in his usual forcible and
argumentative manner. This question brought
forth quite a good deal of discussion on the ques-
tion from a number of members.
The resolutions committee, G. A. Disque,

chairman, then reported and the following resolu-
tions were adopted:

We the members of the Pennsylvania Retail
Jewelers' Association, in convention assembled in
Erie, Pa., hereby adopt the following resolutions:

WHEREAS, The members of the Erie Jewelers'
Association, the mayor of the city, and others
have so largely contributed to the pleasure and
success of this convention, be it resolved: That this
association tender a vote of thanks to the Erie
Jewelers' Association, the mayor of the city, the
Erie Chamber of Commerce, the Erie papers, the
speakers and exhibitors, the trade journals and all
persons who have in any way, contributed to the
success and entertainment of this convention, and
be it

Resolved, That we go on record as being very
emphatically opposed to any legislation, that will
prevent the establishment of fixed selling prices
on patented articles, and be it resolved: That we
ask our representatives and senators from this
state to quash bills, known as House Bills No.
23417 and Senate Bill No. 6273, changing the
United States patent laws, so as to eliminate a
fixed selling price.

Resolved, That we again condemn the practice
of manufacturers and jobbers selling goods at
retail.

Resolved, That a list shall be obtained of the
manufacturers and jobbers, who are doing a
wholesale business exclusively, and that such list
shall be circulated throughout the association
membership and published in the trade jou rnals.

Resolved, That we, The Pennsylvania Jewelers'
Association favor the abolition of all time guaran-
tees on gold-filled and gold or silver-plated wares,
and that we approve and urge the enactment of
proper legislation prohibiting the stamping or
attaching of time guarantees in any form, on or to
such wares, and that in place of time guarantees,
the manufacturers be compelled to stamp all such
wares with the names or registered trade mark of
the maker, and that the manufacturer also fix a

minimum selling price. The registration with the
government to furnish the information as to the
composite qualities of the wares registered (similar
to pure food laws.) Be it further

Resolved, That we urge upon the manufacturers
who do national advertising, and establish retail
selling price for all goods usually sold by the jew-
elers, the importance of further advertising the
fact that their goods are sold through legitimate
jewelers.

Resolved, That it is the sense of this association,
that we are emphatically opposed to the parcels
post legislation pending in Congress.
WHEREAS, Our association has gone on record

on several occasions as against the quoting of net
prices in matter sent through the open mail quo-
tations of such in the trade journals. We are glad
to report that the practice is nearly a thing of the
past, as regards trade journals, but note there are
still a few manufacturers and jobbers who dis-
regard our request, therefore, be it resolved: That
we ask all our members to destroy matter received
by them, through the open mail, which contain net
quotations, and refuse to patronize the senders of
such. We respectfully request that all prices sent
through the open mail be subject to the Jewelers'
Circular, and Keystone key, which have been ap-
proved by this association. Be it further

Resolved, That we urge upon the manufacturers
who do national advertising, and establish a retail
selling price for all goods, usually sold by the
jewelers, the importance of further advertising
the fact that their goods are sold through legiti-
mate only.

Resolved, That it is the sense of this convention
that amending the customs entry law, so as to
allow each person entering the United States, to
bring articles suitable for presents or other use up
to $300 in value would be a menace to manu-
facturers and merchants of this country, and
would prove to be an open door to smuggling.

Resolved, That we express to the trade papers our
commendation of their service to our association,
and to the trade in general.

Resolved, That we go as a body against fraudu-
lent advertising, and that a committee of three be
appointed by the president to go to Harrisburg
to present a bill against the same, when the legisla-
ture convenes.

Resolved, That we favor the passage of an op-
tometry law bill in this state, and that we do all
in our power to encourage the same

Resolved, That the secretary of this association
notify the Big Ben Company (Western Clock Com-
pany) that the circular which is being sent to the
various jewelers of the association is absolutely
contrary to the rules and laws of this association.

Resolved, That the delegates to the American
National Retail Jewelers' Association appointed
by us, have the right to select their own alter-
nates.

Resolved, That the bank of this association shall
be the Farmers' Bank of Hummelston, Pa.

Signed by the Committee,

HENRY TERHEYDEN
GEORGE H. D1SQUE
W. F. STEINMACHER
V. L. Woon
P. A. GOODNOUGH
P. J. MANSON
B. W. NEUMAIER.

The next speaker was J. P. Archibald, of Blairs-
ville, ex-president of the national association,
who was down on the program to speak on "Our
Worst Form of Competition," but he was requested
to tell the convention of the trip which he and
John M. Roberts, president of the Pennsylvania
association, recently took to Washington to ap-
pear before the committee on the Oldfield bill.
Mr. Archibald, after considerable badinage with
President Roberts about the good time they had
socially while in Washington, gave a very enter-
taining account of the committee hearing and also
offered numerous arguments in favor of the fixed
selling price idea, of which he is very strongly in
favor.
Mr. Archibald also severely lectured the absent

members of the Pennsylvania association for their
non-attendance at the annual meeting and com-
pared them with physicians, ministers and bankers
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whose associations meet, not once a year, but in
most cases as often as once a month.
He also recounted his experiences with a number

of Pittsburgh wholesalers, who, according to his
eveidence, seem to do a very large retail business
while having signs up in their places of business
to the effect that they absolutely "sell nothing at
retail." He advised all jewelers present to reli-
giously avoid patronizing any retailing jobber.
As it was growing late and the boat ride was

scheduled for 2.30, Mr. Jarecki made a motion
that the entire list of executive officers and the
executive committee be re-elected for the following
year. President Roberts attempted to decline
re-election and wanted to nominate August Loch,
of Pittsburgh. This gentleman immediately de-
clined the nomination, giving as his reasons his
"advanced age." The entire executive board and
executive officers were unanimously re-elected as
follows- President, John M. Roberts, Pittsburgh;
vice-president, J. Warner Hutchins, Charles H.
Hambly, August Loch, W. F. Steinmacher and I.
A. Deisher; secretary, C. S. Wiley, Pittsburgh;
treasurer, P. G. Diener, Harrisburg; executive
committee:—Ira D. Garman, J. P. Archibald
and George A. Disque.

Harrisburg was chosen as the convention city
for 1913 and the convention adjourned after elect-
ing the following list of delegates to the annual
convention of the national association to beheld
in Kansas City the first week in August: Messrs.
Hutchins, Garman, Loch, Deisher, Jarecki, J. L.
Roberts, Diener, Seiger, Archibald, Wood, Terhey-
den and Beyer.

Several manufacturers were represented by
their travelers and the following had exhibits in
the Reed House: Oneida Community, Dennison
Manufacturing Company, W. & S. Blackinton,
Fostoria Glass Company and the Rockford Watch
Company.
Wednesday afternoon from 2.30 until shortly

after five a delightful boat trip was taken on Lake
Erie.

Money Plates and Dies
Sent to the Melting Pot

Thousands of steel plates, dies, and rolls, from
which millions of dollars in money and stamps
have been made, have recently been converted into
40,000.pounds of gun metal at the government's
melting pot at the navy yard, Washington, D. C.
Though the articles named, worn and useless as
they were, had no value except for the metal that
was in them, it would have been an irreparable loss,
from the government's viewpoint, had they been
lost before mutilation. Counterfeiters with these
official government engravings could have defied
detection, inasmuch as their notes, if made from
these plates and dies, could have been detected
only by the paper on which they were printed.
Each year at the Bureau of Engraving and

Printing large numbers of the plates, rolls and dies
which are used in making currency become so
worn as to be unfit for further use. A committee
of three is appointed by the secretary of the
treasury to examine all pieces in the bureau and to
mark such pieces as are worn out. The committee
also supervises the destruction of them.
The condemned plates are mutilated by having

an emery wheel passed over them. This makes
them absolutely useless for further work. They
are then placed in boxes and a memorandum of
the contents of each box is made by the committee.
The boxes are next loaded on vans under the direc-
tion of the committee and are taken to the navy
yard.
The boxes are opened and the contents of each

compared with the respective memoranda. The
contents, as soon as checked, are thrown into
the crucible.
A quantity of oyster and clam shells are added

to refine the metal. Next a compound, the nature
of which is known only by the navy-yard experts,
is added to make the gun metal used by this govern-
ment. The committee remains in charge until
the melting process is completed.
The government is becoming more strict each

year in its measures to prevent even a possibility
of successful counterfeiting, and the work here
described is in line with these strict precautions.
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INDIANAPOLIS

Next State Convention To Be Held in This City --Young Jeweler Obtains Highest
Honors at Art Institute—Store Improvements Indicate Confident Feeling in
Early Future

Indianapolis, July 10.—Indianapolis is to have
the honor and pleasure of entertaining the Indiana
Retail Jewelers' Association at its 1913 annual
convention. The selection of the capitol city was
a wise and logical one. It is the center of the
state and the point to which all roads, rail, inter-
urban and auto, lead direct. It ought to be an
unusually large meeting and the local jewelers
are sure to make it one of unusual interest.
The Indiana Association with over two hundred

active members, takes a position very near the top
in the list of successful state organizations. It is
confidently expected to take some long strides in
every forward movement that is of any interest to
the jewelry trade, during the coming year.

Charles W. Lauer, Sr., and H. H. Bishop are
loud in their praises of the South Bend convention.
It was, in many respects, the best convention the
association has ever held. The courtesies extended
by the management of the South Bend Watch
Company were generous and highly appreciated.

I. Grohs, of the I. Grohs Jewelry Company, has
returned from a buying trip to Providence, and
Attleboro. His full traveling force started on the
road for Fall business July 8.
Harry A. Sebel, who temporarily took Howard

White's territory for Baldwin-Miller Company,
is back in the house, Mr. White's sprained ankle
being sufficiently improved to allow him to resume
traveling. Mr. Sebel brought in a fine bunch of
orders.
Harper J. Ransburg, State Life building, has

recently added the Laurel Cut Glass Company to
the list of manufacturers for whom he is agent.
His sample room is very attractive with fall lines
of cut glass.
Lawrence G. Linnaman, a young jeweler with

Ikko Matsumoto, carried off the highest honors in
the class of "General Designing in Metals," at the
Herron Art Institute, Indianapolis, last month.
A number of Mr. Linnaman's pieces in copper
work were on display during the spring exhibit.
He expects to resume his studies at the institute
next winter and also to continue under the prac-
tical instruction of Mr. Matsumoto.

J. C. Walk & Son have placed a large sign on the
Meridian National Bank building (now in the
course of construction) showing the location of
their store after August 16. Meanwhile special
sales are being conducted at the old store with a
view of reducing stock before moving.
John A. Bernloehr, of Chris Bernloehr & Bro.,

has returned from a month's vacation spent at
Lake James, Ind. Mr. Bernloehr's wife and family
will remain at the cottage, on Long Tree Point,
until September.
A card on the door of George S. Kern's jewelry

store, June 24, announced that it was closed on
account of the death of his mother, Mrs. Mary
Kern, at Terre Haute, Ind. Mrs. Kern was the
widow of Jacob Kern, who for many years con-
ducted the jewelry business at Terre Haute, now
owned by his son Joseph A. Kern. The Kern
boys have many friends in the trade who extend
their sympathies in the loss of their mother.
A. Gebhardt, manager of the Miniature Emblem

Company, of this city, reports a very satisfactory
business with a nice bunch of orders ahead.

E. M. Stevenson, manufacturing jeweler is
nicely settled in his new quarters at 120 Virginia
avenue. Several new pieces of machinery, for
emblem work, have been installed. Business on
the emblem line has been particularly good. R. V.
Riggle has taken charge of the watch repair depart-
ment.
The Indianapolis Manufacturing Jewelry Corn-

pany, in the State Life building, have found busi-
ness so good that an increase in the shop force was
necessary last month.
A visit to the Indianapolis office of the Dennison

Manufacturing Company, made one feel quite
optimistic as to the holiday trade for 1912. The
big orders for Christmas goods showed that the
retail merchants expect a good season, and orders
for special boxes for the jewelry trade enhanced the
belief that good season was being prepared for.
David Hokins, who has been on the sick list

is recuperating at one of the northern lake resorts.
Mr. Hokins, is manager of The Eppert Jewelry
Company, on South Illinois street. J. B. McBain,
watchmaker for the same store, has recently moved
his residence to Irvington.
S. Jette Sheperd, watchmaker with E. Mantel,

is off on a two weeks' fishing trip.
Max Schmidt, manager of the material depart-

ment for Baldwin Miller Company, has moved
his home to the attractive residence park, Wood-
ruff Place.

Herbert Gardner, in the jewelry manufacturing
business with his father, Edward Gardner, has
been elected secretary of the Odd Fellow's Capitol
Lodge No. 124. Herbert's election will make three
generations of Gardners, all jewelers who have
been past officers in the same lodge.
The Federal Engraving Company, Unity build-

ing, have installed two large embossing presses
and report business as very satisfactory. This
company does a large business with retail jewelers
who run a stationary department and fill orders
for copper plate engraving. John A. Elkins,
manager of the engraving department has taken
his son Arthur on the force. John A. Elkins is
well-known to the trade as an expert watchmaker
as well as an engraver.

Charles B. Dyer, manufacturer of emblem and
fraternity goods has enjoyed splendid trade dur-
ing the past two months. Among his orders were
1,000 Beta Phi Sigma pins, and 800 Phi Delta
Kappa pins. He also made the gold medals
awarded to the national convention of the American
Medical Association. Mr. Dyer will soon issue
a fine catalogue of emblems and exclusive goods
manufactured in his shop.
The weekly enrollment at the L. R. Douglas

School of Engraving, in the Home Correspondence
course, shows names from all over the country.
The desire in the part of watchmakers and jewelers
to add the art of engraving to their trades seems
to have a great impetus during the present year.
Donald Patton, formerly of this city but more

recently of Denver, Col., has returned to Indiana-
polis and taken a position as watchmaker with
Leo Krausson, North Illinois street.
Ed.W. Kelley, a well-known jeweler of Sullivan,

Ind., was driving in an automobile, June 28, with
his wife and a party of friends. When just outside

Terre Haute, Ind., the auto skidded and over
turned into a ditch. Mrs. Sullivan was severely
injured, but the others escaped with a few bruises.
M. Meyer, manufacturing jeweler at Marion,

Ind., designed and made the class pins for the scien-
tific class of the Marion Normal College.

Liberty, Ind., has a new jewelry store, owned and
run by George E. Helms.

Garfield Beard, formerly at Salamonia, Ind., has
taken a position with J. W. Wehrly, at Hartford
City, Ind.

Albert F. Lobeck, with Charles M. Schull, of
South Bend, Ind. was married last month to Miss
Lucy Buck, of Michigan City, Ind.

Oscar Zetterlof, of the watchmaking force of the
Capitol City Jewelry Store, has returned from a
vacation which included a visit in Chicago and
trips through the Elgin National Watch factory
at Elgin, Ill., and the South Bend Watch factory
at South Bend, Ind.
Fred C. Howes, who has been connected with the

Burton Jewelry Company, in this city, has gone
to Denver, Col., to engage in another line of busi-
ness.

J. T. Schaub, of Hope, Ind., has returned from a
visit to his old home in South Carolina.
E. E. Jacobs, at one time with Charles B. Dyer

in this city, but for several years in business for
himself at Rockport, Texas, was a recent buyer
at the jobbing house of C. W. Lauer & Co. Mr.
Jacobs said he was well satisfied with his location
and was doing nicely.
Ernest Eakins, a well-known jeweler of Russia-

ville, Ind., was one of four occupants of an auto-
mobile that ran over two children, killing one of
them, at the corner of Central avenue and Six-
teenth street, in this city June 20. Dr. A. H.
Miller, Mr. Eakins and two other businees men
were on their way from their home at Russiaville,
Ind., to Indianapolis. Dr. Miller was driving
the car when two children dashed in front of a
street car directly in front of the automobile.
The deplorable accident was unavoidable as the
street car hid the children from the doctor's view.
Mr. Eakins was afterwards seen at one of the whole-
sale houses. He was very much affected by the
terrible accident which he and his companions
deeply deplored. Witnesses say that the car was
running within the speed limit.
The auction sale conducted by Brooks & Chap-

man Madison, Ind., last month is said to have
rivaled the picture shows in the crowds that it
attracted from both sides of the Ohio river. Sales
were advertised for every afternoon and evening.
The auctioneer kept up a flow of funny sayings and
clever stories that attracted and held the crowds.
The sale was successful from every point of view.
The removal of Brooks & Chapman to the Pacific
coast was regretted by their many old customers
in Southern Indiana and across the river in Ken-
tucky.

George L. Spahr, who recently sold his jewelry
business at Lebanon, Ind., to his watchmaker,
George L. French, made a visit to the local market
last month and announced that he had embarked
in a new enterprise, the manufacture of auto-
mobile trucks. George's trade friends wish him
success.
P. A. Ahring, a jeweler of Sunman, Ind., has

earned the reputationof being a man of nerve since
he came to this city June 27 and bought a new five-
passenger "leader' automobile and drove it home.
It was the first time Mr. Ahring had ever driven
an auto, but since his friends have heard nothing
to the contrary it is believed that his "maiden
trip" was a successful one.
Among the out-of-town buyers on the Indiana-

polis market during the last of June were: Ernest
Eskins, Russiaville, Ind.; H. Wheeler, Dana, Ind.;
M. E. Chastain, Rochdale, Ind.; D. E. Overman,
Montezuma, Ind.; Agee Wilson, Plainfield, Ind.;
Aaron Pursel, Noblesville, I 

'o. 
nd.• August Ander-

son, North S:ern, Ind.; J. W. Thompson, Dan-
ville, Ind.; R. B. Orr, Greenfield, Ind.; E. M.
Wilhite, Danville, Ind.; I. H. Barnes, Greenfield,
Ind.; S. B. Merrick, Plainfield, Ind.; A. W. Owen,
Greenwood, Ind.; C. K. McCain, Kokomo, Ind.
A. 0. Waterman had charge of the large exhibit

of cut glass, made by the Wright-Rich Cut Glass
Company, of Anderson, Ind. at the South Bend
convention of the Indiana Retail Jewelers' Asso-
ciation. It was very pleasing to the members to
see such a beautiful display of an Indiana product.
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KANSAS CITY

Active Preparation for the National Convention—
A Magnificent Program of Entertainment—The
Hoefer Jewelry Company, the Latest Addition

to the Wholesale Trade.

Kansas City, Mo., July 11.—The local jewelers
are now busy making preparations for the national
convention which meets in this city in August.
While the program is being made up by the national
officials, the local representatives of the trade
are working on the entertainment features, and
if hard work and solicitude for the pleasure of
their guests count for anything, the delegates who
will come to Kansas City in August will have a
good time. The ladies who come to Kansas City
will be especially honored guests, and there will
be a most elaborate plan for daily and nightly
entertainment for them in a series of receptions,
drives over Kansas City's handsome boulevard
system, visits to parks, theaters, etc. In many of
these pleasant diversions the men will participate
also, but during the business sessions of the con-
vention, the ladies who do not care to be in the
meetings will have constant attention shown them
Two formal addresses were added to the official

program last week. George L. Brennings, of
Kansas City, will deliver an address on "Display
and Package Problems"; and Dr. W. B. Needles,
of the Needles Institute, Kansas City, will speak
on "The Mote In Thy Neighbor's Eye."
The most important event of interest to the

jewelry trade last month was the opening of the
Hoefer Jewelry Company July 1. This company
has taken large and handsome quarters on the
fourth floor of the Merry Building, 1017 Walnut
street, and it begins business with every facility
serving the demands of its trade. Mr. C. C.
Hoefer, president of the company, was a member of
the firm of Woodstock-Hoefer Watch and Jewelry
Company, Ninth and Walnut streets, Kansas City,
for many years and withdrew about a year ago.
Associated with Mr. Hoefer is E. 0. Baumgarten,
former traveler for M. F. Barger & Company,
Chicago. Mr. Baumgarten will go on the road for
the present. E. H. Snow, for twenty years
traveler for the Woodstock-Hoefer Watch and
Jewelry Company, will be a traveler for the new
company. W. H. Joers is another employe of the
new company who is well known to the trade of
the southwest. Among the office force of the
Hoefer Jewelry Company are: Miss Emma
Williams, Miss Margaret Halton and Robert
J. Gilbert.
Edward Alexander, formerly in business at

Enid, Okla., was in Kansas City last week.
Arthur Foster, of Porter & Wiser, is spending

his vacation in Arkansas.
Charles H. Bard, of Sedalia, and H. F. Sloane,

formerly of Edwards and Sloane Jewelry Company,
are visiting in Yellowstone Park.

Miss Marie Hagarty, of Porter & Wiser, has
been in St. Louis for two weeks.
U. S. Bond and wife, of Osceola, Iowa, were in

Kansas City last week.
0. P. Firstenberger, E. J. Marcotte and G. F.

Taylor, travelers for the Woodstock-Hoefer Watch
and Jewelry Company, have been in the house
during the early vacation period. Each will take his
vacation before going on the road for the fall trip.
Mr. and Mrs. J. R. Mercer have gone on an

extended trip through the east. They will motor
in New England and visit Ella Wheeler Wilcox at
her bungalow at Short Beach, Conn.
Harry C. McConnell, for thirty-five years a

traveler for various jewelry houses, has quit
the business and is now selling automobile insur-
ance in Kansas City territory.

Miss Lulu Hohenschild, of the office force of
D. B. Ward & Co., will sail soon for a three
months' trip in Europe.
Sam Bloom, of the Meyer Jewelry Company,

who has been visiting in Cincinnati accompanied
by his family has returned.

Miss Sarah Gardner is a new stenographer for
the Meyer Jewelry Company, taking the place of
Miss. Adala Winters.
G. W. Hail, bookkeeper for the Woodstock-

Hoefer Watch & Jewelry Company, is receiving
felicitations on the birth of a baby daughter.

KEYSTONE 1435

George Hale, of the material department of the
Meyer Jewelry Company, is on his vacation in the
mountains of Colorado.
W. H. Joers, of the Hoefer Jewelry Company,

has been on a business trip to Lincoln, Nebr.
E. G. Haschenbarger, of the Kostka Jewelry

Company, Lincoln, Nebr., was in Kansas City the
latter part of June.

George Dobler, engraver for the Meyer Jewelry
Company, with his wife and child have just re-
turned from an extended eastern trip. Fred Dob-
ler, his son, also of the Meyer Jewelry Company
accompanied them.
W. T. Brown, of Sterling, Kans., was a Kansas

City visitor recently. W. H. Meyer, of Lawson,
Mo., made the rounds of the local jewelry houses
the latter part of last month.

Miss Bessie Marshall, an employe of the
Woodstock-Hoefer Watch and Jewelry Company
for many years, is now in California on her vaca-
tion.
C. J. Shroeder, of Oskaloosa, Iowa, was on the

Kansas City market recently.
Otto A. Knaul, traveler for the Woodstock-

Hoefer Watch and Jewelry Company, is on his
vacation.

Miss Gertrude Brosius, of the Woodstock-
Hoefer Watch and Jewelry Company, is on her
vacation in Colorado.

Miss Ethel Brosius, of the Woodstock-Hoefer
Watch and Jewelry Company, spent her vacation
in Booneville, Mo.

BALTIMORE

Big Democratic Convention Brought Harvest to
Jewelers in Novelties and Souvenirs—Windows
Lighted All Night to Attract Notice of Visitors

Baltimore, July 6.—Reports from the various
jewelry stores tell of a good business during the
long democratic convention. While there were
not many diamonds or high grade watches sold
to the visitors, there was a great business done in
the cheaper lines of novelties and in souvenirs.
The convention will undoubtedly be of great
permanent benefit to all lines of business as the
visitors left several millions of outside money here,
and it will remain here. Then, too, it will put an
end for a while to the talk of hard times which
may be said to be a permanent source of conversa-
tion in the monumental city.

It is usual for the jewelers in the suburbs to
state that it is well nigh impossible to estimate the
value of the advertising they do. W. H. Mueller,
of Highlandtown, has been doing considerable
advertising lately and reports that every ad he
put out had a direct as well as an indirect influence,
whether it was a personal letter, an ad. in the
county paper, or a circular. Mr. Mueller gives
out an enormous lot of manufacturers' advertising
in the course of a year, and says that it is foolish
for anyone to say that general advertising does
but little individual good. While the general
impression has gone abroad that Mr. Mueller is
simply a mighty good salesman, he was for years
one of the Hennegen Bates best wateh makers.
These have been great days for Emil Watten-

scheidt, J. J. Bartholmee, David H. Drohan, J.
Thomas Smith and others located near the con-
vention hall. Perhaps never in their history have
repairs run better; it is certain that never before
have they seen so many freak watches and unique
chains.
Pinto Brothers, of North Eutaw street, are

obliged to look for larger quarters for their rapidly
increasing retail business. The brothers are com-
parative infants in the jewelry business, but were
long ago out of swaddling clothes.

Shirey & Co., supply men, have forged rapidly
to the front since the great fire. Starting in a
building which was burned and being compelled
to start all over again, they now occupy a ground
floor, and are looking for another with more case
space. In addition to a full line of supplies they
have a box shop, as well, turning out enough lines
to satisfy the most exacting.
The Baltimore Jewelers' Supply Company is

straining the mails trying to explain why business
is so very much better than any previous year.
The salesmen for the company are extremely alert
in the pursuit of orders and there is no nervousness
on their part over the future outlook.

The announcement that D. C. Hooper will soon
leave for Florida, or will do so as soon as he sells
his Greenmount avenue store, does not surprise
any of his friends, as Mr. Hooper has had the
Florida bug for some time. A few thousand dollars
worth of new stock is brightening up the store of
Svejda Brothers, on Ashland avenue, and give it a
fresh and inviting aspect. These Bohemian boys,
instead of finding fault with so much that is
offered, say they are glad that they have so wide
an assortment to choose from.

Baltimore has a number of Bohemian jewelers
and among the best of them is Frank Kvarda,
of Collington avenue. These jewelers practically
control the trade of their countrymen, and it will
be a mighty good American who will ever get it
away from them.

While Arnold Rosenfeld was directing the polish-
ing up of the windows of his new store recently,
he became retrospective as well as interesting.
"I am trying to be up-to-date," said he. "Of
course, every one can not be at the top, for the
top is an infinitesimal point, but I can make a
quick movement to have my place so prominently
before the eyes of the passers-by in Howard street
that they will bear it in mind when they want the
goods of a jeweler or the services of an optician.
To be up-to-date does not necessarily mean the
most expensively fitted up establishment, but it
is the one that has the reputation of having
character goods at a character price. These are
only two of the factors, but they are important
ones.
Henry Castleberg appreciates the value of good

window and store display and finds that they are
a great big factor in the business. Many a sale
has been made by displays at the corner of Lexing-
ton and Eutaw streets, and Henry has found that
they are just as good as his extensive newspaper
advertising.
The fashion is growing with the jewelers along

"The Diamond Path," as Lexington street is
now known, of keeping the lights turned on full
throughout the night, and they state that the idea
is a good one. They explain that this section of
the town is now largely made up of an all-night
population of strangers, and that a store well-
lighted is a good advertisement.

Charles Grunebaum, when asked what goods pay
best, answered without hesitation, "Look in my
windows." Mr. Grunebaum was far-sighted
enough to anticipate the enormous demand for
jet which is the source of good revenue.
The loyalty of some old families in Baltimore

to the jewelers they have done business with for
years is rather disconcerting and discouraging to
the younger dealers in the field, who feel what they
have to offer has as much real gilt in it as that of
their older competitors, with the addition of some
modern trimmings.
Isaac Berman, not so long ago, was pitied

because he had the nerve to take over the Raush
store, but now the trade is explaining how it
would be impossible not to do business with the
amount of advertising that Berman puts out.
A fellow jobber, alluding to Max Kohner and

Reinhard & Co., suggests that the success of these
two concerns has close connection with their close
study of the trade papers. He points the moral
that if some of the others paid more attention to
keeping up to date, they, too, might be doing more
business.
One of the cardinal doctrines of the workers for

the trade in Baltimore is to read carefully the
columns of THE KEYSTONE. One such man says:
"While I take all of the trade papers I keep THE
KEYSTONE on the bench for constant reference."
Another, who was about to change his location,
when moving found it necessary to throw away
some things, but the back numbers of THE
KEYSTONE were carefully packed. Some jewelers
have the volumes of THE KEYSTONE bound. And
so it runs. There are but few KEYSTONE sub-
scribers in Baltimore who can not exhibit their
copies for a number of years back.
The demand for a superior jewelry in Baltimore

is having a wonderful growth. Baltimoreans are
getting the diamond habit, and there is every
indication that the habit will grow. There are
not many three karat stones sold in Baltimore,
but there are a great many one-karat stones dis-
posed of. The patrons of the Charles street
jewelers are of the first class, so the dealers there
find it foolish to keep any but first-class stuff.
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WE REPAIR EVERYTHING IN JEWELRY
Gold and Silver Electro-plating

A SAMPLE OF OUR WORK
This Letter Explains Itself

O. F. WETZEL. CO.

instIrrs

MVO..600X

Copyright June, 1912, by Breslavsky Bros.

BEFORE REPAIRING

.P.AAME.WASKINOTOM, lune 15, 1912,

Broslavsky Bros,

Now York.

Dear Sirs.

!tutoring to yours of June 11th! 22, would say that

the repair. on Jewel Case was perfectly satisfactory,.

We rofored the matter or using the pictures for

advirtisinc to our customer, cod it was evocable to him,

and you have our consent. Our customer said he would

appreciate a photogreph of the Before and After repairing,

so he could show it to his freinds,

flespootfully yours,

Mesh Bags Repaired
Resilvered and Relined

$1.00

Copyright June, 1912, by Breslavsky Bros.

AFTER REPAIRING

Specialists in Difficult Repairing

BRESLAVSKY BROS., 51 Maiden Lane, NEW YORK
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DUST DOES NOT ENTER BLOWER

SUCTION AT BOTH HOODS

LEIMAN BROS.

LATEST IMPROVED

POLISHING
DUST
COLLECTING
OUTFIT
PATENT APPLIED FOR

When you buy a dust

collector you don't

want to go around

your shop and collect

the dust from the

walls, ceiling and

fixtures. When you get this collector you know where to

find all the dust. You simply start the machine and the

powerful suction of air draws in the dust and dirt and the

cabinet holds all. This increases your returns from the

sweeps. These machines are meant for the largest and

heaviest work as well as the lightest. If you don't think it

will answer your purpose, tell us so and we will show you

how it will and save current in doing it. If you can't call

and see the machine working, send for Catalog No. I.

LEIMAN BROS. 620 John Street

NEW YORK CITY

mostenanactonnontunnummannewswout

11

11

L. LELONO d BROTHER

Southwest Corner
flalsey and Marshall Streets

NEWARK, N. J.

Gold and Silver Refiners
Assayers and

Swoop Smelters
BULLION SOLICITED

SMELTING for the TRADE

Prompt attention given to Old Gold
and Silver forwarded to us

by mail or express

Sweepings Our Specialty

lonctoutinctrmemanommuctecounclumonnatunnumorgunumentu

II if 018/1,6 Loop Watch Kegs
SOLD THROUGH JOBBERS

oll Its well to have an assortment on hand than to wish you had
ORDER TODAY

A. N. CLARK & SON11 PLAINVILLE, CONNECTICUT

xn111013000110111XMOMICCIMODOIXIMOCOCIIMICODUCIODOODUCt

How to Straighten Balance Pivots

Ingenious Tool which Inventor Finds Efficient—
Detailed Information as to Its Construction—
A Bow Lathe at a Cost of Seventy-five Cents

By C. A. RICHARDSON, Boston, mass

Having seen from time to time inquiries on
"How to straighten balance pivots," may I give
to you my method, together with a rough sketch
of the tool used. This "bow lathe" is used, not
only to straighten pivots, but for polishing and
repairing nearly all conical pivots upon which work
is necessary.

This tool can be made by anyone who has a lathe,
in two or three evenings

' 
and will repay the owner,

many times, for the effort spent in making it. Not
that it will supplant the split chuck, or the balloon
chuck, but that it can be quickly slipped on the
edge of the bench, directly in front of the workman
and the balance placed in the tool, examined and
repaired, while the ordinary workman is selecting
the proper chucks, (provided he has them.)
The size given in the sketch is only approxi-

mate, as the material at hand often determines
its size, but a piece of rolled brass 2 x 3 x Wt seems
about right, and a piece of stubs wire No. 34
is about right for the spindle. The roller was

borrowed from an old turning arbor, but can be
made of hard rubber if that material is at hand.
The frame A is cut out with a hack-saw and the
curves filed with a wood-rasp and finished with a
piece of sand-paper on a round stick. The hole
for the arbor B is lined up very carefully with a
scratch gauge and centered at each end with a
sharp punch and drilled with a twist-drill slightly
smaller than the arbor, the opposite end being
supported by the pointed center in the tailstock.
A follower drill should be used for sizing the

hole, and made from a piece of the spindle rod
with a stubby fiat point, and very little clearance,
the cutting edge being ground left-hand. By run-
ning this drill at a high speed and a light pressure,
a nice straight hole will be produced and the drill
will not draw in.
The hole for the rod C is bored in the same

manner. By putting a short rod in the hole B
when starting to drill C, the drill can be started
in line with B with great exactness. D is a thin
piece of tempered steel. A piece of fine French
clock spring, if perfectly flattened, will do very
nicely, and is secured to C by rivets; C being
slotted by a saw to receive the plate.

Figure 1 and 2 in D are two bushings of nickel
firmly riveted in holes bored in D, countersunk
slightly on the opposite side and bored with a
No. 4 and No. 8 Mascot drill respectively. These
holes will take nearly all regular pivot sizes up to
the cone, leaving the straight part projecting
through the plate. E is a nickel bush, driven into
a hole bored in the end of the spindle and has a
cross hole bored to meet the No. 4 hole in the end,
which is countersunk slightly to take the cone off
the pivot. F is a loose roll held in place by a
small brass collar driven on and turned up square
with the spindle, and is secured from coming off

by a split ring driven on and running in a recess
turned in the front of the roll. Two small holes
are drilled through the face of the roll and a small
wire "hairpin" pushed through, sliding back and
forth, to embrace the balance arm.
G and H are small thumb nuts threaded into

the frame, to secure the longitudinal motion of B
and secure C after either holes 1 or 2 are centered
in line with the bush E. I is a small thumb nut
of brass or hard rubber, used as a handle to control
the motion of the spindle B. J and K are two
brass pins set with the bottom of the frame A
and are used to secure the "Lathe" upright to the
edge of the bench in front of the operator.
To rotate the roll F a bow of light steel wire,

hard brass or whalebone, about 12 inches long
with a horse hair, is used. Starting the hair under
the roll so that a down bow rotates the bottom of
the roll toward the operator, and with a down bow
and a forward motion of the hand holding the
burnisher, it will always run against the work, and
the same with the up bow.
For straightening a pivot, a pair of good steel

tweezers are used, the point being cut back to a
width of about Xi inch and very carefully ground
and polished upon the inside. Insert the bent
pivot in the proper sized hole, bring up the back
center E fairly tight, securing the spindle B by
the screw H, push forward the hairpin carrier
astride the balance arm, rotating the balance
slowly with the bow, which was put on before the
balance was inserted, and grasp the pivot with
the polished jaws of the tweezers which have been
slightly oiled. Upon opening the tweezers very
slightly, the high side of the pivot can be very
readily seen and a slight pulling bend is given in
the opposite direction and in a very few trials the
pivot will straighten if not already fractured.
For polishing or rather burnishing, use a flat

burnisher made from an old barrett file ground
flat, with the inside corner slightly rounded and
sharpened with a No. 1 emery stick. Damaged
pivots may be "touched up" by a triangular oil
stone slip, a ruby or sapphire file or a jasper slip;
after which they should be carefully burnished
and the end squared and burr removed.
The total expenses of my "Lathe" was less than

seventy-five cents, including a light silver plate
to protect the damaskeening, and the amount of
time saved in "touching up" slightly damaged or
blackened pivots, has been very great.

Tempering Steel

By F. R. CUNNINGHAM, Denver, Colo.

In the Technical Department of THE KEYSTONE
for June 15, in an article on Tempering Steel, you
say that it makes no difference if an article is
cooled suddenly in water when it reaches the
desired tempering color.
I believe this is a mistake; my experience says

that it makes the steel softer than it would be if
allowed to cool slowly in air.
In the case of screws or springs, the extra soften-

ing might not be objectionable; but in the case of
cutting tools, the workman had best bring them
to the required temperature very slowly, and allow
them to cool slowly.
The process of water annealing, which consists

in plunging the heated steel at a temperature just
below that at which it would harden, making the
steel remarkably soft and tough, seems to indicate
a general law governing the effect of sudden cooling
from temperatures below that of hardening.

This matter of water annealing should be under-
stood by every watchmaker; steel annealed by
this process works particularly well under milling
cutters and threads beautifully in the screw plate;
whereas, steel annealed by the usual methods, is
apt to tear in the screw plate, producing imperfect
threads.
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Scientific Watch Cleaning

We have been favored with the following
interesting communication by a Kansas watch-
maker, Benjamin Sesquipedalian Sands by name,
who engineers the repair department for M. S.
Lanyon Jewelry Company, of Pittsburgh, Kans.
Our readers will doubtless recognize his contribu-
tion as an old story presented in a new and classic
form. It is interesting to note what an appealing
blend mechanical and literary genius may evolve
from horology and philology. There will be those,
doubtless, who will find their lexicons unequal to
the task of interpreting the valuable information
concealed in the polysyllables and who may feel
like inflicting corporal punishment on the author.
H. Wadsworth Longfellow (deceased) with poetic
vision into the future, had probably this retribu-
tion in mind when he penned the famous line
"Foot-prints on the Sands of Time," but we are
standing between our readers and Brother Sands,
who describes his method of cleaning a watch in
the following simple and lucid language:
‘Divest the chronometric mechanism of its orna-
mental enclosing auriferous or argentiferous pro-
tective envelope.
iDismantling of the movement begins by remov-

ing the balance, the bridge, and the jewels.
Next, the three numeral indicators. Also the

enameled plate upon which the time is communi-
cated primarily to the optic apparatus and ulti-
mately to the optic sensorium. .
Reduce to a minimum the torsional stress upon

the spiral spring contained within the barrel, and
remove it therefrom.

Give this, the plates, and the odonticated,
penta-armed, circular discs, with their con-
comitant pinions, a bath of ether-benzine hydro-
carbon detergent for removing the antique oleagin-
ous lubricant.
Remove oxidation with a bath of kalium cyanid,

which is, in turn, removed by hydrogen monoxid,
afterwards freeing the parts from this with ethylic
alcohol, and subsequent dessication with saw-dust
from the Mucus Sempervirens.

Brush thoroughly with a rectangular aggregation
of epidermal filaments from the vertebral region
of Sus Scrofa, or from the caput of the genus Homo,
removing all infinitesimal particles of fibrous
matter.
Where a polishing agent is required use elutri-

ated sesquioxid of iron. But upon the steel parts
"Diamantine" produces a superior finish.

Having by studied and laborious application
made immaculate the mechanism, proceed to
examine it for imperfections.
See that the pivots are cylindrical, parallel with

their longitudinal axis, and resplendently lustrous,
since the minimum of friction is thereby secured.
See that the spiriform convolutions of the hair-

spring are equi-distant, uniformly curved, and
laterally lie in the same plane.
Each weight unit on the balance rim should

exactly counterbalance the member diametrically
opposed. And, as a whole, be in perfect poise,
since any inequality in weight distribution, would,
in certain positions, accelerate, and in others,
retard, the oscillations of the member whose
function is to cause coincidence of the indicators
on the mechanism with the solar time.
Temperature effects are neutralized by laminat-

ing the rim of the balance wheel. The unequal
expansion and contraction of the dimetallic com-
bination keeping the gross weight at the required
distance from the axis.
Observe that all adjustments to temperature,

position and isochronism, are in accordance with
the ethics of correct craftsmanship.

Reassemble carefully, lubricate, regulate and
rate. Then demand of your customer an adequate
monetary consideration.
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BLACK SHIELD
MUNSPRINGS AND OILS

Each spring in separate envelope.
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No, 54355

.;

For all makes
Dozen *VP
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The highest attainment in The manufacture of Mainsprings it Oil.
Fully Guaranteed

SWARTCHILD ire COMPANY
Write for our latest catalogue No. B.I4 the largest- publication ever issued. Sent free upon application.

gLACK SHAD
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Each 4.25
Dozen $2

Unequaled at any price.

HEYWORTH BLDG.. CHICAGO
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New Century
Engraving Machine

THE NEW CENTURY
has back of it over 25
years of engraving ma-

chine experience. When
you take this into consider-
ation and the large number
of machines we have been
selling during these years,
it must be apparent the
New Century possesses
merit.

One of our customers
wrote us a few weeks ago:
" My machine has given
satisfaction both to me and
my customers in every case,
besides paying 20 per cent
on my investment in paid
engraving." We have
hundreds of similar un-
solicited letters.

YOU NEED A
NEW CENTURY

Write NOW for Catalogue
and Prices and Terms

THE EATON &
GLOVER CO.
SAYRE -:- PENNA.

JEWELRY COLORING
14-KARAT SHADING
IMITATION PLATINUM
OLD ENGLISH
ROMAN
GREEN
ROSE

ALSO
BRASS

.*. SILVER
COPPER PLATING
NICKEL PLATING

.*. BRONZES AND OXIDIZING
GRINDING, POLISHING, LACQUERING

78 FRIENDSHIP ST. PROVIDENCE, R. I.

Gold and Silver Plating
CAREFUL WORK

Roman, Rose and Green

Gold Coloring. A spe-

cialty made of repairing,
relining and replating

Mesh Bags.

Reasonable Prices

Work by mail or
express returned
same day.

SEND FOR FOLDER
GIVING PRICES

STAR GOLD and SILVER PLATING WORKS
(INCORPORATED) Established 1893

125 FULTON STREET NEW YORK CITY
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Workshop Notes

Subscribers wishing inquiries answered in this depart-
ment must send name and address—not for publication,
but as an evidence of good faith. No attention will be
paid to anonymous communications. Questions will be
answered in the order in which they are received.

ESCAPEMENT MODEL.—I have been studying your
book, "Watch and Clock Escapements" and
have made a number of drawings and decided
to make the model you speak of on page 40.
I would like to ask you if it is convenient for
you to tell me just where I can find the dimen-
sions for the thickness of the escape-wheel and
fork, and also where the fork instructions are;
whether it is to be a single or double roller, and
size of pallets. Please advise me in regard to
hairspring size.

The thickness of metal to use for fork, pallets
and escape-wheel must depend on the general
dimensions of the escapement model you will
construct. If you make your escape-wheel
4 inches in diameter, you can use metal about
3/16 inch in thickness for the escape wheel, fork,
pallets and roller-table. For a 3-inch escape-wheel,
metal, N inch thick will be in good proportion.
The size of the pallet stones will depend on the

diameter you select for your escape-wheel; that
diameter is the basis of the size of all the parts.
You must make your drawing of escape-

wheel, pallets, fork and roller-table, according
to the instructions in the book, then your drawing
will show you the proper shapes and sizes for all
the parts. For making a model, the drawing
may be made to the exact size on paper, then
drawn directly on the metal; the advantage in
drawing first on paper is that erasures and correc-
tions can be made as the work proceeds, which
would be very inconvenient to do on the metal.
The instructions for drawing the fork and roller
commence on page 54. The pallet stones may
be made of steel as thick as the metal from which
you make the pallet and fork, or you might have
them cut by a lapidist, of agate or carnelian. You
can have this work done by Nathan Hyman, 47
Maiden Lane, New York. It will be necessary
to send him a sketch showing shape and all the
dimensions. We think it more sensible to make
the pallet stones of steel, hardened, polished, and
tempered to a fine bright blue color. Steel pallet
stones can be made to look very well, and are
much more inexpensive and less liable to damage.
For a hairspring, use a watch mainspring of any size
which will look in good proportion to the size you
adopt for the model.

MYSTERIOUS CLOCK.—I was in one of our western
cities, and passing a jewelry store, noticed in the
window a clock with watch suspended on a coil.
spring six or eight inches long, in the place where
the pendulum ought to go; but instead of
swinging it kept a constant steady up and
down motion, apparently given it by the
spring. It struck me as quite a novelty. I
had never seen or heard of anything of the kind.
I went in and asked the jeweler at the bench how
it was done; said he would not tell; if he did,
every one would have one. I told him I thought
it was done by magnets, and he said "maybe."
I admit I have no idea how it was done. Thought
you might give me some light on the question.

We have never seen an arrangement such as
you describe, but suggest that- you try some
experiments, such as taking a few screws out of
one side of the balance of a slow-train watch, and
hanging the watch on a very flexible coiled spring.
A watch with its balance out of poise will, if
hung by the bow on a pin or hook, and free of any
other contact, start swinging from right to left
because the way it is suspended prevents any other
kind of motion. It seems possible that the same
watch suspended on a cylindrically coiled spring,
might find its easiest way of moving to be up
and down rather than from side to side.

If this is the principle on which the clock you
saw was made, then the question remains, as to
whether the spring and watch movement has
anything to do with running the clock, or with
keeping its escapement in action, or whether the
clock has a mainspring, escapement and balance
nside its case and has the coiled spring and watch
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movement simply hung below for curiosity's sake.
You may or may not think it worth while experi-
menting on the suggestions we give. Since
this is not a matter of legitimate horology, but
rather of "freak" mechanism, we do not feel
warranted in making experiments ourselves to
gain definite information, although, in any matter
of practical importance to horology, we are willing
to go to any reasonable expense in the interest
of readers of THE KEYSTONE. Perhaps one of
our subscribers who reads this may happen to
know exactly "how the trick is done"; if so,
we would be glad to publish a communication
from him.

COIL SPRINGS.—I would like a little information
on tempering coil-springs, for instance, the kind
that are used to throw the crown out in dollar
watches. I use a piece of soft steel wire and
wrap it around another piece of wire to get the
proper diameter of the coil. I then slip it off
and heat it to a cherry red and drop it in water.
Of course the spring is full hard now and the
heat has oxidized it so that it is impossible to
brighten it enough to tell what color it assumes
in drawing it. There is a process of drawing
by dipping spring in oil and heating it till the
oil ignites. This process I do not understand
and if it would work in this spring tempering I
would be pleased to have you explain the process.

Wind the steel-wire for the spring on a piece of
brass wire into which you have sawed two slots,
the distance apart being equal to the length of the
proposed spring. The slots should be of such
width as to "pinch" and hold the wire so as to
prevent the coil from slipping off the brass wire
during hardening and tempering. Catch an end
of the steel wire in one of the slots, wind the coil
on the brass wire, catch the steel wire in the other
slot, cut off the protruding ends of the steel wire.
Cover the coil with moist soap and harden it,
leaving the coil on the brass wire. If well covered
with soap, there will be no black scale on the steel,
but a clean silver-gray surface. With a very stiff
brush, piece of felt, or piece of soft wood, covered
with oilstone-powder, or No. 1 diamontine,
polish the spring on the brass block; a very few
strokes will suffice. Lay the spring, still on the
brass, on a hot metal plate or blueing pan; keep it
rolling to and fro, and when it has reached a light
blue, dip it in water to make sure that the temper-
ing will go no farther. Clean the blue off with
"blue-remover" or muriatic acid diluted with
water (about half of each), give the spring a few
strokes with the polisher, and blue it again, as
before. Repeat the cleaning and blueing a third
time. The object in drawing the temper three
times is to make sure that the spring will be
evenly tempered, with no hard spots in it. Each
successive heating must stop at the same color;
the number of heatings does not affect the temper;
the temper is determined by the highest heat
to which the steel is brought in any of the heatings.
Just before heating steel to temper it by color, it
is vitally important that its surface be made abso-
lutely clean and free from grease; after cleaning
it, do not touch it with the fingers, which would
make it greasy again. Grease on the steel inter-
feres with the action of the oxygen from the air
on its surface during heating, which is what
causes the coloring. An oily surface shows " false
colors" which can not be depended on to indicate
the changes of temper under heat.

Tempering with oil is not as cleanly or con-
venient a method as tempering by color. It can
be done by putting the hardened steel object in a
metal cup or spoon, covered with linseed oil.
Heat the spoon over an alcohol or Bunsen gas
flame; first the oil will smoke, the smoke will
become denser and denser, and finally the oil will
catch fire. At this point the steel will be at the
proper temper for the springs you wish to make.

HARD SOLDERING.—Can you tell me how to make
a hard soldering solution, or tell me how I can
keep it from spoiling until I can use up a
bottle? As it is, I buy a bottle and I use or
A and it spoils and I lose the rest of the bottle.
Any information you can give me on this line
will be thankfully received.

It is possible that you allow your solution to
get dirty, either by leaving the cork off the bottle
or by using a dirty brush or stick to dip it out with;
or by leaving brush, stick, or wire in the solution

when not using it. The solution you men-
tion is guaranteed by the maker; if any of it
gives you trouble, all you need do is to return it
to the dealer from whom you bought it; he will
attend to the matter with the manufacturer,
and will see that you get satisfactory results, either
by pointing out something wrong in your way of
using it, or by exchanging a defective bottle of
solution.

MYSTIFIED.—Why are the Roman figures cut or
marked on the bottom of the top 0. F. Bezel
of some watch cases?

You will notice that the Roman numerals
scratched on the bezel are the same as the last
three or four figures in the case-number stamped
inside the back of the case. The cases are made in
lots and go through the various departments of
the factory in that way, a part being added to
each case in a lot in one department, another part
in another department, and so on until the case is
finished. But in some parts of the work, one part
of a case may be in one department while the other
parts are in another department. The parts are
numbered so that the proper parts for each case
may be brought together when the time comes to
assemble them into the finished product. The
Roman numerals are used on the bezels because
they can be easily scratched on instead of stamped
on, since they consist of straight lines. To stamp
numerals on bezels would be difficult to do without
distorting the shape of the bezel.

Bronze Imitations with Plaster
or Wooden Models

Plaster or wooden models, when they have ful-
filled their purpose, are as a rule, laid aside and
entirely ignored. What can be done with them,
anyway? A shaped wooden or plaster model is no
presentable article, especially in the opinion of the
lay public. It is painted with shellac, soiled with
molding sand, in a word it has no color. How
much more beautiful and sightly is such a figure
when properly and skilfully treated with color.
The figure undoubtedly cost much, in work and
outlay, and on general principles we would pre-
serve it. And for this reason it may be readily
understood, says the Deutsche Goldschmiede Zei-
tung, why we should seek to preserve many pieces
of this kind in a new dress, make it presentable, so
that it may be evidence of the ability and industry
of the maker, of the productions of the concern,
and last, but not least, that we ourselves may find
pleasure in it.
An elegant and most suitable method of coloring

such figures, is to convert them into imitations of
bronze. The plaster model we have before us is
worth the little trouble and, therefore, we may color
it, in dark bronze or iron-bronze, according to the
following method. The model having been freed
from dust is coated with ordinary varnish, applied,
two or three times with a brush. As soon as the
varnish has dried in, the model is coated with a
copper or gold bronze, soluble in oil. After this
color is dry, mix powdered graphite with some oil
and varnish and apply the mixture, to cover evenly.
Careful work will give the piece a dull shining
appearance. We then take a soft cloth and rub,
freeing the prominent places, or the noticeably
projecting parts of the piece from the graphite
coating, until the bronze coating is again visible.
Care must be taken not to rub too much, or the
effect of the object as a whole will suffer and it will
lack repose.

Another process is to mix brown shellac, dis-
solved in alcohol, with umber or Cassel brown and
coat the figure with this mixture, applied as thinly
as possible, until, after drying, the object assumes
a uniform dull appearance. The plaster model
is then placed near the stove so that it is warmed
through and through. This is necessary for the
last process. Fluid, heated wax is thinned with
oil of turpentine, Cassel brown or umber added
and the warm model painted with the mixture.
After cooling, the strongly prominent or raised
parts are polished, by rubbing with a soft brush,
and some zinc-green is applied or dusted into the
deep places.
In both the two last described processes, the

dusting or painting of the deep spots, with a little
zinc-green, or verdigris, heightens the effect.
Wood models may be treated in the same manner
as plaster.
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SWEEPS

MANUFACTURERS—
We have been located for

many years in the center of
the largest Jewelry manufac-
turing territory in the
country. Our many custom-
ers testify as to our service.

SEND US YOUR SWEEPS, ETC.

RETAILERS—
Our plant is furnished and

equipped to care for large or
small consignments, and a
trial shipment of parts con-
taining any quantity of Gold,
Silve r, Platinum, etc., will
convince you positively that

OUR CHARGES ARE REASONABLE

CONLEY eic STRAIGHT
Gold and Silver Refiners, Assayers and Sweep Smelters
Dealers in Gold, Silver, Platinum Stock and Anodes

2.36 Eddy Street PROVIDeNCE, R. I.
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11A Perfect Watch or Clock Oil
must be " neutral," which means that it must be absolutely free
from acids of any kind. The presence of acid means corroded and
blackened pivots.

Fulcrum Oils
are the only WATCH, CLOCK and CHRONOMETER OILS
produced that are free from all acids AND WE CAN PROVE IT.

Dr. F. W. Mann, probably the best known
oil chemist in the world, says : " Fulcrum
Watch, Clock and Chronometer Oils are non-
drying and CANNOT GUM, neither will
they evaporate even when exposed to the at-
mosphere. On account of the absence of
free, fatty or ANY OTHER ACID, they
cannot corrode any metal."

If you are not using Fulcrum Oils you are not
using the BEST oils.

Watch and Clock Oil Chronometer Oil

35c. a bottle $3. 75 per dozen

FOR SALE BY ALL JOBBERS

50c. a bottle

FULCRUM OIL COMPANY
FRANKLIN, PA., U. S. A.

HENRI PICARD & FRERE, London, Eng., Sole Export Agents
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THE QUESTIONS UP
FOR DISCUSSION

1 at the coming Convention of the A. N. R.
J. A. may not include the merits of

The M. P. Safety Catch
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But we'll wager that the importance of using it is
equal to anything that may be learned at the Con-
vention. We Send Samples to any Jeweler in the World.

The Metal Products Corporation
Manufacturers of JEWEL SETTINGS, METAL ORNAMENTS

and JEWELRY COMPONENTS

Thurbers Avenue PROVIDENCE, R. I.
NEW YORK OFFICE, 611 BROADWAY, ROOM 605

The Sam'l A. Crocker Co.
IMPROVED ROLLING MILLS

No. 4.
A Rolling Mill is an Absolute Necessity

Our Mills give universal satisfac-
tion and meet every requirement
of the Jeweler, Manufacturing
Jeweler and Artisan.

Best for 25 Years

Write for catalogue.

Our Mills are warranted both as
to material and workmanship.
Ring rolls and square grooved
wire rolls supplied.

ASK YOUR DEALER

Sold by all Jewelry
Supply Houses.

Manufactured and for
sale by

The Sam'l A. Crocker Co.
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Established 1872 Incorporated 1911

35-37-39 W. 5th Avenue

CINCINNATI :: OHIO For particulars write for Catalog
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The Making of Solders

By J. H. BEEBEE, Rochester, N. Y.

I have just been reading an article on solders
translated from a German source. It seems strange
that any trade or professional journal will publish
formulas so utterly vague as those we always see
in such publications, and this one is not an excep-
tion. The use of terms that have no real or reliable
meaning are almost invariably found, and a clean
clear cut-statement is almost always wanting.
In the article above referred to the terms

"brass" and "spelter" are used. Very few persons
know what spelter is. The dictionary says:
"a term applied to zinc." Why not say zinc?

Also "spelter" is a material used by copper-
smiths as a solder for copper. This is really a
brass containing a large percentage of zinc. This
is the most vague of all. Then too, brass may be
composed of 10 per cent zinc and 90 per cent
copper, or 10 per cent copper and 90 per cent zinc,
or any other percent of these two metals. Also
very often a little tin or lead or antimony may be
added, for the purposc of hardening the metal or
to make it work more freely in the lathe. It can
easily be seen how misleading the term "brass"
may be.
In making solders for use in my profession (that

of dentist) I use the following formulas: In com-
pounding the metals always melt the most re-
fractory ones first and then add the others and
pour at once—this last to prevent as much as
possible the volatilization of the lower metals.

First—Composition:
Copper 2 parts
Zinc 1 part

Second—Silver Solder:
Pure silver 2 parts
Composition (see above) 1 part

If a very white silver solder is desired, add to
the above 5 per cent of metallic arsenic; this,
however, is apt to make a brittle solder. By the
aid of the silver solder (without the arsenic) I
make gold solders down as low as 12 karat, and I
presume they could be made to a lower grade by
simply adding more of the silver solder. Using
pure gold as a base we have the following:

20 K Solder
18K "
16K "
14K "
12K "
10K "

Pure Gold
5 parts3 11

2 "7 pp

1 part
5 parts

Silver Solder
1 part
1 "1

6 parts
1 part
7 parts

If it is desired to use American coin instead of
pure gold, divide the weight of the coin gold as
follows, and add silver solder to the amount of the
quotient.

20 K Solder, divide by 12.5
18 K " 

t f f / 5
16 K " 

,, If 2.85
14 K " 

f t 91 1.84
12 K " 

,, f t 1.25
10K " 

1 t f I .86

Suppose we wish to make some 16 K solder
and we have a $5.00 gold piece. Wieght of $5.00
gold piece, 129 grains ± 2.85 = 45.2 grains, silver
solder to be added to make 16 K solder.
In every case the solder used should be about

two or even four karats below the karat of the
stock. By the addition of cadmium, it is possible
to solder and have the joint when finished the same
as the "stock" used. To do this melt some of
the stock in a crucible, and having placed a small
piece of cadmium in the ingot mould, pour the
metal upon it; remove from the mould and melt
again in a covered crucible, the joints between the
pot and the cover being well luted with fire clay.
Do not attempt to pour, but cool and break the
crucible. In using this form of solder, after it
has "flowed" hold the heat for an instant and the
cadmium burns out, leaving the work fastened with
gold of the same karat as the stock.
As the cadmium is very volatile, it is necessary

to use the above precautions in mixing the metals.
Also cadmium should never be used when the work
contains platinum, as the affinity between the two
metals is very great and the platinum will be
spoiled. The reason for making the "composition"
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instead of mixing the gold, silver, copper and zinc
at once, is, that the zinc, being volatile, some of it
may be thrown off when melting and the resulting
alloy will be false to the formula.
In regard to the process whereby the figures used

for the division of coin gold is obtained,—the
following will explain:
In American coin gold there is ten per cent alloy.

From the weight of the gold subtract ten per cent.
Then the karat of the gold to which we are reduc-
ing, will be to the alloy of that karat as the pure
gold in the coin is to the alloy needed to reduce that
pure gold to the desired karat; but we have ten
per cent of the alloy already in the gold. This must
be subtracted from the result thus found. For
example, suppose we have 186 grains of coin gold—
there are in it 18.6 grains of alloy.

Coin gold 186 grain
Alloy in gold  18.6 "
Pure gold 167.4 "

Suppose we wish to reduce this 187 grains of
coin to 14 K we will have by proportion:
14 : 10 :: 167.4 is to the answer which is 119.57.
Subtracting 18.6, the alloy already present, we
have 100.97 grains of alloy to be added to 186
grains of coin gold to make it 14 K fine
Now if we divide 186 by 100.97 we will have

1.842 = or practically 1.84 shown in the table.
Thus we reach the decimal in each case. This may
not be of interest to every one but it is to many
who have occasion to mix precious metals for use
in the arts.

Old Clocks and Scrap Material

Largest Consumption of Sheet Brass in Construc-
tion of Clocks—Method of Assaying for Value

The manufacture of clocks consumes the largest
amount of sheet brass of any single use, says
The Brass World. It even surpasses that consumed
in the manufacture of cartridge shells which is
frequently considered as the largest use although
it is actually surpassed by the clock industry.
The consumption of clocks is also rapidly increasing
and there is a far greater number made today than
five years ago. Cheap clocks comprise the greatest
proportion and these are usually made in the
cheapest possible manner on account of the compe-
tition that exists in the clock trade, and the fact
that the public demands a clock that can be sold
at a very low figure. The cheapest form is the
well known alarm-clock with the round, nickel
plated case. These are sold at retail at a ridiculously
low figure and are consumed in large quantities.
They are sold so cheap that when they need repair-
ing, which they usually do in a short time, it is
much cheaper to purchase a new one and throw the
old one away than to spend more than the cost of
the clock in having it repaired by a repair man.
It is for this reason that a large quantity of clocks,
such as those shown in the accompanying illustra-
tion contain such a large number of these small,
round clocks. Larger clocks, known as "8 day
movements," are much better made and last longer.
As they cost much more it is usually considered
economical to have them repaired when they get
out of order.
The fact that such large quantities of the nickel-

plated alarm clocks are consumed, and they get
out of order so rapidly is responsible for such large
quantities finding their way into the scrap metal
.trade. Such old clocks, whether they are simply
the movements or whole

' 
are classed as "light

brass" and are known by this general term in the
scrap metal trade. Light brass is a term used to
designate any form of light, yellow brass. Red
metal does not come under this head. Light brass
may consist of old clocks, lamp burners, bird-
cages, lamps, gas-fixtures, electric lamp sockets
and many other kinds of light yellow brass goods.
There is no difference in them, they are all classed
the same.

Along with other scrap material, old clocks are
gathered by the junk pedlar who, in turn, after he
has accumulated a sufficient quantity to warrant
it, sells them to a scrap metal dealer who gathers
enough to sort them and remove the clocks from
the other material. When of sufficient quantity,
he sells them to copper smelters or others who can
use them. Copper smelters, however, are about
the only ones who can use the clocks.

Light brass of all kinds, including old clocks,
have two outlets:

1. As a raw material for copper smelting.
2. As a source of brass for the making of yellow

brass ingot.
Old clocks, of course, are not all brass but con-

tain a large amount of steel in the form of springs,
screws and studs. An ordinary brass clock move-
ment will not contain over half its weight in yellow
brass. The rest is steel. On this account, there
is but one outlet for the clocks and that is in the
smelting of copper. Owing to the amount of steel
in the clocks, they can not be used very successfully
for the manufacture of brass ingot, although it has
been done. The ingot resulting from them is
quite inferior and contains a large amount of iron.
It is impossible to skim it all off and some of the
small screws or other parts remain in the ingot,
and at the same time, some of the iron combines
with the brass forming "combined iron" hardening
it considerably. There is, therefore, but one true
outlet for the old clocks and that is in the smelting
of copper. Even the copper smelters do not like
them on account of the large amount of iron they
contain. They cannot smelt them alone, but
must use only a small quantity, otherwise the
blast furnace would be clogged by a "salamander."
By using them in small quantities, however, it is
possible to smelt them successfully.
Scrap metal dealers accumulate a varied assort-

ment of light brass material from junk men and
sort it into two grades: First, the best grade of
light brass that can be used for making a second
grade yellow brass ingot. Second, old clocks to
be sold as copper bearing material to copper
smelters. A lot of clocks, such as those shown
in the illustration accompanying this article, are
kept by themselves and sold without mixing with
any other material. In order to sell them to a
copper smelter it is necessary to make an assay
to value them. From the standpoint of ordinary
analytical chemistry this would be an unsatis-
factory process, but if attacked in the right manner
it is not so bad after all. Very close results can
be obtained. To take a small quantity for the
assay would be out of the question and the best
and most accurate method of assaying has been
found as follows:
Take about a half-bushel of the clocks represent-

ing a fair sample of the lot, and by the use of a vise,
hammer, cold-chisel and pincers, separate the
brass from the steel. This is not a difficult
job and the brass and steel can be readily separated.
Weigh the clocks before starting. After the brass
and steel springs, etc., have been separated, the
brass is melted down in a graphite crucible under
a layer of borax for a flux. When melted, pour out
into an ingot and weigh. If a smaller quantity
than a half-bushel will represent a fair sample, then
it can be taken, but care should be used not to
take too small an amount. Frequently a peck or
so will answer if the clocks are all about the same
kind.
The brass ingot obtained by melting the brass

obtained in the separation of the brass and steel
in the clocks, is weighed. If it is impossible to
separate all the steel from the brass completely,
then the crucible containing the molten brass
should be skimmed to remove as much of it as
possible. The weight of the brass ingot should be
carefully taken.

Drillings from the brass ingot are now made and
these are then used for the determination of the
copper by the electrolytic method. The per-
centage of the copper in the lot of clocks first
used can then be calculated from this copper
determination. As an example of the process,
the following can be cited. It represents an actual
assay of a lot of clocks sent to a copper refiner:

Clocks Used  7950 grams
Brass Ingot Obtained   3925 grams
Copper in Ingot  66.20 %
Copper in Clocks  32.69 %

The method of calculating the percentage of
copper in the clocks from the determination of the
copper in the ingot is as follows: The ingot of
brass weighed 3925 grams and 66.20 per cent of it
is 2698.35 grams which is the total amount of
copper contained in the ingot. This amount,
2598.35 divided by 7950 gives the percentage of
copper in the clocks (after multiplying by 100, of
course). The result obtained by the division is
32.68, which is the percentage of copper in the
lot of clocks sold to the copper smelter.
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What the Cassriel System
Will Do for You

▪ 

It will pay more for your old gold and silver and
floor sweeps, Mr. Jeweler, than you ever got before.
It's because it gets more out of them that it is willing
to pay more for them.

• 

No matter whether your shipments reach us in the
form of bench sweeps, floor sweeps, polishings, filings,
grindings, handwash, etc., or whether they weigh a
pound or a ton, "Cassriel System" will get every grain
of value out of them and send you a check that will
surprise you. It guarantees a satisfactory check in
from five to eight days.

Ig It will make immediate returns on old gold, silver,
platinum, etc., and hold your shipment ten days. If
the check is not satisfactory "Cassriel System" will re-
turn your shipment prepaid. What could be more on
the square ?

cr All that We ask is a trial shipment. That is chance
enough for "Cassriel System" to demonstrate that it
will give you better returns than you ever got before.
It goes the dollar and cent limit whether it's your first
or hundredth shipment.

Remember, it handles anything containing precious
metal.

Alexander Cassriel Company
Refiners and Smelters

68 W. Madison Street
Chicago

We will buy for cash your entire stock or any part of it, no
matter what it may be, including old movements or watches.
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The Hungry Man
and the Cakes.

He stood looking wistfully into
the window of a bakery. The
girl inside while cleaning up the
window display was throwing
into a basket the little cakes
which had served their purpose.
They were just like a glimpse
of Heaven to that hungry man,
although the girl discarded them
because they were slightly dusty.
Finally with a sigh he turned
and walked away. If he had
only known it, the cakes could
have been his for the asking.
All of which goes to show that
you must ask for what you want.
If you don't ask for THE
GREAT AMERICAN JEW-
ELERS' CATALOGUE we
can't send it to you. No matter
where you 're in business, drop
us a line. It's the biggest and
best, and yours for the asking.

It's Now a National
Catalogue

The Oskamp-Nolting Co.
Cincinnati, Ohio
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Evolution and Construction of Electrical Clocks

Abstract of Lecture Given Before British Watch and Clockmakers' Guild, Glasgow

Section, by Magnus McLean, D. Sc., M. Inst. C. E., Professor of Electrical
Engineering, Technical College, Glasgow.

Clocks were first introduced into Europe about
the middle of the thirteenth century, and deve-
loped very rapidly, until at the present time they
are very nearly perfect from a mechanical point of
view.
But the application of 'electricity to the working

of clocks did not take place until about 600 years
afterwards, as there was no known source of sui-

FIG. 1
Example of Bad Design

table electric energy before the nineteenth century,
Then Oersted discovered the principle of electro-
magnetism in 1821, and Faraday that of electro-
magnetic induction in 1831.
During the last fifty years hundreds of patents

were taken out, and fully more than ninety per cent
were failures, owing chiefly to the faulty mechanical
methods in which electricity was applied.
In the present paper it is proposed to describe

a few of the successful inventions, which may be
classified under three heads, viz.:-

1. Self-wound.
(a) Pendulum driven by an electro-magnetic

attachment.
(b) Electric gravity escapements.
(c) Electric winding of a spring or weight.

2. A master clock electrically controlling in-
dependent clocks, each hour, say.

3. A master clock controlling a number of elec-
trically propelled dials every half-minute or
minute.

An example of an early type of electric clock is
shown in Fig. 1.
Q is a fixed point, and the pendulum makes

contact with this on its swing from left to right, and

FIG. 2
Hipp Contact Maker

so completes the circuit with the battery and the
two electro-magnets, one of which is fixed and the
other attached to the end of the pendulum. When
contact is made, an attractive influence is exerted
between the two electro-magnets, and so the
pendulum is kept moving under this impulse,
which it receives every double swing.
There is no contact on the swing from right to

left, as there is an ebonite strip on the pendulum,
as shown at m n, which is an insulator
The objection to this form of self-winding is that

the contact is bad, and, therefore, sometimes the
pendulum may even miss receiving an impulse.

If the pressure and duration of the contact
are good from an electrical point of view, then the
friction causes retardation of the pendulum. If the
pressure is slight and the duration of contact short,

then the impulse is weakened or may even disap-
pear altogether.

Another drawback to this form is that the
strength of impulse depends on the state of the
battery, which is not always the same.
Thus this method of electrical winding only does

away with, mechanical winding, and does nothing
to secure uniformity of time-keeping.

Fig. 2 shows the Hipp contact maker, which
was a big step towards the electrical working of
clocks.
In the figure, a and m are parts of the moving

pendulum, a makes the electric contact and m is
attracted by the electro-magnet on the right.

Contact is made in the following manner:—
If the slit in a catches on to the triangular piece d,
the lever s c is rocked over so that contact is
made at q, and the current, which enters the lever
S c at p, runs through the lever qb, and so completes
the circuit through the battery and the electro-
magnet, and hence the armature m is attracted,
and the pendulum receives an impulse.

As the block a moves further on in its travel
and releases d, the lever s c falls to the stop at S,
and the lever q b follows till it is stopped at 7'
This connection from b to T short circuits the
electro-magnet, and so bad sparking is prevented.

In Fig. 3 is shown T. J. Murday's pattern of
Hipp's Butterfly electric escapement. In this the

FIG. 3
T. Murdy's Butterfly Escapement

pendulum has attached to it an armature A, which
is attracted by the electro-magnet E whenever the
pallet S is caught in the notch of m, so as to press
the lever down until it makes contact with the lever
n, thus completing the circuit with the battery
and the electro-magnet E.

This gives an impulse to the pendulum, but this
only takes place when the pendulum is slowing
down and its arc of vibration has fallen so low as
to allow the pallet S to engage in the small notch.
Otherwise the pallet S just rides over the lever and
does nothing to depress it
Thus this form only gives an impulse to the

pendulum whenever it needs one, due to having
slowed down.
In Fig. 4 is shown the electrical gravity escape-

ment patented in 1897 by Hope-Jones and Bowell.
In this the duration of the contact in each second

was reduced to about one-fiftieth of a second, and
none of the energy required for the purposes of the
contact was derived from the pendulum, nor at the
expense of the power stored in the raised gravity
arm.
In this case, if the pendulum is a second's one,

there is an impulse every second. For example,
when the pendulum is swinging from right to left
the roller r releases the gravity arm g, which in
falling gives the pendulum an impulse to the right.
It also makes electric contact and completes the
circuit through the left-hand electro-magnet e,
which lifts the gravity arm g up to its notch again.

A similar action takes place, during the swing
from left to right, with the gravity arm h, and the
right-hand electro-magnet e.

This type of self-wound electric clock is suitable
for observatories and physical laboratories

The "Synchronome" self-winding contact is
shown in Fig. 5.

In this the weighted and partly balanced lever
drives the wheelwork as it falls. When this lever
has fallen sufficiently it makes electric contact
and completes the circuit through the electro-
magnet This attracts the armature which re-
places the weighted lever by throwing it up until

minute.

enucatch engages with another tooth on the wheel

This operation takes place every half-minute or

The duration of contact at each operation is
dependent upon the time constant of the electro-

FIG. 4
Hope-Jones & Bowell's Escapement

magnet and the moment of inertia of the armature
and lever. It is consequently very short—and
may be taken at about one-thirtieth of a second.

If the winding takes place every half-minute, the
total time of contact in a year is:-

365 X 24 X 60 X 2 X I'D- secs.
365 X 24 X 2
  hours
60 X 30

= 9.8 hours. .

If the clocks are worked off an ordinary primary
battery, this time is too short in which. to obtain
any reasonable amount of energy from a given cell,
even at the highest discharge rate practicable.

Next we come to

—1--

FIG. 5
Synchronome Self-winding Contact

Class II—The Synchronization or Correction of

Existing Clocks

This can be done by two methods—

(a) Controlling the rate of the pendulum by
electro-magnetic impulses to its bob end at each
vibration.
(b) By mounting the hands, or the motion work

which carries them, spring tight upon their arbors,
and forcibly moving them backwards or forwards
every hour, say, so as to correct for any gain or loss
during that time.

II. (a) Controlling the rate of the pendulum.—
This method was first employed by Mr. R. L. Jones
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at Chester Railway Station, and is illustrated in
Fig. 6.
The bob of the pendulum of the clock to be

synchronized has a coil on it, and the coil terminals
are taken one to the middle of the supply battery
and the other to the suspension of the master clock
pendulum. Every second a contact is made on the
pendulum of the master clock through a conducting
ring fixed on it, which connects to a spring fixed so
as to make contact at the end of the travel of the
pendulum. This completes the circuit through the
battery, and so sends a current through the coil of
the synchronized clock. This coil is made hollow,
as shown, so that it passes round two permanent

FIG. 6
Synchronized Every Second

magnets, one on each side of the center of swing,
and as the current is reversed in the coil at each
successive contact, the pendulum receives an
electro-magnetic impulse near the end of its swing
every second.
Thus each second, an alternating current of

positive and negative electricity is transmitted
along the line, and so through the controlled
pendulum. Should the controlled clocks incline
to go too slow, these correcting currents drag them
onwards; if too fast, then the currents retard the
motion of their pendulums, and so synchronism
with the master clock is obtained.
In this system it is necessary that the pendulums

which are to be synchronized be regulated in the

FIG. 7
Synchronized Every Hour

first place to a fair degree of accuracy, as, of
course, the more they are out of sympathy the
more will the electro-magnet be required to inter-
fere with the free action of gravity; and if badly
out of regulation, a temporary cessation of the
seconds synchronizing currents, due to imperfect
contacting at any time, would allow a pendulum
to get so far out of phase that, when it was re-
established, the electrical impulses might directly
oppose its swing and bring it to a standstill.

This system is well adapted for keeping a small
group of high-class regulators in sympathy, beat
for beat, but is not suitable for application to a
large number of clocks in one circuit.

II. (b) Forcible correction of the hands—
Fig. 7 is a diagrammatic illustration of the mechan-
ism of the clock introduced by Frederick James
Ritchie, of Edinburgh, in 1877.
The clock to be operated on is caused to gain

slightly, or rather, is regulated so as not to lose any
time; the amount of gaining rate is immaterial,
and may be one second in a week, or forty minutes.

KEYSTONE

The minute hand will, therefore, arrive at the
hour more or less too early, and the object of the
mechanism is to arrest its progress to that extent,
and then allow it to go on when it has been cor-
rected.
The method of correction is as follows:—The

electro-magnet c (Fig. 7) is energized fifteen seconds
before each hour, as shown by the axes of the
second and minute hands on the left of the diagram.
The coincidence of the two cam recesses allows the
circuit to be completed through the battery and the
electro-magnet. The armature A is attracted
downwards, and the lever L is raised into contact
with the wheel W. When the minute hand reaches
the hour, the lever R engages in the detent of the
disc P, and fixes it until the electro-magnet is
released at the exact hour, by the cam on the
sdconds hand on the left, pushing away the contact
lever, and so breaking the circuit.
When this takes place, the levers L and R fall

out of action by their own weight.
Suppose, for example, that the clock gains 5

seconds in an hour, the electro-magnet acts 15
seconds before the hour, or when the clock itself is
indicating 50 seconds. When the clock indicates
60 seconds, which is 55 seconds real time, the lever
R acts and fixes the minute hand for 5 seconds,
by which time the circuit is broken, and so the
clock is allowed to go on again.
An error of even five minutes a day could be

corrected by an hourly current of 15 seconds'
duration, without running any risk of stopping the
clock entirely, as the momentum of the pendulum
should maintain its vibration for more than that
time

FIG. 8
Forcible Correction

Fig. 8 shows the arrangement of Mr. Alexander
Bain's method of forcible correction.
In this an electro-magnet was placed behind the

dial of the clock to be corrected. The armature
of the magnet carried a rod ending in a fork or V
immediately above the figure XII of the clock.
The minute hand carried a pin which cleared the
arms of the V when the magnet was not in action
and the armature was in its normal position. But
if at the hour the pin was within the range of the V,
when fast or slow, the magnet (which was energized
exactly at the hour from the normal clock) at-
tracted the armature and forced the V against the
pin in the minute hand, thus forcing the minute
hand to the XII mark on the dial.
The mechanism of this clock is very simple, as

the action is a direct one, and there are very few
parts.
Lund's method of forcible correction is illustrated

in Fig. 9.

FIG. 9
Lund's Method of Forcible Correction

In this an electro-magnet clip is situated behind
the dial just over the XII mark, and this receives
an impulse transmitted every hour by the master
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clock, and grips the minute hand of the clock, pull-
ing it forward if slow and backward if fast, thus
setting it correct every hour.
The two cranked levers shown in dotted lines

behind the dial form the clip, and are operated by
the armature of an electro-magnet.

Class IIL—Systems of Electrically-propelled Dials

We now come to Class III., the synchronous
propulsion of a number of clock dials arranged in
circuits.
The latest form of master clock on this system

as made by the Svnchronome Company, is illus-
trated in Fig. 10.

FIG. 10

Fig. II shows the earlier form of master clock
as adopted by this company.
This device is very similar to the synchronome

self-winding contact shown in Fig. 5, and is ar-
ranged in series circuit with a number of step-by-
step dials and a battery.
In this arrangement of the lever, instead of fall-

ing slowly and giving impulses to the pendulum at
each beat through the medium of an ordinary
escapement, is normally at rest supported on the
catch or trigger E, and only gives one long and
powerful impulse to the pendulum every half-
minute, when it is allowed to fall.
The wheel M N has fifteen teeth, one of which

is cut shallower than the rest. The pawl A, at-
tached to the pendulum in a jewelled bearing,

FIG. 11

pushes the wheel round one tooth every two
seconds (the pendulum being a second's one).
When the shallow tooth arrives at the top, the pawl
A is directed against the trigger E, which is pushed
away from the catch D. This releases the gravity
arm, which in falling gives a long impulse to the
pendulum through the medium of the spring B.
The gravity arm falls until it meets the contact

point on the armature L, and so completes the
circuit through the battery, its own electro-magnet,
and the magnets of the clock dials The master
clock magnet then pulls the armature L and so
forces the gravity arm up until the catch D rests
on the trigger E, and the electrical circuit is broken,
and the armature L again falls back into its resting-
place.
In the latter form, shown in Fig. 10, the pawl,

instead of pushing the wheel, pulls it round, and the
teeth of the wheel are all of the same size, and are,
as before, fifteen in number.

Instead of using a shallow tooth, the wheel
carries a vane G, which performs the operation of
releasing.

(To be continued)
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AMONG THE TRADE

Connecticut

Alterations are to be made in the building at the
corner of Center and Bank streets, Waterbury,
occupied partly by the United States cigar store.
When the alterations are completed, David Laslave
will conduct a jewelry store there.
W. E. Hoffman, representing The Seth Thomas

Clock Company, Thomaston, was in Rome, N. Y.,
recently, to remove from the tower of the Presby-
terian church, the old clock, which has been there
for over sixty years. A new clock is to be installed
in place of the old one.

Alexander Weed, a jeweler, at Stamford, is
erecting a garage in back of his store in Park Row.
Samuel Kirby, a jeweler at New Haven, circu-

lated a petition for the closing of the stores Satur-
day afternoons and evenings, instead of Fridays,
which has been the custom during July and August.

District of Columbia

G. C. Pauls & Brother are now located at their
new store at 718 Thirteenth street, N. W., having
moved from 621 Thirteenth street, a block away.
The new quarters, situated on the ground floor, are
far better than the old ones which were on the
second floor. The store is a very neat one.

J. W. Hicks, who has just opened a new jewelry
store with his son at 506 H street, N. E., is suffer-
ing from the effects of a very severe attack of
la grippe which has kept him confined to his home
for some few weeks. The new store of Mr. Hicks
is quite a large one and situated on the main
business street of the northeast section. Just in
back of the large plate glass window is the watch
bench and in front of this is four display cases
The first one is used for the showing of small silver-
ware articles, the next one watches and the other
two gold and gold-filled jewelry. A Wall case is
at the right of the entrance and beyond this is the
office and the optical refraction room, a twenty-
foot inclosure. The store is subdivided and for the
time being the part in the rear of the partition will
be used as a clock repair room. Mr. Hicks has a
store in Anacostia, D. C., also.

Mrs. Charles A. Goldsmith, accompanied by
her daughter, Miss Annette Goldsmith, has gone
to Ocean View, Va., for the summer.
Charged with petit larceny, the police recently

arrested one Lee Soon, an Americanized Chinese
laundryman, whom they say pulled off a watch
switching trick on Philip Yudelevit, who carries
a line of jewelry in his store at 807 D street, N. W.
It is alleged that some time during December last,
the Chinaman entered the store and looked over a
number of watches, but did not purchase any
and after he had gone, one valued at $30 was found
to be missing. No trace could be found of it or
the Chinaman until a young lady (American) was
picked up trying to dispose of it in a pawn shop.
She was detained by the police whom she told the
watch had been given to her by the laundryman,
whose arrest followed.

William H. Oringe, with D. N. Walford will
spend the rest of the month visiting his sister in
New York.
Mr. and Mrs. Carl A. Doubet with their two

children are at present in Newark, Del. They will
also visit friends and relatives in Wilmington,
Del. Mr. Doubet will be gone about three weeks
while his family will remain a few weeks longer.
A. 0. Hutterly has just finished the putting in

shape of the seismographs and the program clock
at Georgetown University and is now engaged in
repairing about 125 day, night and prismatic
binoculars for the United States Naval Observa-
tory.
T. C. Dulin has left for the Great Lakes and

the Yellowstone Park accompanied by his wife.
On the return trip Mr. and Mrs. Dulin will visit
Denver and Chicago.
Ben Greenberg, of 1718 Pennsylvania avenue,

N. W., accompanied by his daughter, Martha, will
spend a week or ten days at Atlantic City, stopping
over in Philadelphia on his return.

Illinois

The Zerweck Jewelry Company, of East St.
Louis, have received $5,000 on policies from the
Teutonia Insurance Company, the Mechanics'
Insurance Company of Milwaukee and the Secur-
ity Insurance Company. This amount was for
the loss by fire sustained by this firm at its
store 211 Collinsville avenue some time ago.
Through an error the policies were written on
stock carried by this firm at 211 Collinsville
avenue, and when a fire occurred at 223 Collins-
ville avenue the companies refused payment.
Suit was brought by the firm, and resulted in a
judgment ordering the companies to correct the
policies. After this had been done the companies
were compelled to pay the amounts of the policies.
R. E. Jeffords, with Meyer Hurwitz, East St.

Louis, was married to Miss Dorothy Smith of
Belleville, at the latter place on June 27.
The Lester F. Lawrence's Jewelry Store, Gales-

burg, has been installing a new tile and marble
floor in the vestibule entrance; also, new wood
work has been put in the front part of the store
to match the rest of the store finish. There will
be more improvement a little later in the way of
new decorations and new glass over the windows.
H. D. Davis & Co., Joliet, have opened a jewelry

store at 1020 Jackson street. For several years the
senior member of the firm was employed as jewelry
repairer with Marshall, Field & Co., Chicago,
and for a time in one of the largest jewelry stores
in St. Louis. He will give his personal attention to
the work at which he is an expert.
The J. Ramser jewelry store, Rock Island, will

occupy its new quarters west of its present loca-
tion sometime during July. Mr. Ramser is putting
forth a special effort to have the interior decora-
tions and arrangements of his new quarters strictly
up-to-date. A force of men is at work carrying
out the necessary alterations. It is the intention
of the firm to start business in the new quarters
with an entirely new stock of jewelry, the old stock
is to be disposed of at auction.

The T. K. Smith jewelry stock, at Oskaloosa,
has been taken over by C. L. Furnald and H. Jay
Townley, the two men having formed a partner-
ship. Mr. Furnald has been in the jewelry business
in Carroll for the past nine years. Mr. Townley
was formerly head watchmaker at the Smith store.

Kansas

B. L. Seybold, a jeweler of McLuth, Kans., who
has been very sick for several weeks, is recovering
and expects to be able to attend to business within
the next week or two.
A. R. Kane and wife, of Baxter Springs, Kans.,

have gone to Albion, N. Y.
' 

for a visit among
relatives of Mr. Kane who lived in Albion for
many years.
E. R. Schleuder has purchased the jewelry stock

of T. W. Collins at Concordia, Kans. Mr. Schleu-
der was in business for the past thirty years
at Republic City, Kans.
P. B. Christiansen, of Lebanon, Kans., has gone

to Colorado for a few months on account of ill
health.

Maine

Charles A. Daman, traveling salesman for Daniel
Pratt's Son, Boston, is at East Jefferson, on a
vacation trip with a party of friends.
The Maine Tourmaline & Gem Co. is the name

of a new concern at Portland, Maine. It was
incorporated with a capital of $25,000, to engage
in the mining for precious stones, and other
substances, and to cut and mount gems. The
officers are: President, Thomas Ashbury ; treas-
urer, Girard M. Bass; the directors are the officers,
and F. W. Boothby and Clarence A. Baker, of
Portland, and George R. Howe and Robert F.
Bickford, of Norway.
The jewelry store of Pierre E. Lapointe, on

Lisbon street, Lewiston, was broken into recently,
but on account of the illness of the proprietor, the
amount of the loss has not been ascertained.

E. S. Pendexter, of Portland, is spending his
week ends at Sebago Lake, Sebago, where he has a
cottage.
The Bangor Jewelry & Optical Company, of

Bangor, have enlisted the services of Mr. Lunt,
of Lynn, Mass., to do the mechanical work of
that firm.

Massachusetts

The Foster Company, Inc., is a new corporation
with a capital of $20,000, which has been organized
under the state laws of Massachusetts, to conduct
a general retail business in jewelry at Fall river.
The directors are: president, E. Gordon Thatcher;
treasurer, Warren S. Barker and Harold R. Barker.
Joseph F. Perry, of East Cambridge, has resumed

his old occupation of watchmaker and jeweler at
1941A Bridge street.
A young fellow visited the store of M. Stein,

jeweler at 467 Dwight street, Holyoke, and made
away with two diamond rings, valued at $105.
He left two rings valued at about $30 in their
place. The visitor puchased a $5 ring, and while
the clerk was making change he effected the
substitution.

Harrison T. Morse, died recently, at his home on
Dean street, Mansfield. He has been ill for several
months. He was sixty-two years old.
James I. Baxter, for the past fourteen years, a

traveling salesman, for Henry G. Morris, of the
Jewelers' Building, died recently, at his home in
Medford.
Harry W. Bickford, watchmaker, formerly of

Lowell, has entered the employ of Joseph M. Vass,
of the Washington Building, Boston.
Henry Messier, of Taunton, who recently under-

went an operation for appendicitis, is convalescent.
James Murphy, of Dorchester, is seriously ill,

with heart trouble. He was formerly at the Wal-
tham Watch Company's Boston office, but he is
now in business for himself in Dorchester.
F. F. Stewart, of Clinton, has had a new awning

put up in front of his store.
The employes of the Frank W. Smith Company,

Gardner, held their annual field-day at Baker's
Grove, East Templeton, June 14. The committee
in charge prepared an elaborate program, which
included a dinner and a baseball game, and
numerous other field events. A buffet-lunch com-
pleted the day's entertainment. Daniel Crocker,
of West Newton, recently met with a painful
accident, while triming some apple-trees, having
fallen off the ladder, and breaking his ankle.
F. M. Wilbur, of Taunton, is away on a vacation.
Mr. Lunt, of Lynn, has gone to work for the

Bangor Jewelry & Optical Company, at Bangor,
Maine, where he will do the mechanical work.
Royal Robbins, of Brookline, former treasurer

of the Waltham Watch Company, was robbed,
recently of several hundred dollars worth of
property. Three young men were arrested,
charged with breaking and entering his home.

Minnesota

E. M. Hack has started in business at Ulen.
He is located in one of the drug-stores there. Mr.
Hack was in St. Paul recently buying goods for
his new store.
H. Hedlund, of Lakefield, made a trip to the

Twin Cities, during the past two weeks for the
purpose of buying goods and looking after other
business matters.
G. F. Patterson, of Edgerton, was in the Twin

Cities during the past two weeks buying goods
for his store and attending to other business
matters.
C. F. Wonder, of Peoria, has accepted a position

as watchmaker, with George R. Clark, St. Cloud.
Ernest Smith, of Howard Lake, made a trip to

the Twin Cities during the last two weeks, for the
purpose of buying goods, and looking after other
business matters.
Frank Stewart, watchmaker and jeweler, of

Carver, made a trip to the Twin Cities recently,
where he was looking after business matters and
calling on the jobbers and manufacturers.
H. 0. Schleuder, New Ulm, who was in business

at Springfield for twenty-three years, sold out
in June to Andrew C. Mueller, of Northfield,
Minn., who took charge of the business July 1.
Mr. Schleuder will open a new optical and jewelry
store at New Ulm on August 1.

Charles Hixon Jr., of Richmond, has secured the
(Continued on page 1446)
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Among the Trade
(Continued from page 1446)

Minnesota—Continued

services of S. P. Campbell, as watchmaker. Mr.
Campbell was formerly located at Sparta, Ill.
S. B. Bently, of Rolla, is erecting a handsome

new residence.
J. A. Wachtel, formerly in the jewelry business

at Mound City, has gone into business in St.
Joseph, at 516 South Sixth street.
W. T. Kirkpatrick, of St. Joseph, has gone to

Colorado for a month's vacation.
Charles H. Bond, one of the leading jewelers of

Sedalia, has solved the problem of dull business.
A few weeks ago a strike was on in his city and other
local matters made business exceedingly poor.
Mr. Bond was in his store one morning when an old
woman came in and said she wanted to buy a
silver ladle, but had no money. Mr. Bond asked
her if she had any produce knowing the grocers
often stimulate trade by taking produce. The
woman had several chickens and Mr. Bond struck
a bargain by which he traded a ladle for several
chickens. He took them home and the next day
several other women came into the store and each
wanted a ladle. Mr. Bond took chickens from
each. From then on Mr: Bond did a thriving
business in chickens and last week he telephoned
his friend Harry Porter, of Kansas City, that he
had 800 chickens to send to the Kansas City
market and that he had laid in a fresh supply of
ladles.

J. H. Perkins, formerly in the jewelry business
ay Poplar Bluff, some two years ago, has again
entered the business and has opened a store in the
Post Office Building at Poplar Bluff.

Ohio

J. D. Rowland has sold his jewelry store in the
Ohio building, Toledo, to E. R. Sheppard, of New
York City. The new owner took possession
June 28. Mr. Sheppard's business taking him on
the road considerably George Gebhard, of New
York, will have charge of the local store. He will
be assisted by Miss Moulton, of Toledo. Mr.
Rowland has not decided what he will engage in
but will not leave Toledo.
0. L. Altenberg, optometrist for the L. Beckman

Company, Toledo, has gone to Saginaw, Mich.,
where with his wife and children he will spend
a ten days' vacation. Mr. Altenberg who is state
examiner of the Scientific Section of Optometry
has just returned from Cedar Point, where he held
a three days' examination during the state op-
tometrical convention held there recently.
A bold robbery was committed early Monday

morning when thieves broke into the Isenberg
Brothers Company, Toledo, and stole a handful
of watches. An attempt was first made to cut
the large plate glass in the display window. When
this failed the thieves kicked in the window with
their shoes. After securing the watches an auto-
matic burglar alarm got into action and fright-
ened them away. The police arrived on the scene
within a few minutes. A. J. Morgan, aged twenty-
two years, of Erie street, and H. A. Simmons, of
Findlay, were arrested on suspicion. The jew-
elry has not been recovered.
Mr. and Mrs. Will Kapp, of Toledo, have started

on a motor trip to Indianapolis and Cincinnati,
returning by the way of Dayton and Springfield.
Mr. Kapp is a member of the firm of George
Kapp Company.
Don Runnels, engraver at A. J. Heeson's jewelry

store, Toledo, is spending his vacation with friends
at Lima, 0.

Harold Worts, traveler for the Merrill & Broer
Company, Toledo, and Carl Gilmore, inside man
for the same concern, have left for a canoe trip up
the historic Maumee river. The boys expect to
camp out at nights on the banks of the river and
will go as far as they can in a week, returning the
next week. They hope to get as far as the reser-
voir at St. Mary's, 0.
S. S. Jordan, secretary of the Judd-Gross Com-

pany, Toledo, has just completed a new cottage
at Toledo Beach, where with his wife and son he
expects to spend the summer.

Miss Esther Galliers of the J. J. Freeman Corn-
pany, Toledo, expects to spend her July vacation
at the Adirondacks. Miss Blanche Earl of the
same store will spend her vacation at her summer

cottage on Lake Michigan. Throughout July and
August the Freeman store will give each of its
lady clerks a half holiday each week.

Jack Williams, of the Merrill & Broer Company,
Toledo, is spending a week at Circleville. The
next week he will spend camping at Bay Shore
with his mother and other friends.
W. R. McFadden, Toledo jeweler, who recently

purchased a new touring car has turned a deaf ear
to the call of prosaic business, and is spending his
time in the open air among the romantic scenes of
historic spots in Ohio and Michigan. Last week
with his family and a party of friends he took an
extended trip through Michigan. This week his
wife and another party of friends he toured to
Mansfield, 0., where they will visit, returning
next week.

George Kapp, Sr., Toledo, is an enthusiastic
Roosevelt man. He has just returned from
Columbus where he attended a Roosevelt meeting.
Mr. Kapp is one of the most successful of Toledo
jewelers and during the past year has moved into
new quarters where he has one of the handsomest
and most up-to-date stores in the city.
Rudolph Broer, of the William H, Broer Corn-

pany, Toledo, Ray Munn, of Cleveland and Arthur
Armstrong of the George Kapp Company, Toledo,
have started on a camping expedition to the St.
Joe river. They will make the trip in a motor car.
They expect to be gone about ten days and their
friends are fortifying themselves against their
return when it is expected that the fish story mar-
ket will be flooded.
H. G. Himmelhoch, secretary and treasurer of

the Isenberg Brothers Company, Toledo, with
his son Jeffrey, has gone to Coleman, Mich., to
visit with relatives.
C. R. Parker, Superior street optician, with his

wife went to Cincinnati to visit over the Fourth.
Eli Doenetz, traveler for the Swigart Watch &

Optical Company, Toledo, has returned from his
vacation spent at Bellevue and the Islands. H. E.
Herbert, Swigart traveler, spent his vacation at
his home in Detroit.

William H. Broer, Toledo jeweler, has returned
from Cleveland, where he spent Sunday with
relatives. He made the trip in his touring car.
"Our June business ran 15 per cent ahead of the

June business a year ago," said J. J. Freeman, head
of the J. J. Freeman Company, Toledo. "Our
business all the year through has run ahead of last
year. Collections are good. Business has dropped
off a little during July, but this being a vacation
month that is always expected. We have no cause
for complaint and are expecting a good fall busi-
ness as soon as people get home and settle down to
routine once more."

President Swigart, of the Swigart Watch &
Optical Company, Toledo, who was taken to the
hospital seriously will a couple of weeks ago, has
recovered and is back at his desk again.
The Swigart Watch & Optical Company, have

given all their travelers early vacations, and it is
expected to start them out with a new fall line
not later than July 15. The outlook is excellent
and the company expects to do a good business
this fall.
Many local opticians attended the convention of

the Ohio Optical Association at Cedar Point last
week. This was the tenth annual meeting and
was one of the most interesting and helpful ever
held. The following officers were elected: Presi-
dent C. W. Sloan, of Cleveland, vice-president
and Secretary Edward L. Jones, of Sandusky,
Treasurer Joseph A. Sangers of Cincinnati.
The Merrill & Broer Company, Toledo, report

a good May and June business. July and August
being vacation months are expected to be a little
dull and not much is expected. The travelers will
return from their vacations the last of July and
be ready to start out with new lines August 1.

Oregon

C. F. Paige, who recently came from the east,
to accept a position as watchmaker, with Jaeger
Brothers, Portland, has resigned his position with
that firm, and has gone to Clatskanie, where he
has purchased the jewelry business of W. R. Burke.
Mrs. Morris Jacobowsky, wife of M. Jacobowsky

of 121 First street, Portland, suffered a broken
arm, when a heavy auto crashed into their ma-
chine, while out riding recently. The infant child
of Mrs. Samuel L. Mendelsohn, wife of the whole-
sale jeweler, narrowly escaped death. The other
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occupants of the car were severely shaken up.
Mr. Jacobowsky is still under the care of a phy-
sician.
E. Malloy, watchmaker for J. Seymour, of As-

toria, was visiting in Portland, recently, on his
return from a two weeks' vacation trip to Spokane,
Washington, and other points.
Robert Miller, who has been with Butterfield

Brothers, wholesale jewelers, of Portland, the
past year, has resigned and accepted a position as
city salesman with the wholesale jewelry firm of
S. Mendelsohn & Co., Third and Pine streets.

J'. Schlapik, who has been a jewelry salesman in
Portland during the past three years, will shortly
return to Chicago, where he will engage in the
wholesale millinery business.

Julius D. Thorpe, who came from Corpus Christi,
Texas, has settled in Grants Pass, Oregon.
R. Meyers, of the R. & L. Meyers Company,

accompanied by his wife, are spending a few weeks
vacation in Oregon and Washington.
T. J. Bassett has accepted a position with 0. &

M. Delovage, of Portland, as watchmaker.
H. P. Tracy's store located on South Sixth street,

Grant's Pass, was recently broken into by burglars,
and robbed of three revolvers valued at about $50.
The theft was committed about fiye o'clock in the
morning, by the burglars breaking the plate
glass show window; they made no attempt to
enter the store. The loss is covered by insurance.
The jewelry stock of B. F. Van De Car, of Med-

ford, is being sold at auction.
William E. Pelley, jeweler, and H. W. Hermann,

optometrist, will soon be located in their new
quarters at Klamath Falls, as the new Evans
building is nearing completion.

(Continued on page 1447)

Letter to Jewelers
Number 23

Please vote on the question at end of this
letter.
Enough have bought the Vatti Rosary to

establish the business. • Now we are all
together considering the foundations of it.
We have asked our customers to vote yes
or no on this question: Shall we put-up the
retail price from $2 to $2.50 and keep the
dozen price where it is ($16.50 less 10 per
cent.), or keep it at $2 retail? The majority
replied: put it up. The rest said don't 'and
gave reasons : Let well-enough alone. Some
didn't vote. We take that to mean: they'd
rather not make any change.
They, who voted no, gave this reason:

The Vatti business is so good that we are
reluctant to take more profit by raising the
price.
They, who voted yes, gave several reasons:

but this is the best. The price discredits
the goods : some can't believe that goods, so
good as these are, can be sold for $2.

Will you vote yes or no? Yes means 50c.
more profit per sale; and no means fear of
less sales.

If the trade on the whole votes yes, we
can make the $2 rosary 16-inch, put the
present $2 18-inch at $2.50 (a better bargain
than the $2 one) paying 50c. more profit,
and introduce a 21-inch (oval beads) at $3,
half of it profit to you. All of one quality:
same as last year's, and same style.
Let us have your vote, yes or no, on the

change.
It involves a change from one style to

three, from one price to three; and we may
go further: make two other styles of one-
fifteenth-gold quality : $4 and $5, half profit
to you.

Vatti Rosary Co., 108 Fulton St., New York.
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ITEMS OF INTEREST

On Tuesday, July 16, in the city of Chicago, the
prominently known jewelers' auctioneer, Herman
G. Briggs, will make a trade sale auction of the
entire stock of silverware, amounting to over
$20,000 of the St. Louis Silver Company, for
Walter J. G. Neun, trustee for the above firm in
bankruptcy. Consignment and sale will be made
by Mr. Briggs, by order of the court.
The Manufacturing Jewelry Company, Phila-

delphia, Pa., formerly at 141 North Eighth street,
recently moved to their new quarters in the
Times Building, on the southwest corner of Eighth
and Chestnut streets, where they will continue
to do a wholesale jewelry business.
The J. T. Mauran Manufacturing Company,

Providence, R. I., reports an exceptionally brisk
demand for their expansion bracelet. They have
adopted for this new bracelet the slogan "Tbe
bracelet that makes the bracelet watch possible."
The salient features about their bracelet is the
mechanical construction that makes it fit comfor-
tably to any wrist or forearm and holds the orna-
mented side wherever the wearer may place it, and
unlike any previous attempts at adjustability of
size in bracelets is an artistic piece of jewelry.
The tremendous demand for the bracelet watch
now being experienced by the jeweler has been
caused by the invention of this expansion bracelet
having made the wrist watch both practical and
beautiful. This company is prepared to vigor-
ously prosecute infringements of their patent.
W. L. Hough, who for the past twenty or twenty-

five years has been associated with the New Eng-
land Watch Company, has resigned his position
with that company and on July1 became connected
with the Elgin National Watch Company. Mr.
Hough will cover the state of Pennsylvania for
the Elgin Company, that having been his stamping
ground for several years past.

I. Silverstein, 17 Front street, Rochester, N. Y.,
for a number of years one of the leading pawn-
brokers of that city, has had his entire building
and store remodeled and now has one of the most
up-to-date jewelry and loan offices in the state.
He will cater mostly to the jewelry trade, with a
full line of sporting goods'and do a general pawn-
broking business. The store is in full charge of
his son, Lewis R. Silverstein'and will be run under
the name of Silverstein's Loan Office.

Appeal to the Jewelers of Missouri

Secretary Blanton of the Missouri Retail Jewelers'

Association Has Issued the Following Circular

Letter to the Jewelers of the State

To the Retail Jewelers of Missouri:
Missouri is to be the host to the American

National Retail Jewelers' Association. It is up
to the Missouri jewelers to show them the time of
their life, and we would like for every jeweler in
our society to act as a member of the reception
committee. The Missouri Society of Retail
Jewelers meets at the same time in Kansas City,
August 5, at Coates House.
Every jeweler should be a member of our State

Association. It is an obligation you owe to your-
self as well as to the members of the society to
identify yourself with them. All of the live ones
will be there; none of the sleepy fellows will be in
evidence.
This society needs your moral and financial sup-

port to carry on the work it is striving to accom-
plish. Your officers are giving their time and
energy to effect a remedy for the many abuses
and it is an imposition upon them to expect
that they, only, furnish their efforts in this
direction. Your enthusiasm and co-operation
is what we are pleading for and you should
feel interested enough to lend a helping hand.
You may be under the impression that your
$3 dues is being used to pay salaries to the
officers. If so, be at once undeceived. Each
officer pays his own expense. Every cent is being
used to bring about improved conditions and make
it easier for you as a jeweler to earn hundreds of
dollars than it was to earn lesser amounts.
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As a result of the jewelers' association we have
a better margin of profit on silver, less selling at
retail by the manufacturers and jobbers, the
principal watch factories are restricting their
products to the retail jewelers. The fixed selling
price came through the efforts of the various
. jewelers' associations. Our efforts are directed
toward legislation regarding fraudulent and mis-
leading advertising, securing better trade condi-
tions in gold jewelry, the passing of the stamping
law. A national co-operative advertising cam-
paign, see June 1 KEYSTONE page 1125 and 1127.

If you are a member and in arrears with your
dues ($3), please send same at once, as members in
arrears do not count when Wheeler makes his
report to the national body. Prove that you have
pride in the success of Missouri's showing by
remitting promptly your dues.

Everybody's doing it, you do it too. Now.
Arrange to attend the State and National Con-

vention, which will be the greatest gathering of
retail jewelers ever assembled.

Fraternally,
ANDERSON BLANTON,

Secretary.

Interesting Jewelry Fashions
Reported from Europe

There is a growing fashion for collecting agate,
topaz, crystal and amethyst birds and beasties.
A life size duck in dim green jade, two lovebirds

in clouded pink crystal, a green jade pot with an
upstanding rose pink crystal cyclamen showing
leaves of dark green jade and a heart-shaped bridge
marker in crystal testify to the types of bewitching
treasure which charms money from the purse.

Russian jewelry a la mode is almost as fascinat-
ing as the French, and the Siberian jade that they
set in diamonds has the same qualities as the
Chinese and is for all the world like "pale green
moss frozen in snow."
The Russians carve their knickknacks in precious

stones very amusingly. Teddy bears in agate,
baby boys in white jade, the lucky "blue bird"
in sapphire, lapis or turquoise—the bird visible
through the bars of a cage of topaz, and little
diamond sets of furniture—these are treasures
that might tempt a saint.
Among the new knickknacks are key rings set

with a gem, smart gold whistles of original shapes
and flat cigar cutters no thicker than a shilling.
The fashionable long chain has lucky animals

attached to it at intervals, and the motor mascots
of beautifully carved jade and amethyst finished
with a sill cord and tassel are as original as pretty.
Luck charms play a great part in the jewelry

of these superstitious days, and as every one has a
lucky number they are setting exclusive lucky
number charms in gold, platinum and diamonds.

Daring applications of crystal jewelry will be
seen in tiaras and in hair ornaments during the
coming season. One tiara showed a cut crystal
section of a circle, with lightly built diamond-set
mountings so hung upon it as it formed their
background that they appeared suspended in air,
revealing the shining tresses of the wearer through
their gleaming facets. The mountings are of
superb workmanship and invisible, and the trans-
parency gives a most fascinating effect. Corsage
jewels also show the use of crystal, and so cleverly
does it suffice to conceal the framework holding
the jewels that they often have the effect of
clinging to the skin above decolette corsage as if
held there by bodily attraction.

Among the Trade
(Continued from page 1446)

Oregon—Continued

C. F. Paige, Clatskanie, who has purchased the
stock of W. R. Burke, is a jeweler of 24 years'
experience as watchmaker and engraver, having
owned and managed jewelry stores for the past
ten years. Mr. Paige was formerly from Iowa, but
has lived the past eight years in South Dakota.
Since coming to Portland, he has been employed
with Jaeger Brothers, one of the largest stores in
Portland, as head watchmaker. Raymond Jones,
formerly with Mr. Burke will remain with Mr.

Paige as head clerk. Mr. Paige expects to in-
crease the stock and will carry a complete line of
everything kept in a first class jewelry store.

Oklahoma

J. W. Whitlock, of Nowata, recently completed
a new residence.
Mr. and Mrs. B. H. Beatte, of Woodward, have

sent out announcements of the marriage of their
daughter, Miss Josephine, to Leonard T. Sanders.

Pennsylvania

M. Berman, Altoona, the well-known Eleventh
avenue, and Attorney Isaiah Scheeline have taken
out a long lease on that portion of the Heaton pro-
perty, located on the northeast corner of Eleventh
avenue and Fourteenth street, and occupied by the
Majestic theatre, and will convert it into a modern
business block. The block will be ready for occu-
pancy before the fall trading season. Mr. Berman
is one of the city's foremost business men, coming
here a dozen or more years ago, he has prospered
through his close application to business. He is
the owner of twenty-five feet of valuable property
located immediately east of that which has just
been leased by Mr. Scheeling and himself.

Rothstein's handsome new jewelry store, on
Main street, Johnstown, was thrown open to the
public Saturday June 29. The new display cases
ordered have not yet arrived, however, and the
fixtures from the old store, will have to be used for
a time. When the new fixtures are installed.
Rothstein's store will be one of the handsomest in
western Pennsylvania.
H. E. Herman, Williamsport, of the firm of Her-

man & Mussina, jewelers, has purchased full control
of the business and will continue it, this being the
first time in eighty years that a member of the
Mussina family has not been connected with the
firm. Jacob L. Mussina opened the first jewelry
store in Williamsport in 1830, in Market square.
In 1831 he moved to Pine street and in 1845
purchased a building on the northeast corner of
market square, where the business has since been
conducted.

Rhode Island

Charles Gaudette of Arctic Center, was in
Boston, Mass., recently, visiting the trade.
W. E. Franklin, for several years, with The

S. S. Kresgre store, at Pawtucket, has gone to
Philadelphia, where he has accepted a position.

Joseph Jalbert, Woonsocket, has been attending
the fifty-ninth national conference of charities and
correction at Cleveland, Ohio. He was a delegate
of the Rhode Island State Board.

Vermont

W. M. Bixby, Ludlow, has sold his jewelry busi-
ness to H. F. Lovejoy, and will devote his time to
his duties as town clerk.

J. D. Blackshaw, of St. Johnsbury, spent his
vacation in the northern part of New Hampshire,
on a fishing trip, having had a very good time.

Washington

A new jewelry firm has been organized at
Seattle, by A. B. Graham and Frank J. Victor,
which will no doubt be one of leading jewelry
store of that city. Both men are well-known to
the trade and to the public of that section of the
state. Mr. Graham was formerly senior member
of the jewelry firm of Graham & Moore, of Seattle.
It was he who established the business now con-
ducted by L. L. Moore Company, retiring from
that company only a few years ago. Mr. Victor
was connected with the Graham & Moore Com-
pany, and the L. L. Moore Company, for about
fourteen years and a large part of the time he was
manager. Mr. Victor will have entire charge of
of the new business as Mr. Graham will not take
an active part in the management. Their store
will be located at 821 Second avenue.

It is reported that D. Rubenstein, of Seattle,
was recently picked up by the police one night on the
bridge over tide flats after having been assaulted
and robbed of forty-six dollars in American money
and sixty dollars in Russian money, besides some
other valuable papers. He gave the names of two
men from Vancouver, B. C., who, he said, committed
the robbery. He stated that he had been doing
business with the two men for about three months,
and that they came down to Seattle on the night
of the robbery and lured him out on the bridge
where they committed the deed.
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GERMAN SILVER BRONZE GILDING METAL
PLATERS BARS LOW BRASS AND OTHER SPECIAL

ALLOYS IN SHEETS AND ROLLS

QUICK DELIVERI ES

WHEELING METAL CEILlisiGS
MAKE OLD STORE=ROOMS NEW

Nominal Cost, Elaborate Effect, Sanitary Quality. Material,
Design and Workmanship account for the demand for
Wheeling Metal Ceilings wherever Remodeling is done.
Renewing with METAL CEILINGS enables a store renovation to be
made QUICKLY and WITHOUT INTERRUPTION TO BUSINESS.
Consider them in your new structure and in all remodeling.

WHEELING COMGATING COMPAIit

NEW YOkic
ST. LOUIS

WHEELII1GWVA.
BRANCH OFFICES AND STORES:

CHICAGO PHILADELPHIA
KANSAS CITY CHATTANOOGA

Artiotir 'getter Engraving

Sent Postpaid to any part of the world on

receild ofprice, $6.00 GC. 1.54.)

In these days of wealth, lavish expenditure on objects of
art and critical purchasing, there is special demand for skilled
engravers. For this reason there is special timeliness in the
publication of the great work

HORNIKEL'S
ENGRAVERS' TEXT=BOOK

This portfolio represents the standard of excellence in
letter engraving, and is a mine of suggestion for the high-class
Jeweler and all who wish to combine style with artistic execu-
tion. It consists of sixty-one page plates of letters and mono-
grams, pretty patterns, and all manner of combination's.

The Keystone Publishing Co., 809-8i 1-813 North t9th Street, PHILADELPHIA, PA.
Room 1201 Heyworth Building, CHICAGO

Earn a Man's
Salary

By our careful painstaking and
individual system of teaching--we
can make an expert Watchmaker,
Engraver and Optician of you so
you can earn a man's salary.

Our Fall Term begins
September 3d, 1912

That is the time we want you to
attend. Send a postal today for
our prospectus, it gives full infor-
mation.

The Philadelphia College

of Horology
Broad and Somerset Sts., Philadelphia, Pa.

Est. 1804 F. W. SCHULER, Prin.

See large advertisement in July 1st issue.

Trade Watch Repairing
A Well Equipped Shop

Skillful Workmen
Right Prices and Prompt

Returns

C. H. KNIGHTS-
THEARLE CO.
Columbus Bldg., CHICAGO

DALLAS TEXAS
Expert Watch Repairing for the Trade

Any part of a watch will be
made to order.

A. ZIMMERLI, 1514 Main St.
High-Grade Work Our Specialty

Earnest, Ambitious, Economising Students
Prefer the

Winter School of Engraving
"Unquestionably the best," honest

and reliable
Course Three Months, $60.00

IV rile I odav for Cal al ague and
Reservations.

Powers Bldg. Chicago, Ill.

HAVE YOU SEEN?
AVERBECKS NEW CATALOG
IF YOU ARE A RETAIL JEWELERAND

WANT SELLERS SEND FOR IT —
GOODS OF THE UNCOMMON SORT

MJAYER8ECKNATaIR10.11MANIIMI

EXPERTS
ON

FineWatch Case Repairing
Manufacturers of Special Cases
Gold and Silver Plating, Satin and
Roman Finishing, Rose Coloring.

ENGRAVING
ENAMELING and
ENGINE TURNING

Swiss and English
cases changed to fit
American move-
mentsand all kinds of

RAISED COLORED
GOLD WORK.

The Largest and
PromptestRepair

Shop in Chicago.

SEND FOR PRICE-LIST

J. C. HOWARD & CO.
116 & 118 N. State Street. CHICAGO, ILL.

When writing to advertisers kindly mention

The Keystone

DIAMONDS and FIRESZIOUS STONE,'S

BOUGHT AND SOLD

FOR SPOT CASH
Appraisernents made for estates or individual9

.1. J. 4.;01-1EN
101 I Chestnut Street, PHILADELPHIA. PA.

Established 1891

Write for further information

THE J. D. EWING COMPANY
Manufacturing Jewelers. Jewelry Repairing.

EXPERT REPAIRING ON WATCH SATIN FINISH AND COLORING,

CASES, ENGINE TURNING ENGRAVING, ENAMELING

TRIAL ORDER SOLICITED 

122-124 SOUTH 8th STREET PHILADELPHIA

 -AMP
DICKSON'S

RINCi SHANKS
Save time and money.

No waste in sawing and shaping.
Assorted finger sizes 5 to 7.
Assorted sizes for different weight and shaped stones.

Write for brass samples and prices.

H. L. DICKSON,
106% Field St., DALLAS, TEX.

Established 1881 The Largest, Most Centrally and Conveniently Located 
Telephone North 562

1,1:111:1■1A...111111;.:11.1r,111111.

NABSTEDT MANUFACTURING COMPANY
RING AND CLASS PIN MAKERS
MANUFACTURING JEWELERS

JEWELRY REPAIRING

Factory and Office, 1101!,112Li East Third Street

DAVENPORT, IOWA

MESH BAGS REFINISHED

$1.00
Will repair, refinish and reline

all size MESH BAGS. In-

cludes repairing the mesh,joints

and ball snaps; also kid (or silk)

linings with inside pockets and anything else

necessary to put bags in good first-class

condition. GOLD, SILVER OR GUN-METAL FINISH

ONE TRIAL IS CONVINCING

TUCK & McALLISTER CO.
131 Washington Street • PROVIDENCE, R. I.

Send for our Catalogue of Emblems and 
Jewelry

FRED A. HASKELL Letter, Jewelry & Souvenir
ENGRAVER

206 Weybosset St., Providence, R. I.
do,

— 
Z4

41,1
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.1■1111.
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ENGRAVED SOUVENIR SPOONS
Send us Spoons and we will Engrave

Buildings, $3.50 doz. Names. $1 20 doz. STONE SETTING

FOC SPOT CASH for Jewelry Stocks-1Pa
I PAY THE HIGHEST PRICES for 

Diamonds, Watches and Jewelry.

Send stocks at once. no matter how large or 
small, and get money by return mail.

National bank references upon request If offer is not satisfactory will return goods

EMIL NOEL, 541 E. 46th Place, CHICAGO, ILL..

If you should be in Chicago with your stock, m
ake appointment with me

by residence telephone Drexel 5323, or office telephone
 Randolph 14114

Ar-A-_- Mesh Bags
d Refinished

$1.00

As we received

tion. First-class work,
cards, and price list for

We resilver, reline (with kid
or silk) and repair the mesh

it on any german silver mesh
bag, from 5 to 7 inches, for
$1.00, other bags in proper-

prompt service. Give us a trial. Send postal for o
ur large window display

special repairs such as gold, gun-metal, bead bags, 
etc.

As we returned it

A. A. LUPIEN

24 BROAD STREET

Manufacturer of Mesh Bags

PAWTUCKET. RHODE ISLAND
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Small AO CrilSeillelltS
o advertisement Inserted for less

than 25 cents.
Under heading "Situations Wanted,"

ONE CEN T per word for first twenty-
the words. Additional words and ad-
% ertisements, THREE CENTS per word.

Under all headings except "Situations
Wanted," THREE CENTS per word.
Name, address, initials and abbrevia-

tions count as words, and are charged

Cur as part of the advertisement.
To Insure ithiertion, send remittance

with orders for advertisements. Copy
must reach us by the 25th of each
month for the issue of the 1st of the
following month, and by the 10th of

the month I or the issue of the 15th of

the name month.
Send bank check or draft, or postal

or express money order for $1.00 and

over, or postage stssmps for smaller

amounts.
If answers are to be forwarded

send TJEN CEN TS in postage stamps

with order.
The real name and address of every

advertiser must accompany the copy of

the ails ertisement.
Advertisers who are not subscribers

should send 10 cents (special issues 25

cents) if they desire a copy of the paper

inAldvdliriecslis,their advertioement appears.

THE KEYSTONE PUBLISHING COMPANY

1109-811-813 N. 19th STREET, PHILADELPHIA, PA.

SITUATIONS WANTED
Under this heading, ONE CENT per word,

for first twenty-five words. .4dditional words

and advertisements, THREE CENTS per word.
No advertisement inserted for less than 25
Cents.

It will facilitate matters and result to

the advantage of advertisers under this

classification if they will indicate their local-

ity in their advertisements.

SOUTH AMERICA representative with very

good high-class connections; wishes to re-

present manufacturers of gold filled and silver-

plated articles; represent also several German

firms; first-class references. "C 329," care

Keystone.

WATCHMAKER, optician, fair engraver;

wants position August first; own complete

outfit, which will furnish if. wanted. F. P.,

Room 31, 200 Main street, Norfolk, Va.

--- ---
SALESMAN, well-known and of recognized

ability; now representing a prominent New

England manufacturer; will be open for a posi-

tion to represent a manufacturer in middle

western territory January 1; silverware line

preferable; I have a good following with the

best retail jewelry trade; have clean record, and

can make good. "B 343," care Keystone.

BY August, by a hustling young man, watch-

maker, jeweler, engraver and salesman; ten

years of good experience, very steady and sure

to please; California or middle west preferred.

"B 383," care Keystone.

FIRST-CLASS watchmaker desires position.

"Z 381," care Keystone.

WATCHMAKER, young man desires perma-
nent position with reliable firm, August 1;

salary or commission; New England or New

York. "E 370," care Keystone.

LADY, graduate optometrist and engraver,
desires position; samples of engraving; good

references; south or southwest preferred.

"It, 367," care Keystone.

GOOD watchmaker, own tools; best references;

want permanent place middle west; prefer

work with good workman. Geo. S. Peck,

Wellington, Kansas, Route 6.

BY young man as watchmaker, and jeweler;

best of reference. Thos. Gannon, 337 Law-

rence avenue, Elgin Ill.

EXPERT repairing watchmaker; fine mechanic

on all complications and escapements; first-

class and rapid work; best references; 826 per

week. Watchmaker, 223 West Fourth street,

New York.

EFFICIENT watchmaker, fair engraver,

graduate in optics; do jewelry work when

necessary; age thirty-two; single; seven years'

experience; west only; September 1; references.

AddressPalston, 217 N. l'rairie avenue, Miles

City, Mont.
WATCHMAKER and fair engraver; five

years at the bench; age twenty-six; single;

no bad habits; can give good reference. W. C.

Downing, Moravia, N. Y.

G001) watchmaker, engraver, jeweler and clock

repairer; have two years' store experience;

good reliable young man, twenty-three years of

age; always at hand; willing to work and try

to do the very best at any tirpe; if reference

preferred, write to Clark & Conklin, Cozenovia,

N. Y. Address W. F. Kammeier, Sheffield,

Iowa. 

YOUNG lady engraver wishes to make a change;

best references and samples of engraving
sent upon request. "B 363," care Keystone.

FIRST-CLASS watchmaker, had ten years'
experience; ,can handle railroad inspection;

salary $16 per week; good references. King

Gatliff, Lineville, Iowa.

(Continued on page 1460
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BY young man refractionist and watchmaker;
about nut of August; have own tools and

trial case. M. R. A., 161 East Ohio street,
Chicago, Ill.

YOUNG man wants position as watchmaker;
no bad habits; own tools and a good workman

on American watches; unmarried; good refer-
ences. "P 386," care Keystone. 

A POSITION as second-watchmaker, clock
repairer, own tools, speaks two languages,

New York, New Jersey or Maryland preferred.
"F 888," care Keystone.

WATCHMAKER, jeweler, clock repairer,
engraver, splendid salesman, window trim-

mer; with fifteen years' experience; desires
position as workman or manager with reliable
firm. J. J. Gregoire, Crawfordsville, Ind. 

A POSITION with retail jeweler as watch,
clock and jewelry repairer, who wishes to

sell, or take half interest in business. "N
387," care Keystone.

FIRST-CLASS engraver, clock repairer and
assistant watchmaker, with chance to finish;

good salesman, neat appearing, no bad habits;
references and samples sent on request. "D
391," care Keystone.

BY first-class watchmaker and good all around
man; eleven years' experience; twenty-nine

years old, single; best of references; Iowa or
Nebraska preferred. C. F. Quinn, Cresco,
Iowa.
BY lady-watchmaker, three years' experience;

optometrist, registered in Nebraska; Ne-
braska preferred; other places considered.
Phebe K. Peck, 507-9 Clapp Blk., Des Moines,
Iowa.
FIRST-CLASS watchmaker, plain engraver
and jewelry repairer, wishes to make change

about August 16; sixteen years' experience,
including railroad inspection; references;
strictly temperate; either as combination work-
man or watchmaker alone; capable taking full
charge watch repair department; and assist
in managing store; Colorado or adjoining states;
own tools; $25 per week. "D 364," care Key-
stone.
BY expert enameler on jewelry of all descrip-
tions, ten years' foreman enameler in one place.
Best references as to ability, sobriety and gen-
eral character, also most intimate knowledge
of enameling electro deposit work. "D 400,"
care Keystone.
PERMANENT position by first-class watch-

maker, engraver, jeweler and salesman, best
reference, $22.60 per week, can take in and
deliver work, lower Michigan preferred.
"G 395," care Keystone. 
YOUNG man wishes to make a change about
September 1st, west or Oklahoma preferred,

watchmaker, jeweler and engraver. "A 397,"
care Keystone.
BY young man 25, as assistant watchmaker,
jeweler and clock repairer, plain engraver,
good all around salesman, speak German and
English, prefer Minnesota, Wisconsin or middle
western states, not particular, five years' experi-
ence. "R 374," care Keystone. 
BY first-class watchmaker,jeweler and engraver.

Railroad watch inspection experience, best
reference, state salary first letter. "F 369,"
care Keystone.
BY sales lady and engraver, Cleveland. Ohio, or

vicinity preferred. Address "Engraver"
1203 New England Building, Cleveland, Ohio.
FIRST-CLASS watchmaker, also jeweler,
engraver and refractionist, with tools, lathe

and trial case, desires change for the fall, ex-
perienced in all lines of the trade, and expert in
selling, well recommended, age twenty-eight,
salary $26. "L 398," care Keystone.
WHAT proposition have you for an ambi-
tious young man, single, best references as

to ability and character, have some capital,
and knowledge to run a jewelry store. I am a
watchmaker, jeweler and engraver. I want to
settle down, in any part of the country, where
a good living could be made. "B 399," care
Keystone.

HELP WANTED
UNDER THIS HEADING THREE CENTS PER WORD

It will facilitate matters and result to
the advantage of advertisers under this
classification if they will indicate their local-
ity in their advertisements.

TRAVELING salesmen; excellent proposition;
good commission; write full particulars.

Williams Manufacturing Company, Depart-
ment C, St. Louis, Mo. 
FIRST-CLASS jewelry maker, steady position;
good pay; Wm. J. Orkin, 873 Washington

street, Boston, Mass.
SALESLADY, permanent position send full

particulars and references. J. Herbert Hall
Company, Pasadena, Cal.
WATCHMAKER, jeweler and engraver;
send photo

' 
samples of engraving and ref-

erences; state salary. Cole & Hull, VVinterset,
Iowa.
WANTED experienced watchmaker; perma-
nent position for right man; prefer one who

has some knowledge of jewelry repairing and
pharmacy. Hunter Drug Company, Avon,
Ill.

HELP WANTED

POLISHER for manufacturing department;
also a first-class Manufacturing jeweler and

stone setter. J. Jessop & Sons, San Diego,
Cal._ _

YOUNG man capable of doing plain and Old
English engraving, and also take charge

of retail and wholesale silver department;
moderate salary to start, with fine prospects
if he can make good. Brinsmaid & Co., 215
Fourth street, Des Moines, Iowa.

AT once a good watchmaker, jeweler and en-
graver; optician preferred; one of good per-

sonal address; with good references; state age
and salary expected; American preferred.
H. Frazier, Mulberry, Fla.

JEWELER and engraver; young man preferred;
must be neat in appearance and able to wait

on trade; $20 to start; permanent position.
C. A. Schnack Jewelry Company, Alexandria,
La.

JEWELER, who can do all kinds of work for a
first-class jewelry establishment; answer

with reference, P. O. Box No. 80, Columbus,
Ohio.

JEWELER and clock repairer, of good appear-
ance, capable of waiting on trade; permanent

position; salary and reference in first letter.
Howard Thomas, 2 Wenatchee avenue, Wenat-
chee, Wash.

WATCHMAKER; first-class, high grade man,
in large store doing medium and fine repair-

ing only; permanent position; must be skillful
and thorough. "F 878," care Keystone. 
LARGE wholesale house requires immediately
a thoroughly first-class watchmaker and

engraver in its repair department; state salary
required, and name present and past employers,
and give full personal particulars in first letter.
"S 380," care Keystone.
FIRST-CLASS manufacturing jeweler and
stone setter, capable of taloing charge; also

good fast second man for repair work, state
experience and salary wanted. Address Lock
Box, 552, Waterloo, Iowa. 
FOUR first-class watchmakers for trade and

retail work, must be rapid and accurate and
capable of turning out good work, steady job
and good wages, state experience, salary ex-
pected and also references. Address Lock
Box, 652, Waterloo, Iowa.
RESIDENT salesman for New York City,

acquainted with department store, retail and
visiting buyers, by a well-known manufacturer
of general line gold filled and gold front jewelry.
"K 377," care Keystone.

WANTED
UNDER THIS HEADING THREE CENTS PER WORD

WANTED to buy jewelry stock; send surplus
stock to me and get money by return mail.

Emil Noel, 641 East Forty-sixth place, Chicago,
Ill.
WATCHMAKER and jewelers send your

repairs to Charles Reiss, largest, oldest and
most reliable trade repairer in the United
States, established 1867, estimates and price
list  furnished,  15 Maiden lane, New York. 
TO buy small retail jewelry business. "G
886," care Keystone. 

WANT jeweler's safe. Cole & Hull, Winter-
set, Iowa.

WANTED: good first-class regulator prefer
Seth Thomas No. 19 or E. Howard; jeweler's

safe, watch rack, polishing lathe alternating
current, variable speed, Buffalo Dental Mfg.
Company blow pipe outfit, show cases and wall
cases, glass cabinet, etc. W. A. Methvin,
Temple, Texas.
WANTED your watchwork while you are on

vacation-we take ours in winter-good
work, quick returns, low prices. Charles
Reiss, 15 Maiden lane, New York.
CLEMENT lathe attachment for W. W. lathe
and trial case. Reece Wiggins, Alexandria,

La.

FOR SALE
UNDER THIS HEADING THREE CENTS PER WORD

Stores, Stocks and Businesses

ONE of the best incorporated optical and jew-
elry stores in California, population 7,000,

ideal climate, fine fruit and dairy country;
stock and futures $14,000: 1911 business
$17,000. Good watchmaker can get half in-
terest of $5,000 capital or will sell entire busi-
ness. Business has increased every month for
two years; a young man's opportunity. Part-
nership disagreement. "1912" Nordman Bros.
Company, San Francisco.
FIRST-CLASS established jewelry store in
famous Colorado health resort, farming stock

raising and railroad center. Stock invoices
$15,000, fixtures $2,600. Will sell to settle
estate, all or any part from $5,000 up at 76
cents on dollar. Charles H. Wyman, Adminis-
trator, Glenwood Springs, Colo._ _   
A FIRST-CLASS up-to-date manufacturing

plant in city of 235,000; doing a business of
$26,000 to $30,000 a year; cheap rent; ma-
chinery, tools and fixtures cost price $11,600;
will sell for $9,000; this proposition will bear
Investigation; can give good reason for selling.
"W 299," care Keystone.

FOR SALE

Stores, Stocks and Busin e

JEWELRY store for sale $1,500, established
thirty-five years, western town, 20,000, good

watch and watch repairing trade, railroad in-
spection four roads; rent extremely reasonable;
must sell at once on account of sickness. "S
866," care Keystone. 

ON account of nervous trouble contracted from
too close attention to the bench for the past

twenty-eight years, I must sell stock and fix-
tures, in town of 900 inhabitants, in the richest
county in northwestern Ohio, brand new fix-
tures and stock not four months old, will invoice
about $800, and will sell 25 per cent less than
invoice price. Repairing now runs from $60
to $75 per month, low rents $6.00 for store and
$8.00 for house, no opposition, first month after
all expenses for store, house and living was de-
ducted, we deposited $90. Finest chance ever
offered for beginner or man who wants to take
it easy and still make some money. Decide
quick as it will not last long and the first man
with the cash gets it. "S 394," care Keystone.

OLD-ESTABLISHED, up-to-date jewelry and
optical business, located in the great corn

belt of North Missouri; will sell at a bargain,
part cash, balance on time; write me for full
particulars; profit $3,000 last year. "M 282,"
care Keystone.

ONLY jewelry store in best Washington town
of 1,200; stock and fixtures $4,200; can re-

duce to $2,500; business averages $8,000 per
year; repairs $115 per month; have cleared
$3,000 per year for last 5 years. Address
Oscar Slette, Odessa,  Wash.  

NOTICE: sure money maker for optometrist
and watchmaker; established eight years,

optical and jewelry store in live Maine town;
cheap for cash; sickness. "P 352," care Key-
stone.
GOOD clean jewelry stock in county seat town

of 6,000; invoice about $6,000, stock and fu-
tures; can reduce to suit purchaser; a fine busi-
ness in best location in town; good country to
draw from; fine opportunity for a catholic.
Furnald & Co., Carroll, Iowa.
CENTRA L Illinois stock of jewelry for $8,000.
Only jewelry store in town, good run of work,

fine agricultural section; population 1,600;
reason for selling, not a practical jeweler.
Address Central, care of Norris, Allister & Co.,
Heyworth Building, Chicago, Ill. 
TOOL, material and jewelers supply house

carrying optical goods, jewelry jobbing
stones, etc.; established trade, large mail order
list; will sell at cost; we do trade repairing;
no dead stock. John D. Lewis, Elmira, N. Y. 
JEWELRY store, in eastern Missouri, invoice

$4,000. For particulars address "H 384,"
care Keystone.
JEWELRY and optical store in northwestern

border of Arkansas; city of 32,000 population
and growing fast; stock and elegant fixtures,
invoice $7.600, can reduce; ill health cause of
selling; established fifteen years. "G 242,"
care Keystone.
NOTICE of Sale: Notice is hereby given that
the undersigned trustee of the estate of

George W. Carrier, an insolvent debtor will
between the hours of 10 o'clock a. m. and
4 o'clock p. m. of the 22nd day of July, 1912,
at the former place of business of said
George W. Carrier in the Interurban build-
ing on Jefferson street in the city of Hart-
ford City, Ind., offer for sale at private sale
to the highest bidder, the personal property of
said trust consisting in part of a stock of jew-
elry, and jeweler's merchandise, furniture and
fixtures and equipment. Terms of sale: Cash.
Aaron M. Waltz, Trustee.
BOSTON, Mass., first-class jewelry store for

sale; best location; on one of the busiest
streets. Three years' lease of store to run
and can be renewed. I have been located
here over twenty years and am retiring.
Fully stocked and doing a first-class busi-
neas; price $10,000 cash if sold before I buy
my fall goods; further particulars by letter.
W. B. Foster, No. 6 Hanover street, Boston,
Mass.
JEWELRY business and dwelling, in irrigated
Pecos valley, $1800 will buy. Carl Frymire,

Fort Sumner, N.hex. 
LEADING jewelry business In live southern

city of 8,000, one competitor, stock and fix-
tures about $8,000, repair work about $150
month, competent man can make splendid in-
come, can give satisfactory reason for selling;
$4,000 cash will handle the proposition. "G
376," care Keystone.
A WELL established jewelry and stationery

business in live town, will sell fixtures, part
or all of stock; good reasons for selling, a good
business, going cheap. Frank S. Balster,
Durango, Colo. 
JEWELRY stock and fixtures; good growing
town of about 2,000 population; good location

on railroad, fine repair business, fixtures used
about six months, nice clean stock, invoice
about $7,000, total, all around good business,
have reasons for selling. Address James M.
Cox, Halls, Tenn.
JEWELRY store in one of the beat towns in

northern California; population 2,500, one
other jeweler, no opposition, no optician; all
new and up-to-date fixtures and .glean stock;
will inventory $5,000; fine climate, good hunt-
ing and fishing; ill health cause of selling; write
for price. "It 871," care Keystone.

FOR SALE

Stores, Stocks and Businesses

OLD established up-to-date jewelry stock,
county seat Iowa town; light competition,

would sell half intermit, books open for inspec-
tion, will bear close investigation. "C 382,"
care Keystone.

JEWELRY stock about $2,000, Iowa town
5,000 population, good opening for optician.

"B 892."  care Keystone. 

A FIRST-CLASS jewelry store with a good
watch and clock repairing business in a large

Massachusetts town; a fine class of repairing
and always plenty of it; rent very reasonable,
established fifteen years; reason for selling,
going west. "C 389," care Keystone.

JEWELRY and optical business in Colorado
town 4,500 population, pay roll amount to

$60,000 a month, stock and fixtures invoice
$6,000, can reduce to $3,000, reason for wiling
larger interests in east, came to Colorado for
health. "H 365," care Keystone.

GOOD paying jeweler business and business
block, in the best growing new west-

ern Pennsylvania, population 6,000; pay
roll $226,000 per month, real estate worth
$19,000, pays 10 per cent, jewelry and fixtures
$3,000 all for $19,000, one third down, balance
can be paid out of rent; only one other store,
best reasons for sacrifice. "H 378," care
Keystone.

COUNTRY jeweler's outfit: a complete assort-
ment of tools including watch lathe, polishing

lathe, and materials for repair work of both
watches and jewelry in a going business, the
stock inventories at about $600 (cost). A com-
plete inventory will be furnished to parties
interested. Death cause of sale. Mrs. Mary
E. Wilder, Conway,  N. H.

JEWELRY and musical store in good manu-
facturing and railroad town of about 5,000

population, no competition, inspector for two
roads, cleared over $4,400 last year; bench
average about $190 a month; invoice about
$6,000; can reduce to suit. Here is a chance for
one who wants to locate in a town where there
is no competition. F. H. Feraud, 1728 I street,
Granite City, Ill.
DO you wish to get into a good paying business
where the bench work will run better than

$600 a month and the sales over $3,000 a year,
and located in one of the best cities of 16,000
in the middle west? On account of health
and other business the proprietor must give
up the active management. He has been unsuc-
cessful in securing a man on a salary that had
no financial interest in the business. If you
are a practical man and capable of doing good
work when necessary and can put $5,000 into
a substantial incorporated business with the
privilege of buying more stock when you wish,
write at once to "V 390," care Keystone.
$1,245 WILL buy a jewelry store where bench
work alone has averaged $2,100 per year;

expenses are $20 per month, rent. Stock worth
$1,100, show cases and safe $150, sickness is
the cause for this snap; spot cash only; store
located in a manufacturing town of 25,000 in
Michigan. Address I. B. Dreyfuss Manufac-
turing Company, Buffalo, N. Y. 
A FINE opportunity, the only exclusive jew-

elry store in a ,Wisconsin county seat, town
of 4,000; great fruit country, factory pay roll
per month $40.000; reason for selling, death of
proprietor. "N 893," care Keystone.
A PAYING jewelry and optical business in one

of the best county seat towns in North Da-
kota, low rent, stock and fixtures will invoice
about $1,500; established six years, average
yearly business over $5,000, select stock, an
excellent opportunity for a good workman.
Owner going to Oregon to practice neurology;
liberal discount for cash if taken before August
16; don't answer unless you have the cash.
H. H. Hovda, Bottineau, North Dakota.
GOOD paying jewelry store on the Oregon

coast, at mouth of river, cool summers, no
winters, green grass the year around, good
hunting, fishing and boating every day in the
year, population 3,500, practically no opposi-
tion, all the repair work one man can do; I keep
a watchmaker all the time, rent only $16, lease
good for over one year yet, stock and fixtures
about $9,000, must be all cash. "B 401," care
Keystone.
I HAVE the opportunity of a lifetime for a

bright young watchmaker who has ambition
to be among the best. $1,000 to $2,000 will buy
interest in an old, well established business and
is a moneymaker. J. H. Graham, 127 N.
Dearborn St., Chicago, Ill.

FOR SALE
UNDER THIS HEADING THREE CENTS PER WORD

Miscellaneous Merchandise and
Equipment

WALL case at your own price, three black
walnut 10 feet, two cherry 8 feet, one of the

cherry fitted with mirror for cut glass. J. C.
Peers and Son, jewelers, 204 W. State street,
Rockford, Ill.
CLEMENT combined lathe attachment for
Webster Whitcomb Lathe. Used but a short
time and is i's first-class condition. Will sell
for $25. E. 1. Batchelder, 29 Maple street,
Waltham, Mass.

Miscellaneous Merchandise and
Equipment

52 PRACTICAL advertisements for busy
jewelers, only $1, time savers, your time is

valuable. Garner Ads Service, Lebanon, Ind. 

A COMPLETE set of new mahogany store

fixtures made to order by the St. Paul Show

Case Company. These fixtures are suitable

for opticians or jewelers. The fixtures coat

$1,560 and will be sold to the highest bidder.

For photographs and details, address E. B.

Meyrowitz, Inc., 48 East Sixth street, St. Paul,
Minn. 

WATCH movements-some rare specimens-
chronometers, split seconds and repeaters,

a lot of fine adjusted in Swiss and Amer
ican.

All sizes, fine English key and stem, ready to

case up. Ship chronometers. Charles Reiss,

15 Maiden lane, New York. 

10 FOOT floor case, 8 foot full plate case with

table, 6 foot common counter case 6 feet by 5

feet high case, plate front, small upright case,

fiat top desk, polishing lathe, flat lolls, trialcase,

frames and lenses, Dezeng's Luminous opthal-

moscope, time keeping street clock, fine crystal

and  Ilene cabinet. Box 645 Payne, Ohio. 

NEW No. 2 Moselei-lathe, never been used,

complete with tail stock, tip-over rest, ten

chucks, $80 cash. Address C. H. Moore,

Elgin, nt. 
SIX 8-ft. wall cases, one 10-ft. wall case, 68-ft

floor show case horseshoe, 16-ft counter case,

regulator umbrella case $300, cash register.

4000 lb. safe, all good as new, cost r.,300, will

sell for $1,000 cash, roll top bench included.

Charles Goodrich, Caruthersville, Mo. 

SECOND HAND work benches, hand and

power flat and wire rolls, anvil and block,

small foot and screw presses, one Oliver foot

power lathe, one bar annealer, (American,) one

grindstone, one electric polishing head, small

pressure blower, sand blast, one polishing dust

collector, ring bender, scale stools, foot power

polishing machine, also other tools. Leiman

Brothers, 62 F. I. John street, New York.

FOR SALE OR EXCHANGE

UNDER THIS HEADING THREE CENTS
 PER WORD

FOR trade $2,250 equity, in nine room h
ouse,

located in east Illinois, county seat, for jew-

elry store. What have you? "S 396," 
care

Keystone.

WEBSTER Whitcomb lathe No. 1 %, twenty-

one chucks, good condition, $18 or trade for

a Rex Engraving block. C. W. Goodin, 
Mc-

Kinney, Texas. 

TO trade for stock of jewelry, 10 acres, ad
join-

ing town of 500, improved, good water ri
ght.

Address Box 296, Grand Valley, Colo. 

WILL exchange property in prosperous Okla-

homa town, for diamonds or watches.

Jeweler Box, No. 28, Branson, Mo.

DESIRABLE residence view lots in Seattle to

exchange for stock of watches and jewelry,

value $8,000. Rowe, Jeweler, Sheridan, Wyo.

$25 REWARD for the return of an 18 
size

solid gold, 0. F. Pattek Phillip watch, both

movement and case numbered 69264, was stolen

March 1, 1910. Examine all watches left for

repairs. "M 375," care Keystone.

SPECIAL NOTICES
UNDER THIS HEADING THREE 

CENTS PER WORD

HIGHEST cash prices paid for diamonds

and watches; immediate returns made,

bank references given. M. Iralson, Ma
sonic

Temple, Chicago, Ill. 

I PAY 20 per cent more than any 
one else

for your surplus diamonds, watches 
and

jewelry; money sent by return mail; bank

references. Emil Noel, 641 East Forty-sixth

Place, Chicago, Ill. 

WANTED every watchmaker to increase his

salary $16 to $80 per week. Write J. R.

Logan, 811 Pine st., Trinidad, Colo.

BUSINESS NOTICES
UNDER THIS HEADING THREE CENTS

 PER WORD

PEARLSTwanted; ship direct to me and get

the highest Market price; largest buyer 
of

slugs in United States; prices quoted. W. 
L.

Gardner, Le Claire, Iowa, Western pearl head-

quarters.
WE buy American pearls and slugs. fine 

large

pearls and slugs our specialty. Send goods

for an estimate and we will report same 
day

goods are received; references, any bank in this

city. Plank & Co., Jewelers, 828 West 2nd

street, Davenport, Iowa 

I MAKE any part of watch, from Verge 
to

Repeater, carry the largest stock material for

old timers, receive packages with jobs for 
Staffs,

Jewelling,Wheel cutting-anything comes along

-which material houses cannot duplicate.

Quick returns, low prices, established 1867,

oldest house, very busy one, get acquainted,

price list sent, application. Charles Reiss,

16 Maiden lane, New York. 

DIAMONDS at great bargains, $45 per karat

and up; mounted rings and other diam
ond

jewelry bought from private people sold at

half the regular price. Sent on memo. bill

to rated dealers. Sold for cash only. Dan. I.

Murray, Broker, 3 Maiden lane, New York.

BUSINESS NOTICES

OLD English and Swiss key-wind cases changed

to take American stem-wind movements;

hunting cases changed to open-face. Art

Watch Case Company, 8 North State street.

Chicago.  

I WILL buy your diamonds and watches 
and

pay you liberal spot cash; money by return

mail. M. 'raison, Masonic Temple, Chicago.

I PAY the highest prices for watches, diamonds

and jewelry. Send stock at once, no matter

how large or how small, and get money by re-

turn mail. All kinds of references furnished

upon request. Emil Noel, 541 East Forty-

sixth place, Chicago, Ill. 

OLD cases restored to look like new; Roman

and satin finishing. Art Watch Case Com-

pany, 8 North State street, Chicago. 

FOR first-class work and prompt service, try

Art Watch Case Company, Champlain Bldg.,

8 North State street, Chicago. 

SEND your watch-case repairing to Art
Watch Case Company, 8 North State street,

Chicago. 
ELGIN Horological School, the oldest and most

practical school for watchmakers, send for

catalogue to Elgin Horological School, Elgin,

COOPER al SON
713 Sansom St. Philadelphia

WATCH REPAIRING FOR THE TRADE
SKILLFUL WORKMEN

ACCURATE AND PROMPT WORK

Send Trial Package

KANSAS CITY
Watchmaking and
Engraving School
This is the school you should attend.
Investigate iti Send for our new art
catalogue, it's free for the asking and
explains fully our courses and methods
of instructions, together with some
excellent samples of engraving. : : :

OSCAR W. DREYER, Principal
815 E. 12th St. : Kansas City, Mc.

ST. LOUIS WATCH CO.

EXPERT WATCH MAKERS
TO THE TRADE

PROMPT SERVICE LOWEST PRICES

Complicated Watches Skilfully Repaired

(20 Years Experience)

ORIEL BUILDING ST. LOUIS, MO.

The LUX MODEL WORKS
Make practical working and manu-
facturing models of clocks, watches,
meters, novelties, etc. Experimental
Work. Wheel and pinion cutting
to order. Manufacturing.

CLOCK REPAIRING FOR THE TRADE

53 East Farm St., Waterbury, COM).

SOUVENIRS

Automobile Name Plates, Watch Fobs,
Flag Pins, Seals, Tie Clips. Prompt
Attention Given to Special Orders.

WRITE FOR ESTIMATES

All shadesof Enamel constantly on hand.

CARPENTER & WOOD, Manufacturers

14 Calendar St., Providence, R. I.

deiwork
•THE•KINDIOU- CALL-YOUR • OWN

Room 1112, Masonic Temple, Chicago, Ill.

EXPERT WATCH REPAIRING
TO THE TRADE

BECKER & HECKMAN
(Successors to G. F. Wadsworth

WATCH CASE MANUFACTURERS
AND REPAIRERS

 Eve rything in the line of  

Watch Case Repairing, Gold and Silver Plating, Satin
Finish Engraving and Engine-Turning

Changing Old English and SWISS Cases to take American
S. W. Movements My Specialty. OLD CASES MADE NEW

Silversmiths' Building
10 South Wabash Ave. : CHICAGO

°!) MR RETAIL JEWELER

DO YOU WANT
SELLERS

The Un-Common Sort
at Manufacturers  Prices

IF SO CALL OR WRITE

M.J.AV ER BECK
Manufacturer Importer

e10-12 Maiden Lane N .Y. City e

ERICHSEN, KRAUSE & CO
1006-37 S. Wabash Ave., CHICAGO. ILL

Powers Building
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FINE MONOGRAM CHARMS

m ERICHSEN, KRAUSE & COMII 37 South W
II

 fac.;iiirrienglItljeew:leesHICAGO, ILL.  It ii 

WINTER FIXTURES
CHEAPER THAN THE CHEAPEST IF QUALITY IS CONSIDERED
ANYTHING FROM A STORE STOOL TO A COMPLETE OUTFIT

The " ARGYLE " DESIGN JEWELERS' OUTFIT

If it's practical arrangements, correct designs, QUALITY of material,
workmanship and finish, at RIGHT PRICES, that you are lookingfor we can suit you. Not how cheap, but how good, at prices that
are right, is the Winter Idea. Ask our customers.

WINTER CATALOGUES—The Books That Show You
Catalogue 12 A. Sent upon request.

The M. Winter Lumber Co.
HIGH-GRADE FIXTURE MAKERS

ESTA13LISHED 1865

SHEBOYGAN, WISCONSIN, U. S. A.  SALES AGENCIES  
Mattoon & Keppel   116 Orange Street, New Haven, Conn.• R. H. Birdsall Hamilton Building, Portland, OregonJ. W. Crowdus Drug Co.   Dallas, TexasSmith-Bailey Drug Co. .   Salt Lake City, Utah

141.141.T..11,111■1 T110■111111f3MIMMIII1111111111111INfilITIMID1111111■1111.1111111■It1111.1111111111111/111040t1II1M1111.01111■IMIZNIIIIIIIINIIIIIIIII.111K131

No. 400. Jewelers' All-Glass
Table Case

A FLOOD OF LIGHT 
comes into this case at every angle
bringing into sharp relief every articledisplayed within. That is but one reason why th
e 

Jewelers'
All-Glass
Table Case

is preferred by those merchants who want to display their goods in a way thatcompels attention.
Isn't it a beauty ? Wouldn't it attract you if you came into a strange store ? Abovethe pedestal it is all glass—without bars, frames, screws or clamps—just the rich beautyof the the crystal-clear plate glass. A case made to last a lifetime.
Write us about your show case problems. We are show case specialists and will gladlyadvise you, v, hether you are ready to purchase or not.

WRITE FOR BOOKLET TODAY. ADDRESS DEPT. C

DETROIT SHOW CASE COMPANY
Show Case Makers to Progressive Merchants
476-490 Fort Street, West :: DETROIT, MICH.
Get Our Book on Modern Store Front Construction

New York Salesroom - - 43 E. Eighth Street
LEO A. FELDMAN, Selling Agent

MI11111114 I $011 DIM t It

MOOGGIUMGOCOGOODCMCGOZMUMGCCIMOGOCOGOGGiliftX101100iXIDOGOODOCOGGOODOCCUMGOOKIMOUGOGIXICOMICOGG000001181Xitgltn

Mesh Bags Repaired, Relined and Refinished
- • $1.00 to $1.25

We Can Repair or Replace Any Article in the Jewelry Trade. Goldand Silver Electro-Plating and Coloring. Monograms removed from
un 

• all kinds of Silverware and Jewelry. Refinished like New.
BEFORE WRITI FOR OUR PAMPUILT

AFTER

THE GLOBE ART MANUFACTURING CO.
51 and 53 MAIDEN LANE, NEW YORK

illigginGtICOCCUILMIOOOGIUMMOOGMX3004X
XXIOGGOUGGOUODOCIOOGOOKIGODUOMIBCCRIGOOGOOMIGOCKUXXXIOIXIOIX1101XXMXICKXXtItinitX

String Pearls

)

)
)

LA Pill ?ACM!:

TRADE MARK /

Every Siring of Genuine

LA TAUSCA PEARLS

Bears this Trade Mark.

String Pearls]

cA
L -1/1°5A PEARLS

LA TAUSCA Pearls are

the perfect, advertised and

guaranteed string pearls.

)
) 

EVERY woman in your vicinity desires a string
of pearls.

To supply this demand, you have La Tausca String Pearls, reproducing
all the sheen, luster and tint of nature's most sought-after gem.

.;) In offering them to your customers, you are giving the best, building
your own future, and insuring your present profits.
The demand for La Tausca Pearls is not affected by the whims of
fashion; they are staples, selling 300 days in the year.

La Tausca Pearls are covered by the fullest guarantee.
They are made by Martin, Low & Taussig, our parent house at
197 Rue du Temple, Paris, and sold to you at our Paris sell-
ing price, plus the duty.
We carry a complete stock in ten sizes and twenty qualities
of La Tausca Pearls. There is a grade and a price for
evreon rry woman's pocket. You can sell La Tausca Pearlsf 

$2 to $100 per string.
Naturally, La Tausca Pearls are money-makers
for you.
We have had years of experience both in
manufacturing and marketing La Tausca
Pearls which is valuable to you. Our sales
plans and selling helps are of real assist-
ance to you in making sales. The
coupon will bring full particulars about
them. Send it.

The Low-Taussig-Karpeles Company
PROVIDENCE PARIS NEW YORK

(Address all communications to Providence)o‘szs,

\\et.), \\16,.
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FINE MONOGRAM CHARMS

/

ERICHSEN, KRAUSE & COMPANY Manufacturing Jewelers

L,  37 South Wabash Avenue, CHICAGO, ILL.
 I I II  

WINTER FIXTURES
CHEAPER THAN THE CHEAPEST IF QUALITY IS CONSIDERED
ANYTHING FROM A STORE STOOL TO A COMPLETE OUTFIT

The " ARGYLE " DESIGN JEWELERS' OUTFIT
If it's practical arrangements, correct designs, QUALITY of material,workmanship and finish, at RIGHT PRICES, that you are lookingfor we can suit you. Not how cheap, but how good, at prices thatare right, is the Winter Idea. Ask our customers.

WINTER CATALOGUES—The Books That Show You
Catalogue 12 A. Sent upon request.

The M. Winter Lumber Co.
HIGH-GRADE FIXTURE MAKERS

ESTABLISHED 1865

SHEBOYGAN, WISCONSIN, U. S. A.  SALES AGENCIES  
Mattoon & Keppel   116 Orange Street, New Haven, Conn.R. H. Birdsall Hamilton Building, Portland, OregonJ. W. Crowdus Drug Co.  Dallas, TexasSmith-Bailey Drug Co. . . . . ..... Salt Lake City, Utah
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No. 400. Jewelers' All-Class
Table Case

A FLOOD OF LIGHT 
comes into this case at every angle

displayed within. That is but one reason why
bringing into sharp relief every article

Jewelers'
All-Glass
Table Case

is preferred by those merchants who want to display their goods in a way thatcompels attention.
Isn't it a beauty ? Wouldn't it attract you if you came into a strange store ? Abovethe pedestal it is all glass—without bars, frames, screws or clamps—just the rich beautyof the the crystal-clear plate glass. A case made to last a lifetime.Write us about your show case problems. We are show case specialists and will gladlyadvise you, whether you are ready to purchase or not.

WRITE FOR BOOKLET TODAY. ADDRESS DEPT. C

DETROIT SHOW CASE COMPANY
Show Case Makers to Progressive Merchants
476-490 Fort Street, West :: DETROIT, MICH.
Get Our Book on Modern Store Front Construction

New York Salesroom - - 43 E. Eighth Street
LEO A. FELDMAN, Selling Agent
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Mesh Bags Repaired, Relined and Refinished
$1.00 to $1.25

We Can Repair or Replace Any Article in the Jewelry Trade. Goldand Silver Electro-Plating and Coloring. Monograms removed fromall kinds of Silverware and Jewelry. Refinished like New.
BEFORE WR11'E FOR OUR PAMPHLET

AFTERTHE GLOBE ART MANUFACTURING CO.51 and 53 MAIDEN LANE, NEW YORK
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String Pearls
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TRADE MARK /

Every String of Genuine
LA TAUSCA PEARLS
Bears this Trade Mark.

)
)

String Pearls

LA TAUSCA Pearls are

the perfect, advertised and

guaranteed string pearls.

LA T.U5CAA PEARLS

F4VERY woman in your vicinity desires a stringof pearls.
To supply this demand, you have La Tausca String Pearls, reproducing
all the sheen, luster and tint of nature's most sought-after gem.
In offering them to your customers, you are giving the best, building
your own future, and insuring your present profits.
The demand for La Tausca Pearls is not affected by the whims of
fashion; they are staples, selling 300 days in the year.
La Tausca Pearls are covered by the fullest guarantee.
They are made by Martin, Low & Taussig, our parent house at
197 Rue du Temple, Paris, and sold to you at our Paris sell-
ing price, plus the duty.
We carry a complete stock in ten sizes and twenty qualities
of La Tausca Pearls. There is a grade and a price for
every woman's pocket. You can sell La Tausca Pearls
from $2 to $100 per string.
Naturally, La Tausca Pearls are money-makers
for you.
We have had years of experience both in
manufacturing and marketing La Tausca
Pearls which is valuable to you. Our sales
plans and selling helps are of real assist-
ance to you in making sales. The
coupon will bring full particulars about
them. Send it.
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The Low-Taussig-Karpeles Company
PROVIDENCE PARIS NEW YORK

(Address all communications to Providence)
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You make a generous profit on
the sale of a Father Time move-
ment. Note the difference between
the established selling price and the catalogue price

18 SIZE

FATHER TIME, Hunting I „
FATHER TIME, Ogen Face

LEVER setting for railroad service. Pendant winding.
Twenty-one diamond, ruby and sapphire jewels. Gold

jewel settings. Double roller escapement. Steel escape
wheel. Exposed sapphire pallet stones. Pallet arbor cone
pivoted and cap-jeweled. Escape pinion cone-pivoted and
cap-jeweled. Compensating balance, pivots running on
diamonds. Brequet hair-spring, with micrometric regulator.
Adjusted to temperature, isochronism; five positions. Safety
barrel, with spring box rigidly mounted on bridge. Exposed
winding wheels. Patent recoiling click and self-locking set-
ting device. Dust ring. Double-sunk glass enamel dial.
Engraving inlaid with gold. Plates beauti- $41 90fully damaskeened and finely finished, Price,

16 SIZE

FATHER TIME, Hunting t ,
FATHER TIME, Ogen Face I  Nickel

T EVER setting, for railroad service. Pendant winding.I 
  Twenty-one ruby and sapphire jewels. Gold jewel set-
tings. Double roller escapement. Steel escape wheel.
Exposed sapphire pallet stones. Pallet arbor cone pivoted
and cap-jeweled. Escape pinion cone pivoted and cap
jeweled. Compensating balance. Brequet hairspring with
micrometric regulator. Adjusted to temperature, isochron-
ism, five positions. Safety barrel with spring box rigidly
mounted on bridge. Exposed winding wheels. Patent recoil-
ing click and self-locking setting device. Dust ring. Double-
sunk glass enamel dial. Engraving inlaid with gold.
Plates beautifully damaskeened and finely fin-
ished. Price,   $41.90

Established Price, $31.00

ADVERTISING matter about the Father Time
and other fine Elgin movements sent on request. Uw iGive t or mail

it to railroaders, farmers and other out-of-door men who value time

ELGIN NATIONAL WATCH COMPANY
ELGIN, ILLINOIS

Key

A AA \A
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A "Cinch" for time A "Cinch" for price A "Cinch" for Resale A "Cinch" for profit

CINCH INTERMITTENT ALARM
"The Clock With the Bell Inside"

Stem Shut-off

PRICE TO RETAIL TRADE
Case Lots (50 clocks) . . . Each, 77 cts.
Small Lots . . . . . . Each, 79 cts.

Subject to 6 per cent 10 days

These prices apply only to the territory east of the Rocky Mountains

Name of dealer printed on the dial (cat? lotr) without additiotW charge

Ingraham Clocks sold only through jobbers. If your reg-
ular jobber does not stock CINCH Clocks, write us.

Alarm released by raising ball
Alarm stopped by pressing ball down

THIS CUT ACTUAL SIZE OF CLOCK

Diameter of case 4j inches, Seamless Brass, Nickeled and highly polished.

Bell enclosed within the case.

Alarm Rings Alternately every 15 seconds for 10 minutes.

Alarm released by raising ball. Alarm stopped by pressing ball down.

(SEE CUT AT TOP)

Every clock is thoroughly tested before it leaves the factory and is warranted a first-class timekeeper
Packed 50 clocks in a box, each clock in a separate pasteboard box

THE E. INGRAHAM COMPANY
BRISTOL, CONN.
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You make a generous profit on
the sale of a Father Time move-
ment. Note the difference between
the established selling price and the catalogue price

18 SIZE

FATHER TIME, Hunting , ,
FATHER TIME, Ofic,,, Fc

LEVER setting for railroad service. Pendant winding.
Twenty-one diamond, ruby and sapphire jewels. Gold

jewel settings. Double roller escapement. Steel escape
wheel. Exposed sapphire pallet stones. Pallet arbor cone
pivoted and cap-jeweled. Escape pillion cone-pivoted and
cap-jeweled. Compensating balance, pivots running on
diamonds. Brequet hair-spring, with micrometric regulator.
Adjusted to temperature, isochronism; five positions. Safety
barrel, with spring box rigidly mounted on bridge. Exposed
winding wheels. Patent recoiling click and self-locking set-
ting device. Dust ring. Double-sunk glass enamel dial.
Engraving inlaid with gold. Plates beauti- $41 90fully damaskeened and finely finished. Price,

16 SIZE

FATHER TIME, Hunting
J ta,FATHER TIME, Ojwn Face 1 io 

I EVER setting, for railroad service. Pendant winding.1 
Twenty-one ruby and sapphire jewels. Gold jewel set-

tings. Double roller escapement. Steel escape wheel.
Exposed sapphire pallet stones. Pallet arbor cone pivoted
and cap-jeweled. Escape pinion cone pivoted and cap
jeweled. Compensating balance. Brequet hairspring with
micrometric regulator. Adjusted to temperature, isochron-
ism, five positions. Safety barrel with spring box rigidly
mounted on bridge. Exposed winding wheels. Patent recoil-
ing click and self-locking setting device. Dust ring. Double-
sunk glass enamel dial. Engraving inlaid with gold.
Plates beautifully damaskeened and finely fin-
ished. Price,   $41.90

Established Price, 31.00

ADVERTISING matter about the Father Time
and other fine Elgin movements sent on request. Give it or mail

it to railroaders, farmers and other out-of-door men who value time

K

ELGIN NATIONAL WATCH COMPANY
ELGIN, ILLINOIS
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A "Cinch" for time A "Cinch" for price A "Cinch" for Resale A "Cinch" for profit

CINCH INTERMITTENT ALARM
"The Clock With the Bell Inside"

Stem Shut-off

PRICE TO RETAIL TRADE
Case Lots (50 clocks) . . . Each, 77 cts.
Small Lots . . . . . . Each, 79 cts.

Subject to 6 per cent 10 days

These prices apply only to the territory east of the Rocky Mountains

Name of dealer printed on the dial (eas? lots) without additional charge

Ingraham Clocks sold only through jobbers. If your reg-

ular jobber does not stock CINCH Clocks, write us.

SWITCH )04-

Alarm released by raising ball
Alarm stopped by pressing ball clown

THIS CUT ACTUAL SIZE OF CLOCK

Diameter of case 4-!!2 inches, Seamless Brass, Nickeled and highly polished.

Bell enclosed within the case.

Alarm Rings Alternately every 15 seconds for 10 minutes.

Alarm released by raising ball. Alarm stopped by pressing ball down.

(SEE CUT AT TOP)

Every clock is thoroughly tested before it leaves the factory and is warranted a first-class timekeeper
Packed 50 clocks in a box, each clock in a separate pasteboard box

THE E. INGRAHAM COMPANY
BRISTOL, CONN.
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WM. BENS CO.
Providence, R. I.
Gentlemen:

Please send your profusely
illustrated 1912-13 BENS' SILENT
SALESMAN.

SEND
PAGE

C).

‘. 1P
0

NAME 

STREET.  

CITY  

STATE  

SEND IN
YOUR

FALL ORDER
NOW ! ! !

We Will Make It Up and
HOLD for FUTURE Delivery

In order that YOU may make a good selec-
tion we have compiled this 1912-13 BENS'
SILENT SALESMAN

WE have completely revolutionized our previous catalog, havetaken the very best designs that were ready, quick sellers lastyear and have added several new pages. This 1912-13 Bens'Silent Salesman will contain sixty-four profusely illustrated pages. Infact our printer has told us our 19 12-1 3 Bens' Silent Salesman contains more illustrations thanhe has ever seen crowded into sixty-four pages of the same size. There's over one thousandillustrations. Thus you have placed before you the very cream of our entire line. Itiaffords you the opportunity to peruse the pages n the quiet of your office with no dis-tracting noises. Some of the latest designs in Toilet and Manicure Sets are as follows:
ATHENA—A dainty, appealing pattern taken from the Greeks.
DALLAS—(A "Show Me" pattern) an engraved pattern, well executed.
BOSTON—A perfectly plain, dignified pattern.
SPOKANE—A breezy engine-turned design.
CANTON—Wreath effect—at the head of its class.
BEA UMONT—Sure to be a Live Seller ; an artistically engraved effect.In fact our entire line just breathes "Bens" progressiveness.

Our Salesmen have been advised to go over their territory only once, so order when theycall, as the demand is now daily increasing. We cannot guarantee to take care of yourorder later in the season unless you anticipate your wants at this time.

AT ONCE! TODAY ! BEFORE YOU TURN THISOVER FOR A BENS' SILENT SALESMAN. 1912-13

ILLIAM BENS Co
PROVIDENCE ,R.I. U.S.A.

NEW YORK
396 Broadway

BRANCHES AT
CHICAGO SAN FRANCISCO

The Wellington Jewelers' Building
DETROIT CANADA KANSAS CITYdillac Hotel New Glasgow, N.S. Densmore Hotel

l4L
Position No. I

Showing egg placed in cup

C-3 L

A No. 1 EGG CUP
AND CUTTER

Patented
June 25, 1912
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STERLING FINISH

Nothing like it has ever been shown before.
It's simple, convenient, practical, sanitary.
Eliminates necessity to handle hot egg.
It's the only combination that will cut any
size egg without disturbing the yolk.
Can easily be taken apart and cleaned.
There's nothing to wear out and it's al-
ways ready to use.
Saves table linen and makes it a two-fold
pleasure to eat a soft or hard boiled egg in
the shell. Makes a useful article as a gift
of any sort. Bound to become a staple
article through popular
demand.

STERLING FINISH

Position
No. 2

Showing
method of
cutting egg

Position
No. 3

Egg cut and
ready to
serve

Sold in boxes of 3, 6 or 12 with saucers.
We will follow a most vigorous "direct to the
consumer " campaign this Fall and we will ad-
vertise this article freely.
Better line up before the demand becomes too great, neces-
sitating your waiting your turn before we can fill your order.
N.B.—These same cuts appear in the top of every box,
which eliminates the necessity to explain as cuts are ex-
planatory in themselves.

BRISTOL • JEWELRY. CO
5ILVER5HITH5, M4KER5 OF JEWELRY' AND NOPELTIE.z..)e_ITTLEBORO, MASS.. U. S.A.

STERLING' 'FINISH

_ 
Il

1 NEW YORK OFFICE, 3 Maiden Lane CHICAGO OFFICE, 811 Heyworth Bldg.
fMJIL2.11.--7nI

L BRISTOL SILVER •
is a fine white metal, heavily silver plated, sterling finish, not easily dented. More durable than sterling silver.

stip:ma rartsa
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THE NEW PRICE
SCHEDULE ON

IppD BARTON
PIAUI) FLATWARE
F4VERY jeweler realizes what the Reed 8c, Barton name means--that when he shows our goods to his customers, no ques-

tion is ever asked about the quality, no exception is ever
taken to the designs, and since the introduction of our new price
schedule, no argument about prices is possible. Nearly always
the only comments are expressions of admiration and confidence.
The goods practically sell themselves, making the work of the
jeweler ideally easy and pleasant.

For nearly a century the best people have, as a matter of
course, used the Reed Lk Barton silverware; now, with the aid of
the jewelers, we propose to make it the most popular flatware in
this country, and it was for this purpose that we lowered our
always close prices, with the result that we have now placed our
Plated Flatware beyond the reach of all competition.

cAll you have to do is to let the public know
that you handle the Reed d--' Barton Plated Flat-
ware and the business will take care of itself

WRITE FOR OUR NEW PRICE SCHEDULE

REED & BARTON SILVERSMITHSTAUNTON, MASS.

•

M2263 F2420

Ask for B I GN E Y ' S new

patented articles. We are

creators not imitators. Keep

in touch with our line. We

sell the wholesale trade

exclusively.
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J 958

M2284/F2416 J 958

We have discovered the real thing, which will make .
the watch bracelet more popular than ever. Our
" CAMILLA" extension bracelet (patented) is the
only extension bracelet made which can be reversed
on the wrist without removing. A lady can easily
turn it over, placing the crystal next to the arm,
thereby protecting the face of the watch when
motoring, golfing, playing tennis, boating, etc.

Illustration No. 1 shows the watch back outward
with initials.

Illustration No. 2 shows the watch raised so that
wearer can readily see the time without turning the
watch over.

Illustration No. 3 shows the watch bracelet as worn
on social occasions.

The "CAMILLA" extension bracelet, patented, is absolutely unbreakable, very flexible, and

most beautiful. It has the appearance of solid gold.

TRADE MARK •

Our One-Eighth and One-Tenth Gold Filled

"Mirror Finish" Chains Look and Wear Like Solid Gold

G2421L3296

The above locket time
reminder is the same
as used on our
CAMILLA" extension

bracelet. The time re-
minder is placed on the
front of the locket.
You can readily set the
hands at any minute
or hour desired, as a
reminder of engage-
ments.
Greatest novelty on the
market.

ATTLEBOROS. 0. BIGNEY 8z CO., MASSACHUSETTS
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The. ,_,ntroducfl on of Ei JR© New Lir

N the new Royal-Rochester we have produced a line of
modern table utilities which we sincerely believe stands
without a rival.
Taking the Royal-Rochester line as a whole and as an

average, and putting it against any other line as a whole and as an
average, you will find that the new Royal-Rochester line

—is more attractive in design
—is richer in finish
—will wear longer
—has the quickest heating electrical units
—has the most powerful alcohol burning devices

Each item in itself is a masterpiece—worthy of the name Royal-
Rochester.

The Roy 1 Rochester
Lkne ffrac"ude5 2

Chafing Dishes (electric or alcohol), Coffee Percolators (electric or
alcohol), Tea Ball Pots (electric or alcohol), Egg Boilers (electric
or alcohol) Casseroles, Ramekins, Serving Dishes, Electric Toaster,
Crumb Sets, Breakfast Sets, Grapefruit Sets, Five O'clock Teas,
Serving Trays, Electric Table Appliances, Irons, Heaters, etc.

Royal-Rochester Advertising

This Fall we will open our Royal-Rochester
advertising campaign with large space in the
Ladies' Home Journal, Saturday Evening Post,
Cosmopolitan and Good Housekeeping. Our
holiday advertisements will appear in October,
Novembee and December. Royal-Rochester
naticnal advertising will continue thereafter on
a royal scale.
"Royal-Rochester Week" conies
December 9th to 14th.

Dealers throughout the country will make
special displays of the goods, aided by advertising
helps which we will furnish.

SaIlessmen © the Road

Sixty salesmen are now on the road.

Watch for

Rochester Stampt.n4),

the Royal-Rochester salesman.
Wait until you've seen this line
before you place your orders for
Fall and the holidays.

COMIP5MY, Rochesterr, New IrorK

NEW YORK CITY SHOWROOMS 2 o FIFTH AVENUE
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N the new Royal-Rochester we have produced a line of
modern table utilities which we sincerely believe stands
without a rival.
Taking the Royal-Rochester line as a whole and as an

and putting it against any other line as a whole and as an
you will find that the new Royal-Rochester line

—is more attractive in design
—is richer in finish
—will wear longer
—has the quickest heating electrical units
—has the most powerful alcohol burning devices

Each item in itself is a masterpiece—worthy of the name Royal-
Rochester.

The Royal~Rorhester
Line ffnelui es 2

Chafing Dishes (electric or alcohol), Coffee Percolators (electric or
alcohol), Tea Ball Pots (electric or alcohol), Egg Boilers (electric
or alcohol) Casseroles, Ramekins, Serving Dishes, Electric Toaster,
Crumb Sets, Breakfast Sets, Grapefruit Sets, Five O'clock Teas,
Serving Trays, Electric Table Appliances, Irons, Heaters, etc.

Royal-Rochester Advertising

This Fall we will open our Royal-Rochester
advertising campaign with large space in the
Ladies' Home Journal, Saturday Evening Post,
Cosmopolitan and Good Housekeeping. Our
holiday advertisements will appear in October,
November and December. Royal-Rochester
naticnal advertising will continue thereafter on
a royal scale.
"Royal-Rochester Week" comes
December 9th to 14th.

Dealers throughout the country will make
special displays of the goods, aided by advertising
helps which we will furnish.

SzResmen on the Road

Sixty salesmen are now on the road.

Watch for the Royal-Rochester salesman.
Wait until you've seen this line
before you place your orders for
Fall and the holidays.

Rocheaaere 5.aziciaping Compzny, Rochester, New Yorkl
NEW YORK CITY SHOWROoNIS 2 0 0 F I I, "I' I-1 AVENUE
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G. L. P. CO.
G.L.P. Co., the Manufacturer Whose Goods Have Created
Absolute Confidence with the Entire Jewelry Industry

Every Bracelet Manufactured by G. L. P. Co. is made from 1 1 0 Gold Stock, and whenthe retail jeweler sells one, he can give his guarantee with the sale.
To Further Protect the Trade, so there is no chance of purchasing other makes of jewelrybecause they are on the G. L. P. Co.'s cards we stamp every piece ofgoods made by us—G. L. P. Co.
This is the Strongest Guarantee Possible in safeguarding the interest of all the jewelry trade.

GEO. L. PAINE CO.
New York Office, 9 Maiden Lane and nIVof te, North Attleboro, Mass.

1461

G. L. P. CO.
Design, Quality and Finish

Have Always Been the High Standard of Our Goods. The retail
jewelers, who, through their jobber, handle goods
manufactured by G. L. P. Com! make for them-
selves satisfied customers.

We Are Anxious, Naturally, to supply that increasing demand
for goods manufactured by G. L. P. Co., but
under no circumstances will we allow even a single
piece of jewelry to leave our factory, unless it has
that finish that has always characterized our goods.

To Get This Same Finish it takes time, and the retail jewelers
should insist on their jobbers showing them a com-
plete line of our solid-gold front lapped work, also
gold-filled, as early as possible and before our out-
put is entirely sold up for this coming fall.

GEO. L. PAINE CO.
New York Office, 9 Maiden Lane

Main Office
and Works, North Attleboro, Mass.
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Every
piece of
A & Z Chain
Co. jewelry
backed by a rigid
guarantee. It's to
YOUR interest,
Mr. Retailer, to
investigate our line.

A most complete line that is made right,priced right, quality right. We offerthe opportunity to save from 20 to33 31%, on the same class of goods
bought through any jobber.
Our LOCKET LINE has had
many new designs added. It
will pay you to ask for a
selection.

CHAINS -FOBS -BRACELETS
LOCKETS -ETC.

1468

The "Gladys"
20-year Gold Filled Flexible Bracelet Watch

Elgin and Waltham Movement

We do not want to advertise price, BUT it is to your interest and advantage to know it.

YOU CANNOT

BUY AN EQUAL

BRACELET

WATCH FROM

ANYONE AT

THE PRICE WE

SELL IT.

WRITE US.

Easy to put

Each Watch

put up in fine

box like the

Illustration,

which is the

Exact Size.

on and take off. Unlike other extension bracelets, it is so elastic
and pliable that it does not pinch the arm.

The bracelet with

the velvet grip

726 Chestnut Street

Philadelphia, Pa.
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- GOLD SHELL RINGS'
0

a

0

Let Us Send You Samples Through Jobber

/r/10'. Write for further particulars.

Our line is acknowledged
superior in design and variety
The Finish stands pre-emi-
nently prominent. If your

trade can use Gold Shell
Goods better investigate
our Quality and Prices.

We make:
Gold Shell Seamless Rings,
Studs,Emblems,Ear Knobs,
Scarf Pins,Link Buttons,etc.

/1/11T111p.

L., li  

The Morgan Jewelry Co.
Manufacturing Jewelers

62 Page Street, Providence, R. I.

C=7J I 

el.

a
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1882 1912

41/1
*11(Itt

f ‘14.•

We have been in the
Ring business

OVER 30 YEARS. OUR LINE IS COMPLETE

Oscar E. Place & Sons CO.
PROVIDENCE, R. I.

P & S Trade Mark P & S

0 ISPECIALISTS
The largest and most extensive line ever offered including:

Ear Drops Neck Chains Hat Pins
Coat Chains Brooches Stick Pins
Chain Fobs Bracelets Sash Pins
Tie Clasps Cuff Links

At prices that defy competition. Write for samples and
prices through your Jobber.

E. A. SLADE CO CO. cIT T; AS.43 01W
JKANUFACTUPING JEWELERS

FORGET THE PRICE

Compare our circle
with one of any other make.

Weigh them. See who gives
you the most gold.

Compare the engine-turning. See
who gives you the finest engine-turning.

Compare the finish. See which has the
better finish.

Then remember the price, and you will
realize why our factory is behind its

orders on this splendid novelty.
May we have your

order?

The Harvey J. Flint Company
TRADE MARS Fifty-nine Page Street PROVIDENCE, R. I.
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This is the Space to Watch for
Brand New Goods at Popular Prices

Metal Fobs again, gentlemen, Beauties, too. Manymore coming along. Look for them,

as well as for the many other new lines we are showing. As

to the examples illustrated, No. 5088 is Gold Filled and can be

retailed for about $5.00 with good profit. No. 5067 is in 10-Karat.

You can sell it advantageously for, say, $20.00. Remember our

goods are sellers and money -makers all along the line.

THE BASSETT JEWELRY CO
Aborn and Mason Streets, Providence, R. I.

510 Columbus Building
MINNEAPOLIS CHICAGO =NEW YORK

1116 Lumber Exchange

5067 
37 Maiden Lane

.6111111111111111111111111111111111111111111111111111111111111111111111IIMMIII
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No. 4024

Patented March 14, 1911

A Sterling Silver Bridge Whist

SCORE PENCIL

Simple and Thoroughly Practical

A novelty in Sterling Silver that has found immediate

favor with " Bridge " players throughout the country.

An Ideal Whist Prize.

A gift most acceptable to the Bridge Whist player.

See that this attractive novelty has a place in your stock.

R. Blackinton & Company
Goldsmiths, Silversmiths, and Jewelers

Factory and Main Office

North Attleboro, Mass.

New York Salesrooms

15-17-19 Maiden Lane

MNaMMNMMMMMNMMNMSNMMMMMNMMMRHNOM5MMMMMNMMMN



EVERYWHERE the bright days of
Summer invite to travel and sociability.

cJ This impulse is felt by the members of
Fraternal Orders, who like to hie themselves
away on pleasure jaunts or get together in
interescting Conventionsci The discreet Jeweler watches all move-
ments of the people, and especially of such
Orders and Societies.

Prices subject to Keystone Discount.

IRONS & RUSSELL CO.
NEW YORK OFFICE:

CHICAGO OFFICE - -

MAIN OFFICE AND FACTORY: -

- 10 Maiden Lane

- 10 South Wabash Ave.
- - - Providence, R. I.

It1111111111.11111■11:11U111/111.0111.1.1ffinmcnnimmoumumnummuurnmmtonnwomminnommo =wag

Having secured the services of Mr.
Frank E. Allen, designer for C. H.
Allen & Co. for many years, we take
this method of introducing his latest g
and best work in the creation of the

1
mon.roulionommummummumiummuummmurumummiummommonniumult

: ATTLEBORO, MASSACHUSETTS

T
HIS line will be ready to show about August

1 1, 1 912 and will consist of Link Buttons, Fobs,
Scarf Pins, Coat Chains, Tie Clasps, Lockets,
Pendants, with and without chains, Sash Pins, Col-
lar Pins, Bar Pins, and many other latest fads. These
goods will be alive with selling qualities and the
finishes will be right to the minute. Our travelers
will be glad to show you what that means. Give
us a look and an order for your Fall Stock.
 SOLD TO JOBBERS ONLY 

F. R. SHERIDAN, Coast Representative W. B. FOWLER, Eastern Representative

Ultimately Sure of the Goal
Is any Jeweler capable of grasping the possibilities in

Common-sense Advertising
Successful Enterprises of Every Description have been built by Publicity.

Study the methods of the Successful Jewelers—Their growth was gradual.

The Arnstine Catalog System
Is Logical, Common-sense Advertising

Recognized by 3,000 Jewelers to be indispensable as a

Builder of Business

If it were possible to design a Handsomer Line of Catalogs than this year's

line—we'd do it. If a system could possibly be devised that would more

efficiently represent you in the homes—we'd devise it. If a bigger money
maker for the Retail Jeweler was possible—we'd have it.

It Has Stood the Test of Years and Is Greater and
More Powerful Than Ever Before

If the Arnstine catalog is not used in your city, get it quick. Don't take

our word for it. Make us prove our statements.

We establish agencies with legitimate Retail Jewelers only.

Write at once for full particulars—It's free.

A114:
4 111X

Originators of The Exclusive Catalog Method for Retail Jewelers

ROSE BUILDING C C)

Our Catalogs Are Business Builders Inquiries Solicited fromILegitimate Jewelers
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? WHERE ?• •
are your Collar Buttons made?
(You probably have never stopped to think of it.)

Krementz Collar
Buttons

whether in 14-Kt. or 10-Kt. gold

M or in 14-Kt. rolled gold plate—are
M " Made in Newark " in the same
M factory where the Krementz line of

14-Kt. gold and finest Platinum
M
M 

Jewelry, which is known and sold

M the world over, is made.
That means all Krementz goods are

M made in a quality factory by skilled
M workmen and under management
M that essentially must demand the

highest quality, best workmanship and

M finish. This insures Perfection in all

M Krementz Products.
M If your jobber does not handle this
M line, write us and we will give name

M 
of one does.

M 
If no salesman showing these goods

M reaches you we will be only too

M pleased to send you a selection
package if you write direct to us.

M
M
Mm Krementz & Co.
M 

NEWARK, N. J.

New York - - 286-288 Fifth Ave.
San Francisco - - 722 Shreve Bldg.

PARKS BROS. & ROGERS, Providence, R. I.,
Selling Agents to Jobbing Trade for United

States and Canada.
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 The COLONIAL DAME LINE

414 The Line of Quality"

QUALITY MARK

481834

Ask your
= Jobber for
E the COLONIAL
F.= DAME LINE

; LOCKETS
BRACELETS

= FOBS

Patented 1912

2568 / L 4492 F

g COLONIAL DAME Line represents

4846;§

CHARMS
SCARF PINS =
BUTTONS

EXCLUSIVE F.

Patented 1912

Sold
only

through
Jobbers

g STYLE, THICKNESS OF GOLD, WORKMANSHIP g
g. and FINISH. If your Jobber does not carry the
COLONIAL DAME LINE, write us and selection will

-1. be sent you through any reputable Jobber you specify.

.2 BLISS BROTHERS COMPANY =
E CHICAGO OFFICE ATTLEBORO NEW YORK OFFICE

E HEYWORTH BUILDING SILVERSMITH BUILDING

Chas. P. Crane MASS. Edward M. Coe

FIBIBBIBBIBIBIBBBBIBBIBBIBBIBIBIBBIBBBIBBBBIBBBIBBIBBIBIBBBIBBIBBIBBIBIBBli

WE EXTEND A PERSONAL INVITATION to every retail

jeweler to call at our show-rooms and inspect our stock of

Splendid Lines for Fall and Holiday selling Staples and

Novelties, gathered together from far and

near. We have spent many weeks of our

time this Spring and many thousands of

dollars in collecting these new goods and

arranging our salesrooms. You will be sur-

prised by the magnitude and extent of our

stock, which is most varied and complete.

We wish to emphasize that in three dif-

ferent ways:

T

MR RETAIL JEWELER •f>

'0 0 YOU WANT I
SELLERS

The Un-Common Sort
at Manufacturers Prices

IF SO CALL OR WRITE

M.J.AVERBECK
Manufacturer Importer

e 10-12 Maiden Lane. N.Y. City

01 Ill, 1.11111.1111111[11, 113011111111111■114111111111.1111111Man

Quality Variety Price
WE ARE ACKNOWLEDGED LEADERS

HEADQUARTERS FO

New Diamond Mounted Rings, Brooches, La Vallieres, Scarf Pins, Links, Brace-
6
6 lets—New Gold Cameo Brooches—New Gold Set Rings—New Gold Brooches—

6 New Gold Scarf Pins—New Gold La Vallieres—New Gold Cuff Buttons—New

6 Gold Cuff Pins—New Gold Lockets—New Gold Fobs—New Gold Coat Chains— e

6 New Gold Neck and Lorgnette Chains—New Gold Vest Chains—New Gold

• Bracelets New Parisian Ivory and Silver Novelties. 6

0 6

6
stec.•cre4)40oir.4,4)4>e•-***c-0.0‘,c-04).0•.043,44tc,0*‘..x.04)4>4)40

oo•eavArAscAre.•••••0.04s4ac,o4r4).Dooc.••••••4>eg

Call on us sure. With exceptional facilities for handling large

quantities and with wide foreign and domestic connections, we are

enabled to make advantageous contracts, of which our customers

get the benefit. We solicit and give special attention to mail orders.

We ask that you give our travelling salesman preference before

placing your Holiday order.

M . U. AVERBECK

1469

M
M

Manufacturer and Importer
M M

10 and 12 Maiden Lane NEW YORK

nNMMNM%MM%E0m
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High-Grade Gold Filled

Marsh Expansible Bracelet

The only bracelet made in HIGH-GRADE GOLD FILLED
that can be considered a piece of jewelry; an article of adornment.

(11 Where there is a demand for an artistic  expansible bracelet at a
popular price that looks and wears like gold, the

MARSH EXPANSIBLE BRACELET
will be found to fill this demand.
It is not a makeshift so called expansible bracelet made in gold-filled to compete
with price. But an artistic creation that is absolutely perfect as to WORKMAN-
SHIP, MECHANICAL ACTION, FINISH and QUALITY.

Looks like Solid Gold, Wears like Solid Gold, minus the Solid Gold price.
The mechanical features have been reduced to the very simplest form; no unneces-
sary springs to encumber its action are to be found in its construction.
The Springs are made of the best material obtainable and seldom (if ever) break.
All Progressive Jobbers carry

In case your Jobber does not carry our
name of one who does.

fill11111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111110.

GOLD FRONT CIRCLE BROOCHES AND SCARF PINS
Scarf Pins   $0.75 to $1.25
Brooches   1.50 to 3.00 J 

Keystone List

Move the page in a circle and see them revolve. An optical illusion. Display them in your stock and see them go. A satisfying reality

This is an advance page of our 1913 Catalog
THE BOOK WILL BE OUT IN SEPTEMBER

Every retail jeweler needs a copy. Ask us for it now, and your name will be at once placed on our mailing

list if not already there. We will send to our regular customers, and to any retail jeweler who requests it. Nar

THE ALBERT WALKER CO., Mfg. and Wholesale Jewelers
PROVIDENCE, RHODE ISLAND

Send us
1913 Catalog as soon

as ready.
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Look or Our Trade Mar
THIS IS A LOCKET YEAR
ANTICIPATE NOW FOR THE
COMING HOLIDAY SEASON

I

(7,

it/
(:5!

: ist

404.8

CASTIGLIONI COMPANY'S LOCKETS
A line embodying highest WORKMANSHIP and PER-
FECTION. Made with the same RELIABILITY that has

created CONFIDENCE toward goods stamped with this TRADEf6'0MARK
noted for ORIGINALITY and ASSORTMENT. The QUAL ‘No ITY is

the best and backed by our GUARANTEE merits consideration of the entire
JEWELRY FIELD.

SOLD THROUGH ALL LIVE JOBBERS

IF YOUR JOBBER DOES NOT CARRY THECiN. LINE WRITE US AND
WE WILL SEND YOU the NAME OF ONE %sr WHO DOES.

NEW YORK OFFICE: 71 Nassau St., Room 1204 CHICAGO OFFICE: 505 Powers Bldg.
Representative, CHARLES ALTSCHUL M. NEUBURGER

Pacific Coast Office: SAN FRANCISCO, CAL., 710 Jewelers' Bldg.
J. H. MERRILL
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Absolutely New Line g
Silver Plate Close Set
Whitestone Mounted Combs

Something entirely different—

Suitable for the jewelry trade

Prices range from $7.50 to $36.00 Per Dozen

The comb stock is of the very finest qual-

ity, well made and well finished, set with

brilliant, sparkling, dazzling rhinestones

SELECTION PACKAGE WILL BE

SENT TO ANY RELIABLE DEALER

We also have a new line of RHINESTONE

HATPINS of the very latest designs

= Our Barette Line is a Winner

== We have a STERLING SILVER

NOVELTY LINE; Consists of

-=-

1■1■,

BAR PINS BROOCHES

SCARF PINS LAVALLIERES

PENDANTS EARRINGS, ETC.

WRITE AT ONCE FOR A SELECTION

JOSEPH W. HELLER CO
Whitestone Novelties Manufacturing Jewelers

-M. 144 PINE STREET :-: PROVIDENCE, R. I.
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There's a great deal so-called
guaranteed jewelry being
made.

Have you ever tried the guaran-
teed jewelry that The Hus-
sey Co. make and guarantee?
There is a difference.

Every piece of jewelry that you
buy of The Hussey Co. is ab-
solutely guaranteed to you.

Have you ever thought about
the extra profit that you
can make on The Hussey
guaranteed jewelry?

useless guarantees are worse
than none at all. When
you guarantee an article you
want to feel that the manu-
facturer is back of you.

Shavings will build a hot fire but
it soon dies out.

some jewelry is about like shav-
ings—it's cheap and sells fast
but doesn't last —it won't
build your business.

Except you buy solid gold jew-
elry you can't beat The Hus-
sey Five Year Guaranteed
Jewelry in looks or quality.

you can stand back of The Hus-
sey Co. jewelry because The
Hussey Co. stands back of
you.

Cautious buyers all over the
country are buying The Hus-
sey Five Year Guaranteed
Line.

Only a trial order of a few
pieces picked at random from
our catalog will convince
you that our statements are
absolutely true.

AIALmmrs m RPM
THE HUSSEY CO.

Manufacturing Jewelers

PROVIDENCE - RIIODE ISLAND.

ALM ma SIM
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Buy of the Manufacturer That Specializes in Bracelets

We illustrate twelve distinctive fast-selling patterns, designs on which we place special emphasis. Each design comes in four of the
most popular accepted widths. We offer them at prices way below the market for goods of inferior quality. PRICE LOW—
QUALITY HIGH—that's our motto. The entire line comprises over 500 selected designs. We eat, sleep and breathe bracelets.
SEND US AN ORDER FOR THE ABOVE ASSORTMENT.

0
TUCK & McALLISTER CO.

131 Washington Street PROVIDENCE, R. I.
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Engine Turned

Chased, Stone Set

TIE CLASPS

BRACELETS
LA VALLIERES

LOCKETS

CHAINS

FOBS, etc.

All Stamped with this
TRADE MARK

GEORGE L. BROWN COMPANY IATTLEBORO, MASS.
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WISHES

TO

SELL

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

SPOT CASH OFFER
and save all trouble and worry. I pay all express
charges and insure the goods in transit. I have
been in the business right here over 19 years,
and can give the vary best references as to
responsibility on application. Offers and valua-
tions furnished promptly. See ad. on page 1584
of this issue.

Write for further information.

J. J. COHEN
1011 Chestnut St., PHILADELPHIA, PA.

Established 1891

Amsterdam, SarphatIstraat 29-31 London, Audrey House, Ely Place

Selecting the Most
Reliable Catalogue

There is only one yard stick by which to judge a catalogue. That
is purely the profit-to-you standard. A catalogue's accuracy,
completeness and reliability, both as to styles and prices, must
first be established. Not until you have satisfied yourself on
this score can you afford to even consider a catalogue.

RELIABILITY THE KEYNOTE
OF THIS CATALOGUE

First, last and all the time, absolute reliability as to styles and
prices is the keynote of ALBERT BROTHERS' Catalogue.
Our sixteen years of commercial integrity stands back of every
article in it from a filled collar button to a diamond brooch.
Look where you will, you can't beat it for style, quality or price.

We want you to have one and use it. We have the stocks,
the facilities, the inclination and the ability—all we lack is
the opportunity, and it is to secure this that we approach you.

If you haven't our catalogue, may we not send you one ?
We don't expect you to 11SC it unless you find it profit-
able to do so.

Office and Salesroom, Merchants Bldg.
Sixth Ave. between Vine and Race
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Prices of Diamonds
Advanced by Syndicate

Expected to go Still Higher—Increased Expense

of Mining Given as Reason for Advance—

Interesting Statistics of Production

New York, July 18.—A despatch to the World
of this city announces that the South African
Diamond Syndicate has put the price of diamonds
up to more than twelve dollars a karat, and there
is prospect of a further rise of a dollar a karat.
Greater expense in digging, and higher cost of
living are the excuses given for the advance in
the cost of the gems.

There is an agreement as to prices between the
De Beers, Premier, Jagersfontein and Koffyfontein
groups of mines. Their output in diamonds in
the last year follows:

De Beers Consolidated Karats Value

mines 1,924,2251% $24,690,430
Premier mine 1,774,206 7,169,850
Jagersfontein mine 338,83134 4,968,895
Koffyfontein mine 123,933 1,473,165

The Voorspoed and other mines, and the alluvial
diggings, brought the total diamond production
in the South African Union up to 4,891,998 karats,
valued at $43,743,620. In German southwest
Africa, where there are diamonds on the seashore,
the production totaled 798,865M karats and sold
for $5,325,000.
The South African diamond industry began in

1869, with the alluvial diggings on the banks of
the Vaal river. Since the discovery of the Kimber-
ley Mine in 1871, rough diamonds, valued in all at
$750,000,000, have been exported from South
Africa.

George R. Shreve, of San Francisco,
Re-enters the Jewelry Business

Son of the Founder of Shreve & Co., Becomes

Member of New Firm—Evidence Rapid Ex-

pansion of Jewelry Business on the Coast

San Francisco, July 18.—George R. Shreve, one
of the well-known business men of this city, who
recently sold his interest in the firm of Shreve &
Co., a corporation in which he had been in-
terested for thirty years and whose president he was
for fifteen years, has become identified with Treat
& Eacret, jewelers and silversmiths, with a big
store at 136 Geary street, according to an an-
nouncement recently made. Application has
gone to Sacramento for permission to change the
corporation name of Treat & Eacret to Shreve,
Treat & Eacret.
Treat & Eacret has been in existence since

November 4 of last year. The controlling interest
in the company has been held by Walter P. Treat
and Godfrey Eacret. Treat, prior to going into
the new company, was twenty-three years with
Shreve & Co., and Eacret was with the big concern
thirteen years. Both are prominent in business
circles. The new combination of Shreve, Treat
& Eacret will, it is believed, be a strong one.
Shreve's father, George C. Shreve, founded Shreve
& Co. Among the plans of the reorganized com-
pany is the enlargement of the Geary street store.

"The enlargement of this company simply is in
answer to the call for another jewelry company
of this class to meet the wonderful growth and
prosperity of San Francisco," said Walter P. Treat.
"The growth of any other company or companies
in the same line of business will not be impeded
by the activities of Shreve, Treat & Eacret, be-
cause the new San Francisco gives all a great field
for development. This we have demonstrated to
our own satisfaction since Treat & Eacret has been
in existence."

Dictaphone 'Bares Plot to Swindle

Jeweler Confesses he Hid Valuables to Cheat
Creditors—Woman's Words Fatal—Wife of

Conspirator Tells of Loot and Stenographer

Takes Down Her Statement

Denver, Colo., July 18.—Through the use of a
dictaphone, detectives unearthed the facts of a
conspiracy in which the creditors of the jewelry
store formerly owned by Jacob Grinspan, 1834
Larimer street, were robbed of thousands of dol-
lam worth of stock. Upon information secured
through the use of the same instrument employed
by detective William J. Burns in unearthing the
conspiracy to blow up the building occupied by
the Los Angeles Times and securing the arrest of
McNamara brothers, they arrested Grinspan and
his brother-in-law Max Goldforb.

Six trunks filled with watches, diamonds and
other jewelry were recovered and the confessions
of the two men secured as a result of the efficiency
of the dictaphone.
Through the dictaphone, representatives of the

district attorney's office heard the wife of one of the
accused men tell a friend the details of the scheme
by which the jewelry was secured.
The woman, Mrs. Goldforb, met a physician one

evening and laughingly boasted of how her hus-
band and her brother-in-law, Jacob Grinspan, had
outwitted the creditors of the jewelry store and of
her part in disposing of the property. She did
not know about the dictaphone with the receiver
underneath the center table in the room.
A stenographer in an adjoining room sat through

the whole evening, transcribing on her note book
in shorthand, every remark made by both the wo-
man and the physician.

Grinspan, assisted by Goldforb and Mrs. Gold-
forb, according to their confession, shipped
jewelry to various parts of the country. Two
trunks filled with the loot were stored in Kansas
City, Mo., two in Pueblo, and two in Colorado
Springs. Another was stored in Salida and two
more in the Wilson storehouse in Denver. Grins-
pan went into bankruptcy with liabilities in the
neighborhood of $10,000 and assets of about $1,000.
When confronted with the facts learned through

the use of the dictaphone, Grinspan and Goldforb
broke down and told where the missing jewelry was
stored.

Kansas Association Plans for
Seventeenth Annual Convention

To be Held During Week of National Convention—

Meeting Largely of a Business Nature—Call

for Large Attendance

Kansas City, Mo., July 23.—Arrangements have
been completed for the seventh annual convention
of the Kansas Retail Jewelers' Association to be
held in Kansas City August 5, at the Coates House.
The morning session will be occupied with the
registration of delegates, the distribution of
badges, the reading of the minutes of the previous
meeting, the president's address and the appoint-
ment of committees. In the afternoon there will
be a report from the Richmond convention fol-
lowed by an opening meeting in which the members
of the association will make informal talks. The
secretary and treasurer's report and the election
of officers will conclude the meeting. This meet-
ing will be short and informal on account of the
national convention which will convene in Kansas
City at the same time.
Anderson Blanton, secretary of the Missouri

Society of Retail Jewelers, has issued a call urging
all members of the trade in Missouri to join the
society so that a splendid showing can be made at
the_national convention in Kansas City.
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Another Sample-case Robbery
Creates Sensation in Chicago

Mysterious Disappearance of Jewelry Trunks

Puzzles Authorities—Carrier Under Arrest Says

He Knows Nothing of Thieves—Stolen Goods

Fully Insured

Chicago, July 20.—A sample case containing
upwards of $25,000 worth of unset precious stones,

the property of the Low, Taussig, Karpeles Co.

of Providence, R. I., was stolen in this city

recently from Jacob Levin, traveling salesman.

The police and Pinkerton detectives are searching

diligently for the thief.
Mr. Levin, who has been employed by the

Providence Company for more than five years,

left July 11 for a trip to the Pacific coast, his
schedule calling for stops at most of the large

cities on the way. He took with him two large

leather dress suit cases filled with uncut precious

stones, consisting of diamonds, pearls, garnets,

string pearls and other stones. He called on

customers at Buffalo, Cincinnati, Cleveland, and

Detroit and was engaged with a jewelry house

here when the robbery took place.
He obtained the services of a .carrier at one of

the hotels and went to the Silversmiths building on

North Wabash avenue and leaving the bags in care

of the carrier, entered the building. On his return

he was informed by the carrier that one of the bags
had been stolen, although he claimed he had been
sitting on both of them during Mr. Levin's absence.
The police were notified and a Pinkerton detective
was placed on the trail at once, but the thieves
had covered their tracks so well that no trace
could be found.

Lost Goods Fully Insured

President Karpeles of the company stated that
an inventory of the property taken by Mr. Levin
was being made and compared with the sales made
in the cities visited before Chicago was reached.
He thought the loss would amount to between
$18,000 and $25,000. The property is fully insured
through Lloyds of London, a policy of $50,000
having been taken out on the stones before Mr.
Levin left this city. Mr. Karpeles is of the opinion
that Mr. Levin was followed possibly from this
city and the robbery perpetrated at the first
opportunity.

Patrick McDermott, the old "errand boy"
who had the boys in charge, has done odd jobs
around the Palmer house for twenty years. He
has carried sample cases for all classes of traveling
salesmen and is known as the " pioneer sample
carrier." He was arrested after the robbery, but
said he did not know who had stolen the gems.
It was then discovered by the police that he was
the same man who carried samples for a salesman
who had a satchel with $37,600 worth of jewelry
stolen in the Spaulding & Co. store. He said he
had been followed night and day by two well
dressed men whom he accuses of the most recent
robbery.
"There is nothing I can say which will help

the police," said McDermott. "I am an unlucky
guy. I have done nothing to be pinched for. If
I knew who stole that sample case I would squeal,
because I want to get out in the open again. A
week in a cell would kill me. I don't know the
names of the two chaps who have been watching
me for the last couple of weeks."
These mysterious robberies have created much

alarm among the trade of the city, the traveling
men and the protective associations. Needless
to add, every precaution is now being taken to
guard against a repetition of the thefts.



1476

verPI ate f h Wed rs"

1847
OGERS BROS.

Bright Finish

THIS pattern is

I perfect from the

standpoint of me-

chanical construc-

tion. The grading

of the metal has

been given most

careful attention, so

that the strength

and weight of

ch piece are in

e right pla

M

e bowls and

throughou

entire patte

uniform in d

sign, the srnalles

detail having bee

studied from eve

, point.
9nternationa1 Silver Co.

SUCCESSOR TO MERIDEN BRITANNIA CO

Ateriden, Conn.

NewYork,
,

NorthWabash Ave.Chic
150 Post 51.,5an Francisco
5 

Published Semi-Monthly

The Keystone Publishing
Company

809 N. 19th Street, Philadelphia
THE KEYSTONE

Copyright, 1912
by The Keystone Publishing Comeau,

All rights reserved

Entered as second-class :natter at
the Postoffice, Philadelphia, Pa.

Volume 34 PHILADELPHIA, AUGUST I, 1912 Number 3

Prices of Diamonds
Advanced by Syndicate

Expected to go Still Higher—Increased Expense

of Mining Given as Reason for Advance—

Interesting Statistics of Production

New York, July 18.—A despatch to the World
of this city announces that the South African
Diamond Syndicate has put the price of diamonds
up to more than twelve dollars a karat, and there
is prospect of a further rise of a dollar a karat.
Greater expense in digging, and higher cost of
living are the excuses given for the advance in
the cost of the gems.

There is an agreement as to prices between the
De Beers, Premier, Jagersfontein and Koffyfontein
groups of mines. Their output in diamonds in
the last year follows:

De Beers Consolidated Karat, Value

mines  1,924,225% $24
,6a91430

1Premier mine  

07

Jagersfontein mine  
,774,206 7,169,850
338,831% 4,968,895

Koffyfontein mine  123,933 1,473,165

The Voorspoed and other mines, and the alluvial
diggings, brought the total diamond production
in the South African Union up to 4,891,998 karats,
valued at $43,743,620. In German southwest
Africa, where there are diamonds on the seashore,
the production totaled 798,865; karats and sold
for $5,325,000.
The South African diamond industry began in

1869, with the alluvial diggings on the banks of
the Vaal river. Since the discovery of the Kimber-
ley Mine in 1871, rough diamonds, valued in all at
$7fr5i0c,a.000,000, have been exported from SouthA 

George R. Shreve, of San Francisco,
Re-enters the Jewelry Business

Son of the Founder of Shreve & Co., Becomes

Member of New Firm—Evidence Rapid Ex-

pansion of Jewelry Business on the Coast

San Francisco, July 18.—George R. Shreve, one
of the well-known business men of this city, who
recently sold his interest in the firm of Shreve &
Co., a corporation in which he had been in-
terested for thirty years and whose president he was
for fifteen years, has become identified with Treat
& Eacret, jewelers and silversmiths, with a big
store at 136 Geary street, according to an an-
nouncement recently made. Application has
gone to Sacramento for permission to change the
corporation name of Treat & Eacret to Shreve,
Treat & Eacret.

Treat & Eacret has been in existence since
November 4 of last year. The controlling interest
in the company has been held by Walter P. Treat
and Godfrey Eacret. Treat, prior to going into
the new company, was twenty-three years with
Shreve & Co., and Eacret was with the big concern
thirteen years. Both are prominent in business
circles. The new combination of Shreve, Treat
& Eacret will, it is believed, be a strong one.
Shreve's father, George C. Shreve, founded Shreve
& Co. Among the plans of the reorganized com-
pany is the enlargement of the Geary street store.

"The enlargement of this company simply is in
answer to the call for another jewelry company
of this class to meet the wonderful growth and
prosperity of San Francisco," said Walter P. Treat.
"The growth of any other company or companies
in the same line of business will not be impeded
by the activities of Shreve, Treat & Eacret, be-
cause the new San Francisco gives all a great field
for development. This we have demonstrated to
our own satisfaction since Treat & Eacret has been
in existence."

Dictaphone 'Bares Plot to Swindle

Jeweler Confesses he Hid Valuables to Cheat

Creditors—Woman's Words Fatal—Wife of

Conspirator Tells of Loot and Stenographer

Takes Down Her Statement

Denver, Colo., July 18.—Through the use of a
dictaphone, detectives unearthed the facts of a
conspiracy in which the creditors of the jewelry
store formerly owned by Jacob Grinspan, 1834
Larimer street, were robbed of thousands of dol-
lam worth of stock. Upon information secured
through the use of the same instrument employed
by detective William J. Burns in unearthing the
conspiracy to blow up the building occupied by
the Los Angeles Times and securing the arrest of
McNamara brothers, they arrested Grinspan and
his brother-in-law Max Goldforb.

Six trunks filled with watches, diamonds and
other jewelry were recovered and the confessions
of the two men secured as a result of the efficiency
of the dictaphone.
Through the dictaphone, representatives of the

district attorney's office heard the wife of one of the
accused men tell a friend the details of the scheme
by which the jewelry was secured.
The woman, Mrs. Goldforb, met a physician one

evening and laughingly boasted of how her hus-
band and her brother-in-law, Jacob Grinspan, had
outwitted the creditors of the jewelry store and of
her part in disposing of the property. She did
not know about the dictaphone with the receiver
underneath the center table in the room.
A stenographer in an adjoining room sat through

the whole evening, transcribing on her note book
in shorthand, every remark made by both the wo-
man and the physician.

Grinspan, assisted by Goldforb and Mrs. Gold-
forb, according to their confession, shipped
jewelry to various parts of the country. Two
trunks filled with the loot were stored in Kansas
City, Mo., two in Pueblo, and two in Colorado
Springs. Another was stored in Salida and two
more in the Wilson storehouse in Denver. Grins-
pan went into bankruptcy with liabilities in the
neighborhood of $10,000 and assets of about $1,000.
When confronted with the facts learned through

the use of the dictaphone, Grinspan and Goldforb
broke down and told where the missing jewelry was
stored.

Kansas Association Plans for
Seventeenth Annual Convention

To be Held During Week of National Convention—

Meeting Largely of a Business Nature—Call

for Large Attendance

Kansas City, Mo., July 23.—Arrangements have
been completed for the seventh annual convention
of the Kansas Retail Jewelers' Association to be
held in Kansas City August 5, at the Coates House.
The morning session will be occupied with the
registration of delegates, the distribution of
badges, the reading of the minutes of the previous
meeting, the president's address and the appoint-
ment of committees. In the afternoon there will
be a report from the Richmond convention fol-
lowed by an opening meeting in which the members
of the association will make informal talks. The
secretary and treasurer's report and the election
of officers will conclude the meeting. This meet-
ing will be short and informal on account of the
national convention which will convene in Kansas
City at the same time.
Anderson Blanton, secretary of the Missouri

Society of Retail Jewelers, has issued a call urging
all members of the trade in Missouri to join the
society so that a splendid allowing can be made at
the_national convention in Kansas City.
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Another Sample-case Robbery
Creates Sensation in Chicago

Mysterious Disappearance of Jewelry Trunks

Puzzles Authorities—Carrier Under Arrest Says

He Knows Nothing of Thieves—Stolen Goods

Fully Insured

Chicago, July 20.—A sample case containing

upwards of $25,000 worth of unset precious stones,

the property of the Low, Taussig, Karpeles Co.

of Providence, R. I., was stolen in this city

recently from Jacob Levin, traveling salesman.

The police and Pinkerton detectives are searching

diligently for the thief.
Mr. Levin, who has been employed by the

Providence Company for more than five years,

left July 11 for a trip to the Pacific coast, his

schedule calling for stops at most of the large

cities on the way. He took with him two large

leather dress suit cases filled with uncut precious

stones, consisting of diamonds, pearls, garnets,

string pearls and other stones. He called on

customers at Buffalo, Cincinnati, Cleveland, and

Detroit and was engaged with a jewelry house

here when the robbery took place.
He obtained the services of a .carrier at one of

the hotels and went to the Silversmiths building on

North Wabash avenue and leaving the bags in care

of the carrier, entered the building. On his return

he was informed by the carrier that one of the bags
had been stolen, although he claimed he had been
sitting on both of them during Mr. Levin's absence.
The police were notified and a Pinkerton detective
was placed on the trail at once, but the thieves
had covered their tracks so well that no trace
could be found.

Lost Goods Fully Insured

President Karpeles of the company stated that
an inventory of the property taken by Mr. Levin
was being made and compared with the sales made
in the cities visited before Chicago was reached.
He thought the loss would amount to between
$18,000 and $25,000. The property is fully insured
through Lloyds of London, a policy of $50,000
having been taken out on the stones before Mr.
Levin left this city. Mr. Karpeles is of the opinion
that Mr. Levin was followed possibly from this
city and the robbery perpetrated at the first
opportunity.

Patrick McDermott, the old "errand boy"
who had the boys in charge, has done odd jobs
around the Palmer house for twenty years. He
has carried sample cases for all classes of traveling
salesmen and is known as the "pioneer sample
carrier." He was arrested after the robbery, but
said he did not know who had stolen the gems.
It was then discovered by the police that he was
the same man who carried samples for a salesman
who had a satchel with $37,600 worth of jewelry
stolen in the Spaulding & Co. store. He said he
had been followed night and day by two well
dressed men whom he accuses of the most recent
robbery.
"There is nothing I can say which will help

the police," said McDermott. am an unlucky
guy. I have done nothing to be pinched for. If
I knew who stole that sample case I would squeal,
because I want to get out in the open again. A
week in a cell would kill me. I don't know the
names of the two chaps who have been watching
me for the last couple of weeks."
These mysterious robberies have created much

alarm among the trade of the city, the traveling
men and the protective associations. Needless
to add, every precaution is now being taken to
guard against a repetition of the thefts.
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Wholesalers Victimized by
Carefully Planned Swindle

Two Italians Established Credit by Prompt Pay-
ments with View to Grand Swindle. Many
Firms Among the Victims

Cincinnati, July 22.—A swindle of local jewelers
which means the loss to them of an amount total-
ing about $15,000 has been unfolding itself since
the announcement that a member of one of the
local wholesale houses had sworn out a
warrant for the arrest of a man named Campesi,
early in July. A considerable number of the local
wholesalers became aware of the fact that Campesi
was the man who had been buying from them ever-
larger bills of goods and that he now owed them
for the largest amount that they had yet entrusted
to him.

Campesi, with another Italian named Porto,
worked a carefully planned game. Campesi con-
ducted a small jewelry store and Porto had a
tailoring establishment next door. He assisted
Campesi in getting the valuables from the jewelers
and did a little work of his own among the woolen
merchants. Their scheme was at first to buy
small quantities of goods and to pay for these
promptly, then later, after they had established
their credit with a large number of houses, they
announced that they intended opening a large
jewelry store in a nearby town. To do this they
explained, they must have a large stock of goods,
so they bought from each as much as they could
safely ask for, and when the bills fell due both the
men and the goods had disappeared leaving no
trace.

Express company records have been ex-
amined in an effort to locate the destination of
the goods which were probably expressed from
this city, police of other cities have been notified,
detectives have watched out-going steamers, and
every slight clue has been followed but as yet
there has been gained no knowledge of the men's
whereabouts. Campesi's store has been broken
into and the small stock attached.

Jewelry Salesman Substitutes Paste
for Stolen Diamonds

Proprietor Noticed Paste Settings in Show Window
—Guilty Employe Absconds and is Now Sought
by Police

Philadelphia, July 21.—Substituting cheap paste
diamonds, all of which had a bright glitter, for
real stones, Lewis R. Salebes, formerly of McKees-
port but more recently of this city, where he was
manager of the jewelry store of B. Wexler of 905
Market street, worked a clever swindle upon his
employer, who is now minus diamonds and other
jewelry valued at $2,100. Salebes has vanished
leaving a young wife and a handful of pawn tick-
ets for diamonds and other articles.

Detectives attached to the staff of Chief Cam-
eron have been detailed to search for the missing
store manager. The police admit frankly that
they have no clue to work upon except the descrip-
tion of a well-dressed man, which is as follows:
age, twenty-five years, five feet, four or five inches,
125 pounds, smooth face, light complexion, light
hair, bald on top, may wear eye glasses, blue serge
suit, straight rim straw hat, good dresser, jewelry
salesman.
In their search for Salebes information has

reached the detectives that he has been in trouble
before while handling diamonds in jewelry stores
in various Pennsylvania towns.

It was two months ago that Wexler first dis-
covered that his show window was displaying an
assortment of paste diamonds. He questioned
Salebes, but he emphatically denied the charges
and placed the entire blame upon an innocent
employe. Recently a diamond ring disappeared.
Salebes said that the ring had been sold to his uncle
on memorandum. The ring was never paid for,
and the uncle, it later developed, does not exist.
Salebes failed to report for work one morning. Pri-
vate detectives were employed, but no trace of him
could be found.

Valuable Street Clock
Meets with Curious Accident

Familiar to Cincinnatians for Quarter of a Century
—Design of Clock was Trade-mark of Owners—
Will be Replaced by Duplicate Timepiece

Cincinnati, July 20.—The big street clock which
stood in front of the Clemens-Oskamp retail
jewelry store, at 417 Vine street, and which has
been familiar to Cincinnatians for nearly a quarter
of a century, fell in the early evening of the 10 of
July. At the time the supporting pedestal gave
way a truck drawn by twelve horses and bearing
a twenty ton girder was passing; the truck, the
property of the Eagle Transfer Company, was
being used to move the heavy girder to the site
of the Union CentraPLife Insurance building—
Cincinnati's tallest building—which is in process
of construction at Fourth;avenue and Vine, a half
a square from the jewelry store. The cumbrous
vehicle stopped for a minute in front of the jewelry

store and when it moved on again the clock
smashed to the pavement narrowly missing a pedes-
trian. The watchman on duty at the jewelry store
—it was about 7 p. m., claims that the truck struck
the base of the clock but the transfer people main-
tain that the collapse was due solely to the vibra-
tion caused by the passage of the heavy load.
The clock was constructed twenty-four years

ago on lines set down by the Oskamp people and
so far as is known has no duplicate. Its value is
placed at about $2,000, and there was no insurance
carried upon it. The clock was a sphere about
four feet in diameter, symbolical of the world, and
on its upper surface were three beautifully fash-
ioned female figures in poses typical of morning,
noon, and evening. The complete design is the
trade-mark of the firm and has in its long career
become very familiar to local people.
It is planned to construct an exact duplicate to

take the place of the wrecked clock.

United States Assay Office
Discards Old Melting Pot

New York, July 18.—The old melting pot, for
years an important institution in the old United
States Assay Office, at No. 32 Wall street, passed
out on July 13. In its stead individual crucibles
will be introduced.

Millions of dollars worth of gold is smelted in
a large crucible every year. In the process the
pot absorbs considerable gold. Pawnbrokers
and jewelers who make use of the crucible have met
annually and seen the crucible destroyed and the
gold retrieved. Then an equal division of the gold
was made among them.
Every year there has been more or less friction

over this. Some of them declared that as they had
from five to ten times as much gold smelted as a
majority of the smaller merchants, they were
entitled to a larger share of the gold recovered.

Nelson M. Page, a veteran employe in the office
suggested individual crucibles, and Superintendent
Kingsford decided to introduce the experiment.
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Posing as Detective
Wins Jeweler's Confidence

Jeweler is Warned Against Swindler and Becomes
Victim—Cashes Worthless Check—Other Mer-
chants Buncoed in Like Manner

Washington, D. C., July 22.—Posing as a
detective detailed at the Central office in Washing-
ton, a young man who is described as being about
twenty-five years of age, five feet nine inches in
height, weighing about 135 pounds, of dark com-
plexion, hair and eyes, and wearing a blue suit and
straw hat, was very successful last month in vic-
timizing a number of Washington merchants among
whom was M. Donzis, who recently opened a store
at 813 G street, N. W. The stranger walked into
the store of Mr. Donzis and by way of starting a
conversation after informing him that he was a
detective and showing a detective badge in a hur-
ried and mysterious sort of way common with bona
fide sleuths, he warned the jeweler to be on the
lookout for a man who would come to him and
offer for sale a number of stones which had been
stolen. Mr. Donzis assured his visitor that he
never bought goods of any kind but thanked him
for the information.

Believing that the man had done him a good turn
and being desirous of reciprocating, he told him
that if he could do anything for him at any time
not to hesitate calling around. The talk then
drifted into the subject of watches; his watch was
a poor timekeeper and did Mr. Donzis have one
at a low price? Various models were shown him
and he finally picked one out for which Mr. Donzis
asked $25.50. The man only had $25, and he
was loath to part with all his cash and he could not
pay the extra fifty cents which the jeweler was
willing to cut off, which courtesy he would not
accept—but he had a check for $50. The man
having been so honest about desiring to pay the
full price of $25.50, asked for in the first
instance that he felt little alarm in cashing the
check and giving the man $15.00 in real
money and his personal check for the balance.
The crook then looked over his line of signet chains
and "bought" one for $3.50 and gave the
jeweler back his own check with a request that
it be reduced by that amount. A little later,
realizing that he had been buncoed, he notified
the police.

Watchmaker Spends Eight Years
Constructing Remarkable Clock

A Triumph of Mechanical and Horological Skill—
Fashioned Every Part of Movement and Also
Made Mahogany Case

Indianapolis, July 18.—In the watch repair
shop on the fourth floor of Charles Mayer & Co.,
Indianapolis, stands a very handsome eight foot
high, hand-made clock. Every part of the time-
piece, both case and movement, was fashioned by
the skillful hands of L. W. Schneider, head watch-
maker, who has spent his spare moments for the
past eight years on the work. It is a fifteen day,
weight clock with a compensation pendulum, the
movement being made like a watch movement.
It is full jeweled and each sapphire jewel set with
three screws. There are three dials, minute, hour
and second, made of glass with gilt figures. A
peculiarity of the movement is that it winds in the
middle of the hour hand. The case is plain and
massive in design, mahogany finished, and shows
that the maker understood the cabinet as well as
the watchmaker's trade.
Mr. Schneider used the raw materials and with

tools, many of them made by himself for this par-
ticular work, fashioned the wheels, screws and
every part of the movement.
The timepiece, which keeps perfect time, is so

constructed that it can be used as a master clock
with electric chimes attached, and the hours
chimed in any number of rooms in a house or
building.
Mr. Schneider is justly proud of his timepiece

and says he will place it in his home and pass it on
to the little heir who arrived a few weeks ago.
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Thirteen Express Companies Young Jewelry Clerk Sample Trunks of Jewelry in

Ordered to Reduce Rates Purloins Employer's Stock Flooded Railroad Station

Biggest Reduction in Small Packages—Drastic
Reforms in Regulation and Practices—Business
Will Be Greatly Benefited

Washington, D. C., July 16.—Sweeping reduc-
tions in express rates averaging, in general, approxi-
mately 15 per cent; drastic reforms in regulations
and practices; and comprehensive changes in the
methods of operation are prescribed in a report
made public on July 14 by the Interstate Commerce
Commission of its investigation into the business
of the thirteen great express companies of the
United States.
The inquiry was the most extensive, and, in

wealth of infinite detail, probably the most
thorough, ever prosecuted by the commission.
It was conducted and the report was prepared by
Commissioner Franklin K. Lane. It has been in
progress nearly three years, and the report makes
600 printed pages.

It involved an examination and comparison
of practically more than 600,000,000 express rates
in effect in this country, in addition to an examina-
tion of millions of waybills and an investigation,
through the books of the companies, of their finan-
cial operations and business methods.
The greatest reduction of rates proposed is on

small packages—that is on parcels which weigh
less than 12 pounds. Rates on packages of more
than 12 pounds were found to be more reasonable
than those on smaller parcels.

Briefly stated, the new rates may be said to be
based upon a minimum charge of 21 cents for a
1-pound package. This charge increases in ratio
to the increase of weight and distance, at rates
varying from 3-10ths of a cent a pound to about
12 cents a pound.

Twelve Cents Top Rate

Twelve cents a pound, according to the con-
clusions of the commission, is approximately the
highest rate per pound for the greatest distance
possible for a parcel to be carried wholly within
the United States, exclusive of Alaska.
Packages weighing 2 pounds, for instance, may

be shipped 1,000 miles—New York City to
Chicago—for 24 cents, and 2,000 miles—New York
City to Denver—for 31 cents, the present rates
being, respectively, for each, 35 cents.
A 3-pound package will cost 27 cents for 1,000

miles and 37 cents for 2,000 miles, the existing
rates being, respectively, each, 45 cents. A
10-pound package may be transported 1,000
miles for 42 cents and 2,000 miles for 77 cents, as
against the existing rates of 75 cents and $1.25,
respectively.
The cost of transporting a 25-pound package

1,000 miles will be 76 cents, against the present
rate of $1.10, and for 2,000 miles $1.64, against the
present rate of $2.25.
Through this system the common rate area on

short hauls is reduced from an area of about
3,600 square miles, which is the average area of
each main block—to an area of about 180 square
miles. The present express rate methods embrace
much larger common rate areas.
For instance, the rate per 100 pounds from

Boston, New York, Philadelphia, Baltimore,
Washington and Richmond to Seattle, Tacoma,
Portland, San Francisco, San Diego, Reno,
Sacramento and many other points embraced in
the region west of the Sierra and Cascade moun-
tains is the same, $13.50. Under the commission's
system the rates will vary with the distance
between any two points, from $9.85 to $11 per
100 pounds.
While there has been an almost uniform reduc-

tion in charges upon parcels weighing fifty pounds
or less, the rates on packages weighing more than
fifty pounds have not been materially reduced.

Charged with Larcency of $4,000 Worth of
Watches, Cases and Chains—Recently Married
and Purchased Home.

Chicago, July 15.—Albert Wang, a clerk in the
employ of Moore & Evans, was arrested recently
charged with the larceny of watch cases, watches
and gold chains valued in the neighborhood of
$4,000. He was but twenty-two years of age, but
recently married and in the employ of the com-
pany for but a short time. In a confession he
made later he stated that he had stolen the mer-
chandise in order to secure money with which to
purchase a home. The thefts were all committed
since last April.
He followed out a carefully planned method

of disposing of the stolen goods, but overlooked one
important feature, the possibility of his stolen
goods getting into the hands of wholesalers who
were thoroughly familiar with the cost price. He
used business stationery, styling himself "jeweler
and optician," and used his home address as his
business location. He disposed of his goods to an
auctioneering firm in New York city which adver-
tised to buy old stocks. In many instances he
consigned the watches to the auctioneers and told
them to remit to him less their commissions.

All of the cases were solid gold. Some of them
found their way into a New York jobbing house
which handled similar lines. They were offered
through a third party who is supposed to have
represented the auctioneers. They were pur-
chased by the jobbers who immediately sent the
numbers and descriptions to the case manufac-
turers and asked them to quote the jobbing price
and informing them of the price at which they
were purchased. They were traced to Moore &
Evans, and when it was found that these numbers
were missing from the stock it became evident that
some employe was guilty.
James Clarke, of Moore & Evans, immediately

notified F. N. Woods of the Chicago office of the
National Jewelers' Board of Trade. The New
York office traced the goods to the auctioneer.
He stated that he received them in the regular
course of business from Albert Wang, a Chicago
jeweler. The result of this investigation was
reported to Mr. Wood, who called Wang into his
office and confronted him with the evidence and
secured from him a written confession. Wang
purchased a home on the south side, paying $2,300
for it and had on deposit in the bank $800.

Clerk Had Been Stealing
for Five or Six Years

Chicago, July 22.—William Ames, for eight years
a trusted employe in the jewelry store of Lewy
Brothers, Jackson Boulevard and State street,
was arrested charged with the larceny of from
$6,000 to $8,000 worth of jewelry merchandise
from the store. He was employed in the capacity
of porter. For four or five years the members of
the firm have been missing articles from the stock
and, although they had taken extra precaution to
discover the source of their disappearance, they
never obtained the slightest clue until Ames
was suspected.
A month ago detectives were placed on the case

and a close watch was placed on the premises day
and night. A watchman was placed in the store
who was under instructions to feign sleep. While
working in the store one evening, Ames thought
the watchman was sleeping and hurriedly opened
a show case and took from it a gold watch and
was about to slip it in his pocket when the "sleep-
ing watchman " jumped from his chair. Detectives
were immediately summoned from across the
street and he was placed under arrest. He was
taken to his home at 3,100 Groveland avenue
where, upon search of the premises, about $2,000
worth of merchandise was discovered behind boxes.
He was afterwards taken to the police station and
locked up on a charge of grand larceny.

Terrific Rain Storm Strikes St. Louis. Sewers,
Backing Up, Flood Union Station and Cause
Great Damage to Sample Trunks

St. Louis, July 17.—On Saturday night, July
13, some time after midnight this city was visited
by one of the most terrific rain storms in its history.
The magnificent Union Station was flooded from
eight feet in the subway to five feet in the midway
and yards, caused by the sewers backing up. At
the time of the storm the samples trunks of N. W.
Hagnauer, traveler for the Eisenstadt Manufactur-
ing Company, containing jewelry valued at $40,000
the sample trunks of W. E. Susong and S. L. Loew-
enstein, travelers for the Bauman-Massa Jewelry
Company, with contents very valuable, and the
sample trunks of Lawrence Oberting, of the Weid-
lich Jewelry Company, were all in the baggage
room. All these travelers were to leave the follow-
ing day on their respective trips. The damage to
the sample trunks was very great. The total loss
cannot be approximated at the present time.
The losses were all covered by insurance but it
will take some time to arrive at a settlement.

Notwithstanding the sample trunks were packed
apparently air tight and waterproof, the water
worked through the stem and crown of the watches
doing great damage. Water remained in the cases
for several days without leakage, the trunks being
locked.
The Sunday following this storm the Eisenstadt

Manufacturing Company, worked all day and Mr.
Hagnauer was enabled to leave that night with an
entirely new and complete stock.

Post-office Appropriation Bill
Carries Parcels-post Provisions

Original Parcels-Post Measure Modified in Senate
Committee—Zone System Retained, but Num-
ber Increased. Provision for Local Delivery

Washington, D. C., July 19.—After a dispute of
more than two months the Senate Committee on
Post-Offices and Post-Roads today reached an
agreement on the post-office appropriation bill,
and the measures will be reported Monday.
The parcels-post provision, the principal matter

in dispute, was finally threshed out by Senator
Bourne, the author of the original provision in
the bill, and Senator Bristow, of Kansas, former
assistant postmaster-general. The result was a
compromise.
Senator Bristow and Bourne, sitting as a sub-

committee, agreed on a modified form which re-
tains Senator Bourne's scheme for a division of
the country into zones within which rates for the
transmission of parcels shall be the same.
Senator Bristow believed the Bourne plan would

place rates so low that the project would be found
impracticable. To meet his objections eight
zones were outlined instead of six, as originally
planned, and the rates proposed by Senator Bourne
were slightly increased. The maximum rate
remains at 12 cents, the rate of the postal union.

Senators Bourne and Bristow agreed upon the
parcels post zones as follows:

First zone, length 50 miles; rate five cents
for the first pound, three cents for each additional
pound; second zone, length 150 miles; rate six
and four cents; third zone, length 300 miles;
rate seven and five cents; fourth zone, length
600 miles; rate eight and six cents; fifth zone,
length 1,000 miles; rate nine and seven cents;
sixth zone, length, 1,400 miles; rate ten and nine
cents; seventh zone, length 1,800 miles; rate
11 and 10 cents; eighth zone, length over 1,800
miles; rate 12 cents per pound straight. Maximum
packages 11 pounds.
Senator Bourne originally proposed six zones,

to range in length from 50 to 2,000 miles. The
idea of shortening the zones is that it would be of
benefit to the smaller merchants and that it would
also increase the average income of the system
and make it self-sustaining.
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We extend
greetings to our
customers and friends in the

trade and are pleased to advise

them that our representatives will

call within a short time with a very

complete line of " Sellers", bearing

" The Imprint of The Rose

the Trade Mark of quality, and a

stock of Diamonds, Watches and

Jewelry on which we invite com-

parison for assortment, quality,

price and general

excellence.

SOLLY GOUDEKET.A

t-ttflYarlgyiNoiD.

11 NASSAU St ti

• • •

Successful
jewelers have carried the

line for years. They will in-

crease their purchases this Fall.

Whether you have done business

with us in the past or not, the

next time one of our salesmen

calls, let him show you—and

make good on what we say.

HENRY FREUND  
& BRO.

"Sellers of Sellers"
Diamonds, Watches and Jewelry

71 Nassau St., New York

DIAMONDS
Insist on this when talking to your customers,
that a good diamond is a good investment.

Remember it yourself when making your pur-
chases and buy only stones of superior quality.

We handle only stones of superior quality,
Blue Wesselton and Top Crystals—perfect
and slightly imperfect.

Our stock is now very large. If you contem-
plate buying any goods to mount for the
Holiday trade, send for a memo package now
and make your selections while our assort-
ment is extensive.

Our prices are always right. We never mis-
represent our goods.

CROSS & BEGUELIN
  I 

23 MAIDEN LANE
New YORK
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Jewelers' 24-karat Club Enjoys
Eleventh Annual Outing

Attendance Breaks All Records — Favorable

Athletic Weather Adds to Enjoyment—Com-

bined Olympic and Eat-fest

New York, July 22.—The eleventh annual outing
of the Jewelers' 24-Karat Club of New York City,
was held on Saturday, July 20, at Port-au-Peck
Hotel, Long Branch, N. J. About 160 members
and their guests were present, by far the largest
attendance the club has enjoyed at any of its
summer gatherings.

Although many of the pleasure seekers motored
to the picnic grounds from New York, and various
points along the Jersey coast, the large majority
made the journey via the Sandy Hook boat, which
left Pier 10, North river, at 9.15 sharp, to Atlantic
Highlands; thence by special train to Long
Branch, and the remainder of the trip in luxurious
electric cars.

It was 24-karat weather, a trifle cool, but
splendidly adapted to the 24-karat athletic con-
tests and productive of 24-karat appetites.

The First Regiment Band of Newark, N. J.,
was taken along and played glorious music all
the way down New York Bay, much to the
merriment of all on board, and the worriment of
some two hundred canines, which were bound for
a dog show of some kind at Long Branch.

Dainty yellow badges, bearing the club's seal
and the date of the outing were distributed to
every one in the party; also gorgeous orange-
hued arm-bands, embossed with the emblem
"24-K" in green.

It was a gala day for old Long Branch. Never
in its history did it enjoy a sight so inspiring as
when the flower and pride of the jewelry trade
marched four abreast through its midst, headed
by J. Warren Alford, John Sherwood, "Charlie"
Brinck and the strains of martial music.

The Port-au-Peck Hotel has been the scene of
seven outings of the 24-Karat Club. Its popu-
larity with the club is due not so much to the
beauty of its surroundings as to the quiet seclusion
it offers. Here dignity may descend to tomfoolery
unabashed. Here the goldsmith may bump
against athletic records without having a crimp
put in his courage and artistic temperament by the
unappreciative gaze of a motley throng of idle
on-lookers.
The hotel grounds were reached by the jewelry

delegation about 11 a. m. After a light luncheon
of sandwiches and beer, the first frolic of the day,
a game of quoits took place. According to the
program, "quoits, which always heads the list,
appeal alike to old grey-beard and young plain-face,
with the betting in favor of the former." The
program was right. Almost every one took a hand
at the game, and the youngsters were not in it for
a minute with the seasoned veterans of many a
historic outing. H. R. Benedict and "Cy" Picker-
ing by superior head-work, strong-arms and mas-
terly throwing won a place in the semi-finals, and
worked their way into the finals, where by a score
of 11 to 10 they defeated their opponents. Each
was awarded a beautiful loving cup.
The Olympic games at their best are not to be

compared with the second frolic of the day, the
fire building contest, which according to the pro-
gram was "invented and controlled by fire corn-
missioner Stratton, who has started and put out
more fires than any other man in the country."
This contest was a penthalon and decthalon all
in one and necessitated every known quality of
athletic ability except pole-vaulting. If it did not
reduce many of the jewelry trade to a pulp it at
least brought all who took part in it from the
sublime to the ridiculous.
The event was run off in heats. Seated in a

row on beer-kegs, the contestants at a given signal
made a plunge of some fifty feet for a table on
which were neatly arranged overalls of various
colors. Grabbing each a pair, the contestants
proceeded to invest themselves in these as speedily
as possible. At another table each runner was
given a sun-bonnet and a mask and all then made
haste for another table where they obtained a huge
wad of tissue paper. Then they rushed a distance
of forty feet to another table where a judge in a

dignified manner handed each one a match.
Rushing back to the beer-kegs, they made neat
piles of the paper and some were fortunate enough
to strike fire. Next a rush of a hundred feet for
tin pails. Another run to a large tub for water and
then a home run to extinguish the fire.
The first heat in this exciting diversion was won

by "Dave" Kaiser, the second by Percy Savory,
the third by John Zuhr and the fourth by E. R.
Crippen.
The final race was very closely contested. After

a deliberation of fully fifteen minutes the judges
decided that E. R. Crippen had made the best time
and awarded him the loving cup.
Next came the third frolic, the most popular

event of the day,—the eats. It was a real old-
fashioned clam-bake prepared by experts in the
marsh near the river bank. Seated in informal
attire at long tables under the trees, the gathering
did more than justice to the splendid repast.
The menu all the way from celery to cigarettes

and from clams to Ballantine's would make any
one who swears by his wife's cooking sit up and
take notice.
There were no speeches. In their place was the

fourth frolic of the day, the story telling contest.
There were long stories and short stories, old
stories and young ones, original ones and other-
wise. Most of them were applauded. No ladies
were present, and what is getting to be a very
old story at these 24-Karat Club Outings, Joe
Cawthorne, the well-known actor, again won the
prize as he has for a number of years past, and was
awarded a beautiful loving cup.
At the dinner W. J. Lane, was announced as the

winner of the lottery, which consisted of guessing
the number of beans in a glass jar about nine
inches deep and five inches in diameter. Regard-
ing this contest the program said: "anyone who
knows beans will have a good chance for the prize,
in fact the better you know beans the better your
chance. The contest lasts all day, begins on the
boat going down the bay, etc." It was one thing
to know beans and another thing to know that in-
side the large jar was another glass jar, which like
an island in the sea, was entirely surrounded by
beans. It is a remarkable fact that Mr. Lane
guessed within 200 of the exact number of beans.
The dinner was over about 4 o'clock, when with-

out the usual interval required by the digestive
organs to perform an unusual job, the burlesque
golf contest, the fifth frolic of the day, was immedi-
ately entered upon with a vim. This game con-
sisted of batting large rubber balls with hockey-
sticks into empty butter tubs. Bunkers were
placed here and there about the course to the dis-
may of unskilled players. It required H. C.
Heather 15 "strokes" to get his ball in the first
"hole," yet he finished the remainder of the course
in 8, and won the prize with the very respectable
total of 23 "strokes."
The big event of the day, the 24-Karat Club

contest, open to members only was won by W. J.
Ward. Each contestant in this contest was given
24 carrots. From a given mark he was permitted
to throw six of these into a pocket in an upright
canvas stand; six more into a large' pocket of an-
other stand at a greater distance, etc. There were
four stands in all.
Mr. Ward succeeded in placing 19 carrots out

of a possible 24 in the pockets and was given the
president's cup, the most sought-after trophy of
the day. But every one received a prize. This
year it was a copper stein with the seal of the club
embossed on it. One was given to every one who
attended, with the compliments of the club.
The trip home in the cool of the evening was

delightful, especially the sail up the bay from
Atlantic Highlands, which the music of the band
helped in no small measure to make joyous.
On every hand expressions of appreciation were

heard for the work of the outing committee: John
W. Sherwood, chairman, Robert W. Adams,
Walter H. Tarlton, Frank C. Osmers and Edwin B.
Lapham; also for the splendid program prepared
by the entertainment committee: Alphens L.
Brown, chairman, H. R. Benedict, Matthias Strat-
ton and William J. Ward.
The tail end of a conversation between two mem-

bers of the club pretty well describes the day's
pleasure. "Well, Tom, what do you think of the
day." The answer was, "The best ever."

It was after seven o'clock when the crowd dis-
persed at Pier 10, North River.
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United States Gem Production
Shows New Developments

Total for 1911 Shows Increase Over Previous

Year—Emerald Mine in North Carolina—

Montana Moss Agates

Washington, D. C., July 15.—American mines

in 1911 yielded $2,700 worth of diamonds, $500

worth of emeralds, $215,313 worth of sapphires

and $44,751 worth of turquoise according to

figures just compiled by the United States geo-

logical survey. The total output of precious stones

in the United States last year was valued at

$343,692; the production in 1910 was valued at

$295,380.
An important feature of the gem-mining

industry in the United States during 1911 was the

result of prospecting at the Turner emerald mine

near Shelby, N. C. The quality of some of the
gems and the value of the gem material found in

this deposit with a small amount of development

work are promising, for the output included

gems valued at $100 and $200 per karat and equal

in quality to the average run of the emeralds from

South America. During the last three years

this one locality in North Carolina has yielded

gems worth $10,500.
Much interest has lately been aroused in the

moss agates found in Montana, some of which

are remarkable for their resemblance to landscapes.

By taking advantage of the arrangement of the

dark seams and dendritic patches, patterns are

obtained that resemble moss, sea growth, ferns,

rushes, trees, and landscapes with water and

islands. The cut gems consist of stones suitable

for use in brooches, stick pins, watch fobs, belt

buckles, and other ornaments. The gems cut from

the Montana moss agate or mocha stone command

good prices, bringing anywhere from $1 to $200
or $300 apiece. Some of the smaller stones suit-
able for stick pins of the mossy or fernlike patterns
are particularly delicate and beautiful, bring $25
each.

White Diamonds in Arkansas

Most of the American diamonds come from
Arkansas and California, although accounts have
appeared in newspapers of the discovery of these
gems in Illinois and Texas. The most important
find of the year in Arkansas was an 8 karat
white diamond—the largest diamond so far found
in the state. Another white diamond, of 3/44-64
karats, was also found.
The largest emerald so far discovered in North

Carolina measured about one inch by three-.
fourths of an inch by half an inch. It was about
half of a crystal split parallel with the length.
This piece has been cut into about twenty gems,
the largest of which weighs about three karats.
This stone has been described as having an excel-
lent deep green color and as being particularly
beautiful at night. It has almost no visible flaws
but is slightly foggy in strong daylight.

Considerable business in gems is done among
tourists along the coast of California and Oregon,
the beach pebbles having peculiar textures, odd
markings, and pleasing colors. Some of these
suggested by characteristic features such as
" enychthyol," "flower stone," "wire agate,"
"fish egg," and "Japanese stone." One company
in Avalon, Cal., has been engaged in cutting these
stones for several years. The stone is obtained in
all sizes, from cobbles over six inches thick to
small pebbles, but good gem material is not plenti-
ful. Beach pebbles are collected and cut for the
tourist trade along the coast of Oregon, as in
southern California. The tourists also collect
these pebbles to carry off as souvenirs, either
polished or in the rough.
A copy of the survey's report on gems of precious

stones, 1911, by Douglas B. Sterrett, may be
obtained free on application to the director of the
United States geological survey, Washington, D. C.



 1

1482

Another Waltham Accomplishment
CONVERTIBLE WRIST WATCH

110U SEE THE IDEA! By unfastening the bracelet you have a
watch that can be worn as any watch would be, either chatelaine,

on a chain like a locket, or in the pocket.

Note that our watch winds at 12 with the crown protected by the patent bow. There is nothing
to catch or tear the dress as in other wrist watches where the stem and crown is at 3.
The Waltham Convertible Wrist Watch (patent applied for) meets the present fashionable

demand for a wrist watch, and yet will be just as
attractive and serviceable a watch when the owner
chooses to wear it in the ordinary way. Because
of this fact the public will be justified in buying
a Good Grade Waltham Movement in a solid case,
and avoid the mistake of buying the cheap wrist
watches which are now being put upon the market.

Waltham Convertible Wrist Watches are sold as
complete watches with detachable bracelets. Sup-
plied in Jewel Series size (Ruby movement only),
and 0 size in Solid Gold and 20-Year Guaranteed

Gold-Filled Cases, 14K. Solid Gold, and 10/12 double stock Patented Expansion Bracelets.
We advise retail jewelers placing their Fall orders at once for their holiday needs.

WRITE FOR PRICE LIST OF WALTHAM WRIST WATCHES

The Waltham Wrist Watch, with strap and Gold buckle (not convertible) is by far the best wrist watch of this kind yet
placed on the market. This watch winds at 12. The crown is protected by our patent bow. Supplied in Jewel
Series and 0 size in our special designed Sold Gold and Gold-Filled Cases, imported Strap.

WALTHAM WATCH COMPANY
WALTHAM, MASS.
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the Watch, Jewelry and Kindred Trades. The
purpose and policy of this Journal are the pro-
tection and promotion of all trade interests. A
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Kansas City Convention
Marks New Trade Epoch

By the time this issue reaches our

readers, the annual convention of the

American National Retail Jewelers' Asso-

ciation will have been called to order in

Kansas City. That this will be the

greatest assemblage of the trade in its

history may be confidently predicted in

advance, and that it will mark a new

epoch in trade progress and regeneration

is equally certain.
The program of the meeting which was

published in full on page 1391 of our issue

of July 15, reflects the breadth of the
movement and its representative char-

acter. Names prominent in all branches

of the trade appear on this program,

and the subjects to be discussed include

not only all phases of merchandis-

ing, but all factors conducive to the better
protection of the trade and greater profit

of the business. "The history of Birth-
stones;" "Wireless Time Service;" "Re-
construction and Synthesis of Precious
Stones;" "The Folly of Auction-sales by
Jewelers;" The Publicity of Jewelry Fash-

ion," etc., evidence the widening scope

of the subject discussed, and give a fore-

taste of the great benefit which must neces-
sarily accrue to all who will be present at

the convention.
The fact that manufacturers and job-

bers will be in attendance and take part

the program will make the occasion a
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retailers' convention in its widest sense.

The latter will have an executive session

which only they themselves will be privil-

eged to attend, and this will serve every
purpose for which private discussion

may be necessary or desirable. The wis-

dom with which the program has been

drawn up is evinced in every portion of it,
particularly in the selection of the speakers
representing the retail trade.
The hundreds who wish to combine

helpful relaxation and mental exhil-

aration with attendance at the con-
vention, have awaiting them a supera-
bundance of entertainment to be furnished
by their brethren in Kansas City. We
trust, therefore, that our predictions in

regard to a record-breaking attendance will

be much more than fulfilled, and that the
fruits of the convention will exceed our

most sanguine expectation.

Benefit to Jewelry Trade
From Reduced Express Rates

The business world has learned with
much gratification of the results of the
investigation made by the Interstate
Commerce Commission into the methods
and rates of the big express companies. It
is expected that the suggestions, or rather
orders, of the commission will become
operative some time during the Fall, al-
though the express companies have still the
privilege of presenting arguments against
the commission's findings. The com-
panies, we understand, admit the neces-
sity for the changes in their rules and
practices, but quite naturally object to the
somewhat sweeping cut in rates. It is
especially interesting to the jewelers that
the reduction ordered on smaller packages
averages between fifteen and twenty per
cent, the commission conceding that the
present rates are much more reasonable
on larger than on smaller parcels. The com-
mission expresses the belief that material
reduction in the rates will not mean a cor-
responding loss in income to the companies,
as the latter will greatly benefit by the
increase in the number of parcels which the
lower rates will create.
The revised rates are based on a block

or zone system, the country being divided
into blocks fifty miles square, and the rate
is calculated between blocks rather than
between cities. It is expected that this
reform will obviate the many complaints

of overcharges which the present practice

makes inevitable. A system is also pro-
vided by means of different colored labels
which will tell momentarily whether the
package has been prepaid or otherwise.

This change is made with a view to pre-
venting the double collections which are
now a fruitful source of annoyance and
delay. The companies are also ordered to
co-operate in establishing through rates
by the quickest line of communication
avoiding the round-about shipments which
are also a source of much vexation and
delay.
Much credit is due the Interstate Com-

merce Commission for its excellent work
during a three years' investigation. While
the express companies will naturally
object to the rate reduction, the thorough-
ness of the plans laid down by the com-
mission, it is expected, will fully offset
their arguments.

The Fixed Selling Price
to be Vigorously Attacked

There is no longer any doubt that only
thorough co-operation among the manu-
facturing, wholesale and retail trades will
save to the business world the boon of
the fixed selling price. It is very evident
that the mail-order houses, department-
stores, and cut-rate institutions generally,
will unite their forces to break down, by
court decisions if possible, or by legislation
if necessary, this barrier against business
demoralization and ruinous competition.
Only recently, Justice Wright of the Dis-

trict Supreme Court, Washington, D. C.,
upheld the right of a chain of drug-stores
in that city, to sell a certain safety-razor
at a price less than that stipulated by the
manufacturer. This decision would seem
to be at variance with that issued March
11 last by the United States Supreme
Court in the now famous patent mono-
poly case, but the judge did not take this
view as he declared that the cases were
different and called for different decisions.
He held that a retail dealer who pur-

chases and pays for an article of com-
merce has the right to sell that article
at any price satisfactory to him. The
mere fact that an article is patented, and
that the manufacturer gives notice to
retailers not to sell at prices lower than
those fixed by him, does not deprive the
dealer of freedom of sale.
The case will be appealed to the District

Court of Appeals and will probably go to
the United States Supreme Court before
final settlement. The decision is hailed as
a victory for the department stores and
drug stores which have built up a large
trade by cutting prices on patented and
copyrighted articles.

There has also been a suggestive re-
newal of activity in Washington to f or-
ward the Oldfield measure, which would



1484 TI-1E

make it unlawful for the manufacturer
of a patented article to fix the price at
which it is sold to the consumer by the
retail merchant. Mr. Oldfield will ask
the committee on patents to place the
bill on the program for disposition before
the adjournment of this session. It is
important, therefore, that neither the
manufacturers or retailers should relax
their efforts in opposition to this measure.

The Wisconsin Association
in the Organization Vanguard

As the convention season is now prac-
tically over, and as each association has
placed on record the measure of its pro-
gress during the past year, it would seem
as if the palm should be given to the
Wisconsin Association. We do not think
it can be successfully disputed that the
rate of progress of this organization has
been greater, the scope of its work wider,
its membership more representative, and
its future more promising than any of its
sister organizations, creditable as have
been the achievement of some of the
latter. The annual reports of the officers
told that in the state of Wisconsin there
are approximately 625 jewelers and that
288 or 40 per cent of the total are paid-up
members of the organization. An all-
important factor in the successful working
of this association has been the organiza-
tion of district clubs.

The organization has to its credit the
passage of a stamping law, and expects in
the near future to add to this legislation
statutes which will enforce honest adver-
tising, afford relief for unclaimed repairs
and secure other reforms. The achieve-
ments of the association also include a
plan of examination for watchmakers
which, it is expected, will afford the
members an advance guarantee of corn-
petency in the workmen whom they may
employ. This plan, if put into practice
throughout the country, as in Wisconsin
and Iowa, would be a great benefit both
to the jewelers and bench-workers. This
association also established some time ago
a mutual fire insurance which they were
unable to carry out satisfactorily at the
time, but expect to re-establish it on a
more satisfactory basis in the near future.
In paying this tribute to the Wisconsin

organization, it is not our intention to
make invidious comparisons, but rather
to strengthen the faith of all in the possi-
bilities of organization and its proved
efficacy to achieve all the reforms which
the trade considers necessary to its com-
plete regeneration.

KEYSTONE

Mutual Fire Insurance
for the Retail Jeweler

In our references to the work of the
Wisconsin Association, we recalled their
innovation of a few years ago in establish-
ing a plan of mutual fire insurance. For
well defined reasons, however, the plan did
not prove as successful as anticipated,
though its practicability was generally
recognized. If the associations could suc-
cessfully establish such mutual fire insur-
ance a great saving would be effected,
and the organization could point to actual
dollars and cents placed in the pockets of
the jeweler. At the convention of the
Pennsylvania Association, a feature of the
program was a very instructive address on
co-operative fire insurance, and the
speaker, who is a recognized authority on
the subject, expressed no doubt whatever
as to the feasibility of the mutual plan.
As a case in point he said:

The Jewelers' Association of the Erie Business
Men's Exchange is a branch of the largest local
trade organization in Pennsylvania, 500 firms, all
trades and professions. The jewelers' branch
includes seventeen retail jewelers, every legitimate
retail jeweler in Erie, except three new firms who
though invited, will not come in until they get
established and can afford to close evenings and
summer half holidays as the associated members
do. Ten of these seventeen jewelers have had
forty-nine policies in the retailers' mutual for
which they have paid $439.52. The cost of these
policies at board rates would have been $811.52.
Their savings to date have been $372. The
point is that these ten jewelers have saved more
than enough in insurance premiums to pay all
their dues in the local jewelers', state jewelers'
and national jewelers' associations.

To the organized trade generally, we
commend a careful perusal of the address,
from which we make the above quotation
which appeared on pages 1429 and 1431
of our issue of July 15. The explanations
therein given and the statistics on which
the speaker's conclusions were based
should furnish food for thought that may
in the future ripen into an insurance
institution of as much value to the
jewelers as it has proved to their retail
brethren in the hardware trade.

Inducements to Merchants
to Visit Buying Centers

In view of the rapidly improving condi-
tions in business generally, and the jew-
elry trade in particular, it is expected that
fall purchasing will be inaugurated earlier
than usual and with more liberal invest-
ments in stock. It will interest many,
therefore, to keep in mind the induce-
ments in the way of reduced railroad
rates now afforded them to visit the large
buying centers where selections can be
made to greatest advantage. During the
present month excursions to the seashore
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will be numerous, and the special rates to
buyers permit of stop-over privileges,
thus enabling the out-of-town merchant to
economically combine recreation and
sight-seeing with the inspection and pur-
chase of fall supplies.
An increasing number of the trade each

year are making annual visits to the large
buying centers. The visits of traveling-
men with their necessarily limited lines
do not afford the same opportunity for a
study of styles, comparison of quality and
prices and the securing of the lowest terms
as does a personal tour of the big wholesale
houses with their immense stocks and
eagerness to afford the prospective buyer
every possible courtesy and satisfaction.

Marked Business Improvement
Despite Pending Political Turmoil

The opening of the fall session is coin-
cident with so many favoring develop-
ments in the business and industrial world
that all are justified in looking forward
to a prosperous fall and holiday trade.
In fact were it not for the pending political
struggle, a well-defined boom would seem
to be assured. The iron and steel industry,
which is usually regarded as the most
reliable commercial barometer, is enjoying
exceptional prosperity. While July in
other years showed, as a rule, a marked
falling off in the number of orders, the
United States Steel Corporation reports
for the month just ended the booking of
more than one million tons of new business,
a new record for this particular month.
The railroads have placed orders for steel
rails, locomotives, cars and general equip-
ment that mean millions to the industries
involved. Ship-building is also excep-
tionally active, due in part to the
approaching completion of the Panama
Canal with its assured boom to American
shipping interests. So great, in fact, has
been the demand in the iron and steel
industry that there has been a stiffening
of prices all around.

Equally favorable are the reports from
the agricultural sections which tell of
immense crops with remunerative prices
awaiting their sale. Never probably has
the financial situation been sounder, nor
confidence in credits stronger; while the
business world evidences a degree of
good sense and honesty far beyond that
which characterized it in any past period.
As is usual the jewelry interests will be
slow to reflect the general improvement,
yet the reports just received from the
large centers tell of greatly increased
activity with a most promising outlook.
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This Combination Crumb Scraper and Tray (Washington Pattern) is the only new de-

parture offered in this line for years. A strong, convenient, one-piece article that can
be used most effectively with one hand.

A light skimming motion along the cloth gathers the tiniest crumbs and deposits them

in the tray, where they will remain until the scraper is overturned.

PROFILE VIEW SHOWING DEPTH OF TRAY.

tij &S.
STERLI N G

THESE 1{.LUSTRA1IONS ARE ABOUT HALF 9121.

THE ACTUAL SIZE IS 12 INCHES

ScS
STE fin NO

FRONT VIEW SHOWING WIDTH OF SCRAPER AND TRAY.

This novelty is made throughout of sterling silver 925/1000 fine. It can be furnished in

all of our regular sterling patterns and costs no more than an ordinary crumb scraper.

Just what you have been looking for to add variety to your line of sterling for gift

purposes. Sells at a popular price and will make friends for you.

An all-the-year-round seller, but the season between Easter and June offers splendid

possibilities. Write at once for particulars or .order a few.

NEW YORK

Box 25
WALLINGFORD, CONNECTICUT

CHICAGO SAN FRANCISCO LONDON
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Bergen Rich American Cut Glass
MANUFACTURED BY

The J. D. Bergen Company BERGEN
MERIDEN
CONNECTICUT

G LASs
LOOK FOR BERGEN TRADE MARK

FOR THE

FALL TRADE

OUR

SALESMEN

Our line of CUT,

ROCK CRYSTAL

and ENGRAVED

GLASS surpasses any-

thing we have so far

put on the market,

consisting of the latest

shapes and a variety

of new and original

patterns.

are now on the road
with our new line, and
we kindly ask you
look our samples over
before placing your
FALL ORDER, or call
in at our different
Salesrooms where we
keep a full line of
samples on display at
all times, or send for
one of our latest
CATALOGUES.

We call particular

attention to our new

line of JEWEL CASES,

PUFF BOXES,HAND-

KERCHIEF CASES,

HAIR RECEIVERS,

CARD CASES, ETC,

We have also added
to our line a number
of new ELECTRO-
LIERS which are en-
tirely different from
any yet put on the
market by other cut
glass manufacturers.

Send at once
for illustrated
sheets.

New York Salesroom

38 Murray Street

ONE OF OUR LATEST PATTERNS
We guarantee every piece of glass that leaves our Factory

San Francisco Salesroom
303 Jewelers' Building, 150 Post Street

Chicago Salesroom

10 S. Wabash Ave.
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Better than ever
OUR

1912 TOILET WARE
FIVE NEW AND EXCLUSIVE PATTERNS

From the Quality Workshop of

The Van Bergh Silver Plate Company of Rochester, N.Y.
HESTER MADE .114KA NS QUALITY "

Van Bergh- asle means th style and, quality

Our toilet ware lines are now ready for distribution and you will

miss one of the best things of the year if you do not send for our

advance sheets giving full details of all the patterns. May we

send them to you. Just a postal to Dept. B will do the business.

The Van Bergh Silver Plate Company
Rochester, N.Y.

Makers of quality Silver Plated Toilet and Hollow-ware since 1890
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Better than ever

OUR

1912 TOILET WARE
FIVE NEW AND EXCLUSIVE PATTERNS

From the Quality Workshop of

The Van Bergh Silver Plate Company of Rochester, N.Y.
"ROCHESTER MADE MEANS QUALITY"

Van Bergh-Ro ade means'byth style and quality
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Our toilet ware lines are now ready for distribution and you will

miss one of the best things of the year if you do not send for our

advance sheets giving full details of all the patterns. May we

send them to you. Just a postal to Dept. B will do the business.

The Van Bergh Silver Plate Company
Rochester, N.Y.

Makers of quality Silver Plated Toilet and Hollow-ware since 
1890
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traordinary Success c)ntes Only to itose
%to Are Brilliant and Capable - - -

in -the Plans They Originate - -

The Force That Makes a Leader Maintains a Leader

aciderick

Sisrnark

Those who follow know what the leader has done,
but they do not know what he is going to do next

The same force, energy and originality
that have made us leaders in our line are
at your command to assist you to become
a leader in your line.

To be extraordinarily successful you
need something more than good rings and
good jewelry. Unusual success comes
only to those who are brilliant and capable
in the plans they originate.

We furnish you with more than merely
good rings. We supply you with original
plans and brilliant thoughts that give you
prestige and leadership in your community.

Rm.' hardcbeuPd0-40,12.

We are the originators of the Mechani-
cal Window Display for the jeweler—
pioneers in the National Advertising of
rings—and in addition to this we offer you
the service of our Personal Advertising
Department that works for you, without
cost.

Surely it is to the interest of every
ambitious jeweler to take advantage of the
W.W.W. proposition, the most original—
the most attractive—the most beneficial
proposition that has ever been offered the
retail jeweler.

WHITE, WILE & WARNER
Makers of Rings in which the Stones Do Stay

1/

4ahon2ee ,

johlleililfonir

BUFFALO, N. Y.
New York Office, Silversmiths Building, 15 Maiden Lane

■
55

WHITE, \ \/
WILE &
WARNER
Advertising Dept.

BUFFALO, N. Y.

GENTL MEN : —Without obli-
gating myself in the least, I would\
like to have you send me absolutely IL
free full particulars regarding your
new Mechanical Window Display and
your free personal advertising service.
Name  

-
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HOWARD "CAVETTO" WATCH
12-Size, Extra-Thin

HOWARD "DORIC" WATCH
I2-Sim, Extra-Thin

 vial/

HOWARD "CARVEL" WATCH
16-Size, Extra-Thin

Is Your Trade in
HOWARD WATCHES
Active?

It's one thing simply
to hand out a HOWARD
Watch to a man when
he asks for it of his
own accord.
And quite another to lead three,
four, five times as many customers
to ask for HOWARDS.
The most progressive and the
most successful—HOW ARD jew-
elers make a strong feature of
HOWARDS every day in the year.
They put a striking display in their win-
dows. They advertise HOWARDS over
their own names in the local newspapers.
They keep their assortments diversified
and complete—so they can fit any man
with a HOWARD.
If you have never handled HOWARD Watches
this way, and you feel like trying it—order
HOWARDS enough to make a representative
showing. Your responsible jobber will supply
You.

E. HOWARD WATCH WORKS
WALTHAM, MASSACHUSETTS

. Address  
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MARY CHILTON

TRADITION, WHICH WAS THE FORERUNNER

OF, AND STILL SUPPLEMENTS HISTORY,

TELLS US THAT MARY CHILTON WAS THE

FIRST PERSON TO STEP ASHORE WHEN THE

PASSENGERS OF THE MAYFLOWER LANDED

AT PLYMOUTH IN 1620. SHE WAS THUS

LITERALLY "THE FIRST LADY OF THE LAND.'

AND IN RECOGNITION OF THIS DISTINCTION

AS IT RELATES TO AMERICAN WOMANHOOD

THE TOWLE MANUFACTURING COMPANY PRE-

SENTS UNDER HER NAME ITS NEW PA rTERN

OF STERLING SILVER FLATWARE NOW READY

FOR DELIVERY. IT IS MADE IN MEDIUM

WEIGHTS AND IS FOR SALE ONLY TO THE

JEWELRY TRADE.

1111•111111 111

THIS PATTERN, WHILE

DISTINCTLY COLONIAL IN

CHARACTER, SHOWS

STRONG INDIVIDUALITY IN

THE TREATMENT OF DE-

TAILS, WHICH, IN ADDI-

TION TO THEIR NOVEL AND

BEAUTIFUL EFFECT ARE SO

ARRANGED AS TO GIVE

EACH PIECE THE MAXIMUM

OF STRENGTH,

SUGAR SPOON

THIS PATTERN IS NOW

BEING DELIVERED

BUTTER
KNIFE

TOWLE
MANUFACTURING COMPANY

TABLE SPOON
LENGTH

8 5-16 INCHES

(COLONIAL SILVERSMITHS)

FACTORIES: NEWBURYPORT, MASSACHUSETTS

SALESROOMS (WHOLESALE ONLY):
CHICAGO, NEW YORK CITY,

HEYWORTH BUILDING. SILVERSMITHS' BUILDING.

DESSERT KNIFE

41110   11(14

IMITATION ORIENTAL PEARL NECKLACES

C's

OWING to certain Oriental Qualities
these goods are hardly distinguishable

from natural Oriental Pearls.

Also
Indestructible Pearls

In All Grades
Diamond and Fancy Clasps

ALBERT LORSCH & CO., INC.
Largest Dealers in Diamonds, Precious,

Semi-Precious and Imitation Stones

LORSCH
BUILDING

37-39 Maiden Lane
NEW YORK

,ft

PROVIDENCE

131 Washington

Street

N. Y. Phone
2161 and

2162
John

3113,
(X,

1491
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Opinion too deep-rooted is
often-times bad business. Until

you have seen LK RINGS don't believe
any other line is superior. We are convinced

that our goods are of the better sort — after
you have seen them you might say the best sort.

LK RING LK
Don't fail to examine our line this Fall.
Chances are that one of our salesmen will call on
you soon. If he don't it's his fault, not ours. We
told him to do so. Tell us if he don't. We

want every retailer in the country to see
our new fall line. We are proud

of it. It will interest you.

'WV ------..

JOSEPH L. HERZOG C& CO.
Makers of LK Rings

0,. )

45-51 ROSE STREET (Cor. Duane) NEW YORK
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The Jewelers' Security Alliance
Amends By-laws and Constitution

Amendments to Afford Increased Protection to
Members—Two Classes of Protection Now
Offered—Dues Graduated According to Stock

New York, July 27.—At the special meeting of
the Jewelers' Security Alliance, held on July 25,
amendments were made to the constitution and
by-laws, which will broaden the work which this
organization has been conducting successfully for
nearly thirty years, and enable it to offer the
members who desire it increased protection against
the thieves who prey upon the jewelry trade.
When the Alliance was organized in 1883 the
greatest danger to which jewelers were exposed
was safe burglars, and the plans adopted were
directly against them only. In recent years, how-
ever, jewelers have suffered as much or more from
the attacks of sneak-thieves, penny-weighters,
window-smashers, and similar criminals as from
safe burglars, and changes have become necessary
in the work of the Alliance in order to protect its
members against these new methods of robbery.
The Alliance will now offer two classes of pro-

tection known as Class A and Class B. The annual
dues of Class A will be $5 per year.

Class A members will receive: For safe burglary
—Detective Service until the burglars are caught
and punished, or until in the opinion of the
Executive Committee, every available clue has
been worked to the fullest extent, and, if possible,
the stolen property recovered, when the member's
safe or safes, or vault, has been broken into and
robbed, during the hours when the store or office
is closed.
Reward $100 will be paid for arrest and con-

\ jet;'-'1 of any person or persons for safe burglary
at any time; for store burglary at any time;
for window smashing at any time; for sneak theft
at any time; for assult on member, or member's
employe, without injury.
Reward up to $5,000 may be offered for murder,

or assault and injury, to a member, or member's
Employe.
Cs B members will receive: Detective Service

—Until the burglars are caught and punr:, ed, or
until in the opinion of the executive committee,
every available clue has been worked to Lhe fullest
extent, and, if possible, the stolen property
recovered, for the following five crimes:

Safe Burglary—When a member's safe or safes,
or vault have been broken into and robbed at any
time.

Store Burglary—When a member's store or ofil.:e
has been broken into and robbed at any time.
Sneak Thieves—When a member's store or office

has been robbed of $100 or more at any time.
Window Smashing—When a show wink -

been smashed and goods stolen at any time.
Assault—When a member; or member's employe

has been assaulted and robbed, or robbery at-
tempted in the tore or office at any time.
Reward $100 win :-e paid for arrest and con-

viction of any perEon Cl persons: For safe burglary
at any time; for store burglary at any time; for
window smashing at any time; for sneak theft at
any time; for assault on member, or member's
employe, without injury.
Reward up to $5,000 may be offered for murder,

or assault and injury, to a member, or member's
employe.
The annual dues of Class B will be graduated

according to the amount of stock carried as follows:

$25,000 or under $10
$25,000 to $50,000 15
$50,000 to $100,000 20
$100,000 to $200,000 25
$200,000 or more 50

The present members of the Alliance who do
not wish to take the increased protection offered
in Class B can remain in Class A without any
change except that they will receive a broader
reward offer covering more crimes than previously,
and will have the right to be transferred to Class B
at any time when they desire by paying the
difference in dues without intiation fee. New
members can join either Class A or Class B as
they may prefer with intiation fee of $10 for either
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classes, and annual dues of $5 for Class A or the
annual dues graduated according to amount of
stock as noted above for Class B.
The regular monthly meeting of the Executive

Committee was also held on the same day, and
the following new members admitted all in
Class A:
W. F. Cheesman, Lake Placid, N. Y.
F. F. Jordon, Rowland, N. C.
J. Alex. Lanctot, Somersworth, N. H.
Fried, Mills & Co., Inc., Newark, N. J.
George L. Parker, Rocky Mount, N. C.
Lee C. Sawin, Whittier, Cal.
Max Stern, Kansas City, Mo.
Frank Zeller, Terra Alta, W. Va.
E. L. Britt & Co., Boston, Mass.
Charles Denitz, Elgin, Texas.
F. W. Grover, Kansas City, Mo.
Hoefer Jewelry Company, Kansas City, Mo.
Harry L. Purcell, Atlantic, Iowa.
A. F. Robertson Jewelry and Watch House, Three Forks, Mont.
C. M. Wright. Three Forks, Mont.
Kostka Glass & Paint Company, Lincoln, Neb.
Amdur & Jacobs, Buffalo, N. Y.
Henry R. Flammang, Dyersville, Iowa.
Fox & Fuller Company, Easton, Pa.
0. B. Melia, Loveland, Cal.
Scott Brothers, New Cumberland, W. Va.
J. A. Johnson, Independence, Kans.

The following rewards were ordered paid:
No. 183.—To E. Hirschel, a private citizen for

the arrest and conviction of Albert Johnson and
Marius Allegnier, who bored thirty-five holes
through the rear door in the store of the Kraft
Optical Company of New York City, cutting out
pieces through which they entered, and stole optical
goods and a typewriter amounting in value to
about $1,000. Circulars were sent out under the
direction of the Alliance offering a reward and a
description of the property, so when Mr. Hirschel,
was approached to buy a portion of it he immed-
iately informed the police and the thieves were
captured and practically all the goods recovered.
Johnson received an indeterminate sentence at
Sing Sing, and Allegnier to one year and $500
fine or to serve one day for each dollar if the fine
is not paid.
No. 184.—To officer Allison N. Fleming, of

Fairmont, W. Va., for the arrest and conviction
of James Oley who smashed the glass in the front
door in the store of W. A. Fisher, but was captured
before he had an opportunity to steal anything,
and confessed that he intended to rob the store.
He received a sentence of six months in jail at hard
labor.

No. 185.—To the Police Pension Fund of In-
dia:- apolis, Ind., for the arrest and conviction of
Wi ham Parker who smashed the window in the
store of Horace A. Comstock, and stole a small
o..a property for which he was sentenced
, iuiii one to eight years in the Indianapolis

Reformatory.

Among recent robberies reported to the Alliance
were the following:
V. A. Fall, of Reinbeck, Iowa, reports that his

store was broken into recently by a man described
as follows: height, about 5 feet, 11z2 inches;
weight, about 160 pounds; age, about 25 years
smooth face, ugly expression, light brown hair and
eyes, wearing gray suit and cap, blue soft shirt,
tan oxford shoes. No property was stolen, as he
approached two boys in town and asked them to
help him, who tipped off Mr. Fall and he arranged
to be at hand, but when the watchman began to
shoot at the back of the store the burglar broke
the front window by throwing a clock through it
and escaped with a few old watches which were
hanging on a rack. He claimed to be a professional
safe blower and had with him nitro-glycerine,
drills, etc.
H. Mahler's Sons, of Raleigh, N. C., have identi-

fied the man under arrest, of Savannah, Ga., for
stealing a ring from Van Keuren & Co., as the
party who stole the property from them in the
same way, and will forward a warrant which they
hold to the Savannah police. He has also been
identified as the man who stole a $300 diamond
ring from R. Bruce Carson, of Hagerstown, Md.
On the morning of Saturday, July 13, a man

called at the store of Henry Castleberg, of Balti-
more, Md., and was served by salesman Charles
Becker, who is now out of town on his vacation.
The man remained in the store about three minutes,
examining watch chains, lockets and scarf pins,
explaining that he was selecting articles to be put
aside for a friend who would call later and pass
judgment. He selected a chain locket and scarf
pin, value $61 and had the bookkeeper make him

out a bill in the name of J. E. Myers. He then
paid $5 to bind the bargain. It was some. time
after that the loss of two scarf pins, value $109
and a watch chain, value $16 was discovered.
The matter was reported to the police department
and Detective Bradley recovered the two scarf
pins in local pawn shops. At this place the thief
used the name of J. E. Myers and at another
Hoffman. The watch chain has not been recov-
ered. The following is a description of J. E.
Myers, alias Hoffman: Age 30 years, 5 feet, 6
inches tall, weighs 160 pounds, stocky build,
dark complexion, dark eyes, black hair, small
black mustache. This man was Jewish. He spoke
broken English at Castleberg's but used good
English when talking to the pawnbroker.
Sometime during the night of Saturday, July

20, a burglar entered the store of Emil Steinman,
of Sacramento, Cal., by breaking through a
window and wall in the rear and stole twenty-six
watches from the show window. The burglar with
his loot was caught the next day (Sunday) and will
be prosecuted at once. He is an ex-convict from
Walla Walla, Wash., and has been fully identified
by detectives.

Manufacturing Jewelry Industry
and Reduced Express Rates

A Great Benefit to Manufacturers—Direct Com-
munication Routing as Valuable as Reduced
Rates—Quick Delivery Very Important

Attleboro, Mass., July 23.—Jewelers of the
Attleboros are interested in the recent order of the
Interstate Commerce Commission which will
make a sweeping reduction of - express rates
throughout the country, affecting fifteen com-
panies, and approximating about 15 per cent.
While the jewelers have not yet had an oppor-

tunity to study the new schedules they believe
that will be able to ship cheaper to all parts of the
country, particularly New York, and Chicago, the
two great commercial centers.
One of the leading Attleboro jewelers states that

the reduction will undoubtedly be a benefit to
manufacturers of the Attleboros and Providence.
The New England Jewelers and Silversmiths' Asso-
ciation has not yet had an opportunity to consider
the matter as there are no summer meetings, but
the new order will be considered this fall, in all
probability.
The jewelers state that the principal difficulty

they have experienced is in regard to the routes
by which jewelry is shipped. They find it almost
impossible to get the receiving company to send
packages by the routes asked for, and almost
invariably the company will deliver by whichever
route it chooses.
The reason for this is that the receiving company

prefers to route the package on its own lines. This
is a cheaper method than sending it over the more
direct lines of other companies, although the
latter method would insure a prompter delivery.
The jewelers have been as anxious to have the

routing plan established as to have a cheaper rate,
since the delivery of a package is important and
sometimes means a great many dollars to the
shipper: They find that packages accepted by
the Adams Company for delivery by a certain
route have been delivered by a longer route, over
the Adams lines, and this often causes a delay
which the shippers are anxious to avoid.

Practically all of the product of the jewelry
factories of the Attleboros and Providence is
shipped to various parts of the country by the
Adams Company, but a large per cent of i t goes
through other companies. It can be seen that a
general reduction, approximating 15 per cent, such
as is provided for in the new order, will mean
quite a little saving to the jewelers.

If the routing plan could be settled in conjunc-
tion with this reduction the jewelers would be
quite pleased. It would mean that they would
be sure of a prompter delivery, although the
expense might be more than sending a package to
its destination over the lines of one company.
This matter will probably be taken up by the
jewelers as soon as their association resumes
active work this fall.
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CAREFUL BUYING in the best markets enables us
to buy Diamonds that are right at right prices. Our

stock is specially strong in the better grades—the kind
now in demand. But there is nothing so convincing as
a trial. Let us have your next order, and see for yourself.

MOUNTED PIECES
Our Mounted Pieces are remarkable for originality and beauty of
design and a finish that puts them in a class by themselves—
superior goods, yet moderately priced.

HAYDEN W. WHEELER & CO.
Importers and Manufacturers

2 Maiden Lane, R311 New York

FACTORY, BROOKLYN
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Be He Progressive or Stand-Patter
the retail jeweler can no more afford to be without
Belscript Monogram Fobs than can the grocer
without sugar, or the hardware dealer without nails.

Belscript Monogram Fobs are a staple commodity
in every day demand, and no jeweler's stock is
complete without them.

You can show your customer his own monogram
in a minute. That clinches the sale.

Gentlemen:—Please send me descriptive price-list and sample on memo. at
your expense.

NAMF

ADDRESS 

BELSCRIPT CO., Inc.
Duane and Rose Streets • •
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NEW YORK LETTER

NEW YORK OFFICE OF THE KEYSTONE,

ROOM 1102 JEWELERS' BUILDING, 9-11-13 MAIDEN LANE,

NEW YORK, July 27, 1912.

Never before in a presidential year were the

business interests of the country so universally

confident of immediate trade improvement as in

the present campaign. The great national con-

ventions instead of having a baneful effect on

business generally have been followed by opti-

mistic comments from leading merchants in almost

every line, whether it be drygoods, hardware,

clothing or shoes. It is this condition of affairs

that the jewelry trade has been patiently awaiting

since the panic of 1907. Business must be good

generally before it is good in the jewelry line.
Everywhere there is a general inclination to let

politics and the tariff take care of themselves.

While many of the factories in the jewelry trade

are closed for inventory and repairs according to
the annual custom, manufacturers have been busy

making their plans for large fall and holiday orders.

Wholesalers in New York speak very opti-

mistically of the Fall outlook. Already they are
beginning to receive reports from their travelers
which are very encouraging. Orders are con-
siderably larger at this time than for several years.

This is due to the fact that the retail jewelers of the
country, whose stocks are at low ebb as a result

of the hand-to-mouth buying of the past two or

three years, are now confident of a return of good
times and are buying heavily.

Typical of the remarks now being expressed by

leading New York jobbers is that of Louis Cohn,

of the firm of Henry Freund & Brother. "Busi-
ness with us is exceptionally good just now,"
said Mr. Cohn. "All of our men are on the road

and are reporting splendid sales." This is especially

true of watches. We are selling many expensive
watches. This would indicate to me that the

people are confident that the election this fall will

not be a disturbing element to business and are begin-

ning once again to spend their money freely."

Not only in the jewelry trade, but in allied lines

is confidence in the season's outlook prevalent.

A large New York wholesaler in china and glass-

ware had this to say recently:
"In the china and glass trade conditions are

normal. The volume of business has not differed

from last year, and in some lines prices have ma-

terially advanced. This is notably the case with

English goods, the settlement of the British coal

strike having been made the occasion for a
marked increase by the Staffordshire potters and
by the Stourbridge glass workers as well.
"Collections are a little backward, but there

seems to be a steady demand for merchandise,
and the advance guard of the visiting merchants
is appearing somewhat earlier than usual. They
tell of extraordinary crop prospects, and if these
are realized Fall trade should be very satisfactory.

Visiting Buyers in Great Numbers

There has been an unusual rush of travel to
New York during the past month, unquestionably
due to special inducements made by the railroads.
Many of the retail jewelers along Fifth avenue and
the other streets in the retail shopping district are
enthusiastic over the business they did despite
the great heat of the first part of the month and
are looking forward to continued good business
through August. Arrangements perfected by the
Merchants' Association of New York for reduced
railroad fares have been instrumental already in
attracting many jewelry buyers to New York.
An application for series of merchant's reduced

fares will be in effect to New York from Grand
Trunk line territory for the following dates:
August 3 to 6 inclusive; August 17 to 20 inclusive
and September 7 to 10 inclusive. The merchant's
rate for the round trip will be fare and one-half.
The return limit on the certificate will be fifteen
days.
R. H. Macy & Co. were successful recently in their

protests before the Board of United States General
Appraisers regarding Collector Loeb's assessment
of 85 per cent duty on an importation of women's
handbags in chief value of beads, with brass,
white metal or gun metal frames. It was con-
tended that they were properly suitable at 60
per cent ad valorem under paragraph 421, or at
45 per cent under other sections of the Tariff act
of 1909. The board decided that the goods were
properly dutiable at 60 per cent, and as the
Collector had declared that he was willing to
reliquidate the entries accordingly, the order of
reversal was put through without discussing
further the merits of the case. The protests by
the same importers in regard to ladies' spangled
belts in chief value of gun metal were overruled,
however.
A. Strauss & Co. contended that an importation

of necklaces valued at less than 11 marks a gross,
which were assessed for duty at 60 per cent ad
valorem, and brooches composed of metal and
paste and valued at less than 7 marks a gross,
which were assessed at 45 per cent, were really
dutiable as toys at 35 per cent under paragraph
431. In view of previous decisions on similar
merchandise the board sustained the importer's
contention. The same firm also succeeded in
convincing the board that an importation of
rings bracelets, and opera glasses was properly
duitAle at 35 per cent as toys.
Under paragraph 112 of the Tariff act of 1897

the collectors both at New York and Philadelphia
assessed for duty at 45 per cent ad valorem stained
glass windows imported by Rooney & Spence and
John Dunn Jr., & Co., who demanded that they
be either free of duty or properly dutiable at 15
or 20 per cent. This issue had been passed on
previously by the board, and was decided adversely
to the importers' contention.
The collector's decision was reversed in the case

of M. J. Corbett & Co., who contended that the
proper duty to assess on rosaries, in which the
component material of chief value was metals,
45 per cent instead of 60 per cent, as levied by the
Government.

Unique Customs Case

The status of the citizenship of the wife of an
American who had died abroad was the subject of
a case which came before the Board of United
States General Appraisers on July 16.

Florence Kohn and Mrs. Charles Kohn protested
against the imposition of duty by the collector at
Portland on loose diamonds and pearls which,
they contended, should come in free under para-
graph 648 of the Tariff act of 1909, relating to
"personal effects not merchandise of citizens of
the United States dying in foreign countries."
The pearls and diamonds constituted a necklace,

which was the personal property of Mrs. Bertha
Glazier, who died in Frankfort, Germany, in 1910.
She willed the necklace to her relatives in this
country, and in carrying out the bequest the neck-
lace was taken apart. Mrs. Glazier was born in
Bohemia, as was her husband, Isaac Glazier, who
was admitted to citizenship in this city in 1866, and
thereafter lived either in San Francisco or New
York. He was dead at the time of his wife's
demise.
The only question presented by the appeal was

the status of Mrs. Glazier at the time of her death.
The testimony showed that Mr. Glazier was a
citizen of the United States at the time of his
death, and there was nothing in the record to
show thereafter any affirmative act of expatriation
by Mrs. Glazier. In the judgment of the board,
however, Mrs. Glazier had at the time of her death
lost her status as an American citizen. by the opera-
tion of section 4 of an act of March 7, 1907,
which reads as follows:

"That any foreign woman who acquires Ameri-
can citizenship by marriage to an American shall
be assumed to retain the same after the termina-
tion of the marital relation if she continued to
remain in the United States, unless she make
formal renunciation thereof before a court having
jurisdiction to naturalize aliens, or if she resides
abroad she may retain her citizenship by register-
ing as such before a United States Consul within
one year after the termination of such marital
relation.
Mrs. Glazier lived a widow for more than a year

after the death of her husband, residing all of
that time abroad, and the record failed to show
that she had registered with a United States
Consul. The protest was therefore overruled.

Eugene H. Valle, head of the diamond depart-
ment of Cross & Beguelin, will leave early in the
month for Westchester county, where he will take
part in the annual military manoeuvers. Charles L.
Jones, of this firm, recently returned from a two
weeks' fishing trip in the Maine woods. Reports
have it (his own reports) that he caught thirteen
whoppers. Fritz Ziegler, another employe of the
firm, returned late in July from Mt. Clemens,
Mich. Mr. Ziegler has been suffering from
rheumatism but is now fully recovered.
"Jack" Delaney, of Rudolph & Snedeker, spent

the last two weeks in July at Lake Bouseen, Vt.
Philip Fried, of L. Heller & Son, is spending a

short vacation in the Catskills.
0. S. Clark, of C. G. Alford & Co., Daniel F.

Pickering, of Cross & Beguelin, and George B.
Styles, a retail jeweler of Kingston, N. Y., left
August 1 for a two weeks' fishing trip among the
Ridean Lakes, Ontario, Canada.
Hundreds of his friends in the trade were deeply

pained to learn of the death from pneumonia of
Emil Frankfield, of the firm of A. Frankfield &
Co., 38 West Thirty-fourth street.
Ives L. Lake, general sales-manager of the Wal-

tham Watch Company, returned with Mrs. Lake
the latter part of July, after a month's trip to
Europe.
A monument was recently unveiled at Salem

Fields cemetery, Cypress Hills, in memory of
Albert Krower, who was formerly a member of the
firm of Albert Lorsch & Co.
Mr. Lieberman, formerly with the Maiden lane

Watch Repair Company, has opened an office
at 71 Nassau street.
Reichman Brothers, diamond importers, re-

cently removed to new quarters on the seventh
floor at 170 Broadway. Here they will occupy
five richly furnished rooms.
The Gorham Company, Dieges & Oust and a

number of other jewelry concerns in the Maiden
lane district have been compelled recently to
remove about a foot of their show-window space
to comply with the new ordinance of the Bureau
of Incumbrances.
Simon Sechel, of Eichberg & Co., was elected to

membership in the 24-karat Club of New York,
at the last regular meeting of the organization,
which was held in the club's rooms in the Silver-
smiths' Building, on July 17.
R. L. Moorehead, of R. L. Moorehead & Co.,

will leave on August 4, for a two months' trip
through the west.
Henry Untermeyer, of Untermeyer, Robbins &

Co., who has been very sick for several months,
is now convalescent. He is spending the summer
with his daughter at Edgemere, L. I., and is now
able to take long walks daily.

Tickets from Grand Trunk Line territory at
the special rate obtained by the Merchants'
Association of New York will be effective to New
York City on: August 3 to 6, inclusive; August
17 to 20, inclusive; September 7 to 10, inclusive,
with a 16 day return limit. The round-trip rate
will be a fare and one-half.
Roughly described, Trunk. Line territory covers

a part of Virginia and West Virginia, in addition to
the Middle Atlantic States.

During August and September a summer tourist
fare will be operative to New York from nearly
all points in the central west, the far west and the
southwest. The fare will be practically the same
in dollars and cents as the merchants' certificate
plan reduced rate, although granted on a round trip
ticket basis. The return limit on tickets will be
30 days from central passenger points and 60
days from western and south-western passenger
territories.



1496

DEVELOP YOUR DIAMOND
BUSINESS

For many years past jewelers have not had the oppor-
tunity to develop their diamond department that they will
have this coming fall. Conditions never looked better.
Get in line for the big opportunities increasing prosFrity
will bring you.

We offer you unexcelled facilities to stock up. Our direct
importations arrived a few days ago. They formed an
unusual fortunate selection. Anything you may want in
different sizes or grades will be found in our stocks.
They are offered you at prices which are made possible
only by the fact that our diamond stocks are purchased for
spot cash in foreign markets. The high average of quality
which such buying methods assure, is your best guarantee
of fullest value.

Let us know your wants. There will be no waiting. Our
stocks are complete and immediate shipment is a foregone
conclusion.

BENJ. ALLEN & COMPANY
CHICAGO
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CHICAGO LETTER

WESTERN BUREAU OF THE KEYSTONE,
Room 1201 HEYWORTH BUILDING,

CHICAGO, July 27.

Trade development, financial activities and crop
. conditions during the past two months have served
to increase the optimistic expressions which were
made so important a feature of the western trade
review in this column in our last issue. Business
men in all lines are now talking good times in
unison. On all sides there are renewing activities
and everything indicates that the period of good
times, which, so often is said to manifest itself like
the silver lining in storm laden clouds, is upon us.
Neither the farmer /tor the business man could ask
for better crop indications; in fact, it would be
tempting good fortune too far to expect more. In
every section of the country the weather has been
ideal for all grains. The one great cry now, is for
men and cars to handle the harvest. There is no
"army of unemployed" to draw on for the farmer,
and it is anticipated that there will
be a shortage of harvest hands.

Banking conditions throughout the
country are excellent. Dunn's and
Bradstreet's weekly bank clearing
statements show that out of a list of
112 cities, from every section of the
country, the banks of only 24 show a
decrease in their clearings, while the
banks of the other cities all show an
increase, the average being about 37
per cent.

Although this is a time when the
wholesale jewelry trade is right be-
tween seasons, Chicago wholesalers are
nevertheless very enthusiastic over
prospects. They are sending their
travelers out a bit earlier this year
than heretofore, but such action is
considered a wise move in view of
the excellent prospect and the prob-
ability that the travelers may be com-
pelled to make a second and a third
trip over the same ground.

Clarence Bach, of Bach & Co., well-
known watch jobbers in the Heyworth
building enjoyed a much earned vaca-
tion by making an automobile trip
through interesting points of northern
Wisconsin, spending most of his time
in the vicinity of Lake Delaven.

Charles Howes, Chicago and western represen-
tative of E. L. Logee & Co., has just purchased a
new automobile and for its maiden trip enjoyed
his annual vacation by motoring with his family
through northern Wisconsin points.

Theophile Kazmerchak, watchmaker with R. E.
Dale, Bedford, Indiana, was in Chicago the early
part of the month. He was on his return from an
extended vacation in Wisconsin.
The display window of the Theo. Thelander

store, 5831 North Clark street, was smashed July
14, when an automobile which was traveling at
high speed got beyond control of the chauffeur
and crashed into the window. The machine
snapped the iron electric light post and plowed
its way into the display window. Considerable
damage was done

Joe De Marianno returned early in the month
with his bride from their honeymoon trip to Italy.
They had been gone for two months. While in
Europe Mr. De Marianno made extensive diamond
purchases for the company, of which he is president.

J. W. Tice, Chicago and western representative
of Adolph Schwob had the misfortune several
weeks ago to sprain the ligaments in his left foot.
He was preparing to leave the city on a business
trip. In crossing the street near the Union Depot
he slipped, spraining the tendons in his ankle so
that it was necessary for him to receive immediate
attention. He was confined for a week at his
home and is now recovering, although it is neces-
sary for him to have the assistance of a cane.
Henry Birkenhauer, of the Thompson, Birken-

hauer Company, of Minneapolis, was in Chicago
the early part:of the month on a combined pleasure

and business trip. He was on his way to the
eastern markets.

Will H. Beck, prominent jeweler of Sioux City,
Iowa, was in Chicago the early part of the month.
Mr. Beck is very favorably impressed with future
business prospects and looks forward to a very su-
cessful fall and holiday business.

Julius Armbruster, of the Illinois Watch Com-
pany, returned to Chicago after a three months'
absence in southern California where he went to
enjoy a well earned vacation.
D. H. Raymond, formerly traveling representa-

tion for Sproehnle & Co., has resigned his position.
James Burke, president of the Brooks' Jewelry

& Optical Company, of St. Louis, was in Chicago
on business the early part of the month.
Samuel Arbeit, head of the material department

of Emil Braude & Bro., is in the east on his vaca-
tion. Hyman L. Braude, oldest son of Emil

TRAVELING AND HOUSE FORCE OF H. F. HAHN & CO. AT "HA

Braude, who • has just graduated from the high
school is entering his father's business.
The Co-Operative Watch & Repair Company,

is the name of a new corporation recently licensed
to do business in Chicago. The officers are Isaac
Kohn, Morris Levy and Herbert Green.

Oscar J. Hobert was in Chicago the early part
of the month making purchases for a new store
which he will open in Sioux City, Iowa, about
October 1. Mr. Hobert recently sold his old store
in that city.

Charles N. Sheldon, secretary of the Merry
Optical Company, of Kansas City, passed through
Chicago on his way east early in the month. He
is traveling by automobile and expects to motor
from Chicago to northern Maine, returning here
in time to attend the annual convention of the
American Optical Association, which occurs in
this city at the LaSalle Hotel, August 19. Mrs.
Sheldon and Mr. and Mrs. C. L. Merry are accom-
panying him.
Mrs. M. D. Allen, widow of the late Herbert

W. Allen, has sold her stock in the Herbert W.
Allen Company to Frank A. Priesmeyer, who will
continue the business under its corporate name.

William A. Fay, Chicago and western represen-
tative of the Potter-Buffinton Company, is enjoy-
ing his annual vacation with his family at Keevey
Lake, Wisconsin.
Harry W. Hahn, president of H. F. Hahn & Co.,

recently entertained the traveling force and the
house employes at "Hahnhof," his summer resi-
dence in Barrington, Ill. It was a most ideal spot
for an occasion such as this. The boys are loud in
their praises of the grand time they had and, judg-

ing from reports, they are justified. The house-
men played the travelers a game of ball. In the
records of the "The Hahnhof Benevolent Society,"
of which Jack Friedlander is the official historian,
it is recorded that the travelers walloped the house-
men to the tune of 13 to 7. Wild Bill Schlossman
was on the mound for the travelers and fanned six
of the stalwart housemen. Harry Hahn, standing
on the first base coach line, remarked when he
witnessed Wild Bill throw his famous spit ball,
that if Schlossman could only sell diamonds as
well as he could pitch, he'd be a wonder. It was
a hard fought battle. Some of the curious natives
expected a rough house, judging from the way in
which the decisions of the umpire were contested.
Everything went off very smoothly and the boys
were having a great time until Sheriff Martin
appeared and threatened to place the entire aggre-
gation under arrest for serving butter milk within
200 feet of a public highway, especially if the
buttermilk was not • inspected. Jake Joseph
was serving the buttermilk when the mighty minion
of the law appeared and pounced upon him. But
sheriff or no sheriff, Jake would take a bluff from
nobody and soon the air was thick with all kinds
of remarks about town marshals and constables.
The sheriff wouldn't take any back talk from any-

body so he placed Jake " under arrest."
it was then that Wild Bill made a hero

  of himself and offered to " lick the
sheriff with o n e hand tied behind
him." By this time travelers and
housemen alike laid down their base
ball paraphernalia and came to the
rescue of their comrades. Harry Hahn
had a position of vantage behind a
nearby tree and was enjoying it im-
mensely until he saw that his friend,
the sheriff, was getting more than he
figured on. So he quelled the riot by
announcing that the affair was nothing
but a joke, and suggested that the
sheriff give his official sanction to the
buttermilk, which he forthwith did.
It's dangerous now to mention either
a sheriff or buttermilk to any of the
Hahn crowd, except to the president
of the rcompany. He says it was
better than any vaudeville perform-
ance he ever witnessed. The boys
say they will never forget this outing.
The chances are they won't, for at
least once in his life the boss put it
over the whole crowd.
The traveling men who cover Miss-

ouri. tell of the fine front which
HNHOF" the Range Jewelry Company, of

Trenton, Mo., recently installed in
their store. 1r. Claude E. Range

says in regard to it: "This is our second
front and it is similar to the old one having
the double deck effect, but it is also an im-
provement as our first windows were stationery,
but these are adjustable so that displays can be
made on the lower base without the upper fixture,
thus making it possible to display large pieces,
such as chests on stands whole silver services
placed on tables with the tables properly set,
etc., etc. Then again if it is necessary to display
jewelry or other small goods the platforms can be
set in and adjusted in place by brackets of gas pipe
fitted from lower base to top where it is fastened
by set screws and holds the upper floor sufficiently
firmly to allow a display of heavy goods if neces-
sary. To get the best efTect from the windows
there should be two sets of curtains and complete
coverings of all the same material. By having
your windows arranged this way each display will
appear different as they can be alternated each
week, and when both the upper and lower deck
are used there is an opportunity to display four
different lines of goods, for instance, jewelry,
silverware, china and cut glass." This should
be of interest to those contemplating improve-
ments.
The annual convention of the American Optical

Association which takes place in this city late this
month is expected to bring close to one thousand
optometrists, and the wholesale houses are making
ample preparation for a busy week. A most
attractive and comprehensive program has been
prepared, and an abundance of talent has been
secured for this occasion. Papers will be read and
addresses will be made on practically every subject
of interest to the optometrist.
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DEVELOP YOUR DIAMOND
BUSINESS

For many years past jewelers have not had the oppor-
tunity to develop their diamond department that they will
have this coming fall. Conditions never looked better.
Get in line for the big opportunities increasing prosperity
will bring you.

We offer you unexcelled facilities to stock up. Our direct
importations arrived a few days ago. They formed an
unusual fortunate selection. Anything you may want in
different sizes or grades will be found in our stocks.
They are offered you at prices which are made possible
only by the fact that our diamond stocks are purchased for
spot cash in foreign markets. The high average of quality
which such buying methods assure, is your best guarantee
of fullest value.

Let us know your wants. There will be no waiting. Our
stocks are complete and immediate shipment is a foregone
conclusion.

BENJ. ALLEN & COMPANY
CHICAGO
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Headquarters for Desirable Clock Novelties
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No. 21. Leather Folding Watch, $12.50. Less 6 per cent.

Leather case in black, green or red and genuine seal. Metal hinge
for the part which holds the movement and case. Size, 43 x43.

Dial, 2 A inches. High-grade 11 jewel lever movement, 1 day time,

German make. Radium luminous dial and hands. The luminous

material used contains " Radium" and therefore radiates by its
own force, [and the time can be read quite distinctly by night.
Same price with alarm.

No. 5652. Lady, $4.10. Less 6 per cent.

Swing Clock, suspended on jeweled bar. Excellent timekeeper.
The clock having no pendulum spring, it 18 absolutely insensible to
atmospheric influence. Bronze figure Patina on ebonized wooden
base. Height, 14 inches. 2 inch porcelain dial.

Price Gets These
Attractive Window

Clocks

8 Day Time

No. 43. Leather Folding Watch, $9.25. Less 6 per cent.
1 day time watch, movement stem wind and set, 2 inch dial, made for deskor travel. Come in dark colored leather. Size, 4 31 x 4

$5.63

Net Cash

17 in. high

No. 537. Swing Clock, $6.00. Less 6 per cent.
8 day time swing, suspended on jeweled bar, bronze figure and base with
rich gold finished clock frame. 17 inches high, 2 inch dial.
We have only a limited supply. Early orders are invited.

NORRISIALISTER.& CO. Heyworthiluilding, .CHICAGO, ILL.
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PROVIDENCE AND THE ATTLEBOROS

NEW ENGLAND OFFICE OF THE KEYSTONE,

324 HOWARD BUILDING,
PROVIDENCE, R. I., July 27.

Augustus F. Rose, director of the jewelry depart-

ment of the Rhode Island School of Design, sailed

from Boston on July 13, on the Canopic as dele-

gate to the International Art Congress at Dresden.

On July 16, Mr. and Mrs. Theodore W. Foster,

and guests, left town on a motor trip through the

Berkshires to Saratoga and Lake George, expecting

to' be away from this city about a week.

Mr. and Mrs. Arthur L. Aldred have sailed for a

trip abroad. They will remain for the summer.

The ring factory of Adolph Tanzer, 179 Rich-
mond street, resumed operations at the conclusion

of the two weeks' vacation which ended July 15.

By a collision of automobiles recently, Edgar R.
Craddock, manager of the Providence Art Metal
Company, was considerably bruised and shaken

up.
Asa Richmond has been appointed traveling

representative of the Howard C. Baker Company,

Inc., of this city.
J. Frank Braids, manager of the C. S. Bush Com-

pany, has taken a cottage at Shawomet Beach,

R. I., for the summer.
The many friends of George Briggs, Jr., secre-

tary of the Metal Products Corporation, are

extending their congratulations upon the birth

of a son a few days ago.

John E. Farrelly has removed his place of busi-

ness from 107 Friendship street, to 38 Friendship
street, securing larger quarters.

A patent on an egg cup has been granted by the
Government Patent Office to James E. P. Bender,

of this city, assignor to the Bristol Jewelry Com-

pany.
The eastern and middle-western districts will

hereafter be covered for The Petoir, Krieger Jew-
elry Company, by Max. Morgan, erstwhile fore-

man for the concern.
Thomas H. Hennessey is traveling for Gyllen-

berg & Hultman, die cutters at 96 Garnet street,

this city. Mr. Hennessey was formerly in the die

cutting business as Kranz & Company.

Mr. and Mrs. Willaim H. Thurber have opened
their summer residence at Nayatt Point, for the

season.
Frederick Elliott, who was formerly with G. R.

Alexander, on Dorrance street, this city, has taken
a position in the repairing department of the Alfred

E. Mayer concern in Boston.
The recent race for 18-foot sloops at Bristol was

won by Harvey J. Flint's new and speedy boat
"Wanderer VI."

Joseph P. Burlingame and family spent ten days
at Quickestway Island, Clayville reservoir.
Mr. and Mrs. Arthur W. Barrus and family have

opened their Long Meadow summer cottage
"Birches" for the season.
Mr. and Mrs. Orin M. Otis are spending the

summer at their summer home at River View.
Frank E. Farnum, of this city, has been granted

a patent on a gem setting.
A patent on a pin has been granted to Ralph K.

Maker, Providence, assignor to the B. A. Ballou

& Co., Inc.
Morris Einstein, manufacturer of fine chains, will

soon remove his plant from Glenham street to a

new shop on Bluff avenue, Edgewood.
The Charles E. Austin Company has removed

from 143 Summer street to 159 Abom street, a

larger and more commodious plant. The com-

pany's property was damaged by fire at the Sum-

mer street building recently.
George Geer, silver buyer for the Tilden-

Thurber Company;1. C. Mizer, silver buyer for

the B. H. Gladding Dry Goods Company, and E.

Merle Bixby, superintendent of the silverware
department of the Shepard Company, were guests

of F. A. Waite, of The Webster Company, North
Attleboro, at Bear Island, Lake Winnepesaukee,

N. H., early in July.

A genuine 6-inch shell, suitably mounted and
finished as a state trophy, to be presented to the
company of the Coast Artillery Corps, Rhode
Island National Guard, making the highest score
of merit this month, is being furnished the state
by The Shepard Company.
The collector of customs of the Port of Provi-

dence, George W. Gardiner, reports a heavy im-
portation of jewelry samples for next fall. Among
them are some very striking and attractive novel-
ties.

According to certificates filed with the city clerk
of this city, the Crescent Novelty Company, 144
Pine street, is being conducted by the Joseph W.
Heller Company, the Eagle Novelty Company, 117
Point street, by Emil Rosen, and the Shepard Find-
ing Company, 150 Chestnut street, by Joseph H.
Kechijian.
Barton A. Ballou, of B. A. Ballou & Company,

Inc., and his daughter, entertained a party of 120
inmates of the Home for Aged Men and Home for
Aged Women, at their summer residence at Bristol
Ferry, early in July, the steamer Sagamore char-
tered for the occasion, conveying the guests from
Providence to their destination. Automobiles
were in waiting at the wharf, and the guests were
speedily whirled to the Ballou residence where
dinner was served and an afternoon's program of
entertainment enjoyed.

Fire destroyed a barn on the Warwick Neck
property of Henry A. Kirby, recently, doing dam-
age estimated at $3,200.
At a private clambake at the Squantum Club

recently, Henry A. Carpenter entertained Mayor
Henry Fletcher, Clarence M. Dunbar, Frank T.
Pearce, Aldridge G. Pearce, George H. Holmes and
Joseph P. Burlingame.
Two firemen were killed and several others in-

jured from the effects of lacquer and celluloid
fumes inhaled while fighting a stubborn blaze in the
plant of the Majestic Manufacturing Company,
a jewelry concern in the Calender building, this
city, on the evening of July 18. The fire was dis-
covered at 6.30 o'clock, and while the damage
amounts to a fairly large amount, it was mostly
due to water.

Fire which started from a gas jet at the Baker &
Winsor Jewelry Refining Plant, at 189 Eddy street,
on the evening of July 14, did some damage to a
closet before the sprinklers extinguished the flames.
The Clark & Coombs Company's employes

held their fifth annual outing, July 11, at Emery
Park. Seventy-five of the men and women taking
part in the sports and attractions provided by the
committee. Dinner was one of the features.
The managers, salesmen and officials of the Gor-

ham Manufacturing Company met in semi-annual
convention in this city, July 9 and 10. The pro-
gram opened Tuesday, July 9, with a business
meeting, at which matters of trade were discussed,
as related to different sections of the country,
and the prospects for the fall given consideration.
For several years the Gorham Manufacturing
Company has brought the department heads and
officials and sales-managers into a general confer-
ence twice annually for the purpose of renewing
the general business conditions and the outlook.
The party this month included an attendance of
forty. After the business session in the morning
there was a thorough inspection of the big plant
at Elmwood, and at the afternoon session, reports
were presented and discussed. Dinner was served
at the Narragansett Hotel at 6.30 o'clock. On the
following day after a brief business session, the
party went to the Warwick Club, where an outing
and field-day was held. Luncheon, a series of
games, and a clam dinner, was the program.

Charles H. Barrett, a veteran of the Gorham
Manufacturing Company, died suddenly at his
home, on July 12, from apoplexy, due it is believed,
to the extreme heat. He was seventy-one years
old, and had been in the company's employ for
more than forty years. He was one of the oldest
men in the service and worked in the melting
room. Three years ago he suffered an attack
bordering on apoplexy but recovered and had been
in comparatively good health until the hot spell
that -inhered in-the-month of July this year. •

ATTLEBORO

Attleboro, Mass., July 23.—With the close of

the vacation period the manufacturers began

work on samples and about the middle or last of

August the salesmen will start out with new

lines. The quiet summer months have given the

manufacturers an opportunity to devote consider-

able time to new goods and the trays of the sales-

men ought to produce some good orders.

At the present writing many of the shops are
closed, but they will resume operations between
August 5 and 10. For several days there will
be a rush to catch up with orders that have
been delayed on account of the closing time, but
by the middle of the month the factories will
again be settled into the customary routine.
The ordering at this season has been fair, in fact

a few manufacturers have noticed an increase.
They expect the latter part of August and the first
part of September to produce considerable business.
Staple lines are being well patronized, and the
silver shops report excellent business.

Charles Offerman, of C. A. Marsh & Co., has
returned from a vacation spent in Cape Cod. He
had a much-needed rest and is now in fine shape to
resume his duties on the road.

George K. Roberts, formerly a member of the
firm, of E. A. Anthony & Co., has accepted a
position with Freeman, Daughaday Company.

William Gow, salesman for Sykes & Strandberg,
is spending his vacation on the Attleboro golf
links, rolling up some fine scores.
German Wyatt, New York salesman for the

Finberg Manufacturing Company, is spending
his vacation in Attleboro. He recently enjoyed
a trip to Lowell as the guest of R. L. Pullen.
Theodore Parker, of Smith & Crosby, has

returned from a vacation spent on the Cape.
John Peckham, of J. H. Peckham & Sons, of

North Attleboro, has been spending a brief vaca-
tion at his summer home at Pochssett.
Donald McRae, son of A. A. McRae, of McRae

& Keeler, recently fractured his collar bone in a
collision with a tree.
At a recent jewelers' outing at Rocky Point

there was the liveliest kind of a ball game between
rival teams representing the Attleboro Manufactur-
ing Company and the Attleboro Chain Company.
It was the fifth and deciding game in a series and
was won by the Attleboro Chain Company by the
score of 8 to 3. The trophy won by the Attleboro
Manufacturing Company was a handsome silver
loving cup donated by Samuel M. Einstein. In
preparation for the game both concerns hired the
best ball players in New England, and several league
teams were touched for players. The Attleboro
Chain Company banked its hopes on Howard, a
professional pitcher, and the Attleboro Manu-
facturing Company had Hanlon, another star.
Howard had a splendid team behind him and won
the game. There was a program of sports and a
shore dinner afterwards. The employes of both
firms, and the Austin Stone Company and the
Baer & Wilde Co., united in a big outing. Special
electric cars were used to convey the crowds to
the park.

Several jewelers were separated from their
bank rolls a few days ago at the Highland Country
Club by a slick stranger who performed the robbery
in broad daylight and in the presence of several
persons. He represented himself as a golfer and
went to the locker room where several players had
left their clothing. On the pretext of looking for
clubs he went through several lockers and searched
the clothing that he found. Ray L. Wells, of the
Wells Novelty Company, lost $35 in cash; Orville
P. Richardson Jr., lost $15, Ernest M. Bliss, of
Bliss Brothers, lost $15, and others lost smaller
amounts. After securing the money the stranger
walked out, informing the steward that he would
not wait for a man with whom he had an engage-
ment to play. The robbery was not discovered
until two hours later.
Hanlon & Thornton, one of the progressive

North Attleboro concerns, have taken space in
the W. H. Saart factory, Attleboro, which has been
remodelled and changed. The Saart Company has
moved several departments on to the first floor
and added considerable floor space. This move was
necessary in order to meet the demands of a
growing business. The North Attleboro concern

— (Continued on page 1501)
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You can assure your customer that fromnow on pearl set rings can be bought withthe same degree of security as a solitaire
diamond hammered in a gypsy ring.
No more half pearls that fall out or can-not be cleaned—no more unsafe prongs.
Our guarantee behind them is double

riveted. There are no " ifs" or " buts.''Ask your jobber to explain to you this im-
portant invention. Let him show you howthe pearls are secured in the ring, and you
will be convinced that the Q pearl-set ringsare one of the few articles that need no
guarantee, because the pearls simply can'tcome out.
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also needed larger quarters and decided to move to
Attleboro.
On returning from their wedding trip Mr. and

Mrs. Chester Howard were given a reception at
the Twin Elms owned by Mr. and Mrs. George
St. John Sheffield. It was a brilliant social event
and was attended by nearly 600 guests. Mr.
Howard is New York representative of the W. E.
Richards Company. Herbert J. Sturdy Jr., of
J. F. Sturdy & Sons; William Gow, of Sykes &
Strandberg; Lawrence Keeler, of McRae &
Keeler; Raymond Wells, of the Wells Novelty
Company; 0. P. Richardson and Merton Gardner
were the ushers. Mr. and Mrs. Howard will reside
in New York.
Roy Holbrook, of the Holbrook Manufacturing

Company, is spending his vacation at his summer
home on the Cape.

Maurice Baer has returned from a short business
trip to New York, during which he visited the
New York office of the Attleboro Manufacturing
Company.
The D. S. Spaulding factory in Mansfield has

been closed for the annual summer vacation.
Peter Nerney, of the Bay State Optical Corn-

pany, has returned from an extended trip through
Europe. He spent considerable time in England
and returned with a lot of respect for English
customs that he observed. Mr. Nerney has trav-
eled all over the world and is an interesting talker
on almost any foreign country.
Stephen Bowen, of E. T. Bright & Co., has been

spending a vacation at North Scituate, R. I.
Arthur Sturdy, of Sturdy Brothers, Chartley,

has returned from a trip through Maryland for
his concern.
The George E. Morton Company is the name of a

new concern located at 8 Angell street. George
Morton is the proprietor.
New York salesmen have been at the factories

for the past few days getting sample cases in
readiness for the fall showing.
F. H. Sadler & Co., the Standard Button Corn-

pany, A. Bushee & Co. and E. A. Slade Company
have resumed operations after a short shut down.
C. A. Marsh & Co. closed the twentieth for the

annual summer vacation.
Jean Abbott, salesman for the Standard Button

Company, is on the road with new samples.
Daniel Lamond, of E. A. Anthony & Co., is

preparing to leave on the fall trip about August 10.
The Progressive Novelty Company is a concern

just started by Samuel Dossick and will manufac-
ture a general line of novelties. The concern has
taken quarters in the Ingraham building on Union
street.

J. L. Frank Braids, of the C. S. Bush Company,
jewelers supplies, has taken a cottage for the
summer at Shawomet Beach.
The R. F. Simmons Company closed July 27

for one week's vacation.
The Attleboro Manufacturing Company has

been busily engaged filling orders and a schedule
of evening hours has been necessary to get orders
out on time.
Harvey A. Clap, of Harvey Clap & Co., has

returned from an extended business trip abroad.
Thomas Breese is making a hit with the jewelers

with his specimens of art painting in cloisonne
enamel.
James A. Bignell, one of the founders of the

Bignell, Bigney Company, is now connected with
the Bristol Jewelry Company.
Percy Callowhill, a well known jewelry designer,

has gone to Maine on an extended camping trip.
W. N. Fisher has ordered a new Fiat limousine

automobile.
J. T. Inman & Son report excellent business

during the summer months.
W. E. Hayward Company has resumed opera-

tions after being closed for a week's vacation.
Fred Sommes, of Bates & Bacon, has gone out

with the new line of samples.
TheltFernald Jewelry Company, who recently

put a line of platinum plated goods on the market,
report several good orders.
C. H. Tappan and family have gone to the

Tappan Camp in Maine for a few weeks, accom-
panied by Mr. and Mrs. Frank H. Tappan,
Mrs. J. L. Wiggmore and Miss Matilda Folly.
Frank Sweet, of the Sweet Manufacturing Com-

pany, has moved into his handsome new residence
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at the corner of Park street and the speedway.
Carl W. Wendellstein, the die cutter, is erecting
a new residence on the opposite corner.

Several of the manufacturers united recently in
giving Mr. and Mrs. J. H. Vallette, who were
married July 2, a handsome chest of silver.
The James E. Blake Company has resumed oper-

ations after the annual summer vacation, and
reports good orders on hand.

Attleboro friends of Col. S. 0. Bigney are
receiving cards from him. He is now on a European
tour.

Jesse Carpenter, of Horton & Angell, has re-
turned from a vacation spent at Harwichport.

Bill Raymond, of Park Brothers & Rogers,
Providence, was captain of the Silver Spring golf
team, which recently defeated the Attleboro team
which comprised a number of local jewelers.
Herbert C. Bliss, of Bliss Brothers, was manager
of the Attleboro team.
G. Fred Perry, of E. A. Potter & Co., Providence,

has been the guest of A S. Blackinton Jr., of Bates
& Bacon, at Mr. Blackinton's summer cottage at
Falmouth.

Albert Murphy, of the Bloom Manufacturing
Company, has started on a business trip for his
concern.
Louis Thurber has gone out with the samples of

J. T. Inman & Son.
William L. Bushee, Harriet L. Bushee and Mary

B. Arthur have organized A. Bushee & Co. under
the laws of Massachusetts with a capital stock of
$10,000. The new concern will succeed the old
concern of A. Bushee & Co., and the factory is
located on County street. The change was occa-
sioned by the recent death of Albert A. Bushee.

Willis Fuller, traveling salesman for E. A.
Slade & Co., is in New York with the concern's
new line of samples, including several new designs
in bracelets.
The stockholders of A. Bushee & Co., recently

organized, have elected Harriet L. Bushee as presi-
dent and William L. Bushee as secretary and
treasurer.
The Bay State Jewelry Company will occupy

new quarters in the rear of the W. H. Saart
factory and are very busy making changes. The
workmen are getting out new samples, and
machinery is being set up in the new quarters.

NORTH ATTLEBORO
North Attleboro, Mass., July 23:—News has

been received here of the death of Charles
Elliot, of the concern of Maintain Brothers &
Elliot. He was in charge of the New York end
of the business until his health failed some time ago
Recently he has been in a Long Island sanatarium,
but was not under special care. The last seen of
him before his death was when he was seated in a
chair under a tree. It is believed that he wandered
from the place and boarded a train from which he
fell to his death. Mr. Elliot was well known and
liked by all who knew him and general regret was
expressed at his death. He was fifty-two years of
age and came from Nova Scotia to North Attle-
boro. For several years he was bookkeeper for
E. I. Franklin & Co., and then became the New
York representative of Maintain Brothers &
Elliott.
G. C. Hudson has been spending his vacation

at Oak Bluffs.
The F. L. Shepardson Company salesmen have

started out with the new samples.
Elton B. Fisher, of the E. I. Franklin Company,

has been spending his vacation on Cape Cod.
Mr. and Mrs. G. H. French are spending the

summer in the White Mountains. Mr. French is a
partner in Riley & French.
Wilbur Kennedy has been added to the traveling

force of the Codding & Heilborn Co.
Walter Entwistle, who is connected with G. C.

Hudson Company, has returned from Orleans,
Mass., where he has been spending a vacation.
N. Park Sheed, New England representative for

Paye & Baker Manufacturing Co., has returned
from a vacation spent at Middleton, R. I.

Clarence King, Charles E. Riley and George
L. Paine have returned from a business trip to
New York.
The employes of R. Blackinton Company held

their annual outing a few days ago at the Warwick
Club. Prizes for athletic events were donated by
Walter,B. Balton.

Charles Foster and Robert Carpenter have
organized a concern for die cutting and steel
engraving under the firm name of Foster & Car-
penter.
The factories of F. M. Whiting & Co., and

Sturtevant & Whiting are closed for the annual
summer vacation and taking account of stock.

George G. Wheeler, of the W. & S. Blackinton
Company, recently entertained his brother, Rev.
Charles H. Wheeler, of Brockton.
John P. Bonnett & Son, electro-platers, have been

busy for several weeks and their business is con-
sidered an excellent indication of the activity on
the jewelry business.

St. Elmo Coombs has gone out with the samples
of Paye & Baker Manufacturing Co., and will
display a number of new goods.

J. B. Wain Company, the new concern located
in the Totten building on East street, has com-
pleted its line of swivels, spring rings and special
findings in gold, silver, plate, brass and German
silver. Mr. Wain, head of the concern, was
formerly connected with Robinson Brothers,
Providence, and associated with him is John L.
Thompson.
The Bishop Company, manufacturers of optical

supplies, report excellent business, as there has
been a marked demand for their goods. A. S.
Bishop, head of the concern, whose leg was recently
amputated at the Emerson hospital in Boston, is
rapidly improving and will soon be at home.
Blood poisoning developed in his toe and spread
to such an extent that his leg had to be taken
off at the thigh.
North Attleboro manufacturers are concerned

in the report from Germany of a chain machine
that is used to make chain in that company which
will revolutionize the chain business. Several men
have been sent abroad from this town in an effort
to find out more about the machine.
Town officials of Plainville were guests of Charles

Whiting recently at the annual outing of Whiting
A. Davis at the Pomham Club, Providence. Spec-
ial electric cars conveyed 300 employes to grounds
and there was a fine program of sports.
The following jewelers have been appointed to

various important committees by the executive
committee of the Board of Trade. Town affairs:
Louis E. Freeman, George G. Wheeler, John
Tweedy, Fred A. Howard; Transportation com-
mittee: Frank Waite, C. T. Paye, T. I. Smith,
J. J. Sommer, Frank Mason; Manufacture and
Growth of Town: L. W. Clifford, Alton H. Hall,
H. K. Sturdy, Roy Blackinton, M. I. Furbish;
Membership committee: Lester Holbrook and
Donald LeStage.
Anthony H. Bliss is spending the summer at his

farm at Matunuck. Mr. Bliss recently gained
considerable notoriety in his neighborhood by
installing a steam plow which was the wonder
of all the natives.
R. Blackinton & Co. are building an extensive

addition to their Broad street factory in order to
give more room for various departments. The new
addition will be quite roomy and will be ready
for occupancy this fall.
S. G. Mandalian, of Mandalian & Hawkins, is

on an extended western trip with a fine new line
of samples.
John T. Conefy, who is engaged in the casing

business, has added an engine-turning department
to his plant.

Miss Marian Webster, daughter of G. K.
Webster, of the Webster Company, is recovering
from her recent illness and is able to be out. She
was thrown from a saddle-horse.
George W. Cheever, who owns a summer home

at the Vineyard, has been spending the week-end
with his family during the summer months.
Frank E. Whiting, Chicago and central western

representative of Whiting & Davis? has been spend-
ing his vacation in the east with his family.
C. E. Sandland & Son, well known .enamelers,

are putting in engine turning machinery and will
combine the business with the enameling depart-
ment which they have carried on for some time.
Whiting and Davis moved into the new annex

building August 1. The building will afford
considerable extra room and will give the concern
an opportunity to extend several of its depart-
ments. The plant will be thoroughly equipped
to handle a much larger volume of lousiness.
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One of our representatives will call in the near future. A postal
will bring selection package if you are not on our calling list

W. I. GOODFELLOW
Iowa, Minnesota, Colorado, Montana,

Illinois, Idaho

Our Representatives:
C. A. RANDECKER
New York, Pennsylvania, West

Virginia
W. R. LIPSETT E. E. MARROW

Pennsylvania, New York, Maryland, New York, Buffalo, Pennsylvania
Special Salesmen:

ADOLPH KETTERER
Material and Optical Goods

WM. WANDER
Clocks and Silverware

FORD N. CROWN
Ohio, Michigan, Wisconsin,

Indiana

KING & EISELE CO., Buffalo, N. Y.
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Michigan Jewelers' Association Holds Convention in Detroit

Visitors Enjoy " Cadillacqua " Festival—Welcomed and Entertained by Local Associa-

tion—Important Resolutions Passed and Officers Re-elected

Detroit, July 27.—While the convention of the
Michigan Retail Jewelers' Association, held in
Detroit, July 22 and 23, was not as well attended as
some of the conventions of previous years, it was a
live gathering and the organization enters upon the
new year with the assurance that a vigorous com-
paign against trade abuses will be carried on. It
is the intention of the officers to make a determined
membership campaign throughout the state and to
organize city clubs in E very city of the state where
there are ten or more jewelry stores.
In the re-election of Hugh Connelly, of Detroit,

as president, the association expressed its con-
fidence in him as the man to inspire new enthus-
iasm in the movement and he accepted the office
with a pledge to give every effort to bring greater
success to the association. A similar spirit was
manifested by the other officers who declared their
intention to work with the president, not only in
the cause of organization, but also to aid him in
securing legislation which will be beneficial to the
trade in the state.

Calling the 1912 convention for Detroit at a
time when this city was having its summer fes-
tival, or "Cadillacqua," was not entirely a fortunate
move. While many jewelers from other cities
were attracted to the metropolis of the state for
this week of processions and games, the entertain-
ment proved a great attraction and not all the
members of the trade who came to the city got
to the convention sessions. The local jewelers
were also more than usually busy and only a few
of them were able to leave their places of business
to attend.

It is quite probable that the 1913 convention will
be held in Saginaw, an invitation from that city
having been extended by Donald W. Martin, and
a concerted effort will be made to impress upon the
trade the desirability of setting aside two or three
vacation days for the meeting. In addition, a
Saginaw Jewelers' Club will probably be formed on
the lines of the Detroit body which has been a
great success, not only in promoting a better
feeling in the trade, but also in securing the pas-
sage of ordinances in the interest of the legitimate
jeweler.
The program of legislation desired by the trade,

and which was outlined in some of the speeches,
embraces a state stamping law similar to the Wis-
consin bill, a law directed against fraudulent adver-
tising and one tending to curb the activities of fake
jewelry auctioneers. To secure these laws it will
be necessary for the organization to enlist the
support of jewelers in both peninsulas to the end
that they may influence the senators and represen-
tatives from their districts to consider these bills
favorably.
As the legislature meets in January, measures

will be taken soon to shape the bills to be intro-
duced and then circulars will be sent over the state
apprising the trade of the movement on foot.
This will mean a great deal of work for the new
officers and the results will depend largely upon
the spirit in which the trade responds to the appeal
for concerted action. It will be necessary to send
a delegation to Lansing, the state capital, which
has the support of the jewelers of the state behind
it.
But two sessions of the convention were held

and on account of the fact that there was enter-
tainment in plenty in the pageants and games given
by the city, no special entertainment program was
provided. The meetings were held in the Hotel
Cadillac, both being morning sessions.

President Connelly called the first gathering to
order at 10.30 Monday morning and the routine
business was quickly despatched, Secretary W. R.
Grainger reading the minutes of the 1911 conven-
tion. Several new members' applications were
favorably passed upon, and the reports of the sec-
retary and treasurer were deferred until the second
session.
In his address, President Connelly said:

I want to welcome the jewelers from outside
the city who have come in for this convention.
I wish that we could have had all-of the members

of the trade in the state here at this time, for the
power of such an organization as ours to promote
better trade conditions depends upon the strength
of numbers as well as on the enthusiasm and
energy of those who are enlisted.
The city of Detroit, in this Cadillacqua week, is

giving a birthday party, and we welcome the
members of the association as guests at our cele-
bration. As jewelers we have a peculiar interest
in birth-days above merchants of other lines.

During the past year the Michigan Association
has made satisfactory progress as will be shown
by the reports of the secretary and treasurer.
There is still room for much organization work
and this, it seems to me, can be best assisted by
the vigorous carrying out of certain lines of action
which will convince every merchant in the jewelry
line that this is a live, pushing organization which
is working along lines that will inure to his ulti-
mate benefit and which he will wish to support.
As a suggestion along this line, I would recom-

mend the creation of a legislative committee which
shall be instructed to work along certain well-
defined lines to procure state laws protecting the
honest dealer against frauds and abuses. In De-
troit we have succeeded in securing the passage,
and subsequent strengthening of an ordinance
aimed to put out of business the fake jewelry auc-
tioneer. Not only is the fake auction a fraud
upon the public but it is a fraud against the honest
merchant, and the Detroit Jewelers' Club is prose-
cuting a righteous fight against it.
But we do not wish to merely drive these

"fakirs" out of our city and have them locate in
other cities of the state and carry on their frauds
there. Rather, it would seem that there should
be a movement to have the state legislature enact
a law embodying the same principles as the De-
troit auctioneers' ordinance. A committee repre-
senting the honest jewelry trade of Michigan would
have great influence in urging such a law.
Fraudulent advertising is another evil which

can only be mitigated by the securing of proper
state legislation. I have discussed this subject
with prominent members of the Detroit Board of
Commerce and feel certain that that body would,
through the proper committee, indorse a bill aimed
at the punishment of fraudulent advertisers. The
same assurance has been given by members of the
state senate to whom the question of the necessity
for such a law was put.
An instance of this kind of advertising that

comes to mind is that of a department store which
offered to the public what purported to be twenty-
year guaranteed, 14 karat filled Waltham and Elgin
watches at $9.85, explaining that the watches were
ordinarily sold for twenty dollars by the trade but
were being disposed of at this special price to
popularize the store's new jewelry department.
This advertisement, by implication, held the retail
jewelry merchants of the city up as extortionists.
Investigation disclosed that the watches this
department store was selling had 10 karat cases
and were of a grade which is usually retailed at
ten dollars by the trade. We should have a law
that would make it possible to prosecute such a
concern criminally.

Another fraudulent practice deserving of prose-
cution is that by which a simple stroke of the
engraver's tool converts a seven-jewel watch into a
seventeen-jewel one—if you are to believe the
figures and the fakir who sells the watch.
But it is not necessary to go further with in-

instances of this sort. The remedy for this kind of
unfair competition lies in activity at the state
capital.

The president then called upon Mr. Andrew
Toepel, president of the Detroit Jewelers' Club,
who welcomed the jewelers from other cities and
informed them of the progress made by the local
club, as well as pointing out some lines along which
the state organization might profitably direct its
efforts. His address follows:

It is with much pleasure that I, as president of
the local club of jewelers, greet you, and I trust

that your coming amongst us at this time will be
an occasion of enjoyment and that the sessions of
business will be most profitable to you, so that
when you return to your homes you may go filled
with the enthusiasm that will be of a lasting benefit
both in and out of your business.
The Detroit Jewelers' Club was primarily or-

ganized to promote and cement more closely the
ties of brotherly love among us and to give us
the opportunity to meet our competitors as friends
and brothers, and to uplift the standard of our
trade, to give it dignity and character. But, gen-
tlemen, the novelty of organization will no longer
do to hold us together, and something must be
done of practical value to jewelers to hold the
interest in our organization, local, state and
national.
When the local club, at its last annual meeting,

honored me with the presidency, I felt it made a
mistake, as I could hardly hope to fill the place
of our former worthy and able president, Mr.
Warren. After accepting the office I felt it was
up to me to start something, so shortly after my
election, I visited the numerous places of auction
which were flourishing unrestrained in our city,
visiting nine such places on a Saturday night.
After listening to their words and seeing their
methods of sale, the vile misrepresentation of
their goods, the decrying of the legitimate dealer
whom they pictured as mere robbers of the public,
I felt that if I, as president of the Detroit Jew-
elers' Club, could curb this evil, I would have done
something of great benefit to the jewelers and for
the general protection of the public.
I had splendid assistance in the following strong

committee: Mr. Warren, Mr. Traub, Mr. Connolly,
Mr. Friedberg and Mr. Garlick. Gentlemen, if I
had doubted the strength of organized effort that
doubt was promptly swept aside when, as president
of the local club, I appeared before the Common
Council of our city and asked an amendment to
the general auction law, which amendment was
readily passed without a dissenting voice. This
amendment limited the sale of goods by auction to
the hours between 8 a. m. and 6 p. m. Four auc-
tioneers were at once complained of and, after
trial in the Recorder's Court, these complaints
were dismissed without prejudice because of a
defect in not placing a penalty clause in the
amendment.

This defect has been remedied and we again
have two auctioneers complained of, and I hope to
gain convictions in these cases.
The local club has voiced its sentiment as to

fixed prices and has sent a communication to our
senators and congressmen, who have made due
reply, and we hope for their consideration in our
behalf when the matter finally reaches the Senate
and Congress.
The local club has also taken up a proposition

with the Detroit police department which I think
is most important, that of making due reports of
all old jewelry, old gold and silver purchased and
description of the seller, which I think will greatly
assist in the protection of the jeweler as well as
the public.
And now, gentlemen, as a state organization,

there are many trade abuses that can be corrected
and should be corrected. I think we should be
prepared to go before the coming state legislature
asking for a law to prohibit fake and fraudulent
advertising; we should have a state stamping act;
we should have a law to permit of the disposal of
articles held for repair beyond a certain time limit,
and a state law to prohibit fake auction sales.
You certainly must feel that these are reasonable
measures, and as an organization we owe it to
ourselves, and for the general protection of the
public at large, we ought to do all in our power
to have proper, reasonable and just laws enacted.

The third paper of the morning was by Charles
W. Ratterman, of Cincinnati, explaining the
system used by the retailers of that city in dealing
with wholesalers and jobbers who also sell goods at
retail. Mr Ratterman was not able to be present,
owing to illness in his family, and the paper was
therefore read .by Mr. J. G. Davenport of Battle
Creek.
At the second session, Tuesday morning, the

attendance was much larger and the president
expressed his gratification at this. Owing
to Secretary Grainer being called away, Mr.

(Continued on page 1506)



FALL LEADERS-VANITY CASES
IN GERMAN SILVER

A LARGE AND VARIED ASSORTMENT

Bracelets! Bracelets! Bracelets

We Are the
Largest Exclu-
sive Bracelet House
in the Country

See our Me
on the Road

Or Drop US
Postal for Particular

 Bracelet Specialists

100 Stewart Street

COMPARTMENT SHOWING CASE OPEN

These come in all kinds of combinations ; some all metal,
others metal and leather lined, others all leather lined.

LET US SEND YOU A SAMPLE ASSORTMENT
Write for ONE on your business letter paper.
Our prices on these goods will reveal a tremendous value for a
VERY reasonable price.
Illustration is but one of many combinations.

TRADE

C. B. & H. NORTH ATTLEBORO MASSACHUSETTS C. B. & H.
MARK New York Office, Room 1301-13 Maiden Lane MARK

Bears a wonderful resemblance to platinum. It will defy
and puzzle expert judges even to tell the difference.

This is because the Rajah line is made by a house that has
been manufacturing nothing but platinum and fourteen karat.

It is made by platinum workmen, of platinum design
construction and finish.

RAJAH JEWELRY UNDERSELLS
ANY LINE OF EQUAL QUALITY

The Rajah line means Jewelry of splendid design, expert
workmanship and beautiful finish—

At a figure considerably under the market price.

Our salesman is coming your way and may call upon you
soon. Give him the opportunity to prove to you that what
we say is absolutely true.

Better still, WRITE NOW FOR PRICES AND SAMPLES.

THE RAJAH COMPANY
MAKERS OF JEWELRY

59 PAGE STREET PROVIDENCE, R. I.
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The New York Assay Office

The Most Complete and Modern Refining Plant in
Existence—Methods Used in the New Govern-
ment Refinery

The United States Government has located and
put into operation at 21 Pine street, New York
City, one of the most complete and up-to-date
gold and silver refinery plants in existence, says
The New York Tribune. The New York plant
in a sense takes the place of the one until recently
operated in Philadelphia, Pa. The refining part
of the United States minting plant at the latter city
having been discontinued and the working force
from chief melter and refiner down has been trans-
ferred to the New York establishment. Here, in
commodious and well-lighted quarters, equipped
with the best of modern machinery and using the
most up-to-date and approved methods for the
handling of precious metals, the work goes on
smoothly and effectively. Every little detail in
the work of accounting for dollars and cents in
the value of the material handled is most carefully
and systematically done. The work of the New
York office is summed up in a few words. Gold
and silver are bought in whatever form presented
either bricks, coin, jewelry, plates, etc. The gold
is separated, refined and sold as bullion, the silver
is also separated and refined but is not retained or
sold by the government only in special cases. As
a rule the silver is returned in the form of bullion
to the customer who brings in the metal. The
office will also refine your gold and charge you only
a small price for the process. No ores are assayed
at the office and no metal is accepted that does not
contain less than twenty per cent of silver and gold.

Method of Procedure

When metal containing gold and silver is pre-
sented at the assay office it is weighed and a receipt
showing the gross weight is given to the party sub-
mitting the metal. This receipt merely states that
so much metal in weight has been received at the
office. Three days later the customer may call
and get the money value of the gold in his deposit
together with the silver it contained in the form of a
bar. Should the metal deposited contain other
metals such as platinum palladium, osmoiridum,
etc. the depositor does not get anything for these
metals, they become the perquisites of the office
and the sale of such metals nets the office usually
$100,000 per year. A depositor, as said above,
may also obtain his gold in bar form and then has
to pay a small charge based on the actual cost of
refining, etc.

After a deposit of metal has been made it is
taken, tagged with a number or name of the de-
positor to the melting room. Here it is placed in a
graphite crucible and melted down to ingot form
in an oil-burning furnace. The ingot is then sam-
pled by drilling and the drillings are assayed by two
assayers who work independently of each other.
The results of the assays are what determines the
basis for settlement with the customer and he is
paid accordingly. The rough cast ingot is now
ready for the refining process. The ingot is taken
to a second melting room similar to the first and
melted with proper mixing and flues and then
poured into a mold of iron which produces an
ingot in the form known as an anode. The anodes
as now used will approximate 400 ounces of gold,
500 ounces of silver and 100 ounces of base metal
(copper, lead, etc.,) in each 1,000 ounces of anode.
The anode it should be mentioned is cast with a
hole in one end to facilitate handling in the bath.
The gold-silver-base metal anode is now hung

in the side of a stoneware tank, holding upwards of
one hundred gallons of solution, and connected with
the positive pole of an electric circuit. Thin sheets
of rolled silver are hung in the center of the tank
as cathodes and are connected with the negative
pole of the circuit. The solution used in the
bath contains about two per cent. of silver nitrate
and two or three per cent of free nitric acid. The
current is turned on and the silver is carried out
of the anode and deposited onto the cathode.
The base metals in the anode, copper, lead, iron,
et., go into the solution, while the other precious
metal present, such as platinum palladium, etc.,
remain in the solid form with the gold. When the
process has proceeded so that the now gold anode
is about 930 fine the anodes are taken out of the
tank and are ready for the gold-refining process.

The anodes are enclosed by a bag during the silver
depositing to prevent small particles of the gold
dropping to the bottom of the tank without sepa-
ration. When the solution in the tank becomes
foul, it is run out of the tank and further treated
for the recovery of the copper-lead, etc. The
copper is usually thrown out as cement copper with
iron and used over again for the manufacture of
anodes. There is now under way experiments in
the recovery of the lead in crystal form but details
are not available at this writing. The silver
cathodes are now ready for disposal and are usually
returned to the customer as such or are melted
into bars and sold. These cathodes or bars are
999 IA parts fine and all said to be suitable for silver-
plating purposes.
The gold and other precious metal-bearing

anodes are next taken to the gold plating or de-
positing room where they undergo the final refining
process. This process is known as the Wohlwill
process, the invention of Dr. Emil Wohlwill and
was imported to this country from Germany. The
same process is now being used at the new mint
of the British government in Canada. In this
process tanks holding upwards of twenty gallons
of solutions are used. These tanks are made of
Royal Berlin porcelain and are exceedingly expen-
sive. The solution used in the process contains
about one ounce of gold to the quart of solution and
ten per cent of free hydrochloric acid. The anodes
are again connected to the positive end of the electric
circuit and thin sheets of pure gold are hung from
the center on a rod connected with the negative
wire. A current approximating 200 amperes to
the tank is used here and the gold is deposited in a
degree of remarkable purity, there being only about
two-tenths of an ounce of impurity in ten thousand
ounces of gold produced. The gold cathodes are
then washed, dried and sent to the melting room
where they are remolded into the bars needed by
the customers of the assay office. This gold is
used mostly for coinage and for the manufacture
of jewelry.
The anodes are bagged here as well as in the

silver process and in this case there is practically
nothing left of them. The metals other than gold
that the anode contained go into the solution and
are not deposited with the gold. Chlorides of
platinum and palladium are the principal products
found in the solution. These metals are after-
wards recovered by a rather tedious process and
then are sold to the firms dealing in such metals.
The silver in the anode is of course converted to
silver chloride by the hydrochloric acid in the
solution and this material settles to the bottom of
the tank. There is only a sufficient amount of free
chlorine generated in this process to dissolve the
gold, platinum, palladium, etc., so as to allow of
their deposition and solution. The silver chloride
remaining on the bottom of the tank is cleaned
out at the close of a run, mixed with a little water
and granulated zinc, and is thus converted into
metallic silver and is used over again to make new
anodes. If there should be found any gold in the
chloride solution after the platinum, etc., have been
separated, it is precipitated with ferrous sulphate
in the form of a brown powder which is metallic
gold and is then added to anode material.

Refuse Recovery

Methods of recovery of the last particles of value
at the assay office are very exact and painstaking.
Beginning in the melting rooms, the equipment of
which was furnished and installed by the W. S.
Rockwell Company of New York, the flues from
the melting furnaces lead into fume chambers.
These chambers, situated on the lower floors,
communicate with similar chambers on the top
floor by means of square flues. The gases from the
furnaces must pass through these chambers and
flues before entering the main chimney. A great
deal of valuable material is therefore recovered
from these various reservoirs and the fact that the
annual clean-up is upwards of one thousand ounces
of gold, etc., goes to show how richly such careful
methods are rewarded. The refuse from the melt-
ing rooms themselves, such as dust from sweepings,
old crucibles, etc., is put through a grinding process
in the wet and the tailings are finally sold on a basis
that nets the office returns for from ninety-two to
ninety-five per cent of the metallic contents. The
clothing of the workmen, washwater, etc., also goes
through the same recovery process so that prac-
tically nothing in the New York Assay Office
escapes examination.
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Michigan Jewelers' Association
Holds Convention in Detroit
(Continued from page 1503)

Davenport acted as secretary. The reports of
the secretary and treasurer showed a balance of
cash on hand after payment of bills outstanding.
The reports were accepted.
The first address was one prepared by Mr.

William T. Lewis, formerly of Philadelphia and an
authority on watch-making. Mr. Lewis is now
in charge of the advertising department of a prom-
inent Detroit music house and was unable to be
present. His paper was therefore read by Mr.
Bromley of the watch repairing firm of Bromley &
Bayley, which firm also conducts the Detroit
Jewelry Trade School. The address will appear
in full in our next issue.

President Connelly then called upon Mr. Edgar
Guest, who conducts a humorous and poetic col-
umn in the Detroit Free Press. This speaker gave
a funny talk m which he pictured the woes of the
customer wh- has to pay two dollars every time
his watch nee..s attention. Ile related anecdotes
bearing upon the same subject and generally kept
the jewelers in ghter by his quips and cuts at
the foibles of the trade. To close, Mr. Guest
gave a number of his poems, these being of an op-
timistic turn and in the nature of sermons in verse
designed to make his hearers forget their troubles
and renew their efforts for success. He IN as ap-
plauded heartily, but refused to give any encores,
explaining that he must hasten to work so as to get
the money to pay for more watch repairs.
On motion of Mr. Jennings, of St. Clair, a letter

from the Chicago jewelry trade requesting the
aid of the Michigan association in securing the
1913 convention for Chicago was taken up. The
sentiment was unanimously in favor of this and
the Michigan delegates may be counted upon to
back the Chicago invitation to the national
association. •
When the election of officers came up, President

Connolly expressed himself as in favor of rotation in
office, explaining that he had accepted the presidency
for but one year. His plea to be retired was not
accepted, however. Mr. Toepel declared that one
year's experience had but fitted Mr. Connolly the
more for the presidency of the association, and that
the ideas expressed in the president's address were
the ones which must be carried out to bring in-
creased efficiency. Others took the same view
and vice-president Garlick put the motion that
the secretary cast the unanimous vote for Mr.
Connolly, which carried.
In accepting, President Connolly urged all the

members bestir themselves to greater effort
during the coming year, that each urge his ac-
quaintances in the trade to join in the fight for
better conditions and that they remember that the
officers alone could not carry out the purposes of
the organization, but must have united and enthui-
astic support.
Andrew Toepel, of Detroit, and Max C. Jen-

nings, of St. Clair, were both proposed for first
vice-president. After some discussion, Mr. Toepel
was made first vice-president and Mr. Jennings
second vice-president. James H. Garlick of De-
troit, was then elected treasurer, and J. G. Daven-
port of Battle Creek, was made secretary The
officers will constitute an executive committee and
were given authority to meet later to adopt resolu-
tions and also to name the next convention city.

After some discussion, it was decided to leave
the appointment of delegates to the national
convention to President Connolly so that it may
be made certain that only men who can get away
at the time be chosen. It was announced that
the president and vice-presidents will constitute
an organization committee to "ginger up" the jew-
elers of the state who do not now belong to the
association or who have not taken an active
interest.

Final adjournment was then taken.
J. G. Davenport of Battle Creek, the new secre-

tary, declared himself greatly impressed by the
showing made by the Detroit Jewelers' Club. "I
wish that every jeweler in Battle Creek could learn
of the good achieved by this club, " he said, "It
would not take them long to form a similar one."
It is expected that Michigan will follow the

example of many other states and organize city or
district societies during the coming year.
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ELGIN GIANT WATCH CASE CO.

If

X

MANUFA CT URERS OF

Solid Gold Watch Cases
in all Established American Sizes-10/o

5/o Elgin Jewel Series Waltham, 0-6-12-

16 and 18 Size. Hunting and Open Face

If

ALL MODELS
INCLUDING THE EXTREME THIN KNIFE EDGE TO FIT 0 SIZE

Hand Engraved Raised Gold

Diamond Inlaid

Gold Carved Diamond Ornamented

HAND MADE CASES
TO SUIT EVERY REQUIREMENT

EXCEPTIONALLY FINE WORK OUR SPECIALTY

Ask Your Jobber to Show Samples

1

ELGIN GIANT WATCH CASE CO.
Factory at ELGIN, ILLINOIS
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Window Trimming

Once Upon a Time

By OSCAR ONKEN, President The Oscar Onken Company

Cincinnati, Ohio

From the small cabin-like window of a
country store, way back in the days of
early history making of America, to the
modern architectural structure of today, is
a long leap. The trimming of a show window
has undergone an evolution even greater
than the window itself, and the merchant
of today knows very well that he must
look to his window as the probable source
of his best advertising.
The merchant of the trading-vessel day,

often heaped his wares on top of boxes,
on the banks of the stream he traveled,
and old Si Hawkins hung in his window
the red and blue " Caliker" he had to sell,
and probably a coal bucket or a mop
hung all too near the coveted dress goods,
but merchandise must be shown, and the
art of displaying was primitive in those
early days, and still is, in remote spots all
over the world.

It is the merchant who is cutting with
the keen edge of friction in the thick of
competition, who has to look to his own
wits, or to some artists' skill for the best
results in window trimming, for the win-
dow indicates the spirit of the shop. Is
it classy and wide-awake, are the articles
selected by one who knows what's what?
Look to the window for the answer to
these questions. It tells the tale.

It is not just having goods for sale;
every purchaser knows a shop carries
merchandise, and the merchants' business
now is to force upon the attention of the
passers-by the things he has for sale, and
he must do this in some distinctive
manner.
What has brought about this need for

classy window trimming? Simply this,
people do not make a memorandum of
their needs and then take a day or two
out of each year to buy supplies. They
buy every day the beautiful things they
see and cannot resist, and the smart
merchant knows his window has sold the
goods very often before the customer has
entered the shop. Tempting the customer
by the classy display of beautiful goods is
probably the main reason for the wonderful
volume of business now done all over the
world.
Time was when grandmother had only

one silk dress, which was taken out on
state occasions, and more often than not,
handed down through several generations,
as were most articles of wearing apparel.
How is it today? The silk dress that
mother wore last season, is not even suit-
able for making over the next, too many
pretty things tempt her from the shop
windows, and the longing is created then
and there, and so it must be a new dress,
and here is the secret of selling goods.
tempt the passers-by, force upon their
notice by your window trims the things
they can not help liking, and you are
increasing your volume of .business daily.
Those old days of stringing a line across

a window, on which was hung the mer-
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chandise, or setting up a rack or box on
which to display, have gone, and with
them the slow merchant, the fly-specked
goods (which hung for months at a time
in the window and were not even put on
the bargain counter when they were taken
out) and the creeping method of doing
business. You must have new displays;
change your windows weekly, or semi-
weekly for remember the customer does
not buy because he needs that tie, those
shoes, etc., he likes and wants, and if he
did not see them temptingly displayed, he
would go on wearing his articles of apparel
until they were worn out.
The merchant who has found out for

himself this telling argument of display,
is the man who is doing the business.
The fixtures which enables one to make

fine shows and quick changes is the thing
wanted and many of these are now avail-
able which lend themselves readily to
the display of all kinds of merchandise.

Discount Your Bills

Discounting all bills is the open sesame
to the markets of the world. No matter
how small or how large a business one is
doing, if he discounts all bills, every firm
from the Atlantic to the Pacific and from
the Gulf of Mexico to the Lakes will be
anxious to open an account with him for
any reasonable amount, says the Five
and Ten Cent Magazine. But I hear it
said, "My capital will not permit my
discounting my bills." To that I say,
figure out how much additional capital
would be required to discount all bills and
how much would be saved each year by
securing this capital.
I dare say that many have never done

this, but let me suggest that every retailer
total up his indebtedness and see what it
would cost to secure enough additional
capital to make possible the discounting
of all these bills. Then figure the profit
which can be made and it will be found
quite astonishing.
Right here let me give an illustration of

the value of discounting bills.
Several years ago a young man of my

acquaintance entered a western city and
embarked in the retail business with a
total cash capital of $1,500, that, by
frugality, he had saved from his small
salary. He rented a store at $1,250 per
year for five years, and then proceeded
to purchase as many goods as he could
pay for. He also cultivated the acquaint-
ance of the cashier of the bank where he
did his business, and a few weeks after
opening his store borrowed a sum of money
from the bank and increased his stock.
He had rented a large storeroom and his

limited capital did not allow him to carry
as large a stock as he desired, but he
persisted in discounting all bills and buy-
ing closely. At the end of the first holiday
season it was necessary to fill his store
shelves and counters with empty packages,
as his stock was cleaned out, but he was
able to pay off his loan at the bank and
had a surplus besides.
The next year he borrowed a larger sum,
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but continued to discount his bills. Every
one was anxious to sell him, for his credit
was without a blemish, and in a few years
he had increased his stock in the original
store by over $1,500, and opened several
branch stores. Today he is connected
with several strong financial institutions
in the city in which he resides.
The secret of his success was that he

made his business fit his capital. And
this leads me to one or two maxims I
desire to propound.

First, no man should go into business
unless he has a reasonable amount of
money, and, above all, be sure that he
knows something about the business that
he is entering into.
Then he should buy only as many

goods as he is reasonably sure that he can
pay for and discount all his bills.

Starting out with a certain capital, he
should estimate the amount of business
that he feels that he should be able to do
monthly. Deducting from this his store
and personal expenses, he should then
buy only as many goods as he can reason-
ably expect to pay for promptly when due.
He should keep a careful record of all

goods purchased, when they are to be
shipped, and when he can save his dis-
counts; then limit his purchases absolutely
to the amount that he has estimated will
be available for paying bills from month
to month, and he is sure to win. If his
sales are better than he anticipated, he
can buy more goods. He can send in
mail orders for the most profitable sellers.
On the other hand, if his sales are less
than anticipated, purchases should be
curtailed, but every effort should be made
to stimulate his sales so that they will
equal the amount estimated.
More failures in the retail business are

caused by overbuying than from any other
one cause, and many a man who would
otherwise be a successful retailer has been
handicapped all through his life because,
through lack of knowledge or judgment,
he purchased more goods than he could
pay for during the early part of his business
career, thereby injuring his credit to an
irreparable degree.

Value of Enthusiasm

A man who believes with his whole
heart and soul that his business is the best
business on earth, and proves that belief
in every word he says about it is sure to
make good, even although he be a plodder,
says one of our exchanges. In these days
of keen competition and wonderful activ-
ity it is necessary for the business man to
have enthusiasm. Enthusiasm fuses all a
man's business qualities into one effec-
tive whole.
No one can be truly enthusiastic who

does not believe in his business. There are
hundreds of business men who complain
that fate is against them, their surround-
ings are poor, or their business is at fault.
They are fooling themselves and their
friends. They lack the spark of real, vital
enthusiasm, and will always remain in-
different merchants.
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Mail Order Houses from a New Viewpoint

Their Publicity a Factor in Creating Business—Trade Enlivened by the Strenuous
Competition—Compelled Improvement in Business Methods

While the big mail-order houses are un-
doubtedly the truest analogue of the so-
called octopus, with the entire country for
a feeding ground and tentacles cotermin_
ous with the railroads and post-roads of
the nation, it is nevertheless true that there
is much to be said in favor of these institu-
tions as creators of business through ex-
pensive publicity and as educators of the
country at large in advanced business
methods.
In a recent issue of the Variety Review

Frank D. Blake gave an interesting anal-
ysis of the mail-order business; why it
came into being and what it has accom-
plished in the field of retail trade. As it is
instructive to hear the two sides of any
question, we reprint Mr. Blake's views as
follows:
"Back of all that is said about the retail

mail-order bogey; back of all the real and
imaginary evils charged thereto; back of
the sensible and nonsensical claims of
hysterical pessimists, is the plain unvar-
nished truth which shows the why and the
wherefore of the retail mail-order house
and both justifies and explains its exis-
tence.

"Selfishness, or self-interest, makes the
world go 'round. When directed through
the right channels and kept within bounds
it gives us a healthy determination to suc-
ceed. It promotes competition and en-
courages business activity. As a class we
are selfish as individuals, and many of us
in this instance have permitted self-in-
terest to magnify our own position and
troubles out of all relation to the rights of
others."

Stimulated Competition

"When the merchant of the country
town and city had no retail mail-order
competition he could do pretty nearly as
he pleased. He was in the same position
in relation to the consumer that the big
monopolies are said to be to the smaller
industries. His opportunity was big, but
either he did not or could not take ad-
vantage of it, and as a result halted by the
roadside while the procession moved
ahead. Into the field then came the insti-
tution whose motto is "service." It ap-
pealed to the self-interest of the consumer.
It said: "I will send you anything you wish
I will appreciate your business and show
my appreciation by co-operating with you.
I am determined to please you." There
is no question but that at heart it was just

as selfish as a heartless corporation could
be, but it knew how to hide that, and it
both understood and studied human
nature.
Then Mr. Inland Storekeeper raised his

voice in loud and angry protest, bemoaned
and bewailed the fact that he was not
treated right, and all this time his selfish-
ness had been as a cloud before his vis;on,
befogging and distorting the situation out
of all semblance of its real condition. For
too long a time we have followed along
ridiculous lines in order to correct what we
consider an evil. We have not studied the
situation; we have been too conservative
too sure of the justice of our own position;
too certain that we are the victims of in-
justice. We are now learning that we
have been wrong—that our methods must
change; that we are the servant, of the
public and must study its needE and wants
if we are to have our share of its business."

Service the Keynote

"The catalog house was born into the
world to fulfill a mission—to fill a gap—
and until the duties of discharging that
mission and filling that gap shall have been
voluntarily assumed by the retailers of
this country it will continue to thrive. The
secret is wrapped up in one word—service,
and it is in this matter of better service,
and more appealing methods that the
trained, aggressive dealer has the power to
choke the catalog house loose from the
business in his territory.
"The retail dealer is on the ground. He

is intrenched in his position. His business
is the basis of the commercial system in
this country, and regardless of changing
conditions, regardless of fluctuations of a
local character, that basis will never be
shifted, because he offers to the public a
service which, in its entirety cannot be
duplicated. With this recognized ad-
vantage and the prestige of personal ac-
quaintance with his patrons, the progres-
sive dealer who has capital and capabilities,
and is in touch with the spirit of the
times, has nothing to fear from catalog
house competition, provided he has the
courage of his convictions."

What Changing Conditions Demand

"Business is in constant evolution.
Methods that were successful yesterday
might breed ruinous competition in your
territory if persisted in tomorrow. Fail-
ure to recognize changed conditions and
adapt business policies to them invites
disaster.
"It requires more skill and money to

own and operate a store than it did twenty-
five years ago, it requires more skill and
capital to conduct any successful business;
but these elements are not always given
proper consideration. Price, service and
the ability to exploit goods in a way cal-
culated to stimulate the speculative faculty
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of mankind are the corner posts upon
which the catalog house rests, and unless
the retail dealer has a genius for up-to-date
methods and ample capital to handle his
business, the combination is discouraging.
But mark you this, when a dealer has
these requisites he wIll wipe the catalog
house off the map in his territory, every
time.
"The importance of ample capital is un-

derestimated and lack of high-grade skill in
modern merchandising is little short of
suicidal. Having a store with shelves full
of goods does not make a merchant any
more than a room full of books makes a
lawyer, or a case of surgical instruments a
surgeon. Merchandising is now a highly
special ized occupation and is rarely prac-
ticed ,z1ccessfully by the inexperienced or
the un: 'cilled. There is no more forcible
way to i lustrate a proposition than by ex-
ample.'

Knocking I' lur Competitor
The man who dig:, pit to entrap his

neighbor usually falls inL -1 that pit himself.
The man who carrie,: a r. Ayer to protect
himself is in much greater danger of being
shot with this same revolver than are any
of his enemies. Elizabeth Fry once told
the King of France that he should not
build prisons with dingy cells, for the
reason that he and his children were very
likely to occupy them and his ',or, ,d
vises us how well this prophecy eame

It is a fact in nature that we get ba
just exactly what we send. The man who
looks for trouble invariably finds it—just
as the man who argues with the bell-boy
in a hotel or the porter on a train about
getting the right kind of service winds up
by having been treated to a very "inter-
esting" journey.
We often find men who are so interested

in the affairs of their competitors that they
have no time to attend to their own.
Once upon a time, a certain merchant
employed a clerk to whom he paid a
small salary to sit by a window in a loft
over the store to watch the customers who
entered the place of business of a competi-
tor across the street.
The man who is deeply interested in his

competitor and in his business affairs is
on the verge of taking a post-graduate
course in the "art of slinging mud"—and
from all statistics which we have been
able to gather on this subject, slinging
mud is about the poorest business on the
calendar and pays the least dividends,
except in Southern politics, aside from the
fact that it takes your energy and your
brains away from your own business.
The history of merchants who have been

deeply interested in the affairs of their
competitor has been found along the shore-
line when the pieces of that business have
been picked up after the storm. It is a
fact that quite a few people enter the busi-
ness game, advertise themselves as "Smith
& Jones, Dealers in Merchandise," then
convert their institution into a "Mud-
slinging Shop," the affairs of which are
finally taken over by the credit man.—
Merchants Journal of Commerce.
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THE EL KAY CUFF BUTTON

SEE THOSE ARROWS?
That post is solid and strongest at points

of greatest strain.

The One Piece Cuff Button
Not only the post and bean but the entire

button, Post, Bean and Front is made

of one single piece of continuous metal.

4P;

Absolutely One Piece
Patented in the U. S. and foreign countries.

Any retailer who knows " a
hawk from a hand-saw" can
see the superiority of EL
KAY Cuff Buttons over
every other make.

The EL KAY Cuff Button
is one piece, solderless, seam-
less and positively the best.

EL KAY Cuff Buttons never
break. You might not be-
lieve it, but we guarantee it.
That is a permanent guar-
antee to you of your cus-
tomer's good-will.

JOSEPH L. HERZOG a co.
Makers of LK Rings

45-51 ROSE STREET Cor. Duane) NEW YORK
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Sales and Profits from the Manufacturer's View Point

Interesting Address by Wm. F. Dorflinger, of C. Dorflinger & Sons, Cut Glass
Manufacturers, before the Convention of the National Association of Stationers

Some years ago there was an old Irish
woman who lc,,pt a fruit stand on Fulton
street, New York. She was a very igno-
rant woman, but energetic and happy and
tactful, and she had quite a following.
One day a gentleman stopped to purchase
some apples, which she was selling at three
for five cents, and in course of conversa-
tion she said that she was buying them at
the rate of two for five cents, and when
he asked he how she could afford to do
it she said that it was because of the great
quantity she sold.

Capacity Given Undue Consideration

I think that a good many of the glass
cutters are doing business on the same
plan without realizing it. Too many glass
cutters are anxious to do a large business.
They do not base product on demand, but
rather fix a capacity and have to go into
the market and meet prices or sell at a
lower price to get rid of the surplus. Some
years ago the then existing cutting shops
were competing as to who ran the greater
number of frames; those having fifty put
in fifty more, those having 100 doubled up,
and for some time there was a constant
effort to outdo each other and have the
biggest shop. Very few of these shops are
running full capacity today. It seems to
me that it is a much better plan to be a
little short of capacity and be in an inde-
pendent position, so as to accept orders
that pay and decline those in which there
is little profit and not have to compete in
the open market with the lowest bidder to
get rid of product.

am an advocate of local sales—that is,
I think, that the territory in which the shop
is located is the best field for sales. The
freight is lower, whoever pays it; the time
for delivery is quicker ; the returns should
come in sooner, and the glass cutter is in
closer touch with the consumer in case of
any kind of trouble. Outside of the large
centers, to which gravitate all the jobs and
specials, the price should be more profit-
able.

The Matter of Credit

I want to call your attention to the mat-
ter of credits. Some years ago I knew a
man who went into the market ready to
undersell his competitors because he had
water power to run his frames and he
figured that cost him nothing. The trade
was quite willing to have him undersell
the market and they kept him at it as long
as he was in business. This man was a
good glass cutter, a good designer, a good
manager, but he was no business man, and
the fact is his bad debts more than made
up for his saving in the cost of power.
Many concerns ignore the commercial

agencies and the trade reports and depend
on the reports of salesmen for the standing
of the customer. This is not a reliable
source of information. The salesmen say
that the buyer is doing a large business,

talks very confidently, and that a great
many people want to sell him, but he has
no way of getting at his financial re-
sources. The only way I know is through
the commercial agencies or trade reports,
and then one is liable to get information
that does not forestall a failure and a bad
'debt.

Do you allow a sufficient margin of profit
in selling? Even if you figure 10 to 15 per
cent for selling expenses you cannot tell
what contingencies may arise to increase
this expense. Matters of freight, ex-
pressage, breakage and errors are always
coming up, and if you are selling your
goods through men on salary and expenses
it is difficult to tell in advance what the
selling expense will be. I want to warn
you particularly against the employment
of dissipated and extravagant salesmen,
and under no circumstances should you
allow these men to make prices and terms
and discounts. If your terms are fixed by
agreement you should stick to them. In
any case, you should have fixed terms, and
when the bill is due try to collect it. If
you sell a man a bill of goods at a certain
agreed price and on certain terms he is as
much obligated to abide by those terms as
you are to charge the prices agreed upon.
It is a contract by which both should be
bound, and if the party ignore the terms
after the goods are delivered you would
be justified in changing the price. When
your bill is due try to collect it. You
are entitled to the money, and you cannot
pay your own bills unless your customers'
bills are collected.

Cash Discounts an Important Factor

I am greatly in favor of a cash discount.
Two per cent for cash in thirty days is a
very fair and liberal allowance, and no
buyer can afford to ignore it. It means 24
cent per annum, which is a good profit.
A concern short of ready money that is not
able to borrow at 6 per cent per annum
and make 2 per cent a month is not en-
titled to your credit. You can afford to
give the 2 per cent for cash because it
brings in the money for you to use within
a specified time, and goes a long way to-
ward eliminating bad debts. Adhere to
your terms and discount. Take no stock
in the stories of others giving 5 per cent for
cash, and insist upon payment of the bill
when due. Do not follow the example of
the manufacturer who was worried about
the collection of an account and who was
advised to make a demand for the money,
but accepted another order instead. Col-
lect your bills and pay your bills. Keep
up your credit. The man in good credit
has many advantages. I think he can
often do better in price, get prompter
shipments and generally better terms than
a man who ignores his obligations of pay-
ments. Good credit is a valuable asset.
Take advantage of the cash discount in
buying. Then you get the same benefit

you agree to give those who buy from you,
and you can hardly afford to lose that
profit.
Looking over trade reports almost every

day, I notice accounts for collection
against certain firms regularly, so that it
seems that it is necessary to put an ac-
count in for collection on certain houses to
get payment. How these people can buy
goods, and how manufacturers or impor-
ters can find it profitable to sell them I
cannot imagine. I think it a very good
rule to not sell a house again where a col-
lection has been made through an agency.

Just one thing more: In late years al-
most all the large buyers are looking for
special discounts. They will tell you that
they get a special 10 per cent from every-
body but you, and that if you want to sell
them you will have to do what the others
do. Matters of this kind are not long kept
secret, and I know that where an advan-
tage is given to one house over another
the rest soon find it out and make the same
demand. If all the houses were to give
the large buyers a special ten it would be
but a very short time before they would
begin to agitate for a second special ten.
To sum up: The only safe and sure way

to make some money in your business is to
figure out your costs carefully at a fair and
reasonable profit, make a liberal allowance
for selling expense, and then stick to your
prices and your terms and collect your bills
on that basis.

What Competition Means to You

It does not pay to belittle a competitor.
One of the worst habits we can cultivate
is contempt for the other fellow. Too
much looking at one's self creates a false
opinion of one's worth. While we are
patting ourselves on the back, our com-
petitor is busy planting mines under our
defenses. No manufacturer in any line
ever cornered all the good things. Your
most hated rival may be a shrewder
business man than you. Let us be sure
that our disdain for him does not come
from wounded vanity. There is no man
under heaven so easy to deceive as one's
self. Some one said, the other day, that
when you get so you can not recognize
your inferiority to your competitor, it is
time to quit. The salesman or dealer who
wins is the man who is always ready to
recognize and improve on the best things
in his competitor's line. Your healthiest
mental condition is when you feel so
small you could be traded for a three-cent
piece. Business is more in need of
humility than bluff. The humble man is
in the attitude of acquiring knowledge.
So long as I am dissatisfied with myself,
I can learn from you. We are obliged to
take off our hats to our competitors every
day in the week. The more they beat us,
the more rapidly is the day approaching
when we will beat them. With every
order you lose you learn something about
going after the next one and landing it.
Thank heaven, we do not land every order.
We would go to piecces in five years.
Rome flourished most after her defeats;
she decayed after she subdued the world.
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Commercially Important Artificial Gems

Distinction Between Imitation and Artificial Gems—Researches of Professor Verneuil—
Corundum Gems, Artificial and Natural—Future Possibilities in the New
Industry

Paper read by G. Montague Butler before the Colorado Scientific Society

In order to prevent any misconceptions, I desire,
first, to emphasize the fact that imitation gems are
not artificial gems in the sense that I here use
the term.

Nearly all precious stones, with the possible ex-
ception of the opal, have been successfully imitated,
so far as appearance is concerned, in glass or
enamel. These form the so-called pastes or strass,
and they differ in physical and optical properties
from the stones they simulate. Even their colors
and degrees of transparency are apt to be far
from permanent. While certainly artificial, they
can not be called artificial gems for the very
good reason that they are not gems. This state-
ent applies with equal force to the ever popular
doublets and triplets, which are at best merely
thin slices of natural gems combined with colored
glass. Neither are we concerned with natural
substitutes for more valuable gems, such as zircon,
phenacite, white sapphires, white topaz, rock
crystal, and other substitutes for diamonds.
The artificial gems of which I shall speak are

practically identical with the natural stones in all
physical and optical characteristics, and differ
therefrom, often, solely in origin. They are just
as much "real" gems as artificial ice is real ice,
and are not to be confounded with Pliny's "glass
gems from the rings of the multitude." They are
designated as reconstructed, synthetic, or scientific
stones, and these terms are regarded as synonyoms
in the gem trade although not strictly synonymous
as I shall show later.

Artificial Diamonds

There are at least ten distinctly different pro-
cesses by which real diamonds of gem quality may
be manufactured. In no case, however, are the
crystals produced as much as a millimeter in
diameter, and the product is usually much smaller
than this. While melee diamonds less than a
millimeter in diameter are used in jewelry, the
artificial stones of this size cost so much more
than the small natural ones that artificial diamonds
are of no commercial importance.
The question is often asked: "Since so much

success has been attained in the manufacture of
various synthetic products, is it not merely a matter
of time before commercially important synthetic
diamonds will appear on the market?" One need
not hesitate to answer no to this query, for it is a
fact that we are now apparently just as far from
a satisfactory solution of the problem as were
the workers of fifty years ago. And this is true in
spite of the further fact that more time and energy
have been expended upon efforts to manufacture
diamonds than have been employed in attempts
to reproduce any other gem—probably all other
gems.
We seem unable to apply the enormous pressures

and the extremely gradual, uniform rates of cooling
that are available in the laboratory of nature, and
which appear to be a prerequisite to the formation
of diamond crystals of considerable size.
It is true that reconstructed and scientific

diamonds are offered for sale by unscrupulous or
ignorant jewelers; but these names are absolutely
fallacious and are intended to deceive the pur-
chaser as to the true nature of the articles, which
are without exception substitutes or imitations.
While on this topic, it may be interesting to

recall the little-known fact that there is at least
one other substance which could be used with
entire satisfaction in place of diamonds for all
purposes to which this mineral is applied. I
refer to boron. This is as hard or harder than
the diamond, and approaches very closely, or
equals it, in refractivity and dispersion; but it has
so far proven impossible to form crystals large
enough for gem purposes.

Gem Carborundum

In 1910, F. J. Tone, of the Carborundum Com-
pany of Niagara Falls, N. Y., patented a process

for making transparent, colorless or tinted car-
borundum suitable for gem purposes. It is claimed
that the product has an even higher coefficient
or refraction than the diamond, and, if this is true,
it should make a splendid gem, as it is, of course,
between ruby or sapphire and diamond in hardness.
None of this substance has appeared on the
market, and a recent letter from Mr. Tone says
that commercially " the matter was never carried
through to any successful issue." This appears
to be a field well worthy of investigation.

Artificial Opal

About a year ago I noted a paragraph in a
jewelers' magazine to the effect that William Rose,
a lawyer of Independence, Mo., had succeeded,
after a life-time of effort, in making opals of a
quality suitable for use as gems. I corresponded
with this gentleman and wish to read the following
self-explanatory quotation from a recent letter: "I
do not expect to imitate the natural stones, nor do I
wish to do so, as I do not desire to make anything that
could be used to perpetrate a fraud. * * * I do
not want to imitate, but to make a new substance for
the arts, which can be worked up into several
beautiful forms none of which can be imitated
in glass."
Mr. Rose has kindly given me three samples of

his product, and a brief description of these may
be of interest. They look like slightly milky,
colorless, transparent opal, are optically isotropic,
and have such a low thermal conductivity as to
indicate that they are amorphous; but the hard-
ness is nearly seven. Sharp corners of the so-
called opal scratch quartz with difficulty, while
quartz scratches it with comparative ease. The
specific gravity is 2.20. The material utterly lacks
the exquisitely beautiful play of colors from the
interior which makes the precious opal the most
beautiful and fascinating of all gems. One of the
specimens contains tiny square flakes of gold-leaf,
another, similar lamellm of some translucent,
pink substance, while in the third the inclusions
are some milky-white, anisotropic mineral, possibly
muscovite mica. The manufacturer claims that
the substance is pure, amorphous, anhydrous silica.
He refuses to give a hint as to how it is made.

Although the product possesses scientific inter-
est, it does not form very promising gem material,
nor can it be called commercially important.
Press notices indicated that it did deserve to be
so-called, however, so I do not feel that the account
given is out of place. I am as desirous of dis-
lodging misconceptions as of disseminating reliable
information.

Miscellaneous Stones Produced Artificially but
of no Commercial Importance

Within the last hundred years a large number
of gems have been successfully reproduced in the
laboratory. Among the more important are the
following: Peridot, diopside pyroxene, rock
crystal and other varieties of quartz, precious
topaz, phenacite, beryl (aquamarine, emerald),
zircon (hyacinth, jacinth, jargon), and chrysoberyl
(cymophane or cat's-eye). In every case, however,
the artificial product is either much more expensive
than the natural mineral, or else the crystals pro-
duced are too small to cut into gems.

It is impossible to predict what will yet be
accomplished in the commercial fabrication of
these and other gems. In the case of the emerald,
long and painstaking experimentation has yielded
only negative results and future success seems
improbable; but most of the other gems men-
tioned are of such comparatively small value that
their reproduction would bring the manufacturer
an inadequate financial reward. They have,
therefore, received little attention from experi-
menters. This is true, for instance, of the zircon,
a most splendid stone possessing all the qualifica-
tions of a gem to an unusual degree. Among the
ancients, it was a great favorite, but the fickle

public has now forgotten it and magnificent
natural stones are sold with difficulty at even
a fraction of their true value. There is, naturally,
slight reason to attempt to produce such a stone
in the laboratory.

Artificial Turquoise

I have seen statements to the effect that real
turquoise has been made on a commercial scale
by a secret process, supposed to involve the appli-
cation of great pressure upon small quantities of
powdered phosphate of aluminum containing a
trace of copper, this being the material of which
turquoise is composed. As the artificial stones are
said to fuse to a black glass, whereas turquoise
is infusible, it appears extremely improbable that
the fabrication is real turquoise or even has the
composition suggested.
Only small stones of this type have been placed

on the market, and these are sometimes stained
with limonite to still further simulate the natural
gem. Dr. Max Bauer claims that, when placed in
water, this material darkens in color, and he also
says that the surface shows many minute cracks
when examined with a lens.

Artificial Ruby

We now leave the artificial gems of no, or doubt-
ful, economic value and attack a subject of the
greatest scientific and commercial interest, i. e.,
the manufacture of the various corundum gems—
oriental ruby, sapphire, etc.—whose base is oxide
of aluminum.
In order to lead logically up to the subject,

allow me to quote from a lecture delivered by Dr.
G. F. Herbert Smith of the British Museum.
"As long ago as 1837, Gaudin, by fusing to-

gether in a closed crucible equal parts of alum
and sulphate of potassium, obtained small hexa-
gonal plates, about 1 mm. in thickness and 3 mm.
in width. Ebelman, some years later, in 1851,
derived similar plates from a fusion of alumina
and borax, and made a step forward in coloring
them by the previous addition of small quantities of
metallic oxides. Sainte-Claire Deville and Caron
obtained good results a little later, in 1858, by
fusing aluminum fluoride with boric acid, and,
by adding varying quantities of chromium fluoride,
produced not only ruby, but also sapphire and the
green variety, the so-called oriental emerald.
Gaudin had in the meantime been devoting himself
to the manufacture of imitation gem stones, and
in a paper published in 1869 he stated that he
obtained vitreous globules by fusing alumina
powder in the oxy-hydrogen flame. In 1877,
Fremy and Feil published an account of their
interesting and instructive researches. They
fused together equal weights of alumina and
minium (lead oxide) in a siliceous earthen vessel.
The aluminate of lead which was at first formed
immediately attacked the silica of the crucible
and formed a lead silicate; the alumina thus set
free crystallized out in beautiful hexagonal plates,
which were colored red or blue according to whether
the oxide of chromium or of cobalt was previously
added to the mixture. A portion of a crucible lined
with ruby flakes is exhibited in the mineral gallery
of the Natural History Museum.
"Twenty-four years ago, in 1885, red stones

of unknown origin and mysterious production made
their appearance on the market from the direction
of Geneva. Having the physical properties of
genuine rubies, they were accepted as, and realized
the prices of, natural stones. We now know
that probably they were formed by the melting
together of fragments of natural ruby in the oxy-
hydrogen flame. The details of the process of
manufacture, no doubt, varied slightly, but in the
main it was as follows: Two, or perhaps three,
oxy-hydrogen jets played horizontally on to the
top of an infusible pedestal, which was kept in
slow rotation about a vertical spindle. The ruby
fragments were dropped, one by one, by means of
platinum forceps, onto the top of the pedestal,
where they melted into a single mass. A little
potassium bichromate was added in order to give
the proper color. Owing to the inequalities of
growth, the cracks due to rapid cooling, and the
inclusion of air-bubbles, often so numerous as to
cause a cloudy appearance, and above all, the un-
natural, brick-like color, these reconstructed stones,
as they have been properly termed, were far from
satisfactory."

(Continued on page 1515)
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Commercially Important
Artificial Gems

(Continued from page 1513)

Some of the corundum gems now on the market
are made by this or a similar process, and are
the only ones truly deserving of the title, recon-
structed. Since, however, this appellation had
already become firmly established before the
better, cheaper gems appeared, it is quite cus-
tomary to speak of all artificial corundum gems
by this name.
In addition to the methods described by Dr.

Smith, still another process was tried before
Verneuil solved the problem satisfactorily. This
involved the fusion in a porous clay crucible of a
mixture of alumina, carbonate of calcium, barium
fluoride, and potassium chromate. The mass had
to be kept at a temperature of 1,500° C. for about
a week, and the resulting rubies weighed less than
half a karat, so the price was about that of natural
stones.
In 1903, A. Verneuil, P,.ofessor of Applied Cera-

mics in the Conservatory of Arts and Trades,
Paris, France, a pupil of Fremy, published a paper
on the artificial production of the ruby by fusion
in which he described the method by which nearly
all the best gems are now made. Briefly, the
process is as follows: Pure powdered ammonium
alum is calcined until all the water, sulphur, and
ammonia, are driven off, and the pure powdered
alumina—oxide of aluminum—thus formed is then
mixed with about 2 per cent of oxide of chromium.
This mixture is then melted in a specially designed
furnace with an oxy-hydrogen or other flame, and
solid red corundum—ruby—is formed. Ammon-
ium alum is used as a raw material merely because
it is more readily obtained than any other com-
pound.
Fig. 1 is a diagrammatic section of the apparatus

used. It is not drawn to scale, and I have made no
attempt to have it exactly correct in detail.
The powdered alumina and oxide of chromium

are placed in a receptacle with a sieve bottom and
this is introduced within the oxygen chamber.
Small quantities of this mixture are sifted out of
the box at each blow of the cam-actuated tapping
hammer. This powder falls with the oxygen until
the fusion chamber is reached. There the union
of the oxygen with the hydrogen or coal-gas pro-
duces an intense heat, and, when the powder
encounters this high temperature, the mixture
melts and a tiny drop of molten ruby falls upon
the support below.
At first, the powder is released very slowly and

a low gas pressure is used. So a small, cylindrical
stem of ruby called a pin-head first attaches itself
to the pedestal. As this pinhead gets larger, the
pedestal is gradually lowered, the gas pressure is
increased, and the powder is released more rapidly,
causing a pear-shaped mass of ruby to accumulate.
This is called a boule. It is necessary to start
the operation slowly and at a comparatively low
temperature in order to avoid melting the pedestal.
Coal-gas has now been substituted for the costly

hydrogen used at first, and the process is so simple
that it is said that one man can look after a dozen
of the machines if the cams are on a common
shaft. It is reported that about an hour is re-
quired to form a boule large enough to cut into a
10-karat gem. There is an upper limit to the size
of the boule obtainable in this way. A cut stone
weighing twelve to fifteen karats is about as large
as it has been possible to produce.
Gems formed in this way are usually termed

synthetic, and this is a perfectly satisfactory name,
but means little to the general public. By some
makers, powdered ruby is used instead of calcined
ammonium alum, and the resulting gems are cor-
rectly termed reconstructed. Scientific can be
applied to both, but some dealers have inexcusably
used it when referring to glass or other imitations.
While these may be scientific, they are not
scientific gems.

Nature of the Boules

Contrary to what one would naturally expect,
the boules formed in the manner just outlined are
not glass—amorphous—even though their form
and general appearance very strongly suggest this.
Each of the boules is a nearly anhedral or faceless
crystal with the vertical or C axis parallel to the
axis of revolution of the boule. The upper surface
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has an etched appearance; and, if this portion
be examined with a powerful lens, many tiny
crystal faces in parallel position are seen. These
crystals are plainly rhombohedrons, and the angle
between adjacent faces proves to be the same as
that of the unit rhombohedron of corundum—
ruby.
The boule has the composition, hardness, crys-

tallization, specific gravity, coefficients of refrac-
tion and double refraction, dichorism, trans-
parency, lustre, and color of the ruby. It is in
fact, genuine ruby made by man rather than by

Tapping Hammer

Cxygen

Sieve

Hydrogen

Fusion
Chamber

Pedestal
Adjustment

FIG. 1

nature, and, like many other substances including
ice and indigo, man's production is of better grade
than the average of the natural material.

If the stem of a boule be broken off, the boule
itself will usually split lengthwise. This is an
advantage rather than otherwise since it leaves the
material in good shape for cutting.

Artificial Sapphire

With the attainment of success in the manu-
facture of the ruby came a desire to produce its
sister stone, the sapphire. Now it was known
that some natural sapphires have exactly the same
composition as the ruby, the color being due to the
presence of some oxide of chromium just as in the
ruby. Why in some cases a red and in others a
blue stone should form is uncertain, but it is
probably the result of the presence of different
combinations of chromium, various oxides of
chromium, and alumina, formed under different
conditions.

After some experimentation, it was found that
gems formed in the manner just described were
invariably red or pink, so an attempt was made to
use other coloring agents. Cobalt oxide was found
to be unsatisfactory since the blue color was never
uniformly distributed through the stone. Ferrous
oxide in a reducing atmosphere was also used, but
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the result was a very dark blue which appeared
quite black at night. This duplicated certain
Australian sapphires, but did not possess enough
beauty to be valuable. In another experiment,
lime was added with the oxide of cobalt, and a
beautiful, uniformly blue boule was obtained, but
it proved to me amorphous—merely a blue, cobalt
glass.

Finally, early in 1910, a small proportion of ti-
tanic acid and ferric oxide was added to the
alumina, and the result was the scientific sapphire.
This stone is produced exclusively in the laboratory
of the Hellerite Company in Paris, under the direc-
tion of Professor Verneuil and I. H. Levin, an
American graduate of Columbia. It has been
patented under the name of the "hope sapphire,"
and is handled in this country by the American
branch of the firm, L. Heller and Son, New York
City.

Scientific rubies are made by many concerns.
but this company is the only one producing genuine
sapphire.

Before leaving the discussion of the sapphire,
it should be stated that some natural sapphires
are colored by titanium and iron.

Artificial Blue Spinel

In 1907, it was announced, prematurely as it
proved, that the problem of the production of
sapphires had been solved; and I immediately
procured one of the stones. It proved to be only
eight in hardness, was singly refracting, had a
specific gravity of 3.62 (corundum is about 4.),
showed cubo-octahedral crystallization on the
upper surface, and turned purple in artificial light.
These characters identified it as blue spinel, and
it was no surprise to learn that it was made by
adding magnesia and cobalt oxide to the am-
monium-alum, thus forming an artificial cobalt
spinel of a different tint from any found in nature.

Practically all of the so-called scientific or re-
constructed sapphires on the market, with the
exception of the hope sapphire, are these blue
spinels.

Artificial Corundum of Various Tints

Previous to the formation of the true sapphire,
it was found possible to fabricate other tints of
corundum gems by the use of other coloring agents.

Beautiful pink sapphires, resembling the color
of the burned topaz, were made by reducing the
proportion of chrome-alum used.
White sapphires resulted when no coloring

matter was employed.
Oxide of nickel produced straw-, or canary-,

yellow stones which the Hellerite people patented
under the name "golden sapphire." Different
proportions of the oxide of nickel gave a gem
which was bluish green in natural, and reddish in
artificial light. This was named "scientific
alexandrite," an unfortunate choice since it was
not alexandrite—an oxide of beryllium and
aluminum. Similar poorly chosen names are
scientific hyacinth, almandine, and pink tourmaline
for salmon, purplish red, and light pink stones, in
which various coloring agents are used.

Oriental emerald (green)—not the ordinary
emerald of the jewelers—and oriental amethyst
(purplish) not the amethyst with which we are all
so familiar—have not yet appeared on the market.

Distinctions Between Artificial and Natural
Corundum Gems

1. All tints of the scientific stones are very apt
to contain one or more spherical air or gas bubbles
a millimeter or less in diameter. They are often
very small, but so many are sometimes present
as to give the stone a cloudy appearance.

Natural stones may contain cavities, but these
are invariably bounded by flat faces instead of
curved surfaces or else are very irregular in shape.
Most of the better scientific stones contain no

bubbles visible to the naked eye and few visible
with a lens, while some of the best grades show
no bubbles whatever.

2. Any tint of the scientific stones may show
a series of tiny, parallel cracks at some point.
They usually run from the surface towards the
interior for a millimeter, more or less, but are
sometimes present in the interior of a stone. They
are not at all common, and a good grade of material
is much more apt to lack, than to show, them,

(To be continued)
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c_A few EXAMPLES of
the justly celebrated
8-Day, HIGH-GRADE

2111F-Over 1000 Styles

in Bronze and Brass,

Highly and Refined

Finished Cases, etc.,

to select from.

Tambour—Style 1
Tambour—Style 2

Gothics (also Dorics) Yacht-Wheel Clock

Windsor

CLOCHS of QUALETY The justRy CELEBRATED

8-Day, High-Grade

Used and DEALT in by those Demanding the BEST

ON SALE BY LARGEST HIGH-CLASS RETAIL JEWELRY HOUSES
Very large variety. Sizes ( dials) from 2;z4/. to 12 inches in diameter; cases in proportion. Prices from $21
to $250. Mantel, Boudoir, Ship's Bell and Auto Clocks, especially desirable for Wedding, Holiday and General

IPRE5ENTATRO3 PUIRPOSE5

Elar Outside of the large citie s there are innumerable buyers who want for their own homes, or forpresentation purposes, a few Exclusively High-grade Clocks each year.

OrTo dealers in such places we suggest buying a 2 .4.-inch Boudoir clock, listed at $21. This will show
the general high character of the "Chelsea " clocks, and from our Catalogue, furnished on

request, you can sell other models. TRY IT.

YOU want the BEST ? Ask for the "CHELSEA" clock

CHELSEA CLOCK CO.
Largest makers in America of exclusively 8-DAY, HIGH-GRADE CLOCKS

16 State Street : :
BOSTON, MASS., U. S. A.
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Advertisia,g Appropriation by Retailers
and the Purchase of Space

Percentage of Sales to Spend on Publicity—Contracting for Space and Special
Position--Writing the Advertisements—Value of the Show Window

At a recent convention of hardware
men, an advertising specialist who has had
exceptional success in his work of adver-
tising for retail stores, gave the follow-
ing practical ideas on the subject to the
assembled merchants. On the matter of
space, appropriation and the writing of the
advertisements he said:
One of the first and most important

things, of course, to decide upon is the
amount to be appropriated for this purpose
for the year. Some merchants figure one
per cent of their gross sales, and some three
per cent; some even as high as five. This,
of course, covers all advertising, but strik-
ing a fair, conservative average, and basing
my estimate on my own experience, as well
as that of many successful merchants, I
would suggest that two per cent of the
gross sales would be a safe investment.
Suppose your annual business is $100,000,
this would mean an advertising fund of
$2,000; and with this much invested in
advertising at the proper time you ought
to be able to stir things up pretty well.
In some cases even half of this amount
will make an ample advertising fund for
the average retail hardware dealer.

Making Arrangements for Space

The amount of the appropriation de-
cided upon, the next thing in order is to
arrange for space, etc. By contracting
with your local paper for a certain speci-
fied space to be used the year 'round, you
should be able to procure a reasonably
low rate, this, of course, being based on the
circulation of the paper and the amount of
space agreed upon. When the position
has been selected always see that your
ad is found in this space in every issue of
the paper. If your advertising is well
written and attractive the public will soon
become interested in your store and will
look forward to your ads. in this space
every week.
As a rule, the front page of the paper is

the best position, and for the average
retail hardware store I would suggest
an eight or ten-inch double column space
on the first page. There are times, of
course, when it will be advisable to run
larger ads. In fact, it is a good idea to
run even whole page ads at certain seasons
of the year, especially in the fall and dur-
ing the holiday season. Where the paper
is a weekly it is advisable to change copy
every issue, but in case of a semi-weekly
it isn't a bad idea to allow your copy to
run twice. In allowing your copy to run
for two weeks in a weekly paper doesn't
afford you ample opportunity to call
attention to all of the seasonable goods

that you have to offer" during the special
season. A good many merchants only
advertise at certain seasons of the year,
taking the view that during the summer
or mid-season business is too dull to justify
any expenditure of money on advertising,
but this is a great mistake. Just as good
advertising keeps things humming and
business lively in the busy fall and winter
season it will also stimulate business and
bring good results during the duller months
of the year. Advertising is always good,
and the right kind of progressive, wide-
awake and distinctive advertising, with
the proper store service to ba,:k it up, is
always bound to bring good results. But
always advertise at the right time. Don't
wait until July to call attention to the fact
that you sell ice cream freezers or lawn
mowers, and don't wait until December to
advertise cooking stoves, for if you do,
you'll have to sell them at a big sacrifice
to get rid of them at all. It is always best
to start your advertising campaign a little
in advance of the season, and keep ham-
mering away vigorously until you have
convinced the public that you have the
goods.
Not many hardware merchants are

professional ad-writers. Many of them
are always too busy to write their own ads.
But if you haven't the time for it and
don't think you have the ability to do it,
get some bright young man in the store in-
terested and let him look after it. You
will find that he will take great pride in
the work, and with the proper encourage-.
ment from you and a little practice, he
will develop much efficiency along this
line. IN hile it is very essential that your
ads. must be well written and properly
displayed, one does not have to be espec-
ially fitted to make a success of ad writing.
The first thing to bear in mind is to be
brief; come to the point with as few words
as possible. Don't use too many big
words; somehow they are not nearly so
effective and don't describe the goods
as well as the simple everyday language.
Make your ads. clear and descriptive and
always avoid extravagant assertions.
Don't tell the public you sell the best
refrigerator in the world and expect them
to believe it just because you say so, even
if you have been doing business at the
same old stand for twenty-five years.
Give them a reason. Tell them about the
ten-wall construction, the perfect draft
and insulation, the absolutely clean and
sanitary food compartment, and explain
to them why it consumes a minimum
amount of ice. Someone has said that
the American people love to be hum-
bugged, but for some mysterious reason,
when they get ready to buy hardware
they are all from Missouri, and you've
got to "show them."
Don't expect to write an ad. in just a few

minutes' time. A good advertisement
must be studied out. Write it, read it,
rewrite it and re-read it, over and over
again if necessary. Cut out all super-
fluous words, and trim it up until you have
made a sound convincing argument in as
few words as possible. I would impress
upon you that hardware advertisements—
above all others—must be as clear and
concise as possible. And yet many a well
written, nicely worded ad has been a
complete failure, not being well dis-
played. An attractive ad. is never
crowded, and should always be prepared
with a fair margin, or blank border. It
is always a good idea to use uniform type
and to adopt a standard signature or
name plate. For just a few dollars you
can have a very distinctive design of this
kind made up.
In this connection I might suggest that

it is an excellent idea to adopt a catchy
trade slogan or trade-mark to be used in
connection with your ads. at all times.

The Value of the Show Windows

Show windows, I consider the best
means of advertising the retail merchant
has for the amount of money required
to keep it up. Outside of a small possible
deterioration occasionally in goods dis-
played, there is really no expense attached
to show window advertising, after you
have provided yourself with the right
kind of window and display fixtures. The
show windows are your most faithful
salesmen and are on duty three hundred
and sixty-five days every year. Always
have your windows bright and attractive;
change your display, often—once a week
as a rule—but in some cases, it is all right
to allow a display to stand a little longer.
Have your show windows well lighted.
Spend just a little money and get some
attractive fixtures; they will pay for
themselves in a short while.
Get one of the boys in the store in-

terested in window dressing. Order him
a book or two on window dressing, and
encourage him all you can in this work.
Sooner or later he will develop remarkable
taste and ability and will take special
pride in this part of his work. Don't
crowd your windows and don't have too
many things displayed at one time. It is
always best to have a neat, well ordered
and attractive display of one line of goods.
Run your newspaper advertising simul-
taneously with the window, or let the
window display run just after the appear-
ance of your ad. calling attention to the
goods. Keep your windows clean and
the glass well polished. Have them
washed at least twice a week on the out-
side and always on the inside when the
display is changed. Without dwelling
at length on any special phase of advertis-
ing, I am exceedingly anxious to impress
upon you the great value of good window
display, as I firmly believe this is one of
the best methods of publicity for any
retail business. They take the place of
another salesman and they don't smoke
cigarettes or get down late in the morning.
They are always on duty and never
grumble.
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TIHE sweet element of business is service. It's sunshine, buttercups

and daisies, warbling birds and blue skies. It breeds smiles, good

humor and satisfaction. Without it everything is sour, flat, stale and

unprofitable. Really, it's great to truly serve.

ALLER-WILMES built up its present big

volume of business on SERVICE. Jewelers
who bought from them learned to know that
their word was good. Many a time the

" bosses" have had to work into the still

watches of the night to " make good" on an

order, but that's what they are there for.

D'ye see? Service is in the mind every hour
of the day—and of the night, if necessary.
The word " wait" isn't in its vocabulary. We

have three rules : The first one is SERVICE,

the second one is SERVICE, the third one is
SERVICE.

ALLER-WILMES SERVICE never stands
still. Like an athlete it grows bigger, better
and stronger each day, because it never "breaks
training." It's constantly on the job. Six
months ago it was a big thing in jewelry
circles. Today it's just twice as big, thanks
to our many jeweler friends. There is noth-
ing half-hearted about it. It stands for right
goods, right prices and quick service, yester-
day, today, tomorrow and forever the same.

The jeweler who relies on ALLER-WILMES SERVICE carries an
"Ace in the hole"—the other fellow carries the handicap. Hundreds swear

by ALLER-WILMES. SERVICE today. If you want to do some of the
same kind of swearing, try it for yourself. And,

" Lest you forget we say it yet," it never made a claim for itself it wasn't

prepared to demonstrate the first shot out of the box.

Aller-Wilmes Jewelry Company
Diamond Importers, Wholesale and

Manufacturing Jewelers
OFFICE AND SALESROOMS

GLOBE-DEMOCRAT BUILDING St. Louis, Missouri
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ST. LOUIS

Crop Prospects Brightening—Encouraging Reports from the Cotton Belt—Business

Seems Unaffected by Presidential Campaign—Vacation Season in Full Swing

St. Louis, Mo., July 21.—Crop prospects are

better than they were a month ago in this territory,

and the general outlook is for continued improve-

ment. With fair crops there would seem to be a

continuance of fairly good times assured for the

people of the southwest. Recent advices from the

cotton belt show that the damage lately reported

there was really much less than was thought to

exist at the start, and although the total produc-

tion will likely fall below the record yield of last

year, the chances are that it will be above the

average. Immense wealth has been created in the

south through the production of an unprecedented

cotton crop, and the southern banks generally are

in a very fine condition.
All this means a good deal for the people of this

territory, since St. Louis is the distributing center

for a large portion of the cotton belt, and serves the

people of a vast area. Unless something unfor-

seen should arise, therefore, it is safe to reckon on

another year of prosperity for the south.

Business has been only partially interfered with

by the preparations for the campaign. One reason

for this is that merchants and manufacturers for

a year past have been engaged in putting their

houses in order so as to be fully prepared to cope

with the difficulties of a presidential year when

they should be actually encountered. The result

has been that most of the expected unsettlement

has not arisen at all, and that in many sections of

the country, including a considerable portion of

the area that is tributary to St. Louis, there has

been really very little disturbance of any kind.
More may be heard of the campaign as a factor in
business affairs from now on, as the candidates have
just taken the field. It is too early yet to estimate
influence upon the whole country of having three
presidential tickets to vote on. The country is
going ahead, however, in spite of the extraordinary
developments of the last two months. Had such
unsettling developments been encountered last
year, the influence might have been extremely
disturbing. But the highly encouraging crop
prospects have really more weight with hard-
headed business men than the fear of serious corn-
plications growing out of a hard-fought campaign,
even if there should be a three-cornered fight.

Within the last few weeks there has been a de-
cided improvement noted in collections. It looks
as if the policy of buying merchandise on a hand-
to-mouth basis has been carried about as far as it
will be immediately, and that there will be a larger
volume of "filling-in" orders from now on.

Conditions throughout this territory are favor-
able to much greater activity as soon as the crop
outlook becomes definitely assured and political
agitations are at an end.
F. W. Hoyt, president of the Hoyt Jewelry Com-

pany, left July 16 on a month's trip through the
southwest.
L. A. Fassett, Weiss & Fassett, returned July

11 from a several days' business trip to Chicago.
Max Weiss, same firm, left July 16 on a three weeks
trip to Texas points.

William A. Gill, the jeweler and his son, William
A. Gill, Jr., accompanied by their wives returned
July 25 from a two weeks' fishing trip down on the
Black River in Missouri.
Henry Schroeder, charged with embezzlement

from the L. Bauman Jewelry Company, has taken
a change in venue from Judge Leo Rassieur's
court. Schroeder alleged in his petition that
Judge Rassieur was prejudiced. The date for
Schroeder's trial has not yet been announced.
The St. Louis Hyatt Company, will move from

their present quarters at 807 Washington avenue,
to 417 North Broadway on August 1.
A. Brunner, salesman for the E. H. Kortkamp

Jewelry Company, returned July 8 from a week's

vacation spent in the Ozark mountains of Missouri.
0. Selle, salesman, same firm, returned July 15 from
a week's vacation spent at King's Lake, Mo.

James A. Maritz, of the E. Maritz Jewelry
Manufacturing Company, left July 20 on a two
weeks' vacation to be spent in Illinois. F. Raeu-
per, same firm leaves in August on a two weeks'
vacation which will be spent in the Ozark moun-
tains of Missouri.
Max Goldstein, a jeweler of Fort Worth, Tex.,

spent a few days here recently on his way to New
York.
D. C. Burchett, Kirksville, Mo., was a recent

visitor here on his way south on a fishing trip.
C. L. Stanage, representing L. Gutmann & Sons,

of Cincinnati, with headquarters here, left July
10 on a special trip to Oklahoma. He returned
to Cincinnati on the 15, and left there July 21 on a
nine weeks' western trip.
The Sales Manager's Association of this city

has endorsed the proposed revival of the St. Louis
fair, and they also discussed plans for the bringing
of the next convention of the Association of Com-
mercial Managers to St. Louis. A large delegation
of local boosters will depart on a special train for
Cincinnati August 19 to attend the national con-
vention.
Louis G. Kurtzeborn, son of August Kurtzeborn

of A. Kurtzeborn & Sons Jewelry Company,
has announced that he was married at Quincy,
Ill., on July 3 to Mrs. Margaret Grether Jones.
He is well-known in the jewelry trade.
The Erber-Pian Jewelry Manufacturing Corn-

pany has been incorporated with a capital stock of
$5,000, fully paid. Incorporators—Chas. S. Erber
32 shares; Nathan Pian, 12 shares; and Ida J.
Spieldoch, 6 shares. To manufacture and sell,
both wholesale and retail, all kinds of jewelry.
E. J. Porsine, manager of the silver department

of the F. W. Drosten Jewelry Company, was
called to his home in Mississippi recently by the
sudden death of his father.
A. J. Lee, Lee & Helmerichs Jewelry Manufac-

turing Company, returned recently from a few
days' business trip to Chicago.
John F. Zeitler, one of our old-time jewelers

and a member of the firm of John F. Zeitler & Sons,
who conduct two stores here, and who has been in
the business thirty-one years, has announced his
retirement from business. His sons will continue
the business. Walter Zeitler will conduct the
store at 2013 Salisbury street in his own name,
and William T. Zeitler will conduct the store at
2607 North Fourteenth street under the firm name
of John F. Zeitler & Sons. This firm has had these
two stores for the past five years.
Goodman King, president of the Mermod,

Jaccard & King Jewelry Company, will leave about
August 1 on a two weeks' trip to Washington and
Oregon, on business. After his return he will ar-
range for his annual trip to Europe. J. M.
Fitzroy, traveling salesman for this firm left July
13 on a two weeks' vacation. E. Hoeller, sales-
man, left July 13 on a two weeks' vacation trip.
L. Schum, salesman, returned July 27 from a two
week's vacation spent in the Ozark mountains
of this state. He was accompanied by A. Rippe,
cashier for the same firm.
L. W. Braun, of the S. Ruby Jewelry Company,

returned July 13 from a three weeks business and
pleasure trip to New York and the jewelry manu-
facturing centers of the East.
- J. L. D. Rogers, salesman for the J. Holland Jew-
elry Company, who is also lieutenant in one of our
local regiments, returned July 15 from one week's
encampment at Nevada, Mo.

George L. Weber, local manager of the Loftis
Brothers & Co., branch, left July 20, on a two
weeks' trip to Chicago, Pittsburg, New York and
Atlantic City, N. J.
David Pryvitz, a local police clerk purchased a

watch and chain valued at $80 on time payment
from Loftis Brothers & Co., and shortly afterwards
placed them in pawn. He was arrested and bound
over for the grand jury.

J. E. Riley, traveler for the W. F. Kemper
Supply Company, returned July 22 from a two

weeks' vacation spent at his old home at Marietta,
Ohio. He left on July 24 on a three months' trip
through the south and southwest.
R. J. Blauner, formerly secretary of the Weid-

lich Jewelry Company, has resigned. He is con-
templating entering the wholesale jewelry trade.
C. P. Hutchinson, vice-president of the Whelab-
Aehle-Hutchinson Jewelry Company, accompanied
by his wife, left July 13 on a trip to Watertown,
N. Y., and other eastern points. He will be away
several weeks. John A. Gerts, salesman for this
firm, returned July 16 from a two weeks' vacation
spent in Chicago and Milwaukee. W. C. Hines,
salesman for some concern, left July 13 on a three
weeks' vacation trip to Atlantic City N. J.
George J. Hess, president of the Hess & Culbert-

son Jewelry Company, left on July 20 on a long
automobile trip. He will go through Iowa.
Clarence D. Henry, salesman for this concern, left
July 13 on a two weeks' vacation trip to points in
Colorado. Miss M. Trautman, saleslady same
concern, returned July 27 from a two weeks' vaca-
tion trip down the river.
The F. W. Drosten Jewelry Company, secured

the order for twelve handsome silver cups for the
Missouri Athletic Club Modified Marathon race,
which took place July 20. They also furnished
the large massive cup given by one of our prom-
inent young brewers to the winner of the contest.
W. A. Hecker, secretary of this concern, returned
July 12 from a two weeks' vacation. Frank N.
Hagen, salesman, is now on a two weeks vacation
trip to Kansas. Frank Polski and Frank Gerbig,
both of this concern are home from vacation trips.

Morris Singer, city salesman for the Aller-
Wilmes Jewelry Company, is now traveling through
the territory of W. F. Wilmes, of this firm, who is
confined at Kansas City on account of sickness.
Mr. Allen, of the Allen Jewelry Company, of

Rood House, Ill., who recently purchased the
interests of his partner, A. S. Higbee, and changed
the name of the firm to its present name, was a
recent visitor here.

S. H. Bauman, president of the Bauman-Massa
Jewelry Company, returned July 27 from a three
months' trip to Europe on business and pleasure.
He was accompanied by his wife and daughter.
E. P. Stewart, of E. P. Stewart & Bro., Hope,

Ark., spent a day here recently on his way to
spend three weeks' vacation in Northern Indiana.
He was accompanied by his wife and children.

Jos. M. Friede, first vice-president of the Eisen-
stadt Manufacturing Company, returned July
11 from a seven weeks' business and pleasure trip
to Europe.

Jas J. Burke, president of the Brooks' Jewelry
& Optical Company, returned July 19 from a short
business trip to Chicago.
M. Stiffelman, of M. Stiffelman & Co., and wife,

returned July 22 from a week's vacation spent at
Middlebrook, Mo. B. Stiffelman, same firm,
left July 16 on a month's trip through the south-
west.
0. J. Pfeffer, president of the St. Louis Clock &

Silverware Company, accompained by his family,
leave August 1 for a three weeks' sojourn at
Mackinac Island, Mich. Albert Mark, salesman
for this concern, returned July 15 from a two weeks'
vacation spent in the Ozark mountains of this
state.

Ralph Loewenstein, of the R. Loewenstein
Jewelry Company, returned July 25 from a three
weeks' trip through the south and southwest.
In the St. Louis news in THE KEYSTONE of

May 16, it was stated that a party giving the name
of Victor Strassburger, a salesman in the employ
of a Chicago wholesale jewelry house, was arrested
here on complaint of the Chicago firm that he had
sold part of the samples entrusted to him and
appropriated the proceeds to his own use. The
similarity of names did an unintentional injustice
to a well known and highly respected jewelry
traveling man, Victor Strasburger, who represents
Lippman, Spier & Hahn, of 524 Broadway, New
York City. It is surmised that the salesman who
was arrested assumed the name of the popular
New York traveling man, and secured employment
from the Chicago firm under false pretense. We
hasten to assure our readers, many of whom are
friends of Mr. Strasburger and patrons of his firm,
that the latter had no knowledge of or connection
with the incident above stated, and we regret,
with his many friends, the annoyance and vexation
that the assumption of his name may have caused
him.
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The Masterbuilders
OF

Accurate Timepieces
The pioneers in estab-
lishing a New Era
which guarantees a
reasonable profit to the
jeweler and confines
Hamilton Watches to
the retail jewelry trade.
These principles we are
maintaining at great
expense, and we solicit
your heartiest support,
assuring you that you
will receive fair and
honorable treatment
in every particular.

A New 12-Size Coming:

17 jewel, complete, in Hamilton
Quality Filled Case, to cost con-
sumer $40.00, ready October 1st.

Send Your Order in Time

HAMILTON WATCH COMPANY
Lancaster, Pa.

•
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Another Attleboro Leader

TITE-LOCK
WatchHolderBracelet(PATENT , 

Watch bracelets are now one of the
biggest selling items on the market.
There are thousands of women who will
wish to utilize their own watch. The
TITE- LOCK has made this possible.

WITHOUT

WITH

TITE-LOCK KEY

WATCH

Made to fit three different size watches.
It is quickly and easily adjusted. It
locks the watch securely, thus making
it impossible to lose it. To open insert
key in back of holder and turn to the
right. Made from gold filled stock.
Fits any wrist.
A SPLENDID SELLER for BOTH JOBBER and RETAILER

We Sell To The Jobbing Trade Only
IF YOUR JOBBER CANNOT SUPPLY YOU WRITE US

Attleboro Manufacturing Company
ORIGINATORS OF NEW AND CLEVER IDEAS IN LADIES' JEWELRY

WORKS, ATTLEBORO, MASSACHUSETTS
SALESROOMS, 9 MAIDEN LANE, NEW YORK CITY
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SAN FRANCISCO

Jewelry House Prosecutes Alleged Embezzler—Rounding Up Perpetrators of Big
Diamond Robbery in Victoria—News of the Local Trade

San Francisco, July 20.—Leslie Wheeler Reid
appeared before Judge Shortall and was instructed
and arraigned on the charge of grand larceny pre-
ferred against him by Mrs. Caroline B. Swears of
the Forest Jewelry Company, of this city. Mrs.
Swears says Reid took a diamond ring valued at
$1,000 from her on March 6, which he said he in-
tended to sell to a wealthy woman living in the
Palace Hotel. Mrs. Swears was given $250 by
Reid, she says, and received no additional money
for the ring. Charles Reid, a brother of Leslie,
has not surrendered himself as yet. He is accused
jointly with Leslie Wheeler Reid of embezzlement.
Reid is still in the city prison, having been unable
to raise bail.
While arranging to equip a jewelry store at 418

South Spring street, Los Angeles, Phillip Goldberg,
a young jeweler from Stockton, was arrested by
Detective Talamantes on a charge of passing a
fictitious check. Goldberg is twenty-two years
of age and at one time was the proprietor of a small
jewelry store in Stockton.
George "Brown" who was arrested several days

ago in Oakland, by Patrolmen Henninber and
Enright, who had disguised themselves as milk
wagon drivers to accomplish their purpose was dis-
covered to be George Bergman, former salesman
for J. H. Briscoe, a jeweler of 356 Twelfth street.
Briscoe swore out a warrant for Bergman's arrest
on a charge of misdemeanor embezzlement last
January, alleging that the latter had defaulted.
Bergman , changing his name to Brown, established
his residence in Elmhurst and several nights ago,
it is alleged, held up Manuel Keton, a milk wagon
driver. Henninger and Enright went to the scene
of the robbery in a borrowed milk wagon and
captured Bergman when he attempted to hold up.
John Surbu, alleged to have been one of the

perpetrators of a daring diamond robbery in Vic-
toria, which netted $35,000 to the outlaws, was
taken into custody by Detective James Regan at
826 Folsom street, after the suspect had been kept
under espionage for several days by members of
the department. The prisoner denied that he was
implicated in the robbery or that he had ever been
in British Columbia. A cable money order certifi-
cate made out to him was found on his person
the detectives say. Surbu was apprehended on
information furnished the police by a man who
claimed to have known him in Victoria. The
robbery was that of a jewelry store when three
masked men held up the proprietor at the point
of revolvers several months ago. Two of the men
were captured, but the third, believed to be the one
in custody, escaped.
Frank A. Smith, who was formerly with Radke

& Co., the retail jewelers of Post street, San Fran-
cisco, has opened a very attractive new retail
jewelry store on Fillmore street, in this city.
B. L. Gates, one of the leading retail jewelers of

Seattle, Wash., who for twelve years was located at
809 Second avenue, has moved into a very com-
modious new store at 1326 Second avenue.
Mendelsohn & Co., wholesale jewelers of Port-

land, Ore., have issued an announcement informing
their customers that Mr. Mendelsohn has just re-
turned from the east where he purchased large
stocks of all the standard makes of watches and
watch cases. Mr. Mendelsohn, it is stated, will
give his personal attention to this particular line,
and it is the purpose of the firm to give the same
efficient service in this branch of their business
as they have given in the past in the jewelry lines.
The Edson Adams Company, wholesale jewelers

of San Francisco, recently installed a complete new
set of wall cases which will enable them in the fu-
ture to display their full line of cut glass to its best
advantage.
Newton Moore, the retail jeweler of South

Broadway, Los Angeles, has been appointed as an
inspector of time service for the Pacific Electric
Railway of Southern California.
G. C. Wilkins the retail jeweler of Red Bluff,

Cal., was in this city on a buying trip a few days
ago.

Frank Smith, the pioneer retail jeweler of San
Jose, was among the vast army seen walking on
the boardwalk at Santa Cruz, Cal., on Sunday
July 14.
0. L. Wuerker, who is established in the retail

jewelry business on South Spring street, Los
Angeles, paid a visit to his friends in the wholesale
jewelry trade a few days ago. Mr. Wuerker was
enroute home after having spent a very delightful
vacation in the far east.
M. K. Giant, the retail jeweler of Vallejo, called

on your correspondent a few days ago and in a
general conversation he expressed the opinion
that the business in his community for the balance
of this year would excel that of any previous
period.
George L. Bannister, who has been located for

many years on South Spring street, Los Angeles,
has moved into his fine new store which is located
at 436 South Broadway, Los Angeles.

Godfrey Eacret, of the retail jewelry firm of
Shreve, Treat & Eacret, has left San Francisco
for an extended business trip to New York and
while there will do most of the buying of the goods
needed to fill up the stock for holiday purchases.
C. A. Moore, the retail jeweler of Gridley, Cal.,

was among the out-of-town tradesmen in this
city a few days ago.
George Bangle, the retail jeweler of Vallejo,

found it necessary to visit San Francisco in search
of merchandise for the needs of a special customer
of his.
E. V. Saunders. of A. I. Hall & Son, is accom-

panying one of the road salesman of this firm on
one of his business trips. The two gentlemen left
San Francisco for Salt Lake city and will continue
on over the southern route visiting all the principal
cities in lower California before returning to San
Francisco.

J. C. Niner, the retail jeweler of Pleasanton,
Cal., was among the out-of-town buyers in this
market, last week.
There has been a new retail jewelry establish-

ment opened at 41 and 43 Grant avenue, San
Francisco. It is one of the new night electric
stores that have sprung up all over the United
States. This particular establishment advertises
that they have branches in New York and Chicago.
Fred F. Daunt, pioneer retail jeweler of Merced,

Cal., paid his friends in the wholesale jewelry
trade his annual visit. He combined business with
pleasure and bought quite a few bills while here.
Ralph H. Barret, of 389 Lower Terrace, San

Francisco, son of a well-known banker, sustained
a dislocated left hip, a dislocated ankle and in-
ternal injuries when he collided on a motorcycle
with a delivery wagon, at Seventh and Clay streets,
Oakland. Barrett is nineteen years old and in the
employ of a San Francisco jewelry firm. The
victim of the accident was treated at the receiving
hospital by Steward Rea.

BOSTON

Mysterious Attempt at Burglary and Exciting
Chase of Robbers—Outing of Photo-Engravers'
Union

Boston, July 22.—After an exciting search of
nearly two hours, which attracted more than 5,000
persons who thronged Court street, Tremont Row
and Hanover street, from 9 to 11 o'clock one night
recently, one man was arrested on suspicion of
having been connected with breaking and entering
the jewelry store of Wilson Brothers, at 95 Court
street. Others who might have been in the build-
ing succeeded in making their escape, probably
over the roofs of adjoining buildings.
The contents of two spare safes on the second

floor of the building were thrown about the floor,
and valuable jewelry and other articles on the
first and second floor had been examined, but it was
said that nothing had been stolen. The arrested
man was found on the fire-escape of the_adjoining

building, 91A Court street, where he said he was
employed as a porter.

Neither John W. Wilson, a member of the firm,
nor Julius Grotsky, manager of the restaurant at 91
Court street, who claim to have seen the burglar,
could positively identify the man arrested as the
guilty party.
As he was passing the window Mr. Wilson said

he caught a glimpse of a man who darted across
the floor in the rear. Wilson ran back to the
lunch room and got Grotsky to watch the door while
he went inside, where he found the burglar hiding
under a desk in the rear. Instead of grabbing
the man, Wilson ran into the street searching for
the police, while Grotsky, with Frank McCarthy,
a Boston elevated switchman, who lives at 27
Cabot street, Roxbury, remained on guard. As
the pair stood in the street door the burglar left
his position, ran across the store and up the stairs
to the second floor.
From cellar to roof the store was searched with-

out success, and when it was certain that the
burglar had escaped from the store, the roof of
almost every building in the territory bounded
by Hanover, Court, Brattle and Elm streets and
Brattle square was searched, but without success.
The man Jones, who was arrested, said his room

was on the fifth floor of the building, he having
moved there recently from the floor below. He
did not explain how his clothes happened to be
found in the room on the fourth floor to the satis-
faction of the officers, nor for a screen which had
been broken away from one of the windows.
The skylight on the roof of the Wilson building

was found open by the police, and they say there
were evidences that it had been forced. Jones
has been employed for the last nine months as a
porter and has been in the habit of sleeping in the
building.

Fire recently caused $2,000 loss to the stock
and rooms of the Union Engraving Company, on
the top floor of the four-story brick 'building at
Oliver & Franklin streets. The fire was discovered
by patrolman Sheehan, of Station No. 2, who saw
flames breaking through the windows on the Frank-
lin street side. He sounded an alarm from box
46 and a few minutes of effective work by the fire
department put the blaze under control. The
cause was unknown.
Boston Photo-Engravers' Union No. 3 recently

voted to donate fifty dollars to aid the striking
employes of the Boston elevated system and a
resolution was passed by a unanimous vote advo-
cating the municipal ownership of the street car
system and favoring a reduction of the fare from
five to three cents.
John F. Maguire was elected a delegate to the

international convention of the Photo-Engravers'
Union, at Denver, August 1. Members were
much gratified because of reports of the successful
organization campaign in Montreal and throughout
New England. Reports from other cities outside
the state showed the organization to be in excellent
condition. Tentative plans for the big outing to
be held by the local in this city September 1 and 2
were discussed and much enthusiasm was dis-
played. Fully 300 visitors from other cities are
expected and they will be entertained with excur-
sions down the harbor, a banquet at Faneuil Hall,
a trip in the rubber-neck wagons over the route
taken by Paul Revere, and a banquet at the Quincy
House, the latter banquet to conclude the outing.

Raffaele Del Gaudio, the North Square jeweler,
who recently underwent a surgical operation be-
cause of a growth in one of his ears, died June 26,
at the Charlesgate Hospital. His wife will con-
tinue the business.
C. C. Lawton, of Harris & Lawton, has opened

his summer cottage at Allerton, Nantasket Beach.
M. N. Smith, of the Smith-Patterson Company,

is occupying with his family his summer home at
Clifton on the North Shore.
Some of the recent buyers in Boston were:

George Proult, Southbridge; W. W. Cook, Natick;
Robert Burrows, Lawrence; H. F. Beaudry,
Rockland; J. J. White, South Framingham; C. S.
Proodian, of Worcester; C. L. Barnard, Milford
and J. Harris, of Lawrence.
Mr. Bellow has resigned his position with Wilson

Brothers, Boston, Mass., and has accepted a
position with Fred King, of Barre, Vt., as watch-
maker and optician.

J. Rubin, diamond dealer, 101 Tremont street,
is at his summer home with his family at Hyannis,
Mass.

1
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= Blunders
I in Buying
M■I

In no department of business
are blunders so costly as in
buying. A buyer can no more
make mistakes without injury
to his business than a train
dispatcher can. So many get
into a rut, or, like the ostrich
that hides his head in the sand,••I■1

=MD look only on one side, blindly
hoping the other will be all right.
It's as sure as the rising sun
that the tell-tale truth will show
up in the inventory. The one
positive and potent remedy
against buying blunders is
THE GREAT AMERICAN
JEWELERS' CATALOGUE.
The salability of every article
shown is a known quantity.
Hundreds of jewelers are today
making their buying certain by
using it. It's yours for the
asking.

1■1,

It's Now a National

Catalogue

The Oskamp-Nolting Co.
Cincinnati, Ohio
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PRICE LIST will be READY ABOUT
AUGUST 15 FOR OUR NEW LINE
OF ROSARIES. We have likewise re-

modeled our previous years' line, bringing it

right up-to-date and and more attractive than

ever.

STAPLE the year 'round,
can be used to produce

sales even in dull seasons. Most

appropriate for W EDDING

GIFTS, BIRTHDAY GIFTS,

HOLIDAY GIFTS, ETC.

Our illustrated PAMPHLET

for the FALL containing a most

complete line of our goods is

yours for the asking.

WRITE FOR ONE

The W. J. FEELEY COMPAN
Jewelers and Silversmiths :: Ecclesiastical lrt Metal Worker

182-203 Eddy Street : PROVIDENCE, RHODE ISLAN
NEW YO:12K OFFICE 341 FIFTH AVENt

SEND!!!
FOR THE NEW REGENT

A 12 Size Extra Thin American Watch (Not a Clock)

The movement is guaranteed in every $
way and specially priced to the trade at 2.50
The cases are finished in the same way as are the finer grades and will wear well with
ordinary care. As the output is limited, send your orders at once and make sure of
securing an assortment of these wonde-ful sellers. SEND TO-DAY.
We also carry a complete line of Keystone, Crescent and Crown Case., Waltham,
Elgin, Illinois and E. Howard Watches.

I. ALBERTS 387 elWashington St.Jewers' Building

New England's Leading Watch House

BOSTON, MASS.

August 1, 1912 -THE KEYSTONE

CINCINNATI

Trade Continues Satisfactory with Bright Fall Prospects--Patro
lman Turns Jewelry

Thief—W. S. P. Oskamp Makes Large Investments in Real Estat
e—To Organize

a 24-Karat Club

Cincinnati, July 23.—"Seasonable" will about

define the trade situation here during the past

couple of weeks. The wet weather has finally

subsided and the city has been having alternating

periods of fiercely hot, and then cool and pleasant

weather. Jobbing has, on the whole, been very

satisfactory and the many men out are sending

in excellent orders; in some cases shipments from

the manufacturers have not been rapid enough to

allow prompt filling of orders. Retail activity is

up to the season.

A thorough awakening to the value of organiz
a-

tion seems to have corm; to members of the 
local

trade, possibly as the result of the convention
s

which commanded the interest of jewelers and

optometrists. Evidence of aroused interest in

organization is found in the formation of severa
l

new societies.

We hasten to correct an erroneous news item

which appeared in these columns in our issue o
f

June 15 in reference to Franklin T. Romb
ach,

Canton, Miss., which we greatly regret. 'We 
are

reliably informed that there was absolfitel
y no

foundation for the statement made in this 
item

with regard to Mr. Rombach, who is a wel
l known

and highly respected member of the t
rade, of

sterling integrity and character. We deplore

exceedingly the vexation which the unwa
rranted

association of his name with this absolutely 
false

report may have caused him.

Fred Wiethorn, manager for A. Weiler & Co
.,

Greenwood, Miss., has been in the city visitin
g

relatives and friends. Mr. Wiethorn is a former

employee of the Dorst Company.

Perry Slauter has closed out at Norwalk, Ohi
o,

and is looking for a new location.

A. E. Johnson, formerly a jeweler at Norw
ood &

Versailles, has purchased the store of the Rel
iable

Jewelry Company at Court and Vine
 streets.

Gitnick & Tobey were the former owners. 
Mr.

Gitnick will go into the jewelry manufacturing

businesswhile Mr. Tobey goes into the tailoring field.

J. D. Jensen, president of the A. J. Rankin Cor
n-

pany, of Roanoke, W. V., stopped off in this
 city

while on his way to Henderson, Ky., where h
e

conducts a store. While in the city he was the

guest of William Pflueger, of Joseph Noterman &

Co., whose son is associated with Mr. Jensen, a
t

Roanoke.

Mr. and Mrs. Albert Stamm, of Williamsburg,

spent a few days in the city the middle of the month

visiting among the jobbers.

Henry Peck, with Wallenstein, Mayer & Co.,

left for Atlantic City the last of July, where he i
s

spending his vacation. The Wallenstein-Mayer

roadmen have returned to their territories after

a brief respite at home the middle of the mont
h.

The wife of Joseph Hermann, watchmaker with

Jos. Mehmert, died at her home in Cumminsville
,

July 12. She had been suffering from cancer of the

stomach for a considerable time and her death was

not unexpected.

J. B. Osthoff, with Jos. Noterman & Co., has

been spending a week with his mother at Weehaw-

ken, N. J. Amelia Bollinger spent a couple of

weeks' vacation in Kentucky. C. J. Heilman, with

a party of friends is putting in his vacation tourin
g

Kentucky in an automobile.

J. C. Daller, Jr., and C. A. Gebhardt, with the

Clemens-Oskamp Company, were the hosts of

Leon F. Blanc, jeweler of Henderson, Ky., and his

bride at the ball game and at dinner on the 13.

Mr. and Mrs. Blanc had stopped off in Cincinnati

on their wedding trip; they have returned to

Henderson where they will reside.

Daniel Bachrach, pawnbroker at 519 Central

avenue, was accidentally shot and killed at his

place of business when a revolver which was being

passed over the counter to him went off. The man

who was handing him the weapon was arrested

pending the coroner's investigation. By a peculiar

chance the revolver has been identified as one re-

cently stolen together with other valuables, and

so the man in custody will have to face a charge of

burglary although he will probably be acquitted

of the shooting. Mr. Bachrach was thirty-eight

years old and lived at 420 Richmond street. A

widow survives him.

Harry Berssenbruegge, with Herman & Loeb,

and Miss Lillie Charles, of Glendale, has an-

nounced their marriage on the 22 of July. The

young couple set out for a honeymoon in the

south. Upon. their return they will locate in

Glendale.
Edward Albert and his daughter have been

spending the month of July in Quebec and Cana-
dian watering places.

An amusing inconsistency in the actions of a
local policeman attracted considerable attention
here recently. Dwight Stebbins, a patrolman on
the local force, paid for safe-guarding property

was caught in the act of stealing flowers while on
duty. After his arrest it was discovered that
flowers were not the only luxuries that he had a
hankering for. M. Morris, Main street jeweler,
charged that the patrolman had stolen four gold
rings from Sam Morris, son of the proprietor of

the store. Many of the officers of the force are
rather warm over the loss of prestige which this
care-free action of Stebbins naturally involves.

L. Wolpa & Sons' jewelry store on West Fifth

avenue was entered Sunday night about the mid-

dle of the month. The thieves entered the store
through a sky-light which they had knocked in,

and carried away almost $300 worth of goods,
principally watches.

Sol. Fox, of Fox Brothers, has been in European

markets since early spring making purchases of

rough and finished stones; he is expected home the

end of July. Henry Fox and family are spending

another summer at Charlevoix, Mich.

Charles A. Gebhardt, with the Clemens-Oskamp

Company, has become the owner of a fine new home

in College Hill, he expects to be settled in his new

location by the first of August. Charles D. Baker,

treasurer of the company, has just entered his new

home in Madisonville, he celebrated the event with

a house-warming at which he entertained a large
gathering of friends.

W. S. P. Oskamp purchased a lot thirty-two feet

front at the corner of Race street and Carter alley,

upon which is a small flat building. The holding

was purchased from Edmund B. Reynolds for

$40,000 or almost $1,300 a front foot. This pur-

chase on the 17 of the month is one of a series of

purchases of property in that vicinity that Mr.

Oskamp has made, his last acquisition being one

of the week before in which he gained possession of

the property at 1216 Race street. Mr. Oskamp,

too, is mentioned prominently in a scheme to

duplicate Fountain Square at Garfield Place.
Throughout the past six months he has been ex-

tending his already extensive holdings in the

vicinity of the proposed new retail district.

The afternoon of the 12, $1,600, which had been

taken from the bank and placed in the safe of

Oskamp, Nolting & Company, for the pay roll on

Saturday, mysteriously disappeared. At closing

time the money was in the safe and the combina-

tion thrown; Saturday morning the money was

gone. The company probed the matter alone
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until Monday when two city detectives were

called in. It seems probable that the thief entered

by means of a duplicate key and opened the safe

by listening to the fall.
Max Shapiro will open a jewelry and optical

goods store at Madisonville the last of July. Mr.

Shapiro has moved his family to Miamitown for the

summer months.
I. L. and A. Greenwald, Arcade jewelers, have

set out for Atlantic City where they will spend the

month of August.
Mr. McKiney, who has been connected with the

Randolph store at Bluefield, W. Va., has accepted

a position as manager for Cohen & Baker of the

same place.
John S. Francis, with E. & J. Swigart, left on

his southern trip the middle of the month. Mr.

Francis expects to spend three days at the optical

convention at Knoxville, Tenn. J. A. Oswald and

his young son are visiting with Mr. Oswald's

mother at her Indiana home. Arthur Catchadel

is spending his vacation with friends in southern

Indiana.
Solomon Wallenstein, who up to a few years ago

was most active in jewelry circles, died Friday,

July 19, of infirmities incident to old age. Mr.

Wallenstein was seventy-one years old, he died at

his home 571 Hale avenue, Avondale. The funeral

took place the following Sunday at the mortuary

chapel of the United Jewish cemetery. The

pioneeer jeweler is survived by a widow, Sarah

Wallenstein, and four sons, three of whom are

jewelers. A meeting of jewelers who are backing

the convention of the Retail Jewelers' Information

Association of America was held at the Sinton

Hotel the evening of the 19. The date of the

convention has been postponed to August 21-23.

A move to organize a Cincinnati 24-karat club

was inaugurated by Anthony Schemel, president of

the Cincinnati Retail Jewelers' Association, in an

address to the jewelers. Walter Barker, chairman

of the gathering, took up Mr. Schemel's remarks

and appointed a committee composed of Anthony

Schemel, Edward Simper and Mr.Barker himself,

to interview the jewelers and organize the club.

E. B. Jacobs, D. Jacobs Sons Company, set

out on the 21 for a business trip through Ten-

nessee, at the conclusion of which he will travel

to Lake Toxaway in North Carolina for a few

weeks' vacation. Aaaron Strauss leaves late in

July for a three weeks' trip through Illinois.

J. R. White, formerly of Sebree, Ky., has opened

a new store in Morganfield. Mr. White is suc-

ceeded at Sebree by Oakley & Parker.
Carl Kuddick, formerly with Max Kohlhagen,

Lebanon jeweler, has accepted a position as

assembler with the Herschede Hall Clock Com-

pany.
The July meeting of the "Entre Nous" club

of Oskamp, Nolting & Co., was held at the home

of Miss Elizabeth Bary in Newport, the evening

of the 11. The principal business on hand

was the election of officers, the elections are held

every six months, and a nominating committee

was appointed and delegated to make up the slate.

The idea of having a nominating committee make

up the slate the evening of the election is a new one

with the club, and is designed to work with the

semi-annual elections in insuring to each member

an opportunity of representing the club in an

official capacity. The slate as presented by the

committee and which was immediately accepted

by acclamation bore the names of Miss Elizabeth

Bary, president, Miss Myrtle Rhonemus, vice-

president, Miss Katharine Hartman, treasurer,

Miss Maude Davis, recording secretary, and Miss

Norma Best, corresponding secretary. Two of

the young ladies are writing a play which is to b
e

presented in September by all the members of the

club. At the conclusion of the business meeting

the party adjourned to the lawn where tables were

set under Japanses lanterns. Miss Pauline Seidel

will be the hostess at the club's August meeting.

Buyers visiting here during the past two weeks

were: W. W. Murdock, Middletown; R. W
.

Clark, Lawrenceburg, Ind., Max Kohlhagen,

Lebanon; H. P. Kennedy, Tuscaloosa, Ala.; J. W
.

Roop, Dayton; Lester Wyling, Springfield; Ed

DeVuss, Wilmington; R. D. Washington, Rus

Ky.; A. E. Axman, Middletown; R. S. Weaver,

Germantown; Adolph Lehne, Mechanicsburg;

T. S. Eachus, Gallipolis;Ul. B. Floyd, Knoxville
,

Tenn.; Walter Beer, Versailles; E. B. Scott, Ba
-

tavia; Mrs. Charles G. Schlenker, Hickman, Ky.
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What Cost Accounting Means

Extracts from an Address by Curtis M. Johnson, of Rush City, Minn. Before theOregon Retail Hardware and Implement Association
This cost-educational proposition has been con-sidered by some as somewhat of a joke, and yetyou can't say that cold facts are a joke. Thereare no two men in business here today who willboth agree on the proposition of cost accounting.I can say to you dealers that it costs you 17 percent to do business, or 5 or 25, but when we getall together in a convention like this we agreeon one proposition, and that is that the cost-accounting proposition is all there is in the retail.game. There is not a man in the retail gameunless he is there after what profit there is in it.If you don't get a profit out of the retail businessyou don't want to stay in it. There are a lot offellows who go on spending their capital andputting it into the business until all is gone, andthen they realize that they have lost. It is afunny thing that no matter whom you go to andask how he likes his business, he will tell youthat his business is rotten, and that he would liketo be out of it. He does not know where he is"at." The fellow who knows where he is all ofthe time knows that he is making money, or knowsthat he is beginning to lose money, and as soon ashe finds out the latter, if he can't stop it, he goesinto something else.

Cost Not Always the Same
It does not make any difference how we feelon this cost-accounting proposition, we all agreethat no retail business is any good unless we canget a little profit out of it. We must agree on thisgreat problem in the retail business. There is abridge you must pass before you can get any profit,and that bridge is the cost of doing business.
I am not going to stand up here and ask youif it costs you 17 per cent to do business. Thefellow across the street has not the same cost ofdoing business. This is only an illustration ofhow I do business. Seventy-five per cent of mytalk is wasted for the reason that I don't believethat fellows that come to conventions, and whohave two or three ounces of gray matter in theirheads, need this sort of stuff. It is the fellowsyou are up against who don't come to these con-ventions, who sell goods from the invoice prices,that need it. If 75 per cent of my talk is wasted,I want that 75 per cent to help. You must re-member that if you don't put him wise, the cheap-est competitor you have in your territory will setyour prices and possibly drive you out of business.You have got to meet his price. It is up to youright now to get to thinking how you are goingto get that other fellow up the street to figureas you are figuring, and to realize that if he islosing money he is making you lose money at thesame time.

Object of Organization
These associations were organized for two rea-sons: First, it is a good thing for fellows to gettogether; second, there a lot of trade prob-lems that can not be solved by individual effort.You fellows can do a whole lot more good herethan if you tried to figure it out for yourselves.Members of associations got along very nicely,but they discovered soon that the fellows theydidn't have were the fellows they wanted to get,and so the cost-educational association was organ-ized. It has not done very much work, but re-sults are being shown all over the country. Thething is spreading, and it will spread in just ex-actly the proportion that you want to spread itafter you leave here. This is a growing movement,and it is up to you to promote it or hinder it.Get busy, get enthusiastic today, and find outif you are doing business at a profit. It is up toyou, travelers and manufacturers, and it is up toyou dealers, to see that this cost-educationalmovement is spread.
The trouble with the implement and hardwarebusiness is that some retired farmer tries to getinto the business. The farmer sells his farm for$12,000 and he comes into town. He meets Jones,who is an implement dealer, while he is in thebank to deposit his money. As soon as the farmerhas deposited his money Jones invites him_to_take

a ride out into the country in his automobile.Do you suppose that the farmer is enjoying thescenery? He is thinking about that $12,000 inthe bank. He is thinking about the comfort ofthat automobile. Where did that automobilecome from? The implement business? He goesto work and starts a business across the streetfrom Jones. After he gets started a man comesinto the store and asks the price of a wagon. "Iwill sell you a good wagon at $82.50." "Oh,"says the farmer, "I can go right across the streetand buy a better one than that for $77.50." Ournew implement dealer thinks that if Jones canbuild up such a business by selling wagons for$77.50 he can do the same thing. I didn't saythat Jones was selling that wagon for $77.50; Isaid that the farmer said he was. Well, to comeback to the farmer, instead of the retired farmer,the new implement dealer, or his neighbor, it isthe fellow who stayed on the farm who is set-ting the price, without any idea as to whether heis making it profitable for the dealer or not. Webelieve what we hear and we hear a whole lot.Farmers are pretty shrewd, and the weakestdealer in the business is the one who gets stuck.
Cost of Doing Business

To prove thy figures on the present cost of doingbusiness at 17 per cent I have taken a $30,000business such as this retired farmer with his$12,000 in cash would have been able to do.He buys $9,000 worth of stock, office supplies,store supplies, fixtures, delivery wagons, etc., sothat he has his $12,000 invested in the business.If he had taken that $12,000 and loaned it out tothe farmers in his neighborhood he could have got6 per cent interest on that money. If he puts itinto this implement business he will have to get 6per cent before he makes a cent. Twelve thou-sand dollars invested at 6 per cent would be $720.Don't misunderstand me. That is not a profit.He could have stayed at home and taken it easywithout any brain storm brought on by trying torun an implement business. Consequently, if hedoesn't have that taken in it is a loss to the bus-iness. Therefore we must charge up that $720 aspart of the expenses.
He rents a building or two. It does not makeany difference if with that $12,000 he had enoughto buy a building. He must pay rent of at least$60 a month. I want to say to you I want to putdown these figures and I want them kicked on.I am going to talk to other men and I want tobe sure I am right.
Salary. Here is where some of you fellowswill laugh. Do you get any salary? Do you payyourself a salary per month? Here is the idea.If I can run a $30,000 business satisfactorily I amworth $100 a month. There is no question butthat somebody would hire me to manage a $30,000business for $100 a month and I would not haveto work as hard. Consequently I would be foolishto work for anybody else at $100 and not paymyself $100.
Now, then, we are going to have a couple ofclerks. Our first clerk is a crackerjack and isworth $60 a month. You keep that fellow untilhe is worth more than $60 and then somebody elsewill come along and pay him more. You mustremember that this first clerk at $720 is the rightkind of a man. He has the ambition in the backof his head that he going to have a business ofhis own, consequently it is best not to pay himtoo much. You will have to have a second clerk,and, by the way, this second clerk knows morethan the head man. That is the kind of a manto have, a man who can talk and set up machinery,and we will pay him $480 a year, $40 a month.Now, then, for rush help I am only going tocharge $4 a month, $48 a year for rush help.Now, depreciation on the stock. Some fellowsnever count off depreciation because they waituntil they are ready to sell out and then they takeit all off in a lump. I am only going to charge onthat amount of business $30,000 turned three timesa year, $60 for depreciation on stock, depreciationon fixtures another $60. Suppose you have a
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horse worth $300 that dies once in five years, thatis going to take care of all of the money chargedoff to depreciation.
My next item is donations. I know you fellowsin Wisconsin are near enough to Minnesota sothat you are stuck just as we are. So we will put 

justas 
$90 for donations. Let me tell you that as you show yourself liberal on that proposition youare going to do business in your community. Youhave got to have a kind of a free and liberalway if you are going to be an implement dealer,so you have got to be kind of free and liberal inyour donations. Here is a good plan for youwhen the donation committee comes around.Don't be in your office when the donation com-mittee comes along, for if you're in you're outand if you're out you're in.

The next item will be insurance. If you ownyour building your rent will cover the insuranceand taxes, and if you don't own it the landlordhas to take care of that, so we will just figureinsurance on stock, $120.
Lights and heat. Somebody says I ought notto put that down for an implement business, theydon't have any lights and heat. Six dollars amonth, $72. I can't do it for that. The extracomfort warrants the expense.
Office and store supplies, $30. Delivery wagonand stable expense $120, $10 a month. There is agood item, use either a horse or an automobile.Taken in the dull times it will make more moneythan anything else. Get busy and see your cus-tomers. You are gaining every time you go outto see them.
Telegrams and 'phones. You have 'phones now,the farmers have forced you to it—$30.Now, then, the next item you will fight me on.It is one-half of one per cent of the total salesfor advertising. For every $100 worth of goodsyou sell you have spent fifty cents. Is it exces-sive? I think it is not enough myself. But somefellows are not spending anything for advertising.They say, "They know me. I have been here forthirty years and they all know me." It is noargument to set up in a paper that you havebeen in a place for thirty years. The best argu-ment you can give is, "Trade with me, for I willbe here in the implement business for the nextthirty years." I would rather have a young mancome in and say that than for the old fellow tosay, "I have been here for thirty years." We willcharge off $160 for that.
Traveling expenses, in connection with the busi-ness. This does not include any personal travel-ing expense, when you have to go to the city tosee what is the matter with your order or some-.thing of that kind. You want to go to the cityand look over bargains. If some fellow is makinga better line of stuff than you are getting, goand look it over. If you don't spend that moneyfor traveling you are going to lose $30 worth ofeducation.
Goods stolen are not charged—$60. "Theydon't bother us," some of you fellows say. Thatis only $5 a month, and I will tell you right nowyou are lucky if it is not more than that.Goods returned, $30. A man buys a hayloader that you delivered him. Three weeks afterhe will bring the hay loader back and tell you itdidn't do the work that you promised him itwould and he will not pay for it, and if you don'taccept it he will sue you. You take it back andsell it at a reduced price to his neighbor who hasseen what good work it has done.
Bad debts. I will put that down here at thebottom of the sheet so that I can get it out ofsight as quickly as possible. If there is anythingI hate in the implement business it is bad debts.I have made it a rule to charge off one per centof my total sales, and I have been making aprofit out of that doubtful account column. Youcharge it right off on your books before you figureany profit, $150 lost. You pick out the worstnotes you have and the worst book accountsyou have and you just take those and chargethem off to :-,he amount of $150, and every timeyou have a minute to spare you just go after oneof those fellows on that doubtful account with alittle personal appeal. And every time you get adollar taken off that you make a profit. The baddebts are only one-half of one per cent on thesales, $150.
Collection expenses. I ought to put that inwith bad debts. This collection expense, by being

(Continued on page 1625)
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"C r own"
The Smallest Watch in America

to Sell at a Popular Price
The New 3/o-size Complete Watch

RE you the Crown
Watch Jeweler in
your community?
If not, you can-

not begin too soon to dis-
play Crown Watches-
feature them and tell
folks why you do so.
The Crown Watch is the dain-
tiest and thinnest popular-
priced watch in America for
Ladies. More salable and more
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satisfactory than any other
watch selling at the price.
It will strengthen your popu-
lar-priced line where it has
always been weakest.
It brings you better profit you
buy it for less money.

The Crown Watch is made both
Hunting and Open Face-7-jewel
movement in bascine gold-filled case;
Plain Polished, Engine-turned and a
striking series of Fancy Engraved de-
signs—cased and timed at the factory
and sold complete.

Round out your Crown assortment.
Show a windowful that will rouse
interest and comment.
If you have never carried Crown
Watches, now is the time to begin.
Order from your jobbers.
The KEYSTONE WATCH CASE COMPANY

ESTABLISHED 1893

PHILADELPHIA
CHICAGO CINCINNATINEW YORK SAN FRANCISCO
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Common Sense and Salaries

Relation of Salaries to Cost of Doing Business—
Calculating the Wage-worth of Employes—
Instructive Analysis of an important Question
There is bound to come a time in the life of a

retail dealer when he feels that he must reduce his
cost of doing business. This is most likely to come
quickly to those of our readers who are earnestly
trying to amend their business methods so as to
know truthfully how their financial affairs stand
in every department. For once let a man honestly
ascertain to what extent his costs are accumulating
he will experience a fiendish desire to use the
pruning-knife everywhere. To give way to this
impulse without first giving every figure a critical
analysis and computing the consequences is always
dangerous, if not suicide, says a writer in the
.VIerchants' Journal. The danger lies in the prob-
able unwise application of the knife—the pruning
and cutting of live, fruit-bearing branches, leaving
the "suckers" to flourish and sap the business.
In studying the expense account for twelve

months the first impulse of a man is most likely to
reduce his salary account. Not only is this true of
the retailer, but of every business man. Haste
in this respect often will place a business in such
a condition that it will require months and even
years to recover from the loss sustained.

What an Employe Is Worth
An employee is worth to his employer what he

can earn—no more, no less. In the fixing of
salaries sympathy or sentiment should have no
place. The proprietor himself should remember
this. He, as the man who bears the burdens,
faces the responsibilities, carries the risks and
"faces the music," is entitled to a liberal compen-
sation for these burdens. But if he, as proprietor,
has no other earning capacity than the capitalhe has invested in his business, and is a flat failure,
or is only fairly successful in any one departmentof his retailing affairs, he is only entitled to a littlemore than the mere income from his financial
venture. If, however, in addition to being a
proprietor, he is a clever manager, an excellent
bookkeeper, an exceptional salesman, good at
making collections, or a fine promoter, he is mostcertainly entitled to a larger salary than the best
salesman he can hire. The clerk who does hiswork better than the average is also worthy of
larger salary than the one whose work shows onlyfair results.
The good manager must, to be certain that his

help is neither under or over paid, know to a frac-tion what the earning capacity of every wage-
earner, including himself, is. Below this he cannot safely reduce the salary. Above it he must not
go, except as a stimulant to better efforts.
No clerk or salesman is worth to his employer

a sum equal to the gross profits upon the goods hesells. If a $15-a-week clerk only shows saleswhose gross profits are but $15 per week, that clerkIs not worth his hire. If the gross profits on his
sales go below his salary, he is one of the leaks whichwill drag the business under the placid surface,
unless the leak (with others) is stopped. Until aclerk returns to his employer more in gross profitsthan his salary amounts to he is not a profitable
man to employ. This statement must be qualifiedwith another, which holds that all goods sold bythe clerk are marked to pay a fair and legitimate
profit. It is no shame upon the salesman who
sells a great number of articles whieh the proprietorhas foolishly marked at a priee which shows littleor no gross profit above the delivered cost and sell-fillitIgdcinog.st. The best salesman who ever filled patent-
leathers would soon be discouraged if his salary
depended upon the profits some merchants place
upon the factory cost of their w -.res. The onlytrue test of a man's earning capacity as a salesmanIs upon a strictly commission basis. It is as wella valuable object-lesson to the proprietor on cost-

'Salary Reckoned on Salesmanship
Ten per cent above delivered cost is a fairly

dependable figure for a clerk whose salary is reck-oned on salesmanship. Ten per cent will force aClerk to sell $150 worth of goods a week (deliveredcost is the only basis of figuring) or $7,800 a year.At that rate he is just about breaking even for the
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man who signs the checks. And right here the
writer wishes to assert in the strongest language
that any clerk or salesman who cannot retail
goods which cost delivered at the local depot
$7,800 every year is not worth $15 a week to any
dealer.
The average cost of doing business is eight

per cent of the gross sales, or 21.95 above delivered
cost. In this selling expense is included the salaries
of salesmen or clerks, which the buyer must pay
to the seller. The average per cent of net profit
is 4.4. For quick figuring, let us assume that the
selling expense is twenty-two per cent and the netprofit is five per cent. The $15-a-week clerk would
and must accomplish this: Delivered cost of goods,
$150; selling expense, $33; total cost of goods
before profit is added, $183; profit at five per cent,
$9.15; gross sales for week, $192.16. During the
year he would show sales amounting to $9,991.80,
assuming that the percentages were true. As
they are slightly exaggerated, the gross sales would
probably be about $9,900 for fifty-two weeks.
That these figures are correct in the main is certain,
for they are the averages secured from data ob-
tained from several hundred retailers whose aver-
age gross sales are $31,000 yearly and average
number of clerks employed at $12 per week arefour and one-third.
Using the same figures as a basis, suppose that

the dealer has an opportunity to employ a salesman
of known ability who was willing that his salary
should be based upon ten per cent of the deliveredcost of goods sold. He showed sales on that basis
amounting to $250 the first week, and was entitledto salary of $25. Most merchants would balk on
any such figure as being far too much. Would it?The selling expense on goods costing $260 de-livered at twenty-two per cent is $65, making the
cost before profit is added $305. Sales for fifty-twoweeks amount to $15,860, which at five per centprofit ($793) would give gross sales for the yearof $16,653. The first salesman shows a net profiton his labor of $475.80, while the second shows an
apparent net profit of $793—a difference in favorof the higher-priced man of $317.20.
But in figuring the relative merits of the two

men it is necessary to take other factors into con-sideration. The average gross sales are $31,000per year, and the average cost of doing business is$5,600. By employing the better man the grosssales are increased to $36,869, while the salaryincrease is but $520. If there were no propor-
tionate increase in the other expense items theaverage cost of doing business would be reducedfrom eighteen per cent to 16.8. On the other hand,a cheap clerk who would not earn ten per centon the delivered cost of the goods he sells wouldsoon reduce the rate of net profit materially, nomatter how low his salary might be. But asmerchants will likely wish to do a little figuringfor themselves, instead of seeing it all in blackand white, we leave that problem for them tosolve.

Worth More than Its Weight in Gold
If ten separate pounds of platinum were laid ona table, and beside each piece a pound of gold wereplaced, and ten people were told to take theirchoice. between the two, there is hardly a doubtthat all ten would select the bar of gold—unlessamong the ten there were a jeweler or mineralogist.Those who would select the gold, however, wouldbe losers by their choice of something over $230for platinum now is worth about $730 a pound,while gold remains at its standard.
Barely two months ago platinum was listedalong with gold in value, having increased in worthabout one hundred dollars in a month previous tothat time. This remarkable increase in the valueof the precious white metal is largely due to thejeweler who conceived the idea of fusing gold withit in order to mount a diamond for the sake ofdurability. The effect upon the stone was morethan satisfactory, the white background enhancingwonderfully the brilliancy of the stone. The effectupon other stones set in the metal—rubies, emer-alds, and sapphires—was just as pleasing as that ofthe diamond.
The United -States produces annually about

1,000 troy ounces of the metal, while Russia leadsthe whole world with an output of some 275,000
ounces. The State of Colombia comes next with
something like 10,000 ounces, while every country

produces less than 400, except Canada, which in a
year can bring forth but thirty ounces. Our
government mineralogists are alert to discover new
fields that might be worked for this king of metals.
Most of the substance in this country is found in
California and Oregon, a small quantity also
existing in Nevada. In some rare instances nug-
gets weighing as much as half an ounce are found.
The record find in nuggets, however, is held in the
Ural Mountains of Russia, where several years
ago a lump worth some eight thousand dollars was
brought forth by a miner.
Platinum was discovered in 1741. One of the

first facts ascertained in separating it from the ore
was that it melted only at an extremely high tem-
perature. Next it was found that it possessed a
high resistance to the action of all chemicals.
These facts being established, chemists sought it
out and stocked their laboratories with crucibles,
vessels, and spoons made of it, which at this time
would be worth fifty times their original value.
Platinum is responsible for the manufacture of at
least three-fourths of the sulphuric acid of the
world. The making of this commercial commodity
is rather a complicated operation and a score of
years ago was even more so, because the acid
attacked the tanks in which it was formed. In
the 80's it was discovered that the two gases
used in the creation of sulphuric acid counteracts
each other's effect if they are passed over finely
divided platinum at a high temperature. It
required a long time to develop the process, but
the discovery proved worth millions of dollars.

What Cost Accounting Means
(Continued from page 1524)

carefully and systematically handled, will help
you to keep that bad debt account down to $150,
so this is $60.

Taxes, something you can't escape, even in pro-
gressive Wisconsin, $60.
Window displays, county fairs, Fourth of July

celebrations, etc. These are suggestions. If you
are not making any window displays, if you are
not having a Fourth of July float, if you are not
going to display at the county fair, you are losing
more than that $30. When you go out to the
county fair with an exhibit you are showing that
you are a booster. Directly it does not help you,
but indirectly it shows that you are in the game.
I would hate to see a Fourth of July celebration
in my town and not see my name on one of the
floats. I would feel like staying home.

Associations and Trade Papers
I have left another item which I think the

most important of all. Thirty dollars for dues
in associations and for subscriptions to trade
paper, paid in advance. I ought to get some
applause from the trade papers on that. That
does not include any subscriptions to collection
agencies to collect your bad accounts. That isjust dues in associations like this. I want to tellyou something about that association proposition.I have seen fellows who have attended conven-
tions who said they would not go any more.
There is not a man in this audience that has
one teaspoonful of gray matter that can sit here
during the three days of the convention without
becoming a little better than when he first came.
heard a good man say once that no man is any
better than his environment. That is true. You
get into this environment and if you are any better
than it you will raise it up to your level. So I
say to you, there is not a man here who has
not got some man within a hundred feet of him,with whom, if they can get together, each will
get some benefit out of it.

Miscellaneous, things that we have not thought
of, another $30. Some fellows will say I have
forgotten postage. Some fellows don't have any
postage on their remittances, they wait until they
are drawn on. That is not the kind of correction
the manufacturers wanted when they said not tosend local checks.
When we have got this all added up it willsum up to $5,100 for $30,000 worth of buiiness.The percentage of selling expense is 17 percent.

For every dollar's worth of goods you have sold,for every dollar you have received, 17 cents has
gone for selling expenses and 83 cents are leftto pay the freight and the cost of the goods and
your profit.
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ARE YOU
SATISFIED
with your present jobbing

connections ? Does your

jobber carrycomplete lines of

DIAMONDS, WATCHES

and JEWELRY ? Does he

fill your orders promptly?

No. 46465 No. 2

CALL ON US 1
ia Our stock is one of the

largest in the country.

Our policy

Broad, Liberal and Correct

• •

ESTABLISHED 1873

HAHN 8z CO.
INCORPORATED 1904

0 Powers Building, Wabash Avenue and Monroe Street
fa
rE1 CHICAGO • •• • ILLINOIS
F-j AMSTERDAM: 2 Tulpstraat—FOREIGN DIAMOND OFFICES—ANTWERP: 58 Rue Pelican

RI  

F-I 39 YEARS OF CONTINUOUS DEALING IN HONEST GOODS AT HONEST P
RICES

LONG DISTANCE TELEPHONES:

Central 1336 Randolph 3100 Automatic 41434
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Peerless Belts and Buckles
are the best selling goods we have put on the market during
our 20 years' experience in the monogram business.
Are your getting your share of the profits in this line? If not,

WRITE FOR CATALOGUE No. 14 AND DISCOUNTS

CHICAGO ART METAL WORKS
INCORPORATED 1892

302 West Lake Street

cil I

SYSTEMATIZE YOUR
REPAIR DEPARTMENT

Now is the logical time to introduce system in your

repair department. The first essential of such system is a

complete record of watch repairs. To keep such a record

with a minimum of trouble, you should procure a copy of

The Keystone Record Book

of Watch Repairs
which has space for 1600 entries of repairs with printed

headings. A companion book for the repair department is

The Keystone Book of

Repair Guarantees
The use of these guarantees will give your customer

confidence in your work and assure his permanent patron-

age. Either of these books will be sent postpaid to any

part of the world on r,-..ceipt of

Price, $1.00 each

THE KEYSTONE PUBLISHING CO.
809-811-813 North 19th Street PHILADELPHIA, PENNA.
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Letters From the Trade

Department for the Interchange of Ideas by Keystone Subscribers—All Are

Invited to Contribute

The Jeweler in His
Relation to the Public

EDITOR KEYSTONE:—There is still a need in this

late day of arguing the question of advantage to

the retail jeweler in the modern method of selling

goods. The question of right in a policy of business

will never become quite old-fashioned, let "practi-

cal" traders sneer at it as they will. In the long

run it invariably wins; it is the corner-stone of

every permanent success. Surely, the dealer who

knows much about the relative quality and value

and desirability of his vari JUS lines of goods has a

distinct moral responsibility to the customer who

knows little of these varying degrees of good or

bad; and if he considers at the same time what is

best for his ignorant customer to buy, he is as clearly

responsible for that customer's undoing as if he

filched a coin from his pocket by sleight-of-hand.

"But," you say, it is a hard, practical world,

now-a-days. All the necessary articles to keep alive

are high, rents advanced beyond all reason, and

business hard to get, because the jewelry trade is

without any specially new features to offset these

developments.
Now, strictly speaking, it is no fault of the public

that your jewelry is unsalable; it is your fault,
in that you did not have taste or discretion in
buying, that it does not take your goods. How
manifestly unfair, and how unwise, that you
should expect it to pay for your fault ! Make
a manly admission of your bad judgment in the
matter, and invite the people to take away the
shop worn goods at a price which may cause you a

direct loss—and an indirect gain by replacing the
stock with brand new sparkling up-to-date salable
articles upon which you can recover your loss and
add profit for a future stock.

Again, on the score of quality the dealer must

sell what is best for the buyer if he would have a
loyal support throughout a long business career.

I do not mean to say that if a customer has only
five dollars to invest, and wants a "yellow"

watch, that you are bound to give him a solid
gold case. No, indeed. But what I would insist
upon is that the jeweler should recommend a
"Nickel case." His is not only right, but it is
satisfaction as well, for the jeweler to sell what is
best for the buyer. This is purely a reasonable
proposition? If right in point of business property,
it is correct in point of business expediency. A
jeweler must so conduct his business as to hold the
confidence and patronage of the public at all times.
I will cite another instance: supposing a cus-

tomer wants a watch with a twenty year gold
filled case, and proclaims his willingness to pay a
respectable price for the best on the market.
In watch cases, as in everything else, there is a
standard, and every jeweler worthy of the name,
knows the particular case which has proved its
claim to the enviable distinction. The honest
dealer will furnish this customer with such a case,
and this is an end of the transaction. The dealer
with a more flexible conscience will pander to
his own cupidity, and take advantage of his cus-
tomer's truthfulness by passing off on him an
inferior case.

Which, may I ask, will be the gainer in the long
run? Certainly not the man who did violence to
his conscience for the benefit of his pocket.
Honesty, after all, is the best policy, for, as the old
man told his son, he had tried both ways and he
knew.
The ethics of trade lie beyond the reach of legis-

lation. There is a law, of course, against receiving
money under false pretences, but in the case cited
the courts are powerless. "Let the buyer look
out for himself" may still hold with many, but with
the honest and honorable dealer it has neither
meaning nor application. It may be conceded that
if the seller and buyer were on a perfect equality

the rule would be equitable as well as legal, but

such is seldom the case, if ever in the jewelry trade.

Any jeweler is naturally better posted on the

merits and demerits of his line than his customer

can be. How, then, in common honesty, can he

escape the moral obligation of telling the exact

truth about the article he offers for sale, more

especially if his customer, as is often the case,

defers to his judgment and confides in his state-

ments?
It is a rather peculiar weakness of human nature

that it can be led to believe that it knows more

about some other business than do those that have

been engaged in it for a life time. At the present

time it is beyond our control to stop the large

retail mail order house competition. These con-

cerns have never been able to undersell the legiti-

mate jeweler and chances are in our favor that they

never will. The proper method to fight them is

with their own weapons. The mail order house is

sufficiently sagacious to see the wisdom of employ-

ing an expert advertising man to handle this branch

of his business. Suppose you, too, increase both

the quality and quantity of your advertising.

Some of the catalogue house goods are inferior,

in fact, to such an extent that it becomes notice-

able. Most all the solid gold rings they sell are

"cast" gold. It is impossible to increase the size

of their cast gold rings by forging without causing

the ring to separate. I know this from actual

experience. There can be only one motive for

these concerns to sell such stuff to the public, and

I may answer that readily—it is on account of

being able to purchase these rings for far less

money.
The exclusive ring manufacturers supply the

retail jeweler with hand made solid gold rings,

rings that will not break during the process of
increasing the size of forging on the mandrel.

No retail mail order concern guarantees their

ring settings to hold the stones. Their rings all

look clumsy, minus, art, design, and finish, also

quality. In this one instance cited the retail
mail order catalogue house give to their patrons

mighty poor accommodation. I know of quite a

few of the rural population that have resold their

mail order house cast gold rings to me, for a very

small amount, and bought an honest 10-karat,
solid gold, hand-made ring from me, so that they

will get the most possible value for their money.
I believe in being very liberal in my views

towards the watch movement manufacturer. They

are not engaged in business for their health. Their

annual running expense is enormous and they must
be able to declare a favorable dividend to the
stockholders; in the face of these facts why
should any legitimate retail jeweler deny them of
an outlet for their product. The retail jewelers

ought to appreciate the fact that the effort of the
watch manufacturers to protect them has been a

pretty expensive proposition upon their past.
The American watch manufacturers have but one

price so as to prevent the large dealer from under-
selling the small competitor. And upon the higher

grade movements they have established the selling

price. The watch movement factory also dictates

to the retail mail order house to list these specially

named movements at prices at which the retail

jeweler could compete and make a profit that he

is justly entitled to. In-so-far as I can see the

American Watch manufacturer thus far has been

successful in compelling the retail mail order
house to maintain prices.
There are some retailers, I believe, who are

actually so narrow-minded and selfish as to feel

that it is the duty of his neighbors to patronize

them, regardless of the fact that they can buy

elsewhere for less money. A jeweler should not

forget the fact that it is not the "duty," of anyone

to patronize him, but it is their " privilege," to

do so if they choose. Your old customers are your

best assets. Don't neglect them in your hustling

for new ones. Competition between jobbers for

the retail jewelers' business has made the terms

on which goods can be bought extremely liberal

and in turn, in an effort for the jeweler to increase

his business and meet competition, he has taken

advantage of this to draw trade by extreme liber-
ality in extending credit to the consumer, so that
the result there is considerable of the " wild

cat" about the retail jeweler business. Retailing

is indirect banking and sound business calls for

as wise and conservative management as that

which characterizes a reliable bank. The laxity

in extending credit encourages extravagance on

the part of the public and fosters all kinds of petty
enterprises on the part of those who lack both

capital and experience. In both cases more or

less loss is envolved, all of which falls upon the

dealer. This opportunity is extensively taken

advantage of by the farmers who keep the jeweler

waiting indefinitely for his pay while they send

their money to the retail mail order houses or loan

it out on interest to others or use it to pay for

improvements, or to buy more land, etc. It is

cheaper under this system to run an account

with the jeweler than to borrow money at a bank.

The dealer himself is to blame for this condition.

He has simply given the public this chance which

it is fully taking advantage of. When customers
quote you prices that they can buy complete

watches for from the retail mail order houses, try

and give them the same thing at the same prices,

but get the money first and attach no guarantee

to it.
Yours truly,

New Albin, Ia. F. SPELLING

Successful Sneak Thievery—
A Warning to the Trade

EDITOR KEYSTONE:—A5 the details of my
diamond robbery have not been correctly quoted

in any of the trade journals, I thought I would
write them for publication in THE KEYSTONE,

and while it will place me in a little different light,
as to carelessness, the reading of my experience
may save some brother jeweler from being a
victim of the same game.

At about 8.30 o'clock, on the morning of May
22, two men entered my store, and one of them
asked to look at an Elgin 16s 17-jewel watch.
After showing it to him, and quoting price, he said
"I will have to wait until Saturday night, as I
haven't enough money." He then said I want a
tablet, and as my stationery department is in the
back part of store, I had to turn my back on the
other man to walk back there. After I had sold
him a tablet and bottle of ink, he asked to look
at some china dishes on the other side of the store.
To go there I had to walk toward the front end
of store, to pass between the show cases, and then
turn my back on the other man once more to walk
to back part of store again. He was still standing
in front of show case.

After selling my customer a small china pepper-
box, he paid me for his purchases, and they
both walked out of the store together. I missed
a small tray, which contained nine diamond and
two pearl rings, valued at $700, about ten minutes
after they had left the store. There had been no
one else in since they left, and I had put the tray
in show-case from safe only a few minutes before
they entered. As the diamond rings were in same
show case with watches, they, no doubt, asked to
see watches for no other purpose than to see how
the doors opened, and as they are sliding-doors,
and make very little noise, he no doubt, got the
door open while I was walking back for the tablet,
and when I turned my back on him next time, he
leaned far enough over the case to take out the
tray, and did it very quickly.
The experience has taught me to have catches

on show-case doors hereafter, where the most
valuable articles are displayed, and I think every
jeweler should keep an automatic pistol where he
can get his hand on it quickly. In this particular
instance, had I detected the fellow in the act of
taking the tray, they no doubt, would have killed
me, rather than be caught. I feel that any jeweler
would be justified in shooting any of these outlaws,
without a moment's warning, if he detects him
taking something of considerable value, especially
where it is the only means of saving his own life, as
well as property. The life of a sneak-thief that
is trying to live off other peoples' labor, should
receive no consideration when weighed in the
balance with law-abiding citizens.

Yours truly,
Corona, Cal. A. W. BATES
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The Kind of Advertising
That Will Help
You Sell Rings

Mention
Queen City

Rings

to the people who
come into your store.
You will find that
many of them have
read our advertise-
ments.

Sometimes a little
suggestion from you
will complete the
desire that our adver-
tising has started.

Don't miss this op-
portunity. Instruct
your clerks to be
wide-awake.

rorDauSliter-SWeetheart
Mother-Wife
Let your Gift to them
carry real meaning.
Then your present
will produce more joy
and bring to yourself a feeling of special gratification becauseyou have chosen wisely—a gift

For Birthday or Anniversary
What is more appropriate than a dainty finger ring ? Pure gold and pre-cious stones have ever been and will always be the most treasured posscssions.And the amount of money involved need not be great in order to express a great deal ofsentiment. You cannot find a more gratifying gift than a Queen City Ring.

No. 2420 $4.70 No. 1720 $7.50 No. 2200 $12.00Roby Emerald and Pearls Amethyst
No. 2475 $7.50

Sapphires
No. 4970 $2.50

Garnets

Queen City Rings are Sold Only Through Retail Jewelers
GUARANTEEDQUEEN CITY cline RINGSTrade MarkME have perfected machines and trained ME use precious and semi-precious stones ofV V skilled workmen to furnish millions of rings V V all kinds. The settings are all perfect.every year to more than 5000 jewelers. The result With each ring we give a written guarantee

is exceptional quality at low prices. Examine a
to replace any stone (except diamond) that

Queen City Ring carefully —notice the heavyshank of pure gold and the brilliancy of the may be lost from the setting. This guaranteejewels. Ask any jeweler or make comparisons holds for all time. Your safeguard is the trade-yourself. Do not confuse Q.C. Rings with cheap mark shown above, that appears on the inside ofrings now on the market. the ring.
Look up the Queen City dealer in your town. You will find his store a good place toshop. If you have a dealer of your own, who does not carry Queen City Rings, send ushis name and we will see that you are supplied. Ask for Catalog and Birthstone Card.
Jewelers ! Write us about Window Display Case and Holiday Plans

QUEEN CITY RING MFG. CO. Buffalo, N.Y.

You Will
Find This
Advertise-
ment
in the

Saturday
Evening Post

August 10th

It is one link in the
chain of selling help
that we offer our
dealers.

Prices given in
Saturday Evening
Post ad. are "List"
Prices.

Insist upon seeing
our salesman before
you plan your Holi-
day Campaign.

READ THE OFFER ON THE OPPOSITE PAGE
Thousands of dealers have already found that
Queen City Rings properly displayed and talked
about to their trade, make the best leader for other
business. Queen City Rings make satisfied custom-
ers for Queen City Dealers.

This display case ought to be in your window just as soon as youcan get it there.
Remind people of Q. C. Ring advertising in magazines. Get yourshare of Fall Gift business and better still, begin to build for theHoliday business.
Our magazine advertising is designed to give you help where it willdo you the most good.

QUEEN CITY RING MFG. CO., Buffalo, N.Y.
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A Window Display Case
FREE to You

This Is a
Mechanical
Window Display
Runs 24 hours with one wind-
ing. The sign at the top
moves from side to side like
a pendulum ; the hands turn
to show the rings to best
advantage. Rings can be
changed as desired. With
properly placed light at night
a brilliant effect is created.
The best mechanical display
you ever saw. An attractive
ornament in any window.

— See how
.41 a •cle. Ring

it will look on
your hand,

1.0

cxe
A Guarantee as strong as the United States Mint

'goes with each clo RING

Queen City
Trade-Mark

You Need
a Display

of This Kind
It will stop people who pass

your window and hold their

attention, because the card at

the top swings like a pen-

dulum, while the hands in

the frame constantly turn so

that the rings flash.

Rings
Rings sold only under our guarantee, that if any stone (except
diamonds) is lost from setting at any time, the Queen City Ring
Mfg. Co. will replace stone without any charge whatsoever.

The. Queen City line is more complete and attractive than ever this year. You
cannot afford to let this opportunity go by. Thousands of dealers have
already taken advantage of our co-operative plans. It is not too early for
you to get ready for the Holiday trade.

Read the SATURDAY EVENING POST Advertisement on the
Opposite Page

This advertising is the kind that will help you. Cut out the advertisement and
paste it in your window. SEND THIS COUPON TO-DAY sir

Queen City Ring Manufacturing Co.
Buffalo, New York

QUEEN CITY

RING MFG. CO.
BUFFALO, N. Y.

Without obligating

myself, have your

representative call and
explain to me how I can

get your FREE Window Dis-
play Cases and the exclusive

Agency of Q. C. Rings in
Joy town.

NAME 

DDRESS 
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A New Creation The WHITE Line in Silver Plate

The latest

popular White

Effect, success-

fullyproduced

on metal with

a Glossy White

deposit of Pure

Silver and

hand shaded,

bright bur-

nished decor-

ations.

535
532

883

1 3 1

Look for this mark
on all W-B good•

The No. 36
Assortment
illustrated
here affords a
beautiful
showing that
will create un-
usual interest
in your win-
dow display.

Be the First
to Display in
Your City.

3 0 '3

I

• .1-,..' 'Z' ' , 1.■:.... ' 4

, II • s

2b(lt.
1

73

NO. 36 ASSORTMENT—PRICE ON REQUEST

A Display in

Your Show

Window Now
will prove it's

attractiveness
and salability

and guide you
in placing

your order for

holiday re

quirements

I. Apr

SILVER
6UARANTEED "el HEAVILY"

•iT7 

PLATED VOT,4 PURE SILVER!)
AND NAND TINTED /

Facsimile of tag
attached to each article

The W. B. lin
contains orig
inal good
only—not itn
tations 0
other make
It's the lead
ing line of i
kind and th
logical one fo
your store.

Always sue
ify W. B. goo
of your Jobb

Write for
Illustration

THE WEIDLICH BROS. MFG. CO. S
MAKERS OF SILVER, GOLD AND BRASS PLATED WARE

New York Salesroom-15 Maiden Lane BRIDGEPORT, CONN. 1:1*
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An Instructive Discussion of Artificial Gems

linique Gem Case in England Followed by Interesting Discussion
Press—Recognized Experts State Their Views

In recent issues we made use of the report of a

somewhat unique trial in England as the text for

an exhortation on the value to the jeweler of an

intimate knowledge of precious gems, In the case

referred to a "reconstructed" ruby had been sub-

stituted for a natural ruby by some one unknown.

The verdict went in favor of the defendant firm

of jewelers, but the latter made it clear that no

suggestion was made against the plaintiff in any

way, he evidently being the victim of an unfortu-

nate practice committed by some one else.

During the hearing of the case it was stated that

storekeepers, and others in the habit of handling

precious stones, might easily be deceived by

"reconstructed" and "synthetic" stones (as dis-

tinct from ordinary imitations). This resulted

in an interesting correspondence by experts in

the London Times, the following letters, being

addressed to the editor of that paper:

Sir:—The recent case of Sykes v. Ortner and
Houle illustrates t the difficulties with which
jewelers are confronted owing -to the success
that has been achieved in the manufacture of
rubies. The difference in price between the
natural and the artificial stone is:so great—the
ratio being about a hundred to one—that,in the
case of large stones there is grave risk; of the
fraudulent substitution of the one kind for the
other, and unfortunately the mis-statements that
are so frequently made do not minimize the
risk of innocent mistakes. In the case in question
the stones were throughout styled reconstructed,
but there can be little doubt that they were really
synthetical stones. The terms are by no means
synonymous. Ruby is the red variety of cry-
stallized alumina, corundum, to use the scientific
name for the species, the blue variety being sap-
phire. The so-called reconstructed stones are
formed by the fusion in the intense heat of an oxy-
hydrogen flame of a number of small fragments of
natural ruby. Such stones appeared on the Paris
market twenty-seven years ago, in 1885, but are
seldom seen now, on account of their cloudiness
they compared very badly with the natural ruby.
The synthetical stones are built up of alumina
powder fused in the inverted oxy-coal-gas blowpipe
devised in 1904 by Professor A. Verneuil. Stones,
weighing as much as 10-karats when cut and of
excellent color, and to all appearance clear and
flawless, are easily prepared, and a considerable
industry in the manufacture of rubies has sprung
up in Paris. The molecular arrangement is
precisely the same as in the natural ruby, and
the physical qualities are therefor identical, but
the origin of the artificial stones is invariably be-
trayed by the tiny bubbles and faint curved
markings that are seen in the interior with the aid
of a lens. Crystallized alumina is, when pure,
absolutely colorless. The red tint of the ruby is
due to the presence of a small percentage amount
of chromic oxide, the depth of the tint depending
Upon the amount; it is usually the favorite carmine
or " pigeon's blood " hue that is imitated.

In the course of his evidence one witness is
reported to have stated that an expert jeweler
could immediately detect a reconstructed ruby,
because it had a different color and lustre. If
the expert jeweler really depends upon such a
test he is likely to make many mistakes, since
artificial and natural rubies have exactly the
same lustre, and no greater difference of color
exists between the two kinds than among the latter
alone.—I am, etc.,

G. F. HERBERT SMITH.

SIR.—Referring to your correspondent' getter
Upon the above subject in today's issue of The
Times, artificial stones have, of course, been
made for centuries, the reconstructed and syn-

in the London

thetic rubies being among some of the more recent
and certainly clever imitations of the real gem.

The point of public interest lies in the fact
that as yet there has been no reproduction of a
precious stone that is possessed of any com-
mercial value, the reason being that such are
easily detected by experts both by color and
imperfection of manufacture. A true "pigeon
blood" ruby still holds its own as regards value
and beauty, although the market price of the
common grades of this gem has been somewhat
affected by the artificial stone.—We are, Sir,
yours faithfully,

For Spink and Son, Ltd.,
JOHN M. SPINK, Director.

SIR:—Whilst endorsing Dr. Herbert Smith's
remarks as to the nature of the artificial rubies
referred to, may I venture to enlarge somewhat
upon the important point of their detection?

In the first place, I endorse emphatically all
that Dr. Smith says as regards the danger of
jewelers relying on rule of thumb knowledge.
It so happens that I was in court during the
hearing of the case referred to, and I was struck
by the fact that no one of the parties concerned
seemed to have a clear idea of the real point of
difference; they appeared quite satisfied that
they could detect the artificial stone by some my-
sterious quality of color—"a sort of misty appear-
ance and lack lustre color," as one witness des-
cribed it. Whilst going further than Dr. Smith,
and asserting that such "happy-go-lucky" methods
do lead to many mistakes (because many .actual
cases have come under my notice), I would at the
same time like to emphasize the ease with which
an artificial stone can be detected by means of the
practical and absolutely infallible test—namely,
the peculiar structure which is quite characteristic
of the natural stone and readily detected by a
good lens. There is no reason why every retail
jeweler should not be able to guarantee his stones
personally with absolute certainty. In fact, there
is no reason why he should not demonstrate this
test to a purchaser, who would thus have a tangible
guarantee at first hand, and one that he could
check for himself at any future time and easily
prevent such fraudulent substitution as appears
to have taken place in the case referred to.

Technical knowledge on the part of the jeweler
is the remedy for the difficulty that at present
besets this long-sufferiug trade.—I am, yours
faithfully,

NOEL HEATON.

SIR:—The letter from Mr. John M. Spink on
manufactured rubies which appears in your colums
today may create a false conception of the precise
character of the synthetical stones. It is true that
imitations of gems-stones have been known for a
very long time—in fact, fine examples, which will
bear comparison with the best of modern work,
have come down to us from Roman times; but
such stones resemble the corresponding natural
product only in color and possibly lustre, while
in other physical attributes and in chemical com-
position they are entirely different. Synthetical
stones stand in quite another category; in all
essential characters—composition, refractive in-
dices, specific gravity, and so forth—they are
identical with the stones mined from the earth,
and no more differ from them than a hot-house
product from a flower or fruit grown under natural
conditions. Although experiments in the arti-
ficial formation of corundum were made as far
back as 1837, no real success, from the jewelry
point of view, was met with till eight years ago, as
was mentioned in my previous letter.
In jewelry color is an extremely important

character of a stone; in science, on the other
hand, it is non-essential, and often its cause
cannot be traced with certainty, so subtle is it.
The chemist weighs the ingredients, and can

predict with confidence the tint of the resulting
stone, and it may be anticipated that by varying
the proportions of the tinctorial agents he will
ultimately succeed in matching any shade pro-
duced by nature's haphazard and careless hand.
The commercial value of a gem-stone is determined
by what the public is prepared to pay for it. They
prefer a stone in the formation of which nature
has been untrammelled, and rightly wish to be
sure that they obtain what they pay for. Color is
of no service as a discriminative test, but the tell-
tale spherical bubbles are unmistakable and easily
seen.
The opportunity may be taken to state that

attempts made to reconstruct another precious
stone—the emerald—have so far failed, no doubt
because of the more complex nature of its composi-
tion.—I am, etc.,

G. F. HERBERT SMITH.

SIR:—Your correspondent Mr. Spink in classi-
fying the reconstructed and synthetic rubies with
the artificial imitations made of red glass or paste
misses the essential point of this recent develop-.
ment. Reconstructed rubies are real rubies made
by taking small real rubies or particles of ruby dust
and melting them together so that they crystallize
into one larger gem. Synthetic rubies, as your able
contributor Mr. Herbert Smith has explained, are
manufactured by fusing and crystallizing together
the still more minute particles of oxide of alum-
inum, the material of which the ruby itself
consists. It is not a question of colors. To recon-
struct a pale ruby one begins with little pale rubies
and fuses them together. To reconstruct a full-
colored ruby one naturally begins with the dust or
fragments of a full-colored ruby. But, whether
pale or full-colored, the reconstructed ruby is
unquestionably a real ruby, fused together, it is
true, in the laboratory of the chemist, and not in
the underground laboratory of nature; but none
the less real. It is equally hard, equally capable
of taking a polish, and identical in crystalline
form. The expert can distinguish it, .it is true,
by slight differences in the interior flaws and
microscopic bubbles; for the manufactured ruby
has usually fewer flaws than the natural ruby,
and the microscopic bubbles in it have a different
shape from those of the natural ruby. The un-
doubted fact that the dealers still charge much
higher prices for the natural gem than for a manu-
factured one of equal weight, color, and clearness
does not touch the question of the genuineness of
the manufactured article.—Yours faithfully,

SILVANUS P. THOMPSON.

Polishing Face of Jewel Settings
By J. H. WILLIAMS, Marion, Kans.

In July issue, page 1355— an inquiry is made

"How can I find a jasper-stone for polishing the

face of jewel settings." I have had ten years

experience in the jeweling department of the

various watch factories of this country, and have

seen but three kinds of stones used for the purpose:

agate, jasper, and hard Arkansas. The Arkansas

was charged with fine polishing grade diamond

powder No. 8; the agate and jasper was charged

with fine grade of flour emery. The charging

material is rubbed in mixed with oil, with a stone

having a carefully prepared flat surface. Once

charged it will last a long while.

But, I think the cheapest and best way is to

send to some material house and get one ready

made; I see one advertised on page 209, Swart-

child & Co., catalogue No. HI43, $2.50. This

appears to me to be just what is wanted. I have

done everything in the way of jeweling, in watch

factories, from making jewel-settings to the

jewel-jobbing of finished watches, and with my

outfit I can do as good watch-jeweling as is done

in the factories. Jeweling is not hard to learn, if

one has the proper tools. A jeweling caliper-

rest I consider one of the essential tools. I have

one, and there is scarcely a day that I do not find

use for it for some job, as it has many uses.



1532 THE KEYSTONE

Law for the Retail Jeweler
[Copyright by ELTON J. BUCKLEY]

[A series of articles specially compiled by a
well-known lawyer for the better education of
the retail dealer in the law and its relation to the
different phases of his business.—ED.]

XXVIII.—What Protection the Law Gives Against
Dishonest Competition.

I have been several times requested to
write an article on the law of dishonest
or fraudulent advertising. Several months
ago, in an article on "What Protection the
Law Gives Against Dishonest Competi-
tion," I touched on fraudulent advertising
as one of the forms of dishonest competi-
tion, but the subject was treated only
incidentally, though it was really worthy
of more extended treatment.

Outside of two states, dishonest adver-
tising is punishable only by a method
which is almost impracticable. This
means that it can hardly be said to be
punishable at all. The two states named
are Oregon and New York, each of which
has a dishonest advertising law. In all
other states false advertising is punished
only as a false pretence or a cheat, either
under the common law or under a state
law which penalizes false pretences in
general. Though there is probably not a
single issue of a city daily newspaper but
which contains more or less lying advertis-
ing, I have never known it to be success-
fully prosecuted as a false pretence.
There may have been cases which have
succeeded, but I have never run across
them.
Now the reason it is impracticable to

punish dishonest advertising as a simple
false pretence is this: Here is an approved
definition of any false pretence: A false
and fraudulent representation or state-
ment of a fact as existing or having taken
place, made with knowledge of its falsity,
with intent to deceive and defraud, and
which is adapted to induce the person to
whom it is made to part with something of
value.

It is apparent that this perfectly fits
the case of an advertiser who says, falsely,
that an article he is offering for $1 has
never before been sold below $1.50, and
is worth $1.50 in any market. In fact
it fits the offence of dishonest advertising
as if it was made for it. Yet the person
who tries to punish the dishonest adver-
tiser under this law has his work cut out
for him, and unless his case is an extremely
unusual one, he will almost certainly fail.
This is what he must prove to make

out his case:-
1. That the advertised statement is

false and fraudulent.
This is not especially difficult. This

part of the case would be made out by
proof that the article had generally sold
at $1.

2. That the false and fraudulent ad-
vertised statement was made with knowl-
edge of its falsity.
This is often not only difficult, but

impossible. Yet this proof must be fur-
.nished or the case falls at once.

3. That the false and fraudulent ad-

vertisement was made with knowledge of
its falsity, and with intent to deceive.

Another snag. Intent is mental; no
one can tell what another's intent is,
except by his-actions, and actions can be_
variously interpreted, excused and de-
fended. Proving criminal intent is an
exceedingly difficult thing.
4. That the false advertised statement

was calculated to induce persons to believe
it and part with something of value on
account of it.

This is not so easy as it looks, for it
might plausibly be argued that any person
of intelligence should know enough to dis-
count any statement made in advertising.
In spite of the wide prevalence of false

and fraudulent advertising, and advertis-
ing so grossly exaggerated that it prac-
tically becomes false and fraudulent, and
in spite of the great difficulty of applying
the ordinary legal remedy, but two states
have been progressive enough to pass laws
which would create remedies free from all
the difficulties of the old one. I have
obtained a copy of the Oregon statute,
and commend it to the consideration of
mercantile associations everywhere. It
is as follows:
To prevent false and misleading state-

ments and advertising, and providing a
penalty therefor.

Section 1. Any person who, in a news-
paper or other periodical or in public
advertisement, or by letter or circular,
knowingly makes or disseminates any
statement or assertion concerning the
quantity, the quality, the value, the price,
the method of producing or manufacture
of his merchandise or professional work, or
the manner or source of purchase of such
merchandise, or the motive or purpose
of any sale which is untrue or
calculated to mislead, shall be deemed
guilty of a misdemeanor, and on convic-
tion thereof shall be punished by a fine of
not less than $10 nor more than $50, or by
imprisonment in the county jail not
exceeding twenty days, or by both such
fine and imprisonment.
Under this law it would be compara-

tively easy to secure conviction in most
cases, though it would be much easier if
the word " knowingly " were omitted. It
would be necessary only to show that the
statement was false, that the advertiser
must have known it was false, and that it
was calculated to mislead. All questions
of intent is eliminated, as it should be.
Only a few weeks ago this law had a

typical application. A sensational adver-
tiser advertised in a Portland (Oregon)
paper that he had bought for forty cents
on the dollar a bankrupt stock worth
$10,000. Some of the other merchants
got after him, had him arrested and proved
that he had paid only $960 for the stuff
he was offering, and that the firm who sold
it to him was not bankrupt. He was
convicted and fined $50, which though not
much of a penalty, will still probably
teach its lesson.
Of course in this case the evidence

clearly showed inevitable knowledge of the
falsity of the statements.
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Fashions in Stationery

There have always been "latest fash-
ions " in notepaper as in everything else,
but they are seldom heeded by the finest
ladies of our land. For her there are
three sizes of fine-textured white paper.
The smallest size should be an oblong of
about 33/ by 5 inches. This is for the
little notes, such as those used for regrets,
congratulations or sympathy. This size
paper is often replaced, however, by the
correspondence-card—that handy little
piece of pasteboard that has become so
much used during the past two or three
years.
The second size should be a little larger,

5 by 6 inches, and is used for social letters
and informal invitations, or for a letter
that does not require much length.
The third size is quite a bit larger (9M

by 6 inches) and that is used for the real
heart to heart talks that one has by way
of the mail-bag. It is big paper, with
lots of room for the gossip that the waiting
friend is so anxious to hear. A new style
of paper that has just been introduced is a
double sheet 53 by 63/ inches in size.
The novelty of this paper is that it is not
folded, but is enclosed in an envelope of
the same size.
The decoration of all these papers should

be very simple. While it is not incorrect to
have a border, and a border often looks
very pretty, there is nothing so elegant
or better form than the simple embossed
address or crest.
The envelopes that go with these papers

are in exact proportion. The shape of the
flap of the envelope changes continually,
so much so that it is hard to say just
what shape is correct. At present the
pointed flap is in vogue. Another fad
that has come in recently is the thin
lining for the envelope. It is a foreign
idea, and it has "caught on" in this
country. This lining is of the thinnest
of tissue-paper, and gray and blue are the
leading colors. It gives a smart appear-
ance to the letter, and it entirely conceals
the writing. As for the decoration of the
envelope, that is a matter of taste, though
the plain envelope is the best form. If
one does use a monogram or a crest it
should be placed either on the flap or the
upper left-hand corner and should be very
small.
A quarter of an inch border is sufficiently

wide for morning paper. It is absurd to
measure one's grief by the band of black
upon one's stationery. Mourning paper
should not be used after the first year.

Personal paper bearing one's full house
address is a great help to one's friends if
one lives :n town and an absolute necessity
if one is out of the city. The country-
house paper should bear the long-distance
telephone number and the full postoffice
address. This will insure quick reply.
It is a proper thing for a hostess to leave
note-papers of all sizes in the guests'
rooms. It is also well to leave some one
and two cent stamps with the paper.—
The Inland Stationer.
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The Mauran Expansible Bracelet I
The only bracelet possessing the correct mechanical requirements for
watch bracelet use, that can consistently be termed an article of jewelry.
The Bicycle Chain effect on Bracelet Watches is not favored by the fashionable.

The Mauran Expansible Bracelet is an artistic piece
of jewelry and makes the Bracelet Watch beautiful.

Patented

August 20, 1907

July 9, 1912

and

Patent Pending

WARNING!
Infringers
will be

Prosecuted

The host of inferior imitations of the Mauran Expansible Bracelet
s: now appearing, testify to the superiority of this article.

Note what bracelet is being used by all makers of best movements
= and cases on their Bracelet Watches. There must be a reason.= _
•i John T. Mauran Manufacturing Co.
_-- PROVIDENCE, R. I. —_--

ESTABLISHED 1850 
NEW YORK CHICAGO SAN FRANCISCO
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-- 3 Maiden Lane 1111 Heyworth Building 150 Post Street _
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Law for the Retail Jeweler
[Copyright by ELTON J. BUCKLEY]

[A series of articles specially compiled by a
well-known lawyer for the better education of
the retail dealer in the law and its relation to the
different phases of his business.—ED.1

XXVIII.—What Protection the Law Gives Against
Dishonest Competition.

I have been several times requested to
write an article on the law of dishonest
or fraudulent advertising. Several months
ago, in an article on "What Protection the
Law Gives Against Dishonest Competi-
tion," I touched on fraudulent advertising
as one of the forms of dishonest competi-
tion, but the subject was treated only
incidentally, though it was really worthy
of more extended treatment.

Outside of two states, dishonest adver-
tising is punishable only by a method
which is almost impracticable. This
means that it can hardly be said to be
punishable at all. The two states named
are Oregon and New York, each of which
has a dishonest advertising law. In all
other states false advertising is punished
only as a false pretence or a cheat, either
under the common law or under a state
law which penalizes false pretences in
general. Though there is probably not a
single issue of a city daily newspaper but
which contains more or less lying advertis-
ing, I have never known it to be success-
fully prosecuted as a false pretence.
There may have been cases which have
succeeded, but I have never run across
them.
Now the reason it is impracticable to

punish dishonest advertising as a simple
false pretence is this: Here is an approved
definition of any false pretence: A false
and fraudulent representation or state-
ment of a fact as existing or having taken
place, made with knowledge of its falsity,
with intent to deceive and defraud, and
which is adapted to induce the person to
whom it is made to part with something of
value.

It is apparent that this perfectly fits
the case of an advertiser who says, falsely,
that an article he is offering for $1 has
never before been sold below $1.50, and
is worth $1.50 in any market. In fact
it fits the offence of dishonest advertising
as if it was made for it. Yet the person
who tries to punish the dishonest adver-
tiser under this law has his work cut out
for him, and unless his case is an extremely
unusual one, he will almost certainly fail.
This is what he must prove to make

out his case:-
1. That the advertised statement is

false and fraudulent.
This is not especially difficult. This

part of the case would be made out by
proof that the article had generally sold
at $1.
2. That the false and fraudulent ad-

vertised statement was made with knowl-
edge of its falsity.
This is often not only difficult, but

impossible. Yet this proof must be fur-
nished or the case falls at once.
3. That the false and fraudulent ad-

4.1

vertisement was made with knowledge of
its falsity, and with intent to deceive.

Another snag. Intent is mental; no
one can tell what another's intent is,
except by his-actions, and actions can be
variously interpreted, excused and de-
fended. Proving criminal intent is an
exceedingly difficult thing.
4. That the false advertised statement

was calculated to induce persons to believe
it and part with something of value on
account of it.

This is not so easy as it looks, for it
might plausibly be argued that any person
of intelligence should know enough to dis-
count any statement made in advertising.
In spite of the wide prevalence of false

and fraudulent advertising, and advertis-
ing so grossly exaggerated that it prac-
tically becomes false and fraudulent, and
in spite of the great difficulty of applying
the ordinary legal remedy, but two states
have been progressive enough to pass laws
which would create remedies free from all
the difficulties of the old one. I have
obtained a copy of the Oregon statute,
and commend it to the consideration of
mercantile associations everywhere. It
is as follows:
To prevent false and misleading state-

ments and advertising, and providing a
penalty therefor.

Section 1. Any person who, in a news-
paper or other periodical or in public
advertisement, or by letter or circular,
knowingly makes or disseminates any
statement or assertion concerning the
quantity, the quality, the value, the price,
the method of producing or manufacture
of his merchandise or professional work, or
the manner or source of purchase of such
merchandise, or the motive or purpose
of any sale which is untrue or
calculated to mislead, shall be deemed
guilty of a misdemeanor, and on convic-
tion thereof shall be punished by a fine of
not less than $10 nor more than $50, or by
imprisonment in the county jail not
exceeding twenty days, or by both such
fine and imprisonment.

Under this law it would be compara-
tively easy to secure conviction in most
cases, though it would be much easier if
the word "knowingly" were omitted. It
would be necessary only to show that the
statement was false, that the advertiser
must have known it was false, and that it
was calculated to mislead. All questions
of intent is eliminated, as it should be.
Only a few weeks ago this law had a

typical application. A sensational adver-
tiser advertised in a Portland (Oregon)
paper that he had bought for forty cents
on the dollar a bankrupt stock worth
$10,000. Some of the other merchants
got after him, had him arrested and proved
that he had paid only $960 for the stuff
he was offering, and that the firm who sold
it to him was not bankrupt. He was
convicted and fined $50, which though not
much of a penalty, will still probably
teach its lesson.
Of course in this case the evidence

clearly showed inevitable knowledge of the
falsity of the statements.

August 1, 1912

Fashions in Stationery

There have always been "latest fash-
ions" in notepaper as in everything else,
but they are seldom heeded by the finest
ladies of our land. For her there are
three sizes of fine-textured white paper.
The smallest size should be an oblong of
about 332 by 5 inches. This is for the
little notes, such as those used for regrets,
congratulations or sympathy. This size
paper is often replaced, however, by the
correspondence-card—that handy little
piece of pasteboard that has become so
much used during the past two or three
years.
The second size should be a little larger,

5 by 6 inches, and is used for social letters
and informal invitations, or for a letter
that does not require much length.
The third size is quite a bit larger (9

by 6 inches) and that is used for the real
heart to heart talks that one has by way
of the mail-bag. It is big paper, with
lots of room for the gossip that the waiting
friend is so anxious to hear. A new style
of paper that has just been introduced is a
double sheet 53 by 6z2 inches in size.
The novelty of this paper is that it is not
folded, but is enclosed in an envelope of
the same size.
The decoration of all these papers should

be very simple. While it is not incorrect to
have a border, and a border often looks
very pretty, there is nothing so elegant
or better form than the simple embossed
address or crest.
The envelopes that go with these papers

are in exact proportion. The shape of the
flap of the envelope changes continually,
so much so that it is hard to say just
what shape is correct. At present the
pointed flap is in vogue. Another fad
that has come in recently is the thin
lining for the envelope. It is a foreign
idea, and it has "caught on" in this
country. This lining is of the thinnest
of tissue-paper, and gray and blue are the
leading colors. It gives a smart appear-
ance to the letter, and it entirely conceals
the writing. As for the decoration of the
envelope, that is a matter of taste, though
the plain envelope is the best form. If
one does use a monogram or a crest it
should be placed either on the flap or the
upper left-hand corner and should be very
small.
A quarter of an inch border is sufficiently

wide for morning paper. It is absurd to
measure one's grief by the band of black
upon one's stationery. Mourning paper
should not be used after the first year.

Personal paper bearing one's full house
address is a great help to one's friends if
one lives :n town and an absolute necessity
if one is out of the city. The country-
house paper should bear the long-distance
telephone number and the full postoffice
address. This will insure quick reply.
It is a proper thing for a hostess to leave
note-papers of all sizes in the guests'
rooms. It is also well to leave some one
and two cent stamps with the paper.—
The Inland Stationer.
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The Bracelet That Made The Bracelet
Watch Possible

The Mauran Expansible Bracelet
The only bracelet possessing the correct mechanical requirements for
watch bracelet use, that can consistently be termed an article of jewelry:
The Bicycle Chain effect on Bracelet Watches is not favored by the fashionable.

The Mauran Expansible Bracelet is an artistic piece
of jewelry and makes the Bracelet Watch beautiful.

Patented

August 20, 1907

July 9, 1912

and

Patent Pending

WARNING!
Infringers

will be
Prosecuted

The host of . inferior imitations of the Mauran Expansible Bracelet
now appearing, testify to the superiority of this article.

Note what bracelet is being used by all makers of best movements
and cases on their Bracelet Watches. There must be a reason.

John T. Mauran Manufacturing Co.

we_
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"Blue Book" Catalogue Q
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2591—Colonial,
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Engine Turned, Polished

nd
NEW YORK-13 Maiden Lane

Stre

Showing nearly 10,000 articles in sterling silver,
toilet and manicure goods, novelties, etc., and
rolled gold plate jewelry.

We Make 2700 Sets
and Combinations

The pattern shown here is one of our four new patterns
for 1912. See our "Blue Book," Catalogue Q, show-
ing 293 pages of good sellers.

THEODORE W. FOSTER 6 BRO., CO.
Manufacturing Jewelers and Silversmiths

et : PROVIDENCE, RHODE ISLAND
CHICAGO—Heyworth Building CANADA—Kingston, Ont.
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WHITE METAL JEWELRY
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Locket Assortment
Best value for the money
in the market for Rolled
Plate Lockets. The secret
of the success of this line
of Lockets is the HARD-
NESS OF STOCK, EX-
QUISITE DESIGNS and
exceptionally FINE FINISH.
Put up in leatherette charn-
pagne color lined case, con-
tains six Roman and six
Polish and are GUARAN-
TEED IN EVERY WAY.
ASK YOUR JOBBER TO
QUOTE PRICE. IT WILL
SURPRISE YOU. LOOK
FOR TRADE MARK IN
LOCKETS AS SHOWN.

18

R. B. MACDONALD & COMPANY, Attleboro, Mass.
74-
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Dolly Madison"
BROOCHES
STICK PINS
SHIRT

WAIST SETS
BABY and
BEAUTY
PINS

FOBS,

NECK,

BELT,

HAT and

DUTCH

COLLAR

PINS, Etc.

Patent Applied For

Flexible Bracelets
The Dolly Madison is the strongest flexible bracelet manufactured, a combination of
durability, daintiness and flexibility. Every bracelet thoroughly inspected and packed
in a strong metallic display case, leather covered, velvet and satin lined with spring
hinge cover which will keep it either open or closed.

CUT ONE-HALF ACTUAL SIZE

Consisting of 6 No. 328-14 Open Salts, 6 Sterling Silver Salt Spoons and one
Leatherette Case, Green or Lavender.

SEND FOR CATALOG Price, $2.25 SetPer
Less 5 per cent. 10 days

Vicbter 111)fg. Co.

Secret Locket
Pendants

are an innovation in neck ornaments,
combining the daintiness and beauty of
the pendant which is so popular at
present with the locket as a portrait
container, which is always desirable.
Made in full rolled gold plate, set with
choice pearls and imported stones.
Fully guaranteed by A. C. Co.

Every Article From

The

open Closed

Silver Depositors

33 Canal St. Providence, R. I.

glOgnitiiiDiXIDOULTDODOCUIODDODMIDOCOMIDDOODOMMOMIDDOinn

These goods are bound to be popular. They are sum-
mer sellers for which there is a tremendous demand.

Send for Illustrated Sheets, Prices and FREE SAMPLE

WRITE AT ONCE TO

ENTERPRISE JEWELRY CO.
Dept. K7 ATTLEBORO, MASS.

Main Office
Attleboro, Mass.

Chicago Office
Heyworth Building

Line

Stamped A. C. Co.
We Sell Through Jobbers Only

MMO-REEM1010.0108
Style Producers

0-21010M101015.10MMMM.M10.10E 0101010

N. Y. Office
9 Maiden Lane

San Francisco Office
104 Market Street

M.1501010.10101010
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7 
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Watch Stock for Fall Trade
WALTHAM

ELGIN
HOWARD
HAMILTON

All the latest styles
in Solid Gold and
Gold Filled Cases

H. 0. HURLBURT & SONS
813 Chestnut Street • •

• • PHILADELPHIA

rymiftsfilDiscsOliTeLLK

WE ARE SHOWING MANY NEW DESIGNS
LOOK FOR OUR NAME ON EVERY HOLDER

Our Holders appeal quickly to every user of eyeglasses—eliminating
the dangling chain or cord annoyance when glasses are not in use.
Saves cost of lenses many times.

416 413 417

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

GOLD AND SILVER THIMBLES

163

we make, you will see

If you appreci-
ate the commer-
cial value and
reliability result-
ing from

78 Years'
Experience

which goes into
every Thimble

to it that your stock of goods
of our manufacture is complete and well displayed.

New Catalogue Sent Upon Request

Established 1832

KETCHAM & McDOUGALL
 Manufacturers

15 - 17 - 19 MAIDEN LANE NEW YORK

:..ugust 1, 1912

Few Fundamental Principles
in the Art of Window Dressing

T H E

Nine times out of ten the small mer-
hant makes the mistake of trying to show
iis entire stock of goods in one very small
vindow says a writer in the Boot and Shoe
iecorder. His idea is good, namely, "To
ell an article you must display it." But it

is a very bad plan to show too many kinds
of merchandise in one window.
There is a time and place to display dil-

1 erent kinds of merchandise. One parti-
cular item must either be displayed alone
or with other merchandise of the same
character.
Of course, the real purpose of a show

window is to sell something—to increase
your bank account. To do this your win-
dow must be attractive and pleasing to the
eye, with the goods displayed so that all
the selling points are brought out at a single
glance.

Naturally there is a strong inclination
to rush a new article into the window the
very minute it is received. Your first
impression is one of great admiration,
and you congratulate yourself on being a
clever buyer, by purchasing the very
article that is so much in demand, before
your competitor.
So your first thought is to rush this

new article into the foremost corner of your
window, forgetting the other articles of
different denomination already on display.
You see only this one article, and to you all
its selling points stand out at a single
glance. Your first impression is one of
great joy and admiration. You cry out,
"That's fine! that's fine!"

Yes, it is fine, and you can see it; but
how about the public, who sees this one
article with the other contrasting things?
They glance here and there through the
window, with no definite impression as to
what is a new display, and walk down the
street to a much wiser competitor.
Now, Mr. Merchant, try a solid window

of some seasonable merchandise. If you
find that you know too much about your
merchandise to display it correctly, hire
some clever young fellow to do it for you.
A window decorator, to be successful,

must have natural artistic talent; he must
be an artist, and, above all, he must be
patient. A window should be trimmed
the same as a painter paints his picture,
starting at the beginning and correct in
every detail.
Some of the foremost trimmers assert

that it is never necessary to show more
than one line at a time, no matter how
large the window may be. While this rule
wouldly hardly work out for all classes of
business, it is undoubtedly true of many
lines. But right here another very impor-
tant point must be considered—the class
of trade you are catering to. You might
trim adjoining windows, one looking for
high-class trade and the other for the
working people, exactly alike, and where
one would be a success the other would be
a failure, due to the fact that the wealthy,
refined customer doesn't require as "loud"
a display to attract his or her attention as
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the poor or working class. This has long
since been discovered by the leading adver-
tisers of the country, and you can get an
excellent object-lesson by reading their
ads. The firm that is selling diamonds
will probably have the ad. set in light-
faced type and enclosed in a dainty bor-
der, while the man who is selling side-
boards at $5.99 on the instalment plan
will have his ad set in heavy-faced type,
bold figures and large cuts. There will
be the difference of day and night in these
ads, yet each will, considering the people
it wants to reach, be a good ad.

Tiffany & Co., would probably drive
trade away if they were to fill their window
with large show cards and price tickets,
while the department store on the next
block is getting business right along by the
same method.

In conclusion I suggest that the mer-
chant or trimmer ask himself these ques-
tions when he has dressed his window: Is
it striking enough to attract? Does it
interest? Do merchandise and back-
ground harmonize? Do the show cards
make the displayed articles desirable?
If these questions can be answered in the
affirmative it is a safe guess that the win-
dow is well trimmed and will get the busi-
ness.

The Mailing List Campaign

Hundreds of merchants now use a
mailing list, and regularly—that is, more
or less regularly—with letters, circulars,
catalogs and booklets, seek to remind the
man or the woman of their vicinity of the
value of a store visit. Naturally, the more
attractive or convincing these printed
visitors are, the better the results.
A good many times, the merchant fails

to enclose all the material that the postal
law permits, and this is a point he can
well afford to investigate.
When a circular is to be mailed out to

your trade, it is a small matter to ascertain
if it is underweight. Should it be over-
weight, the post-office will notify you
quickly enough, but underweight letters
or pieces of printing matter fail to make
the telephone jingle—that being up to the
merchant entirely.
The value of placing a complete descrip-

tion of some highly useful item or items of
merchandise in the hands of a homemaker
whose daily labors it is designed to lighten,
is enough to frequently lead to a sale, and
when this information can accompany
the regular offering, you mail out with the
addition of no extra cost, it is well worth
doing.

Regular Mailing Dates

There is an advantage in sending out
advertising on a regular date in the month.
Some stores make a practice of doing this
the first, or the last of each month ; others
use the first and the fifteenth of the month.
But a regular date serves to keep the
matter in mind, and the preparation of
the printed offerings is then undertaken
with the definite idea of placing them in
the hands of the customer trade at a
certain time. Having 'no specified time

arranged for the mail advertising of the
store and its contents is like a certain
printer who purposed issuing a house
magazine to advertise his business. He
was undecided about the publication date,
so he stated on the title page, "printed
some time during the month." After
the first issue, this was a fatal mistake,
because, upon looking at that line of mis-
information, he figured he had about thirty
days to issue the booklet—always about
thirty days, with the result that any-
where from sixty to ninety days elapsed
between issues. It failed to prove as
profitable as expected, and one good
reason lay in the infrequent issue—people
forgot what the publication looked like
between issues.

It will, therefore, prove best to send out
your advertising matter upon regular
dates, whether once or twice during each
month.

Keeping the Store in Mind

In an earlier day, the retailer was
urged to advertise in order to keep his
store in the minds of his trade. It was a
crude brand of general publicity, and
generally represented by a so-called busi-
ness card that gave the firm name, the
business conducted and the street or the
city address.
The modern way is to come as near

laying your merchandise before the eyes of
your trade as clear descriptions, a true
illustration and, nearly always, a price
can make it. This method is successful
in proportion to the quality of effort the
merchant puts into it. With the mail
order house, the retailer's formidable and,
largely, unscrupulous rival, this method
has been very successful.
One of the principal reasons for this

same success is not extravagant claims so
much as the dogged persistency with
which the mail order house hunts the
first order. Once that is secured and the
name of the buyer placed on the catalog
house books, there is no end to the special
offers, reminders, letters and other means
employed to keep the customer in line—
to get him in the habit of ordering by
mail. Because the mail order habit is
acquirable and very hard to break when
once formed.

The Goods to Sell

Once upon a time a dairyman conceived
the idea of becoming rich quickly by
placing a large potato in each package of
butter. Of course, he ceased putting his
own print upon each cake that it might
not be known who made it.
Have you ever bought merchandise

which was unsatisfactory? If so, you will
have observed that it is generally made
by a manufacturer who has not put his
name or trademark on the goods. The
maker of good goods is always proud of
them. He is willing to make good any
defect in material or workmanship.

Therefore, always buy from dealers or
concerns who are willing to put their
names on the goods and guarantee satis-
faction with anything purchased from
them.
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Exclusive in Design

Finest Quality of Material

and Workmanship in

Every Detail

NEW YORK OFFICE, Silversmith Building

SAN FRANCISCO OFFICE, Jeweler's Building
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010
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Established 1877

These CIRCLE BROOCHES have
created a furore wherever shown.

Jobbers throughout the country
have stocked liberally. Its up Mark

Trade

to You, Mr. Retailer, to ask for an
inspection of the Diamond "F"

line of 10 and 14 karat Solid
Gold Jewelry.

Thirty-four Years of consistent
endeavor has prOliliced a line of
Solid Gold Jewelry t iat can

not be excelled in Quality
and Finish.

Order Goods
Illustrated
by Num-

ber.

Diamond

Mountings

Brooches

La Vallieres

Earrings

Bar Pins

Circle Brooches

Ruffle Pins

Reversible Tie Clasps, etc.
Scarf Pins

Bracelets

Trade

Mark

T. G. Frothingham & Co.
Makers of 10 and 14 karat Jewelry

NORTH ATTLEBORO MASSACHUSETTS
LOOK FOR TRADE-MARK, DIAMOND " F "

 aNIIINNI■UMMIBINERIIMIa 

'110

Made in Eight Sizes

3 x 4" to 7 x 9"

All with Locks

Write Us For Prices

WARWICK STERLING COMPANY
PROVIDENCE RHODE ISLAND

 ,s■11■■Sa

u SOLID GOLD FRONT GOODS

tt 269c)
It

269r

DEPENDABLE GOODS OF HIGH QUALITY, CHARACTER AND
IZ DESIGN. SPECIFY "S & S" SOLID GOLD FRONT

GOODS. LOOK FOR TRADE-MARK
IZ it

SYKES & STRANDBERG

2 714

(STOUFFER'S
INE CHINA

Tie Clips THIS
Cuff Links
Coat Chains TRADE c‘4S MARK
Coat Chain Tops
Fobs

Registered in United States and Canada
ATTLEBORO, GUARANTEES THE PRODUCT

Nitititititititititititititititititititititititititititititititititititititititititititititititit

MANUFACTURING
— JEWELERS —

Bar Pins
Scarf Pins
Cuff Pins
Collar Pins
Waist Sets
Crosses

MASSACHUSETTS

Numerous inquiries have been made, Who makes THE ALLIANCE RING:
Let us solve this question for you

WE DO!!!

LEONARD KROWER,

The graceful style of the Alliance Ring is rapidly supplanting the use of the old-style wedding ring
Its mysterious construction is another reason for its increp.sed demand.
We have thus far supplied the entire demand, and we take these means to inform you that should

yOU need them we can supply you.
These rings are most carefully adjusted; the joints are bare!y perceptible, except by a magnifying glass.
Whenever engraving is desired, it is done in the inside flat surface. They are easily opened as shown

on illustration by inserting a sharp instrument, for insuince a pin, in the inside pin hole.
They should not be pried open, as this would destroy their adjustment.

14 karat, 3 dwts., $1.25 per dwt. net ; in dozen lots, P.15 per dwt. net
18 karat, 3 dwts., p.40 per dwt. net; in dozen lots, $1.30 per dwt. net

Manufacturing Jeweler, 536-538 Canal St., NEW ORLEANS, LA.

FINE China and

pure gold have
never before been
combined so attrac-
tively—and so profit-
ably for dealers—as
in our dinner ware
with gold monogram,
gold band and gold

line.

It is a real money
maker because it is a
real artistic achieve-.
ment and appreciated
as such by discrimi-
nating women every-
where.

Every Sale starts a
set; every piece a
woman owns is a
reason for buying
more. All of these
facts together are the
reason why you
should handle the
line.

STOUFFER'S Fine

L./China means fine
designs, fine work-
manship -- and fine
business for progres-
sive dealers.
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We've earned our
reputation; and we're
maintaining it this
year more than ever
before.

We've built the
biggest business in
our line in the world
by catering to the
retail trade exclusive-

ly, and by proving
every time we fill an
order that Stouffer's
Fine China looks
better, is better and

sells better than any
other line on the
market.

Illustrations showing hundreds cf our latest
exclusive designs including Initial Dinner
Ware in both Haviland & Co.'s finest china
and medium-priced china, will be mailed free
on request. Write for them today.

The J.H.Stouffer Co.

Superior Assortment

19 Inches High, 15/2 Inches Long

8 Day, Half Hour Strike, 6 inch Dial.
Golden Oak and Mahogany Finish
Cases. (Packed six to a case. Three
Oak, three Mahogany, assorted patterns.)

8-Day Strike $3.80 List Price

Alarms 45c extra List Price

Neat, Attractive, Clock Assortment

at a Popular Price. The Kind You

Have Wanted, but Could Not Buy

MANUFACTURED BY

The SESSIONS CLOCK CO.
MAIN OFFICE AND FACTORIES

FORESTVILLE, CONN., U. S. A.

NEW YORK SALESROOMS, 37 MAIDEN LANE
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SAILING ON THE WAVE
OF PROSPERITY-.
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Minnesota Jewelers! Association
Holds Successful Annual Convention

President Straub Expounds Benefits of Organization—Practical and Instructive

Addresses on Subjects of Trade Interest—Plans Suggested for Incr
easing the

Membership

Fergus Falls, Minn., July 20.—The annual

convention of the Minnesota Retail Jewelers'

Association—the first convention held outside the

Twin Cities—opened in this city on Wednesday,

July 15. The forenoon meeting was held in the

Chippewa club rooms, with a fair attendance.

M'dyor E. T. Nelson welcomed the visitors to

the city in a neat address. He referred to the

recent storm and suggested that on this account the

appearance of some sections was not up to the

high standard usually maintained in Fergus Falls,

but that the visitors must make allowance for this,

and give credit for the many beauties that the city

still possesses. He bade the visitors a hearty wel-

come, stating that Fergus Falls was proud to enter-

tain a gathering of leading business men of the

state, and suggested that preparations had been

made to entertain more than there were in attend-

ance and that those present must make up for

any deficiency in numbers.

President Straub's Address

The annual address of President F. H. Straub,

of the association, was full of good ideas. It was

as follows:

To the Visitors, Officers and Members of the Minne-

sota Retail Jewelers' Association:

It is with the keenest pleasure that I welcome
you to our summer meeting. First, because of
the large attendance thus assuring the success of
this, our first summer meeting to be held outside
of the Twin cities. Secondly, because I am proud
to be able to introduce to my home-people this
progressive energetic and representive body of
my brother jewelers.
By your attendance here you show that you are

not only interested in your own welfare, but also
in the welfare of every other jeweler in the state
and of the trade in general.

It is possible for us to abate and correct the
evils besetting our trade by combined unanimity
of action only, and that action must be energetic
and wisely directed. The officers of this associa-
tion alone can not accomplish anything unless
they have the hearty support and co-operation
of every member of the association. And when I
say every member, it should include every jeweler
in this state.
Through organizations we have enlisted in our

cause many of the largest manufacturers and
jobbers of the country. They realize the im-
portance of such organizations, and I am pleased
to say they are doing energetic and effective work
in helping us to increase our membership, and by
their advice and guidance make us better and
more successful merchants. This and other state
associations through their members have created
a demand for better merchandise and honest
values and have shown the manufacturers that the
people are willing to pay reasonable prices for a
first class article.
The time of the gold-filled watch case with only

thirty-five cents worth of gold on it and guaranteed
to wear for twenty-five years; the watch chain
tagged by the manufacturer gold-filled and
guaranteed for five years with only fifty cents
worth of gold on a dozen, and all other fake
jewelry and silver-ware is passing.
A few years ago before our organization was

accomplished it was almost impossible to buy or
sell good merchandise. Thirty years ago there
was not a gold filled watch case or piece of gold
filled jewelry made but what would wear as guaran-
teed, and any piece of jewelry tagged or marked
"rolled plate, "gold filled" or "gold front" was
of the quality represented and you could hand

it out. to your customer with the knowledge and
confidence that it would give satisfaction. Gradu-
ally this condition changed until it became almost
impossible to buy, and just as hard to sell, de-
pendable and honestly made merchandise.
This condition was not confined to filled cases

and plated and gold-filled jewelry, but included
silver-plated ware and goods stamped sterling,
and even solid gold goods were fraudulently marked
or stamped. This condition was brought about
primarily by the continual demand of the people
for something cheaper. The unscrupulous manu-
facturer quick to take advantage of these demands
and conditions reduced the quality of their products
and not being satisfied with the market that they
found for them through the regular and legitimate
channels, sought other channels through which to
market their products. Some manufacturers
were tempted by the offers of large purchasers
provided they would reduce the quality and cost
and fraudulently stamp the article, and lend their
good name and reputation to help market their
products. Hundreds of concerns were organized
to manufacture inferior articles, and these articles
were stamped or marked with the same stamp
or mark as had been used for years by reliable
and honest manufacturers, thus trafficking in the
good reputation of these manufacturers, a reputa-
tion acquired by years of diligent toil and honest
dealings.
Trade conditions became such that with few

exceptions the manufacturer or retailer who
manufactured or sold only the dependable
merchandise failed to make money or failed in
business.
A few years ago we all came to the realization

that something must be done to correct these evils.
Hence our state organization and the present im-
proved trade conditions.
In my opinion the fixing of a wholesale and retail

price of manufactured articles by the manufacturer
has been one of the greatest benefits not only to
the retail merchant but to the public in general.
For where the price of an article is continually cut
it always results in a reduction of quality. No one
ever knew of a manufacturer fixing a retail price
that was exorbitant. In most cases fixed prices
are very reasonable and it must necessarily be
reasonable, or the manufacturer could not sell his
product and he could not expect the volume of
his business to increase unless the price was
reasonable.

This association should, by every means in its
power, try to prevent the passing of any legislation
that would prevent any manufacturer from fixing
a retail price on his manufactured article. We
should not only pass resolutions commending
but we should patronize exclusively the manu.
facturers and jobbers that are making and selling
honest and dependable merchandise and market-
ing it through legitimate channels.
You are all familiar with the undesirable trade

conditions, but you are not all doing all that you
can to better those conditions. From now on,
let us lend all our aid and influence toward that
end. Our business is a peculiar business, a business
different from almost every other. From the
earliest period the watch maker and gold smith
occupied a position of trust and confidence. The
people left in his care and custody priceless jewels
and expensive jewelry asking no surety, trusting
to his honesty and integrity for the safe keeping
and the safe return of the same. This condition
exists today. And in no other merchants do the
people place so much confidence, a confidence which
we all appreciate.
Let us all conduct our business in such a manner

that this confidence and esteem shall not be
betrayed. Each of you has a position in life to
fill. Fix your standard at the highest point
possible. Strive for that position with all your
ability and you will be surprised how easily it
will be attained. A few men fail in life by trying

to fill a position for which they are not qualified,
but many more fail because of never having made
the attempt.
I hope to see you all at our next annual meeting

and it is my desire to see the largest attendance
at that meeting that we have ever had.
In the meantime I hope that every one of you

will appoint yourself a committee of one to help
increase our membership. Let us keep hustling
until we have every jeweler in the state of Minne-
sota enrolled as a member of this association.
We have one among us from whom I expect

much in the future, one so full of energy and
enthusiasm and possessing ability to make a
success of anything he attempts. I refer to our
efficient secretary, Mr. E. M. Schwenke. It is
largely to him that we are indebted for the present
success of our association.
On behalf of the association I wish to thank

all of the gentlemen who have so kindly consented
to attend this meeting and aided and entertained
us by their able addresses. I also wish to thank
the members of the various committees for their
help and support and co-operation in trying to
make our association a successful one. I trust that
this meeting will prove beneficial to us all and I
hope that your visit to our city will be so pleasant
and enjoyable that you will all visit us again.

Mr. Charles T. Higginbotham, of South Bend,
Ind., discussed "The Watch Balance and Its
Treatment," illustrating his remarks by the use of
a two-foot model. Mr. Higginbotham is one of
the ablest men in American in this line, and his
address was as instructive as it was interesting,
especially the portions relating to the quality of
metals, and the changes that take place with
changes of temperature.
The visitors enjoyed an automobile ride about

the city and a trip to Swan Lake in the afternoon,
enjoying the day fishing, boating, and in outdoor
recreation. The ladies served luncheon late in the
afternoon—and every member of the association
speaks with genuine enthusiasm of the good things
served.
The visitors returned by automobile late in the

evening, and after enjoying an hour's leisure at
the Chippewa club rooms, assembled for the even-
ing's session.
The secretary's report showed that the associa-

tion had 175 members at the beginning of the pres-
ent year, and that eighteen have been taken in
during the past six months, the growth being the
largest in the history of the association.

Professor E. S. Kenne, of the North Dakota
Agricultural College, was the first speaker of the
evening, his subject being "Tendencies of Modern
Education." Professor Keene attributed the
great advance that has been made in material
things in the last one hundred years primarily to
one cause—cheap power. He told of the invention
of the steam engine, and how it had revolutionized
distant peoples together. He spoke of the output
of factories and of the development of electricity,
and predicted that it would not be many years
before it would be possible to transmit electrical
energy and distance without serious loss, and when
that day comes, every stream will be harnessed
and we will have our power motors always at hand
for all possible purposes. The possibilities of
power development are almost unlimited. Niagara
Falls appeals to the imagination, but there are
places where the Mississippi river can be dammed
and a single dam will produce more power than
Niagara.
While all this material progress has been going

on, modern education has also been progressing, but
its progress has not been nearly as great as the
progress along other lines. Half a century ago,
there were only three professions,—law, theology
and medicine. Today we have hundreds of tech-
nical schools, and the tendency is to break away
more and more from the old, stereotyped, classical
education of the past, and to take up an education
that is practical. We see this tendency everywhere
illustrated in the establishment of courses of
domestic science, mechanics, arts and agriculture
in our high schools, of kindred courses in the
universities, and in the large number of students
that these courses are attracting. This tendency
would be still further accelerated if the old time
pedagogues could get over the idea that a man
can not be an educated man unless he has spent a
specified time in studying Greek and Latin roots.

(Continued on page 1543)
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OSMERS, DOUGHERTY COMPANY
SEED
PEARL
BROOCHES
PENDANTS
NECKLACES
COLLARS
ROPES
EARRINGS
BAYADE RES
SAUTOIRS

Send for our
CIRCULAR

0195, Moose

liNanoimittalt

MANUFACTURING JEWELERS

291-293 SEVENTH AVENUE, NEW YORK
Between 26th and 27th Streets Phone 913 Madison

LEAP YEAR OFFERINGS

0188, Elk

1 NNN NNNINI101/1,14.,„

0187, F. 0. E.

111 ONNINN !poi

0194, Masonic

0199, B. of R. T. 0198, 0. R. C. 0191, B. of L. F. & E. 0184, Jr. 0. U. A. M.

$5.00 Eth (Keystone Key). All above are 10 karat gold, guar-
anteed. Come in all popular orders. Best value ever offered to the trade.
Send your business card for our emblem and 14 karat ring catalogue.

PLATINUM
COLLARS
PEARL MESH

WORK
SCARF PINS
PENDANTS
EARRINGS
MOUNTING

also to Order

Order and repair work
of all kinds executed
by skilled workmen.

0186, K. of C. 0196, Odd Fellows

0192 Maccabees 0201, W. 0. W. 0193, M. W. of A.

L.W. RUBENSTEIN 
5N4EMwAIDYENOLRANKE

C. L. GUINAND'S PLAIN TIMERS
Split Horsetimers and Split Chronographs
For Horsemen, Automobilists and Scientific Purposes

Acknowledged in Europe and America as the most accurate
and reliable make on the market. Neat and up-to-date in
every way. Send for illustrated booklet of all kinds of
Complicated Watches and place your order early, as these
goods have been short every season for past five years.

Jules Racine & Co., Exclusive Importers
CHICAGO : 103 state street NEW YORK : 37 Maiden Lane
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linnesota Jewelers' Association
Holds Annual Convention

(Continued from page 1541)

he man of today wants a practical education.
e wants to know how to run his furance, how to
mtilate his house, how to arrange for proper
werage, and a hundred and one other things
at are eventually going to be taught in all of the
hools. Professor Kenne urged the jewelers, as
rogressive business men, to lend their influence
I furthering education along practical lines, and
he applause with which his address was greeted
iudicated that they were in hearty sympathy with
him.
He was followed by A. E. Barker, of Minneapolis,

,■,ho is one of the best organizers in the northwest,
..nd whose remarks were along organization lines.
11r. Barker declared that the present state
organization of the jewelers had reached a point
where it must wake up and do a great deal more
han it had been doing. He pointed to the growth
of the mail order business, and called attention to
the activities of the mail order men in Washington.
They walk with the president and have the ear of
congress. The postmaster-general is with them.
The retail dealer is given no consideration. He is
the last bulwark against monopoly, but the
average man fails to realize it. The retail dealers
must have an organization that amounts to some-
thing, and the first step in securing such an
organization is to charge sufficient dues to raise
a fund of at least $2,000 per year for the employ-
ment of an able man to devote all of his time to
organization work. He suggested that the
membership fee be graded, the man with a small
stock paying a small amount, and the man with a
large stock a larger amount, and that in this way,
the big dealers of the state would become inter-
ested. He pointed to a number of things that a
first-class, salaried man could do. For instance,
he could go to the clock manufacturers, and point
out to them that the place to sell their clocks was
through the retail jewelers; he could canvass for
new members, settle local differences, and look
after the interests of the association in a great
many other ways.
Col. John L. Shepherd, of New York City,

followed with a "Mother Hubbard Talk," as he
styled it, beginning with a number of good stories
and ending with a number of better ones, with a
lot of good, sound common sense sandwiched in
between.
Col. Shepherd heartily agreed with Mr. Barker

in the need of a more compact organization and
the employment of a man of ability to devote his
time to the interests of the state association.
He told about the California association, where a
jeweler who conducts a very large establishment
pays $600 per year into the association treasury,
and others pay in proportion to the size of their
business—and the association does things there.
He discussed ruinous competition, and showed
how ignorant some men were of the first principles
of business—how they run a store, to heat and
light it, and to pay help. If they sell an article
that costs them $1 for $1.25 they think they are
making 25 cents, when in reality they figure out
the cost of doing business.
Mr. Willinger discussed "The Trade Paper and

Its Relation to the Trade." The trade paper, he
said, is a distributor of knowledge. It carries
into each store, weekly, semi-weekly or monthly,
a whole lot of information that is of genuine
value to every jeweler. It gives the experiences of
different jewlers for the benefit of other jewelers.
It imparts information as to how to buy and how
to sell. It teaches how to advertise successfully,
and in its own advertising columns it carries a
vast amount of information of real value. In
these columns, the manufacturers display their
latest designs. It gives the merchant up to date
ideas. The trade paper specializes, and this is an
age of specialization.
A. E. Paegel of Minneapolis, one of the leading

jewelers of the state and former secretary of the
association, delivered one of the entertaining ad-
dresses of the forenoon, session. His subject was
"Modern, Up-to-date Store Keeping." He
suggested that the storekeeper should first of all
see that his personal appearance was above
reproach, that he should dress neatly, that he
should pay attention to store etiquete, should

meet customers with a smile and leave them at
the door with the same smile, whether they had
made purchases or not. Other things being
equal, the man who is always courteous, always
obliging, is the man who is going to win. He urged
every merchant to be at his place of business
promptly, at a fixed hour, so that people would
become accustomed to finding him there at a fixed
time. It was wise in this connection to keep
regular hours at noon as well as in the morning.
Another important matter was the window dis-
play. The window itself should always be kept
clean, and the merchant should plan to make the
display interesting and attractive. Every jewelry
store should be well ventilated and well lighted.
The merchant should make a careful study of the
credit question, so as to know to whom to extend
credit and to whom not to extend credit, and should
have a regular system of making collections.
On the morning of Thursday, July 18, an execu-

tive session for members only was held, at which a
number of matters of importance to the trade at
large were discussed.

S. H. Clausin of S. H. Clausin & Co., Minnea-
polis, addressed the convention on the compre-
hensive but appropriate subject "Items of Interest
to Jewelers." The gathering was also addressed
by Mr. Williams, of Sischo & Beard Company, St.
Paul.

Considerable time was given to an inspection of
the exhibits before adjournment for lunch. At
the afternoon session, the various committees
presented their reports and the remaining business
of the meeting was transacted.

Resolutions were passed censuring the clock
manufacturers who sell their products through
other channels than the regular jewelry trade, and
also manufacturers of hollow and silver-plated
ware who pursue a like policy. Fault was found
with the unreasonably small percentage of profit
allowed to the retail dealer on flatware on which
a fixed selling price had been established, and the
selling system of the Towle Manufacturing Com-
pany, on sterling silverware was highly com-
mended.
A special vote of thanks was extended to the

different speakers at the convention and Col.
Shepherd, of New York, and Mr. Higginbotham,
of the South Bend Watch Company, were made
honorary members of the association. There was
no resolution dealing with the matter of the time
guarantee inasmuch at the association called for
the abolition of the guarantee system by resolu-
tion at its meeting last February.

It was decided that the next meeting would be
held in Minneapolis, on next February.

Radiographing Pearl Oysters
The application of X-rays to pearl oysters is now

a fact. The origin of the substance produced by a
secretion special to mussels and oysters is still a
matter of scientific discussion. The pearly forma-
tion seems to originate in a sort of cyst caused by a
parasite and hardened by calcification. The pearl
is usually found in the thick part of the flesh of the
mollusk. If not found there it is in the interior
of the shell.
In 1901 a professor of biology of the University

of Lyons presented the Linnwan Society of Lyons
with radiographs of a pearl mussel and a pearl
oyster. An American electrical engineer who had
visited the professor of bilogy in his laboratory saw
the pictures, perceived the possibilities of pearl-
hunting with X-rays, and opened a curious pearl-
hunting establishment on the island of Ipantiva.
The shell-fish are ranged in groups of ten in cases
of one hundred capacity and carried at once into
the radiographic room. The cases are run in on a
rapidly rolling walk, and in less than one minute
the collection passes before the apparatus and is
radiographed. Three hundred and sixty thousand
oysters are pictured per hour—six thousand per
minute. The exposure to the rays is too brief to
be felt by the tenant of the shell. The operation
is performed with mathematical regularity. The
picture is made directly on sensitive paper and in
such a way that the exact place of every oyster in
the cases can be seen at a glance. If a pearl is of
sufficient size the bivalve is opened at once.
Oysters containing very small pearls are "put out
to nurse," while those without pearls are put on
the "reserve banks" in the sea.

Latest Styles in Mourning Jewelry

The new styles in jewelry include some exceed-
ingly attractive designs in jewels especially for
morning wear and there is a larger assortment
this season than ever before, says the New York
Sun. The materials and forms are most varied
and the new combinations of pearls with black
enamel, onyx and jet are admirable.
For the woman wearing mourning, to whom ear-

rings are becoming, there are some fascinating
little swinging ear pendants in jet. They have
round beads of jet at the top which rest against
the ear and long hanging loops, carved from jet
or with prisms of jet that are very graceful. Ear-
rings with small jet beads formed into crescents
and complete circles or in dangling strings of beads
of graduated sizes are also very dainty and pleasing.

Neck chains and watch chains with alternating
links of black onyx and oxidized silver, joined with
fine chains of delicate patterns, are much worn,
but for those who object to wearing while in
mourning any silver or gold at all there are beauti-
ful chains of gun metal. Some of these are set
with plaques of black enamel placed several inches
apart along the chain and the heavier chains of
gun metal are used with watches of the same
material.
One beautiful chain has a large jet bead between

smaller pearls alternating with silver links that
are about half an inch long. Another chain, set
with pearls, has black enamel in circular discs
in the center of which is set a small pearl. These
discs are joined by links of silver, enamelled in
black. With these chains there comes a watch to
match of black enamel set with pearls of the same
size as those used in the chain.

Brooches are in vogue again, being used prin-
cipally with the new fichus and on the draped
gowns. Some particularly for mourning wear, but
just as charming worn with a white or colored
frock, are formed of black and white mosaic
framed in bands of black enamel. Others are
circles or crescents of jet beads and beautiful
brooches are made of exquisitely carved ivory
cameos in frames of black enamel, or of onyx
outlined with small white pearls.
The ever useful bar pins are made for wearers

of mourning with a row entirely of jet beads or of
jet alternating with pearls. A fascinating set of
bar pins with smaller collar pins to match is made
of black enamel set deep in outlines of silver, and
imbedded in the enamel are three tiny pearls on
each pin. Square or bevel edged bars of onyx
make dear little pins for fastening the white
turnover collar at the back of the neck, and a pair
of very small pins to match is for use on the cuffs.

Hatpins especially designed for the crepe
trimmed hat have flat heads of black enamel or
gun metal. A novelty in hatpins is one formed
of hard polished coal. The coal resembles onyx,
but of course is much cheaper, and the light weight
of the pins recommend their use.

Lockets and crosses are worn in place of the
more decorative pendants by those in mourning.
Some new designs are a long oval in shape and are
made of gun metal, concave and plain or set with
a pearl in the center. A very handsome locket of
black enamel is circular in shape and set with
eleven tiny white pearls in the form of a cross.
This beautiful piece is lined with gold and has
divisions for two portraits between the outer
enamelled lids.

Crosses of onyx with square edges or smoothly
rounded are plain, or a pearl is embedded at the
junction of the arms. One enamel cross of perfect
workmanship is framed in a rim of gold and
another has pearls set in black enamel the entire
width and length of the cross.

Jet ornaments for the hair are very becoming
to the woman with white or silver locks. Pins,
barettes, the new braid pins, combs and bandaux
are formed of beads and placques of the much used
jet. Small pieces are made of black enamel, but
they are heavy in weight. Jet being so light, it
is used for all the larger ornaments of the hair.

Monograms in gun metal are the latest thing
for the belt buckel. They are of various sizes and
some are inclosed in flat, plain, square or circular
bands of the metal. Smaller monograms for use
on card case or handbag are also made of gun
metal.
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Let Your Front Represent Your Store
Individual Store Fronts

Y1 a Just as each man has certain characteris-
tics, so it is with retail stores. When the

M name of some store is mentioned, at once a
M mind picture presents itself. This is true
M with your store—and are the mind pictures
M
M of your store of such a nature that they spell

M "Welcome"? Are the mind pictures of your
M store individual, or do
YA they simply present "A
M Store"?

The Manufacture of Store Fronts Is Our Business
a Not many years ago a practicing Architect
NI conceived a new idea in Store Front con-
struction. Like all other new-departure ideas,
it was more or less crude at first, however, he
made exhaustive tests and experiments and
finally placed on the market a solid, all-metal
Store Front, called "Kawneer."

Naturally at first many
merchants viewed Kaw-
neer with more or less
skepticism—there hadn't
been a marked improve-
ment in Store Fronts in
thirty years, and such a

radical change as Kawneer took them unawares.
It required hundreds of actual proofs of
Kawneer merits before they were convinced of
its practicability, but now, from one end of
the country to the other you will find thousands
of merchants depending upon their Kawneer
Store Front for a good share of their business.

Mn There is a big asset in Kawnee
M individuality—especially Re FRONTS 1

in retail stores, and this
M same individuality is
M nothing more or less than a difference in Store
M Fronts, because we are bound to think of
M
M 

stores as they appear. Kawneer has prob-
ably done more to individualize Stores than

M any other element—they have been a means
M of business development for hundreds of
M stores from coast to coast.
M
M
M " BOOSTING BUSINESS No. 15"

0 You may be interested in modern Store Fronts, and if you were to install a new one, would you know
Erl exactly the plan to follow ? We have made a study of Store Front types and have compiled a book on modern

Store Fronts called " Boosting Business No. 15 "— it shows photographs of many of the finest Store Fronts in
the country — large and small. It contains comprehensive descriptions of Kawneer and information that we

I-6N know will interest you. Just drop a card, saying, " Send ' Boosting Business No. 15,' " and we will do the rest.

KAWNEER MANUFACTURING COMPANY
Ii i

EN

EN

We have a

branch

near you

Francis J. Plym, President

NILES, MICHIGAN
(Home Office)

Factories:
Niles, Michigan
San Francisco, Cal.
Toronto, Canada

MMMnNMMMMMMMnNMMMMMMMMMNMMNEWMNEiMMMNEMMMI
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ow to Avoid the
Cancelled Order Evil

w hy Orders are Cancelled—The Salesman's
Culpability—Overloading a Customer—When
is a Sale Consummated?

Cancelled orders are very largely an unnecessary
e il, writes Harry M. Norcross, in Busines Equip-
e-Id Journal. I believe I am safe in saying that
venty-five per cent of the orders that are can-

• 

lled by buyers could have been shipped as
intracted had the goods been properly sold in the

mist place. I have closely observed this problem
t( r a number of years, making a careful study of the
u iderlying and primary causes. I have been
fnrced to the conclusion that most of the can-
c., lied orders may be directly traced to weak selling
methods. If this be true, selling plans should be
revised and powerful remedies applied to the indi-
vidual salesman.
Weak salesmanship pays no one. The sales-

man, and his house, and the customer, all suffer
damage. You, my brother, may book a record-
breaking number of orders, but what's the use if a
big percentage of them don't stick? The risk of
having your orders cancelled is like a leak in a
money bag. Though the bag be heavy with gold,
it may have a weak spot which will presently burst
through and let your money roll into the gutter.
The possibility of cancelled orders can not be
ignored. Look for the weak spots in your selling
talk. Study it under the microscope of analysis.
Then mend the weak spot without delay.

The Salesman's Responsibility

When I said seventy-five per cent of the can-
celled orders were to be rightfully blamed on the
salesman I made a statement which will find an
echo in the minds of sales managers everywhere.
The great majority of cancellations are clearly
traceable to some fault in the salesman's method.
Either verbal strings (usually unauthorized) are
hung on the order or else some part of the agree-
ment, proposition or terms is left unexplained.
It seems that some salesmen will "promise

anything" to get the order. Some men work with
hut one idea—that is, to book as large a volume
of business each day as possible, not with the idea
of taking orders that will stick, but rather to
deceive both their house and themselves that they
are doing an elegant business. Cancelled orders
are a serious factor in any business. When they
run beyond ten per cent of the gross annual sales
' there is something rotten in Denmark." Such
(irders are almost as disastrous in their effect as
ine actual bankruptcy of customers, except for the
Lying feature that the goods are not lost. The
,)St of selling has been lost, however, and when

1 iley are resold they carry a double selling cost not
alculated upon in the making of the price. As
aggested above, a cancelled order is, of necessity
reflection on the selling ability of the salesman
ho turn it in. It frequently means a money loss
) him as well as his house.
In a consideration of the factors behind cancel-

1 Ltions the dealer's attitude toward the signed
rder should first be given our consideration.
' Vithout hesitancy I assert that it is the fault of
desman as a whole that some merchants have got-
en into their present careless views regarding the
[gned order. Time was when an order signed by
responsible merchant was as good as his promis-
nr note. To-day it is legally as binding as a note.
'here is no reason why it should be otherwise
regarded except for the careless, grasping salesman
ho thinks only of today and not of tomorrow.
Among some people it has become merely a

latter of convenience—this signed order. Such
dealer holds your house to it if the market goes

in, but the shoe is on the other foot if the market
irops. The moral standpoint seemingly has been
1)st, and the analogy between the promissory note
nd the signed order promptly disappears.

Eagerness to Get Orders

I would not say that salesmen deliberately
ncourage their customers to cancel orders. That
i'ould be folly. But I do say that, without mean-
ing to do so, they have given much encouragement
by showing a willingness to sacrifice the rights of
he house in order to suit the customer's conve-
nience. Also, as stated above, salesmen invite
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cancellations by their carelessness as to whether
the customer is convinced or satisfied. That order
is all they figure on. It's the "now"—the after-
ward gives them no concern.
To make an order stick it is essential that the

customer understand all the points of the proposi-
tion and agreement and that not one of them be
eased by the statement that the provision is a mere
formality which need not be considered as a bind-
ing obligation. Just the minute you make that
sort of a break, just then you have weakened the
probability of your sale sticking by fully fifty per
cent. You have planted the seed of weakness. If
a customer has been led to think that he can safely
disregard one part of the agreement, he very natu-
rally concludes that it is not a serious thing to
ignore the contract entirely if it suits his conve-
nience. This is purely logical, and the dealer can
hardly be blamed. The salesman planted the seed
—and a large part of the crop of cancellations are
harvested just on account of that little weakness.
"Get the order signed," that's the thing—"bother
with the delivery—that's a long ways off, and
it'll be all right." Many salesmen figure it that
way, and then wonder why they get "canned" so
suddenly.

Dissatisfied Customers

When a customer becomes dissatisfied with the
terms of his order because all the points in connec-
tion therewith have not been clearly and accu-
rately explained you may be sure the house is
going to hear of it through a letter from the dis-
gruntled one. Such letters or complaints are bad
business for the salesman concerned, and their
continuance can only result in one thing—his dis-
missal. Good intentions can not be set up as a de-
fense. Continued complaints of this type
annoy the house and disturb the customers—
and there are other salesmen to be had. I notice
that we always have to charge a large num-
ber of cancellations to the salesman who thinks
more of making a big show today and less of the
actual results tomorrow. On the other hand, the
salesman whose dominating idea is to build up an
increasing trade and who looks upon the taking of
orders as mainly a foundation for that result, not
only succeeds in avoiding cancellations, but at the
same time places himself in line for bigger and
better business in the future. His painstaking and
conscientious methods may make it seem like up-
hill work, but the ultimate result will be highly
gratifying to his house as well as himself. He will
be on the job long years after the other sort of
salesman is gone and forgotten.
One glaring cause for cancellations lies in the

fact that the buyer was not thoroughly sold in the
first place. The salesman who exerts himself not
only to take an order, but to leave his customer
thoroughly convinced that there are no better
goods at any price, or none that will do as well at
a lower price, forestalls competition and lessens
the chances of cancellation.

Overloading a Customer

I have observed that the overloading of a cus-
tomer is another frequent cause for cancellation.
Obviously it is unwise, just for the sake of selling
a customer a large order, to load him up with more
goods than he can readily dispose of or not suited
to his trade or location. Great discretion and
judgment just here must be exercised. The sales-
man must be just as careful not to overload the
customer as he is to sell him the largest order
practicable.

Business reverses experienced by the customer
cause cancellations, but how many orders are
taken by salesmen who know that the buyer, by
the very appearance of his store, is probably in a
bad way? A close cooperation with the credit
man of your house is one of the best remedies I can
suggest against this. If the account is reported
weak or unsatisfactory, either book small orders
or let them alone entirely—I think the latter plan
the better. Devote your energies to the man who
can pay for what he gets, inside the discount date,
and your cancellations will be fewer in 1912.
The cancelled order problem is one which, of

necessity, must be left to the individual salesman
for solution. If each salesman would only realize
how worse than useless it is to spend time and
money in taking orders for goods that never will
be shipped, and will apply himself to removing and
investigating the causes for cancellation, the evil
will be eradicated, or at least greatly minimized in
every practical way.

Automobile Possibilities
for Traveling Salesmen

The Car a Convenience and an Economy. Health-
ful for the Salesman and an Advertisement that
Impresses

Not long ago a New York firm that had a
salesman whose territory was New England, and
a part of New York state, and who took six solid
months to get over it, bought him a small auto-
mobile, says a writer in Harper's Weekley. The
car was small, because it was part of the plan to
have the man run it alone and space was needed
only for himself, his samples, and his personal
belongings. He was sent out with instructions to
cover his trade as carefully as ever, no more and no
less. In exactly three months he was back, having
mailed home during this time sheaves of orders
that filled his house with joy.
Thereupon an "efficiency man" of the firm sat

down and figured out the gain. Ordinarily, in-
cluding the salesman's salary, the six months' trip
by the ordinary methods of travel would have cost
a trifle over $2,000. By the use of the new car the
salesman's salary was reduced to just half what
it had been before, since he covered the ground in
60 per cent of the time, while his expenses
amounted to $1,200, just 60 per cent less than
previously.
However, this was not all the gain. The orders

totaled at least 25 per cent more in money, and a
number of new customers had been secured, con-
cerns that had been vainly tried for several years.
The salesman was asked how these things had
happened.
"I do not know," he said, "unless it was that all

through the trip I was constantly fresher and in
better spirits than when I traveled by the old way,
so that, without knowing it, I probably showed
more energy and enthusiasm. It seemed easier
to sell somehow. My samples are heavy, you
know; I couldn't always get a man or la cl to 'tote'
them, and sometimes I used to get pretty tired.
That, is it likely, spoiled sales more than once.
"Now, all through this trip, it was fine. There

was no carrying—I went from our offices here to
every man's door. And I'll tell you something,
sir, I believe my smart little car sold goods of
itself. In any event, I know it helped along a lot
of sales. Any number of people commented on the
enterprise we were showing, and when they heard
I had motored all the way up from New York they
were especially glad to see me. The new cus-
tomers I got, I think, are chiefly due to the im-
pression the car made. Then there's another
factor you must take into consideration, and this
counts big: I was able this trip to carry a better
and more complete line of samples than ever
before."
In ways like these—for this is a case whose

counterpart, or very nearly, could be found a
thousand times over—the automobile is making an
entry into business life, and with the most pro-
nounced success. It saves time, it eliminates
muscular energy that could not have been saved
by the old methods—energy that was merely lost
motion and absolutely wasted. Many a sales-
man has found himself so wearied by constant
walking that toward the end of the day the fatigue
has infected his brain and he has been no match in
skilful verbal warfare for the storekeeper who
didn't want to buy but, none the less, had the
salesman been in proper form, might have been
persuaded.
The advantages and gain seem to be about

evenly divided. Covering a territory adequately
in half the time I formerly needed is, of course, a
big achievement in the money way and in the in-
creased efficiency of a good salesman. He can
cover twice the territory with very much less effort.
But alongside of this is the added prestige a concern
gets by sending out salesmen in cars. Their cus-
tomers recognize their progressive spirit and their
up-to-the-minute ideas. The salesman in a trim,
speedy little car produces an impression that the
salesman on foot or in a horse-drawn buggy never
could. The automobile shows, too, that the con-
cern is enjoying prosperity.

All that has been done in this way seems to
forecast a new domain for the automobile, a field
that is between that of the pleasure car and the
motor truck.
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M "Everybody's Doing It." M
' Doing What? %

T Buying M

$ Brown's Street Clock T

Brown

This kind
for

$150.00

You can't beat

it for three times

the price.

The best adver-

tisement you

ever saw; works

for you day and

night.

Street Clock Co.
MONESSEN, PA.

F. C. JORGESON & CO.
159 to 167 Ann Street CHICAGO, ILLINOIS

MAKERS OF HIGH-GRADE

JEWELERS' FIXTURES

SPECIAL No. 107B

COUNTER CASE AND TABLE

MADE IN ALL KINDS OF WOOD
OAK AND BIRCH IN STOCK

Write for our new catalogue

wrne ift.s-r OP JEVERYTHINO"

DREXLER SCHOOL
For Watchmaking

Sentinel Building, Milwaukee, Wis.

Officially Endorsed

By the

Retail Jewelers' Association
Send for Prospectus

YOU WILL RECOGNIZE
IN 
THE CANDO SILVERPOLISH
A Superior Quality and Reliability

which has interested thousands of
dealers and millions of customers
throughout the country.
We would be pleased to furnish a package

for inspection with prices, by return mail,
upon request.

Paul Manufacturing Company
36-40 Fulton Street -:- BOSTON, MASS.

August 1, 1912

MINNEAPOLIS AND ST. PAUL

Storms do Some Damage, but Crop Prospects are

Excellent—Big Business Predicted in this

Section—The Convention at Fergus Falls—

Next Meeting in Minneapolis.

St Paul, Minn., July 22.—The northwest has
been visited by several very severe storms during
the past two weeks, and considerable damage has
been done to the crops and buildings throughout
this section of the country. The crops, however,
that the storms did not reach are looking better
than for several years, which is very encouraging
and points to a big year's business in all lines.
The retail jewelers are very confident that they
will have a big increase in their trade over previous
years. Extensive buildings have been erected in
the Twin Cities this spring and summer, and
everything seems to be moving forward at a satis-
factory rate.
The traveling salesmen, who travel in the north-

west are beginning to wear their prosperous smiles
again, and there is every indication that they
are the "smiles that won't come off."
H. B. Pratt and family, of the firm of Bullard

Brothers, of St. Paul, are spending two weeks at
Detroit, Minn., fishing.

Gilbert Gilbertson, of the Beach Jewelry and
Optical Company, Beach, N. Dak., was in the
Twin Cities during the past two weeks, buying
goods and looking after other business interests.
Mr. Gilbertson reports business prospects as being
very good.
E. J. Erickson, manager of the northwestern

Jewelry Company, of Botteneau, N. Dak., was
one of the out-of-town retail jewelers seen in the
Twin Cities during the past two weeks, buying
goods and looking after other business matters.
Fred Nitz, material clerk of Sischo & Beard, St.

Paul, is spending a week's vacation at Appleton,
Minn., visiting friends.
Fred Demke, formerly engraver for Bullard

Brothers, St. Paul, has resigned his position
with them and gone to California. Mr. Demke
had been with that firm for several years, and was
considered to be one of the best engravers in the
northwest.

Michael Mier, formerly at Cincinnati, has ac-
cepted a position as engraver, at Bullard Brothers.
F. W. Seaman, of Hastings, Minn., was in the

Twin Cities during the past two weeks buying
goods.
Henry Birkenhauer, of Birkenhauer, Thomsen

Co., Minneapolis, has been on a two weeks'
vacation visiting St. Louis, Chicago, Toledo and
Detroit.
Edward Halsted, located on Cedar street,

Minneapolis, recently caught a burglar in his store
and gave chase which resulted in the capture of
the man. Mr. Halsted held his man until the
police arrived, but sustained a black eye during the
struggle.
C. A. Sherdahl and family, of Montevideo,

Minn., have been visiting in the Twin Cities for a
few days during the past two weeks.
Mr. and Mrs. Beard, of Sischo & Beard, St.

Paul, have returned from a two weeks' trip in the
east.
Mr. Kenneth, manager of the jewelry depart-

ment for Sischo & Beard, has gone to Winnipeg,

with the Minnesota Boat Club, of which he is a
member.

George Hartman, who is with A. L. Haman, the
St. Paul wholesaler, has returned from his vaca-

tion.
A. E. Paegel, of Minneapolis, was one of the

speakers before a recent gathering of the Minneapo-

lis and St. Paul Associations of the Coming Men

of America, an organization of newsboys.

The police authorities of St. Paul have just

returned to Thomas Vrana, a jeweler at 427 West

Seventh street, St. Paul, a watch which was stolen

last December. A late arrest for another robbery

revealed some of the missing jewelry on the person

of the prisoner, and he admitted robbing
Vrana store. He told of giving a watch to a girl

and she told of pawning it. This resulted in the

police recovering and returning the time-piece to

its owner.
The American Jewelry Company, 408 First

avenue, South Minneapolis, was recently robbed

of over $100 worth of rings and other jewelry.
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The thieves gained entrance by breaking a front
window with a brick. The police officer who heard
the crash chased the thief, but lost sight of him
at Sixth street, and the man escaped. Mr. Bank,
proprietor of the concern, stated that this was the
third time in about a year and a half that his place
had been robbed in a similar manner, and that none
of the property taken on previous occasions had
been recovered. Upon investigation, it was found
that the articles stolen consisted of a number of
signet-rings, cameos, set-ring-bracelets, neck-
chains, and brooches, and several other articles of
jewelry.

There was a large attendance of delegates at
the convention of the State Retail Jewelers' Asso-
ciation in session at Fergus Falls, Minn., at this
time. President Straub gave his annual address.
He spoke of the benefits the organization is bring-
ing to the trade and said that the day of the
"gold filled" watch case with only thirty-five
cents worth of gold on it and "guaranteed to wear
twenty-five years," the watch chain tagged by the
manufacturer "gold filled and guaranteed for five
years" with only 50 cents worth of gold on the
dozen, and all other fake jewelry and silverware
is passing. He also gave as his opinion that the
fixing of a wholesale and retail price by the manu-
facturer on all manufactured articles, had been
one of the greatest benefits not only to the retail
merchants, but also to the public. He urged the
association to prevent by every means in its power
the passing of legislation that would prevent
any manufacturer from fixing a retail price on
his manufactured articles. A complete report of
the meeting will be found elsewhere in this issue.

DALLAS

E. M. Reardon, of Houghton-Reardon Company,
Enjoys Long Motor Trip—Happenings Among
the Local Trade

Dallas, Tex., July 22.—E. M. Reardon Jr.
secretary and treasurer of the Houghton-Reardon
Company, is now on his vacation in the east,
enjoying a nice motor trip. Before returning to his
home in Dallas, he and his family will visit the
following cities, Toledo, Chicago, Buffalo, Indian-
apolis, Detroit, Terre Haute, Cleveland, Washing-
ton, New York, and other points of interest. He
expects to make an overland trip of about 3,500
miles, and will ship his car to Dallas from the
Pierce Arrow factory, returning from New York
via Galveston.
George Taylor and wife of Terrell, Texas, spent

several days in Dallas recently, making a number
of purchases preparatory to opening up in Terrell
one of the most up-to-date jewelry stores in this
section of the country.
Barney Landsman, diamond setter for Linz

Brothers of this city, has just returned from an
extended visit in Chicago, where he has been
spending his vacation.
Simon Linz, of the firm of Linz Brothers, will

enjoy a trip through the east. He will join his
family in Maine, and anticipates a most pleasant
time.
Mr. Coulson, son of G. A. Coulson in the

jewelry business at Greenville, Texas, has recently
returned to Dallas to resume his study in the
Engraving School.
A. G. Thomas, one of the jewelers of Victoria,

Texas, spent some time in Austin recently visiting.
C. R. Sims, leading jeweler of Kaufman, Texas,

was in Dallas recently, calling on the wholesale
trade.

S. E. Ellington, formerly in the jewelry business
at Naples, Texas, has recently moved to Linden,
Texas, where he will open a nice place.
H. T. Hall, who has been working for J. T.

McCutcheon in the jewelry business at Corpus
Christi, Texas, has been quite ill for some time.
But is now improving and will return to his home
in Sweetwater, Texas.

After a pleasant two weeks' sojourn in Mineral
Wells, Texas, Victor B. Hunter is a new face at the
repair counter of Linz Brothers.

Mrs. David L. Wortsman, wife of Dr. Wortsman
in the optical department of Linz Brothers, has
departed for New York and other eastern points,
where she will remain until cool weather.

Henry Sterman, who is taking a course in en-
graving at the Jewelers' School of Dallas, Texas,
under H. J. Plath, chief instructor, recently spent a
short while in Kaufman, Texas, assisting Mr. C. R.
Sims while he celebrated the Home Coming. Mr.
Sterman is very much pleased with the instruction
he is receiving at Dallas.
B. F. Baber, of Wichita Falls, Texas, recently

took an advanced course in stone setting and en-
graving at the Jewelers' School at Dallas, Texas.
He has now returned home to resume his business
and will be better prepared to serve his customers.

Corals and Coral Islands

How Atolls are Formed—Variety of Colors and
Forms

There are no true coral islands in the Atlantic.
The coral islands of the Pacific and Indian oceans
are very distinct from the so-called coral islands of
Bermuda and the West Indies. True coral islands,
or atolls, are formed by corals building upward on
a submerged reef or peak until the growth reaches
the surface of the sea or so near it that broken
pieces of coral, drift, sand, etc., accumulate and
in time build an exposed islet. At other times the
coral reef is raised above the water by volcanic
action. The Pacific reefs are often circular or
semi-circular in form and such reefs are known as
atolls.
The largest coral seed is the Great Barrier Reef

of Australia, which extends for several thousand
miles. The coral islands of the Atlantic are formed
by wave-broken shells and bits of coral which have
become solidified and fosilized by chemical action
and age. This material is known as aeolian lime-
stone and after exposure to the air is exceedingly
hard and durable, but where freshly broken or
cut it is very soft and can be chiseled and sawed
into blocks for building purposes. .
Many of the West Indian coral islands are partly

composed of fossil coral reefs which have been
raised far above the present sea level by the vol-
canic uplift of the rocks to which they were at-
tached. Such coral reefs, says the American Boy,
are often found hundreds of feet above sea level
and in places are found alternating with layers of
lava showing that the islands have been raised
and submerged several times in the past.
The atoll-like reefs in Bermuda are not coral

at all, but are formed of innumerable worm tubes,
belonging to certain annelids. These worm tubs
are often thickly incrusted with other growths,
such as coraline, seaweeds, bryozoa, corals, etc.,
and thus have the appearance of being composed of
real coral.

Corals when alive are not white, but are
beautiful and vivid shades of green, pink, red,
brown, yellow, lavender or orange. A mass of
living corals, when seen through the wonderfully
clear waters of the tropical sea, is a very beautiful
and brilliantly colored sight. There are a great
many kinds of coral; some are rounded and
massive and are broad and spreading or branched,
while others are delicately formed and very brittle.
Others are covered with rose-shaped or star-shaped
markings and are called "rose" or "star corals.'
The openings or indentations in any coral marks

the spot where a coral animal lived. The animals
or "polyps" are very similar to sea anemones in
form and have numerous fleshy tentacles which
may be drawn in out of sight when danger
threatens. The entire coral is covered with animal
matter when alive, and it is only after all the flesh
is removed and the skeleton is bleached that the
white coral appears. All the corals mentioned
are known as 'stony corals."
Another very large group of corals is the "horny

corals," or Gorgonias. The well-known "sea
fans," as well as the "red coral" used for jewelry
belong to this group.

Corals are not all confined to tropical seas.
There are numerous species found as far north as
the Grand Banks of Newfoundland and Greenland,
but these are not the reef building species, but
belong to groups inhabiting the deep sea. One
species is quite common on the coast of New Eng-
land, but Bermuda marks the northern limit of
reef building species in the Atlantic.
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High-Grade

Jewelry Store

NO. 600. WALL CASE

Fixtures
A SPECIALTY

No. 600. Wall Case. Carried
in stock. Lengths: 6-ft., 8-ft.
and 10-ft. Mirror Recess,
3-ft. long. Birch, Mahogany
Finish, Oak, Golden Finish.

Write for Prices

Rees, Dayton, Eastman
and Hawthorne Streets
CHICAGO, ILLINOIS

26TH YEAR OF THE ST. LOUIS
WATCHMAKING SCHOOL

5815 EASTON AVE., ST. LOUIS, MO.

WILL you grasp your opportunity
this year to attend the St. Louis
Watchmaking School? You can

greatly improve yourself—learn how the
practical work is done in all branches of
the jewelry business—and get ready to
take advantage of the fine chances to
make money as they come your way.
You can do all this and more, this very year, in
the St. Louis Watchmaking School.
You take no chances by attending the St. Louis
Watchmaking School. The best is the cheapest
in the end.
The size of your salary depends upon your Ability
your Knowledge, your Skill; and these depend
upon the school you attend.
We are making it possible and easy for you to
secure full information about our courses, by
simply asking for our catalog.

" WILL YOU ACT NOW ? "—TODAY?

— 

Economy and Artistic Value Combined in the

WHEELING METAL CEILDIGS
Cheaper than Wood or Plaster, being EVERLASTING. No Cracking, Falling or Warping.
Fireproof, Dust-Proof and Sanitary. True Joints and Perfect Fitting—Clear Cut Embossing—
Each Plate Inspected and Guaranteed. Beautiful in Design when but Plainly Painted and
susceptible to Most Elaborate Artistic Treatment when Unusual Richness is desired.
Adaptable to all kinds of Rooms,

FROM VESTIBULE TO AUDITORIUM
Drawings and Estimates furnished Without Charge. Send Diagrams of rooms to be Celled.
We make suggestions or follow yours. Metal Ceilings are used in Residences.

%EMIG COINGATING COMMA'.
WHIELIIIGWVA.

NEW Yoqc
ST. LOUIS

BRANCH OFFICES AND STORES:

CHICAGO PHILADELPHIA
KANSAS CITY CHATTANOOGA

OLD PLATED WARE, BRONZE FIGURES, STERLING SILVER, ETC.,
REPAIRED AND REPLATED TO LOOK EQUAL TO NEW

GOLD PLATING, SILVER PLATING, OXIDIZING,
POLISHING, LACQUERING glik 

Before Repairing

We furnish any size new BRISTLE
BRUSHES, CELLULOID COMBS,
CUTICLE KNIVES, BUTTON
HOOKS, NAIL POLISHERS ETC.,
and fit same to any shape mountings.
CHATELAINE BAGS repaired and

relined with Silk, Chamois, Suede or
Kid.
DESIGNS AND ESTIMATES for

special Sterling Silver pieces furnished.

Work called for and delivered. After Repairing

LOUIS J. MEYER P811-11I rluDitjETLSAEIEJZ
ESTABLISHED 1892

ugust 1, 1912 THE KEYSTONE

Ircumstance that Regulate
Progress in Jewelry Buying

The most notable feature of current
rade sentiment is a general complaint of
wo much expense and too little profit.
'here is a widespread re-awakening to the
ict that what the retailer thinks he is
taking and what he really makes, are
uite different.
As a matter of fact business conditions

re so different now from what they were
few years ago, that the principal cause

if disappointment when the year end
omes,' can be traced to an attempt to
eep up to the changed conditions and to
he adoption of a lot of new methods,
vhich may be largely theory and experi-
ment. In other words, no one wants to be
regarded as a back number. A merchant
large or small likes to feel that his business
modern, and that he is keeping pace with
t he times. They like to learn about the
methods of the model big businesses, and
are quick to apply them to their own on
I he assumption that what is good for the
..;oose is good for the gander.

Local conditions are not taken into con-
sideration as much as they should be. If
you are in a rapidly growing city or town
your progress cannot be too rapid, but if
you are in a community that is going
along very slowly, or just keeping even,
don't try to keep too far ahead.
This does'nt mean that you should get

in a rut and stay there. No matter how
small or how backward your town may be,
well trimmed windows, clever advertising,
a well kept store, and an up-to-date stock
are necessary for success and will bring
their rewards. Get hold of all the new
ideas in this line of effort and use them,
but don't try to run a Fifth Avenue shop
In a town of ten thousand people.
There has been a tendency more and

more in the last few years for jewelers to
relieve themselves of a lot of the minor
details of their business. This is a good
idea if not carried to an extreme. A
-entury or two ago, the jewelry trade was
m art. The jeweler of that period was a
lesigner—a master craftsman in gold and
,ilver working—a salesman and a mer-
thant. At a later period, he was not
•lecessarily a craftsman, but the business
vas of such a character that his person-
tlity was the main factor in success. His
.eputation for honorable dealings was
lis main asset.
Then business took another step. Great

ities growing up made it impossible to
ook after each transaction personally, so
le became head of an organization through
vhich he still made his personality shine
■ut by introducing new features and
:wing his customers superior service
This is the modern big city store of

oday. The name of the firm is the
uarantee to the customer, but each cus-

' omer cannot deal personally with the
Proprietor or manager. Many small
iewelers have adopted this idea and in
ome instances have applied it successfully
o their smaller business.
Such an organization works out beauti-

luny on paper, and it is so easy to believe

that you are working too hard—that you
are wasting your time bothering about
petty details when such an important
person as the proprietor should be doing
only the big things. It isn't long before
you become a very important person in
your own mind, and you feel a great per-
sonal satisfaction in your splendid organi-
zation. You feel so much freer to enjoy
your automobile—to play golf—to go to
the ball game. You tell your friends that
at last you have learned what a fool a man
is to work so hard and your new scheme
may work out fine. The additional re-
sponsibility increases the efficiency of
your employees. If it does not you have
time to see their defects and you discharge
one and hire another in his place. To find
the man fitted for the place you may have
to pay a higher salary, but you are seeking
efficiency and you are willing to pay for it.

This new organization works out fine.
Business keeps up and you are feeling a
great satisfaction in the way things are
going and then comes the end of the year
and you haven't made as much money as
you thought you would. Your expenses
have increased, but you rather expected
that, and maybe another year will be
better and so you go ahead and the next
year is still worse. You begin to get at
the bottom of the trouble and here are a
few things you will find.
Your main business may have been

done in your less profitable lines. There
seems to have been a marked loss some
place in stock on hand—probably repre-
senting forgotten charges. Some lines
of goods seem unchanged since your last
inventory. You find that your clerks
find one line easier to sell than another, so
they neglect the more difficult lines. Your
light bills have been high—you have used
an unusual amount of wrapping paper
and twine. There seems to be an unusual
number of damaged and shop worn pieces
in your stock. You begin to look around
and you find your losses on every side.
Your paper figures could not take all these
things into consideration. You based
your organization on large stores where
department heads are paid good salaries
and know as much about their department
as any one could know, where complex
systems—looked out for forgotten charges
—slow moving lines—damaged stock, etc.
Your employees have done the best that

they knew how, but you can't make money
out of a small business unless you are right
on the job yourself all the time. As you
relieve yourself of too much of the detail,
you give yourself too much time to loaf.
The supervision without some actual

work becomes irksome. You get lazy and
get out of touch with your own business.
Ninety per cent of the jewelers who are
complaining now about not making enough
money are probably too far away from
their business.
Get right in and roll up your sleeves.

Don't employ a single person who doesn't
keep busy all day long. Don't load your-
self down with details so you have no time
for other things, but look after enough
detail so you can keep busy yourself.
Meet your customers and attend to their
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trivial wants with just as much interest
as a five hundred dollar diamond sale
would require.
You don't need to be afraid to allow

yourself plenty of profit on your mer-
chandise, but you can't make as much in
some lines as you can on others, and you
have to keep the profitable things moving.
Watch out for forgotten charges and be

sure to take care of your stock. There is
money to be made out of a small jewelry
business but it won't come rolling into your
office.
You've got to get out after it and if you

think yo I can run your store from the
country club, you will probably be writ-
ing in to find out where your profits
have gone. This is the answer.

A Few Points for the Man Higher Up

The window-trimmer in any large store
is the best man to know how to trim a
good window and what to put into it.
The greatest help you can give to either
your window man or your ad. man is to
leave them alone, says an Exchange.
A great many "bosses" of the various
grades usually found in a big store, such as
the merchandise man, one or more of the
active" partners, the head-office man,

the floor men and the superintendent,
with other minor officials who usually
have more to say than to do, are ever-
lastingly criticizing the work of the win-
dow and ad. men, although not one of
them could begin to do the work them-
selves.

Let the window man find some new
window attractions, such as a mechanical
device or something a little out of the
ordinary, or let the ad. man find an illus-
tration just a little new, odd, and attractive
these over-zealous " bossy " men will surely
turn up their noses at them and talk
about their "not being at all the thing,"
or dub them " vulgar ' and not fit to be
used in "our store.'
As a matter of fact, novelty is one of the

most powerful factors of publicity both
in windows and newspapers. Neither of
these departments should suffer for want
of good, live interest, and as long as you
have in your employ capable men, for
these two important offices, let them have
perfect and untrammelled freedom. They
won't go far wrong, and if you want either
of them to give you the best there is in
them, stop all carping criticism and adopt
the far more pleasant method of giving
them, instead, words of encouragement.

After all, what do you pay out so many
good dollars for if it is not to attract
public notice"? Your windows and

advertisements should be arranged, the
first to attract the most possible of the
pedestrians, not so much those who come
regularly to, and deal regularly at, your
store, but new patrons which pass by your
windows every minute of every day of
the year; and on the same rule your
advertising should not be inserted to
please regular customers, but to gain
widespread public attention and secure
new readers.
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The Phenomenal Sale of this
Case Proves its Usefulness

Jewelers with a keen eye in every case relating to their business saw at once
the beauty, utility and cheapness of our IDEAL" CASE.

It is made of solid oak, or other wood desired, highly polished, beveled plate-
glass top, double strength glass front, ends and doors, has two highly polished
shelves of same wood as case, supported by Tom's adjustable brackets, metal
legs six inches high, and doors run on steel tracks.

DIMENSIONS :—Length as ordered, 28 inches wide, 43 inches high, upper
shelf 12 inches wide, lower shelf 16 inches.

The construction of this case is first class. It has a nicely molded top,
ornamented with egg and dart.

A BEAUTIFUL CASE

Made and sold by

Wall Cases. Solid Oak. 8 feet long, 8 feet 4 inches high, 1 foot 4 inches deep
inside. Doors slide up, f.stened to Morton's steel chains and weights. Inside of CSSe and
shelves lined with black felt. Made to ship in the knock down.

Net price, $58.00. Worth $70.00

Union Show Case Co• 401-40 
Salesroom, Office and Factory

7 N. Lincoln St., CHICAGO
Corner Kinzie Street. Take Grand Avenue Car

Artistic Hand-Made Banquet Rings
SILVER, WITH GOLD ORNAMENTATION

REAL STONES OF ALL KINDS

IKKO MATSUMOTO, Manufacturing Jeweler
Room 316 American Central Life Building, INDIANAPOLIS, IND.

CATALOG

GORDON 4
MORRISON
WHOLESALE

JEWELERS AND
OPTICIANS
  1802

Chicago,

THE JEWELERS, WATCHMAKERS
and OPTICIANS will do well by

writing for our 1912 CATALOG,
MAILED FREE. It contains a full line
of WATCHES, DIAMONDS,
JEWELRY, OPTICAL GOODS,
WATCHMAKERS' and OPTICIANS'
TOOLS, MATERIALS and MA-
CHINERY of the best makes the
American and Foreign markets afford.
It will pay you to have our catalog.

Mi Wholesale Jewelers and OpticiansGordon & orrson, 210 W. Madison Street, CHICAGO, ILL.

TO THE TRADE
I F you break a stone or need one to match ; IF you have one to be fitted or IF you have
any stones in the rough and want them cut for mounting ; IF your setter chips a diamond

or IF your customer has a cushion diamond to recut round ; IF you have a call for anything in
a real or imitation stone and IF your customer wants a crest, date, name or monogram
engraved or incrusted in a stone, send to us and we will send it to you by return mail.

KLEIN BROS. LAPIDARY CO.
No. 7 West Madison Street CHICAGO, ILLINOIS
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INDIANAPOLIS

Ninety-two Conventions in Six Months—Richmond and Its Jewelry and Optical
Interests—Richmond Jeweler Frustrates Plans of Jewelry Thieves—Doings
Among the City Trade

Indianapolis, Ind., July 20.—L. H. Lewis, of
the Indianapolis Commercial Club, has compiled
statistics for the first six months of 1912, showing
that during that time 25,000 persons from all parts
of the country attended ninety-two conventions
held in this city. The average time that each
convention was in session was three days, and it is
estimated that each person spent between five and
six dollars a day while in the city. The bureau has
issued invitations to seventy-five associations to
hold their next sessions in Indianapolis.

Joseph E. Reagan spent a part of last month
with his family at their summer home in Ludington,
Mich.
Harry A. Sebel, of Baldwin-Miller Company,

has returned from a vacation spent in New York
and other eastern cities. Frank Parker, of the
same house, has been given the position of City
man for the tool and material branch.

H. A. Comstock, one of the most skilful fly fisher-
man in this part of the state, has been spending the
week ends during the summer in fishing in the
streams near home. Last week he had some rare
sport, a three and one-half pound black bass being
his best catch.

Indianapolis friends received cards announcing
the marriage of M. J. Bieber and Miss Florence
Bierman, at St. Louis, July 3. Mr. Bieber was
formerly manager of the material branch of Bald-
win-Miller Company. He is now located at
Springfield, Minn.

George Deeb, watchmaker
' 

with F. L. Bryant,
is enjoying a vacation trip to New York City.

A new fad has been started by the newly married
people of Indianapolis. They are having the cop-
per plates, from which their wedding invitations
were engraved, made into ash, card or pin trays.

William Springhorn, head of the watch depart-
ment of Charles Mayer & Co., is spending his
vacation at Elkhart Lake, Ind., where the fishing
is said to be very good. I. Miller, engraver for the
same firm, is off on a two weeks' vacation, leaving
the shop in charge of Frank B. Reeder.

July was a busy month with H. Schreder, head
watchmaker with George S. Kern, as the watch
inspection work for the C. H. & D. railroad and the
Indiana Union Traction lines, fell due during that
hot month.
The manufacturing jewelry business formerly

conducted by Clark & Gillam is now owned by A.
A. Clark who continues at the old quarters in the
Pythian Building. Mr. Gillam has become in-
terested in other lines of trade.

Joseph T. Head, whose business at 17 Virginia
avenue was closed out by auction, has opened
temporary quarters at 132 N. Belmont avenue,
where he conducts a watch repair shop until he
can find new quarters in the down-town district.
The silver and bronze medals for the Cotton Car-

nival, to be held at Galveston, Texas, were designed
and made in the manufacturing shop of Charles
B. Dyer

' 
on Massachusetts avenue. The Dyer

medals, trophies and emblem goods are being
shipped to all parts of the country.

Carl L. Rost, wife and daughter are touring along
the Pacific coast. Meanwhile the Rost store is in
charge of Emil Kernel, Mr. Rost's right-hand man.
Leo Krauss, on N. Illinois street, is conducting

his annual "July Clearance Sale" which will be
followed by the annual buying of holiday stock.
A. J. Douglas, head salesman for the firm, has pur-
chased a new "Franklin" automobile and is taking
his vacation in making short runs through the
state.
In September, F. C. Bonnet, 228 N. Illinois

street, will give a trip to Germany and return to
Ernest Meyer, who will then have finished a three
years' apprenticeship in the jewelry trade. Mr.
Bonnet says "when Ernest came to me I told him
that I would pay his passage to Germany and re-

turn if he would be a good boy, learn the trade
and stay with me. He has done well and I must
keep my word." Mr. Bonnet has recently added
a new industry to his business, the manufacture
of velvet pads for all kinds of jewelry. This has
given employment to a number of girls.

C. W. Kelley, Indiana representative for H. P.
Sinclaire & Co., has just returned from a visit to
the factory at Corning, N. Y., and will soon be on
the road with a line of fall designs in cut glass
articles.

E. M. Craft spent several days last month visit-
ing the trade in Cincinnati. He showed a beauti-
ful line of emblem rings manufactured by his
firm, The A. P. Craft Company of this city.

Lawrence G. Linnaman, jeweler with Ikko
Matsumoto, has built an attractive bungalow in
the hills of Morgan County. Last month "The
Nooks" was the scene of a gay house party when
Mr. Linnaman and another young bachelor enter-
tained a party of Indianapolis friends.

Harry 0. Cobb, head of the engraving and repair
department of J. H. Reed's jewelry store, is spend-
ing his vacation at his father's home in Maysville,
Ky.

Traveling men will miss Tom Brady, for many
years head salesman of the clock department of
Charles Mayer & Co. Mr. Brady has resigned to
engage in other lines of trade; his position has been
filled by Carl Ziegler, formerly in the cutlery de-
partment.

Charles Cheney, engraver with J. C. Walk &
Son, has returned from a trip to New York City.
This firm will soon be in the handsome new store
room that is being especially finished for them in
the Meridian National Bank Building.

William F. Burns, one of the best known jewelers
on Indiana avenue, has moved his family into the
pretty modern home which he erected on North
Senate avenue.

Jack Rogers, a pioneer jeweler of North Illinois
street, is back at the store after a long and serious
illness. While still too weak to resume his watch-
work Mr. Rogers says "it feels mighty good to get
back to the business world."

Will Reed, son of J. H. Reed, has been visiting
at his father's country home down in the hills of
Brown county.
C. H. Haner, 810 Main street, Richmond, Ind.,

is an active member of the Richmond Commercial
Club. He recently reported a very satisfactory
summer business with good prospects for the fall.
In August Mr. Haner rested up at James' Lake,
Ind. Miss Feegar, principal clerk with Mr. Haner,
has gone to Michigan to recuperate from a recent
illness.

J. W. Thompson, Danville, Ind., returned last
month from a business trip to Texas, where he has
land interests. Next month he contemplates a
similar trip to Florida. In July the Danville
Chautauqua, with 2,000 people in attendance, was
held on the beautiful grounds surrounding the
Thompson home. Mr. Thompson is a man of
many interests and one of the most progressive
business men in his town. He is a watchmaker,
jeweler, optician, musician, telegrapher, fruit
grower and land holder.
The directory of the Richmond, Ind., Commer-

cial Club, credits the city with eleven jewelry
stores and says; "Our jewelers always keep abreast
of the times in having the new and modern as well
as the most beautiful lines to please the eye, and
also have the optician right there to fit the eye—
thus they both please and fit visual organ. The
following members of the trade are members of the
Commercial Club: Charles H. Haner, C. M. Jen-
kins, S. N. Jenkins, Edwin L. Spencer.
One of the most complete jewelry stores in the

state is that of Jenkins & Co., 726 Main street,
Richmond, Ind. The room was remodeled some
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time ago and is now very complete, with modern
fixtures and furniture and an up-to-date stock.
A watchmaker's department occupies one side of
the entrace and a private diamond room the other
side. At the rear is a complete workshop. S. N.
Jenkins owns and manages the jewelry business
while his brother, C. M. Jenkins, occupies the
second floor with his optical quarters. Miss
Symonds, of the jewelry department, has just
returned from a trip to Chicago.

E. L. Spencer, Richmond, Ind., recently was
instrumental in driving two diamond crooks out of
his town but regretted that he was not able to stop
their operations in other towns. A tall dark man
entered Mr. Spencers' store on Main street, and
asked if he could raise a certain sum of money on a
diamond ring. Mr. Spencer told him that it
would be impossible to pawn it for that sum, but
the man answered that he had frequently gotten
more than that amount in other cities. Then the
jeweler noticed that it was a perfectly new ring,
showing no wear at all. However, he directed the
stranger to a local pawn office. In two hours ' time
a messenger from the pawn office came to Mr.
Spencer to ask him to place a value on the same
diamond ring. When he learned that the ring
had been presented at the loan office by a short,
heavy man, suspecting that the men were diamond
theives Mr. Spencer got on his bicycle and hurried
to the police station. The police started out to
look for the two strangers, but before they could
be apprehended they skipped out of town, prob-
ably on an interurban car.

Fred Kennedy, proprietor of "the biggest little
store in town" at 625 Main street, Richmond, Ind.,
has learned the knack of putting a good sized stock
in a small space. His stock is well selected and well
displayed.

C. G. Beckman, Kendallville, I 
'

nd. is an adept
with a pocket camera. He carried away from
both South Bend and Richmond some fine pic-
tures of the points of interest in the two conven-
tion towns.

W. E. Inman, Bloomfield, Ind., has-started on an
automobile trip from his home to Cleveland, Ohio.
He will drive his own car and after visiting in
Cleveland will motor to various fishing resorts on
Lake Erie.

J. F. Kiser, of Muncie, Ind., was a recent buyer
on this market. He reported business as very
good for the summer season. Later Mr. Kiser
accompanied by his wife, will take a trip to Toledo,
Ohio. Frank Kiser, who is associated with his
father in the jewelry and plating business, is
spending several weeks at their summer cottage on
Lake James, Ind.

Fisher & Marshall, Columbus, Ind., have dis-
solved partnership. Frank Marshall will con-
tinue the business at the old stand. Lyle Fisher
has accepted a position with J. F. Kiser at Muncie,
Ind. Since locating in Muncie, Mr. Fisher has
purchased a nice residence property.

R. W. Clark, Lawrenceburg, Ind., has been made
watch inspector for the Big Four Railroad at his,
town.
Henry Kinley, a jeweler of Marion, Ind., is laid

up with a wrenched neck and an injured knee. He
was in a head-on collision between two interurban
electric cars, near Marion, July 7.

J. A. Miessen and wife of Cicero, Ind., were
buyers on the Indianapolis market last month.

S. G. Kersey and E. D. Stevenson, of Darling-
ton, Ind., were recently met at one of the local
jobbing houses. They were in the city on a buying
trip and a visit to friends.

E. E. Mosiman, Bluffton, Ind., has returned
from a sojourn of several months in California,
visiting all the points of interest along the Pacific
coast.
Mrs. M. A. Rothermel, widow of Adam Rother-

mel, who recently died at his home in Connersville,
Ind., is selling out the jewelry business left by her
husband.

The jewelry store of Eugene M. Wilhite, at
Danville, Ind., was recently entered by thieves,
who effected an entrance during an early morning
hour. Several watches, a diamond ring, valued
at fifty dollars and a small sum of money were
carriedloff.
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Take a Summer Course in Engraving or Improve your Condition as a Watch Repair Man

II

II The Horological Department of Bradley Polytechnic Institute onff offers you a roe t get 
W 

at chwork Jewelry.,   c Engraving and Opticsthoroug a dupo
date

mannerveryst erisvancedong 

the line of work as rapidly as his ability and application will permit. You can take any of the above studies, or all of them, as you may think best. Write today
for one of our latest catalogues. A postal card addressed Horological, Dept. K., Peoria, Ill., will get it. Do not put it off. It means money in your pocket
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Group of students in attendance at the Horological Department of Bradley Institute. Taken May I. 1912.
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Can Equip Your Store Complete
He makes a specialty of complete jewelry store
outfits and will be pleased to furnish plans and
specifications without charge.
Write him for prices on anything needed in store
equipment. He guarantees high quality and mod-
erate price.

WILMARTH SHOW CASE CO.
1528 Jefferson Avenue GRAND RAPIDS, MICH.

New York Salesrooms Chicago Salesrooms Pittsburgh Salesrooms
732 Broadway 233 W. Jackson Blvd. 406 House Bldg.

Boston Salesrooms St. Louis Salesrooms Minneapolis Salesrooms
21 Columbia St. 1118 Washington Ave. 100 Kasota Bldg.

San Francisco Salesrooms Tampa Salesrooms
515 Market St. 206 Zack St.

 THE 

New Century
Engraving Machine

THE NEW CENTURY
has back of it over 25
years of engraving ma-

chine experience. When
you take this into consider..
ation and the large number
of machines we have been
selling during these years,
it must be apparent the
New Century possesses
merit.

One of our customers
wrote us a few weeks ago:
"My machine has given
satisfaction both to me and
my customers in every case,
besides paying 20 per cent
on my investment in paid
engraving." We have
hundreds of similar un-
solicited letters.
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YOU NEED A
NEW CENTURY

Write NOW for Catalogue
and Prices and Terms

THE EATON &
GLOVER CO.
SAYRE -:- PENNA.
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Nationally Advertised Goods and the Retail Jeweler

Address by A. J. Stoessel, of Milwaukee, before the Annual Convention of the
Wisconsin Retail Jewelers' Association

Mr. President and Gentlemen: It is only within
recent years that manufacturers of merchandise,
such as is generally sold in jewelry stores, have
followed the lead of the manufacturers of break-
fast foods and of patent medicines in advertising
their product, through the medium of the large
magazines, directly to the consumer, and as this
new departure may upset many a well-established
business policy, it behoves us to look this new
tendency squarely in the face, and try to deter-
mine, where we come in on this deal, remembering
always, that we must look beyond the present and
well into the future, if a new proposition confronts
us.
It may be conceded at the start, that the large

fortunes which were amassed by some of the makers
of patent medicines and breakfast foods were
made possible only by their creating a market for
their product, throngh persistent and extensive
advertising to the consumer, and it is possible,
although not as sure, since the conditions are
different, that manufacturers in our line may
fare equally well. But gentlemen, we are retailers
and the success of the manufacturer, while
highly desirable, concerns us only indirectly. The
question for us to determine is, how shall we, as
retail jewelers fare in the end.

It is claimed and that quite plausibly, that
through advertising to the consumer and increased
demand is created for the advertised goods, inas-
much as the part of the public that has known the
goods before, is, through reading the ad., reminded
of the satisfaction these goods have given in the
past, and thereby influenced to buy them again
and the other part of the public is, by reading
about them, disposed in their favor. It should
therefore require less effort to sell advertised goods
than goods with which the public is not familiar.

Therefore, it is claimed to be to the best interest
of the retailer to identify himself with such goods
by advertising them locally and featuring them
in other ways—in other words, co-operate with the
manufacturers selling campaign to the fullest
extent.

It is also claimed, that this selling more or less
directly to the consumer will force the manu-
facturer to maintain a high standard for his goods,
and that consequently the retailer would be re-
lieved of many unpleasant explanations and losses,
as in not advertised goods, if they prove unsatis-
factory.

Other claims are, that, if advertised goods have
fixed retail prices, that fact will prevent price-
cutting and assure a fair profit to the retailer, and
also that if such goods are sold only at jewelers, it
will force intending purchasers to patronize
jewelers.

Broadly speaking the manufacturers that now
make use of the advertising pages of the large mag-
azines and other mediums may be divided into
three classes:

1. Such as have had an established good reputa-
tion before advertising (which reputation was
mostly made by the retailers) and who sell to retail
jewelers exclusively.

2. Such as have had such reputation, but who
sell to everybody.

3. Such as never had a good or any other reputa-
tion. Class 1 may be sub-divided into:
A. Such as maintain a fixed selling price, (a)

high enough to be profitable, (b) not high enough,

B. Such as do not maintaintain a fixed selling
price. Class 1A is to be still sub-divided into:

Such as have a patent right and may enforce the

fixed price, and such as cannot legally enforce the

selling price. It seems to me to be beyond argu-

ment, that the only one of the above classes, which
deserves consideration, is the one, which has an

established good reputation, sells to jewelers only,

maintains a fixed retail selling price, high enough

to be profitable and is able to enforce that price.
I shall hereafter refer to this class as class triple A.

As this is at any rate the class that seems to offer
the greatest advantage to the retailer, I have
selected it as representative and it must be evi-
dent that the whole question, as to whether adver-
tising by the manufacturer directly to the consumer
is beneficial or the reverse to the retail jeweler,
must be decided against the advertising manufac-
turer, if this preferred class fails to prove its case.

Now, I am compelled at the very outset to chal-
lenge the claim that advertising does to any large
extent increase the demand for goods in the
jewelry line. It may and probably will do so in
the case of articles of daily or quick consumption;
but in our line it will not, with perhaps one notable
exception, which I shall mention later. What
advertising does is not to increase the demand for our
goods in general, but to increase the demand for the
special line advertised, at the expense of unadver-
tised lines. If ten manufacturers make plated tea-
spoons and one only advertises, that one will
probably get a larger share of the total sales than
one-tenth, with all other conditions assumed to
be equal. It is only if something radically new
in any line is brought out that the total demand
may be increased, because some people will feel
compelled to discard the old for the radically new,
or the novelty will open up a new field by reaching
a new class of consumers to whose means the
novelty is adapted. And so it happens that the
only exception mentioned above, the Ingersoll
Dollar Watch, which no doubt tremendously
increased the total watch demand, is not so much of
an exception after all.

After disposing of these preliminaries let us
return to the position of the retail jeweler.
Suppose that there were ten manufacturers of

plated teaspoons of good reputation, and that
suddenly one of the ten was to start advertising
his product to the consumer under AAA conditions.
It would be reasonable to expect, that the sale of
his line would be greatly increased at the expense
of the other nine lines, and that I, as a retailer,
could multiply my teaspoon sales by identifying
myself with that line to the fullest extent. I
certainly could, but you will concede that this
advantage would be lost as soon as every other
retailer in town would follow my example. I
should quickly find my spoon sales drop to their
former level. Let us take a step farther. Suppose
I could secure the sole agency contract for a term
of years. During the life of that contract I should
reap a harvest, and If I could retire from business
at the end of the term, well and good. If, however:
I had to continue, I may find conditions as follows,

Until the time of my identification with that
advertised line I had educated the public to rely
on my knowledge of merchandise and on my
integrity selecting and selling the most reliable tea-

spoons for the least money consistent with quality.
They took my advice in selecting teaspoons
because they had confidence in me. In identifying
myself with and submerging my individuality in
the manufacturer I have taught the public not to
come to me for advice, but to take the advice
of the advertising page of the magazine they have
been reading. I have ceased to be a factor in the
transaction beyond that of the automatic selling
machine, that hands out a dozen tea spoons, when
the price is dropped in the slot.

During that time my manufacturer has waxed
fat and may be more greedy. When my contract
has expired he may raise the wholesale price, while
leaving the retail price the same, or he may even
give the contract to some other retailer, perhaps
even outside the jewelry business. In the first
instance I shall find it hard to make any profit on
the sale of his spoon, and in the second instance—
where do I find myself. I have become like a
nickel-in-the-slot machine that displays the sign
"Empty," and the public whom I have helped
educate to ask for the X brand of tea spoons will
not buy my unadvertised brands any more, but
go where they can get their favorite brand. I shall
realize too late that I have sold my birth-right for
a mess of pottage.
As a matter of fact, however, the other nine

manufacturers of tea spoons will not leave the
field to the manufacturer of the X brand, but they
will follow his lead and crowd the advertising
pages of the national magazines and flood me with
offers of free supplementary advertising litera-
ture and tell me that they are creating a demand
or their product and that, unless I invest in their
particular brand I shall lose sales. Now I have
my choice of either stocking up with ten lines in
full, where I formerly carried only one full line,
without selling many more teaspoons than form-
erly, but at an increased selling cost due to
the greatly increased investment, or of sticking
to my one full line and running the risk of losing
nine-tenths of the spoon trade, the same as if there
had been no advertising at all. What is true of tea-
spoons is equally true of any other line of our goods.
I have put the colors on thickly in order to illus-

trate the underlying principle, that the advertis-
ing of goods in the jewelry line by the manufac-
turer to the consumer is not to the ultimate benefit
of the retail jeweler, nor perhaps even to the lasting
benefit of the manufacturer himself, but probably
only to the benefit of the large magazines, who
make fortunes out of their advertising pages.
I have assumed a case that fully protects the

retailer in fixed prices, etc., for, if it be not
advisable for the retail jeweler to identify himself
too closely with advertisers in class AAA, the
other classes should certainly receive no considera-
tion.
There seems to be at the present time a perfect

craze for magazine advertising, and in many in-
stances it is being held as a whip over us, trying to
force us into the buying of goods which we do not
need and which in many instances are not even the
most reliable. But, after all, we hold the trump
cards, for, without our reputation and our recom-
mendation to back them, their goods will never
become known to the public sufficiently to make
them demand them, not if the makers use double
page ads.
And that is my reason for raising my voice in

warning now before it is too late. Do not identify
yourself with advertised goods; advertise your
own self instead of using their free advertising
literature, which only mentions you as a seller of
goods.
Guard your old established relation to the public

as their confidential adviser in the selection of
merchandise by featuring goods that will give
satisfaction for the money regardless of whether
the manufacturer advertises them or not, and,
above all do not be coerced into buying a line of
goods that you have no confidence in or do not
need, solely because they are advertised.
Rest assured that, if the goods the people ask for

or because they have seen them advertised, prove
unsatisfactory, you will get the blame for selling
unreliable goods, while, if satisfactory, you per.
sonally will not get the credit.
And as to the manufacturers—by all means let

us advertise their product, but let them advertise
to us, who are able to judge and who after all, are
the final arbiters of their success.
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II The Horological Department of Bradley Polytechnic Institute offers you a chance to get Watchwork, Jewelry, Engraving and Opticsin a thorough and up-to-date manner. Every student is advanced along

the line of work as rapidly as his ability and application will permit. You can take any of the above studies, or all of them, as you may think best. Write today
for one of our latest catalogues. A postal card addressed Horological, Dept. K., Peoria, Ill., will get it. Do not put it off. It means money in your pocket

Take a Summer Course in Engraving or Improve your Condition as a Watch Repair Man

Group of students in attendance at the Horological Department of Bradley Institute. Taken May I, 1912.
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WILMARTH

Can Equip Your Store Complete
He makes a specialty of complete jewelry store
outfits and will be pleased to furnish plans and
specifications without charge.
Write him for prices on anything needed in store
equipment. He guarantees high quality and mod-
erate price.

WILMARTH SHOW CASE CO.
1528 Jefferson Avenue GRAND RAPIDS, MICH.

New York Salesrooms Chicago Salesrooms Pittsburgh Salesrooms
732 Broadway 233 W. Jackson Blvd. 406 House Bldg.

Boston Salesrooms St. Louis Salesrooms Minneapolis Salesrooms
21 Columbia St. 1118 Washington Ave. 100 Kasota Bldg.

San Francisco Salesrooms Tampa Salesrooms
515 Market St. 206 Zack St.
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 THE 

New Century
Engraving Machine

THE NEW CENTURY
has back of it over 25
years of engraving ma-

chine experience. When
you take this into consider-
ation and the large number
of machines we have been
selling during these years,
it must be apparent the
New Century possesses
merit.

One of our customers
wrote us a few weeks ago:
" My machine has given
satisfaction both to me and
my customers in every case,
besides paying 20 per cent
on my investment in paid
engraving.- We have
hundreds of similar un-
solicited letters.

YOU NEED A
NEW CENTURY

Write NOW for Catalogue
and Prices and Terms

THE EATON &
GLOVER CO.
SAYRE -:- PENNA.
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Nationally Advertised Goods and the Retail Jeweler

Address by A. J. Stoessel, of Milwaukee, before the Annual Convention of the
Wisconsin Retail Jewelers' Association

Mr. President and Gentlemen: It is only within
recent years that manufacturers of merchandise,
such as is generally sold in jewelry stores, have
followed the lead of the manufacturers of break-
fast foods and of patent medicines in advertising
their product, through the medium of the large
magazines, directly to the consumer, and as this
new departure may upset many a well-established
business policy, it behoves us to look this new
tendency squarely in the face, and try to deter-
mine, where we come in on this deal, remembering
always, that we must look beyond the present and
well into the future, if a new proposition confronts
us.
It may be conceded at the start, that the large

fortunes which were amassed by some of the makers
of patent medicines and breakfast foods were
made possible only by their creating a market for
their product, throngh persistent and extensive
advertising to the consumer, and it is possible,
although not as sure, since the conditions are
different, that manufacturers in our line may
fare equally well. But gentlemen, we are retailers
and the success of the manufacturer, while
highly desirable, concerns us only indirectly. The
question for us to determine is, how shall we, as
retail jewelers fare in the end.

It is claimed and that quite plausibly, that
through advertising to the consumer and increased
demand is created for the advertised goods, inas-
much as the part of the public that has known the
goods before, is, through reading the ad., reminded
of the satisfaction these goods have given in the
past, and thereby influenced to buy them again
and the other part of the public is, by reading
about them, disposed in their favor. It should
therefore require less effort to sell advertised goods
than goods with which the public is not familiar.

Therefore, it is claimed to be to the best interest
of the retailer to identify himself with such goods
by advertising them locally and featuring them
in other ways—in other words, co-operate with the
manufacturers selling campaign to the fullest
extent.

It is also claimed, that this selling more or less
directly to the consumer will force the manu-
facturer to maintain a high standard for his goods,
and that consequently the retailer would be re-
lieved of many unpleasant explanations and losses,
as in not advertised goods, if they prove unsatis-
factory.

Other claims are, that, if advertised goods have
fixed retail prices, that fact will prevent price-
cutting and assure a fair profit to the retailer, and
also that if such goods are sold only at jewelers, it
will force intending purchasers to patronize
jewelers.

Broadly speaking the manufacturers that now
make use of the advertising pages of the large mag-
azines and other mediums may be divided into
three classes:

1. Such as have had an established good reputa-
tion before advertising (which reputation was
mostly made by the retailers) and who sell to retail
jewelers exclusively.

2. Such as have had such reputation, but who
sell to everybody.

3. Such as never had a good or any other reputa-
tion. Class 1 may be sub-divided into:
A. Such as maintain a fixed selling price, (a)

high enough to be profitable, (b) not high enough,

B. Such as do not maintaintain a fixed selling
price. Class 1A is to be still sub-divided into:
Such as have a patent right and may enforce the

fixed price, and such as cannot legally enforce the
selling price. It seems to me to be beyond argu-
ment, that the only one of the above classes, which
deserves consideration, is the one, which has an
established good reputation, sells to jewelers only,
maintains a fixed retail selling price, high enough
to be profitable and is able to enforce that price.
I shall hereafter refer to this class as class triple A.
As this is at any rate the class that seems to offer
the greatest advantage to the retailer, I have
selected it as representative and it must be evi-
dent that the whole question, as to whether adver-
tising by the manufacturer directly to the consumer
is beneficial or the reverse to the retail jeweler,
must be decided against the advertising manufac-
turer, if this preferred class fails to prove its case.

Now, I am compelled at the very outset to chal-
lenge the claim that advertising does to any large
extent increase the demand for goods in the
jewelry line. It may and probably will do so in
the case of articles of daily or quick consumption;
but in our line it will not, with perhaps one notable
exception, which I shall mention later. What
advertising does is not to increase the demand for our
goods in general, but to increase the demand for the
special line advertised, at the expense of unadver-
tised lines. If ten manufacturers make plated tea-
spoons and one only advertises, that one will
probably get a larger share of the total sales than
one-tenth, with all other conditions assumed to
be equal. It is only if something radically new
in any line is brought out that the total demand
may be increased, because some people will feel
compelled to discard the old for the radically new,
or the novelty will open up a new field by reaching
a new class of consumers to whose means the
novelty is adapted. And so it happens that the
only exception mentioned above, the Ingersoll
Dollar Watch, which no doubt tremendously
increased the total watch demand, is not so much of
an exception after all.

After disposing of these preliminaries let us
return to the position of the retail jeweler.
Suppose that there were ten manufacturers of

plated teaspoons of good reputation, and that
suddenly one of the ten was to start advertising
his product to the consumer under AAA conditions.
It would be reasonable to expect, that the sale of
his line would be greatly increased at the expense
of the other nine lines, and that I, as a retailer,
could multiply my teaspoon sales by identifying
myself with that line to the fullest extent. I
certainly could, but you will concede that this
advantage would be lost as soon as every other
retailer in town would follow my example. I
should quickly find my spoon sales drop to their
former level. Let us take a step farther. Suppose
I could secure the sole agency contract for a term
of years. During the life of that contract I should
reap a harvest, and If I could retire from business
at the end of the term, well and good. If, however:
I had to continue, I may find conditions as follows,

Until the time of my identification with that
advertised line I had educated the public to rely
on my knowledge of merchandise and on my
integrity selecting and selling the most reliable tea-

spoons for the least money consistent with quality.
They took my advice in selecting teaspoons
because they had confidence in me. In identifying
myself with and submerging my individuality in
the manufacturer I have taught the public not to
come to me for advice, but to take the advice
of the advertising page of the magazine they have
been reading. I have ceased to be a factor in the
transaction beyond that of the automatic selling
machine, that hands out a dozen tea spoons, when
the price is dropped in the slot.
During that time my manufacturer has waxed

fat and may be more greedy. When my contract
has expired he may raise the wholesale price, while
leaving the retail price the same, or he may even
give the contract to some other retailer, perhaps
even outside the jewelry business. In the first
instance I shall find it hard to make any profit on
the sale of his spoon, and in the second instance—
where do I find myself. I have become like a
nickel-in-the-slot machine that displays the sign
"Empty," and the public whom I have helped
educate to ask for the X brand of tea spoons will
not buy my unadvertised brands any more, but
go where they can get their favorite brand. I shall
realize too late that I have sold my birth-right for
a mess of pottage.
As a matter of fact, however, the other nine

manufacturers of tea spoons will not leave the
field to the manufacturer of the X brand, but they
will follow his lead and crowd the advertising
pages of the national magazines and flood me with
offers of free supplementary advertising litera-
ture and tell me that they are creating a demand
or their product and that, unless I invest in their
particular brand I shall lose sales. Now I have
my choice of either stocking up with ten lines in
full, where I formerly carried only one full line,
without selling many more teaspoons than form-
erly, but at an increased selling cost due to
the greatly increased investment, or of sticking
to my one full line and running the risk of losing
nine-tenths of the spoon trade, the same as if there
had been no advertising at all. What is true of tea-
spoons is equally true of any other line of our goods.
I have put the colors on thickly in order to illus-

trate the underlying principle, that the advertis-
ing of goods in the jewelry line by the manufac-
turer to the consumer is not to the ultimate benefit
of the retail jeweler, nor perhaps even to the lasting
benefit of the manufacturer himself, but probably
only to the benefit of the large magazines, who
make fortunes out of their advertising pages.
I have assumed a case that fully protects the

retailer in fixed prices, etc., for, if it be not
advisable for the retail jeweler to identify himself
too closely with advertisers in class AAA, the
other classes should certainly receive no considera-
tion.
There seems to be at the present time a perfect

craze for magazine advertising, and in many in-
stances it is being held as a whip over us, trying to
force us into the buying of goods which we do not
need and which in many instances are not even the
most reliable. But, after all, we hold the trump
cards, for, without our reputation and our recom-
mendation to back them, their goods will never
become known to the public sufficiently to make
them demand them, not if the makers use double
page ads.
And that is my reason for raising my voice in

warning now before it is too late. Do not identify
yourself with advertised goods; advertise your
own self instead of using their free advertising
literature, which only mentions you as a seller of
goods.
Guard your old established relation to the public

as their confidential adviser in the selection of
merchandise by featuring goods that will give
satisfaction for the money regardless of whether
the manufacturer advertises them or not, and,
above all do not be coerced into buying a line of
goods that you have no confidence in or do not
need, solely because they are advertised.
Rest assured that, if the goods the people ask for

or because they have seen them advertised, prove
unsatisfactory, you will get the blame for selling
unreliable goods, while, if satisfactory, you per-
sonally will not get the credit.
And as to the manufacturers—by all means let

us advertise their product, but let them advertise
to us, who are able to judge and who after all, are
the final arbiters of their success.
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KANSAS CITY
WASCHAU'S AUTOMATIC STOP
FOR DISK GRAPHOPHONES

The one thing needed
to perfect the mechan-
ism of the grapho-
phone is the

AutomaticStop
/ e '

which is used with a /pin on under side of 1 r I
/the disk and the stop ----- $ "

is screwed on to the 7'''' 1.," :ow to

side of the machine, as 
4, '

shown in illustration.
The record is played
and the stop shows 

_- ---
f N-

..,„4:71, , s___—, OP
MS 

-,

Sip

SO

00

exactly how m a n y  Afe:s '..--% 
080
0,0

revolutions i t has 4,' ol
made. This number ',----,----2--;_-__ ----,  i-"---:""

a, ge 
i '''' AIis scratched or cut on  

the record, then when   
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and start your piece—
it stops automatically without scraping or scratching the record. This stop is
made of brass, nickel or gold plated, and the figures are finished in enamel,
making an attractive addition to the graphophone.

Price for Nickel Finish—to the dealer—$4.00 list. Retails, $3.50 net
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Edwards-Ludwig-Fuller Jewelry Co.
Formerly EDWARDS & SLOAN JEWELRY COMPANY

KANSAS CITY, MISSOURI

TOOLS MATERIALS

OPTICAL GOODS

MEYER JEWELRY CO.
12th and Walnut Streets

Boley Building

KANSAS CITY MISSOURI

Jewelry Manufacturing

and Repairing

DON'T FORGET A. N. R. J. CONVENTION

KANSAS CITY, AUGUST, 1912

WOODSTOCK-HOEFER
WATCH & JEWELRY CO.
Keith

 
8z & Perry Building Kansas City9th Walnut Streets

Complete Lines of

Diamonds, Watches,
Gold and Filled Jewelry,
Silverware, Clocks, Cut
Glass and Novelties

Orders filled from any legit-
imate catalogue published

Give Us a Trial Wholesale Only

THE FACT IS

Goods Well Displayed
Are Half Sold

Neat, well-made Cases and Fixtures are absolutely

necessary. You will be interested in Our Line.

WRITE US TO-DAY

A. R. JACKSON, KANSAS CITY
SHOW CASE WORKS CO.

KANSAS CITY i7r7rtil MISSOURI
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KANSAS CITY

I ocal Trade Shows Marked Improvement—Watchman Frustrates Plans of Jewelry

Thieves—Show Window Smashers Active in the City—Great Preparations for

Big Jewelers' Convention

Kansas City, Mo., July 22.—For the first time
something over a year the jewelers of the
uthwest have no hesitation in declaring that
isiness is good. Heretofore the periods of
parent business revival were short and disap-
Unting. This was due to the uncertainty of
O)5 and the variations in agricultural conditions.
he wheat harvest is about over, and the grain is
it only abundant but of an excellent quality
hich, at the high prices being received for it,

I.,sures the farmers generous returns. The large
/ 'um acreage is progressing well, and with the two
si aple crops secure there is no danger of hard times
ionong the farmers.
Already the demand for all kinds of jewelry is

being felt in Kansas City. No one line is enjoying
this stimulation. The business is even which is
considered a very substantial evidence of the
general prosperity of the people. Collections have
been slow all spring and well into the summer,
but they are improving rapidly. Stocks have been
low and orders are pouring in to the wholesale
houses in great volume. Kansas City wholesalers
and jobbers are receiving many letters from their
customers and business friends outside of their
trade territory indicating a large attendance at
the August convention. It is believed that this
will be the biggest national convention of jewelry
people ever held, and the local committees are
finding it advisable to modify their plans so as to
take care of a larger crowd of visitors than was
expected earlier in the season. All visitors may
be sure of being well entertained. While Kansas
City is not exactly a summer resort, the weather
thus far has been cool and delightful, and this city
has many parks and other cool resorts that will
offer visitors enjoyable relaxation. Local jewelers
are working hard on the convention details, and
tiny changes that are made in the arrangements
will be in the form of additions and improvements
instead of curtailments.
Burglars made an ineffectual attempt to rob

the establishment of C. B. Norton Jewelry Com-
pany, 1013-1015 Grand avenue, on Sunday night,
•uly 14. The robbers had entered the alley behind
t he building and had climbed up the fire escape
\t, hen they were discovered by a Pinkerton watch-
plan. Instead of entering the jewelry store the
thieves broke a window in the lower hall of the
I uilding and made their way to the front where
hey escaped into the street after breaking down
lie front door. C. B. Norton, president of the
ompany, and Ward Lewis, of the company, made
hurried trip down town in their automobile at
o'clock in the morning, but as nothing had been
isturbed in the store the matter was not reported
titil next day.
The smashing of a window at H. Metzger's

•1 ,welry store at 1123 Walnut street was reported
L an early hour the morning of July 7 a burglar
thbed the store of at least $300 worth of

•1 welry. The police were unable to determine
' hat time the robbery occurred for the reason

I tat no one could be found who had heard the
trash of glass and the broken window was not
iscovered until after daylight. A robbery of the
une kind occurred at the store of Oppenstein
Irothers, 1017 Main street, the same night. A
late-glass window was broken between 3 and 4

t 'clock in the morning and about $150 worth of
'welry was taken.
Mr. and Mrs. Luther T. James, of T. M. James

- Son, sailed July 7 from New York on the Berlin
)r a summer in Europe.
Lipman Goldman, sixty years old, a pioneer
,weler of Kansas City, died the morning of July 13
;tt the German hospital. Mr. Goldman was a
aember of the Masonic order and is survived by

I is wife, Mrs. Anna Goldman, three sons and three
uaughters. Funeral services were held from the
kunily home, 2515 Benton boulevard.
Two large plate glass windows of the United

Jewelry and Optical Company at Tenth and Main
greets, Kansas City, were shattered and several

hundreds of dollars worth of jewelry was scattered
over the sidewalk one day recently when motor car,
left standing on the Tenth street hill between Main
and Walnut streets, ran backwards into the build-
ing occupied by the jewelry company. Several
bystanders narrowly escaped injury.
Isaac Gold, 125 Canal street, New York,

wholesale dealer in diamonds, watches and
jewelry reported to the police that pickpockets
had robbed him of jewels of value of $3,339 the
night of July 9. The robbery is alleged to have
occurred in the money order department of the
Kansas City post office. Gold makes a practice
of carrying a large quantity of his samples loose
in his pockets. He went to the postoffice accom-
panied by his son, Samuel, to buy a money order.
The two returned to the Hotel Baltimore and there
it was that the robbery was discovered. Gold
told the detectives there were four men in the
money order department when he and his son
entered. The elder Gold was crowded by them
but nothing was thought of the incident at the
time. Gold said he had been in Kansas City for
a week placing orders for jewelry. The pick-
pockets did not get all that he had. In another
pocket he had rings and unset stones valued at
about $2,000 and in another pocket he had $1,600
in currency.
Much interest has been manifested among the

jewelry trade of the southwest in the Clark Tool
and Material Company recently established in
Kansas City on the fourth floor of the Merry
Building. Arthur H. Clark, president of the con-
cern, reports a gratifying business from the start
of business July 1. Two new employes of his house
are Frank Thomas, an assistant in the office
and Miss Bessie Winters, stenographer.
Henry Norton, of the C. B. Norton Jewelry

Company, who has been on a vacation to Colorado
has returned. On his way home Mr. Norton
visited his brother who is a minister in Wichita,
Kans.
The Electric Controller Company, of Shawnee,

Okla., is demonstrating in room 351, New York
Life Building, Kansas City, a recently patented
electric apparatus for soldering and welding all
kinds of metals. This company is considering the
proposition to establish a factory in this city for
the manufacturing of its machinery.
C. B. Norton, president of the C. B. Norton

Jewelry Company, recently returned from a
business trip to Texas.

Cornelius Neilson, watchmaker for the C. B.
Norton Jewelry Company has returned from
Dennison, Texas, where he spent his vacation
with his parents.
John Boosinger, in the office of D. B. Ward &

Co., has returned from a two weeks' visit in
Harrisonville, Mo.
Mode Lamar and John Daughtery, with the

Porter & Wiser Jewelry Co., will leave soon for
a trip to California.
W. M. Jaccard and family, who are spending

the summer at Los Angeles, recently returned to
Los Angeles from a three weeks' automobile tour
through the Yosemite Valley.
Harry Clark, traveler for the C. A. Kiger

Jewelry Company, recently returned from Chicago
and St. Louis where he spent his vacation. J. L.
Coleman, another traveler for the same house,
spent two weeks recently at Duluth and the
northern lakes.
E. 0. Baumgardner and E. H. Snow, the new

travelers for the Hoefer Jewelry Company in the
Merry Building, have started out on their mid-
summer trade trips.

S. P. Harris, of the Harris-Goar Jewelry Com-
pany, is motoring from Kansas City to New
York. Enroute he will visit his old home in Iowa.

Miss Elsie Wood, bookkeeper for the C. B.
Norton Jewelry Company for several years, was
recently married to Victor H. Cochrane.
C. L. Merry, president of the Merry Optical

Company, and Charles Sheldon, secretary of the

company, accompanied by their wives and Dr.
and Mrs. A. W. McAllister, left last week for a
motor trip to New York and other eastern points.
E. J. Niewohner, of Columbus, Nebr., with his

wife, was in Kansas City recently for a few days
en route to Excelsior Springs, Mo., where he will
spend several weeks.

Harry W. Porter, of Porter & Wiser Jewelry Co.,
has gone on an extended pleasure trip to San
Francisco, Los Angeles and other Pacific coast
points.
Henry F. Sloane, formerly a member of the

Edwards and Sloane Jewelry Company, now the
Edwards-Ludwig-Fuller Jewelry Company, was in
Kansas City for several days recently on his way
to Yellowstone Park. Mr. Sloan will return to
Kansas City to attend the national jewelers'
convention after which he will go to his home in
Brooklyn, N. Y.
The Edwards-Ludwig-Fuller travelers have

started out on their fall trips. E. L. Donaldson
will cover Texas and New Mexico; J. H. Whitney,
Kansas, Colorado and Wyoming; W. C. Randall,
Missouri, Iowa and Arkansas and Frank Bangs,
Kansas and Oklahoma.

Miss Marie Hagarty, of the office force of
Porter & Wiser Jewelry Co., has returned from
St. Louis where she spent her vacation.
E. 0. Alexander, formerly in the jewelry business

at Enid, Okla., has been spending several weeks in
Kansas City.
Louis Meyer, of the Meyer Jewelry Company,

is making extensive preparations for entertaining
his out-of-town friends during the Kansas City
convention.

Joseph Tucker is a new city salesman with the
Woodstock-Hoefer Watch and Jewelry Company.
Mr. and Mrs. John Haworth, of Aurora, Nebr.,

stopped off in Kansas City recently while enroute
to El Dorado Springs, Mo., to visit friends.

Otto Knaul, traveler for the Woodstock-Hoefer
Watch and Jewelry Company, has returned from
his vacation and has started out on his fall trip
through Kansas and Oklahoma.
E. T. Merriman, formerly in business at Smith

Center, Kans., visited in Kansas City last month.
Bert Vaughn, of the Edwards-Ludwig-Fuller

Jewelry Company, is on his vacation.
Cornelius M. Kiger, who was engaged in the

sash and door business in Texas, has returned to
Kansas City and is now with the C. A. Kiger
Jewelry Company.
Harry Berger, manufacturing jeweler with the

Porter & Wiser Jewelry Co., has returned from his
vacation in the Ozark mountains.
Edward Barefield, formerly of Amarillo, Texas,

was in Kansas City recently looking after business.
Eugene Kiger, of the C. A. Kiger Company, has

returned from a three weeks' trip to Boston, Provi-
dence and Newark where he was making purchases
for fall trade.
Hermine McDaniel, of the shipping department

of the Edwards-Ludwig-Fuller Jewelry Company,
was married recently.
A. R. Wintermote, with the Jaccard Jewelry

Company, spent his vacation with the Kansas
City Athletic Club walking team on their three
hundred mile hike from St. Louis to Kansas City.
Mr. Wintermote was the only member of the team
finishing with a perfect score. The trip took nine
days and four hours.

Miss Elizabeth Marshall, of the Woodstock-
Hoefer Watch and Jewelry Company, is spending
her vacation in Colorado Springs.
Claud Wheeler, of Columbia, Mo., is in Kansas

City assisting in the final arrangements for the
entertainment of the American National Retail
Jewelers' Association.
D. P. Ingraham, who traveled for the C. B.

Norton Jewelry Company for many years, and
who is now living in Topeka, visited his old
friends in Kansas City recently. As the possessor
of a first class 400-acre Kansas farm, Mr. Ingraham
has long since ceased to worry about business.
F. C. Shaw, of the silverware department, and

Miss Isabelle Bryan, of the advertising department
of the Jaccard Jewelry Company, are on their
vacations.
The following out-of-town jewelers visited the

Kansas City wholesale houses recently: Charles
L. Dockhorn, Oskaloosa, Kans.; W. A. Dickman,
Excelsior Springs, Mo.; Ray Emery, of Buhrman
& Emery, Springfield, ilo.; H. G. Beams, Hope
Kans.; W. M. Maughmer, Kearney, Mo.
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The Relation of the Jeweler to
the Smelter and Refiner

ci You know that a business has a personality just as a man has:
you like some firms and their method of doing business,
and dislike others. The men you best like are the ones who
best respond to your needs: your " best friend" is the one who
gives you most of himself ; in the true sense, the one from
whom you get most.

1:1 Now, we don't expect every man to "like" us, any more than
you expect everybody to like you, we're not perfect, nor infal-
lible. We do try to pay you as much as we can and a great
deal more than it is possible for many "side wheelers" to do.
We pay you cash values for your Old Gold, Old Silver,
Gold Filled Case, Sweepings and etc., that we feel
are unusual. We give you quick service—that we try to
make as perfect as we can.

ci But to sum it all up in this; we intend to give you ourselves
—and our twenty years' knowledge of the business to you, and
in your interest. We are making many friends.

Cash for old Gold and Silver by return mail. In case our offer

is not satisfactory, you have the privilege of the Re-call,

and we will return shipment intact, express charges prepaid.

Returns on Sweepings in from 5 to 10 days

Thomas J. Dee & Co.
Gold, Silver and Platinum Refiners

Office, 24 and 26 W. Washington St.

CHICAGO
Works, 317 E. Ontario St.

'o Measure Beat of Watch
and Locate Hairspring

By B. Z. FRIEDMAN, Fort Worth, Tex.

In the issue of July 1 of your valuable journal,

read a query and answer how to put a hair-

pring on the balance wheel accurately and quick.

,Vith due respect to your answer, I beg to inform

you that I have invented an instrument to

ineasure the beat of a watch and to locate the

hairspring, perfectly in between twelve and

pighteen seconds' time. The accompanying

dlustrations explain my invention:

FIG. 1

Fig. 1 is a plan view of the frame and annulus

which carries an indicator and transparent disc

with a hole in center with circle marked around it,

and a line on it.
Fig. 2 shows thumb and forefinger of left hand

FIG. 2

iolding instrument over watch movement measur-

ng distance of hairspring stud from roller jewel.

Fig. 3 is a plan view showing where transparent

lisc has been removed and replaced by a metal disc

'arrying two springs for receiving and holding

balance wheel and roller jewel.
Fig. 4 shows balance wheel and hairspring

■nounted, with stud over indicator ready to be

installed in the watch.
The directions for use are as follows:
Mount transparent disc in frame as shown in

rig. 1, place it over the movement as shown in
Pig. 2 with hole of disc over hole of balance pivot

and line over pivot of pallet arbor. (If cap jewel

is thick, and hole can not be seen, the marked

circle will help to center.) Holding instrument with

thumb and forefinger of left hand over movement,

then turn the annulus with thumb or forefinger of

FIG. 3

right hand until the indicator reaches directly over

the hole or seat in which the hairspring stud is to

be located or inserted. This will show the divi-

sion to the right or left, which indicates the dis-

tance of the stud from the line from balance pivot

to pivot of pallet arbor.

Now remove transparent disc, leaving indicator

untouched, and install disc with locating springs,

as shown in Fig. 3. Press with finger on the

button 10 which will open both springs. Insert

balance wheel with staff in hole No. 1 in the

one spring and the roller jewel in the other spring,

then relieve pressure of button, and the spring will

hold balance staff in center of instrument while the

other spring is holding roller jewel so that the line

passes directly through its center.

Place hairspring on the balance wheel with stud

directly over indicator and press it down on the

staff. Press on button 10 to open springs and

remove balance wheel, which is ready to be put

in the watch. The watch will be in perfect beat.

After a little practice the operation will require

only twelve to eighteen seconds.

FIG. 4

The weight of the instrument is fourteen dwt.

The instrument works for single as well as double

roller. It has also an extra disc for cylinder

movements.
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Silver-Plating Ormolu
Goods Before Gilding

Large quantities of ormolu gold goods in the

shape of clocks, jewel-boxes, trays, candle-sticks,

etc., are now sold. They are made of either

antimonial-lead or zinc and then plated. The

method of plating is as follows, says The Brass

World.
The casting, constituting the article to be treated

is cleaned in the usual manner and then run

through a hot copper solution to completely cover

the surface. A hot cyanide copper is used for

this purpose and as weak a current as possible is

employed in order to avoid blistering. All that is

necessary is to completely cover the surface. After

this has been done, the article is then transferred

to an acid copper solution and a heavy copper

deposit put on. From 1 to 1 hours are consumed

in this operation in order to obtain a sufficiently

heavy copper deposit, as a light one will not pro-

duce that matt surface necessary for the ormolu

effect. The production of the necessary dead effect,

and to allow the acid copper deposit to "throw"

into the deep pockets of the article, consume from

1 to 1 hours. If, however, there are deep pockets

or portions of the article which the acid copper

will not "throw" into (and this is frequently the

case), then a heavier cyanide copper deposit will

have to be used, as the copper from a cyanide

solution will throw where an acid copper will not.

When the acid copper deposit has been com-

pleted, the next operation can be carried out

directly, but in regular practice, it is usually

necessary to allow the articles to remain, in order

to economize on labor as much as possible. For

this reason the surface is usually more or less

tarnished and stained. In order to avoid this,

it is customary to run the article, after it comes

from the acid copper solution and has been standing

for some time, through a bright acid dip composed

of sulphuric and nitric acids.

If the article is now gold-plated directly upon

the copper, the red color of the copper underneath

becomes paramount, and instead of the true gold

color, so much desired and admired, the gold has

a reddish shade. This, of course, can be overcome

by a heavy gold deposit, but then the expense

of gold is such that the goods can not be sold.

In order to accomplish this economical use of

gold, and still have the desired shade, it is custom-

ary to give the copper a light deposit of yellow be-

fore gilding. In this manner the color of the gold

is not changed to any extent, for the reason that

the brass is of nearly the same color as the gold.

After the brass has been deposited, the gold is put

on, the article rinsed, dried and then lacquered

when it is completed.

There are many platers who have poor success

in running a brass solution, and it was recently

found that one of them, who was manufacturing

soft metal novelties with the ormolu finish, was

unable to obtain a satisfactory brass deposit, so

in order to avoid the red color given the gold by

the copper when deposited directly upon it, used

silver instead of the brass and then deposited

the gold directly upon the silver.
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MADE MARK

PAT 0 K & D TOOLS 0.3.po.0

No. 400 Pivot Straightener

New tool for straightening bent pivots.

Points of support and pressure are adjus-

table and under perfect control. The

bending lever also serves as an indicator

to show when pivot is perfectly true. Lev-

er is moved by screw and cam mechanism.

Circular with practical instructions with

each tool. Finely finished and nickeled.

Price  $5.00

No. 146 Turret Sleeve
Wrench

10 Bits, New, Novel, Practical

Any of the bits automatically
held rigidly in line with the
knurled handle.
To bring another bit into posi-

tion: simply " press the button"
and turn the turret.

No. 146 Finely finished and nick-
eled, price $1.50

INVERTO

No. 408F Poising Tool

This is our Unique Jeweled Poising
Caliper, mounted on a non-magnetic base.
The frame is adjustable through about
2000 in the vertical plane.
These frames will fit our standard rub-

ber handle, so the tool may be used in
the hand, or on the base, as each work-
man may prefer.
A practical book on poising with each

tool.
No. 408F Complete, beautifully finished
and nickeled, price  $2.50
No. 408G Rubber handle only, price .50
No. 408H Base only, price  .50

A Great Time Saver
The best staking tool 'money can buy. 120 punches, 25
stumps. Punches may be inverted, passed through the
largest hole in the die-plate and used as stumps, giving the
WIDEST RANGE OF WORK.

Put Up in Fine Mahogany 00Cases, Price   $35 •
We manufacture the largest and most complete line of
staking tools in the world.

All prices and styles, from $2.50 to the Inverto at $35.00.

Send for our new Catalog
of Staking Tools. It is free.

INVERT°, Price $3L.00

Sussfeld, Lorsch & Co., Wholesale Agents, 90 Maiden Lane, New York
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Evolution and Construction of Electrical Clocks

Abstract of Lecture Given Before British Watch and Clockmakers' Guild, Glasgow
Section, by Magnus McLean, D. Sc., M. Inst. C. E., Professor of Electrical
Engineering, Technical College, Glasgow.

[Continued from July 15 issue of The Keystone]

Normally, the gravity lever rests on the catch F.
The pendulum drags the wheel round one tooth
every two seconds, through the medium of the
pawl C, until the vane G pushes away the catch F,
and so allows the gravity arm to fall until it reaches
the contact point on the armature of the electro-
magnet. This completes the circuit through the
electro-magnet, the battery and the series of clock
dials; the armature is then attracted and restores
the gravity arm until it again rests on the catch F.
At the moment of the release of the gravity arm

E, the roller A is just above the curved end of the
pallet D, down which it runs, giving an impulse to
the pendulum at the moment when it passes
through its zero or central position. Thus the
pendulum is free at all times, except once every
half-minute when in the middle of its swing.
The curve on the pallet down which the roller A

moves is specially designed and shaped—so that the
impulse imparted to the pendulum shall begin with
extreme gentleness, increase rapidly to a maximum,
when the pendulum has arrived at its zero position
and then diminish in identical ratio. One advan-
tage claimed for this form. of master clock is that
when the current falls below a certain value, the
pendulum, in its swing from right to left, helps the
magnet to replace the gravity arm E, through the
medium of the pallet D and the roller A.
This also is a good indication of reduced battery

power, and if the pendulum stops the switch is
held open.
Another advantage is the easy means of setting a

large circuit of dials to time. This is done by the
setting lever shown on the left-hand bottom side
of Fig. 10. With the handle set at the position
marked "N", the clock works as described above,
releasing the gravity arm once every half-minute.
But when turned to the position marked R, the

pawl C is lifted up and travels clear of the wheel,
which remains still, and so the electrical circuit
through the clock dials is never completed, and
they lose time.

If the setting lever is put to the position marked
A, then the pawl C engages with the catch F, and
so releases the gravity arm once every two seconds.
The series circuit of dials thus are impelled forward
half a minute every two seconds, and so gain 15
minutes in a minute.
The time transmitter of Messrs. R. M. Lowne

& Son, of Catford, is shown in Fig. 12.
In this, H is the upper part of the pendulum rod,

which carries an escapement rod F, and a gathering
click N, which rotates the wheel W once every
minute.

FIG. 12

This brings one end of the rod on wheel W every
thirty seconds into the position shown, where
it will complete the circuit across the contact
springs shown at M when the pendulum is reaching
the end of its swing from right to left.
The armature is then pulled down and is caught

by the pivoted catch lever L, which holds it until
the pendulum on its next swing to the right releases it.
This also allows the spring B, which is pushed

down when the armature is attracted by means of
the rod E, to discharge itself into the pendulum
through the medium of the catch shown and the
escapement rod F.

A flywheel A is linked to the armature of the
pendulum movement to slow its motion, in order
to make sure that the contact S remains closed until
the most sluggish dial has operated.
The series circuit includes the dials M, M, R,

which are of the simple one-wheel step-by-step
type, put forward one tooth every half minute.
These are provided with shunt coils 0, which by
cutting out the resistance of each magnet as soon
as it has operated, increase the current through
those that require more, and so the current con-
sumption is exactly that which the dials require.
In this system the pendulum is never absolutely

free, and also all the energy for contact making is
derived from it, but, nevertheless, it forms an
excellent timekeeper on account of its fine design
and workmanship.
The self-winding action of Perret's system is

shown in Fig. 13. The magnet C is placed ver-
tically underneath the armature E, which is
pivoted at D.
The weight of the lever A and the power of the

spring attached to it drive the wheel B through the
medium of the click C.

FIG. 13

The wheel B is usually the center wheel of a
watch escapment having sixty teeth, and being
moved forward one tooth every minute.
As the click C falls and the wheel rotates, the

contact spring M and the contact pillar T, come
slowly into contact. The back click F now drops
over the top of a tooth, and contact is suddenly
made between N and T,.
The self-winding action of Perret's system is

shown in Fig. 13. The magnet C is placed verti-
cally underneath the armature E, which is pivoted
at D.
The weight of the lever A and the power of the

spring attached to it, drive the wheel B through the
medium of the click C.
The wheel B is usually the center wheel of a

watch escapement having sixty teeth, and being
moved forward one tooth every minute.
As the click C falls and the wheel rotates, the

contact spring M and the contact pillar T2 comes
slowly into contact. The back click F now drops
over the top of a tooth, and contact is suddenly
made between N and T'. This completes the
electric circuit, and the armature E is pulled down,
thus raising the driving click C to the next tooth,
and also suddenly breaking the contact between
M and T2. All the energy for contact purposes
is derived from the wheel B or the armature and
lever which drive it, but little is required for a
contact of this nature, and fluctuations of driving
force are small.

This system is limited to small currents and low
voltages, relays being used for circuits of dials,
which are of the simple one-wheel, step-by-step
type.

Fig. 14 illustrates diagrammatically the master
clock or transmitter of Gent & Co., Ltd.
Normally swinging, the pallet on the pendulum

swings clear of the roller on the gravity arm, and
the pawl enters the recess in the rod which supports
the gravity arm. But one tooth (of which there

are fifteen) of the wheel is deeper than the rest, and
when this arrives at the bottom, the pawl rises,
pushes away the rod, and releases the gravity arm.
The roller drops on to the pallet and gives an

impulse to the pendulum till contact is made, when
the electro-magnet acts, lifting the gravity arm
into its original position.
A number of dials placed in series with the

transmitter receive impulses at the same time,
sending the minute hands forward one half-minute.

Another system recently introduced by Gent
& Co., is shown in Fig. 15. In vibrating, the motor
pendulum pulls round the wheel K once in about

FIG 14

twenty-seven seconds. This is accomplished either
by using a seconds' pendulum and fewer teeth than
fifteen, or with a shorter pendulum and normal
teeth. The pin D in the wheel then lifts the lever F
and disengages the pawl B by lifting it out of the
wheel and the pendulum now swings freely. An
electric impulse is received from the master clock
at the half-minute, which energizes the magnet M;
F is released and the motor pendulum drives on as
before.
The pendulum in this regulator is acted on by

the Hipp escapement, which gives an electric
impulse as often as the amplitude falls below the
normal value.
This system is used for regulating turret clocks.
In Fig. 16 is shown a diagrammatic sketch

indicating how clock dials can be elctrically
propelled step by step. Every half minute, say,
the battery energizes the electro-magnet which pulls
the armature towards it, and the driving click

FIG. 15

Motor
Pendulum.

engages with the wheel one tooth further on. When
the circuit is broken, the spring pulls the armature
away, and so pulls the wheel round one tooth.
The wheel is prevented from going backwards
during the above operation by means of the back
stop.
These dials may all be arranged in series or all

in parallel, and the impulses are given at the correct

FIG. 16

time by means of the master clock. The clock dial
movement as used in the Synchronome system is
illustrated in Fig. 17.
The wheel W has 120 teeth, and carries the

minute hand on its axis. The electro-magnet M,
when the master clock makes the circuit, attracts
the armature and so puts the driving click one tooth

(Continued on page 1561)
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Colorado Springs, Colo.

Gentlemen: We are in receipt
of your letter enclosing remittance
of $183.96, and beg to thank you
for the prompt manner in which
you handled our sweeps in this
instance. We will soon send you
another barrel.

Yours respectfully,

The Hamilton Jewelry Co.

Monroe, La.

Gentlemen: — Your esti-

mate on silver is very satis-

factory.
Yours truly,

Youngblood-Foster Jewelry
Co., Ltd.

Iron Mountain, Mich.

Dear Sirs:—Your checks

have been received. We are

more than pleased. Did not

expect quite as much.

Yours truly,

Neubauer & Haggerson

Columbus, Ohio.

Gentlemen: — Received

your check for $20.01 for

which accept our thanks

It is as satisfactory as is

usual with your house.

Respectfully,

Oscar Miesse.

Caro, Mich.

Dear Sirs:—I have received your
check for my shipment of plated
scrap of April 11th and am more
than pleased with the amount of
the check. I am sending you to-
day by American Express some-
thing over 100 dwts. old gold for
which please send me check.
Many thanks for your prompt re-
turns.

Yours truly,

Frank Dyer.

Burlington, Kans. Copperhill, Tenn.

Gentlemen:—Yours of the 1st
received enclosing check for
sweeps. We wish to thank you
for prompt remittance and for the
amount of check which was much
more than we expected.

Yours truly,

J. A. Mosher & Son.

Gentlemen :—Your check re-

ceived, and same was very satis-

factory — really more than we

expected.

Yours very truly,

Cooper & Schaefer.

glIMUCXXXXXXXIMIXXIMICOMICOMMXICKXXXXXXXIIIIXXXXXXXXVICXXIC

Old Gold, Silver,
Platinum, Sweeps
THE universal and unqualified sat-

isfaction to our patrons is our
proudest achievement. It has been
the corner stone of our business, the
inspiration and basic principle of our
methods, the secret of our growth
and the builder of our success. Why
not make us a trial consignment of

Old Gold, Silver, Platinum, Sweeps
anything containing gold. You run
no risks. We make accurate valuations
and hold consignments subject to
your acceptance of check.
We stand the expense of re-shipment
if valuation is not satisfactory.

GOLDSMITH BROS. SMELTING
AND REFINING COMPANY
NEW YORK CITY CHICAGO SEATTLE

Arcade Bldg.20 John Street Heyworth Bldg.
Cor. Wabash & Madison

KILICOIXXXXXIOCXXXIDOGOIXICOOKIEMOINXXXXXICIOCXXXXIINAXXXXXXXX

Hill City, Kans. Eagle Pass, Texas.

Gentlemen :—Your check

$368.00 received today and

very much pleased with your

for

was

esti-

mate on old gold. Was a better

estimate than we expected.

Yours very truly, Yours truly,

Noe & Noe. H. W. Deans.

Gentlemen:—Your check $15.05

for old gold received, and is satis-

factory. I already had one

Chicago estimate, which you have

beaten by $2.50.
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Logansport, Ind

Gentlemen :—Please send check

for $44.13 total value of shipment

sent a few days ago for estimate.

"Always satisfactory."

Respectfully,

Ben Martin.

Kasson, Minn

Goldsmith Bros:—Re-

ceived your checktoday and

am well satisfied. Will send

more in a few days.

P. G. Christensen.

Port Gibson, Miss.

Gentlemen:—Your check

to hand for old gold and

silver. I am very well

pleased with the outcome

and thank you for your

promptness.

Yours very truly,

W. J. Manns.

Rome, N. Y.

Gentlemen : — As usual

your remittance of May 18th

is very prompt and very

satisfactory.

Respectfully,

Wyllys N. Rudd.

Home, Kans.

Dear Sir:—Your check for $10.90

received, this is very satisfactory,

and more than I expected to re-

ceive for the old cases. Will not

forget you whenever I have more

scraps to sell.

Yours very truly,

Robt. J. Lewis.

August 1, 1912 THE

Evolution and Construction
of Electric Clocks

(Continued from page 1559)

further round in the backward direction. When
the circuit is broken at the master clock, the arma-
ture is restored by means of the spring, and the
driving click puts the wheel forward by one tooth,
being restricted in its movement by the stop T.

FIG. 17

The backstop lever and the stops T and R are so
arranged that the wheel is locked during the whole
cycle of operations, and yet is quite free to move
when put forward by the driving click.
In the Synchronome system, the dial movements

are designed for quick action, and the master clock
or transmitter for slow action, the latter having
both mechanical and electrical inertia. The dials
are made to work with less current and with a
contact of shorter duration than is required to
operate the master clock.
This is so that all the dial magnets will have

operated before the master switch finishes its
contact.
The time taken by the dial magnet to operate

will, of course, depend upon the time constant of
the circuit, that is, upon the ohmic resistance and
the inductance of the circuit.

FIG. 18

In connection with this, the following results
were obtained on two dial magnets, one suitable
for a small clock and the other for a large clock:—
Small size:—

Resistance R = 3.28 ohms.
Inductance L = 0.0314 Henry, with armature on.

= 0.0271 Henry, with armature off.

Thus time constant:—
1

T = — = — second approximately.
100

Large size:—
Two coils of resistance R = 9.2 ohms each.

Shunt = 37 ohms.
Combined resistance R = 4.01 ohms.

Inductance L = 0.101 Henry.

Therefore time constant:—
1

T = — = -- second approximately.°
R 40
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Fig. 18 illustrates diagrammatically the master
clock made by the Silent Electric Clock Company.
The pendulum and the swinging frame G, pivoted

in line with the suspension spring, move together,
connection for this purpose being effected by the
forked piece F. Immediately under this forked
piece is an iron armature which passes over the
electro-magnet P.

There is a "Hipp" trailing nib shown at 71
and pivoted in the frame, and this is arranged to
depress the contact spring K whenever the arc
of the pendulum has declined sufficiently. This
energizes the electro-magnet P, and so an impulse
is given to the pendulum whenever it requires one.
The count wheel W is moved forward one tooth

every two seconds by the blade L, the front part
of which also engages the link M when an extra
deep tooth in the wheel W permits it to do so.
This occurs once every half-minute, and the contact
at N is then closed, and a current flows round the
dial's circuit. The dial mechanism is illustrated
in Fig. 19. A is the armature which is pivoted
and geared direct to the minute and hour hands.
The pole-pieces P P are connected to a permanent
magnet, and the pole-pieces E E to the electro-
magnet, which is energized at each half-minute, and
at this moment the armature is turned through
90°, and upon the cessation of the actuating current
(when the contact N, Fig. 19, is broken), it is

FIG. 19

turned a further 90° by the permanent magnet.
This complete motion puts the minute hand for-
ward by one half-minute on the dial.
In Fig. 20 is shown Professor Becker's electric

contact maker as fitted to Messrs. Barr & Stroud's
master clock. The following is a description of the
mechanism:
A double-horned cam is attached to the minute

spindle of the master clock, and upon the frame
of the clock there is attached a bracket which
carries two pivoted rods, one above the other.
The upper ends of these rods are pivoted on balance
weights, which very nearly balance the right-hand
ends of the rods. The right-hand ends bear upon
the cam, and the end of the lower rod is set in
advance of the end of the upper rod by an amount
depending upon the length of contact that is de-
sired. Upon insulated blocks on the two rods there
are attached two springs, the contact points of
which are armed with platinum. Flexible wires
are connected to these blocks for leading away the
current. Around the rods there is placed india-
rubber tubing to prevent the possibility of short-
circuiting between the contact springs and the
mechanism.
At each half-minute one or other of the horns

of the cam passes under the ends of the rods. In
the position indicated in the figure the upper rod is
on the point of release. When the rod drops down-
wards until it is again stopped at the root of the
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Fru. 20

cam, the upper platinum contact rests upon the
lower contact, and thus the circuit is closed.
On the further rotation of the half-minute cam,

the lower rod is released and falls downwards, thus
breaking the contact. Provision is made for
adjusting the upper rod to suit the length of contact
desired. Generally, it is found sufficient to give
a length of contact of from one to one-and-a-half
seconds.

The small plan shows the form of the bottom
rod, which is bent as indicated to clear the end
of the upper straight rod.

Before concluding the subject, it is perhaps
advisable. just to mention that the question of the
battery is a very important one. If the battery
fails, the whole of the clocks would, of course, stop
altogether; or if the battery power was reduced,
there might still be enough to keep the master

C....4 e pej

FIG 21

clock going somehow, with one dial after another
dropping out as the power became too small to
operate the magnets.
In the Synchronome system, large dry cells are

used on account of their low resistance, long lasting
properties, and absence of attention required.
It is interesting to note in this connection that

an earth battery has been in use now for over
forty years, working twelve electric clocks, without
receiving the least attention in any way.
This is illustrated in Fig. 21. The battery is

built up in a clay box with a clay partition wall
separating the two sides.
One side contains six sheets of zinc 2 ft. 6 in.

square, 12 B. W. gauge, all connected together
at the top, with clay between the plates to keep
them apart.
The other side contains six sheets of copper,

2 ft. 6 in. square, all connected together at the top,
the spaces between the plates being filled in with
ordinary gas coke. The battery is set down below
the ground, and insulated wires are-led from the
zinc and the copper to the clock circuit.

In conclusion, the author is of the opinion that
for a municipal time service in which dials would
be rented by the public, a system like the following
is most feasible:—One master clock which is regu-
lated to keep correct time in the usual way would
be able to synchronize every hour a few score of
independent clocks situated at different points
throughout the city. Each of these synchronized
clocks could control and impel a couple of hundred
or more dials in blocks of buildings in the neighbor-
hood.

All the circuits could be put on to the city electric
light mains, and the total electric energy needed
would be a few watt hours per dial per annum.

[THE END]

Removing Old Nickel Deposits

There are many instances where it is necessary
to remove an old nickel deposit, either from the
fact that it is not good or it is desired to plate over
it. A stripping dip is often used on brass goods
that have been nickel plated, but it is not very
satisfactory upon some classes of work for the
reason that it is apt to leave the surface more or
less pitted, and then for large work it requires a
large quantity of dip which may have to be thrown
away after using once or twice. The strip, there-
fore leaves much to be desired.
For removing the nickel deposit from nickel

plated work a very satisfactory method is to
cut it off by means of a tampico wheel and emery
paste. A tampico wheel is preferable to a bristle
wheel as it cuts faster with the emery paste. ,
Apply the paste to the wheel and then cut off the
nickel from the work as though the surface is to
be polished. The wheel will cut rapidly and the
surface will be left in a good condition for further
treatment. After the nickel has been removed,
the surface may be cut down with tripoli for
further plating and if necessary finished with rouge
or other buffing composition.
The advantage of removing the old nickel

deposit from nickel plated work with a tarnpico
and emery paste is that any kind of articles may
be treated.
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Binghamton, N.Y.
Prof. F. W. Schuler:—

I think it is my duty to let you know that after taking
a four months' course in your engraving department and
engraving the above plate free hand, that I am more than
satisfied with the knowledge I received. I like especially
your system of individual instructions. For a year before
attending your college, I looked into the merits of other
engraving schools and when I decided to cast my lot with
you, it was the longest step in the right direction that I
ever made. I will gladly recommend your college to any
one that wants to learn the art of engraving.

Wishing you continued success, I am,
Gratefully yours,

69 Court Street ELI PERRAS

"If you will attend our college Sept. 3rd, we will
make an engraver of you before the holiday season."

SEPTEMBER 3, 1912
IS THE OPENING OF OUR FALL TERM

If it is your ambition to earn a better salary—to become
a thorough practical Watchmaker, Engraver and
Optician—I want you to attend our college. No
institution in this country can make as thorough work-
man of you in as short a time or with as little expense,
as we can. Our instructors are practical workmen
with years of experience in teaching. Our methods
are the simplest and most up-to-date, and you are
given individual instructions.

Let us teach you to earn a man's salary
Our Prospectus gives full information, send for it
to-day, it is free.

The Philadelphia College of Horology
ESTABLISHED 1894

BROAD AND SOMERSET STS.

F. W. SCHULER, Principal

PHILADELPHIA, PA.

WE REPAIR EVERYTHING IN JEWELRY
Gold and Silver Electro-plating

Mesh Bags Repaired
Resilvered and Relined

$1.00
Specialists in Difficult Repairing

BRESLAVSKY BROS., 51 Maiden Lane, NEW YORK

HARDINGE BALANCE CHUCK, Price fitted, each $3.75

Fitted to No. 38 or BO Wire Chuck

4.4

Brass Jeweling Chuck, per set, $1.50
Steel Jeweling Chuck, per set, 2.50

THESE ARE REAL TOOLS AND ARE
WORTHY OF YOUR CONSIDERATION

Explained in our No. 5 Catalogue
WRITE FOR IT

HARDINGE BROTHERS
3133-3141 Lincoln Ave. CHICAGO, ILL.

Improved Roller Remover
Price. - each, $1.75

Trued Pivot Drill Chuck
Price - each, 75c.

ugust 1, 1912 'I'I-IE KEYSTONE

Workshop Notes

Subscribers wishing inquiries answered in this depart-
.nt must send name and address—not for publication,
t as an evidence of good faith. No attention will be

p id to anonymous communications. Questions will be
,,wered in the order in which they are received.

EGULATING.—I am greatly interested in your
workshop notes and try and follow them up very
closely, and I now take the liberty to ask your
advice in my case. I am a young watchmaker,
and have had some trouble in watches starting
to gain immediately after being cleaned. I
have taken several of them apart and poised
the balance, but in some cases this does not seem
to help any, so have put on balance-washers to
remedy the difficulty. Kindly tell me where
my trouble is.

Usually, as a watch is used longer and longer and
the oil gets thicker and dirt gathers in the move-
ment, its rate gets slower, and to keep it to time,
the regulator is from time to time moved so as to
make the watch run faster. When the watch is
brought in to be cleaned, the regulator is standing
at a point towards the "fast," and after cleaning,
when the retarding effect of the old oil and dirt is
removed, the watch naturally will run fast until
the regulator is moved back to where it was before
the watch began to run slow. The thing to do
after cleaning is to regulate the watch to run
slower; this can generally be done sufficiently
with the regulator; but if it is found that the regu-
lator must be brought past the center of the regu-
lator scale and some distance over into the
"slow" side, then balance-washers must be used
to retard the rate. In nearly every case, however,
the regulating can be done entirely by the regulator
One thing you must make sure of is to replace the
hairspring so that it is not held strained against
one of the regulator pins; this would make the
watch run faster than before, provided it was
properly put in place originally. This fault must
be guarded against particularly in the case of flat
hairsprings with round studs. The triangular and
other newer types of studs overcome to a very
great extent the danger of this faulty replacement
of the hairspring, as they are forced by the stud-
screw into exactly the same position every time
hey are replaced on the cock.

13aass.—Please tell me how to make brass have a
spring-temper.

The way to stiffen or harden brass is to compress
either by hammering it, putting it through

lewelers' rolls, or (if it is in wire form) pulling it
hrough gradually smaller holes in a dramplate.

13Elicx LIGHT.—What kind of light is best to
use for night work at the bench?

We would give the preference to incandescent
,lectric light; next, to gas-light using a "mantle";
text, to an oil lamp with "Argand" burner
circular wick with air passage in center).
The incandescent electric light is preferable

iecause it emits no odor and does not vitiate
he air by consuming oxygen. The best form to use
S a " tungsten" lamp; the light is whiter, more
irilliant for same current consumption, and the
amp lasts very much longer than an ordinary
n candescent lamp.
If you are obliged to use gas, the advantage of

he mantle is great. The light is white, and
tnuch more brilliant than with the ordinary
' fishtail" burner, using the same amount of gas.
With either incandescent electric or mantle

;as lights, it is absolutely necessary to have an
vague shade between the lamp and the eyes,
40 arranged that the light is thrown on the work,
but kept out of the eyes; that is, so that you
an not look at the glowing wires or mantle.
We sometimes see a man working with a naked

lamp, but to anyone who knows anything about
optical hygiene, such a thing seems barbarous.
any eye diseases are due to just such lack of

common sense as this shows.
An oil lamp with an Argand burner and translu-
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cent white glass shade makes a mellow light, How to Make the Most
not tiring to the eyes, but the light is a little too
soft for some operations in watchwork. of the Watchmaker's Art

PENDULUIC—Will you kindly give me a little
information in regard to a pendulum. I recently
ordered, and have received, a 3-jar mercury
pendulum to put in place of a gridiron one,
used on a swiss regulator. The new pendulum
came partly finished; that is, they left that end
of the rod which is attached to clock, blank,
and what I wish to know is, how to take the
measurement for length. The old pendulum
had the regulating screw underneath the bob;
the new one has it above the jars. Should the
new pendulum be the same weight as the old
one? The old one weighed 121A pounds; the
new one weighs 4 pounds minus the mercury.
Should the mercury be very exactly divided
between the three jars?

The new pendulum need not be of the same
weight as the old one, provided the clock delivers
power enough to keep it going freely even when the
oil in the movement is somewhat thickened from
age in use. We suggest that you use the sus-
pension springs, support, and all of the other
fittings possible, from the old pendulum. Fasten
the new pendulum to the suspension of the old
one; fill the mercury jars to within about an inch
of the top; have the regulating nut at the middle
of its "run," so that there is equal range each
way for regulating. Now try the clock roughly
for timekeeping, and shorten the rod at the top
from time to time until you get the time down to
within a few minutes a day. Then fasten the top
permanently to the suspension spring and bring
the clock to time with the regulating nut. Next,
adjust the compensation for temperatures by re-
moving mercury if you find the clock runs fast
when the temperature rises, and vice-versa.

STEEL.—In turning staffs of hardened and blue-
tempered steel, I have trouble with the steel
getting shiny and hard so that I can not cut it
with the graver, but must first grind off the
hard surface with a coarse oilstone slip. Would
like to know how to know how to avoid this.

Your trouble is what is known as "burnishing."
It is caused by running the lathe too fast, by

using a graver not tempered hard enough, or a
graver which has a dull edge, or by having your
staff-steel too hard. The latter should be tempered
to a bright blue. You can turn the burnished sur-
face off by using the point of the graver instead of
the side edge of the graver.

EQUIPMENT.—Do you think it advisable for a
watch repairer to buy a jeweling caliper rest?

A jeweling caliper rest is of very limited use to
the watchmaker in the repair-shop. Its chief
usefulness is in mounting quantities of jewels,
of standard sizes, for stock to be kept on hand.
This class of work is now done in watch factories
or in factories devoted to jewel-mounting ex-
clusively. Mounted jewels can be bought more
cheaply than it would cost for the time a good
watchmaker would spend in doing the work,
even if equipped with a jeweling rest.
When a fine imported watch needs a jewel, or

an . American watch for which material can not
be bought, the watchmaker must of course mount

, and fit the jewel. This is necessary frequently, it
is true, but each of these jobs is an individual
matter, and the measuring and fitting can be
done and the whole job finished by hand in so
nearly the same time as by using the caliper rest,
that for the average workman we would suggest that
the caliper rest would not be a particularly sensible
thing to buy. We say this because we know that
the average watchmaker, on account of the money
required to be invested, does without certain
tools which he could make very good use of, such
as the pivot-polisher, slide-rest, larger assortment
of chucks, etc. There are many things more
generally useful than the caliper-rest. If, however,
a man has otherwise a complete set of tools, a
jeweling caliper rest is an addition which will raise
his outfit to the highest point of completeness;
it should be simply a matter of getting the more
essential fixtures first.

By F. SPELLING, New Albin, Iowa

It is very interesting for me to write about this
ancient and most honorable craft. I want to say
frankly that in my opinion there is not another
trade on earth to compare with that of watch
repairing. Watches cannot be produced which
are not subject to wear, and therefore we are
assured life-time employment. Again watches are
a public necessity and cannot be dispensed with.
A man that thoroughly understands how to repair
any watch made so that it will keep accurate
time will be well paid for his services, and also
command the respect and confidence of the com-
munity in which he is located. At least this is my
experience.
I have a "jack of all trades" competitor here

that rarely gets more than twenty-five cents for
repairing a watch. His outfit consists of a large,
clean dry goods box which he has placed in the
parlor window of his rented home. I found the
following implements scattered over the work box:
One lone tooth brush, half worn out; one large
candle-stick, several boxes of matches, one insect
microscope, a few files, a few sticks of school
crayons, a ten-cent cast-iron vise, a bottle of gaso-
line oil, and a merchandise catalogue of a Chicago
mail order house. There was a closed cigar box
also, undoubtedly containing mainsprings, crystals,
etc.
This party is not a regular subscriber to THE

KEYSTONE; in fact he told me he had never even
received a sample copy. This man prides himself
on the fact that he cannot learn from others, and
I believe he has a perfectly just estimate of his
ab

e read all articles published in your worthy
journal in which a few watchmakers claim they
are underpaid for their work, and that in every-
thing else the prices have raised. These watch-
makers no doubt do not thoroughly understand
how to take in watch work so it will be profitable
to them. There is a right and a wrong way to do
everything and watch repairing is no exception to
the rule. The general public in this day and age
are very intelligent, and when they do discover
a tradesman that appears to them to be an " easy
mark" there seems to be no limit to their imposi-
tion. While I do not give much credence to the
story that the public lies awake at night to plan
deception, still it will pay the watchmaker to be
on his guard and thereby prevent any of their
dreams from materializing. There is one and
only one moral way for the public to get their
watches repaired at their own price, and this can
only be accomplished by making use of their wits.
There is only one safe method to follow in taking

in watch work and that is to educate your patrons
to understand that you must do business upon
business principles. Inform your customer that
it is simply impossible for you to be able to find •
out just what is wrong with their watch by an eye-
glass inspection. Do not try to be a comedian and
a watchmaker at the same time. People can
buy tickets for a side show almost anywhere.
Insist upon taking your customer's watch all
apart so that you can thoroughly inspect each
and every part. This will place you in a position
to protect yourself against loss and at the same
time give your customer a fair and square deal.
No mechanic enjoys working for others for the
mere pleasure. So why not follow out a system
that will make you money.

Don't tell everybody in sound of your voice
how much you took in in a day, or the profits
from your repairs. Your business receives much
more public attention and discussion than you are
aware of and your character is always judged by
the company you keep, therefore keep in good
company.
Never scratch the number of your watch record

on a case where it can be seen without the aid of
a magnifying glass; some reckless tinkers so mar
the beauty of a case in this way as to seriously
irritate the owner.
Never blame the trade paper for the ignorance

of some of its readers. While they are educators,
they cannot make a mechanic or merchant out of
a ditch digger.
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THERE IS A REASON
why our Superior Service line of Rolling Mills is invariably specified

by the wide-awake purchaser. Correspondence and Trade Solicited.

Buffalo Machine Manufacturing Company
1354 WEST AVENUE, BUFFALO, N. Y.
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Can You
Engrave Monograms?

Why Not?

THERE'S MONEY IN
IT. You can increase

your salary or business.

The Rees Monogram Book
will help you. It's full of
practical suggestions. Sug-
gestions that will save cash
to one who can engrave.

You will save a good deal
of costly experimenting. Use the short cuts in
the Rees Book. You will find many little tricks
of the trade that you never thought of before.

Price, Postpaid, $2.00

THE REES SCHOOL
Granite Building Rochester, N. Y.

Stop Wiggling
Of course, if you've always used a foot bellows, you've
become used to wiggling when you were melting gold or
soldering.

But you know you can do the job better when your hand
is steady. And the man doesn't live who can keep his
hand steady while working a foot-bellows.

When you use the Vernon Rotary Compressor, you don't
have to wiggle your foot. And this little machine will
furnish all the air you can po3sibly have use for in your
repair shop.

Price, including
belt, $7.50

Lathe Pulley Wheel,
extra $1.00

Sold on Ten
Days' Trial

Lee S. Smith & Son Co.
Pittsburgh, U. S. A.

THIS ring stretching machine is for jewelers or any one who repai
or sells rings. It is the only tool on the market for the purpose th It
will do perfect work. It stretches all kinds of rings—wide, narrol r.

oval, flat, plain or set. A light ring can be sized three sizes and a heaN y
one six sizes and do it perfectly. Anyone can easily work it and y(
cannot spoil a ring under any circumstances. The ring comes out of ti c
machine perfectly round and straight and requires no refinishing. 1(c
can size a ring while the customer waits and he cannot tell by appearanc s
that it has been stretched and will not know how you did it unless yc ii
tell him. This machine is not built on the roll principle but the ring s
pressed into the die and you can put as much or as little pressure as you
wish and you can see exactly what you are doing. It is thoroughl v
guaranteed, will never wear out. The most successful jewelry houses in
the country are using this machine. We have had a wonderful sale of t
and do not know anyone who hs one who would do without it. GiN e
it a trial for ten days. Any jobber will furnish one.

Order from your Jobber or scud to us Direct. Price, $16.00, uddrej and  hs bie,

A. J. SHEFF & CO. : 6109 PENN AVENUE

PITTSBURG, PA.
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Railroad Watch Inspection

TI-1E KEYSTONE

Is It Profitable to the Jeweler?

Address by D. J. Kramer, Salida, Colo., before Annual ConventiOn Colorado
Retail Jewelers' Association

Railway watch inspection has done
more to elevate the high standard of the
American watch industry than any event
that has ever come before our mammoth
watch factories. About thirty years ago,
railroads began to realize the importance
of having a better timing system estab-
lished for the safety of their increasing
traffic.
One of the first systems to be put into

effect, was the quarterly inspection. This
was done by the railroad furnishing a
form to its employees, who would take
it to some jeweler at their division.
As a rule there were two or three
jewelers who were licensed by the rail-
road company to do this work. There
was no standard to go by, each jeweler
passing whatever watch he thought would
keep very good time.
This system soon grew to be a source of

annoyance, as there was friction among
the employees and inspectors. Some
jewelers would pass a very low grade
watch to gain the confidence of an em-
ployee and give his brother jeweler a
knock.
A great many employees had no watches

at all under this system, as there was no
checking up from the superintendent's
office or any general time inspector.
There were no weekly comparisons and
often when three or four employees com-
pared their time, there would be a varia-
tion of from three to five minutes.
But, as conditions developed, it was

found that more accurate time was re-
quired, so it was decided that a general
time inspector would be necessary to look
after this branch of their business. Some
of the eastern roads tried the plan of
keeping a jeweler at the division points,
giving an employee a watch to carry
when he went out on his run, and return-
ing it when he came in. This system
never grew into popularity, as it was
expensive for the railroad company and
more or less inconvenient. It was the
duty of the time inspector to see that
these watches were at all times in good
order.
Our present system on the various roads

is a very good one, and very inexpensive
to the railroad companies.
A general time inspector is employed

who handles a large railway system, or
several of them and appoints his sub-
inspectors, one at each division point.
A high standard of watches is adopted so
that no inspector has this responsibility
placed upon himself. Every railroad
employee of today knows before he goes
to work, the standard of watch he is to
carry, and there is very little bartering
over the price or explaining the merits of
the watch. His mind is pretty well made
up as to what kind of a watch he wants
before he goes into a store to purchase.

Further, railroad men are the best posted
class of laborers in this country as to what
a high grade watch consists of.
Under the present established price

system, he is well posted as to what he
has to pay for a good, reliable watch.
He realizes that a certain movement is
worth $28 and another one is worth
$37.50, and so on. He is content to pay
the price established from the fact that
business can not be done without a com-
pensation, and he seldom asks for a reduc-
tion in price.
So here, let me say to those of you

who are not railroad inspectors that you
will have no occasion to cut the price of
your watch to any railroad man. He is
willing, as a rule, to pay the established
price, and if you come across one of these
fellows, just stick to the principle we are
trying to establish through the efforts of
our state and national associations.

Railroad watches today are bought on
the open market. Any employee can go
to any jeweler in the country and purchase
his watch, and it depends largely upon a
jeweler's personality to supply the trade.

It is, of course, true that railroad watch
inspectors use a deduction order system
established by the railroad companies
whereby an employe can sign an order
to have so much come out of his time on
the purchase of a watch. This is a matter
of convenience to the employe. If the
railroad company compels their employes
to have a standard watch, they must
provide some way for them to get the time
piece, as very few new employees that are
promoted, or hired during rush times, have
the ready money to pay down for a watch.

Ordinarily watch inspectors sell quite a
good many watches if they are on good
terms with the men.

First. Because they can be gotten on
time, and second because they put out
new goods. I have known some watch
inspectors to get into trouble over selling
an employe a second hand watch for new.
And third, many jewelers sell low grade
watches and guarantee them to pass rail-
road inspection just to get the best of
some inspector. This is also one of the
tricks of the catalogue houses. When
such watches are presented for inspection,
the first thing a railroad watch inspector
should do is to see that it is a clean cut
honest piece of goods.
I never use coercion or criticize an

employe for buying his watch from another
jeweler. I take just as good care of it
as if it were bought of me. First, in my
judgment, it is right, and then you will
get a better feeling among the men for
square dealing.
I have about five hundred employes on

my rolls, including eight hundred miles
of track to go over several times each year,
looking after section and bridge foremen.
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The railroad company issues watch
certificates to these employes twice a
year, which have to be filled out and
turned into the company, also the general
time inspector. This requires an end-
less amount of clerical work. Also each
local employe must present his watch
each week for comparison, and sign his
name to a sheet kept for that purpose;
his watch must be looked at and a record
put on his rating card. At the end of
each quarter these cards are properly
filled out, the rating added and the card
sent to the general time inspector for
filing in case of trouble over any matter
where the time might be involved.
Watch inspectors receive no pay for their

services; simply take their chances in
attracting trade which depends on being
on good terms with your men. We have
the railroad company to please and the
employes. We are compelled to turn in
the names of those not registering each
week, and this must be done with a great
deal of judgment; otherwise you will have
the whole bunch down on you. You must
be acquainted with your men, and know
where they are. You soon pick out the
careless ones and can handle the matter
accordingly.

Railroad Watch Inspection should not
be left to clerks.
Railway watch inspection should not be

left to clerks entirely, as it then becomes
a matter of system only, and the benefits
derived from having the emplo.yes call at
your place once each week whereby you
become acquainted with them is more or
less lost.
The proprietor of a store must know

his men; become so well acquainted with
them that he can call them by name and
have some kind of a social greeting when
they call to register. In this way you soon
make boosters out of them. They will
bring work to be done and will sometimes
sell a watch for you or do you some good
turn. On the other hand, if your inspec-
tion is conducted as a matter of discipline
only you will soon find that it will not do
you much good. Instead of being a
booster, they will be knockers and sooner
or later you will find that there will be a
petition circulated for your removal. You
must show them that you are interested
in them the same as you would be in any
customer.

Railroad watch inspection requires the
very best help you can get. With a great
many jewelers if a customer's watch is
forty seconds to two minutes off, in a
month, it is very satisfactory to the cus-
tomer. But with the railroad trade, when
you have about four hundred coming into
your place each week, you can readily
understand that it will take a great deal of
time to rate these watches, for if a watch
is from ten to thirty seconds off, it will
have to be set and rated.

It also requires an investment of several
hundred dollars to keep a lot of standard
watches to loan. These also have to be
kept in order so they will do nicely when
they go out on the road, and the most of
this repairing is done at the expense of
the inspector.
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"American Beauty"

Table Case No. 490 for
Jewelers is designed and made
by the Grand Rapids Show
Case Company-one of a com-
plete line of equipment for
every department of the pro-
gressive Jewelry Store,
adopted by the leading men of
the trade all over America.
GRAND RAPIDS SHOW CASE COMPANY
The Largest Show Case and Store Equipment Plant in the World

GRAND RAPIDS, MICHIGAN
Showrooms and Factories:

New York Grand Rapids Chicago Boston Portland

Have You Ever Stopped to Consider What
You Can Realize from "Odds and Ends"?

SEND Because of our long ex-
perience, fine equipment

us the filings and broken

parts that your manufac-
and advanced methods,
our work is thorough and

turing and repair depart- quickly done, and we re-
turn to you results far in

ments furnish, it will pay excess of your expecta-
you. tions.

It will pay you to consign to us your next

lot of scrap, filings, waste or sweeps

CONLEY & STRAIGHT
236 Eddy Street, PROVIDENCE, R. I.

Refiners, Assayers and Smelters of Gold and Silver, Assayers and Sweep Smelters.
Dealers in Fine Gold, Silver and Platinum. All Kinds of Gold and Silver Anodes.

Learn Engraving Now
Take a short course in engraving in our school
this summer, in order to be ready for the busy
times coming in the fall.

The thoroughness and quickness with which
our students are taught engraving is proven by
the high positions they hold after comparatively
short courses of instruction here.

Your opportunity is here now-don't miss it;
get ready for the harvest which will be reaped by
those who are prepared when the "rush" comes.

Send for our book of information and catalogue.

The Ezra F. Bowman
Technical School

of Watchmaking and Engraving
LANCASTER, PA.

PREPARE FOR THE
ENGRAVING HARVEST

The engraving fad still holds sway and the public insists on the finest
work. There is prestige and profit for the jeweler in artistic lettering,
and loss of both in commonplace work. The jewelers' salvation in
monogram engraving is the high-class compilation

HORNIKEL'S ENGRAVERS'
TEXT BOOK

which makes the work easy for the engraver and assures satisfaction to
the customer. No matter what form of letter engraving may be called
for, this book furnishes many models of unexcelled beauty.
This work is now considered an essential in every first-class jewelry store.

A Copy Will be Sent Postpaid to Any Part of the World
on RecesPt of Price, $6.00 (Z* ss)

  FOR SALE BY  

THE KEYSTONE PUBLISHING CO.
809-811-813 North 19th Street :: :: PHILADELPHIA, PA.
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Interesting Points in Electro-gilding

It often happens with gold solutions, although

they may have been made properly, that they do

not always produce a clear rich color. This some-

times may be due to imperfect cleaning, and that,

among other things, is an essential point, for the

least oxide or grease will react on the color during

the deposition of the gold. A few of the other

obstacles which often beset the craftsman who does

his own gliding are enumerated as follows, includ-

ing the remedies to be applied to meet with suc-

cess:
1. Too large an excess of cyanide of potassium

in the solution causes the gold deposit to be of a

dirty-looking pale color and will not finish well.

Remedy: Add some crystallized chloride of gold

dissolved in a little water to the solution.
2. If the deposit is red, or dark brown to black,

too much current is passing through the solution.

Remedy: Keep the article moving about in the

solution, and raise the anode a little out of the

solution.
3. The color of the deposit may be varied by the

temperature of the solution. The higher the

temperature, the deeper and darker will be the

gold deposit. A moderately large current, with

ample gold in the solution, and a high temperature,

will produce a fine rich gilding. A small current of

low voltage, a small quantity of gold in the solu-

tion, and a low degree of heat will produce a pale,

unsatisfactory color.
4. When the anode becomes tarnished, or an

oxide forms on its surface, it shows that the solu-

tion requires cyanide of potassium. Remedy:

A few pennyweights of cyanide to each gallon of

solution will generally put the matter right if the

solution is not exhausted of its gold. Before, how-

ever, adding the cyanide, see to the current first

to make sure that no obstruction is placed in its

way. If the solution is exhausted of its gold, add a

little cyanide of gold, or of gold ammonium if

sufficient cyanide is present, and it will probably

work as well as ever it did after the addition of

either one of the above gold salts.
5. Hot gilding solutions deposit a deeper and

finer color than do cold solutions. Hot gilding

solutions may contain from 15 grains to 30 grains

of fine gold to the quart, while cold gilding solutions

will require from 60 grains to 120 grains of fine gold

to the quart to produce good gilding.
6. A good working solution, if made by the

chemical method, will require to one part of fine

gold, 8 parts of cyanide of potassium. If

made by the battery method, to one part of fine

gold, 10 parts of cyanide of potassium will be re-

quired, and if the solution is made from the cry-

stallized chloride of gold to one part of the chloride
of gold salt, only 5 parts of cyanide of potassium
will be necessary to make a good mixture.
7. If no gilding is being effected, look to the

battery connections and ascertain if the current
is passing, and if it is, the solution may require
some gold salt, or cyanide of potassium, or both,
to be added.
8. If too much free cyanide is present in the

solution the color will be sandy, and patchy, and
the deposit non-adherent. Remedy: Treat as
directed in paragraph No. 1.

9. If the deposit is slow in taking place, and the
current is flowing with the right voltage, it shows
a deficiency of cyanide of potassium. Remedy:
Add a small portion of cyanide by degrees until
the deposit takes place more quickly.

10. If when the current is right and the solution
deposits the gold very slowly, and of a light yellow
color, the solution requires more gold. Remedy:
Add some more gold to the bath in one of the forms
before mentioned.
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11. When a frosted appearance is required to
finished gilding, sand-blast the work first.

12. When too much cyanide of potassium
has been added to the gold bath in mistaken
endeavors to put a faulty solution right, a little
chloride of gold salt, if made an addition in that
form, will check the amount of free cyanide by
uniting with and converting the chloride of gold
into the double cyanide of gold, and thus reduce the
bath to its normal condition again.
13. High voltage produces a hard deposit of gold.

Low voltage produces a soft deposit of gold of
great tenacity, difficult to buff off, but will wear
well when the articles are not buffed to remove the
gold surface. High voltage deposits are easily
removed by buffing.

14. Hot gilding solutions require much less gold
than cold ones, the deposit is better, a finer grain
is given, and this causes it to cover better than
when deposited from cold solutions.

15. The temperature of the solution determines
the color; the hotter the solution the redder is the
gold deposit. A poor gilding indicates one or
more of the following defects:-insufficient heating
power in the solution; too little gold in the solu-
tion; surface of anode too small for the size of the
article being gilt; weakness of the current; too
much cyanide of potassium in the free state.
16. A very small quantity of chloride of lead in

the solution will cause the gold deposit to be bright.

17. When the anode becomes blackish the solu-
tion requires gold to be added, and if the addition
is made in the form of cyanide of gold, no doubt
that will be found sufficient to correct the defect,
but if the addition is made in the form of gold
chloride, or gold ammonium, a little cyanide will
also be required. The better plan, when either
of the latter gold salts are used, will be to dissolve
them in just sufficient cyanide solution to cause
them to dissolve into a clear liquid, and to make
the addition of the gold in the form of a liquid.

18. Gold solutions do not work well unless a
little free cyanide is present. About three-fourths
the weight of the soluble gold existing in the solu-
tion is a good proportion to employ.

19. If a green gilding is required, mix a little
cyanide of silver solution with the gold solution.
If a red gilding is required, mix a little cyanide of
copper solution with the gold solution, and keep
each solution separate, such mixtures to be used
only for gilding those particular colors.

20. Gilding is mostly done in hot solutions,
and as the liquid evaporates by being kept hot,
water must be added from time to time. The
water is best added when the operation of gilding
is over for the time being, not when it is about to
commence, or the solution will give less satisfactory
results. When the solution has been standing for
some days without being used it usually requires
the addition of a little cyanide of potassium, as
portions of that salt absorb carbonic acid from
the air and some of the cyanide of potassium be-
comes converted into carbonate of potash.

21. Articles of iron, tin, and lead are difficult
to gild direct. It is usual, therefore, to give them
a thin coating of copper by the cyanide of copper
solution, and immediately transfer from this into
the gilding solution.

22. The color of the gold, on coming out of the
gilding solution, should be of a dark yellow, border-
on a reddish tinge, which, after scratch-brushing
or burnishing, will then transmit a deep orange
shade of coloration.

23. A very rich dead gilding may be effected by
adding to the gold solution a little aurate of
ammonia just before immersing the articles.
24. The double cyanide of potassium and gold

solution yields the finest yellow color. The fulmin-
ate of gold solution yields the deepest orange
color, and gives a fine rich deposit of gold.

25. A deficiency of anode surface leads to an
impoverishment of the solution, and bad results
follow in the character of the deposit, causing it to
become paler and paler, losing more and more of its
richness, until it ceases to deposit gold altogether,
while, on the other hand, an excess of anode surface
will tend to enrich the solution, by causing more
gold to be dissolved into the solution than is re-
quired. In this way gilding is likely to become an
expensive matter, as it causes the gold to be de-
posited at a much faster rate, and more gold is
likely to be deposited than is necessary for the
purpose.-The Jeweler and Metalworker (London.)
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New Nickel-plating Solution

A new nickel-plating preparation is now being
imported into this country from Germany and

which is called "Prometheus" nickel salts. It is
made by Dr. Friedrich Neubeck, Specialfabrik fur
Galvanotechnik, Schwanheim am Main, Germany.

Adolph Neubeck, 216 Fifth avenue, New York
City, is the American representative.
The salts are used, according to the directions

compiled by the importer, in the following manner:

To each gallon of pure drinking or rain water
take 2 pounds of "Prometheus."
Heat the water to about 175° Fahrenheit in

an earthen or enameled vessel, add "Prometheus"
gradually stirring with a wooden ladle to facilitate
liquification. Be sure that all "Prometheus" is
dissolved, any undissolved parts should be treated
with boiling water, and then added to the original
fluid.

While making solution avoid contact of "Prome-
theus" with metals, such as iron, copper, zinc,
etc., as it will spoil the bath.
The cooled solution is ready for use and must

possess a specific gravity of about 16° Beaume.
Use large anodes.
The anodes should be 98 per cent pure nickel.
The total surface area of the anodes should be

fully as large as the total surface area of the object
to be plated.
The normal temperature of the solution to be

held at about 60° Fahrenheit.
The most desirable bath tension for nickel-

plating is 2 Yi to 3 volts; with lower temperature
the tension should be correspondingly increased.
The current of the "Prometheus " rapid nickel

plating solution or bath should be about ten
amperes to each square foot of surface area of the
object to be plated.

Reaction of Solution and Correction

The reaction of the bath must always be acid,
so that blue litmus paper will turn distinctly red,
while red Congo paper should retain its color.
To test the bath, which should be done fre-

quently, dip a strip of the above mentioned papers
into the solution. Should the litmus paper turn
red and the Congo paper turn blue, the solution
contains too much sulphuric acid, which can be
remedied as follows:
Mix carbonate of nickel-oxide with a small

quantity of the solution in a porcelain or earthen
bowl to a paste; add this to the bath stirring
constantly with a wooden ladle until the Congo
paper ceases to turn blue. The litmus paper,
however, should still turn red.

If in testing the bath, the blue litmus paper
does not turn red, the solution has become neutral
or alkaline, and the acid reaction must again
be produced as follows:

If the specific gravity is not less than 16°
Baume, add small portion of diluted sulphuric
acid, one part to ten parts of water, until litmus
paper again turns red, but if the Congo paper
turns blue too much sulphuric acid has been added,
and this must be reduced with carbonate of nickel
oxide as directed above.
Should the specific gravity be less than 16°

Baume, add 1 pound "Prometheus" to each five
gallon bath, heat part of the old solution to
boiling point, in which dissolve "Prometheus,"
then pour back into bath, hot, stirring constantly.
The superiority of the salts, it is claimed, is as

follows:
1. No additional equipment is required.
2. The work is done in one-third the time of

the old nickel salt baths.
3. Saves from 10 per cent to 15 per cent in

anodes.
4. The deposit is absolutely non-porous, thereby

overcoming corrosion.
5. Produces a pure, silver-white color.
6. Deposit can be made up to 1 m/m thickness

without danger of peeling.
7. Solution will outlive many times the old

nickel salt baths.-The Brass World.
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We Manufacture

Three Sensitive Drills

One, taking drills up to

3-16 inch, the other two

up to -% inch.

Our No. 1 Drill was
designed for rapid and

delicate work, and is made

as simple as possible.

The No. 2 Drill is iden-

tical to our No. 3, with
the exception that it is

not mounted on a column.

The spindle in both drills

has a Morse No. 1 taper
hole and is counter
balanced by a coil spring
around the feed lever
shaft.

M Ask for Catalog No. 18

The W. W. Oliver Mfg Co.
1490 Niagara Street .*. BUFFALO, N. Y.
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Polishing

LEI MAN BROS.
COMBINATION

Dust Collecting Outfit

Suction at both hoods
Dust does not go through blower

with a powerful suction of air for
drawing the dirt and dust into the
cabinet underneath the bench.
The motor is direct connected to
the blower-shaft, saving power,
and belted to the polishing head on
bench above. It pays for itself in
power saved and in the increased
value of the sweeps saved. Can't
clog up—better than a large mul-
tiple outfit where a number of
polishers are employed. The
blower does not have to suck
through long lengths of piping,
hence a better suction and better
results are obtained. Furnished

•complete as shown, ready for
operation.

CATALOG No. I

LEIMAN BROS.

INDIVIDUAL MOTOR DRIVE

Rolling
Mills
for rolling gold, silver,
brass, copper, etc. Corn-
pact and powerful. Easy
running. Also furnished
without motor for oper-
ating from a shaft. Does
the work of a table roll
without its unwieldiness.
For flat wire or half round.

CATALOG NO. 256

g

LEIMAN BROS.
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LEI MAN BROS.

Positive Pressure
Blowers
for melting, soldering, annealing, sandblasting, etc.
Used by jewelers everywhere because they require
very little attention. They can't get out of order.
The pressure is smooth and even without any fluc-
tuation and therefore they are ideal for use with
blowpipes Also used for

VACUUM CLEANING

Clean your shop or home with them.
CATALOG No. 2 (Blower) ; No. 31 (Vacuum)

LEI MAN BROS

AUTOMATIC, CONTINUOUS FEED

Sand Blast
for frosting and mat finishing on all metals, jewelry,
watches, novelties, glass, etc. These sandblasts cannot
clog up or get out of order because they use both the
pressure and suction of the air. All pipes are short
and straight, requiring little power. No long curved
pipes that wear out easily and are expensive and
difficult to replace.

CATALOG No. 3

62C JOHN STREET
NEW YORK
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Wireless Time for Jewelers

Iddress by H. E. Duncan, of Waltham Watch Co., Before Annual Convention

Indiana Retail Jewelers' Association

When the sale of a timepiece is made, it is safe
Lo assume that the purchaser has in mind a certain
degree of time-keeping excellence in his purchase,
And that he should not be disappointed in this
respect. If his purchase was based on the claims
of the $1 pocket clock made in its advertisements,
or worse still, the claims of the department stores
of "the best at one-half price" that fill our daily
press, it is my opinion that he will be disappointed,
and in his dissatisfaction he will blame the jeweler
or his workman. How many dealers in watches--
I call them the legitimate jeweler and the watch-
maker—are today beyond the possibility of being
classed under the many uncomplimentary heads
named by the dissatisfied purchaser?
Gentlemen, this condition will remain as long as

you continue to sell timepieces without knowing
yourself how well they will run before you sell
them. When selling you are asked to warrant
them, and you do so. Why is not such a procedure
a plain gamble on your part? You do not know
how they will run. You think the manufacturer
has had that in hand, and you will take a chance
on that; so does the department store owner, and
his chances of success are as good as yours. If
all watches remained in the condition in which they
left the hands of the makers, then would the pur-
chaser judge the watch and its makers by its
performance when he got it; but if through some
cause they are not in that condition, then by proper
timing will they tell where they are at? Do you your-
self know this, or do you take your chances—
gamble I call it? A standard Webster defines as
something established by authority, and standard
time in the United States is obtained from the
naval observatory at Washington, D. C., or its
only branch at the navy yard, Mare Island, on
the Pacific coast.

Time from Star Transits
They obtain their time from star transits, noting

• the error of their clocks, as • T (Delta Tau).
Now this means that their clocks are never on
exact time, and they are positive of their error
only at the instant of observation. After that it is
based on what the clock or standard has done in
the past, and what it will probably do up to the
instant of the next observation; and this is called
the projected rate. They can tell you to the
fraction of a second how much each clock varies
from this standard—the fixed stars—at any day,
hour and minute of the year past, but not for the
year to come, as that is not known. Once a day
they set a secondary clock, or transmitting clock,
as near as possible on time without the error of the
standard clocks (and it is very close on time you
may feel confident), and at about noon they con-
nect this clock with the Western Union Telegraph
Company lines, and they transmit the beats of this
observatory clock over their lines for five minutes.
Any failure to transmit these beats, or inaccuracy
in doing so, is not the fault of the clock; it is due
to the telegraph company, and the limitations of its
instruments and electrical conditions.
The United States Naval Observatory can tell

you each day what the slight error of their trans-
mitting clock was. Who can check up on the time
taken from the wires? Is it the same as that sent
out by the Naval Observatory?
Now, one step more. The Naval Observatory

makes no charge for the standard time to any one
but can you get it for nothing? If so, it is not the
ugual experience. But, gentlemen, we are on the
eve of a new condition—a condition I am pleased
to state that the company I represent has already
availed themselves of obtaining the "ticks" of
the Naval Observatory transmitting clock by
wireless waves. This new method of transmission
is in its infancy now, but it is not too early for
you to study up a little and get in line to keep in
your proper position before your public as the
local authority for standard time.

The Wireless Waves
Before considering the necessary equipment to

grab the time signals as they go by as wireless
waves we will first take up the wave itself. You

must not lose sight of the fact that with the making
of the wave; or in plainer words, the transmission
of the signal, _we will have nothing to do. We
must put all our attention on detecting the passing
of a wave.

First let us take the air as an example of motion.
With a fan in your hand you can so wave the fan
that a person near you can feel the motion (a
breeze you may call it); and if the motion of the
fan is not too rapid you can count its vibrations
by counting the impulses you feel in the air.
You will also note that the more power you put
into the fan's motion the greater will be the effect
in moving the air (let us call it air waves). Most
things in the path of these air waves will interrupt
or deflect them, or neutralize the power expended
in moving the fan. We could go further as an
example of these waves and say that if they were
counted we can classify many of them by pitch
or musical tones. Four hundred and fifty waves
per second is one of the standards.
While sound will travel in the form of waves in

the air it will not do so in a vacuum; yet light will.
And accepting the scientific explanation that light
travels as waves and can be reflected, condensed
and dispersed, that it will pass through a vacuum,
but sound will not. Then light don't depend on
air to transmit its waves. Now light is made up
of waves of different length; mix them all up and
we have white light, or daylight; but science says
there are many kinds of light waves we do not see
with our limited eyesight. Some of these light
waves are not put of commission but go on or pass
through many things that we once thought would
stop light; but science proved itself correct with
the X-ray. It requires the sensitive photographic
plate to record their passage; the human eye can
not do it.

Ether Waves

Now we come to this fact, that while sound will
travel as air waves light must use some other
medium; something that is more fluid or flexible
than air, and this medium is called ether. As
water will flow between rocks or sand, so will
ether flow through almost all known matter, but
not always with the same ease or freedom; and
this is called resistance. Magnetic and light waves
are both waves of the ether in motion but at
different speeds or rapidity of vibration.
The United States government will transmit

the wireless time signals. At first they may not
have in mind the jeweler, but later they will be
recognized and their wants will be freely met by a
suitable service.
I am at present using a Clapp-Eastham receiving

set, contained in a mahogany box on a shelf on the
wall, and the reading of the signals is made with a
pair of telephones with a head strap.
The next thing required is the aerial or antenna.

There are many kinds of these, but they may be
briefly described as a grid of about 150 feet of
wire suspended in mid air and a vertical wire
leading from the grid to the instruments.
As we fail to detect the X-ray waves of light with

the human eye, so will the human ear fail to detect
the magnetic waves of the wireless isgnal. In the
former instance we use the photographic plate;
in the latter, the telephone. Wireless waves at
100,000 per second are about the slowest of any
practical value.
In the establishment of a receiving station in the

ordinary place of business, the first thing to be
considered is that of the aerial or atenna, as it is
usually called. It would be well to base your
estimates of the aerial on 150 feet of copper wire,
something about 15 Brown and Sharpe's gauge.
This will work out nicely as one piece of wire, or
you can cut it up into four pieces, 25 feet long,
putting them up, as it were, in the form of a grid-
iron. Now when these are suspended they must
have no contact with the ground. They gather
the magnetic waves as they pass through the air.
Should they accidentally have contact with the
ground, you would lose all the effect; but supposing
you decide to use the four strands of 25 feet long
the first thing to consider is the distance of the

1569

station that is sending out those signals. The more
distant the station and the weaker the power,
the more energy they must have, or the greater
surface of wire to gather in the waves for your
use. It is safe to say that with 150 feet of wire,
at 75 to 100 feet high, properly insulated or pro-
tected from ground currents, the average corn-
mercial or government station signals can be
picked up at 150 miles distant.

Receiving Instrument

The next is the receiving instrument. The
receiving instrument is introduced in the wire,
called the lead-in wire, that leads from the aerial
to the receiver, through the receiver and out to a
suitable ground connection, which is preferably
a water pipe or a large sheet of metal buried deep
in the earth if there are no pipes. In the degree of
excellence of this ground depends much of the
success of your receiving set. The receiving set,
properly speaking, consists of a coil of wire wound
on some kind of an insulated cylinder, and every
time the electric waves pass your aerial they cause
an exceedingly small amount of magnetic current
to flow down from the aerial through the lead-in
wire, around this coil, and so on to the earth.
Now by making a similar coil of wire on another

cylinder and slipping it inside this first cylinder,
yet not touching it in any way, we have the second
part of the coil, known as the Induction coil. The
duty of this coil is to recognize any magnetic
current that passes through the first, or receiving
coil, and intensify it. This intensification is sub-
ject to more or less adjustment by slipping the
coil out or in as may be necessary to get the signals
more plainly to the ear. Now these currents are
so exceedingly small that the ear would not detect
them; yet if you pass them through a pair of very
fine wound (or high resistance) telephones you will
hear the disturbance; that is, you will note the
passage of a wave.
The transmitting instruments at the main

station that is sending out these waves do not
send them out as one long electric movement, but
it is a series of exceedingly fine pulsations, as I
have stated before, not less than 100,000 per second.
To those that have never heard the message or
waves coming in on the phone I can best describe
what you hear as being similar to the ringing of an
electric door bell; technically speaking, it is a
buzzing sound like the bee, or like the sound of a
humming bird. Now we have come to the receipt
and interpretation of the signals. If it was a
regular wireless message, you would put the
receivers to your ears and wait until somebody
sent a message, and then you could hear more or
less distinctly these little buzzing sounds. They,
translated into letters of the Morse alphabet, mean
dots and dashes. The shortest possible dot of
vibration that you could distinguish would be
known as E. and if five of those would follow
in rapid succession it would be the numeral 5.
But here is where there is a little difference

between taking the time signals and taking the
regular wireless message. The government will,
when the time comes, send out their signals at
some stated hour. You will not have to listen and
wait sometimes a half hour for some message to be
sent; but at the hour and minute when the govern-
ment signals are due you will go to your instru-
ments, put the telephones on your ear and wait
the beating of the transmitting clock. When you
begin to hear the beats (and there will be no mis-
take on your part) all you have to have near you
is some timepiece, or be within sight of your stand-
ard clock, and you can note the difference between
those signals and the time shown by your clock.
At the present time the government is sending

out signals from four stations on the Pacific coast,
and eleven stations on the Atlantic coast, giving
the time to mariners. Jewelers who are within
the radius of any of these stations can, if they wish,
equip themselves with the wireless at an expense
of not over thirty-five dollars, plus the expense of
the aerial receiving sets in addition to this, and
avail themselves of those signals. When the
big new tower is done everybody will be in range
of the main station. Understand, that after
you have once set your instruments the chances
are that except for lightning or some other inter-
ference with the adjustment of your coil you will
not have to do any tuning or changing, as you
would if you were to endeavor to take messages
from various stations throughout your territory.
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Scores of young men owe their success to the thorough and
practical training received at the W. I. of H., the
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Ceylon: The Island of Jewels

The Natives Collect and Polish the Gems—Crude Grinding and Polishing Equipment—
Possibilities of the Industry

By LEOPOLD CLAREMONT, in Knowledge

The gem-minerals with which Ceylon is so gener-
ously endowed are remarkable, not only for their
beauty, but also on account of the great variety of
them.
Although the diamond, opal, emerald, and ped-

dot are conspicuous by their absence, all the other
well-known transparent gems are abundantly rep-
resented in the island. There are also many very
beautiful precious stones with which the general
public at all events is more or less unfamiliar.
The principal mineral is corundum, of which the

red and blue varieties constitute the gems, ruby and
sapphire. It, however, also occurs in a long series
of different colors of varying shades, which range
from the ruby-red to delicate rose pink; from the
royal sapphire to sky-blue; from plum to violet
and lilac; and from golden orange to primrose.
There is also a most attractive rich salmon-pink

variety, resembling the tint of the "Sunrise" rose,
and which is known to Ceylon as patparagum, and
very rarely only, the mineral is found green in the
island.
In Central Queensland, however, at a place called

Anakie, the green variety is fairly plentiful, while
the red and purple are entirely absent.

Star Stones or Asteras

Some of the corundum gem-stones exhibit the
phenomenon of asterism, that is, they display a
bright shimmering six-pointed star with the rays
divergent from the center of the stone when it is
cut with a smooth convex surface.
They are found almost exclusively in Ceylon

(a few ruby star-stones are found in Burmah), and
under the name of asteras or star-stones are highly
valued by connoisseurs when of choice quality.
For some unknown reason, the yellow and green
varieties of corundum do not exhibit the phenom-
enon of asterism.

Another gem-mineral which possesses a similarly
extensive range of color, except that yellow is
missing, is the spinel. Some specimens of this
somewhat resemble rubies and sapphires, and are
therefore often described as "spinel rubies," and
"spinel sapphires," respectively. It is, however,
very much softer than corundum, and is one of the
three gem-stones, occurring in the form of crystals,
which are singly refractive, the other two being
diamond and garnet.
There is a remarkable flame-red variety of

spinel, the color of which is unique in the whole
mineral world, not even excepting the ruby. It
is an exquisite gem of great value.

The Chrysoberyl

The chrysoberyl is an attractive gem-stone, al-
though its beauty is somewhat unappreciated. It
occurs in shades of autumn green, brown, and yel-
low, and possesses great brilliancy. There are,
however, two varieties of this gem-mineral which
form well-known and valuable precious stones; of
these, the most important is known as the alexan-
drite. Fine examples of this gem by daylight ap-
pear pistachio-green, changing to rich mulberry-red
by artificial light.
Ceylon is the chief source of alexandrites, al-

though a few are found in Siberia.
The other important variety of chrysoberyl is

the cymophane or cat's eye, which, when cut with
a smooth convex face presents a narrow white line
glittering across it, which has a fancied resemblance
to the iris of a cat. The position of the line or ray
alters as light strikes it from different angles, giving
a peculiarly mysterious effect. Cymophanes are
only found in Ceylon.
The rarest and most curious of all precious

stones are those cat's eyes which change from green
to red, as do the alexandrites.
By the superstitious natives the cymophane is

considered to be an entombed spirit, and this can
be more readily understood than many other
similar conceits, because of the strange resemblance
of the stone to the eye of an animal.

Many shades of soft yellow, brown, cinnamon
and green are displayed by specimens of the min-
eral jargoon or zircon. This gem-stone is strangely
unappreciated, for not only is the coloring most
pleasing, but the brillance is second only to that
of the diamond.

Another reason why the neglect of the zircon is
unaccountable is that this beautiful gem is com-
paratively inexpensive.
The writer has only space briefly to complete the

list of precious stones of Ceylon, for his object is to
give the reader some idea of the manner in which
they are handled.
There are garnets, red, brown, violet and cinna-

mon; topazes, white and blue; tourmalines, red,
claret, green, yellow and blue; aquamarines or
beryls, sky-blue and sea-green; besides iolotes and
moonstones.

Important Native Industry

From the foregoing paragraphs it should be ap-
parent that these gems present a pageant of color
unequalled by those of any other district.
From the finding of a precious stone in a river

bank or gem pit, to its use as a jewel by a woman of
fashion, it passes through many strange hands, and
undergoes much alteration in appearance.
The securing, cutting, polishing and marketing

of such a large number of gems necessarily comprise
an important industry. The entire trade is con-
trolled locally by the Moormen, many of whom are
extremely wealthy.
The foremost of them not only buy up the most

important stones as they are found from time to
time, but send out expeditions into the principal
gem-producing areas to search for them. They
all either retain their own cutters or superintend
the work given out to be done. No foreigner is
admitted within the magic circle of the Moormen
except as a customer.
The Moormen are descendants of the Moors

who once occupied Ceylon, and of whose forts large
ruins still exist in the island.
The value of the precious stones annually ex-

ported to Europe and America from Ceylon is
estimated at fifteen million dollars, and high prices,
especially for choice specimens, are realized locally
from travelers and tourists.

Origin of the Stones

The gem-stones are of igneous origin, and have
been loosened from the granite and gneissic rocks
in which they were formed by disintegration.
They are found in a stratum of alluvial gravel
which is known to the natives as "illam," which is
reached by digging pits of from three to thirty feet
in depth. They are generally in the form of more
or less. water-worn nodules, undamaged crystals
being very rare.
When the pits are deep, the illam is hoisted to the

surface by means of a primitive kind of wooden
crane, and it is then carried to the nearest stream
or pool to be washed.
It is often found, in low-lying spots, that old

disused gem pits which have become filled with
water are available for the washing of the gem-
bearing material.
The illam consists of gravel embedded in yellow

or reddish clay, and is usually brought to the sur-
face in a dry condition, but when the gem pit is
below the level of a neighboring stream it is rather
muddy.
Sometimes the stratum of illam crops out, or is

exposed upon the surface of the country, and this is
generally found to occur on the slopes and banks of
rivers and streams. When this is the case very
little excavation is done, as the material is more
easily obtainable.

Hunting for the Gems

The searching for gems is carried on from October
to March. . The washing is done by means of a
circular basin-shaped basket, about twenty-eight
inches in diameter and twelve in depth, which is

called a "gemming basket;" the native wading up
to his knees holds the basket in the water.
A circular turning movement is given to the

basket, which is occasionally allowed to tilt below
the surface of the water, and in this way the lighter
stones slip over the edge, and the heavier ones re-
main in the basket.

After a good many basketsful of gravel have
been washed in this way, the residue, which is
found to contain thorianite and thorite and other
heavy minerals, is carefully searched for gem-
stones.
The number of gems found of insignificant value

is extremely large in proportion to that of the
choice specimens, so that often a great deal of work
is done before there is any prospect of recompense.
When an important stone is discovered there is

great excitement among the natives, and many
would-be buyers eagerly endeavor to outdo each
other in obtaining a bargain. The price asked is
generally several times greater than that which is
eventually accepted, and by continual bartering
the gem changes hands repeatedly.
Also, there are ever-ready pilfering fingers to pur-

loin from the rightful owner, or to substitute an in-
ferior stone for one of good quality. The diggers
and washers are continually watched to prevent
anything of the kind from taking place.

It is a matter of great difficulty for Europeans to
obtain details or photographs of the gemming in-
dustry, for the natives are very jealous and secre-
tive, and object to company upon their expeditions.
They are also exceedingly superstitious, and believe
in all sorts of devils and evil omens; they will not
even allow one of their own women to go near a gem
pit, because she would be sure to bring bad luck to
it.

The City of Rubies

There are several extensive districts in the island
where precious stones occur, but the most produc-
tive locality is the hilly country of Saffragan, the
chief town of which is Ratnapura, or in other words
"the city of rubies."

Nearly all the different kinds of gems are found
occurring together, the exceptions being moon-
stones, amethysts, and alexandrites, the last of
which are principally derived from Galle.
The natives have a great prejudice against send-

ing gems out of the island in the rough state, and
always cut and polish them locally. This is due
to their anxiety to see exactly to what extent the
beauty of each stone is developed by the cutting,
and thus accurately to estimate the value. They
do not care to part with the rough stones, for
Europeans to reap the benefit of any increase in
value.
The cutting and polishing is done by the Sing-

halese upon perpendicular leaden wheels, smeared
with emery, against one side of which the gem is
pressed with the left hand, while the wheel is
rotated by means of a bow and cord held in the
right. The whole apparatus is most • simple and
primitive, the success of the work depending
entirely upon the skill of the operator.

Method of Cutting

The cutters squat upon their haunches behind
the wheels, and sometimes an overseer watches the
progress of work to prevent theft. Much of the
cutting is done by the roadside in view of every
passer-by, but many little "tricks of the trade" are
withheld from public view.
The native gem cutters' chief object is to so

manipulate the precious stone that the maximum
of size and weight is retained, often to the sacrifice
of symmetry and brilliancy. They are wonder-
fully adept at retaining and regulating the color
which in some gem-stones is not of uniform density
throughout, and in dexterously hiding feathers and
flaws. Owing, however, to irregularity, and also
the want of symmetry and proper proportion, it is
generally found that the gem-stones in the "native-
cut" condition are unsuitable for the requirements
of high class European jewelry. It is therefore
necessary, before they can be used for the purpose,
that they shall be re-cut by a skilled lapidary with
a knowledge of mineralogy and optics.
In principle, the apparatus used by the European

gem-cutters is similar to that used by the Moor in
Ceylon. The wheel is, however, made of copper
and diamond dust, and revolves horizontally in-
stead of perpendicularly.
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It Pays to Send Us
Your Old Gold, Silver and Platinum

1st—We guarantee satisfaction at all times, and on all
work or purchases.

2d—You will receive prompt returns.

3d—We pay the highest possible prices for Old Scraps,
Jewelry, or anything in this line you have to sell.
4th— Our machinery is the latest and most up-to-date,
which makes it possible for us to do the things we say
we will.

5th—We need all the Gold, Silver and Platinum we can
get for our manufacturing purposes.

6th —A square deal is our motto.

W. E. MOWREY, 1435 University Ave., St. Paul, Minn.
MOCCUMMUMOCOMICUILICOOMUMMUISHICIMUICHIMUUMMUUMZUMI

TWO IN ONE 11
A combined Bunsen Burner and Blowpipe. Illus-
tration shows a powerful Bunsen Burner. When
a blowpipe is desired, slip the blowpipe head —
shown laying on the table—over the top of Bunsen
gas tube and attach the air blast to it. Simple, is
it not ? Has a range of flame from a brush flame
large enough for any jewelers' work, to a fine needle
point just right for Opticians to solder those frac-
tured temple pieces or bridges. A universal joint
allows it to be set in any position desired, leaving
both hands free to handle the work. Write for
catalog " B" illustrating it and all our Jewelers and
Opticians specialties.

1 'e BUFFALO DENTAL MFG. CO.IIg N%4:cciogitd117-Slid ,,:n3  BUFFALO, N. Y. U. S. A.
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OF HIGH GRADE
GERMAN SILVER BRONZE GILDING METAL
PLATERS BARS LOW BRASS AND OTHER SPECIAL

ALLOYS IN SHEETS AND ROLLS

Q U I CK D ELIVIER I ES
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WATER BURY,
CONN.
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Watchmaker's
Lathe Motor

$16.00
Alternating or
Direct Current.

Wide Speed
Regulation and
Reversible.

WRIIE FOR
PARTICULARS

Fidelity Electric
Company

Lancaster, Pa.

A MECHANIC ORr 
There is big money in expert

0   
watch repairing. The demand

4111,1  
your work. Be an expert watch

for good workmen is larger than the supply.
7 es- Don't be a mere mechanic, a drudge at

• 

, repairer. We have helped more than kr '0

11 ledge and training as watch repairers—
we can help you. It is easy by our

600 young men to get an expert know-

method. Our experience,DeSelmsPatented
Charts, text books, special methods and equipment give
our students unusual advantages, quick a n d sure ad-
vancement. We will give you more knowledge and training Ina few
months than you can possibly get In a store apprenticeship in lui
many years. We will put you In a position to select
your own job andname your own salary. Decide ri ght
now to be an expert watch repairer. Come to our
school at your earliest convenience or if you cannot
come to us we will come to you by mall in your own A5001Uhome. You can employ your evenings or any spare --x•
time learning without giving up your present
employment A little time and money 

spentnow wili get you a larger salary later. AWEEK
Write for our booklet telling you bow we will make

• trained expert watch repairer of you. It le FREE.

The DeSelms Watch School
293 Perry Street Attica, Indiana

August 1, 1912 THE KEYSTONE

Cleaning Metals

A Discussion of the Modern Methods for Pre-
paring Metals for Plating and Finishing
Operations

In methods of cleaning metals for plating, as in
the politics of today, there are standpatters, pro-
gressives and insurgents, writes B. W. Gilchrist in
The Metal Industry. Standpatters, or reactionaries,
as they are sometimes called, still preach the
doctrine of twenty years ago, and maintain that
so long as a deposit is adherent, there can be no
reason for experimenting with newfangled ideas,
and paraphrase the standpat politician's motto to
read: "What is good enough for Roesleur is good
enough for me." They point with pride to the
plank in their platform (Langbein folio 131,
Removal of grease), which proclaims caustic
potash and lime the only desirable and regular
way of procuring a plating surface. While admit-
ting that good deposits are obtainable by these
methods, progressives contend that in numerous
instances these cleaners should be "recalled,"
and newer, quicker and less laborious cleaners
adopted. They demand the cleaning of iron and
steel by electricity, and the abolition of potash
entirely in the treatment of brass and copper.
Their hat is in the ring, and the party is gaining
rapidly numerically. They claim that with the
cleaners now on the market to have reached an
"Alabama' in the hunt for a correct solution of
all cleaning problems.
One step in advance, we find the insurgent de-

manding entirely new solutions and complete
elimination of both caustic potash and lime on all
classes of work handled by the plating department.
They believe in the education of the masses of
platers. They have no fixed program, but are
determined by some method to clean work with
less, or without any labor. That their aims are
tenable they insist, and as a final argument point
to the unending chain of circulars and booklets
that find their way into their department, from
those whose work it is to cater to this end of the
business. Some of these lie before me as I write
and many are advertised in The Metal Industry.
The concensus of opinion seems to be that no one
cleaner is superior to all others on all classes of
work. The cleaner giving the best results on iron
and steel may not be suited for brass and copper,
and the same is true on highly polished surfaces
and those with a rough finish. It may be found
advantageous at times to use two cleaners on one
article to obtain quickest and best results.

It is purposed in this article to mention but a few
salts that have been found suitable on the class of
work handled and give the results obtained
after many trials and various conditions. Re-
actionaries who refuse to see the advantages of
electric cleaning will probably bolt when the state-
ment is made that iron and steel should always be
cleaned by electricity, and that the day has passed
when work should be scrubbed with sand or pumice
under any conditions. To promote harmony,
therefore, let us first consider our old familiar
friend, potash.

Caustic potash, especially where iron castings,
received in a filthy condition are to be plated, is
still of great value. Where mineral oil has been
freely used; also on unions that come direct from
the tester, covered with oil and dirt and on stove
work with buffing compounds incrusted in the deep
recesses, it is what the Cascaret is to humanity.
A solution containing caustic potash, 8 ounces;
water one gallon, and cyanide potassium, ounce
to each ten gallons is preferable. This solution
should be kept at almost a boiling point and a
current with a strength of 5 volts used. As the

cleaning progresses the dirt and;oile'which float-in
large quantities should beskimmed frequently with
a board. Never use a piece of_metal, as it is apt
to come in contact with the tank and the work,
thus forming a short circuit, which will cause the
grease to explode with considerable force, which is
rather an unpleasant experience. While in most
cases the work will be chemically cleaned in this
solution there is always a chance of some small
particles of grease adhering to the work and to be
absolutely sure of good results a second cleaning
after rinsing in water will remedy any defects of the
first cleaner. This second cleaner may be made of
electric cleaning compound.

Electric Cleaning Compound
This is made in Ohio. It, like Ohio Republicans

is a progressive cleaner. It is easy to handle,
works quickly, and does not tarnish polished sur-
faces
' 

for which it is best adapted. On iron and
steel the solution should stand 5 degrees. Baume.
Temperature and current as given for cleaning with
potash. From figures furnished by the manu-
facturers about 60 per cent of those using this
cleaner are progressives, and 40 per cent insur-
gents, who claim this and all other electric cleaners,
except cyanide, should be worked with a reverse
current. This 40 per cent claim to be from Missouri
on this matter. Besides being a satisfactory
cleaner on iron and steel, electric cleaning corn-
pound gives excellent results on polished brass
and copper, by using it with less heat, strength,
and current than when used for iron. But where
the article is undercut with a rough background
which holds the polishing powders will not always
work unfailingly. So a preliminary cleaner should
be employed to loosen up the caked grease. his
can be quickly done with a solution of mineral
cleaner.

Mineral Cleaner
This salt, while comparatively new, has won

many converts, for while possessing the good
qualities of potash, it has none of its faults. It
works quickly without hurting polished finishes,
does not injure the hands, and requires very little
attention. It is cheap, and, unlike potash, is
unaffected by the action of the air when left
uncovered. An electric current is not needed,
but it will be found advantageous to have a
frame above the tank, which will furnish motion
to the work while cleaning. Should there be any
doubt regarding deep unfinished parts, it is advis-
able to give the work a second cleaning in the
electric cleaning compound solution.

While this may be deemed superfluous by many,
it is much better in plating, as in other things, to
be sure, than sorry, especially if trouble can be
thus avoided.

While the foregoing solutions are satisfactory for
the metals designated, they can not always be
depended on for plating nickel on nickel, as will
sometimes be necessary, where work has been cut
through, or damaged by rough handling after
buffing. In such cases, after using the cleaner
described above, the work may be brushed with a
paste of air-slaked lime in water to which may
be added a few grains of phenol-phtalein (this is
especially recommended to Socialists who adopt
this method); in fact, lime is a fine cleaner for
brass, a quick and sure way of obtaining a plating
surface, where rods or tubing (which are too long
to admit of immersion) must be handled. This
also applies to work having parts or letters
japanned which must not be softened in cleaning.
Benzine and gasoline should never be used for
cleaning, as the solutions given above can be made
to produce desired results at a less cost and with-
out the danger which 

results,
their use. The

following rules will be found to work on most
cleaning solutions:

1. Keep up the strength by adding small
quantities of salts each night.

2. When a cleaner works badly, apply the initia-
tive, referendum and recall.

3. If your electric cleaner won't work with a
direct current, be an insurgent and reverse your
current.
4. Try making your last dip on iron and steel—

hydrofluoric acid, as you do cyanide on brass and
copper.

6. Too much current in a cleaner will spoil the
finish on brass; the same applies to too much heat.
6. If you can't get results with these cleaners,

apply the steam roller; it's popular at present.
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The Revival of Handmade Jewelry

By ISABELLE M. ARCHER in The Metal Industry

In the art of the Egyptians and Etruscans we
find the source from which the Greeks derived their
knowledge of the making of gold jewelry, and the
exquisite work done by the Grecian artisans forms
the basis of the art of the Italian jeweler of the
Renaissance. But not since the Venetian gold-
smiths and jewelry workers designed their master-
pieces has the art of the jeweler reached such
perfection as it has during the opening years of
the twentieth century. The cause of this revival
of the jewelery art has been chiefly due to
interest taken in the designing of hand-made
jewelry by artistic designers and the superiority
in craftsmanship of hand-work over machine-made
jewelry.
In ancient times when the workers passed the

knowledge of their art as a legacy from father to
son, and the love of the work was inherited, a
life-time was spent in the learning and perfecting
of a chosen branch of the art of jewelry making.
The delicate tracery and fine wire work of the
Greeks could never have been formed except with
the utmost patience, and the skill shown in the use
to which the materials were put speaks of the
natural artistry of the worker. Later, in the work-
shops of the Renaissance, from the first dividing
and beating or pulling of the gold to the burnishing
and the stone setting of the finished article the
work was actually done by the same pair of hands.
In the studios of the great designers, where the
jewelry was made by under workmen, the master
superintended every step and each separate
piece was duly passed upon by him, but the entire
piece was completed, from first to last, by the same
artisan, thus insuring continuity of design and
workmanship. It was just this union of the parts
that has been entirely lost in the jewelry made
by machine. In the hand-wrouhht jewelry of the
present we see a return to the old methods, and
consequently more perfectly made and more
artistic jewelry. " '
The peasant jewelry of Europe reflects today

the work done for generations in out-of-the-way
places, and affords fine examples of hand-work.
It was principally through the interest taken in
this jewelry by the artistic designers and the work
done by them, in imitation, that the revival in
hand-made jewelry had its beginning. This new
movement does not comprise the latest fad, for
the new ideas have raised the standard in the jew-
elry makers' art, and the improvement has come
to stay. Starting in France with that much abused
Art Nouveau it has spread throughout Europe
steadily, and within the last few years has made a
permanent stand in America.
The chief difficulty at first was to produce good

work that would pay. Artistic designers who
worked for the sake of the art and the dilettante
could afford to spend much time on the designing
and making of one piece, but it was another matter
to commercialize this hand-work. The artisans of
the present day are not ordinary piece workers.
They now make the jewel from beginning to finish.
They are careful, conscientious workers and are
high-priced craftsmen.
The original shops of the modern school were,

until very lately, run at a decided loss, and not
until the large jewelry firms were convinced of the
stability of the movement and saw the ever
increasing demand for the artistic hand-work did
they endeavor, themselves, to compete with the
new firms, and then only by starting small depart-
ments of workers in this line. Now the business is
gorwing steadily for hand-made jewelry and is in
ever-increasing demand.

France is the center and the heart of the revival.
Fashions in jewels, like fashions in gowns, originate
in Paris, and from that city emanates the strength
of the movement. The greatest of all the modern
artists is Rene Lalique, of Paris. He is the father
of the revival, and the master designer has a large
following both in Europe and on this side of the
water. The return to the hand-made jewelry has
brought into use the old time methods of treating
the metal framework and setting of jewels. Much
more is made of this part of the work, and in some
pieces the artist relies more on the metal work to
hold the attention and give interest to the design
than he does on the stone.
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Frink Direct-Indirect
System of Illumination

This system of lighting, with 250, 400 and 500 watt lamps is the most modern method oflighting drygoods stores, etc.
Frink Fixtures used are "Semi-Indirect" (shown in the illustration.) The framework ofthese electroliers conceals a powerful reflector which distributes the light over the entire ceiling.There are no glaring spots directly above. The translucent bowl at the bottom diffuses a softlight and by revealing the light source the hollow, unnatural appearance of indirect lightingis avoided.
Frink Semi-Indirect Electroliers are made square, round or octagon—plain or ornamental indesign—of brass, bronze or copper, in any finish desired.
Remarkable results both in distribution and efficiency can be obtained in the lighting ofstores, offices and other large interiors as is shown in tests on the installation, night view of whichis shown above. An average illumination of 4.12 foot candles is obtained with a current consump-tion of but one watt per square foot. A truly remarkable result in the light of what other systems are doing.We can guarantee satisfactory results provided the Engineering Department at our nearest Branch is consulted and furnished with a set of plans orscale drawings to guide them in their recommendations.

WRITE ENGINEERING DEPARTMENT AT OUR NEAREST BRANCH FOR FULL INFORMATION

1575

JEWELERS' DISPLAY EASELS

Night View in Cloak and Suit Dept. of one of New York's LargestStores. Lighted with Frink Direct-Indirect Lights

Albany
Atlanta
Baltimore
Birmingham

Boston
Buffalo
Chicago
Cincinnati

H. W. JOHNS-MANVILLE CO.
SOLE SELLING AGENTS FOR FRINK PRODUCTS

NIanufacturers of Asbestos
and Magnesia Products

Cleveland
Dallas
Detroit
Duluth

Toronto, Ont.

SE.E.STOS. Asbestos Roofings, Packings,
Electrical Supplies, Etc.

Houghton Loa AngelesHouston Louisville
Indianapolis Memphis
Kansas City Milwaukee
For Canada:—THE CANADIAN

Montreal, Que.

Minneapolis Oklahoma City Portland, Ore.Newark N. J. Omaha Richmond, Va.New Orleans Philadelphia RochesterNew York Pittsburgh St. Louis
H. W. JOHNS-MANVILLE CO., LIMITED

Winnipeg, Man. Vancouver, B. C.

FINE GOLD ELK JEWELRY

St. Paul
San Francisco
Seattle
Syracuse
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Tacoma
Washington
Wilkes-Barre

No. 910 No. 901
Easel back. Raised Pad. Height 10 inches. Easel back. Raised pad. Height 14 inches.
Width 14 inches. Price each . $1.75, net. Width 12 inches. Price each . $2.25, net.

No. 912
Easel back. Raised pad. Height 12 inches.
Width 15 inches. Price each • $2.00 net.

No. 906 No. 913
Easel back. Raised pad. 

No. 
top. Raised pad.

Height 15 inches. Width 10 
Height 14 inches. Width 8
in. Price each $1.75, net.in. Price each $1.25, net.

No. 915,
Tilting top. Raised pad. No. 922

For Rings. Easel Back. RaisedHeight 14 inches. Width 8 
in. Price each $1.75, net. pad. Height 15 inches. Width

10 in. Pnce each $2.75, net.
No. 903

Easel back. Raised pad.
Height 18 inches. Width 6
in. Price each $1.75, net.

116n, ERICHSEN, KRAUSE & COMPANY, ="AN,MAEUZIN. 37 S. Wabash Ave., CHICAGO, ILL.t 
41511MIEW
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A BOON TO GIFT ENGRAVERS The Keystone Portfolio of Monograms should be withinreach of every engraver at this season. The price, 50 cents,is merely nomimal for so unique a collection of two- and three-letter monograms—all entirely different from the conventional ideas.Never was engraver offered so much value at so small a price.

PUBLISHED BYTHE KEYSTONE PUBLISHING CO.
8og, 8zi, 853 North rgth Street, PHILADELPHIA, PA.

Prentiss' Patent Jewelers' Vises 
For more than 30 years the Best and Handsomest Vises made

No. 904 No. 905Raised pad. Easel Back Raised pad Height 17
EHaesiegihtba1c6k. inches. Width 9 i:.,ches. 'Width 9 inches. *
in. Price each $1.50, net. Price each . $1.37V, net.

The easels and pedestals are finf
with either purple, black or gree

PRENTISS VISE COMPANY, Laa
06

ef y tte St.,

l -110
New York, U.S.A.

ASK YOUR JOBBER TO SHOW YOU THIS VISE
Large Illustrated Catalogue of all kinds of Vises mailed free

ONKEN

Yo u N ITS

No. 917 No. 90R2
aised pad.Tilting top. Raised pad. Easel back.

Height 12 inches. Width 8 Height 16 inches. Width 8
in. Price each $1.75, net. in. Price each $1.37%, net.

shed in Circassian Walnut (rubbed finish.) The display pad on each is raised and covered ce
velvet. The display pad is made soft so pins can be stuck into same. q One-half dozen
suitable display pins sent with each fixture (excepting those made for rings.) q( On ring ,,or
displayers the pad is made with slotted divisions (various widths) to accommodate
different sizes and kinds of rings. q When ordering, state color of velvet wanted.
When no mention is made we will send purple. q 'rhe wood edge on each makes
a very handsome display fixture, the carvings on some add much to the fixtures. 9'0

CiCL

No. 909
Easel back. Raised pad.
height 13 inches.
Width 8 inches. o'S
Price each.5, net.

758 FOURTH AVENUE
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Turning Dead Stock Into
!MINIMUM!, a

I Dollars Your Future
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That's My

Business
°
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FOR twenty years I've been turning dead
stock into live dollars. Hundreds of
jewelers will tell you whether I've made

a success or not.
My methods will
bear the most care-
ful investigation.
I tolerate no pad-
ded stocks, use no
"Cheap John"
methods, carry no
personal stock and
have no private
side lines. My
services are availa-
ble only to the
jeweler who
wishes to conduct
a first-class, legiti-
mate auction. I
will consider no
other.
c First, last and
all the time, I rep-
resent the jeweler
who engages my
services. It's his
goods that I sell—
his interests that I
serve and his repu-
tation that I pro-
tect.
There is no

" best season " for
an auction, any
more than there is
any dull season. It
should be remem-
bered that an
auction is an exceptional affair. It is a break
the regular course of business and the ordinary
season condition —whatever the line of goods
may be—do not apply.

JUST remember this when you are figuring
on an auctioneer. Get a man who has
nothing under cover, whose business career

is an open book
and whose meth-
ods will pass mus-
ter before any
body of business
men and who sells
your stock instead
of his. I can fur-
nish you with the
names of hundreds
of jewelers I have
made sales for.
Their expressions will
be the best evidence as
to my abilities and meth-
ods. Would you like
to look them over?
Write me for them.
q Whether you are in-
terested in an auction or
not, write for my book-
let "Dead Stock or Live
Cash." It will give
you valuable informa-
tion about overstocks,
dead stock and short
sales that you ought to
know. "Gem Lore" is
the title of another little
booklet I compiled. It
contains complete infor-
mation about all pre-
cious stones. It's both
scientific and practical.
I'll gladly send you one
or both

in

•
cr When people bid for
goods at an auction they
are not thinking about
whether the goods are
seasonable—they are too

much occupied with the idea of getting a bargain. Accord-
ingly, one time is as good as another, and the ''right" time is
not so much a matter of calendar seasons as of business con-
ditions—YOUR business conditions.

S. MARTIN, Jewelers' Auctioneer
LONG DISTANCE TELEPHONE,: LAKE, DOUBLE SIX THREE : 205, Farwell Avenue, MILWAUKEE,

 
630111111iiiII/IMMIUMNIPIMIMIIIMEMIM111111110,111101111101111.11110.1111111101.0110111ialiiilailINFIUMIEMillialITI111“110101111111141■DiM

iailalliallilalliiialialliaillatiMMIllialnialliMICIIIPIllialliailailla01111111111n

5MMNMSMMMMMMENNOMMNEUMMIMMMOAMMNLMMN

W
O
M
M
W
 

August 1, 1912 TI-IE KEYSTONE

A New Process for Soldering Aluminum

A new method of soldering aluminum has been

discovered by Braxton D. Avis, Jr., of Clarksburg,

W. Va., and has been patented by him, says the

Brass World. He has found that stannous chloride

(tin salts or the so-called protochloride of tin)

is strong reducing agent when used as a flux in

soldering aluminum. It's affinity for oxygen is
great and for this reason it acts in a very beneficial
manner when used on the surface of the aluminum
to be soldered. He does not use the stannous
chloride direct, but mixes it with zinc chloride,
and also a small quantity of powdered tin. The tin
is for the purpose of neutralizing any free acid
that may be present.
The manner of making the flux is as follows:

From two to three parts of stannous chloride
(proportions need not be exact) are mixed with one
part of chloride of zinc and the mass then heated
until it liquefies so as to expel the free acid present.
On cooling, it assumes a pasty form and is then
mixed with a small quantity of powdered tin, as
previously mentioned, to neutralize the last traces
of free acid. The flux is new ready for use.
The author describes the method of soldering

with the flux in the following manner:
"To tin the surface of the aluminum I now

apply this paste or compound to the parts I
desire to solder and subject it to a heat somewhat
below redness. This can be accomplished by
merely holding the parts in the flame of a Bunsen
lamp or when the parts are large, to use a blow
pipe and direct the flame on the parts to be
soldered. When the proper temperature is reached
the aluminum becomes coated with an oxide of tin
and zinc. When this coating is removed by a
suitable instrument or brush, the aluminum surface
is found to be coated underneath with a bright
film of tin. The oxide should be removed while
the aluminum is still hot and the tin in a melted
condition. From this point on, the soldering of
aluminum becomes as simple as that of tin, and
two surfaces of aluminum previously tinned as

. above described, can be joined together, no especial
solder being required. Any solder can be used
that can be used on a tin surface, also aluminum
surfaces so coated may be joined to other metallic
surfaces with the proper solder and flux. The
chloride of zinc acts as a flux to remove the oxide
of aluminum coating, thus leaving a large portion
of the stannous chloride to combine with the
aluminum surface and deposit thereon a coating
of tin thereby obviating the necessity of the extra
step of tinning where other than a stannous com-
pound is used in coating the aluminum. Again,
where two surfaces of aluminum are to be joined
together which can not be rubbed with solder or
a soldering tool, such as two flat surfaces, by
first giving both a preliminary coating of tin
by my process, I can then solder them by using
any suitable solder and flux. When the solder is
used with the proper flux on such a tinned surface,
the solder flows evenly, and seems to form a more
perfect joint. Surfaces of aluminum can be first
prepared by this method for soldering, and then
soldered at any time afterwards."

Refinishing Old Brass Bedsteads

The extensive use, within the past ten years,
of brass bedsteads has been instrumental in causing
a certain proportion of them to find their way into
the job plating shop for re-finishing. It is a busi-
ness that should be quite profitable for such estab-
lishments, but there are many platers who are not
familiar with the method of re-finishing them and
make a hard job of it. One in particular made
hard work of it and first removed the old lacquer
by means of potash with the result that the potash
worked into the seams of the tubing and soon
spotted out. He stated that no matter how he
did it, the spotting out would occur.

Brass bedsteads are never made of solid brass
tubing, but of steel tubing covered with sheet
brass. Sometimes, in the cheap grades of bed-
steads, this seam is not brazed, but in the best
kinds it is. The potash, which the aforesaid plater
used, worked into the seams while the cleaning was
going on and was not removed in rinsing. In fact,
it is very difficult to remove it and any cleaning
compound would act in the same manner.

There is but one satisfactory method of refinish-
ing a brass bedstead and that is to start right in
and "take the bull by the horns" and remove the
lacquer on a wheel. Old brass work that has been
lacquered is usually badly fly-specked and these
specks penetrate the brass to a considerable
distance. Even were the lacquer removed by
potash the surface of the brass would require
cutting down and this can just as well be done
right away as to remove the lacquer first.
The method of procedure is as follows: Take

the bedstead apart as much as possible. This is
not a difficult job as the pieces are put together by
screw joints. Then start right in to cut down the
surface, removing the old lacquer at the same time,
A tampico wheel is used and emery paste or cake is
the material employed on it. It will surprise one
how rapidly this will cut the surface and it will be
found much better than tripoli as it cuts faster.
There may be some places that the wheel cannot
reach, and if this is the case, then these may be
reached by a stiff, bristle brush and the emery
cake. In a short time the old lacquer will have
been removed and the fly-specks as well, with a
good surface left for further finishing.

There are now two methods of procedure fol-
lowed, depending upon whether the final finish
is to be buffed bright or left with the brush-brass
finish. If to be buffed bright, then clean off the
emery paste from the surface and buff with rouge
to the desired "color", wipe off and lacquer.

If the "brush-brass" finish is desired, then the
emery paste may be used directly after cutting
down as this is a good material for producing it.
After cutting down, it will be found that the sur-
face is full of small scratches, and all that it is
necessary to do is to make these longitudinal or
with the tubing and the whole is finished. A hand
brush is necessary for some of the work and by a
combination of the two, the desired "brush-brass"
finish can be produced.
The surface is now cleaned off and the grease

removed by rubing with gasoline or lacquer thinner
(the thinner is better) and the surface is ready for
lacquering.
The method avoids the use of potash or any

cleaning solution as this is apt to cause spotting
out. In fact, with cheap bedsteads it always does.
As previously mentioned, by "taking the bull by
the horns" and cutting off lacquer, fly-specks,
scratches, etc., right away, the use of any cleaning
solution is obviated. The results will not only be
good, but much time is saved. By the use of such
a method the re-finishing of old brass bedsteads is
not a difficult job and job platers will find it a
good source of income and a business that is con-
stantly growing. The constantly increasing use
of brass bedsteads cannot but bring a correspond-
ing quantity to the job shop for re-finishing.—The
Brass World.

Yellow Brass Solution to be Used Cold

The following formula for a yellow brass solution

will give the best of satisfaction, says The Metal

Industry. The solution is run at about 70 or

80 degrees and is easily maintained in working

order:

W 
1 gal.

Cyaatneirde of potassium  5 ozs.
Dry carbonate of copper  3
Pulverized carbonate of zinc . .   "
Ammonia 

To prepare the solution dissolve the cyanide in
cold water, then add the carbonate of copper,
then mix the zinc with the ammonia and add to
the cyanide and copper. The solution is then
ready for use. Use sheet brass anodes and as
many as the anode rods will hold. If the solution
plates are earthy or dull dissolve 2 ounces of white
arsenic in 4 ounces of caustic soda, in 1 pint of
hot water and add one ounce of the mixture to a
hundred gallons of solution. To maintain the
solution in working order add carbonate of copper
dissolved in cyanide of potassium. When the
bath needs copper the deposit will show reddish on
the edges. Every few days add a little ammonia
and if the color shows a bronze tone dissolve a
little carbonate of zinc in an excess of ammonia
water. By using these precautions you can obtain
excellent results.
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Workshop Suggestion

By W. MALLETT, Seattle, Washington.

Doubtless some brother watchmaker has often
wished that his staking tool had a friction for
the stakes such as is available to the beginner of
today. But many may have made a friction which

is better than mine. However, those who have
not will find this scheme works admirably.
(a) Drill hole clear through.
(b) Turn steel pin with shoulder.
(c) Eighteen-size spring punched each end with

pin riveted. Rivet pin in with point down as
shown by dotted lines at d.
(d) The device finished.
I think C. A. Curry gave us a nice, common

sense letter in a recent issue of your journal, and
I hope he will write again. I wish some brother
could tell me how to engrave copper plates for
cards.

Silver-plated Hardware the
Tendency in Automobile Work

The value of silver plated lamps and auto-
mobile hardware was mentioned in The Brass
World some time ago and it is pleasing to note that
some of the leading automobile manufacturers
have realized that silver plating is superior to
nickel plate for this class of work. A number of
manufacturers are to use it next year quite exten-
sively for their work.
The tendency in automobile manufacture is

toward white hardware and the coming year
will witness nearly all cars equipped with nickel-
plated lamps and hardware. It is noteworthy
that these manufactureres are profiting by experi-
ence and the manufacture of automobiles is under-
going the same transition that took place in the
making of fine coaches. If a coach manufacturer
should attempt to put brass or even nickel-plated
hardware on his goods, he would find it impossible
to sell them, and the automobile manufacturer
seems to have the same problem before him al-
though it has not yet arrived at as marked a
degree. One maker of automobile and carriage
hardware recently said that it seemed to him it
was only a short time hence when the automobile
trade would call for close-plated silver hardware as
the fine grades of carriages and coaches now have
as their equipment.
The advantages of silver really need no explana-

tion. It has a color that at once distinguishes it.
It takes a high polish and above all, for automobile
work, it does not corrode like brass or even nickel.
It tarnishes to be sure, but this is only superficial
and is very easily removed. The cleaning of silver
is far easier than any other metal that could be
used. Nickel does not tarnish readily but after
a time it becomes coated with a film of oxide that
is removed only with difficulty. Again, nickel
is more apt to peel and when it is cut through, as
it often is by constant polishing, it has to be
stripped before it can again be plated. Silver
does not peel and can be plated over without
stripping if necessary. In addition nickel does
not have the white color of silver.

Silver is not such a costly metal, and the labor
of plating it is no more than that of nickel. The
amount of silver put on automobile goods need not
be so great as to increase the expense to any
material amount.
It is believed the silver plating era in auto-

mobile manufacture has arrived and will tend to
beautify the car as well as decrease the labor re-
quired to care for it.—The Brass World.
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AMONG THE TRADE

California
W. P. Baucom, Porterville, for the past severalmonths the senior member of the firm of Baucom& Ferguson, jewelers and opticians of that city,

has purchased the interest of his partner and is nowthe sole owner. Mr Baucom is a graduate of oneof the best optical colleges in America, and as he
has constant call for spectacles on prescriptionswhich must be ground to order, he expects to addto his equipment the machinery necessary forgrinding all his own lenses. In addition to this
change he hopes to largely increase his stock ofjewelry, and will make a specialty of precious
stones.

Colorado
On Sunday, July 15, the city of Denver was

visited by a cloud-burst, one of the most disastrousin the history of the city. While the property
damaged has exceeded millions of dollars, only afew of the jewelers have suffered any damage,and this was caused by the rain storm beating
through the show windows.
A. Shapero, Denver, has given up his locationon Fifteenth street and has removed to room 421

Nassau Block.
Samuel A. Scott has returned from Chicago,after completing a course in optics and is now

located , with his father at 1629 Welton street,Denver.
Franklin O'Neill, a son of the well known

Fifteenth street jeweler, Denver, who was acci-dently shot through the foot, has entirely recov-
ered from the accident.
S. D. Cunningham, the well known writer and

watchmaker of the Olsen and Wangnild Company,of Denver, is spending a vacation at Estes Park.
E. L. Deacon, of the E. L. Deacon Jewelry Corn-pany, Denver, has been laid up with an attack ofrheumatism at Pagosa Springs, but is now con-

valescent.
Myron Shugard, of The Lewis Jewelers' SupplyCompany, has returned from a two weeks' vaca-tion in the mountains.

Connecticut
The engagement of Miss Margaret Wheeler

Robinson, daughter of Mr. and Mrs. William J.Robinson, to Harold Curtis Wilcox, son of Mr. andMrs. George H. Wilcox, Meriden, has been an-nounced. The father of the young man is presi-dent of the International Silver Company. Theengagement was made known at a dinner at theRobinson home.
E. G. Wright, of Putnam, was a recent visitorto Boston, Mass.
The fire brigade of R. Wallace & Sons' Manu-facturing Company, Wallingford, enjoyed theirannual outing recently, at Mansfield's Grove.
S. W. Teach, jeweler of Danbury, is planningextensive alterations in the rear of his store.
Charles H. Wells, an employee of the SethThomas Clock Company, died at his home onMaple street, Thomaston, after an illness of twoweeks.

District of Columbia
A. D. Prince, of the firm of R. Harris & Co.,400 Seventh street, N. W., after a week at AtlanticCity, will spend the balance of the month of Augustat Bayswater, Long Island.
Mr. and Mrs. Floyd Saunders, of Alexandria,Va., accompanied by their son, are members of aparty of relatives who are spending the month onSt. George's Island near the mouth of the Chesa-peake River. The fishing down there is reported tobe good and both Saunders senior and junior areardent fisherman.
Work has been begun on the installation alongFourteenth street, N. W., of the new type of lampswhich have been placed along a portion of thebusiness section of Seventh street, N. W. Theyare one hundred candle power incandescents setwithin large frosted globes on ornamental bronzediron posts, sixty feet apart on either side of thestreet. These lamps will add materially to theappearance of the street and this is a welcomefeature to the jewelers whose stores are withinthe favored district.

A. 0. Hutterly, of 732 Seventh street, N. W.,represented the local merchants at the conventionof the Retail Merchants' Association of Virginia,held in Alexandria, July 17 and 18. This organiza-tion is made up of thirty-eight branches whichhave memberships in the different cities and townsthroughout the state. They sent a total ofabout 125 delegates and the getting togetherof these men brought forth many good ideasregarding the overcoming of various trade abusesand the discussion of many subjects. One featurein particular was the question box which wasgreatly patronized. A visit to the plant of theRobert-Portner Brewing Company, where a buffetluncheon was served and trip down the river toMarshall Hall followed by a sumptuous supperwere the entertainments provided locally. Lynch-burg was selected for the 1913 place of meeting.Among the various jewelers who took an activepart in the business of the convention were Richardand Courtney Acton, Floyd C. Saunders andHenry W. Wildt, all of Alexandria, and D. B.Ryland, of Lynchburg.
Dr. George Baker, who is in charge of the opticaldepartment of the Castleberg's National JewelryCompany, 935 Pennsylvania avenue, N. W., isspending his vacation taking the trip to Bostonby sea.
J. Randolph Bolling, with Galt & Brother,1107 Pennsylvania avenue, N. W., has gone toHaven, Maine, where he will remain until Sep-tember.
J. W. Hicks, who was engaged in the jewelrybusiness in Anacostia, D. C., for a long time, hasgiven up his business there and has removedfrom 1239 Good Hope Road, where his establish-ment was located, to 506 H street, N. E., at whichplace he recently opened up a new store.

Illinois
Charles Hawley, who recently graduated fromthe St. Louis Watchmaking School, has opened ajewelry store at Greenfield.
Contractors have completed the installation ofa monster clock in the steeple of the new St.Joseph's Catholic Church at Freeburg, which isa few miles southwest of Belleville. The four dialsare seven feet in diameter, and the pendulumweighs 150 pounds. It is an eight-day clock, andchimes sound each quarter of the hour.
On Thursday, July 11, the merchants of eastSt. Louis, who are members of the RetailMerchants' Association held a picnic in honor ofMerchants' Day at Central Park. Practically allthe stores closed at noon, which included the jewelryestablishments.
Roberts & Gerhardt, a new jewelry firm, willopen for business at 308 Collinsville avenue, eastSt. Louis, Ill., on August 1. G. B. Moore will bemanager.
The J. C. Koempel jewelry store, Galena, hasjust had both the interior and exterior remodeledand with this improvement, it is now one of themost beautiful stores in that section of the state.They carry everything to be found in an up-to-datejewelry store and also have one of the best equippedrepair shops in any city of the size of Galena.

Iowa
M. H. Porter, Jewell, recently moved into hisnew store where he has furnace heat and electricity.He also has installed some F. C. Jorgeson's Colon-ial wall cases with mirrored sections connecting,show cases and tables to match, and is enlarginghis stock accordingly.
A. 0. Murch and Robert W. Taylor, Clinton,have associated in business and have opened a newjewelry store at 233 Fifth avenue, having tem-porary fixtures, with the new ones to be installedabout the middle of August. The new store willbe completely equipped and modern in everydetail. Both members of the new firm are jew-elers and watchmakers of ability, and were asso-ciated for years with the firm of Howes Brothers,which recently closed its career, the stock havingbeen sold to Towle & Meyer.

Kansas
The Switzer Jewelry Company, of Lamed,has sold out to 0. W. Smith.
A. R. Kane, of Baxter Springs, accompanied byhis wife and son, left the first of the month forAlbion, N. Y., Mr. Kane's former home.
The Strode Optical Company, of Garden City,recently sold out its jewelry business to L. D.Hamric & Son, who are making arrangements toget larger quarters and increase the stock.
Erie W. Nickell is a new jeweler at Coffeyville.He was formerly located at Moberly, Mo., andlater at Nowata, Okla.
V. W. Huffman, of Herington, Kans., has openeda branch store at Burdick.
W. D. Finley, of Caney, has sold out his stock to0. D. Fick, of Colinsville.
E. R. Schleuder has purchased the jewelry stockof the Broughton Music Company at Concordiaand will continue in business at that place.Lynn Neally, Sterling, who has been the jewelerat the A. & A. drug store the past eighteen months,has severed his connection with that firm and ismoving to Pleasanton, Kan., where he and hisfather will open a jewelry store.

Massachusetts
The Standard Jewelry Company, Arlington,has amalgamated with the Crown Novelty Corn-pany, of Providence, R. I., and hereafter the busi-ness of the two concerns will be conducted underthe corporate name of Crown Novelty Company,at 159 West Exchange street, Providence.Minot G. Daniels, jeweler and optician, Stone-ham, has opened a new branch store in Melrose,that is up-to-date in every respect.
Richard Dimes, manufacturing silversmith, isnow located at Kendall square, Cambridge. Hewas formerly on Howard Place, Boston, but wasburned out. In a recent report it was said thatMr. Dimes was burned to death, but this was anerror.
L. M. Barnes, a veteran jeweler of North Adams,having been in business over forty-five years, wasrecently burned out in a $500,000 fire. His losswas over $20,000. The fire threatened the entirecity of North Adams. The fire started in a hotelknown as the Wilson House. D. R. Provencher,an optician, also lost about $2,000 worth of stock.James Anderson, a well-known jewelry salesman,died recently, at his home, on Austin street, New-tonville. He was in his seventy-seventh year, andhad been a resident of Newtonville for many years.He was with Bigelow, Kennard & Co., Boston, formany years, and subsequently for a short timewith the Shreve, Crump & Low Company, andwas widely known throughout New England.Samuel Baker, of Waltham, was recently inNew York, on a vacation, visiting his folks in thatcity. Mr. Baker is with the Waltham WatchCompany

Michigan
W. H. Snyder, Dowagiac, who opened a newjewelry store in the Elks' Temple, July 11, hasbeen in the business for many years. He has beenin the wholesale jewelry line for fifteen years, andis now interested in and represents on the roadone of the most progressive wholesale jewelryhouses in Cincinnati. He is personally ac-quainted with many factory lines and is thus in aposition to give the people of Dowagiac a strictlystandard line of quality in all kinds of jewelry,diamonds and watches. Robert N. Lee, thewell-known engraver and watchmaker, will beemployed at the Snyder store.
Andrew Forsander and Joel Robinson, Mar-quette, have leased the building next to the StarTheatre, now occupied by Waari & Co., and intendopening a new jewelry store there which will becompletely stocked with all the newest styles injewelry, etc. They will also give special attentionto repairing of all kinds.

Missouri
Walter L. Woodruff, manager of the WoodruffManufacturing Company, at Springfield, has leasedthe southwest corner of South street, and thePublic square, and is planning a retail jewelrystore early in August.
The Sutliff-Bass Jewelry Company of Hunts-ville, recently sold out to W. A. Godfrey.
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Charles Weber and wife, of Lexington, have
returned from a short trip to Lamed, where they
have been visiting relatives.
Weir & Wilkerson of Greenfield, have been suc-

ceeded by Weir & Hill.
J. Ora Key has bought the business of M. L.

Greenstreet, at Owensville. Mr. Greenstreet has
gone to Lebanon, where he will open up a new store.
W. P. Armstrong, formerly in the jewelry busi-

ness at Puxico, has moved his business to Bernie.

Nebraska

The people of Benedict, are so excited over the
robbery of the W. C. Soeher jewelry store at that
place recently that they have offered a reward of
$100 for the capture of the burglars. Forty-
eight watches, fifty-eight rings and endorsed checks
to the amount of $200 were stolen. The value of
the loot is placed at $2,000.

New Hampshire

Mathew Swift, who until four months ago, was
at the head of the Gold Beating Firm of M. Swift
& Sons, Hartford, Conn., died at his summer home,
Charlestown, this state.

George A. Waters has moved from Enfield, this
state to Middelbury, Vt.

Fred Hendricks of Nashua, recently visited
Boston.

North Dakota

A rear window in the F. H. Smith store, at
Williston, N. D., was forced and entrance gained,
recently. About fifty dollars worth of watch-fobs,
neck-chains, and the like were taken, but as yet
none of the property has been recovered.
S. R. Livergood, Wilton, has just started a new

jewelry store there. Up to March 9, 1911, Mr.
Livergood was senior member of the firm of Liver-
good Brothers, Mason City, Iowa, and during the
intervening time was manager of the repairing de-
partment of J. S. Pieringer & Co., Bedford, Iowa.

Ohio

Toledo jewelers report a very nice midsummer
trade, in fact much better than was anticipated
on a presidential year. All kinds of goods are
moving in very good shape, including numerous
expensive diamonds. Repair work is rushing. It
is noticeable that an unusually large number of
salesmen are visiting this city at this time, con-
siderably earlier than ordinarily. Prosperity is
evident in all lines of trade and there is practically
no complaining of present conditions.

Miss Ina Tscumy, of Oak Harbor, Ohio, has
accepted a position in the optical department as
assistant to R. S. Freeman, in the J. J. Freeman
store at Toledo.
Dr. G. B. Booth, of Toledo, had an unusual

experience with a burglar last week. He was
awakened by a noise in the house about 3 o'clock
in the morning and stealing softly down the stairs
caught a burglar in the act of rifling the rooms.
Seizing a book he hurled it with such force and
accuracy that it felled the marauder. Sitting
down upon his victim the doctor then proceeded
to relieve his pockets of his wife's bracelet and
other jewelry which the thief had safely tucked
away in his clothes. This done, the Doctor stepped
to a phone and notified the police, but unfortu-
nately the burglar made his get-away, evidently
glad to escape without worse consequences.

William Broer, of the B. F. Broer Company, and
secretary of the Toledo 24-Karat Club is enjoying
a vacation from his duties at the store.

Louis Minke, first assistant at the A. J. Heeson
store, Toledo, has returned to his duties after a
much needed vacation of a couple of weeks spent
at various Ohio points.
The retail jewelry store of Brenner & Son, at

North Baltimore, was recently sold to E. J. Tyler.
Possession of the place was delivered last week.
Mr. Brenner removed to Mansfield.
Passing the jewelry store of W. F. Smith, at

Cygnet, about midnight one night recently, John
Klingensmilk discovered two men burglarizing
the place. He hastened to notify the marshal, but
by the time the officer arrived on the scene the
thieves had made their escape carrying with them
watches, rings and other jewelry to the amount
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of about $250. Further investigation revealed
the robbery of a nearby hardware store also.
Early the next morning two men boarded an elec-
tric car in the vicinity bound for Toledo. The
conductor on the car noticed their bulging poc-
kets and the end of a watch chain protruding from
within. He at once telephoned the sheriff to meet
the car at Bowling Green. The officer met the
car and arrested Fred Johnson and Charles Welsh.
Welsh drew a revolver but was quickly disarmed.
When taken to jail the loot taken from the Cygnet
stores was taken from their persons. They are
being held to await trial on charges of grand lar-
ceny and burglary.

Miss Anna Doyle, has returned from a vacation
spent at Bay Shore and is again smiling behind the
counters at the J. J. Freeman jewelry store,
Toledo.
The 24-Karat Club, of Toledo, held a special

meeting on July 12 at the Elks' Club rooms for
the purpose of cleaning up a volume of important
business on hand. The meeting was well attended
and considerable business was transacted.

Officers picked up Floyd Nier, aged twenty
years, near Bowling Green, recently, on corn-
plaint of Aaron Swartz of Cygnet, who accuses
Nier of burglarizing his store last November and
stealing fifteen watches valued at $116. He was
bound over to the Common Pleas court by Justice
Comstock and bond fixed for his appearance.
W. S. McCaw, Toledo watch and jewelry ma-

terial dealer, is spending a couple of weeks in
Canada.
M. F. Kratt, of the J. J. Freeman Company,

Toledo, is sojourning at a Michigan resort where
he hopes to gain a much needed rest.
Fourth-of-July burglars cleaned up four watches

from owners in different parts of the city of Day-
ton on Independence Day. All the watches were
gold and one was diamond-set. Mrs. Cover was
the owner of the be-jeweled ticker.

Because F. E. Whitker, of Bowling Green, hung
up his vest containing a sixty-five dollar watch while
over-seeing the remodeling of his brick block on
South Main street and carelessly went away leav-
ing it hang there, he is now minus his time-piece.
He reported the matter to the police who are working
on a clue.
Thomas McSweeney, who for twelve years has

been connected with the Libbey Glass Company,
of Toledo, died recently at St. Vincent's hospital,
following an operation. He was 58 years of age
and is survived by his wife.

J. D. Rowland, who for several years conducted
a retail jewelry store in the Ohio building, Toledo,
but who recently sold out his business is now en-
gaged in the insurance business with headquarters
at 519 Ohio building.

Miss Marie Schliff has accepted the position
of cashier at the retail jewelry store of the George
Kapp Company, Toledo.
R. S. Freeman, head of the optical department

of the J. J. Freeman Company, Toledo, will
attend the big optical convention to be held in
Chicago, next month. Mr. Freeman will make
the trip in his automobile, after which he will
probably visit Milwaukee and other points.
The queen mid-summer D. 0. 0. K., carnival

which will be held at the Casino, Toledo, 0., will
in addition to the honor of being pronounced queen
receive a handsome diamond ring. The carnival
will cover a period of eight days, beginning July
21. John Kapp of the George Kapp Company, is
chairman of the Queen Contest committee. The
contest promises to bring forth some very spirited
competition.

Miss Esther Galliers, of the J. J. Freeman store,
Toledo, is enjoying a two weeks' vacation in the
Adirondacks.
H. M. Smith's jewelry store, Cygnet, was robbed

on July 11 by two men who gained entrance by
cutting away the putty and removing a pane of
glass from the show window, then crawling in over
the clocks and jewelry that had been placed there
for display, disturbing nothing in their passage.
The combination to the safe was worked and they
took their choice of the contents and escaped with
loot consisting of watches and other jewelry, be-
sides about thirty-two articles of jewelry that were
in for repair. The men were soon afterward cap-
tured and most of the jewelry was found on them.
It is thought that they can be connected with other
robberies that have been made in that section
recently.

Frank W. Bechberger, Norwalk, a well-known
watchmaker and engraver, who for eight years was
in the employ of C. N. Frazier, the well-known
jeweler, and who resigned his position a few months
ago on account of ill health in his family and went
to Columbus, Ga., to reside has returned to Nor-
walk, and again entered the employ of Mr. Frazier.

Oklahoma
The home of John Gumm, a jeweler of Durant,

was destroyed by fire last month. The loss is
estimated at $3,500.
Mr. and Mrs. Ralph Winchester, of Mangum,

are receiving felicitations on the birth of a daughter.
The jeweler stock of George Rowley, at Afton,

has been purchased by H. Wells, Jr., of Paola, Kan.
F. W. Geier, of Nowata, has sold out to F. Jahn,

of Pacific, Mo.
A. Y. Boswell, of Tulsa, president of the Okla-

homa Retail Jewelers' Association, was in Kansas
City recently making arrangements for the head-
quarters for the Oklahoma delegation at the annual
meeting of the national association. Mr. Bos-
well was accompanied by his son who is taking a
course at the Kansas City Watchmaking and
Engraving School.

(Continued on page 1581)

Letter to Jewelers
Number 24

We wrote every one of our customers,
asking his preference: Shall we raise the
retail price of the standard Vatti from
$2 to $2.50 (without any change in the
wholesale price which is $16.50 a dozen
less 10 per cent?)

Replies are divided: some yes, some no;
the majority yes.
We do both: raise the price and not.

The standard (18-inch) Vatti, we raise
from $2 to $2.50; make a smaller one
(16-inch) $2; a larger (21-inch, oval beads)
$3. These three one quality, same as
before. And we make two others one-
fifteenth-gold and more elaborate in
design.
We expect these five to satisfy all de-

sires. The $2 (profit 75 per cent) $2.50
and $3 rosaries (profit 100 per cent) to be
sold at those prices; the two one-fifteenth-
gold to be sold as you like; we like $4 and
$5 (profit 100 per cent).

All guaranteed 20 years; we consider
the $2, $2.50 and $3 quality good-enough;
the extra gold in the $4 and $5 rosaries,
we intend as something to pay the $4 and
$5 for, for those who prefer to pay the $4
and $5; just as all-gold for $20 to $50 is
for those who want to pay $20 to $50—we
don't make them.
Up to this time, there are two opinions

of Vatti-rosary business: one, that the
margin does not provide for a suitable
box and engraving: the other, that 60
per cent profit is enough, that the thing is
so good for good-will that 60 per cent is
enough.
From now on, we expect one opinion

from all: that the goods are as good for
good-will as ever they were, and the profit
is ample. We shall advertise "$2 up,"
and expect to sell most at $2.50.
We shall continue the same advertising

helps that doubled and trebled the rosary
trade of Vatti jewelers last year.
Are you with us? We are with you.
Vatti Rosary Co., 106 Fulton Street, New York
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Do not fail to join our New
Personal Attendance Class which
starts Monday, August 12, 1912

The work of organizing our new department
is fully completed.

A program has been planned that will be of
especial interest to you.

Courses have been arranged to meet the re-
quirements of the different states, and you will
be prepared to pass the most rigid examinations.

There will be daily lectures, followed by
quizzes, demonstrations and blackboard talks.

Each subject will be reviewed over and over
again until it is thoroughly and lastingly im-
pressed upon your mind.

The uses and methods of handling all modern
instruments and appliances will be thoroughly
taught, not simply by explanations, but by
giving you actual work with real patients.

A free dispensary conducted in connection
with the college will provide an abundance
of clinical material.

Under the direction and guidance of the
instructor you will do actual testing and fitting
until you are thoroughly familiar with the
different complications and defects of vision.

We have added many new features to our
college that we want to tell you about—
features that are entirely original with us and
that have never been adopted by any other
College of Optometry

Our free booklet, entitled "Our New Attend-
ance Department," will give you full particulars
in detail.

Send for it now. Then, if you are favor-
ably impressed, make your plans to be present
with us on the opening day.

Your request for the booklet will place you
under no obligation. It is free.

The South Bend College of Optics, (Chartered)
Established 1893

Suite I. Kamm Building South Bend, Indiana, U. S. A.

Higher Wages
for Skilled
Watchmakers

The trade cry is for greater
competency in repair work.
Railroad time service and
more expensive time-pieces
have made repair skill im-
perative.

This means greater demand,
higher wages and increased
opportunity for the men who
are thorough masters of their
craft. All such find a most
valuable adviser in the
standard treatise—
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The Watch Adjuster's Manual
This book is a complete and practical guide for watchmakers in ad-justing watches and chronometers for isochronism, position, heat andcold. It contains a thorough exposition of the principles on whichadjustments are based and methods followed in practice. By refer-ence to it, the watchmaker can immediately solve any difficulty thatmay confront him in his work.

Sent postpaid to any part of the world on receipt of price, $2.50

PUBLISHED BY

The Keystone Publishing Company
809-811-813 N. Nineteenth St. :: PHILADELPHIA, PA.

1201 Heyworth Building, Chicago

No. 638 35 cents

No. 622 35 cents

. •t,

-red

No. 669 35 cents

No. 809 35 cents

No. 671 35 cents No. 651 25 ceuts

Advertising Cuts
For Jewelers

We have had specially prepared
for the jewelry trade a great num-
ber of appropriate illustrations for
USC in newspaper advertisements,
circulars, stationery, etc., and are
furnishing same at a nominal cost.
A few samples, with prices, are
here shown.

Sheets showing the complete
collection—all sizes and kinds—
with prices, will be sent on request.
Order by the numbers under the

illustrations. Money must accom-
pany the order.

The Keystone Publishing Co.
809.811-813 N. 19th St., PHILADELPHIA, PA.
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New Line of Alcohol and
Electric Cooking Devices

The Rochester Stamping Company, of Roches-
ter, N. Y., has placed on the market a new line
of manufactures of special interest to the trade.
This line is appropriately named the Royal-
Rochester, and includes electric and alcohol
chafing dishes, coffee percolators, tea ball pots
and egg boilers; also casseroles, ramekins, serving
dishes, electric toasters, crumb sets, breakfast sets,
grapefruit sets, serving trays, electric table appli-
ances, etc.,—all of these goods being of the quick
selling variety, for which there is a general demand.

A unique feature of the electrical utensils is
the heating device, which is "built-in" in every
case. A metal cylinder projects upward from the
bottom inside surface and brings the heat into
immediate contact with the water. In this way
boiling or cooking begins almost instantaneously.
Such quick heating brings the operating cost to
an unusually low point. Actual tests show the
cost to be 41A cents an hour for current, or 1/12
of a cent a minute, where the basis is 10 cents
per Kilowatt hour. In the coffee percolators and
tea ball pot, the cost for current is about 1/7
of a cent per cup.

All the " Royal-Rochester " electric appliances
can be operated in any room that has a lamp
socket furnishing ordinary voltage. All are simple
to operate, easy to clean and have no valves
to get out of order. To start them going you
simply attach the electric connecting rod and turn
on the current. Every jeweler should find it
profitable to handle a selection of these goods
which harmonize admirably with his regular lines.
A demand for them will be promptly created by an
extensive advertising campaign to the public, and
no one should fail to take advantage of this oppor-
tunity.

New Automatic Stop
for Disc Graphophones

A new device of unusual interest both to the
trade and public is an automatic stop for disk
graphophones which was recently patented by
F. W. Waschau, of Kansas City, Mo., and which is
about to be placed on the market by Edwards-
Ludwig-Fuller Jewelry Company, of that city.
The automatic stop, as shown in the illustration,
is used with a pin on the under side of the disk,
the stop being screwed on to the side of the
machine. When the record is played, the stop
shows exactly how many revolutions it has made.
This number is scratched or cut on the record
and when it is played again, it is only necessary

to set the stop to the desired number and start
the piece. The stop then acts automatically
without scraping or scratching the record. This
invention fills in the one mechanical deficiency left
in the graphophone, and should prove a much
appreciated convenience to everyone who uses
these popular instruments. The stop is made of
brass, nickel or gold plated and the figures are
finished in enamel, making an attractive addition
to the machine.

The Latest Alarm Clock Presents
Interesting New Features

The alarm clock market, in which activity has
been steadily maintained much to the benefit of
the trade, now presents a new attraction which
is known as the "Cinch intermittent alarm," made
by the E. Ingraham Company, Bristol, Conn.
The features of note in the new clock are the
inside bell, stem shut-off and alternating alarm.
The stem shut-off, which is a new feature recently
put on the market by this company, has proved
wonderfully popular, being the most practical
method of stopping the alarm so far devised.
It also has this advantage that one may always
know when the alarm is set even by looking at
the clock across the room as the ball will be raised
on the stem. Peculiar to the "Cinch" style is
the inside bell which is regarded as an improvement

over the top bell used on cheap clocks or the back
bell used on some makes of clocks. The latter has
the disadvantage of making the clock somewhat
cumbersome, and there is also the liability of the
bell being displaced in transit or the tone muffled
by its coming in contact with something. The
inside bell obviates all these objections.

This clock is fitted with an alternating alarm,
which rings alternately every fifteen seconds and
will continue this for ten minutes, unless stopped
by pressing the ball down. The alternating alarm
has distinct advantages over the plain ordinary
half-minute alarm, as frequently sound sleepers
will sleep through the ordinary half-minute alarm
without awaking, whereas the constant ringing
and silence of the alternating alarm will eventually
wake the soundest sleeper. There is little doubt
that the "Cinch" alarm will justify its name to
the trade.

How to Cut Glass Tubing
Often, as in the making of oil cups, one wants

to cut glass tubing that is over an inch in diam-
eter, says an exchange. This can not be broken
by filing a nick in one side and snapping it by
pressing the thumbs on the other side, as may
be done in the case of smaller-sized tubing.
Neither will the often-told way of winding a
cord saturated in alcohol around the tube and
lighting do it. But I have used the following
way to good advantage, and have known it to
work nine times out of ten. Bend a one-eighth
or three-sixteenth inch round iron rod in the
form of a quarter-circle and corresponding to
the circumference of the tube to be cut. Then
wind a wire around the tube at the point to be
cut and heat the iron rod to a cherry red. Then
bring the red-hot rod into contact with the tube
and slowly revolve the tubing so as to heat all
parts evenly, letting the rod press against the
wire on the tube so as to make the portion cut
off even.
When the rod shows signs of cooling plunge

the tube down into cold water and it will break-
evenly all around.
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Among the Trade
(Continued from page 1579)

Oregon

0. R. Sabro, who arrived in Bandon, Ore., a
short time ago from Brooklyn, N. Y., has pur-
chased an interest in the store of H. Sabro, and

the business will, from now on, be conducted under

the firm name of Sabro Brothers.
Joel Silverstone, Portland, watchmaker for

Philip Rosumny, 246 First street, has accepted a
position as watchmaker and salesman with H. S.
Goldman, 413 Tower avenue, Centralia, Wash.

Rhode Island

Albert L. Castritius, of Westerly, is now in
Rochester, Minn., where he has business interests,
having recently suffered a considerable loss by
fire. In the fire in the Barber Memorial building,
at Westerly, a few years ago, he also sustained a

heavy loss by fire and water.
George W. Hill has opened a new jewelry store

at Harrisville
George E. Towne, Westerly, was a recent visitor

to Boston.
Beginning with July 11, all the retail jewelry

stores in Woonsocket, close Thursday, noon time,
for the months of July and August.
C. W. Clough, Pawtucket, was a recent visitor

to Boston.
Abraham Colitz, Woonsocket, is attending the

annual convention of the Elks, at Portland, Ore.

Tennessee

Victor E. Semones, McMinnville, has just re-
cently opened a new store there and says he finds
business good for this season of the year.

Vermont

Clarence C. Collins, formerly of Glens Falls,
N. Y., and now residing at Bellows Falls, where he
is engaged in the jewelry business under the firm
name of Collins and Floyd, will in the future con-
duct the business as sole proprietor.
F. W. Stewart, Derby Line, was a recent visitor

to Boston, Mass.
Washington

R. F. Lussier, formerly of Irondale, has moved
his store to Port Townsend.
F. F. Moore, of Seattle, who with his family

have been visiting friends in Chicago, is spending
a few days in California, on his way home.
B. L. Gates, who has been in business for twelve

years at 809 Second avenue, Seattle, has announced
that plans are now complete for the opening of his
new store at 1326 Second avenue. A force of work-
ing men are busily engaged in remodeling the store
and installing new fixtures. Mr. Gates intends
to arrange especially for a fine display of his stock.

,Solid -fold

DISPLAY CARDS
that are "trade winners." The effectiveness of our
cards transforms your window into your most valu-
able resource. They harmonize perfectly with any
and all jewelry and they DO " get the business."

Send for illustrated pamphlet.

GE°-A- s  HAF E

.64 W. Randolph St. Chicago, Ill.
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You Can Double Your Business

The Krower's Catalogue
Will Do It

Note Carefully the Unexcelled 'arrangement

which requires no increase in your stock, nor

any outlay of capital.

Our System is Simple

We supply you with the catalogue at actual

cost of printing, being a reproduction on a

small scale of our regular catalogue, we carry-

ing a sufficiently large stock to immediately

fill your orders, no matter what quantity, and

can make for you direct shipments using your

own shipping tickets.

Write Us For Further Information

Everything In Your Favor

LEONARD KROWER
Wholesale and Manufacturing JEWELER

CANAL ST. and EXCHANGE PLACE, NEW ORLEANS, LA.

21111110111101381181XICCOOCIIKIDOCMCOMMOINIDDIMOOD000110110UCC

Earnat, Ambitious, Economizing Students
Prefer the

Winter School of Engraving
"Unquestionably the best," honest

and reliable
Course Three Months, $60.00

Write today for Catalogue and
Reservations.

Powers Bldg. Chicago, Ill.

PATENTS
Write at once for the most liberal offer ever

made for securing patents, designs and trade-
marks. Send sketch for free opinion as to
patentability and ask for the " Inventors'
Guide," the lineal, book published for inventors.

Best references. Established 20 years.

WM. N. MOORIR
Loan and Trust Bldg. .'Washington, D. C

ST. LOUIS WATCH CO.

EXPERT WATCH MAKERS
TO THE TRADE

PROMPT SERVICE LOWEST PRICES
Complicated Watches Skilfully Repaired

(20 Years Experience)

ORIEL BUILDING ST. LOUIS, MO.

Wheels, Pinions and Parts
For Complicated Watches, Clocks, Chro-
nometers, etc., of every size and descrip-
tion, made and finished to order.

FINE REPAIRING and ALTERATIONS
Winding and Setting Material

E. H. MATTHEY, 83 NASSAU  tviS STREETL.

writing to advertisers kindly mention The Keystone

MESH BAGS REFINISHED

$1.00

)10

rWill repair, refinish and reline
all size MESH BAGS. In-
cludes repairing the mesh,joints
and ball snaps; also kid (or silk)
linings with inside pockets and anything else
necessary to put bags in good first-class
condition. GOLD. SILVER OR GUN-METAL FINISH

ONE TRIAL IS CONVINCING

TUCK 8e. McALLISTER CO.
131 Washington Street PROVIDENCE, R. I.

Send for our Catalogue of Emblems and Jewelry

I BUY JEWELRY STOCKS
Iralson pays liberal cash prices for Diamonds, Watches andJewelry.
Send stocks no matter how large or small and get immediate returns. Goods will be
returned if offer is not satisfactory. National Bank references given if desired.

M. IRALSON, Masonic Temple, Chicago,

Established 1881 The Largest, Most Centrally and Conveniently Located Telephone North 562

NABSTEDT MANUFACTURING COMPANY
RING AND CLASS PIN MAKERS
MANUFACTURING JEWELERS

JEWELRY REPAIRING
Factory and Office, 1 10%-1 12% East Third Street

DAVENPORT, IOWA

The Keystone Book of Repair Guarantees
Create confidence in your work by giving a signed guarantee with each job.
We have had specially compiled a book of printed guarantees for this purpose,
each book containing 200 forms with stubs and strongly bound.

Sent postpaid to any part of the world on receipt of price, 4s. 2d.

Published by

The Keystone Publishing Co., an North 19th street, Philadelphia, U.S.A.

A Suggestion for Summer
Spend your leisure mo-
ments in taking up our
Correspondence Course in
OPTICS. A few mo-
ments each day will not interfere with

your plans. On the contrary it will

be a pleasant break, and meantime
you are preparing yourself for a
lucrative profession. Experts declare
our Course unexcelled outside of
university walls. We are the oldest
and leading Correspondence School of
Optics in the world. Make applica-
tion now and secure regular $25.00
College Course for $8.00. This includes
diploma on completion. Address

AMERICAN OPTICAL COLLEGE
Department M. DETROIT, MICH.
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Recent Patents of Interest to the Jewelry Trade
 a

Patents of interest to the trade, recently issued,

especially prepared for this journal by William

N. Moore, patent attorney, Loan and Trust build-

ing, Washington, D. C.

1,033,020. Clock-spring Barrel. George Kern,
Peru, Ill., assignor to The Western Clock Manu-
facturing Company, La Salle, Ill., a Corporation
of Illinois. Filed May 31, 1911. Serial No.
630,448. (Cl. 58-86.)

1. In a clock spring barrel, in combination, an
arbor, a cup shaped member having a circular
flange projecting therefrom journaled on said arbor,

gear teeth formed on
/3 /7 /5 said flange, a similarly

d ----
IlL 2 cup shaped member hay-

/ - ing an aperture slidably
mounted on the cylin-

t0. WIJMMN op drical portion of the

0: A 0 above mentioned cup

;1E1 00000a, shaped member and
means for detachably
connecting said members.

1,0 2. In a clock spring
11  barrel, in combination, an

arbor, two cup shaped
members journaled on

said arbor and slidably mounted on each other,
a flange with gear teeth projecting from one of
said members, and means for detachably connect-
ing said members.

3. In a clock spring barrel, in combination, an
arbor, a cup shaped member journaled on said
arbor, a flanged member journaled on said arbor,
gear, teeth formed on the periphery of said flanged
member and means for detachably connecting
said members, said means comprising a pin and a
lot.

1,032,762. Jewel-setting. Thomas Mountford,
Newark, N. J., assignor to Blancard & Company,
New York, N. Y., a Firm. Filed June 20, 1911.
Serial No. 634,215. (Cl. 63-27.)

1. A jewel setting provided with claws, com-
prising a body blank of relatively thick metal,
and a surface blank of relatively thin metal, said

surface blank being arranged to
cover the inner surfaces of the
body blank and the sides of the
claws of said body blank as and for

A the purposes set forth.
2. A jewel setting provided with

claws, comprising a body blank of relatively thick

metal, and a surface blank of relatively thin metal,

said surface blank being arranged to inclose the

body blank leaving only one side of the body blank
exposed, as and for the purposes set forth.

3. A jewel setting provided with claws, com-

prising a body blank of relatively thick metal,

and a surface blank of relatively thin metal, the

edges of said surface blank being bent and arranged

to inclose the body blank leaving only one side of

the body blank exposed, as and for the purposes

set forth.

1,032,116. Gem-setting. Eugene Coste, Paris,
France. Filed March 4, 1912. Serial No.
681,532. (Cl. 63-26.)

1. A setting comprising, in combination, an

annular bezel provided with an in-turned upper
edge adapted to engage the upper part of the stone

to be set, and with depend-
ing claws; and a backing con-
sisting of a cup-shaped part
adapted to receive the back

- of the stone, and against
which said claws are adapted to be bent, and a
substantially disk-shaped cover part adapted to be
pressed inwardly against the first-named part and
against said claws.

2. A setting comprising, in combination, an
annular bezel having its upper portion provided
with an in-turned projection adapted to engage
the upper part of the stone to be set, and having its
lower part provided with depending claws; and a

backing consisting of a cup-shaped part adapted
to receive the back of the stone, and against
which said claws are adapted to be bent, and a
substantially disk-shaped cover part formed inte-
gral with the first-named part and adapted to be
bent inwardly against that part and the said claws.

3. A setting comprising, in combination, an
annular bezel provided with an in-turned upper edge
adapted to engage the upper part of the stone to be
set, and with depending claws; and a backing
consisting of an inverted conical part adapted to
receive the back of the stone, and against which
said claws are adapted to be bent, and a covering
disk connected to the apex of said conical part
and adapted to be bent inwardly against that part
and the said claws.

1,032,328. Watch-fob. Theodore W. Foster,

Providence, R. I. Filed September 16, 1911.

Serial No. 649,770. (Cl. 63-21.)

1. A watch fob including a series
of spaced rods, each rod having a
convex central portion and a con-
cave portion on each side of the
convex portion, a pair of inner
links for each pair of rods through
which the rods pass, the links being
disposed adjacent the convex por-
tions of the rods, a pair of outer
links for each pair of rods through
which outer links the rods pass,
the lower rod of the pairs of rods
having its ends formed with hooks
to engage said outer links, a link
connected to the uppermost rod
and engaging the convex part
thereof and being disposed be-
tween the outer ends of the inner
pair of links of said uppermost rod,
and a single link connected to the
lower-most bar engaging the con-
vex portion thereof and disposed
between the outer ends of the inner
pair of links of the lowermost bar.

ITEMS OF INTEREST

W. R. Johnston, Butler, Ohio, has sold his busi-

ness in that place to Dory H. Leedy and will

remove to Cleveland in the middle of August.

Mr. Leedy will continue the business in the same

quarters.

F. J. Titus, jeweler and optician of Zeeland,

Mich., is now on a two weeks' vacation, visiting

his home town, Williamson, N. Y. He is accom-

panied by his wife and they will make the trip

in their Holladay runabout.

S. 0. Bigney & Co., Attleboro, are mailing a

twelve page descriptive pamphlet illustrating

their entire line. This pamphlet is being sent to

the jewelers throughout the country, and its trade-

creating contents meet immediate attention.

Harry Wheeler, advertising manager of The

Hussey Company, Providence, has taken a cottage

at Riverview, R. I., for the balance of the season,

The salesmen for The Hussey Company, Provi-

dence, R. I., are in town for a short time and report

large business particularly in the west and south.

J. E. Reid & Co., Rochester, Minn., were the

victims of a robbery during the night of June 15,

when a black leather colored tray containing a

number of diamonds was stolen from the show

case. A reward of $300 will be paid for evidence,

and the arrest and conviction of the guilty parties.

T. W. Hitchcock, the well known engraver and

repairer, Philadelphia, Pa., announces that he will

occupy the entire second floor of No. 11 North

Thirteenth street, after extensive alterations are

completed. The new quarters and equipment will

enable him to better attend to his growing business

in engraving, watch and clock repairing and general

jewelry repairing.

Charles Garratt, Hot Springs, Ark., died sud-

denly at his home on July 16. The deceased was

fifty-seven years old, and was the pioneer, lapidist

in Hot Springs. He went to that city thirty-four

years ago, and two years later entered business for

himself. He was a skilled workman, and widely

known among the trade. The business will be

continued by his oldest son S. W. Garratt.

There was an error in the advertisement of The
Codding & Heilborn Company, of North Attle-
boro, Mass., in our issue of July 15. Address
as given was Attleboro, and it should have been
North Attleboro. We suggest to our readers that
they make note of this address, and when writing
this concern for samples, to address the letter to
North Attleboro, Mass., to save delay and con-
fusion.

In accordance with their progressive methods
of expansion, and to care for the rapidly increasing
demand for Conklin's self-filling fountain pen, the
Conklin Pen Manufacturing Company, of Toledo,
Ohio, have opened up branch offices in New York
City, Boston and Chicago. These offices will
enable Conklin customers in the territories covered
by the above-mentioned cities to obtain prompt
and efficient service, and are looked upon with
great favor by the retail trade.

Referring to conditions in the optical business,
John S. Spencer, of the Spencer Optical Company,
New York, stated that the firm was enjoying a very
successful business and having continually increas-
ing demand for their well known optical specialites.
The new model oculometroscope, he stated, was
in special favor owing to the excellent work which
it enables opticians to do. Those requiring a suit-
able stock of optical goods will find it to their
advantage to communicate with this firm.

The Van Bergh Silver Plate Company, Roches-
ter, N. Y., has signalized the approach of a profit-
able fall season by a new line of exceptionally
attractive toiler-ware and accessories. The line
is unusually comprehensive and the designs
artistic and striking. The company, however,
has quite excelled itself in its new line of hollow
ware, which is one of the most attractive and varied
ever presented to the trade. Now that the selec-
tion of stock is uppermost in the minds of the
jewelers it behooves them to keep in mind these
handsome new patterns.

Max N. Elbe, of Niagara Falls, N. Y., reports
that a man giving the name of J. L. Moore, age
about 30, height five feet, ten inches, weight 140,
dark complexion, thick smooth face, sunken cheeks,
heavy black eyebrows, large feet, called on him
about July 12 and claimed that he had been sent
by one of his customers for a watch which was
being repaired, and in that way succeeded in
getting an 18-karat solid gold watch, hunting
case, engine turned with shield engraved. Makers
name H. Elbe, case No. 2,005, movement "Rom-
ney" No. 1,492 made by International Watch
Company.

The business of the New England Watch Corn-
pany, Waterbury, Conn., was placed in the hands
of a temporary receivership by court proceedings,
on July 22. John P. Elton and Harris Whitmore
were named as receivers. The receivership, which
may result in the reorganization of the concern,
was granted on the application of the following:
Gordon W. Burnham, New York; J. Hobart
Bronson, Edward L. Friable, Otis S. Northrop and
Charlotta B. Hill, of Waterbury. The present
officers of the company are: George L. White,
president; E. L. Frisbie, vice-president, and Wil-
liam P. White, secretary and treasurer.
Work is proceeding as usual at the factory and

the receivers expect to continue the business.

•
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DIAMONDS and PRECIOUS STONES

BOUGHT AND SOLD
FOR SPOT CASH

Appraisements made for estates or individuals

J. J. COHEN
loll Chestnut Street, PHILADELPHIA, PA.

Established 1891
Write for further information

THE J. D. EWING COMPANY
Manufacturing Jewelers. Jewelry Repairing.

EXPERT REPAIRING ON WATCH SATIN FINISH AND COLORING,

CASES, ENGINE TURNING ENGRAVING, ENAMELING

 TRIAL ORDER SOLICITED. 

122-124 SOUTH 8th STREET PHILADELPHIA

5tt FRED A. HASKELL Letter, Jewelry & Souvenir
ENGRAVER

206 Weybosset St., Providence, R. I.

STATE CAPITOL:
ENGRAVED SOUVENIR SPOONS

Send us Spoons and we will Engrave
Beildinas. $3.50 doz. Names. Si 20 doz. STONE SFITOle

THE TWENTY-THIRD YEAR and NEW TERM of the

Canadian Horological Institute
S. W. Cor. Church & Wellesley Sts.

TORONTO, ONT.

Begin on 3rd September, send for circular now and place application as early as possible with the school

that is thorough enough to teach its students to plan and make watches right through from barrel to balance.

DICKSON'S

RING SHANKS
Save time and money.

No waste in sawing and shaping.
Assorted finger sizes 5Y2. to 7.
Assorted sizes for different weight and shaped stones.

Write for brass samples and prices.
H. L. DICKSON,

106% Field St., DALLAS, TEX.

Mgr SPOT CASH for Jewelry Stocks _
I PAY THE HIGHEST PRICES for Diamonds, Watches and Jewelry.

Send stocks at once. no matter how large or small, and get money by return mail.

National bank references upon request. If offer is not satisfactory will return goods

EMIL NOEL, 541 E. 46th Place, CHICAGO, ILL.
If you should be in Chicago with your stock, make appointment with me

by residence telephone Drexel 5323, or office telephone Randolph 1418

NEWARK BRUSH 
COMPANY

BRUSHES

253 
MULBERRY STREET 

NEWARK, t. 3.

Polishing Set 
Complete, $2.00, 

Prepaid.

COTTON, BRISTLE 
AND FELT 

WATCH CASE 
BUFFS

FELT AND 
COTTON RING 

BUFFS

BRISTLE WASH 
AND END 

BRUSHES

FELT AND 
COTTON BUFFS

BRISTLE 
POLISHING BRUSHES

SATISFACTION 
GUARLIITEED OR 

MONEY 
REFUNDED

,

fP)

'
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The Massachusetts School of Optometry
Klein School of Optics

The Former Incorporated and Registered with
the New York State Board of Education

Day and night courses throughout the
year. Students prepared for state
examinations.

Catalogues and particulars on application.

The Massachusetts School of Optometry
168 Massachusetts Ave., BOSTON, MASS.

SOUVENIRS
A utomobile Name Plates, Watch Fobs,
Flag Pins, Seals, Tie Clips. Prompt
Attention Given to Special Orders.

WRITE' FOR ESTIMATES

All shadesof Enamel constantly on hand.

CARPENTER & WOOD, Manufacturers

14 Calendar St., Providence, R. I.

WATCHMAKING
ENGRAVING
JEWELRY REPAIRING

can be learned in a few months
by our practical methods. Ex-
pert instruction under actual
working conditions. Enter at
any time-no age limit-day
and night classes.

Write for free catalogue containing
full particulars

Chicago School of Watchmaking
Dept. T, 59 E. Van Buren St., CHICAGO

HIGH GRADE

WATCH AND CLOCK REPAIRING
FOR THE TRADE

Experts on com-
plicated watches
and clocks, chro-
nometers, wheel
and pinion cut-
tings. Work on
antique clocks
and watches a
specialty.

Twenty years' experience as practical
watchmakers. Thoroughly aquainted
with all foreign and American move-
ments. Formerly with the watchmaker
to the Emperor of Germany.

MAIDEN LANE WATCH REPAIR CO.
9 MAIDEN LANE, NEW YORK

Makers of

TOWER an STREET CLOCKS
For particulars, write us, mentioning

THE KEYSTONE

E. HOWARD CLOCK CO.
Est'd 1842 BOSTON, MASS., U.S.A.

Expert Watch Repairer
Maker of Special Watch Parts,
Adjuster of Complicated Move-
ments. Our work is Prompt and
Satisfactory. Our Prices are
Reasonable

M. LIEBERMAN
71-73 Nassau Street New York

The LUX MODEL WORKS
Make practical working and manu-
facturing models of clocks, watches,
meters, novelties, etc. Experimental
Work. Wheel and pinion cutting
to order. Manufacturing.

CLOCK REPAIRING FOR THE TRADE

53 East Farm St., Waterbury, Conn.

A QUICK JOB,
A FACTORY
FINISH AND
A PLEASED
CUSTOMER

Established
1839

ARE ALL YOURS
IF YOU USE
SANGER'S
EMERY RING
BUFFS

CROUCH & FITZGERALD

Jewelfll Sample Dunks and Cases
Extra Deep Trunks and Cases Always in Stock

177 Broadway 134 Fifth Avenue
Bet. Uortlandt & Dey Sts. Corner 20th Street

723 Sixth Avenue
Between 41st and 42d streets

NEW YORK

EXPERT
Watch Case Repairing

and

Watch Case Manufacturing

Gold and
Silver
Plating,
Satin
Finishing,
Engraving
and
Engine-
Turning

Old English
and
Swiss Cases
changed to fit
American
Stem-Wind
Muvemenis

Special Cases made to order in Gold and Silver
for English, Swiss and American Movements

OLD CASES MADE NEW

F. H. JACOBSON CO.
209 State Street Chicago

Send for Our New Price-Lied

HORACE J. SMITH
WATCH REPAIRING

FOR THE TRADE

416 Des Moines Life Building
DES MOINES, IOWA

REFINERS aro VItchililligisi!ir 
and

an 
or

Sweep Smelters lic  
sweeps,

ui  :4t Tiongusgohr
filings. Prompt

Established 1889. returns.

1I113 W. L. ROBERTSON CO.

13 and 15 Franklin Street, Newark, N. J.

INDISPENSABLE TO THE RETAIL JEWELER
An assortment of Wells' Perfect
Self-Conforming Ring Adjusters.
Ask your jobber for them, or I
will send prepaid at once only
Ott receipt of price) sizes as
assorted in each unbroken
dozen at the following prices:
1 doz. 10 K. gold, $3.75; 1 doz. gold
filled, $2.00; 1 doz. metal, 85c.

Samples of one small and one medium-large gold
filled and one metal adjuster will be sent for
50e., stamps or M. 0. Address

CHESTER WELLS, Meshoppen, Pa.

CATCHY
ENGRAVING
In SPOON BOWLS at

I LET US
Popular Prices

ENGRAVE
A SAMPLE

Art iatic Monogram and Letter
Engraving. Gilding.

Send for price-list.

LA-A...STROM dk CO.
Ashland Nebraska

The Triumph Jewelers' Lamp
A 300 Candle Power Lamp for Home,
Store, Shop, Work Bench, Library, Desk t
-wherever a safe, powerful light is, --**
wanted or stand lamp can be used
Turnouts and down like gas; carried /-
around with greater safety than kero-
sene lamp; gives 10 times more light TRIUMPH
at less than '/‘ cost to operate. which a child I--
can do. Better than gas or electric lamps I
because of no hose or drop-wire to prevent
moving anywhere. Holds 2 quarts gaso-
lene, always ice cool; one gallon lasts from
40 to 50 hours.
We have six distinct lines of gasolene
lamps and Hollow Wire systems.
Every one a success. Our KS Catalog
tells why. Get it and decide which
line you want. Send for it at once. Today. It's free.

BRILLIANT GAS LAMP COMPANY
Dept. 9. No. 182 N. Stahl Street, CHICAGO, ILL.

EXPERTS
ON

FineWatch Case Repairing
Manufacturers of Special Cases
Gold and Silver Plating, Satin and
Roman Finishing, Rose Coloring.

ENGRAVING
ENAMELING and
ENGINE TURNING

Swiss and English
cases changed to fit
American move-
mentsandallkmdsof

RAISED COLORED
GOLD WORK.

The Largest and
Promptest Repair

Shop in Chicago.

SEND FOR PRICE-LIST

J.C.HOWARD &CO.
116 & 118 N. State Street. CHICAGO. ILL.

When writing to advertisers kindly mention
The Keystone

Small Advertisements
No advertisement inserted for les9

than 25 cents.
Under heading "Situations Wanted."

ONE CENT per word for first twenty-
live words. Additional words and ad-
vertisements, THREE CENTS per word.
Under all heading. except "Situations

Wanted," THREE CENTS per word.
Name. address, initials and abbrevia-

tions count as words. and are charged
for as part of the advertisement.
To Insure insertion. send remittance

with orders for advertisements. Copy
must reach us by the 25th of each
month for the issue of the let of the
following month, and by the 10th of
the month for the issue of the 15th of
the name month.
Send bank check or draft, or postai

or express money order for $1.00 and
over, or postage stamps for smaller
amounts.
If answers are to be forwarded

send TEN CENTS In postage stamps
with order.
The real name and address of every

advertiser must accompany the copy of
the advertisement.
Advertisers who are not subscribers

should send 10 cents (special issues 215
cents) If they desire a copy of the paper
In which their advertisement appears.

T iltEild (7:STHE TONE PUBLISHING COMPANY
809-811-813 N. 19th STREET, PHILADELPHIA, PA.

SITUATIONS WANTED
Under this heading, ONE CENT per word,

for first twenty-five words. Additional words
and advertisements, THREE CENTS per word.
No advertisement inserted for less than 25
cents.

It will facilitate matters and result to
the advantage of advertisers under this
classification if they will indicate their local-
ity in their advertisements.

WATCHMAKER and fine engraver desires
position itt central Pennsylvania; am now

getting $22 a week; wish to better myself.
"S 411," care Keystone.

RAILROAD watchmaker, engraver, graduate
optician; twenty years' experience; best ref-

erences; salary $36 per week. " L 409," care
Keystone.

BY first-class watchmaker, optician and plain
engraver; fifteen years' experience; salary $25

per week; A 1 reference. "S 403," care Key-
stoop.

PERMANENT position by first-class watch-
maker by August 15; thoroughly experienced

in railroad work; am capable of managing busi-
ness; beat references. Address Lock Box 241,
Page, N. Dak.

YOUNG man, German; wishes position as
second watchmaker, plain engraver; own

tools; West preferred. Frank Kuehn, 903
Globe building, St. Paul, Minn.

AS watchmaker, engraver and all-around man;
permanent position by September 1; married;

central states preferred. Jeweler, 2736 Emer-
son avenue, South, Minneapolis, Minn. 

YOUNG man wishes position as an engraver.
3949 Kensington avenue, Philadelphia, Pa.

AS watch, clock, jewelry repairing and also
doing engraving; willing to go anywhere;

all good habits. Walter Bauer, 328 Elizabeth,
Paducah, Ky.
BY good watchmaker and engraver; can give

best of reference. Chas. A. Page, Phoenix,
N. C.
EXPERIENCED watchmaker, jeweler, en-

graver, optician, salesman; desires position
in or near Cleveland; can furnish best of re-
ferences; all tools; twenty-six years old, mar-
ried; could not consider anything but a perm-
anent position. Address Lock Box 214, Belle-
vue, Ohio.
BY single young man; four years experience

repairing watches, clocks and jewelry; com-
pleted list at St. Louis Watchmaking School.
L. A. Randel, Jr., Bennett, Mo.
AT once as watchmaker, optician and engraver;
can do anything in retail line; furnish own

tools, and best of reference. I. Pearce Owen,
Urbana, Ohio.
FIRST-CLASS watchmaker and engraver

is open for engagement from September 1 and
10 until February 1, and permanently if de-
sired; six years' experience, well acquainted
with railroad work. Engraver, Box 84, Linden,
Mich.
BY watchmaker and engraver; in or west of

Colorado; by August 20; don't use tobacco
nor liquor; good references. Mat. Bakula,
N. Buena Vista, Iowa.
WATCHMAKER and jeweler, young man;
four years' experience; would like position in

south or southwest, good references. Box 104,
Alden, Iowa.
YOUNG man, twenty-one; desires position as

assistant watchmaker under good man; plain
engraver ; salesman, and can do jewelry and
clock work; best of references. E. Guendel,
406 West Koenig street, Grand Island, Neb.

SITUATIONS WANTED

WATCHMAKER and plain engraver would
like position about September 1; best of

references; own tools; good salesman. W. F.
Norris, 416 East Second street, Grand Island,
Neb.

YOUNG man, as second watchmaker, clock
and jewelry repairer; can wait on trade; good

appearance; excellent reference. Chas. Born-
hurst, Rockham, S. Dak.

YOUNG man, second watchmaker and plain
engraver; east preferred; for September 1.

C. E. Harding, Pen Argyl, Pa.

YOUNG man desires position as first-class
optician, second watchmaker and engraver;

good references. Address G. A. Robertson,
Heath Springs, S. C.

BY second watchmaker, plain and fancy en-
graver, fair knowledge of optics; experience in

railroad work; good habits; good references;
south preferred. "W 428," care Keystone.

FIRST-CLASS watchmaker, jeweler, engraver;
with bench and tools, desires change; prefer

south; managed store for last two years; had
railroad watch inspection; single, age twenty-
eight; come well recommended; salary $25 per
week. "R 442," care Keystone.

BY watchmaker, engraver and jeweler, fifteen
years' experience, thirty-seven years old;

married; wants a place that is good for five
years at least; have own tools; prefer central
Illinois; sample of engraving and reference.
"W 443," care Keystone.

WATCHMAKER, engraver, all-around experi-
ence; wants position where he can work up

business end; no bad habits; twenty-nine years
old; singe; ten years' experience. "R 426,"
care Keystone.
BY watch, clock and jewelry repairer; some

plain engraving; fifteen years' experience at
bench; forty years old; married; strictly sober;
an all-around man; Illinois or bordering states
preferred. E. B. Sadorus, 408 E. Oregon St.,
Urbana, Ill.
BY first-class lady engraver, with several years'

experience; references and samples sent on
request; Texas preferred. Address No. 888,
care of Jewelers' School of Engraving, 1063.
Field street, Dallas, Texas.
STEADY position, watchmaker, jeweler, sales-
man, sober; wait trade; take work; tools;

railroad; trade shop experience; middle west;
salry or commission; references. "S 434," care
Keystone.
WATCHMAKER and engraver at present
employed; open for position August 12; ref-

erence my present employer ; $15 to start.
Address Miss Belle Buten, Evansville, Wis.
YOUNG man as watchmaker, clock and jew-

elery repairer; do some engraving; can give
best references; prefer west. Address Earl F.
Bible, Thermopolis, Wyo.
WATCHMAKER-repairing and adjusting
to temperature and position; rating of rail-

road time servicewatches; inspecting a specialty;
store and factory experience; can take charge of
store or department. Chas. It. Kinehan, 1812
North Cleve avenue, Canton, Ohio.
AT once, position by first-class watchmaker and
engraver; wait on trade; take in and deliver

work; $25 per week; first-class references. "G
430," care Keystone.
COMPETENT man is open for position; wants
to work as optician and fill in as watchmaker,

engraver, salesman; long experience; ten years
at present location; good salary expected. "H
447," care Keystone.
FINE railroad watchmaker, letter and mono-
gram engraver, graduate optician, expert

salesman; thirty-two; fifteen years' experience,
wants position September first as first workman
or manager; salary $36. "M 448," care Key-
stone.
PARTNER : hustler, thirty-two, unmarried,

American, fine appearance, strong personality
and executive ability, fifteen years' experience
as railroad watchmaker, fine letter and mono-
gram engraver, graduate optician and expert
salesman, would like partner in business or
would accept position as first workman on fu-
ture partnership basis. "M 449," care Key-
stone.
WATCHMAKER, engraver and optometrist,

registered in Minnesota, wants steady posi-
tion, best of references as to character and
ability; thirty-two years of age. "M 439," care
Keystone.
IN Wisconsin, by September, by married man

with ten years' experience at bench as watch-
maker and engraver; nothing under $18 per
week considered; prefer position where can give
whole attention to bench work; for further par-
ticulars. Address "H 438," care Keystone.
WATCHMAKER, own tools, single, prefer
middle west; want place with good workman;

some railroad experience ; reference. George
Peck, Route 6, Wellington, Kans.
FIRST-CLASS watchmaker and adjuster;
can do plain engraving, some jewelry, perma-

nent position, references. J. Hook, Monroe,
Iowa.
BY a first-class watchmaker, railroad, experi-
. once twenty-six years ; Iowa, Illinois, Neb-
raska preferred. "D 441," care Keystone.
A POSITION as second-hand watchmaker,
engraver, refractionist; have own tools; open

for employment after September 10. "S 436,"
care Keystone.
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ENGRAVER-first-class letter and monogram
engraver with eleven years' experience,

wishes to make change. "L 437," care Key-
stone.

BY September 1, good counter salesman;
graduate optician, second watchmaker, plain

engraver; jewelry repairman; good references;
two years' experience. Address "B 418," care
Keystone.

FIRST-CLASS watchmaker, wants position,
west or south; fair engraver and jeweler,

speaks English and German; can give best
reference; owns full set of tools. Address "P
414," care Keystone.

MANAGER, experienced in every branch of
the retail jewelry business, desires position

with a first-class retail jewelry store; A 1 sales-
man, buyer and systematizer; can furnish best
of references as to character and ability as
business builder; salary and commission; can
take some stock in company. "M 410," care
Keystone.

YOUNG married man, just leaving school,
desires position in store and at bench, with

opportunity to further experience in watch-
work; good habits, willing worker; name your
own terms. Carl L. Shelton, Greenfield, Tenn,

FIRST-CLASS watchmaker and engraver,
wants permanent position after August 15;

west preferred; married, age twenty-eight,
steady and sober. H. E. Maley, Hermiston,
Ore.

WATCHMAKER and plain engraver, wants
position Iowa or Illinois preferred; best of re-

ferences. Leon A. Friedrich, Stratford, Iowa.

FIRST-CLASS watchmaker, with executive
ability and long experience; wishes position

in the south, Pacific coast preferred; amount
of salary not so much an object as a brotherly
friendly feeling; references. Address Wm.
Thoustrup, 508 Farley building, Birming-
ham, Ala.

WATCHMAKER, jeweler and optician wants
a position as manager of store, not over

$20,000 stock; will work for moderate salary
and commission on business; east preferred;
good water and climate; A 1 reference furnished.
"W 420," care Keystone.

WATCHMAKER of extensive experience
wants position; reference; own tools; married;

Pennsylvania, Ohio or Indiana preferred. "C
419," care Keystone.

YOUNG man twenty-one; desires a position
as second watchmaker; can -do jewelry and

clock work, also good salesman and can furnish
best of reference. Address L. G. Fort, Stafford,
Kan.

BY lady-watchmaker, three years' experience;
optometrist, registered in Nebraska; Ne-

braska preferred; other places considered.
Phebe K. Peek, 607-9 Clapp Blk., Des Moines,
Iowa.

SOUTH AMERICA representative with very
good high-class connections; wishes to re-

present manufacturers of gold filled and silver-
plated articles; represent also several German
firms; first-class references. "C 329," care
Keystone.

SALESMAN, well-known and of recognized
ability; now representing a prominent New

England manufacturer; will be open for a posi-
tion to represent a manufacturer in middle
western territory January 1; silverware line
preferable; I have a good following with the
best retail jewelry trade; have clean record, and
can make good. "B 343," care Keystone.

EFFCIENT watchmaker, fair engraver, grad-
uate in optics; do jewelry work when neces-

sary; age thirty-two; single; seven years' experi-
ence; west only; September 1; references. Ad-
dress Ralston, 217 N.Prairie avenue, Miles City,
Mont.

YOUNG man, age twenty, best of habits, de-
sires position as watchmaker and engraver,

in central or western states; school and bench
training; best of reference. R. 0. English,
Dodge City, Kans.

HELP WANTED
UNDER THIS HEADING THREE CENTS PER WORD
It will facilitate matters and result to

the advantage of advertisers under this
classification if they will indicate their local.
ity in their advertisements.

FIRST-CLASS watchmaker, capable of hand-
ling high-grade railroad work; A 1 references

required, permanent position to right party;
state wages wanted and experience in first
letter. Oppenheimer Brothers, Kingston, N. Y.

SECOND watchmaker and engraver, young
man, and single, will start at $12 a week;

must come well recommended; town of 3,000,
northern Ohio. "A 456," care Keystone. '

FIRST-CLASS watchmaker and engraver;
capable of waiting on trade; send references

and state salary wanted in first letter. H. H.
Thompson, Brattleboro, Vt.

STRICTLY first-class watchmaker and en-
graver at once; permanent position to sober,

industrious man. Philip Jacoby, Kalispell,
Mont.

(Continued on page 1686)
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((ontinued from page 1585)

AN assistant watchmaker wanted who is willing
to wait on trade; must have good reference;

$15 per week. L. E. Ingram & Co., Roxton,
Texas.

COMPETENT watch repairer and engraver;
must have own tools. Fenn & Ellison

Tampico, Ill.

FIRST-CLA SS watchmaker and engraver,
one capable of handling railroad work; $25

per week, permanent position. Willet L.
Robertson, Rawlins, Wyo.

FIRST-CLASS engraver and jeweler; steady
job for the right party; fine light to work by.

A. J. Heesen, Toledo, Ohio.

A YOUNG man for our material department,
that has had two or three years' experience

in filling material orders. S. H. Clausin & Co.,
Minneapolis, Minn.

A WATCHMAKER with $1,000 to take charge
of one of our three stores in southern Michi-

gan. "K 433," care Keystone.

WATCHMAKER, jeweler, engraver, wait on
trade, by September 1; young man preferred

with good personal address; good references;
$18 to start. Triplett, Ironwood, Mich.

WANTED A 1 watchmaker for watch work
only; good steady position to the right man;

please state full particulars in first letter; loca-
tion Richmond, Va. "C 425," care Keystone.

WATCHMAKER wanted; German preferred;
must have good set of tools and be competent

on all watch and clock work. Steady work
and good wages to right man. Breitinger &
Sone, 37 N. Ninth street, Philadelphia, Pa.

YOUNG man with experience, clock and jew-
elry repairer; general work in store, also assist

on watches. Hall & Sayles, Janesville, Wis.

WATCHMAKER, jeweler and engraver,
permanent position to the right man; state

salary expected, experience and reference.
Matthewson-Pelz Jewelry Company, Marshall,
Tex.

ASSISTANT watchmaker and plain engraver;
would prefer one who has some knowledge

of jewelry and clock repairing; fine chance
for young man to finish trade under a fine
Swiss workman; write at once with references
and state salary. Theodore Shaffer, Cordele,
Ga.

FIRST-CLA SS practical watch, clock, jewelry
repairer and good engraver; conscientious

careful workman of unquestionable character
and Al references; must have good tool outfit
and be willing to wait on trade, and help out
wherever needed; $18 to start; state experi-
ence and send sample engraving at once, C. H.
Thomson, Greensburg, Ind.

COMPETENT watchmaker, engraver and
salesman, industrious and reliable for perma-

nent position; write fully stating age, experi-
ence, capabilities, habits, wages wanted; and
enclose samples engraving. Chas. F. Halbkat,
Watertown, S. Dak.

GOOD second watchmaker; single man pre-
ferred; give full particulars in first letter.

Address P. 0. Box 388, Worcester, Mass.

FIRST-CLASS manufacturing jeweler and
stone setter, capable of taking charge; also

good fast second man for repair work, state
experience and salary wanted. Address Lock
Box, 552 Waterloo, Iowa.

FOUR first-class watchmakers for trade and
retail work, must be rapid and accurate and

capable of turning out good work, steady job
and good wages, state experience, salary ex-
pected and also references. Address Lock
Box 552, Waterloo, Iowa.

TRAVELING salesman; excellent proposition;
good commission; write full particulars; Wil-

liams Manufacturing Company, Department
C., St. Louis, Mo.

WATCHMAKER; first-class high-grade man,
in large store doing medium and fine repair-

ing only; permanent position; must be skilful
and thorough. "F 373," care Keystone.

FIRST-class lapidary man who understands
stone setting. Only steady man need apply.

Address "R 454," care Keystone.

WANTED
UNDER THIS HEADING THREE CENTS PER WORD

WANTED to buy jewelry stock; send surplus
stock to me and get money by return mail.

Emil Noel, 541 East Forty-sixth place, Chicago,

SALESMAN wanted: to carry as a side line
a legitimate and good selling article; good

commission; see advertisement page 1617 this
issue.

WALL show case, mirror lined, glass shelves,
for cut glass. "J 444," care Keystone.

TO buy piano, Chickering, Ludwig, Kimball,
Emerson, any good make; must be bargain.

'B 446," care Keystone.

WANTED

I WANT fine pearls and baroques, and will pay
the best, spot cash prices for them; established

here 1888; references: Bradstreet, any bank
here. M. L. Bowen, Fort Madison, Iowa.

ROOM or part, for watchmaking and refract-
ing. "R 407," care Keystone.

PARTNER with $2,000 to $5,000 to take in-
terest in fine jewelry business in county

seat city of 2,000; more than I can do and want
a good jeweler to help; big fall business; write
at once. .7. A. Crossman, Fairview, Okla.

TRIAL case and Clement lathe attachment,
Frank Vann, Alexandria, La.

FOR SALE
UNDER THIS HEADING THREE CENTS PER WORD

Stores, Stocks and Businesses

I HAVE the opportunity or a lifetime for a
bright young watchmaker who has ambition

to be Among the best. $1,000 to $2,000 will buy
interest in an old, well established business and
is a moneymaker. J. H. Graham, 127 N.
Dearborn street, Chicago, Ill.

JEWELRY and optical business in Colorado
town 4,500 population, pay roll amounts to

$60,000 a month, stock and fixtures invoice
$6,000, can reduce to $3,000, reason for selling
larger interests in east, came to Colorado for
health. "H 365," care Keystone.

GOOD paying jewelry store on the Oregon
coast, at mouth of river, cool summers, no

winters, green grass the year around, good
hunting, fishing and boating every day in the
year; population 3,500; practically no opposi-
tion, all the repair work one man can do; I keep
a watchmaker all the time, rent only $15; lease
good for over one year yet, stock and fixtures
about $3,000, must be all cash. "B 401," care
Keystone.

JEWELRY store, in eastern Missouri, invoice
$4,000. For particulars address "H 384,"

care Keystone.

JEWELRY and optical business in south-
eastern Nebraska; will take about $5,000 to

handle; want to go in the exclusive optical
business. "C 331," care Keystone.

FIRST-CLASS established jewelry store in
famous Colorado health resort, farming stock

raising and railroad center. Stock invoices
$15,000, fixtures $2,500. Will sell to settle
estate, all or any part from $6,000 up at 75
cents on dollar. Charles H. Wyman, Admin-
istrator, Glenwood Springs, Colo.

ONE of the best incorporated optical and jew-
elry stores in California, population 7,000;

ideal climate, fine fruit and dairy country;
stock and fixtures $14,000; 1911 business
$17,000. Good watchmaker can get half in-
terest of $5,000 capital or will sell entire busi-
ness. Business has increased every month for
two years; a young man's opportunity. Part-
nership disagreement. "1912" Nordman Bros.
Company, San Francisco.

GOOD clean jewelry stock in county seat town
of 5,000; invoice about $6,000, stock and fix-

tures; can reduce to suit purchaser; a fine busi-
ness in best location in town; good country to
draw from; fine opportunity for a catholic.
Furnald & Co., Carroll, Iowa.

A FIRST-CLASS up-to-date manufacturing
plant in city of 235,000; doing a business of

$25,000 to $30,000 a year; cheap rent; ma-
chinery, tools and fixtures cost price $11,500;
will sell for $9,000; this proposition will bear
investigation; can give good reason for selling.
"W 299," care Keystone.

THRIVING jewelry business in Wisconsin
county seat, city of 2,000 population; in

heart of excellent farming country, draw trade
from large territory, good run bench work, clean
stock, invoice $2,000, can reduce, sell invoice
price cash, clean proposition and 0. K. every
way; store has excellent reputation; fine boating,
fishing and hunting facilities; best reason for
selling. "T 431," care Keystone.

JEWELRY store for sale; established over
twenty-five years; business in prosperous con-

dition; wishing to retire I offer my stock, fixtures
and good-will for $3,000 cash; stock inventoried
at over $4,000. J. Krauss, 590 Third avenue,
New York City.

RICHMOND, MAINE; am sick and must
sell stock, fixtrues, tools, material; about

$2,100; will sell for $1,500 cash; old stand,
run seventy-five years; about 2,600 inhabitants;
shoe factory, saw mill, cotton mill. A. F. Wil-
liams.

GOOD repair business, small stock; good loca-
tion; five living rooms, and store rent free.

2434 Alcott street, Denver, Colo.

JEWELRY and china store in good growing
up-to-date Ohio town of 3,500; three rail-

roads; natural gas, paved streets, electric lights,
city water, business forty-two years old; com-
petition light; reason for selling must get out
doors. "B 417," care Keystone.

FOR SALE

Stores, Stocks and Businesses

ONLY repair and jewelry store in town of 1,400;
for particulars, address Box 73, Brecken-

ridge, Mo., paying proposition.

GOOD paying jewelry business in live North
Dakota town of 500; good run of repair work,

invoice about $1,000. Address Lock Box 241,
Page, N. Dak.

GOOD jewelry business in best town of 3,000
in California; stock $1,200, sales $4,000 per

year, must sell on account of failing eyes; can
reduce stock if necessary. "M 412," care Key-
stone.

A REAL bargain: about $2,000 stock, more
repair work than one can do; best city in

central states; no dead town, population 3,500;
good trade, low rent; going into real estate
business. "H 413," care Keystone.

AN old-established, reliable jewelry house, in a
large Ohio City to make a quick sale, will

offer fine stock of jewelry, watches and silver,
high quality fixtures, large safe, .fine Howard
regulator and many tine dies for society em-
blems, etc., for ($5,000.) A chance for one or
two active workers; rent is reasonable; located
upstairs next to elevator in best location in
city; a lot of special order work. "B 406,"
care Keystone.

ESTABLISHED and up-to-date jewelry store
for sale in Detroit, Mich., located down

town and very valuable, long lease; needless
to say much; will require about $12,000 capital.
"E 423," care Keystone.

GOOD paying jewelry store, north central
Oklahoma; best town of 2,000 in southwest;

crops excellent; good location, cheap rent, clean
stock; no old, unsaleable goods; large territory;
three near-by towns without jewelers; only one
competitor; a fine opening; am going to Florida;
answer quick; stock and fixtures about $1,700;
will sell tools if desired. "B 422," care Key-
stone.

OLD established business, doing $18,000
annually; low rent; 8,000 inhabitants; four

railroads; good farming section in Piedmont of
South Carolina; stock and fixtures $10,000-
will reduce and make terms to responsible
purchasers ; for further particulars, address
P. 0. Box 273, Chester, S. C.

IN Montana: one of the best paying jewelry
and optical stores in the state; nice clean stock

of good goods in town of a little less than 5,000;
established twelve years; pay roll of $60,000 to
$100,000 per month the year round. This
store has cleared $40,000 in the past ten years
above living and store expenses; invoice about
$16,000, could probably reduce to $12,000;
will sell stock and give lease on building for any
length of time desired by purchaser. "D 405,"
care Keystone.

STOCK and fixtures, with or without tools in
western central New York; growing town of

over 2,000 people, no competition; invoices
about $1,700; yearly business of $2,000 to $3,000;
must sell on account of health by September 1;
an exceptional opportunity to start in business
for your self. "C 436," care Keystone.

A $7,000 STORE and futures in southern
Michigan; will reduce stock to suit; a money-

maker, runs $8,000 to $10,000 a year; will stand
investigation ; photo on request. "S 432,"
care Keystone.

$1,500 TAKES manufacturing jewelers' tools,
stock of jewelry, souvenirs, post cards, Indian

goods, novelties and fixtures; best opening for
practical jeweler in Montana; 1,000 population,
on Flathead Lake, electric lights, city water,
and cement sidewalks. C. A. Wyeth, P. 0.
Box 471, Poison, Mont.

GOOD paying very fine jewelry and optical
business, in Conneticut town of 10,000; this

is an exceptional opportunity and will stand
the closest investigation. "M 404," care Key-
stone.

BEAUTIFUL classy jewelry store, Mississippi
town, 12,000 population; stock and fixtures

new and up-to-date, will invoice approximately
$3,500; half cash, balance easy; possession now
or September 1; fine opening for jeweler and
optician. "A 415," care Keystone.

SPLENDID opportunity for young man, $600
buys jewelry store fixtures; phonograph,

kodak and novelty business; good town of 600,
rich country, southern Wisconsin; best reasons.
"W 416," care Keystone.

JEWELRY stock and fixtures, beat town in
Iowa, population 30,000; inventory $2,500;

fine location, reasonable rent, good reason for
selling, snap for some one; act quick. Box 501
Waterloo, Iowa.

UNUSUAL opportunity, manufacturing and
repair business for sale; a money maker for

first-class workman; population 20,000; tern-
tory three states. "V 424," care Keystone.

IN San Francisco, Cal., stock, fixtures and
good-will; good opportunity for optometrist

and watchmaker; will discount if sold at once.
I. Povelsen, 178 Church street.

STOCK and fixtures, invoice $1,750; in north
central Kansas; forced to vacate and must

sell at once; will take $1,200. Don't write
unless you mean business. "M 402," care
Keystone.

FOR SALE

Stores, Stocks and Businesses

ONLY jewelry and optical business in town of
1,000; other smaller towns to draw from; town

surrounded by large farming area, lots of In-
dian business; good prospects for crops; located
in northern Oklahoma, will take about $3,000
to handle. Address "H 421," care Keystone.

GOOD paying business in one of northern Minn-
esota's best towns; 5,000 population; monthly

pay roll $150,000; fixtures, stock and store new;
mahogany fixtures; will sell for $4,500, can re-
duce to $3,500; poor health of wife cause of
selling; this will bear the closest inspection;
if you are looking for a snap write at once for
particulars. "F 427," care Keystone.

ESTABLISHED jewelry store twenty-seven
miles from New York, 25,000 population;

clean stock and fixtures; invoice $4,600; open
for an offer; will reduce to suit. Address
J. Simon, 1677 Third avenue, New York City.

JEWELRY and musical store in good manu-
facturing and railroad town of about 5,000

population, no competition, inspector for two
roads, cleared over $4,400 last year ; bench
average about $190 a month; invoice about
$6,000; can reduce to suit. Here is a chance
for one who wants to locate in a town where
there is no competition. F. H. Feraud, 1728 I
street, Granite City, Ill.

AN established jewelry business in a thriving
city of central Michigan of 30,000 inhabitants.

Stock and fixtures all new and up to date.
Eyes and health require a change of business.
A chance of a lifetime for a live jeweler.
"B 451," care Keystone.

ON account of death of owner, jewelry business
is for sale; will sacrifice stock, fixtures and

frame building for $750. Mrs. W. S. Jones,
826 South Michigan street, South Bend, Ind.

FOR SALE
UNDER THIS HEADING THREE CENTS PER WORD

Miscellaneous Merchandise and
Equipment

A COMPLETE set of new mahogany store
fixtures made to order by the St. Paul Show

Case Company. These futures are suitable
for opticians or jewelers. The fixtrues cost
$1,550 and will be sold to the highest bidder.
For photographs and details, address E. B.
Meyrowitz, Inc., 48 East Sixth street, St. Paul,
Minn.

WALL case at your own price, three black
walnut 10 feet, two cherry 8 feet, one of the

cherry fitted with mirror for cut glass. J. C.
Peers & Son, jewelers, 204 W. State street,
Rockford, Ill.

52 PRACTICAL advertisements for busy
jewelers, only $1, time savers, your time is

valuable. Garner Ads Service, Lebanon, Ind.

NEW No. 2 Moseley lathe, never been used,
complete with tail stock, tip-over rest, ten

chucks, $30 cash. Address C. H. Moore,
Elgin, Ill.

SECOND HAND work benches, hand and
power flat and wire rolls, anvil and block,

small foot and screw presses, one Oliver foot
power lathe, one bar annealer, (American,) one
grindstone, one electric polishing head, small
pressure blower, sand blast, one polishing dust
collector, ring bender, scale stools, foot power
polishing machine, also other tools. Leiman
Brothers, 62 F. I. John street, New York.

GOOD second hand engraving machine, will
sell cheap. Koester Drug Company, Bruns-

wick, Neb.

TWO large solid walnut jeweler cases cheap,
8 feet long, 8 feet high, 25 inches deep. Send

for photograph and price. Underwood Type-
writer Company, 25 North Third street, Har-
risburg, Pa.

WATCHMAKER'S bench, tools and material
at less than 50 per cent; invoice and price on

application. Lock Box 14, Farmers, Ky.

ONE new thirty-two pair traveling trial case
complete with trial frames, ophthalmoscope

and retinoscope; coat me $60.75; also nearly new
Postal typewriter; make me an offer. F. E.
Brown, Laurens, Iowa.

SPECIAL tools for difficult watch work, no-
where else to be had; price list free. Fred

Frelstadter, Waltham, Mass.

FIVE passenger Reo touring car, write for
description and price, a bargain if taken at

once. R. S. Roberts, Bardwell, Ky.

SEVERAL hundred business bringing electro-
types; jewelry and optical, cost 60 to 76 cents

each. will sell for $1.50 per dozen, asorted, cash
with order. J. F. Carr, Portsmouth, Ohio.

LATHE-COUNTERSHAFT and chucks at a
bargain. 0. B. Peterson, Canton, Ill.

TWENTY-FIVE volumes, "Library of Uni-
versid History and Popular Science," new

cost $109, first check for $55 gets them. R. M.
Wilbur, Delano, Cal.

A COMPLETE $53 case of test lenses, good
as new, price $40. George D. Clark, 14

Jordan street, Adrian, Mich.

FOR SALE

Miscellaneous Merchandise and
Equipment

33/ KARAT diamond ring $400; 1 !2 karat
diamond ring $55; 10 karat gold band en-

graved rings 50 cents Dwt., 18 S. Swing ring
nickle cases 50 cents, a job lot of good second
hand watches $1.50 to $2.00. J. R. Binder,
1313 Logan avenue North, Minneapolis, Minn.

FOR SALE OR EXCHANGE
UNDER THIS HEADING THREE CENTS PER WORD

PIANO or other goods in exchange for 2 Victor
$10 horn machine and $100 in records total

$120; pay difference in cash. "F 446," care
Keystone.

FULL line jewelry, $600, cheap for cash, or
will exchange for auto or Toledo real estate.

442 St. Clair, Toledo Ohio.

1 COLUMBIA hornless phonograph; list $15;
60 flat records, list 60 cents and 75 cents;

what have you in exchange, we can sell. G.
W. Brown, P. 0. Box 75, Potsdam, N. Y.

FOUR 10-foot plate glass cases and tables, 20-
foot wall case with 3 foot mirror connection,

quartered oak, fine condition; bargain-cash
or exchange for diamonds. G. M. McDonald,
Reynoldsville, Pa.

$65 OPTICIAN'S trial case, watchmakers,
lathe and foot wheel; want motorcycle or

B. flat cornet. Chas. M. Doty, Greenwich,
Ohio.

FINE five-r000m cottage in city of 2,000 to
trade for watches and jewelry; let's hear from

you. Box 104, Louisa, Ky.

NEW engraving machine, three sets type,
$66 cash or exchange for typewriter of equal

value. J. T. Mills, Westphalia, Kans.

NEW Century Engraving Machine, cost $85.00
and used six months. For sale or exchange

for good wall case. Ora N. Brodt, Blooming-
ton, Wis.

COMPLETE set watchmakers' tools for
second hand automobile. L. B. Kennedy,

Spartanburg, Route 1, S. C.

SPECIAL NOTICES
UNDER THIS HEADING THREE CENTS PER WORD

HIGHEST cash prices paid for diamonds
and watches; immediate returns made, bank

references given. M. Iralson, Masonic Temple,
Chicago, Ill.

I PAY 20 per cent more than any one else
for your surplus diamonds, watches and

jewelry; money sent by return mail; bank
references. Emil Noel, 541 East Forty-sixth
place, Chicago, Ill.

$25 REWARD for the return of an 18 size
solid gold, 0. F. Pattek Phillip watch, both

movement and case numbered 69264, was stolen
March 1, 1910. Examine all watches left for
repairs. "M 376," care Keystone.

COMPLETE finished escapement models in
running order, $16; the best window at-

traction for jewelers. For particulars write
the St. Louis Watchmaking Schools, St. Louis,
Mo.

BUSINESS NOTICES
UNDER THIS HEADING THREE CENTS PER WORD

OLD English and Swiss key-wind cases changed
to take American stem-wind movements;

hunting cases changed to open-face. Art
Watch Case Company, 8 North State street,

• Chicago.

I WILL buy your diamonds and watches and
pay you liberal spot cash; money by return

mail. M. Iralson, Masonic Temple, Chicago.

I PAY the highest prices for watches, diamonds
and jewelry. Send stock at once, no matter

how large or how small, and get money by re-
turn mail. All kinds of references furnished
upon request. Emil Noel, 641 East Forty-
sixth place, Chicago, Ill.

OLD cases restored to look like new; Roman
and satin finishing. Art Watch Case Com-

pany, 8 North State street, Chicago.

FOR first-class work and prompt service, try
Art Watch Case Company, Champlain Bldg.,

8 North State street, Chicago.

SEND your watch-case repairing to Art Watch
Case Company, 8 North 'State street,

Chicago.

ARE you making $5,000 per year, brother
jewelers? If not, you are losing time; men

without ability running cheap restaurants make
that and more per year; let me tell you how.
I unfold this little secret to only one jeweler
in a town; be first, write today, it will be
money to you. Dan I. Murray, 3 Maiden Lane,
New York.

BUSINESS NOTICES

ELGIN Horological School, the oldest and most
practical school for watchmakers, send for

catalogue to Elgin Horological School, Elgin,

DIAMONDS at great bargains, $45 per karat
and up; mounted rings and other diamond

jewelry bought from private people sold at
half the regular price. Sent on memo. bill
to rated dealers. Sold for cash only. Dan. I.
Murray, Broker, 3 Maiden lane, New York.

PEARLS wanted; ship direct to me and get
the highest Market price; largest buyer of

slugs in United States; prices quoted. W. L.
Gardner, Le Claire, Iowa, Western pearl head-
quarters.

WE buy American pearls and slugs, fine large
pearls and slugs our specialty. Send goods

for an estimate and we will report same day
goods are received; references, any bank in this
city. Plank & Co., Jewelers, 328 West Second
street, Davenport, Iowa.

DO you want to make $25,000 profit in 90
days? If you have a large jewelry store in a

good-sized city I can tell you how. I made
$12,000 profit for a jewelry house in Cincinnati
in 59 days, and I can do it for you. Mr. Jeweler,
Write me in confidence; all letters are answered
personally by me. Dan I. Murray, 3 Maiden
Lane, New York.

WANTED-Every one desireus of improv-
ing himself in watch work, jewelry work and

engraving to address Bradley Polytechnic In-
stitute, Peoria, Ill., for one of their latest cata-
logues. A postal card will get it. See ad, in-
side back cover.

NOTICE-I have removed from 727 San-
som street to 807 Sansom street, Phila-

delphia, where I will continue to buy all kinds
of gold and silver; also refine all kinds of jew-
elers' waste containing gold and silver. Send
by mail or express and receive prompt attention.
J. L. Clarke, established 1870.

THE Omaha Watch Repairing, Engraving
and Optical Institute is doing business at

the same old place and students may enter
any time and receive all the advantages.
Our new ideas and modern methods of doing
work are what makes our students so successful.
If you are going to take up some kind of employ-
ment there is nothing holds out better induce-
ments for capable men than this line of work.
Do not be imposed upon or experiment with
cheap or untried schools. If you do you will
be a failure as a workman. Our expert instruc-
tors qualify you for the highest wages. When
you complete the course with us you will be
able to make good. Write us. Tarbox and
Gordon.

Trade Watch Repairing
A Well Equipped Shop

Skillful Workmen
Right Prices and Prompt

Returns

C. H. KNIGHTS-
THEARLE CO.
Columbus Bldg., CHICAGO

LEARN
-JEWELERS
ENGRAVING
"TheSchool that Graduates Experts"
A fascinating trade that pays big salaries,
easily learned, taught thoroughly and prac-
tically by correspoudence. We will teach
the beginner better engraving than he can
gain in years of rigid apprenticeship. We
will improve the skill of any engraver and
make hi in master of the trade. The demand
for competent engravers far exceeds the
Supply. Send for handsome Illustrated
prospectus, mailed free.

PAGE-DAVIS SCHOOL
Suite 10, Page Bldg. CHICAGO

iilsioX
orkriwork

•THE-KINDIOU• CALL-YOUR • OWN •

Room 1112. Masonic Temple, Chicago, III.

DALLAS, TEXAS
Expert Watch Repairing for the Trade

Any part of a watch will be
made to order.

A. ZIMMERLI, 1514 Main St.
High-Grade Work Our Specialty

KANSAS CITY
Watchmaking and
Engraving School
This is the school you should attend.
Investigate it Send for our new art
catalogue, it's free for the asking and
explains fully our courses and methods
of instructions, together with some
excelient samples of engraving. : : :

OSCAR W. DREYER, Principal
815 E. 12th St. : Kansas City, Mo.

EXPERT WATCH REPAIRING
TO THE TRADE

ERICHSEN, KRAUSE & CO.
1006-37 S. Wabash Ave., CHICA(10, ILL.

Powers Building
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Wallace & Sons Mfg. Co., R 
Waltham Watch Company 
Warwick Sterling Co 
Waterbury Rolling Mill, Inc 
Weidlich Bros. Mfg. Co 
Wells Chester 
Wheeler & Co., Hayden W 
Wheeling Corrugating Company
White, Wile & Warner 
Wilmarth Show Case Co 
Winslow Co., The 
Winter School of Engraving 
Wisconsin Institute of Horology

1471
1486
1482
1538
1572
1630
1585
1494
1548
1488
1552
1687
1582
1570

Zimmerli, A 1687
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WE

SATISFY THE WANTS
OF THE JEWELER

WITH

SERVICE THAT WINS
111 Our Personal Attention is given to all Mail
Orders and goods are shipped same day order
is received.

OUR ILLUSTRATED CATALOGUE

"The Jeweler's Handy Book"
is the ideal for reference in ordering by mail.

q Send us your name and we will send you one
-all charges paid.

MP.0111■11110.1111■00,•■■4X0.011■40,0111■41■41.11111■1
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Our New Fall Stock-Now Ready
is larger and finer than ever

qf We show the largest and most complete line of

Fahy's Watch Cases on the road. In jewelry,

our line is very complete with the choicest goods from

the best known and most reliable factories.

ci Our Traveling Men are now out with stock
for delivery, and cover the States of Illinois,
Indiana, Ohio, Kentucky, Iowa, Wisconsin
and Michigan.
ci If our representative does not call on you let us know
and we will instruct him to do so as early as possible.

uLADE, TENNEY & WEADLEY 1

IMEMOIMEEEEMMEEME
37 South Wabash Avenue CHICAGO

What the Cassriel System
Will Do for You

q It will pay more for your old gold and silver and
floor sweeps, Mr. Jeweler, than you ever got before.

It's because it gets more out of them that it is willing

to pay more for them.

q No matter whether your shipments reach us in the
form of bench sweeps, floor sweeps, polishings, filings,

grindings, handwash, etc., or whether they weigh a

pound or a ton, "Cassriel System" will get every grain

of value out of them and send you a check that will

surprise you. It guarantees a satisfactory check in

from five to eight days.

I It will make immediate returns on old gold, silver,
platinum, etc., and hold your shipment ten days. If

the check is not satisfactory "Cassriel System" will re-

turn your shipment prepaid. What could be more on

the square ?

q All that we ask is a trial shipment. That is chance

enough for "Cassriel System" to demonstrate that it

will give you better returns than you ever got before.

It goes the dollar and cent limit whether it's your first

or hundredth shipment.

q Remember, it handles anything containing precious
metal.

Alexander Cassriel Company
Refiners and Smelters

68 W. Madison Street
Chicago

We will buy for cash your entire stock or any part of it, no

matter what it may be, including old movements or watches.

We Are Progressive Manufacturing Opticians. Our patrons inform us that they are making good money on our
goods. We have positive proof that this is true for they are

continually sending us repeat orders. Our goods are attractive both as to quality and price, this makes them 
winners. The quality is dependable

and the best of workmanship is what produces great results. If you wish to be progressive, handle our goods as your customers will not be

slow in recognizing their merits.
ANOTHER REDUCTION IMPROVED "ILIKIT" SANITARY ORIN PRICE SHELL GUARDS

In Gold and Gold-Filled Mountines and With Rim or Frames.

SPECIAL OFFEIL-One sample set of gold-filled 12 -Ilikit" mountings, etched on lenses, in

neat velvet-lined case for fitting, $7.50 net.

Gold-Filled Rimless P10-12 K. • .
Gold-Filled 12 K. 1 10 mixrr Shell Guards

Per Doz
  $ 6.00

6.00

Per Pr.
$ .60
.60

ROCKING AND

RIGID GUARD

A.■

Per Per. Pr. rL:4

$ .4 5 r'

Gold-Filled Rimless 1 30-12 K. 
ALUMNO ILIKIT Sanitary Guards   $ 

:::D.50o , .

1.40
4.00

Solid 10 K. Gold, Rimless   

l r 

When one dozen or more are purchased at one time we all
ow 10 per cent. off for cash. 0

.4
Reisner's Improved Lens Measure at   Net, $3.00 each

" FLEXO BO" This frame, the "Flexo llo" is manufac-
tured with a special view to the comfort of

the wearer, to avoid all irritation of the ears,

undue pressure on nose and temples when
fitted with extra large or heavy lenses and
to produce a neat, becoming and stylish
frame for any face, no matter what the
shape of it may be.

In the make-up of the above illustration
of the "Flex° Bo " you will see that the
car-pieces of the temples are wound around
with tine Gold-Filled or Alumno thread,
which makes it soft and pliable, and
removes all disagreeable pressure from the

lace, such as is caused by the old style of still' temples. For comfort always the " Flexo Ho."

"Flexo Bo" Alumno frame which is made from extra white fine metal, per doz.. . . $3.10

12 K. 1,10 Gold-Filled "Flexo Bo" . . 7.50

Don't Buy a Trial Case Until You See The

AUDEMAIR 10 Per Cent Dis-
count for Cash

Send for Our Complete Catalogue of Other Styles

THE ACME OF PERFECTION. FROM $10 to $89

Over Twelve Thousand (12,000) Satisfied Owners of the Aude-
mair Prove Our Claim for the World Renowned Trial Case.

For office, in Oak and Leather, also traveling, with divisions for

Stock and Lenses, we offer a Trial Case known as the Special,
$29.70 net.

No. 1030. 168 lenses and discs.

Special-Aluminum
Eye Glass Cases, highly polished,

lined with velvet and spring back

at $17.50 per gross. Spectacle cases

at $21.00 per gross.

Genuine spring back leather cases, $12.00 per gross

Imitation " " " 10.00 " "

GOLD-FILLED SPECTACLE FRAMES
No. 1, 0, 00 Eye. Made by the IMPROVED METHOD.

EXTRA FINISH, WELL TEMPERED, HIGHLY LUSTERED.

V5525. 12 K., 1-10 Frames, " Elexo Bo" Cable Temples   l'er dozen, $7.50

5524. 12 K., 1-10 Riding Bow ironies
5525. 12 K., 1-10 Riding Bow Cable "
1,564. 10 K., 1-10 Riding Bow
1565. 10 K., 1-10 Riding Bow .Cable "
5354. 10 K., 1-30 Riding Bow
5355. 10 K., 1-30 Riding Bow Cable "

QUALITY GUARANTEED, same as BILLED

Gold and Gold-Filled Riding Bow Mountings

c.)

5.60 r,1•

0

4657::01.177.1

I I

1194 10 K., Gold, Riding Bow Mountings   . . " 8251:7)(5)Er1179

15594 1-10 12 K., Riding Bow Mountings   11115.60; Cable, 6.75
5.40; Cable, 6.60 V1,594 1-10 10 K., Riding Bow Mountings  

5104 1-30 10 K , Riding Bow Mountings . . 
' 

.   4.00; Cable, 5.00 _

5154 1-40 10 K., ltiding Bow and Rimless Mountings . . . . . . ........ 3.00

INTERCHANGEABLE EXTRA WHITE
Per dozen

1st Qual. 2ti Qua'.

Periscopic Convex, 2,1 Quality
0 Eye . 5 2-hole 3-hole 4-hole
00 Eye . $1.19 $1.26 $1.33 per dozen

All prices quoted on lenses from 0.12 to 4.25.
Usual advance on strong no

Cemented Bifocals, 1st (ivality,
"Interchangeable." Cl)

1 Eye, $3.00 0 Eye, $3.10 00 Eye, $3.25 C4
per dozen

1-eront 8 D. up

Double Convex, 1 eye . . $ .91 $ .77
Periscopic Convex, 1 eye . 1.2 7 .91
Periscopic Convex, 0 eye . .33 1.00
Periscopic Convex, 00 eye . 1.4 7 1.12

SKELETON OR RIMLESS
Periscopic Convex, 1st Quaiity

0 Eve . 5 2-hole 3-hole 4-hole
00 E.ye . $1.54 $1.61 $1.68 per dozen cash discount 10 per cent.

1?1 Work. Kryptoks and Stevens Quality, 6' Cash Only : Agents for Stevens & Co., Inc.,
Gold-Filled Goods at Factory Prices.

0

Where not otherwise stated, we will allow

SPENCER OPTICAL COMPANY, 
5-7 Maiden Lane (Near Broadway)

NEW YORK

NEW CATALOGUE No. 17 CAN BE HAD FOR THE ASKING 
MANUFACTURING AND IMPORTING OPTICIANS

CHICAGO, ILL.

An Auction Sale by Tyler & Gregory is
Always a Success

We conduct sales on business principles, we sell the goods

you desire sold, we sell at a profit, we use original ideas in sell-

ing and advertising sales. Our methods for each individual

sale are suited to conditions existing in preference to following

stereotype rules. We protect our clients future reputation. We

contract only for what we can do in person. We do not furnish

assisting talent to fill our appointments. It is two of the best

salesmen for the price of one. When writing state amount of

stock and size of store. All letters treated confidentially and

answered promptly on receipt. Should we be out of the city,

a few days delay may occur before you receive our reply.

We always answer.

Sales made and favorable results obtained for the following

jewelers doing business are such that they will gladly furnish

references as to our ability and integrity.

E. R. Tyler

J. H. Whitley, Los Angeles, Cal.
John C. Pieria, Springfield, Ill.
S. Nankin, Edmonton, Can.
Gee ce1.Nuesbaum, Cleveland, Ohio
Anderton Z. Son, Dayton, Ohio
Pickart 6131. Moss, Jamestown, N. Dak.

J. J. Devine,

Mosel GE.Petri, Columbus, G.
Stapf CS Son, Dunkirk, N. Y.
V/. P.Hanna, New Castle, Pa.
Wm. A. Rogers, Ltd., Chicago,
M. C. Weyer, Fariboult, Minn.
Jess E. Yohe, Decatur, Ill

,

Salt Lake, Utah A. C. Becken

J. D. McKinney, Corsicana, Texas
J. H. Wallace, St. Catherines, Can.
13ouder Bros., Columbus, Miss.
C. M. Schuell, South Bend, Ind.
Geo. F. Blackslee, Los Angeles, Cal.
J. H. Flower, Ashtabula, Ohio

Co., Chicago, Ill.
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RN I SATISFY THE WANTSEA w
m . OF THE JEWELER

WITH

SERVICE THAT WINS

(if Our Personal Attention is given to all Mail
Orders and goods are shipped same day order
is received.

OUR ILLUSTRATED CATALOGUE

"The Jeweler's Handy Book"
is the ideal for reference in ordering by mail.
cr Send us your name and we will send you one
-all charges paid.
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Our New Fall Stock Now Ready
is larger and finer than ever

q We show the largest and most complete line of
Fahy 's Watch Cases on the road. In jewelry,
our line is very complete with the choicest goods from
the best known and most reliable factories.

ci Our Traveling Men are now out with stock
for delivery, and cover the States of Illinois,
Indiana, Ohio, Kentucky, Iowa, Wisconsin
and Michigan.

• 

IT If our representative does not call on you let us know
and we will instruct him to do so as early as possible.

SLADE, TENNEY & WEADLEY

• 

37 South Wabash Avenue CHICAGO
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What the Cassriel System

Will Do for You
It will pay more for your old gold and silver and

floor sweeps, Mr. Jeweler, than you ever got before.

It's because it gets more out of them that it is willing

to pay more for them.

41 No matter whether your shipments reach us in the
form of bench sweeps, floor sweeps, polishings, filings,

grindings, handwash, etc., or whether they weigh a

pound or a ton, "Cassriel System" will get every grain

of value out of them and send you a check that will

surprise you. It guarantees a satisfactory check in

from five to eight days.

IT It will make immediate returns on old gold, silver,
platinum, etc., and hold your shipment ten days. If

the check is not satisfactory "Cassriel System" will re-

turn your shipment prepaid. What could be more on

the square ?

All that we ask is a trial shipment. That is chance

enough for "Cassriel System" to demonstrate that it

will give you better returns than you ever got before.

It goes the dollar and cent limit whether it's your first

or hundredth shipment.

Remember, it handles anything containing precious

metal.

Alexander Cassriel Company
Refiners and Smelters

68 W. Madison Street
Chicago

We will buy for cash your entire stock or any part of it, no

matter what it may be, including old movements or watches.

We Are Progressive Manufacturing Opticians. 
Our patrons inform us 

is 
they are making good money on our

goods. We have positive proof that this s true for they are

continually sending us repeat orders. Our goods are attractive both as to quality and price, this makes t
hem winners. The quality is dependable

and the best of workmanship is what produces great results. If you wish to be progressive, handle our goods as your customers will not be

slow in recognizing their merits.
ANOTHER REDUCTION IMPROVED "ILIKIT" SANITARY ORIN PRICE SHELL GUARDS

In Gold and Gold-Filled Mountines and With Rim or Frames.

SPECIAL OFFER.-One sample set of- gold-filled 12 "Ilikit" mountings, etched on lenses, i
n

neat velvet-lined case for fitting, $7.50 net.

Gold-Filled Rimless 110-12 K. . .
Gold-Filled 12 K. 1 10 ILIKIT Shell Guards

Per Doz
  $ 6.00

6.00

Per Pr.
$ .00
.60

ROCKING AND

RIGID GUARD

Per Doz. Per. Pr.

ALUMNO ILIKIT Sanitary Guards   $ 3.50 $ ..1

Gold-Filled Rimless 1,30-12 K.

Solid JO K. Gold, Rimless   1 5.00

Cl)

4.00

1.40

When one dozen or more are purchased at one time 
we allow 10 per cent. off for cash. 0

Reisner's Improved Lens Measure at   Net, $3.00 each

" FLEXO BO"

lace, such as is caused by the old style of stiff temples.

This frame, the 'Flexo Bo" is mama far-

tured with a special view to the comfort of

the wearer, to avoid all irritation of the ears,

undue pressure on nose and temples when
fitted with extra large or heavy lenses and
to produce a neat, becoming and stylish
frame for any face, no matter what the
shape of it may be.

In the make-up of the above illustration
of the "Flex° Bo" you will see that the
ear-pieces of the temples are wound around
with fine Gold-Filled or Alumno thread,
which makes it soft and pliable, and
removes all disagreeable pressure from the

For comfort always the " Flexo Ido."

"Flexo Be" Alumno 'Fame which is made from extra white fine metal, per doz. • $3.10

12 K. 1,10 Gold-Filled "Flexo Bo" . . 7.50

Don't Buy a Trial Case Until You See The

AUDEMAIR
10 Per Cent Dis-

count for Cash

Send for Our Complete Catalogue of Other Style,

THE ACME OF PERFECTION. FROM $10 to $89

Over Twelve Thousand 12,0001 Satisfied Owners of the Aude-

mair Prove Our Claim for the World Renowned Trial Case.

For office, in Oak and Leather, also traveling, with divisions for

Stock and Lenses, we offer a Trial Case known as the Special,

$29.70 net.

No. 1030. 168 lenses and discs.

Special-Aluminum
Eye Glass Cases, highly polished,

lined with velvet and spring back

at $1 7.50 per gross. Spectacle cases

at $21.00 per gross.

Genuine spring back leather cases, $12.00 per gross

Imitation •" " 10.00 "

GOLD-FILLED SPECTACLE FRAMES u
No. 1, 0, 00 Eye. Made by the IMPROVED .NIETI101). 0

EXTRA FINISH, WELL TEMPERED, HIGHLY LUSTERED.

V5525. 12 K., 1-10 Frames, " Elexo Bo" Cable Temples   Per dozen, $7.50gZ
5524. 12 K., 1-10 Riding Bow I. rallies   5.00 r,1
5525. 12 K., 1-10 Riding Bow Cable "  ‘,‘ " 7.00

E564. 10 K., 1-10 Riding Bow   " " 5.4 0

E565. I() K., 1-10 Riding Puss' . Cable "   " " 6.60 ,,t1
5354. 10 K., 1-30 Riding Bow " 4.00 .3

5355. 10 K., 1-30 Riding llow Cable " 
5.00 .1M4

QUALITY GUARANTEED, same as BILLED CQ

Gold and Gold-Filled Riding Bow Mountings Per doz W

1194 10 K., Gold, Riding Bow Mountings . . . 821.75 ro

1'5594 1-10 12 K., Riding Bow Iiiinit logs   195.60; Cable, 6.75^

1,594 1-10 10 K., Riding Bow Mountings   5.1 1); Cable, 0.60

5194 1-30 10 K., Riding Bow Mountings . . . . .   4•00; Cable, 5.00

5154 1-40 10 K., Riding how and Rituless SIount ings . • • . • • ........ 3.00

Z
INTERCHANGEABLE EXTRA WHITE

Per dozen
1st Quid. 2i1 (Mal.

Double Convex, 1 eye . . $ .91 $ .77
Periscopic Convex, 1 eye . 1.37 .91
Periscopic Convex, 0 eye . 1.33 1.00
Periscopic Convex, 00 eye . 1.47 1.12

SKELETON OR RIMLESS

Periscopic Convex, 1st Quaiity

0 Eve . 2-hole 3-hole 4-hole
00 E.ye . $1.54 $1.01 $1.68 per dozen

Periscopic Convex, 2i1 Quality
0 Eye . f 2-hole 3-hole 4-hole
00 Eye . 1 $1.1 9 $1.26 $1.33 per dozen rzo
All prices quoted on lenses from 0.12 to 4.25.
Usual inivance on strong numbers.

Cemented Bifocals, 1st Quality,
"Interchangeable."

1 Eye, $3.00 0 Eye, $3.10 00 Eye, $3.25 g
per dozen

From 8 I). up

cash discount 10 per cent.

it Work. Kryptoks and Stevens Quality, 6; Cash Only : Agents for Stevens & Co., Inc.,
Gold-Filled Goods at Factory Prices.

0

Where not otherwise stated, we will allow

SPENCER OPTICAL COMPANY, 
5-7 Maiden Lane (Near Broadway)

NEW YORK

NEW CATALOGUE No. 17 CAN BE HAD FOR THE ASKING 
MANUFACTURING AND IMPORTING OPTICIANS

TYLER & GREGORY
JEWELRY AUCTIONEERS OF

National Reputation
Room 1102, 37 South Wabash Ave.

CHICAGO, ILL.

An Auction Sale by Tyler & Gregory is
Always a Success

We conduct sales on business principles, we sell the goods

you desire sold, we sell at a profit, we use original ideas in sell-

ing and advertising sales. Our methods for each individual

sale are suited to conditions existing in preference to following

stereotype rules. We protect our clients future reputation. We

contract only for what we can do in person. We do not furnish

assisting talent to fill our appointments. It is two of the best

salesmen for the price of one. When writing state amount of

stock and size of store. All letters treated confidentially and

answered promptly on receipt. Should we be out of the city,

a few days delay may occur before you receive our reply.

We always answer.

Sales made and favorable results obtained for the following

jewelers doing business are such that they will gladly furnish

references as to our ability and integrity.

R. Tyler

J. H. Whitley, Los Angeles, Cal.
John C. Pieria, Springfield, Ill.
S. Nankin, Edmonton, Can.
Gee®, Nuesbaum, Cleveland, Ohio
Anderton ati. Son, Dayton, Ohio
Pickart 411).Moss, Jamestown, N. Did:.

J. J. Devine,

Below are Jewelers in Business
Rinse' C81. Petri, Columbus, Ga.
Stapf C& Son, Dunkirk, N. Y.
w. P.Hanna, New Castle, Pa.
Wm. A. Rogers, Ltd., Chicago, Ill.
M. C. Weyer, Fariboult, Minn.
Jess E. Yolle, Decatur, Ill.

Salt Lake, Utah A. C. Becken

J. D. McKinney, Corsicana, Texas
.J. H. Wallace, St. Catherines, Can.
Bonder Bros., Columbus, Miss.
C. M. Schuell, South Bend, Ind.
Geo. F. Blackslee, Los Angeles, Cal.
J. H. Flower, Ashtabula, Ohio

Co., Chicago, Ill.

A. E. Gregory
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Young married people are the big
buyers of plated ware. They prefer

COMMUN ITY
SILVER

because it expresses their ideals 
it is modern, snappy and attractive

ONEIDA COMMUNITY, ONEIDA, N. Y.
NEW YORK, 15 Maiden I.ane
CHICAGO, 10 S. Wabash Ave.
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Publicity of Jewelry Fashions

Idaho Jewelers Form Association

Chicago Sample Case Robbers Arrested

Record Breaking Diamond Imports for July

Fifty-fifth Annual Convention of American
National Retail Jewelers' Association

Pittsburgh 24-K Club Plans for Annual Outing

Proposed Law Against Fraudulent Advertising

Detectives Unearth a Jewelry "Fence"

Up-to-date Jewelry Store Methods

The Sale of Sterling Silver

... ....,,,,.
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You make a generous profit on
the sale of a Father Time move-
ment. Note the difference between
the established selling price and the catalogue price

18 SIZE

FATHER TIME, Hunting l
1 , ,

:/.(
FATHER TIME, Oben Face) 

1.Cke

EVER setting for railroad service. Pendant winding.

Twenty-one diamond, ruby and sapphire jewels. Gold
jewel settings. Double roller escapement. Steel escape
wheel. Exposed sapphire pallet stones. Pallet arbor cone
pivoted and cap-jeweled. Escape pinion cone-pivoted and
cap-jeweled. Compensating balance, pivots running on
diamonds. Brequet hair-spring, with micrometric regulator.
Adjusted to temperature, isochronism; five positions. Safety
barrel, with spring box rigidly mounted on bridge. Exposed
winding wheels. Patent recoiling click and self-locking set-
ting device. Dust ring. Double-sunk glass enamel dial.
Engraving inlaid with gold. Plates beauti-
fully damaskeened and finely finished. Price, $41.90

16 SIZE

FATHER TIME, Hun tin g Niaa

FATHER TIME, Ofien Face J

LEVER setting, for railroad service. Pendant winding.
-1-1 Twenty-one ruby and sapphire jewels. Gold jewel set-
tings. Double roller escapement. Steel escape wheel.
Exposed sapphire pallet stones. Pallet arbor cone pivoted
and cap-jeweled. Escape pinion cone pivoted and cap
jeweled. Compensating balance. Brequet hairspring with
micrometric regulator. Adjusted to temperature, isochron-
ism, five positions. Safety barrel with spring box rigidly
mounted on bridge. Exposed winding wheels. Patent recoil-
ingclick and self-locking setting device. Dust ring. Double-
sunk glass enamel dial. Engraving inlaid with gold.
Plates beautifully damaskeened and finely fin- $41 90ished. Price,  

Established Price, $31.00

ADVERTISING matter about the Father Time
and other fine Elgin movements sent on request. Give it or mail

it to railroaders, farmers and other out-of-door men who value time

Key

ELGIN NATIONAL WATCH CO
ELGIN, ILLINOIS

MPANY

0

1589

C-1 C-3

•

Position No. 1

Showing egg placed in cup

LI

A No. 1 EGG CUP
AND CUTTER

Patented

June 25, 1912

STERLING FINISH

Nothing like it has ever been shown before.
It's simple, convenient, practical, sanitary.
Eliminates necessity to handle hot egg.
It's the only combination that will cut any
size egg without disturbing the yolk.
Can easily be taken apart and cleaned.
There's nothing to wear out and it's al-
ways ready to use.
Saves table linen and makes it a two-fold
pleasure to eat a soft or hard boiled egg in
the shell. Makes a useful article as a gift
of any sort. Bound to become a staple
article through popular
demand.

STERLING FINISH

Position
No. 2

Showing
method of
cutting egg

Position
No. 3

Egg cut and
ready to
serve

Sold in boxes of 3, 6 or 12 with saucers.
We will follow a most vigorous " direct to the
consumer campaign this Fall and we will ad-
vertise this article freely.
Better line up before the demand becomes too great, neces-
sitating your waiting your turn before we can fill your order.
N. B.—These same cuts appear in the top of every box,
which eliminates the necessity to explain as cuts are ex-
planatory in themselves.

BRISTOL • JEWELRY* CO *INC.
t5ILVER5WITI15, lifielKER5' OF JEWELRY' AND NOPELTIEA_,

e■ITTLEI3 ORO, MASS.. U. S.A.

STERLING FIN ISli

NEW YORK OFFICE, 3 Maiden Lane CHICAGO OFFICE, 811 Heyworth Bldg.

Is fine white metal, heavily silver plated, sterling finish, not easily dented. More durable than sterling silver.
BRISTOL SILVER

STERLING FINISH



You make a generous profit on
the sale of a Father Time move-
ment. Note the difference between
the established selling price and the catalogue price

18 SIZE

FATHER TIME, Hunting 1
9slickel

FATHER TIME, Oe n Face

LEVER setting for railroad service. Pendant winding.
Twenty-one diamond, ruby and sapphire jewels. Gold

jewel settings. Double roller escapement. Steel escape
wheel. Exposed sapphire pallet stones. Pallet arbor cone
pivoted and cap-jeweled. Escape pinion cone-pivoted and
cap-jeweled. Compensating balance, pivots running on
diamonds. Brequet hair-spring, with micrometric regulator.
Adjusted to temperature, isochronism; five positions. Safety
barrel, with spring box rigidly mounted on bridge. Exposed
winding wheels. Patent recoiling click and self-locking set-
ting device. Dust ring. Double-sunk glass enamel dial.
Engraving inlaid with gold. Plates beauti-
fully damaskeened and finely finished, Price, $41.90

16 SIZE

FATHER TIME, Hunting .
ckel

FATHER TIME, Ofien Face

T EVER setting, for railroad service. Pendant winding.
Twenty-one ruby and sapphire jewels. Gold jewel set-

tings. Double roller escapement. Steel escape wheel.
Exposed sapphire pallet stones. Pallet arbor cone pivoted
and cap-jeweled. Escape pinion cone pivoted and cap
jeweled. Compensating balance. Brequet hairspring with
micrometric regulator. Adjusted to temperature, isochron-
ism, five positions. Safety barrel with spring box rigidly
mounted on bridge. Exposed winding wheels. Patent recoil-
ing click and self-locking setting device. Dust ring. Double-
sunk glass enamel dial. Engraving inlaid with gold.
Plates beautifully damaskeened and finely fin- $41 90ished. Price,  

Established Price, $31.00

1XDVERTISING matter about the Father Timeand other fine Elgin movements sent on request. Give it or mail
it to railroaders, farmers and other out-of-door men who value time

Key

ELGIN NATIONAL WATCH COMPANY
ELGIN, ILLINOIS

-43
Position No. 1

Showing egg placed in cup

1589

JAB
A No. 1 EGG CUP
AND CUTTER

Patented

June 25, 1912

STERLING FINISH

Position
No. 3

Egg cut and
ready to
serve

Nothing like it has ever been shown before.
It's simple, convenient, practical, sanitary.
Eliminates necessity to handle hot egg.
It's the only combination that will cut any
size egg without disturbing the yolk.
Can easily be taken apart and cleaned.
There's nothing to wear out and it's al-
ways ready to use.
Saves table linen and makes it a two-fold
pleasure to eat a soft or hard boiled egg in
the shell. Makes a useful article as a gift
of any sort. Bound to become a staple
article through popular
demand.

STERLING FINISH

Position
No. 2

Showing
method of
cutting egg

Sold in boxes of 3, 6 or 12 with saucers.
We will follow a most vigorous " direct to the
consumer " campaign this Fall and we will ad-
vertise this article freely.
Better line up before the demand becomes too great, neces-
sitating your waiting your turn before we can fill your order.
N. B.—These same cuts appear in the top of every box,
which eliminates the necessity to explain as cuts are ex-
planatory in themselves.

BRISTOL • JEWELRY' CO *INC.
t5ILVERSHITI-15, 11411ER5 OF JEWELRY' AND ATOPELTIE...z,

e.ITTLEB ORO, MASS., U. S.A.

STERLING FINISH

I NEW YORK OFFICE, 3 Maiden Lane CHICAGO OFFICE, 811 IIcyworth Bldg.

BRISTOL SILVER
is a fine white metal, heavily silver plated, sterling finish, not easily dented. More durable than sterling silver.

STERLING FINISH
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Something Exceptionally Attractive for your Window Display
THE LATEST POPULAR

WHITE EFFECT
Successfully produced on metal
with a glossy WHITE SILVER
PLATE and hand shaded,
brightlburnished decorations.

M FC. CO

Do not confuse with or
accept imitations in
enamel or painted finishes

BE THE FIRST TO
DISPLAY IN YOUR CITY

.. _ ‘,.
I
.., , -

ApARA511- N ̀,
-(77-SILVER
(

6 UARANTEE0 "" HEAVILY )
PLATED 'MTH PURE SILVER

IO 
i

AND MA TINTED

._ 

/
_...."-•-\,,,-------.......

Parisian Art Silver A beautiful new creation. A $25 or $50 trial assortment displayed in your window Now will
create unusual interest, prove its attractiveness and salability, and convince you of the desirability

of placing a liberal order for the holiday trade Always specify " W. B." goods of your JOBBER.

Our complete line of novelties is also made in GRAY SILVER, BRASS and 24-K GOLD FINISHES

 WRITE 11=431 ILL,u-s-nRATIoN.S.  

THE WEIDLICH BROS. MANUFACTURING CO
NEW YORK SALESROOM:

15 MAIDEN LANE
•, FACTORY: BRIDGEPORT, CONN.

CLARENCE F. BAYER BYRON L. STRASBURGER ALBERT PRETZFELDER

Where to StopWhen in NewYork
LIVE ONES NEWNESS

BAYER & PRETZFELDER CO.
5 EAST 17th STREET, NEW YORK TZ1N, ITV=

Are showing the most extensive holiday lines of imported novelties for jewelry trade. It will be to any
jeweler's best interest visiting New York to certainly note address and call at our show rooms; all lines
are shown in large variety.

Novelty Jewelry
Vanity Cases and Novelties
Lorgnettes
Clocks
Brass Goods
Smokers' Articles

Sole

L, 
Agents: LaVogue Opera

Fancy Goods
Lamps, etc.
Gun Metal Novelties
Sterling Silver and Gun

Metal Mesh Bags
Opera Glasses

Glasses, La Vogue Binoculars

Leather Goods
Silver Deposit Glass
French Ivory
Desk Sets
Dinner Gongs
Art Goods, etc.

and La Vogue Lorgnettes

 (E-A
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Our Lines are Brand New
Our Stocks Complete
OurServicePrompt and Accurate

WE offer retail jewelers an opportunity of laying in a stock
of Fall and Holiday goods such as they have had but
seldom, if ever before.

Our lines are absolutely new. Not an old piece of merchan-
dise is to be found in our salesrooms or in our travelers' trunks.
We started with an absolutely clean slate.

Not only is every piece of merchandise brand new, but -it is
the absolute standard of its kind. Nothing but the very best
has any chance of finding its way into our stocks.

Look where you will you will never find a bigger or a 
in ki assortment of jewelry merchandise than is to be found n our

'salesrooms and in our travelers' trunks. You owe it to your-
self and your business that you look over our travelers' trunks.
Safe buying methods demand that you do so.
Business this fall is going to be good. The air is full of prosperity talk. Get
your share of it. Brighten up your stocks with the brand new lines we offer
you. There is not a thing in the line of jewelry merchandise which we cannot
offer you spick and span from the manufacturer and at uniformally low prices.

When our traveler calls take fifteen minutes or a half hour to look over his
trunks. The time will prove well spent.

Mail Orders Always Receive Prompt Attention

Hoefer Jewelry Company
C. C. HOEFER

1009-11 Walnut Street

W. H. JOERS E. 0. BAUMGARTEN

Merry Building KANSAS CITY, MO.

■•••

MEOW
ISMINIPM

■■■

M■11
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A 10K. LINE OF EMBLEM RINGS AT $7.00 LIST

Center Emblems, raised and enameled in appropriate
colors—Handsomely finished—and a ring that any
jeweler can size.

ORDER THROUGH YOUR JOBBER—IF HE WILL NOT FURNISH—ORDER DIRECT OF

THE A. P. CRAFT CO., Indianapolis Ind.
Makers of Emblem Rings and Special Jewelry

.00Lso* 4001%. 4§,k10/404, HOLsoi. 4001404, 4.001so* 4001.soi, 400Lsai, 4.001404..0010Lsoi, .00.101% 400Lsoi.
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Cut Out Waste Time and Labor
Your men do the best work, in the quickest time, with

NICHOLSON Extra [X * F] Fine Swiss Pattern Files.
Jewelers, Die Sinkers, Tool Makers, and Opticians everywhere know

they are superior for shape, cut, temper, uniformity and long life.
They save money for employer and workmen. A trial will

convince you that you should

Use Nicholson [X*F] Swiss Pattern Files
Made of the finest steel. Keen cutting teeth. Carefully tempered.

Absolutely guaranteed free of any defects.
The name NICHOLSON on a file means nearly half a century of

Knowing How. See that it is on Your file.

Sold by leading hardware dealers and supply houses everywhere

FOR YOU—A forty-eight years' education on Files in an hour. See our booklet

" FILE FILOSOPHY, '—Sent FREE, together with Catalog containing 600 half tone

illustrations.
Write today.

NICHOLSON FILE CO., Providence, R. I.
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Ask for BIGNEY' S new

patented articles. We are

creators not imitators. Keep

in touch with our line. We

sell the wholesale trade

exclusively.

1 59:1

J 958

M2263, F2420

M2284/F2416

The "CAMILLA" extension
most beautiful. It has the

• TRADE MARK •

J 958

We have discovered the real thing, which will make
the watch bracelet more popular than ever. Our
" CAMILLA" extension bracelet (patented) is the
only extension bracelet made which can be reversed
on the wrist without removing. A lady can easily
turn it over, placing the crystal next to the arm,
thereby protecting the face of the watch when
motoring, golfing, playing tennis, boating, etc.

Illustration No. 1 shows the watch back outward
with initials.

Illustration No. 2 shows the watch raised so that
wearer can readily see the time without turning the
watch over.

Illustration No. 3 shows the watch bracelet as worn
on social occasions.

bracelet, patented, is absolutely unbreakable, very flexible, and
appearance of solid gold.

Our One-Eighth and One-Tenth Gold Filled

"Mirror Finish" Chains Look and Wear Like Solid Gold

G242/L3296

The above locket time
reminder is the same
as used on our
''CAMILLA" extension
bracelet. The time re-
minder is placed on the
front of the locket.
You can readily set the
hands at any minute
or hour desired, as a
reminder of engage-
ments.
Greatest novelty on the
market.

S. 0. BIGNEY & CO., MASSACHUSETTSATTLEBORO 
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You should send for a memorandum selection of these at once. Do it at our expense. They must be seen

to be appreciated. To see them is to know that they will sell big. We have them in a number of exclu-
sive and beautiful pat-
terns. Their finish and
price will surprise you.

Now is the time to make
your diamond purchases
for your holiday trade.
Send for a memorandum
package while our as-
sortment is large. We can supply your wants in stones of any size from 'A to 3 carats—Blue Wessel-
ton and Top Crystals — perfect and commercially perfect. Our goods and prices are always right.

The Gruen Policy
First—To concentrate our business and efforts on a limited number of high class

jewelry stores, making these our bonded agent.

Second To produce a complete line, from the smallest lady's watch at a popular
price to the largest railroad watch and particularly the "VERITHIN" models
so popular to-day—all mechanically perfect—enabling the Gruen agent to
concentrate on this one line, thereby decreasing his watch investment and
increasing his watch profits.

Third To establish on each watch in the line a price that will insure a satis-
factory profit to the dealer.

Fourth—To make the maintenance of these prices certain by selling direct from
the factory to the jeweler, so that it will be impossible for the Gruen watch
to be obtained by price-cutters.

Fifth —To advertise the Gruen watch consistently and persistently, creating a
demand for our agents and building for the Gruen watch a reputation that
makes it easy to sell.

The totrst, the
7IMS t popular
the most
convenient
watch to

wear.

Compare our circle
with one.of any other make.

Weigh them. See who gives
you the most gold.

Comcare the engine-turning. See
who gives you the finest engine-turning.

Compare the finish. See which has the
better finish.

Then remember the price, and you will
realize why our factory is behind its

orders on this splendid novelty.
May we have your

order?

A 12 Size Extra Thin American Watch

The movement is guaranteed in every
way and specially priced to the trade at

The Gruen " Verith in "—on1yt,,lfan hide
la the ordinary watch, yet guaran wed asaccurate, and Ewen more durable.

The cases are finished in the same way as are the finer grades and will wear well with
ordinary care. As the output is limited, send your orders at once and make sure of
securing an assortment of these wonderful sellers. SEND TO-DAY.
We also carry a complete line of Keystone, Crescent and Crown Cases, Waltham,
Elgin, Illinois and E. Howard Watches.

I. ALBERTS
New England's Leading Watch House
Jewelers Building BOSTON, MASS.387 Washington St.

CINCINNATI, OHIO
TRADE MARK Fifty-nine Page Street PROVIDENCE, R. I. ==
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MESH BAGS STE
RLING AND GERMAN SILVER

We have an unlimited line

in both ring and loop mesh.

The rings are solid, rigid

and stand up under wear.

The bags are made right

because they are made by

hand.

Tops run from four to six

inches in engine turned,

engraved and struck

effects. Some of our de-

signs have proven the big-

gest sellers ever sold the

jewelry field. We sell direct

and eliminate the middle-

man, thus saving you one

profit.

TRADE

C. B. & H.
MARK

We have no complaint to

offer as to dull times. Our

Mesh Bag Department has

been worked to its fullest

capacity, all through the

year up to the present time.

The secret of our success

has been our ability to

Sell at Prices

That cannot be Equaled

for workmanship and

quality of the bags offered.

Send for a Selection

Assortment.

In writing use your business

letter head paper.

CODDING & HEIL41301RN CO.
MAKERS OF MOST UP-TO-DATE NOV

ELTIES IN

Sterling Silver and Gold Filled
NORTH ATTLEBORO, MASSAC

HUSETTS

New York Office, RC.)(11-11 1301, 13 Maiden 
Lane

TRADE

C. B. & H.
MARK

0••••■110'..111■1111■■■■411■111.611.0■10111111■11■4 t"•111■01■11■110 
V"110.{11■1111.411■41""111■41■11.4 0-.111■11■1■111■111■41■■■61P■t1■ 1■1111■11■411".0111■6 0■111.4 •

SEND FOR OUR ILLUSTRATED CATALOG

Contains nearly ONE HUNDRED and FIFTY 
profusely illustrated pages containing a myriad 

array of the best in EMBLEMS

and JEWELRY. OVER THREE HUNDRED 
ILLUSTRATIONS.

We illustrate twelve distinctive fast-selling patterns, 
designs on which we place special emphas

is. Each design comes in four of the

most popular accepted widths. We offer them 
at prices way below the market for goods o

f inferior quality. PRICE LOW—

QUALITY HIGH—that's our motto. The entire line comprises over 500 selected 
designs. We eat, sleep and breathe bracelets.

SEND US AN ORDER FOR THE ABOVE 
ASSORTMENT.

TUCK 84 McALLISTER CO.

131 Washington Street
: : PROVIDENCE, R. I.

Kiimmo

'ET
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J. B. Sterling Silver Enamel
Hand Burnished with Antique Silver Relief
Obtained by an Electro Deposit of Pure Silver

"WEARS INDEFINITELY"

J. B. Old Ivory — A most
elegant and conservative finish.
Obtained by vapor deposit of
Liquid Enamel, baked, polished
and old ivory
tinted—also fur-
nished in plain
pink and blue
solid colors.

T h e J. B.
Sterling Silver
Enamel and Old
Ivory are new,
and as produced
by us, the best as usual.
J. B. Ormolu Gold, French
Grey Silver, Old Brass and other
staple finishes are continued in

Illiruirulitli4iiirtiiiatlimiliilpi■Ilirmg1.11111111111111.11111111111 11

improved form, which together
with our new finishes on the
immense varieties of new goods

by us make our line
for the Fall of
1 9 1 2 the envy
of our competi-
tors, the pride of
our organization
and the center
of interest of
a 1 1 merchants
desiring the best
in style and

and the most salable
of fancy
placed

as shown
111E11 111 111 C,1111111111111111111111111111

g111111111111111111111111111111111111,11111111111111111111111111111111 11111.1111111)111111111111(11111111110111111111111111t1111111111111111111111M111111111111111.111111111111111111
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quality
and profitable line
metal goods ever
on the market.

The Jennings Brothers Mfg. Co.
Manufacturers, BRIDGEPORT, CONNECTICUT

NEW YORK, 387 BROADWAY

„-.
JI

iz

N'tedAHTNNIMOMVAIMOAgildEHMEHIMTOT-'"0mi
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Pierceless Ear Drops

The Latest Fashion! Big Demand

Don't Let Your Competitor Get Ahead of You

Order This Assortment Today!

STERLING SILVER AND PLATINIDE PLATE f;

•
it

73H Assortment. This Assortment Only $8.62

38H—Sterling, Im. Pearls, Rhines
tones and Sapphires.

61H Sterling, Rhinestones.

33H Im. Pearls, Platinide plate.

40H—Im. Pearls, Gold Plated.

59H—Im. Pearls and Rhinestones,
 Platinide plate.

64H -Im. Pearls, Rhinestone
s, Platinide plate.

35H—Im. Pearls, Rhinestones, Pla
tinide plate.

34H—Im. Pearls, Rhinestones, P
latinide plate.

66H—Im. Pearls, Rhinestones, Plati
nide plate.

Every New Thing Worthy of Your Considerati
on

M. J.
AvERBEcK

Manufacturer and Import
er

10-12 Maiden Lane • • 
New York

0■11■14111■1■01'"11■ IIIII■ 
11■•■■11,■■ I .11I■ 1111■111 "MIN. 1111111

1!0111.•■•11
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E: Absolutely New Line

E Silver Plate Close Set 2-

Whitestone Mounted Combs -Lz-
=====
===
===
===========
=-==-=

Something entirely different —

Suitable for the jewelry trade

MOM=

Prices range from $7.50 to $3
6.00 Per Dozen

111•1■- 

1
The comb stock is of the very fines

t qual-

ity, well made and well finished, s
et with

brilliant, sparkling, dazzling rhines
tones

= SELECTION PACKAGE 
WILL BE

= SENT TO ANY RELIABLE 
DEALER

We also have a new line of RHIN
ESTONE

HATPINS of the very latest 
designs

Our Barette Line is a Winner

We have a STERLING SILVER

NOVELTY LINE ; Consists of

BAR PINS
F==. SCARF PINS

PENDANTS

WRITE AT ONCE FOR A 
SELECTION

■••01

BROOCHES
LAVALLIERES

EARRINGS, ETC.

I_ JOSEPH W. HELLER CO.
Whitestone Novelties Manufacturing Jewelers

- 

144 PINE STREET :-: PROVIDENCE, R. I.

MIIN=•
.11■•
■••••
■111

••■■

■••
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BUY

DIRECT

SAVE ,o„

MIDDLEMAN'S

PROFIT

Every
piece of
A & Z Chain
Co. Jewelry
backed by a rigid

guarantee. It's to
YOUR interest,
Mr. Retailer, to
investigate our line.

A most complete line that is made right,
priced right, quality right. We offer
the opportunity to save from 20 to
33TA% on the same class of goods
bought through any jobber.
Our LOCKET LINE has had
many new designs added. It
will pay you to ask for a
selection.

OWNS-FOBS -BRACELETS
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PENDANTS 
ALL HIGH GRADE

=SOLID

REAL PEARLS

REAL BAROQUES

IMITATION AMETHYSTS

Order a Stock of These

Solid Gold Pendants at $1.00 Each and Upward

411. We want to impress upon you the fact that we canincrease your business and add to y
our profits

"A WORD TO THE WISE IS SUFFICIE
NT"

M. J. AVERBECK, 
Manufa

rter
cturer

Impo

10-12 MAIDEN LANE 
NEW YORK

Rajah Sterling Silver Jewelry

Bears a wonderful resemblance to platinum. It will defy

and puzzle expert judges even to tell the difference.

This is because the Rajah line is made by a house that has

been manufacturing nothing but platinum and fourteen karat.

It is made by platinum workmen, of platinum design

construction and finish.

RAJAH JEWELRY UNDERSELLS
ANY LINE OF EQUAL QUALITY

The Rajah line means Jewelry of splendid design, expert

workmanship and beautiful finish—

At a figure considerably under the market price.

Our salesman is coming your way and may call upon you

soon. Give him the opportunity to prove to you that what

we say is absolutely true.

Better still, WRITE NOW FOR PRICES AND SAMPLES.

THE RAJAH COMPANY
MAKERS OF JEWELRY

59 PAGE STREET PROVIDENCE, R. I.

Choose your Silver Polish as carefully

as you choose your silver and your gold

and your customers you hold.

ICNDO
is a. quarter of a century old.

The story has been told and millions

have been sold. It's as true as gold.

Write us for a sample.

Paul Manufacturing Co., Boston, Mass.
mommunummtumuntmcmatmocummmommtmentmocummutimt

There's no question but 11
that you should carry u

Watch Keys. The §

question is, ARE YOU ? §

If not, ASK YOUR u

JOBBER to send you an

assortment of

CLARK'S LOOP II
Send for Sample g

Ut0080000080130080110000110=0000000t1000001=100000t

II

II

11

II WATCH KEYS

A. N. CLARK & SON
PLAINVILLE, CONNECTICUT

M1004100iRSOOCIXICIODOINKT00000CUUKIOLUIDOIX00001=00811000041fK
KUMIKKUMOIMMUMUCI011000tKUKUKKUKUKUICKHKUKKUMULKH

$1 00 Reward
will be paid VW

to any Jeweler

- who can prove that we failed to make

00 "good" any article bought from us

and which did not wear satisfactorily.

BUFFALO JEWELRY MFG. CO.
BRISBANE BUILDING : BUFFALO, N. Y.

We sell to the legitimate Jewelry Trade only

BRACELETS
LOCKETS /
FOBS •
CHAINS I

HAVE OUR STAMP

X X X
GOLD FILLED

II
II
II

II
11

3000004$0001100DOOSKRUKMODIKKRUKKUKKUKKIODDIKKKUICOLKKUKIXtOIMO
ODOODIKICOMMOtlifIDDIKKIDOIKKUKKMIKKKVXXXXIIKKIIK

1596 e

1111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111M

ne4000■,1•4440044•.1.1400.2404.400.11004•0.41,10040•0041044
■7004040.*04004100.000400.240.4000.”."0■70•4•11000,1001104

04. .0404004.10.14,14.,...."4.4444.”444444.1444.4404,1444".■4,104,..4.044.
4•44.444411

1:
= :_-- := != i== := 1= := 1= 1== i
= :
=—
 

1=
=
=— 1

i
i
1

=
_ i= i =

:
= 3 

=

= I ==
= =
= i
— e 

=

5258 : =

= 3
: 53 : ==

e 

08 

 
5268 e =---

= 

=

a e 
O =

_ 
i,

i
e 5134

1

: .....=7
=

=

I
= 

=

=
= ee 

!

- 

: e =

e 5107 5274 5095 5065 
=

5234 i == 

- 

. 
=

1 E----.

=--
= 1 =

=

= e 
=
=

e =ee =
e =
=
=
=--
a

e =
: =

i =
=
—

: =
I =

''',00e 
:

I 
=--
=

1 ,' i
=

=
: =

= e =

e =....

1 I =
--=

e

- 

e  1 I

=

e I =--

... 1 
TH E INLAID CO., Inc. . ==-=- ==

===
===
=-==-

MIIIIIIIIIIIIIIIIIiimmirnIMMIIIIIIIIIIIIIIIMIIIIMMIIIMMIIIIMMINIMIMIWIIIMIIIIIIIImmifillinIminInurnimina

Send for Our Illustrated Catalog-
Of Egyptian Ivory Novelties and Vanity Gases

The most popular items of the day. They sell themselves by examination.

For quality, finish and weight they surpass all other lines.

Prd 41

=ID

.7411

MI■

5135

5252

5260
5318

The goods illustrated are but a few of the many items that we manufacture.
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THE

LARGEST

LINE

OF

INLAID

COMBS

THE HOME OF EGYPTIAN IVORY

Confirm these statements by seeing our line.
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NEW YORK OFFICE,

33 UNION SQUARE, WEST

Manufacturer
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FACTORY,

PROVIDENCE, R. I.
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GOLD SHELL, RINGS!
1■■
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Let Us Send You Samples Through Jobber

Our line is acknowledged superior in design and

variety. The Finish stands pre-eminently prominent.

If your trade can use Gold Shell Goods better

investigate our Quality and Prices. We make:

Gold Shell Seamless Rings, Studs, Emblems, Ear Knobs,

Scarf Pins, Link Buttons, etc.

  Write for Further Particulars

THE MORGAN JEWELRY COMPANY

Manufacturing Jewelers 62 Page Street, Providence, R. I.

111'11111 11',111111Sil 1,1111,
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Quality—without style will not sell.

Style—without quality will not give satisfaction.

The BRYANT RINGS have both Style and Quality, and will help

your reputation as a Jeweler.

We guarantee every ring we make.

M. B. BRrANr Es9 CO.
7 Maiden Lane, New York

Trade-Mark

THE BOOK THAT MAKES ENGRAVERS
The only really practical book on the 

ft which has been compiled by

engraver's at is the well-known treatise 
‘"Vhie Art icif one who is not only an expert

engraver but a successful teacher of engraving. By the study o
f this book alone, and without the aid of any instructor, hundreds of

 successful engravers have made

themselves masters of their work and worthy of the highest salaries 
obtainable in their line. The author has embodied in the 

volume his own successful methods,

which are so well known to the hundreds of expert engravers whom 
he has instructed in the art in the past twenty years.

Sent postpaid to any part of the world on receipt of price $1.50

Published by 809 N. 19th Street, Philadelphia, Pa.

THE KEYSTONE PUBLISHING COMPANY 1201 Heyworth Building, Chicago, Ill.

Two Certainties
ABSOLUTE RELIABILITY

QUICK SERVICE
Two certainties which are woven into the commercial

fabric of the house of ALBERT BROTHERS. One is

ABSOLUTE RELIABILITY. The other is QUICK

SERVICE. Without them it could not have attained

the commercial standing it now enjoys. To disregard

the inferior and hold its commercial guarantee in such

high esteem as to place it only upon standard merchan-

dise of known quality and style, has been its first ambition.

To fill all orders in the shortest possible time, the second.

ALBERT BROTHERS CATALOGUE
BUILT ON THESE CERTAINTIES

How well we have succeeded in making these certain-

ties, the foundation of our catalogue, we leave to a long

list of satisfied jewelers to tell. This much is certain—

its reliability has never been questioned, while the quick

service has been a revelation to many jewelers.
Consider for a moment the advantages of using a

catalogue in which assurance is made doubly sure. No

doubts, no uncertainties, no misgivings, when you buy

from it. Beyond it there is nothing. Behind it is the

commercial integrity of the House of ALBERT

BROTHERS guaranteeing without reservation every

article between its two covers. The "Square Deal" is as

much a part of it as the paper it's printed on.
Do you want a copy ? Drop us a line.

Wholesale Jewelers

Office and Salesrooms, Merchants Bldg., Sixth Ave. between Vine and R
ace

CINCINNATI, OHIO

ALBERT BROTHERS

1596 g
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NOW!
For a bigger and Better 1912.-Start

your fall buying RIGHT NOW—TO-DAY.

Cameos, P"Z,Lnd

Brooches, Pendants
Scarf Pins

ALL SOLID GOLD AND BIG SELLERS

Big business can be done in our special gold

mounted pink and white effects at $2.00 each

and upward.

M. J. AVE RBECK
Manufacturer and Importer

10 and 12 MAIDEN LANE, NEW YORK

I II It II 



1596h

MMMEMMMMMMMSMERMMMNMnSNMMMMMnnNMEUMEMM

coun
40

0114
20

No. 4024

A Sterling Silver Bridge Whist

SCORE PENCIL

Simple and Thoroughly Practical

A novelty in Sterling Silver that has found immediate

favor with " Bridge " players throughout the country.

An Ideal Whist Prize.

A gift most acceptable to the Bridge Whist player.

See that this attractive novelty has a place in your stock.

R. Blackinton & Company
Goldsmiths, Silversmiths, and Jewelers

Factory and Main Office

Patented March 14, 1911 North Attleboro, Mass.

New York Salesrooms

15-17-19 Maiden Lane
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NEW PENDANTS

SELLERS all the year round.Not dependent on high or
low cut gowns. Dressy enough
for dress occasions, but conserv-
ative enough for all occasions.
Profitable.

101

7;

JUST ONE example taken
J from our Pendant line.

g, 

5283-70

Made in 1 0-Kt. Looks more—
costs less. Note the graceful
lines culminating in the Pearl
Drop. Complete with chain.

CAN BE RETAILED PROFITABLY FOR ABOUT $5.50

MANUFACTURERS OF

The Bassett Jewelry Co., Fine Gold Jewelry and Plated Chains
ABORN AND MASON STREETS, PROVIDENCE, R. I.

New York Office, 37 Maiden Lane Minneapolis Office, 1116 Lumber Exchange

00000000
.0 o 0000000

Chicago Office, 510 Columbus Building
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SAY
"BACK-RACK'WHENYOUSELL

COLLAR BUTTONS
cf6P 2 5t

ONE PIECE °' GOLD FILLED

CAN'T BREAK WARRANTED

SIXTEEN
SHAPES

PRICE 7 c
DOZEN I
PER

WITH ONE GROSS BACK-RACK COLLAR BUTTONS
Above Illustrated.

Beautiful Collar Button Display Case.
French plate glass, quarter sawed oak base, partitioned, drawer opens

from back, has automatic catch ; Dimensions of case 8 1-2 inches 
long,

8 inches wide, 4 inches deep.

IF YOUR JOBBER CAN'T SUPPLY YOU, ORDER0 FROM 
OVIAKER,)

BACK-RACK COLLAR BUTTON COMPANY
PROVIDENCE, R. I.

Terms : 2 per cent 10 days, net 30 days.

Office and Salesroom

144 WESTMINSTER STREET

Factory

158 PINE STREET

1597
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BE S SILENT
ESMANT

711 •••■•••■••••••=11...

Send
at Once!

TO-DA Y!
for a

BENS'
Silent Salesman
BEFORE YOU TURN THIS PAGE OVER

IN order 
that you may make a good selection, we have compiled

this1912-13 Bens' Silent Salesman.
We have been busy all Spring making up stock and can send at

once your immediate wants.
In order that you may not be disappointed it will be well for you to send
in your Holiday Order now. We will hold for future shipping
instructions. This 1912-13 Bens' Silent Salesman has over one
thousand illustrations and has a total of sixty-four pages from which
you can make up your order. Thus you have placed before you the
very cream of our entire line. Some of the latest designs in Toilet and
Manicure Sets are as follows:

ATHENA—A dainty, appealing pattern taken from the Greeks.
DALLAS—(A "Show Me" pattern 1 an engraved pattern, well executed.
BOSTON—A perfectly plain, dignified pattern.
SPOKANE—A breezy engine-turned design.
CANTON—Wreath effect—at the head of its class.
BEAUMONT—Sure to be a Live Seller; an al tistically engraved effect.

In fact our entire line just breathes "Bens- progressiveness.

Our Salesmen have been advised to go over their territory only
once so order when they call as the demand is now daily increasing.

K8

WM. BENS CO.
Providence, R. I.
Gentlemen:

Please send your profusely
illustrated 1912-13 BENS' SILENT
SALESMAN.

%WILLIAM BENS Co
NAME 

STREET.  

CITY  

STATE  

ROVIDENCE,R.I. U.S.A.
NEW YORK
396 Broadway
DETROIT

Cadillac Hotel

BRANCHES AT
CHICAGO SAN FRANCISCO

The Wellington Jewelers' Building
CANADA KANSAS CITY

New Glasgow, N.S. Densmore Hotel

1599
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THE NEW PRICE
SCHEDULE ON

VERY jeweler realizes what the Reed & Barton name means-- that

when he shows our goods to his customers, no question is ever asked

about the quality, no exception is ever taken to the designs, and since

the introduction of our new price schedule, no argument about prices is pos-

sible. Nearly always the only comments are expressions of admiration and

confidence. The goods practically sell themselves, making the work of the

jeweler ideally easy and pleasant.

For nearly a quarter of a century the best people have, as a matter

of course, used the Reed & Barton silverware ; now, with the aid of the

jewelers, we propose to make it the most popular flatware in this country,

and it was for this purpose that we lowered our always close prices, with

the result that we have now placed our plated flatware beyond the reach of

all competition.

All you have to do is to let the public know that you handle the

Reed & Barton Plated Flatware and the business will take care of itself

WRITE FOR OUR NEW PRICE SCHEDULE

REED & BARTON, Silversmiths, TAUNTON, MASS.
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OSMERS, DOUGHERTY COMPANY

SEED
PEARL

MANUFACTURING JEWELERS

BROOCHES

PENDANTS
NECKLACES

COLLARS

ROPES
EARRINGS
BAYADERES
SAUTOIRS

Send for our
CIRCULAR

291-293 SEVENTH AVENUE, NEW YORK
Between 26th and 27th Streets Phone 913 Madison

GEORGE L. BROWN COMPANY
At

Massachusetts

1601

PLATINUM
COLLARS
PEARL MESH

WORK

SCARF PINS

PENDANTS

EARRINGS

MOUNTING
also to Order

Order and repair work
of all kinds executed
by skilled workmen.

LU

WHITE METAL JEWELRY

1882 1912 ■4i

BROOCHES

STICK PINS

SHIRT
WAISTSETS

BABY and
BEAUTY
PINS

FOBS,
NECK,
BELT,
HAT and
DUTCH
COLLAR
PINS, Etc.

We are Showing:—

Some very classy effects in machine soldered Necks, absolutely perfect in detail. An
 original

extensive assortment of La Vallieres, stone set, some new designs, (exquisite creations
)

for the Fall are worthy of your inspection. Illustration is but a fair example

taken from our regular stock. Also a Pendant Line extensive to the

extreme. One of the most favorite styles of Lockets for ene Fall

Fobs Lockets
will be a bevel edge design. Correct, nifty and appealing. The

Chains design illustrated i3 but one of many original designs we are , Bracelets
showing this season. Ask your Jobber to show

Tie Clasps you our entire line. It wi:1 be a revelation to you. La Vallieres

Oscar E. Place & Sons Co.
PROVIDENCE, R. I.

These goods are bound to be popular. They are sum-

mer sellers for which there is a tremendous demand.

Send for Illustrated Sheets, Prices and FREE SAMPLE

WRITE AT ONCE TO

Dept. K7

P&S Trade Mark P&S

ATTLEBORO, MASS.

JEWELRY PADS !

SCARF PINS
BROOCHES
TIE CLASPS
ETC., ETC.

Also

(Send for samples and Prices)

We design and manufacture a large percentage of

the pads used in the country. We make them for

JEWELRY BOXES
MAILING BOXES
SILVERWARE CASES
ROSARY BOXES

1

YOUNG BROS.
Di.splayologists

PROVIDENCE, R. I.

PRICE LISTiwill be READY ABOUT
AUGUST 15 FOR OUR NEW LINE
OF ROSARIES. We have likewise re-

modeled our previous years' line, bringing it

right up-to-date and more attractive than

ever.

'STAPLE the year 'round,

can be used to produce

sales even in dull seasons. Most

appropriate for W ED DING

GIFTS, BIRTHDAY GIFTS,

HOLIDAY GIFTS, ETC.

Our illustrated PAMPHLET

for the FALL containing a most

complete line of our goods is

yours for the asking.

WRITE FOR ONE

wpm.

The W. J. FEELEY COMPANY
Jewelers and Silversmiths :: Ecclesiastical Art Metal Workers

182-203 Eddy Street : PROVIDENCE, RHODE ISLAND
NEW YO:RK OFFICE 341 FIFTH AVENUE

•

t•t ik

FOUR THINGS

TO

WORRY ABOUT

Your Profits
Your Reputation

Your Competitors

Over Stocking

And they can be forgotten if you sell

The Hussey
Guaranteed Jewelry

4.4

1111111tIttitilltl\\V

THE HUSSEY CO.
Manufacturing Jewelers

r, PROVIDENCE - RHODE ISLAND.

rirrrrrryrr rf MIN 
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a long felt want, the cheapest American movement on the market that will fit a full 1 2 size Open Face or Hunting T

• 

Case. A 6 size nickel New York Standard pendant set movement with a band around it making it fit a 12 size case.
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u No. 179. 12 size. The newest thing in New York Standard movement.

12 size American made at a low price has come to fill a long felt want, just
u
u Nu what the retailer jeweler needs, a cheap boy's size watch, hunting or open

face nickel, polished and damaskeened plates, breguet hairspring, 7 jewel

HN 
313t3t3t30431381:13t3=3=3fit white glass enameled dial, positively the cheapest 12 size American move-

ment on the market. Each  $1.85

iT 179 Madison Street
31 P.S.—Write for our late ct Optical and Jewelry Catalogue. Mailed on application only
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THIS FILLS

l'ENDANT

SETTING

HUNTING OR OPEN FACE
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12 SIZE

$ 185100

EACH

HOLSMAN & ALTER

ll
11

CHICAGO, ILL.
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The Truth about "Kurvend" Bar Pins o00O 0o o
O We make about fifty styles of "Kurvend " Bar Pins 0
O 0
O •
O 

Write for samples. They will increase your sales •
O 0
: ,011f14 .,\,1u, ,,,t1/„. ,\Iiiy, alt, A% \ lbu 1, ..1■1■■ 
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Z9 124 143
0 Four Staple Styles of Our "Kurvend " Bar •
O 0
6 %sludge George C. Holt, of the United States District Court

• 

•
A 64 0
O Sustained our rights to make our 6.
O Bar Pins and held that we did not infringe t4
6 6
. Patent 757,032. The decree of the Court says : " The defendants have not infringed 6
6 upon the claims of said Letters Patent, and that said bill of complaint in so far as it 6
Illi relates to said Letters Patent No. 757,032 be, and THE SAME HEREBY IS, DIS- 44
A MISSED." In his opinion, dated July 6th, 1912, Judge Holt said: "The statement 0
• in the Patent (757,032) and the proofs show clearly that long before the patent was 0
O issued clasp pins of the general character described in the patent had been made by •
6 manufacturing three parts and then soldering them together. Whether invention was 6
• involved in making them in one instead of three parts may properly be determined in 

6
• 04
414 a suit against some other infringer. The patentee is estopped from denying the 6
6 validity of his patent. But I think it would be going too far to hold that the patentee 04
ii in this case cannot make clasp pins in the way in which all the trade made them before 0

4:4 his patent was taken out. The patent, in view of the disclaimer in it, must be held to 0
6 apply only to clasp pins made of one part. THE PINS MADE BY THE DEFEN- 6
O DANTS ARE THE OLD THREE PART PINS, AND THE DECREE THERE- 6
6 FORE AS TO PATENT NO. 757,032 SHOULD BE FOR THE DEFENDANT. 04
6 6
6 Write at once for our Descriptive Circular about our " ROBESPIERRE SET." •
• 6
6 It is something new for which there will be a large demand. 0
• 6

0 126 W. 22d St. FISHEL & COMPANY New York t

: Manufacturing Jewelers 
•
o

o o
••■•■••••••••00•00••••••••••••••••••••••••••••••••• •

WHEN

A

CUSTOMER

WISHES

TO

SELL

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

SPOT CASH OFFER

and save all trouble and worry. I pay all express
charges and insure the goods in transit. I have
been in the business right here over 19 years,
and can give the vary best references as to
responsibility on application. Offers and valua-
tions furnished promptly. See ad. on page 1688
of this issue.

Write for further information.

J. J. COHEN
1011 Chestnut St., PHILADELPHIA, PA.

Established 1891

Amsterdam, SarphatIstraat 29.31 London, Audrey House, Ely Place
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THE PERI
EXPANSIVE
BRACELET

Made in fine grade Gold Filled and
Sterling.
The expansive operation is simple and

its made to fit any size wrist.
Its the newest, latest, cleverest bit of
bracelet lore.
Its more practical than the watch-bracelet
as many more people will buy it after
they see it.
The combination of the Coin Holder and
Bracelet or Vanity Case and Bracelet, is
an "Inman" idea. Each bracelet comes
cased in a beautiful box.
Couple your store with an

sells.
That's
THE PERI
EXPANSIVE

Order a Selection Today

Jewelers' and Silversmiths'
Novelties, Etc.

The "Inman " Jointless Patent Link Mesh Bag will be a big
seller this fall. Have you a comprehensive display ? If not—
Order At Once.

1603
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The Old Colony Pattern
A Colonial Design of True Simplicity

This new pattern combines the dignity of the older craftsmanship with the

beauty that is the result of modern skill and improved methods. The

pierced handles and the unusual finish—grey, with bowls, tines and

bevel edges of the handles bright—are distinctive features.

is the only brand of silver plate with an unqualified guarantee that is

backed by the actual test of 65 years. It is not only the heaviest grade

of silver plate, but our finishing process makes it the most durable. Sold

by leading dealers. Send for illustrated catalogue " 101."

INTERNATIONAL SILVER CO., MERIDEN, CONN.
Successor to Meriden Britannia Co.

Chicago San Francisco Hamilton. Canada
New York

You will be Interested In seeing this beautiful advertisement,
 printed In calors, on the back

cover of a number of the leading publications. One of a aeries 
that will appear during 1912.

wsIWKIONI

The illustration is a reproduction of a full page advertiseme
nt that is one of a

series occupying covers, in full colors, in the most important 
magazines and

woman's publications. We will send large reproductions of 
these colored

advertisements for display purposes to any dealer handling the
 "Old Colony"

pattern. In connection with a display of the ware these are very effectiv
e window

cards. Write for illustrated circular 1169-K, describing other advert
ising helps.
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Pittsburg 24-Karat Club
Plans for Annual Outing

Attractive Program of Athletic Contests, Enter-

tainment, etc. Expect a New Record Mark in
Attendance. Car Fare to be the Only Expense

to Participants.

Pittsburg, Pa., August 10.—When not waiting
on customers or attending to correspondence,
Pittsburg jewelers are laying plans for hours of
pleasure at the coming annual picnic of the 24-
Karat Club, the affair to be held in beautiful
Riverview park, a city playground whose chief
advantages are green terraces and great groves, on
Labor day, Monday, September 2, therefore, it is
to be a holiday for the Pittsburg fraternity. In-
deed, jewelers in nearby towns also are interested
as a number of non-residents are attached to the
organization. Charles H. Holyland, one of the
promoters, says the attendance will reach several
hundred, the club's one hundred and eighty mem-
bers being expected to be accompanied by clerks
of both sexes and their families.

The affair is for everyone connected with the
business and, best of all, the only cost to the
participants will be street carfare. Money has been
collected among the jewelers by August Loch and
J. Loughery Roberts to meet the caterer's bill, the
expense of the orchestra, etc. Bachelors will not
have to pay for the ice cream and fruits, or bring
the meat. Next to the "feed" interest centers in a
dance to be held that evening in Conrad Hall,
outside the park, the city council having barred all
dancing from the park. A famous orchestra,
composed chiefly of 18th Regiment musicians, will
furnish the music. In the afternoon the Married
Men will show the Single Boys how excellent base-
ball was played in the time of Anson, Kelley,
Pfeffer and down to Rusie, Ewing, Keller and
Jennings. The Cobbs, Speakers, Johnsons,
Mathewsons and Bakers of today and yesterday say
they will convince their elders that modern ball is
superior, but 'tis said they are taking a little prac-
tice on the side even now in preparation for the
great day. Women, girls and boys are to share
in the festivities, and obstacle, foot and burlesque
races will be scheduled for their diversion.

The arrangements are in charge of the follow-
ing outing committee: August Loch, chairman;
Charles H. Holyland, W. 0. Harrsion, Charles J.
Parlett, Frank Burger, W. E. Jones, J. Clare
Crawford, 0. Scott Bair, Harry H. Heeren, J.
Loughery Roberts and Glen Sipe.

Kansas and Missouri Associations

Hold Meetings and Elect Officers

Conventions held previous to meeting of National
Association—Same Resolutions presented as

submitted to National Body.

Kansas City, August 6.—The Missouri and the
Kansas Retail Jewelers' associations held their
annual meeting at the Coates House yesterday
afternoon. Each association elected officers and
adopted the resolutions which were subsequently
presented at the national convention.

The Missouri Retail Jewelers' Association
elected these officers: Charles Thieman, Cali-
fornia, president; Herbert L. Raines, Maryville,
vice-president; Anderson Blanton, Paris, secretary-
treasurer.
The Kansas Association elected: D. D. Will-

iams, Emporia, president; Walter Starcke, Junc-
tion City, vice-president; Herman Ackerman,
Marysville, second-vice president; R. F. Good-
holm, Lindsborg, secretary-treasurer.

Diamond Imports for July Arrest of Alleged Leader in

Surpass All Past Records Chicago Daylight Robberies

Over Five Million and a Half Dollars Worth of

Gems Brought Here in One Month—Indication

of Confidence in Big Fall and Hoiday Trade.

New York, August 7.—The imports for July

broke all records in the value of diamonds, pearls

and other precious stones received at this port

in any one month. Figures compiled by William

B. Treadwell, examiner in the Appraisers' Stores,

show the total was $5,547,116, or almost twice the

value of the gems brought into this country in an

average month. In July of last year, which was

considered a good month, the value of the gems

imported was $4,475,985, which was more than

$1,000,000 less than last month.

In the July total the cut precious stones and

pearls aggregate $4,566,354, while the uncut stones,

mostly diamonds, total $980,762. The largest

previous imports this year reached here in June,

when gems valued at $3,842,491 were brought in.

In January, April and May the total imports also

were in excess of $3,000,000 in each month. The

total value of the gems received in this city thus

far this year aggregate over $24,000,000.

A Maiden Lane authority said yesterday the

large gem imports in July in part are due to the

anticipation of a big demand for diamonds and

other precious stones this fall and winter. It also

was said the big imports were influenced in a meas-

ure by a feeling in the trade that the price of dia-

monds is sure to continue to advance. The

gem trade in this city is good, and a steady call is

noted for suitable diamonds in sizes for commercial

use. The demand for fine pearls is large, and that

is said to have an influence in increasing the value

of the gems imported in July. It is difficult to

get desirable pearls, and prices are high.

Diamond Prices Higher

Diamonds this year are 7; per cent higher in

the rough and about 15 per cent higher cut than

last year and the market in Amsterdam, Holland,

is decidedly the hardest for the buyer in its history,

according to J. C. Sipe, the well known Indianap-

olis importer, who has just returned from Amster-

dam.
"The trouble with the market is that none of the

mines is producing heavily, with one or two excep-

tions, and from those mines where the production
is large, a poor grade of stone is being taken,"
Mr Sipe explained. "In fourteen years the price of
diamonds has advanced 100 per cent. They began
going up in 1898, and each year since there has been
an increase. Only a short time ago, I allowed a
woman $295 on a pair of ear drops she bought from
me fourteen years ago for $150. Her husband had
objected to her buying diamonds, she said. Though
she knew the stones had advanced considerably in
value, she was much surprised at the amount.

"I have made about $10 a year for wearing these
ear drops, she said, 'and my husband has bought
4 or 5 automobiles in that time, each of which he
has traded back for considerably less than he paid
for them. I guess my investment will compare
very favorably."
"So she bought a pair of ear drops at $600."

Mr. Sipe spent four weeks on his trip, allowing
a week for the journey each way and two weeks for
buying in Amsterdam.
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The Mysterious Disappearing of Sample Trunks

Likely to be Cleared up—Full Half Dozen such

Robberies Credited to Gang

Chicago, August 10.—In the arrest of Adolph
Dumont, which took place early this month, the
Chicago police believe that they have broken up
the gang of bandits which has been perpetrating
daylight robbers in Chicago for several years past.
At least a half dozen robberies of jewelry and
watchcase sample cases have been credited to this
gang. The arrest of Dumont was brought about
through the jealousy of a woman who wrote the
Pinkerton detectives a note that "if they would
watch Adolph Dumont they would find the party
who stole the jewelry from in front of the Silver-
smith Building."
The jewelry referred to in the note were the

sample cases belonging to Jacob Levin, salesman
for the Low, Taussig, Karpeles Co., of Providence,
R. I. This note was the direct clue which lead to
Dumont's arrest. Dumont was shadowed by
Pinkerton detectives and followed to a barn in
the rear of 1711 Carroll avenue, where stolen
jewelry to the value of $20,000 was discovered
by the police, the most of which was later identified
as belonging to the Low, Tausig, Karpeles Co.

It is believed by the police and the Pinkerton
Detective Agency that all the robberies of jewelry
sample cases perpetrated within the last two years
have been committed by this gang.
The robberies which are credited to Dumont and

his gang were as follows: 6 sample cases belonging
to L. H. Keller & Co., of New York, from in front
of the Heyworth Building; sample cases belonging
to Sloan & Co., New York, from in front of the
Spaulding store and valued at $37,000; trunks
containing watchcase samples and belonging
to Joseph Fahys & Co., from a Parmalee express
wagon in the rear of the Heyworth Building.
These samples were valued at $10,000; also the
sample cases of W. C. Barry, of Newark, N. J.,
valued at $2,000.

New Patent Measure
Reported to the House

Framed to Set Aside Decision of Supreme Court

and Make Unlawful Fixing of Selling Price

Washington, August 8.—The Oldfield bill to
revise the patent laws to meet the recent patent
monopoly decision of the Supreme Court was re-
ported to the House today by Chairman Oldfield,
of the Patent Committee.
The bill seeks to set aside the decision which in-

sured the right to an inventor to stipulate the kind
of materials used or sold in connection with a
patented device. It seeks to cure alleged evils
arising from the vender of a patented article fixing
the price at which the article may be resold. The
committee also has attempted to prevent the
suppression of patented devices sold to manu-
facturers by inventors. The ability of manufac-
turers to withhold an invention from the market
is said to have restrained competition.

Referring to the Supreme Court decision, the
committee says that under the argument advanced
by the venders of patented articles, a commission
merchant could fix the price of eggs by distributing
them in a patented carton, or the pork packer
could fix the price of lard to the consumer by nam-
ing a price at which the lard in a patented container
could be retailed.

It also says that the logic, if carried further,
would fix the price of a shave given in a patented
barber chair.
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Detectives Unearth Jewelry
"Fence" and Arrest Burglars

An Engraved "S" on Spoon Gives Clue to
Robbery—Burglars Arrested and Much Loot
Discovered—Noted Thief Among theCaptured
San Francisco, August 2.—The discovery of a

letter "S" engraved on a solid silver spoon, in
itself a simple incident, was magnified to one of
extraordinary importance when the discovery was
made by detectives, in the office of Henry Simon &
Co., diamond experts, 266 Pacific Building.
Within one hour after a detective picked up the

spoon and read the initial, he and his brother de-
tective had arrested four men who they claim were
implicated in more than a score of burglaries during
the last two months and had recovered a large
quantity of stolen silverware and jewelry.•
The four men placed under arrest were Henry

M. Simon, the diamond expert; Reuben Smith,
alias "Smithie," ex-convict; Milton Holland and
Henry Furlong. All were locked up in the City
Prison, pending charges of receiving stolen pro-
perty against Simon and burglary against the other
three prisoners.
When the detective discovered the initialed

spoon he demanded to know the name and address
of the person who had pledged it with him. Simon
informed him the pledger was Reuben Smith, who
had a room in the Hale Hotel, Sixth and Mission
streets. The detectives hastened thither, but
Simon had arrived at the room before them.
"What are you doing here?" asked the detective

of Simon.
"Well I just told Smith to beat it, as you had the

goods on him," replied Simon, reluctantly, accord-
ing to the detectives.

Stolen Property Recovered
Simon was taken into custody and the detec-

tives entered the room where they found Smith,
Holland and Furlong. A search of the room re-
sulted in the finding of two automatic revolvers, a
quantity of cartridges, a jimmy, scales for weighing
gold and silver and crucibles for melting jewelry
and silverware. Stolen silverware and jewelry were
also revealed. When searched, Smith was found
to carry a fully loaded automatic revolver.
When the detectives took an inventory of what

they had recovered from Simon's shop and Smith's
room they found that they had got all the silver-
ware and jewelry, valued at $1,600, stolen on July
30 from the residence of Mrs. R. Selig at 129 Cen-
tral avenue, a large part of the valuables valued at
$600 stolen from the home of Mrs. W. S. Griegs at
1104 Stanyan street on July 21, and some of the
plunder in silverware and jewelry valued at $5,000
stolen from the residence of H. Leland at 1106Stanyan street on July 21.
The spoon marked "S" belonged to the set ofsilverware stolen from the residence of Mrs. Selig.

The detectives have been working hard on thesethree burglaries and incidentally have been watch-ing with suspicion the shop of Henry M. Simon& Company.
The arrests are considered by the departmentas of high importance and the detectives werecongratulated by the Chief of Police and the cap-tain of detectives. It is believed that with Smithunder lock and key the percentage of burglariesin the western part of the city will greatly decline.
The detectives believe that Smith was theactual perpetrator of all the burglaries and say heis one of the cleverest "jimmy" operators on thecoast. The jimmy found in his room had a bladeits sharp as a razor. Furlong and Holland arebelieved to have been the disposing agents of thestolen valuables.
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Jewelry Manufacturing Industry Jewelry Store Robbers
Shows Marked Improvement Frustrated by Burglar Alarm

Work Accumulates During Vacation Period—
Indications Point to a Busy Fall—Novelties in
Active Demand

Attleboro, August 8.—The jewelry factories are
now in full operation after the summer vacation
period and nearly every manufacturer reports good
orders. Prospects are good for a busy fall season.
The demand for goods at the present time is very
brisk and up to expectations. When the shops
re-opened there were many orders on hand. They
accumulated during the vacation period and
necessitated a rush in order to get them made
and shipped.

All of the concerns making bracelets find them
in good demand. The latest novelty in bracelets
seems to be running well and factories report good
orders on the new watch bracelets. The lines
going out about the middle of August will include
many fine samples of these articles.

Silver novelties seem to be selling well, and manu-
facturers of these articles report enough business
on hand to keep them busy for some time to come.
Manufacturers of staple lines have a plentiful
supply of orders, and the general tendency is an
increase of business.

Usually at this season there is a quiet spell, but
from the way business has started the manufac-
turers look forward to a busy fall. Nearly every-
one has an optimistic word, and there is a belief
that the fall will see a big revival of buying and a
healthy demand for goods. Makers of mesh bags
report a very quiet business during the summer
months, but they anticipate a revival this fall.
During the vacation period it was stated that

over 2,000 jewelry workers went to nearby sum-
mer resorts. On the 3 of August most of them re-
sumed their places in the factories and work was
resumed. All wore a healthy tan and the vacation
period undoubtedly did them a lot of good.
In North Attleboro there was a universal closing

time and business was at a standstill as everyone
was away. The impulse of fall trade has also been
felt in that town and there is a general improve-
ment in all lines which leads the manufacturers
to expect excellent business conditions this fall.

Fraudulent Check Artist
in Hands of Police

Fashionably Dressed Swindler Imposes on Mer-
chants—Shoplifting His Specialty

Indianapolis, August 6.—The police recently ran
down a high class man shop-lifter and arrested him
on a charge of larceny and passing a fraudulent
check. The police department became suspicious
when the city pawn shops began to receive an un-
usual number of fine articles of clothing and men's
jewelry. Among the jewelry was a fine locket,
which, after much inquiry was found to belong to
George S. Kern, jeweler at 7 North Meridian
street. At the Kern store a description was ob-
tained of a well groomed and fashionably dressed
young man, twenty years old, apparently a
college graduate, who visited the store but bought
nothing. Afterwards a high priced locket was
missed. With the description thus obtained the
detectives made a round of all the best jewelry and
haberdasher stores. At one of the clothing stores
the detectives arrested a young man answering the
description, just as he was leaving after carefully
selecting $100 worth of clothing which he directed
to be sent to the Claypool Hotel. The faultlessly
attired youth gave his name and address as Kenneth
Farnham, of Newton, Mass.

Inquiry at other stores developed the fact that
the same dapper young man had called and selected
clothing and jewelry, all to be sent to the Claypool
Hotel. From J. C. Walk & Son, he had ordered$100 worth of well selected jewelry. These goods
were sent to the hotel but returned as no such per-
son was registered there. At one store a fraudulent
check has been passed. The police say Farnham
had been ordering goods sent to the hotel to divert
suspicion, while he pursued his regular profession
as a high class shop-lifter.

Desperate Thieves Plan Big Robbery—Acci-
dental Touching of Wire Calls Police—Violently
Resist Arrest.

Providence, R. I., August 6.—The accidental
touching of a wire connecting with the office of
the Rhode Island Electric Protective Association
and the Central Police Station, recently caused the
apprehension of two nervy men in the Weybosset
Jewelry Company store, 219 Weybosset street,
this city. The pair had a set of burglars tools and
a safe-blowing outfit and were captured red-handed
as they were preparing to blow the safe.
The prisoners gave their names as John Coak,

23 years old, and Jake Brown, or Braun, 33 years
old, the former claiming to be a native of Boston,
although he does not speak English. His com-
panion claims that both are Hungarians. The
arrest was one of the most spectacular that has
occurred in Providence in some years, the would-
be robbers being taken into custody at the revol-
ver's point and even then and in spite of the hand
cuffs with which he was manacled, of one the pair
made repeated efforts to strike down Patrolman
Reilly who had him in charge. The men showed such
a knowledge of midnight operations that the local
police had both Bertillioned and their photographs
sent throughout the country to see if either or both
were wanted by the police elsewhere.

It seemed evident that the pair had spent several
days in Providence sizing up the Weybosset
Jewelry Company's store as they showed a more
intimate knowledge of the store than the police or
the protective company officials. For an hour
following the capture, the police searched the
interior of the store thoroughly but could not
ascertain just how the men effected an entrance to
the premises, and the men themselves refused for
some time to solve the mystery.
The burglar alarm sounded at 12.15 o'clock in the

morning. The watchmen on duty at the office of
the Protective Association at once got busy, two
of them hurrying to the store. They carried
lanterns and their master keys. Entering they
heard a noise on the mezzanine gallery at the back
of the store, where the offices are located, and
heading that way they discovered Coak behind
one of the office desks. He was held quiet at
pistol's point while one of the watchmen sum-
moned the protective office and gave notification
of the break.
The police, seeing the lights in the store, started

to investigate. The protective association men
informed the police from the second story window
of the store of their arrest of one man and told the
officers they believed others in the gang were
hiding in the store. The policemen began a search
and came upon Brown who was hiding under a
bench in the loan section of the store and placed
him under arrest. Both men made a desperate
attempt to break from their captors and could not
be subdued until the arrival of the patrol wagon
from the police station with reinforcements.
That the men were dangerous was the belief of the
authorities from the bitter fight they waged
against arrest.
Two large boxes of jewelry which the men had

begun to unpack when they chanced to touch the
alarm wire were discovered by the police on the
floor of the office. A number of gold chains and
lockets were found in Brown's pockets. The time-
ly arrival of the watchmen prevented them from
further operations.

Entrance to the store, they finally said, was by
breaking through to the store cellar from an ad-
joining building, having to break through the
thick cellar foundation wall. One curious feature
of the break is the fact that the men could have,
had they realized it, secured a very large amount of
jewelry in the cellar without mounting to the street
floor as the basement is used as a storeroom, filled
with boxes containing goods of large value.
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Idaho Retail Jewelers
Form State Association

Thirty Representative Jewelers Attend First
Meeting—Support Promised by Three-fourths
of Idaho Trade—Aims of Organization Embodied
in Resolutions

Boise, Idaho, August 2.—Idaho is the latest
addition to the states in which the jewelers have
banded together for the rectification of grievances
and the betterment of their trade. A call was
issued to the jewelers of the state to meet in this
city on July 29 and 30 for the purpose of forming
a state association. A goodly number responded
and the organization was launched under very
favorable circumstances. In all some 30 jewelers
were present, and letters were received from over
three-fourths of the jewelers in the state com-
mending the organization movement and declaring
that they would become members.
The convention was called to order on Monday

July 29 at 10 o'clock, and after the delegates had
registered, the meeting was adjourned until 2:30
o'clock in the afternoon, when a business session
was held, officers were elected, and committees
appointed to draft a constitution and by-laws.

Officers were elected as follows: F. H. Bowen,
Caldwell, president: L. C. Griffin, Moscow, first
vice president; H. J. Hansen, Preston, second vice
president; W. M. Pfifer, Council, third vice Presi-
dent; Con W. Hesse, Boise, secretary-treasurer.
The newly elected president then appointed a

committee on constitution and bylaws, consisting
of R. G. Hitchcock, Boise; J. T. Laughlin, Boise,
Captain H. H. Phillips, Shoshone; M. L. Vial,
Weiser and W. F. Strouthers, Payette. A corn-
mittee on resolutions was appointed, which con-
sisted of C. A. Braun, Weiser; E. F. Fowler,
Boise; J. W. Rowett, Mountainhome; L. C.
Griffin, Moscow and F. M. Hartzel, Parma.
Following the afternoon session, the committees
met and drew up a constitution and bylaws, and
performed other work connected with the offices, a
report of which was given at the evening session.

After the business session the delegates listened
to an able address on trade organizations and the
benefits which are derived from them, delivered by
Henry M. Hand of Boise, secretary of the Idaho
Retail Hardware & Implement Dealers' Associa-
tion. Colonel John L. Shepherd of New York,
spoke to the jewelers on various subjects of interest,
while H. E. Duncan of Waltham, Mass., a repre-
sentative of the Waltham Watch Company, also
gave an instructive talk.
Adjournment was taken late in the afternoon

until 8 o'clock in the evening, at which time the
delegates, together with all the jewelers of the
city and their employes, met at the Commercial
club rooms. The constitution and bylaws, which
were prepared by the committees in the afternoon,
were read and accepted. Several short talks were
given along matters pertaining to the welfare of the
jewelers and those connected with the trade.
They were followed by a general discussion on
various topics.
The first day's work proved most satisfactory,

some of the addresses being particularly enlighten-
ing. Among these may be mentioned Colonel
Shepherd's talk on "The Benefits of Organization
and the evils of the Time Guarantee." the instruc-
tive address of Mr. Duncan on "Watch Manufac-
turing" and the excellent talk of Charles A. Braun,
of Weiser.

The Resolutions

The sessions of the second day resolved them-
selves into instructive debates on matters of general
trade interest, the views of those present being
embodied in the following resolutions which were
adopted:—

WHEREAS, The Idaho State Jewelers' Association
has this day organized, and,
WHEREAS, We recognize the fact that it is of

benefit to us to affiliate with the National Retail
Jewelers' Association, therefore, be it

Resolved, That it is our intention to join the
National Retail Jewelers' Association, and, it is
further

Resolved, That we will earnestly support all
legitimate manufacturers who will give their sup-
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port to the purposes of the National Retail Jewelers
Association.

Resolved, That we urge upon the manufacturers
who do national advertising and establish retail
selling price for all goods usually sold by the
jewelers, the importance of further advertising the
fact that their goods are sold through legitimate
jewelers.

Resolved, That it is the sense of this association
that we are emphatically opposed to the parcels-
post legislation pending in Congress.

Resolved, That the Idaho Retail Jewelers'
Association in convention assembled at Boise,
heartily commend the work of President Steele F.
Roberts and his associate officers of the national
organization in their work and pledge them our
support and assistance in their efforts to better
the condition of the jewelry fraternity.
WHEREAS, The practice prevails among watch

case manufacturers to stamp guarantee on gold-
filled or gold-plated watch cases and retail dealers
to a large extent, and the purchasing public
generally rely on such time guarantees in the pur-
chase of watch cases, and
• WHEREAS, Large quantities of such watch cases
whose wearing qualities fall far below the time
guarantees stamped thereon are manufactured by
unreliable and irresponsible concerns, and,
WHEREAS, By virtue of this fraudulent practice

the innocent purchaser is cheated, and in conse-
quence, the business of the retail jeweler suffers
from loss of confidence and good-will, and as further
use of the practice can only be avoided by prohibit-
ing of the stamping of time guarantees on all such
watch cases, therefor be it

Resolved, That we strongly recommend the
passing of a law forbidding the stamping of gold-
filled or gold-plated watch cases of all forms of time
guarantees and compelling the manufacturer to
stamp his name or registered trade-mark on every
piece of goods.

Resolved, That we, the Idaho Retail Jewelers'
Association will be satisfied to sell the products of
all legitimate manufacturers so stamped and upon
their assurance that satisfaction will be guaranteed
upon all defective cases.

Resolved, That we favor the national advertising
campaign as outlined by Mr. Campbell, of Okla-
homa, and that the jobbers and manufacturers
co-operate with the national organization to put
same in operation.

Resolved, That the visiting members most
heartily thank the entertainment committee and
the jewelers of Boise for their untiring efforts in
entertaining the delegates to this convention.
WHEREAS, There have been two bills introduced

into the United States Congress known as H. R.
bill No. 23417 and Senate Bill No. 6273, and,
WHEREAS, These bills are intended to materially

and vitally change the patent laws of the United
States so as to make it impossible to establish
fixed retail selling prices on patented articles, and,
WHEREAS, Such change in the United States

patent laws would work very serious damage to
the interests of retail jewelers, as well as other
retail merchants throughout the country; now
therefore, it is

Resolved, That the Idaho State Retail Jewelers'
Association through its secretary shall address a
letter to the senators and congressmen of Idaho at
Washington, urgently requesting that they use
every possible influence against the enactment
of Senate bill No. 6273 and H. R. bill No. 23417 or
any similar bills which may be introduced in con-
gress, which are intended in any way to do away
with the maintenance of fixed selling prices on
patented articles, and, it is further

Resolved, That this association urge upon its
members that they shall write individually and
separately to the Senators and Congressmen of the
state of Idaho at Washington, urging them to use
their influence against the passage of any legislation
to do away with restricted selling prices on patented
articles and that the members shall also solicit their
friends and neighbors in other lines of retail business
to write similar letters.
The jewelers took advantage of their leisure

moments on the second day to visit various places
of interest throughout the city, automobiles being
placed at their service for this purpose. In the
evening a brilliant banquet was served at the
Commercial Club, after which considerable speech
making was indulged in.

Budget of Robberies
Among the Trade

Slick Thieves Purloin Much Property—Well-
dressed Impostors Make Profitable Use of
Nimble Fingers

New York, August 9.—The Jewelers' Security
Alliance, has issued the following reports of
jewelry trade robberies:
We have received information that the man,

Harry L. Ross, who swindled Eugene F. Confarr
of Livingston, Mont., by a bad check has been
captured at Crawford, Neb. and brought back to
Livingston for trial. He claims, that he was
drunk at the time and was not responsible for
anything he did, including his marriage to Miss
Goodman. He says, he deserted her because he
thought it was the best thing he could do under the
circumstances, and claims that she got all the
jewelry. The deserted wife refuses to have any-
thing to do with him.
R. J. F. Roehm & Company, Detroit, Mich., on

July 27, about 4 A. M., were robbed of considerable
jewelry through the smashing of a window.
The same morning that Roehm & Company

were robbed, the Weyhing Brothers Manufactur-
ing Company had their showcase robbed. The
police have under arrest, one Fred Milne of Detroit,
who shot to death a police officer in the vicinity of
the store while trying to escape arrest, and are
looking for his companion. Milne confesses to
the murder, but claims not to have been concerned
in the robbery, though he had in his possession
a revolver stolen from another store the preceding
day.
Emil Steinman, Sacramento, Cal., whose store

was broken into on July 23, by Frank Cummings,
has recovered all his property which was found on
the burglar when he was arrested within 12 hours
of the robbery. He was arraigned the same day,
pleaded guilty of burglary, and was sentenced to
10 years in State prison for burglary in the first
degree.
M. J. Edmonds, North Topeka, Kan., lost about

$900 worth of goods in a store burglary on July 8,
which the police think was planned by local talent
but executed by out-of-town burglars, probably
from Kansas City.
D. C. Percival & Company, Boston, lost about

$20,000 worth of loose diamonds on August 3,
through the work of professional sneak thieves.
Their diamond department is in charge of two
clerks, one of whom was showing a tray of rings to a
well known customer in a small room off the dia-
mond department when he saw a strange man walk
into the diamond room and approach the other
table. As it was unusual for a stranger to enter
this room alone, the clerk swung around in his
chair to see if there were diamonds or anything
else on the other table, but the table was perfectly
clear. The man remained less than a minute,
apparently making a memorandum on a piece of
paper, but soon after he left it was discovered that
one wallet was missing out of the five in which loose
diamonds are kept.
On August 7, while the neighborhood was crowd-

ed with shoppers, two boys were noticed loitering
before the store of Henry Healy, 502 Fulton street,
Brooklyn, one of them carrying a bundle wrapped
in newspapers. As a car passed, the larger boy
smashed the large plate glass window with the
brick concealed in his bundle, while his companion
snatched out a pair of diamond earrings, valued at
$1000,, just as a clerk reached the door shouting
"stop thief." The boys made off through the crowd
pursued by the clerk and a detective in the vicinity
and a patrolmen who jumped off a passing car.
Finding that the crowd was blocking their escape,
the thief with the earrings dropped them and both
boys began to shout "stop thief," which mislead
the nearest in the crowd, while the officers fired in
the air with the result of making them run the
faster, till one was captured by the detective and
the other by another officer on post. The earrings
had meanwhile been recovered in the street.
The boys gave their names as Samuel Wiener, 14,
322 Rivington street, New York, and Jospeh Cohen
17, 306 Henry street, New York. They have no
previous record, but the police think they had been
coached by an expert thief.
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New Simmons Sign. Black and gold enamel, handsomely mounted
under heavy bevel plate glass. Size, 1% inches by zo% inches.

This artistic new sign
Should be displayed in the store of every
jeweler who carries SIMMONS chains.

It is most attractive in itself and forms an
effective connecting link between our
national advertising in the magazines and
the goods in your store.

Reminds your customers to ask to see
SIMMONS.

An important sales factor that is sure to
produce more business for both of us.

Send for sign to-day. It's free.

ESTABLISHED 1873

Wholesale Watch and Jewelry Houses, Distributers

THE KEYSTONE

Proposed Advertising Law Sub-
mitted to Kansas City Convention

An Effort to Solve by Legislation the Problem of

False Representation—Provisions of the Pro-

posed Measure

Kansas City, August 9.—One of the subjects in

which the convention of the American National

Retail Jewelers' Association, now being held here,

seemed especially interested, was that of the pre-

vention of fraudulent misrepresentation in adver-

tisements. As a tentative solution of the problem,

the following draft of a proposed national advertis-

ing law was submitted for consideration:

AN ACT FORBIDDING THE MAILING OF FALSE

OR FRAUDULENT ADVERTISEMENTS AND FOR-

BIDDING THE IMPORTATION, EXPORTATION OR

CARRIAGE IN INTERSTATE COMMERCE OF AR-

TICLES ORDERED AS A RESULT OF FALSE OR

FRAUDULENT ADVERTISEMENTS

Be it enacted by the Senate and House of Represen-

tatives of the United States of America in congress

assembled :

Section 1.—That any person who posts in the

United States mails or causes to be posted, circu-

lated, distributed or otherwise placed before any

other person or the public at large, through the

medium of the United States mails, any circular,

label, booklet, poster, catalogue or other printed

matter or advertisement containing any false or

misleading statement or assertion in relation to his

goods, wares or merchandise, concerning the

quantity, quality, value, method of production or

manufacture, reason for the price, manner or

source of purchase of said goods, wares or mer-

chandise, possession of awards, prizes or distinc-

tions conferred on account of such goods, wares or

merchandise, or the motive or purpose of the sale

thereof, shall be deemed guilty of a misdemeanor,

and upon conviction thereof shall be punished

by a fine not exceeding $500, or by imprisonment

for not more than six months, or by both such

fine and imprisonment, in the discretion of the

court.

Section 2.—A circular, label or other printed
matter or advertisement wrapped around, attached
to or enclosed in the covering of any goods, wares
or merchandise shall be deemed to be posted, circu-
lated, distributed or otherwise placed before any
other person or the public at large, as provided in
section 1 of this Act, if the goods, wares or mer-
chandise around which it is wrapped, to which it is
attached or within which it is enclosed is posted
in the United States mails, or caused to be posted,
circulated, distributed or otherwise placed before
any other person or the public at large through the
medium of the United States mails.

Section 3.—That the term "interstate com-
merce," as used in this Act, shall include trans-
portation from any state or territory or the District
of Columbia to any other state or territory or the
District of Columbia, and the term "foreign com-
merce," as used in this Act, shall include trans-
portation from any state or territory or the
District of Columbia to any foreign country, or
from any foreign country to any state or territory
or the District of Columbia.

Section 4.—That any person who shall mail, ship
or deliver for shipment in interstate commerce
or in foreign commerce any goods, wares or mer-
chandise which are ordered as the result of any
false or misleading statement or assertion made or
caused to be made by him in any newspaper,
periodical, magazine, circular, booklet poster or
sign, concerning the quantity, quality, value,
method of production or manufacture, reason for
the price, manner or source of purchase of said
goods, wares or merchandise, possession of awards,
prizes or distinctions conferred on account of
such goods, wares or merchandise, or the motive

or purpose of the sale thereof, shall be deemed
guilty of a misdemeanor, and upon conviction
thereof shall be punished by a fine not exceeding
$500, or by imprisonment for not more than six
months, or by both such fine and imprisonment,
in the discretion of the court.

Section 5.—That the term " territory," as used
in this Act, shall include the District of Alaska,
the insular possessions of the United States and
the Canal Zone; the word "person," as used in
this Act, shall be construed to import both the
plural and singular, as the case demands, and
shall include corporations, companies, societies
and associations. When construing and enforcing
the provisions of this Act, the act, omission or
failure of any officer, agent or other person acting
for or employed by any other person or by any
corporation, company, society or association,
within the scope of his employment or office, shall
in every case be also deemed to be the act, omission
or failure of such other person or of such corpora-
tion, company, society or associations, as well as
that of the person himself.

Section 6.—That this Act shall be in force and
effect from and after the   day of  
1912, and shall be known and referred to as the
"Pure Advertising Law."

Birthday of " Big Ben"
Celebrated by Salesmen

Annual Business Meeting and Banquet of Sales-
men of Western Clock Manufacturing Com-
pany—General Manager E. Roth, Presented
with Loving Cup

La Salle, Ill., August 2.—Big Ben had a birth-
day party here on July 19 at Starved Rock and
his pa and ma sent out invitations to the guests
and salesmen who had gathered here for the annual
business meeting and reunion, along with officials
and department heads.
The party proved a merry gathering for the men

who are making Big Ben a household word 'round
the world. During the entire day the visiting
salesmen were entertained at the famous old rock
and in the evening the officials and guests arrived
on the scene and joined in the merriment.
The banquet was given at the Starved Rock

Hotel and the dining room had been especially
decorated for the occasion. When the clock men
were seated about the festive board the fun began
and until the arrival of a late hour the guests made

mpreeTrsrhiydeed as toastmaster and among the speakers
sumptuous banquet over, W. S. Ashby

he introduced was T. M. Ball, of Rogers & Co.,
of Chicago. He spoke at length on 'Organiza-
tion." He interspersed his address with a number
of stories and quotations which brought forth
hearty rounds of laughter and applause.
Mr. S. D. Rider, of the South Bend Watch

Company, was another of the speakers. His
address was on "Salesmanship." Mr. Rider
proved himself a speaker and entertainer of no
little merit and during the course of his talk his
hearers were held with interest.
The Dixon stringed orchestra, composed of

colored artists, furnished the music for the evening.
During the intermissions they entertained with
selections, songs and novelty musical features.

During the course of the evening E. Roth,
general manager of the big clock company, was
presented with a beautiful silver loving cup, the
gift of the salesmen.
The presentation speech was made by L. W.

Arnold, the oldest salesman in the employ of the
company. The cup was engraved on one side
"To Ernst Roth, July 19, 1912." On the opposite
side was the inscription "An Institution is But
the Lengthened Shadow of an Individual." This
inscription was also engraved on the pedestal.
In a few well chosen words Mr. Roth accepted

the token of esteem.
The banquet brought to a close the annual

meeting of the salesmen and a number of them
departed on the following day for their territories
throughout the country.
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St. Louis Jeweler and Bride
Honored with Unique Reception

Invited Guests Plan Surprise for Secretary
Schoenthaler, of Eisenstadt mfg. Co.—A Hila-
rious and Happy Function

St. Louis, August 3.—J. G. W. Schoenthaler,
secretary of the Eisenstadt Manufacturing Corn-
pany, who was recently married, invited his many
friends in the jewelry trade here to a reception at
his new home, 4549 Magnolia avenue, on Tuesday
night, July 30. Supper was prepared to be served
on his large spacious lawn at 6.30. His guests made
out a program of their own. They met a few blocks
from his house, about fifty in number, and led by a
band, marched to his house, arriving there about
8.15. At the head of the procession a banner was
carried on which was inscribed "Follow the band
and see the Newly Weds." A large supply of
bombs and fireworks was taken along by the party,
and the affair will long be remembered by all those
participating as a very happy function. When the
guests arrived about two hours late, accom-
panied by the band and their noisy demonstrations
of congratulations, Mr. Schoenthaler was very
much surprised, but quickly recovering he made
himself an exceptionally fine host during the entire
evening.
A very fine supper was served, interspersed with

the best of music and it was an event of good cheer
in every respect. Speeches were made by Morris
Eisenstadt, president, Joseph M. Friede, first vice-
president and Brainard Ryan, credit man, all of
the Eisenstadt Manufacturing Co., and others.
Among those present were: Morris Eisenstadt,

Joseph M. Friede, Albert Frech, George G.
Gambrill, L. E. Gutfreund, Brainard Ryan, W. F.
Geier, H. A. McCleery, ,J. A. Jacobs, E. J.
Helmerichs, all of the Eisenstadt Manufacturing
Company, W. E. Barker and H. W. Kellersman,
of the Hoyt Jewelry Company,- R. F. Reeves,
Reeves Jewelry Company, Fred C. Schoenthaler,
Julius Langsdorf, vice-president of the Langsdorf
Brothers Jewelry Company and THE KEYSTONE
correspondent.

Prominent Illinois Jeweler
Suddenly Passes Away

Belleville, Ill., August 5.—Phillip Knapp, one of
the most prominent local business men, who was
identified with some of the most enterprising in-
dustries in this city, died very suddenly at his
home, 117 South Charles street, on August 2.

Phillip Knapp was a public-spirited citizen and
was active and energetic in assisting in the up-
building of a greater Belleville.
Mr. Knapp was vice-president of the Board of

Promotion of Trade of the Belleville Commercial
Club, and was never too busy with his own affairs
to aid his fellow-citizens in working for a bigger and
better Belleville.
The deceased was the president of the Knapp

Piano Company and the Knapp Furniture Corn-
pany, and secretary and treasurer of the Knapp
Jewelry Company, one of the largest business
concerns in Belleville and St. Clair county. Be-
sides this Mr. Knapp was a director and large
stockholder in the Perfect Stove and Range Com-
pany, M. & H. Foundry Company, St. Clair Hosiery
Mills, Interurban Express Company, and a num-
ber of other leading industries of Belleville. He
was also a director of the Belleville Bank and Trust
Company.
Deceased was born in Belleville, March 1, 1868, a

son of Peter and Josephine Knapp. His father is
one of the oldest and most highly esteemed citizens
of Belleville and St. Clair county. His mother
died about six years ago.
Twenty-one years ago, he became associated

with his brother, Joseph Knapp, in the jewelry
and music business, in what is now a portion of
their extensive establishment. Possessed of busi-
ness judgment and foresight, the firm was success-
ful under the name of Knapp Brothers, from the
very start. Year by year they added to their floor
space one building after another, taking in first
the piano business and later a six room furniture
house. They were successful in every undertaking.



he Old Dominion is a perfect example
of Colonial bead pattern—a treatment in great

  favor with the old Southern aristocracy.
Graceful in outline, delicate yet substantial in design, it
is one of the most attractive patterns along Colonial lines
we have ever produced.

6. he Flat Ware includes the dozen work and acomprehensive line of Serving and Individual Pieces,
with attractive bowls, characteristic of the period. The
Dinner, Tea and Dessert Services are complete, both in
number and variety of pieces.
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The Kansas City Convention
a Magnificent Success

The convention season of 1912, which

has been a truly notable one in the history

of trade reform, reached a magnificent

culmination in the great Kansas City

meeting of the national organization. This

immense gathering of representative mem-

bers of the trade from all parts of the

country made a new record in the numbers

in attendance, the enthusiasm manifested,

the practical and instructive character

of the program and in the scope and worth

of the work accomplished. Few there were

a half dozen years ago, even of the most

sanguine believers in the power of organi-
zation, who would have predicted that
this year of 1912 would see so large and
representative a gathering or such unan-
imity of sentiment and purpose among all
branches of the trade.
Even at that very recent date, there

were numbers of jewelers who, arguing
possibly from their own narrowness of
spirit, discounted the efficacy of organiza-
tion in the jewelry trade and who acted
on the policy of the now historic Mis-
sourian who wished to be shown. To all
such, convincing proof is afforded in the
exhaustive report of the Kansas City
Convention which we publish in this issue.
Not only will this report convince them
of the unquestionable efficacy of organiza-
tion to achieve all needful trade reforms,
but it will also impress on them the elevat-

ing character and broadening influence
of such intercourse as local, state or
national associations make possible. The
distrustful spirit of the past would seem
to have practically disappeared, while
different branches of the trade have been
gradually blended into a trinity of asso-
ciations with a single purpose in view—
betterment of trade interests and the
conservation of trade resourses. It is a
happy consummation to find leading
spirits among the organized wholesale
and manufacturing branches working hand
in hand with the organized retailers to
reach mutually beneficial solutions for
various trade problems. Such harmony of
effort is in itself a positive assurance of
ultimate success.

The Time Guarantee Question

No previous convention can be credited
with results which at all compare with the
work accomplished at Kansas City. The
time guarantee on watch cases, which was
proved in recent years a most demoralizing
factor in the jewelry trade, has practically
received its final quietus as far as trade
sentiment is concerned, but this trouble-
some factor will not be entirely eliminated
until its compulsory discontinuance by
national legislation is effected. The action
taken at Kansas City was merely a na-
tional expression of the feeling previously
expressed in the many state conventions.
Now that the time guarantee on watch
cases is not only condemned by the trade,
but owing to the publicity given to the
subject, is also discredited, by the public,
no time should be lost in the effort to
give this sentiment authority of law. The
recommendation in favor of the stamping
of a trade mark on goods by which the
manufacturer may be identified is equally
important and should also be promptly
enforced by legislation. The tendency
in the business world today is strongly
in the direction of honesty, and but little
opposition need be expected to any
legislation which has for its purpose the
enforcement of square and "above board"
dealing in business transactions.

Adoption of New Birth Stone List

Another problem which the convention
has definitely settled without the necessity
of legislation is the sentimental question of
birthstones. If the trade needed an
object lesson on the hold which symbolic
jewelry has on the public at large, they
need only have glanced at the articles on
this subject published in the daily press
throughout the entire country and dis-
tributed by the international news agencies
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as front page reading matter. The free
publicity thus achieved should in itself
be of immeasureable value in directing
the attention of the public to this subject
and fostering their interest in this matter
of birthstone gifts.
The solution of the problem suggested

by a prominent jewelry firm and endorsed
by the National Association was in every
respect an excellent one. Without doing
violence to tradition by elimination or
the substitution, the purpose intended is
nevertheless achieved by the addition of
new gems to those already associated with
certain months, the new stones being such
as will not only better serve the trade
purpose in view but also appeal much
more strongly to gift givers and receivers.
Every jeweler in the land who advertises
in his local paper should promptly furnish
to the editorial department the new list
together with some interesting facts in
regard to symbolic jewelry such as may
be gleaned from articles in this journal.
Such interesting reading matter would be
promptly accepted and published and in
most instances the local press would have
no objection to linking the name of the
jeweler with the article. It. would be a
good idea at the same time to use the show
window for exploiting the adopted change.
Imitation gems of large size can be pro-
cured for this purpose and would make an
excellent central and sale-making feature
for any display.

The New Administration Council

A new institution created by the con-
vention which is the one thing needed to
perfect the association machinery and
give to it maximum efficiency is the ad-
ministrative council to be composed of
the presidents of the state associations
and the presidents of the national asso-
ciations of manufacturers and wholesalers
or such parties as may be delegated to
act for them by these organizations. The
first great triumph of the National
Association was its influence in bringing
about organization among the wholesalers
and manufacturers a few years ago,
making possible, through the officers of
the different organizations, the friendly
discussion of trade problems. Since that
time all three bodies have acted with
quite remarkable harmony and with such
unity of purpose as gives exceptional
importance to the possibilities of this new
administrative council.
We commend to our readers a careful

perusal of the entire report of the conven-
tion proceedings as it appears in this issue
and we wish to congratulate the organiza-
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tion on this latest unmistakable exposition
of its growing power as an influential
and thoroughly representative trade or-
ganization. We find gratification in the
hope that our own efforts have been of
some value in producing this result, and
will continue to lend all the assistance
possible to advancing the new policies
of the association.

Immense Grain Crops
Boom Fall Trade

The political embroglio, anomalous and
diverting though it be, has been tempor-
arily lost sight of in the general interest
awakened by the official reports of im-
mense grain crops which absolutely assure
a prosperous fall and holiday trade.
The latest reports of the Department of
Agriculture issued on August 9 inform
us that the country's corn crop, estimated
at 2,811,000,000 bushels, will be the
largest in the nation's history, with the
exception of the years 1906 and 1910,
the former being the banner year with
2,927,000,000 bushels. As for the wheat
crop, estimated at 680,000,000 bushels,
that will rank fifth in size during the
past 20 years.
The oats crop will be the largest the

country has gathered, surpassing 21,000,-
000 bushels that of 1910, the previous
record. In barley, too, this year will
establish a new record, the estimated yield
of 202,000,000 bushels being 24,000,000
bushels greater than that of 1906, the
previous best year. The yield of rye,
35,000,000 bushels, will equal that of
1910, the former record year.
Of potatoes, which will amount this

year to 371,000,000 bushels, only 1909
with its 389,000,000 bushels, produced a
larger yield.
Such immense crops can not fail to go

a long way towards solving the problem of
the high cost of living. They will also
mean an enormous increase in spendable
cash (a goodly proportion of which will
be devoted to such luxury as personal
jewelry), larger railroad earnings, greater
activity in our factories, many new enter-
prises and a general improvement in the
business world. As is well known there
is no very great accumulation of stocks in
any retail quarter, more particularly
among the jewelers, and liberal buying
will be imperative as soon as the merchants
feel sure of the future.
The buyers' excursions are, we are in-

formed, bringing to the large buying
centers large crowds of merchants, includ-
ing a goodly proportion of jewelers.

July Gem Importations
Make New Record

An announcement that has not only
unusual trade significance but is unmis-
takably suggestive of the expected pros-
perity is the official report that the July
importations of precious stones and pearls
exceeded all records for a single month,
aggregating the immense total of $5,547,-
116. Reports from London tell of the
remarkable absorption of the available
supply by American importers, indicating
the confidence of the latter in the con-
tinued strength of the gem market, the con-
tinual advance in prices of diamonds and
pearls with absolutely no present possi-
bility of a decline has given unique prestige
to this class of stock. It is in truth ideal
stock which neither deteriorates in value
nor declines in price, and this fact, in view
of the assured prosperity, will mean ex-
ceptionally liberal investment in diamond
stock during the coming fall season. It is
in preparation for this that such immense
importations have been made during the
summer.

There was doubtless much truth in the
presumption that the automobile craze
interfered to a material extent with the
sale of diamonds but reaction would
seem to be at hand, the love of gems being
too strongly implanted in human nature
to be suppressed for any prolonged period.

His Trade Journal an Essential
to the Up-to-date Jeweler

We take this opportunity to express
our hearty appreciation of the kind words
extended to this journal at the various
conventions by resolution and individual
expression. THE KEYSTONE was one of
the first trade publications which made a
specialty of educating its readers in up-
to-date merchandising, and none are more
ready to acknowledge the benefit accruing
from this instruction than the jewelers
themselves. For many years, each issue
has contained articles by special writers
covering every phase of business-doing
with special application to the jewelry
trade, and the programs of the recent
conventions are the best proof that the
seed was planted in fertile soil. In his
address at the Kansas City convention,
Mr. George H. Edwards, president of the
National Wholesale Jewelers' Association,
discussing the trade paper, said:
" The jewelry trade is fortunate in being repre-

sented by as able, fair and clean trade papers as
any business that I know of. These papers carry
to every jeweler in the land accurate reports of
your proceedings and verbatim copies of speeches
made by the ablest thinkers in our business. These
are read by many times the number of your mem-

bers and are of tremendous influence in moulding
the thought of the trade. Through this medium
the best thought, the most modern ideas, the most
advanced and improved methods are brought
to each member of our trade, no matter how remote
his location or how modest his stock, with the
result that we are gradually becoming better mer-
chants in the jewelry trade.
We are learning something of the art of advertis-

ing, of the correct method of figuring profits and
expenses, of the value of cash and the danger of
long time credits as well as technical matters of
interest to the watchmaker. And in this way your
association through these meetings and with the
help of the trade papers is keeping the jeweler
abreast of the times and increasing his efficiency."

This authoritative expression of opinion
was reiterated in briefer form by Mr.
Steele F. Roberts in his annual address
to the convention when he said:
The National and State Associations owe a debt

of gratitude to the trade journals for the splendid
support given every interest of the retailer and
the valued space given the reports of our state
conventions. These journals are the bulwark
of the retail dealer, and the success of our organiza-
tions can largely be attributed to the zealous
support of their editors and representatives.
Every live, progressive jeweler should be a sub-
scriber to one or more trade journals.

It is gratifying to learn from such an
authoritative source that our efforts to
make every jeweler not only a good work-
man, but a capable merchant, are fully
appreciated.

High Status of Jewelry Trade
Reflected in National Convention

Notwithstanding the exceptionally lib-
eral space in this issue devoted to the
report of the proceedings, the addresses
made and the papers read at the Kansas
City Convention, some twenty-four pages
in all, we regret that we are compelled
to hold over some of the papers of excep-
tional merit as it is our desire that they
should reach our readers unabridged.
Those therefore, who wish to absorb
maximum benefit from the convention
report will find several valuable papers in
our next issue, which will be quite as
worthy of their attention as those here
published. This is particularly true of
the fine address of Joseph Mazer, of Mc-
Alester, Okla., the appeal for a more
genuine fraternal feeling by W. B. Needles,
of Kansas City and the interesting story
of birth stones by John A. Abel, of New
York.
We cannot forebear expressing the sense

of pride inspired by the high character
of this notable convention. We doubt
whether the average of intelligence mani-
fested by those who took part in the pro-
ceedings has ever been equaled at a con-
vention of any other trade body. The
oratory was in truth worthy of a pro-
fessional congress, while the breadth of
view, sound thought and spirit of uplift
were worthy of the highest praise.
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1835 WALLACE
Silver Plate

That Resists Wear

EOPLE of modest means de-
mand as high an artistic value
in silver plate today as did the

aristocrats of past generations in their
solid silver service.

Our new Laurel pattern

Trade "1835" Mark

R. WALLACE
Silver Plate that Resists Wear
meets the most modern ideals.

The name "Laurel" has been a happy one and
our advertising is impressing it more and more
permanently upon the mind of the public with
each issue of the foremost magazines.

The "Laurel Pattern" is a good pattern for any
jeweler to carry, because it has proved its sell-
ing value.

The pattern is made in Butler finish throughout
with lustrous gray handles and bright bowls.

To accentuate the fine modeling and die work
the wreaths at the top of the handles are
oxidized.

The new Laurel pattern may be had in extra
sectional or triple sectional plate.

R. WALLACE &
SONS MFG. CO.

Box 25, WALLINGFORD, CONNECTICUT

10 South Wabash Avenue
11 West 32nd Street  
86 Post Street - - -
63 Basinghall Street  

- - CHICAGO, ILL.
NEW YORK

SAN FRANCISCO, CAL.
LONDON, E. C.
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tion on this latest unmistakable exposition
of its growing power as an influential
and thoroughly representative trade or-
ganization. We find gratification in the
hope that our own efforts have been of
some value in producing this result, and
will continue to lend all the assistance
possible to advancing the new policies
of the association.

Immense Grain Crops
Boom Fall Trade

The political embroglio, anomalous and
diverting though it be, has been tempor-
arily lost sight of in the general interest
awakened by the official reports of im-
mense grain crops which absolutely assure
a prosperous fall and holiday trade.
The latest reports of the Department of
Agriculture issued on August 9 inform
us that the country's corn crop, estimated
at 2,811,000,000 bushels, will be the
largest in the nation's history, with the
exception of the years 1906 and 1910,
the former being the banner year with
2,927,000,000 bushels. As for the wheat
crop, estimated at 680,000,000 bushels,
that will rank fifth in size during the
past 20 years.
The oats crop will be the largest the

country has gathered, surpassing 21,000,-
000 bushels that of 1910, the previous
record. In barley, too, this year will
establish a new record, the estimated yield
of 202,000,000 bushels being 24,000,000
bushels greater than that of 1906, the
previous best year. The yield of rye,
35,000,000 bushels, will equal that of
1910, the former record year.
Of potatoes, which will amount this

year to 371,000,000 bushels, only 1909
with its 389,000,000 bushels, produced a
larger yield.
Such immense crops can not fail to go

a long way towards solving the problem of
the high cost of living. They will also
mean an enormous increase in spendable
cash (a goodly proportion of which will
be devoted to such luxury as personal
jewelry), larger railroad earnings, greater
activity in our factories, many new enter-
prises and a general improvement in the
business world. As is well known there
is no very great accumulation of stocks in
any retail quarter, more particularly
among the jewelers, and liberal buying
will be imperative as soon as the merchants
feel sure of the future.
The buyers' excursions are, we are in-

formed, bringing to the large buying
centers large crowds of merchants, includ-
ing a goodly proportion of jewelers.

July Gem Importations
Make New Record

An announcement that has not only
unusual trade significance but is unmis-
takably suggestive of the expected pros-
perity is the official report that the July
importations of precious stones and pearls
exceeded all records for a single month,
aggregating the immense total of $5,547,-
116. Reports from London tell of the
remarkable absorption of the available
supply by American importers, indicating
the confidence of the latter in the con-
tinued strength of the gem market, the con-
tinual advance in prices of diamonds and
pearls with absolutely no present possi-
bility of a decline has given unique prestige
to this class of stock. It is in truth ideal
stock which neither deteriorates in value
nor declines in price, and this fact, in view
of the assured prosperity, will mean ex-
ceptionally liberal investment in diamond
stock during the coming fall season. It is
in preparation for this that such immense
importations have been made during the
summer.

There was doubtless much truth in the
presumption that the automobile craze
interfered to a material extent with the
sale of diamonds but reaction would
seem to be at hand, the love of gems being
too strongly implanted in human nature
to be suppressed for any prolonged period.

His Trade Journal an Essential
to the Up-to-date Jeweler

We take this opportunity to express
our hearty appreciation of the kind words
extended to this journal at the various
conventions by resolution and individual
expression. THE KEYSTONE was one of
the first trade publications which made a
specialty of educating its readers in up-
to-date merchandising, and none are more
ready to acknowledge the benefit accruing
from this instruction than the jewelers
themselves. For many years, each issue
has contained articles by special writers
covering every phase of business-doing
with special application to the jewelry
trade, and the programs of the recent
conventions are the best proof that the
seed was planted in fertile soil. In his
address at the Kansas City convention,
Mr. George H. Edwards, president of the
National Wholesale Jewelers' Association,
discussing the trade paper, said:

"The jewelry trade is fortunate in being repre-
sented by as able, fair and clean trade papers as
any business that I know of. These papers carry
to every jeweler in the land accurate reports of
your proceedings and verbatim copies of speeches
made by the ablest thinkers in our business. These
are read by many times the number of your mem-

bers and are of tremendous influence in moulding
the thought of the trade. Through this medium
the best thought, the most modern ideas, the most
advanced and improved methods are brought
to each member of our trade, no matter how remote
his location or how modest his stock, with the
result that we are gradually becoming better mer-
chants in the jewelry trade.
We are learning something of the art of advertis-

ing, of the correct method of figuring profits and
expenses, of the value of cash and the danger of
long time credits as well as technical matters of
interest to the watchmaker. And in this way your
association through these meetings and with the
help of the trade papers is keeping the jeweler
abreast of the times and increasing his efficiency."

This authoritative expression of opinion
was reiterated in briefer form by Mr.
Steele F. Roberts in his annual address
to the convention when he said:

The National and State Associations owe a debt
of gratitude to the trade journals for the splendid
support given every interest of the retailer and
the valued space given the reports of our state
conventions. These journals are the bulwark
of the retail dealer, and the success of our organiza-
tions can largely be attributed to the zealous
support of their editors and representatives.
Every live, progressive jeweler should be a sub-
scriber to one or more trade journals.

It is gratifying to learn from such an
authoritative source that our efforts to
make every jeweler not only a good work-
man, but a capable merchant, are fully
appreciated.

High Status of Jewelry Trade
Reflected in National Convention

Notwithstanding the exceptionally lib-
eral space in this issue devoted to the
report of the proceedings, the addresses
made and the papers read at the Kansas
City Convention, some twenty-four pages
in all, we regret that we are compelled
to hold over some of the papers of excep-
tional merit as it is our desire that they
should reach our readers unabridged.
Those therefore, who wish to absorb
maximum benefit from the convention
report will find several valuable papers in
our next issue, which will be quite as
worthy of their attention as those here
published. This is particularly true of
the fine address of Joseph Mazer, of Mc-
Alester, Okla., the appeal for a more
genuine fraternal feeling by W. B. Needles,
of Kansas City and the interesting story
of birth stones by John A. Abel, of New
York.
We cannot forebear expressing the sense

of pride inspired by the high character
of this notable convention. We doubt
whether the average of intelligence mani-
fested by those who took part in the pro-
ceedings has ever been equaled at a con-
vention of any other trade body. The
oratory was in truth worthy of a pro-
fessional congress, while the breadth of
view, sound thought and spirit of uplift
were worthy of the highest praise.

Silver Plate

That Resists Wear

EOPLE of modest means de-
mand as high an artistic value
in silver plate today as did the

aristocrats of past generations in their
solid silver service.

'OM

Silver Plate that Resists Wear
meets the most modern ideals.

The name "Laurel' has been a happy one and
our advertising is impressing it more and more
permanently upon the mind of the public with
each issue of the foremost magazines.

The "Laurel Pattern" is a good pattern for any
jeweler to carry, because it has proved its sell-
ing value.

The pattern is made in Butler finish throughout
with lustrous gray handles and bright bowls.

To accentuate the fine modeling and die work
the wreaths at the top of the handles are
oxidized.

The new Laurel pattern may be had in extra
sectional or triple sectional plate.

Box 25, WALLINGFORD, CONNECTICUT

10 South Wabash Avenue CHICAGO, ILL.
11 West 32nd Street  NEW YORK
85 Post Street - - - - SAN FRANCISCO, CAL.
63 Basinghall Street - - - - - LONDON, E. C.
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Sold to retail

jewelers

exclusively

ROCKFORD
S I LVE RWAR E
-Aeavi'er than standard Sold to retail

jewelers

exclusively
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Your cusiomer don't
know silverware
YOU should

When a customer enters your store, she
is guided by her eye and ear.

If you couple with your argument a line
of beautiful designs, pleasing her eye and
convincing her ear—you will make a sale
every time.

You can take our new Fairoaks or
Rosemary pattern and convince both ear
and eye.

There is no gaudiness of design, no
cheap look, rather a simplicity of pattern
that appeals to women.

And most women like the beauty of a
simple design rather than the glaring effed
of a department store pattern.

And remember —we sell and protect the
retail jewelers exclusively.

4+1141:.

Plus that—we guarantee that every piece
of Rockford Silverware contains from 20%
to 50% more silver than Standard brands.

Let us show you why and where that
is—why we give you and your customer
more for every dollar invested.

Because the buying of silverware should
be an investment as it represents quite a
little outlay of money.

Rockford Silverware is not heavier at
certain points — it is heavier at every point
than standard brands.

And the price is right—even better than
you would imagine.

Let us send you illustrative matter on
the Fairoaks and Rosemary patterns—just
a line will signify your willingness to be
shown.

11 11 11 111111111111,11111111111111111t11.111111.111,111■1111111111111111111111111111111:1111111:1111111111111lt1111111111111111■11111111111■IIIII■111111111111

ROCKFORD SILVER PLATE COMPANY
ROCKFORD, ILLINOIS
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Monticello Sterling Silver Tableware
Strong and Simple, Yet Ornate and Artistic
ERE is a pattern designed in harmony with the art of the Colonial
the true characteristics of Colonial house furnishings. Like the
Colonial craftsman, it is strong and simple yet ornate and artistic.

pattern is a fitting and beautiful accompaniment to pierced
and deposit ware, now so much in vogue. It meets the
present demand in taste and fashion. Write for catalog.

4?-4TAD[ MARK STERLING

ECO
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ROGERS, LUNT & BOWLEN CO.

MAIN OFFICE

NEW YORK
15 Maiden Lane

SILVERSMITHS

AND FACTORY, FEDERAL AND KENWOOD STREETS

GREENFIELD, MASSACHUSETTS

CHICAGO
Kesner Building

"THE SILVER THAT SELLS"

SAN FRANCISCO
717 Market Street

period, bearing
product of the
The Monticello

COLD MEAT FORK
ACTUAL SIZE

1617

WELLESLEY WARE MADE IN STERLING SILVER

crit.

Ck• \eidk
N". '.004‘■

VA‘

DESSERT FORK

MEDIUM FORK

TABLE SPOON

ENTREE SPOON

DESSERT SPOON

SIMPSON, H ALL, M I LLE R & 00., International Silver Company, Successor
SAN FRANCISCO TORONTONEW YORK CHICAGO

SEND FOR PRICE LIST, 138 0 Wallingford, Connecticut, U. S. A.
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THIS IS THE SEASON
to anticipate for the Holiday Season. Let SOLID GOLD FRONT JEWELRY
be represented in your order. Particularly SOLID GOLD FRONT JEWELRY
stamped " S Cs& C." It is the highest and best grade that can be obtained.

Goods
Stamped
"S C"
DENOTE
HIGHEST
QUALITY

LOOK
FOR

"S C, C"
Stamped
on all
Goods.

41, SOLID GOLD FRONT JEWELRY STAMPED "S C"—SOLD
THROUGH JOBBERS—GUARANTEED POSITIVELY.

Ira W. Smith, Pacific Coast Agent SMITH 8z CROSBY FACTORY  

Broadway Central Bldg., Los Angeles Attleboro, Massachusetts
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AN IMPRESSIVE LINE at USABLE PRICES

Goods Well

Bought

are

Half Sold

"The Last Word in Punch Sets

When in
NEW YORK E

You Are
Cordially Invited g
To Visit Our
Ware Rooms

38 Murray St. and

Inspect Our Many =

New Designs.

THE PAIRPOINT CORPORATION
Cut GlassPhotograph Books 
Silver Plateshowing any of these

lines complete loaned Electric Portables

to the trade on appli- Prize Cups

cation for inspection. Brass Goode and
Sheffield Reproductions

FACTORIES:

NEW BEDFORD, MASS.

BRANCHES:
NEW YORK, 38 Murray Street

MONTREAL, Coristine Building, St. Nicholas St.
SAN FRANCISCO, 717 Market St.
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IN EVERY LOCKET MMMMMMM

THE MORE OFTEN YOU
CAN TURN YOUR STOCK,
THE GREATER YOUR PROFITS
Therefore, you want merchandise that sells easiest,
quickest—goods that are known to the public
—your customers—by name and trade mark.

& H
Lockets

are safer to put in stock than unadvertised brands
—because they not only give you the same—or
better—profit on every sale, but by reason of the
easy, quick sales, yield greater profit to you.
In short, there are just two things that influence you as a
careful buyer—demand and profit.

W & H Lockets afford you a liberal profit.

Our advertising campaign, beginning in September in the
leading woman's publications of this country is not simply to
create a demand, but to maintain that demand—all the time
--and increase it.

In the course of a couple of weeks you will receive our new
catalogue. Reproduced therein will be several of the series
of advertisements which will be read by the public, your
customers. Be sure to place your order with your jobber
for the particular styles and numbers of lockets which will be
advertised.

111111111IIIII1■111■IIIII■It111111111■1111,11111 ,111111(11111111IIIII1111111111■11 111111111111111(1111111111011111101i111,100111MIIIIIII
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'of al / leeopsakey
No other article of jewelry, gift

or favor, is so valued as the Locket.
It is a symbol of Faithfulness, cherished by
the wearer for memory's sake and for the
loved secret it holds.
The Locket never grows old but becomes

dearer with long possession.

W
kets

are the hest choice for keepsakes because their
beautiful designs are barked by honest quality

(0 and workmanship.
Ask your jeweler to show you the Locket be-

low, No. 9770. Other designs in great variety
for inen and women.

Look for the little W. & 11 heart trademark in-
side the locket.

Write today for charming free booklet What's
NVIutt to .o.kl, " — n guide to cor-

rect e caring of lockets with
different CU 911unes. Please
metilion the name of yuttr
dealer.
WIGHTMANez HOUGH

CO..
17 Beverly St ,

PROVIDENCE, R I.

There's a heart in
every locket.

Look for this mark inside.

HERE IS THE FIRST OF A SERIES OF

ADVERTISEMENTS THAT WILL TELL

YOUR CUSTOMERS ABOUT W & H

LOCKETS AND THAT THEY MAY BE

OBTAINED AT YOUR STORE.

Every advertisement of ours, in whatever form,
is your advertisement.

Every minute of our advertising thought is
spent in considering how to bring trade to those
who sell W & H Lockets.
We know that you can recommend our goods

because they are the best made.
We want you to cash in on every cent's worth

of advertising in your territory. The more you
push the more we will boost. We are working
with you and for you every time we spread the
excellence of W & H Lockets before the public.
We tell and you sell—that sums it up exactly.
Electros for use in your local newspaper ad-

vertising furnished free upon request.

WIGHTMAN & HOUGH CO. Providence, R. I.
u00O0 cmt c

THERE'S A HEART
igI NI En0000 0 uou 0O5000l0M10C11 amts..

IN EVERY LOCKET 9N51-EMM
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EL OR EL KAY
Either or Both Invite Consideration

Money invested in LK RINGS is as safe as in any

bank in the land. LK RINGS must sell if you

show them to your customers. We make them in

so many beautiful designs and so excellent is their

finish that you cannot lose a sale. If one of our

salesmen does not call on you in the near future, send

for a selection on memorandum at our expense.

EL KAY CUFF BUTTONS
Those arrows tell the story. That post is solid
and strongest at points of severest strain. The
EL KAY is absolutely one piece. Not only
the post and bean but the entire button post,
bean and front is made of one single piece of
continuous metal.

The EL KAY is a Scientific Cuff Button.

We studied cuffs as well as buttons in deciding
its construction, so that the EL KAY Button
is inserted easiest, sets easiest and is
removed easiest. That is still another talking
point for you when making a sale.

JOSEPH L. HERZOG C& CO.
Makers of LK Rings

(Trade Mark Reg.)

45-51 ROSE STREET (Cor. Duane) NEW YORK

^
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SEVENTH ANNUAL CONVENTION AMERICAN

NATIONAL RETAIL JEWELERS' ASSOCIATION

The Largest and Most Fruitful Convention in the History of the Trade—Enthusiastic Congress of
Representative Merchant Jewelers Perfects Plans for Complete Trade Regeneration—Manufacturers,
Jobbers and Retailers Join Hands for General Uplift—Association Machinery Strengthened by
New Administrative Council

THE seventh annual convention of the Ameri-
can National Retail Jewelers' Association,
held in Kansas City Mo., will stand out in

the jewelry association history as the most fruitful
gathering of retail jewelers ever held since the
organization movement began, and the beginning
of an era of greater achievements for the jewelry
trade in general.
In point of attendance it towered head and

shoulders above all its forerunners, the number
present being far beyond the most sanguine ex-
pectations of the officers and those identified with
the preliminary arrangements for the gathering.
This, of course, contributed in large measure to its
success; nevertheless, it is not the presence of these
thousand or more, connected directly or indirectly
with the jewelry trade which will make this con.
vention memorable, important a feature as this
may be. When the attendance has been forgotten,
when the enthusiastic praise for Kansas City hos-
pitality, which is now on the lips of everyone who
attended, has been supplanted by the cheers for
Chicago jewelers, who will entertain the next con-
vention, two important attainments of the Kansas
City gathering will, like a house on the hill, stand
out prominently in the minds of those who have
taken such enthusiastic interest in the work of the
organization. They will stand as the foundation
of this new era of association accomplishments,
made possible by this gathering.
They are: first, the passing of a resolution

relegating the time guarantee on watch cases to the
past. Second, the passing of a resolution looking
to the formation of a national organization to be
termed an administrative congress and which shall
include in its membership the president of the
national association, the presidents of the various
state retail associations and the presidents of the
several associations in the wholesale and manufac-
turing branches of the trade, or such officers or
members as may be designated by it.
In the light of all that has been said and written

upon the subject of the evil influences of the time
guarantee, the decisive stand taken by this conven-
tion may well be interpreted as the first stroke for
retail jewelry independence. The passing of the
resolution was accompanied by applause and
cheers that vibrated through the corridors of the
hotel and will long be remembered as enthusiastic
evidence of the fact that the retail jewelers are
first, last and all the time, opposed to the continua-
tion of a sinister custom which in large measure has
robbed them of their commercial individuality, and
so far as the sale of watches is concerned, lowered
them to the ranks of the peddler and the fakir.
The passing of the resolution in favor of the

administrative congress is a potent evidence of the
results that have thus far been obtained through the
work of organization. The time was, when
such a resolution would have met with small favor
in the deliberations of the national retail association,

[ By the Special Representative of THE KEYSTONE]
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but through successive years of organization in the
three branches of the trade it has been demonstrated
beyond doubt that in organization there is not only

SUMMARY OF KANSAS CITY
CONVENTION

Convention Headquarters, Coates
House

Attendance including retailers,
ladies and representatives . .. 1000

Number of retail jewelers (esti-
mated)  600

Number of States represented .. 25
Number of exhibitors . . . .. 43
Manufacturers and jobbers rep-
resented  125

Increase in national membership 559

NEW OFFICERS
T. L. Combs Omaha, president
Charles T. Evans, Utica, N. Y., first
vice-president

Charles T. Manahan, Chicago, sec-
ond vice-president

Claud Wheeler, Columbia, Mo., sec-
retary

J. R. Stebbins, Ashtabula, Ohio,
treasurer

A. W. Anderson, Neenah, Wis., New
member on Executive Committee

NEXT CONVENTION CITY
CHICAGO

IMPORTANT ADDRESSES

Steele F. Roberts, "President's Ad-
dress"

Charles F. Manahan, "The Silver
Question"

Walter S. Ashby, "Advertising and
Selling"

Gustave Keller, "The Need of the
Hour"

Joseph Mazer, "The Survival of the
Fittest"

F. H. Robertson, "The Publicity of
Jewelry Fashions"

I. H. Levin, "Reconstruction and
Synthesis of Precious Stones"

RESOLUTIONS PASSED

In favor of eliminating all forms of
time guarantees.
In favor of an administrative na-

tional council composed of repre-
sentatives of all branches of the
trade.
In favor of local Jewelers' Clubs.
In favor of each state organization

appointing a state examining board
for watchmakers.
In favor of having all jewelry

stamped with the manufacturer's
identification mark.
In favor of fixed selling prices.

1

1
1

1
strength, but reason and justice. The attitude of
the retail jeweler towards the manufacturer and
jobber, and likewise the inter-relations between all
the branches of the jewelry trade, has been made
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more amiable through the work of organization,
and these initiatory steps for the formation of a
congress which shall have for its ultimate purpose
the amalgamation of representatives of the three
branches of the trade, holds out to the jewelry
trade the most tangible prospects for the bringing
about of better trade relations, and for a clearer
declaration of the rights of each branch of the
trade and the establishment of mutual grounds
upon which each may step eithout trespassing
upon the rights of the other.
There were many other important matters of busi-

ness transacted. The endorsement of a fraudulent
advertising bill to be presented to congress, the
recommendation for the stamping of identification
marks on all jewelry, the discussion of the work of
local jewelry clubs and the emphatic endorsement
given to this movement by the national association,
the establishment of a revised list .of birth stones,
etc., all contributed their share towards making
this convention so successful.
Be it said to the eternal credit of the Kansas City

jobbing fraternity their hospitality to the visiting
jewelers was loyal and royal. They could not have
done one whit more to have made the convention
more successful or to have given the visiting
jewelers a more whole-hearted welcome. On the
lips of every visitor, whether they represented the
manufacturing, the jobbing or the retail branch of
the business, was unbounded praise for the genial
hospitality of the Kansas City jobbers. The
pledge to the Richmond convention, when the
Kansas City name was presented before that body,
was delivered in full. They set a new pace for the
Chicago jobbers to follow in entertaining the 1913
gathering.
The army of visitors expressed the heartiest

appreciation of the hospitality they received and
their earnest admiration for the beauty of the city
which was in truth a revelation to many of them.
Not all of the visitors were aware that Kansas City
boasts of over twelve thousand factories with fifty
million dollars worth of invested capital, employing
about fifty thousand people who produce almost
two hundred million dollars worth of goods annually
a total exceeding in value the combined imports
and exports of several well-known nations.
Beyond any other American metropolis, Kansas

City is noted for the energetic, ambitious and pro-
gressive attitude of its citizens. To this is due
much of its steady development from a so-called
"ugly town" to the beautiful city of today. Its
up-to-date schools, splendid churches, magnificent
public buildings and institutions are evidences of
the permanency of the growth of a great commun-
ity which its citizens confidently believe will event-
ually be the premier inland metropolis of the
United States of America.
The opening day of the convention was devoted

entirely to the addresses of welcome and responses.
On behalf of Kansas City, Mayor Henry L. Jost,
who has but recently acquired a national reputa-



tion, welcomed the visiting jewelers to the city in

whole-hearted and generous sentiments, which

assured the visitors a most genial hospitality while
in this western metropolis. On behalf of the
jobbers of Kansas City Geo. H. Edwards, of the
firm of Edwards-Ludwig-Fuller-Company, and
president of the National Wholesale Jewelers'
Association, delivered an address of welcome,
during the course of which he dwelt at considerable
length upon the good that had come to the trade
in general through the work of organization.
When he mentioned the fact that he looked for
greater things as the association work progressed,
he was greeted with loud and enthusiastic cheers.
His address was as follows:

Address of Geo. H. Edwards

Mr. President and Members of the American
National Retail Jewelers' Association: On behalf
of the wholesale and manufacturing jewelers and
opticians of Kansas City, I welcome you to our
city. We hope your stay here will be pleasant and
profitable—that this, the annual convention of
1912 will be the largest and most successful of the
many successful meetings you have held and that
you may leave here with a kindly feeling for our
city and its jewelers. To this end we proffer our
assistance in any way possible. If any detail in
the arrangements for your comfort and entertain-
ment has been overlooked we hope you will call our
attention to it. Committees of the local Jobbers'
Association will be on hand during your entire
session and will be glad to give information or
other help needed at any time. We feel honored
by your presence here and we want to show our
appreciation.
There has been a marked increase in the nu-

merical strength of your association in the past
four years, but your influence is by no means
confined to your members. The jewelry trade is
fortunate in being represented by as able, fair and
clean trade papers as any business that I know of.
These papers carry to every jeweler in the land
accurate reports of your proceedings and verbatim
copies of speeches made by the ablest thinkers in
our business. These are read by many times the
number of your members and are of tremendous
influence in moulding the thought of the trade.
Through this medium the best thought, the most
modern ideas, the most advanced and improved
methods are brought to each member of our trade,
no matter how remote his location or modest his
stock, with the result that we are gradually becom-
ing better merchants in the jewelry trade. We are
learning to make our business a profession, to
elevate our standards, to guard our reputations,
to handle merchandise of merit.
We are learning something of the art of advertis-

ing, of the correct method of figuring profits and
expenses, of the value of cash and the danger of
long time credits as well as the technical matters
of interest to the watchmaker. And in this way
your association through these meetings and
with the help of the trade papers is keeping the
jeweler abreast of the times and increasing his
efficiency.
The members of the National Wholesale Jewel-

ers' Association, of which I have the honor to be
president, have always been interested in your
association. We realize that your success means
success to us, that your failure means disaster
to us. We are in sympathy with your ideas and
desire to co-operate with you so far as possible.
We desire to keep in touch with conditions as
brought to light at your meetings and so far as
possible to modify our business methods to meet
those conditions. A committee of our association
will be in Kansas City this week and will be glad
to take up with you, any matters of mutual
interest.

There is much to encourage us in the business
out-look. Generally speaking, bountiful crops
will be harvested this fall, financiers feel that busi-
ness is on a sound basis, merchants are not over-
stocked and there is a general feeling that business
will gradually increase during the fall and the
dealers who handle their business in a sane manner
will have a profitable trade. True, we have a
political campaign on, but business men generally,
are growing to feel that there is no good reason for

letting politics restrict trade. The country is in a
prosperous condition and while these conditions
prevail with the farmer and financier, regardless
of whether our next president is a jurist, a student
or a rough rider, our prosperity will continue. Let
us make the most of our opportunity and get the
best out of our business leaving the growling and
complaining to the other fellow.

Robert J. Gilbert, secretary and treasurer of the
Jaccard Jewelry Corporation, one of the largest
retail jewelry stores in Kansas City, welcomed the
visiting jewelers on behalf of the retailers of the
convention city. Although there is no local
jewelers' association among the trade of Kansas
City, the mere fact that the convention was held
there has had a most potent influence in bringing
the retailers of that city to a realization of the
benefits to be derived from an organization, and

it is a matter of a short time before that city will
also boast of a local jewelers' club. Mr. Gilbert's
words of welcome were as follows:

Address of Robert J. Gilbert

Mr. Chairman and Members of the National
Retail Jewelers' Association : One of our old time
poets with a faculty of expressing the truth has
said "Tis the chief of perfection to be plain and
brief."

It does not take many words nor high sounding
ones nor the oratory of a campaign politician to
meet the present demands of the program makers.

Hospitality, and such hospitality as we offer you,
gentlemen, is of the heart and one small word
spoken with the kindness and a hand grip that
make the fingers tingle with good fellowship means
more than a host of high sounding phrases which
might fall from the tongue of one who can muster
them into service,—I can not.
To the members of the National Retail Jewelers'

Association who are honoring us with their pres-
ence, who have come with a word of counsel and a
will to co-operate in raising the standards of the
craft, we the retail jewelers of Kansas City extend
to you a glad hand and a most hearty welcome.

Thoughtful men who are in the same line of
business, who are overcoming similar difficulties,
have need of just such a gathering as this. They
have common interests and common problems and
their adjustment comes more easily by putting
heads and shoulders together and marching
breast forward up the of ttimes stormy side of the
business hill.
Our welcome to you, gentlemen, is a business one

that we may meet you in the discussion of our
common interests to devise with you better ways
of doing business, acquire your methods and give
you ours for application in any conditions that may
arise in which they may fill the needs.

It is a welcome without reservation; whatever
is ours, is yours, use it or any part of it and we
hope that individually and collectively you will
join us in making this occasion a most memorable
and interesting one.

A. W. Anderson, secretary of the Wisconsin
Retail Jewelers' Association, responded very ably
to the address of welcome in the following words:

Mr. President, Gentlemen of Kansas City and Fellow-
Jewelers :
This is the best homecoming event I have ever

had the pleasure of attending. I think I am right
in calling it that for you know that the progressive
jewelers of the country in common with the great
bulk of our enlightened citizens are more or less
from Missouri; and the fact that so many of our
people claim to hail from this state is a matter for
it to be proud of.
Everybody knows that Missouri is a great state;

great in manufacturing, in mining, in agriculture
and in commercial pursuits. Its wonderful cities
and splendid towns attest these facts. Its institu-
tions of learning are a source of pride; in politics
also it has come well to the front, having in the
last few years produced an excellent crop of presi-
dential timber. And to show its unusual good
sense in its choice of men for positions of high honor
it not long ago elected a retail jeweler to the office
of lieutenant-governor.
They tell us that Missouri raises more kickers

than all the rest of the Union put together, but I
am glad to learn that these are all mules. After
a few visits to this state I can testify that all the
men I have met are boosters and I am ready to
believe the story of the young man from Missouri
who went east for the first time in his life.
Chicago friends showed him around their town,

planting him in the busiest and noisiest part of
the loop, without making any impression on him.
Then he went up to Philadelphia where they
showed him the sights without his turning a hair.
On reaching New York he was whirled around the
city, shown the crush at Brooklyn bridge, the
maelstrom of people in lower Broadway and
adjacent streets. Then they took him further
up town and to the top of one of their new sky-
scrapers where he could get a view of miles and
miles of cavernous streets, swarming everywhere
with countless thousands of human beings and
jammed with traffic. Something in the scene
seemed to strike a responsive chord in his breast,
for when they asked him what he thought of it he
replied: " Well, this looks more like Kansas City
than any place I've seen yet."

Just what a power Kansas City is in the business
world may be judged from the bank statements,
the tremendous sum of $50,000,000 being a fair
average of its weekly bank clearing.

It is playing peek-a-boo now with Pittsburgh,
that city of a hundred banks and with one-seventh
of the banking capital of the entire country. One
week Pittsburgh leads, perhaps the next week
Kansas City will nose it out, and this has become
so interesting and exciting a race between these
two cities that the first thing our worthy president,
Mr. Steele F. Roberts, who is a great booster for
Pittsburgh, does on a Saturday morning when he
sits down at his breakfast table is to open his paper
and look at the bank clearings. If Kansas City is
ahead then his appetite flees, the grape fruit is
bitter, the wheat cakes are soggy, the ham and
eggs are off taste and the coffee is rank. Wending
his weary way to work he finds the streets are bleak
and cheerless, the sky more dreary than ever, the
air unfit to breathe, not one spot in the Pittsburgh
that he loves, to cheer him, and all the world looks
to him like the inside of a cistern with the lid on.
But if Pittsburgh beats Kansas City by a million
dollars or more, then he attacks his breakfast with
a vim; the grape fruit is perfect, the wheat cakes
are just right, the ham and eggs are to his taste and
the coffee is delicious. Strolling out into the open
he finds the route to Fifth avenue is delightful,
indeed; he can almost see the blue sky through the
smoke banks, he knows the sun is shining, the air
is balmy, his heart is light and peace reigns every-
where.
The retailers of this city have earned a repu-

tation for going after and getting the business;
in proof of which I will quote from the esteemed
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tion, welcomed the visiting jewelers to the city in
whole-hearted and generous sentiments, which

assured the visitors a most genial hospitality while
in this western metropolis. On behalf of the
jobbers of Kansas City Geo. H. Edwards, of the
firm of Edwards–Ludwig–Fuller–Company, and

president of the National Wholesale Jewelers'
Association, delivered an address of welcome,
during the course of which he dwelt at considerable
length upon the good that had come to the trade
in general through the work of organization.
When he mentioned the fact that he looked for
greater things as the association work progressed,
he was greeted with loud and enthusiastic cheers.
His address was as follows:

Address of Geo. H. Edwards

Mr. President and Members of the American
National Retail Jewelers' Association: On behalf
of the wholesale and manufacturing jewelers and
opticians of Kansas City, I welcome you to our
city. We hope your stay here will be pleasant and
profitable—that this, the annual convention of
1912 will be the largest and most successful of the
many successful meetings you have held and that
you may leave here with a kindly feeling for our
city and its jewelers. To this end we proffer our
assistance in any way possible. If any detail in
the arrangements for your comfort and entertain-
ment has been overlooked we hope you will call our
attention to it. Committees of the local Jobbers'
Association will be on hand during your entire
session and will be glad to give information or
other help needed at any time. We feel honored
by your presence here and we want to show our
appreciation.
There has been a marked increase in the nu-

merical strength of your association in the past
four years, but your influence is by no means
confined to your members. The jewelry trade is
fortunate in being represented by as able, fair and
clean trade papers as any business that I know of.
These papers carry to every jeweler in the land
accurate reports of your proceedings and verbatim
copies of speeches made by the ablest thinkers in
our business. These are read by many times the
number of your members and are of tremendous
influence in moulding the thought of the trade.
Through this medium the best thought, the most
modern ideas, the most advanced and improved
methods are brought to each member of our trade,
no matter how remote his location or modest his
stock, with the result that we are gradually becom-
ing better merchants in the jewelry trade. We are
learning to make our business a profession, to
elevate our standards, to guard our reputations,
to handle merchandise of merit.
We are learning something of the art of advertis-

ing, of the correct method of figuring profits and
expenses, of the value of cash and the danger of
long time credits as well as the technical matters
of interest to the watchmaker. And in this way
your association through these meetings and
with the help of the trade papers is keeping the
jeweler abreast of the times and increasing his
efficiency.
The members of the National Wholesale Jewel-

ers' Association, of which I have the honor to be
president, have always been interested in your
association. We realize that your success means
success to us, that your failure means disaster
to us. We are in sympathy with your ideas and
desire to co-operate with you so far as possible.
We desire to keep in touch with conditions as
brought to light at your meetings and so far as
possible to modify our business methods to meet
those conditions. A committee of our association
will be in Kansas City this week and will be glad
to take up with you, any matters of mutual
interest.

There is much to encourage us in the business
out-look. Generally speaking, bountiful crops
will be harvested this fall, financiers feel that busi-
ness is on a sound basis, merchants are not over-
stocked and there is a general feeling that business
will gradually increase during the fall and the
dealers who handle their business in a sane manner
will have a profitable trade. True, we have a
political campaign on, but business men generally,
are growing to feel that there is no good reason for

letting politics restrict trade. The country is in a
prosperous condition and while these conditions
prevail with the farmer and financier, regardless
of whether our next president is a jurist, a student
or a rough rider, our prosperity will continue. Let
us make the most of our opportunity and get the
best out of our business leaving the growling and
complaining to the other fellow.

Robert J. Gilbert, secretary and treasurer of the
Jaccard Jewelry Corporation, one of the largest
retail jewelry stores in Kansas City, welcomed the
visiting jewelers on behalf of the retailers of the
convention city. Although there is no local
jewelers' association among the trade of Kansas
City, the mere fact that the convention was held
there has had a most potent influence in bringing
the retailers of that city to a realization of the
benefits to be derived from an organization, and

it is a matter of a short time before that city will
also boast of a local jewelers' club. Mr. Gilbert's
words of welcome were as follows:

Address of Robert J. Gilbert

Mr. Chairman and Members of the National
Retail Jewelers' Association : One of our old time
poets with a faculty of expressing the truth has
said "Tis the chief of perfection to be plain and
brief."

It does not take many words nor high sounding
ones nor the oratory of a campaign politician to
meet the present demands of the program makers.

Hospitality, and such hospitality as we offer you,
gentlemen, is of the heart and one small word
spoken with the kindness and a hand grip that
make the fingers tingle with good fellowship means
more than a host of high sounding phrases which
might fall from the tongue of one who can muster
them into service,—I can not.
To the members of the National Retail Jewelers'

Association who are honoring us with their pres-
ence, who have come with a word of counsel and a
will to co-operate in raising the standards of the
craft, we the retail jewelers of Kansas City extend
to you a glad hand and a most hearty welcome.

Thoughtful men who are in the same line of
business, who are overcoming similar difficulties,
have need of just such a gathering as this. They
have common interests and common problems and
their adjustment comes more easily by putting
heads and shoulders together and marching
breast forward up the of ttimes stormy side of the
business hill.
Our welcome to you, gentlemen, is a business one

that we may meet you in the discussion of our
common interests to devise with you better ways
of doing business, acquire your methods and give
you ours for application in any conditions that may
arise in which they may fill the needs.

It is a welcome without reservation; whatever
is ours, is yours, use it or any part of it and we
hope that individually and collectively you will
join us in making this occasion a most memorable
and interesting one.

Address of A. W. Anderson

A. W. Anderson, secretary of the Wisconsin
Retail Jewelers' Association, responded very ably
to the address of welcome in the following words:

Mr. President, Gentlemen of Kansas City and Fellow-
Jewelers :
This is the best homecoming event I have ever

had the pleasure of attending. I think I am right
in calling it that for you know that the progressive
jewelers of the country in common with the great
bulk of our enlightened citizens are more or less
from Missouri; and the fact that so many of our
people claim to hail from this state is a matter for
it to be proud of.
Everybody knows that Missouri is a great state;

great in manufacturing, in mining, in agriculture
and in commercial pursuits. Its wonderful cities
and splendid towns attest these facts. Its institu-
tions of learning are a source of pride; in politics
also it has come well to the front, having in the
last few years produced an excellent crop of presi-
dential timber. And to show its unusual good
sense in its choice of men for positions of high honor
it not long ago elected a retail jeweler to the office
of lieutenant-governor.
They tell us that Missouri raises more kickers

than all the rest of the Union put together, but I
am glad to learn that these are all mules. After
a few visits to this state I can testify that all the
men I have met are boosters and I am ready to
believe the story of the young man from Missouri
who went east for the first time in his life.
Chicago friends showed him around their town,

planting him in the busiest and noisiest part of
the loop, without making any impression on him.
Then he went up to Philadelphia where they
showed him the sights without his turning a hair.
On reaching New York he was whirled around the
city, shown the crush at Brooklyn bridge, the
maelstrom of people in lower Broadway and
adjacent streets. Then they took him further
up town and to the top of one of their new sky-
scrapers where he could get a view of miles and
miles of cavernous streets, swarming everywhere
with countless thousands of human beings and
jammed with traffic. Something in the scene
seemed to strike a responsive chord in his breast,
for when they asked him what he thought of it he
replied: " Well, this looks more like Kansas City
than any place I've seen yet."

Just what a power Kansas City is in the business
world may be judged from the bank statements,
the tremendous sum of $50,000,000 being a fair
average of its weekly bank clearing.

It is playing peek-a-boo now with Pittsburgh,
that city of a hundred banks and with one-seventh
of the banking capital of the entire country. One
week Pittsburgh leads, perhaps the next week
Kansas City will nose it out, and this has become
so interesting and exciting a race between these
two cities that the first thing our worthy president,
Mr. Steele F. Roberts, who is a great booster for
Pittsburgh, does on a Saturday morning when he
sits down at his breakfast table is to open his paper
and look at the bank clearings. If Kansas City is
ahead then his appetite flees, the grape fruit is
bitter, the wheat cakes are soggy, the ham and
eggs are off taste and the coffee is rank. Wending
his weary way to work he finds the streets are bleak
and cheerless, the sky more dreary than ever, the
air unfit to breathe, not one spot in the Pittsburgh
that he loves, to cheer him, and all the world looks
to him like the inside of a cistern with the lid on.
But if Pittsburgh beats Kansas City by a million
dollars or more, then he attacks his breakfast with
a vim; the grape fruit is perfect, the wheat cakes
are just right, the ham and eggs are to his taste and
the coffee is delicious. Strolling out into the open
he finds the route to Fifth avenue is delightful,
indeed; he can almost see the blue sky through the
smoke banks, he knows the sun is shining, the air
is balmy, his heart is light and peace reigns every-
where.
The retailers of this city have earned a repu-

tation for going after and getting the business;
in proof of which I will quote from the esteemed
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Atchison Globe, a Kansas paper that has been
dealing out wit and wisdom in large chunks for a
great many years. A few weeks ago I saw a few
stanzas credited to that paper one of which read
something like this:

"There are some people in this town who think
they know it all;

They shop and shop and shop and on the clerks
they have no pity.

They certainly have got a fine supply of nerve
and gall;

For when they have a cent to spend they go to
Kansas City."

•
Now I do not think that the retail jewelers of

Atchison are making any complaint, for I think
they are the kind that do not let much business
slip through their fingers. But I can assure them
if they do let any of the home trade get by them
that the Kansas City jewelers will corral it.
We Wisconsin fellows know something of the

Kansas City style of hustlers. Our president,
Mr. Gustave Keller, who, I am glad to say is with
us today, got some of his experience in this city.
He wears most worthily the emblem of a vigorous
personality made famous by our distinguished
senator, LaFollette; and I can assure you that ever
since he came out of the west he has been true to
his Kansas City training by remaining always in
constant action, on six cylinders and the high speed,
but with perfect control over everything he guides.

It is fitting that we should come to this metrop-
olis of the great southwest to deliberate on those
things necessary to our success and to take counsel
as to how to solve our problems. In this atmos-
phere of enterprise and push we should be able to
gather that inspiration necessary to rightly solve
the many questions that confront us.
Our National Association exists because it is as

necessary as a national government over that of
the states.

Because all other lines of successful endeavor
are organized nationally, including the farmer, the
laboring man and the manufacturer.

Because it will strengthen and preserve and in
no wise minimize the value of the state and local
associations.

Because legislation, both state and national
results in damage to those least organized to oppose
it, and just now it is especially directed against the
retailer.
The American National Retail Jewelers' Asso-

ciation is only in its infancy, but it gives promise
of a sturdy youth and a vigorous maturity. Daniel
Boone and the other early Missourians builded no
great cities, but they blazed the trail, and this is
what our association has had to do.

Hurlbut, Archibald and Roberts are pioneers
in this work to whom great credit is due, and I
have no sympathy with the plaint of a Cincinnati
trade paper which recently stated that there is a
demand for a new organization of jewelers in the
United States, and that in the past the leaders of
this organization, with the exception of President
Roberts, had been under the influence of the
interests that sought protection.

I fully believe that Hurlbut, Archibald and
Roberts together with their immediate associate
officers were and are heart and soul in this work,
and the institution for which they have labored
should not be allowed to languish for want of
willing workers, nor should its usefulness be
impaired by division in its ranks.
What we need is not a new organization, but

more laborers in the vineyard, more material in
the present organization and more enthusiasm in
the old members.
Let us give this association the best that is in us.

As we love our profession so let us give the asso-
ciation a little of that love to the end that we may
build a reputation for the jewelry trade that will
place it first and foremost among all the trades of
the country.
Not only have we our own interests to look after

but we are the natural guardians of the public
against the unscrupulous who deal dishonestly
in imitations of our wares. We should fight for
laws that will drive out the fakirs and make the
name of jeweler synonymous with integrity.
We must close the mails and the columns of the
magazines and newspapers to that descendent of
the impenitent thief upon the cross—the fraudulent
advertiser.
And, indeed, these tasks have already been
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begun and it is not for us to stay our hands while
yet the work is unfinished.
That the time is coming when all of these things

shall be accomplished there is no doubt, for the
good record of the association in its six years of
existence promises much for the future.
In that short time thousands of jewelers in

many states have been brought together in a bond
of common interest after it had been frequently
predicted that the jewelers could not be harmon-
ized. The trade has been uplifted, we have been
made better business men, better social creatures
and better competitors.
A wave of enthusiasm for getting together is

sweeping the jewelry ranks of the country today
and this association has done it.
Through the efforts of these leaders of our asso-

ciation—long drawn out and often disheartening
efforts—we have been brought into closer relation-
ship with the manufacturer and jobber; and we
have discovered that we have so much in common
that we must all work together in order to enjoy
to the fullest extent the rewards and pleasures of
our business. We can not overestimate the value
of this good feeling between the three branches
of our trade, a feeling that should be encouraged
as long as the jewelry trade exists.
Had there been no other thing accomplished by

this national association of jewelers than the
bringing about of this closer union of manufacturer,
jobber and retailer, its existence today would be
justified, for this is but the stepping stone to things
of inestimable value to us. Not far distant is the
day when all branches of the trade will be repre-
sented at a single gathering called to smooth the
last vestiges of differences between them.

Gold and silver stamping laws are upon the
statute books, placed there because this associa-
tion demanded them. They give prestige to the
honest dealer and protect the public against
the rogue.
There is a call today for technical schools where

the future jeweler may lay a good foundation for
his business. The jewelers association is responsi-
ble for this. So it is for the demand in some
quarters that watchmakers be examined by the
state as they are now by some associations, to the
end that the tinkers may be eliminated and the
public benefitted thereby.

It is something new to have retail jewelers called
before a congressional committee when hostile
legislation threatens, yet this actually happened
a few weeks ago at Washington, and is another
proof of the aggressiveness of our associations and
of our standing in the business world.
And perhaps the best of all the good work of this

association is the brotherly spirit that it has dif-
fused among the jewelers of our country, the value
of which we can not compute in dollars and cents.
We do not expect nor desire here that stupid

peace that smells of chloroform, but on this point
we will all agree; that the welfare of our trade
demands the perpetuation of this association, the
state associations and the local clubs. Let us not
loaf on the job, but stick to it, supporting those
who lead us, until the last jeweler in the country
shall have been touched by the magic wand of
fellowship and be enlisted in our ranks.
Let us have faith that the fondest hopes we

entertain for this organization will come true;
let us have that degree of faith that president
Roberts has so often expressed; then let us work
that our hopes may be realized.
I am reminded of the story of the camp-meeting

that was called to pray for rain and only one little
girl brought an umbrella. Let our faith be stronger
than that.
Ask, and ye shall receive, is a scriptural promise;

but it is obvious that it will not be given unto us
unless we merit it by our works.
So let unity be our watchword and forward

our motto, and one of these days we shall reach
the goal of our desires.
Let us take a lesson in helpfulness from an

anonymous poet who wrote:
"Help one another," a grain of sand said to another

grain just at hand;
" The wind may carry me over the sea, and then
0 what will become of me?"

"But come my brother, give me your hand, we'll
build a mountain, and there we'll stand."

Mr. Mayor and gentlemen of Kansas City, we
thank you heartily for your most cordial welcome.
We are certainly glad that the young lady who

boosted so loyally for your town at Richmond last
year succeeded in landing this convention and we
are glad to be here.
In return for your many kindnesses to us we

shall go back home to advertise your city and your
hospitality.
While the keys to your city are in our hands we

promise to take good care of them, use them only
for legitimate purposes; and like good Jewelers
return them to you in first class order, carefully
burnished and beautifully polished, ready to be
presented to the next fortunate assemblage that
shall be welcomed within your gates.

Address of Steele F. Roberts

With the addresses of welcome and response
made, President Steele F. Roberts, of Pittsburgh,
Pa., presented his annual address. It was a most
forceful document and well worthy of careful study
of all retail jewelers, whether or not they be identi-
fied with the association work. It was a clear and
concise resume of the work that has thus far been
accomplished by the association and struck the
keynote of the reforms hi trade conditions that
still occupy the attention of the national body.
We commend this address to the careful considera-
tion of all our readers. It was in full as follows:

Gentlemen:—It is said all trade conventions are
alike—a medley of addresses, resolutions, discus-
sions, elections, banquets and reunions, and that
the real business import of the meeting is lost in the
goodfellowship scuffle and all the delegates can
remember on their return is that they had a jolly
good time.
Not so, I am happy to state, does this truism

apply to conventions that convene in Kansas City
—this is a thorough-going business city and the
men who come here to attend conventions are
business men, who come to do business from start
to finish, and return home with the assurance that
they have progressed in the practical and technical
knowledge of their trade or profession.
And so the American National Retail Jewelers'

Association comes to Kansas City, that it may
catch the spirit of the city's progress and pros-
perity, and make this convention unparalleled
in the history of the jewelry trade, for its business
acumen, trade research, scientific development,
fraternal uplift and good fellowship.

It is an inspiration to stand before such an
intelligent body of men—the flower of the jewelry
profession in America—and I congratulate the
delegates representing so vast a membership who
have come here to express their loyalty and fealty
to the craft and intend by their personal effort
to make this the most successful of our national
conventions.
With a crisis facing the watch and case manu-

facturers—the falling off in the demand for better
grade watches—depression in sales of gold jewelry
—cut prices on sterling silver, fake jewelry sales
in department stores, misleading advertisements,
all overshadowed by a presidential campaign,
and the never-ending session of a business-wreck-
ing congress, the retail jeweler's lot has not been a
happy one.
As a whole, the retail jewelers of the country

have withstood the storm in a gallant manner,
and while they are frightfully long on experience,
yet, they are determined to stand fast at the helm
until the dawning of prosperity, the advent of
honest merchandising, living profits, truthful
advertising, fair competition and the spirit of fair
play actuates every jeweler to adopt the Golden
Rule, and "Do unto others as you would have
others do unto you."
As this is the only recognized organization of

retail jewelers in the United States authorized to
legislate for the trade, many questions of vital
import to the craft will be presented for considera-
tion each day and it is imperative that each dele-
gate shall be present at every session. Daily
executive sessions of the national and state officers
will be held for the consideration of resolutions,
grievances or any special questions that may be
presented.
Each year new issues have arisen in national

and state legislation, trade competition, price
adjustments and business infringements, also
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questions of prices and distribution by manufac-
turers and wholesalers and likewise many personal
differences, the most important of all of these, I
herewith present for your considerations.

What Constitutes a Jeweler?

The question has often been asked—"What
qualifications are necessary to become a member of
this association?"
In brief, our constitution states a man must be a

retail jeweler in good standing with an affiliated
state association—that he must have an established
place of business, and make the retailing of
watches, clock and jewelry his principal business,
be a practical watchmaker or regularly employ
one, and maintain a bench for repair purposes.
Such qualifications were well and good in the

beginning, but in the present progress of this
association, we must take the advanced position
that jewelry must not only be a member's principal
business, but that jewelry and its kindred lines
must constitute at least 80 per cent of the value
of his stock.
A store-keeper with a stock of 25 per cent jewelry

and 75 per cent miscellaneous goods cannot be
called a jeweler and is not entitled to jewelers'
discounts.

If we are to preserve the character and standing
of the " jeweler" we must draw the line closely
between a legitimate jeweler and the general store-
keeper. The jeweler is a dealer in all that is rare
and beautiful in Precious Stones, Jewelry, Silver
and Works of Art, and the environment and char-
acter of his store should not be contaminated by a
conglomeration of goods entirely foreign to the
jeweler's art.
To succeed in the jewelry business we must

separate ourselves absolutely from the stock,
manner and methods of inferior competition and
come out from among them and be all that the
title "jeweler" implies.

The Eternal Profit Question
Never in the history of the trade has there

been such an awakening on this important subject
as now when jewelers are beginning to realize that
it is not the volume of sales that makes a successful
business, but rather the volume of profits.
The jewelry business is unique—separate and

apart from any other trade—a precarious business
on account of the large stock to be carried, con-
tinual change of styles, great expense of operation
limited amount of business transacted, keen corn-
petition and the unusually small profits secured as
compared with other similar lines of business.
I have delved with it during the day, sat up

with it at night, but have not yet been able to
solve the question why the average jeweler with
capital, intelligence and energy is not more
successful, except on the hypothesis that he be-
lieves the business to be one of glory rather than
of profit.
The average jeweler carries too much stock for

his capital and the amount of business transacted,
and as a result is always in need of funds and is
anxious to sell his goods at any price to meet
payments and he gets the habit of forcing sales
regardless of profits, and from this I believe grew
the habit of selling goods at cut prices and I am
afraid we have all been more or less inoculated with
this same virus that leads us all at times to sell
regardless of profit.
What we need is an anti-toxin that will forever

destroy this "little profit germ" and start the good
red blood tingling in our veins, brace up our spinal
column and lead us to resolve " That not a dollar's
worth of goods shall leave my store without paying
a fair and legitimate profit."

Fellow-jewelers, if you would be as wealthy and
prosperous as a Kansas city merchant, go home
and reduce your stock one-half and increase your
profits one-half.

An Authorized List of Birth Stones
There has been a concurrent opinion in the

jewelry trade for many years past that if a uniform
and accepted list of birth-stones were adopted a
great impetus would be given the sale of birth
stone jewelry.

There is no question but that a list of birth
stones, adopted by the Retail and Manufacturing
Jewelers and so published, will become the stand-
ard birth stone list of the United States and be so
accepted by the public.
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There will be presented for adoption at this con-
vention a birth stone list composed of the present
accepted list of stones for each month with
alternates for the months of March, June, October
and December which list has the approval of a
majority of the largest jewelry manufacturers in
the country.

Fixed Selling Prices

In every case presented for trial during the past
year the courts have sustained the right of manu-
facturers to fix and maintain a minimum selling
price to the consumer on all trade-marked and
patented goods. All fixed selling prices on
watches, clocks and silver are fair, honest and
equitable to the consumer, giving the dealer only
a profit commensurate with the capital, value
and guarantee involved. With few exceptions,
the prices established by the manufacturers have
been fully maintained by the retail jewelers'
and many lines of goods have been placed on a
more stable profit basis than ever before.

STEELE F. ROBERTS

Great consternation was created among the
merchants and jewelers during the past three
months on account of the Oldfield and Brown bills
introduced in Congress, which, if passed, would
have entirely eliminated the right of the manu-
facturer to place a retail or fixed selling price on
his goods to the consumer.
Thousands of protests were sent to Congress

by the jewelers and a number of jewelers appeared
before the Congressional Committee to explain the
great injury that would be done the jeweler by
the passage of such a law.
Owing to the early adjournment of congress it

is doubtful if these bills will come to a vote and
even if so we believe the sentiment of Congress is
against their passage.

Co-operation with Manufacturing Jewelers and
Silversmiths

A special committee appointed at our spring
meeting sent a circular letter to the silversmiths
and manufacturers, asking their support and
co-operation in having the retail jewelers secure a
more adequate profit for their particular make of
goods, also that they request their traveling
representatives to interview all retail jewelers and
use their influence to have them maintain and
secure a fair, legitimate profit on their respective
lines.
The great majority of manufacturers promised

their hearty support in this effort to obtain more
stable prices, and we have no doubt that many
goods heretofore sold at less than cost of fixed
charges will be marketed at a margin of net profit.
Great progress has been made during the past

year by the co-operation of the silversmiths in
obtaining for the dealer a more adequate profit
on sterling silver and we believe that sterling silver

will soon be placed on a more equitable profit
basis than ever before in the history of the trade.

Automobiles versus Jewelry
Complaint is made that the advent of the

automobile has wrought great injury to the
jewelry business, and while such may be true to a
limited extent, what about the manufacturers and
dealers in automobiles that have grown rich, is
it not up to the jeweler to go after them and
persuade them to put some of their easy money
into diamonds, jewelry and silver.
And the thousands of skilled mechanics who are

making the machines and earning large wages
surely cannot live happily without watches and
jewelry, and the jeweler should speedily get on
their trail. Like prize chickens, all these auto-
mobile birds will eventually come home to roost
and when the fever has subsided they will be found
in the jewelry shops supplying their wants as of
yore.
We must continue to educate automobile owners

to the fact that to maintain their position in
society, it is just as necessary to have diamonds
and jewelry as it is to own an automobile—that
it is just as essential to have a silver service, rare
clocks and works of art in the home as it is to have
thousand dollar rugs on the floors and expensive
paintings on the wall. Every well appointed home
bears the imprint of the "Jewelers' Art."

Parcels-Post

At the Detroit convention held two years ago a
resolution was passed endorsing a limited parcels-
post, but from a concensus of opinion among our
state associations during the past year it appears
many members are opposed to the parcels-post
in any form.
The Bourne parcels-post Bill now before Con-

gress which established zone routes may be voted
on any day, and if so, is likely tc• be passed.

Parcels-post in some form is surely coming
regardless of our efforts to withstay its progress,
and our only action is to protest against any system
that will work injury to the retail dealer. The men
of the Republic believe that as the telegraph,
telephone and wireless telegraphy, so will the
parcels-post be another epoch in the commercial
progress of our country.

Parcels-post may entail a temporary hardship
to merchants and storekeepers in the inland cities
and towns, but we can and will find a way to cir-
cumvent any evil results that may follow, and
perchance in the years to come we may find it to
have been a blessing in disguise.

The Retail Jobber
Like some of the evils of this world seems con-

tinually to be with us but we are still on the fighting
line and propose to continue our warfare against
the unjust competition and great menace to the
retail jeweler for all time to come.
As has been stated before, we believe the elimi-

nation of the retail jobber rests entirely with
the manufacturer for when they cease to sell a
jobber, who retails, his end is assured. During
the year we sent a circular letter to every
jobber, asking them to refrain from selling at
retail, agreeing to reciprocate in every way
possible if we were given a square deal and as a
result a large number of favorable replies were
received.

The Jewelers' Security Alliance

This organization with a present membership of
nearly 6,000 jewelers has for the past thirty
years been "The Watch Dog of the Jeweler,"
protecting him from theft and burglary, and in
event of assault, offering large reward for the
arrest and conviction of the culprit.
More than $18,000 was spent last year in rewards

for the apprehension of burglars, and 200 criminals
are now serving time in the penitentiaries through-
out the country as a result of the work of this
organization.
Many times during the past year my attention

has been called to the inadequate punishment
meted out to those who have been convicted of
theft, robbery and murderous assault upon
jewelers.
In the large cities particularly it is almost

impossible to secure proper sentence for even a
professional criminal who has been convicted of

(Continued on page 1627)
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robbery and assault upon a jeweler, for as a rule
they are sentenced for only a few months and in
many cases, sentence is suspended and eventually
the criminal is discharged.
And there are hundreds of such flagrant cases

of miscarriages of justice and sentences occurring
each year, and thejewelry trade is confronted with
the palpable fact that they must not only convict
jewelry criminals but that they and their attorneys
shall insist that the courts inflict adequate sentence
and punishment for the crime committed.
An unrelenting campaign against thieves and

criminals should immediately be inaugurated by
the jewelers' clubs, associations and all organiza-
tions of the craft and a so-called "prosecuting
committee" be appointed in each city, whose
duty shall be to appuar in court and secure evi-
dence to convict and insist that the extreme
sentence and penalty of the law shall be imposed
on the guilty.
I have great faith in the methods of the Jewelers'

Security Alliance and the enlarged scope of work
it has undertaken this year, and when its rapidly
growing membership shall reach 10,000 or more
I believe it will become the Jewelers' Police Patrol
of the United States and prosecute, convict and
secure adequate sentence of every criminal who
invades the store or molests a jeweler. Every
jeweler should be a member of the Jewelers'
Security Alliance.
As a shield of security, their $100 reward sign

placed in a jeweler's window is a menace to every
thief and burglar and a warning to "Keep Hands
Off" as a relentless search and punishment will
surely follow any depredation.

The Gold and Silver Stamping Law

This most worthy law—a safeguard and pro-
tection to the retail jeweler against fraudulent
stamping of gold and silver wares has been enacted
a law in two additional states during the past year,
making a total of ten states in which the status
is in force.

It is urged that in all states where this law has
not been enacted, that the State Association
appoint a special committee of legislation to
present this law for enactment and all other legis-
lation necessary for the protection of the retail
jeweler.

Complaint is made that some manufacturers of
gold filled jewelry are stamping their goods,
10 K 1/10 and 14 Karat 1/10 or 1/20 without
the prefix "Gold Filled" or "Gold Plate," such
marking confusing and deceiving the consumer.
Such marking is a direct violation of the

National and State Gold and Silver Stamping Act
and offending manufacturers are liable to prose-
cution, and now that their attention has been
called to the neglect, we believe all manufacturers
will speedily change the stamping of their "rolled
plate" goods to conform to the letter of the law.

Regulation of Pawn Shops

Each year the pawnshops in the cities are be-
coming a greater menace to the jeweler on account
of the freedom and open sesame manner in which
they knowingly receive stolen goods. The alacrity
with which the pawnbrokers advance money on
diamonds, watches and jewelry is a constant
incentive and temptation to thieves and employes
to purloin goods from jewelers.
In Germany, France and Belgium the govern-

ment is the pawnbroker or loan agent and private
pawnbroking is not allowed, and the time has come
in this country when National and State laws
should be passed restricting the pawnbroker in
his business and punishing him with imprisonment
for receiving stolen goods.

It has been the custom of dealers in recovering
stolen goods from pawnbrokers to pay them the
amount loaned for the redemption of goods but the
courts have repeatedly ruled that the pawn-
broker must return stolen goods to the owner free
of any cost whatever.

The Stamping of Platinum Jewelry

As a protection to themselves, the dealer and
consumer a number of the most prominent
manufacturers of platinum jewelry held a meeting
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in New York several months ago to formulate a
method of stamping platinum jewelry, indicative
of the quality of the metal.
Platinum being susceptible to a large percentage

of alloy of inferior metals, and still retaining the
color and appearance of platinum has been an
incentive for unscrupulous manufacturers to alloy
platinum with silver and nickel and sell this
spurious alloyed metal as platinum at one-third
to one-half the price charged by reputable manu-
facturers.
A grade of platinum metal imported from

Germany and said to be used by some manufac-
turers, when analyzed was found to be composed
of 34 parts platinum and 66 parts silver, and yet
this metal was manufactured into jewelry and sold
to the unsuspecting dealer for real platinum.
The question naturally arises—what is platinum

—commercial platinum—the platinum used by
the highest class manufacturers in making platinum
diamond mountings? As we understand platinum
100 per cent pure is too soft to use for jewelry
mountings and to give it the required hardness
and ductility an alloy of 10 to 20 per cent Isidium
is added—Isidium being a metal still more costly
than platinum.
The standard or commercial platinum is used

by reputable manufacturers at the present time,
contains an alloy or 10 to 20 per cent Isidium, this
variation in alloy depending on the hardness
required in making certain articles of jewelry.
No method of stamping the quality of platinum

has yet been agreed upon by the manufacturers,
but we have no doubt a method of stamping, indi-
cating quality will be agreed upon at an early
date.

It has been suggested that the manufacturers
simply stamp their trademark followed by the
letters "P. I." indicating that the article is made
of platinum and Isidium only and contains no
spurious alloy—these letters with the trade mark
of any reputable manufacturer being sufficient
guarantee to the dealer and consumer.

An Itinerate Merchants License Law

An ordinance under this title has been passed by
the councils in a number of cities during the past
year, charging a license fee of $200 to $500 a
month or fraction thereof to non-resident mer-
chants, storekeepers or peddlers coming to a city
and occupying rooms in hotels, vacant stores or
opening an auction for the sale of goods or claiming
the same to be fire, bankrupt or assignee sale.
In addition to this fee of $200 to $500 for one

day or thirty days, some cities require transient
merchants to give a bond of $1,000 to $5,000 for
proper conduct of the sale, and also require that
5 per cent of the gross sales shall be paid into the
city treasury.
Such an ordinance passed by the councils of

cities and towns will practically shut out all
auction and fake sales of jewelry and we would
urge jewelers to combine with other merchants in
their respective cities and towns to have such an
ordinance passed.

Fraudulent Advertising

The greatest curse to the retail jeweler today is
fraudulent advertising—a weird specter that over-
shadows and paralyzes every phase of the business
of the legitimate dealer.
An epidemic of misleading and untruthful

advertising of the worst type has inoculated the
newspapers, magazines and catalogues during the
past year, despoiling the trade of thousands of
honest merchants and especially that of the retail
jeweler.
Take today's advertisement of the average de-

partment store in the press of any of the large
cities—analyze the descriptions, guarantees and
prices and you will find almost every statement
misleading and untruthful and when it comes to
featuring an article of jewelry the description of
quality, guarantee and comparison in prices, you
will find every statement to bear the brand of
Cain—absolutely false—an heinous disgrace to
journalism and the mercantile interests of the
country, and many publications of the mail
order and catalogue houses can be placed in the
same category.

There is just one remedy for this nefarious cus-
tom and that is National and State laws making
it a felony to publish misleading and untruthful
advertisements. Such a law has been prepared and

will be presented for enactment in the state legis-
latures by our state associations during the year.
The publicity associations and other organiza-

tions have taken up the matter and we have no
doubt some definite action will speedily be taken
to eliminate this obnoxious practice and menace
to the public weal.

The American Jewelers' Protective Association
This association of importers, manufacturers

and dealers recently organized has for its object
the suppression of diamond and jewelry smuggling
by tourists from foreign countries—Mr. Ludwig
Nissen, of New York, being president.

Millions of dollars worth of jewels are being
smuggled into the country annually and this
association, through its agents in Europe, will be
apprised of purchases made by tourists abroad
that they may be apprehended by custom officials
at their arrival in this country.

This association will enter a protest and combat
all efforts made by Congress to pass a bill allowing
each tourist to enter free of duty purchases made
abroad to the amount of $300, and in so doing,
will receive the support of the entire jewelry trade
of this country.

This association will also take up the work of
prosecuting violators of the Gold and Silver Stamp-
ing Act. Retail jewelers are requested to become
contributors to this worthy organization by the
payment of $10, $25 or $50 annually.

The National Jewelers' Board of Trade
This organization through its "Good and

Welfare" Committee has continued its warfare
and prosecution against all violators of the Gold
and Silver Stamping Law and have succeeded in
obtaining the first prison sentence for a violator of
the law.
The organization is to be commended for its

success in bringing many offenders to justice and
intimates its desire to aid jewelers throughout the
country in the prosecution of any violators of the
law in their respective states.

Unclaimed Repairs
It has been estimated that more than a million

dollars in unclaimed repair work on watches,
jewelry, etc., are stored in the safes of jewelers
throughout the country, which can not be sold
or disposed of under any process of the law.
A live jeweler in Baltimore solved the question

for his state, and single-handed and alone had the
legislature of Maryland on April 11, 1912, pass an
act entitled:

"An Act Giving to Jewelers and Silversmiths a Lien
for Repairs and Sale of Repaired Articles."
Section 1. Be it enacted by the General

Assembly of Maryland, That upon all articles left
or given to jewelers or silversmiths for repairs or
work on, the jewelers or silversmiths shall have
a lien on said article or articles for cost of repairs,
work on and material put on or in such article.
And when after two years after the completion of
the repairs, work on or materials put on or in such
article, and the indebtedness remains unpaid or
owing, such jewelers or silversmiths may, after
one month's notice in writing to the owner of
such article, notifying such owner of the amount
due, by mailing such notice directed to the owner's
last known address, or if the owner be unknown,
by written or printed notice set up at the Court
House door of the county or city of Baltimore, and
the bill remains unpaid, sell such article at public
or private sale to satisfy such claim, and the
proceeds, after paying expenses of such sale, be
applied in liquidation of such indebtedness, and
the balance, if any, be paid over to such debtor.

Section 2. And be it enacted, That this act
shall take effect from the date of its passage.
On account of this act applying only to jewelers

and silversmiths, it may be classed as special
legislation, but the act could so be drawn as to
eliminate jewelers and silversmiths, and made to
cover repairs of every nature in all trades.
We congratulate the Baltimore jeweler for his

good work and hope the jewelers in other states
will emulate his example and present such a law
to their legislatures for enactment.

Wireless Time Service

The erection of a wireless telegraphy plant now
in progress at Washington, D. C., will when corn-

(Continued on page 1629)
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pleted send time signals to every part of the
United States so that the jeweler in every city
and town who wishes to avail himself of the service
can receive time signals daily from Washington
Observatory.
A practical demonstration of the service will be

given during the convention by the Waltham
Watch Company and we are reasonably assured
that within two years a thousand jewelers will be
using wireless time service in the regulating and
adjusting of watches.

The Elimination of Time Guarantees

The question of abolishing time guarantees on
filled watch cases and jewelry has been much
debated for the past three years and not until this
year has any decision been made.
The concensus of opinion is that the stamping

of time guarantees have been so abused that it is
now absolutely meaningless and all the state
conventions which have met this year have
passed resolutions recommending the manufac-
turers to entirely abolish time guarantees on watch
cases and all filled jewelry.
This is one of the most important measures

which will be presented at this convention for your
consideration and vote.

Railroad Watch Inspectors

Some manufacturers and jobbers claim that the
practice of confining some particular make of
watch for use on a railroad, and refusing to pass
makes equally as good for use on this particular
line is in violation of the Sherman Anti-Trust Law.
Watch jobbers complain that time inspectors

force the sale of a few special makes and by refus-
ing to pass other standard makes, the jobber's
stock is particularly placed under a boycott.
Many retailers say that they have been prac-

tically forced out of the railroad watch business
by "watch inspectors" refusing to pass standard
makes, but we believe any misunderstanding along
this line can be amicably adjusted if the parties
interested will simply get together.

The Mail Order Houses

Are becoming more aggressive each year in their
methods to undermine and monopolize the business
of the retail dealer in all lines especially the retail
jeweler.
As honorable merchants we cannot combat

this competition by using their unscrupulous
methods, but, as we have repeatedly said, we
believe there is only one way to reduce the com-
petition to a minimum, and that is to make the
reputation of your store, the superiority of your
goods, your personality and your advertising, of
such dominant force that the public will be drawn
irresistably to your store to make their purchases
in preference.
We must continue to educate the public mind

to the fact that there is only one reliable, trust-
worthy place to buy diamonds, watches and
jewelry, and that is the store of a legitimate retail
jeweler.

Fair competition between the big mail order
concerns at a distance and the home merchant who
shows the goods before they are sold, will not be
possible until the law insures that the advertise-
ment tells the truth, the whole truth and nothing
but the truth.

The Cost of Doing Business

As never before, the retail jewelers are awakening
to the fact that to conduct a successful business
they must know the actual cost of doing business—
the fixed charges—the annual expense of running
a store—rent, taxes, salaries, light, heat, advertis-
ing, repairs and every expense of every nature
that enters into the maintenance of the business.
The members of the trade are convinced that it

is not feasible to set a percentage of profit on their
goods until after they know what it costs them to
sell their goods, inasmuch as a percentage based on
cost should not be based on the cost of the article
as it comes from the manufacturer, but upon the
cost of the article to the jeweler before it leaves
his counters or shelves to go to the consumer.
In other words, the cost of doing business must be

KEYSTONE 1629

added to the price paid for the article before cost
of the article is known to the jeweler.

Jewelers are aroused to the fact that price paid
is not cost and therefore no proper basis on which
profits should be figured, unless profit figured is so
large and contains such a margin of safety that it
will surely include the cost of doing business in
every way and still leave a respectable profit.
But unfortunately jewelers have no such leeway

in the profits they can charge and feel that to be
successful they must conduct business on a margin
that will give them no more than a legitimate
percentage that will cover their investment, their
time and their trouble.
The percentage to which the jeweler feels he is

entitled must be based as closely upon the actual
cost of the merchandise as he can get it, and there
is no way of knowing what the merchandise cost
him until he knows what is the cost of doing
business, or at least practically what it cost him
to place the article in the customer's hands before
he gets his price for it.
By adding the percentage of cost of doing busi-

ness to the first cost of your goods, based on
selling price and then adding 10 per cent net
profit, you have placed your business on an
equitable, profit-paying basis.

The Pacific Coast Gold and Silversmiths'
Association

This association, composed of the largest retail
jewelers on the Pacific coast has sent a most
cordial invitation, asking that we be their guests
during the holding of the Panama Exposition
in 1915, and that we hold our convention that year
in San Francisco. They ask that we vote on the
acceptance of the invitation at this convention.

The Goldsmiths' Association of England

Again honored your president with an invitation
to be present at their annual convention held
July 3, 1912, and deliver an address on the jewelry
trade in America.
The regrets of the president and fraternal greet-

ing from the members of the association were sent
in return extending a welcome to any of their
number touring in the United States to attend the
convention at Kansas city.

Changing Date of National Convention
There seems to be a most decided opinion among

members from almost every state that the first
week in August is a most inopportune time to hold
this convention.
The extreme hot weather prevailing everywhere

at this time of year works a great hardship to those
compelled to travel a long distance, it mitigates
against the securing of many able speakers and
exhibitors whom we might have and all in all is
decidedly the wrong time of year for a business
convention. It is recommended that the date
changed to the last week in June or the first week
in September.

National Jewelry Publicity
The committee appointed at Richmond to

propose a plan and ascertain the cost of launching
a campaign of national advertising has prepared
a most comprehensive report showing the possibili-
ties and great benefits to be derived by advertising
in the newspapers and magazines, illustrations of
the latest designs in jewelry and silver, with
description of style and quality, and impressing
upon the public that these goods can only be
obtained in first class jewelry stores.
The details of this report to be given later will

be of great interest to every progressive jeweler.
The possibilities and benefits to be derived from
such a scheme are incalculable and it is simply a
question of financing the project which involves a
large expenditure (that will have to be borne by
retailer and manufacturer alike) which prevents it
being placed in immediate operation.

Manufacturers, Jobbers, Retailers

As suggested in annual addresses at Richmond,
I do not think the jewelry trade of this country will
ever be placed on an equitable and true commercial
basis as other trades until there is a consolidation
and co-operation of interests between the manu-
facturer, jobber and retailer.
When these three branches of the trade are

united as a "community of interest" then the
trade of the jeweler will be made safe, sane and

profitable and the triune interests will secure
adequate recompense for the capital, intelligence
and energy employed.

The Trade Journals

The National and State Associations owe a debt
of gratitude to the Trade Journals for the splendid
support given every interest of the retailer and
the valued space given the report of our state
conventions.
The journals are the bulwark of the retail

dealer and the success of our organizations can
largely be contributed to the zealous support of
their editors and representatives.
Every live, progressive jeweler should be a

subscriber to one or more trade journals.

Mid-Year Meeting of State and National Officers
The mid-Myear meeting of the national officers

has been so prolific in effectual work that it is
recommended that the president of each state
association shall attend these meetings and that
this body shall be known as the administration
council and meet in February of each year in some
centrally located city.
In the event of a president of a state association

not attending he shall have the privilege of
appointing his alternate and the traveling expense
of the president or alternate shall be paid from the
treasury of each state.

It would likewise be an excellent plan for the
officers of all state associations meet semi-annually
or quarterly for conference.

A Traveling Secretary and Organizer
As mentioned in previous addresses, we would

suggest that as the growth and finances of this
association will permit, a field secretary should be
engaged for a full annual term or part of term,
whose duties shall be to organize new states, attend
meetings of state conventions, organize clubs in
every city and town, aid in the dollection of dues,
adjust grievances and cut price competition
among dealers, confer with manufacturers and
jobbers, and keep in constant touch with the
membership of state associations.

Stability of Membership
In the history of all great organizations there is

always a period in their growth when they seem-
ingly marked time in the accession of new members
and in holding the interest of old members,
and so our secretary has reported a falling-off in
some of the towns and gains in the large cities.

Prolonged trade depression in certain localities
has affected the growth of the association in several
states and created a general apathy, yet a number
of states have made large gains in membership,
organized city clubs and a real spirit of enthusiasm
for association work prevails.
In the character of its members the association is

becoming stronger and more influential in the retail
trade each year and is recognized by the manu-
facturers and wholesalers as the only authorized
body of jewelers whom they can confer with on
questions that pertain to the welfare of the retail
jewelry trade of the country.
In the years to come the membership of the

National Association will likely rise and fall, but
the principals and motives of the organization will
stand as the " Rock of Gibraltar " and though a
hundred or a thousand shall fall by the wayside,
yet the honor and glory of the craft will be main-
tained, and, as gold tried in the fire, its members
will ever stand for all that is honorable in trade,
and true and noble in life.

State Associations Are the Back Bone
The State Associations are the backbone of the

National Association and their growth and success
depends on the work and enthusiasm of their
officers in securing new members, in holding the
interest of the old members and constantly pre-
senting to them the many benefits to be derived
from a membership in a jewelers' association.
The work done by several state associations

during the past year has been remarkable in the
gain of members, large number of meetings held
and the enthusiasm and good-fellowship engen-
dered.

It is possible for many state officers to double
their membership during the coming year if they
will put their heart and soul into the work and

(Continued on page 1631)
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II The only bracelet made in HIGH-GRADE GOLD FILLED
that can be considered a piece of jewelry; an article of adornment.
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popular price that looks and wears like gold, the
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will be found to fill this demand.

13 It is not a makeshift so called expansible bracelet made in gold-filled to compete
with price. But an artistic creation that is absolutely perfect as to WORKMAN-
SHIP, MECHANICAL ACTION, FINISH and QUALITY.
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(11 The Springs are made of the best material obtainable and seldom (if ever) break.41 All Progressive Jobbers carry
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ORDER BY NUMBER
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convince every non-member that it is a crime not
to be a member of his state association.
The National Association depends entirely on the

State Associations for its growth in membership,
and in return the National Association promises
benefits a thousand fold for the dues received.
Let every state make this year a banner year for
membership gain.

A Field for the National Association
There is a work and field for the American

National Retail Jewelers Association and every
retail jeweler in the United States (for personal
gain) if for no other reason, should become a
member.
It is an indisputable fact that every retail

jeweler in this country, large and small, has both
directly and indirectly benefited from the work of
the National Association during the past five years,
as evinced in laws enacted and concessions and
privileges obtained, which were not possible to
secure by an individual, city or state organization.

Think of the millions of dollars of capital invested
by jewelers, the manifold fraud and imposition
which confront them daily, the legislation which
may ruin their stock, the cutting of prices, untruth-
ful advertising and the untold business dangers
which surround a jeweler, who, as an individual, is
powerless to prevent.
Then think of the advantages of an organization

with its thousands of members, represented by
millions of assets, which stands as a bulwark
between the jeweler and all evil doers, and by
power of numbers can have enacted laws to protect
their business and obtain concessions which shall
reap large profits and in addition afford them all the
safeguards that make for a successful business.
Be all that the title "jeweler" implies and be-

come a member of the A. N. R. J. A.

Manufacturers', Importers' Wholesalers'
Associations

Your president had the pleasure of addressing
these associations during the year and secured
from them their hearty approval of the work of
the National Association and their promise to
co-operate in every way to aid our association in
any legislation or special interest which may be
Presented to advance the progress of the craft,
that the jewelry industry may be elevated to that
high plane of merchandising and commercial
integrity which by virtue of its vast resources
and prestige it commands.
In conclusion, I desire to thank the officers and

members of the National Association for the loyalty
and support given me during my administration
and especially the secretary for his arduous labors
and attention to the thousand details of office,
who, on account of his large acquaintance and
master of clerical detail, should be rewarded with
the office of secretary as long as he will accept it.
I have enjoyed my work as president of your

association during the past two years and my
fondest hope is that the organization may continue
to grow until every retail jeweler in the United
States is a member of the American National
Retail Jewelers' Association.

Fellow Jewelers, I hope this convention will be
an epoch in the history of the jewelry trade of this
country, and that the fruits of its organization
and benefits of its deliberations will be an inspira-
tion and text book to the retail jeweler in every
city and town.

Finally, let me say a word of good cheer: I
come to you from the east as a harbinger of glad
tidings and great joy, proclaiming the gospel of
prosperity, profit and happiness.
I come knocking at your door as a herald of

optimism, to tell you of the glorious possibilities
of the retail jeweler, and the fatness of wine, milk
and honey that shall be poured upon you, until
your cup of business joy runneth over. The dark
clouds of depression that have overshadowed the
jewelry trade during the past few years are drifting
by and the dawning light of prosperity is glimmer-
ing on the horizon.

Good Times
Good times are surely coming to every jeweler

in the land, east, west, north and south. Every
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passing breeze whispers it in your ears—its in the
air, can't you taste it—can't you feel it tingle in
your veins?

Prosperity is coming, and this fall when the
money is rolling into your till, and you are counting
the fat profits, and your wife is wreathed in smiles
and your children clap their hands with joy,
think of your ex-president.

Thursday Afternoon Session

The afternoon session of the second day was de-
voted almost entirely to addresses upon subjects
of interest to all retail jewelers. The first address
was that of T. L. Combs of Omaha, the newly
elected president of the national body. His ad-
dress, teemed with enthusiasm for association
work and brought very forcefully to the minds of
retail jewelers the necessity for greater endeavor
in the matter of raising the standard of the com-
mercial individuality of the retail jeweler, and also
of furthering the work in the association. His
address was as follows:

Mr. President, Ladies and Gentlemen:
After all the talk of the past year about hard

times and the painful reality that has given cause
for much of the talk, I'm surprised to see so many
of you here. It is not only commendable, however,
but delightful and exhilarating, to see such a large

PRESIDENT T. L. COMBS

and enthusiastic a lot of jewelers and kindred
fellows here for this convention, here to meet each
other and to grasp each other's hands in harmony
of purpose, to share in each others inspirations;
in fact, to turn ourselves loose in the big pasture
that has been unused since we met and worked and
made history a year ago in dear old Richmond.
These conventions are a sort of refreshment and
feasting stations in our business journeys—picnics,
as it were, where we all bring something with us.
Some bring us bitters, some bring us sweets,
Some give us grains of grit and others wholesome

meats,
But it all has a place and a use in our work.

"Courage and Faith"
Every man here by his presence gives evidence

of conviction and courage of more than the original
stamp. Many are here for their first convention,
and they must be cordially received and intro-
duced. This year it requires an abiding faith to be
optimistic as well as "progressive," and it requires
courage to proclaim the early return to real good
business and prosperity, but here are men with both
optimism and courage. Our crop prospects were
never better than this year; the automobile busi-
ness is better and bigger than ever, and while its
wonderful growth has turned the switch on us
and been a collar around our necks it gives the
greatest evidence of the country's prosperity. If
they ever reduce the price of gasoline and tires,
we may get back into the jewelry business in the
good old way; we may have to take the dignity
of our craft in one hand and then grasp part of
the methods of the automobile industry and some
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of the department store stunts in the other and
operate the two forms consistently, in order to
hurry along the good business; but come it must
and will, so let's rejoice and work in anticipation
of money-making business, soon, and let's resolve
to use only clean methods to reclaim the business.
Every lady present today adds to the charm and

inspiration of the occasion and we hope they will
all attend all the open sessions, and find enjoyment
and profit in so doing. To the women, the jewelry
business is most indebted for patronage and
possibilities, and the presence of the ladies at our
convention is a mark of recognition and interest
worthy of notice and praise.

"Our Breadth"
We have gathered here from everywhere and

brought with us ideas, desires and dispositions of
such variety and contrast, that we may test the
indulgence and hospitality of our hosts, but I
venture to say that although we have probably
hypothecated the most of our current year's
surplus to spend in Kansas City and with the rail-
roads, we shall find enough benefit and entertain-
ment in this beautiful city of western wealth and
bustling business to amply justify the investment.
This organization, which we have the honor to

represent, is to be an important factor in the
world of commerce and art, and the words of
indorsement and commendation that have been
given us today, lend color and charm to the issues
at hand, and will tend to stimulate the activities
of this convention. Our association is yet young
in years and accomplishments, but our future is
limitless„ for our standards are liberal and lofty.
We seek to educate ourselves in the highest ethics
of business and intercourse between retailers
themselves and the different branches of the
jewelry industries. We seek to eliminate from
ourselves and our plans, that fearful yellow streak
and grouch which are responsible for the majority
of our present shortcomings; we advocate the
practice of friendliness and forbearance while we
are yet alive, in order to deserve and hear some of
the eulogistic and appreciative words usually
spoken only at our funeral and afterward.

"Our Souls in Our Work"
The past year's business inactivity has kept us

guessing more than in most any year in our
memory—any head work we did seemed to end in
a headache, and as heart-aches are usually more
serious than headaches, we haven't ventured much
heart-work to relieve the situation. Things
have been out of tune and I claim we can not get
things back into tune and harmony until we employ
our souls; for the soul is the seat of harmony. We
simply must put our souls into this work and into
our business; handwork, headwork and heart-
work all seem unavailing, and it is time now to
give our souls a chance in our commerce. Our
impulses will then be prompted by our ideals and
we know the vast importance of idealism in our
work. The interests common to all of us are
intense and often vital, and require something
more than ordinary attention and effort on the
part of every one of us.

Association efforts have already been sufficiently
tried to prove their superiority over individual
efforts in all branches of the trade, and we all
stand today with our hands on each others pulse
waiting for some one to give the signal and take
the lead in the changes and reforms that are uni-
versally asked for and are as important to our
existence as food is to the body.

Gentlemen, some of the things the retailers are
crying for are apparently reasonable and fairly
within the bounds of demand, and I hope to see
this convention declare itself squarely and clearly
on these vital subjects. It is easily within the
power and province of the manufacturers to bring
about some of these reforms and it is up to us to so
express ourselves, and then to extend loyalty and
support to those who do meet and grant our
wants for some of these things we must have, and
some one must start them and of course get
credit for it. The majority of the manufacturers
and jobbers of the country are very much awake
to our needs and are not only responsive but very
willing to co-operate with us and the time for us all
to act together is right now. Let's all take a lively
interest in the business and work of thia conven-

(Continued on page 1633)
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don and we can leave here with a better determina-
tion and a larger chest.

The swelling of the chest is a righteous mues—
li, not to be frowned upon;

And a determination to enable the cause,
Shows the breaking of the dawn.

"Important Business Occasions"

These annual gatherings bring our three branches
together, and I wonder if we all realize the im-
portance of these occasions from a merchandising
or commercial standpoint. Many manufacturers
and jobbers aid us financially by using display
space liberally, and advertising in our program.
these are the ideal places and times for exhibiting
the various lines and for the retailers to purchase.
Let's discourage and discountenance the dissipating
feature that has been somewhat prominent and
that is principally an interference to business and
general acquaintanceship, and has caused many
desirable concerns to rightfully look with disfavor
upon exhibiting. These annual conventions should
be so developed and clarified that all the pro-
ducers and sellers of good goods would be eager
to display, and the retailers should make them
their principal buying periods of the year. The
association's welfare must be most generously and
unselfishly cousidered and supported by those
who want to sell and those who expect to buy. In
that way it would pay everybody and help the
cause greatly.

"The Important Things"

Almost our greatest care in the every-day busi-
ness, is to watch the small acts and tiny troubles
that impress our customers and employes, that
try our patience, wound our nerves and affect our
reputation; they are the footsteps of intrusion
and robbery that eventually carry off our entire
estate, unless constantly watched. We must not
let the concern of the larger trade troubles or
national evils overshadow the importance of these
smaller, close-a-theme matters that are constantly
active and dangerous. "If there was anything in
size, an elephant would be as troublesome as a
flee—but he isn't." And so it is with these
large and small business troubles. The large ones
are not so dangerous to us because everybody is
helping us with them; but the small ones are
dangerous, we must manage them ourselves, and
nothing is more important and helpful in this
daily duty than a disposition of happiness and
animation—that spirit makes it easy, while
grouchiness makes any work hard and almost im-
possible. The grouch in business is unbearable, he
has no place in business, and much less place
anywhere else. The grouch deserves: first, pity;
second, condemnation; third, annihilation, and it
is part of our work to annihilate him.

Grouchiness or friendliness make and color
reputations. The value of a reputation is better
known by deeds than words, and is almost beyond
estimate in word expression. Your laugh or your
smile, and your handshake, have a powerful effect
in the making of your reputation. "He who has
never laughed has never loved," and he who has
never smiled has never been loved.
You can collect more dividends on kind-

ness than cleverness. The world has no place
in its memory for your cleverness without
kindness. "A man's reputation cannot go to
sleep without waking up to • find its color
changed." Nor can it stand the strain of dishonest
merchandising or unclean citizenship without losing
shape. A good reputation is a high honor; none
of us want the reputation of being a fellow who can
make two lemons grow where only one grew before
and then hand them both to you (and you know
we have such fellows in the trade). It would be
better to be known as a fellow who can make
lemonade of the lemons that are handed to him,
and you know we have that kind of fellows in the
trade also.

Here's a little toast that expresses my senti-
ments on this subject exactly: "A Toast to the
'Reliable' Man."

That would make a good qualifying standard
for those wanting to be jewelers.
I like the character also of the fellow who was

walking down the street one bright pleasant morn-
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ing and met a grouchy friend. Grasping him by
the hand he said:

"Allow me to congratulate you."
'What for?"
"Oh, for just anything—the sunshine, the blue

skies, the fact that you're up and about. Isn't
that something': '
"No.'
"Then congratulate me for not having a disposi-

tion like yours."
If we can see this side of life our work is much

easier.

We must put joy and ginger into anything that
we expect to succeed in. Dr. Stanley Hall once
said that "the real fall of man is to do things with-
out zest" and he expressed a great truth. We
must put zest and fervor in our daily works if we
win, and we surely must do likewise in our associa-
tion work if we win. We must get awake to the
importance of what we have and what we can do
through this association; it is a powerful agency
and we must not only maintain it but must build
it on up to greater importance and greater power
by every means possible and worthy.

"Different Ways"
There are many different ways of operating the

association and effecting results, but we are all
heading the same way and striving for the same
end. We are all running for the train of success
and the car of comfort. Some cut square corners
and follow perfectly straight lines, while others are
not at all particular how they get there or what
becomes of the other fellow, whether in their way
or not.
Gladden tells us: "We get our preparation for a

great work in the work itself," and surely we are
in a great work, and exhilarating work, and we are
well into the work also; we have traversed a few
valleys, climbed a few hills, and have driven the
"thin edge of our big wedge" into a few trouble-
some trees on the way. The atmosphere has been
cleared of many trade evils and the skies are greatly
brightened by the passage of many clouds of
unfairness, the road is easier, satisfaction seems at
hand, but unfortunately many are now lagging
back and using our success for a pillow instead of a
prod unmindful of the work ahead. This condition
is discouraging and must be changed at any sacri-
fice, for the greatest benefit is yet to come.

"Close Communion and Brotherhood"
I plead for our getting closer together, commer-

cially and socially; close communion would be a
forcible factor in our work just now, and if its
exercise gets us into any trouble it will likewise
enable us to get out of it agreeably. It would
enable us to easily accomplish just what we
want. I think we very much need right now,
as an invigorator, a revival meeting of all branches
of the jewelry industry, and there have a strong,
compelling sermon on the Brotherhood of Man,
and then send out plenty of follow-up literature,
for we are undergoing a tremendous commercial
revolution. It is nation-wide and requires the
marshalling of our strongest and most influential
forces to cope with it. It is a war between price
and quality—which shall have first place? The
public is fighting the battle and the merchants are
supplying the ammunition. Avarice and fair
play are the generals, and avarice seems to be
in the saddle. People today seem thoroughly
awake to price, and absolutely blind to quality.
The controlling advertising today aims to take

people's minds entirely away from the quality
and merit of merchandise, and held out to them
only the dulling enchantment and blazing star
of price, and many jewelers seem attracted to the
glare and charm of this process and are following
it. This condition harms ethical thrift, dis-
courages legitimate expansion and destroys the
power of the square deal.

"Our Duty"

It is up to us, and strictly our duty, to strive
against this degenerating commercialism by
straightforward, educative, and elevating agencies,
many of which are already effectively at work
in large places; these agencies that shall offer a
wholesome incentive to quality buying. This work
calls for getting together and sticking together,
the putting of the best there is in us into this
work conscientiously and enthusiastically. Our
very existence as jewelers depends upon it.

A recent editorial in a retailing paper expresses
today's business status cleverly:
"We believe you will agree with us that never

in the history of retail business has it been harder
to meet competition, harder to carry on your
business successfully, and to feel that satisfaction
and pride in the work which you do, than today.
" You haven't anybody to fight your battles for

you. You have had to fight them alone. Condi-
tions both at home and abroad (by abroad we
mean the wholesale markets) have been largely
against you. At least they have seemed so,
and as a matter of fact they have been so. You
have had to work along unaided."
This known condition of today calls loudly for

the protection and good offices of the association
under close organization, and can and will be
quickly relieved in the wholesale markets, in fact
is already greatly improved, and the sooner we
realize the extent of these conditions the sooner
we will be able to go to each others relief. By
getting closer together and standing close together
in a receptive and constructive mood, we can easily
establish a working basis that can largely aid in
the commercial regeneration that is so much
needed. As a national body we should proclaim
our everlasting allegiance to the country-wide
campaign for sane merchandising, honest advertis-
ing, restrictive prices, increased service, the elimi-
nation of unreasonable and harmful time guaran-
tees, and many more business reforms of
national scope and above all for individual
character and courage.

"How Things Used to Be"
You all know how things used to be, when we

were trying to make and shape this organization
so as to command proper recognition such as we
have today. Let me illustrate with a story.
One day a man was visiting a friend who was

taking a post-graduate course in an asylum. He
took him into one of the worst wards and he said
it frightened him most to death to see the inmates
in all their hideous grimaces and wild actions,
and while his heart was in his mouth he managed
finally to say, "Aren't you afraid of them?"
"No. No, there's no danger, never more than
one at a time comes at me. You see they are
crazy, they don't act together."
There was a time when some manufacturers,

some jobbers and many retailers talked that way
about the association and its members. It isn't
done so much today, and each year will lessen
such talk and increase the call for co-operation.

"Local Club Did It"
A recent and striking example of the power of

organization unanimity of feeling and the universal
cry of injustice that quickly arises in the corn-
munity where some serious trade injury is started
or apparent, is the only one in Omaha.
One of our leading dailies came out one Sunday

with a big display announcement that they pro-
posed to give away absolutely free, Rogers'
"65-piece plated table flatware sets in chests."
I did not know of this on Sunday but by 10 o'clock
Monday I had a half dozen telephone calls from
as many of our retail jewelers calling attention to
it and entering complaint. The hard pressing
condition of business caused us all to take this
affront to heart immediately. I took the matter
up with the manager of the paper at once by
phone on the plea of inconsideration and injustice
to those of us who made our living selling the
goods that they proposed to give away—only to
learn that this matter had been most carefully
entered into by them, that they understood the
plated silver business was of no consequence to
any retailer any more and they magnanimously,
and without consulting us, decided to create a
surprising and wonderful stimulus and a market
for silver of all kinds for us. They were going to
do this by filling every household far and near with
nearly all the silver they could use the rest of their
lives without cost to them, and let us in the retail
jewelry trade look on, think it over, continue to
pay rent, taxes and salaries to do what they were
to do for us, and then we should of course continue
to patronize and help to support the paper and the
silver company, notwithstanding all the business
was done direct between themselves, so that no
local man could get a penny cut of it in any way.
They seemed to think this rightful consideration

(Continued from page 1636)
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of the local interests. I cited the fact that a few
years ago this same paper had distributed thous-
ands of clocks free to its subscribers and very
effectually killed the clock business in our city and
state since, so that it also wasn't a large item
with the jewelers any more. One of the silver fac-
tory representatives, when spoken to about the
silver deal, spurned the thought of calling off this
contract unless we would agree to use and push his
silver exclusively. He also said this scheme had
worked all over the country and would so continue,
and that it wasn't up to us fellows or even this
generation to interfere or attempt to stop it. We
prepared and circulated petitions to the Omaha
Bee and to Mr. Wilcox, president of the Inter-
national Silver Company, contending against the
operation of this contract, etc., and quickly secured
the signatures of everybody interested in the sale
of plated silver, retail, wholesale, and department
stores, in all three of our adjoining cities and sent
them in. The Bee replied pleasantly, but plead
expense of publicity and the expense the Interna-
tional Silver Company had been put to, and the dif-
ficulty of, and loss in cancelling contracts with our
local merchants who were issuing coupons for the
silver. We offered to intercede with the merchants
and did so. Most commendable was the Silver Com-
pany's action in the matter. No subject or matter
could receive more prompt, courteous or effective
attention than this received at the hands of Mr.
George H. Wilcox, president of the International
Silver Company. He first wrote that the expense
item cited by the Bee need have no consideration
at all; it was what the jewelers wanted that
was the only consideration, contending, however,
that the contract was made in good faith. He then
sent his personal representative to Omaha to fix
up this case as the jewelers wanted, and after a
short consultation, everything was adjusted to suit
all parties concerned without any apparent hard-
ship or prejudice. The contract is now ended and
the incident closed, however, I wish to say in final
justification of our contention, that all the thous-
ands of inches of advertising and publicity given
this scheme by the daily paper in over two month's
time, did not create a single inquiry for silver
among any of the jewelers that I could learn of.
This matter is only another one of the many things
that have for years been encroaching upon and
eating into, our legitimate business until we find
ourselves pretty sensitive and responsive to these
injuries and the hard time conditions sting us on
to a quicker perception of these things and a
prompter resentment. When times were good we
paid little or no attention to these schemes and
consequently they plied their trade unmolested
and quietly, but it surely kept knocking the
props from under our business structures, and we
have been paying a heavy penalty for our indif-
ference and inattention all the time. Now we
may wake up and let's guard ourselves against
such things constantly and with vigilance and may
I call your attention to this incident for comparison.
If a little local club of a dozen members can accom-
plish this important thing without coercion or
prejudice, imagine what can be done with a tall
manly National Association of five to ten thousand
members acting together.

"Federation of the Three Branches"

This association work has brought us to a point
where we need a federation of manufacturers,
jobbers and retailers, as proposed by our worthy
president, for arbitration and for the more effective
furthering of our publicity bureau work, both of
which factors are of the most constructive im-
portance. Financing this, great work would then
be a matter of easy solution. Many matters of
local, and sometimes national, interest are over-
looked or unquestioned because it seems difficult
to get at them without bothering or imposing
upon some one, but with this federation we could
get quick, intelligent and forcible action on any
sized business grievance from any quarter. Feder-
ated interests with enlarged powers and benefits
is the order in the jewelry world today, and it is
our place to be identified actively with the live
things of our craft. Let's launch this 3 line
federation idea at this meeting, and from our
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present vantage point we can easier press forward
with wisdom and accuracy. Much material fore-
thought and work will be prcsented to this con-
vention, and my hope is that we will all have our
mind in a receptive mood, ready for the work,
ready to absorb the good and fight the bad. Let's
resolve to make this association bigger, for there's
wondrous power in strength and size. It's said
that "Bulk triumphs over beauty" and with no
basic claim to beauty let's strive to accumulate
the bulk. Let us also make the association better
in many ways—let us produce some model jewelers
for demonstration. Let us do something at this
convention that shall make the association mag-
netically attractive to the rank and file of retail
jewelers, and let us do something else that shall
dynamically draw the fellows whom nothing ever
exercises, that isn't violent. Let us grow to great-
ness without greediness. Let us determine to
uphold each other's reputations and enjoy each
other's respect. Let us make each gathering of the
jewelers one of cordiality and genuine worth.
The history and benefits of this meeting will be
known by the character we put into "our work."
Let's put into it the best we have and we'll get
out of it the best there is, and may it ever be
known as a Landmark of Progress.

Among the many papers presented at the con-
vention, the one delivered on "The Silver Question"
by Chas. F. Manahan, of Chicago, secretary of the
Illinois Retail Jewelers' Association, may well be
called one of the most instructive. The question
which he handled is one which has of late received
renewed and increasing attention. Dealing as it
does largely with the personal individuality and
standing of the retail jeweler, it has been discussed
from various angles. Mr. Manahan's handling
of the subject was masterful and showed a most
intimate acquaintance with this important branch
of the retail business.
"Advertising and Selling" was the subject of a

very thoughtful and thorough paper by W. S.
Ashby, of the Western Clock Manufacturing Corn-
pany, manufacturers of the famous "Big Ben"
clocks. His subject has been discussed at most
gatherings of retail jewelers. It has been thrashed
and rethrashed by hundreds of speakers. Volumes
have been written on the subject and it still
occupies a position as one of the most foremost
problems that present themselves to retail jewelers.
Mr. Ashby's address will therefore be read with
much interest, as he handled an old subject in a
new way, limiting his remarks solely to such as have
a direct bearing upon advertising and selling in its
relations to the retail jewelry business. His
address will be found in full on page 1668 of this
issue.

Address of Gustave Keller

Gustave Keller, of Appleton, Wisconsin, presi-
dent of the Wisconsin State Association, who has
attracted considerable attention in the field of
association work by reason of the success which has
resulted from his work as president of that associa-
tion, was a prominent figure at the Kansas City
meeting, and delivered an address entitled "The
Need of the Hour." The address was an appeal
for the organization of local jewelers' clubs. No
state in the union has carried out the idea of local
organization with such success as has the Wis-
consin body, and in no state have the resolutions from
association work been so tangible and definite as
they have here. Mr. Keller attributes the success
in his state in large measure to these local jewelers'
clubs. He is therefore, undoubtedly the best
authority to have handled such a subject before a
national body. His remarks can, therefore, be
construed as emanating from a long, personal ex-
perience with this kind of association endeavor,
and will therefore be the more interesting and in-
structive. His address is as follows:
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Mr. President and Gentlemen of the Convention:
At the outset, permit me to make due acknowl-

edgment to President Roberts for the honor done
your humble servant by inviting him to address
this convention. Far more difficult than accepting
the invitation was the selection of a subject, which
our president insisted should be done by myself.
Having finally determined upon one,—I was con-
fronted by the next and still greater proposition,
to wit,—properly treating same.
"The Need of the Hour" is the subject, as stated

in the program, and I chose it because I believe
it is of prime Importance that those engaged in
our work should give fundamental thought as to
what is first requisite in order that the desired
results may be obtained. The ways and means
necessary to attain them, will be a second, though
no less important consideration.
What above all is necessary to accomplish the

things we believe should be brought about in the
interest of our business?
The answer which comes reverberating back to

me from all sides is—organize. Increase the
membership of our organizations. Ah, here is the
rub. The National Association has been in exist-
ence I believe six years and has a membership of
about 2,500. Wisconsin, my own grand state, has
also been organized six years and has a membership
of 302. I understand there are about twenty to
twenty-five thousand jewelers in the United States.
In Wisconsin we have about 600. Why do only
1/10 of the jewelers of this nation belong to our
national organization and why only one half of
that of our state? Here in my humble judgment,
we have the "Need of the Hour." This need is,
to bring into our ranks, to associate with us, those
not yet members of our organizations.

Naturally, the query presents itself—how can
this best be done? What should we do?
There must be some cause, some'reason why our

jewelers are not sufficiently alert to the situation
and which keeps them from uniting with us.

It cannot be that they are wholly blind to the
situation, or ignorant of it, because I consider the
men of our craft above the average intelligence and
our trade papers, which have been doing valiant
work for the cause of organization reach practically
all of them. Our organizations themselves have
done much to cultivate and educate. Surely our
brother jewelers must have seen and felt the
advance fruits of organization.
What then is the trouble? I don't care to discuss

any shortcomings or remissness on the part of our
brethren not yet members, as I can not see any
gain coming from such action. I prefer to discuss
ourselves and what in my humble judgment is
necessary and must be done if we want to build up
organization in the jewelry business.
I want to make the statement, that I believe

the ground is well cultivated to bring all within
the fold. They won't come in themselves, however,
at least not rapidly enough; and again to get them
and to hold them are two things and different.
Now what must we do? Officers and members

must be willing to work—to bring sacrifice of ef-
fort, of time and even of money. If the cause isn't
worth this then it isn't worth working for, and
any effort spent is wasted. "Whatever is worth
doing at all is worth doing well," we are told, and
being convinced not only of the desirability and
advantage of organization, but of the great neces-
sity of it, each should be willing to take off his
coat and do his part.
The fact that some fail to respond to duty s

call should deter none willing to work, but should
rather spur each one to do just a little more than
one's exact share, so that the work will not suffer
because of the laxity of the indifferent.
The burden of every great movement, or any

movement is never equally divided; some must
always bear the greater share of the load. So in
this movement.
Let any resentment, therefore, which we may

harbor because of the inactivity of others, be
discharged and draw to ourselves that spirit of
ready sacrifice, conscious of the merit of our cause
and let us ever have but one response when duty
calls—I will.
Yes, officers and members must be willing to

work. They must go out, so to speak, and bring
the light of faith to our yet separated brethren.
Enkindle in our jewelers the fire of trade, I prefer
to say, professional consciousness. Arouse them

(Continued on page 1637)



1636

The Mauran Expansible Bracelet
The Bracelet that made the Bracelet Watch Possible

Insist
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having
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A

A

This picture, illustrating the Mauran Expansible Bracelet in use as a Watch Bracelet will appear upon the

woman's page of 5500 different newspapers with a circulation of 25,000,000. It will be convenient and
profitable for the retail Jeweler to have Mauran Expansible Bracelets in stock when they are inquired for.
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to the fact, that our interests are mutual, our trade
ambitions substantially alike, that though a
competitor a jeweler is a brother and "a man for
a' that"; that friendship and good fellowship are
more conducive to trade advancement, character
building and happiness than the petty strife inci-
dent to mercenary and death-dealing competition.
In short—awaken the jeweler to real conditions—
show him the possibilities of united effort and he
is yours.

Education must precede expected results.
I want to repeat and emphasize that in my

humble judgment, the great need of the hour is—
to get at least a majority of the jewelers of this
nation to affiliate with us. To do this, we must
convert them to our way of thinking. This we
can do by going to them, preaching the gospel of our
association, demonstrating clearly the social,
fraternal, educational, not to forget the pecuniary
advantages of trade organization. Aside from
this, the heightening of efficiency of service on our
part toward the public, for let us ever remember
that every man and every business or profession
owes service to the public. Life is founded upon
service and that life which renders none is like unto
the tree which bears no fruit or gives no shelter—
useless.
The need of the hour is to affiliate all, or at least

a majority of the jewelers of our nation with our
organizations.
How accomplish this easiest? We, in Wis-

consin, have found that this is easiest done and our
organization made most effective by forming
jewelers' district clubs. If you can unite the
jewelers of a city, a locality or a district; if you
can there dispel the cloud of business jealousy,
antipathy, etc., and in its stead cause the sun of
friendship to cast its lifegiving glow, you are
master of the situation.
Unless we are united at home, we can not well

be successful abroad. We know that many of the
troubles confronting our business, from which we
are suffering and which are closest to our skin
and hence most irritable, are located right in our
home locality. They are of local origin. No one
can cure these, or cure them more easily and better
than the parties concerned.
Remove those things which divide the local

jeweler and you will have little difficulty in having
him join with those further removed. Let him
see and feel the beauty and advantages of local
union and harmony and there will come into his
being, the charm of good-will toward all men of
his craft and a natural desire to want to extend
a union, the results of which have proven so bene-
ficial to him at home.
The need of the hour is more jewelers in our or-

ganizations. Local or district clubs will give them
to us. They will not only bring them in more
quickly; but unite them more firmly. We don't
want jewelers to merely come in; we want them
to stay in. Local or district clubs supply that
cohesive power, necessary to hold members within
the organization. Further, by being organized,
locally or district, state and nationally, our
organization machinery is so gauged that we can
handle the minutest matter, with greatest direct-
ness and effectiveness.
We know what these clubs have done for us in

Wisconsin. We now have eight organized. We
will organize every district of our state and when
we do we will have at least 500 members.
With 500 alert, patriotic members, our effective-

ness as an organization will really begin.
Then we in Wisconsin will be in a position to

treat authoritatively with others and they with
us. If this will be the case in our state how
much more will this be true nationally.
I want to subscribe to the statement made by

our worthy president, I believe two years ago,
" give me 6,000 jewelers in the National Association
and I will obliterate every evil in the trade where
the manufacturers or the jobbers are at fault."
We must have members and we must have the

right trade spirit. This is the need of the hour. Let
us bend our efforts to the task.
Local or district clubs will give both. Let each

delegate therefore go home from this convention
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determined to push the organization of these clubs
through his respective state organization and to
organize one himself in his own city or district.
That I may not be misunderstood, let me say,

that I do not think that we should rest content
and hold other matters in abeyance until we
have become organized as indicated.
The work on the part of national and state

officers should be merrily prosecuted to the end
that the various questions confronting us may
soon be satisfactorily solved. The more effective-
ness our organizations show, the greater will
become the confidence of our brother jewelers and
the more readily they will join; if there be any
truth in the statement, all must hail from Missouri,
for they apparently want to be shown.

Closest union and co-operation should be
brought about between state organizations and
the national. Ways and means should be found for
conference between manufacturers, jobbers and
ourselves.

Convinced of the wisdom of such action the
Wisconsin State Association at its annual con-
vention held in Milwaukee last month passed a
resolution, declaring that the time was now ripe
for closer union of all the branches of the jewelry
trade and recommending "the formation of an
association composed of the presidents of the
several state retail associations and the presidents
of the several associations in the wholesale and
manufacturing branches of the trade, for the dis-
cussion of questions affecting the welfare of the
whole trade, and for the solution of complicated
difficulties in the relation of the several branches
to each other." To these should be added the
president of the National Association, who was
intended to be included I am sure but was evi-
dently overlooked.
With local or district, state and national retail

jewelers' organizations and the aforementioned
conference organization in existence I believe a
new era for the jewelry business will have arrived.
God-speed the day of its realization.

Chas. T. Robinson, assistant secretary of the
American Jewelers' Protective Association, de-
livered a very forceful address on the "Law of Co-
operation," during the course of which he urged
a more careful unity of interest between the various
branches of the trade.

Jos. Mazer, who has earned for himself the title
of "The Jewelry Orator from Oklahoma," delivered
an address on "The Survival of the Fittest,"
which was the oratorical gem of the convention.
Condensed to a few words his address was a
scathing analysis, merciless in its severity, of the
retail jeweler who tempts good fortune too far and
by devious methods of overstocking, is forced to
succumb to inevitable failure because his ambition
was not founded upon a natural growth. Mr.
Mazer's address was greeted with loud cheers and
applause.
The question of "Up-to-date Store Methods,"

was by R. D. Mitchell of Carrollton, Mo. His
paper discussed modern store methods and laid a
great deal of stress upon the sale end of the jewelry
business. One of the strongest points brought out
in Mr. Mitchell's paper was that no business is any
stonger than the man behind it. He emphasized
the importance of personality as a business factor.
As regards the salesmanship and its relation to
advertising, Mr. Mitchell emphasized the fact that
the first and best place to start advertising is in the
store, more especially the store window. His
address was very enthusiastically received and won
much favorable comment. It will be found on
page 1667, of this issue.
Geo. L. Brenning, of Kansas City discussed the

subject of "The Display and Package Problem."
He brought out many important points, more
especially emphasizing the value of properly dis-
played goods and neatly wrapped packages.
Considerable of his time was devoted to the value
of window displays and tastefully displayed goods.
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From the Jobbers' Standpoint

Fred G. Thearle, of C. H. Knights-Thearle Com-
pany, of Chicago, and secretary of the National
Wholesale Jewelers' Association, addressed the
convention jewelers on "From the Jobber's Stand-
point." He congratulated the convention upon
the success of its attendance and the association
upon the progress it had made during the past year.
He outlined the position of the jobber in his relation
with the retail jewelry trade, and stated that it was
the earnest wish of all jobbers to assist the retailers
in their endeavor to bring about the much needed
reforms in trade conditions. In a general way he
discussed the mail order problem, adding that he
believed the mail order houses had come to stay
and that the most effective method of attacking
them was through more individuality on the part
of retail jewelers and superior stocks and store
methods. The perusal of his address will call
attention to the fact that he touched upon the
question of credits and discounts. He gave it as
his opinion that the present method of allowing
long time settlements and too large discounts was a
greater evil in the jewelry trade than in any other
lines of commercial endeavor. This portion of his
address was in a way a criticism of the business
ability of the retail jeweler, but it was nevertheless
received with great approval by the convention,
and later in the discussion which followed it devel-
oped that there was a unanimous opinion among
the retailers that many of the trade evils could be
eradicated if the retail jeweler paid closer attention
to his credits, endeavoring to limit his buying to a
point where he could pay his obligations in thirty
or sixty days time and expecting only a small dis-
count for cash.

Mr. Thearle's address is as follows:

Somewhere on the pages of ancient history it is
recorded that of all "the captains of industry and
commerce" the jeweler took precedence in wealth
and influence; in fact, as a financial power he
easily led even the bankers; and, in times of dis-
tress and panic the humble banker was wont to
come to the mighty jeweler for assistance and
advice.

Either through unwise investment, or possibly
through too much sympathy for the suffering
banker somewhere or at some time in our ancestral
tree, fellow jewelers, deterioration or "dry rot"
crept in and a striking metamorphosis occurred, so
that instead of the rich and powerful jewelry mer-
chant exacting what today would be called a
usurious rate of interest from the banker, we find
the humble jeweler (manufacturer, jobber and
retailer) softly knocking at the banker's manganese
steel door for assistance in financing his business
(not only in times of panic but more frequently
than good business sense would suggest, in times
of prosperity); and, usually paying the top rate
for such accommodation because, in the banker's
language, his "business is a luxury and therefore
extra hazardous."
When and where this change took place it is of

little consequence to note but it has no doubt been
a gradual degeneration through many centuries.
Why it took place and the causes leading thereto
might well be subjects of our earnest thought and
consideration. To my mind, the business world
has been for many centuries in a half civilized state
and is only just emerging from the mental darkness
of semi-barbarism into the bright light of modern
civilization. It took the rulers of the world cen-
turies to learn that peace is always more desirable
than war—that peace gives to every man his birth-
right and that the friendly co-operation of the
individual, the state and the nation were most
desirable; while war takes from him not only his
property but that which no monarch could restore
to him and his family—life itself.
So it has come to pass in the commercial world

in recent years that guerilla warfare was found very
expensive and distressing; usually ending in the
extermination of one or all contestants. This led

(Continued on Page 1639)
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As Dainty as the   Lilies of France
are the new creations in Chains, Fobs,
Bracelets and Lockets that bear the Fleur-
de-lis trade mark. The public is now in-
sisting that the jewelry it buys Allan bear
the trade mark of a reputable house.

Why a jeweler will buy a bracelet that is
not stamped, that is guaranteed by nobody,
and is usually no good, at this stage of the
game, is more than we can understand.

—

e  

When you buy the Fleur-de-lis line you get
what you think you get.

You Should Insist n goods stamped
With the Fleur-de-

lis because it has become recognized as a standard
of merit in every article that bears it as a trade mark,
and you can't lose in handling this line.
Every Bracelet and Locket that bears the Fleur-de-lis
for a trade mark is made of 12 K 1-20th stock and
will make you a satisfied customer. It is the customer
that buys over and over again that pays you a profit.
Sell a reliable line and bring them back.
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to the first acts of co-operation and it was foundthat
peace soon reigned where war was as frequent as is
reported in some of the Central American States.

All of this co-operation has been the result of
deadly competition. Men are realizing more than
ever the independence of the human business
family and that the distress and failure of one
affects disastrously the whole race. Other lines of
business more staple than our own have been
quicker to realize this, and we were about the last
to awaken to the serious condition into which we
were drifting. We are, as jobbers and retailers
nearly all of us our own worst enemies, prone to
eat each other up and destroy each other's profit
instead of having for our motto, "Live and let
live." We have fought too much for the exter-
mination of each other. However, the light has
dawned upon us now and you, the retailers, are
well organized; the jobbers are well organized and
the manufacturers are well organized; all with but
one purpose—to remedy existing evils and bring
about a better feeling in the various branches of the
trade. Our interests are common, as we each
need the other.
The manufacturers must remember that the

jobber saves him money in the distribution of his
product and furnishes him ready cash for the
carrying on of his business. The jobber must
remember that the retailer is his best friend and
that he must protect the retailer's interests as he
would his own. The retailer must remember that
when he restricts the jobber's business to the
legitimate jewelry channels, he is in duty bound to
reciprocate to the jobber by buying every item he
can of him and not strive continually to go over the
jobber's head and buy from the manufacturer.
What would you think of a jobber who would

sell you a bill of goods and put a fixed selling price
on them for you and then send his salesmen right
into your town and go from house to house and call
on your best customers and offer the same goods at
a better price than you were allowed to sell them at?
I venture to say he never would sell you a second
bill; and, yet that is practically just what some
manufacturers are doing today with the jobber.
The restricting of the jobber to no retailing and

no outside trade is in many instances a sizable
curtailment of his volume of business. This, with
expenses increasing, makes it a hard proposition

to carry on his business profitably.
There is an old saying that "Time is money."

Well, is it? The jewelers ought to know if anyone
does as they deal in time pieces and are the time-
keepers of the world. One would think by the
looks of some of the jobbers' ledgers that "Time"
was not "money"; and, in paying bills, it is not
considered by the average retailer who often takes
both the time and the cash discount. This is an
unfair custom and the habit of buying dating
instead of merchandise is becoming so prevalent
that it can only lead to overstocking and distress
to nearly every one in business.
I am one who believes that a return to the regu-

lar terms prevalent ten years ago with a reasonable
time and a sensible cash discount would lead to
much better conditions, much better business men
and much better profits. To both the retailer and
manufacturer as well as the jobber, "Time is
money"; and, someone has to pay for it. We
have as a trade so drifted into the long time idea
that it is possible that this accounts for the rapid
growth of mail order and department store business
whose dealings are nearly all on a cash basis;
making them more alert than the jewelers are in
their business methods. One of the answers we
get from manufacturers when we ask them to
cease selling the department store is "We need the
ready cash."
Much has been said and written concerning the

mail order houses and their competition and while
I think this has been somewhat overestimated, it
certainly is well for us to consider their methods
that possibly we may find where we may better our
conditions. The secret of their success is not by
any means in their buying power only, although
that is a prominent factor. From interviews held
with men prominently identified with mail order
concerns and who have had previous experience in
other lines, I learn that they attribute more of their

success to the methods used in handling their busi-
ness rather than to prices. They believe that if
the ordinary retail merchant would adopt the same
methods they could restrict the mail order business
to a very narrow field. One feature, always bring-
ing out new goods and keeping ahead of the times,
is considered their strongest asset. Liberal treat-
ment of customers in case of dissatisfaction with a
purchase is another strong point. The head of the
largest mail order house goes on the theory that
only one man in a thousand is dishonest; and, if
they will take their loss on this one man and not
dispute him, they will be ahead in the long run.
Not until all the jealousies among competitors in

our line disappear will we come into our own in the
jewelry business. The buying public is quick to
note anything said of a competitor and be in-
fluenced by it and go to the department store in
self defense. The carrying of a stock too long is an
expensive proposition. The department store sells
at special sale and disposes of undesirable stock and
puts new and attractive lines in its place. They
pay cash for their merchandise and keep their cash
discounts and yet they are not equipped with the
personality of the jewelry salesmen.

SECRETARY CLAUD WHEELER

There is no business in the world that is clearly
more attractive and capable of yielding satisfac-
tory returns on the investment than the jewelry
business. The retailer deals largely in merchandise
that appeals to all the higher and nobler sentiments
of the human heart. Because of their enduring
qualities, gifts of jewelry are, more than any other
merchandise, sought after to give expression to the
strongest sentiments of love and affection. The
opportunity the retailer has of coming into per-
sonal contact with his customers is a wonderful
advantage.
Gentlemen, it is for us manufacturers, jobbers

and retailers to restore our business to its former
position of power and financial importance.
Water does not rise above its own level; so, a
business cannot rise above the ideals and standards
of the men who run it. Only through association
work and with each other can we reach the highest
standards of modern merchandising and by a
getting together and sticking together' can we
accomplish the desired end.

John A. Abel, of Abel Brothers & Company,

New York, read a most interesting paper entitled

"The History of Birth Stones. For years there

has been no uniform list of birth stones and the

subject received much attention from the manu-

facturers as well as from the National Retail

Association. Mr. Abel's paper treated the subject

very fully. His remarks were confined to a list of

birth stones as approved by President Roberts,
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and published in THE KEYSTONE recently. He
treated the various stones from their scientific,

sentimental and commercial values. His paper

is published in full elsewhere in this issue.

H. E. Duncan, of the Waltham Watch Company,

delivered a most interesting lecture before the con-

vention on the subject of "Wireless Time Service

and its Adoption by Jewelers." In the Waltham

Company's exhibits Mr. Duncan installed a wire-

less outfit and, with the assistance of the electrical

engineer of the Kansas City fire department,

illustrated the work of wireless in its relation to the

distribution of time. Mr. Duncan's lecture, as

well as the experiments he made, were intensely

interesting and demonstrated to the retail jewelers

present that wireless holds out great possibilities

for them in the matter of time distribution. Mr.

Duncan explained that within the very near future

the government will have completed its new wire-

less station near Fort Meyer and would be sending

out the time from this station from coast to coast

and to all ships on the sea. At a very small cost,

not exceeding $35.00, retail jewelers could install

an apparatus which would bring the exact time to

their store instead of relying on various telegraph

companies which have usurped what is clearly the

duties of the retail jewelers, viz.: the distribution

of time.

Value of Jewelers' Clubs

A. L. Thoma, of Piqua, Ohio, president of the

Ohio Retail Jewelers' Association, delivered a very

interesting address upon the subject of clubs. He

explained that much of the succas of the Ohio

organization was due in large measure to the forma-

tion of jewelers' clubs in the larger cities of the

state, and urged all the various state officers

present to go back to their states and make an

earnest effort to organize the jewelers of the var-

ious cities into local organizations. His remarks

on this subject, as well as those made by Gustave

Keller, of Wisconsin, on the same subject, were most

heartily received and it is assured that the next

year will witness much progress along this line.

The necessity of having an expert organizer in

the field as secretary was emphatically brought

before the attention of the jewelers in an address

delivered by A. E. Barker, of Minneapolis, on the

subject of "Stop Playing with Pennies, use Dollars.'

In his address Mr. Barker stated that the crying

need of the association at this time was the expert

services of an organizer who could devote all his

time to the question of furthering the work of not

only the state associations, but of the national

body. He was in favor of increasing the annual

dues so as to make possible the services of this

expert organizer. His address, which contained

many helpful suggestions on the questions of or-

ganization, was in part as follows:

Mr. President and Gentlemen of this Convention:

I am more than pleased—I am gratified beyond
expectations—at the splendid convention this has
proved to be, and while we are here assembled
and are in the very midst of a successful gathering
of the jewelers of this country, with high hopes for
the future, and are congratulating ourselves on
the success of this movement up to the present
time, I believe it to be my duty to call attention
to some of those things which are uppermost in
my mind.
I hope that what I shall say in the few minutes

that are allotted to me, will in no manner be
construed as finding fault with what has been
done up to the present time, for I wish to give full
credit to all those who have taken the lead and
done the work up to date; and let me say here
and now, that I believe the foundation has been

(Continued on page 1641)
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well laid, and more has been accomplished than
could reasonably have been expected, when all
conditions under which we have been working are
taken into consideration.
The past history of all movements to better trade

and commerce and distribution of merchandise
leads us to the conclusion that we must improve on
former methods by strengthening the exchequer
of our organization and the employing of expert
talent. I believe you will all agree to this, if we
are to accomplish the many things we are striving
for.
The one thing that we must all acknowledge is,

that we must have more money in order to carry
forward this work. That being the case, let us
assess ourselves a reasonable amount.

Is there a man before me today who believes
the present dues are sufficient to carry on this
work? Is there a man before me who, when he
thinks of what the association is expected to accom-
plish, does not almost blush for the absolutely
unbusinesslike and ridiculous proposition that we
put up to ourselves when we talk about three
dollars or five dollars per year for us to give to a
work of this kind. Here we are trying to overturn
a system of distribution of merchandise that has
been taking root and gaining ground for fifty
odd years, and we are asking our officers to carry
forward this work with a little, measly stipend,
and not one of us but squanders twenty times that
amount every year for things of no consequence
to our future business development.
Should we not blush for shame when we call

upon our officers and executive board for a report
of what they have accomplished during the past
year, when we remember the few pennies we have
put into the contribution box?
Don't you think, gentlemen, that in years to

come each and every one of our presidents and
secretaries, after having contended with a proposi-
tion of this kind, after the excitement and honors
of the office have died out, will only be too glad to
lay down and let some one else do the struggling
act?
Now, some of you may wonder why I say these

very discouraging things at a time when, to all
appearances, we are doing well. It is just this,
gentlemen: I want you to take advantage of the
conditions as we find them today and I want you
to go home to your respective state associations
and formulate some kind of a financial regime that
will permit you to hire a secretary for your state
association who has expert knowledge of how to
organize, how to get members and how to keep
after getting them.
There are six or eight states represented in this

association who should employ a two thousand
dollar man for secretary, and others who should
pay one thousand to fifteen hundred dollars,
and these men should devote their entire time to
the work.
Then I would have a five thousand dollar man for

the national secretary; and I want it understood,
if we pay five thousand dollars a year to the
secretary of the A. N. R. J. A., that said secretary
would be expected, and very properly so, to
produce results. For this position it requires a
man who is versatile, who has fine talent for
organization work, who is good with the pen, who
can get the attention of busy men, and when he
speaks can say something of interest that will hold
their attention, who is diplomatic and at the same
time tenacious as a bull dog, so that when he gets
after something he will not let go his hold until he
has the fight won; and if he is an enthusiastic
speaker, so much the better.
Turn a man of this kind loose among the jobbers

and manufacturers, and I make the prediction that
there will be results that will astonish some of the
fellows who are now singing the song "We can't
do anything."
And finally, gentlemen, I wish to say just a

word about the struggle that is now on in the
commercial world. Retail merchants are fully
aware that the distribution of all kinds of products
must be systematized in such a manner that the
consumer will get the best possible service at a
fair price for the same.
Out of the conglomerate mass of systems now
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in vogue will come a clean, wholesome and fair-
to-all system; the different lines of goods will be
so classified that a jeweler will know the goods
that belong in his line and the hardware merchant
what is his, the furniture man his, the druggist
his, the grocer his, the dry goods man his, the shoe
man his, and so on down the line. There will be a
lawful classification of something like fifty or sixty
lines of merchandise. A man chooses his occupa-
tion and he knows the line of goods that the law
prescribes, and he will be permitted to sell those
goods and no others.
Under such a system, the furniture dealer will

not be permitted to buy goods that belong in
the jewelry line at wholesale or vice versa; in
short, the Butler Brothers system of wholesaling
will be eliminated, and if such firms wish to issue
catalogues they will be obliged to issue a catalogue
for each line of business separately and confine the
sending of these catalogues to those who are en-
titled to have them.
Now just a word on the subject of a united effort

by all the retail associations. Something like four
or five years ago a few of those who are interested
in organization of the retail dealers in Minnesota

TREASURER J. ROWLAND STEBBINS

conceived the idea of forming a state mercantile
federation to take care of state legislation in the
interest of the retail dealers of the state; and our
idea or plan was that out of the different state
federations would be formed a national federation
to represent those same interests in Washington
and take care of federal legislation.
There were others who were thinking along these

same lines, and the National Federation of Retail
Merchants was organized in Chicago last October;
and while that association did not come into exist-
ence just as we had planned, the final outcome will
be the same.

This National Federation is officered, so I am
told, by an able and talented set of men who are
worthy of our best support, and they should and
must have the co-operation of this and all other
associations of retail dealers in the United States.

Therefore, gentlemen of this convention, allow
me to say in closing this address, that if the
different state associations will finance this deal
properly, and co-operate with the National
Federation of Retailers, we will no doubt be
successful in procuring needed legislation. That
will be a splendid victory for the consumers as
well as the retailers, jobbers and manufacturers
of this country. These, gentlemen, are my reasons
for saying,—stop playing with pennies and use
dollars.

National Jewelry Publicity

The question of national publicity for jewelry
fashions, for which the Oklahoma Retail Jewelers
Association is entitled to credit for having origi-
nated, came up for a lengthy discussion. At the
Richmond convention last year some mention was
made of a plan to establish a department under the
control of the national associetion, which should

have for its purpose the classification of new modes
and fashions and the exploiting of them before the
general public, through newspaper and magazines.
The matter has also received careful consideration
from the National Wholesale Jewelers' Association.
At the Philadelphia meeting of this organization
a paper suggesting the feasibility of a national
jewelry campaign was presented and met with the
emphatic favor of the jobbers. Few, if any, argu-
ments have ever been offered against the plan, and
it would seem as if the only bar against its ultimate
consummation is the enormity of the task. It is a
question well worthy of careful and painstaking
study. Arguments in favor of such a plan was
presented by Frank H. Robertson, of Blackwell,
Okla., who is chairman of the national publicity
committee. He went into the subject thoroughly
and outlined a plan which would make possible
such a campaign. A special committee consisting
of W. A. Jones, of West Virginia; Chas. T. Evans,
of New York; A. L. Thoma, of Ohio; A. C. Camp-
bell, of Oklahoma and A. J. Stoessel, of Wisconsin,
were appointed with Frank Robertson, of Okla-
homa, as chairman, to consider the paper and the
plan suggested and report back to the convention.
They presented the following recommendation,
which was unanimously adopted:

Your publicity committee recommends the
appointment by the executive committee of a
board of publicity which shall plan and execute a
general advertising campaign somewhat along
the lines of the Oklahoma plan; under the super-
vision and with the approval of the National Ex-
ecutive Board.

Mr. Robertson's Address

Mr. Robertson's address was as follows:

Since the beginning of time men, have banded
themselves together to protect their interests as
they saw them and it is in the way they conceived
their interests to lie and to the extent that the
majority of a given body of men have agreed upon
that conception that has fixed for us the history
of man. Equally true it is that these changes have
been brought about by a very small body of men
as compared to the number involved or benefited
by the change in question and their concerted ac-
tion.

Society as a whole is conservative, a leveler of
people and prone to object most strenuously to
any action which disturbs her well ordered routine.
She immediately classes as anarchistic anything
which seeks to interrupt the even tenor of her way,
punishing even to death, men who in the ages past
had the temerity to raise their voices in protest
against the ignorance and superstitions which held
men bound. Even scientific truths were not
accepted when they refuted the well established
fictions of the society of the times.

Things true of society as a whole are no less true
of any of its parts or units. Men are brought to-
gether by their common troubles just as they are
held apart by their several successes. We candidly
acknowledge that evils have filtered into the
jewelry business and it is to combat these same
evils that jewelers in every community have
banded themselves together seeking by the might
of numbers to combat these evils. We have
coalesced these communities into state associations
and the several state associations into the national
body. We meet here to promote the jewelry
business, but let us analyze the motives which
have actually brought this body of men together.
Those of you who are familiar with the earlier
sessions of this organization will bear me out I
believe in the statement that the sentiment ex-
pressed was to force somebody to do something
and the idea advanced was to be attained at some
future time when the association had attained the
growth it was proposed to have. I recall that
prior to the Omaha convention some of the speakers
who were not retail jewelers were in a position to
sympathize with the red shirted hunter who came
to a fence and read the notice "Beware of the
bull." Happily this condition is passed and the

(Continued on page 1652a)
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CLOSE confinement to your business day after
day for months at a time is bound to spin a
cobweb over your trade-getting ideas.

Give your brain a house-cleaning ! Brush away the
cobwebs ! Get away from the store for a few days at
least, or a few weeks if possible. Come to Chicago
and profit by its many attractions. See how the big
kings of State Street are getting the business. Make
it a combination business and pleasure trip and the
cost will be an investment instead of an expense.

A visit to our showrooms alone is worth the entire
cost of the trip. We are now showing the largest line
of jewelry stock that we have ever displayed, and
there are many new pieces that you will want to see.

Make your headquarters with us while in the city
regardless of whether or not you wish to buy.

31 N. State Street, CHICAGO

Columbus Memorial Building
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the general high character of the "Chelsea " clocks, and from our Catalogue, furnished on

request, you can sell other models. TRY IT.

YOU want the BEST? Ask for the "CHELSEA" clock

CHELSEA CLOCK CO.
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The Synthesis of Precious Stones

Address Delivered by Isaac H. Levin, before the Convention of the American National
Retail Jewelers' Association, at Kansas City, Mo.,

Precious stones and the precious metals have
always had a strong fascination for those who like
to create. The science of chemistry, as you well
know, has grown out of the vain attempt to manu-
facture gold out of something that was not gold.
One might ask to-day "Is it absolutely impossible
to manufacture gold?" Who is there that can say
"Yes or No"? One might ask, "Is it possible to
make the precious stones?" and we can answer
that the diamond, the emerald, the ruby and the
sapphire have all been made in the laboratory and
that the ruby and sapphire are being made on an
industrial scale.
The processes for making the diamond and

emerald are very costly and uncertain, and the
Products very tiny or simply too thin to make it
worth while for anyone to synthesize these stones
on a commercial scale.
The ruby, as a result of the accumulated efforts

of the past seventy years, has recently been suc-
cessfully synthesized and the making of it forms
part of the ever-growing field of chemical industry.
Still more recently the sapphire was successfully
synthesized and is now also being produced on a
Commercial scale.
It may here be emphasized that the so-called

synthetic diamonds or emeralds, afloat on the
market, are imitations pure and simple.
Before considering the precious stones in detail,

it would be well to review the characteristics com-
mon to all:
In the first place, their value is due to the per-

manence of their beauty, and this permanence is
due to their hardness and to the fact that the
stones are chemically inert and resist corrosion.
Their beauty is due primarily to the way they
effect light. To be sure, extraneous conditions,
such as custom and perhaps rareness, also effect
their value.
There is but one instance where precious stones

are valuable when they are not beautiful and that
is in the case of the black diamond—the bort.

Secondly, we find that all the precious stones are
crystalline and transparent varieties of very com-
mon minerals. The diamond may be considered
as a masterpiece of the Earth's work on carbon.
The ruby and the sapphire are part of a large
family known as corundum of which the ordinary
emery stone is a very humble relation. They
differ from the emery stone by being purer and
transparent.
In the third place, the colors, whenever found in

the precious stones, are due to impurities which
are usually minute quantities of the metallic oxides.

It will be noted from the foregoing that there
must exist some critical condition at which the
common variety of mineral is transformed into a
precious stone.
I shall now take up the detailed discussion of

these stones and try to make clear the processes by
which transformations take place.

The Diamond

We find that the diamond, graphite, and amor-
phous carbon are, chemically speaking, one and the
same. The chemist has determined the identity
by burning an equal weight of each in oxygen and
obtaining equal weights of carbon dioxide. A
carat of diamond would produce about four carats
of carbon-dioxide.

The most interesting synthesis of the diamond
was that of the celebrated French chemist, Moissan.
He obtained his clue from the analytical work done
by Freidel, another French chemist.
The Devil's Canyon was once littered with

meteorites. Some of these found their way over to
France and when analyzed by Freidel, tiny micro-
scopic and microscopic diamonds were found im-
bedded in the mass of iron. Moissan tried to
reproduce the conditions of the fiery meteorites.
In an electric furnace he placed a carbon crucible
containing pure iron and very pure carbon. The
carbon dissolved in the molten iron until a satur-
ated solution was formed and while the material
was at white heat, he plunged it in a bath of molten
lead and sometimes mercury. The sudden cooling
caused tremendous internal pressure and the
liquid carbon solidified on cooling and was crys-
tallized into a diamond. The products were micro-
scopic but were hard, showed the crystalline form
and on chemical test proved to be diamonds.
One little fellow weighing about six miligrams,
that is, about 3/100 of a carat, when burned in
oxygen produced about 23 miligrams of carbon
dioxide. Theoretically 22 miligrams should have
been produced and this fact shows conclusively
that the material he did produce was diamond.

Unfortunately we are no wiser today as to just
why or how the carbon can be turned into a dia-
mond and the problem is as far from being solved
today as it was in Moissan's time.

The Emerald

The emerald is a green variety of a group of
stones known as beryl. Its composition is quite
complex. It is made up of the oxides of three
metals: oxide of aluminum, oxide of glucinium,
and oxide of silicon or ordinary quartz. Chemi-
cally it is known as a metasillicate of aluminum and
glucinium and has the chemical formula of:

Al, G1 (Si 03) 6.

They were first successfully synthesized by
Hautefeuille and Perry in 1890. The proper pro-
portions of these oxides were mixed with a little
chromium-oxide to give the green color, then were
dissolved in a bath of dimolybdate of lithinum and
kept at a temperature of 800° centigrade for about
15 days. The products while beautiful and having
the pure crystalline form of the emerald, were
extremely small and very expensive to produce.
All attempts to date, since that memorable one,
have not succeeded in producing a synthetic
emerald commercially.

The Ruby

The ruby was the first of the precious stones to be
synthesized commercially and has a more fascinat-
ing history than either the diamond or the emer-
ald. Chemically speaking it is simply the oxide
of aluminum which is known as corundum, with a
little chromium-oxide to give the rich pigeon blood
color. This oxide is soluble in many more sub-
stances than either the emerald or the diamond.
The first attempt to make a ruby were to dis-

solve alumina and then to have the ruby crystal-
lize out on cooling. It was also tried to have the
alumina in the gaseous form and then have it con-
dense into solid rubies. Both methods turned out
to be very uncertain and although attempted by
many chemists in France they never produced
stones sufficiently large or thick to be worth much
from the jeweler's standpoint. Among the at-
tempts to make the ruby by the former method it
will be interesting to note the work of Fremy and
Hautefeuille. In a large crucible the oxides of
lead, aluminum and chromium were mixed and
placed into a furnace used for glass making for
about 7 or 8 days. A mass of rubies weighing from
60 to 80 pounds was produced but in all that not
one stone could be found sufficiently large to be
worth cutting. In every case the crystallographic
axis was too small.
Of the latter method the most interesting work

was done by Fremy and his collaborator, Verneuil.
In a large sand crucible carbonate of potassium,
alumina, and some chromium-oxide were thor-
oughly mixed with charcoal dust. In the centre of
this mass a core of alumina and the fluoride of cal-
cium were mixed. By slowly heating the crucible,
the charcoal turned into gas and left the inside of
the crucible porpus. Each hole became a nest
where a ruby was born. The process was carried
on very slowly, but in every case the rubies were
very tiny. In order to make one large crystal it
seemed necessary to heat the crucible very very
slowly, perhaps for years. If the assumption be
correct and if a large ruby could thus be made, it
would be a very interesting product, but I fear
much too costly.
The ruby was ultimately synthesized commer-

cially by the application of the oxy-hydrogen flame.
The first experiments were carried on by Gaudin

who was the first to melt quartz which has a
slightly higher melting point than the ruby.
While he succeeded in producing transparent
quartz, try as he might, the alumina that he fused
was always opaque. After spending a large for-
tune and about 30 years he concluded that it was
impossible to get the ruby by using merely the
oxide of alumina because of its tendency to devitrify
and become opaque.

Describing his experiments he states that the
alumina melts at a high temperature without first
passing through a pasty state, becomes fluid and
suddenly evaporates like camphor.
For 15 years from the date of Gaudin's last ex-

periments no advance was made. At about that
time there appeared on the market more rubies
than could be accounted for. Rumor had it that
a new mine had been discovered. The facts were
that a priest had obtained the small ruby chips
from the lapidaries and had succeeded in fusing
them into a larger mass by the use of the oxy-hydro-
gen flame. The unrealized dream of the scientist
was thus accomplished by a simple layman.
These products were extremely poor and were the
original reconstructed stones for they were made
up of parts of the natural product. The imper-
fections that today would seem glaring were not
much noticed at that time.
These reconstructed rubies gave way to the more

beautiful product made by Prof. Verneuil who
succeeded in forming the stone by direct fusion with
chemical alumina and chromium oxide instead of
using ruby chips. It took Prof. Verneuil, however,
20 years to perfect the process as it is used today.
Briefly put, the apparatus is a torch consisting of a
vertical tube with a cylindrical shaped top as can be
seen from the photograph. The oxygen enters the
upper part and the hydrogen enters the tube. The
material that is going to form the ruby, powdered
alumina and the oxide of chromium, is placed in a
sieve-bottomed box. This box is then placed
inside of the cylindrical shaped top. When the
torch is lit a little hammer is caused to knock
periodically on the top of this box and particles of
alumina are blown into the flame. In the begin,
ning of the process the flame is comparatively cold
and just heats an earthenware rod that is so placed
as to catch this powder. As the powder continues
to fall on this rod, it forms a pyramid. The heat is
gradually increased until the top of this pyramid
becomes molten and a tiny stalk, a so-called pin-
head, begins to grow. At this stage the flame is
made still hotter and the falling powder falls in
molten drops upon this pin-head. Each succeed-
ing drop falls upon a larger sphere until ultimately
the pear shape, or so-called ruby boule is produced.

This boule is one single crystal with the optical
axes directly perpendicular to one another. When
the stem or tail of this boule is broken the stone
breaks in two. The great difficulties encountered
by Prof. Verneuil in his early attempts was be-.
cause of this peculiar nature of the stone. Acci-
dently he obtained a small boule formed on a long
straight stem and for 11 years afterward he failed
to reproduce the same stunt. The rubies that he
tried to make were all formed on a very wide base
and upon cooling broke into tiny particles.

There are many technical details connected with
the getting of the pure alumina. Suffice to say
that the material must be extremely pure, for
every impurity has a tendency to spoil the product
by either spoiling the color or making the material
brittle. In one instance one part in 200,000 or

(Continued on page 1652)
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If They Knew
that they could get, without a sacrifice, what they have been wanting for years,
how many more sales would you have made of Pearl Jewelry in June or any
other month ?
How many more customers would you have delighted if you had told them of

The Japanese Cultured Pearl
Many a pearl lover to whom the pearl appeals, not for its rarity, but for its
beauty, its purity, its subdued charms, would not tolerate an imitation, but would
welcome a gem that has all these magnetic virtues and is at the same time accessible.
Do You, Retail Jeweler, pay this article the attention its sales and profit making
properties deserve ? It creates a market of its own. It interferes with no other
branch of your business.

Paris
Idar
Providence
San Francisco MAPS 68 Nassau St., New York 
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The Call of the Moose
is very noticeable through-
out the land ; but there are
others. The various organ-
izations are going to be
extremely busy this Fall. Many emblems will be used, not only for
political purposes, but for Fraternal Orders. This is where we excel.
We specialize on Fraternal and Lodge emblems of every description.
Numerous new designs ; prices always right ; quality up to " The Rose"

standard. Send us your orders. Write for selection
package.

HENRY FREUND 0 BRO.

EMBLEMS and
JEWELS

Elk
Masonic
Eagle
Moose
Shrine
Knights of

Columbus

" SELLERS OF
SELLERS"

71 Nassau St., New York

We are official manufacturers and headquarters.

DIAMONDS
WATCHES

JEWELRY

Complete lines at all times.
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NEW YORK, August 12.

Everything points to a successful season for the
jewelry trade. Manufacturers and wholesalers
in and around New York, almost without excep-
tion, are confident that the jewelry trade will
soon enjoy the best business it has had in years.
Encouraging reports are being received from the
travelers, especially by those west of the Missis-
sippi. Here and there throughout the country
local conditions, as in that section of the south
recently devastated by floods, have had a tendency
to retard the feeling of optimism that retailers in
most states are enjoying, but the nation-wide
boom in business, that is promised on almost
every side, should offset even these.

This year's grain crops in the United States will
he far in excess of last year's yield, it was estimated
recently by the Department of Agriculture. They
wi I be better than the average crops for the last
ten years, and in the case of a number of products
will make a new record if present estimates are
not overthrown by conditions at present unfor-
seen.
An unprecedented car shortage confronts rail-

ways and shippers this fall unless care is taken,
according to a statement by W. A. Garrett,
chairman of the association of Western Railways.
In a circular sent out to traffic managers and com-
mercial organizations throughout the country he
finds by looking up the statistics that unless the
shippers give help the country will be confronted
in October by the worst shortage in its history
ranging from 60,000 to 180,000 cars.
The largest crops in history are the reason he

assigns for the situation, and he asks that all
cars be loaded to their greatest capacity, and
that shippers unload cars the day they are re-
ceived.

Solid gold and silverware lines are experiencing
renewed activity after an unusually quiet spring
and summer trade. Large dealers in diamonds
and precious stones, with here and there an excep-
tion, report better business. Among the latter
Arthur Lorsch, of Albert Lorsch & Co. is par-
ticularly optimistic. "I am confident," he said
recently, " that we are to witness better conditions
this fall than we have had since the panic of 1907.
Not even politics can interfere with the period of
prosperity that is approaching. Regardless of
what ticket is elected in November, every branch
of business will improve."

Trading in the New York cut glass market
showed noticeable improvement recently. Sub-
stantial mail orders were received from salesmen
now out with fall lines, and spot buying has been
more active under the stimulus afforded by the
increased number of out-of-town buyers in the
market. One of the most gratifying features of
the recent business was the attention given to the
better grades of the various wares. Steady
improvement is looked for in buying from now on
and a feeling of optimism is general in the trade.

Several out-of-town jewelry and cut glass
manufacturers now have lines on display in one or
other of the leading Broadway hotels.

Dividends paid recently according to The
National Jewelers' Board of Trade: Anderson
Mitchell Jewelry Company, Spokane, Wash.,
first dividend 3 per cent; R. E. Brackett, Lansing,
Mich., second and final dividend 12.8 per cent;
James Clegg, Buffalo, N. Y., first and final dividend
333/ per cent; S. A. Crandall, Santa Barbara,
Cal., first and final dividend 19.948 per cent; El
Paso Optical Company, El Paso, Texas, first,
second and final dividend .0375 per cent; E.
Fleming, Lincoln, Nebr., first dividend 10 per cent;
Globe Jewelry Company, Globe, Ariz., first divi-
dend 5 per cent; Thomas L. Griffin, Roanoke, Va.,
20 per cent composition; A. Moseka, Oberlin, Ohio,
third dividend 23/ per cent; 0. A. Reed, Kansas
City, Mo., fourth dividend 5 per cent; Reinhard
& Co., Baltimore, Md., fifth payment on extension,
of 5 per cent; Rose Jewelry Company, St. Louis,
Mo., second and final dividend 10.6 per cent;
F. Wehrle Jewelry Company, Denver, Colo., first

dividend 10 percent; Max Zasloff,7 Stockton,
Cal., second and 'final dividend f.1383 per cent;
Blair & Crawford, Philadelphia,' Pa., first dividend
10 per cent; Charles Wathen & Co., Denver,
Colo., payment of 6 per cent; H. J. Winters,
Klemath Falls Oregon, first dividend 14.3 per
cent; George Wolf & Co., Louisville, Ky. second
dividend 10 per cent; Andrew Zemany, Windber,
Pa., first dividend 83/ per cent; and H. & B. A.
Friedlander, New York City, dividend of 32 per
cent.

Walter King, of the Julius King Optical Com-
pany, returned early in the month after spending
about 5 weeks at the family summer home,
Chatauqua Lake.
A very clever souvenir is that sent out by S.

Sternau & Co., Brooklyn. It is in the shape of an
ash tray, and shows in relief "the evolution of
Sternauware." One reproduction in relief is of
their first factory in 1887 and their present modern
factory which was constructed during the past
year.
Sigmund Stern, of Stern Brothers & Co.,

Nassau street, sailed for Europe early this month
on the Kaiserin Auguste Victoria, accompanied
by Mrs. Stern. They will visit Paris, London,
Berlin and other European cities and expect to be
abroad about six weeks.
A series of burglaries attempted in Mount

Vernon recently brought to light the fact that
$10,000 worth of jewels and family heirlooms were
stolen from the residence of F. M. Dunbaugh at
177 Summit avenue, Chester Hill, Mount Vernon,
on July 23. Mr. Dunbaugh has offered $500 for
information leading to their recovery. He had
taken the jewels out of a safe deposit box on the
23 and placed them in a bag on a dresser in his
bedroom when he went down to dinner. When
he returned they were gone.
A petition has been filed against John Klipper,

dealer in diamonds and jewelry, 80 Maiden Lane,
by Aaron Litwer of Amsterdam, Holland, by his
agent here, W. R. Vogeler, a creditor for $750.
The liabilities are stated to be $10,000 and assets
$1,000. It was said that he had been endeavoring
to get a compromise with creditors at 20 cents on
the dollar. Judge Holt appointed L. Harding
Rogers Jr., receiver, bond $500.
Schedules of Abraham Gerson, wholesale jeweler

of 35 Maiden Lane, show liabilities of $36,049
and assets of $14,254. Among the creditors are
the First National Bank of Bayonne, $1,300;
S. Kaplan & Co., $2,800; R. L. Breidenbach,
$2,500; S. Lindenborn, $1,973, and J. Schwen,
$1,400.

These jewelry buyers visited New York recently:
D. V. Wallace, Forbes & Wallace, Springfield,
Mass.; Miss N. King, John D. Taylor Dry Goods
Company, Kansas City, Mo.; J. W. Howland,
Crowley-Milner Company, Detroit, Mich.; Mrs.
L. B. Walter, Gimbel Brothers, Philadelphia, Pa.;
S. Lebolt and Miss M. E. Lawler, Rothschild &
Co., Chicago, Ill.•, A. Dupius, William Filene's
Sons Company, Boston, Mass.; Miss G. Ness,
Harris-Emery Company, Des Moines, Iowa;
Miss Sullivan, E. W. Edwards & Son, Syracuse,
N. Y.; W. A. McNaughton, W. A. McNaughton
Company, Muncie, Ind.; C. A. Gille, Linn &
Scruggs D. G. and Carpet Company, Decatur, Ill.;
H. J. Mayers, The Emporium, San Francisco,
Cal.; C. C. Scott, G. B. Peck D. G. Company,
Kansas City, Mo.; B. Hillman, Hillmans, Chicago,
Ill.; Miss Ness, Younker Brothers, Des Moines,
Iowa; W. Angrove, Pettis Dry Goods Company,
Indianapolis, Ind.; Coyne, John Wanamaker,
Philadelphia, Pa.; H. Morros, Morris, Mann &
Reilly, Chicago, Ill.; Miss Weyandt, Kline
Brothers, Altoona, Pa.; L. P. James, J. Goldsmith
& Sons Company, Memphis, Tenn.; Miss R. S.
Baer, Halle Brothers & Co., Cleveland, Ohio;
E. P. Albright, Scruggs, Vanderwoort, Barney
D. G. Company, St. Louis, Mo., and Miss Krueger,
J. Chess Ellsworth, South Bend, Ind.
Announcement was made by The National

Jewelers' Board of Trade that it will soon begin
the monthly noon-day luncheons which proved so
eminently successful last year. It is the intention
of the committee in:charge to endeavor to hold the

first luncheon for the coming season some time in
October, but no date has yet been decided upon.
Eminent officials in various walks of public life
will again address those attending the luncheons,
which are intended not only to be of an instructive
nature but also to enable members of the jewelry
and allied trades to become better acquainted
with each other.

Supplement No. 4 to the Official Express
Classification makes important changes in Rule 8,
effective August 16, covering shipments between
two points one of which is in Canada or Newfound-
land and the other in the United States. Hereto-
fore a double graduated charge has been applied
to and from exclusive offices. This has been
changed to a single graduated charge based on the
through rate per 100 pounds, and a "Manifesting
Fee" of 10 cents in addition to cover the expense
of Custom House papers at the frontier. The
elimination of the double graduated charge on
Canadian shipments will be welcomed by many
merchants.
The family of Mrs. H. Tannenholz

' 
who runs

the jewelry store of H. Tannenholz & Sons at
855 Lexington avenue, which was held up about
3 years ago by robbers, who shot and killed Maurice
Tannenholz and wounded his mother, has again
been robbed, and it is believed by the Tannenholz
family that the thieves were the same ones who
made the first attack. They were never caught
after the shooting and escaped in a taxicab with
two trays of diamonds. Mrs. Tannenholz re-
covered from her wounds, but her son died on
December 21, 1911, at the Presbyterian Hospital.
Three weeks after the son's death the store and
its stock were completely ruined by a fire.

A window in the store occupied by the East
Side Maiden Lane Jewelry Company at No. 170
East Houston street, was smashed recently by
bandits who escaped in an automobile after
trying to steal $60,000 worth of jewelry. Mrs.
Rosie Koshes, wife of the proprietor, foiled the
men. Her husband had left the shop to visit a
merchant. A few minutes after his departure a
large touring car stopped in front of a drug store
nearby. Two men alighted and walked across
the street. They stood in front of the window
on the First avenue side of the shop and were
apparently selecting a ring.

Mrs. Koshes sent a clerk across the street to
the drug store to get a glass of water. He noticed
the man standing in front of the window and
the automobile across the street. He had just
entered the drug store when a crash was heard.
The jeweler's wife rushed into the street and
reached a man with a lead pipe hammer just as
he raised it for a second blow. With her right hand
open, she gave him a buff on the head that sent
him sprawling.
While everybody stood around gaping at the

hole in the window, the fellow actually brushed
the street dust from his clothes. The leisurely pair
of bandits got in the auto, one in front and one
behind, the driver put on speed and the auto
soon disppeared.

S. J. Heiman, representing R. L. Moorhead &
Co., will leave August 17, for a two weeks' fishing
trip in New Hampshire. Fred Moorhead will leave
the same time for a two weeks' automobile trip to
Cottage City and The Berkshires.

According to Ferdinand A. David, head of a
Newark detective agency, who has been detailed
to investigate the career of Frank Henry, who
gained a reputation in Middlesex County of a model
husband, Henry has committed 2,000 burglaries
in 26 years of hidden crime. As the result of a
raid on apartments Henry had at No. 12 Waverley
Place, N. Y., jewelry and melted gold valued
at $5,000 is in the prosecutor's office at Essex today.

Mills & Gibb, the Pratt & Framer Co., L. W.
Levy & Co. and Samstag & Hilder Brothers
established that gold-plated lace pins were properly
dutiable as "manufactures of metal" at 45 per
cent ad valorem under paragraph 199. Collector
Loeb had assessed duty at 60 per cent as jewelry.

In gratitude to friends with whom he had lived
for 20 years, John Frederick Crane, rich jeweler,
of Newark, left the bulk of his $160,000 estate to
August Schlegel and wife, of 47 Brevoort place,
Brooklyn. Mr. Crane, who was a senior member
of the firm of Manderville, Carrow & Crane,
died in the Schlegel home February 10.
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Our Recent
Importation of
Diamonds
is now in stock. The great care exercised in the purchase
of the goods, and we purchase for cash, enables us to offer
Diamonds of excellent quality at reasonable prices.

Our Diamond buyers have just returnied from abroad,
and it is their opinion that prices will be much higher
because of the scarcity of good Diamonds and the
unprecedented demand for them. So it will be to
the interest of those intent upon the buying of Dia-
monds to make their purchases as early as possible.

We solicit your business and will give your orders
prompt attention

BENJ. ALLEN & CO., Chicago
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For several years the Continental and Com-
mercial Bank of this city, one of the largest
financial institutions in the country, has issued an
analysis of crop conditions and business prospects
in August of each year. Past experience has
proved these reports so accurate that they have
come to be regarded as unquestioned. The
western business world has therefore come to
regard the annual statement of this bank as most
thorough and accurate and as near infallible as
anything of this nature that may be compiled. A
resume of the report will therefore be read with
much interest.
A total crop of 660,000,000 bushels of wheat

is indicated, 20,000,000 bushels less than the
government figures, while the estimate on corn
is only 11,000,000 bushels out of the way at
2,800,000,000 bushels. The estimate on oats
is 1,200,000,000 bushels or 7,000,000 bushels less
than the government's August figures. Other
estimates also generally approximate the official
figures. Rye is placed at 38,300,000 bushels;
barley, 200,000,000; potatoes, 360,000,000; and
the cotton crop at 13,100,000 bales. In its esti-
mate on hay it is much below the government's
estimate-60,000,000 tons, compared to the
official estimate of 73,000,000 tons.
In summing up agricultural conditions the report

says: "A volume of agricultural products, 30
per cent larger than last year, will return to the
farming community the most profitable results of a
decade. The industries of the country have been
feeling the stimulus of the prosperity of the tiller
of the soil, and the ample supply of the needs of
the people. The only prosperity is that which
comes from the agricultural production, and that
is assured."

The Business Outlook

A hopeful view of the general business outlook
is taken. In this regard the report says in part:
"Considerable material progress has been made

in the business world toward a complete recovery
from the depression, resulting from the slowing
down process, made necessary in 1910 by the too
rapid expansion in our industrial and commercial
activity, undue speculation in land and the tying
up of too much liquid capital in projects in process
of development and not sufficiently seasoned to
make their securities readily convertible.
"Money contines plentiful, and the agricultural

outlook of the country is satisfactory, with a
promise of a production considerably in excess
of that of last year. Our foreign commerce,
which, a year ago reflected a complete reversal of
the previous year's tendency, continues in our
favor, with the result that there is a larger trade
balance to the credit of this country growing out
of our international trade, than that of a year ago.
This probably will be greatly augmented by our
exports of cotton and grain. The cotton crop,
despite the floods early in the season in the Miss-
issippi valley, is promising, and the price will be
a more favorable factor in our export trade than
last year. The volume promises to be suffi-
ciently large to justify the assurance of our ability
to protect our gold should that become necessary.
A remarkable revival in the steel industry was

found to have taken place, which, it is predicted,
will be the greatest stimulus to general business
activity. The steel industry being regarded as
the truest business barometer, a revival in all lines
of business is forecast. Railroads have been enor-
mous buyers of all kinds of steel products, and the
demand has been of such an urgent kind that a
premium has been placed on products for early
delivery. AS the result Of these conditions, better

prices have obtained, and as an indication of the
permanency of present conditions it is stated that
there has been no falling off in the buying as the
result of advanced values.'
Rowe Brothers, well known Chicago retail jew-

elers, announce the removal of their store from
their old location 27 East Washington street to
416 South Michigan avenue, where they will
occupy the first floor and basement. The building
is known as the Fine Arts building. Entirely
new fixtures have been installed and the store is
most modern and complete in all its appointments.
Sowers-Sleph Company is the name of a new

corporation which has been licensed to do business
in this city. They will engage in the refining of
gold, silver and other precious metals. The incor-
porators are Louis J. Sleph, J. D. Sowers, Simon
Sleph and H. A. Bryant.
C. J. Noack, of the firm of C. J. Noack, of

Sacramento, Cal., stopped off several days in
Chicago on his return home after a four months'
sojourn in Europe. Mrs. Noack accompanied him.

Ernest Bliss, president of Bliss Brothers' Manu-
facturing Company, of Attleboro, was in Chicago
early in the month while on his way to attend
the Kansas City convention. Chas. P. Crane,
western representative of the company also at-
tended the convention.

Robert C. Abt, manager of C. J. Roehr & Com-
pany, enjoyed his annual vacation with his family
at Lawton, Mich., the early part of this month.
A. W. Sproehnle, of Sproehnle & Company,

spent his vacation with his family at Charlevoix,
Mich.
Lee Florsheim, formerly State street representa-

tive of Worms & Loeb, leather goods manufac-
turers, Chicago, has severed his connections with
that company and has entered into business for
himself, manufacturing jewelry novelties, with
offices in room 504 Heyworth building.
Among the Chicago jewelers who attended the

Kansas City convention of the National Retailers'
Association were: Chas. F. Manahan, secretary
of the Illinois Association; Paul Lackritz, treas-
urer, A. W. Johanson and wife, and Mr. Reich.
Mr. Manahan delivered an address on the "Silver
Question" which received much favorable comment.
All the Chicago delegation traveled together in
a special car on the Southwest Limited, which
also carried all the eastern delegates and those
picked up en route. Illinois made an excellent
showing at the convention. The fact that Chicago
will have the honor of entertaining the next
national convention will greatly stimulate the
work of the organization in this state.

Chicago in Nineteen Thirteen

Chicago will have the honor of entertaining
the next convention of the American National
Retail Jewelers' Association. Chicago jobbers
and manufacturers are jubilant over the prospects.
Those retailers throughout the state who are
interested in the organization movement believe
that the mere fact that Chicago will be the mecca
for next year's gathering will give great stimulus
to the cause in this state. F. N. Wood, the local
manager of the National Jewelers' Board of Trade,
presented the invitation on behalf of the Chicago
Jewelers' Association. Similar invitations from a
number of other cities were presented, but Chicago
was an easy winner, the only other place which
made any showing at all, being Cedar Point, Ohio.
Chicago will entertain the jewelers as Chicago
entertains all convention visitors. The Chicago
jewelry fraternity, true to the real Chicago spirit,
will leave nothing undone to make the 1913
convention of the National Retail Association the
largest, the best, the most progressive convention
ever held in the history of the organization. Its
selection was a most fortunate one, not alone for
Chicago jewelers, who coveted the honor, but also
for the organization which is fast approaching
a field of more earnest and fruitful endeavor.
D. H. Raymond, who was formerly traveler for

Sproehnle & Company, of this city, has entered
the jewelry catalogue field for himself. He is
conducting his business under the name of the

Elgin Jewelry & Engraving Company. His
headquarters are at Elgin. Mr. Raymond was
present at the Kansas City convention.

Earl St. Hoor, Chicago manager of F. H. Noble
& Company, is on his annual vacation. He was
present for a day at the Kansas City convention.
The beautiful badges worn by the delegates were
the compliments of his company.
The hundreds of jewelers attending the an-

nual convention of the American National Re-
tail Jewelers' Association in Kansas City have
had an instructive object lesson on human
interest advertising in the widespread pub-
licity given to the birthstone question by the
daily press of the country. A number of the
jewelers who hitherto considered the matter too
unimportant for serious attention have changed
their ideas as a result of the newspaper articles.
They realize that the daily press is the best judge
of what really interests the public, and the fact
that from all the questions discussed at the con-
vention, the newspaper forces picked out for
extended comment this particular one, has given
the jewelers a new and wider conception of the
trade possibilities of the birthstone idea. A typical
sample of the newspaper comment which might
be used with benefit to the trade in daily papers
everywhere at the request of the local jewelers is
the following from the Kansas City Journal.

The Birth Stone Question
The perennial controversy over birthstones has

just been about to be settled. The American
National Retail Jewelers' Association meeting this
week in Kansas City put the stamp of its approval
upon a supplementary list that is designed to
solve many of the problems that arise when one
goes to buy a ring or a stickpin with a birthstone
setting. The ancient and accepted stones will still
be good form, but for five months of the year you
may take your choice of two and still be doing the
proper thing.
For instance, Miss Brighteyes was born in

October and is superstitious concerning opals, you
may ignore the fact the opal has been from time
immemorial the birthstone of October children.
Buy her a ring or a bit of jewelry set with tourma-
line. You can find them to match any skin; the
stone you select may be pink, violet or a rich green.
If you wish to make the best possible impression,
you might send her rings or neck ornaments in
all these colors, thus providing birthstone jewelry
that will match any conceivable costume.
And, if you care to look up the matter, you'll

find somewhere, back in the legendary lore of
gems, facts that will establish tourmaline's equal
right with opal to be considered the peculiar
property of October.

If Miss Brighteyes happens to have been born
in March or in August, you'll discover that blood-
stones and sardonyx are hardly suitable for
women's jewelry. The jeweler will show you
aqua marine and peridot, alternates, so to speak,
for the heretofore accepted stones. If he be well
informed, he will show you why, traditionally and
sentimentally these substitutes are quite as good
birthstones for March and August as are blood-
stones and sardonyx.

Perhaps the intended recipient of your gift has
some sort of superstition in regard to the unlucki-
ness of pearls. There are perfectly sane folk who
have. Or perhaps she objects to pearls as birth-
stones on the ground that they are not really
stones at all. If so, buy a moonstone, which is a
good deal cheaper. The moonstone you buy now
is not the agate-like, characterless stone of yester-
day. There have been discovered and put on the
market recently beautiful green tinged stones which
rival in appearance some of the precious gems.
Turquoise, always in favor with women, has not
been so popular with men, and hereafter lapis
lazuli will be equally good form. Last, but not
least, if one finds that rubies, emeralds and sap-
phires are too expensive, synthetic stones of the
same color may be purchased.
Thus is to be solved the problem that jewelers

have been working on for 25 years. The new list
of birthstones is the work of Steele F. Roberts of
Pittsburgh, president of the National Organization
of Retail Jewelers. He has given a number of
years of study to the problem and is ready to
prove that his additions to the old list are tradition-
ally correct.
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Frederick D. Carr, of the Ostby & Barton Corn-
pany, has been appointed delegate to represent the
Providence Board of Trade at the International-
Congress of Chambers of Commerce Convention
at Boston in September. Mr. Carr was appointed
by President Ellsworth Sisson, of the Providence
Board of Trade, to fill the vacancy due to the
resignation of Henry D. Sharpe, of the Brown &
Sharpe Manufacturing Company, who found it
would be impossible for him to act as delegate.
A. A. Ormsbee, the proprietor of the Taunton

Pearl Works, is entertaining a party of friends on a
cruising trip in Long Island Sound on his large
naphtha yacht.

Extensive improvements are being made by the
Williams & Anderson Company in its coloring
department.

Michael J. and William J. Casey, doing business
under the name of the Globe Plating Company, are
starting operations in the plating and coloring of
jewelry and other metals at 40 Clifford street.

Milton S. Rodenberg, of New York, a member
of the firm of Dunn & Rodenberg, this city, spent
several days the first part of August at the local
factory getting out the samples for the fall business.
Work has been resumed by the Majestic Man-

ufacturing Company, 19 Calender street, following
the recent fire in the building
The firm of William H. Bixby & Co., a new con-

cern, has started the manufacture of plated jewelry
at151 Pine street, this city.
The employes of the Vennerbeck & Clase Corn-

pany, accompanied by the members of the firm,
held an outing on July 27 at Bay Shore, Pawtucket.
The trip to the resort was made by automobile.
Luncheon, field sports and a shore dinner preceded
a sail to Newport and return.
On July 31, the plant of the George H. Fuller &

Son Company, at Pawtucket, was closed for a 10
day vacation period.
Otto Pearson, of the Providence Pearl Company,

started on a vacation trip to Berlin, N. H., the last
of July.
The Chicago and western representative of the

George L. Vose Manufacturing Company, H. E.
Farguharson, spent the last week of July at the
plant here looking over the fall line.
Robert Curran, representing Arnold & Steere,

is making an extended western trip
William L. Mauran's summer cottage at Nar-

ragansett Pier was among those badly damaged by
the big fire recently.
Mayor Henry Fletcher, Archibald Silverman

and Charles Silverman were among the guests at
the annual outing of the Providence Real Estate
Exchange held at the Pomham Club on July 26.
The plant of the Betts-Coultas Company has

been removed from 220 Eddy street to 25 Calender
street.
N. Palamides, formerly located at 12 Beverly

street, is now at 25 Calender street.
T. Clyde Foster and wife are spending the

summer at the Gables in Barrington, R. I.
Charles H. Field and family are at Barrington

for the summer.
Robert E. Budlong, of the S. K. Merrill Com-

pany, made an extensive trip through Canada in
July.
Mr. and Mrs. Frederick B. Luther were guests

of friends at Riverview in July and August.
John F. Dakin, representing the Equitable Man-

ufacturing Company, of this city, is making an ex-
tended western trip for the company.
The Gorham Manufacturing Company has cast

a bronze statue of former United States Chief
Justice John Marshall which is to be erected at the
front of the new Federal Building at Cleveland,
Ohio, this being one of the largest metal pourings
made in Rhode Island for some time. In all more
than 6000 pounds of metal were used in the figure
which is of heroic proportions.
The plant of the Horace Remington & Sons

Company, refiners, at 37-41 Garult street, was
slightly damaged by fire July 30. The blaze
which originated in the chimney kept the Provi-

dence firemen on the jump for more than an hour,
the sparks scattering broadcast. The building is
owned by the Thomas Cosgrove Estate.
During the annual cruise of the Rhode Island

Yacht Club, William H. Draper was in his cruising
yacht Wealaka. Fred B. Thurber was captain of
the fleet. The knockabout racing yacht, Red
Raven, owned by William G. Thurber, was sunk by
a squall off Barrington as she was about to start in
one of the races.
Henry Fletcher, Mayor of the city of Providence,

of the Fletcher-Barrows Company; Councilman
Joseph Baker Jr., of the Gorham Manufacturing
Company and George H. Grant were guests of the
Republican Committee of the Sixth Ward at
Slocum's-on-the-Pawtucket, the event being the
annual outing of the ward committee.
Watchmaker Tribe of Red Men, of East Provi-

dence, re-elected E. Frederick Gottschalk, with
Harvey & Otis, to the office of collector of wam-
pum at its annual meeting.
A tract of land on the northwesterly side of

Bassett street has been purchased by the A. T.
Wall Company. The property adjoins the land
and factory building occupied by the company.
It will permit of extensive enlargement being made
to the present plant as the property is commodious
and well located.
Frank Cutter, electro-plater at 91 Salem street,

is summering at Ellisville on the north shore of
Cape Cod where he has a cottage, near Sagamore.
Frank L. Odell, the manager of the Providence

office of the National Jewelers' Board of Trade,
and Mrs. Odell, enjoyed a two weeks' vacation at
Delaware Water Gap in August.
Abraham Colitz, of Woonsocket, who was dele-

gate from Rhode Island to the annual convention
of the Benevolent Protective Order of Elks at
Portland, Oregon, has returned to Woonsocket.
Mr. and Mrs. Calvin Dean are making an ex-

tended automobile tour through the Berkshires
and the White Mountains.
A. D. Thnott, Main street, Arctic Centre, has an

exhibition in his jewelry store window—a silver
watch made in Geneva, Switzerland, in 1808.
The watch has drawn much attention from Rhode
Island jelwelers.
Mr. and Mrs. A. Tingley Wall, who returned from

a trip to Europe late in July, are at Watch Hill.
Mr. and Mrs. Charles A. Russell are at Hillcrest,

Thompson, Conn., which Mr. Russell bought re-
cently for a summer home.
Benjamin L. Hall, formerly a well-known man-

ufacturing jeweler of Providence, and recently
superintendent of the Soldiers' home at Bristol,
is recovering from a serious surgical operation.
On the road Mr. Hall was familiarly known as
"Captain Bennie" to his wide circle of business
friends.

Charles H. Fuller, of George H. Fuller & Son
Company, Pawtucket, has had his steam yacht
"Thetis" thoroughly overhauled in preparation
for a long cruise along the Atlantic Coast.
The following officers were elected by the stock-

holders of the Gorham Savings Bank at the annual
meeting: President, John S. Holbrook; Vice-
President, Fred C. Lawton; Trustees, John S.
Holbrook, Fred C. Lawton, William E. Keyes,
John F. P. Lawton, E. Frank Aldrich, Joseph
Baker, Jr.; Ambrose R. Peck, Christopher Web-
ster, E. Walter Crocker, George H. Sherman,
Board of Investment, John S. Holbrook, Fred C.
Lawton, Joseph Baker Jr.; Ambrose R. Peck,
Christopher Webster; Treasurer and clerk, Henry
V. Gardiner.
George N. Steere, of the Payton & Kelley Com-

pany, Mrs. Steere and their daughters, Misses
Gladys and Marjorie, are at Saunderstorm for the
summer.

S. E. Dickson, representing the J. T. Mauran
Company, of Providence, is on an extended wes-
tern trip for his concern.

Charles F. Irons, Frederick C. Ballon and
Arthur W. Claflin were among the contributors
who made it possible for the Providence Boys'
Club to give the members an outing.

Charles H. Ballon and family spent two weeks
at Block Island in the latter part of July.
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The plant of the Advance Button Company has
been removed from 36 Garnet street, Providence to
Attleboro.
L. Roehr, the Chicago representative of the

Bassett Jewelry Company, this city, spent a week
recently at the local factory looking over the fall
line.
A patent on a pocket casket has been granted to

Adolph C. E. Erichsen of this city, assignor to the
Gorham Manufacturing Company.
Two patents on bracelets have been granted to

Frederick V. Kennon, of Cranston, assignor to the
John T. Mauran Manufacturing Company.

William J. Feeley, of the W. J. Feeley Company,
is convalescing rapidly from his recent illness.
A patent on a design for the handle of spoons,

forks, etc., has been granted to William C. Codman,
of this city, assignor to the Gorham Manufacturing
Company.

William B. Streeter and Charles S. Davol were
among the starters in the Rhode Island Yacht
Club's annual cruise, on the "Restless" and
"Navigator" respectively.
R. Livingstone Beeckman spent a portion of

last month at Hot Springs.
Peter Croghan, for many years in the employ of

the Williams & Anderson Company, manufacturers
of emblems at 33 Broad street, this city, was
stricken with an apoplectic stroke at his home, 13
Claverick street, just after arising at 6.30 o'clock
to go to his work, falling in such a position that he
was suffocated before found in the floor. For ten
years he was the head engraver for the company
being in charge of the engraving department.

William H. Westcott, for many years a manu-
facturing jeweler in business in Providence, died at
Newport during the third week of July. He had
been City Sergeant and City Messenger of the city
of Newport since 1876. In 1855, following a long
voyage to California, he formed a partnership in
this city, with the late Henry A. Heath who had
a manufacturing jewelry business at 54 Friendship
street, the firm name being Heath & Westcott.
Four years later the partnership was dissolved,
Mr. Westcott conducting the business by himself.
In the early sixties he sold out here and returned
to Newport, his birthplace. A few years ago his
health began to fail and his eyesight becoming
impaired by disease, he was obliged to undergo an
operation for the removal of one eye. He was a
member of St. John's Lodge A. F. and A. M., and
of Redwood Lodge, Knights of Pythias.
At the completion of 21 years of service a few

days ago, William H. Browning, assistant superin-
tendent at the plant of the Gorham Manufacturing
Company, severed his connection with that con-
cern and went to Taunton, Mass., to take the
position of assistant superintendent of the Reed &
Barton plant in that city. The employes of the
spoon and preparatory department of the Gorham
Company presented Mr. Browning a handsome
gold watch inscribed and a purse of $50 was pre-
sented from the foremen of the plant, the presenta-
tion speech being made by Joseph Baker Jr., the
senior foreman. Later Mr. Browning was given
another surprise, a traveling bag, the gift of his
friends in the Gorham office. Mr. Browing after
learning the spoon making trade in the Gorham
shop was in 1905 promoted from the position of
foreman to that of assistant superintendent.
A very handsome trophy was offered by Herbert

S. Tanner, jeweler of this city, for the revolver
competition matches at the seventh rifle tourna-
ment of the New England Military Rifle Associa-
tion tournament at Wakefield, Mass., this month.
Rhode Island was represented at the tournament
by a team of which Major Howard D. Wilcox, of
D. Wilcox & Co., was team captain.
Lewis J. Matteson of 140 Lafayette street, Paw-

tucket, retired from the employ of the Gorham
Manufacturing Company, July 20, after a con-
tinuous service of 49 years. In honor of the event
his fellow employes in the spinning department
presented him a leather-covered rocking chair,
Frank W. Pratt making the presentation speech.
Mr. Matteson was born at Riverpoint, R. I., Dec-
ember, 16, 1844. He enlisted for service in the
Civil War, In the 12th Regiment, Company B.,
Rhode Island Volunteers, before he was 18 years
of age, and was discharged at the expiration of
service on July 27, 1863. He began work at the
Gorham Manufacturing Company's plant on Au-
gust 12, 1863, in the spinning department. He is
Past Commander of Tower Post, G. A. R., of
Pawtucket.
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ATTLEBORO

Attleboro, August 10.—Edward A. Sweeney, of
the W. H. Wilmarth Company, who has repre-
sented Attleboro in the legislature for the past
two years, recently announced that he would
not seek re-election. He could have had the
nomination had he so desired, but he stated that
the demands of his jewelry business were so great
that he had decided to omit politics for a time. Mr.
Sweeney has been one of the most active jewelers
in looking after tariff measures at Washington,
and it is partially due to his influence that the
product has its present high protective tariff.
John M. Fisher, of J. M. Fisher & Co., has been

an active worker in the Prohibition party this
summer. At the national convention of the party
he donated a check for $1,000 to the national cam-
paign fund. He is also chairman of the finance
committee of the party. Mr. Fisher recently
donated his automobile for the use of Eugene W.
Chafin, the party's candidate for president, and
accompanied Mr. Chafin on a tour of the Bay
State.
South Attleboro jewelers are pleased to see the

new automobile fire truck installed in their
village as it puts the fire fighting force on a very
complete and up-to-date basis. The truck cost
$500 and was installed in order to give protection
to the factories in the south part of the town.

Joseph L. Sweet, of the R. F. Simmons Company,
is one of the men who have given unsparingly of
their time and means in developing the new
Sturdy Hospital which is now in process of con-
struction. Ellen A. Winsor recently died and her
will provided that her property should be used for
the hospital. Mr. Sweet and others interested
themselves in the Attleboro Hospital Association
and raised a fund of $20,000 to equip the hospital
and start it in business. It will probably be ready
about January 1, 1913, and its best feature will
be an operating room which Mr. Sweet says will
be second to none in the country.
James L. Wiggmore who has been connected with

John Anthony Company, chain manufacturers, for
some time past, has severed his connection with
that concern and has purchased the interest of
Edward J. Lonnergan in the firm of Moore &
Lonnergan. The business is to be conducted as
in the past and there will be no change. Mr.
Lonnergan who was at one time head bookkeeper
for C. H. Allen & Co. has gone to Montreal where
he has accepted a responsible position. Mr.
Wiggmore will have the best wishes of many
friends for success in the firm. It is one of the
newer and most progressive firms in the Attleboros
and has been very successful.

William H. Saart, of the W. H. Saart Company,
has started a very fine farm in connection with his
summer camp at Mirrimichi and has hundreds of
chickens, prize cattle and a garden that he takes
great delight in displaying when his jeweler friends
visit him.

William E. Rounseville, of C. A. Marsh & Co.,
has returned from his summer home at Harwich-
port, where he has been spending his vacation.

Jesse Carpenter, of Horton & Angell, has re-
turned from his summer home at Harwichport.
W. H. Saart, Arthur A. McRae, of McRae &

Keeler, and G. L. Shepardson, of C. A. Marsh &
Co., recently played golf at the Metacomet Club,
Providence. Mr. Shepardson, who is well known
to the jewelry trade, made an excellent score and
came home with several new golf balls in his
possession.
Amos Blackinton, of Bates & Bacon, has been

spending the summer at his cottage at Falmouth
and several of the Attleboro jewelers have been
his guests.

William Gow has gone out with the samples of
Sykes & Strandberg and has a number of new
goods to offer the trade.

Herbert Bliss, of Bliss Brothers, has returned
from an extended vacation trip and is now en-
gaged in getting out numerous orders for the con-
cern's new lines which are making quite a hit.

Justin L. Cobb, of J. L. & F. M. Cobb, of Mans-
field, has returned from a pleasure trip through
Europe. He was accompanied by his family.
D. S. Spaulding Company, of Mansfield, has

resumed operations after the summer vacation
and reports a fair business.

Albert Motteram, salesman for Watson &
Newell, has started on an extended western trip
with new samples.

4The Peerless Chain Company has installed one of
the new Boland Exhaust systems for the polishing
department.
George E. Morton & Co. is the name of a new

concern recently started at 8 Angell street.
E. A. Anthony & Co., a concern recently started

by Edward A. Anthony, has branched out into
an attractive line of gold plated goods and reports
good orders.

Captain J. Frank Braids, of the office of C. S.
Bush & Co., jewelers' supplies, is spending the
summer at Shawomet Beach.

Clarence Fisher, of the G. L. Claflin Company, is
away on a vacation trip.

Jewelers will be interested in the announcement
of the assessors that the 1912 tax rate is $18 per
thousand. Last year it was $16.20. The raise
was caused by the large appropriations made at
the annual town meeting. The valuation of the
town is now $19,000,000, of which a great per
cent is for the plants of the jewelers.
The employes of the Frank Mossberg Company

recently held an outing at Rocky Point and there
was a I lig program of sports following a Rhode
Island clam bake for which the resort is noted.
The sterling silver cup, here shown, was won by

the Attleboro Chain Co. base ball nine at Rocky
Point, R. I., July 20, 1912, in a series of five
games played with the Attleboro Mfg. Co. These

games were played one each year on the annual
field day of the two companies. Excitement ran
very high, as the teams had previously won two
games each. Both teams were made up of expert
players and a fast game was enjoyed, neither team
scoring for six innings.
Percy E. Cotton, salesman for the Dennison

Manufacturing Company, well known to all of
the Attleboro jewelers, died recently at the Sani-
tarium, following an operation for appendicitis.
He was 25 years of age and his death was a shock
to his many friends and acquaintances.

George K. Roberts, formerly with E. A.
Anthony & Co., has accepted a position with the
Freeman-Daughaday Company of Chartley.
The Advance Button Company, of Providence,

is planning on moving to Attleboro, and the con-
cern will add materially to those already in the
town.

Joseph L. Sweet has returned from an extended
trip through Europe.

Harold E. Sweet, treasurer of the R. F. Simmons
Company, passed around a number of 25 cent
perfectos a few days ago on account of the arrival
of a daughter in his family.

Col. S. 0. Bigney, of S. 0. Bigney & Co., is
expected home soon from an extended business
trip through Europe. His friends expect that Col.
Bigney will have something to announce in the
way of politics after his home-coming.

Elliot & Douglas Manufacturing Co., of Chart-
ley, have incorporated under the laws of Massa-
chusetts with a capital stock of $10,000. The
incorporators are: Elmer E. Lane, Charles H.
Card, Harry C. Brandt and William F. Douglas.
Harry P. Kent, of F. W. Weaver & Co., has been

spending the summer at his summer home at Oak
Bluffs.
John Marsh and C. A. Marsh and family are at

their summer home at Oak Bluffs.
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NORTH ATTLEBORO

North Attleboro, August 10.—Jewelers of Attle-
boro Falls are quite disturbed over the plan of
the Adams Express Company to do away with
the office that has been located there for some
time past. They state that they have annually
furnished the company with a large revenue, and
it has been sufficient to support a good office. The
plan of combining the office with North Attleboro
will cause the manufacturers no end of trouble
because they will be obliged to send their ship-
ments nearly two miles to the North Attleboro
office. They have sent a protest to the company
and the discontinuance of the office for the present
has been held up.
Herbert J. Straker, chairman of the committee

which erected the Soldier's Monument, has made a
report to the selectmen in which he states that the
committee has finished its work. Residents of the
town agree that the monument is quite artistic
and is typical of the jewelry town.

J. F. Sturdy & Sons Company, at Attleboro
Falls, report excellent business and the factory is
running on a schedule of ten hours a day since
the vacation period.
W. H. Bell & Co., W. N. Fisher & Company,

B. S. Freeman & Company, J. F. Sturdy & Sons
Company, and Boss & Baldwin, all of Attleboro
Falls, are in full operation again after the sum-
mer vacation.
Joseph Bagnall, of the Doran-Bagnall Company,

has returned from a New York business trip.
Louis Blackinton, of the firm of W. & S. Black-

inton, has gone on an extended business trip with
an attractive line of new samples.
G. Cheever Hudson, salesman for G. C. Hudson

& Co., has started west with the concern's new line.
K. L. Taylor, salesman for Riley & French, has

started his western trip.
Leroy Metcalf, of the Plainville Stock Company,

is spending his vacation at Oak Bluffs.
Walter Angell has returned from a short business

trip in the interest of the George L. Paine Com-
pany.
The Webster Company's baseball team recently

defeated the George L. Paine Company team by
the score of 2 to 1.

Mrs. E. E. Hale, of the 0. M. Draper Est.,
has taken a summer cottage at Falmouth Heights.

Carl Hempell, secretary of the Board of Trade
and a member of the concern of F. L. Shepardson
& Co., is spending his vacation at Chatham on
the Cape.
F. M. Whiting Company, J. 0. Copeland & Co.,

R. Blackinton & Co. and Sturtevant & Whiting
have resumed operations after the summer vaca-
tion period.

Arthur S. Bishop, head of the Bishop Manu-
facturing Company, has returned from the Emer-
son Hospital in Boston where he recently under-
went an operation on account of blood poisoning,
although his leg had to be amputated Mr. Bishop's
life was saved. He is now convalescing at his
summer home at Lake Archer.
On account of the demand for goods at the

Whiting & Davis plant it was kept running during
the vacation period. About 100 employes were
on hand in the departments where there was
electric power. The mesh bag machinery was kept
busily engaged on account of large orders for bags
that have been coming in recently.

George H. Remington is now carrying the sample
cases of the Ford & Carpenter Co. For several
years he was connected with Maintein Brothers
& Elliot.
In order to make up for an accumulation of

orders the J. J. Sommer Company started a
schedule of 13 hours a day after the summer vaca-
tion period.
Edward D. Sturteva'nt has been spending a

vacation at Tork Beach.
Walter B. Ballou of R. Blackinton & Co., has

been spending his vacation at Watch Hill, R. I.
Oscar Horning is in the south with the samples

of the Codding & Heilborn Company.
Clarence Fisher is spending his vacation at

Bald Mountain, Maine.
Charles T. Paye is home from a New York

trip in the interest of Paye & Baker.
Samuel E. Fisher, a retired jeweler, has been

spending his vacation at Nantucket.
Frank P. Kennedy, New York, representative

of Paye & Baker, has been visiting the factory for
a short time.
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The Synthesis of Precious Stones

(Continued from page 1645)

5/10,000 of 1% of impurity made it impossible for
us to produce a ruby good in color. You may see
from that the delicacy of the entire process.
. The cut stone from this boule is in every way
similar to the natural ruby. Physically and
chemically these stones are identical. There is but
one scientific method of telling the synthetic from
the natural stone and that is, that in the natural
stones the imperfections have flat bounding sides-
and are the so-called negative crystals; the ho-
perfections in the synthetic stones have round
surfaces and are simply air bubbles which in many
cases can only be detected by a powerful magnify-
ing glass.
Then again both natural and synthetic stones

are made up of a series of successive layers. In
the case of the synthetic stone, as you can realize
from the way it is made, the layers are curved
while in the natural ruby the layers lie parallel to
one another. I believe on the whole that jewelers
have little difficulty in telling the synthetic from
the natural stone.

The Sapphire

The sapphire differs from the ruby only in the
oxides that give it the blue color.

It will be remembered that the synthetic ruby
industry first started with reconstructed stones.
Sapphire chips, however, can not be fused into
reconstructed sapphires in the same way because
the color disappears entirely. This phenomenon
caused no less a distinguished authority than Bauer
to conclude that the coloring matter was due to
some organic material. If so, all attempt to make
the sapphire by fusion was certainly foolish.
In some of the experiments of St. Claire Deville

and Carron to obtain the ruby, blue patches were
obtained and it was believed by them that the
sapphire owed its blue color to a sub-oxide of chrom-
ium, that is, an oxide that has less oxygen than the
oxide of chromium that gives the red color to the
ruby. Successive experimentors, however, failed
to realize any blue color by the use of the oxide of
chromium.

Cobalt which is used so extensively in ceramics
to produce blue was also tried. For some reason
or other not a particle of the Cobalt could be re-
tained in the corundum. Endless other materials
were added and, by the way, produced a blue hard
stone but not a synthetic sapphire. Attempts at
making the sapphire were ultimately abandoned.
In 1909, experiments were again begun at the

Paris laboratories of L. Heller & Son. The attack
was started from an entirely new view point.
The methods of physical chemistry were put into
play and an interpretation of phenomena was
made the goal of every experiment. The experi-
ments were planned with a view to explain. They
were devised to answer why this or that takes place
or does not take place and work on paper always
preceded actual work. In other words the method
of starting with the first bottle on the top shelf and
trying everything to the last bottle on the lower
shelf was abandoned.
By reasoning and experimenting the mechanism

of the internal reaction became an open book so to
speak. The synthesis of the sapphire was only a
matter of time. There arose the personal equation
of "its up to us" and there was nothing else to do
but to get right down and realize the stone. When
the stone was ultimately produced it made one feel
that it was a long time coming. That the labora-
tory product was not a mere accident but a well
pre-visioned affair, can well be shown by the fact
that within a week after the discovery, the research
department turned the stone over to the industrial
department and work was begun at once on a large
scale. Little change or improvement in the process
has been found possible since the first stone was
made.
To return, what is this blue in the sapphire due

to? The clue was obtained from Gintl's work on
the fusion of bauxite in the electric furnace. He
obtained blue opaque masses of corundum which
when analyzed proved to contain among other
things, titanium and iron.

Titanium once considered one of the rare metals
is now found to be everywhere, even in the blood.
It is even more evident in the earth than carbon.
It seems that there is not a bit of iron that does not
contain some • titanium. Leastwise this bauxite

had some and it seemed certain that it had a good
deal to do with the blue color.
The question immediately arose, "Was it nec-

essary for the iron to be present with the titanium?
Titanium with corundum gave a lavender color.
It was certainly necessary to have something to go
along with the titanium, if blue was to be obtained.
When iron was mixed with titanium a pink colored
stone was gotten and it appeared then that if more
titanium and iron were used a deeper pink would be
obtained, if less were used, a lighter pink and that
took us back to the oxide of titanium itself.
Previous work on this metal had brought out the
fact that titanium forms a host of oxides and as it
becomes poorer in oxygen the color changes from
white towards blue even becoming deep purple.
It appeared then that the problem could be solved
by making the oxide of titanium that was very poor
in oxygen. Many unsuccessful attempts were
made to produce the lower oxide by the use oi the
hydrogen. Ultimately this method had to be aban-
doned.
The question then arose "What is the effect of

the iron on the titanium anyway? We turned our
attention to the arts where titanium and iron are
used or come together at a high heat. We learned
that the slag in some of the furnaces were blue and
owed their color to the presence of the oxide of
titanium. This, as you will imagine, gave us
much courage to go ahead and resume the work
with the iron and titanium. Yet we got nothing
but pinkish colors and sometimes white stones,
but never a trace of blue. Evidently the blast
furnace and the oxy-hydrogen torch were not the
same.

It was our belief that the iron would reduce the
oxide of titanium and become richer in oxygen by
making the titanium poorer in oxygen. Then
came the question "What state of oxidation would
the iron take when used alone?" We found that
the lower oxide of iron would always be produced
and that the oxide of iron would have a great ten-
dency to reduce the oxide of titanium. It was
also learned that the iron of its own accord gave
practically no color at all to corundum so that its
entire work would be the reduction of the titanium
to such a state where it would give a blue color to
corundum. After many attempts at dogging the
trail a stone with blue spots was obtained but some-
how or other we never got the blue to be distri-
buted evenly throughout the mass of material.
It seemed that our long study, thinking and re-
finement of method, would lead us to very unevent-
ful conclusions.
There was now little to do. Some experiments

were accried on with several metals that might re-
duce the oxide of titanium, but with no better
results.

It was time to review and we began at the bottom
with the first experiments. Here was a little bottle
containing samples marked No. 3. It was composed
of just enough of the oxide of iron to reduce the
oxide of titanium to a lower oxide. It struck us at
once that an equilibrium must set in and what was
necessary was to use an excess of iron instead of
just enough to bring about the chemical reaction,
so a little more iron was added; and this time,
after a few impatient hours in front of the oxy-
hydrogen torch, a stone was made which on cooling
showed to be blue from top to bottom. The blue
had that soft velvety effect that gives to the earth-
made sapphire so much beauty. The stone was at
last obtained and successive stones were started
and each one turned out to be more beautiful and
better than the previous one.
Upon close microscopic and chemical and physi-

cal analysis of the properties of this synthetic pro-
duction it was shown beyond a doubt that it was in
every sense identical with the earth-made sapphire.

It appears that it is much more difficult to dis-
tinguish a synthetic sapphire from the natural
stone than it is to distinguish a synthetic ruby from
the natural.

It must be borne in mind that the natural ruby
and sapphire when in the rough are far from being
beautiful and precious stones. The rough, or
ruby and sapphire boules, are different from the
natural only in origin. Polish and proper cut lend
as much beauty to one as to the other. The
neural stone because of its rareness can lend such
distinction to its wearer that its value is extremely
high.
The synthetic ruby and sapphire have such

intrinsic beauty that they are greatly sought for
and give joy to the many.
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PITTSBURGH

Leading Local Jewelers Attend Kansas City
Convention—Planning for Annual Picnic of
24-Karat Club—Jewelers Benefit by Prize
Contests in Various Sports

Pittsburgh, Pa., August, 10.—Steele F. Roberts,
of the American National Association of Retail
Jewelers, left early in the month to attend the Nat-
ional Convention in Kansas City. He was
accompanied by his wife. Among others who
went to Kansas City were August Loch, of the
Northside and C. F. Wiley, of Oakland.
Loving cups, a watch and gold, silver and bronze

medals given by the Pittsburgh Press to the win-
ners of The Press Cleveland, to Pittsburg motor-
cycle race were secured from several Pittsburg
jewelers. The prizes were on display at the store
of M. J. Smit on Fifth avenue and received many
enconiums from passersby. The race found
Pittsburg and Cleveland boys as the chief con-
testants and Raymond Ray, of the latter city, led
until within five miles of this city when a chain
broke and Harry Immil, of Pittsburg, spurted into
the lead.
The address delivered by John M. Roberts, presi-

dent of the Pennsylvania State Association of
Retail Jewelers, at Erie the first week in July has
been commended by those who heard or read it
in THE KEYSTONE and Mr. Roberts has been im-
portuned to have it issued in pamphlet form for
preservation, the request coming chiefly from
large houses elsewhere. He complied by having
the paper issued in a small booklet.
A. A. Gillespie, of Gillespie Bros., sailed August

3 from Pottsdam for New York. He was accom-
panied by his wife, and they will spend a few days
visiting New York houses before returning here.
They will be abroad six weeks, the trip being taken
for the purpose of buying jewels and gems in
Europe. Walter Seth, of Gillespie Bros., is
spending a fortnight's vacation at his old home in
Lucinda, Pa. Miss Irene Richards, a bookkeeper
of the same firm, is taking an outing at a summer-
ing place on Lake Erie.
Frank East, an engraver in the store of E. P.

Roberts & Sons, is spending a few weeks on Lake
Erie.
To be arrested with city officials, baseball stars,

newspaper managing editors and one or two
"plain folks" was the fate of H. Terheyden, a
Smithfield street diamond dealer, but an obliging
magistrate, an able attorney and a forgiving pro-
secutor formed a triumvirate that kept the
notables from prison. It all occurred when a
party of Socialists stepped in and had the digni-
taries arrested for sponsoring a raffle when the
socialists had been denied a city permit to sell
tickets for a raffle in which their party was to
benefit. The chance game in which Councilmen
E. V. Babcock, P. J. McArdle, Mr. Terheyden
and Dr. J. P. Keer, manager Fred Clarke
and "Marty" O'Toole, of the Pirates and
others gave their good name was to benefit an
Italian Catholic church, the proposition being to
guess when a long-distance watch would stop.
Tickets called for all the seconds covering about a
month and receipts would have paid for the
automobile thricefold. No one was benefiting
except the men who sold the automobile and the
watch and the church trustees, but as the socialists
interfered and had all concerned arrested there was
an interval between the time the sale of tickets on
the car ceased and the period the watch became
silent. Alderman P. J. McInery conducted the
hearing and discharged the defendants after they
had lingered to see the prosecutors pay the costs.

Several Pittsburg dealers have contributed
prizes as tournament awards and the first trophy
was delivered Saturday when W. A. Hadley won
the cup offered by R. Seidle & Sons for play at the
Castle Shannon Country Club.
Mrs. Charles J. Parlett, wife of the secretary of

E. P. Roberts & Sons, died Saturday evening,
August 3, after a long illness from tuberculosis.
Funeral services were held at the family home in
Oakmont, a suburb and the remains were then
taken to her old home in Baltimore for interment.
Mr. Parlett and two children survive.
The date of the Annual Picnic of the Jewelers'

24-Karat Club of this city and the program are
announced elsewhere in this issue.
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association can now council with the jobber and
manufacturer and profit by that council.
But the real motive has not been changed and

that motive is to correct the evils creeping into
the business, or as it is usually expressed correct
the evils of the jewelry business.
Now is this right? Are the evils most offensive

to the trade in general inside? Listen! There
is a shade of difference here I want you all to get.
It may be new to some of you. Is it not the fact
that the things bothering us most are just outside
the field of the legitimate as viewed by a retail
jeweler? When we limit the trade as defined by
the association it seems to me it is clearly so. If
this be true have we not very often in the times
past been wasting our efforts in trying to legislate
reforms and attempting to enforce the legislation
by boycott?

Just as in mountain climbing there is always
some way to get to the top of every precipice, so
we find on the other side of this trouble a possible
way up. I want you to take a look with me at
the other face of this problem.

It was suggested at the 1911 session of the
Oklahoma association that certain conditions
were affecting the retail jeweler and a serious
consideration of the situation placed the blame
on the activities of outside interests and the solu-
tion was to adopt the same tactics to again
attract the wanderer.
That a considerable amount of business is going

from each community to the mail-order house as
commonly understood, the jewelry mail-order
house, such as Daniel Lowe, is conceded. The
local department store and fakir are getting busi-
ness that a natural law of selection would give the
retail jeweler and the reason for this is advertising.
Misleading advertisments, cut-price advertising
the offering of known standard articles at prices
absolutely prohibitive for the retailer under the
present system of selling watches, fraudulent
advertising and last, lack of advertising by the
retail trade. All of which has led to a startling
lack of confidence in the buying public in the
jeweler at home.

Again in the smaller communities the buyer
has apparently but little confidence in the local
jeweler as a guide to aid her in the selection of
fashionable jewelry. When he attempts to in-
troduce some new article it drags until the local
society leader has made a trip to the city and comes
home proudly displaying the new style. This may
be one of the results of what may be termed an
omission in fashion plates. In this connection
it occurs to me that the fashion magazines studi-
ously omit from their fashion plates the jewelers
wares. I cannot recall that I have ever seen a
watch illustrated, though surely there are times
when it is as much a part of the costume as the
hat, or the shoe. When jewelry is hinted, it is a
line for the bracelet, a circle for the brooch, a loop
for the earring or a waved line for a chain. Yet
I have seen an advertisement of a corset company
which embellished the figure with very good illus-
trations of earrings and bracelet. Then the per-
fectly natural tendency of all buyers in all lines
to want to buy in the larger centers is because of
the buyer crediting to the jeweler the same lack
of knowledge she has of the correct styles.

Again there is no effort in advertising to create
demand for jewelry. The little there is, is prac-
tically all suggestive and usually fails because
of a lack of facility to connect the local merchant
with the thing advertised, yet we have one no-
table instance where it has been instantly and
immensely successful—Big Ben.

It occurred to me that it is not only the privilege
but it becomes the duty of the National Associa-
tion to take up the correction of these things and
for a solution of the problem of correction we na-
turally turn to advertising in the magazines of
larger circulation as the means of reaching the
great number of people necessary to accomplish
results.

If each jeweler in this association could show that
he was held morally responsible to every other
jeweler and maker of honest goods he would add a
dignity and a foundation to his business that even
the larger city stores could not despise, and if each
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advertiser in this plan be required to prove and
protect his goods to the association a confidence in
the goods would soon be established that would be
of inestimable benefit to both the maker and the
vendor of the same.
Could the association decide that certain things

were vogue, advertising will bring it about and
all the more certainly because all outside influence
will assist by being directed to the same line' of
thought.
This plan being constructive, necessarily helps

every one connected with the jewelry business and
in this lies a part of its great strength. But that
the association members who make it possible may
reap the reward due their energy, it is suggested
that the plan be copyrighted and the shield or
device used to connect the advertising specifically
be owned and controlled by the association and its

ja F'''
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use be by special license. By this plan all improper
use of the device could be prevented. And to make
progress the following plan is advanced for which
due credit to the Federal Advertising Agency of
New York, is acknowledged.

Plan

The first steps for the development of an
advertising campaign for the National Re-
tail Jewelers' Association are the raising of an ad-
vertising fund, establishing an advertising bureau,
and the adoption of a sign or insigne which shall
be used in all N. R. J. A. Advertising.
The advertising fund can be raised in two ways.

First by assessing each member from five to twenty
dollars each according to the size of his business,
or by the levying of an assessment against each
member in a manner similar to the manner in
which taxes are levied taking each member's mini-
mum commercial rating as the basis of valuation.
Second by subscriptions from jobbers and manu-
facturers who will be benefited.
That all these will co-operate when the plan is

made clear to them will be better understood as
we proceed.
The insigne should contain the letters "N. R. J."

and should take some unique and attractive form
and be simple enough to make the mental image
easily retained. This emblem will be used in all
publicity attempted by the National Association,
and by all retailers desiring to connect themselves
therewith and entitled to so use it. This emblem
will also be on the store windows and on the store
signs of the jewelers as above. It can be used
much in the same way as the United cigar Store

signs, the General Electric or the Bell Telephone
"Bell" are used.
The public will be educated to the fact that this

emblem guarantees satisfaction and value in jew-
elry. They will be made to know that it is a
protection against overcharges and fraud. They
will consider it a safeguard to their interests and
will feel safe in buying any article of jewelry,
watches or diamonds. They will expect to find
any article advertised or be able to secure it in the
store displaying this emblem. In fact it will
be the purpose of the national advertising to gain
the public confidence for the "N. R. J.", and con-
nect it up to the association jeweler in good stand-
ing.
An advertising campaign such as this plan calls

for, will entail a great amount of detail work and
supervision. For this reason it will be necessary
to establish an advertising department.

This advertising department will consist of an
advertising manager and his assistants. It will
attend to all matters of advertising, and will report
progress of the advertising campaign to the asso-
ciation as directed.
The advertising department will attend to in-

quiries and divide all sale prospects among the
retailers interested on a fair basis. It will have
charge of the advertising appropriation, pass on
advertising copy, oversee newspapers and maga-
zines, attend to production of catalogues and pre-
pare other publicity features in connection.

Part 2—Advertising Campaign

Consumer advertising should be done to acquaint
the public with the "N. R. J. A.," its purposes and
ideals. This consumer advertising should educate
the public to the fact that every jeweler belonging
to the association is pledged to sell only reliable
goods to charge fair prices and to guarantee satis-
faction.

Further, this consumer advertising should ex-
ploit the "N. R. J." emblem mentioned in part one
of the plan. It should convince the people that
the jeweler or jewelers in this town using the
emblem are the reliable men to trade with.

In short, consumer advertising will instill public
confidence in local dealers. It will teach the public
that it is not only unnecessary but advisable to go
out of town to buy reliable jewelry, watches or
diamonds.

It will be a powerful weapon of defence against
mail-order houses. Some of the text will be
especially prepared to show the speculation and
lack of economy in so buying. But the main mo-
tive will be to promote public confidence in asso-
ciation jewelers, especially, those using the "N.
R. J." emblem.
Consumer advertising should be run in the na-

tional magazines of the country of wide circulation,
such as The Saturday Evening Post, Ladies' Home
Journal, Collier's, Everybody's, Cosmopolitan, etc.
Many manufacturers will gladly run advertising

to exploit this emblem to more closely connect
their product with this advertising and in fact co-
operate in every way to the success of the plan
because of the benefits accruing by so doing. It
certainly would be of great advantage to a manu-
facturer to state that his goods can be found in
any store displaying the emblem. It will serve
to connect directly with the consumer the goods
advertised most effectively. We believe that the
national advertisers will gladly run this emblem
and help to spread the idea that " You can de-
pend on the store and the goods who can use
this sign."
Consumer advertising will feature a booklet

or catalog which will contain a list of jewelers
belonging to the association, will explain the pur-
pose and ideals of the association and carry the
advertising of manufacturers who may use the
emblem. This booklet will be valuable to the
buying public and will be kept as a reference be-
cause it will contain valuable information to users
of jewelry, such as, a correct birthstone list,
diamond information, anniversary list, suggestion
for seasonable gifts, information as to gems, blank
pages for gift lists, etc. Thus making a desirable
medium for advertising should net a handsome
profit to the association as an advertising medium
over the expense of publication and issue. It

(Continued on page 1652c)
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_LIN IS Y4TCIIES
SPRINGFIELD

The quality, which is higher
than the price, is the reason
back of the steadily increas-
ing demand for

Illinois-Springfield
Watches

Illinois Watch Company
Springfield
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should make an attractive issue for the association

retailer for his local benefit.
Consumer advertising will also feature certain

styles that may come in vogue. For instance

should certain ornaments for the hair become

fashionable this advertising would assist in the

publicity and connect the association jeweler

with the fad and so increase his sales materially.

Manufacturers of new articles would seek the

medium to introduce their wares, thus giving the

association jeweler a decided advantage over his

non-association competitor in introducing them,

because the association jeweler will be supplied

with advance information, giving him the oppor-

tunity to arrange his advertising, stock, window

displays, etc., thus save the cream of the business

as well as be the leader in his community.

To do this every jeweler belonging to the asso-

ciation will be supplied with a copy of all advertis-

ing matter and advised as how best to use it. He

will receive, as well, fine proofs of all consumer

advertising to use in window displays as well as a

quantity of the catalogues before mentioned to

use as a mailing attraction.

Part 3

It will be the duty of the advertising department

to supply newspapers, magazines, etc., with

illustrations and style talks on different articles

of jewelers wares. The larger papers will gladly

use this on their fashion pages. The smaller coun-

try papers as filler and on patent insides, as it will

be up to date interesting reading without expense

to them. This may be sent direct to the larger

papers and to the members of the association in

the smaller communities where requisition may

be made after the arrangements have been per-

fected for its insertion.
This publicity will greatly increase the sale of

the wares advertised and the members will be in

a position to profit thereby as they will have a
d-

vance information of all the advertising activity

of the association.
The advertising department will encourage the

illustrators of the fashion magazines to show the

latest novelties in jewelry in connection with th
eir

illustration of fashions by providing them in

advance with the same. Jewelry novelties are

just as much a matter of style as other articles
 of

wear and should be treated with just as muc
h

consideration.
We believe the press work here outlined will be

immediately accepted and will do much to increa
se

the sale of jewelry. The many members of t
he

association will make it an easy matter to g
et

powerful wide spread publicity at a very small co
st.

Part 4

One of the important duties of the department

will be to supply local advertising service to 
the

members of the association.
This service will consist of newspaper ads. 

for

the local jeweler with illustrations and te
xt at

seasonable times. The cuts of illustrations will

be supplied to the jeweler at cost or at a 
small

profit to the association.
This service can be mailed once a month a

nd

will consist of fifteen or twenty ads. cove
ring all

the lines found in the jewelry stores. To 
avoid

conflict where there is more than one jewele
r in a

town.belonging to the association several sets 
may

be prepared and each receive a different 
service.

Electros can be purchased at a very low 
price

when purchased in large quantities and t
hus can

be furnished at half the price charged by the
 aver-

age cut agency and the associations still 
make a

sufficient profit to pay for the service.

The service may be extended to cover su
ggestions

in window trimming. A good trimmer 
could be

employed to design ideas- for unique and 
clever

window displays. These ideas illustrated and

supplied with full directions for putting in 
similar

windows. The same may be applied to special

store decorations.
The department could get out attractive 

window

and counter cards, and sell the same at 
a small

cost to the jeweler. In short the department can

make its service of value far in excess of t
he small

ndividual cost.
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There are several large jewelers who issue

elaborate mail order catalogues which bring in
enormous returns in business. To combat this
the department could get up equally attractive

catalogues to be furnished the jewelers at cost.
These, distributed locally will effectually compete
for the business.

While these catalogues will show a great variety
of goods the jewelers in the smaller towns need
not carry all the goods illustrated as arrangements
can be made with the manufacturers to sell in
broken lots the goods so shown and they be fur-
nished the customer more easily than he could
order and equally prompt delivery be made.
These catalogues would bear the imprint of the

local jeweler and will be an important factor in

establishing him in his community as a live wire
progressive merchant and the expense be very
small as compared with the cost to an individual

to get them up if it were at all practical to attempt
it or if arrangements could be made to secure the

goods it would be necessary to advertise.

This catalogue would be paid for at least par-
tially by the various manufacturers whose goods
were listed and we could get the best of goods at
quantity prices.
In conclusion, I wish to suggest that it has in

favor of its adoption these points. It is construc-

tive in principle. It lends itself to the solution

of most if not all the problems the associations are

trying to solve. It is the solution of the biggest

one membership, for when it is put in practice it

must be evident that it will be the privilege of the

National Association to take its pick of the retail

jewelry world and eliminate whom it chooses. It

is the one plan suggested which gives the entire

jewelry business from the producer to the retailer,

nay more the consumer, a common cause, the pro-

duction sale and use of jewelers' wares at a profit.

It is eventually not only self-sustaining but will

pay the expenses of the national association. It

will remove the business from the capacious

maw of commercial greed where it is rapidly being

ground to a state that will admit of being assimi-

lated in a commercial oblivion of modern merchan-

dising and elevate it to a plane of the arts where it

will stand a gem placed in the monument erected

in the minds of men to united conscientious effort.

One of the most interesting and instructive num-

bers on the program was a lecture delivered by I.

H. Levin, of L. Heller & Son, New York, and

Collaborator Prof. Verneuie, of Paris, France, who

spoke on "The Reconstruction and Synthesis of

Precious Stones." Ever since the introduction

into the jewelry field of the so-called reconstructed

and synthetic stones; there have existed much

uncertainty and doubt as to the correct use of the

term "reconstructed" and "synthetic," and also

as to the process of manufacture peculiar to each.

Being an expert in this particular line and un-

doubtedly one of the foremost authorities in the

country on the subject of manufactured stones,

Mr. Levin's address was, to say the least, enlight-

ening. He brought with him the raw materials

which enter into the manufacture of the synthetic

stones and illustrated his remarks by stereopticon

slides. Lectures such as these form a constructive

educational campaign which should receive every

encouragement possible from the members of the

trade, as well as from the various organizations.

Mr. Levin's lecture was somewhat of a departure

from the customary program of national conven-

tions and it is to be hoped that the work of edu-

cating the jewelers along lines such as these will

continue. The lecture will be found in full else-

where in this issue.

W. B. Needles, editor of the Kansas • City

Jeweler and Optician presented a paper before the

national body on the subject "The Mote in my

Neighbor's Eye." It was a very clear and forceful

analysis of the ethical relations which have existed

between jewelers, and an appeal for the removal

of all stains of competitive jealousy which in the

past have exerted such a sinister influence within

the retail ranks of the trade.
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General Discussion

Much of the time of the convention was devoted

to the general discussions of live subjects pertaining

to the every day experiences of retail jewelers.

These discussions proved very helpful and in-

structive and gave all the visiting jewelers an

opportunity to present their experiences. One

subject which evinced a great deal of enthusiasm

and in which there was a unanimity of opinion was

"What is the Living Profit for a Jeweler?" Pres-

ident Roberts took an important part in this dis-

cussion and gave it as his opinion that no jeweler

could hope to remain in business and occupy his

allotted commercial position without making a

profit of at least 50%. These remarks were greeted

with rounds of applause and the convention later

went on record as emphatically in favor of jewelers

receiving at least a profit of 50%. Closely related

to this subject of profit is the subject of over-

stocks. This was also discussed at considerable

length, and it was the universal opinion among

jewelers that they were today carrying more than

was necessary. President Roberts summed up

the discussion on these two subjects by appealing

to the jewelers to go home and "reduce their stock

one-half and increase their profits one-half."

The question of Fixed Selling Prices was also

discussed, and, while the convention went on

record in favor of the fixed selling prices, nothing

definite was done as regards the percentage of

profit, fixed selling prices should allow retailers.

This subject has a particular reference and applica-

tion to the sterling silver problem and much of the

time was devoted to this angle of the question.

Later the resolution committee, to whom the

question of fixed selling prices in relation to the

sterling silver problem was referred, reported a

resolution that, while "substantial progress has

been made towards the solution of the sterling

silver problem, the question is still unsettled and

we urge our executive committee to continue its

efforts to solve this problem in line with the pre-

vailing sentiments of the association."

The question of the "Elimination of The Time

Guarantee On Watch Cases" brought forth a lively

discussion, the substance of which was almost

unanimous in favor of eliminating this evil. The

special committee appointed to prepare a resolution

on this subject had already reported the following

resolutions:

Resolved, That the American National Retail

Jewelers' Association recommend the passing of a

law forbidding the stamping of all forms of time

guarantees, or the printing of same upon any tags

or certificates which might be attached to, enclosed

within or wrapped about any article of merchan-

dise, made wholly or in part, of precious metals

and further recommend the stamping of a registered

trade mark thereon.

Stirring addresses in favor of the adoption

of the resolution were made by Joseph Mazer, of

Oklahoma; Henry Zilliken, of West Virginia; A. L.

Thoma, of Ohio; Gustave Keller, of Wisconsin;

Walter Mellor, of Indiana, and others. The oppo-

sition to the adoption of the resolution was under

the leadership of F. French, of Oregon, who mus-

tered but five votes against the measure. When

the final vote was announced, the entire conVen-

tion rose to its feet and cheered the adoption of

the resolution, which, for four or five years, has

occupied such a prominent place in the work of the

association movement.
The resolution committee reported the following

resolutions which were unanimously adopted.

WHEREAS, The F. H. Noble Company, of

Chicago furnished the convention badges without

any charge, be it

(Continued on page 1662e)
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GOLD PLATED

ETRUSCAN AND EXCLUSIVE JEWELRY
• We illustrate but a few of our many ideas made

especially for the jobbing trade.

Bar Pins Brooches Hat Pins Bracelets
Scarf Pins Link Buttons Fobs Waist Sets, etc.

Send for a Selection.

E. A. SLADE & CO., Manufacturing Jewelers
45 UNION STREET, ATTLEBORO, MASS., U. S. A.

We feel that it would be insulting the
intelligence of the trade to add even one
argument beyond the fact that the M. P.
SAFETY CATCH

--, 1

requires no assembling. A sample in
your hand will talk more forcibly to you
than we can, and you'll find it mighty
profitable conversation.

THE SAMPLE IS YOURS FOR THE ASKING

The Metal Products Corporation
Manufacturers of JEWEL SETTINGS, METAL
ORNAMENTS and JEWELRY COMPONENTS

Thurbers Avenue PROVIDENCE, R. I.
NEW YORK OFFICE, 611 BROADWAY, ROOM 605
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LOOK AT THE COLOR
MR. WATCHMAKER: The next time a traveling salesman for
material calls on you, ask him to show you a bottle of Fulcrum
Oil and a bottle of some other well-known brand and then com-
pare the color. That will convince you at once that

Fulcrum Watch and Clock Oil

sr,

is superior to any oil ever produced. If an
oil will discolor on the shelf or in the

traveler's trunk, or on your bench, what do
you suppose it will do in a watch or clock?

Fulcrum Oil positively will not discolor or

become rancid in any length of exposure.
It is the only Watch or Clock Oil ever

known which is absolutely free from acid

AND WE CAN PROVE IT.

Watch and Clock Oil Chronometer Oil
35c. a bottle $ 3 . 75 per dozen 50c. a bottle

FOR SALE BY ALL JOBBERS

FULCRUM OIL COMPANY
FRANKLIN, PA., U. S. A.

HENRI PICARD & FRERE, London, England, Sole Export Agents
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THE BEST THE CHEAPEST

SOLID GOLD CHAINS
They stand the test of time and
have done so for 6o years. Su-
preme in Quality, Design, Finish,
Workmanship.

We sell direct. We have no sales-
men. Eliminating all unnecessary
expenses in making and selling
enables us to sell at the lowest
possible price. Send for catalogue.

Alois Kohn & Co. MARK

16-18 Maiden Lane, NEW YORK
Makers of GOLD CHAINS of every kind

WHEELING METAL CEILDIGS
MAKE OLD STORE=ROOMS NEW
Nominal Cost, Elaborate Effect, Sanitary Quality. Material,
Design and Workmanship account for the demand for
Wheeling Metal Ceilings wherever Remodeling is done.
Renewing with METAL CEILINGS enables a store renovation to be
made QUICKLY and WITHOUT INTERRUPTION TO BUSINESS.
Consider them in your new structure and in all remodeling.

WHEE141116 COMI,GATING COMPANY.
WHEELIIIGW.VA.

NEW YOkIC,

ST. LOUIS

BRANCH OFFICES AND STORZS:

CHICAGO PHILADELPHIA
KANSAS CITY CHATTANOOGA
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Resolved, That all state associations who have
ot already done so, should amend their by-laws
as to make the fiscal year expire with the calendar

ear.
Resolved, That any member moving from one

tate to another should be granted membership
the new state until such time as his original

membership would have expired.

Resolved, That while substantial progress has
been made toward the solution of the sterling
silver problem, the question is still unsettled and
we hereby urge our executive committee to con-
tinue their efforts to solve this problem in line
with the prevailing sentiment of this association.

WHEREAS, Lack of competent and proficient
watchmakers is one of the worries of the trade;
lives and property are lost and endangered as a
result. Therefore be it

Resolved, That the National Association recom-
mend to the several state associations the appoint-
ment by the association of a State Examining
Board for the purpose of examining watchmakers
and issuing certificates of competency. Be it
further

Resolved, That the Executive Committee con-
sider the possibility of having State Laws passed,
requiring such examinations, and if possible, to
have such law drafted for presentation to the
next national convention.
Resolved, That this organization disprove the

practice of jewelers giving out trading stamps of any
description or putting on or taking part in any
prize contests, believing that such practice to be
detrimental to the best interests of the trade.

Resolved, That we oppose the efforts now being
made in Congress to abolish the rights of patentees
to fix the selling price for their products.

Resolved, That we favor a closer union of all the
different branches of the jewelry trade. To accom-
plish this, we recommend the formation of an
organization composed of the president of the
National Retail Jewelers' Organization, the
presidents of the several State Retail Jewelers'
Associations, and the presidents of the several
associations in the wholesale and manufacturing
branches of the trade, or such officer or member
as may be delegated by each.

Resolved, That the national president be and he
ii hereby directed to take immediate steps looking
o the formation of this association.

Resolved, That this association strongly recom-
mend the stamping or placing of identification
larks on all goods sold to the jeweler.

Resolved, That we ask the legal definition or
etermination of the terms "solid gold" and
platinum," and hereby instruct the Executive
ommittee to take steps at once looking to such
ction.
Parcels-post being a subject of public agitation

ind there being apparently much sentiment pre-
ailing in favor of extending additional postal ser-
ice to the rural districts; believing that no section
r class of our citizens should be unduly favored
t the expense of another, be it

Resolved, That if parcels-post is to be established
ye favor the establishment of one through the rural
outes and by the local carriers from the place of
irigin.
Resolved, That we strongly recommend the for-

nation of local or district retail jewelers' clubs, to
ffiliate with the respective State Associations and
he National Organization.
Resolved, That we again commend those menu-

! acturers and jobbers who have shown their
loyalty and friendship to the retail jeweler by
confining their trade and product within legitimate
channels and we ask the jewelers to show their
loyalty in return. That this may be done better,

Resolved, That the Executive Committee be and
i t is hereby instructed to cause a list of such
manufacturers and jobbers to be prepared by the
national secretary and sent out by him to all
members of the association.

Resolved, That the association express its great
ilivreciation of this courtesy by a rising vote of
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thanks, and that the secretary be instructed to
write a suitable letter to the F. H. Noble Company
voicing these sentiments.

Resolved, That we extend to the Kansas City
Jobbers' Association of jewelers and opticians, The
Retail Jewelers' Association of Kansas City, the
mayor of the city, the local press and the national
officers, our sincere thanks for their splendid
efforts which has made this convention the most
successful one in the history of the organization.

Chicago, the next Convention City.

Chicago was chosen as the place for the holding

of the 1913 convention. F. N. Wood, of the Chi-

cago Jewelers' Association, presented the invitation

on behalf of Chicago. The only city which made a

showing against Chicago was Cedar Point, Ohio,

whose invitation was presented by A. L. Thoma.

Invitations were also presented by the boards of

trade of Salt Lake City, Minneapolis, Denver,

Niagara Falls and St. Louis.

Newly Elected Officers.

T. L. Combs, of Omaha, who has served for two

years as first vice-president, was chosen president

by a unanimous vote. Chas. T. Evans, of Utica,

New York, was elected first vice-president; Chas.

F. Manahan, of Chicago, second vice-president.

The only contest which developed in the election of

officers was on the office of secretary. The name of

A. W. Anderson, secretary of the Wisconsin Retail

Jewelers' Association, was presented and efforts

were made to bring about his election as against

the re-election of Claud Wheeler of Columbia, Mo.

When the votes were counted, Mr. Wheeler was

found to have been re-elected by a large margin.

Mr. Anderson made a motion that Mr. Wheeler's

election be declared unanimous, which was passed

amid,;cheers. A. W. Anderson was elected as the

new member of the executive committee.

The closing day of the convention was devoted

to the cleaning up of unfinished business. A plan

was suggested whereby the secretaries of the

various state associations could keep in closer

touch with the work being done by their secre-

taries, and a motion prevailed requesting the

secretary of each state organization to place upon

his mailing list the name of the secretary of every

other state organization allied with the national

body, in order that the secretaries may be kept

informed as to what is going on in the several

states.
Considerable discussion was started when a

motion was made that all members joining the

state association after the national convention,

shall, by paying their annual dues, be entitled to a

receipt for all of the following year and such portion

of the unexpired previous year. It was the opin-

ion of many of the jewelers that this would cheapen

the membership. When the motion was put to a

test, it was found that the convention was almost

unanimous in making this concession to new mem-

bers.
A committee was appointed to revise articles of

incorporation and make amendments to the con-

stitution to be. acted upon at the Chicago conven-

tion.
Kansas City Hospitality

The Kansas City jewelers did nobly in enter-

taining the visiting jewelers. Nothing could have

been added to make their visit more pleasant or

comfortable. Ladies attended the meeting in

unusual numbers. Automobiles furnished by

Kansas City jobbers and manufacturers were

constantly at their disposal. Rain interfered

considerably with the outdoor entertainments

provided for the visitors. On the opening day the
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entire convention were the guests of the Kansas

City retail jewelers at Electric Park, where dinner

was served and where everybody had a most en-

joyable time. A theatre party was given in honor

of the convention guests at the Empress Theatre,

the evening of the second day. Rain interfered
with the plans of the Wholesale Jewelers' Associa-

tion of Kansas City to entertain the convention at
Fairmont Park. Accordingly the plans were

changed and an informal vaudeville entertainment
was arranged in the large convention hall. The

hall was packed. It proved to be the most enjoy-

able social event of the convention. The Kansas

City committees in charge of the arrangements for

the conventions were as follows: Entertainment
committee: Louis Meyer, chairman; L. H. Lud-
wig, C. E. Thistle, W. M. Lewis, H. W. Porter,
L. R. Hassig, C. W. Crosby: Reception committee

Harry Snow, chairman; C. B. Norton, Chas.

Shelden, 0. W. Gerry, W. B. Needles: Finance

committee: E. H. Morgan, chairman; C. L.
Merry, C. W. Riggs, Geo. H. Edwards, C. A.
Kiger, C. C. Hoefer and Felix Fricke: Hotel
committee: P. R. Hassig, chairman; 0. W. Dreyer,
Douglass Miller, Eugene Kiger, Herbert Koppel
and H. J. Stead.

The Membership Banner.

There was close rivalry between the states of

Wisconsin and Missouri for the membership
banner. The banner was presented to Ohio at the
Richmond convention, that state having shown
the largest increase in membership during 1910-
1911. At this convention Missouri showed an
increase of 78 members, having a total membership
of 317. Wisconsin showed an increase of 76, with
a total membership of 313 members. The banner
was accordingly turned over to Chas. Mauch, the
president of the Missouri association by A. L.
Thoma, of Ohio, in whose care it had been for the
past year. During the discussion which lead up to
the awarding of the banner, the fact was brought
out by several delegates that the number of jewelers
in some states was so small that the associations of
those states were virtually barred from competing
for the banner. It was suggested that the banner
be awarded to the state showing. the largest per-
centage of membership. Inasmuch as the Roberts'
banner had heretofore been competed for, purely
on a basis of numerical increase, it was not deemed
fair to change the conditions at this time. T. L.
Combs, the newly elected president, appreciating
the justice of the position taken by these states,
announced that he would put up another banner
which would be presented at the Chicago conven-
tion to the state showing the largest percentage of
increased membership.

Convention Presents President Roberts with
Diamond Ring.

Thursday evening, during the entertainment
arranged by the Kansas City jewelers in lieu of the
out-of-door entertainment at Fairmont Park,
which was made impossible by a severe storm,
Steele F. Roberts, the retiring president, was pre-
sented with a beautiful diamond ring as a token
of appreciation of his efforts on behalf of the
organization. The money was contributed in
small donations by the retailers, jobbers, manu-
facturers and their representatives present, and
by the convention guests in general. The pre-
sentation speech was made by Joseph Mazer who
summed up the good work done by Mr. Roberts,
during the two years he has been at the head of the
national body. The retiring president responded
feelingly and stated that he would always cherish
this token of regard and appreciation as of priceless
value. "Although I am retiring as your president,
I am, nevertheless, a member of your executive
committee, and I shall always be in close touch
with the work. I turn over the work to a man who
is well trained and capable. He will bear the honor
with credit and with accomplishments, but my
heart and my best wishes are still with you. I
shall continue to work for the advancement of the
cause and shall always be ready to work for the
advancement of the jewelers of this country."
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THE EXHIBITS

The number of jobbers and manufacturers who

made exhibits was tangible evidence of the im-

portance with which these two branches of the

trade regarded this national gathering of retailers.

The Coates Hotel did not offer the usual facilities

for the proper display of exhibits, there being no
hall in the hotel large enough to ac:ommodate
them. Most of the exhibits were therefore in-
stalled in large rooms on the parlor floor on which

floor was also located the convention assembly

room. More than the usual interest was shown in
the exhibit, which was due largely to the fact that
they were more diversified than at previous meet-
ings.
One of the largest and most interesting exhibits,

was made by the International Silver Company,
which displayed the products of a number of their
factories. The Meriden Britania Company line
and 1847 Rogers Brothers line of flatware attracted
much attention. The full line was very tastily
displayed in one. of the larger rooms.

The original "Colonial Dame" girl, so familiar

to jewelers throughout the country was present

and waited upon all callers clad in the same

colonial garb with which she graced so many

advertisements, and did so much to popularize
this famous line of flatware. A. M. Kuhn and
C. A. Barnum were in charge. The Watrous
Manufacturing Company and Wm. Rogers Manu-
facturing Company factories of this company,
were represented with a complete exhibit by
Robert L. Clark. The Wilcox-Elbertson line of
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sterling was also represented by Mr. Kuhn and
Mr. Barnum.
The Rockford Silver Plate Company had a

particularly strong display on the parlor floors,
which attracted a great deal of attention. Chief
among the interesting features of it, was the
company's new pattern named in honor of Nathan-
iel Hawthorne. It is a characteristic pattern of the
Rockford line. The company has succeeded in
securing a perfect match in design and finish
throughout; rich but not obtrusive and in perfect
harmony with the ever-changing conditions of
modern usage. It received many very favorable
comments. L. A. Littlefield, general manager, F.
H. Leeds, W. T. Powers, C. J. Taggert and J. W.
Taggert were in charge.

The Western Clock Manufacturing Company
had a very novel and attractive display, which,
while it showed the products of this company to
excellent advantage, also served as a very striking
object lesson on window decorations. Instead of
displaying their goods on tables and in the accus-
tomed booths, six model window displays were
arranged in one large room. A regular show win-
dow lighting system was installed and each display
was an individual unit of interest. Walter Ashby
and Mr. Munn were in charge.
The R. Wallace Sons Manufacturing Company

was represented with a very elaborate display of
their complete lines of sterling, plated and Sheffield
ware. The Sheffield line is a recent addition and
•attracted much attention. Their new Washington
pattern was very favorably commented upon as
was also a new style chest in which it was displayed.

EXHIBIT OF ONEIDA COMMUNITY, LTD.

The chest is of the customary style and construction
with the exception that it had a heavy plate glass
top instead of the ordinary wood top. - J. H. Nico-
las, Wm. Barker and G. J. Hansen were in charge.

White, Wile and Warner displayed their well
known rings with great success. Nat Slohm and
Ernest Stern were in charge. They showed the
company's complete line together with their many
attractive advertising plans.
The Pairpoint Corporation was represented by

0. H. Hull and E. B. Frank, who displayed the
company's complete line of cut glass, plain and
fancy, and art glass lamps and shades.
The Shaeffer Self Filling Fountain Pen Company

of Fort Madison, Ia., had a very attractive exhibit.
The pen is something new on the market and has
met with much favor. W. A. Shaeffer, the inven-
tor, is a retail jeweler at Fort Madison, but is no
devoting a portion of his time to the niarketing ol
the pen. Kraker & Coulson, 605 Gumbel Building.
Kansas City, have been appointed selling agents
The Moulton Wireless Umbrella Company of

Plain City, Ohio, was present with its full line
Its well known product is especially adapted tt
jewelry stores and W. E. Moulton, president of tin
company, stated that he was very much gratified
with the results at this convention.
Perhaps, one of the most interesting exhibits was

that of Abel Brothers & Company, presided ovei
by John A. Abel, Nat Frank and W. S. Andrews
They showed many valuable and very elaborat(
set pieces. The chief feature of interest was theb
platinum wedding rings, especially the diamon(
studded flexible pattern.

Rogers, Lunt and Bowlen, well known sterlirn
manufacturers, were represented by H. B. Marti:
and Robert J. Kelly, with a very complete exhibit
They showed the company's new Knickerbocke
pattern which is something new and distinctly(
in flatware creation.

' •
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Meyer and Gross showed their complete line of
"Newark made" rings. The exhibit was in charge
of Edward J. Gross.
The Rockford Watch Company, showed their

complete line of watches, introducing their new
21-jewelled model with mainspring indicator
attachment. Jacob Frank, president, L. A. Eme-
rich, sales-manager and Chas. J. Foley were in
charge.
The Star Watch Case Company exhibit was in

charge of J. E. McCourt, who was on the jump all
the time acquainting the jewelers with his com-
pany's new line of lockets and cases.
A. H. Clinger was in charge of the exhibit of the

T: G. Hawes & Company's line of cut glass.
Power and Mayer had an extraordinary exhibit of

high grade gold and platinum jewelry in charge of
Fred C. Kopf and Felix B. Vollman.
Hamilton watches were displayed by A. Weide-

man, who was in charge of a complete exhibit of
these time pieces.
The new Hamilton pattern of sterling flatware

shown by the Alvin Manufacturing Company,
Attracted a great deal of attention. It is an es-
pecially strong design and one which has already
proven very successful. In addition, the com-
pany exhibits complete lines. The exhibit was
in charge of H. Lorish, F. L. Blake, A. E. Hutchin-
son, M. Kurtson and C. A. Hindman.
Joseph Fahy & Company's line of gold and

gold filled watch cases were displayed by Russel
l'albot and L. G. Meyerscn.
Richter & Phillips, jobbers of Cincinnati, showed

I full line in charge of C. E. Kendall and J. H.
Phillips.
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T. W. Agnew, of the New Haven Clock Company
was in charge of an exhibit for his company.
The Rainshine Umbrella Company, showed a

full line of their suit case umbrellas. John B.
Stover, A. W. Baumgardner and Frank Rotzell
were in charge.
L. J. Finch, Chicago and western representative

of the R. F. Simmons Company, represented his
company with his complete line and was continually
on the jump showing the new creations and ideas
to the visiting jewelers.
The products of the Pickard Studios, was shown

to excellent advantage by F. F. Baggerly and P. A.
McCourt.
The South Bend Watch Company, always pre-

sent at jewelers conventions, was again a promi-
nent exhibitor at this gathering. The company
representatives present were C. T. Higginbotham,
C. J. Tompkins, W. K. Orahood, C. R. Seelye and
H. M. Mills.

Ernest M. Bliss, president of the Bliss Brothers
Company, of Attleboro, came out from the factory
to assist Chas. P. Crane, the Chicago and western
representative. They showed the company's
complete line of "Colonial Dame" bracelets and
lockets as well as their well known line of chains
and fobs. The interesting feature of their exhibit
was the fact that they allowed interested jewelers
to select samples from their stocks and then
"stripped" them with acid in order to show the
quality of the gold shell covering them.
Joe Knoblauch was present with a full line of

cut glass and metal novelties of the C. F. Monroe
Company.
Other exhibitors were: Hoyt Jewelry Co., Ivan

T. Fuller; Henry Lederer & Brother. J. Gersten-
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sang; Whitcomb Cabinet Co., W. B. Grosvenor;
Gunzberge & Gluck, M. Gluck; F. H. Noble & Co.,
Earl St. Hoor; Wildprett and Saacke, H. H.
Joseph; Weidlich Jewelry Company, G. C. Lemley
and William Weidlich; Empire Cut Glass, E. C.
McKean; F. P. Scofield & Company, Max Meyer,
Jr.; Electric City Box Company, A. Miller; Ben-
jamin Allen & Company, H. B. McKinley; H. F.
Hahn & Company, W. A. Montague; St. Louis
Clock & Silver Company, C. W. Morrell; James
Noterman & Company, Wm. Pflenger; Sproehule
& Company, S. E. Prince; A. & Z. Chain Company,
L. J. Pracht; Maschmeyer L. Richards Silver Com-
pany, D. P. Richards, J. K. Venables; Burley &
Tyrell Company, W. C. Reel; Henry Freund &
Company, F. G. Story; Dueber Hampden Watch
Company, H. A. Schrantz; L. Gutman & Son,
David Gutman and Carl Stange; C. H. Knights-
Thearle Company, Fred G. Thearle; Bradley
Polytechnic Institute, A. T. Westlake; Henry
Paulson & Company, E. R. Welker; Towle Manu-
facturing Company, L. A. Wheeler; The Elgin
Jewelry and Engraving Company, D. H. Raymond;
Illinois Watch Co., Julius Armbruster, Jos. Gigon;
New Haven Clock Co., T. W. Agnew; The Gor-
ham Co., R. L. Arnold, A. A. Hallberger; Webb
C. Ball Watch Co., Sidney Y. Ball, James Coy;
A. F. Smith Co., Thos. J. Brunner, A. F. Smith;
Brown Street Clock Co., B. E. Brown; Peninsular
Engraving Co., A. Bruckner; Pickard Studios, F.
F. Baggerly; Arnold & Steere, R. V. Curran; S.
H. Clausin & Co., S. H. Clausin; Oneida Com-
munity, Chas. P. Catlin; M. E. Kingsley, F. H.
Primo, W. Wingate, A. M. Chadbourne; Elgin
National Watch Co., John Carr, A. R. Philips;
T. M. James & Son, C. H. Dillon; Eisenstadt
Mfg. Co., R. R. Evans; Simpson Hall-Miller &
Co., C. F. White; Aller-Wilmes, Walter Beard
and others.
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THE EXHIBITS

The number of jobbers and manufacturers who

made exhibits was tangible evidence of the im-

portance with which these two branches of the

trade regarded this national gathering of retailers.

The Coates Hotel did not offer the usual facilities

for the proper display of exhibits, there being no

hall in the hotel large enough to ac:ommodate

them. Most of the exhibits were therefore in-

stalled in large rooms on the parlor floor on which

floor was also located the convention assembly

room. More than the usual interest was shown in

the exhibit, which was due largely to the fact that

they were more diversified than at previous meet-

ings.
One of the largest and most interesting exhibits,

was made by the International Silver Company,

which displayed the products of a number of their

factories. The Meriden Britania Company line

and 1847 Rogers Brothers line of flatware attracted

much attention. The full line was very tastily

displayed in one. of the larger rooms.

The original "Colonial Dame" girl, so familiar

to jewelers throughout the country was present

and waited upon all callers clad in the same

colonial garb with which she graced so many

advertisements, and did so much to popularize

this famous line of flatware. A. M. Kuhn and

C. A. Barnum were in charge. The Watrous

Manufacturing Company and Wm. Rogers Manu-

facturing Company factories of this company,

were represented with a complete exhibit by

Robert L. Clark. The Wilcox-Elbertson line of

,
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sterling was also represented by Mr. Kuhn and

Mr. Barnum.

The Rockford Silver Plate Company had a

particularly strong display on the parlor floors,

which attracted a great deal of attention. Chief

among the interesting features of it, was the

company's new pattern named in honor of Nathan-

iel Hawthorne. It is a characteristic pattern of the

Rockford line. The company has succeeded in

securing a perfect match in design and finish

throughout; rich but not obtrusive and in perfect

harmony with the ever-changing conditions of

modern usage. It received many very favorable

comments. L. A. Littlefield, general manager, F.

H. Leeds, W. T. Powers, C. J. Taggert and J. W.

Taggert were in charge.

The Western Clock Manufacturing Company

had a very novel and attractive display, which,

while it showed the products of this company to

excellent advantage, also served as a very striking

object lesson on window decorations. Instead of

displaying their goods on tables and in the accus-

tomed booths, six model window displays were

arranged in one large room. A regular show win-

dow lighting system was installed and each display

was an individual unit of interest. Walter Ashby

and Mr. Munn were in charge.

The R. Wallace Sons Manufacturing Company

was represented with a very elaborate display of

their complete lines of sterling, plated and Sheffield

ware. The Sheffield line is a recent addition and

attracted much attention. Their new Washington
pattern was very favorably commented upon as
was also a new style chest in which it was displayed.

The chest is of the customary style and construction
with the exception that it had a heavy plate glass
top instead of the ordinary wood top.- J. H. Nico-
las, Wm. Barker and G. J. Hansen were in charge.

White, Wile and Warner displayed their well
known rings with great success. Nat Slohm and
Ernest Stern were in charge. They showed the
company's complete line together with their many
attractive advertising plans.

The Pairpoint Corporation was represented by
0. H. Hull and E. B. Frank, who displayed the
company's complete line of cut glass, plain and
fancy, and art glass lamps and shades.

The Shaeffer Self Filling Fountain Pen Company
of Fort Madison, Ia., had a very attractive exhibit.
The pen is something new on the market and has
met with much favor. W. A. Shaeffer, the inven-
tor, is a retail jeweler at Fort Madison, but is now
devoting a portion of his time to the Marketing of
the pen. Kraker & Coulson, 605 Gumbel Building.
Kansas City, have been appointed selling agents

The Moulton Wireless Umbrella Company oi
Plain City, Ohio) was present with its full line.
Its well known product is especially adapted te
jewelry stores and W. E. Moulton, president of the
company, stated that he was very much gratified
with the results at this convention.

Perhaps, one of the most interesting exhibits wa
that of Abel Brothers & Company, presided ovei
by John A. Abel, Nat Frank and W. S. Andrews
They showed many valuable and very elaborate(
set pieces. The chief feature of interest was their
platinum wedding rings, especially the diamond
studded flexible pattern.

Rogers, Lunt and Bowlen, well known sterling
manufacturers, were represented by H. B. Marti!
and Robert J. Kelly, with a very complete exhibit
They showed the company's new Knickerbocke;
pattern which is something new and distinctly(
in flatware creation.

H. H. DUNCAN EXPLAINING TO GEO. H. EDWARDS, STEELS F. ROBERTS, FRED. C. THEARLE AND
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Meyer and Gross showed their complete line of
"Newark made" rings. The exhibit was in charge
of Edward J. Gross.
The Rockford Watch Company, showed their

complete line of watches, introducing their new
21-jewelled model with mainspring indicator
attachment. Jacob Frank, president, L. A. Eme-
rich, sales-manager and Chas. J. Foley were in
charge.
The Star Watch Case Company exhibit was in

charge of J. E. McCourt, who was on the jump all
the time acquainting the jewelers with his com-
pany's new line of lockets and cases.

A. H. Clinger was in charge of the exhibit of the

T: G. Hawes & Company's line of cut glass.

Power and Mayer had an extraordinary exhibit of

high grade gold and platinum jewelry in charge of
Fred C. Kopf and Felix B. Vollman.

Hamilton watches were displayed by A. Weide-
man, who was in charge of a complete exhibit of
these time pieces.
The new Hamilton pattern of sterling flatware

shown by the Alvin Manufacturing Company,
ittracted a great deal of attention. It is an es-

pecially strong design and one which has already
proven very successful. In addition, the com-
pany exhibits complete lines. The exhibit was
in charge of H. Lorish, F. L. Blake, A. E. Hutchin-
ion, M. Kurtson and C. A. Hindman.

Joseph Fahy & Company's line of gold and
gold filled watch cases were displayed by Russel
Talbot and L. G. Meyerscn,

Richter & Phillips, jobbers of Cincinnati, showed
a full line in charge of C. E. Kendall and J. H.
Phillips.

T. W. Agnew, of the New Haven Clock Company
was in charge of an exhibit for his company.
The Rainshine Umbrella Company, showed a

full line of their suit case umbrellas. John B.
Stover, A. W. Baumgardner and Frank Rotzell
were in charge.
L. J. Finch, Chicago and western representative

of the R. F. Simmons Company, represented his
company with his complete line and was continually
on the jump showing the new creations and ideas
to the visiting jewelers.
The products of the Pickard Studios, was shown

to excellent advantage by F. F. Baggerly and P. A.
McCourt.
The South Bend Watch Company, always pre-

sent at jewelers conventions, was again a promi-
nent exhibitor at this gathering. The company
representatives present were C. T. Higginbotham,
C. J. Tompkins, W. K. Orahood, C. R. Seelye and
H. M. Mills. •

Ernest M. Bliss, president of the Bliss Brothers
Company, of Attleboro, came out from the factory
to assist Chas. P. Crane, the Chicago and western
representative. They showed the company's
complete line of "Cblonial Dame" bracelets and
lockets as well as their well known line of chains
and fobs. The interesting feature of their exhibit
was the fact that they allowed interested jewelers
to select samples from their stocks and then
"stripped" them with acid in order to show the
quality of the gold shell covering them.
Joe Knoblauch was present with a full line of

cut glass and metal novelties of the C. F. Monroe
Company.

Other exhibitors were: Hoyt Jewelry Co., Ivan
T. Fuller; Henry Lederer & Brother, J. Gersten-
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sang; Whitcomb Cabinet Co., W. B. Grosvenor;
Gunzberge & Gluck, M. Gluck; F. H. Noble & Co.,
Earl St. Hoor; Wildprett and Saacke, H. H.
Joseph; Weidlich Jewelry Company, G. C. Lemley
and William Weidlich; Empire Cut Glass, E. C.
McKean; F. P. Scofield & Company, Max Meyer,
Jr.; Electric City Box Company, A. Miller; Ben-
jamin Allen & Company, H. B. McKinley; H. F.
Hahn & Company, W. A. Montague; St. Louis
Clock & Silver Company, C. W. Morrell; James
Noterman & Company, Wm. Pflenger; Sproehule
& Company, S. E. Prince; A. & Z. Chain Company,
L. J. Pracht; Maschmeyer L. Richards Silver Com-
pany, D. P. Richards, J. K. Venables; Burley &
Tyrell Company, W. C. Reel; Henry Freund &
Company, F. G. Story; Dueber Hampden Watch
Company, H. A. Schrantz; L. Gutman & Son,
David Gutman and Carl Stange; C. H. Knights-
Thearle Company, Fred •G. Thearle; Bradley
Polytechnic Institute, A. T. Westlake; Henry
Paulson & Company, E. R. Welker; Towle Manu-
facturing Company, L. A. Wheeler; The Elgin
Jewelry and Engraving Company, D. H. Raymond;
Illinois Watch Co., Julius Armbruster, Jos. Gigon;
New Haven Clock Co., T. W. Agnew; The Gor-
ham Co., R. L. Arnole, A. A. Hallberger; Webb
C. Ball Watch Co., Sidney Y. Ball, James Coy;
A. F. Smith Co., Thos. J. Brunner, A. F. Smith;
Brown Street Clock Co., B. E. Brown; Peninsular
Engraving Co., A. Bruckner; Pickard Studios, F.
F. Baggerly; Arnold & Steere, R. V. Curran; S.
H. Clausin & Co., S. H. Clausin; Oneida Com-
munity, Chas. P. Catlin; M. E. Kingsley, F. H.
Primo, W. Wingate, A. M. Chadbourne; Elgin
National Watch Co., John Carr, A. R. Philips;
T. M. James & Son, C. H. Dillon; Eisenstadt
Mfg. Co., R. R. Evans; Simpson Hall-Miller &
Co. C. F. White; Aller-Wilmes, Walter Beard
and others.
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What Is Your Patent Really Worth?

The Actual Value of an Invention—How It May
Be Protected and the Effects of the Recent
Patent Decision of the Supreme Court

By Amos STOTE, in Business

There are many conditions essential to the
making of a valuable patent; there are two condi-
tions absolutely necessary: The invention of
something needed or desired, and this may mean
something of such evident worth that both desire
and need may be created; and its positive protec-
tion by the right kind of a patent
A patent in this country is the only monopoly

recognized by both the common and statute law.
More than that, a monopoly secured through a
patent is sanctioned by no less an authority than
the Constitution of the United States.
A few years ago a company was organized to

manufacture and sell an invention that would be
in direct competition with the product of a great
industry. Up to this time the latter had held the
field all to itself, had sold hundreds of thousands of
its machines; had, in fact, been so successful that
it could not fail to attract competition. The new
device, however, was an excellent one and because
the older house had done all the missionary work
in educating the public to the need of such a ma-
chine, it could profitably sell at a reduced price.
Also, as it was built on a different plan the article
had found no difficulty in securing patents.
The promoters of the new company were so en-

thusiastic over its product that they refused to wait
until the inventor had completed a certain attach-
ment the machine needed to give it the full scope
of service offered by the article already on the
market. They insisted on starting with what they
had, knowing the attachment would be ready
within a couple of months. In other words they
knew that by the time the machine proper had
passed the inspection of the U. S. Patent Office the
attachment would be ready to submit to that same
department.

Twenty-four hours after the Patent Depart-
ment of the Government had published, accord-
ing to law, the elements of the new device,
copies of the publication were in the hands of the
old concern. Within three weeks this company
had sent to Washington, for patenting twenty
different inventions, covering every conceivable
way by which the attachment could be produced or
fastened to the new machine. A month or so later
the new company sent in its attachment, only to be
informed that it was an infringement on a device
already patented. Still not realizing the hope-
lessness of the situation the inventor set about to
create a different article for an attachment—but
this met with the same fate as the other. As a
result, the new company was compelled to go out
of business almost before it had started, Without
the attachment the machine was so limited it could
not hope to compete; and money could not buy
the patent rights to the inventions of the other com-
pany. That was not the first nor the last time the
big corporation nipped budding rivals. The manage-
ment states that experience has proven that almost
every prospective company will make the same
mistake which this one did. New concerns are
anxious to get started. Just as soon as they reach
a stage approaching completion, when only a detail
or two remains to be worked out, there is a clamor
for results; and up to date, at least in this industry,
they have always had results—but of the wrong
kind.

How Some Concerns Protect Their Products

The importance those who know most about the
value of patents place upon them is emphasized •
by their exhaustive efforts to secure every possible
advantage that is to be gained from this control.
Many manufacturers, practically all of those ex-
tensive houses producing machines and appliances
of any kind, maintain very complete patent and
invention departments. The duties of these de-
partments is vastly more comprehensive than
might be inferred from their names. Aside from
the work of actual invention and patenting they
follow the creation of all devices that may in any
way relate to their industry, selecting these from
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the entire list of patents published by the govern-
ment; they watch the operative departments of the
plant and give careful attention to the sug-
gestions and ideas advanced by any workman;
and take active measures to secure devices pro-
duced by an outsider, provided they offer any
possibilities and respond to their tests. Then,
working in conjunction with these departments,
the manufactory generally maintains a law depart-
ment whose duty it is to render any legal advice
required and to prepare all documents connected
with the securing of the patent.
It is at this point that many an owner of an in-

vention fails to get the full value of his invention
or, more properly, to make sure of receiving the
full value, in a commercial way, for his patent.
Many people have the idea that, so long as they
secure the weight of the government's patent on
their invention it is fully protected. They do
not realize that the government can only protect
so far as it is asked to protect. It is absolutely
up to the patentee to provide every possible safe-
guard for his patent. The knowledge of this
fact and the determination to provide this protec-
tion may rightly be considered the foundation of
the strength and growth of many large industries.
They have spared no time nor expense in securing
for their inventions the most comprehensive and
inclusbie patents that it is possible for legal skill
to produce.
The manufacturer of a gum tape machine, a

device that is used in sealing packages, was not
• long ago astonished to find a rival product on the
market. The original company thought it had
covered its product with every possible patent
protection, especially those parts which perform
the vital operations. For example: it had used
the greatest care in protecting the little arm which
automatically lifts the gum tape off the moistener
when not in use. To its experts there seemed no
way left by which an arm, or elevator, could be
produced to perform this operation without directly
infringing the patent. Apparently the company
was safe in this respect—but it had not counted
on a rival who could add an ingredient to the
mucilage coating of the paper tape which would
cause the latter to automatically curl and raise off
the moistener. Such a device was produced and it
is now in active competition of the original ma-
chine.
In contrast may be cited the improvement an

inventor made in the switch rail used by railways.
Before the invention was ever exhibited to any
prospective purchaser it was first brought as near
to perfection as the inventor could conceive it and
then was as completely protected by patents as an
expert attorney could provide them. After this
it was shown to capital and the latter recognized
its evident worth so quickly that the only argument
which remained was concerning the inventor's fee;
this was finally settled for one hundred thousand
dollars.

The Strong Part of a Patent

A fully protected patent is often of great value
aside from its ability to increase or improve pro-
duction. When one considers that no contract,
however unfair, even vicious, it may be, can have
its right of control taken away from it provided it
is based on a patent, one realizes to some extent
how very valuable a patent may become. In the
United States the owner of a patent is permitted,
notwithstanding the need and desire of the world
for such a device, to shut it up for seventeen years
and deny any one the privilege to make, use or sell
it. Nor is it in any way taxible by the govern-
ment.

Getting Around Patenting Obstacles
There is still another side to this situation.

There is always the possibility of improvement on a
patent, and this may be accomplished by an out-
sider or competitor as well as by the invention
department of the industry owning the patent. A
manufacturer, who has had long experience in
the production of safes one day called in his
patent attorney and told him that a way must be
found to get a patent on a two piece safe The
attorney laughed at the idea, and said that there
were already probably a hundred patents covering
such a style of safe and that the very simplicity of it
made a new patent a thing unheard of. The
manufacturer was aware that he wanted a patent
on about the commonest style of safe on the mar-
ket; yet he thought he also knew how to get it.

He brought out two photographs to show the at-
torney. One was a picture of a contract he had
cancelled at that time and the other was of the
letter he had sent at the time of the return of the
contract, explaining the reason for the cancella-
tion. This contract had been made for five years
but at the end of the first year of its life the manu-
facturer felt entitled to break it because of the
quality of the article the founders had shipped
him. In the letter accompanying the returned
contract he stated that his reason for taking this
step was because it seemed impossible to produce
these safes without having bubbles come in various
portions of their parts; the bubbles frequently
being so large as to leave only a thin outer and
inner shell covering them.

After the patent attorney had examined the
photographs the manufacturer produced proofs
that he had invented a process whereby these
bubbles were absolutely eliminated. Even then
the attorney was doubtful but the both of them
went to Washington and presented all the facts in
the case, in person, to the Patent Department
officials. The safe experts in the department
were given the photographs as well as the details
of the new process to study. After several days
consideration these experts concluded that the
manufacturer had actually created a new product
in that his method of construction as well as his
results were vitally different from those employed
or exhibited in any two-piece safes then holding
patent. The result was that the manufacturer
secured a broad patent.

The Right Kind of a Patent

Generally speaking, a patent right is a right
granted by the government for a period of seven-
teen years providing for the exclusive use and con-
trol of an invention. Actually this control is
protective only in so far as the patentee makes it
SO.

The papers covering a patent, or it may be said
the patent itself, has three divisions which are
generally termed elements. First comes the ele-
ment known as the drawing. As the great ma-
jority of patents consist, today, either of additions
or improvements to some article now in use, the
primary drawing will give this article with the
addition of the new device. This makes the ser-
vice of the latter readily appreciated. If the
invention is small when compared with the entire
article the second drawing will show it by itself.
Frequently at least one other drawing is made to
exhibit a different view of the part to be patented.
These drawings are constructed after the manner
of those used in mechanical operations which are
commonly termed working drawings. There
are two reasons for this, first to facilitate the
Patent Department at Washington in passing on
the device, and, second, to enable those seeking
detailed information concerning the invention
to learn from the picture certain facts which might
escape them in a study of the printed information.
The second element is that termed Description.

Here are stated the features of the patent, its parts
are named, and there is given the method of their
construction as well as how they are to be operated.
One purpose of the description is to aid those in-
terested in the study of it. A complex drawing
is often difficult to grasp as to its workings, but
in conjunction with the description the uses of the
various parts are made more apparent.
Third in order, but first in importance, is the

element of Claims. "The soul of ' the patent,"
some one has very tersely called this element, and
rightly so, for too much importance may hardly be
placed upon it. It is very common to find claims
attached to a patent which seem to cover points
entirely distinct from the parts shown in the draw-
ings or enumerated and outlined in the description.
The reason for this is that it is the most binding
part of the patent. It is through the element of
claims that the greatest control in production
is secured. So perfectly may they often be pre-
pared that one clause in an existing claim has
prevented, or at least delayed, the manufacture of
an entirely different product. Naturally, these
comprehensive claims are of especial value in
connection with a new product as it offers greater
opportunity to include a variety of operations
not formerly in use than does a patent on an im-
provement or attachment to some device already
on the market.
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GUARANTEED Electrolytic Silver Deposit Cut Glass. We will take the liberty
to have one of our representatives call on you before many days, and instruct
him to demonstrate the faultless quality, quick-selling power and ample
profit margin of these unmatchable goods.

OU have never seen such a beautiful line—such exclusive hand-wrought designs, dainty shapes,
flawless crystal and expert craftsmanship ! Backed by this word—honest guarantee : "We guarantee
that the silver deposit will not crack or loosen, and that the background will not yellow. Any piece found
thus defective will be replaced without cost to dealer or customer." They act like magnets in drawing

customers. Surely it will be worth your while to defer your Fall purchases until you thoroughly examine
our salesman's sparkling samples ! There is a wide market for Electrolytic Ware. Its superior make-up,
wide distribution and heavy advertising have placed it in the forefront.

Electrolytic
Silver Deposit Cut Glass

We have an army of enthusiastic dealers all over America. Although our Ware is comparatively new,
leading jewelers quickly saw its superlative value. And they appreciated our making of new customers for them
by forceful, persistent advertising.
Already thousands of well-able customers have been sent to our dealers, and have bought from them.
Last Spring the largest advertising agency in America prepared our customer-making campaign, and it was a
tremendous success. We want to publicly thank our dealers for their whole-hearted hustle. Our business
relations have been mighty cordial. It certainly is a pleasure to sell to such loyal men, and a greater pleasure to
manufacture a line of goods which brings them such numerous sales and handsome profits.
We want you to share in this prosperous business. We want YOU to be the profit-taker in your town. We
want to send good customers to YOU. Be ready to talk over the matter with our special representative when
he calls. You'll find him a mighty pleasant man to talk with. In the meantime write for an illustrated
catalogue.

Electrolytic Art Metal Company
Beatty and Adeline Streets Trenton, N. J.

Makers of 99911000 Fine Silver Deposit and Manufacturing Silversmiths.



1652h T E

What Is Your Patent Really Worth?

The Actual Value of an Invention—How It May
Be Protected and the Effects of the Recent
Patent Decision of the Supreme Court

By AMOS STOTE, in BU8ine88

There are many conditions essential to the
making of a valuable patent; there are two condi-
tions absolutely necessary: The invention of
something needed or desired, and this may mean
something of such evident worth that both desire
and need may be created; and its positive protec-
tion by the right kind of a patent
A patent in this country is the only monopoly

recognized by both the common and statute law.
More than that, a monopoly secured through a
patent is sanctioned by no less an authority than
the Constitution of the United States.
A few years ago a company was organized to

manufacture and sell an invention that would be
in direct competition with the product of a great
industry. Up to this time the latter had held the
field all to itself, had sold hundreds of thousands of
its machines; had, in fact, been so successful that
it could not fail to attract competition. The new
device, however, was an excellent one and because
the older house had done all the missionary work
in educating the public to the need of such a ma-
chine, it could profitably sell at a reduced price.
Also, as it was built on a different plan the article
had found no difficulty in securing patents.
The promoters of the new company were so en-

thusiastic over its product that they refused to wait
until the inventor had completed a certain attach-
ment the machine needed to give it the full scope
of service offered by the article already on the
market. They insisted on starting with what they
had, knowing the attachment would be ready
within a couple of months. In other words they
knew that by the time the machine proper had
passed the inspection of the U. S. Patent Office the
attachment would be ready to submit to that same
department.

Twenty-four hours after the Patent Depart-
ment of the Government had published, accord-
ing to law, the elements of the new device,
copies of the publication were in the hands of the
old concern. Within three weeks this company
had sent to Washington, for patenting twenty
different inventions, covering every conceivable
way by which the attachment could be produced or
fastened to the new machine. A month or so later
the new company sent in its attachment, only to be
informed that it was an infringement on a device
already patented. Still not realizing the hope-
lessness of the situation the inventor set about to
create a different article for an attachment—but
this met with the same fate as the other. As a
result, the new company was compelled to go out
of business almost before it had started, Without
the attachment the machine was so limited it could
not hope to compete; and money could not buy
the patent rights to the inventions of the other com-
pany. That was not the first nor the last time the
big corporation nipped budding rivals. The manage-
ment states that experience has proven that almost
every prospective company will make the same
mistake which this one did. New concerns are
anxious to get started. Just as soon as they reach
a stage approaching completion, when only a detail
or two remains to be worked out, there is a clamor
for results; and up to date, at least in this industry,
they have always had results—but of the wrong
kind.

How Some Concerns Protect Their Products

The importance those who know most about the
value of patents place upon them is emphasized
by their exhaustive efforts to secure every possible
advantage that is to be gained from this control.
Many manufacturers, practically all of those ex-
tensive houses producing machines and appliances
of any kind, maintain very complete patent and
invention departments. The duties of these de-
partments is vastly more comprehensive than
might be inferred from their names. Aside from
the work of actual invention and patenting they
follow the creation of all devices that may in any
way relate to their industry, selecting these from
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the entire list of patents published by the govern-
ment; they watch the operative departments of the
plant and give careful attention to the sug-
gestions and ideas advanced by any workman;
and take active measures to secure devices pro-
duced by an outsider, provided they offer any
possibilities and respond to their tests. Then,
working in conjunction with these departments,
the manufactory generally maintains a law depart-
ment whose duty it is to render any legal advice
required and to prepare all documents connected
with the securing of the patent.

It is at this point that many an owner of an in-
vention fails to get the full value of his invention
or, more properly, to make sure of receiving the
full value, in a commercial way, for his patent.
Many people have the idea that, so long as they
secure the weight of the government's patent on
their invention it is fully protected. They do
not realize that the government can only protect
so far as it is asked to protect. It is absolutely
up to the patentee to provide every possible safe-
guard for his patent. The knowledge of this
fact and the determination to provide this protec-
tion may rightly be considered the foundation of
the strength and growth of many large industries.
They have spared no time nor expense in securing
for their inventions the most comprehensive and
inclusiVe patents that it is possible for legal skill
to produce.
The manufacturer of a gum tape machine, a

device that is used in sealing packages, was not
• long ago astonished to find a rival product on the
market. The original company thought it had
covered its product with every possible patent
protection, especially those parts which perform
the vital operations. For example: it had used
the greatest care in protecting the little arm which
automatically lifts the gum tape off the moistener
when not in use. To its experts there seemed no
way left by which an arm, or elevator, could be
produced to perform this operation without directly
infringing the patent. Apparently the company
was safe in this respect—but it had not counted
on a rival who could add an ingredient to the
mucilage coating of the paper tape which would
cause the latter to automatically curl and raise off
the moistener. Such a device was produced and it
is now in active competition of the original ma-
chine.
- In contrast may be cited the improvement an
inventor made in the switch rail used by railways.
Before the invention was ever exhibited to any
prospective purchaser it was first brought as near
to perfection as the inventor could conceive it and
then was as completely protected by patents as an
expert attorney could provide them. After this
it was shown to capital and the latter recognized
its evident worth so quickly that the only argument
which remained was concerning the inventor's fee;
this was finally settled for one hundred thousand
dollars.

The Strong Part of a Patent

A fully protected patent is often of great value
aside from its ability to increase or improve pro-
duction. When one considers that no contract,
however unfair, even vicious, it may be, can have
its right of control taken away from it provided it
is based on a patent, one realizes to some extent
how very valuable a patent may become. In the
United States the owner of a patent is permitted,
notwithstanding the need and desire of the world
for such a device, to shut it up for seventeen years
and deny any one the privilege to make, use or sell
it. Nor is it in any way taxible by the govern-
ment.

Getting Around Patenting Obstacles
There is still another side to this situation.

There is always the possibility of improvement on a
patent, and this may be accomplished by an out-
sider or competitor as well as by the invention
department of the industry owning the patent. A
manufacturer, who has had long experience in
the production of safes one day called in his
patent attorney and told him that a way must be
found to get a patent on a two piece safe The
attorney laughed at the idea, and said that there
were already probably a hundred patents covering
such a style of safe and that the very simplicity of it
made a new patent a thing unheard of. The
manufacturer was aware that he wanted a patent
on about the commonest style of safe on the mar-
ket; yet he thought he also knew how to get it.

August 15, 1912

He brought out two photographs to show the at-
torney. One was a picture of a contract he had
cancelled at that time and the other was of the
letter he had sent at the time of the return of the
contract, explaining the reason for the cancella-
tion. This contract had been made for five years
but at the end of the first year of its life the manu-
facturer felt entitled to break it because of the
quality of the article the founders had shipped
him. In the letter accompanying the returned
contract he stated that his reason for taking this
step was because it seemed impossible to produce
these safes without having bubbles come in various
portions of their parts; the bubbles frequently
being so large as to leave only a thin outer and
inner shell covering them.

After the patent attorney had examined the
photographs the manufacturer produced proofs
that he had invented a process whereby these
bubbles were absolutely eliminated. Even then
the attorney was doubtful but the both of them
went to Washington and presented all the facts in
the case, in person, to the Patent Department
officials. The safe experts in the department
were given the photographs as well as the details
of the new process to study. After several days
consideration these experts concluded that the
manufacturer had actually created a new product
in that his method of construction as well as his
results were vitally different from those employed
or exhibited in any two-piece safes then holding
patent. The result was that the manufacturer
secured a broad patent.

The Right Kind of a Patent

Generally speaking, a patent right is a right
granted by the government for a period of seven-
teen years providing for the exclusive use and con-
trol of an invention. Actually this control is
protective only in so far as the patentee makes it
so.
The papers covering a patent, or it may be said

the patent itself, has three divisions which are
generally termed elements. First comes the ele-
ment known as the drawing. As the great ma-
jority of patents consist, today, either of additions
or improvements to some article now in use, the
primary drawing will give this article with the
addition of the new device. This makes the ser-
vice of the latter readily appreciated. If the
invention is small when compared with the entire
article the second drawing will show it by itself.
Frequently at least one other drawing is made to
exhibit a different view of the part to be patented.
These drawings are constructed after the manner
of those used in mechanical operations which are
commonly termed working drawings. There
are two reasons for this, first to facilitate the
Patent Department at Washington in passing on
the device, and, second, to enable those seeking
detailed information concerning the invention
to learn from the picture certain facts which might
escape them in a study of the printed information.
The second element is that termed Description.

Here are stated the features of the patent, its parts
are named, and there is given the method of their
construction as well as how they are to be operated.
One purpose of the description is to aid those in-
terested in the study of it. A complex drawing
is often difficult to grasp as to its workings, but
in conjunction with the description the uses of the
various parts are made more apparent.

Third in order, but first in importance, is the
element of Claims. "The soul of ' the patent,"
some one has very tersely called this element, and
rightly so, for too much importance may hardly be
placed upon it. It is very common to find claims
attached to a patent which seem to cover points
entirely distinct from the parts shown in the draw-
ings or enumerated and outlined in the description.
The reason for this is that it is the most binding
part of the patent. It is through the element of
claims tha t the greatest control in production
is secured. So perfectly may they often be pre-
pared that one clause in an existing claim has
prevented, or at least delayed, the manufacture of
an entirely different product. Naturally, these
comprehensive claims are of especial value in
connection with a new product as it offers greater
opportunity to include a variety of operations
not formerly in use than does a patent on an im-
provement or attachment to some device already
on the market.
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We show 292 pages in this Blue Book representing 10,000 articles in STERLING SILVER TOILET and MANICURE GOODS and ROLLED GOLD
FILLED JEWELRY.
We make 2600 Combinations of TOILET, MANICURE, BABY, DESK, SEWING, MILITARY, SHAVING, and SMOKING SETS. The HAIR
BRUSHES shown here represent our Four New Patterns for 1912.

Our Sterling Line Includes:
TOILET GOODS
MANICURE GOODS
GENTLEMEN'S GOODS
CIGARETTE CASES
CARD CASES
MATCH BOXES
PLAYING CARD CASES
SPECTACLE CASES
EYE GLASS CASES
JEWEL CASES
PICTURE FRAMES
TABLE GOODS

STERLING VANITIES and
NOVELTIES

GOLD FILLED VANITIES,
NOVELTIES, Etc.
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Our Rolled Fold Filled Line
Includes:

BELT PINS
BRACELETS
CROSSES and PENDANTS
NECKLACES
CHAINS and SLIDES
LAPEL BUTTONS
COLLAR BUTTONS
VEST BUTTONS
LINK BUTTONS
STUDS
TIE CLASPS
SCARF and HAT PINS
EARRINGS
LOCKET and CHARMS
PINS, BARRETTES and
LINGERIE CLASPS

THEODORE W. FOSTER & BRO. CO.
Manufacturing Jewelers and Silversmiths
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NEW YORK: 13 Maiden Lane
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Providence, R. I.
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Sent postpaid to any part of the world on
receiPt of price, $6.00 (£'15.5.1

In these days of wealth, lavish expenditure on objects of
art and critical purchasing, there is special demand for skilled
engravers. For this reason there is special timeliness in the
publication of the great work

HORNIKEL'S
ENGRAVERS' TEXT=BOOK

This portfolio represents the standard of excellence in
letter engraving, and is a mine of suggestion for the high-class
Jeweler and all who wish to combine style with artistic execu-
tion. It consists of sixty-one page plates of letters and mono-
grams, pretty patterns, and all manner of combinations.

The Keystone Publishing Co 809-811-813 North T9th Street, PHILADELPHIA, PA.
Room 1201 Heyworth Building, CHICAGO

MOROCCO L CASESTER
LING 
 JEWEL 

Exclusive in Design

Finest Quality of Material

and Workmanship in

Every Detail

NEW YORK OFFICE, Silversmith Building
SAN FRANCISCO OFFICE, Jeweler's Building

Made in Eight Sizes

3 x 4" to 7 x 9"

All with Locks

Write Us For Prices

WARWICK STERLING COMPANY
PROVIDENCE RHODE ISLANI)
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"The Silver Question 9,

Address by Charles F. Manahan, before the Kansas City Convention

In speaking on this subject, "The Sterling Silver
2uestion" at the Wisconsin Convention some
veeks ago, I was told that there were three
,special things jewelers would like discussed, viz.,
sow to carry a representative line, how to sell it,
and how to make money on it. These sub-divi-
sions have seemed so logical that I have been con-
tent to again frame my talk along the same lines.
In any paper of this sort much in the way of

detail must be left out, and as I am not a profes-
,,ional story teller very likely I shall be indefinite.
So if later any of you desire more light I shall be
very glad to talk it over and exchange views. I
am sure the story I have to tell is a good one, but I
am not sure I can tell it well.
Now just one more remark,—I do not own

stock in any silver company, nor am I a philan-
thropist; I selfishly sell those patterns of silver
which best fit my theory and I buy from those
companies whose product and policy best help us
to carry it out.
Now then, in discussing the first of these topics,

viz., how to carry a representative line, I would
say. Select a pattern of good report as to quality
and of successful design and preferably one named
after some character of American history. Then
learn all you can about this personage, buy books
that tell of his life and deeds. Find out why the
pattern was named after him. Was there any
good reason or was it indiscriminately betitled?

By Way of Example

Some time since I decided to put in a pattern of
silver named for a man whose principal claim to
fame is founded on a certain midnight horseback
ride that he made in the long ago. I found that
scarcely any of my customers knew that this man
was a silversmith by trade, and this bit of sur-
prising information is bound to linger in the mem-
ory of any person who is in the least interested.
In promoting the pattern I bought several engrav-
ings which were very suggestive, "A Galloping
Horseman," "The Battle of Lexington," "The
Boston Tea Party"—and others, and I promin-
ently displayed them. I circularized my mailing
list with a picture postal, a reproduction of a
picture of this man. Nights in the store we held
school and argued the pattern over and over,
learned the pieces and the prices, and each clerk
brought up the points of praise or prejudice con-
cerning the pattern that the days' experience
suggested, and these were dissected and the results
placed on mental file to be used when needed.
So each person in the store became saturated

with the sterling silver idea and I do not need to
tell any of you that no salesman can properly,—
mind, I say properly, sell his goods unless he is
positive they are the best in all the world. Of
course, I do not let a new clerk wait on trade until
he has become well versed in the story and can tell
it just as all the rest of us do, because the truth can
only be told in one way and it is necessary to first
recognize the truth.

A Representative Line

To get back to the topic again—let us settle
that word "representative"—it's you yourself that
must be representative. If you had a stock of all
the patterns of silverware made it wouldn't be
representative. It would be a museum. People
go to museums that they may curiously study
art and history, but pictures are sold in the studio
by the artist who loves them and who can make you
sense his feelings. And you must be the artist-
salesman who knows his subject from crayon to
varnish.
Some years ago the buyer in the store which I

now own, conceived that it would be a good plan
to have a representative line and so he bought
one each of twenty-five patterns of forks, his idea
being to use them as samples and to order as he
had a purchaser. That scheme never worked and
I am still trying to get rid of these forks without
hurting my selling system. How many of you
have the same sort of a representative line back
home that you would like to unload at any old
price?

Few of us know a fraction of what there is to
know about the silver art. What do we do if the
customer says the pattern is too plain—we show
her a fancy one—and if she says it is too fancy we
show her a plain one, if it is too high priced life
show her a cheaper one. Shall we let the cus-
tomer be the salesman and are we just order
takers? Let them have what they want, but you
are the lamp of knowledge and truth and should
help to determine for them. Make your store
representative. If you are going to sell sterling
silver look the part. Don't talk of art and refine-
ment and romance if the floor is dirty and the
silver blue.
By all means carry your silver stock in individual

chests. It is the first principle of concentration.
Instead of having your customer wandering all
over the store bewildered by the many patterns,
each of which suggests the name of a friend who
has some like it, you have the situation in hand and
if you tell the story well you sell the spoon rather
than a spoon, you mould the customer's decision,
your idea predominates.
You spend $100 for a show case, why not $75 for

the proper kind of a show case, especially as you
will sell it at a profit It is the economical way.
Instead of many odds and ends from which you
never can fix up a harmonious assortment, you
have a complete outfit ready to supply the right
gift whether it is fifty cents or $500.

Don't try to carry a few pieces of all of the sup-
posedly successful patterns. Specialize, carry one
complete pattern certainly and if your need re-
quires and financial ability permits it, have two
chests or three chests, but always bear in mind,
specialize and concentrate.

How to Sell It

The sale of sterling silver should be advanced
by two main arguments. First, economy, and
this should be proved by elaborating the statement
that it lasts forever; second, pride in ownership,
and this last heading will influence nine-tenths
of your silver business. I think you have de-
livered more to your customer when you sell
sterling than when you deliver any other jewelry
store merchandise. It is sold on a close margin
of profit; as a matter of fact, too close. Prim-
arily the amount invested is decidedly more than
that which would have been spent for plated ware
and I sense this exactly as the story would be if a
man put $20 in the bank or bought any article of
wearing apparel for $20. In both cases there is
money invested and money spent, one lasts for-
ever, one wears out. Last December I had on
display a teaspoon 157 years old and it was an
almost exact match of the pattern of which seventy-
five per cent of my sterling sales consist. Clearly
cost has long since been forgotten, for now the
spoon is used by the fifth generation.
The actual merchandising of sterling silver

should be the pleasantest task in the jewelry store
and it will be so if the subject is studied enough
to learn what I consider a fundamental. And that
is explained in this way. Suppose a man comes in
the store and says, "I want a present for my wife."
What do you show him? A locket, a ring, a la
valliere, a watch? You sell him any one of these
and he goes away satisfied and you ring up the ten
or twenty dollars and you are satisfied too. You
had a fine assortment of what you showed the man
and the sale was brought to a successful conclusion.
And that word "conclusion" is what is the trouble
with the whole story. The purchase of the ring
or locket does not suggest the sale of another.
People do not wear two lockets, nor many rings.
When I sell a half dozen sterling teaspoons I con-
sider that I have acquired a tree from which every
once in awhile I shall gather fruit.

An Illustrative Case

One day in October, 1910, a lady came to the
store and asked to see some plated knives and forks,
saying she expected company and did not have
enough silverware. As the sale developed, she
mentioned that she had colonial spoons and hoped
some day to buy more. The clerk immediately

took her to the colonial chest and began to use his
well learned lesson in the endeavor to keep her in
the sterling silver way. Her desire was for sterl-
ing, but her necessity was for plated ware and the
sterling won out. Instead of the dozen pieces of
plated ware that she meant to buy, she took home
two colonial dessert forks.
Now let us read the story to date. She added

to her sterling five times in the following year, and
now every time she buys a fork her son buys her
the knife and instead of the $3.50 which I might
have had she has invested $40 and as long as she
lives she is a sterling silver customer. The last
sale to her was a single teaspoon, the first one of a
collection for her granddaughter.
The sale of a half dozen teaspoons was an event

in the store five years ago, now five sales out of six
for silverware are for sterling and the clerk has to
explain how the sixth one happened to go wrong.
When I first began to develop my present system

of selling silver I would cautiously and by many de-
vious ways endeavor to find out the name of the
purchaser and that of the recipient, but I very
quickly found there was no need of caution.
I invariably inquire if this is a present for some

one to whom a similar gift may be sent each year
and explain that I keep a card record of every sterl-
ing sale so that when another piece is desired we
may know just the pattern and the weight. Al-
most always the customer says, "Why, isn't that
a fine idea, I'm so glad to know it," and in the case
of the husband who never knows what to buy his
wife it is blessed information indeed. Not one
man in a hundred knows what to buy his wife for
a birthday, wedding anniversary or Christmas
present, and if your selling talk was convincing,
this special tree will bear fruit at least three times
a year. And to think that when he first came you
might have sold him a locket or a bracelet.
There is in every human mind the desire to make

a collection of something or other. The word
"sterling" on the back of each piece of silver con-
tributes to the personal pride of ownership. There
is a desire in each heart to have its time on earth
remembered. Each of these thoughts you must
elaborate and impress upon the mind of the pos-
sible purchaser of silver as your opportunity will
allow. Every effort of the salesman must be bent
to the making of the initial sale and it's a satisfac-
tion that comes as the months go by and Mrs.
Homebuyer comes and says, "It is my daughter's
birthday again and I want another spoon." Or
Mr. Homebuyer stops on his way from work and
says, "Well, it's that time of the year once more,
what shall I get this time?" and you dig up his
card from the file and look it over together and then
you gather another bushel of fruit from the tree
planted months ago and carefully watered and
nurtured all the while.

Quality and Artistic Merit
In all of our selling talk on sterling we try to

place it on a "something better" plane, to lift it
above the level of ordinary merchandise and when
we have a customer that seems to be worth while
and receptive, we make of it a work of art. To
illustrate—The artist shows you a number of ar-
ticles and you recognize a piece of canvas, and some
tubes of paint, (or some scraps of silver), a little
later you see them and you say are we painting?
(or a sterling silver teaspoon) and as you examine
closer you spy a name in the corner and you ex-
claim, "Ah, a Whistler" (or Oh! this is that famous
patriot pattern.) First, it was only the common
materials, then a work of art and finally the name of
the genius was sufficient to tell the whole story
and to add a value before undreamed, and then
comes that increasing respect for the owner; for
the one who was educated enough te appreciate
the "Whistler," to know that there is a difference
between the silver which has a sentimental value
and that which is only a pattern, to know why
one fork bends like a piece of steel and one like a
piece of lead. And this truth you must instill
into the mind of your customer.
In the beginning you must have selected a pat-

tern that is something, that has a history. Bring
imagination and romance into your story and
when it comes back to you that at some afternoon
tea one of the guests has said to the hostess, "Why
Mrs. Smith, you have the beautiful patriot pat-
tern, too. Did you buy from Mr. Bullion?"
Then you can smile to yourself and know that your

(Continued on page 1659)
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Superior Assortment

19 Inches High, 15/2 Inches Long

M 8 Day, Half Hour Strike, 6 inch Dial.

• 

Golden Oak and Mahogany Finish
M Cases. (Packed six to a case. Three

• 

Oak, I, three Mahogany, assorted patterns.)

8-Day Strike $3.80 List Price

M Alarms 45c extra List Price

Neat, Attractive, Clock Assortment

M at a Popular Price. The Kind You

• 

Have Wanted, but Could Not Buy

MANUFACTURED BY

The SESSIONS CLOCK CO.
MAIN OFFICE AND FACTORIES

FORESTVILLE, CONN., U. S. A.

NEW YORK SALESROOMS, 37 MAIDEN LANE
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368/97 Outfit

Bar Pins
Scarf Pins
Cuff Pins
Collar Pins
Waist Sets
Crosses

CHAFING DISHES
COFFEE PERCOLATORS

CASSEROLE DISHES
TABLE KETTLES

PRIZE TROPHIES
RELISH DISHES, ETC.

MERIDEN, CONN.
NEW YORK CHICAGO SAN FRANCISCO
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ye stocked liberally. Its up Mark
to You, Mr. Retailer, to ask for an

inspection of the Diamond "F"
line of 10 and 14 karat Solid
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and Finish.

Order Goods
Illustrated
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Diamond

Mountings

Brooches

La Vallieres

Earrings

Bar Pins

Circle Brooches

Ruffle Pins

Reversible Tie Clasps, etc.

Scarf Pins

Bracelets

Trade

Mark

T. G. Frothingham & Co.
Makers of 10 and 14 karat Jewelry

NORTH ATTLEBORO MASSACHUSETTS
LOOK FOR TRADE-MARK, DIAMOND " F"

--NEL —11111.
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64
Curate Stand

66

Curate Stand

CATALOGUE ON APPLICATION
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4.
4. COMBINATION No. 13/8

Three-Piece

SALAD SET
In Case

(ILLUSTRATION HALF ACTUAL SIZE)

VINEGAR PEPPER

Price, $5.00 Complete
(Less 5 per cent. 10 days)

Design -Our well known LAUREL Pattern. Case
Covering, Green Velvet Lining.

Another illustration of exceptional values in

Green Silk

Richter Silver Deposit
Each individual article is the embodiment of the best efforts of
our large staff of skilled artisans.

Place your order for one of these sets TODAY.

CATALOGUE UPON REQUEST

tlicbter /nig. Co.
Main Office and Factory

33 Canal St. :: Providence, R.
New York Office

I.

15 Maiden Lane

H. H. COLLARD, Representative
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SYSTEM IN STORE
AND REPAIR
DEPARTMENT

is the new slogan of the jewelers as exploited at the
recent conventions held. No business can prosper
nowadays without system. If you wish to systema-
tize your repair department begin by procuring the
first essential —

The Keystone Record
Book of Watch Repairs

This book has space for sixteen hundred entries
of repairs with printed headings. It takes only
a minute to make each record, and the informa-
tion is invaluable. Price, $1.00.

The Keystone Book of
Repair Guarantees
is a companion book now used by every
progressive repair department. The guar-
antee gives your customer confidence in your
work and assures his permanent patronage.

Price, $1.00.

PUBLISHED BY

The Keystone Publishing Co.
809-811-813 North nth Street

Philadelphia, Pa.

1201 HEYWORTH BUILDING :: CHICAGO, ILLINOIS
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The Law of Co-Operation

Extracts from address by CHARLES L. ROBINSON, of the
American Protective Jewelers' Association, before the

Kansas City Convention

At first thought it may seem presumptious for
one not actually engaged in the jewelry trade to
attempt to give advice or counsel to those so
engaged, but sometimes we are so close to our daily
vocation that some of its aspects escape our
notice; they require perspective which occasionally
may be supplied by the man in front of the counter
to the man behind it. For instance, a certain dealer
known to me has probably lost several profitable
sales by unintentionally misleading one customer;
this customer desiring to purchase a diamond of
good quality, called on an old established dealer
of excellent reputation, located in her neighbor-
hood; she was rather elderly, her eyesight not at
its best and she selected a gem which she supposed
was perfect; on arriving home, however, the
sharper eyes of three nieces, detected a flaw in
the stone, much to the chagrin and mortification
of the buyer. She at once returned to the seller
and inquired if he was aware of the imperfection;
he replied that he was and to prove it opened a
record book and pointed to a description of the
stone in which reference to the flaw was made.
Of course each party to the transaction was blam-
able; the customer for not specifically stating
that she wanted a perfect stone, the dealer for
apparently forgetting that his business requires
expert knowledge and that the customer must
rely entirely on his judgment and advice.

This particular customer was well supplied with
money, no questions of economy or bargains were
involved, yet the dealer lost her confidence, also
that of the three nieces, and it is impossible to
measure the ultimate loss of trade sustained by
the dealer.

It is a fair inference that this merchant, while
proficient in the buying end of his business, was
deficient as a salesman, yet good salesmanship is
generally nothing more nor less than the ability to
practice one of the first principles of human inter-
course, namely, "put yourself in his place";
with that and a mixture of courtesy and patience
any man with the right goods should be able to
sell them on a basis that will develop and conserve
the good will of his business.
In the celestial realm we see the sun, planets and

their satellites all playing the parts for which
they were designed but each working in harmony
and co-operation with every other part; in the
lower walks of creation may be seen the industrious
bees, ants and beavers, all according to their kind,
working for the common good; predatory insects
and animals like the spider and tiger respectively
work alone; co-operation has no conscious place
in their existence. Man as he advances in civiliza-
tion through knowledge of the laws governing the
universe shows a continually growing tendency
toward co-operative activities, which in due season
will prove that the phrase, brotherhood of man,
is not an idle dream but a profound fact in nature.

It is inspiriting, therefore, to contemplate a
gathering of this character, comprised as it is of
men in the same line of business who are come
together to compare experiences, to learn from
each other, to broaden their viewpoints, to
engender good will through personal acquaintance
and finally through co-operative effort to reduce
or eliminate such evils as may exist in the trade
without thought, however, of inflicting injury on
any reputable competitor or the public at large.
The Sherman Act has no terrors for this
assemblage.

Unfortunately man has yet some predatory
enemies of his own kind to contend with ; men who
conduct their business on the theory that the law
applies to their neighbors but not to themselves;
men who desire to get rich quickly; who want to
obtain something for nothing, not realizing that
when so obtained it is as nothing; who as com-
petitors are unfair even dishonest, so in the jewelry
trade we find our ancient enemies, the smuggler,
the importer who falsifies invoices, through under-
valuation, and he who places a fake stamp on
jewelry.

Nature has set her face against get-rich-quick
methods; the things that come easy, go easy;
the things worth while come hard, but remain; the
mushroom that comes in a night, vanishes as rap-

idly and is of little worth when found; the grain
of wheat requires months for maturity and will
sustain life; the diamond requiring ages for com-
pletion in nature's laboratory will last forever;
we know from the durability of the pearl that it
was a long time in the making; and the bit of gold
on the finger bears silent testimony to man's
sacrifice, courage and indomitable will in over-
coming the obstacles placed by nature in his path
if he would secure her treasures.
So our association, the American Protective

Jewelers' Association, has entered the field for the
purpose of driving out these parasites; the bats
and moles of human kind who through working in
the dark or in underground channels have lost
temporarily their moral eye-sight; we want to
restore it by providing them with proper spec-
tacles.

Quoting from our articles of incorporation, the
objects of the association are: to assist the authori-
ties in stopping smuggling and undervaluing
imported merchandise handled by the jewelry
trade; to advocate and assist the enforcement
of National and State Stamping Acts as may be
required from time to time; to collect and publish
information beneficial to the jewelry trade; hold
real and other property and to secure freedom from
unjust and unlawful exactions; to reform trade
abuses and to protect its members and their prop-
erty from all kinds of injury.
Any efforts on our part to suppress smuggling

would be futile in the absence of Government co-
operation, and there are reasons for the statement
that never before has the trade had a more favor-
able opportunity than exists at this time to protect
itself against that evil. Why this is true will be
apparent from a few extracts from a report made
by Ludwig Nissen, president of the protective
association, than whom probably no man is better
qualified to speak on the subject.
"William Loeb Jr., collector of the Port of New

York, is fearless, tireless and conscientious in his
one aim to enforce the law justly and impartially.
He is no respecter of persons; the mighty as well as
the meek have been sought and caught in his net.
He has during his two years and ten months of
administration been the cause of putting in the
United States Treasury as a result of fines, penal-
ties and forfeitures, over six and one half times
as much money as had been collected during the
fifteen years immediately preceeding his adminis-
tration, that is over $6,000,000 as compared to
$926,000 in the fifteen year period."

During the fiscal year 1905, in a time of great
prosperity, duties paid on articles of jewelry on
the dock, amounted to only $177, whereas, during
the year ending June 30, 1911, such duties on
jewelry amounted to $199,000, yet Mr. Nissen
states "I nevertheless contend that but a small
percentage of actual purchases are declared even
now."
So we have entered the field to increase that

percentage to the maximum of human possibilities;
our wide sources of information and expert knowl-
edge are cordially welcomed by the authorities
and the results will be measurable by the moral
and financial support of the trade generally. We
invite your co-operation.

" The Silver Question"

(Continued from page 1655)

little orchard is blossoming. Remember an
orchard bearing fruit is more valuable than one
just planted, in other words a number of customers
in various stages of gradual ownership of a com-
plete sterling pattern are a valuable asset under
the heading "Good will." The sale of sterling
silver is our most neglected opportunity and is the
one that should be most developed. Remind
your customer that in the colonial days, no less
than now, the family silver was an evidence of the
stability of past generations, an heirloom for all
time and that among the generations to come the
silver now bought shall be so treasured. There-
fore, buy, not only that you shall be proud of the
investment all your days, but that among those
who shall follow, the ever-lasting ware shall be a
constant reminder of the good judgment of the
forefathers.

Again to that word—concentrate. Sell only
a very few patterns and try to sell all of one pat-
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tern that you possibly can. The more people who
have it the more there are to talk about it, to say
where they got it, to relate a new incident in the
life of the great individual for whom it is named,
also the more rivalry there is among your patrons
to complete the set. When you have the number
of meritorious patterns that seems reasonably
sufficient be slow to add a new one, and when you
do be very cautious not to disturb your orchard.

Prestige versus Novelty

I do not know of any special reason why the sale
of a new pattern of silver should be crowded. Un-
til about a year and a half ago more than two-thirds
of my business was of a pattern that has been
on the market twenty years. Since then I have
added two complete patterns and one of these has
become my favorite "child" and I always take a
customer to this chest. One-third of my customers
name the pattern when they see it and I know that
in many a household a proud matron has repeated
the true story of bravery and romance, of adven-
ture in love and war which I have woven into my
sales story. She knows her silver is more than a
utility. It's an oil painting, and not only that, it's
a Rembrandt. And this is the pattern nearly
matched by the spoon that was 157 years old.
So build your sterling silver business around

this follow-up-idea. Sell jewelry to the transient
whom you will never see again. Sell all your
home folks sterling, get your silver out of the mer-
chandise class, give it an artistic standing. Don't
let it be a pattern, see that it is the pattern. Once
a customer is in the habit of coming to your store
to match a pattern of sterling, the watchmaker may
steal the jewels from his watch and the jeweler
soft solder his specs, but he couldn't be pried away
from your store with a jimmy for you know all
about his silverware, what he ought to buy next
and then, and his wife has bragged about your place
every time she used her silver, for it was you who
enlightened her as to its historical value and ar-
tistic merit.

Useful Card-Index System

The selling scheme as I have outlined it is not
new, but it has been ignored by many of us, per-
haps because results seemed so slow, but once in use
it is like the snowball that rolled down hill and
grew and grew all the way. I firmly believe that
we are on the verge of a revival in sterling silver
that will make the hand painted china, cut glass,
brushed brass epochs seem as mere incidents.
I had a certain reluctance to explaining all about

a selling plan which I had gradually absorbed (why
should I tell everybody the location of the gold
mine) but you know a dumb man cannot be very
enthusiastic about anything, and moreover, I
already have discovered that there are little re-
finements in the game that are only suggested by
long experience and no one can tell you these.
The first thing to do in inaugurating this system

is to keep a card index of your customers and their
purchases, what pattern, what articles, name of
the salesman, for whom purchased, was it a wed-
ding or a birthday gift? I go over my cards every
once in a while especially at Christmas time, and
write personal letters suggesting the appropriate-
ness of sterling as a gift, and ultimately I shall have
a system for the whole year which shall forewarn
me of every birthday, wedding anniversary, or
whatever gift time it may be that I have been
lucky enough to record.
How to make money at it? If you go home and

put this sales plan into effect you will make money,
that is, you will if you don't spend all the profit
engraving a presentation speech on each spoon.
I limit the expense of engraving to ten per cent of
the selling price and moreover I so tell my cus-
tomers. It's wonderful how a customer's require-
ment shrinks when she finds that more will have
to be paid for. I think the family initial and the
date might well be engraved on each piece of silver.
That shows who owned it and when. John Ruskin
said that an initial was meant to identify, not to
ornament, and quoting him has saved me a lot of
money in unnecessary engraving.
So I dream of the day not so many years hence

when I shall divest myself of the worries of main
springs and hard solder, of come-backs and dollar
watches, and in an exclusive sterling silver store,
decorated in colonial design I shall view a battery of
mahogany chests.
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The Howard Watch
SIX hundred thousand Ameri-

cans go abroad every year.
Once the American tourist preferred

a foreign watch. Now he goes to Europe
with a HOWARD bought here—or comes
back with a HOWARD bought there.

He has an example in the ship's officer on
the dock, who orders up the gang-plank on
HOWARD time.

You find more and more of the responsible
men carrying HOWARD Watches.

The great railroads started it. The time in-

spectors of 180 American railroads have officially certified and
adopted the HOWARD.

It is carried by leading technical men—by the heads of
great industrial and commercial enterprises—by scientists—by
army titd navy officers and government officials.

Many a man buys a H OW A R D for the sheer pleasure of
owning the watch that is so well spoken of by men whose
Opinion he respects.

A HOWARD Watch is always worth what you pay for it.
The price of each watch is fixed at the factory and a

printed ticket attached—from the 17-jewel (double roller) in a
Crescent Extra or Boss Extra gold-filled case at $40, to the
23-jewel at 8150—and the EDWARD HOWARD model at
8350.

Not every jeweler can sell you a HOWARD Watch.
Find the HOWARD jeweler in your town and talk to him.
He is a good man to know.

Admiral Sigsbee has written a little book, "The Log of the HOWARD Watch," giving the record of his own
HOWARD in the U. S. Navy. You'll enjoy it. Drop us a post-card, Dept. H, and we'll send you a copy.

E. HOWARD WATCH WORKS, Boston, Mass.

The above announcement appears in the leading magazines and periodicals for Aug. It reaches 7.500,000 subscribers (about 30.000,000 readers). It will be
seen by every man in your community who can afford to buy a watch. Some of them svill be interested. Are you a HOWARD dealer r Do the people of

your locality know that they can find the 110WARD at your store?
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INDIANAPOLIS

Local Jewelers Active in Commercial Club Work—Store Improvements and Removals
to Better Quarters Indicate Trade Confidence— Veteran Watchmaker, Over
Eighty Years Old, Reads The Keystone Without Glasses

Indianapolis, August 8.—The Commercial Club
and other civic organizations are working on the
best system to be used in raising $500,000 for the
purpose of erecting a Coliseum in Indianapolis
that will seat 10,000 people. The need of such a
building has long been felt in this great Conven-
tion city of the middle west.
The directory of the Indianapolis Commercial

Club contains the names of the following jewelers
who are active members: Horace A. Comstock,
Charles B. Dyer, John E. Evard, Asher W. Gray,
I. Grohs, George S. Kern, Leo Krauss, Charles W.
Lauer, Sr., Emil Mantel, Enrique C. Miller, J. P.
Mullally, Fletcher M. Noe, Joseph E. Reagan,
Jefferson H. Reed, Carl L. Rost, Carl F. Walk,
Oscar Zetterlof. The Committee on Jewelry and
Kindred Lines is composed of C. F. Walk, chair-
man, G. S. Kern, J. H. Reed, Carl L. Rost and A.
H. Schmidt, optometrist. Joseph E. Reagan is
chairman of the Standing Committee on Arrange-
ments.

Charles W. Lauer, Sr., is spending a few weeks
with his family at Cedar Point, Ohio.
Miss Stella Haugh, with Hoffman & Co., State

Life Building, is spending two weeks vacation with
friends in Chicago.

Travelers for Goodman & Co., Majestic Build-
ing, are on the road with a full fall line. H. Pal-
man is sending in nice orders from the trade in
Michigan. Albert Aichele, house salesman, is
back at work after a disappointing vacation-he
got sick and had to go to bed instead of to a sum-
mer resort.
The Fraternity Jewelry house of Charles B.

Dyer was given the contract to furnish the stick
pins, fobs and other jewelry for the National Con-
vention of the Kappa Alpha Phi sorority held at
Alexandria, Ind., early in August.
Tony Vuchey, an expert jeweler in fine filigree

work, has been added to the shop force of C. B.
Dyer.
Clark-Brown Jewelry Co., has succeeded to the

manufacturing business formerly conducted by
Clark & Gillam in the Pythian Building. Mr.
Gillam retired and Mr. Clark formed a new part-
nership and moved to 19 East Pratt street.

Police Lieutenant Corrigan, secretary of the
Indianapolis police pension fund, has been notified
that the fund will receive a reward of $100 from
the Jewelers' Security Alliance for the arrest and
conviction of William Parker, the man who broke
the show window in the jewelry story of H. A.
Comstock, on the night of April 4, with a brick.
Parker was not apprehended at the time but was
arrested soon afterwards, while attempting to
steal a pair of trousers from a second-hand store.
For the latter theft Parker was fined and later
received a sentence to the Indiana reformatory
for from one to eight years for the Comstock
robbery.

J. C. Sipe, of Indianapolis, and Sam F. Sipe, of
Pittsburg, have returned from their annual pur-
chasing trip to Amsterdam and other diamond
marts.
D. A. Hickman is making extensive improve-

ments in his store at 2108 East Tenth street.
Handsome wall and show cases have been installed,
electric lights added and a number of other im-
provements will be made as soon as Mr. Hickman
secures possession of the entire room. The ex-
terior will be painted and signs redecorated. The
Hickman store is located in one of the city's

"little business centers" away from the big down
town business districts, but the stock carried is
of the best. A good watch repair department is
under the care of E. M. Carr, an expert at the
trade.
Thomas Godfrey, clock maker with G. A. Fogas,

has perfected and will soon have on the market, a
carbureter for automobiles that he claims is abso-
lutely "fool-proof" and can be operated by a child
with perfect safety and satisfaction.

I. Grohs, of the I. Grohs Jewelry Company, is in
St. Louis where he has opened a sample room for
six weeks and is selling his customers nice bills for
Fall delivery.
A. Streng, 505 Massachusetts Avenue, has had

such a satisfactory summer business that he is
preparing for a fine fall and holiday trade.
Gus Graft, of the A. P. Craft Manufacturing

Company, has returned from a very enjoyable
motor trip to Chicago and into Wisconsin, where
he visited the zinc mines in which he has large
interests.

Miss Dora Segel, assistant bookkeeper with
Baldwin Miller Company, is back from a vacation
spent in Cincinnati.

Fritz Fromm, traveling representative for the
material department of Baldwin Miller Company,
has returned from a vacation spent at his father's
home in Chillicothe, Ohio.
David S. Gribben, of the firm of Gray, Gribben

& Gray, is touring in Canada, making his head-
quarters at Montreal.

George G. Dyer, engraver with his son John A.
Dyer, has returned from a vacation spent with
friends at his old home Worthington, Ind., where
he was formerly in the jewelry business.
The National Jewelry and Loan Company, 144

West Washington street, Ben Cohen, manager, has
gone out of business.

Louie F. and Charles J. Kiefer have been spend-
ing alternate two weeks during the summer, with
their mother at her cottage at Lake Maxinkuckee,
Ind. The Kiefers are all keen fishermen, but it
keeps the boys hustling to beat their mother at the
sport.
The Merchants' National Bank Building, the

highest building in the city, will have electric
clocks, connected with a huge master clock, in
every office in the building. This will be the first
building so equipped in Indianapolis.
F. M. Noe is attending the National Convention

of the Fraternal Order of Eagles at Cleveland,
Ohio. Mr. Noe made the trip to Cleveland in his
touring car, taking with him a party of friends.

J. C. Walk & Son, have temporarily quartered
their watch and jewelry repair department on the
fourth floor of the State Life Building. The per-
manent quarters in the new Merchants' National
Bank Building will not be ready for occupancy
until some time after the firm is settled on the
ground floor of the same building. Henry Werbe
will be back from a vacation spent in Michigan, in
time to assist in moving into the new location.
A. W. Harmon, head of the jewelry department

of Charles Mayer & Co., has returned from the
lakes of Northen Indiana, where he spent a two
weeks vacation.
The Commercial Travelers' League of Indiana

has put John T. Gardner, traveler for Baldwin
Miller Company, on the committee whose business
it will be to see that better sanitary conditions
and more fire escapes be established in the hotels
of Indiana.

George Greyer, jeweler of Anderson, Ind., has
returned from a sojourn of several months on his
ranch near Los Angeles, Cal.
Dempsey Brothers, formerly located at Liberty,

Ind., have moved to Evansville, Ind.
J. A. Oswald, of Charles Swigart & Co., Cin-

cinnati, has been spending his vacation at Prince-
ton, Ind. From there he started on his Indiana
and Michigan route for his firm.

A unique missive was recently received at the
post office at Brazil, Ind. It was a letter written
on a linen cuff and buttoned together with a gold
cuff button. A harvest hand in South Dakota
used his cuff in place of stationery which he was
unable to obtain.
The Burton Jewelry Company, at Kokomo, Ind.,

will continue in business until September first.
Frank Burton, of the Burton Jewelry & Loan
Company, of this city, had expected to close out
the Kokomo branch August first, when the lease
on the store room expired, but found that he could
have the lease extended for thirty days.
F. D. Wilbur, manager of the Indianapolis

office of the The Dennison Manufacturing Corn-
pany, is spending two weeks "down in the country,
resting up." Meanwhile the office is in charge
of J. A. Call.
The Dennison Company received the order for

a full and complete line of handsome trays for the
new store of J. C. Walk & Co. The trays are in
keeping with the other store furnishings, all of
which will be of the finest and most up-to-date.
E. F. Clawsen, Clayton, Ind., was a recent wel-

come buyer on this market, Mr. Clawsen re-
ported prospects for a good Fall trade very
promising.
Mrs. Krug, wife of Frank Krug, a well known

jeweler of Goshen, Ind., is slowly recovering from
serious burns that came near being fatal. The
gasoline in her stove exploded, severely burning
her face and arms and most of her hair.
Frank J. Voirol, a prosperous jeweler-optician at

Fort Wayne, Ind., has just purchased a fine new
touring automobile and is enjoying his vacation in
making "runs" about the state.

J. F. Maxson, a veteran of the old school of
watchmakers, has been in business at Waterloo,
Ind., since 1859. A local traveling man who
reached Waterloo late one evening last month, says
the first person he saw was Mr. Maxson coming out
of the post office reading the last issue of THE
KEYSTONE, and although over eighty years of age
he was reading without glasses. Not long ago
he skilfully turned up a watch staff from a sewing
machine needle. Unlike most watchmakers of his
age Mr. Maxson does not think he "knows it all"
or that old tools and methods are best, he is keenly
interested in all the improvements and keeps posted
on new tools and devices for the watchmaking
trade. Mr. Maxson is a registered optometrist.

Wiley Curtis, engraver with Brooks & Chapman,
the jewelry firm that recently moved from Madi-
son, Ind., to the Pacific coast, has decided to con-
tinue the business at the old stand. Mr. Curtis
is a very popular young man who is sure to succeed
in the splendid stand of the long established jewelry
business.
Mr. Doodridge, a son of W. B. Doodridge, retail

jeweler at Mantone, Ind., was in this city last week
buying a nice bill of goods from Goodman & Co.,
in the Majestic Building.
E. M. Wilhite, Danville, Ind., found in an

Indianapolis pawnshop a diamond ring that had
recently been stolen from his store.
Harry Major, of the firm of Major & Sheldon,

Shelbyville, Ind., was a recent welcome buyer on
this market. Mr. Major said that business had been
quite good all summer. Crops in his district were
in fine condition and all signs pointed to a very
good Fall trade. Mr. Major had with him one of
the largest pearls ever found in the river near
Shelbyville. The pearl weighed 53I grains, was
pink tinted with beautiful luster and almost per-
fectly round. It was found by a boy playing along
the river bank.
W. W. Dale Sr., of Sellersburgh, Ind., was in this

city last week buying watch material.
W. A. Petro, in the jewelry business at Swayzee,

Ind., was in Indianapolis recently, doing some
buying and calling on the jobbers.
W. S. Asby, Elkhart, Ind., has a very attractive

jewelry store and his residence under one roof.
The building is just one half square from the Post
Office, has a pretty grass plot and trees in front.
A watch sign, hung from a post planted in the
grass plot, calls attention to the business.
W. L. Lehne, a progressive jeweler of Decatur,

Ind., has completed extensive improvements to the
interior of his store room. The new fixtures are all
of mahogany.
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The Howard Watch
QIX hundred thousand Amen-

cans go cans go abroad every year.
Once the American tourist preferred

a foreign watch. Now he goes to Europe
with a HOWARD bought here—or comes
back with a HOWARD bought there.

He has an example in the ship's officer on
the dock, who orders up the gang-plank on
HOWARD time.

You find more and more of the responsible
men carrying HOWARD Watches.

The great railroads started it. The time in-

spectors of 180 American railroads have officially certified and
adopted the HOWARD.

It is carried by leading technical men—by the heads of
great industrial and commercial enterprises—by scientists—by
army and navy officers and government officials.

Many a man buys a HOWARD for the sheer pleasure of
owning the watch that is so well spoken of by men whose
opinion he respects.

A HOWARD Watch is always worth what you pay for it.
The price of each watch is fixed at the factory and a

printed ticket attached—from the 17-jewel (double roller) in a
Crescent Extra or Boss Extra gold-filled case at $40, to the
23-jewel at $150—and the EDWARD HOWARD model at
$350.

Not every jeweler can sell you a HOWARD Watch.
Find the HOWARD jeweler in your town and talk to him.
He is a good man to know.

Admiral Sigsbee has written a little book, "The Log of the HOWARD Watch," giving the record of his own
HOWARD in the U. S. Navy. You'll enjoy it. Drop us a post-card, Dept. H, and we'll send you a copy.

E. HOWARD WATCH WORKS, Boston, Mass.

The above announcement appears in the leading magazines and periodicals for Aug. It reaches 7,500,000 subscribers (about 30,000,000 readers). It will be
seen by every man in your community who can afford to buy a watch. Some of them turn be interested. Are you a HOWARD dealer r Do the people of

your locality know that they can find the HOWARD at your store
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INDIANAPOLIS

Local Jewelers Active in Commercial Club Work—Store Improvements and Removals
to Better Quarters Indicate Trade Confidence— Veteran Watchmaker, Over
Eighty Years Old, Reads The Keystone Without Glasses

Indianapolis, August 8.—The Commercial Club
and other civic organizations are working on the
best system to be used in raising $500,000 for the
purpose of erecting a Coliseum in Indianapolis
that will seat 10,000 people. The need of such a
building has long been felt in this great Conven-
tion city of the middle west.
The directory of the Indianapolis Commercial

Club contains the names of the following jewelers
who are active members: Horace A. Comstock,
Charles B. Dyer, John E. Evard, Asher W. Gray,
I. Grohs, George S. Kern, Leo Krauss, Charles W.
Lauer, Sr., Emil Mantel, Enrique C. Miller, J. P.
Mullally, Fletcher M. Noe, Joseph E. Reagan,
Jefferson H. Reed, Carl L. Rost, Carl F. Walk,
Oscar Zetterlof. The Committee on Jewelry and
Kindred Lines is composed of C. F. Walk, chair-
man, G. S. Kern, J. H. Reed, Carl L. Rost and A.
H. Schmidt, optometrist. Joseph E. Reagan is
chairman of the Standing Committee on Arrange-
ments.

Charles W. Lauer, Sr., is spending a few weeks
with his family at Cedar Point, Ohio.
Miss Stella Haugh, with Hoffman & Co., State

Life Building, is spending two weeks vacation with
friends in Chicago.

Travelers for Goodman & Co., Majestic Build-
ing, are on the road with a full fall line. H. Pal-
man is sending in nice orders from the trade in
Michigan. Albert Aichele, house salesman, is
back at work after a disappointing vacation-he
got sick and had to go to bed instead of to a sum-
mer resort.
The Fraternity Jewelry house of Charles B.

Dyer was given the contract to furnish the stick
pins, fobs and other jewelry for the National Con-
vention of the Kappa Alpha Phi sorority held at
Alexandria, Ind., early in August.
Tony Vuchey, an expert jeweler in fine filigree

work, has been added to the shop force of C. B.
Dyer.
Clark-Brown Jewelry Co., has succeeded to the

manufacturing business formerly conducted by
Clark & Gillam in the Pythian Building. Mr.
Gillam retired and Mr. Clark formed a new part-
nership and moved to 19 East Pratt street.

Police Lieutenant Corrigan, secretary of the
Indianapolis police pension fund, has been notified
that the fund will receive a reward of $100 from
the Jewelers' Security Alliance for the arrest and
conviction of William Parker, the man who broke
the show window in the jewelry story of H. A.
Comstock, on the night of April 4, with a brick.
Parker was not apprehended at the time but was
arrested soon afterwards, while attempting to
steal a pair of trousers from a second-hand store.
For the latter theft Parker was fined and later
received a sentence to the Indiana reformatory
for from one to eight years for the Comstock
robbery.

J. C. Sipe, of Indianapolis, and Sam F. Sipe, of
Pittsburg, have returned from their annual pur-
chasing trip to Amsterdam and other diamond
marts.
D. A. Hickman is making extensive improve-

ments in his store at 2108 East Tenth street.
Handsome wall and show cases have been installed,
electric lights added and a number of other im-
provements will be made as soon as Mr. Hickman
secures possession of the entire room. The ex-
terior will be painted and signs redecorated. The
Hickman store is located in one of the city's

"little business centers" away from the big down
town business districts, but the stock carried is
of the best. A good watch repair department is
under the care of E. M. Carr, an expert at the
trade.
Thomas Godfrey, clock maker with G. A. Fogas,

has perfected and will soon have on the market, a
carbureter for automobiles that he claims is abso-
lutely "fool-proof" and can be operated by a child
with perfect safety and satisfaction.

I. Grohs, of the I. Grohs Jewelry Company, is in
St. Louis where he has opened a sample room for
six weeks and is selling his customers nice bills for
Fall delivery.
A. Streng, 505 Massachusetts Avenue, has had

such a satisfactory summer business that he is
preparing for a fine fall and holiday trade.
Gus Graft, of the A. P. Craft Manufacturing

Company, has returned from a very enjoyable
motor trip to Chicago and into Wisconsin, where
he visited the zinc mines in which he has large
interests.

Miss Dora Segel, assistant bookkeeper with
Baldwin Miller Company, is back from a vacation
spent in Cincinnati.

Fritz Fromm, traveling representative for the
material department of Baldwin Miller Company,
has returned from a vacation spent at his father's
home in Chillicothe, Ohio.
David S. Gribben, of the firm of Gray, aribben

& Gray, is touring in Canada, making his head-
quarters at Montreal.
George G. Dyer, engraver with his son John A.

Dyer, has returned from a vacation spent with
friends at his old home Worthington, Ind., where
he was formerly in the jewelry business.
The National Jewelry and Loan Company, 144

West Washington street, Ben Cohen, manager, has
gone out of business.
Louie F. and Charles J. Kiefer have been spend-

ing alternate two weeks during the summer, with
their mother at her cottage at Lake Maxinkuckee,
Ind. The Kiefers are all keen fishermen, but it
keeps the boys hustling to beat their mother at the
sport.
The Merchants' National Bank Building, the

highest building in the city, will have electric
clocks, connected with a huge master clock, in
every office in the building. This will be the first
building so equipped in Indianapolis.
F. M. Noe is attending the National Convention

of the Fraternal Order of Eagles at Cleveland,
Ohio. Mr. Noe made the trip to Cleveland in his
touring car, taking with him a party of friends.

J. C. Walk & Son, have temporarily quartered
their watch and jewelry repair department on the
fourth floor of the State Life Building. The per-
manent quarters in the new Merchants' National
Bank Building will not be ready for occupancy
until some time after the firm is settled on the
ground floor of the same building. Henry Werbe
will be back from a vacation spent in Michigan, in
time to assist in moving into the new location.
A. W. Harmon, head of the jewelry department

of Charles Mayer & Co., has returned from the
lakes of Northen Indiana, where he spent a two
weeks vacation.
The Commercial Travelers' League of Indiana

has put John T. Gardner, traveler for Baldwin
Miller Company, on the committee whose business
it will be to see that better sanitary conditions
and more fire escapes be established in the hotels
of Indiana.

George Greyer, jeweler of Anderson, Ind., has
returned from a sojourn of several months on his
ranch near Los Angeles, Cal.
Dempsey Brothers, formerly located at Liberty,

Ind., have moved to Evansville, Ind.
J. A. Oswald, of Charles Swigart & Co., Cin-

cinnati, has been spending his vacation at Prince-
ton, Ind. From there he started on his Indiana
and Michigan route for his firm.

A unique missive was recently received at the
post office at Brazil, Ind. It was a letter written
on a linen cuff and buttoned together with a gold
cuff button. A harvest hand in South Dakota
used his cuff in place of stationery which he was
unable to obtain.
The Burton Jewelry Company, at Kokomo, Ind.,

will continue in business until September first.
Frank Burton, of the Burton Jewelry & Loan
Company, of this city, had expected to close out
the Kokomo branch August first, when the lease
on the store room expired, but found that he could
have the lease extended for thirty days.
F. D. Wilbur, manager of the Indianapolis

office of the The Dennison Manufacturing Corn-
pany, is spending two weeks "down in the country,
resting up." Meanwhile the office is in charge
of J. A. Call.
The Dennison Company received the order for

a full and complete line of handsome trays for the
new store of J. C. Walk & Co. The trays are in
keeping with the other store furnishings, all of
which will be of the finest and most up-to-date.
E. F. Clawsen, Clayton, Ind., was a recent wel-

come buyer on this market, Mr. Clawsen re-
ported prospects for a good Fall trade very
promising.
Mrs. Krug, wife of Frank Krug, a well known

jeweler of Goshen, Ind., is slowly recovering from
serious burns that came near being fatal. The
gasoline in her stove exploded, severely burning
her face and arms and most of her hair.
Frank J. Voirol, a prosperous jeweler-optician at

Fort Wayne, Ind., has just purchased a fine new
touring automobile and is enjoying his vacation in
making "runs" about the state.

J. F. Maxson, a veteran of the old school of
watchmakers, has been in business at Waterloo,
Ind., since 1859. A local traveling man who
reached Waterloo late one evening last-month, says
the first person he saw was Mr. Maxson coming out
of the post office reading the last issue of THE
KEYSTONE, and although over eighty years of age
he was reading without glasses. Not long ago
he skilfully turned up a watch staff from a sewing
machine needle. Unlike most watchmakers of his
age Mr. Maxson does not think he "knows it all"
or that old tools and methods are best, he is keenly
interested in all the improvements and keeps posted
on new tools and devices for the watchmaking
trade. Mr. Maxson is a registered optometrist.

Wiley Curtis, engraver with Brooks & Chapman,
the jewelry firm that recently moved from Madi-
son, Ind., to the Pacific coast, has decided to con-
tinue the business at the old stand. Mr. Curtis
is a very popular young man who is sure to succeed
in the splendid stand of the long established jewelry
business.
Mr. Doodridge, a son of W. B. Doodridge, retail

jeweler at Mantone, Ind., was in this city last week
buying a nice bill of goods from Goodman & Co.,
in the Majestic Building.
E. M. Wilhite, Danville, Ind., found in an

Indianapolis pawnshop a diamond ring that had
recently been stolen from his store.
Harry Major, of the firm of Major & Sheldon,

Shelbyville, Ind., was a recent welcome buyer on
this market. Mr. Major said that business had been
quite good all summer. Crops in his district were
in fine condition and all signs pointed to a very
good Fall trade. Mr. Major had with him one of
the largest pearls ever found in the river near
Shelbyville. The pearl weighed 53/4 grains, was
pink tinted with beautiful luster and almost per-
fectly round. It was found by a boy playing along
the river bank.
W. W. Dale Sr., of Sellersburgh, Ind., was in this

city last week buying watch material.
W. A. Petro, in the jewelry business at Swayzee,

Ind., was in Indianapolis recently, doing some
buying and calling on the jobbers.
W. S. Asby, Elkhart, Ind., has a very attractive

jewelry store and his residence under one roof.
The building is just one half square from the Post
Office, has a pretty grass plot and trees in front.
A watch sign, hung from a post planted in the
grass plot, calls attention to the business.
W. L. Lehne, a progressive jeweler of Decatur,

Ind., has completed extensive improvements to the
interior of his store room. The new fixtures are all
of mahogany.
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Small and Sure Profits Often Repeated
Are the Foundation of Modern Wealth

 A 
Forward Step
Our New Home

This building was
constructed under
our supervision,
especially for the

requirements of our
business. It con-
tains and we occupy
12,500 square feet

floor space. We
are the only Jobbing
Jewelry House in
the West that car-
ries a complete
stock of every
item we catalog.
All shipments are
made from St.
Louis. If prompt
and accurate service
appeals to you, why
not always send
your orders to us.
We invite you to
call on us when in
the city.

"St. Louis Has the Goods"
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OUR NEW HOME

Floor Space, 12,500 Square Feet  Absolutely Fireproof

 II I 

 A  
Jewelers' Book
Our Catalogue

Consistent with our
progressive policy,

every issue is an
improvement over

its predecessors.
We endeavor to
accurately describe
and illustrate each
article in the best
manner. We never

catalogue an item
unless we own it at
the bottom price.
Quality is our first

consideration. Not
what you pay but
what you get is the
real test of value.
Our prices are uni-
formly low. If you
have not got our
catalogue we will
be pleased to send
it on application. =
When in the city
visit us.

"St. Louis Has the Goods"

Concrete and Steel Construction

St. Louis Clock and Silverware Company
 Exclusively Wholesale Jewelers  
410 and 412 N. Seventh Street (::."7,:r;:ussttr::::) SAINT LOUIS, MO.
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ST. LOUIS

Big Crops Assure Busy Fall—Business Conditions Excellent with Brightest of

Prospects—Pleasure Seekers Return from Vacation to Find Much Work—Unique

Reception at Home of Prominent Jeweler

St. Louis, August 9.—Crop conditions throughout
this territory are reported to be very fine, and there
is a general feeling that business for the remaining
portion of the year will greatly improve. All the
travelers for the different houses are now on their
long fall trips, and the business outlook is quite
favorable.

The local Board of License Revision, which has
just completed its work for the fiscal year 1912-13,
in review of the stock a ad sales returns of local
merchants and manufacturers, raised the returns
on stock $1,708,419, and on sales $6,644,925.
The tax on sales is $1 for $1,000, and the manu-
facturers' license on stock is 99 cents for $100
valuation. This indicates a betterment of trade
conditions here over the preceding year.
S. H. Bauman, president of the Bauman-Massa

Jewelry Company, accompanied by his wife and
daughter, returned July 26 from a three months'
European trip. Leo S. Bauman, of this firm, left
August 3 to join his family at South Haven, Mich.,
for a two weeks' vacation. Joseph Auer, traveler
for this concern, left July 30 on a two months'
southern trip. F. L. Jaccard, Texas, representa-
tive for this firm, who had been spending ten days
here, left July 30 on his long fall trip. He is just
entering his thirty-first year of service with this
firm.

J. F. Dailey, formerly of J. F. Dailey & Co., a
well known time payment house now out of busi-
ness, is now in charge of the mail order department
of the Mermod, Jaccard & King Jewelry Co.
Goodman King, president of the Mermod,

Jaccard & King Jewelry Co. will leave shortly
on a two weeks' trip to points in Oregon and
Washington.
Arnold Courvoisier, president; George A. Abel,

vice-president; William T. Zeitler, secretary and
Herman Mauch and Joseph M. Ebeling, directors
of the St. Louis Retail Jewelers' Association, were
elected delegates to the National Convention of
the Retail Jewelers' Association at Kansas City,
Mo., August 6, 7, 8 and 9.
E. H. Blust, city salesman for the Aller-Wilmes

Jewelry Company returned July 29 from a week's
vacation spent in the Ozark Mountains of this
state.
L. Harris, president of the Harris Diamond

Importing Company returned July 31 from a ten
days' southern trip. He will leave shortly on a
European trip. E. H. Epstein, of this concern
will leave about the middle of August on a ten days'
trip to the Michigan resorts.

J. H. Hasenritter, of Herman, Mo., accompanied
by his family, spent several days here recently.
Joe B. Moore, vice-president and traveler for

the Eliott Jewelry Company, was called in from his
trip on July 23, account of the arrival of a ten
pound daughter at his home.
Miss Sarah Rifkin, of the Aller-Wilmes Jewelry

Company, returned August 12 from a two weeks'
vacation spent in the Ozark Mountains of this
state.
Ralph Loewenstein, of the R. Loewenstein

Jewelry Company, returned August 4 from a
three weeks' southern trip. M. B. Loewenstein,
secretary of the same concern, August 12 from a
several days' motor trip to Chicago.
M. M. Burnstine, the diamond dealer, returned

August 8 from a ten days' business trip to New
York. David Berlin, J. Silberman and Ralph
Haase, travelers for this concern, left July 30
on a two weeks' trip through their respective
territories.
Max L. Weiss, of Weiss & Fassett, returned

August 3 from a three weeks' trip through Texas.
F. 0. Scholl, traveler for this firm leaves early in
August for a three weeks' trip north.
F. W. Hoyt, president of the Hoyt Jewelry

Company, left July 24 on a three weeks' trip
through the south. Miss Edith Meckfessel,
saleslady for this concern, returned August 12
from a two weeks' trip to the Colorado resorts.
D. P. Richards, vice-president of the Marsch-

meyer-Richards Silver Company, returned August
15 from a two weeks' vacation.
M. Stiffelman, of M. Stiffelman & Co., returned

recently from a month's trip through the west.
On the night of July 25, the local lodge of the

Elks, of which Morris Eisenstadt, president of the
Eisenstadt Manufacturing Company, is Exalted
Ruler, gave a banquet followed by a vaudeville
show. The party went to Sunset Inn, one of our
popular resorts a few miles from the city, in auto-
mobiles. In the party was Morris Eisenstadt,
L. E. Gutfruend and Brainard Ryan, allof the
Eisenstadt Manufacturing Company.

Visitors here recently were: C. W. Scanlin,
Indianapolis, Ind.; Roy Goulding, Alton, Ill.;
C. H. Colcalshure, Hillsboro, Ill.; J. B. Manning,
Shawneetown, Ill.; Edward Fraser, Leavenworth,
Kans.; J. H. Robbins, Germantown, Ill.; Mr.
Pound, of Pound-Kinkannon-Elkins Company,
Tupelo, Miss.; F. Denizet, Perryville, Mo.;
and Mrs. C. Burkhardt, Red Bud, Ill.
L. E. Gutfreund, superintendent of the factory

of the Eisenstadt Manufacturing Company, accom-
panied by his family, returned July 24 from a four
weeks' trip to the Yellowstone Park and the
Pacific coast.
0. F. Blankenmeister, the local jobber, returned

July 26 from a two weeks' trip through Illinois.
He left on July 29 on a three weeks' trip through
northern Illinois.

Loftis Brothers & Co. have just issued a hand-
some little blue book telling how to buy diamonds,
which they are distributing to the public.
August Kurtzeborn, president of the August

Kurtzeborn & Sons Jewelry Company, accom-
panied by his wife, is spending two months at their
cottage at Battle Lake, Minn.

J. S. Wexler, formerly connected with the L.
Bauman Jewelry Company here, is now repre-
senting Phillip Present, of Rochester, N. Y.
He was a recent visitor here.
In the bankruptcy proceedings against I. M.

Kosmisky, formerly a Franklin avenue jeweler
here, a final dividend of 10 6/10 has been declared
on all claims allowed, payable by the trustee at
his office, 1403 Bank of Commerce Building, on and
after July 13.
Mr. Friedman, of the Friedman Jewelry Com-

pany, of Tulsa, Okla., was a recent buyer in this
market.
E. R. Eberhardt, formerly credit man for

Loftis Brothers & Co., arrived here July 23 to
accept the position as manager of this firm's
local branch, vice George L. Weber, resigned.

J. H. Steidman, vice-president of J. W. Cary &
Co., returned recently from a five weeks' trip to
the Pacific coast and other points.
The Brooks Jewelry and Optical Company are

making extensive alterations to their place which
will require about a month. They will add a
diamond department.

William Weidlich, president of the Weidlich
Jewelry Company, is arranging a two weeks'
trip to the eastern markets.
T. E. Echholdt has accepted a position as

bookkeeper with this firm.
H. F. Hines, traveler for the Weidlich Manu-

facturing Company, Bridgeport, Conn., was a
visitor here July 29. He left on a six weeks' trip
east which includes business and a vacation.

C. P. Hutchinson, vice-president of the Whelan-
Aehle-Hutchinson Jewelry Company, returned
August 1 from a three weeks' trip east. He was
accompanied by his wife. John W. Bergman, of
this firm, returned July 27 from a two weeks'
vacation. W. C. Hines, salesman for this firm,
returned August 5 from a three weeks' vacation
spent at Atlantic City, N. J. William Hunning,
of this concern, returned August 5 from a ten days'
vacation.

Mrs. E. B. James, well known in advertising
circles here, has been placed at the head of the
advertising department of the Mermod, Jaccard
& King Jewelry Co. A. M. Forline, credit man
for this concern, returned to his duties July 22
after five weeks' sickness. R. L. Johnson, sales-
man for this concern, left August 3 on a two weeks'
northern vacation trip. C. G. Bohannon, salesman
for this concern, returned August 10 from a two
weeks' vacation spent at Excelsior Springs, Mo.
A. Schurman, salesman for this concern, returned
August 10 from a two weeks' vacation spent in
the Ozark Mountains of this state. G. P. Marshall,
salesman for this firm resigned on July 27.
H. H. Kaessar, of Kaessar Brothers, accom-

panied by his family, returned July 26 from a
week's visit at Quincy, Ill., his old home.
George R. Stumpf, president of the Stumpf

Jewelry Company, accompanied by his wife, is
on a two months' tour of the east. He will visit,
New York, the White Mountains, the Maine
Resorts, the Adirondack Mountain resorts and
other points, returning home about September 10.

George J. Hess, president of the Hess & Culbert-
son Jewelry Company, returned August 10 from a
twelve days' automobile trip as far north as Iowa.

S. R. Culbertson and Linn Culbertson, of this
concern, returned August 1 from two weeks'
vacation spent at Walloon Lake, Mich. Director
L. J. Vogt, of this concern, accompanied by his
wife, left August 3 on a month's tour'of the Colo-
rado resorts. Emil Niehause, manager of the
diamond department of this concern, left August 3
on a two weeks' boat trip to St. Paul.
F. W. Drosten, president of the F. W. Drosten

Jewelry Company, returned August 3 from a
several days' business trip over in Illinois. J. J.
Hagen, manager of this concern, returned August
11 from a two weeks' vacation. He made the trip
to Kansas City with the local Million Population
Club, to attend the balloon races that took place
there beginning July 27. F. N. Hagen, of this
concern, returned July 29 from a two weeks
vacation trip to Kansas.

J. F. Bolland, president of the J. Bolland Jewelry
Company, left August 3 on a two weeks' business
trip to New York. C. A. Waugh, salesman for
this concern, left August 10 on a Mediterranean
Sea trip and to other European points. He will be
away until about October 1. Oscar F. Kay of this
concern, left August 2 on a two weeks' vacation
trip to the Michigan resorts. Harry M. Kaye,
salesman for the same concern, has left on a two
weeks' vacation trip.
A. J. Adank, formerly with the Brooks Jewelry

and Optical Company, has accepted a position as
city salesman with the Weidlich Jewelry Com-
pany.
One of the most novel and reliable improvements

in the era of watchmaking is a non-breakable
balance staff patented by a St. Louis concern
soon to be placed on the market. It is to be known
as the Maritz-Sokolowski patent non-breakable
balance staff, and is said to be really qualified to
bear the name of non-breakable. It is designed to
obviate the replacing of the balance staff due to
breakage owing to the universal use of fobs now
so prevalent. It has been subjected to the most
severe tests, and in one instance it was pitched
across an office to a counter rebounding to.the floor
shattering the heavy crystal of the open faced
watch to which it had been fitted. It was picked up
ticking as merrily as ever. Upon close examina-
tion the balance staff and jewels were found to be
in as perfect condition as when fitted. The move-
ment subjected to this severe test was an ordinary
seven jewel, 16 size, Waltham movement fitted
with the Maritz-Sokolowski patent non-breakable
balance staff. It is unnecessary to say that very
few watches could withstand a test of this charac-
ter, and it was a very strong vindication of the
claims of the patentees.
This staff, it is claimed, can be fitted with ease

to any movement now on the market regardless
of grade or size.
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Wholesale Jewelers CINCINNATI
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Our prices, quality of goods considered,
will compare favorably with those of any
Wholesale House. Over 40 years' experi-
ence enables us to offer the Retail Jeweler
the Right goods at the Right prices.

Send us an order and get acquainted.

Why Not Trir A Better Trade?

No. 46465

Peerless Belts and Buckles
are the best selling goods we have put on the market during
our 20 years' experience in the monogram business.
Are your getting your share of the profits in this line? If not,

WRITE FOR CATALOGUE No. 14 AND DISCOUNTS

CHICAGO ART METAL WORKS
INCORPORATED 1892

302 West Lake Street CHICAGO, ILL.

(r Do you know that the importance of dress cannot be overestimated?
—Whether you are dressing a man or a store?
q A better trade will be yours—better in quantity, better in quality—
when you show people that you deserve it.
q In other words, when you equip your store with highly modernized
and perfected

"Quincy Special" Show Cases andStore Fixtures
the better people—those who represent the greatest buying power—will
recognize and reward you.
q We can convert your store into an up-to-date, business-like establish-
ment at comparatively small cost. Your increased trade will reimburse
you. Let us tell you about it.

QUINCY SHOW CASE WORKS

QUINCY ILLINOIS

Chicago, Jackson Blvd. and
Franklin St.

Wichita, Kans., 301 Beacon Bldg.

St. Joseph, Mo., 313-23So. 3d St.
Dallas, Tex., 907 Commerce St.
Jacksonville, Fla., 20-28 Julia St.
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Trade Improvement with Brightening Outlook—Auction Problem Difficult of Solu-
tion—Preparing for Trade Convention in this City—Oskamp, Nolting & Co., now
in New Building

Cincinnati, August 10.—Trade has been in the
ascendant during the past two weeks and has
gradually reached normal for this season. Promise
for the fall is very, very high. The splendid condi-
tion of crops indicates an enormous harvest while
the clamor for harvest hands is louder and insistent
than ever.
One impetus to August trade locally comes in

the form of the "Made in Cincinnati" exposition
fostered by the Commercial Association. This
annual boom of Cincinnati products this year calls
for the display in some two thousand down-town
show windows of the work of our local factories,
and is in a very material way an advantage to
local dealers.
Among the conventions attracted to this city

during the summer is that of the National Com-
missary Buyers' Association which holds its
sessions here August 19 to 22.
The Kansas City convention has called away a

number of the local trade, the Cincinnati Retail
Jewelers' Association and the Retail Jewelers'
Information Association having sent representa-
tives, while retailers and jobbers have extended
their business or vacation trips to include the
gathering.

The Auction Question

The auction bugaboo again confronts the local
trade. This time the auction men have found
that the Itinerant Vendors' ordinance, drawn up
to include the perpetual auctions, is not valid
against them. Members of the retailers' associa-
tion have been active in looking for some weapon
and have now hit upon a state law which had
previously been overlooked. This law imposes a
tax of $2 upon each $100 worth of goods disposed
of and demands of the licensed auctioneer a written
quarterly account showing the date of sale, pur-
chaser and amount of purchase. Whether or not
this law will be formidable enough, even when
enforced, remains to be seen. That the authorities
have been lax in the enforcement of the Itinerant
Vendors' ordinance was again demonstrated when,
early in August, a jewelry and spectacle vendor
was arrested with his wife, not for the violation of
the ordinance, but because they were battling on
the street over the distribution of the day's
gleanings.

Meetings of local retailers are being held every
Friday night to prepare for the convention of the
Retail Jewelers' Information Association of Amer-
ica which will be held at the Sinton during the
week of August 19 and to discuss and carry on
activities which will lead to the betterment
of certain conditions in the local trade. Chief
among the points at issue is this same continuous
auction problem. In the several meetings it has
been discussed from all angles and several remedies
suggested. To facilitate action a committee has
been appointed to look after this matter and to
formulate a scheme to cope with the evil. The
meetings were discontinued during the time the
Kansas City convention was in session.
Buyers who have been visiting the jobbers during

the past two weeks are: 0. E. McWaters, Danville,
Ky.•
' 

R. Rolef, Pleasant Ridge; Joseph Jash-
enosky, Clarksburg W. Va.•

' 
F. B. Cary, Lebanon;

C. F. Held, Falmouth, Ky.; George Greyer,
Anderson, Ind.; Albert Bland, Greenfield; P. W.
Starks, Manchester; R. W. Clark, Lawrenceburg,

Ind.; Charles Sederberg, Milford; J. A. Levenson,
Louisville, Ky.; J. Anderton, Dayton; Albert
Dearth, Camden; Albert Stamm, Williamsburg;
Edward Kahn, Sommerset, Ky.• 

' 
Walter Wittlig,

Marietta; A. P. Humphries, Bellefontaine.
Patrolman Stebbins who stole two gold rings

from Samuel Morris, son of M. Morris, Main
street jeweler, was found guilty of stealing plants
from lawns—the charge on which he was arrested.
Besides his flower and jewelry thefts the policeman
had appropriated small lots of other goods of all
descriptions and so, instead of receiving a jail
sentence, his sanity will be investigated.
David Gutmann, of L. Gutmann & Sons, is

attending the Kansas City convention.
W. S. P. Oskamp, who has been much in the

public eye here on account of his recent purchases
of valuable property in the Garfield Park district,
published an article of keen interest to real estate
holders in the "Optimist," a local business men's
paper.
Dana L. Davis, of Clarksburg, W. Va., spent

several days in this city the last of July while in
this section on his vacation trip.
Raymond J. Frommeyer, with Klein Brothers

Company, and Miss Mayme Shepard were married
Thursday, August 1. They are spending several
weeks on a wedding trip along the Great Lakes;
late in August they will be at home in Norwood.

Joseph Noterman, with his wife and two sons
has been motoring through Michigan and Indiana.
William Pflueger left the first of August for the
National Retail Jewelers' Convention at Kansas
City; after attending the convention he will spend
several weeks visiting the western trade.
D. A. Butcher, jeweler of 408 East Fifth street,

Dayton, late in July filed a voluntary petition in
bankruptcy in the United States District Court.
He lists unsecured indebtedness of $2,201.98;
his assets consist of leases signed for goods sold on
the installment plan amounting to $1,750, stock
in trade amounting to $1,200 and fixtures $200.
All the assets listed are under attachment.
C. H. Mann and his cousin came up from De

Mossville, Ky., for a few days in this city the last
of July.

J. C. Lawson, of Ivanhoe, Va., is enlarging his
jewelry and optical business. He spent several
days in Cincinnati buying goods and getting new
ideas with a view to increasing the efficiency of
his service.
The consolidation of Louis Eisensmith and E. G.

Lohmeyer, jewelers and opticians of Newport,
Ky., went into effect August 1. They are giving
up their old locations and combining in a new
store which they have purchased on Monmouth
street. John F. Kinsler, who was with Mr.
Eisensmith before the consolidation, has accepted
a position with Edward Mittendorf who has just
opened a new store at Peebles' Corner, Walnut
Hills.
James Odell, jeweler of Quincy, Ill., has opened

a new store at Hannibal, Mo. He will continue his
Quincy store.
E. B. Jacobs, of D. Jacobs Sons Company, has

completed his southern trip and with a party of
Cincinnati men is spending his vacation in the
mountains of North Carolina. A. C. Jacobs and
his mother are spending several weeks at Atlantic
City.
The young son of Mr. Bartlett, of the John

Holland Gold Pen Company, who was shot in the
eye July 3 with a blank cartridge pistol in the
hands of a playmate has recovered and the sight
of his eye remains unimpared. The wonderful
efficiency surgical methods enabled the boy to
retain the sight of the eye even though the powder
and wad from the cartridge had been lodged in it.
A. D. Roettinger is spending several weeks in
Michigan.
Miss Jessie Newman, with A. & J. Plaut, is

spending a vacation in New York and Atlantic

City. H. I. Jacobson is spending a two weeks'
break in his southern trip in Cincinnati.
The Frank Herschede Company annual meeting

was held at the Reading Road residence of Mr.
Herschede the evening of July 29. The members of
the firm were Mr. Herschede's guests at dinner.
The business meeting witnessed reports of a most
thriving condition in trade and a most successful
year which warranted the declaring of a dividend.
Following the meeting a social evening was enjoyed.
Miss McMannis and Mr. Mudge are on their
vacations.
E. J. Fox, of Lindenberg & Fox, has returned

from his Ohio trip and will spend several weeks
of August on his vacation at Omena, Mich. In
the party which will go to Omena are a number of
young Cincinnati men who will organize a base
ball team under Mr. Fox's lead and endeavor to
instruct various other Lake resort teams in the
essentials of the game. Lee Horn is traveling in
Indiana; Lee Kahn is in Tennessee; Hugo Linden-
berg is on his southern trip.

George Fox, of Fox Brothers Company, is back
at his office after having been laid up for some time
at the hospital where he submitted to an operation.
I. N. Fox has returned from the Pacific Coast where
he has been combining business and pleasure in an
extensive trip.
Leonard Fox, Gustave Fox Company, is spend-

ing his vacation in New York and east coast resorts.
W. G. Courtney spent early August in Pittsburgh.
In connection with the "Made In Cincinnati"

display, Newstadt, Fourth avenue jeweler, is
displaying the weighty bronze trophy won by the
Schacht, Cincinnati made automobile, which took
fifth place in the Indianapolis sweep-stakes.
Cohen & Baker have opened a new store in

Bluefield, W. Va. M. 0. McKinney, who is a son-
in-law of Edward Mittendorf, the local retailer, has
been engaged to manage the new store:
Edward Schumer, diamond setter with Gebhardt

Brothers, is engaged to marry Miss Norma Best,
of Oskamp, Nolting & Co. The wedding will take
place in the early fall.

George Hovekamp, Miller Jewelry Co., is
attending the Kansas City convention.
Thomas Ryan came out victorious in a diving

contest at Philips' out-door swimming pool
early in August; this young man is also establishing
a reputation for himself as a golf expert at the
Hamilton County Club. Miss Bertha Davis is on
her vacation at Conway, Mich. Albert Artz is
spending his vacation at Paducah, Ky. Frank
Krohme is a member of the August class for
initiation into the Benevolent Order of Lions.
E. G. Quient and Edwin Eichelberger, with

Joseph Noterman & Co., have left for Clark's
Lake, Mich., where they will spend some time
camping and fishing. Miss Nina Shepherd is on
her vacation in Kentucky. J. B. Osthoff has
returned from a vacation in the east and is now
traveling in Indiana.
Edward Kahn, of Sommerset, Ky., spent a few

days in the city visiting friends and calling on
local jobbers.

J. B. Thompson, Richter & Phillips' watch-
maker, has had a visit of the stork at his home.
A fine baby girl arrived August 2. Ezra Kendall
and J. H. Phillips are including the Kansas City
convention in their western • trips—Richter &
Phillips have a big exhibit at the convention. This
company has begun to move from their quarters
at Fifth and Vine to their new home at 114 and
116 West Sixth avenue and will be settled in the
new building before the end of the month.
Oskamp, Nolting & Co. have moved into their

new building on West Seventh avenue. For so
large an establishment the moving was accom-
plished in a remarkably short time but it will take
some time for the firm to become thoroughly
adapted to the new surroundings. The arrange-
ment of departments is as follows: a great show-
room newly equipped with safes and cases will
occupy the second floor together with the watch
and diamond departments; the office will be in
front on the third floor, with the silver and jewelry
departments taking up the rest of the floor; the
fourth floor houses the book-keeping and order
departments; on the fifth floor are the optical,
flatware and catalogue departments; the sixth
floor has the clock, stationery and packing de-
partments. This top floor also has the traveling
men's room. Two large stores on the ground floor
fronting busy Seventh avenue will be let out.
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Making Both
Ends Meet

Profitable buying is the begin-
ning of successful selling. The
task of adjusting the one to
meet the requirements of the
other is like fitting two ends of
a stove pipe. Unless they are
evenly matched they will bulge
out on one side or the other.
To safeguard yourself against
this bulging use THE GREAT
AMERICAN RETAIL JEW-
ELERS' CATALOGUE. It is
proof against over-buying and
automatically adjusts itself to
your demands. It's accurate,
certain, right -up -to - the -minute
and absolute reliability in all
things.

It's now a National
Catalogue

The Oskamp-Nolting Co.
Cincinnati, Ohio
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LOX- ALL
RING-TRAY

THE ONLY AUTOMATIC LOCKING
RING TRAY ON THE MARKET

LOX-EM-ALL a three in one tray:
Automatic, locking all by removal of one.
Universal locking, preventing the removal of any.
Ordinary, allowing the removal of all.

Th is cut shows a three hook section of the locking device.
"A" represents hook thrown back by the removal of ring.
"B" represents hooks in position, showing rings locked in

imaginary slots.
"C,, represents locking bar which is pushed back by the

shoulder on hook "A," thus engaging the lower arms of hooks "B,"
thereby locking the rings held by them.

Pushing hook "A" down releases hooks "B" by allowing lock

log bar "C" to spring back, disengaging the lower arms of hooks
"B" and releasing rings.

This cut shows the regular three quarter size tray with part of
the covering and the top removed to exhibit the locking device in
its relittion to the remainder of the tray.

The middle portion of the cut shows part of the aluminum too
exposed and one row of ring slots.

The remaining portion of the cut shows the finished part of
the tray with its silk velvet cover.

We manufacture the LOX-EM-ALL ring tray in seven standard
sizes, with frames in any finish and upholstered in silk velvet of
any color.

You should have the LOX-EM-ALL because:
I. It is perpetual ring insurance.
2. It increases your profits by decreasing your losses.
3. Your salesmen need watch only one ring ; Lox-Ern-All looks after the rest.
4. Honest people take no offence at the Lox-Ern-All ring tray.
5. Dishonest people take no rings from the Lox-Ern-All ring tray.

Descriptive pamphlet and price list sent on request

DAHL MANUFACTURING and SALES COMPANY
Office and Factory:

MINNEAPOLIS 314-316-318-320-322-324 FIFTH AVE., SO. MINNESOTA
Uptown Office: 505 PLYMOUTH BLDG.

FINE SOLID GOLD EAGLES' JEWELRY
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ERICHSEN, KRAUSE & CO., 
M A NJ MAECLTELRJ1Fst INC

37 SOUTH WABASH AVENUE CHICAGO, ILLINOIS
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Up-to-Date Store Methods

Address by R. D. Mitchell, Carrollton, Mo., before Kansas City Convention

Mr. President, Members and visitors
of the American National Retail Jewelers'
Association, it gives me great pleasure to
stand before this convention of represen-
tative jewelers and business men of this
great nation, and address you on the sub-
ject of "Up-to-date Store Methods."
Having been a jeweler for the past ten
years, and having bought an old stock
of goods and an old rusty, run-down
business and converted it into an up-to-
date, live wide-awake business within the
last two years, the facts of this address
will be given largely from personal experi-
ence.

Several of the other speakers of this
convention have addressed you on parts
of this subject, and others will no doubt
speak more fully upon the subjects that I
shall mention. With your kind permis-
sion and attention, I shall endeavor to im-
press upon your minds, as rapidly as
possible the importance of the following
subjects:

1. Store arrangement.
2. Windows.
3. Stock arrangement.
4. Maintaining confidence of com-

munity.
5. Honest merchandise at honest prices.
6. Advertising.
7. Personal appearance of jeweler and

clerks.
8. Too much time at the bench.
9. Importance of attending conventions,

visiting factories, traveling, visiting other
jewelers.

Any one of the above subjects would
easily consume an hour's time, but as I
consider all of them very important in
addressing you on this subject, you will
bear with me in making a few remarks on
each subject.

Store Arrangement

The jewelry store should be the best
looking store in town. It should have the
best fixtures. It should be the cleanest
and best lighted. Everything should be
harmonious. Why all of these things?
Because jewelry appeals to the finer and
more msthetic part of one's nature, and
it depends largely upon the first impres-
sions made upon entering a store, whether
your customers will buy right then, or
wait until some future time.
More than one-half of a jeweler's cus-

tomers are ladies, and they appreciate
the beautiful. Make your store as beauti-
ful and attractive as possible. Have
the best store equipment that your means
will afford, and it will pay you in dollars
and cents.

Windows

Clean, neat, attractive, well-lighted,
air-tight show windows will bring large
returns. Change your displays often so
that the public will not get tired of seeing
the same things every time they pass.
The public take notice of everything that

happens, that is if, "you get them into the
habit of doing so." Your window should
display your goods in a pleasing and attrac-
tive manner as though you are offering or
handing out your merchandise to the
public. Keep this in mind and your win-
dows will be your best salesmen.

Stock Arrangement

It is very necessary that your stock be
arranged to show off to the best advantage.
Keep all articles of a similar nature in one
display case, or as close together as pos-
sible. That is: Keep all sterling silver-
ware in one display case or drawer, all
plated ware in another. Have a case for
cut glass, silver hollow ware, silver novel-
ties, china, etc. Any line will look larger
if properly arranged and kept altogether.
It will be much easier to wait on customers
in a busy time if your stock is properly
arranged. All customers will be impressed
with the knowledge that the jeweler has
of his stock, and the quickness in which
goods are found and displayed for their
benefit. Remember this: the American
people are always in a hurry. They want
*hat they want, when they want it.
Good service gets business for any firm.

Maintaining the Confidence of the Community

The jeweler is next to the banker in any
community. Why do you deposit money
in a certain bank? Because you have con-
fidence in that bank. Why do people
come to you to buy a diamond, a very fine
watch, or to leave a very valuable article
to be repaired; one with which the senti-
ment has more to do with, than dollars
and cents? Because they trust you.
Be a man who can be trusted in every

phase of the jewelry business. Always
maintain the confidence of the community.
Act right, think right, and always do the
things that you know are right, and you
have laid the foundation of success.

Honest Merchandise at Home Prices

This is a day of honest merchandising.
The fake-jeweler, crook, swindler, and
street peddler have no hearing with the
more refined and educated class of people,
because they do not give honest values.
You also know, that no matter how many
ten cent stores, or dry goods stores in your
town carry a line of jewelry, people come
to a jewelry store for a good article, be-
cause they gefgood value for their money.
Our customers expect to pay us a profit,

and if we sell a good article we are entitled
to a good profit. It is contrary to moral
and ethical principles, to ask a large profit
on inferior merchandise, but it is right,
proper and just to get good profits on
the better qualities of merchandise. Get
good profits, but always maintain quality,
and guarantee your goods.

Advertising

The best and most effective way to ad-
vertise your business, is over the counter,
face to face with your customer. People

appreciate a pleasant smile and genuine
courtesy. The importance of this should
be instilled into all salesmen, and they will
cultivate the habit of always being cour-
teous and pleasant toward customers.
There is no business on earth that is

larger or stronger than the men behind it.
Strong personality will do more to adver-
tise and build up your business than any
other one thing. Get the habit of smiling
and being pleasant. No one in the world
likes a grouch. Frowns drive people from
your store. Smiles attract and build up
your business. Always be optimistic and
the world in which you live will be
brighter and better.
There are many ways of advertising

your business, and no doubt all of them
do some good. Advertising is an exact
science and should be carefully worked
out and used judiciously. Newspaper
advertising, personal letters, souvenirs
and metal fence signs are all good, but
if you succeed you must put life, vim,
energy, and "get up and shine" into
your business.

Personal Appearance of Jeweler and Clerks

There is no business man in your town
who should look as neat and clean at all
times as the jeweler. Clean shaven, clean
shirt and collar shoes shined, clean hands,
clean countenance, clean charaeter: these
are the essentials of a clean business.
Clerks will pattern after their employer.
Cleanliness is next to godliness. Clean
employer and clean clerks will maintain
a clean business.

Too Much Time at the Bench

I have now reached the most important
part of this address. It is this: Too
many jewelers spend too much time at the
bench. They are good mechanics but
poor business men. Of course your busi-
ness is founded on your repair department
but did you ever stop to consider the fact,
that you can employ mechanics. You
cannot employ men to run your business,
to wait on your customers, to buy your
stock, to look after everything that makes
the business pay, just as you, yourself
would do it.

Attending Conventions, Traveling, etc.

It is very important that the jeweler
should get away from home occasionally.
Attend conventions, travel, visit factories,
visit your neighbor jeweler, mingle with
your fellow tradesman. Association
teaches us a great deal.
Read your trade journals. See what

others are doing in the same line of busi-
ness. Keep abreast of the times. Ob-
serve the new styles of jewelry, and be the
first in your town to have the new things.
Study the new inventions, and decide for
yourself whether or not they are practical.
There are many new ideas of window

decorating, store arrangement, salesman-
ship and many other things to be gained
by reading your trade-journals.
" Knowledge is power." Continually

strive for knowledge, and new ideas. Be
right "down to the minute" in everything
that you do, and success is yours.
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If you could go into the best homes in
your city every day and talk for a few
moments about some one article in your
stock to the purchasing agent of the family,
the wife, when she has the time and is glad
to listen, don't you think you could
increase sales?
The circulation of your local newspaper

places the only limit on the number of
buyers you can talk to every morning
right after breakfast, just when these
Women are looking over the day's offerings
and planning their buying. A woman's
shopping really begins before she leaves
the house. Some of it has already been
done by phone. Before she steps through
door she may have her mind made up to
purchase an article she saw advertised in
this morning's paper. If your ad. isn't
there to read, your only chance is to try
to flag herewith a good window display.
Isn't it about time for you to secure a
good location in your local newspaper and
do some after-breakfast work on your own
account?

Secret of Advertisement Writing

You don't know how to write ads.?
Do you know how to sell goods? Well,
take the thing you want to advertise and
set it on your counter and sell it to a deaf
mute that can't write. Put down the very
best reasons you know why he should buy
that particular piece of goods. Go over
the result a few times, touching up here,
toning down there, and you should have a
good ad., for advertising is only written
salesmanship.
The great thing to remember in an ad. is

to get your customer's eye. Attractive
arrangement will do this. Choose a good
looking ad. from a magazine and ask your
printer to follow that style; then tell
your whole story as interestingly, com-
pletely and briefly as possible. Your ad.
speaks up at .once, and it's all over. It
can't correct an impression; it can't
answer questions; and it can't supply
information that isn't put in it. It's got
no time for anything but good straight
selling talk, the kind you use behind the
counter every day. Use the same lan-
guage; let people feel your personality in
it; put the same "punch" behind R—
and it's going to get the business.
The only difference is that instead of

talking to one person, you talk to thous-
ands—friends, strangers, customers, and
people you want for customers.
Always measure your ad. by this stand-

ard: " Would it sell goods to the stranger
in my store?"
With an occasional newspaper ad.

and window display you can harness a
$100,000 national campaign right to your
store and get the entire local benefit. It
pays to connect with the big advertisers.
It gives your store a prestige, brings you

customers and business that you wouldn't
get any other way.

Nationally Advertised Goods

The nationally advertised article repre-
sents a definite value to your customer.
A value his acquaintances recognize on
sight. If you asked for a hat in a strange
store and the salesman showed you two
$5 hats, a Knox and one unknown,
wouldn't you take the Knox?
What do you get in it that you don't

in the other? First, the guarantee of an
advertised trade mark. Knox can't afford
to put a poor hat on your head. You also
get known value for it represents $5 to
any one who picks it up.
Your customer feels the same way.

Where possible he prefers to buy adver-
tised guarantee and known value. The
other hat may have been better than
Knox', but would you have been just as
well satisfied with it? Wouldn't you have
been inclined to look for it to go wrong,
while you felt safe with the Knox?
You couldn't, and your customer can't,

judge the goods on their merits, yet nine
out of ten salesmen give the customer
credit for that ability. The minute your
salesman assumes this attitude his selling
ability strikes the toboggan. He is afraid
of his customer.
The customer comes to you and your

salesmen just as he would to a doctor or
a lawyer—as men who are experts in
their line and whose knowledge will bene-
fit him. He isn't going to tell you that
he doesn't know a thing about it, in fact,
he likes to feel that he is using his own
judgment all the way through. The clever
salesman lets him think this way all
through the transaction and he never
suspects how successfully he has been
handled.
A customer often tries to bluff a sales-

man out of his position by disagreeing
with him. He does it just to find out how
much confidence the salesman has in
himself. There are very few cases where
the customer doesn't take the salesman's
judgment if the salesman sticks to his
guns.

Handling Customers

The customer takes his cue from your
salesman. If he asks for a wedding gift
and is shown a $10 one, he very naturally
feels that $10 is the proper price to pay
and that it is all he should invest. He
doesn't reason this out, he feels it in-
stinctively and you will have a hard
time raising his estimate.

If you start him at $50 he accepts
$50 as a standard. Maybe it is more than
he wants to pay and he may drop back to
$20. No matter what the difference
is between $10 and the bigger price that
he pays, it is just that much velvet for
you. You have increased the amount
of your sale, your profit, the earning
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capacity of your salesman and lowered
your cost of doing business.
Cater to your customer's wishes all

you can, but keep his standards high.
Talk up your business; never talk it down.
The customer looks to you to know what
is right and what he should pay. If you
are afraid to talk your goods up, is it any
wonder that the customer buys a cheap
article instead of a good one. If you are
uncertain you make him uncertain too,
and if you are not careful he will get out
without spending anything.
How much dead stock .have you in

your store? Can you name a dozen things
off hand that you would like to get out of
your stock? Whose fault is it? You
surely can't blame the goods, for they are
just as good as they were the day they
were unpacked. You had a good opinion
of them at that time or they wouldn't be
in your stock.

It is because your salesmen are afraid
of your customers. They are afraid the
customer knows that these goods have
been in stock for a year or so. The
customer is given practically no chance to
see them and if he is shown them, they are
offered in such a half-hearted way that
he knows instinctively that something's
the matter.
The only fault with these goods is right

in your salesmen's minds. Remember that
a customer bases his estimate of the value
of a piece of goods on what you apparently
think of it. He doesn't value it one cent
more, and if you don't think enough of a
piece of goods to keep it up to the front
of your store where the customer can see it,
you can't expect your customer to think
much of that article.

Getting Rid of Stickers

Now, own right up. Aren't the stickers
in your stock pushed to the back end of
your store, on the back side of the shelves,
in the darkest and hardest places to get
at in your whole store? No wonder they
warm your shelves month after month.
You couldn't sell the newest, most attrac-
tive price of goods in the house if you kept
it there. You salesmen wouldn't dig it
out and your customers would never see it.
If you are ashamed to show a piece of
goods, you can't blame your customer
for not wanting to buy it.

It is only natural that he should look
in your front show case for the best things
you have to offer. He has been taught
to look for the good apples on the top of
the barrel.

If you think there is nothing in this
claim, just run over your Christmas
business for the past few years. Don't
you always sell more stickers at Christmas
than at any other time? Have you ever
noticed who sells them? Not your old
clerks—the greenhorns. And why? Be-
cause every piece of goods in the house is
just as good as the other to them and they
show them all with equal confidence.
They don't know enough to be afraid of
their customers.
Haven't you and your old clerks had

many a good laugh at Christmas time over
(Continued[on page 1669)

The Smallest Watch in America
to Sell at a Popular Price

GET the customer's
point of view
Here is a Crown

Watch, and an ordinary
timepiece selling at the
same price. The Crown
is neater and daintier
the smallest and thinnest
popular-priced watch
in America
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If you could go into the best homes in
your city every day and talk for a few
moments about some one article in your
stock to the purchasing agent of the family,
the wife, when she has the time and is glad
to listen, don't you think you could
increase sales?
The circulation of your local newspaper

places the only limit on the number of
buyers you can talk to every morning
right after breakfast, just when these
Women are looking over the day's offerings
and planning their buying. A woman's
shopping really begins before she leaves
the house. Some of it has already been
done by phone. Before she steps through
door she may have her mind made up to
purchase an article she saw advertised in
this morning's paper. If your ad. isn't
there to read, your only chance is to try
to flag herewith a good window display.
Isn't it about time for you to secure a
good location in your local newspaper and
do some after-breakfast work on your own
account?

Secret of Advertisement Writing

You don't know how to write ads.?
Do you know how to sell goods? Well,
take the thing you want to advertise and
set it on your counter and sell it to a deaf
mute that can't write. Put down the very
best reasons you know why he should buy
that particular piece of goods. Go over
the result a few times, touching up here,
toning down there, and you should have a
good ad., for advertising is only written
salesmanship.
The great thing to remember in an ad. is

to get your customer's eye. Attractive
arrangement will do this. Choose a good
looking ad. from a magazine and ask your
printer to follow that style; then tell
your whole story as interestingly, com-
pletely and briefly as possible. Your ad.
speaks up at .once, and it's all over. It
can't correct an impression; it can't
answer questions; and it can't supply
information that isn't put in it. It's got
no time for anything but good straight
selling talk, the kind you use behind the
counter every day. Use the same lan-
guage; let people feel your personality in
it; put the same "punch" behind it—
and it's going to get the business.
The only difference is that instead of

talking to one person, you talk to thous-
ands—friends, strangers, customers, and
people you want for customers.
Always measure your ad. by this stand-

ard: " Would it sell goods to the stranger
in my store?"
With an occasional newspaper ad.

and window display you can harness a
$100,000 national campaign right to your
store and get the entire local benefit. It
pays to connect with the big advertisers.
It gives your store a prestige, brings you

customers and business that you wouldn't
get any other way.

Nationally Advertised Goods

The nationally advertised article repre-
sents a definite value to your customer.
A value his acquaintances recognize on
sight. If you asked for a hat in a strange
store and the salesman showed you two
$5 hats, a Knox and one unknown,
wouldn't you take the Knox?
What do you get in it that you don't

in the other? First, the guarantee of an
advertised trade mark. Knox can't afford
to put a poor hat on your head. You also
get known value for it represents $5 to
any one who picks it up.
Your customer feels the same way.

Where possible he prefers to buy adver-
tised guarantee and known value. The
other hat may have been better than
Knox', but would you have been just as
well satisfied with it? Wouldn't you have
been inclined to look for it to go wrong,
while you felt safe with the Knox?
You couldn't, and your customer can't,

judge the goods on their merits, yet nine
out of ten salesmen give the customer
credit for that ability. The minute your
salesman assumes this attitude his selling
ability strikes the toboggan. He is afraid
of his customer.
The customer comes to you and your

salesmen just as he would to a doctor or
a lawyer—as men who are experts in
their line and whose knowledge will bene-
fit him. He isn't going to tell you that
he doesn't know a thing about it, in fact,
he likes to feel that he is using his own
judgment all the way through. The clever
salesman lets him think this way all
through the transaction and he never
suspects how successfully he has been
handled.
A customer often tries to bluff a sales-

man out of his position by disagreeing
with him. He does it just to find out how
much confidence the salesman has in
himself. There are very few cases where
the customer doesn't take the salesman's
judgment if the salesman sticks to his
guns.

Ilandling Customers

The customer takes his cue from your
salesman. If he asks for a wedding gift
and is shown a $10 one, he very naturally
feels that $10 is the proper price to pay
and that it is all he should invest. He
doesn't reason this out, he feels it in-
stinctively and you will have a hard
time raising his estimate.

If you start him at $50 he accepts
$50 as a standard. Maybe it is more than
he wants to pay and he may drop back to
$20. No matter what the difference
is between $10 and the bigger price that
he pays, it is just that much velvet for
you. You have increased the amount
of your sale, your profit, the earning

capacity of your salesman and lowered
your cost of doing business.

Cater to your customer's wishes all
you can, but keep his standards high.
Talk up your business; never talk it down.
The customer looks to you to know what
is right and what he should pay. If you
are afraid to talk your goods up, is it any
wonder that the customer buys a cheap
article instead of a good one. If you are
uncertain you make him uncertain too,
and if you are not careful he will get out
without spending anything.
How much dead stock have you in

your store? Can you name a dozen things
off hand that you would like to get out of
your stock? Whose fault is it? You
surely can't blame the goods, for they are
just as good as they were the day they
were unpacked. You had a good opinion
of them at that time or they wouldn't be
in your stock.

It is because your salesmen are afraid
of your customers. They are afraid the
customer knows that these goods have
been in stock for a year or so. The
customer is given practically no chance to
see them and if he is shown them, they are
offered in such a half-hearted way that
he knows instinctively that something's
the matter.
The only fault with these goods is right

in your salesmen's minds. Remember that
a customer bases his estimate of the value
of a piece of goods on what you apparently
think of it. He doesn't value it one cent
more, and if you don't think enough of a
piece of goods to keep it up to the front
of your store where the customer can see it,
you can't expect your customer to think
much of that article.

Getting Rid of Stickers

Now, own right up. Aren't the stickers
in your stock pushed to the back end of
your store, on the back side of the shelves,
in the darkest and hardest places to get
at in your whole store? No wonder they
warm your shelves month after month.
You couldn't sell the newest, most attrac-
tive price of goods in the house if you kept
it there. You salesmen wouldn't dig it
out and your customers would never see it.
If you are ashamed to show a piece of
goods, you can't blame your customer
for not wanting to buy it.

It is only natural that he should look
in your front show case for the best things
you have to offer. He has been taught
to look for the good apples on the top of
the barrel.

If you think there is nothing in this
claim, just run over your Christmas
business for the past few years. Don't
you always sell more stickers at Christmas
than at any other time? Have you ever
noticed who sells them? Not your old
clerks—the greenhorns. And why? Be-
cause every piece of goods in the house is
just as good as the other to them and they
show them all with equal confidence.
They don':-, know enough to be afraid of
their customers.

Haven't you and your old clerks had
many a good laugh at Christmas time over
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It is plainly better value
Its range of styles is complete,
varied, up-to-date.
Which would you buy if you
were the woman who is pay-
ing the money?
Considering the higher profit
on the Crown which would
you rather sell?

The Crown Watch is made both
Hunting and Open Face-7-jewel
movement in bascine gold-filled case;
Plain Polished, Engine-turned and a
striking series of Fancy Engraved de-
signs—cased and timed at the factory
and sold complete.

The Crown will make your
Ladies' watches the strongest
part of your popular-priced line.
Order from your jobbers.
The KEYSTONE WATCH CASE COMPANY

ESTABLISHED 1853

PHILADELPHIA
CHICAGO CINCINNATI

kugust 15, 1912 T H E

How Clerks May Train
for a Job on the Road

This article is written especially to clerks

in small retail stores, and in it I will

endeavor to answer a question that

hundreds of clerks have put to me, " How

can I get a job on the road?" says a

writer in The Hardware Reporter.

I was born behind the counter. My

father had a hardware store in a small

country town. Before and after school,

and on Saturdays, it was my duty to

help in the store. By the time I was

17, I thought I "knew it all" and there

were no more fields to conquer in the

retail business. I had become acquainted

with many salesmen. They looked pros-

perous, wore fine clothes, seemed good

natured, and to all outward appearances

lived a happy existence and made money

hand over fist. I came to the conclusion

that if I could only get a job on the road

my fortune would be made. I took into

my confidence and asked the advice of
one of the salesmen from whom we
bought goods and who seemed to be very
successful.

Advice Based on Experience

After listening to me unfold to him
my ambition, he said, " Young man,
you are a good retail clerk, you have the
knack of making friends, but you have
one big fault—you think you know it all,
you are a walking encyclopedia of hardware
knowledge and you don't care who knows
it." " If you want to get on the road you
must get that out of your head," and right
here I want to say that more retail clerks
possess this one fault than any other,
and many who try for road jobs find this
the rock over which they fall. My friend
continued, " If you are willing to work
hard, to subordinate yourself, and will
take advice, I will try and get you a
job with my house. But you will have
to start from the ground up. It will be
hard work. You can not give advice, you
will have to take orders from some one
else and work as he says, not as you
think, and don't overlook the fact that
you can not go out in front of the store
and play marbles, toss ball or take an
hour off in the middle of the afternoon
to play croquet as you are accustomed to
do. You will have to be on the job from
7 in the morning until 8 at night, and
it will be hustle all the time, with not
a minute to talk baseball or discuss politics,
and don't think you will get on the road
in a few months. Possibly in five or six
years you will get a chance, and you will
probably have to make good on a single
chance. If you do not take advantage
of your opportunity and learn the lessons
from day to day, your chance of success
on the road will be slim."

After a good straight talk like this (and
I have grown to fully appreciate what a
true friend that salesman was, although I

KEYSTONE

thought at the time he was putting it on
rather thick), I finally made up my
mind that I would make the attempt.
True to his promise he secured a job for
me. On a hot summer day in the middle
of August I arrived in the city. Not a
friendly soul in sight. Hustle and bustle
on every side. No one seemed to care
whether I existed or not. After getting
something to eat I went to the wholesale
house, thinking, of course, the head of the
firm would welcome me with open arms.
The front door man met me with, "What
can I do for you?" After stating my
errand he said, "Have a seat over there,"
pointing to a row of benches occupied
by 15 or 20 boys and men who, I
afterwards learned, were also hunting
jobs. Finally my turn came. The mana-
ger said, "We will start you at 820 per
month, and advance in salary will depend
on yourself."

A Discouraging Beginning

Never will I forget the first few weeks.
The thermometer was hovering around
100 degrees in the shade, not only did we
work ten hours a day, but worked four
nights that week. When I reached my
boarding house I did not even feel like
undressing, so completely exhaustd was
I. How I longed for the easy life of a
retail clerk during those first few months.
I worked like a machine, followed the
guiding hand of some one else, was told
what to do and made to do it. It took a
long time for me to learn the lesson of
obedience to orders.
I soon found the "boss" always had his

eye on every one and that the only thing
that counted with him was hard and
intelligent work and a willingness to do
just a little more than he laid out to be
done. During the first two years I never
missed an hour from work and was never
on the late list. I was transferred from
one stock department to another, so in
three years I covered the entire house and
had learned all the goods carried by my
house and their system of handling orders.
It was a proud day when I was transferred
to the office and assigned a position in the
mail order department. Here for the
first time I appreciated the advantage of
my retail training and the absolute neces-
sity of my stock experience. The retail
business enabled me to understand the
peculiar needs of the customer, while the
stock experience put me in a position to
correct the orders rapidly and to do this
without referring to the catalogue.
Next came the quotation desk. Here I

came in direct contact with the customers
of the house, learned prices and the art
of selling goods by mail, and finally after
five years' hard work the salesman's job
was reached.
This true story tells how, if you are a

clerk, you can get a job on the road, viz.,
come to the city, start from the ground,
work without ceasing, subordinate your-
self, learn to take orders and show your
mettle, and you can get a job on the road
from almost any first-class house. Verily,
it is like going through the eye of a needle,
but he who perseveres will succeed.
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the mistakes made by your extras?
Haven't you had things sold for uses that
you never dreamed of? That shows
you just how much your customers know
about the goods. The clerk didn't know
what the thing was for and neither did
the customer. The clerk thought up a
use for it, put up a good bold front and
the customer didn't know enough about it
to call the clerk down.
Now, if a little confidence in a green

clerk will sell the old goods, what will it
do for an experienced salesman? It
simply means that there isn't a piece of
unsalable goods in your store. There's a
customer for everything in your stock
and it won't take long to find him if you
go at it right.
Now, let's get back to those stickers.

Root them out of their hiding places, get
them where people can see them. Have
them polished up to the last notch, make
them look like new, put new price tags
on them and if you are willing to sacrifice
a little profit, put on a reduced price. It is
wonderful the amount of interest a sales-
man will take in a piece of old goods with
a new price.

Reducing Prices Poor Policy

If the new price is made, don't let your
customer know about it. Let the extra
value help you out in making the sale,
but never tell your customer that the price
has been reduced. Special prices in a
jewelry store make people very suspicious.

If you want to boost the game a little
harder, put a private mark on the goods
you want sold to show that the salesman
who gets rid of them gets 25 cents for
himself on every $10 of the price.
Everyone of these stickers has just as

many talking points as it had the day it
came into your store. Jewelers in other
towns, or in your own town, have created
a steady demand for them and are sending
in repeat orders for the very goods that
have your salesmen bluffed.
Choose a certain number of these articles

at various prices and keep them in sight.
When a customer comes in show one of
these pieces first and make the strongest
possible effort on it. Talk it as long as
they will listen, then, if you like, show
them other goods, passing over them less
enthusiastically. You will be surprised
how frequently they return to the sticker
and buy it.
Now, don't expect to get rid of them

all in one day. You won't sell one every
time you try. You don't always sell the
first piece you show, if you show the
newest pieee in your stock, but you will
land one often enough to clean your stock
out in pretty short order, and make you
well pleased with the result of your efforts.

If you establish a little contest to see
who sells the hardest stickers first, and
offer a prize for the clerk who sells most
of them, you will arouse a keen interest
in the game.



It is plainly better value
Its range of styles is complete,
varied, up-to-date.
Which would you buy if you
were the woman who is pay-
ing the money?
Considering the higher profit
on the Crown which would
you rather sell?

The Crown Watch is made both
Hunting and Open Face-7-jewel
movement in bascine gold-filled case;
Plain Polished, Engine-turned and a
striking series of Fancy Engraved de-
signs—cased and timed at the factory
and sold complete.

The Crown will make your
Ladies' watches the strongest
part of your popular-priced line.
Order from your jobbers.
The KEYSTONE WATCH CASE COMPANY

ESTABLISHED 1853

PHILADELPHIA
CHICAGO CINCINNATI
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How Clerks May Train
for a Job on the Road

This article is written especially to clerks

in small retail stores, and in it I will

endeavor to answer a question that

hundreds of clerks have put to me, " How

can I get a job on the road?" says a

writer in The Hardware Reporter.

I was born behind the counter. My

father had a hardware store in a small

country town. Before and after school,

and on Saturdays, it was my duty to

help in the store. By the time I was

17, I thought I "knew it all" and there

were no more fields to conquer in the

retail business. I had become acquainted

with many salesmen. They looked pros-

perous, wore fine clothes, seemed good

natured, and to all outward appearances

lived a happy existence and made money

hand over fist. I came to the conclusion

that if I could only get a job on the road

my fortune would be made. I took into

my confidence and asked the advice of
one of the salesmen from whom we
bought goods and who seemed to be very
successful.

Advice Based on Experience

After listening to me unfold to him
my ambition, he said, " Young man,
you are a good retail clerk, you have the
knack of making friends, but you have
one big fault—you think you know it all,
you are a walking encyclopedia of hardware
knowledge and you don't care who knows
it." "If you want to get on the road you
must get that out of your head," and right
here I want to say that more retail clerks
possess this one fault than any other,
and many who try for road jobs find this
the rock over which they fall. My friend
continued, "If you are willing to work
hard, to subordinate yourself, and will
take advice, I will try and get you a
job with my house. But you will have
to start from the ground up. It will be
hard work. You can not give advice, you
will have to take orders from some one
else and work as he says, not as you
think, and don't overlook the fact that
you can not go out in front of the store
and play marbles, toss ball or take an
hour off in the middle of the afternoon
to play croquet as you are accustomed to
do. You will have to be on the job from
7 in the morning until 8 at night, and
it will be hustle all the time, with not
a minute to talk baseball or discuss politics,
and don't think you will get on the road
in a few months. Possibly in five or six
years you will get a chance, and you will
probably have to make good on a single
chance. If you do not take advantage
of your opportunity and learn the lessons
from day to day, your chance of success
on the road will be slim."

After a good straight talk like this (and
I have grown to fully appreciate what a
true friend that salesman was, although I
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thought at the time he was putting it on
rather thick), I finally made up my
mind that I would make the attempt.
True to his promise he secured a job for
me. On a hot summer day in the middle
of August I arrived in the city. Not a
friendly soul in sight. Hustle and bustle
on every side. No one seemed to care
whether I existed or not. After getting
something to eat I went to the wholesale
house, thinking, of course, the head of the
firm would welcome me with open arms.
The front door man met me with, "What
can I do for you?" After stating my
errand he said, "Have a seat over there,"
pointing to a row of benches occupied
by 15 or 20 boys and men who, I
afterwards learned, were also hunting
jobs. Finally my turn came. The mana-
ger said, " We will start you at $20 per
month, and advance in salary will depend
on yourself."

A Discouraging Beginning

Never will I forget the first few weeks.
The thermometer was hovering around
100 degrees in the shade, not only did we
work ten hours a day, but worked four
nights that week. When I reached my
boarding house I did not even feel like
undressing, so completely exhaustd was
I. How I longed for the easy life of a
retail clerk during those first few months.
I worked like a machine, followed the
guiding hand of some one else, was told
what to do and made to do it. It took a
long time for me to learn the lesson of
obedience to orders.

I soon found the "boss" always had his
eye on every one and that the only thing
that counted with him was hard and
intelligent work and a willingness to do
just a little more than he laid out to be
done. During the first two years I never
missed an hour from work and was never
on the late list. I was transferred from
one stock department to another, so in
three years I covered the entire house and
had learned all the goods carried by my
house and their system of handling orders.
It was a proud day when I was transferred
to the office and assigned a position in the
mail order department. Here for the
first time I appreciated the advantage of
my retail training and the absolute neces-
sity of my stock experience. The retail
business enabled me to understand the
peculiar needs of the customer, while the
stock experience put me in a position to
correct the orders rapidly and to do this
without referring to the catalogue.
Next came the quotation desk. Here I

came in direct contact with the customers
of the house, learned prices and the art
of selling goods by mail, and finally after
five years' hard work the salesman's job
was reached.
This true story tells how, if you are a

clerk, you can get a job on the road, viz.,
come to the city, start from the ground,
work without ceasing, subordinate your-
self, learn to take orders and show your
mettle, and you can get a job on the road
from almost any first-class house. Verily,
it is like going through the eye of a needle,
but he who perseveres will succeed.

Advertising and Selling

(Continued from page 1668)

the mistakes made by your extras?
Haven't you had things sold for uses that
you never dreamed of? That shows
you just how much your customers know
about the goods. The clerk didn't know
what the thing was for and neither did
the customer. The clerk thought up a
use for it, put up a good bold front and
the customer didn't know enough about it
to call the clerk down.
Now, if a little confidence in a green

clerk will sell the old goods, what will it
do for an experienced salesman? It
simply means that there isn't a piece of
unsalable goods in your store. There's a
customer for everything in your stock
and it won't take long to find him if you
go at it right.
Now, let's get back to those stickers.

Root them out of their hiding places, get
them where people can see them. Have
them polished up to the last notch, make
them look like new, put new price tags
on them and if you are willing to sacrifice
a little profit, put on a reduced price. It is
wonderful the amount of interest a sales-
man will take in a piece of old goods with
a new price.

•

Reducing Prices Poor Policy

If the new price is made, don't let your
customer know about it. Let the extra
value help you out in making the sale,
but never tell your customer that the price
has been reduced. Special prices in a
jewelry store make people very suspicious.

If you want to boost the game a little
harder, put a private mark on the goods
you want sold to show that the salesman
who gets rid of them gets 25 cents for
himself on every $10 of the price.
Everyone of these stickers has just as

many talking points as it had the day it
came into your store. Jewelers in other
towns, or in your own town, have created
a steady demand for them and are sending
in repeat orders for the very goods that
have your salesmen bluffed.
Choose a certain number of these articles

at various prices and keep them in sight.
When a customer comes in show one of
these pieces first and make the strongest
possible effort on it. Talk it as long as
they will listen, then, if you like, show
them other goods, passing over them less
enthusiastically. You will be surprised
how frequently they return to the sticker
and buy it.
Now, don't expect to get rid of them

all in one day. You won't sell one every
time you try. You don't always sell the
first piece you show, if you show the
newest pieee in your stock, but you will
land one often enough to clean your stock
out in pretty short order, and make you
well pleased with the result of your efforts.

If you establish a little contest to see
who sells the hardest stickers first, and
offer a prize for the clerk who sells most
of them, you will arouse a keen interest
in the game.
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"BUY IN DALLAS"
is our Message to Every Dealer in the South and West

Our Five Floors and Basement Store is Filled from Top to Bottom with
Jewelry, Watches, Diamonds, Silverware, Cut Glass, Painted China, Clocks, Umbrellas, Leather Goods,

Seasonable Novelties and All Kindred Lines—Everything Clean and Fresh. .*.
THE CHOICEST PRODUCTS OF THE BEST FACTORIES—AT HOME AND ABROAD

No Jobber
f) Anywhere
3 has a

General
Stock of
Jewelers
Merchan-
dise as Large
as Ours

DON'T WAIT
FOR YOUR GOODS

TO CROSS HALF A CON-

TINENT—BUY IN

DALLAS
DELIVERIES ARE
QU IC K—RATES
ARE LOW

A More

Extensive

Stock
than Ours
Can Not
Be Found

in All

America

SPECIAL RAILROAD RATES TO DALLAS
All Railroads Entering Dallas will Grant a Fare of One and One-Third Fare for Round Trip for the

Accommodation of Southwestern Dealers—AUGUST 5th To SEPTEMBER 25th.

11

COME SEE OUR LINE
Our buyers have searched the markets of the world and have
gathered together the best obtainable of all lines. It would
be necessary to "Shop Around" and order from half a dozen
of any other jewelry jobbing houses in order to select a stock
as good and as salable as can be selected in our five floors
and basement store.

IF YOU CANNOT COME
The next best way to replenish your stock is to send for our

"EMERGENCY LINE"
It is always ready. A word from you will bring it and a well-
posted salesman. It contains an unusually large assortment.
It is almost a miniature reproduction of our stock. It includes
all the best things in the house and your trade will approve of
any selection you make from it.

SHUTTLES BROS. & LEWIS
Wholesale Jewelers for Sixteen rears DALLAS, TEXAS
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DALLAS

Burglary Mystery Likely to be Cleared Up—Many

Jewelers Have Moved into New and More

Desirable Quarters—Notable Feat in Micro-

scopic Engraving.

Dallas, August 9.—With the arrest of H. L.

Sharnweber, a clerk from Chicago, and the

recovery of about $100 worth of jewelry on July

27 it is believed that the burglary of the E. T.

Wilton store at Houston, Texas, is solved. Sham-

weber was taken into custody on the evening of

July 26, and according to officers the prisoner was

seen about the market house for some time by

detectives. He was trying to dispose of some jew-

elry and when arrested a dozen bracelets, some

lockets, watch chains, etc., were recovered. At

the police station he declined to talk, other than

to say that he came from Chicago about a week ago.

In appearance Sharnweber is tall and well dressed

and is about thirty-five years of age. He wore a

black suit, new crush hat and evidently had held

lucrative positions. He would answer no questions

about himself or where he roomed in the city of

Houston. Complaints charging felony, theft

and burglary have been filed against him, and

he was carried to the county jail.

The window breaking occurred Friday morning

when the streets were almost deserted. E. T.

Wilton, the proprietor, was sleeping in the rear

of the store, and heard a muffled sound, then

glass shattered. Running to the front of the store,

he saw a man passing, but made no investigation.

The next morning he discovered that the front

window had been broken and jewelry taken. The

rock thrown through the window is in the posses-

sion of police officers.
F. S. Ulery & Son, leading jewelers of Eagle

Lake, Texas, have recently moved into new

quarters, and have added extensive improvements,

making their place of business a most attractive

one.
A. F. Wright has just opened up a nice jewelry

store at Hallettsville, Texas, having a complete

stock of goods and a most attractive set of fixtures.

D. A. Sears, formerly in the jewelry business at

Amarillo, Texas, has recently moved to Miami,

Texas.
J. W. Cole, formerly of Groesbeck, Texas, has

recently accepted a position as watchmaker for

W. T. Dunlap, Somerville, Texas.

Dick Baker, until recently a member of the house

force of Shuttles Brothers & Lewis, has accepted

a road position with the same firm, and is meeting

with remarkable success on his maiden trip.

W. R. Jay, of Rockwall, and C. A. Martin,

Electra, Texas, were recent visitors to Shuttles

Brothers & Lewis.

J. M. Caldwell, of Bryan, Texas, was in Dallas

recently on business.
B. E. Wise, watchmaker of Ferris, Texas, also

spent several days in Dallas recently.

G. A. Pfaeffle, of Greenville, Texas, was in the

city for a few days, looking over several factory

lines.
Otto Starker, in the material department of the

Houghton-Reardon Company, has just returned

from his vacation.
George Taylor and Mrs. Taylor spent several

days in Dallas recently, purchasing the stock and

equipment for the new store they are putting in

at Terrell, Texas. Mr. Taylor has been in business

at Terrell, for several years, and is one of the most

successful retail jewelers in the state.

Mr. Morgan Cox, in charge of the diamond
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department of Shuttles Brothers & Lewis has just

returned from a successful trip to Houston and

the larger South Texas cities.

Miss Stella Williams, in charge of the diamond

records of Shuttles Brothers & Lewis, is spending

her vacation in her old home in the mountains of

Virginia.
Messrs. Pike & Kramer have just moved into

their new home in the Southwestern Life building

on Main street, this city. And they are now

prepared to take care of their customers in a most

satisfactory manner, since neither time nor expense

have been spared in the preparation of this most

up-to-date enterprise.
J. P. Majors, of Sweetwater, Texas, was in

Dallas recently calling on the wholesale trade.

It is rumored that the Leffler Jewelry Company,

of Gainesville, Texas, have made application to

the state for a dissolution of their charter.

E. W. Mitchell, in the jewelry business at

Lampassas, Texas, was in Dallas recently calling

on the jobbers.
C. T. Moore, of Ennis, was also a recent visitor

in this city.
E. M. Reardon Jr., of the Houghton-Reardon

Company, continues to enjoy an extensive over-

land trip through the east and north and is at this

writing taking in the points of interest in Canada.

W. D. Kee, representing the Elgin National

Watch Company spent several days in Dallas

recently. He is now on his way westward, going

to El Paso, and will likely make the main points of

New Mexico.
L. E. Sommers, watchmaker and jeweler of this

city, has just returned from his vacation.

H. J. Plath, of the Jewelers' School of Dallas,

who recently engraved the Lord's Prayer on the

head of a pin, has performed another feat in micro-

scopic engraving. Cutting the head of an ordinary

pin off, he has engraved the entire alphabet on the

end, it being 24/1000 of an inch in diameter, and

it took six minutes to execute same. This is the

smallest we have ever seen or heard of.

Emery Hall, well-known watchmaker and jeweler

of this city, recently suffered a fire loss. The

fire was soon extinguished and the main loss was

damage to his stock by water and smoke.

Ray Gumm, who has been in Durant, Okla., for

some time, recently spent a few days in Dallas,

being on his way to Van Alstyne, Texas, to relieve

his father, who expects to ga to Durant for several

weeks.
After having taken a course in engraving and

watchmaking at the Jewelers' School of Dallas,

Bert Birdnell, of Chierno, Texas, has returned

home to enter business. He is very much pleased

with the instruction he received in Dallas.

Miss Willie Jennings, stenographer for the
Houghton-Reardon Company, has just returned
from a visit to Cleburne, Texas.

MINNEAPOLIS AND ST. PAUL

Cool Weather Conduces to Activity—Largest

Wheat Crop in History of Northwest—Other

Crops Excellent and Outlook Most Favorable—

Jewelry Store and Stock Damaged by Flood.

St. Paul, Minn., August 10.—The Northwest
has experienced another change in the weather, the
temperature dropping from near the 100° mark to
65° in the day time and still cooler in the evening,
but the low temperature seems to be more in har-
mony with the wishes of the people, especially
those who have to labor in the sun. This section
was visited by some severe storms this summer,
one being the worst since the cyclone of 1904, doing
much damage.

Business conditions have not been so promising
for many years as they are at present. The
wheat crop is estimated to be the largest in the
history of the northwest and other products are not
much behind the wheat crop. There is no excuse
for men being out of work from now until after the
harvest is over as there is the largest demand for
laborers in the history of the country.

Henry Anderson, who has been employed in a
jewelry store at Astoria, Oregon, is in the Twin
Cities visiting his brother, C. J. Anderson, the
well-known jeweler who is located at Midway.
C. J. Anderson is taking an extensive trip through
the west, going to Yellow Stone Park first and from
there he will go to Astoria, Portland, Seattle and
many other coast cities. Mr. Anderson will be
gone about a month. He left his store in charge
of his brother.

It was stated in these columns of the July 15
issue of THE KEYSTONE that F. H. Harm, the well-
known Sixth street jeweler of St. Paul, had opened
a branch store in the midway district, but we wish
to retract this statement as it was W. W. Greer
who opened the new store and Mr. Greer was
formerly employed by Mr. Harm.

Frederick Michel, formerly employed by Emil
Geist, the well-known Sixth street jeweler, recently
died at his home in North St. Paul after a lingering
illness. Mr. Michel was born at Boening, Switzer-
land, August 26, 1887, and came to America with
his parents when only two years old. The de-
ceased lived at LaCrosse, Wis., and Winona, Minn.,
for a time and moved to North St. Paul in 1894.
Frederick attended the North St. Paul public
schools and was confirmed in the English Lutheran
church in boyhood. After leaving school, he
learned the watchmaker's trade and was in the
employ of Mr. Geist until compelled by ill health to
give up work. He was married November 15,
1911, to Miss Anna Kalke, of North St. Paul.
Besides his young wife, he leaves to mourn his loss,
his widowed mother, four sisters, five brothers and
a host of friends.
The store of L. J. Wilk, 9 South 6 street, Minn-

eapolis,was recently flooded by a terrific rain-
storm. The flood was caused by a drain pipe on
the building, which is three stories high, becoming
clogged thus holding the water back so that it
flooded through the building. When the store
was opened in the morning, there was about 8 or 9
inches of water on the floor which rushed out like a
cataract. The loss is estimated at about $4,000.
Several fine clocks and watches were ruined.
Fred Nitz, of Sischo & Beard, has returned from

a week's vacation out at the Lakes, fishing and
hunting. He reports having had a delightful
week, "the only fault being that it was the shortest
week in the year."
Frank Upson, a well-known trade watchmaker of

St. Paul, died very recently of a complication of
diseases. He had been in ill health for sometime.
Mr. Upson was a watchmaker of exceptional
ability, having worked in some of the largest watch
factories in the United States. His remains were
sent east, where he has relatives, for burial.
The retail jewelers of South Minneapolis have

agreed to close their stores early in the evenings
except Saturday and Monday during the summer
months. They formerly kept their stores open
until late in the evening but they have arrived at
the conclusion that it is useless.

Following are the names of some of the out-of-
town reatil jewelers seen in the Twin Cities during
the past two weeks: Peder Gaalaas, of Stillwater,
Minn.; Fred Green, Buffalo, Minn.; J. C. Gerde,
St. Peter, Minn.; John Mortinson, of Northfield,
Minn.; W. L. Fairbanks, Mora, Minn.; T. Thomp-
son, of Buffalo, Minn.; and F. W. Seaman, Hast-
ings, Minn.
H. A. Bertossi, located on Snelling Avenue near

University Avenue, St. Paul, recently moved to a
new store a few doors from his old stand where he
has larger and nicer quarters.
Paul Nylin, watchmaker for Chas. E. Carlson, of

St. Paul, recently spent a week's vacation at the
Lakes fishing. He reports great success.

Orville Melines, optician with Chas. E. Carlson,
St. Paul, recently spent a week on the St. Croix
River fishing and reports a great time with plenty
of fish.
A. Lindahl, of St. Paul, recently made a trip to

Chicago on business.



1672

CUT GLASS

LIBBEY
prestige, supple-
mented by our
national adver-
tising, is an im-
portant asset for
LIBBEY dealers.
Special displays
of LIBBEY Cut
Glass command
instant attention.

Salesroom at Factory

The Libbey
Glass Co.

Toledo Ohio

 THE

New Century
Engraving Machin(

THE NEW CENTURN
has back of it over 2f:
years of engraving ma.

chine experience. Wher
you take this into consider-
ation and the large number
of machines we have been
selling during these years
it must be apparent the
New Century possesses
merit.

One of our customers
wrote us a few weeks ago:
" My machine has given
satisfaction both to me and
my customers in every case,
besides paying 20 per cent
on my investment in paid
engraving." We have
hundreds of similar un-
solicited letters.

YOU NEED A
NEW CENTURY

Write NOW for Catalogue
and Prices and Terms

THE EATON &
GLOVER CO.
SAYRE -:- PENNA.

WINTER FIXTURES
CHEAPER THAN THE CHEAPEST IF QUALITY IS CONSIDERE ')

ANYTHING FROM A STORE STOOL TO A COMPLETE OUTFI '

The "PFISTER" DESIGN JEWELERS' OUTFIT

If it's practical arrangements, correct designs, QUALITY of material,
workmanship and finish, at RIGHT PRICES, that you are looking
for we can suit you. Not how cheap, but how good, at prices that
are right, is the Winter Idea. Ask our customers.

WINTER CATALOGUES—The Books That Show You
Catalogue 12 A. Sent upon request.

The M. Winter Lumber Co.
HIGH-GRADE FIXTURE MAKERS

ESTABLISHED 1865

SHEBOYGAN, WISCONSIN, U. S. A.
  SALES AGENCIES  
Mattoon & Keppel   116 Orange Street, New Haven, Conn.
R. H. Birdsall   Hamilton Building, Portland, Oregon
J. W. Crowdus Drug Co.  Dallas, Texas
Smith-Bailey Drug Co. Salt Lake City, Utah
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SAN FRANCISCO

Mammoth Flagpole for Exposition Grounds—Jewelry Thief Arrested with Stolen
Watches in His Possession—Jewelry Saleswoman Meets Death in Elevator Shaft

San Francisco, August 9.—Thousands of visitors
to the exposition site at Harbor View showed a
deep interest in the mammoth flagpole that is now
lying on the shore, 100 yards west of the Harbor
View baths. This pole was hauled ashore and has
been placed on uprights, in order that it might
dry and straighten. It is the gift of the citizens
of Astoria, Oregon, to the exposition and is to be
raised with proper ceremonies when the spar
maker has shaped it into a flag pole.
The history of the pcie is interesting. It was

originally intended for the Astoria Centennial cele-
bration, but it was so long and heavy that it was
impossible to raise it. It is a Douglas fir and is
considered a perfect piece of timber. At the base
it is 5 feet in diameter, while at the top it is
2 feet in diameter. In hauling it out of the water,
the services of many horses and men were required.
The estimated weight of this pole is 93,061

pounds. It was brought to this city in one of the
giant rafts of the Hammond Lumber Company.
and was towed to the exposition site. It is so
large that any person who is not a log roller could
easily walk along it without fear of falling off into
the water. Its cubic contents is 1,958.58 feet and it
contains 23,515.46 solid lumber feet. Its length
over all is 246 feet.
The special flag which is to be flown from this

flag pole will be furnished by the mayor and citizens
of Astoria.
Emil Steinman, the retail jeweler of Sacramento,

reported to the local police that his place had
been entered and robbed, and three hours after
the authorities were notified, Frank Cummings
was picked up with the twenty-three stolen
watched in his possession. Shortly after his arrest
Cummings was positively identified by Max
Fisher of the criminal identification department as
Austin Downey, a parole breaker from the Walla
Walla penitentiary. Cummings vigorously denied
that he had anything to do with the robbery of the
jewelry store and declared he had never been in
the state of Washington. The warden of the Walla
Walla penitentiary was notified of the arrest
by Chief of Police Ahern.
The item in our issue of July 15, relative to the

awarding of the contract for furnishing the silver-
ware service for the new $1,000,000 hotel
located on Thirteenth street, Oakland, was
erroneous. The jeweler to whom the contract
was awarded, and who filled same with unquali-
fied satisfaction, was R. W. Edwards, 1227 Broad-
way, Oakland. The new hotel when completed
will cost $1,500,000 and it is expected will be
opened to the public about Thanksgiving.
H. S. Tuthill, who has been identified with the

wholesale jewelry interests in Portland, Oregon,
for a number of years paid his friends in San Fran-
cisco his annual visit and incidentally spent some
time brushing up on his other commercial lines in
this city.
Max Rosenthal, of M. Schussler & Co., is

rapidly recovering from the accident that was sus-
tained while he was trying to board a rapidly
moving street car. Max is receiving the con-
gratulations of his many friends upon his escape
from what might have been a very serious affair.

Charles Grandjean & Son, the engravers for the
trade, who are located at 146 Grant avenue, were
open for business the morning after the fire which
gutted the entire top floor of the building in which
their shop was located.
The Wholesale Jewelry Company, who have been

doing a retail business on Market street near
Powell, have opened another retail establishment
at 8 Powell street.
Mrs. Annie Jacobson, a widow, who has been

well known to the local wholesale jewelers for a

number of years walked into an open elevator
shaft in the Eddystone Apartments in this city.
The deceased fell to the bottom of the shaft and
expired at the Central Emergency Hospital
shortly after. Mrs. Jacobson made her livelihood
selling jewelry in this city for the past forty years
and she leaves a host of friends who lament her
departure.
Mr. Hagen, of the well-known retail jewelry

firm of Segstrom & Hagen, of Nome, Alaska, was
among the out-of-town buyers in this market a
few days ago. It has been a few years since this
buyer has been in this vicinity and he was very
flattering in his remarks as to San Francisco's
present apparent activity. Mr. Segstrom reports
the outlook for business in the far north as being
up to the record.
E. B. Lewis, the manufacturing jeweler of

Pacific Grove, who is known all over the country
as the abalone jewelry man, was in this city on a
business trip a short time ago.
The California Watch Case Company is another

newcomer into the fold. They have dismantled
their plant in the Pacific Building and are now
located on the seventh floor of the Jewelers Build-
ing, at 150 Post street.

J. P. Alverson, of Tulare, Cal., has just finished
the remodeling and refurnishing of his store.
E. A. George, who conducts a retail jewelry

store in Los Angeles, has just purchased the stock
and fixtures of the Riverside Jewelry Company,
at Riverside, Cal.
B. F. McMurray, of Tulare, Cal., has been forced

to enlarge his establishment. He has torn out some
of the old partitions and installed a complete new
set of wall and show cases which are of mahogany
and plate glass.
M. Marshall, the San Louis Obispo retail jeweler,

has just received a complete new set of wall and
show cases and as soon as they are installed will
give his establishment a very high class appear-
ance.
Mark Lichtenstein spent quite some time in

San Francisco straightening up the financial affairs
of the Lichtenstein Company, the retail jewelry
firm of Bakersfield, Cal., who were in difficulties a
short time ago. Mark has returned home and we
are given to understand that the establishment will
be open for business again in the near future.
Brooker & Ash, the manufacturing jewelers,

have opened a new establishment in Fresno, Cal.,
where they contemplate doing job work for the
retail jewelers in that vicinity.
• E. A. George, the Los Angeles retail jeweler,
owing to being cramped for space was compelled to
move from his old store at 335 South Spring street
to a very desirable new location on the same street
at 434. This new location is just one block nearer
the center of trade, and we feel that this enter-
prising merchant will reap the benefits coming to
him.
The Coppernol Jewelry Company, of Eugene,

Oregon, are now occupying new quarters in the
Hovey Building on Main street.
C. J. Noack, the Sacramento retail jeweler, is

back at his place of business after a four months'
vacation spent touring through Europe.
A. S. Larson, who has been interested in the

retail jewelry business in Portland, Oregon, is
now associated with J. C. Wahlen, at Raymond,
Wash., having purchased a half interest in the
latter's jewelry business.
C. C. Zilles, the retail jeweler of Pomona, Cal.,

recently received the appointment of official watch
inspector for the Pacific Electric Company, of
Southern California.
W. P. Baucon has succeeded to the business of

Baucon & Ferguson, of Porterville, Cal., having
purchased the interests of his partner.
D. Holzberg, the retail jeweler of Market street,

San Francisco, has opened another establishment
which is located on Market near Fourth street
which will be known as the Elgin Jewelry Company.

George A. Brock, of Brock & Co., the Los
Angeles retail dealers, is now marketing in and

around New York City and expects to return to his
place of business about September 1.
Frank Cresalia, of Nordman Brothers Com-

pany's traveling force, is out calling upon the re-
tailers after having been off the road for two
months. Frank's ailing arm required constant
attention and during his lay-off it was necessary
for him to have it lanced a great number of times.
C. J. Klein, the pioneer retail jeweler of Santa

Cruz, Cal., has taken into partnership with him
Chester Trumbly and the firm in the future will
be known as Klein & Trumbly.
R. G. Bonestell, who has been identified with

the wholesale jewelry interests for the last twenty-
years in San Francisco, is now located in the Kahm
Building, at 717 Market street. Mr. Bonestell
will devote all of his time in the future to the
interests of several of the leading manufacturing
jewelers of the east.

I. Macatee has opened a new, retail jewelry
store in the newest town in southern California.
Lankershim is the name of this new community
and while it is only of recent origin, we feel
quite sure it will rival some of its older sisters in
the southern section of California.
Hambright & Walsh, wholesale jobbers of jewelry

who are located at 342 South Broadway, Los
Angeles, have bought out the old established
finding-firm of H. F. Wallace & Co. Both stocks
have been consolidated and this firm is now in
position to take care of their customer's needs from
diamonds to mainsprings.
Mr. and Mrs. E. J. Phillippi, who retired recently

from the retail jewelry business, having given up
their store at Riverside, Cal. are now touring
Europe. They expect to be 

Cal.,
for about a

year and will re-enter the jewelry business upon
their return. They are remembering their friends
in the wholesale trade in this city by sending some
very attractive postal cards from European points
of interest that they are visiting.
H. F. Falkenbrenner has opened a retail jewelry

store in the mining town of Manhattan, Nevada.
K. C. Naylor, the president of the Naylor

Gem. Company, whose store is located in the
United States Grant Hotel in San Diego, Cal., is
making a very rapid recovery from a serious
automobile accident which occurred a short time
ago. The collision which was with an electric
street car came near to being a very disastrous
affair.
Leon Carrau, of Carrau & Green, is spending a

month's vacation at Bartlett Springs, Cal., con-
valescing from a recent illness.
V. W. Poulsen, the retail jeweler of Richmond,

Cal., has just returned from his honeymoon spent
in southern California. Mrs. Poulsen was Miss
Florence V. Eddleman, of Lodi, Cal.

Jule Schwob, who is associated with his father
Adolphe Schwob, one of the leading merchants of
Maiden Lane, N. Y., motored into San Francisco
a few days ago, from New York. The six-cylinder
Packard made the journey from New York to
San Francisco in nineteen days. Jule and his
companions came nearly making a record trip of
thirteen days, but were delayed six days in Denver,
Colo. (Some one of the four boys must have had
a girl in Denver.) After spending three or four
days in San Francisco resting up, Mr. Schwob
returned home by train being most anxious to get
"back on the job."

Thimbles 228 Years Old
There was a time when that useful protective

covering for industrious fingers, the thimble—
which dates from 1681—was very costly. Indeed,
only well-to-do women could afford to wear one.
Afterwards, however, they were made of lead and
other common metals, and today you can get quite
a serviceable article for a penny.
The Dutch finger-hat (finger hood) became in

England the "thumb bell," from its bell-like shape.
It was originally worn on the thumb to parry the
thrust of a needle pointing through the stuff, and
not as at present, to impel it.

All the world over the thimble is a symbol of
industry. The gift of one to a little girl is taken
as a hint that she should learn to sew or that her
clothing needs mending.

Fashion in thimbles is very luxurious in the east.
Wealthy Chinese women have thimbles carved
out of mother-of-pearl, and sometimes the top is a
single precious stone.
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MORES

THE
N i RUB% FOUNTAIN PEN

THE MOST CONCLUSIVE TEST
41. Do you know that every Moore's Non-Leakable is filled with ink before it leaves our
factory—that it is shipped that way to all parts of the globe without showing the
slightest trace of leakage in spite of the jogging and rough handling it gets en route?

This is a pretty severe test and one which thoroughly backs up our claim " IT WON'T LEAK." It is but one
of the many reasons why people after using the pen become Moore enthusiasts. al There are mighty good
profits derived from the sale of Moore's, but in the last analysis, it's the satisfaction accompanying each sale
which places your fountain pen business on a solid footing.

MOORE'S FOR MORE BUSINESS

ADAMS, CUSHING & FOSTER, 168 Devonshire Street, Boston
Selling Agents for

AMERICAN FOUNTAIN PEN CO.

Gold Plated Monogram Belt Pins
Made While Customer Waits

Any combination of three initials,
assembled at once, into a complete
belt pin.
A QUICK SELLING ARTICLE
ATA POPULAR PRICE

It must be seen to be appreciated.
A FREE SAMPLE and full informa-
tion, will be gladly furnished to reliable
jewelers.
We want live, active jobbers
handling these belt pins, in all
sections of the United States.

Write for particulars and free sample line

J. W. COLGAN CO., 509 Sudbury Bldg., BOSTON, MASS.

ELK TEETH
JUST AS THEY COME FROM
THE INDIAN AND HUNTER

ALL SIZES, white and colored tips.
Any number wanted. On selection to
manufacturers. Come to the right
source for supplies.

Mt. Lion, Lynx and Eagle Claws
for Emblem Work

DIMENSION, CABOCHON GEMS FOR RINGS, SCARF PINS, ETC.

Every sort of fine Gem Minerals in the rough for Gem Cutters.

ALL STRICTLY WHOLESALE PRICES

Largest Dealer of Elk Teeth in the World. Importer of Gem Goods

Price-list free L. W. STILWELL, Deadwood, So. Dak.

Selling

Pianos
Doubles the

Profit
of Many

Jewelers

U Pianos are the most profitable of all lines for hustling Jewelers,
'11 and often pay better than their regular stock-in-trade. With our
agencies every requirement can be fully met in price and quality from medium
grade to the artistic. A full line of Grand, Upright and Player Pianos of distinctive
quality. Reliable houses solicited and small accounts welcomed.

Owners and Operators of

Briggs Piano Company
Merrill Piano Mfg. Company
Norris & Hyde Piano Co.

Established
1868

Established
1885

Established
1873

National
Piano Co.
BOSTON

Copyright, 1911. Patented, 1911.

This 6 ft. Window Trim took only 47 YOUNITS of the
100 in the set.

Copyright, 1911. Patented, 1911.

A window trim like this one in your show windows will
draw more trade for you.

Copyright, 19 IL Patented, 1911

This 6 ft. Window Trim took only 34 YOUNITS of the
100 in the set.

Copyright, 1911. Patented, 1911.

You can make the most striking and tasteful window trims
with these fixtures, without the aid of a tool.

ONKEN
INTERCHANGEABLE

WOOD WINDOW FIXTURE

'YOUNITS
(Patented, 1911, in United States and Foreign Countries)

Made For Your
Show Windows

- if I can show you as a Jeweler how I
made these 8 beautiful window trims, and
each one made with ONLY A PART OF
MY set of YOUNIT FIXTURES for Jewelry
Windows.

—if I can show you, Mr. Jeweler, in my
beautiful book of designs how I made 18
beautiful window trims with ONLY A
PART of my set of YOUNIT FIXTURES
for Jewelry Windows.

—if I can show you, Mr. Jeweler, how YOU
can make over 500 BEAUTIFUL WINDOW
TRIMS AND HUNDREDS AND HUN-
DREDS of odd and standard window fixtures
with my set of YOUNIT FIXTURES.

—if I can show you, Mr. Jeweler, how by
spending $26.00 for this set of ONKEN Wood
Window Fixture YOUNITS, you can make
your WINDOWS PAY YOUR RENT BILL.

—if I can show you this and also CON-
VINCE YOU that thousands of wide-awake
merchants are using my YOUNIT WINDOW
FIXTURE SYSTEM in their windows.

Then in justice to yourself as a good Jeweler
do you not OWE IT to yourself to investigate
--to learn of something that will increase
your sales through your show windows,
something that will HELP YOU sell the
goods you buy—something that will enlarge
the daily totals on your CASH REGISTER?

JUST interest yourself in what I am making
and I will in turn be sure to interest you. I
KNOW what I am talking about, and when
you are ready to buy, you can order the set
through your jobber or direct if you prefer.

I have a Set of Wood window fixtures for
your line that is a WONDER. Let ME
HELP your show windows. 32 years' ex-
perience is at YOUR SERVICE. Send for
my Booklet. It tells all about my YOUNITS.

Copyright, 1911. Patented. 1911.

This 6 ft. Window 'Prim took only 53 YOUNITS of tin
100 in the set

Copyright, 1912. l'ittented, 1911.

ONKEN YOUNITS will fit any size window, rn matter
how high, low, narrow or wide they may be.

Copyright, 1911. Patented, 1911

This 6 It. Window Trim took only 43 YOUNITS of the
100 in the set.

Copyright, 1912. Patented, 1911

They will make your show windows the most attractive
and attention-compelling in your neighborhood.

The Two Sets I Make Are as Follows:

Set No. 11, for Jewelers' Windows  
Set No. 11/, for Jewelers' Windows   

100 YOUNITS, Price 26.22$ 
46 YOUNITS, Price $15.22

FINISH. Made of Select Oak in 3 stock finishes—Weathered, Golden and Antique Oak—all in a soft, mellow waxed finish.STORAGE CHEST. Each set is put up in a hardwood hinged-lid storage chest (oiled finish). A place to keep the unused YOUNITS.BOOK OF DESIGNS. A beautiful book of photographs, showing large-size trims made with my YOUNITS, sent FREE with each set.
Every Set Guaranteed to Give Satisfaction. F. 0. B. Cincinnati Factory. Shipments Made at Once.

THE OSCAR ONKEN COMPANY
758 Fourth Ave. Cincinnati, Ohio
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ROCKFORD niahOnelail ROCKFORD
WATCHES COMPLETE WATCHES

Permanent

and

Solid Gold

Cases

The Best

Watch

in the

Best Case

THE THINNEST WATCH OF ITS KIND EVER MADE

 g    g 
I THE ROCKFORD WATCH COMPANY, Ltd., ROCKFORD, ILLINOIS
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DUST DOES NOT ENTER BLOWER
SUCTION AT BOTH HOODS

LEMAN BROS.

LATEST IMPROVED

POLISHING
DUST
COLLECTING
OUTFIT
PATENT APPLIED FOR

When you buy a dust

collector you don't

want to go around

your shop and collect

the dust from the

walls, ceiling and

fixtures. When you get this collector you know where to

find all the dust. You simply start the machine and the

powerful suction of air draws in the dust and dirt and the

cabinet holds all. This increases your returns from the

sweeps. These machines are meant for the largest and

heaviest work as well as the lightest. If you don't think it

will answer your purpose, tell us so and we will show you

how it will and save current in doing it. If you can't call

and see the machine working, send for Catalog No. 1.

LEIMAN BROS. 620 John Street
NEW YORK ()ITT

n100612000000012120000124=612011DinninDDUCCODODI

Have You Ever Stopped to Consider What
You Can Realize from "Odds and Ends"?

SEND
us the filings and broken

parts that your manufac-

turing and repair depart-

ments furnish, it will pay

you.

Because of our long ex-
perience, fine equipment
and advanced methods,
our work is thorough and
quickly done, and we re-
turn to you results far in
excess of your expecta-
tions.

It will pay you to consign to us your next
lot of scrap, filings, waste or sweeps

CONLEY & STRAIGHT
236 Eddy Street, PROVIDENCE, R. I.

Refiners, Assayers and Smelters of Gold and Silver, Assayers and Sweep Smelters.
Dealers in Fine Gold, Silver and Platinum. All Kinds of Gold and Silver Anodes.

2roblems Arising from
Mysterious Clock Discussion

By F, R. CUNNINGHAM, Denver, Colo.

In THE KEYSTONE of July 15, in the reply to

" Mysterious Clock," I note the statement that a

watch with its balance out of poise, will oscillate

or swing if hung freely—while the watch is runni
ng

of course.
Some watch boards have long straight hooks—

very unsuitable—and on such hooks I hive often

seen many of the watches swinging very noticeably.

The hooks should be of such form that the backs of

the watches will always touch the covering of t
he

board; or the hooks may be made of flat wire.

I can say with certainty though, that it is no
t

necessary for the balance to be out of poise

to have a watch swing in this way; nor do I 
think

that poise or lack of it, has much to do with 
the

matter. The hairpsring being fixed to the frame

of the watch, the vibrations of the balance, 
through

the medium of the hairspring, exert a slight

torsional effort on the frame alternately in oppos
ite

directions which generally gets the entire watch to

swinging.
In the clock problem, I will register a 

guess;

it will be little more, for I have never taken 
much

interest in such mechanism. I have seen a lot of

"mysterious" watches; they'd go to sleep on the

job; or if they kept going, they failed to indic
ate

even approximately the arrival of the sun 
at

meridian—in other words, they wouldn't keep time.

I am pleased to be able to say though, 
that

perseverance always unravelled these "mysteries."

Let us suppose that we have a helical spring—

commonly called spiral—suspended vertically

from some solid support, and a watch hung 
on

the lower end of the spring. Let us suppose 
that

this spring has 10 coils, and that the weight
 of

the watch distends it one half inch from 
normal.

Now let us gently start the watch bobbing up

and down, say through a distance of one inch. You

will see that while the lower coil moves throu
gh

a path of one inch, each succeeding coil as 
we

approach the point of attachment at the top,

moves through about one tenth less; consequently,

the second coil from the top will move through

only about one tenth inch.

Now suppose this coil bore a pin or something

equivalent, to engage the fork of an ordinary

alarm clock movement; you will readily see that

the rising and falling of this coil might work the

lever of the escapement, and that sufficient impulse

might be imparted to the spring to keep it in motion

continuously.
In a suitable receptacle on the back of the watch,

small weights—say shot—might be added to bring

such a device to approximate time keeping.

Some one may rise and say that changing the

weight of the suspended object, will have no effect

on the time of bobiration; inasmuch as changing

the weight of a pendulum—at its center of oscilla-

tion—does not affect its time of vibration. I think

however, that this arrangement is more in the

nature of a balance and spring, and that the up

and down movement is strictly speaking a vibra-

tion.

By HERMAN THOLEN, JR., Victoria, Kans.

In regard to "The Mysterious Clock" referred
to in Workshop Notes in July 15 issue of THE
KEYSTONE, will give the following description of
how the job is done:
Take an ordinary clock having 160 to.. 180 beats

per minute, place it in such position in the case as
that the action of the end of the fork is vertical;
make a new fork (if old one is not long enough)
and bend the end so that it stands straight out or

towards the dial of the clock. The length of the
end so bent will have to be made according to the
diameter of coil spring on which you wish to sus-
pend your watch; now make a coil spring, the
length, diameter and strength of which must be
varied according to the beat of clock and the
weight of watch you wish to use. Then suspend
your coil spring on a swivel and also attach a
swivel at lower end in which to hang the watch;
the height at which to suspend the spring must
be so that the end of the fork, which has been bent
out, will come between the seventh and eighth
to about the tenth and eleventh coil depending
on the distance between coils and amount of action
needed to allow the escapement to escape. Then
at about the third coil from top place a pair of
stationery curb pins, which are to hold that part
of the spring which is above • them inactiVe.
After you have the clock running about right,
by means of shortening the lower end of spring
(assuming that it was plenty long), then you can
regulate the clock to run quite close by simply
revolving the coil spring right or left, which will
make more or less of that part of the spring inactive
which is above the curb pins; turn your watch on
lower swivel to face the curious passerby and start
it off.

By A. N. FARABEE, New Albany, Ind.

In Workshop Notes I noticed a question from
a brother about "The Mysterious Clock," and
think the other brother must have had a very
contracted heart in him. Take any lever clock
movement and take out balance-wheel, fasten
top end of spring to place and let fork rest in coil.
You can use any kind of a weight you like. I had
one with watch case and another with a doll.
Anything that will be of right weight will serve
the purpose. Start this springing up and down
and it works the lever or fork. If this is of any
advantage to your readers they are welcome to it.

A Watch Repair Experience

By B. S. CODDING, Somerville, Mass.

The watch I am about to speak of came to me
for repairs. The title of this article may be "Two
Wrongs Don't Make a Right," or "Don't Put in a
Stronger Main Spring to Overcome Escapement
Troubles." The latter title, I think, is better.
The watch was a Waltham Jewel Series. Some
one had put in a Swiss spring four thousandths
cm. thicker than the one called for. Customer
complained that the watch "wound hard" and
no wonder.
Now, in all my work I use genuine material so

I put in a 6 main spring first, and found that the
watch would not even tick, say nothing about
running.
I took the balance and pallet out, and tried

the train side shake, end shake, wheels out of
round, and depthening. Found them 0. K.
Then I went for the escapement.

I removed hair spring and found jewel pin out
of upright and twisted. I immediately set the
pin properly. Next I banked the watch to the
longest tooth (that is the only way to make a proper
diagnosis) and found a lock—just a "tick and a
catch" that's all—by looking through the peep
holes. A lock can not be properly judged any
other way on fine work.
The fork length was badly out. (I should say

"let off.") Just right outside, and very long
inside. Now as the lock was light and a little
more drop inside, I pulled the 'L" or leaving
stone a trifle. That made the lock and drop
0. K. and the "let off" nearer.
Next I bent the fork. Lots of watchmakers ask

"how to bend a fork. I used the thumb nail-
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always do unless I see, by trial, that the fork is
brittle, then I use my staking punch. After I
bent the fork, and rebanked (always rebank)
the jewel pin would not pass out on either side, so
I ground the horns with a round diamond grinder.

Lastly the guard pin was tight on the inside,
and very free outside—called unequal roller
shake. That is easily fixed by bending the pin or
twisting. Bend, if a straight pin, or, better yet,
offset from the bottom, and twist of pin is not
straight.

It took about twenty minutes to put this es-
capement in order, and the watch is running on
seconds with a main spring four thousandths
weaker than formerly.

Straightening Pivots
By FRED Goos, Childress, Texas

I was very much interested in the article in
the July 15 issue on "Straightening Pivots," on
page 1437. I will give my method. I use the
regular Culman balance chuck, placing the
balance with the bent pivot in place. I have the
face of the chuck highly mirror polished. When
the pivot protrudes through by looking at a slight
oblique angle from the surface of the chuck plate,
you will get an image reflection of the protruding
pivot. If the chuck is placed in the' lathe and
rotated, watching the intersection of the image
and real pivot, if there is any untruth it will be
magnified to some extent by the apparent bend in
the point of intersection. I use a regular tweezer,
blunted somewhat and smoothed, which I touch
to the watch oiler and heat until I see the oil begin
to smoke, when I take hold of the pivot giving it a
slight pull in the right direction to straighten.
Then rotate again to see the direction of the bend
and repeat until I have a satisfactory job. I have
straightened many pivots just as satisfactory as a
new job in this way, and in a very short time.

I will also describe a tool I made for setting the
hairspring in beat. Take a piece of staff wire about
43/i inches long. In one end drill a hole large
enough to just fit over a 6s staff shoulder; in the
other drill a hole large enough to fit over an 18s
staff shoulder. Place this tool now in the vise
with about 1/16 in protruding and with a square
file cut from the side nearly into the center.
Then cut from the opposite side nearly to the
center, leaving two small bits, thin enough for
one to enter and split in the hairspring collet.
Cut one of the bits off leaving only one. This
will finish up one end; then finish the other end
the same way. Now take a piece of brass wire
about an inch long and drill a hole all the way
through the center large enough to take the tool
as above. Have the hole so the tool will fit snug.
Make a hammer dent in the center of tool, push
handle or brass piece down to center, and you have
a very good tool to set a hairspring in beat. Of
course, it will be necessary to ascertain where the
collet should be placed in order to be in beat, but
that is another problem, and if any one has trouble,

I shall take pleasure in describing my method.

Crystals for Small Nickel Clocks
By RALPH BRUNS, Anoka, Minn.

When I have a glass to fit to a small clock I find
the ordinary glass too thick and of an inferior
quality to get good results so I have procured some
old photo negatives, which any photographer would
be glad to give away to get rid of them.

With any ordinary carpenter's compass, mark
the circle on the film side, cut the glass on opposite
side, following line and clean by soaking a few
minutes in water. Hot water is best. You will
find it much clearer and nearer the thickness of
glass used originally in clock.
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BLACK SHIELD
MAINSPRINGS AND OILS

Each spring in separate envelope.
F•atlM*IF7e.,.c.cyzlt;t4. tirtant€' Will not gum.
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Dozen *11-5
For all makes Gross 4,166-!?

The highest attainment in The manufacture of Mainsprings it Oil.
Fully Guaranteed

SWARTCHILD se COMPANY
Write for our latest catalogue No. E3.14 the largest. publication ever issued.

'043

144111-1‘
111111WEach L25
Dozen 42.15

Unequaled at any price.

Sent free upon application.

The Sam'l A. Crocker
IMPROVED ROLLING MILLS

A Rolling Mill is an Absolute Necessity

Our Mills give universal satisfac-
tion and meet every requirement
of the Jeweler, Manufacturing
Jeweler and Artisan.

Best for 25 Years

Write for catalogue.

Our Mills are warranted both as
to material and workmanship.
Ring rolls and square grooved
wire rolls supplied.

ASK YOUR DEALER

Sold by all Jewelry
Supply House

Manufactured
sale by

s.

and for

The Saml A.
Established 1872

35-37-39 W.

CINCINNATI

Co.

Incorporated 1911

5th Avenue

1: OHIO For particulars write for Catalog

" Chappel"
Cutting Plier

Peed. Nov. 8th 1910

Price, $1.50 each

NOTICE

We have information that imitations of the
above pliers have been sold to the trade and
we intend to prosecute all infringers. The
trade is hereby warned against selling or using
any nippers or pliers with lugs except the
genuine Chappel

Worthington & Raymond
45-4749 John St. NEW YORK

August 15, 1912 THE

Workshop Notes

Subscribers wishing inquiries answered in this depart-
ment must send name and address—not for publication,
but as an evidence of good faith. No attention will be
answered in the order in which they are received.

CHIME CLOCK.—May I ask your advice regarding
an old dutch chime clock. It was made by
Adam Heymuys, Amsterdam, Holland, playing
six tunes, the names of which appear on the
top of the dial in a semi-circle. These airs are
played on cup bells; think one is missing and
the others out of tune, and of the teeth on the
barrel, some are bent and some are missing.
Can this be repaired to play perfectly, by whom,
and about how long should it take?

It may be stated, as a rule, that any clock can
be repaired to be as good as it was originally, no
matter how old it is, or how badly broken up.
The only thing necessary is to find a man compe-
tent to do the work and to have the customer will-
ing to pay the price. Your old clock can be made
to play as well as it played when it was new, but
that is not exactly the same as to say that it can
be made to play perfectly. It is seldom that a set of
bells is found which will play a scale in what a
musician would call perfect tune. We suggest
that you write and explain what you want to each
of the trade repairers, whom you see advertised
in THE KEYSTONE. You will doubtless find several
who will undertake the work, and then you can
send the clock to one or more of them, and have
an estimate of cost made before you order the
work to be done. If you have any trouble finding
a man to undertake the work, write us and we
will inform you directly.

HALL CLOCK.—I have a large hall-clock, with long
tubes for chimes. It has four for chimes and
one for the striking; has four trains; three key-
squares in front for winding (one time, one
strike, and one chime) and on the side it has
another movement that has to be wound that
helps out on the chimes. It is German make,
and seems to be a fine clock, but the chimes
run down—that is, if it is wound on Monday at
8 o'clock in the morning, on Sunday morning
or Saturday night before time for winding again,
it stops chiming and only leaves about two turns
of the key from the spring being run down.
There are eight coils of the spring in the barrel.
Can you tell me the trouble and what can be
done?

In chiming clocks, a great deal of power is
required to drive the chiming and striking mechan-
ism. After the clock has run long enough for the
oil to get thickened and dust to gather, the first
part of a clock which feels the effect, is the chiming
mechanism. It is possible that the need of clean-
ing is all that is wrong with the clock; this would
take effect at first when the clock is nearly run
down, when the spring's force is at its least, and
would produce exactly the condition you describe.

If, however, you have cleaned and oiled the
clock, then the trouble must be due to worn
parts in the striking and chiming mechanism,
or to a mainspring which has lost its elasticity.
In the former case, of course you will have to
examine everything carefully and bush holes,
repair pivots, etc.; and in the latter case, the only
thing to do, is to put in a new mainspring of suf-
ficient strength. This is probably a very large
mainspring, and if you need one, and have any
trouble getting it from a material dealer, we
suggest that you write to the Jacot Music Box
Company, 35 Union Square, New York City.
This firm carries the largest sizes in mainsprings,
and will doubtless have what you need.

SPRING MOTOR.—I wish to make a spring-motor
using a % inch 8-day clock spring. The
motor is to sit in a space 3 inches by 5 inches
in a horizontal position. What I wish to know
is: can a worm attachment be used where the
fan is located, and what size wheels, and number
of wheels and pinions, number of teeth in each
wheel to give hammer a striking attachment of
two seconds between each time bell is struck;
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the number of pins in striking wheel; also how
is the rack attachment made, and where can
brass for plates and wheels and pinions be
gotten, also how to get the depth of mesh in
setting up train when drilling holes in plates.
It makes no difference if the striking wheel has
any specified number of pins, six is a good
number. All that is wanted is to have it in
time so that it will stop on any number of beats
of hammer. What is wanted is a silent train or
as near that as can be gotten and a worm was
the only thing I could think of. Can it be used
to give a uniform stroke? Where can the
material be obtained for such a model? If you
can not give cut of rack attachment, have you
a book on such.
You can buy a regulating fan with train and

worm complete, also with a barrel for a spring
of the size you mention, from Jacot Music Box
Company, 35 Union Square, New York City.
By writing them, you can get information as to
the dimensions, etc., of the attachments which
they carry in stock.
You can buy brass for making plates, wheels,

etc., from any of the material dealers, whose ad-
vertisements you will find in THE KEYSTONE.
From any of these dealers you can also buy
Goodrich's "American Clock," which will give
you full information about the construction of
striking mechanism in clock work.

WATCH CRYSTAL.—Would like to know some good
method of fitting glasses in heavy watch cases
such as 3 and 5 ounce silverine open face.
I have trouble in fitting; the glass will either chip
around the edge or the glass will be loose when
sprung home.
The trouble you are having is undoubtedly due

to an improperly shaped edge on the seat into
which the glass fits. At a, Fig. 1, we show a cross
section of a bezel showing the kind of a seat which
would cause the trouble you are having. It is
undercut so deeply that a glass which will go into
the bezel, has too much room after it is slipped in,
consequently is loose. Another fault is the sharp
corner over which the glass must be forced, which
is responsible for chipping the edge of the glass.

\
\

FIG, 1

At b, Fig. 1, this edge is beveled inside and the
glass is guided into place by this bevel, with very
little danger of chipping. You will observe also,
that the side of the seat is not much undercut,
so that the glass will be held tightly after it is
sprung in, and will not have any side-play. It is
quite important, we believe, for the watchmaker
to have a bezel chuck, for just such purposes as
correcting bezels as suggested above. The faults
we describe are very often found in the bezels
of all kinds of cases.

FUSEE.—Would you kindly tell me in the next
issue of THE KEYSTONE, if there is any way to
let down the main-spring in a fusee chain Eng-
lish watch, when the square end of barrel-
arbor is so short that it is impossible to use key.
In setting up this kind of watch I, as a rule,
wind chain on fusee and then wind main-spring
with key on barrel-arbor. But as this arbor is
almost always short and soft, it does not seem
as though it was made for that purpose. Is
there any other way? What make of watches
do they use for railroading in England?
The best tool to use for letting down or winding

the mainspring of a fusee watch, when it is neces-
sary to do that with the barrel arbor, is a jeweler's
pin-slide, or a pinvise of the Lowell or "Quick-
tight" type; anything that can be used to clamp
onto a very short square, will do. It is seldom that
these squares are found in shape to be held securely
in a watch key or bench key. The best way to
put a chain on is to first wind it on the barrel,
then hook it to the fusee, then wind the watch by
the fusee-square. On the railroads of England,
they use all makes of European watches and a
few American watches.
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BROKEN MAINSPRING.—About fifty per cent of
the watches that I clean come back with a broken
main-spring in a short time. I clean the main-
spring in benzine, dip into alcohol, and dry in
sawdust. After carefully brushing off the saw-
dust I replace with the latest improved K. & D.
winder. I then oil after the spring is in the barrel.
In cleaning I use every precaution not to
injure the spring by careless handling. I have
tried to locate this trouble for over a year, but
have been unable to account for it. Would like
to have your opinion.

The method you use for cleaning and handling
mainsprings, is all right in every particular. There
is nothing in your method which would account
for the breaking of an undue proportion of the
number of mainsprings which you handle. It
seems most likely that it is simply an extra-
ordinary "run " of breakages. You know there is
nothing to explain in most cases as to why the
mainspring breaks. It probably has just hap-
pened that a number of springs have broken while
in your care. Unless your method contains some
fault which you do not mention, it seems to us
that the trouble is beyond your control.

MOTION WORK.—What is the motion-work in a
watch?

The cannon-pinion, minute wheel and pinion,
and hour-wheel comprise the "motion work."
A name which we like better is "dial-train,"
because it describes what it signifies. "Motion
work " is indefinite. We might call any mechanism
that moves, motion-work, but there can be only
one thing which can be properly called a dial-train.

OFFICE CLOCKS.—I have been having trouble
with an office clock, which is determined to lose
time the last 24 hours or so before winding: have
thoroughly cleaned, examined teeth, pinions,
pivots and pivot-holes, and thoroughly oiled;
still it lost time. Then I put in a slightly
heavier spring, thinking the spring might be a
little weak, although it did not appear to be,
but the heavier spring made no improvement.
Spring does not come in contact with arbors or
wheels when run down. There must be some
little defect somewhere that I am overlooking.
Can you please give me some hint as to what
it might be, through THE KEYSTONE? Alsa I
wish to make a brass-collar box to hold one
dozen collars. Will you kindly give me a design
and instructions how to go about making it and
the gauge of brass to use, if it is not going out of
your line?

According to your statement, the clock is in good
order except that there is a falling off of the motive
power when the spring is nearly run down. Now,
you must know that in every coiled spring, the
power delivered decreases rather suddenly toward
the end of its run. To fit a spring properly nec-
essitates bearing this fact in mind and making
allowance for it. If the clock is meant to run a
week, the spring should be long enough so that it is
at practically full tension at the end of 7 days' run.
If it then runs on for more than 7 days, it does not
matter if the power does fall off because the clock
is meant to be wound after running seven days—
is not expected to keep time otherwise. But if the
spring is run down at the end of 7 days, even
though the clock kept running during all that time,
the clock will show an error in its rate during the
last day or so of its run, because the spring is too
short, and its weakest portion is allowed to come
into action before the proper time arrives to re-
wind it. This seems to us to indicate the probable
cause of your trouble. In addition to making sure
of the spring being long enough, you must see that
it has no defects of finish, nor "weak spots;" these
faults show up in variations of power, and they are
always a possibility in a new spring. Clock fac-
tories always try mainsprings for uniformity of
power during the major part of the run, and
springs which are not up to the standard are not
used in the time-side of clocks. It is probably
needless for us to say that the mainsprings should
be thoroughly cleaned and oiled as well as the rest
of the movement.
You can get patterns and materials for sheet-

brass work from J. W. Devoe and C. F. Reynolds,
Fulton and William streets, New York City.
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Every clock is
pri ce- tagged.
This helps
sell the clocks.

5T UDY ATTOO 5325..

BUREAU TATTOO It • SO

Upper Section oi Window Salesman No.2
Actual Size 25 x 18 inches
Featuring Eight Members

Handsome Mahogany Finish.

This Ctd-out Receives Six "Talkine Cards.

Junior Tattoo

Every box is
attractively
labeled. This
makes effect-
ive window
displays.

Brand New "Alarm Clocks Beautiful" Assortments
The Satisfying in alarm clocks; in Advertising; in Window Display Outfits; in Profits and in Co-operation.

THERE are nine members to the Junior Tattoo Family. Four only are illustrated. All are
handy in size, handsome in finish; artistic in form. They are the little alarm clocks of many
uses that cheerfully ring the "Good morning" call, stop-then tunefully call again and

again every twenty seconds for five minutes, unless you turn the "silent" switch.

These are the clocks
Assortment "A"

Name Finish

to Junior Tattoo
5 Junior Tattoo
5 Junior Tattoo
5 Junior Tattoo

Nickel
Satin Silver . . .  
Rich Gold   2.65
Gun Metal   2.65

Cost yen
(List)
$2.35

Net
retail

selling
price
$1.75
2 25
2.25
2.25

Note: All clocks except the nickel finish have porcelain
dials.

"A" Assortment costs you $62.65 list.
"A" Assortment sells for $51.25 net.

Your profit liberal.

Name

Assortment "B"

Finish Cost you
ti-ist)

Net
retail

selling
price

Alcove Tattoo Old Brass . • $3.90 $3.25
Satin Silver , • 3.90 3.25
Rich Gold . • 3.90 3.25
French Bronze • 3.90 3.25

Stud?, Tattoo Old Brass . • 3.90 3.25
Satin Silver . 190 3.25
Rich Gold , 3.90 3 25
French Bronze 3.90 3.25

Library Tattoo Gun Metal . 4.95 4.00
Rich Gold . 4.95 4.00
Old Brass  4.95 4.00

Desk Tattoo Rich Gold . . 5.05 4.00
Old Brass . . 5.05 4.00

Travler Tattoo Black Leather . 4.20 3.50" Tan Leather . . 4.20 3.50
Red Leather . . 4.20 3.50

Bureau Tattoo Solid Mahogany 5.80 4.50
Golden Oak . . 5.80 4.50

Guest Tattoo Solid Mahogany 5.30 4.50
Boudoir Tattoo Solid Mahogany . . 5.30 4.50
All clocks have porcelain dials.

"B" Assortment cdsts you $110.5o list.
"B" Assortment sells for $91.00 net.

Your profit excellent.

Silent Salesman No. I
One-half

Actual Size

Free Advertising Service

Assortment "A"
2 Silent Salesmen No.
2 Window Display Pennants
I 4-Color Window Transparency
2 Store Cards
50 Junior Tattoo Booklets.

Assortment "B"
I Window Salesmen No.
2 Window Display Pennants
I 4-Color Window Transparency
2 Store Cards
50 Junior Tattoo Booklets

If it's a Junior Tattoo it will
awaken you gently and satisfy your eye,
besides--

Mr. Dealer

there is more Profit, more Satisfaction
in it for you.

Sole Manufacturers

THE NEW LIAVEN CLOCK CO.
nEW IlAVEN LONN. U.S.A.

New York Office., 92 William Street
I Near Maiden Lane.)

Chicago Office, 163-165 Wabash Ave.
Keystone discount.

The Advertising outfits are included with complete assortment orders only.
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Precious Metals and Their Alloys

Methods of Testing Gold and Silver to Produce Different Qualities of Precious
Metals

Thirteen and 14-karat golds are of service in
making articles which are to be colored in finishing.
but which it is not desired to hall mark. They are
usually of a "red" color, pale gold of such quality
being almost unknown. Much of the old jewelry
was made of about these qualities, and, when
properly colored, was practically indistinguish-
able from 15-karat. The alloy consists, often, of
2 parts of silver to 7 parts of copper, with
14 parts of gold for the higher quality, and about
the same relative proportions of silver and copper
with 13 parts of gold for the lower one.
Twelve-karat is the next quality which can be

hall marked, and it is also the lowest quality which
will color effectively. It is not in very great
demand just now, very little 12-karat being sent
to the assay offices. A good alloy contains 12
parts gold, 3 parts silver, and 9 parts copper.
In 9-karat quality there is almost unlimited

variety in color, malleability, ductility, etc.,
obtainable by the use of different metals, in vary-
ing proportions, in the alloy. If silver only is
alloyed with the gold, the resulting 9-karat is
white in color, very soft and easily worked, but of
very little service to manufacturers except for
making medals. By the substitution of copper,
in increasing proportions, for part of the silver,
the gold becomes deeper in color, and also becomes
less malleable until the proportions of silver and
copper are approximately 2 to 3, when a further
addition of copper renders the gold more malleable
again, and it becomes redder in color, the 9-karat
containing only gold and copper, being almost as
red as the latter metal itself. If composition is
introduced into the alloy, the color of gold produced
varies from the yellow of the alloy, containing equal
proportions of yellow "compo" and copper,
together with silver, to the deep red of that in
which red " compo" and copper are included. The
yellow 9-karat made in this manner presents
certain difficulties in manufacture, as it is rather
hard, but it has been adopted, on account of its
close resemblance in color to 18-karat gold, for
making into plain articles, such as match-boxes, etc.

Nine-karat Alloy

The relative effects of silver and spelter in alter-
ing the physical properties of an alloy of 9-karat
have yet to be actually determined, but the latter
metal has a greater hardening effect than the
former, without causing so much difference in the
color. Another property which largely depends
upon the proportion of silver present is that of
resistance to the action of acids, for while the alloy
which contains a fair proportion of silver will only
turn brown in color when tested with nitric acid,
one containing a large proportion of either spelter
or copper will boil up. The tarnishing effect of
exposure to the air is probably also dependent upon
the proportions of these three metals, silver
exercising a "protective" influence and so neutral-
izing, in some measure, the tendency of the copper
and spelter to oxidize.
The bulk of the 9-karat gold articles manu-

factured at present are made of a red colored gold,
such being soft and tough, and so well adapted for
stamped articles such as brooches, hollow rings,
etc. For brooch pins, safety pins, etc., a harder
gold is necessary, and so more silver is contained
in the alloy, in the proportions previously stated.
For pearl setting it is preferable to use a pale
gold of a somewhat yellow color, but as it must also
be soft, the use of spelter is impossible. There are
such alloys made by some jewelers and bullion
dealers, and some of them have proved very satis-
factory, but the exact composition of such is not
allowed to transpire.

Quite recently a so-called "solderless 9-karat
gold" has been placed upon the market, and is
recommended for the manufacture of hollow wares
in which the two halves have been soldered to-
gether. This is really a gold and solder plating,
the one side of which is gold as ordinarily used,
while the other side is gold solder of the same
quality. In making into articles of jewelry, the

two parts of the article are stamped or cut out in
such manner that the two solder sides will be
adjacent, when heating with the blow-pipe fuses
the solder and so fixes them together. This
obviates the use of any loose solder, and hence
saves time in the process of manufacture, but
naturally this solderless gold is more costly to
produce than ordinary sheet, which hinders its
general adoption by the jewelry trade. This gold
is doubtless the outcome of the assay office
regulation to the effect that the solder in 9-karat
and 12-karat articles must be of the same quality
as the gold.

"Bright Gold"

The term "bright gold" is applied to gold of a
quality below 9-karat. Three qualities are in
common use, and they are distinguished by the
prices at which they are sold by the refiners,
namely, 307, 257, and 201 gold. The quality varies
from about 8-karat down to 5 karat, and
each quality is obtainable in red and pale colors.
As a rule, a fair proportion of silver is included in
the alloy, as this enables the gold to stand the acid
test somewhat better, and the alloy is made up of
silver and copper only. Bright gold is not now
used very largely except for repairs, and also for
making brooch pins, hat pins, etc., where a hard,
cheap gold is requisite.

Rolled gold and gold plate are prepared by
"sweating" together two bars, one of gold and
the other of base metal, and then rolling the
resulting bar as may be desired. The gold bar
may be of any required quality, and the relative
thicknesses of the gold bar and the metal bar
are arranged in such proportions as to produce a
plate of the value necessary for the particular
articles which are to be made from it. The main
constituent being base metal, the price is much
below that of any ordinary quality of gold, and
many goods are now made at very low prices,
which present the outward appearance of real
gold and which will, in many cases, wear for a
considerable number of years before showing the
base metal.

Gold solders are, in most cases, of lower quality
than the gold with which they are used, but, as
previously mentioned, 9-karat and 12-karat goods,
to be hall marked must be soldered with solder
of the same quality as the gold. A common
method of preparing solder for any particular
quality of gold is to melt some of the gold scrap
with a certain quantity of fine silver, this addition
reducing the melting point sufficiently for the
purpose, while there are also a number of solders
stocked by refiners, suitable for the different
qualities of gold. Thus there are 18-karat solder,
which rarely exceeds 17-karat in quality, " colored "
solder and "easy colored" solder suitable for 15-
karat, 14-karat and 13-karat goods, and, of lower
quality, 12-karat, 9-karat and brihgt gold solders,
some of which are as low as 12/- per oz. in price.
In all cases, there is a considerable proportion of
silver present, while the lower qualities may also
contain spelter or cadmium. These metals are of
special assistance in making 9-karat solder of full
quality but low melting point, the addition of only
a low percentage having a considerable influence on
the melting point.

Melting and Casting of Gold

The melting and casting of gold are operations
which require more care and skill than is often
considered necessary. Alloys of gold, if in any
quantity, are best melted in a crucible, which may
be made either of fire-clay, plumbago or silica.
Ordinary fire-clay crucibles are not so good as
plumbago crucibles, as these last much longer, can
be heated more rapidly, and tend to preserve a
non-oxidizing atmosphere during the operation.
Silica crucibles are of recent introduction. They
possess certain advantages, being very rapidly
heated, and presenting a very smooth surface from
which the metal can all be poured out, while if used
only for melting in which no flux is needed,they
last a long time. The presence of any alkaline

flux has, however, a corrosive action, so that they
are not suitable for this class of work, especially
when their high price is taken into consideration.
Whatever kind of crucible is used, the jeweler
should be most careful to mark each crucible
with the quality of the gold which has been melted
in it, and to keep a particular crucible for each
quality, as otherwise the quality of the gold may
be altered by small shot, etc., from the previous
melt having adhered to the sides of the crucible
and melting again with the next lot of gold.
The different metals should be put into the cru-

cible in such order that the most easily oxidized
are at the bottom, and the whole should have
powdered charcoal placed on the top, where there
will be very little oxidation during the operation
of melting. The crucible is now placed in a good
fire, the best fuel being patent coke, which is every
way more satisfactory than gas coke, giving a
higher temperature and producing less sulphur
fumes. The furnace may either be one of the
portable forms of melting furnace, such as Fletcher
Russell's or Carr's, or it may be a fixture, but it
should be of sufficient size to allow of a good
layer of coke all round the crucible, and of such
depth that the top of the crucible is not above the
level of the draught hole into the flue. The flue
must open into a fairly high chimney, in order to
secure a good draught, but the draught should be
controlled by a damper in the flue, as different
temperatures are advisable in melting different
qualities of gold. Thus, 9-karat requires a moder-
ate temperature, as, if melted at too great a heat,
the loss is liable to be considerable in consequence
of oxidation, especially if any composition is
included in the alloy, while there is a great prob-
ability that the ingot will not be quite sound.
With 18-karat a good bright heat is better, de-
cidedly  higher than when melting 9-karat.
In addition to furnaces burning coke, there are a

number of appliances in which coal gas or some
liquid fuel can be used, and with such furnaces gold
can be melted very rapidly: as the full heat is
very soon attained. Furnaces burning liquid fuel
are, however, very little used by jewelers in this
country, and those in which gaseous fuel is con-
sumed are not so satisfactory for continuous work
as coke furnaces, the products of combustion hav-
ing, apparently, some deleterious effect upon the
gold. Occasionally small melting appliances, in
which the gold is melted in a shallow plumbago
or charcoal crucible, fixed in front of a blow pipe
in which coal gas is burned, are used, but the
proper admixture of the metals must be a matter
of some difficulty, and the oxidation must be ex-
cessive.

The Moulds

In whatever sort of furnace the gold is melted,
it should be well stirred with a plumbago rod
before casting, in order to insure the thorough
mixing of the constituent metals, and then
poured, in a steady stream, into the ingot moulds.
These are usually made of iron, and should be
warmed before use, but must not be made hot,
for either too hot or too cold ingot moulds will
produce bad ingots. The moulds are made of dif-
ferent shapes, suitable for producing bars which
can be used for sheet, slit, and wire, respectively.

After removal from the mould, the ingot must
be trimmed and filed up before rolling or drawing,
in order to give straight smooth edges and prevent
cracking along the edges. In rolling the gold, or
in drawing it into wire, the process depends
upon the nature and quality of the alloy under
treatment. 22-karat gold is soft and ductile,
so it can be rolled into sheet or drawn into
wire with ease, while 18-karat presents little
difficulty, except with a very red alloy, which tends
to crack. 15-karat, 14-karat, 13-karat and
12-karat are all harder in character, and require
more frequent annealing, and also more gradual
reduction in thickness. With 9-karat gold particu-
lar attention must be paid to the nature of the
alloy, for while the red gold is soft, tough and
ductile, the "yellow " variety soon becomes hard
under the rolls or in the draw plate, and frequent
annealing is essential. This repeated annealing
results in considerable loss in weight, especially
when the gold is rolled into very thin sheet, and as
the loss is due to oxidation of some of the copper
and zinc in the alloy, the quality of the gold im-
proves during the process, so that gold which is
slightly under 9-karat when in the form of a bar

(Continued on page 1684)
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The Conditions which Render Watch Repairing Profitable

An Address by William T. Lewis, before Annual Convention of the Michigan
Retail Jewelers' Association

Many of the most successful jewelers
of today began business in a small way,
relying on their ability to pay the rent of
their stores with the profits accruing from
the repairing of watches. In times when
sales were light, when after a day or a week
passed without bringing the expected pur-
chaser of the tea-set, the diamond ring
or the gold watch, the landlord might have
called in vain for the rent which, without
the repair bench would not have been
forthcoming.
Even after his business has been suc-

cessfully launched, the direct or indirect
profit derived from watch-repairing has
often become that additional plank re-
quired to make the ci aft sufficiently
buoyant safely to carry the storm-tossed
merchant over the troubled sea of business
adversity.
Many of those who have arrived at a

haven of rest after years of toil can now
look back upon the past and take much
pleasure in the knowledge that the amount
that they have saved, and which is suf-
ficient to give them a comfortable living,
is that, and only that, which the repair
bench has added to their bank account.

What Makes for Success

What are the component factors of
success in deriving a revenue from
their watch-repairing department? How
can we of the present obtain satisfactory
pecuniary gain from the repair bench?
What are "the conditions which render
watch-repairing profitable" to those of
this generation?

This is the all-important problem, and
we shall attempt its solution.
Watch-repairing can be made profit-

able for the largest as well as the less
pretentious store in the great business
center, the smaller city, the town or the
country village. I know it, for I have
lived and worked in places of all sizes.
As the environments which make one

man perfectly happy would create in
another the greatest misery, so those
conditions which will cause one store to
flourish like a green bay tree, may produce
a disastrous result in another. Thus
it seems at first thought; but let us look
more deeply into the matter.
In a small store, where the owner

has the time to attend to the repairing
himself, with, say, the help of an appren-
tice, he will certainly find watch-repairing
profitable, if he has plenty of it to do and
obtains good prices; while where the run
of work is sufficiently large to employ one
or more workmen, good prices and plenty
of work will still make that department
profitable.
We will first define "profit;" then decide

what the conditions are which render
watch-repairing profitable; and, at the
same time, determine how these condi-
tions can be produced.

Profit accruing from the repair bench is
direct when the receipts from that de-
partment are in excess of the expenditures
and indirect when more sales of merchan-
dise are effected than would otherwise
be the case, either through the owner of
the time-piece calling at the store in refer-
ence to his watch, or by his being so
favorably impressed with its excellent per-
formance that he afterwards becomes a
customer, and recommends the store to his
friends. In an exclusively repair shop
the profit is direct only; but in a retail
store of any size and in any place the
profits may be both direct and indirect.

Good Work Advertises

If a watch runs well it is a continual
advertisement for the store where it has
been repaired; while if it fails to give
satisfaction it is a constant source of an-
noyance to the owner, who cannot be
expected to have confidence in the man
who repaired it. You will all agree with
me, I think, when I state that it is never
advisable for the jeweler to cater to the
cheapest trade in his locality. If he
would be successful he, of all merchants,
must have the confidence of the public.
Good work is then, one of the essential
requisites of a store which would reap
profit from its repair-bench. Good work
begets confidence in the integrity, as well
as the ability, of the jeweler, and is of
prime importance.
But what is good work? In answer to

this I will state that when a watch is so
repaired as to be in the same condition as
new, and sometimes even better than it
has been originally, then this is good work.

Yes, but who can do this? Those who
have studied both the practical and theo-
retical divisions of horology, who are con-
versant with the principles of mechanics
and know how to apply them.

In these days when a boy can serve one,
two or three years at the bench (when he
is not running errands or doing odd jobs)
and then proclaim himself "a watch-
maker" is it any wonder that this question
requires discussion?
A watch-maker should be as thoroughly

versed in his trade as a mechanical en-
gineer in his profession. Indeed, we
should rather call it the " profession "
of watchmaker instead of "trade" of
watchmaker.

Qualifications of Watchmakers

To be a watchmaker in the true sense
of the word requires a thorough technical
education. There are several good horo-
logical schools where such an education
can be obtained. My only regret is that
there are not more of them (the good ones),
as even a short term at such an institution
will inspire the true mechanic with an
ambition to excel in his art, and will show
him how much he has still to learn.
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While every one does not have the
opportunity of attending a horological
school this is no excuse for poor work in
this day when the trade papers are so
prolific in the instruction they give if the
workman will but study. Books on all
branches of horology are now very cheap,
and with an outlay of a few dollars an
excellent library can be had replete with
information on all subjects pertaining
to the repairing of watches.

Although I am in no way whatsoever
connected with it, yet my pride in every
successful thing connected with Detroit
makes me call your attention to the com-
pleteness of the library of the Detroit
Jewelry Trades School, containing, as it
does, many rare books on horology that
have long been out of print, as well as
every modern book published.
The statement is often made that "the

good old times were best when an appren-
tice was compelled to serve seven years."
This system may have had its advantages;
but there never has been a time so favor-
able as the present for the advancement
of those who have the will to do so.
The American watchmakers' lathe, with

its many and useful attachments, together
with an abundance of smaller tools make
watch-repairing a pleasure. Then, too,
we have the modern method of manufac-
ture based upon the system of inter-
changeability of parts as far as the
American watch is concerned. With a
well assorted stock of material the repairer
can readily replace any defective part;
while if he has not the desired article, the
material houses stand ready to send it by
return mail. With everything in favor
of him who earnestly seeks to be in the
front rank of the profession there is no
excuse for anything but good work.

Good Tools Essential

A good set of tools—in which those
articles that are used constantly are pre-
ferably nickel-plated—and a clean, well
ordered work bench are necessary if one
would impress the owner of a fine watch
with the idea that it can safely be left for
repairs. Who would want a dentist to
work upon their mouth with rusty old
tools? These matters mean much with an
observant public.
Promptness is another factor of success.

A lack of it will destroy the good faith
which should exist between the public and
the jeweler.
When a watch is left for repairs it is

much better to ask for two weeks time,
or longer, in which to finish the work,
and regulate it, than to promise it in a
few days and cause the owner to call
several times before it is ready to deliver.
Many attempts have been made to

regulate prices by circulating a schedule
of prices to be signed by all the jewelers
in a certain locality. Has any one present
ever seen this prove successful? If so, for
how long? It has been my experience,
and that of all the watchmakers and jew-
elers with whom I have come in contact in
many parts of this country and Canada,
that such combinations have been useless.

(Continued on page 1683)
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Cutting the Guess-work
Out of Retailing*

By A. M. BURROUGHS

The owner of a little drug store in San
Francisco decided that there must be a
reason for his store remaining small while
other stores were getting big.
He set himself the task of finding the

reason; of finding why it wasn't paying
him; of finding what he needed to know

to make it pay him the big profits he knew
it ought to pay him.
He found the reason : Now, instead of

owning one little drug store he owns seven-
teen big drug stores.
Now he owns a fine automobile and a

fine home. His check is good for anything
he wants—he is making all kinds of money.
The United Cigar Stores Company,

with its hundreds of stores and millions
of capital, started from an "Analysis"
of one little cigar store in Syracuse, N. Y.

If the owner of that little cigar store
hadn't looked for and eliminated the weak
places, he and his brothers would never
have built up the wonderful chain of
stores which he now directs.
He asked himself what he needed to

know about the business to eliminate the
blunders; to make every move count for
bigger profits.
By making his records show him what

cigars had sold, he was soon able to buy
cigars that sold better.
By making his records show him what

cigars had not sold, he cut out the bad
buying—the stocking up of cigars that he
could not sell.
He found out how many smokers passed

his store every day. Then he moved his
store to a corner where ten times as many
smokers passed it every day.
He made his records show which of his

clerks sold the most cigars at the best
profits. Then he studied the methods of
the best clerk and got more like him and
less of the other kind.
He studied the attitude of his clerks

towards the smokers who came back, and
towards those who didn't come back.
Then he changed the attitude of the clerks
so that nearly all smokers came back.
He counted the seconds necessary to

serve each smoker at the rush hour. Then
he cut off half the seconds with little tricks
of shortening steps. He arranged his
display cases and his boxes so each clerk
could reach every box from where he
stood.
He counted the steps each smoker had

to take inside the store. Then he ar-
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ranged his display cases to cut out every
unnecessary step.
He made it possible for each smoker

to get a cigar while waiting for a car,
hurrying to work, or to keep a business
engagement.
The best cigars, the best clerks, the best

store, all managed in the best way, laid
the foundation for a chain of a thousand
stores—for a corporation of many millions
of dollars.
And the man who analyzed himself

and his opportunities in that little Syra-
cuse store, now directs that chain of a
thousand stores.
A grocer in one of the suburbs of Boston

was having a pretty hard fight with com-
petition. The big Boston stores and two
or three other live stores in his own town
were getting the lion's share of the busi-
ness.
For eleven years he floated along,

"wondering" how he could make more
money.
At last things began to get so warm that

he began to wake up and do more than just
"wonder."
He decided he had to find out why

those big Boston stores were coming out
into his territory and taking away his
business, while he was rapidly sliding
down hill into the waiting arms of the
sheriff.

These investigations were a revelation
to him. He found that he was not the
only retailer in danger of bankruptcy.
He found that ninety-five per cent of all
retailers were just barely existing and
being gradually forced out of business,
while a bare five per cent were really suc-
ceeding.
Then he began to study the methods of

five per cent who were succeeding. He
found that those stores didn't use the hit
and miss guess-work methods used by
unsuccessful retailers.
They were running their business from

positive knowledge.
"Then and there," he says, "I decided

that I would govern my business from
positive knowledge rather than from ac-
cepted customs.
"I first asked myself what I wanted to

know and decided as follows:
Which lines shows a profit and how

much?
What does it cost to obtain that profit?
Are my clerks earning more or less than

I am paying them?
Are there any leaks, and if so, where?
"My bookkeeping system, which I

thought was the real thing, didn't answer
these questions, so I resolved to have one
that would."
He got a system which gave him, is

now giving him, the information he
needed.
Then he found out how his business

really stood. He learned what he needed
to know to make himself a big manager.
He was able to bolster up the weak

places, cut out the lines which were show-
ing a loss, increase the lines which pro-
duced a profit, drop the clerks which were
no good—to do the things which paid.
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The Conditions which Render
Watch Repairing Profitable

(Continued from page 1682)

There is always a reaction producing a
condition worse than before.
In casting about for the cause of this I

have concluded that it is merely a mani-
festation of human nature. When any
person, be he child, or man, is informed
that he must do some certain thing the
idea of compulsion causes a rebellious
feeling. Particularly is this true in this
grand and glorious republic of ours.
Thus when the jeweler signs an agreement
to the effect that he will thereafter charge
certain prices for work, he becomes, in his
own mind, no longer the master of his
own store. He bears this yoke for a little
while; but when he sees would-be cus-
tomers leaving him, and when they tell
him that one of his competitors charges
only thus—and so for cleaning, or a main-
spring (and they lie) he believes them.
He meets the supposed cut, and then cuts
further. He thinks he has to. But, he is
now his own master, if that is any satis-
faction.
But why decry this method if I cannot

outline a better one? I can, and it is built
on a rational basis.
Human nature is again studied and what

do we find. If I prove to a man that a
certain course is best for him to pursue,
and if he realizes it fully, he will heed my
advice, while he would pay no attention
to my orders.
How do the doctors, the lawyers, and

the dentists render their vocations
profitable? Do they combine on prices?
No. It is instilled into them at college,
and they have their societies for per-
petuating the idea, that they ought to be
well paid for their knowledge, and also
for the time spent to acquire it. The
spirit of their profession keeps up their
prices better than any hard and fast
iron-bound rules and regulations ever
could. They say to each other, virtually,
"We are professional men. It has cost
us much money, labor and study to be
professional men. We ought to be paid for
it." That's right; so they ought. But
so ought watch repairers.
You ask "How can this professional

spirit be created in the jewelry trade?"
My answer is that so far as producing a
friendly feeling and regulating trade
abuses is concerned, the Michigan Retail
Jewelers' Association is doing a grand
work; building perhaps better than they
know.
But if there were a horological society to

be formed here in Detroit, with a member-
ship throughout the state of Michigan,
I am sure it would be of the greatest ad-
vantage to the trade at large.
The object of such a society should be to

promote and secure concerted action for
the purpose of mutual improvement in the
practice of horology, by a study of both
the practical and theoretical divisions of
the science and art of horology; to elevate
the standard of workmanship; and to
encourage in the members a higher con-
ception of what their art really is.
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Precious Metals and Their Alloys
(Continued from page 1681)

may be above this quality when rolled. The use
of an improved annealing furnace, in which the
gold is annealed in a reducing atmosphere, pre-
vents this loss by oxidation, but, owing either to
increase in cost or in the time necessary for the
operation, the furnace has not been generally
adopted.
The rolling of bright golds, below, 9-karat in

quality, is similar to that of 9-karat, but as these
rarely contain zinc, the losses in rolling are not
quite so heavy.

Making into Wire
For making into wire, the gold is cast either

into a square or into a thick narrow bar, which
is rolled down to a suitable thickness, and then
cut up by a slitting machine into long, square strips.
Either bars or strips may be passed through rolls
which give them a round or half-round shape, or
may be drawn through plates without any inter-
mediate treatment, but great care must be
exercised in order to avoid the making of "piny"
wire. In drawing square strip through a round or
half-round hole in the draw-plate, the edges are
sometimes turned over and flattened down on to
the surface of the wire, producing a thin layer of
the gold on the outside of the solid wire. Such
should always be looked for after drawing through
the first two or three holes in the plate, and should
be carefully and completely filed away, when the
continuation of the drawing will yield a clean,
smooth wire. It is to be feared that this use of
the file is often neglected, under the impression
that the bad parts will be drawn out as the opera-
tion proceeds, but such neglect may mean that
the defect remains, and is only discovered when
the article into which the wire is being made, is
almost completed, with the consequent rejection
of the article and the waste of time devoted to its
manufacture. Different patterns of wire are made
by drawing the gold through plates with holes of
the required shapes, while wires with an ornamen-
tal design upon them are made by passing a suit-
able strip or wire through a pair of rolls, on one
or both of which the pattern has been cut.
The sheet or wire having been obtained of the

requisite size and shape, it remains for the jeweler
to manufacture them into articles of jewelry, and
during this process he produces various waste
products, such as scrap, lemel and sweep, which,
being of value, must be so treated as to yield the
best returns. Scrap may either be melted up into
a bar for rolling, or returned to the refiner to he
credited, as may be considered advisable. In
melting scrap, care must be taken to prevent, as
far as possible, undue oxidation during the melting.
The scrap should be cut into small pieces, so that
it can be packed well into the crucible, and then
well covered with powdered charcoal, when, with a
proper regulation of the temperature in order to
insure rapid melting without overheating the gold,
the loss will not be serious. There is invariably
some slight loss due to oxidation, and consequently
there will be an improvement in the quality of the
gold, so that scrap bars should always be assayed
before being used again, as the quality may be
higher than is needed, and it will be profitable to
re-melt it with additional alloy in order to reduce
it to the required standard. Further, through
the accidental admixture of some scrap, of a dif-
ferent quality, or even of some silver or base
metal scrap, the quality may be either above or
below the required standard.

Melting Lemel
In the melting of lemel, the method pursued

depends upon the proposed destiny of the resulting
bar, that is, whether it is to be sold to a refiner, or
made up again into jewelry. If the former, the
lemel should be first heated upon an iron pan, in
order to burn off any grease, shellac, or other
combustible material when such is present, and
then, after allowing it to cool, mixed with the
requisite fluxes. It is practically impossible to
give even general rules as to the most suitable
fluxes, as jewelers' lemels vary so widely in character.
Some of the refiners and manufacturing chemists

sell "Universal fluxes," which are usually successful
in reducing lemel under any ordinary conditions,
end, apart from these mixtures, there are borax,
soda, ash, fluorspar, niter, sal ammoniac, sand,
common salt, etc., any of which may be used as
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required. Most lemels can be best treated with a
mixture of two or more fluxes, and this course
enables the melter to prevent the crucible from being
corroded over-much by the action of the flux.
Thus the alkaline fluxes, such as soda ash, car-
bonate of soda, etc., tend to corrode the crucible,
and will even sometimes pierce the side, while silica,
and even borax, tend to diminish such action.
Probably, most jewelers will find it best to use a
mixture in which the alkalies predominate, such as
2 parts of carbonate of soda to 1 part of borax,
with a little niter to remove the last portions of
combustible matter, and to add an equal bulk
of this mixed flux to the lemel to be melted.

Having well mixed together the lemel and the
fluxes the lot is put into a clay crucible, which
must be large enough to allow the mixture to boil
without overflowing, and, after standing by the
side of the furnace until well warmed, put into the
fire and carefully melted. The temperature is
gradually raised until the whole mass is thoroughly
melted, additional flux being added if the slag
remains thick and pasty. All ebullition having
ceased, the temperature is raised still higher, in
order to get the slag as thin as possible, and so
allow the metal to sink readily to the bottom,
when the contents of the crucible can be poured
steadily into an open iron mould, or the crucible
can be taken out of the furnace and placed on the
floor to cool, in which case the gold will be found
as a solid lump, at the bottom, on breaking the
crucible.
Lemel is sometimes melted in a plumbago cru-

cible, but in this case it is not advisable to add
much niter or soda carbonate as a flux, but to
use only borax, with the possible addition of a
little niter during the melting, and the gold is
always poured out into a mould, as the crucibles
are too expensive to be broken after only being
used for a single melt. In either case, it is usually
preferable that the bar or lump of gold, after re-
moving as much as possible of the adhering slag,
should be remelted in another crucible, and well
stirred before being cast, in order to insure thor-
ough mixing of its constituent metals. Should it
be intended to make the lemel bar up again into
jewelry, the fluxes used in the melting must be
mainly of an oxidizing nature, such as niter, in
order to remove a large proportion of the base
metals. Some jewelers, before adding any flux,
boil their lemel of high quality in nitric acid, in
order to remove any accidental additions of base
metal, such as bits of copper, lead, etc., and in
some cases this process is very beneficial. After
such treatment, the lemel must be mixed with the
flux, but a smaller bulk than the amount of lemel
will be sufficient, and the melting must be very
gradual, on account of the violent ebullition which
takes place, for which reason it is also necessary
to use a somewhat larger crucible.

Sending Assay
The resulting gold should be cleaned and re-

melted, well mixed, and poured into an ingot.
When cool, a piece of the bar should be cut off
and sent to be assayed, when the gold can be
alloyed, according to the assayer's report, into
the quality which is required. When sending
assays of any kind, whether of scrap bars or lemel
bars, jewelers should always be careful to send a
piece of gold cut off the solid bar, and not odd
shots or thin edge pieces, as these are not always
reliable, but may differ in quality from the bar,
either through excessive oxidation of their pro-
portionately larger surface, or from possible con-
tamination with stray bits of metal. The gold left
from melting lemel with oxidizing fluxes is usuallysoft and ductile, containing principally gold and
silver if lemel of high quality only is used, and a
reduced proportion of base metal when the lemelis of various standards, but lemel of entirely low
quality can rarely be used with satisfactory results.It is really questionable whether it is more profit-
able to the jeweler to sell his lemel bars to a refineror to make them up into goods again; in fact,some of the largest manufacturers invariably selltheir lemel bars, and buy new gold for making up,while others consider it pays to use their lemelover and over again.
Sweep and polishings are very rarely treated bythe jeweler, and it undoubtedly is advantageous topodisse of these to a refiner. A few jewelers still

prefer to melt their own polishings and sell the barof gold thus obtained, but it may be pointed out
that the refiner, in making his assays of such
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material, obtains a more exact estimate of the
contents of the polishings than it is possible forthe jeweler to do, and hence a higher return is
obtainable without the trouble and expense of
melting the polishings.

Platinum Alloy
During the last few years platinum (or dental)

alloy have been largely adopted as settings for
gems, particularly for diamonds. Platinum is a
white metal, not as white as silver, but more like
steel in color. It is a very heavy metal, having a
density of 21.5, as compared with 19.3, the density
of pure gold, while it only melts at a temperature
of about 1,720 degs. Cent., that is 653 degs. Cent.
above the melting point of gold. It is malleable
and ductile, so is easily worked, and does not
tarnish on exposure to air, which renders it an
excellent mounting for white gems. It is much
more costly than gold, and the proposed limitation
of the output from Russia will probably result in
an advance beyond the present high price, Russia
being the main source of supply. During the last
twenty years the price has more than quadrupled,the demand for electrical and other purposes, in
addition to jewelry manufacture, having increased
at a much greater rate than the supply.
The cost of extracting the metal from its ore is

high, and, to melt it finally and cast it into bars,
special furnaces are required, the ordinary melting
furnaces being quite useless. The furnaces suitable
are of two types, in one of which the heat is ob-
tained by the oxyhydrogen blow pipe, while the
other and more modern type is an electrical furnace.
The heavy expenses connected with the recovery

and re-melting of scrap, etc . , resulting from usein making jewelry very considerably add to the
cost of the articles, but large quantities are now
used for the best qualities of diamond pendants,
as settings in gold rings, and also in making
chains, in some of which a few links of platinum
are alternated with a similar number of gold links.
Dental alloy or platinum alloy is an alloy of

platinum and silver, containing 33% per cent of the
former metal. This is very much lower in price
than pure platinum, is almost the same color, and
is only very slightly tarnished on long exposure to
the air, consequently many jewelers have intro-
duced it into goods for which the highest prices
are not obtainable, but which it is desired should
have a white metal setting superior to silver.

Its physical qualities resemble those of platinum
in some respects, but it is less malleable and ductile.
its melting point is much lower than that of plati-
num, in fact it can be melted in an ordinary
furnace. Its manufacture is difficult, as the
material often requires melting two or three times
before a satisfactory bar is obtained, and eventhen the bar is rarely homogeneous, assays indi-
cating slight variations in composition in different
parts of the bar. With alloys of platinum and silver
there is almost always some irregularity of this
kind, except when the silver is very largely in
excess, while if gold also is present, the variations
are more pronounced, particularly in the relative
proportions of gold and platinum. Alloys of
platinum and silver containing less than one-third
platinum can be, and are, made, but these are not
recommended for jewelry manufacture, while the
alloys containing a higher proportion of platinum
are unworkable.
In the manufacture of articles in which platinum

or its alloy are used, the lemel and scrap from
these two materials should be, as far as possible,
kept apart from the gold lemel and scrap, as they
can then be more easily valued either for sale to a
refiner or as credit against new material. This,
however, is not always possible, and the jeweler
may have a certain amount of lemel which con-
tains gold, silver and platinum, and in which he
will find considerable difficulty in melting, par-
ticularly if the proportion of platinum be at all
large. In most cases, it is best to leave this opera-
tion to a ref ner, whose furnaces are often better
adapted to this class of melting, and who is more
familiar with the special treatment required by
such material, and hence is more likely to produce
a bar of regular composition. The assay of these
mixed bars is a complicated operation, and requires
much longer time to complete than the ordinary
assay of gold and silver bars, while the refining is
decidedly more costly than is that of ordinary
jewelers' products, all of which expenses add
materially to the cost of the goods.—Trader and
Canadian Jeweler.
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Commercially Important Artificial Gems
(Continued from page 1515, August 1, 1912, issue)

Distinction Between Imitation and Artificial Gems — Researches of Professor
Verneuil—Corundum Gems, Artificial and Natural—Future Possibilities in the

New Industry
Paper read by G. Montague Butler before the Colorado Scientific Sociely

These cracks doubtless correspond to the parting
cracks produced in natural corundum by oscillatory
twinning parallel to the faces of the unit rhom-
bohedron. Although this parting is very common
on the more opaque or massive varieties of corun-
dum, it is excessively rare on crystals of gem
quality.

3. As far as the ruby is concerned, the most
distinctive feature of the artificial stone is the usual
presence of very narrow, curved lines or strim
of light and dark tints of color, similar to those
shown in Fig. 2. These are only visible when
the gem is viewed from a certain direction with a
good lens, and are produced by the existence of
varying proportions of chromic oxide in the
successive, concentric layers of corundum, of
which the boule is formed. If one layer has
more chromic oxide than the next, it will naturally
possess a darker color; and two successive layers
rarely have exactly the same tint.
These lines or bands of color are quite in-

conspicuous; in fact, it is often very difficult for
one untrained in their detection to see them at all.
A good lens is required, and it is frequently
necessary to view the stone in various lights and
to turn it slowly until examined from all possible
angles before one's search is rewarded. Great
care must be exercised not to confuse these stri
with scratches on the facets of the gem due to
insufficient polishing. The surface scratches
change direction on adjacent facets, while the
colored lines pass under adjacent facets without
change of direction.

If the gem is so cut that the strim are only
visible from the side, they may be completely
hidden by the mounting.

Natural stones may show similar irregularities
of color, but the bands are usually wider than
those in the scientific gems. More important still,
the natural bands are never curved. In the natural
gem, the bands may appear as a series of parallel,
straight lines or they may be bent at angles of
600 or 1200. Such bands result from the deposition
of differently tinted layers upon the surface of a
growing hexagonal crystal.
Of the hundreds of scientific rubies that I have

had the privilege of examining, I have seen only
two or three that utterly lacked the strim described.
In manufacturing these, the ingredients were
doubtless more finely powdered and intimately
mixed. Possibly, also, the boule was kept more
fluid for a longer interval than usual. At any rate,
the manufacturers seem unable steadily to produce
rubies that are perfectly homogeneous so far
as the color is concerned.
4. The artificial sapphire may show curved

lines of color similar to those described above,
but they are not as common as in the case of the
ruby, and are, as a usual thing, so much broader
as to be plainly visible to the naked eye.
Blue sapphire, "synthetic almandine," and ruby

are the only scientific corundum gems that
ever show such bands or lines of color.

5. The ruby, blue sapphire, pink sapphire and
synthetic almandine, hyacinth, and alexandrite
are often very poorly cut and polished. For round
stones, a brilliant-cut crown (top) and a step-cut
pavilion (bottom) are usually used, and the pro-
portions are apt to be so poor that the gem
appears relatively dark and lifeless in the center
with brilliant reflections around the edge. This is
the result of the employment of very cheap foreign
labor in cutting the gems, something that is not
done in the case of the very expensive natural
stones.

6. The golden and white sapphires cut by the
Hellerite Company are well proportioned and
brilliant-cut like a diamond, but they are poorly
polished in some cases, and the culet (the tiny
face in the middle of the back) is a square instead
of the usual octagon.

7. The artificial corundum gems never show the
"silky" flaws which are fairly common in natural

ruby and sapphire. In fact, all the scientific
corundum gems average better, _clearer, cleaner,
than the natural ones.

8. The color of the ruby may be an unnatural
brick-red, and it is usually a bit darker than the
" pigeon-blood" tint. Natural rubies are, however,
seldom of that tint.

Possibility of Confusing the Artificial and the
Natural Corundum Gems

Some claim that "an experienced gem expert
will recognize the natural ruby by its peculiar,
characteristic, soft, silky brilliance, which is
lacking in all artificial rubies," while others state
that experts can always recognize the artificial
product by the color alone.

FIG. 2

Such claims as these are sheer folly, resulting
largely from ignorance. The lustre of a gem
depends entirely upon its optical properties, and
in these particulars the artificial and natural
corundum gems are absolutely identical. It is
true that the color of the scientific ruby is often
poor but so is that of the natural stone. Long

FIG. 3
A—Pearl B—Mother-of-pearl placed in shell. C—Mother-

of-pearl back. X—Cement

handling of gems and minerals has given me a
delicate color sense, yet I have seen scores of
scientific stones of precisely the same tint as
nature's product.
While it is certainly true that a scientific ruby

is very unapt totally to lack strim, bubbles, cracks,
and still be of good color, I contend that it is
quite possible to make gems like this and that such
stones can not be distinguished from natural gems.
I have, in fact, seen one or two in this class.

Since the scientific sapphires are less apt to
show bands of color, they are more frequently
perfect than are rubies, and are then utterly
impossible to distinguish from the best natural
stones. This may be true either of light or dark
tints, but is more apt to be the case with the
former.

Finally, a considerable proportion of the white,
pink, and golden sapphires are so clean that their
artificial nature is completely masked. The other
tints are so rareW found in nature that one is safe
in assuming all such stones to be artificial.
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Status of, and Market for, the Artificial Corundum
Gems

Some of the biggest and most exclusive retail
jewelers refuse to handle the scientific stones.
They hope by so doing to deceive their customers
into believing that they are mere imitations,
unworthy of consideration, and thus to continue
to find a market for the very profitable natural
gems. They claim that the introduction of the
scientific stones has had little or no effect upon
the price of the natural gems; and this is true to
some extent, since the price has been kept up to
a figure out of all proportion to the demand, which
has fallen off very badly and will continue to
decrease as the scientific gems are better under-
stood and appreciated.
In spite of everything, the scientific ruby has

become very popular, and the other tints are
fast gaining in favor. Enormous quantities are
being sold and the supply is hardly equal to the
demand. The white sapphire is a favorite sub-
stitute for the diamond. It possesses the qualifi-
cation of great hardness and cold brilliance, but
its dispersion is so low that it shows none of the
prismatic colors that make a diamond so beautiful.
Anyone familiar with gems can distinguish the
two as far as he can see them.

Possibility of Manufacturing Other Gems in the
Same Way as the Ruby

The question is often asked: "Why can not
other gems, the emerald for instance, be made in
the same fashion as the ruby?" It is possible that
some may be so made, but it is doubtful whether
it would pay to fabricate many gems in this way
as the natural stones are in little demand at low
prices. In the case of more valuable stones, like
the emerald, the attempt to manufacture them by
similar methods has resulted in failure since the
boules are amorphous instead of. crystalline.
We are forced to admit that some minerals require
different conditions for their crystallization than
others, some forming at low, and others at high,
temperatures, a few—including corundum—at
low, and many at high, pressures.

It may be accepted as an indisputable fact that
all the so-called reconstructed, scientific, or
synthetic stones on the market, with the exception
of those mentioned, are either nothing but glass or
are some form of doublet.

Special Names for the Corundum Gems

Some attempt has been made to require the use
of distinctive names for the artificial gems, such
as rubine and sapphirine. It seems to me that
nothing could be more foolish. Why should anyone
care whether a stone is natural or artificial as
long as it is beautiful and permanent? The dif-
ference is wholly one of sentiment. If one has
more money than he can use, he can always secure
a natural stone from first-class jewelers. They will
guarantee it to him as natural, and he is welcome
to any satisfaction that this may give him. It
would be about as logical to require the use of the
terms icine and indigoine!

Japanese Cultured Pearls

I do not wish to close without mentioning a pro-
duct partly artificial and partly natural, which is
being increasingly used in jewelry. I refer to the
Japanese cultured pearl.
Although the process is patented, a few of the

minor details of the method by which these pearls
are made have not been made public, but the
scheme followed is substantially as follows:

Three-year old pearl molluscs which have been
carefully cultivated and protected are removed
from the sea and hemispherical pieces of mother-
in-pearl are placed with their curved surfaces
upwards between the mantle and shell of each
mollusc. How they are fastened so that the oyster
can not expel them is not revealed. The molluscs
are then replaced in the water where they remain
for at least four more years. At the expiration of
that period they are again removed and the upper
surfaces of the previously inserted pieces are found
covered with several layers of pearl nacre. The
pearls thus formed are removed and curved pieces
of mother-of-pearl are cemented to the lower
surfaces in order to make the pearl-like objects
more nearly spherical.
Fig. 3 is a section through the finished product

showing the method of attaching the back.
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Arkansas
A pearl weighing thirty-four grains was found in

Black River at Pocahontas, one day recently
and a large rosebud pearl was also found. The
river there is now dotted with pearl hunters.

Colorado
Mr. Winfield Rankin, for the past 10 years,

manager of the material department of the Lewis
Jewelers Supply Company, has resigned his posi-
tion and will remove with his family to San
Francisco to accept a similar position with the
R. & L. Meyers Company. Mr. Rankin leaves
with the best wishes of all his friends.
James E. Lewis has returned from an extensive

trip throughout the Northwest and reports busi-
ness in a favorable condition.

William Odom, manager of the material de-
partment of the W. W. Hamilton Jewelry Com-
pany, has resigned his situation and will remove
with his family to Winnipeg, Manitoba, to accept
a similar position with W. R. Noble of that city.
Mr. Gordon, head watchmaker for Taupert &

Co., Las Vegas, N. Mex., has been spending a
two weeks' vacation in this city, and has expressed
himself as being much pleased with the city and the
out look for its future prosperity. Mr. Gordon
was accompanied by his wife.
W. E. Payne, of Payne & Crowder, was a recent

visitor to this city to replenish his stock.
A. H. Bahms, formerly of Hudson, Colo., has

accepted a position as watchmaker with A. M.
Wood, the well known Seventeenth street jeweler.
M. O'Keefe is the proud possessor of a new

Stoddard Dayton automobile and is deriving
much pleasure, therefore, by giving his friends
trips through the city and adjacent towns.

George L. Strawman, watchmaker for the H. H.
Frumess Jewelry Company, has resigned his
position and will leave in a few days to accept
a similar position with the Charles Pratt Jewelry
Company, of Helena, Montana.
Paul Dill, one of the leading opticians of Greeley,

Colo., was a visitor in this city.
J. C. Bloom, secretary for the Colorado Retail

Jewelers' Association, reports quite a number of
applications from jewelers throughout the state
wanting to join the association. Has also received
quite a number of letters from different members
congratulating the association on the good work
it accomplished at the convention.

J. C. Bloom, of J. C. Bloom & Co., has just been
elected a delegate to the International Convention
of the Loyal Order of Moose. Convention to be
held in Kansas City, August 19 to 23.
Miss Malvina Schmoeger, of J. C. Bloom & Co.,

leaves on Saturday, August 3, for a two weeks'
trip throughout the mountain territory on horse
back with a party of six, who expect to have a
splendid time hunting and fishing enroute.
R. E. Hawkins, of the Edward Lehman Jewelry

Company, is making an extensive trip throughout
the northwest in the interests of the firm.

Julius Heitlar, of J. C. Bloom & Co., has just
returned from Salt Lake City and adjacent towns
from a business trip in the interests of the firm.

Eli Levy, with Heitler Brothers & Bloom of this
city, is now in Platte Canon on a hunting and
fishing trip, and expects to supply all his friends
with plenty of fish and game on his return.
F. H. Schroeder, watchmaker for J. C. Bloom &

Co., has gone to Estes Park to spend his vacation.
S. T. Culp, formerly of Boise, Idaho, is starting

in business in Greeley, Colo.
W. D. Evans, formerly with R. E. Riche, has

accepted a position with H. H. Frumess & Co.
W. W. Letson, Jeweler of Mancos, is a delegate

here to the Republican State Convention.
C. C. Stone, of C. C. Stone & Co., Fort Collins,

is a business visitor.
E. C. Cornwall, the leading jeweler of Pueblo,

is visiting the city, combining business and
pleasure.

Illinois
The Hurwitz Jewelry and Optical Company,

of East St. Louis, has been incorporated as the
I. R. Hurwitz Jewelry Company.

Smith & Smith, of Viola have sold their
store at that place to Saunders & Goldman, who
are now conducting the business.

Iowa

J. A. Masters, of Doon, Iowa, has been in the east
since the latter part of June, visiting some of the
larger cities.
The Baumbach & Bolte Jewelry Company,

Waterloo, have filed articles of incorporation papers
with the county recorder. The principal place
of business is to be in Waterloo and the capital
stock is placed at $15,000. The officers of the new
company are: President, L. F. Baumbach; vice-
president, Geo. C. Bolte; secretary and treasurer,
F. J. Martin. This firm, organized several months
ago, is located in the Marsh-Place Building where
a manufacturing jewelry business is carried on.

Massachusetts

S. I. Rosenberg, of 11 Green street, this city,
recently hurt the middle finger of his right hand
playing baseball.
C. S. Harrison, 3 Central square, Cambridge,

has moved into the jewelry store of Miller Brothers,
at 613 Massachusetts avenue, on the opposite side
of the square.

J. D. Crosby, of the firm of C. A. W. Crosby &
Son, Boston, has returned from a cruise to Maine,
which he made in his yacht Cara III, with the
Eastern Yacht Club.
W. N. Hackett, manager for W. L. Russell, in

Roxbury, has gone to Sebago Lake, Maine, for a
vacation.
C. S. Blake, Boston, recently spent a few days

at Owl's Head, Rockland, Maine.
Heller & Atkins, 387 Washington street, Boston,

have installed a large safe.
George H. Atwell, Boston, has moved into a new

store opposite his old establishment.

Minnesota

Fred Green, of Buffalo, spent a day or two in the
Twin Cities, during the past two weeks, buying
goods for his store.
Henry Wuopio, of Hibbing, has enlarged his

store making it one of the nicest stores in that sec-
tion of the state.
W. L. Fairbanks, of Mora, was in the Twin Cities

luring the past two weeks, buying goods.
Mr. John Martinson, of Northfield, made a trip

to the Twin Cities, to buy goods and look after
other business interests, during the past two weeks.

J. C. Gerdy, of St. Peter, made a trip to the Twin
Cities, during the past two weeks, to buy goods and
look after other business interests. The store was
operated under the name of the Western Jewelry
Company.

Ohio

A. C. Axman, Dayton, aged 61, associated with
the A. Newsalt Jewelry house for the past 31 years,
died at the Miami Valley Hospital August 2.
Cancer of the stomach was the cause of his demise,
having been afflicted with the ailment since the
first of the year, but persisted in remaining at his
work until March 1. The deceased, who was
born in Germantown, came to Dayton in 1881,
having up until his death been associated with the
Newsalt establishment.
G. A. Hawver, Massillon, has moved his store,

including jewelry and optical departments, from
its old location in South Erie street, to the former
quarters of the State Bank, in West Main street,
where he is now settled in most attractive and
modern surroundings. The fixtures are all of new,
quarter-sawed oak and plate glass; the waiting
rooms in the optical department are also attrac-
tively furnished and the general appearance of the
store thoroughly up-to-date.
Frank E. Robbins, formerly a well known jeweler

residing in Fostoria, died at his lic mi in Bingham-
ton, N. Y., recently. Mr. Robbii s disposed of his
jewelry store in the Ohio city sevea years ago.
He was prominent in Masonic cirtles. He was
quite well known among the wholesalers at Toledo.

Elias Gross, one of the eight children of Henry
L. Gross, of Danville, Pa., will receive $10,000
August 15, as a gift from his father. Mr. Gross
will make a like gift to each of his eight children on
this occasion, being desirous of seeing for himself,
some of the enjoyment his money will bring to his
children. Elias Gross is head of the Judd-Gross
Company, one of Toledo's prominent jewelry firms
and has made a splendid success of his business.
The firm recently moved into new and more
commodious quarters.
Mr. and Mrs. N. E. Hascall, of Toledo, have re-

turned from a two week's outing at Wauwausee,
Ind. Mr. Hascall is connected with the J. J.
Freeman Company, and was last year sent abroad
to make special purchases for his firm. He brought
back many imported novelties and his purchases
added no little to the splendid reputation this
concern is building up for high grade lines.
L. Comlossy, of Toledo, has added a new series

of wall cases to his store which greatly improves
the appearance as well as adding to the conven-
ience of the establishment.

I. Koppelman, Toledo jeweler, reports a good
business in diamonds. "We have been selling a
good many stones," said Mr. Koppelman, and while
not exceptionally large they are by no means
small."

Miss Iva Loop, of the Wolcott & Kapp jewelry
store, Toledo, is spending a 10 days' vacation at
Lakeland, Mich., and Cleveland.

J. H. Saelzer has removed from Adams street,
Toledo, to a location on Superior street. Mr.
Saelzer has put in a complete new line of jewelry
and expects to conduct a regular jewelry store.
Formerly in connection with his jewelry business
he conducted a sporting goods store and also made
loans on diamonds and watches. The sporting
goods line will now be dropped although the loan
business will still be conducted.
M. N. Isenberg, of the Isenberg Brothers Corn-

pany, Toledo, expects to leave soon for Providence
and Attleboro, where he will make purchases for
the fall and holiday business. He will be gone
about two weeks and expects to put in a fine new
line of jewelry of all kinds.

J. Frame has removed his jewelry repair shop
from 355 Superior street to 340 Superior street,
Toledo.
Fred Snider, first vice-president of the J. J. Free--

man Company, is one of the real sports of the Tole-
do jewelry trade. He is a member of the Inverness
Club and an enthusiastic golf player. Last week,
he played on the golf course at Lima, Oho, and
this week, with a company of other members of the
Inverness Club went to Detroit to play with the
golf club there.
Herman Eggeit, jeweler and watchmaker with

the Isenberg Brothers Company, who was recently
married, has returned from his honeymoon trip
spent at Buffalo and Niagara Falls, and with his
wife will be at home to friends at 621 Woodville
avenue.
Toledo has been thronged with travelers recently

as most of the wholesale houses have started their
men out for the fall season. Business is fairly
good for this season of the year and jewelers are
placing orders with a fair degree of liberality in
anticipation of a good fall and holiday trade.

Martin Kratt, head of the watch and plated silver
ware departments, and buyer for the plated silver
ware department of the J. J. Freeman Company,
Toledo, has just returned from a fishing expedition
in Michigan. The boys at the store all had their
mouths primped for some fine fish, but were doomed
to disappointment. Mr. Kratt explained the
situation by referring to the law forbidding the
shipping of game of any kind over the state line.
The boys may have had their suspicions but Mr.
Kratt was allowed to resume his duties after running
the gauntlet of sarcastic remarks.
C. J. Vogel, of the Isenberg Brothers Company,

Toledo, is spending a week at Detroit with friends.
He was accompanied by his family.
The Wolcott & Kapp Company, Toledo, report

a good business for July. Said Charley Kapp in this
connection "We had a better month for July than
we had a year ago when we were in the old Summit
street location which is saying a good deal for a
concern in a brand new location. We have been
selling some fair sized diamonds and I look for a
splendid fall and winter trade."

(Continued on page 1687)
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E. A. White, special representative for Warren

Jewelry Company, 80 Clifford street, Providence,

R. I., has left on a trip through the west where

he will display a very complete solid gold front and

rolled plate line of ladies' and gents' jewelry.

He will also carry a large line of rosaries for which

this concern is noted.

There was a typographical error in the advertise-
ment in our last issue of the J. H. Manning Com-
pany, 100 Stewart street, Providence, R. I.,
the trade mark illustrating an " M " in a diamond
was wrong. Their trade mark is an " M " in a
triangle as illustrated herewith. This trade mark
was chosen to give the goods a distinctive character
and to avoid collusion with any other trade mark.
This trade mark is a symbol of the quality of
bracelets they produce, and the trade is hereby
earnestly requested to look for this trade mark.

The trend in the direction of greater profits for
the retailer is exemplified in the recent announce-
ment of the Vatti Rosary Company, 106 Fulton
street, New York, in advancing the retail price
of their famous rosaries while making no change in
the wholesale price. Information of their new
price system, in the interest of the retailer, will
be found on page 1579 of our August 1 issue, or
may be obtained direct from the Company. There
have been few greater successes in special lines for
the jewelry trade than these rosaries which have
proved quick sellers and good profit makers.

The Libbey Glass Company, of Toledo, Ohio,
recently purchased the former plant of the Ameri-
can Can Company, including a block of ground
and 4 factory buildings. The factory site was
vacated by the American Can Company, last
April when the manufacturing plant was removed
to larger quarters on City Park avenue. The
property extends from Buckeye street to Michigan
street, and is located south and west of the Libbey
plant and immediately adjacent to it. J. D.
Robinson, secretary-treasurer of the Libbey Glass
Company, says that no immediate improvements
are contemplated by the Libbey Glass Company,
and that the property was purchased for future use.

New Branches of
Conklin Pen Mfg. Co.

Customers of the Conklin Pen Manufacturing
Company, of Toledo, Ohio, as well as all mer-
chants and sales people interested in fountain
pens are cordially invited to visit the new branch
offices of the Company whenever near them.

The New York City office is located at Room
1014, 366 Fifth avenue, at Thirty-fifth street, and
is in charge of V. W. Williamson, who is assisted
by Mrs. Cadwell. The Boston office is situated at
802 Blake Building, 59 Temple Place, and J. S.
Briggs has charge. Mr. Briggs is assisted by
Miss Otten. In Chicago, at 700 North American
Building, State and Monroe streets. E. Gray
Kahle, assisted by Miss Bennett, has charge.

A fine assortment of Conklin pens as well as a
complete supply of advertising matter is carried
in stock by all branches. An unusually strong and
attractive poster has just been brought out
by this company. This poster is handsomely
printed with process plates in many shades of
various rich colors. The figure of a beautiful
woman, tastefully dressed apparently for the
opera, who is about to fill a gold filigree Conklin
Pen is given the most prominence and is a genuine
work of art.
As an attention-getter and a sales-producer this

poster has excited the admiration of every mer-
chant who has seen it. Several have said that
they can not imagine how it could be improved
upon either from a standpoint of art or effective-
ness in drawing attention to " Conklin's Self-
Filling Fountain Pen." While the cost of the poster
prohibits its being distributed broadcast, The
Conklin Pen Manufacturing Company, Toledo,
Ohio, offer to send it to their customers who will
write for it.

KEYSTONE

Litigation Relating to
Thin Cloth Brush Patents

In the litigation between the Tilden-Thurber
Company, of Providence, R. I., and Theodore W.
Foster & Brother Company, relative to thin cloth
brushes, Judge Brown, of the United States
District Court for the District of Rhode Island,
handed down on March 12, 1912, a decision in
favor of Tilden-Thurber Company which held
that the design patent of the latter, No. 40,789,
granted on July 26, 1910, was not anticipated,
was valid and was infringed by the defendant
company.
The Tilden-Thurber Company have been adver-

tising a warning to the trade against handling
thin cloth brushes other than their make, claiming
that any others were an infringement of their
design patent above referred to, while Theodore
W. Foster & Brother Company have advertised
thin cloth brushes asserting that there was no
patent on such brushes, but that a patent could
be secured on the design made up of shape and
ornamentation or of ornamentation alone. Such
design patents, they stated, they secured on
October 24, 1911, and that their patrons were
perfectly free to handle such brushes. Theodore
W. Foster & Brother Company have taken an
appeal from Judge Brown's decision.

A New Automatic Locking Ring Tray

The Dahl Manufacturing and Sales Company,
of Minneapolis, Minn., has just placed on the mar-
ket a new device of exceptional trade interest in
these days of frequent robberies and thefts. The
device is an automatic locking ring tray appro-
priately named "Lox-em-all." The new device
is most efficient for the purpose intended, and fills
a want that has long been felt by the trade at large.
The substitution and purloining of rings from
ring trays is responsible for a majority of the
jewelry thefts committed, and by means of this
device, the possibility of such substitution or
pilfering may be effectually prevented. We would
commend the new locking tray to our readers as
something entirely new and well worthy of im-
mediate investigation.

Among the Trade

(Continued from page 1686)

Oregon

W. H. Dinsmoore has leased the rooms south of
the Grand Theatre, Sheridan, and has moved his
jewelry stock and optical goods there.

The furniture and stock of Pollock Brothers,
have been shipped from Eugene, to some point in
Ohio, where McLean Pollock, one of the brothers,
will open a jewelry store.
A. 0. Thorsen, of Bend, was visiting Portland

recently, in order to make a settlement with the
adjusters of the fire insurance companies in which
Mr. Thorsen had his stock insured. Mr. Thorsen's
stock was considerably damaged in a recent fire.

B. E. Chapman, who is a representative for the
Elgin National Watch Company, spent ten days
at Portland, during the Elk's convention. Mr.
Chapman has gone north for a business trip which
will extend over several weeks.

J. A. Jenkins, who was formerly a watchmaker,
with A. A. Woelfel & Company, of Centralia, up to
last spring, has returned from a several month's
trip to the southern part of Oregon, where he in-
tended taking up a homestead claim. Mr. Jenkins,
however, found the land and climate undesirable,
and has returned here with a view of locating in or
near Portland.
A. & C. Feldenheimer, jewelers on Washington

street, Portland, had a prize winning display in
their show window during the Elks convention.
The display consisted of a design of an elk's head
with a dial supported between its horns. It was
entirely worked out of modeling wax and paved
with diamonds. A ruby formed each eye and the
initials B. P. 0. E. were worked out in sapphires.
The entire design was shown against a purple
velvet placque. The valuation of the entire piece
was placed at $42,600. It proved to be a fine
attraction.
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The Coppernoll Jewelry Company, Eugene, have
just moved into their remodeled quarters and now
have one of the finest jewelry stores between Port-
land, Oregon and San Francisco, Cal.

Rhode Island

William R. Willis, Woonsocket, who has been
connected with the H. Fellman jewelry and optical
store for seven years, tendered his resignation and
same took effect August 3. He will take a position
with the jewelry house of Alfred E. Meyers,
Hanover street, Boston, as head of the sales de-
partment and supervisor of the window display
work. Mr. Willis recently was awarded the first
prize in a nation-wide competition of window
dressing by jewelers.

South Dakota

Anthony Lewis, a negro janitor, has confessed
to smashing a window in the D. G. Gallett jewelry
store, at Aberdeen, during a heavy thunderstorm,
and has restored the property except one diamond
ring worth $250. which he insists was stolen from
him by some prisoner in the jail. The prisoners
were all searched, but the ring was not found.
0. E. Jeglum is going to open up a new store at

Norden, S. D. He has been in the employ of T. E.
Strutz, of Florence, S. D.

Washington

K. Kalkenberg, of Walla Walla, has recently
completed his improvements in his optical parlors.
He has installed some new instruments for testing
eyes which makes his parlors very up-to-date.

I. Lachman, of Seattle, has been forced to give
up his business on account of ill health. His
stock is being closed out by his friends and relatives.
Graham & Victor have succeeded Hyman

Greenblatt in business, at Seattle.
R. T. Newman has moved to Walla Walla, and

opened a jewelry and optical store in the building
adjoining the Dacres Hotel.

Jospeh Mayer, of Seattle, being the lowest bidder
was awarded the contract to furnish new clocks
for the Broadway High School, on his bid $2,512.

Letter to Jewelers
Number 25

The Vatti-rosary business is established. Now
to extend and improve it.
The first principle is: you buy what you want

when you want it; you do it yourself; no expense
to anybody.
The second: you return what you don't like

when you get it: no expense to you; nor to us;
for you won't return any.
The third: Guaranteed 20 years through you;

it is all through you.
The fourth: The retail prices get goodwill and

business for you; the wholesale prices get your
goodwill and business for us. The best of all busi-
ness is that that brings goodwill and fair profit.
The fifth: We help you advertise.
The sixth: We protect your trade by not selling

department stores and catalog houses.
Begin by sending $5 for four, if you like, as

samples. Then by the dozen; four is no stock, you
know.

Begin as you like; we like your beginning so
well, we don't care how. How a man did begin.

L. Fitch, jeweler, Effingham, Ill., on seeing our
advertisement in THE KEYSTONE, sent $5 for four,
November 17.
November 25, he orders a dozen and outfit,

sending $14.85 New York Exchange.
December 11, returns a topaz rosary, one bead

missing, and orders a dozen, $14.85 New York
Exchange, and writes: "Am anticipating a good
trade."
December 24, orders four, $5 enclosed.
March 21, orders a dozen, $14.85 New York

Exchange.
We had, just ready, our four new styles, and

sent him one each without order; New York
Exchange $7.29 by return of post.

This is what we call good business for him and
for us. How do you like it? Goodwill is not less
clear because not in words: deeds are better.

Vatti Rosary Co., 106 Fulton Street, New York



SELLS LIKE HOT CAKES
(ORDER TO-DAY I

AN EXTRAORDINARY SELLER'
A SPECIAL PRICE!

GOLD PLATED SAFETY PINS
1.5_0p[RGRassa n,-400
NETCASH
hh11.AVERBECK ""' 10.12 MAIDEN N Y
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No. 400. Jeweler's All-Glass
Table Case

" We Came In to Look Around
When visitors say that, are your goods displayed in a manner to appeal to their pocket-book ? Half the battle lies in putting your goods before your customers in a way thatcauses temptation to buy. The best jewelers rely on the

If

Jewelers'
All-Glass
Table Case

Its beauty and richness compel attention. Above the pedestal, there is nothingbetween the articles displayed, and the customer's eye, but crystal-clear plate glass.No frame, screws, clamps or angles. A flood of light brings out every article in sharprelief.
Put in one or two of these cases and watch the sales go up. We are show case
specialists. Write us about the show case you are thinking about, no matter whetheryou are ready to purchase or not. Write for Booklet Today. Address Dept. C.

DETROIT SHOW CASE COMPANY
Show Case Makers to Progressive Merchants

476-490 FORT ST., WEST DETROIT, MICH.
Get Our Book on Modern Store Front Construction

New York Salesroom, 43 E. Eighth Street

 11 11  

LEO A. FELDMAN, Selling Agent

it ii  II II— 11 Ii

Higher Wages
for Skilled
Watchmakers

The trade cry is for greater
competency in repair work.
Railroad time service and
more expensive time-pieces
have made repair skill im-
perative.

This means greater demand,
higher wages and increased
opportunity for the men who
are thorough masters of their
craft. All such find a most
valuable adviser in the
standard treatise—

s.-.

The Watch Adjuster's Manual
This book is a complete and practical guide for watchmakers in ad-
justing watches and chronometers for isochronism, position, heat and
cold. It contains a thorough exposition of the principles on which
adjustments are based and methods followed in practice. By refer-
ence to it, the watchmaker can immediately solve any difficulty that
may confront him in his work.

Sent postpaid to any part of the world on receipt of price, $2.50

PUBLISHED BY

The Keystone Publishing Company
809-811-813 N. Nineteenth St. :: PHILADELPHIA, PA.

1201 Heyworth Building, Chicago

DIAMONDS and IPI:MCIOUS STON

BOUGHT AND SOLD
FOR SPOT CASH

Established 1891

Appraisements made for estates or individuals

J. J. COHEN
Write for further information 1011 Chestnut Street, PHILADELPHIA. PA.

THE J. D. EWING COMPANY
Manufacturing Jewelers. Jewelry Repairing.

EXPERT REPAIRING ON WATCH SATIN FINISH AND COLORING,
CASES, ENGINE TURNING ENGRAVING, ENAMELING
 TRIAL ORDER SOLICITED 
122-124 SOUTH 8th STREET PHILADELPHIA

Rau:Prim -1-Trriir
rITKI-0811

2-.11..awrimav

FRED A. HASKELL Letter, Jewelry & Souvenir
ENGRAVER

206 Weybosset St., Providence, R. I.

ENGRAVED SOUVENIR SPOONS
Send us Spoons and we will Engrave

Buildings, $3.50 dog. Names, $1 20 doz. STONE SETTING

DICKSON'S
RING SHANKS

Says time and money.
No waste in sawing and shaping.
Assorted finger sizes 5% to 7.
Assorted silos for different weight a.a shaped atom.Writ* for brass samples and prices.

H. L. DICKSON,
IOW% Field Rt., 11.+.1 LAC TEX.

Established 1881 The Largest, Most Centrally and Conveniently Located

NABSTEDT MANUFACTURING COMPANY
RING AND CLASS PIN MAKERS
MANUFACTURING JEWELERS

JEWELRY REPAIRING
Factory and Office, 1101A-1121:; East Third Street

DAVENPORT, IOWA

Telephone North 562

tr•4011v

ADM:1;

OW SPOT CASH for Jewelry Stocks -ipc
I PAY THE HIGHEST PRICES for Diamonds, Watches and Jewelry.
Send stocks at once, no matter how large or small, and get money by return mail.
National bank references upon request. If offer is not satisfactory will return goods

EMIL NOEL, 541 E. 46th Place, CHICAGO, ILL.
If you should be in Chicago with your stock, make appointment with me
by residence telephone Drexel 5323, or office telephone Randolph 1418

MESH BAGS REFINISHED
$ 1 00

Will repair, refinish and reline
all size MESH BAGS. In-• eludes repairing the mesh,joints
and ball snaps; also kid (or silk)
linings with inside pockets and anything else
necessary to put bags in good first-class
condition. GOLD, SILVER OR GUN-METAL FINISH

ONE TRIAL IS CONVINCING

TUCK & McALLISTER CO.
131 Washington Street PROVIDENCE, R. I.

Send for our Catalogue of Emblems and Jewelry

The Keystone Book of Repair Guarantees
Create confidence in your work by giving a signed guarantee with each job.
We have had specially compiled a book of printed guarantees for this purpose,
each book containing 200 forms with stubs and strongly bound.

Sent postpaid to any part of the world on receipt of price, 4..2d.
Published by

The Keystone Publishing Co., Ill North 15th Street. Philadelphia,U.S.A.

Earn a Man's
Salary

By our careful painstaking and indi-
vidual system of teaching—we can make

an expert Watchmaker, Engraver and
Optician of you so you can earn a
man's salary.

Our Fall Term begins
September 3d, 1912

That is the time we want you to attend.
Send a postal today for our prospectus,
it gives f ull information.

The Philadelphia College of Horology
Broad and Somerset Sts., PHILADELPHIA PA.
Est. 18 F. W. SCHULER, Prin.
Seelarge

9I,
advertisementin Aug. 1st issue.

BECKER & HECKMAN
(Successors to G. F. Wadsworth)

WATCH CASE MANUFACTURERS
AND REPAIRERS

- Everything in the line of 
Watch Case Repairing, Cold and Silver Plating, Satin

Finish Engraving and Engine-Turning
Changing Old English and Swiss Cases to take American
S. W. Movements My Specialty. OLD CASES MADE NEW

Silversmiths' Building
10 South Wabash Ave. : CHICAGO

EXPERTS
ON

FineWatch Case Repairing
Manufacturers of Special Cases
Gold and Silver Plating, Satin and
Roman Finishing, Rose Coloring.

ENGRAVING
ENAMELING and
ENGINE TURNING

Swiss and English
cases changed to fit
American move-
mentsandall kindsof

RAISED COLORED
GOLD WORK.

The Largest and
Promptest Repair
Shop in Chicago.

SEND FOR PRICE-LIST

J.C.HOWARD &CO.
116 & 118 N. State Street. CHICAGO. ILL.

When writing to advertisers kindly mention

The Keystone

Small Advertisements
No advertisement Inserted for less

than 25 cents.
Under heading "Situations Wanted,"

ONE CENT per word for first twenty-
five words. Additional words and ad-
vertisements, THREE CENTS per word.
Under all headings except "SItuatIono

Wanted," THREE CENTS per word.
Name, address, initials and abbrevia-

tions count as words, and are charged
for as part of the advertisement.
To insure insertion, send remittance

with orders for advertisements. Copy
must reach us by the 25th of each
month for the issue of the 1st of the
following month, and by the 10th of
the month for the issue of the 15th of
the same month.
Send bank check or draft, or postal

or express money order for $1.00 and
over, or postage stamps for smaller
amounts.
If answers are to be forwarded

send TEN CENTS In postage stamps
with order.
The real name and address of every

advertiser must accompany the copy of
the advertisement.
Advertisers who are not subscribers

should send 10 cents (special issues 25

cents) if they desire a copy of the paper

In which their advertisement appears.

Address,

THE KEYSTONE PUBLISHING COMPANY

809-811-813 N. 196 STREET, PHILADELPHIA, PA

SITUATIONS WANTED

Under this heading, ONE CENT per word,
for first twenty-five words. Additional words
and advertisements. THREE CENTS per word.
.Vo advertisement inserted for less than 25
cents.

It will facilitate matters and result to
the advantage of advertisers under this
classification if they will indicate their local-

ity in their advertisements.

FIRST-CLASS watchmaker, with executive
ability and long experience; wishes position

in the south, Pacific coast preferred; amount

of salary not so much an object as a brotherly
friendly feeling; references. Address William
Thoustrup, 608 Farley building, Birmingham,
Ala.

BY lady-watchmaker, three yearn' experience;
optometrist, registered in Nebraska; Ne-

braska preferred; other places considered.

Phebe K. Peck, 507-9 Clapp Blk., Des Moines,

Iowa.

EFFICIENT watchmaker, fair engraver, grad-

uate in optics; do jewelry work when neces-

sary; age thirty-two; single; seven years' ex-

perience; west only; September 1; references.
Address Ralston, 217 North Prairie avenue,

Miles City, Mont.

SOUTH AMERICA representative with very
good high-class connections; wishes to rep-

resent manufacturers of gold filled and silver-

plated articles; represent also several German
firms; first-class references. "C 329," care

Keystone.

MANAGER, experienced in every branch of
the retail jewelry business, desires position

with a first-class retail jewelry store; A 1 sales-
man, buyer and systematizer; can furnish best
of references as to character and ability as
business builder; salary and commission; can
take some stock in company. ''M 410," care
Keystone.

BY watchmaker and engraver; in or west of
Colorado; by August 20; don't use tobacco

nor liquor; good references. Mat. Bakula,
N. Buena Vista, Iowa.

FIRST-CLASS watchmaker and jeweler; own
tools and engraving machine; salary $18

per week; best references. Jeweler, 3041 Nic
avenue, Minneapolis, Minn.

FIRST-CLASS watchmaker and engraver is
open for position; experienced on railroad

work; single, age 24 years; 6 years' experience;
state salary. Address Engraved, 267 Cherry
street, Battle Creek, Mich.

GOOD watchmaker, jeweler, engraver and
salesman, by September 1 or 16; own tools;

industrious, steady, married, speaks German;

Idaho or vicinity preferred; good references.
Eugene Princen, Marshall, Minn.

WATCHMAKER, desires position in north-
western Ohio or northeastern Ind.; can fur-

nish best of references. W. A. Washburn, Box
156, Jeffersonville, Ind.

FIRST-CLASS watchmaker and salesman, en-
graver, graduate optician, jeweler; age thirty-

two; single; capable of running a store; first

class references; northwest, western Canada

or Alaska. Address 8218 Latona avenue,

Seattle, Wash.

BY a young man of good habits, nineteen;
position as engraver; can do some jewelry

repairing and clockwork; chance to finish
trade main object. "S 469," care Keystone.

SITUATIONS WANTED

YOUNG man, twenty, desires a position as
assistant watchmaker under good man; can

do clock work; will go anywhere. "F 477,"
care Keystone.

ENGRAVER—wanted position at once by
young lady engraver; willing to act as clerk

also. Address "A 467," care Keystone.

GOOD all-round man desires change; 15 years
experience; manager at present branch

retail store for last five years; east preferred;
permanent position; American; married;
details on request; good salary expected. "H
475," care Keystone.

GOOD watchmaker; fair engraver desires
position; own all tools; best reference;

middle west preferred. "S 463," care Keystone.

YOUNG optician desires a position in middle
west; can do common jewelry work, clock

work and some watch work if necessary.
"H 478," care Keystone.

FIRST-CLASS watchmaker, jeweler, plain
engraver, fair knowledge of optics; exper-

ienced in railroad work; married; age twenty-
eight years; habits temperate; first class
reference. "N 468," care Keystone.

GRADUATE optometrist, lens grinder; good
salesman; capable of taking full charge of

optical department; twenty years' experience;
good reference. "L 460," care Keystone.

MANUFACTURING jeweler, twelve years'
experience doing repair work, plain new work,

and ring work; about August 25. J. G. Guntag,
528 South /abash, Chicago, Ill.

WATCHMAKER and engraver, speaks Ger-
man; desires position in Philadelphia or

vicinity; own tools; good reference. "1-I 476,"
care Keystone.

GOOD watchmaker and plain engraver; all-
around store man; wants position by Sep-

tember 1; best reference; will go any part of
United States. "W 472," care Keystone.

YOUNG man, with full set of tools and ex-
perience, desires a permanent position as

watchmaker and engraver, by September 1 to
15; good reference. Box 65, Wind Ridge, Pa.

CHICAGO only; by young man; age twenty-
six; watchmaker, salesman; assist on general

repairs if desired; reliable; present position,
five years; $18 to $20. "A 456," care Keystone.

YOUNG man, nineteen, wants position as
clock repairer and to finish watchmaking

trade; can repair jewelry; Wisconsin town
preferred; want to get with man who is willing
to teach me; am willing to work; good refer-
ences as to honesty. Address Charles V. Calvin,
Wonewoc, Wis.

FIRST-CLASS watchmaker, plain engraver;
can also do clock and jewelry repairing;

6 years' experience on high grade railroad
watches; have own tools and bench; sober,
honest, reliable; A 1 references furnished.
"G 486," care Keystone.

YOUNG lady wishes position as engraver and
jewelry repairer. R. K. S., 196 East Broad-

way, Salem, N. J.

MARRIED man, thirty years of age, have been
in business for myself four years, would like

permanent position as first class watchmaker
at eight hour days; if you want a good man
write for references. A. R. Acly, Afton, N. Y.

PERMANENT position by first-class watch-
maker and jeweler; know how to take in work

and get good prices; am capable of taking
full charge of store; North or South Dakota
preferred. Address Box 241, Page, N. Dak.

WATCHMAKER would like steady position
under fine work an who is doing railroad

inspection work, where I can learn the finer
details in that line of work; at present, em-
ployed in first-class jewelry store in a city of
40,000, doing all the watch and clock repairing;
desire a change about September 15; prefer
city in middle western states; married; age
thirty-three; best of habits; good appearance;
reasonable salary to start. " W 484," care
Keystone.

YOUNG man, twenty-one, wishes steady posi-
tion as engraver, do plain jewelry repairing;

east of Mississippi preferred; good habits.
1616 Fifth street, Alexandria, La.

WATCHMA {ER—eight years' experience;
want permanent place; good reference;

reasonable salary. 0. Q. Wilson, Steelville, Mo.

BY saleslady and window dresser; nine years'
experience; best of reference; prefer

Missouri or adjoining state. Address Mrs.
May Douglas, Carrollton, Mo.

YOUNG man, good character and habits; take
charge of small store ; am capable of doing

railroad work in large store. Address FL L. J.,
1909 Burns avenue, Wichita, Kans.

EXPERT watchmaker, engraver and optician;
work, salary or commission; no booze or

tobacco; first-class reference. "Watchmaker,"
319 Summit street, Lead, S. Dak.

1689
SITUATIONS WANTED

AS second watchmaker; can do jewelry and
clock repairing and wait on trade; Sober

and industrious; good references; middle west
or central states preferred. H. C. Putsch,
Box 34, Mountainair, N. Mex.

TRAVELING salesman with a good acquaint-
ance among the retail jewelers in Ohio and

Michigan is open for a position at once with a
reliable manufacturing or jobbing jeweler;
thoroughly reliable and best of references. " W
488," care Keystone.

OPTOMETRIST and second watchmaker;
have own tools and trial case; good refer-

enes; Indiana or vicinity. Address M. R. A.,
163 East Ohio street, Chicago, Ill.

FIRST-CLASS jewelry designer, engraver
and salesman, a man of experience, ability

and personality, desires a position with respon-
sible firm; can act as manager, buyer or cor-
respondent, speak several languages; will
furnish splendid references. Address respective
offers and particulars to D. L., 1413 Keener
Building, Chicago.

POSITION by last of August by first class
experienced optometrist, watchmaker and

engraver; best references; any location.
A. A. Kenison, 163 North Michigan avenue,
Chicago.

MIDDLE aged gentleman, watchmaker, with
over twenty-five years experience in watch

and jewelry line, would like position with first-
class house, where no steady bench work is
required; traveling salesmanship (states or
abroad) preferred; applicant is German
nationality, refined, of good and representable
appearance; absolutely honest and reliable;
German and American reference at request.
Alb. Ganter, General Delivery, Aberdeen, Wash.

BY first-class letter and Monogram engraver;
reference the best; position must be good

one. "H 494," care Keystone.

EXPERT optician and watchmaker; first-
class salesman; capable of taking manage-

ment; long experience; best reference; state
salary, first letter. "R 487," care Keystone.

PERMANENT position as manager, am all-
round man; nine years experience; twenty-

eight years old; habits good; gilt edge refer-
ences; $25 per week; be open October 1.
"S 482," care Keystone.

WATCHMAKER of extensive experience
wants position; reference; own tools;

married; Pennsylvania, Ohio or Indiana pre-
ferred. "C 419," care Keystone.

HELP WANTED
UNDER THIS HEADING THREE CENTS PER WORD

It will facilitate matters and result to
the advantage of advertisers under this
classification if they will indicate their local-
ity in their advertisements.

FIRST-CLASS manufacturing jeweler and
stone setter, capable of taking charge; also

good fast second man for repair work, state
experience and salary wanted. Address Lock
Box 662, Waterloo, Iowa.

FOUlt first-class watchmakers for trade and
retail work, must be rapid and accurate and

capable of turning out good work, steady job
and good wages, state experience, salary
expected and also references. Address Lock
Box 562, Waterloo, Iowa.

FIRST-CLASS watchmaker and engraver,
one capable of handling railroad work; $26

per week, permanent position. Willet L.
Robertson, Rawlins, Wyo.

TRAVELING salesman; excellent proposition;
good commission; write full particulars; Wil-

liams Manufacturing Company, Department
C., St. Louis, Mo.

AT once, watchmaker, jeweler and optician;
of good personal appearance and can wait

on trade; permanent position; $20 per week;
give age, experience and send references in
first letter. Frank Smith & Son, Pontiac, Ill.

GOOD watchmaker and salesman; prefer
salesman having some knowledge of dia-

monds. [organ D. Wise, Rockford, Ill.

WATCH 'AKER and engraver; must be
first-class young man; be able to take charge

of store if necessary. L. S. Smith, Kosciusko,
Miss.

ASSISTANT watchmaker and jeweler; per-
manent position; state experience and salary

wanted. W. F. Kessler, Clinton, Ind.

TWO experienced material traveling salesmen,
at once; those with established territory

preferred; good salary and commission to
right parties; bond and references required.
Apply J. H. Mednikow & Co., Oklahoma City,
Okla.

YOUNG man experienced in all jewelry and
clock repairing; engraver preferred; give

age, salary, references. L. H. Hall, Trinidad,
Colo.

(Continued on page 1690)
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(Continued from page 1689)

BY September 1-young man, engraver and
assistant watchmaker; must have five or six

years experience; capable, clean, upright and
sober; prefer musician who can play piano;
send photo and sample of engraving in first
letter; steady position. Iitchell Jewelry
& Music Company, Carrollton, Mo.

MATERIAL man, thoroughly experienced to
take charge of material department. Apply

to Rockford Watch Company, Rockford, Ill.

ABOUT October 1, good jewelry store man;
one who can wait on trade, do engraving,

jewelry, clock and optical work; not much
watch work; permanent position for right man.
F. A. Marean, Belvidere, Ill.

A FIRST-CLASS Watchmaker, jeweler and
optometrist; a steady job to the right man.

"M 469," care Keystone.

EXPERT watchmaker and engraver; town
20,000; all modern conveniences; good and

permanent place for right man; photo, sample
engraving, salary wanted, and reference first
letter. I. L. Grady, Jackson, Tenn.

HIGH-GRADE watchmaker; one that can
engrave preferred, and wait on customers

when needed; must be good watchmaker;
no other need apply; Minnesota town. "H
458," care Keystone.

FIRST-CLASS, thorough and rapid watch-
maker of experience; who can repair and

adjust railroad watches to run within the
variation required • in railroad time-service,
and to bring watches to rate properly through
at least three positions; thoroughly honest
and reliable and of good habits; good wages and
permanent position; none but first-class men
in every respect need apply; give references
and all information in first letter. "E 462,"
care Keystone.

TRAVELING man for Wisconsin and Michigan
territory; must be A 1 man, who can show

us his past record in that territory; apply
L. H. Schafer & Co., Columbus Memorial
Building, Chicago, Ill.

FIRS r-cLAss watchmaker and engraver;
permanent position; highest salary: send

sample of engraving with application. "L 452,"
care Keystone.

AT once, a good watchmaker, jeweler and
engraver; optician preferred; neat in

appearance and able to wait on trade; perma-
nent position; state age and salary expected.
J. H. LeRoy, Fairbury, Nebr.

A FIRST-CLASS manufacturing jeweler and
engraver. C. E. Frederick Company, Water-

loo, Iowa.

COMPETENT watchmaker: young man
preferred, and one who understands the

filling of material orders; permanent position
to the right man; reference required. Eliassof
Bros. & Co., Albany, N. Y.

FIRST-CLASS watchmaker with reference;
also good job and clock man, one that can

engrave preferred; state particulars in first
letter; all letters answered. Fred Pauli,
Pontiac, Mich.

EXCEPTIONAL opportunity for a high class
watchmaker, salesman, jeweler and engraver,

to buy interest in best store in city of 14,000,
state of Iowa; business well established, and
making big money; will sell up to 3,i in
order to get good steady man, who has little
money, and wants to draw down $3,000 per
year or more (earnings and salary). Address
Imes, Marshalltown, Iowa.

YOUNG man to do jewelry repairing, clock
work, and assistant watchmaker; good

opportunity to advance. Howard Thomas,
Wenatchee, Wash.

FIRST-CLASS jeweler who can also engrave;
state salary expected and reference with

first letter. Andrews Jewelry Company,
Tacoma, Wash.

WE want a second watchmaker; one who is
a fine engraver; send samples and state salary

In first letter. A. C. Taylor & Son, Cedar
Rapids, Iowa.

WATCHMAKER-capable of waiting on
trade; state salary and experience in first

letter. "P 465," care Keystone.

FIRST-CLASS jeweler, optician and engraver,
about October 1; steady employment and

must be sober and good recommendation,
state price wanted. .1. W. Bader, Blytheville,
Ark.

FIRST-CLASS watchmaker experienced in
railroad inspection service; salary $125 per

month; send references, experience, age in first
letter. We want a man quick. A. Graves
Company, Memphis, Tenn.

WE have steady position for first-class watch-
maker and engraver who can wait on trade

and sell goods. Must be of good address and
best recommendation. Chapman & Armstrong,
224 Main street, Galesburg, Ill.

HELP WANTED

BY October 1, jeweler and engraver willing to
do clock repairing and act as salesman when

needed. No cigarette fiend or boozer need
answer. H. C. Parsons, Water Valley, Miss.

WANTED
UNDER THIS HEADING THREE CENTS PER WORD

I WANT fine pearls and baroques, and will pay
the best, spot cash prices for them; estab-

lished here 1888; references Bradstreet, any
bank here. VI. L. Bowen, Fort Madison, Iowa.

PARTNER with $2,000 to $6,000 to take in-
terest in fine jewelry business in county

seat city of 2,000; more than I can do and want
a good jeweler to help; big fall business; write
at once. J. A. Crossman, Fairview, Okla.

WANTED to buy jewelry stock; send surplus
stock to me and get money by return mail.

Emil Noel, 541 East Forty-sixth place, Chicago,

ROOM or part, for watchmaking and refract-
ing. "R 407," care Keystone.

SALESMAN wanted: to carry as a side line a
legitimate and good selling article; good

commission; see advertisement page 1675 this
issue.

WANTED-jewelers chronometer; one with
electric flasher preferred. Robert B. English,

New Castle, Pa.

WANTED to buy, wall case, screen, bench,
good sized poet sign, crystal and repair

cabinets, etc. What have you? Write condi-
tion, description and price. W. F. Crow,
Hope, Ark. 

WATCH glasses and cabinet, also polishing
lathe. H. E. Randall, Schenectady, N. Y.

WATCHMAKER'S roll top bench, also foot
polishing lathe. A. V. Johnston, 182 Pearl

street, Cambridge, Mass.

SALESMEN calling on the jewelry trade to
handle as a sideline a quick selling specialty;

liberal commission; state what territory you
cover and references. Royal Metal Manu-
facturing Co., 2318 South Western avenue,
Chicago. 

SECOND - HAND Rex engraving block.
Watchmaker, Box 127, Monongahela, Pa.

FOR SALE
UNDER THIS HEADING THREE CENTS PER WORD

Stores, Stocks and Businesses

JEWELRY store: whole, or half interest
with managementi, North Carolina; 6,000

population. • S 481, care Keystone.

ESTABLISHED jewelry and optical store, in
best town in eastern Colorado county seat;

population 4,200; stock, new, clean and up-to-
date; invoice about $2,000; want to get out
by September 1. "M 483," care Keystone.

JEWELRY store in the best town in southern
Illinois; population 4,000, increased 2,000

In the last year, will be 8,000 in 8 more years;
coal mining; pay roll $76,000 every two weeks;
will be over $100,000 in another year; stock is
all new; invoice about $3,600; can reduce to
any amount; must sell between this date and
February 1, 1913; a snap for someone; only
jeweler in town; satisfactory reason for selling;
If sold now, will stay with you over the holi-
days. "P 479," care Keystone.

GOOD paying jewelry store; Iowa county
town; only optician; all work one can do;

last year receipts $6,800; light competition;
good reason for selling; will give liberal dis-
count for cash; must sell by January 1.
"J 480," care Keystone.

THE only exclusive jewelry-optical business
In Texas county seat town of 8,000; $7,000

stock, $4,000 to handle; $18,000 business last
year; big income assured for a man who is a
watchmaker and optometrist; old established,
clean reputation, can give satisfactory reason
for wanting to sell. Address P. 0. Box 614,
Dallas, Texas.

JEWELRY stock of 8,500, located in central
Illinois, for sale. "B 461," care Keystone.

ONE of the best little jewelry stores in health
resort town in western North Carolina; reason,

lack of capital to properly stock ft; plenty of
repair work; low rent; long lease on main
street; do not write unless you mean business.
"A 486," care Keystone.

DUE to the death of A. Rothermel, veteran
jeweler, of Connersville, Ind., a manufactur-

ing town of 10,000, a splendid and complete
stock of up-to-date jewelry and ac, essories
are offered for sale by the Administratrix.
This stock must be sold in a few days. Eliza-
beth M. Chester, Adm.

FULLY equipped, up-to-date optical business
In New York City; receipts nearly $9.000 a

year; inquiry invited. "F 471," care Keystone.

FOR SALE

Stores, Stocks and Businesses

GOOD jewelry business in best town of 3,000
in California: stock $1,200, sales $4,000 per

year, must sell on account of failing eyes. Can
reduce stock if necessary. " M 412, 

, 
' care Key-

9tnne.

ON account of long illness, am forced to sell a
paying jewelry business; population 4,000,

railroad division, and repair shops; have
watch inspection 660 men, monthly pay roll
$80,000; repairs $176 per month; stock and
fixtures. $4,600, or will sell fixtures and heavy
goods; chance of a lifetime for a good watch-
maker. Lock Box 157, Roseville, Cal. 

A 1 PAYING jewelry store in western Penn-
sylvania; watch inspection for railroad; all

repairing one man can do; good reasons for,
selling. 'G 470," care Keystone. 

JEWELRY, optical and china store; good
Ohio railroad town; 3,450 population; stock,

fixtures and material about $3,600; bench
work over $100 per month; sales $6,000 per
year; reason for selling failing eyesight.
"B 463." care Keystone. 

FIRST-CLASS jewelry business in western
New York town of about 1,200 inhabitants;

stock about $2,000; failing health cause.
Address L. Francis. Castile, N. Y. 

ESTABLISHED three years. first.class repair
business in hustling county seat of 16,000,

for sale; only four of us here; a great chance
for one with money to put in stock for Decem-
ber; my repairs never run below $86 a week;
poor health cause for selling. "A 478," care
Keystone. 

LOOK HERE, I will sell my corner business
block in a Ohio town of 2,000 for $2,900,

providing you take my fixtures at $450; this
Includes all watch and optical records: building
is 39 x 963§ feet; contains three stores and
fifteen living rooms, bringing in a rental of
$460 per year; one other jeweler. "I 467,"
care Keystone. 

FIRST-CLASS jewelry store for sale in pros-
perous California town of 3,000; best loca-

tion; bargain. Write owner, "H 464," care
Keystone.

BEST paying jewelry and optical business in
Alabama; no competition, only jeweler In

county; clean reputation, well established;
Up to date $4,000 stock including fixtures,
tools, etc.; population about 4,000 on two
railroads; watchmaker employed; plenty of
good bench work; sales run $10,000 and is a
money maker for any man; good reason for
selling before September 20; an opening worth
investigating. "T 466," care Keystone.

STOCK and fixtures, invoice $1,750; in north
central Kansas; forced to vacate and must

sell at once; will take $1200. Don't write
unless you mean business. "M 402," care
Keystone.

GOOD clean jewelry stock in county seat town
of 5,000; invoice about $6,000, stock and

fixtures; can reduce to suit purchaser; a fine
business in best location in town; good country
to draw from; fine opportunity for a catholic.
Fumald & Co.. Carroll, Iowa. 

$1,500 TAKES manufacturing jewelers' tools,
stock of jewelry, souvenirs, post cards, Indian
goods, novelties and fixtures; best opening for
practical jeweler in Montana; 1,000 population,
on Flathead Lake, electric lights. city water,
and cement sidewalks. C. A. Wyeth, P. 0.
Box 471, Poison, Mont. 

JEWELRY, stock and fixtures. beat town in
Iowa, population 30,000; inventory $2,500;

rine location, reasonable rent, good reason for
selling, snap for some one; act quick. Box 601
Waterloo, Iowa. 

A FIRST-CLASS up-to-date manufacturing
plant In city of 286,000; doing a business of

825,000 to $30,000 a year; cheap rent; ma-
chinery, tools and fixtures coat price $11,500;
will sell for $9,000; this proposition will bear
investigation: can give good reason for selling.
"W 299." care Keystone.

OLD established business, doing $18,000
annually; low rent: 8,000 inhabitants; four

railroads; good farming section in Piedmont of
South Carolina; stock and fixtures $10,000-
will reduce and make terms to responsible pur-
chaser;; for further particulars, address P. 0.
Box 278, Cheeter, S. C. 
CHANCE for man to make money and not

half try; jewelry and optical parlor, 30
miles out of 'Toledo in Ohio; population, 960;
no opposition; lots of small towns to draw
from in all directions; best farming country in
the world, but do not have to depend entirely
on the farmers for business. Repairing averages
$75 per month; rent for house and parlor only
$11; expenses light. Will invoice about $500
and will deduct 10 per cent for cash from
invoice; every thing new; goods and fixtures
less than eight months old. Reasons for selling,
am going on the road with a newly patented
Lens Measuring Machine. If you have the
cash and want a good thing answer at once.
"S 490," care Keystone. 

GOOD clean jewelry stock in county seat town
of 3,000; invoice $6,000; stock and fixtures

can be reduced to salt purchaser; tine business
in best location in town; good country to draw
from. J. M. Earp & Son, Lamar, Mo.

FOR SALE

Stores, Stocks and Businesses

JEWELRY stock and fixtures, invoice $600; in
county seat; population 1,500; saw mill

district; only jeweler; going to California for
mother's health. Jeweler, Jasper, Texas.

ESTABLISHED jewelry business in one of
the best Arkansas towns; stock and fixtures

will invoice about $4,000; a good proposition;
for particulars write "E 474," care Keystone. 
RARE chance to buy a big paying jewelry

business in Mississippi, town of 4,500;
the owner has been in business here over five
years and has made big money and now desires
to go to city; can reduce stock to any amount
to suit purchaser; has been a jewelry store in
the present location twenty-five years and it is
the best in town and cheap rent; act quick.
"R 492," care Keystone. 

ARKANSAS is growing fast; get in line and
grow with it. Jewelry and optical business in

the best town in Arkansas; 4,000 population;
did $11,000 business last year; repair work
$125 per month; $1,500 to $2,000 will handle
the proposition; it sounds good and is a good
proposition. Box 622, Little Rock, Ark. 
BEST paying jewelry business in Iowa; popu-

lation of town 1,600; competition light;
business done 1911 $8,500; will take $3,000
to $3,600 to handle it; will take good paper
for part pay; books open for inspection, it's
a gold mine; best of reason for selling; expenses
light. Don't answer unless you mean business
and know a good thing when you see it. "P
493," care Keystone. 

PAYING jewelry business; good location,
town 5,500; healthful climate; $1,500 cash,

balance terms. Don't write unless you mean
business. Box 296, Rocky Ford, Colo.

FOR SALE
UNDER THIS HEADING TIIREE CENTS PER WORD

Miscellaneous Merchandise and
Equipment

GOOD second hand engraving machine, will
sell cheap. Koester Drug Company, Bruns-

wick, Neb.

SPECIAL tools for difficult watch work, no-
where else to be had; price list free. Fred

Freistadter, Waltham, Mass. 
52 PRACTICAL advertisements for busy

jewelers, only $1, time savers, your time is
valuable. Warner Ads Service, Lebanon, Ind.
SECOND HAND work benches, hand and

power, flat and wire rolls, anvil and block,
small foot and screw presses, one Oliver foot
power lathe, one bar annealer. (American.) one
grindstone, one electric polishing head, small
pressure blower, sand blast, one polishing dust
collector, ring bender, scale stools, foot power
polishing machine, also other tools. Leiman
Brothers, 62 F. I. John street, New York. 
EATON ENGLE engraving machine, iron
stand, three seta type; hollow ware and ring

holder; novelty holder. Full linograph outfit
for monograms and fancy letters, scrolls and
Masonic emblem BIRD; also four gravers;
cost $80. First check for $30 takes outfit.
Address P. 0. Box 255, Marshall, Okla. 
ANTIQUE grandfather's clocks, with moon;

also one all wood works ; flint lock guns.
J. Barlet, Jonestown, Lebanon County, Pa. 
10 FOOT floor case, 8 foot case with table, 5

foot tall case, lens and crystal cabinet.
Pollock, Payne, Ohio. 
HOWARD sidewalk clock, solid cast iron;

height 123.  feet to center of dial-16 feet
including sign top ornament; 40-inch dial,
raised gold numbers and hands; perfect condi-
tion; $250; worth $450. J. E. Ehrlich & Sons,
217 Broadway, N. Y. 
TWELVE walnut, purple, plush lined stock
watch trays, 11 84 x 11 Yr; practically new;fine condition; coat $2 each; first check for

$10 gets them. J. F'. Carr, Portsmouth, Ohio.
CHEAP, Hardinge Universal wheel cutter

including index plates and cutters, Hardinge
rounding-up attachment, Hardinge pivot pol-
isher and laps: all tools will fit Rivett lathe
and good as new; for full particulars write,
321 East Bucyrus street, Crestline,  Ohio. 
SOUTH BEND Demagnetizer, Kalamazoo

Loose Leaf Ledger, American Engraving Sys-
tem, Keystone 1905 to 1912. All good as new; at
great bargain; write for particulars. P. 0.
Box 277, Marengo, Iowa. 
DUPLEX engraving block, countershaft and

balance calipers, slightly used; write for
particulars. W. A. Springborg, 106 North
Washington avenue, Lansing, Mich.
MM. 

FOR SALE OR EXCHANGE
UNDER THIS HEADING THREE CENTS PER WORD

ONE Cragleith grindstone on iron stand;
one standard lens cutter, both practically new.

Want an electric polishing motor, A. C. 110
V. Lenses or frames. H. L. Dodge, Anacortes,
Wash.
MOTORCYCLE: fine condition; cost $200;

for jew9lry value $150; a bargain; for particu-
lars address "B 460," care Keystone.

FOR SALE OR EXCHANGE

EATON & GLOVER engraving machine;
[iron stand, four sets of type attachments to
do any kind of engraving; cost $100; will sell at
a discount for cash or trade for movements or
gold cases. J. R. Hafstrom, Morocco, Ind.

AUTOMOBILE for sale: $2,000; 40 H. P.;
two passenger stayer roadster, sixty miles an

hour, good as new; $1,200 cash or would con-
sider trade for diamonds, watches or jewelry.
R. D. Macdonald, Urns, Ohio.

A GASOLINE LAUNCH, twenty-six feet long
and four feet beam; a fifteen horse power

Esd Motor; a brand new boat. What have
you? J. M. Watson, Golconda, Ill.

$65 OPTICIAN'S trial case, watchmaker's
lathe and foot wheel; want motorcycle or

B flat cornet. Charles M. Doty, Greenwich,
Ohio.

DESIRABLE residence view lots in Seattle to
exchange for stock of watches and jewelry,

value $8,000. Rowe, Jeweler, Sheridan, Wyo.

FIRST-CLASS motorcycle offered in exchange
for American watches, gold iewelry, or

diamonds. Charles S. Ford, Dalton, Mass.

$2,250 EQUITY in nine room house, located in
Charleston, Ill., exchange for jewelry store,
"S 491," care Keystone.

BEST TOWN in Arkansas: 4,000 population;
did $11,000 business last year; $126 repair

work per month; can be conducted on $1,500 to
$2,000 cash; sounds good and is good. Pur-
chaser should be jeweler and optician, but
jeweler can make grand success here. Would
trade for Arkansas real estate. "L 489,"
care Keystone.

SPECIAL NOTICES
UNDER THIS HEADING THREE CENTS PER WORD

LOST in the mail or =silent to some other
jeweler, one package containing one old style

photo brooch with a picture on either side, one
bar pin, crescent brooch, and locket. Return
same to William W. Smith, Dublin, Ga.
Reward given.

HIGHEST cash prices paid for diamonds
and watches; immediate returns made, bank

references given. M. 'raison, Masonic Temple,
Chicago, III.

I PAY 20 per cent more than any one else
for your surplus diamonds, watches and

jewelry; money sent by return mail; bank
references. Emil Noel, 641 East Forty-sixth
place, Chicago Ill.

BUSINESS NOTICES
UNDER THIS HEADING THREE CENTS PER WORD

OLD English and Swiss key-wind cases changed
to take American stem wind move ■-tents;

hunting cases changed to open-face. Art
Watch Case Company, 8 North State street,
Chicago.

I WILL buy your diamonds and watches and
pay you liberal spot cash; money by return

mail. M. Iralson, Masonic Temple, Chicago.

I PAY the highest prices for watches, diamonds
and jewelry. Send stock at once, no matter

how large or how small, and get money by
return mail. All kinds of references furnished
upon request. Emil Noel, 641 East Forty-
sixth place, Chicago, Ill. 

OLD cases restored to look like new; Roman
and satin finishing. Art Watch Case Com-

pany, 8 North State street, Chicago. 

DIAMONDS at great bargains, $45 per karat
and up; mounted rings and other diamond

jewelry bought from private people sold at
half the regular price. Sent on memo. bill to
rated dealers. Sold for cash only. Dan I.
Murray, Broker, 3 Maiden Lane, New York. 

ARE you making $5,000 per year, brother
jewelers? If not, you are losing time; men
without ability running cheap restaurants make
that and more per year; let me tell you how.
I unfold this little secret to only one jeweler
in a town; be first, write today, it will be
money to you. Dan I. Murray, 8 daiden Lane.
New York. 

ELGIN Horological School, the oldest and most
practical school for watchmakers, send for

catalogue to Elgin Horological School, Elgin, Ill.

FOR first-class work and prompt service, try
Art Watch Case Company, Champlain Bldg.,

8 North State street, Chicago.

PEARLS wanted; ship direct to me and get
the highest Market price; largest buyer of

slugs in United States; prices quoted. W. L.
Gardner, Im Claire, Iowa, Western pearl head-
quarters 

WE buy American pearls and slugs, fine large
pearls and slugs our specialty. Send goods

for an estimate and we will report same day
goods are received; references, any bank in this
city. Blank & Co., Jewelers, 328 West Second
street, Davenport, Iowa. 

SEND your watch-case repairing to Art Watch
Case Company, 8 North State street, Chicago.

BUSINESS NOTICES

DO you want to make $25,000 profit in 90
days? If you have a large jewelry store in a

good-sized city I can tell you how. I made
$12,000 profit for a jewelry house in Cincinnati
in 69 days, and I can do it for you, Mr.
Jeweler. Write me in confidence; all letters are
answered personally by me. Dan I. Murray,
8 Maiden Lane, New York.

FOR RENT
DAYLIGHT SPACE i n
Columbus Memorial Building
north windows, fine vault for diamond
importer or manufacturer's represen-
tative. L. M. STONE
31 North State Street, CHICAGO,

HAVE YOU SEEN?
AVERBECK'S NEW CATALOG
IF YOU ARE A RETAIL JEWELERAND
WANTSELLERS SEND FOR IT-

GOODS OF THE UNCOMMON SORT

MIAYERBECKIlt%ARTEIP10.11MAIDNIANNY

ST. LOUIS WATCH CO.

EXPERT WATCH MAKERS
TO THE TRADE

PROMPT SERVICE LOWEST PRICES
Complicated Watches Skilfully Repaired

(20 Years Experience)
ORIEL BUILDING ST. LOUIS, MO.

Trade Watch Repairing
A Well Equipped Shop

Skillful Workmen
Right Prices and Prompt

Return*

C. H. KNIGHTS-
THEARLE CO.
Columbus Bldg., CHICAGO

SOUVENIRS
utomnLile Name Plates, Watch Fob.,

Flag Pins, Seals, Tie Clips. Prompt
Attention Given to Special Orders.

WRITE FOR ESTIMATES
All shades of Enamel constantly on hand.

CARPENTER & WOOD, Manufacturers
14 Calendar St., Providence, R. I.

KANSAS CITY
Watchmaking and
Engraving School
This is the school you should attend.
Investigate it I Send for our new art

• catalogue, it's free for the asking and
explains fully our courses and methods
of instructions, together with some
excellent samples of engraving. : : :

OSCAR W. DREYER, Principal
815 E. 12th St. : Kansas City, Mo.

MR RETAIL JEWELER

0 YOU WANT
SELLERS

The Un-Common Sort
at Manufacturers Prices

IF SO CALL OR WRITE

.J.AVERBECK
Manufacturer Importer

e 1012 Maiden Lane . N .Y. City e

COOPER CB), SON
713 Sansom St. Philadelphia

WATCH REPAIRING FOR THE TRADE
SKILLFUL WORKMEN

ACCURATE AND PROMPT WORK
Send Trial Package

Earnest, Ambitious, Economizing Stude-sts
Prefer the

Winter School of Engraving
"Unquestionably the best," honest

and reliable
Coarse Three Months, $60.00

Write today for Catalogue and
lie•ervatiotm

Powers Bldg. Chicago,111.

The LUX MODEL WORKS
Make practical working and manu-
facturing models of clocks. witches,
meters, novelties, etc. Experimental
Work. Wheel and pinion cutting
to order. Manufacturing.
CLOCK REPAIRING FOR THE TRADE

53 East Farm St., Waterbury, Conn.

DALLAS, TEXAS
Expert Watch Repairing for the Trade

Any part of a watch will be
made to order.

A. ZIMMERLI, 1514 Main St,
High-Grade Work Our Specialty

ifisiois4
atriwork

•THE.KIND.YOU CALL-YOUR -OWN

Room 1112, Masonic Temple, Chicago, M.

EXPERT WATCH REPAIRING
TO THE TRADE

ERICHSEN, KRAUSE 6: CO.
1006-37 S. Wabash Ave., CHICAGO, ILL.

Powers Building
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Mesh Bags Repaired, Relined and Refinished
$1.00 to $1.25

We Can Repair or Replace Any Article in the Jewelry Trade. Gold
and Silver Electro-Plating and Coloring. Monograms removed from
all kinds of Silverware and Jewelry. Refinished like New.

VVRIT E FOR OUR PANIP1-1

THE GLOBE ART MANUFACTURING AFTECO.
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Cannon el Brown, Inc.
GOLD PLATING

in all of the up-to-date finishes
I BRASS PLATING NICKEL PLATING

SILVER PLATING COPPER PLATING

ELECTRO-PLATERS
IMITATION PLATINUM OXIDIZING BRONZING

Reasonable Prices
Prompt Deliveries Quality of Results

78 Friendship Street, Providence, R. I.
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I refer to Jewelers from all parts of the United States,
Wholesale Jewelers of Buffalo, N. Y. and Pittsburgh, Pa.

E. J. FORD
474 NORTHAMPTON ST., HUFWAL.0, IN. V.

Jewelry Auctioneer
All Sales Personally Conducted Correspondence Strictly Confidential

MR. JEWELER : —If you are contemplating an auction
sale read the following letter recently received by me
without any solicitation whatever.

ERIE, PA., July 6, 1912.
MR. E. J. FORD, 474 Northampton St., Buffalo, N. Y.

Dear Sir:-1 take pleasure in stating, now that two years have elapsed
since you conducted the successful sale for me, that instead of any bad
effects from the sale I had many new customers come to the store that camefor the first time during the sale, these I consider I would not likely have made had they not come from thereason they attended and purchased during the sale. While I would not advocate sales without a good reasonto give the public for holding the same, I consider that mine was a success from every standpoint and believethat it was done largely to the spirit of fairness you showed to both the buyer and to the suture, winning theirconfidence and their trade, leaving no had effects afterwards. I wish to say that I was well pleased with the

way you conducted the sale for me, and wish you success in yOUT future work. Very truly,
P. A. GOODNOUGH.

Mr. Goodnough is one of the finest and largest jewelers of Erie, Pa., his letter is one
of numerous received by me from jewelers for whom I have conducted successful
sales. If you want an auction on the above lines, don't wait, write me now.
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WATER BURY,
CONN.

IVEANUFA
CIURERS

OF HIGH GRADE
GERMAN SILVER BRONZE GILDING METAL
PLATERS BARS LOW BRASS AND OTHER SPECIAL

ALLOYS IN SHEETS AND ROLLS
Quick D ELIVER I ES

MONOGRAMS FOR GIFT GOODS
The engraver's harvest time is now at hand. Practically every gift this seasonwill call for a monogram, and the engraver will have need of every aid tofacilitate his work. One of these which is especially valuable is

THE KEYSTONE
PORTFOLIO OF MONOGRAMS
a collection entirely different from those in common use.
Novelty, even in engraving, is now in demand, and this
is furnished in the portfolio. It contains one hundred
and twenty-one original designs of one, two and three
letters printed from steel plates on stiff, durable paper.
The price is merely nominal.
Sent postpaid to any part of the world on receipt of price, 50 cents

Published by

THE KEYSTONE PUBLISHING CO.
809-811-813 North 19th Street PHILADELPHIA, PA.

L. L,ELONG & BROTHER
Gold an Silver REFINERS, ASSAYERS an

SWEEP SMELTERS111111
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BULLION SOLICITED

SMELTING FOR
THE TRADE

SWEEPINGS
OUR SPECIALTY

Prompt attention given to
Old Gold and Silver forwarded to Its

by mail or express

Southwe.st Corner
I-Ialaey ani Marshall Sta.

Nevvark, IN. J.

There is an art in selling
as well as in making
String Pearls
Years of experience have enabled us to master both
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LA TAUSCA Pearls are the perfected product of the pearlmakers' art, made by our parenthouse, Martin Low & Taussig, at 197 Rue du Temple, Paris.
In everything which makes string pearls desirable, LA TAUSCA Pearls are supreme. In color, lustre andsheen, each quality reproduces with wonderful exactness the appearance of the pearl it duplicates.
This is why LA TAUSCA Pearls appeal to the feminine eye, with its sure instinct for what is refinedand elegant.

The Low-Taussig-Karpeles Company, the American firm, have for years, studied the problems of selling string pearls to theconsumer. The results of this study are contained in our new booklet called "Selling Helps.
As a live retailer, you should have a copy.

This coupon brings it, or if you prefer, write on your own letterhead.

The Low-Taussig-Karpeles Co.
"The House that made string pearls popular"

PROVIDENCE PARIS NEW YORK
ADDRESS ALL COMMUNICATIONS TO PROVIDENCE

THE LOW-TAUSSIG-KARPELES CO.
PROVIDENCE RHODE ISLAND

Gentlemen:
You may send me your new booklet, " Selling Helps."

Name

Address
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Mesh Bags Repaired, Relined and Refinished
$1.00 to $1.25

We Can Repair or Replace Any Article in the Jewelry Trade. Goldand Silver Electro-Plating and Coloring. Monograms removed fromall kinds of Silverware and Jewelry. Refinished like New.
WRITE FOR OUR PAMPHLET

AFTER

THE GLOBE ART MANUFACTURING CO.
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I Cannon C.? Brown, inc.
GOLD PLATING

in all of the up-to-date finishes
BRASS PLATING NICKEL PLATING

SILVER PLATING COPPER PLATING

ELECTRO-PLATERS
IMITATION PLATINUM OXIDIZING BRONZING

Reasonable Prices
Prompt Deliveries Quality of Results

78 Friendship Street, Providence, R. I.
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I refer to Jewelers from all parts of the United States,Wholesale Jewelers of Buffalo, N. Y. and Pittsburgh, Pa.

E. J. FORD
474 NORTHAMPTON ST., BUFFALO, N. V.

Jewelry Auctioneer
All Sales Personally Conducted Correspondence Strictly Confidential
MR. JEWELER :—If you are contemplating an auction
sale read the following letter recently received by me
without any solicitation whatever.

ERIE, PA., July 6, 1912.ME. E. J. FORD, 474 Northampton St., Buffalo, N. Y.
Dear Sir,-1 take pleasure in stating, now that two years have elapsedsince you conducted the successful sale for me, that instead of any badeffects front the sale I had many new customers come to the store that camefor the first time during the sale, these I consider 1 would not likely have made had they not come from thereason they attended and purchased during the sale. While I would not advocate sales without a good reasonto give the public for holding the same, I consider that mine was a success from every standpoint and believethat it was done largely to the spirit of fairness you showed to both the buyer and to the store, winning theirconfidence and their trade, leaving no bad effects afterwards. I wish to say that I was well pleased with theway you conducted the sale for me, and wish you success in your future work. Very truly,

P. A. GOODNOUGH.Mr. Goodnough is one of the finest and largest jewelers of Erie, Pa., his letter is oneof numerous received by me from jewelers for whom I have conducted successfulsales. If you want an auction on the above lines, don't wait, write me now.
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GERMAN SILVER BRONZE GILDING METALPLATERS BARS LOW BRASS AND OTHER SPECIAL
ALLOYS IN SHEETS AND ROLLS

QUICK DELIVERIES

MONOGRAMS FOR GIFT GOODS
The engraver's harvest time is now at hand. Practically every gift this seasonwill call for a monogram, and the engraver will have need of every aid tofacilitate his work. One of these which is especially valuable is

THE KEYSTONE
PORTFOLIO OF MONOGRAMS
a collection entirely different from those in common use.Novelty, even in engraving, is now in demand, and thisis furnished in the portfolio. It contains one hundredand twenty-one original designs of one, two and threeletters printed from steel plates on stif, durable paper.The price is merely nominal.
Sent postpaid to any part of the world on receipt of price, 50 cents

Published by

There is an art in selling
as well as in making
String Pearls
Years  of experience have enabled us to master both
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THE KEYSTONE PUBLISHING CO.809-811-813 North 19th Street PHILADELPHIA, PA.
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Gold an Silver REFINERS, ASSAYERS an
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BULLION SOLICITED

SMELTING FOR
THE TRADE

SWEEPINGS
OUR SPECIALTY

Prompt attention given to
()1(1 Gold and Silver forwarded to us

by mail or express

LA TAUSCA Pearls are the perfected product of the pearlmakers'house, Martin Low & Taussig, at 1 97 Rue du Temple, Paris.
In everything which makes string pearls desirable, LA TAUSCA Pearls are supreme. in color, lustresheen, each quality reproduces with wonderful exactness the appearance of the pearl it duplicates.This is why LA TAUSCA Pearls appeal to the feminine eye, with its sure instinct for what is refinedand elegant.
The Low-Taussig-Karpeles Company, the American firm, have for years, studied the problems of selling string pearls to theconsumer. The results of this study are contained in our new booklet called "Selling Helps."
As a live retailer, you should have a copy.
This coupon brings it, or if you prefer, write on your own letterhead.

art, made by our parent

and

The Low-Taussig-Karpeles Co.
PROVIDENCE PARIS NEW YORK

ADDRESS ALL COMMUNICATIONS TO PROVIDENCE

THE LOW- TAUSSIG-KARPELES CO.
PROVIDENCE RHODE ISLAND

Gentlemen :

You may send me your new booklet, " Selling Helps."

Southwest Corner
1-icasey an  /Wit-shall Sts.

Newark, N. J.

Address



Young married people are the big

buyers of plated ware. They prefer

COMMUNITY
SILVER

because it expresses their ideals--
it is modern, snappy and attractive

ONEIDA COMMUNITY, LTD., ONEIDA, N. Y. 
NEW YORK, 15 Maiden Lane
CHICAGO, 10 S. Wabash Ave.
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Death of Charles Sumner Dennison

Jewelers Organized Against Smuggling

Program of the Maine Association Meeting
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A Plea for Fixed Prices
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A Good Watch

A GOOD watch to have in stock is
the 13. W. Raymond 21 jewels, either 18 size

or 16 size. It will sell readily, because every rail-
road man knows the name and reputation of the
B. W. Raymond. Its established price of $33.00
assures your profit on every sale.

B. W. RAYMOND 18 SIZE
Hunong—Ofien Face

21 di;tmoml. ruby and sapphire Jewels. Lever
setting. Gold jewel settings. DOESI,E-ROLLER
ESCAPEMENT, with STEEL ESCAPE NV EEL. Ex-
posed sapphire pallet stones. Pallet arbor
cone-pivoted and cap-jeweled. Escape pinion
cone pivoted and cap-jeweled. Compensating
balance. Breguet hair spring. with micromet-
ric regulator. Adjusted to temperature. iso-
chronism and live positions. Safety barrel
with spring box rigidly mounted on bridge.
Exposed winding wheels. Patent recoiling
click and self-locking setting device. Dust
ring. Double-sunk glass enamel dial. I'lat es
beautifully d an ask ee ned $

45 00an difidd y It Engrav-
ing inlaid with gold. price.. •

B. W. RAYMOND 16 SIZE
Ofien Face Only

21 ruby and sapphire jewels. Lever setting.
Gold jewel settings. Dou BLE- BOLLER Es-
CAPEMENT, with STEEL ESCAPE WHEEL Ex-
posed sapphire pallet stones. Pallet arbor cone-
pivoted and cap-Jeweled. Escape pin ion cone
pivoted and cap-Jeweled. Commits:It i ig bal-
ance. Breguet hair spring, with micrometric
regulator. Adjusted to temperat ure, isochro-
nism and five positions. Safety barrel with
spring box rigidly mountedon bridge. Exposed
winding wheels. Patent recoiling click and
self-locking setting device. Bust ring. Double-
sunk glass enamel dial. Plates beautifully
damaskeened and finely fin-
ished. Engraving ininta 

$45.00with gold. Price 

Electrotypes or halftone cuts of the B. W. gaymond 21 jewels, fur-
nished free to jewelers for advertising purposes.

ELGIN NATIONAL WATCH COMPANY
ELGIN,

9—Kry.

A A

ILLINOIS
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A "Cinch" for time A "Cinch" for price A "Cinch" for Resale A "Cinch" for profit

CINCH INTERMITTENT ALARM
"The Clock With the Bell Inside"

Stem Shut-off

PRICE TO RETAIL TRADE
Case Lots (50 clocks) . . . Each, 77 cts.
Small Lots . . . . . . Each, 79 cts.

Subject to 6 per cent 10 days

These prices apply only to the territory east of the Rocky Mountains

Name 7f dealer printed on the dial (east loll) without additional charge

Ingraham Clocks sold only through jobbers. If your reg-
ular jobber does not stock CINCH Clocks, write us.

Alarm released by raising ball
Alarm stopped by pressing ball down

THIS CUT ACTUAL SIZE OF CLOCK

Diameter of case 4!/2 inches, Seamless Brass, Nickeled and highly polished.

Bell enclosed within the case.
Alarm Rings Alternately every 15 seconds for 10 minutes.
Alarm released by raising ball. Alarm stopped by pressing ball down.

(SEE CUT AT TOP)

Every clock is thoroughly tested before it leaves the factory and is warranted a first-class timekeeper
Packed 50 clocks in a box, each clock in a separate pasteboard box

THE E. INGRAHAM COMPANY
BRISTOL, CONN.



A Good Watch

-/X GOOD watch to have in stock isthe B. W. Raymond 21 jewels, either 18 size
or 16 size. It will sell readily, because every rail-
road man knows the name and reputation of the
B. W Raymond. Its established price of $33.00
assures your profit on every sale.

B. W. RAYMOND 18 SIZE
Hunttng—OPen Face

21 (1E1E101111. Ml IA' 11/1(1 S:1111)111 E0 jPW1`1S. LOVPI.
SP( t I kikd jewel settings. D011111,E-ROLLER
ESCAPEMENT, With STEEL ESCAPE WHEEL. Ex-
posed sapphire pallet stones. Pallet an or
cone-pi '(>l (1 and cap-jeweled. Escape pinion
C000 pivoted and cap-jeweled. Compensating
balarn.e. Itreguet hair spring. with micromet-
ric regulator. Adjusted to temperature. iso-
chronism and 11%111 positions. Safety barrel
with spring 1)ox rigidly mounted on bridge.
Exposed winding wheels. Patent recoiling
C lick and self-locking setting device. Dust
ring. Double-sunk glass enamel dial. Plates
beautifully d a in ask ('o ned $A
and finely finished. Engrav- -1-;_)• VInt:inlaid Wit h gold. price..

B. W. RAYMOND 16 SIZE
OPen Face Only

21 ruby a101 sapphire jewels. Lever setting',
GOk ;I /tor nix- Itom.EIE Is-
CA

i PWil settings. 1
PEM ENT, Wit. h STEEL ESCAPE'. \V ii Ex-

posed sapphire pallet stones. l'al let a rhorcone-
pivoted and cap-jeweled. Escape pink/II ()Ile
Pivoted and cap-jeweled. Compensat ng bal-
ance. Bregnet hair spring. with in icromet
I'Vgillator. Adjusted to temperature. isochro-
nism and five positions. Safi•ty harrel with
spring box rigidly 0100 nted on bridge. Exposed
winding wheels. Patent recoiling click and
self-locking set ling de v he. Dust ring. Double-
sunk glass enamel dial. Plates heautifully
damaskeened and finely fin- $

45.00ished. Engraving inlaid
Ivith gold. Prk.e 

Electrotypes or halftone cuts of the B. W• Raymond 21 jewels, fur-
nished free to jewelers for advertising purposes.

ELGIN NATIONAL WATCH COMPANY
ELGIN, ILLINOIS

9—Kry.
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A "Cinch" for time A "Cinch" for price A "Cinch" for Resale A "Cinch" for profit

CINCH INTERMITTENT ALARM

PRICE TO RETAIL TRADE
Case Lots (50 clocks) . . . Each, 77 cts.
Small Lots . . . . . . Each, 79 cts.

Subject to 6 per cent 10 days

These prices apply only to the territory east of the Rocky Mountains

Name 2f dealer printed on the dial (cast lots) without additional charge

Ingraham Clocks sold only through jobbers. If your reg-
ular jobber does not stock CINCH Clocks, write us.

SWITCH

Alarm released by raising ball
Alarm stopped by pressing ball down

THIS CUT ACTUAL SIZE OF CLOCK

Diameter of case 4 inches, Seamless Brass, Nickeled and highly polished.

Bell enclosed within the case.
Alarm Rings Alternately every 15 seconds for 10 minutes.
Alarm released by raising ball. Alarm stopped by pressing ball down.

(SEE CUT AT TOP)

Every clock is thoroughly tested before it leaves the factory and is warranted a first-class timekeeper
Packed 50 clocks in a box, each clock in a separate pasteboard box

THE E. INGRAHAM COMPANY
BRISTOL, CONN.
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G. L. P. CO.
G.L.P. Co., the Manufacturer Whose Goods Have Created
Absolute Confidence with the Entire Jewelry Industry

Every Bracelet Manufactured by G. L. P. Co. is made from 1 1 0 Gold Stock, and when
the retail jeweler sells one, he can give his guarantee with the sale.

To Further Protect the Trade, so there is no chance of purchasing other makes of jewelry
because they are on the G. L. P. Co.'s cards we stamp every piece of
goods made by us—G. L. P. Co.

This is the Strongest Guarantee Possible in safeguarding the interest of all the jewelry trade.

GEO. L. PAINE CO.
New York Office, 9 Maiden Lane amnatZlic, North Attleboro, Mass.

1695

G P CO
Design, Quality and Finish

Have Always Been the High Standard of Our Goods. The retail
jewelers, who, through their jobber, handle goods
manufactured by G. L. P. Co., make for them-
selves satisfied customers.

We Are Anxious, Naturally, to supply that increasing demand
for goods manufactured by G. L. P. Co. 3 but
under no circumstances will we allow even a single
piece of jewelry to leave our factory, unless it has
that finish that has always characterized our goods.

To Get This Same Finish it takes time, and the retail jewelers
should insist on their jobbers showing them a com-
plete line of our solid-gold front lapped work, also
gold-filled, as early as possible and before our out-
put is entirely sold up for this coming fall.

GEO. L. PAINE CO.
New York Office, 9 Maiden Lane nacinZirC, North Attleboro, Mass.
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Just Another of the splendid procession of Bassett crea-
tions Courts comparison in design, workmanship and ;
general effectiveness with goods costing much more. Add
it to your line of Men's Jewelry. Display it. Made in 10-

t Karat, and can be retailed satisfactorily for about $24.00.

4.

* g
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4.
4.

No. 5293

4.

ABORN AND MASON STREETS PROVIDENCE, R. I.

4. NEW YORK

CAA _deo

'LOOKS ilaikurciai6 LESS''
°7

This is the Space to Watch for Brand
New Goods at Popular Prices

THE BASSETT JEWELRY CO.

It•••*-4).0•4>ot,c-o43,4,0t,c,t,•••441 37 Maiden Lane

MINNEAPOLIS CHICAGO

1116 Lumber Exchange 510 Columbus Building
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FORGET THE PRICE

7//
a„.„.>-<71111.111-11111111-4

Compare our circle

with one of any other make.

Weigh them. See who gives

you the most gold.

Compare the engine-turning. See

who gives you the finest engine-turning.

Compare the finish. See which has the
better finish.

Then remember the price, and you will

realize why our factory is behind its

orders on this splendid novelty.
May we have your

order?

The Harvey J. Flint Company
V.

'MADE MA Fifty-nine Page Street PROVIDENCE, R. I.

Ill=JD  11 IL liJI  

1=0

GOLD SHELL RINGS
Let Us Send You Samples Through Jobber

9
,

AlIZ ''Ltio

T'AP

111111111111111111illIll
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Our line is acknowledged

superior in design and variety

The Finish stands pre-emi-

nently prominent. If your

trade can use Gold Shell

Goods better investigate

our Quality and Prices.

We make:

Gold Shell Seamless Rings,

Studs, Emblems, Ear Knobs,

Scarf Pins, Link Buttons, etc.

Write for further particulars.

.)•The Morgan Jewelry Co.
.®:

62 Page Street, Providence, R. I. IN 911,;IR 
Manufacturing Jewelers

11

 orA
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SELLERS i
Attractive Photo Frames

No. W121—Photo Frame Assortment

The Ladies' Don't Have to Be Coaxed to Buy These
Assorted Sizes; Gold Inlaid and Plain

Oval, Round, Square, Oblong
6 Inches, 5 inches, 4 Inches High, Etc.
Ten Photo Frames—Every One a Seller

Retail Price, 35c to $1.50 each

DON'T DELAY YOUR ORDER!

Order

these

assort-

ments

today

sure

White Parisian Ivory Clocks

No. W122—Clock Assortment
Six Dainty Styles!

Parisian Ivory Clocks
For Desk, Dresser or Traveling

Good Time Keeper
No Need to Say It's a Big Seller
Retail Price, $1.00 to $1.50 each

SEND IN YOUR ORDER TODAY

GENTS' TRAVELING SET

W108—Five-piece,

Solid Parisian Ivory

Hinged Case, 7x37ii

inches; high-grade

articles; nail scrub,

lather brush, soap

box, tooth brush,

tooth powder box,

neat and compact;

splendid value.

LADIES' MANICURE SET

W109 —Six-piece,

Solid Parisian Ivory

Hinged Case, 7x3N

inches; high-grade

fittings; buffer, file,

cuticle, corn, sciss-

ors, powder box ;

neat and compact.

..7: M. J AVERBECK 
..=E . _.===--- Manufacturer and Importer

10-12 Maiden Lane 
=

NEW YORK
I

_
=
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EXAMINE•OUR•JOINTS•&•RIVETS
WITH •A•MAGNIFYING• GLASS

SOLID GOLD
JOINTS

AND RIVETS

Quality for Quality—Design for Design
There is nothing in the jewelry field that can compare
with our line of LOCKETS.
We stand between you and excessive prices.
We sell direct, eliminating the middleman's profit and
save you from 331/3 to 751/ on all lines of jewelry.

frAw
TRADE•MAF0(

2230

1 04

2207 14
We carry a very large assortment of salable jewelry.

LET US SEND YOU SAMPLES AND QUOTE PRICES
The variety includes a complete line of

CHAINS FOBS BRACELETS CHATELAINES BEADNECKS PENDANTS LOCKETS

cJIANDAZ • CHAIN • CO.
PROVIDENCE + RI I.: U.S.A.

W

714•01•4•
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Newark Knows Knows How
And at the forefront of Newark's many

noteworthy industrial achievements stands

the well known factory of

Krementz & Company

the largest in the world, making high

grade jewelry exclusively.

Water Will Not Run Up Hill
Neither will the goods manufactured rise superior to

the factory in which they are made or to the men who

make them.

Every Article Made in the Krementz Factory

is as nearly perfect as it is possible to manufacture,

from the finest Gold and Platinum Jewelry, set with

precious stones, to the inexpensive yet nevertheless

highest grades,

Krementz Rolled Plate Collar Button.
Krementz Collar Buttons are the Standard of Collar

Button Perfection. In addition to our line of High-

est Grade Jewelry, and to the Famous Krementz

Collar Buttons that have a world wide demand, we

manufacture the following specialties—the best and

most mechanically perfect in design and manufacture

of any articles made for the purpose.

Krementz Cuff Buttons
One Piece Bean and Post

are
be put to.

1■11M

unbreakable in the severest wear-test they can =

Krementz Bodkin-Clutch Studs
and Vest Buttons

Go in Like a Needle and Hold Like an Anchor.

Fuller Information and Booklet on Request.

If your jobber does not handle this line write us and

we will give name of one who does.

If no salesman showing these goods reaches you we

will be only too pleased to send you a selection package

if you write direct to us.

Krementz & Company
NEWARK, N. J.

NEW YORK SAN FRANCISCO

286-288 Fifth Ave. 722 Shreve Bldg.

PARKS BROS. & ROGERS, Providence, R. I., Selling Agents

to Jobbing Trade for United States and Canada.

AWNI1W

11■10
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Just a few of The
Hussey Co. medium
priced guaranteed
goods made to retail
at from 35 cents to
$1.75 and show a
handsome profit.

.74(

THE STOLEN HORSE
After the horse is

stolen it's too late to
lock the barn.

Horses and jewelry do
not have much in common_ ,
but we just want to refresh
your mind with what you
already well know; that
after a customer goes out
of your store with a poor
piece of jewelry, ninety-
nine times out of one hun-
dred it is too late to con-
vince the customer that
you do sell dependable
goods. That's why we are
anxious to have you sell
The Hussey Guaranteed
Jewelry.

THE HUSSEY CO.
Manufacturing Jewelers

PROVIDENCE - RIIODE ISLAND.

rrrfrIfirrrrtriitix
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E- Absolutely New Line
-g Silver Plate Close Set
E Whitestone Mounted Combs E

•■■
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Something entirely different—
Suitable for the jewelry trade

Prices range from $7.50 to $36.00 Per Dozen

The comb stock is of the very finest qual-
ity, well made and well finished, set with
brilliant, sparkling, dazzling rhinestones

SELECTION PACKAGE WILL BE
SENT TO ANY RELIABLE DEALER

We also have a new line of RHINESTONE
HATPINS of the very latest designs

Our Barette Line is a Winner
We have a STERLING SILVER
NOVELTY LINE; Consists of

BAR PINS BROOCHES
SCARF PINS. LAVALLIERES
PENDANTS EARRINGS, ETC.

WRITE AT ONCE FOR A SELECTION

— JOSEPH W. HELLER CO.
Whitestone Novelties Manufacturing Jewelers

= 144 PINE STREET :-: PROVIDENCE, R. I.
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COIN PURSES
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Engine

Turned

Engraved

Struck

Square
and

Oval

m

Send
for

Samples
on Your

Business
Letter

Head

0411•••■••••44041114

TRADE

C. B. & H.
MARK

GERMAN AND
STERLING SILVER

WE SELL DIRECT

■••••••••■••••■•••••

Just

the

Thing
to

Lure

the

Young

Folk
to

Your

Store

* toi ,

Popular

*)*

Convenient

0 0 0

Handy

*:*

Send
for

Samples
on Your
Business

Letter
Head

11144411111144.11411.1110.00

TRADE

C. B. & H.
MARK

CODDING & HEILBORN CO.
Makers of Most Up-to-date Novelties in

Sterling Silver and Gold Filled
NORTH ATTLEBORO MASSACHUSETTS

New York Office, Room 1301, 13 Maiden Lan.

1701
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With Great Pleasure

We Announce
An original and perfected
electro-plate finish as applied
to metal art and fancy goods
that surpasses
in quality,
beauty of ap-
pearance a n d
durability, any-
thing that has
ever been pro-
duced in
America or
abroad. This
finish is new
a n d original,
just out and if
it were possible
for us to im-
mediately place samples be-
fore every jeweler, art and
fancy metal goods buyer in
this country, our entire pro-
duction for the year would
be sold in 10 days. Its the

most startling and most ele-
gant finish created during the
2 2 years of our manufacturing.

rpeammammommmin..o.nnormionmmosnommemmoommunwirm.m.nannenommensum...Emmonalummontlf
ItomoutunmouninnommummunirommilmixmmmolownommnnuoniumumonnumaimmunonmmnINIIIIMIII.IMInIllIU

A

sent subject

Protect your-
self by seeing
this new and
most salable
finish before
you make a
purchase and
see it soon as
possible. Write
us and one of
o u r salesmen
will call or
samples will be

to your approval.

qi Don't wait, be first to
show what we consider the
greatest achievement in metal
plate during the past 22 years.

The Jennings Brothers Mfg . Company
SALESROOMS

NEW YORK—No. 387 Broadway
CHICAGO,— Heyworth Building BRIDGEPORT, CONNECTICUT

1111 1111 1111
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The COLONIAL DAME LINE
" The Line of Quality"

QUALITY MARK

48113,Si

Patented 1912

E- Ask your
E- Jobber for
E the COLONIAL
.1.-1 DAME LINE

LOCKETS
E: BRACELETS
= FOBS
E=

2568 !L 4492 F

48463,6

Patented 1912

Sold
only

through
Jobbers

CHARMS
.19 SCARF PINS

BUTTONS

E COLONIAL DAME Line represents EXCLUSIVE E
g STYLE, THICKNESS OF GOLD, WORKMANSHIP ..g-
g and FINISH. If your Jobber does not carry the g
COLONIAL DAME LINE, write us and selection will E

E be sent you through any reputable Jobber you specify. E-

1 BLISS BROTHERS
CHICAGO OFFICE ATTLEBORO= HEYWORTH BUILDING
Chas. P. Crane MASS.

COMPANY =
SILVENG E
NEW YORK OFFICE

RSMITH BUILDI
Edward M. Co.
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'THE PERIPERI
EXPANSIVE

=s

E-

5

E=

Made in fine grade Gold Filled and
1 Sterling.

= The expansive operation is simple and
its made to fit any size wrist.
Its the newest, latest, cleverest bit of= 

• 

bracelet lore.

BRACELET

Its more practical than the watch-bracelet.2 as many more people will buy it after
they see it.

E The combination of the Coin Holder and
Bracelet or Vanity Case and Bracelet, is
an "Inman" idea. Each bracelet comes= cased in a beautiful box.
Couple your store with

i sells.
That's

an article that

THE PERI
EXPANSIVE

Order a Selection Today

E
E
== Jewelers' and Silversmiths'g
E Novelties, Etc.
1 ATTLEBORO., : MASS.E

'The "Inman " Jointless Patent Link Mesh Bag will be a bigseller this fall. Have you a comprehensive display? If not—Order At Once.

MADE IN STERLING AND GERMAN SILVER.

• E
fill11888861888888t188118881181188881181888881811181118118881188118888881188888811818888811888188t1888188811

Two Certainties
ABSOLUTE RELIABILITY

QUICK SERVICE

1703

Two certainties which are woven into the commercial
fabric of the house of ALBERT BROTHERS. One is
ABSOLUTE RELIABILITY. The other is QUICK
SERVICE. Without them it could not have attained
the commercial standing it now enjoys. To disregard
the inferior and hold its commercial guarantee in such
high esteem as to place it only upon standard merchan-
dise of known quality and style, has been its first ambition.
To fill all orders in the shortest possible time, the second.

ALBERT BROTHERS CATALOGUE
BUILT ON THESE CERTAINTIES

How well we have succeeded in making these certain-
ties, the foundation of our catalogue, we leave to a long
list of satisfied jewelers to tell. This much is certain—
its reliability has never been questioned, while the quick
service has been a revelation to many jewelers.

Consider for a moment the advantages of using a
catalogue in which assurance is made doubly sure. No
doubts, no uncertainties, no misgivings, when you buy
from it. Beyond it there is nothing. Behind it is the
commercial integrity of the House of ALBERT
BROTHERS guaranteeing without reservation every
article between its two covers. The "Square Deal" is as
much a part of it as the paper it's printed on.
Do you want a copy ? Drop us a line.

ALBERT BROTHERS
Wholesale Jewelers

Office and Salesrooms, Merchants Bldg., Sixth Ave. between Vine and Race

CINCINNATI, OHIO

r ••

■
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0 Rajah Sterling Silver Jewelry 0

We illustrate a sample of the

RAJAH STERLING SILVER LINE
Notice its exquisite design, an out-of-the-ordinary look for a
sterling silver line. This is because the Rajah line is made by a
house that has been manufacturing nothing but platinum and
fourteen karat. Its hard to tell Rajah jewelry from platinum
for this same reason. Splendid designs, expert workmanship and
beautiful finish are embodied in the Rajah line.

Rajah Sterling Silver Jewelry
Is sold at a figure considerably under the market price.

Our salesman is coming your way and may call upon you soon.
Give him the opportunity to prove to you that what we say is
absolutely true.

WRITE NOW FOR PRICES AND SAMPLES

11
II

THE RAJAH COMPANY
MAKERS OF JEWELRY

1159 PAGE STREET PROVIDENCE, R. I. 
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DEPARTMENTS TO LEASE

MILWAUKEE'S NEW DEPARTMENT STORE
Grand Avenue, corner Second Street

Will be ready for occupancy about March 1st, 1913. The following departments to lease :
Silks, Dress Goods, Domestics, Linens, Linings, Cloaks, Suits, Waists and
Furs, Hosiery and Underwear, Gloves, Muslin Underwear, Infants' Wear and
Corsets, Fancy Goods, Jewelry and Leather Goods, House Furnishings and
Crockery, Carpets and Upholstery, Picture Frames, Artists Materials,
Stationery, Sporting Goods, Furniture, etc.

Application for these departments from capable and responsible parties will receive prompt
attention. For full information, address

LEFLY'S, 524 Caswell Block, Milwaukee, Wis.
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Dolly Madison.
TRADE MARK.

2052 ASST.

The Most Popular Medium Priced Flexible Bracelets of the Season
Main Office

Attleboro, Mass.

New York Office
9 Maiden Lane

• Chicago Office
Heyworth Building

San Francisco Office
104 Market Street

G242/1.3296

The above locket time
reminder is the same
as used on our
"CAM ILLA" extension
bracelet. The time re-
minder is placed on the
front of the locket.
You can readily set the
hands at any minute
or hour desired, as a
reminder of engage-
ments.
Greatest novelty on the
market.

Ask for BIGNEY'S new
patented articles. We are
creators not imitators. Keep
in touch with our line. We
sell the wholesale trade
exclusively.

J696
Fancy ornament set with Brilliants

The newest thing out. The " CAMILLA" EXTENSION LOCKETTIME REMINDER or score keeper. A reminder of engagements.M2284/F2416 It is most unique. Very handsome. Ask for these numbers. F2362
Our One-Eighth and One-Tenth Gold Filled "Mirror Finish" Chains Look and

••••••••••••••••••••••••••••••••0 se &ON
- 

- -

To perforate the cigar, press the
self-adjusting plunger two or three
times, turning the cigar and you get
a splendid draft. End of cigar and
wrapper undisturbed. Big sellers.

0.••••••■••••■••■•■■•••••••••■•••••••••••■■

Wear Like Solid Gold
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Nassau Household Lighter
You Ought to Know
this New NASSAU

Specialty
MADE IN AMERICA

F
OLKS find the Nassau Lighter
so convenient in pocket use that
they are now asking for Nassau

Lighters that can be distributed about the household in place of
matches.

The Nassau Household Lighter (illustrated on this page) is an
— Extra-long Lighter, mounted in a socket on an Ash-tray or Paper-

weight stand.
The Lighter fits comfortably in the socket and is easily slipped out for light-

ing cigars, pipes, lamps, gas-jets and stoves-
-

_ everything that needs a light.
= A sure light every time—and absolutely
_
_ _ It holds a specially large quantity of ben-
__
__ zine for long and constant use with one filling.
..... Nassau Household Lighters are put up
_

_. 
= in handsome display boxes as shown—con-
_

= taining the lighter, the Ash-tray or Paper-=
= weight, the Benzine can, extra tube of Spark-== and brush for cleaning the friction wheel.

Made in heavy Nickel plate, brush Brass and Silver plate—retailing at $3.50

safe.

1■11.

,■•

1■■
11•■•

MIN=

,11■11

I•■■

and upward.
These combination sets are fully protected by patents.
Feature these sets for Gifts, Souvenirs and Prizes.
Write for Trade Prices and Terms.

NASSAU LIGHTER COMPANY
30 East Twenty-third Street

NEW YORK

11■11

■■■I,

•11•■

11•■

=MIMI

1•1■1

1■11•11

1■1111

1•■•

••■

1■1••

=MEM

MEM=

1■10.

M•i■

II■11

111■11

=MIMI

OMNI=
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1■I

1■11.
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Reed &Barton
Plated flatware
A SELLING ATMOSPHERE

HEN the jeweler can talk whole-heartedly aboutthe goods he handles, he unconsciously puts intohis salesmanship that sincerity and earnestnesswhich inevitably carry conviction. Enthusiasm is catch-ing and the purchaser takes away with him a feeling ofsatisfaction in having spent his money wisely and well.
Every jeweler, knowing what Reed & Barton quality stands for,can summon an unlimited supply of enthusiasm when talking aboutReed & Barton Plated Flatware to his customers—if it is needed. Butit seldom is. With a name and a quality famous for nearly a century,and the new price schedule recently introduced, Reed & Barton Silver-ware practically sells at sight.

In addition to all this, the jeweler has the added satisfaction ofrealizing the protection that Reed & Barton always has accorded thejeweler by declining to sell to the price-cutting "outsiders"—the depart-ment store, the druggist and the hardware merchant.

WRITE TO-DAY FOR THE NEW SCHEDULE OF PRICES

REED & BARTON, Silversmiths, Taunton, Mass.

ab.
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t3,0.0 I'ointer No. 211

=:= Could You Send Out from Your
.- Store Enough Salesmen to Show
,
E , your entire line of Holiday Goods to
,_ 3000 Picked Families in Your City
._ and in A Dozen Surrounding Towns
___

, Within One Week of Christmas.?-

You Could NOT. BUT THE CATALOG CAN Do it for You
Right at the Psychological Moment at the Very Height of the Buying 

Season

The Arnstine Catalog System
Tells the People What to Buy How to Buy—Where

to Buy Just at the Time When They're Ready to Buy

These Are the Reasons Why

The CATALOG Is So
Wonderfully Powerful===- in the

Development of7=-E
Your Business

==
1■•

MIMI=

111=1•0

THE
HOLIDAYS

ARE
CREEPING

UP
vve e.stablish agencies with legitimate Retail Jevvelers only

Write at once for full particulars It's free

Our

Catalogs

are

Business

Builders

,.....viiio • ,a
3,0 ,11110riginators of The Exclusive Catalok Method for Retail jewelers

C id E,Nr E. LA N D ------ clROSE BUILDING

Inquiries

Solicited

from

Legitimate

Jewelers

IM■

■•••

•••■

IMM.=

MEM■

NI■

1•■

■1•1•11

••■•I

•■■•

■11
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NAPKIN MARKERS
MADE OF SILVER WHITE METAL

For the FALL and HOLIDAY Trade
The latest word in table furnishings

SEND for PRICES and FREE SAMPLE
WRITE AT ONCE TO

ENTERPRISE JEWELRY CO.
Dept. K 9-1 ATTLEBORO, MASSACHUSETTS

 it 

)1111111111111011■1■111441.11111l1111.1111Y11.11113111111.11.11,1111101/11 1011•11,111■=11■11.311.11111111110111111111.111011111111”.11111111111111011,1111111101111111111110.1111111111(11■11M.M111.11111.111■111.11131,M.IiliallIMILIIIIIIMUL■111 t11.1111111■1111g

Engraved 

Engine Turned

Chased, Stone Set

TIE CLASPS
BRACELETS
LAVALLIERES
LOCKETS
CHAINS
FOBS, etc.
All Stamped with this
TRADE MARK

PRICE LIST will be READY ABOUT
AUGUST 15 FOR OUR NEW LINE
OF ROSARIES. We have likewise re-
modeled our previous years' line, bringing it
right up-to-date and more attractive than
ever.

TAPLE the year 'round,
can be used to produce

sales even in dull seasons. Most
appropriate for WEDDING
GIFTS, BIRTHDAY GIFTS,
HOLIDAY GIFTS, ETC.
Our illustrated PAMPHLET
for the FALL containing a most
complete line of our goods is
yours for the asking.

WRITE FOR ONE

The W. J. FEELEY COMPANY

• . . . Vat 111•■
' AIM ' 41111/ "

THE HOUSE EMBLEMS

1.1111■Ir.0111 OMPIII101111,1111t1.111.10111/M11111111

Range of Designs Almost Infinite

856 F

$72 Doz.

New Goods

Constantly Introduced

TirneV11111111 F1111111111.1P1,111.11,1111.1...inOM.11111011.10111tX

Emblem Coat Chains

Jewelers and Silversmiths :: Ecclesiastical Art Metal Workers
182-203 Eddy Street : PROVIDENCE, RHODE ISLAND
NEW YORK OFFICE 391 FIFTH AVENUE

1882 1912

(Interchangeable Buttons)

Prize Medals and Badges

for Engraving

935 A

$12 Doz.

853 F

$72 Doz.

11111111131 IIIIIIIIIIIIIK1111111111111171111111111,01.1,111114%

Oscar E. Place & Sons Co.
PROVADENCE, R. I.

Emblem Buttons and

Pins of All Orders

Goods in Gold, Gold Plated and
Shell

Presentation Jewels

Popular Finishes, Genuine Stones
Used

851 F

$72 Doz.

3530 X

$20 Doz.

1(11111111111001111111111110111111,1111110111111111..,1111111111/101111■111111113.111111.11■111111111

IRONS & RUSSELL COMPANY

 1•1171MIK ile1111111MIMININI

GEORGE L. BROWN
COMPANY

ATTLEBORO, MASS.

P&S Trade Mark P & S
NEW YORK OFFICE:

11 Maiden Lane

Specialists in the Manufacture of Emblems

Three Complete Stocks in Three Convenient Centers

MAIN OFFICE AND FACTORY:
Providence, R. I.

CHICAGO OFFICE:
10 S. Wabash Ave.
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We Illustrate
Two Pages

Taken From Our
Catalog

Egyptian Ivory
Novelties and
Vanity Cases

SEND FOR ONE

IT'S FREE

Examination of our
goods will reveal that
for QUALITY,
F I N I S H a n d
WEIGHT they
surpass all others.

F.
F.

a.

This cut illustrates page 5 F.

The Inlaid C
Manufacturers

New York Office
33 Union Square, West

.2
_•=1

Factory - Providence, R. I.
;.-.

TIIE HOME OF EGYPTIAN IVORY

The entire Catalog is most

.E= profusely illustrated with

good salable original ideas.

It will be to your advantage

to SEND FOR ONE.

This cut illustrates page 12

We make the LARGEST

LINE of INLAID COMBS.

1111 1111 1111 1111 1111 1111 IIIJ 1111 1111 1111 1111 liii 1111 IL`
1111

A Much Talked About Line ri
The Blackinton Line of ri

ess-•■••■■•*■.**-•**.•* --....4* -......•*—.....“-***..**-....**■***--.....••-•,.....•
* 

*

GREATER VALUE FOR YOUR INVESTMENTS i

i

i

i..

i

i

ATHENA
TAKEN FROM THE GREEKS

1711
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Jewelers' Display Easels

No. 901

Easel back. Raised pad. Height 14 inches.

Width 12 inches. Price each - $2.25, Iwt.

No. 922
For Rings. Easel Back. Raised

pad. Height 15 inches. Width

10 in. Price each $2 .75, net.

STERLING
BENS

TRADE MARK

STERLING
BENS

TRADE MARK

No. 904
Easel back. Raised pad. Height
16 inches. Width 9 inches. Price
each $1.50, net.

We illustrate one pattern of several new ones that we have originated

this year. This effect comes in twenty-five different combinations.

These various new patterns sell at a popular price and offer you

GREATER VALUE FOR YOUR INVESTMENTS

QUALITY, WORKMANSHIP, WEIGHT and FINISH considered

than any other line on the market.

It is these FOUR vital points that makes the BENS line so far superior.

HAVE YOU A BENS SILENT SALESMAN ? IF NOT,

WRITE AT ONCE FOR YOURS.

All our regular customers and those that have ever bought goods of

us will receive one without requesting same.

I Let us get together for our mutual profit.

Our Salesmen have been advised to go over their territory only once,

so order when they call, as the demand is now daily increasing.

•

IAAc ccmsi

0.5 ficc,%50%.
ottrayACCiliccT

al I kkritiNiVtifk
'

4 
t I Mi

/tat
s ; „ „5

The Bags are so pleasing in appearance,
and the prices are so attractive that it El
makes an irresistible combination. Look
over our samples before you place your El
orders for the coming season.

R. Blackinton & Company
Goldsmiths, Silversmiths

C4   0: 
 liii

  —and Jewelers
111

Factory and Main Office, NORTH ATTLEBORO, MASS. al
New York Salesrooms . . . 15-17-19 MAIDEN LANE Mi

No. 903
Easel back. Raised pad.
Ileight 18 inches. Width
6 inches. Price e ac

$1.75, net.

WILLIAM BENS CO.
Providence, R. I., U.S.A.

NEW YORK.
396 Broadway
DETROIT CANADA

Cadillac Hotel New Glasgow, N. S.

BRANCHES AT
CHICAGO

The Wellington
SAN FRANCISCO
Jewelers' Building
KANSAS CITY
Hotel Baltimore

11111,•■411'011■311■1■411■11r41+11111.4111.411■40■■•••••■00 ill11.01110.1111.4111.111•

No. 913
Tilting top. Raised pad. Height
14 inches. Width 8 inches. Price
each $1.75, net.

No. 902
Easel back. Raised pad. Height
16 inches. Width 8 inches. Price
each $1.37.% net.

No. 917

Tilting top. Raised pad. Height
12 inches. Width 8 inches. Price
each $1 .75 , net.

Cl The Easels and Pedestals are finished in Circassian Walnut (rubbed finish). lire display pad on each

is raised and covered wills either purple, black or green velvet. The display pad is made soft so pins can be

stuck into same. 44 One-half dozen suitable display pins sent with each fixture (excepting those

made for rings.) Ill On ring disPlaYers the pad is made with slotted divisions (various widths) to
a .-commodate different sizes and kinds of rings. Ill When ordering, state color of velvet

wanted. When no mention is made we will send purple. (IT The wood edge on each
makes a very handsome display fixture, the carvings on some add much to the fixtures.

THE OSCAR ONKEN CO.

Established 32 Years

No. 758 Fourth Avenue

Cincinnati
Ohio
U.S.A.

Nve

1&"
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THE NEW CENTURY is used in every civilized part of
. the world, and when you purchase one .of these machines,
you are sure of big dividends on your investment and an
asset that will not deteriorate with age.
ci In perfecting THE NEW CENTURY we have kept in mind three
essential points that are not found in other machines of this type on the
market, viz.: rigidity, convenience of operation and accuracy.

• 

THE NEW CENTURY is elaborately finished, is made of best
materials obtainable and high-grade workmanship, and the design is
simple and mechanically correct.

• 

THE NEW CENTURY is easy to learn to operate and will
save you time .and money.

Uhe Ealon
Write for Catalogue and Easy Terms

•

overe Co.
Sayre, Penna.

% THIS FILLS %% %% a long felt want, the cheapest American movement on the market that will fit a full 12 size Open Face or Hunting %
% Case. A 6 size nickel New York Standard pendant set movement with a band around it making it fit a 12 size case. %
% umnonetugnmonimoing% N
%
% 0 0 

P

0

E

12 SIZE N

%
D
A

%

%

%
$ 1 85

T
N

%

%

%

%

%

1 

EACH

100

HUNTING OR OPEN FACE

No. 179. 12 size. The newest thing in New York Standard movement.

%
% g 12 size American made at a low price has come to fill a long felt want,   just
  what the retailer jeweler needs, a cheap boy's size watch, hunting or open

% 

face nickel, polished and damaskeened plates, breguet hairspring, 7 jewel
2001======g=  white glass enameled dial, positively the cheapest 12 size American move-.

ment on the market. Each 

%

%% HOLSMAN & ALTER
% 179 Madison Street CHICAGO, ILL.
%
% 

P.S.—Write for our latest Optical and Jewelry Catalogue. Mailed on application only

PENDANT

SETTING

======MatInt=

12 SIZE

EACH

I 85 

I 100

IIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIII
IMMI■11

- DON'T WAIT =

MEMI■1

SEND YOUR ORDER AT

ONCE FOR FALL DELIVERY

EVERY CLOCK WE
SELL IS A BOOST

Thos.Van Auken
& Co., Beaumont,
Texas, writes : —
"Clock is perfectly
satisfactory in every
way and has attrac-
ted a great deal of
attention, and is way
beyond my expecta-
tion. I investigated
Street Clocks thor-
oughly before buy-
ing and found this
to be better than
anything I could buy
for less than $450."

Is it up to you
as a live busi-
ness man to
pass up a
proposition
likethis? Style
like cut, fitted
up with Opal
ribbed Dial,
$150.00.

Write us at once

1713
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A Beautiful New Creation A White Line in Silver Plate

=MIMI

1•11••••

I•1■•

■IM

1■1•I

■11.1111

The latest popular white effect produced on metal Novelties with
a glossy white, heavy deposit of pure silver and hand shaded,
bright burnished decorations.

Parisian Art Silver should not be confused with the impractical
ivory enamel finishes so commonly shown this season. It will not
chip or flake off like the enameled goods. Dealers are cautioned
not to accept inferior imitations.

Now is the time to investigate this beautiful new line and place
your order for the holiday trade.

Familiarize Yourself with Parisian Art Silver

Aikt,4i a N

.''.. SRN En ' ,..,

( 

m ti, Ar•PC. frofi

6 UARANTEECi it.si HEAVILY
PLATED WITH PURE SILVER

OM NAND TINTED ,

Facsimile of tag

- 

attached to each article

1■■

1■■

■IN

11■1111

1.■

■■1

11■■

= Brown Street Clock Co. =
MONESSEN, PA.

1■•••1

Look for this mark
on all W-B goods

The W-B Line
Superiority of design and finish has clearly established its

leadership and made it the most popular and suitable line of its

kind for the retail jewelry trade.

It contains no antiquated obsolete patterns, all showings being

strictly original and distinctive---the new showings are always

recognized as the season's leading styles.

When you are looking for Art Metal Novelties in Silver, Brass

and Gold Plate be sure to ask your JOBBER for W-B Goods

WRITE FOR ILLUSTRATIONS

THE WEIDLICH BROS. MFG. CO.
BRIDGEPORT CONNECTICUT

New York Salearoom-15 Maiden Lane
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I SEND FOR OUR ILLUSTRATED CATALOGContains nearly ONE HUNDRED and FIFTY profusely illustrated pages containing a myriad array of the best in EMBLEMS and JEWELRY.OVER THREE HUNDRED ILLUSTRATIONS

We illustrate TWELVE DISTINCT FAST-SELLING PATTERNS taken from a line of over 500 Selected Designs.This entire BRACELET LINE embodies the most exquisite patterns of the very highest QUALITY.Every Bracelet is GUARANTEED to give entire satisfaction against breakage, denting or other defect in any way possible.Our Motto—QUALITY HIGH—PRICE LOW
Prices quoted on application or send us an order for the above assortmentWe positively guarantee you will be satisfied

By this sign we win

TUCK 84 McALLISTER CO•
131 Washington Street (See page 1824) PROVIDENCE, R. I. By this sign we win

Fine Hand-Made Masonic Charms CHOOSE YOUR SILVER POLISH
As carefully as you choose your silver and
your gold and your customers you will hold.

QUNDO
Is A Quarter Of A Century Old
The story has been told and millions have
been sold. It's as true as gold. Write us
for a sample.

Paul Manufacturing Co., Boston, Mass.
4•■■

Send for our 1912 Catalogue of new RING and UNBREAKABLE GERMAN SILVER MESH BAGSGUARANTEED MESH BAGS AT LOWEST PRICESBUY DIRECT FROM THE MANUFACTURER and GET THE BEST SERVICE AND PRICE

ERICHSEN, KRAUSE 0 CO
37 SOUTH WABASH AVENUE

MANUFACTURING
•to JEWELERS =-

CHICAGO, ILLINOIS

Refinished
$1.00

We resilver, reline (with kid
or silk/ and rspair the mesh

As we received it on any german silver mesh
bag, from 5 to 7 inches, for
$1.00, other begs in propor-tion. 'First-class work, prompt service. Give us t trial. Send postal for our large window displaycards, and price list for special repairo such as gold, gun-metal, bead bags, etc.

A . A . LUPIEN Manufacturer of Mesh Bags
24 BROAD STREET PAWTUCKET, RHODE ISLAND

As we returned it

Strength—Wearing Quality—Beauty

In the
TRADE-MARK

Bracelets

J. H. MANNING CO.
 Bracelet Specialists 

100 Stewart Street PROVIDENCE, RHODE ISLAND

WHEN

A

CUSTOMER

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

SPOT CASH OFFER

and save all trouble and worry. I pay all express
charges and insure the goods in transit. I have
been in the business right here over 19 years,
and can give the very best references as to
responsibility on application. Offers and valua-
tions furnished promptly. See ad. on page 1824
of this issue.

Write for further information.

J. J. COHEN
1011 Chestnut St., PHILADELPHIA, PA.

Established 1801

Amsterdam, Sarphatistraat 29.31 London, Audrey House, Ely Place
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Old Colony Hollowware

The illustration shows part of the line of hard metal hollowware made to match our " Old Colony " flatwarein 1847 ROGERS BROS. brand. Our Spoons, Forks, and Knives of this design have proved wonderfully popu-lar, fulfilling the prophecy that 1912 was to be an "Old Colony year," and the fact that the same pattern canbe had in a complete table service makes it all the more desirable. There is a demand for such a service,and the dealer will do well to bring it to the attention of his customers.
Write for Illustrations and Particulars

International Silver Co., Meriden, Conn.
Successor to Meriden Britannia Co.

49-51 West 34th Street—NEW YORK-9-19 Maiden Lane5 North Wabash Avenue, CHICAGO 150 Post Street, SAN FRANCISCO
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Kansas City Trade
Extol the Big Convention

Best Ever in Numbers, in Attendance, in Good

Fellowship and in Liberal Ordering of Goods

—Jobbers Speak Enthusiastically of Big Gath-
ering and Its Results

Kansas City, August 20.—The wholesalers and
jobbers of this city are greatly pleased at the suc-
cess of the national convention held in this city
early in August, and while the pleasures of hospi-
tality more than compensated for the incidental
work of the gathering the commercial returns were
far beyond expectation. Indeed the Kansas City
merchants made no special effort for business.
They exerted themselves to give the visitors a
good time, and the hundreds of delegates and
others who attended the convention can attest
the efforts that were made in that direction. But
the orders came anyway, and it was more than ten
days after the convention that the jobbers had
cleaned up their rush orders. All of the local
men who were identified with the convention have
received letters from visitors thanking the Kansas
City people for their hospitality and telling them
of the splendid time that all enjoyed here.
The following crisp interview indicates the satis-

faction of Kansas City jewelers at the success of
the national convention:
C. C. Hoefer, of the Hoefer Jewelry Company—

"It was a splendid convention and I was delighted
to meet so many of my old friends of the trade
many of whom had not heard that I was again in
business in Kansas City."
D. B. Ward, of D. B. Ward & Co.,—"Kansas

City did herself proud. I was pleased to note the
enjoyment of the ladies who were here. I believe
the visitors were greatly impressed with the Kansas
City market."
James M. Scott, of the Woodstock-Hoefer

Watch & Jewelry Company,—"It was in every
sense a high class convention attended by as fine
a body of merchants as could be got together. I
believe the visitors had a good time I know I did."
Nobel R. Fuller, of the Edward, Ludwig-Fuller

Jewelry Company—"I am tired but happy. The
convention was the best ever held by the asso-
ciation. I was greatly pleased at the appreciation
of the ladies for the entertainment provided for
them. We have had many letters from jewelers
who were here and all of those who brought their
wives express their pleasure at the attention that
was shown the ladies."
Ward Lewis of the C. B. Norton Jewelry Corn-

pany,—"It was a dandy convention. I think
the Kansas City jewelers had just as good a time
as anybody else. It is just this sort of thing that
helps the trade and creates the right sort of feeling
among us. It was a good thing for the jewelers
in general but it was the best thing in the world for
the men who were behind the convention."
Harry Porter, of Porter & Wiser,—"I think the

people of Kansas City have had their eyes opened
to the importance of this city as a jewelry center.
It was one of the best conventions this city has
ever entertained from the standpoint of the gen-
eral public, and as a manufacturing jeweler I am
bound to say that it was the largest and most en-
thusiastic body of jewelers I have ever seen. The
delegates took a deep interest in the technical
side of the meetings and I am sure that every one
of them went home feeling that he was well re-
warded for coming to Kansas City."

Herbert Koppel, of the Meyer Jewelry Company
—"We were surprised and delighted at the un-
precedented attendance at the convention. It was
not only the largest in the history of the associa-
tion but it was the best. Fortunately Kansas
City had on hand a special brand of convention
weather, and while the rains interfered somewhat
with a few of the social features, nobody seemed to
mind that in the least.

San Francisco Jewelry Firm
Erecting Large Factory

Structure Costing $140,000 Suggestive of Expan-
sion in Jewelry Industry on the Coast—A Model
Factory with all Modern Improvements.

San Francisco, August 17.—A large factory struc-
ture for Shreve & Co., is in course of construction
at Bryant and Zoe streets. This building will
be a fireproof structure of four stories and base-
ment of re-enforced concrete on piled foundation.
It has a frontage of 125 feet on Bryant street,
160 feet on Zoe street and 125 feet on Welsh street,
between Third and Fourth streets.
The primary object to be obtained being a

sufficient quantity of light, all areas between sus-
taining piers, and from the bench level to the ceil-
ing line are filled with glass in metal frames with
the smallest size of division bars. A large light
court extending in from Welsh street divides the
building into two wings tied together with a con-
necting frontage of about three equal areas, and in
the light court the same system of lighting is main-
tained. The exterior is veneered and fireproofed
with standard pressed gray brick in light color, re-
lieved with keystones, string and band courses,
and at the entrance way with columns, frieze and
pediment, all in light-colored sandstone.
A complete system of ventilation and heating

combined, modern plumbing, elevators, lunch-room
and roof terrace are included. The entire building
will be occupied by Shreve & Co., for factory pur-
poses. The cost will be about $140.000.

Prominent Jobbing Firms
in New Quarters

Removal to Big Buildings Indicates Prosperity and

Expansion—City has Become a Great Jewelry

Center.

Cincinnati, August 20.—Patrons of Richter &
Phillips, wholesale jewelers at Fifth and Vine
streets, will now find the firm in a building of its
own and occupying five of its six stories. The
new location of the well-known jobbing house is
114-6 Sixth avenue, West. The removal was
accomplished the middle of the month, with the
loss of four days during which, however, by careful
handling, the house was able to fill its orders.

The cause of the move, made on the completion
of ten years at Fifth and Vine streets, was the
determination of the department store to get the
entire block. The new home of the firm, however,
is much larger and the business is being enlarged.
Five new employes were put on last week and an
engraving department established, under the
direction of Lawrence Daniels, formerly of New
York. After considerable discussion the firm de-
cided not to add an optical department. The
second floor is used for offices, sales and display;
the third floor for the billing department, the
fourth floor for silverware, cut glass and clocks,
the fifth for the repair department and the top
floor for warerooms.

Another notable removal was that of the
Oskamp-Nolting Company, from Elm street, to
its new home at 26 West Seventh avenue The
building was put up especially for the jobbing house
which will occupy all but the first of its six floors.
The sales and display rooms are on the second

floor. It is well lighted and nicely arranged.
The optical department has been installed at the
front of the fifth floor and enlarged The other,
floors are used for billing, warerooms, store rooms
etc., the whole establishment making one of the
largest wholesale houses in the country.
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Revised Birthstone List
Approved by New York Trade

Idea Said to Have Originated on Maiden Lane—

A Forceful Reply to Ill-founded Newspaper

Criticism

New York, August 19.—The official adoption of
a revised list of birthstones by the American Na-
tional Retail Jewelers' Association in convention
at Kansas City, was received with general satis-
faction by importers of precious stones and manu-
facturing and wholesaling jewelers operating in the
Maiden Lane district. A widespread agitation
for a revision of the old list had been under way
for a long time, and in taking the action reported
the association has made a move that should result
in generally improved trade conditions so far as
these stones are concerned. According to reports,
the movement for a revision of the list began in this
market, and under the publicity it received from
trade journals and the general press, soon became
a country-wide issue in the trade.
One of the city dailies expressed editorially some

criticism of the action of the jewelers, and this
brought the following elucidating letter from a
recognized authority, the author of standard
treatises on gems. The letter, which was addressed
to the Times by W. R. Cattelle, is as follows:

Your article in today's issue headed "Jewelers
Make a Mistake " is not entirely just to the modern
jeweler. Birthstones are not the invention of men
who "gave reasons for the selections they made,"
but an evolution of superstitions which was grad-
ually formulated in various countries, in different
ways, by astrologers, priests and other interpreters
of current ideas. These connected certain stones
with astrological periods and conferred upon them
imaginary powers. Several of these differing
formulas survive with us today, notably the Polish
and Jewish. Out of these two, a more modern one
was made, and this is the one "made interesting
if not venerable by age."
There is no one universal ancient list of birth-

stones. The ancients did not know enough about
each other and stones to make one. If the Egyp-
tians connected emerald with May, the Greeks
were as liable to think malochite or dioptas
was intended as the green beryl we now know as
emerald. Every transparent red stone was a ruby
to them, whether it was zircon, garnet or corundum.
The "venerable" list you quote gives four varieties
of the same stone for as many months. It is a
growing knowledge of these ancient errors and
differences which has operated against the birth-
stone business of late and has become an incentive
to the jeweler to establish a definite list on a ra-
tional basis to supersede the conflicting old ones.
And there is little real difference between the old
and the new.

Superstition is not belief in a fact, but in an
imagination that has no foundation in fact. Those
who cling to it will not let go because a few worn-
out strands are replaced with new. Ancient
superstitions have so far survived all our acquisi-
tions of knowledge but they have been shorn of
their most grotesque absurdities. Birthstones
survive, but not so much as influences on life and
destiny as kindly remembrances, about which the
mist of ancient fancy clings.
Some of the stones that were precious have be-

come common. They no longer express the high
regard of the giver. Why is it more "wildly ab-
surd" for the modern jeweler to fit the ancient list
to modern requirements than it was for the an-
dent jeweler or astrologer to do so in his day?

Birthstones now herald the birthtime of the
wearer and the giver's remembrance of it, and
it seems to jewelers both wise and proper to change
three of the twelve stones to others suitable to
changed conditions and more satisfactory to those
who buy them.
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Maine Jewelers' Association
to Hold Big Convention

All Jewelers in the State Invited to Portland
Gathering-Attractive Program Planned for
Two-day Meeting

Portland, Me., August 27.-An important
convention of the Retail Jewelers' Association
of the State of Maine will be held in this city, at
Congress Square Hotel, on September 4 and 5.
A cordial invitation to attend has been extended
not only to the members of the Association but
to all the jewelers of the state. The officers of
the organization expect that a goodly proportion
of the jewelers of the state will take part in the
convention proceedings. A most attractive, as
well as a highly instructive, program has been
planned for the occasion, and the visitors are
assured of an ample return to repay them for the
time and expense involved in attending the
meeting. The program, as planned for the two-
days' convention, is as follows:-

Wednesday, September 4, 1912.
Morning Session

9.00-Registration of jewelers.
10.00-Convention called to order.
10.10-Reading of minutes of last meeting.
10.20-Secretary's report.
10.30-Treasurer's report.
10.40-Reading of communications.
11.00-Address: "The Retail Jeweler," Col.

John L. Shepherd, New York City.
11.40-Appointment of committees.
12.00-Recess for lunch.

Committees should meet during recess.

Afternoon Session
1.30-Viewing exhibits.
2.00-Convention called to order.
2.10-The value of organization. J. R. Roche,

Eastport.
2.40-Discussion from topic card.
3.20-Address, "The Watch Balance," with

demonstration from large model that may be
seen from any part of the room, Charles T.
Higginbotham, South Bend, Indiana.

4.00-An opportunity to ask questions on
the above address.

Other speakers expected.

Thursday, September 5, 1912
Morning Session

9.00-Registration of jewelers.
10.00-Convention called to order.
10.10-Price marking and cost of doing business

A. F. Goodhue, Fort Fairfield, Maine.
10.30-Discussion from topics on cards.
10.40-The escapement, Charles T. Higgin-

botham, South Bend, Indiana.
11.20-An opportunity to ask questions on

the above address.
11.30-Recess for lunch.

Committees should meet during recess.

Thursday Afternoon
1.30-Viewing exhibits.
2.00-Official photo will be taken.
2.20-Convention called to order.
2.30-Address, Col. John L. Shepherd, New

York.
3.00-Report of committee on constitution

and by-laws.
3.20-Adoption of constitution and by-laws.
3.30-Report of resolution committee.
3.40-Adoption of resolution.
3.50-Address, Mr. H. E. Duncan of Waltham

Watch Co.
4.30-Question Box.
4.60-Discussion from topics on cards.
5.10-Unfinished business.
6.20-Choosing place for next meeting.
5.30-Convention adjourned.

In his appeal to the jewelers of the state to
attend the convention and take an interest in
Association work, President Goodhue, of Fair-
field, says in part:-
"I hope every jeweler in the state will be

present. I think it is-not only a duty but a
privilege to attend such gatherings. The man
who thinks he can not afford the time and ex-
pense, and always crouches over his bench will
never grow to be a successful business man.
Remember I do not advocate neglecting the
bench or the sales department of your business,
but I do advise being alive to modern merchand-
ising. To do so, you must come in touch with
the other fellow a little.
"Think of the men who have succeeded, they

are never quitters but are always up and doing;
they are always progressive. Business indicates
growth. He who gets along in life must grow.
Do not forget that wrong reasoning will result in
failure. The man who says there is no use in
trying will ruin himself and his business. Many
a merchant has failed in life by thinking a thing
cannot be done.
"One hundred Maine jewelers can do a lot

by attending this convention. You will receive
some help from this convention, even if you
stay at home; but you can help yourself much
more and every other brother jeweler by attend-
ing. Don't be a knocker; the knocker is the one
who fails. Come and help in the good work. You
will not find so many wrongs if you will only
look for the better ways of life."

Jeweler Cleverly Captures
Thief with Much Plunder

Experience as Chief of Police Proves Valuable-
Thief Arouses Suspicion and is Lured into hands
of Authorities.

Rochester, Minn., August 16.-An effort to sell
a watch to the Reid Jewelry Store, Thursday eve-
ning, August 8, at this place, landed a young man,
giving the name of Glenn Hutchinson, in the city
jail, and a quantity of goods that were stolen from
the Mosher Jewelry Store, of Owatonna, was re-
covered. Hutchinson went to the Reid Jewelry
Store and inquired of George Keller, who was alone
in the place, the value of a Howard watch, stating
that his sister had presented him with it and that
as he had another watch, both were of no use to
him and he would like to sell one. The local
officials and jewelers had been notified of the Owa-
tonna robbery and Mr. Keller was aware of the
facts in the case.
He examined the watch closely, taking the num-

ber of the case and movement in the meantime,
after which he informed the fellow that he would
buy the watch for $25 but because of having
banked all the money and being the only one in
the store, he was unable to get it until later,
making it necessary for him to call a half hour
later. Hutchinson agreed to this and Mr. Keller
notified the chief of police and the sheriff's office.
Hutchinson returned in due time to the Reid

store and Mr. Keller again delayed matters, finally
getting him to go to the theatre with him upon the
promise that he would arrange for the sale of the
timepiece in a few minutes. In the meantime, Mr.
Keller made several interrogations, the fellow
answering some intelligently and others not. He
was convinced that he was the man wanted.

Later, an official arrived on the scene and took
Hutchinson to the city jail where he was locked up
and the Owatonna sheriff notified. A search of
his clothing revealed six watches, three watch
cases and a necklace. About his body was a long
rope similar to an ordinary clothes' line to which
was attached a large monkey wrench. When
examined as to where he secured the loot, Hutch-
inson made the assertion that he bought it of a
tramp for $50. The value of the property found
upon him is estimated at $200. One of the cases
in which there was a watch bears the stamp of the
Mosher Jewelry Store and the other watches an-
swer the description of the goods stolen, leaving no
doubt that the authorities are in possession of the
stolen property.
The Sheriff of Steele county arrived next morn-

ing and identified the goods. He returned to
Owatonna the same day with Hutchinson, who,
it is believed is one of the men wanted. It is
claimed that two men were implicated in the daring
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theft, the goods being taken from the display
window of the store. All of the property missing
was not found on Hutchinson, which would sub-
stantiate the belief, and lead to the theory that
they separated after having divided the plunder.
Mr. Keller who was instrumental in bringing about
the arrest was "chief of police" of Rochester for a
couple of years. He has, therefore, had consider-
able experience in running down thieves.

Jewelry Trade Schools
for the Attleboros

Resolutions of Legislature soon to be Acted on by
Board of Education-Need of Such an Institu-
tion

Attleboro, Mass., August 24.-It is quite prob-
able that something will be done in the Attleboros
this fall in connection with the resolution that was
adopted by the 1912 legislature in regard to the
establishment of a state jewelry trade school,
either in Taunton or Attleboro.
The resolution was as follows: Chapter 16

of the Acts of 1912: "That the Board of Educa-
tion is hereby directed to investigate the advis-
ability, practicability and cost of establishing and
maintaining in the city of Taunton or in the town
of Attleboro a state school for technical instruction,
and especially for instruction in designing, model-
ling and manufacture of jewelry and silverware.
The Board shall report to the next General Court
not later than the tenth of January, and shall
accompany its report with a draft of any legislation
which it may recommend.,'
As yet no move has been made by the State

Board of Education towards making the investi-
gation recommended in this resolution, but it is
expected within a short time. Several Attleboro
jewelers who were interviewed on the subject have
expressed themselves as highly in favor of a state
school and they are willing to appear at the proper
time and state their opinions.

It is believed that now the vacation period is
over the State Board will arrange for a series of
conferences, the object of which will be to test the
sentiment of the jewelers in regard to the fees-
ability of a jewelry instruction school. It is re-
called that a bill for a jewelry school for the Attle-
boros was introduced into the Legislature by
Frank 0. Coombs, of North Attleboro, when he was
Representative. It was referred to the next
Legislature but for some reason Mr. Coombs did
not bring it up again.
The Commission on Industrial Education, ap-

pointed in 1906 by Governor Guild, held about
thirty meetings for the purpose of studying condi-
tions, and among them was a meeting in Attle-
boro for the purpose of determining the needs of the
jewelry industry. The commission recommended
the need of more skilled workmen, possessing in-
dustrial intelligence as well as skill, men who are
capable of acting as superintendents, foremen and
managers of shops.
Nothing definite resulted from these conferences,

except the preparation of much data. The Attle-
boro Y. M. C. A. interested itself three years ago
and has successfully held special courses in jew-
elry training which have been well attended. That
the manufacturers appreciate the need of some such
training as Newark gives her boys and girls in an
endeavor to fit them for a trade, was evidenced
by the interest taken in the Providence plan, under
which a number of boys are given part shop and
part school instruction.

Attleboro jewelers will undoubtedly appear
solidly in favor of a state industrial school for
jewelry training if they have the opportunity and
it is quite probable that when the State Board of
Education gets ready to hold its conference there
will be many who will attend and tell of the need of
such a school in the Attleboros.
The work that has already been started on this

line in the public schools has received commenda-
tion, and the proposition to put it forth on a bigger
scale, such as a state institution would provide,
will be welcomed.
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Diamonds Worth $23,000
in Slick Thief's Hands

Jeweler Claims to Have Been Robbed by Manip-
ulation of Trunk Checks on Way to Shore.

Atlantic City, August 25.-In a well-planned
trick by a nervy thief for whom the police and Pin-
kertons are scouring this and near-by cities,
Abraham Frackman, a wholesale jeweler, of No. 14
Maiden Lane, New York, was robbed of a trunk
which, he says, contained diamonds valued at
$23,000. The robbery was made possible by
changing the check on a trunk on the way across
the ferry of the Pennsylvania Railroad from
Philadelphia, with the result that Frackman
received a trunk other than his own when he
reached his hotel in this city, while the trunk con-
taining the treasure was sent to_another hotel and
looted.
Mr. Frackman reached Philadelphia from New

York last Tuesday and remained at Green's
Hotel until yesterday when he left for the shore,
first checking his trunk to the Hotel Continental
here. When he reached the hotel late yesterday
afternoon a porter was dispatched for the trunk.
The jeweler saw at a glance that the trunk delivered
by the porter was not his property, and, hurrying
to the Pennsylvania station, he so informed the
men in charge. He was advised to wait until today
in order that the company might have an oppor-
tunity of rectifying the mistake but, while he con-
sented to this delay, he took the precaution to lay
the matter before the police and also called in the
Pinkertons.

Investigation shows that the trunk containing
the gems reached here billed for the Hotel Oakland,
on South Missouri avenue, instead of the Contin-
ental, as orginally checked, and had been carted to
the former hotel by an employe of a local express
company. The supposed owner of the trunk was
on hand when it arrived, but he left the hotel
shortly afterwards, carrying a large suitcase.
When the Pinkertons and police located the trunk
today it had been rifled of all its contents except
some silver mesh bags, a few trinkets and Mr.
Frackman's clothing.

Prominent Retail Jeweler
Succumbs to Heart Disease

Capable Business Man and Public Spirited Citizen
Passes Away-Connected with Many Local
Interests.

Sharon, Pa., August 19.-Charles Eugene Hart,
jeweler and a director of the Merchants' and Manu-
facturers' National Bank, died in Buhl hospital
of heart disease. He was 58 years of age. An-
nouncement of his death occasioned widespread
and sincere regret as few men in Sharon were better
known or more universally respected.
Mr. Hart had been in failing health for some

time. He was a sufferer from heart trouble but
his illness did not take a serious turn until Tuesday
afternoon, when he entered the hospital. From
that time on his condition continued to grow worse
until the end.
Mr. Hart was born in Ithaca, N. Y., on January

9, 1854, being a son of Charles and Frances (Gre-
gory) Hart. His early life was spent in that city.
After learning the jewelry business he worked at his
trade for several years before coming to Sharon.
In June 1882 he accepted a position with W. P.
Hanna who at that time kept a jewelry store at the
corner of Vine and State streets. A few years later
Mr. Hart started in business for himeslf opening
a store in West State street and later removing to
his present location in East State street.
Mr. Hart was a member of the Masonic fra-

ternity and the Odd Fellows. In the former
order he was connected with Sharon lodge, No.
250 F. & A. M., Norman Chapter R. A. M., No.
244; and Rebecca Commandery, No. 50, Knights
Templar. He was past-master of the Sharon
lodge and a past-eminent commander of the Corn-
mandery.
Surviving are a half-sister, Mrs. Jerome Tweed,

of Ithaca ; and a niece, Miss Leola Stewart of
Sharon.
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Death of Charles S. Dennison

President and Treasurer of Dennison Manufac-
turing Company Passes Away After Brief
Illness-A Notable Business Career

Boston, August, 24.-Charles Sumner Denni-
son, president and treasurer of the Dennison
Manufacturing Company, died on August 22 at
his summer home at West Falmouth, Mass., after
an illness of about three weeks.
Mr. Dennison, the second son of E. W. Denni-

son, founder of the Dennison Manufacturing
Company, and Lydia A. Beals Dennison, was born
in Boston June 20, 1858. He was educated in
private and public schools, the Highland Military
Academy and Massachusetts Institute of Techno-
logy, and in 1878 entered the machine shop at
the Dennison factory in Roxbury, where he re-
ceived further training. In 1880 he was trans-
ferred to the New York store, as salesman,
traveler, etc., became proficient in the sales de-
partment. On the opening of the London Branch
in 1884, he was given charge and for three years
devoted himself to the introduction of the com-
pany's manufactures in Great Britain and the
continent. In 1887 he was recalled and appointed
purchasing agent; in 1892 was elected vice-presi-
dent; in 1896, treasurer, and in 1909 was elected
president of the company.
Mr. Dennison married in 1883 Miss Mary Rosa

French, daughter of Abram French of Boston,
survives him, together with two daughters, Mrs.
Frank Nagle, Jr. and Mrs. J. T. Boumphrey, and
two sisters, Mrs. William H. Lucas and Mrs.
William H. Lyon.

Time Signals by Wireless

New Arlington Station To Be Used in Flashing
Hours-Jewelers to Use Service

Washington, August 27.-Under orders from
the secretary of the navy, the new wireless station
in Arlington, Va., which will be the largest in the
world, is to send out time signals available in all
parts of the United States and on the sea within
the radius of the station. The signals can be sent
3,000 miles to sea and 1,500 miles on land.
The three steel towers of the station are now

nearly completed, the center one being 650 feet
high, and making a landmark that is seen for many
miles in every direction.
Besides maintaining communication with naval

vessels in all parts of the Atlantic, the flashing of
time signals throughout the country will be one
of the chief functions of the new station. Many
large jewelry stores of the country are preparing
to install their own wireless stations, so that they
may correct their clocks and timepieces by wireless.
The United States will be the first nation by

which the flashing of time signals by wireless has
been attempted.

Veteran Michigan Jeweler Has
Genuine "Nuremberg Egg."

Adrian, Mich., August 17.-William F. King, Sr.,
the veteran jeweler of this place, is now the pos-
essor of a watch that he prizes more than money,
for, be it known that aside from being probably
the oldest watch in the United States, and one of
the earliest made in the world, it was promised to
him when he started work as an apprentice in Stirl-
ing, Scotland, back in 1846, and he has looked for-
ward ever since to the time when he would become
the undisputed owner of the ancient time piece.
In 1715, as history tells it, a Scotch nobleman,

whose name Mr. King has not learned, fled when
he was implicated in a rebellion against the Stuart
dynasty, which he and the rebellionists were
trying to restore in place of the Hanoverian dynasty
then in power. In. his fight he dropped the time-
piece, and it was found and later appeared in a
store in Nuremberg, Germany. Later, it was
brought to Scotland, and placed in the store, where
it was when Mr. King first saw it.
The timepiece is a genuine Nuremberg egg, and

a good specimen of the first pocket watch ever
made.

Trade Mark is the Only
Direction on Letters

South Bend Watch Company Indulges in Novel
Experiment-Trade Mark Familiar to Postal
Employes

South Bend, Ind., August 22.-In an effort to
ascertain how well known to the American people
its trademark is the South Bend Watch Company
recently sent to some of its salesmen in this country
stamped envelopes on the center of which was a
picture of a watch frozen in ice, the trademark of
the company. Each envelope contained only a
blank sheet of paper bearing no address or other
identifying mark of any kind. The salesmen were
instructed to mail these envelopes wherever they
happened to receive them. From New York to
San Francisco these envelopes passed through the
busy hands of busy post-office employes none of
whom had time to supply missing addresses.
From ten different states, ten different envelopes

came back to the home office. So well-known is this
trademark that the post-office employes recognized
it immediately and with scarcely a second thought
understood that the envelope was meant to go to
the South Bend Watch Company, in South Bend
Ind. The value of this trademark is now regarded
by the company with greater respect than ever
and is held to be as tangible an asset for the com-
pany as the land on which its large modern and
excellent equipped factory stands.

Grand Rapids Show Case Co.
Wins Decision in Patent Suit

Petition to Enjoin Show Case Company Denied-
Judge Criticises Slow Procedure of in Patent
Suits

Grand Rapids, Mich., August 22.-Judge Clar-
ence Sessions of the United States district court
has denied the injunction petitioned for by the
Welch Manufacturing company of Grand Rapids,
asking that the Grand Rapids Show Case coin-
pany be restrained from prosecuting its patent
case against the Welch company in the Massa-
chusetts courts.
The preliminary arguments of the Welch

company against Oscar L. Smith for the annul-
ment of a patent, which was secured by Smith
for a revolving display wardrobe, was also heard
by the court.
The Grand Rapids Show Case company is

prosecuting suits against the Welch Manufactu-
ring company and its customers, in the United
States court of Massachusetts, for alleged in-
fringement of the Smith patent on revolving
wardrobes owned by it.
The Welch Manufacturing company recently

filed a bill here in the United States court claiming
that the Smith patent is invalid, and asking
that the Show Case company be enjoined from
proceeding further with the suits in Massachusetts,
and from exercising any rights under the Smith
patent or advertising to the trade that it was
entitled to any exclusive rights under it.
The Show Case company filed a demurrer,

which denied that the Welch Manufacturing
company was entitled to any relief, and affidavits
showing the diligence with which it was prose-
cuting the Massachusetts cases.
At the conclusion of the arguments, Judge

Sessions announced his decision in reference to
the injunction, denying the motion of the Welch
Manufacturing company to enjoin the Show Case
company, leaving the Show Case company free
to continue to advertise to the trade its exclusive
rights under the patent and to continue to prose-
cute the Massachusetts suits.
The court took the demurrer under advisement

and notified counsel that a speedy determination
might be expected.

Incidentally, Judge Sessions took occasion to
criticise the procedurelin the United States
courts which permits long delays in patent cases,
and expressed the hope that relief would be
granted by congress or by the supreme court
by the promulgation of new rules.
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TheWaltham Line Supplies
Your Every Demand withwi
Md.X1MUM & Minimum

Investment

Why carry a complicated stock of many makes of
watches that ties up big money? With a full line
of Waltham Watches in your store, you can
supply and satisfy every demand of your trade.

Waltham gives you a clean, compact, complete stock. It is
easy to fill to. It minimizes your investment. It reduces
your stock of repair materials. And every Waltham Watch
is as good as gold. It is staple, standard merchandise.

The table to the left suggests the extent of the Waltham
Line. It includes timepieces of every size and grade, for
every purse and purpose. No other line approaches it in
completeness. In fact, you must choose a stock from
several makes to give you as complete a line.

Each Waltham Watch is made by specialists. Some of our
artisans work only on small watches ; others on large, high
grade, full jeweled Railroad movements ; and still others on
medium grade movements. That is why every Waltham
Watch is reliable, the best watch of its kind and the best
possible value at its price.

Why not do as other wise Jewelers are doing ? Why not
simplify your stock and cut out the dead wood ? Capitalize
Waltham reliability, reputation, prestige and advertising.
The increase in your sales and profits will surprise you.
If interested, write for particulars.

WALTHAM WATCH COMPANY, WALTHAM, MASS.

1AF:
II pays to Specialize
on the Waltham Line
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First Biennial Convention Retail
Jewelers' Information Ass'n

Members From Many States Take Part in Cin-

cinnati Meeting and Enjoy Fine Time While

in the City—Election of Officers

Cincinnati, August 24.—The first biennial
convention of the Retail Jewelers' Information
Association of America was held this week at the
Burnet House. On Monday night, August 19,
an informal reception was held and the visiting
delegates enjoyed a smoker. On Tuesday morn-
ing, promptly at 10 o'clock, Vice-president Louis
C. Eisensmith, Newport, Ky.,called the convention
to order and introduced Rev. L. Selzer, of the
German Reformed Church, who delivered the
invocation. In the absence of Mayor Hunt,
George F. Dieterle, president of the Cincinnati
Commercial Association, delivered the address of
welcome. Mr. Dieterle spoke of the jewelry
business as being thc oldest business in the world.
Among other things he said that it began about
the time when Adam and Eve, in the Garden of
Eden, had to buy stick pins for their babies. Also
that it was always the most prominent business
known in history, and then went on to tell how the
ancient Assyrians wrought gold and silver into
artistic form, and that Shakespeare and other
great poets always referred to jewelry, etc.,quoting
as follows:

"Sweet are the uses of adversity,
Which like the toad, ugly and venomous,
Wears yet a precious jewel in its head."

Shakespeare says "That good name in man and
woman, dear my lord, is the immediate jewel of
their souls." He speaks of " Consistency thou
art a jewel."
From that I take it that we are all more or less

impressed with jewels and that is why we look
upon the jeweler as one of the most important of
our business men.
Anthony Shemel, president of the Cincinnati

Retail Jewelers' Association, was then introduced
and in his address told how for more than two years
the Retail Jewelers' Information Association of
America, had been fighting the battles for the retail
jewelers of the United States. He complimented
highly the officers and members for their earnest
efforts to eliminate the retailing jobber and correct
other trade evils. He also spoke highly of the
work of Col. Charles W. Rattermann and credited
to him the passing of the ordinance ridding the
city of fake jewelry stores and auction houses.
He also had a good word for the work of Vice-.
president L. C. Eisensmith and urged all of the
members of the association to work together to
make the organization a credit to the jewelry trade
of the country and a power among them. Pro-
ceeding, he said:
"I want to say that now is the time for all

of us to get together. We want to help the Ameri-
can National Retail Jewelers' Association in its
work. Our work is not in conflict with the national
association, but we are working on lines that are
more effective in accomplishing the results of
trade reforms. We have won a victory in the
courts and our worst enemy has been punished.
The courts have justified our methods of bringing
about reforms in the jewelry business, and I am
glad to see such a good lot of jewelers here from
out of town to help us celebrate our victories.
This is the day when we lay the corner stone of a
future organization that will help the retail jeweler
to get his just dues.
"Before I close I want to bid you all welcome to

our city. We have prepared for your entertain-
ment in a manner that you will be glad you came
to our city. The Cincinnati Commercial Asso-
ciation has for you this week a great exposition
of 'Made in Cincinnati' goods, and it will give
you a good idea of what a great manufacturing
city we have. In some of the windows you will
see silverware, watches, and other jewelry made
in our city, and I know that will interest you. We
will also have a parlor car trolley ride on Wednes-
day through our parks and beautiful suburbs
and a picnic, such as you never enjoyed before in
your lives at Chester Park, one of the most famous
amusement parks in the west. Now don't forget
to go with us next Wednesday, and on Thursday
the Wadsworth Watch Case Company, of Dayton,
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Ky. will entertain us with a trolley ride over into
Kentucky, in the land of fair ladies, fine horses
and excellent spring water. This will be instruc-
tive as well as entertaining to jewelers and visitors.

"Now let us all have a general good time. We
don't care to do any business here, for we have a
secretary who works all the year round and this
meeting is held merely to give our members a
chance to elect officers and hear the report of our
secretary, when we have our executive session.
later in the week. You are welcome, thrice wel-
come."
In the absence of Hon. Amos Foster, who was

called out of the city on legal business, Col.
Rattermann responded thanking the president for
his kind remarks. He urged those present to forget
any differences in the past and get down to sub-
stantial work that will help build up the retail
jewelry trade. Concluding, he said: got busy
with•the executive committee and we decided to
dispense with this afternoon's meeting and go
out to see the great feature now on in our city,
namely, "Home Products Week" exhibits. And
tonight we will have a social session here in this
hall and everybody is invited to come here. We
are going to have fun this week and forget for
the time being that we ever had retailing jobbers
or enemies of any kind."
The reading of President Mullally's address was

deferred until Wednesday morning and announce-
ment was made that Mr. Fend Phillips, president
of the Cincinnati Wholesale and Manufacturers'
Association, would make his speech then also.
The social session was most enjoyable. A big

punch bowl graced the center of the hall and good
cigars were passed around. The Palmetto Har-
mony Four, a famous local quartette of singers,
sang many popular rag time songs.

Louis C. Eisensmith called the meeting to order
and introduced attorney Arthur E. Georgi, who in
the absence of President Mullally who was called
away from the city on business, read Mr. Mullally's
speech.
The principal business of Wednesday was

discussion of an ordinance regulating the operation
of permanent jewelry houses, which it is proposed
to lay before the Cincinnati City council for a test
case. The association has secured the passage
of legislation in other cities discouraging to itiner-
ant vendors and jewelry auctioneers.
Ferd Phillips, of Richter and Phillips, read his

paper postponed from the preceding day. The
president of the Cincinnati Wholesale Jewelers'
and Manufacturers' Association spoke of some of
his "pet hobbies." The first he stated was a
greater publicity in the press for the jewelry busi-
ness, such as the purveyor of ladies' dress wear
and the florist enjoy. " The tailor, the dry-goods
man, the automobile business, the baseball game,"
said Mr. Phillips, "all have their press agents in
order to get business. But who has the jeweler to
speak for him through the daily press and tell the
people what is proper and fashionable to wear—
for evening or dress affairs?" Mr. Phillips also
suggested the establishment in this city in con-
nection with the Ohio Mechanics' Institute of a
trade horological school.

Other addresses are made by E. J. Fox, of
Lindenberg and Fox, and Robert Freisens, of
Barker and Freisens. In the afternoon a number
of local jewelers closed their retail establishments
to attend the "Jewelers' Day" outing at Chester
Park. At the banquet addresses were made by
Attorney Stanley Bowdle and by Otto Renner.
At the final sessions Chicago was chosen for the

next meeting place and President J. P. Mullally, of
Indianapolis, was re-elected to the position. Mr.
Mullally was unable to attend any of the sessions
of the convention, much to his regret. First and
second vice-presidents elected were Louis E.
Dornseifer, of Cincinnati, and Edward Schneder,
of Louisville, Ky. Other officers elected were:
secretary and treasurer, George A. Heintz, Cin-
cinnati; executive committee, Anthony Schemel,
Edward Simper, and Geo. C. Rehart, Cin-
cinnati; Fred Goosman Summerville, Ten-
nessee; Thomas W. Martin, Saginaw, Michi-
gan; J. E. Robertson

, 
Augusta, Ky.; J. B. Kraus,

Sumner, Wash.; J. L. Wanner, Paducah, Ky.;
and H. L. Stern, Chicago. C. W. Ratterman,
general secretary, was re-elected general counsel.
The afternoon of Thursday the visiting members

spent sightseeing and after a trolley ride through
the Kentucky Highlands were the guests of the
Wadsworth Watch Case Company, at Dayton, Ky.

New Metal Tariff Schedule
Would Injure Jewelry Industry

Jewelry Manufacturer Explains Bad Effect on
Industry of Proposed Metal Schedule—Would

Increase Foreign Competition

North Attleboro, Mass., August 23.—Charles
T. Paye, a member of the Tariff Committee of
the New England Jewelers and Silversmiths
Association, has compiled an interesting article,
dealing with the effect upon the jewelry industry
of the metal tariff which the United States
Senate refused to pass over the veto of President
Taft. The article follows:
"How many of our citizens, in reading the

recent news from Washington, realized the
importance to them of the action of the House
of Representatives in passing over President
Taft's veto, the new "Metal Schedule" or "Steel
and Iron Bill", so called. The general im-
pression prevails, because politicians wish it to
prevail, that this bill, which was vetoed by Presi-
dent Taft and passed over his veto by the House
of Representatives, had references only to steel
and iron, and that they were after the Steel Trust.
"This is far from being true, however, for this

schedule includes 59 other commodities, including
unfortunately for our local industries, manu-
factures of gold, silver, german silver, brass,
copper, aluminum and all other metals, when
not specially provided for in any other paragraph
of the tariff.
"It is under paragraph 199 of the tariff, the

final paragraph in the Metal Schedule or Steel
and Iron Bill, together with paragraph 448 in
the same act, "The Jewelry Paragraph", that the
jewelry and silverware industry depends for
protection. Paragraph 199 of the Metal Schedule
makes the duty on manufactures of gold, silver,
etc., when not specified otherwise, 45 per cent.
"The above mentioned rate of duty is not

sufficient to protect domestic goods, as witness
the large and ever increasing importations of
gold, silver, german silver, brass and white metal
novelties since January 1 of this year, larger now
than ever before, and during a time when our own
workmen have been none too steadily employed.
"The proposed Metal Schedule provided a

reduction in the 45 per cent tariff to 25 per cent.
This rate is ten per cent lower than the rate in
the Wilson-Gorman tariff on goods in the class
made in factories of the Attleboros. The goods
now being imported in large quantities every
week pay a duty of 45 per cent, but under the
so called Metal Schedule the following things
would have been admitted under a 25 per cent
duty: flatware in sterling and plate; hollowware
in sterling and plate, vanity cases, coin cases,
card cases, memo tablets, bon-bon boxes, and
things of this general character, usually referred
to under the term of novelties and made in
silver and german silver, brass, etc; mesh bags
in brass, white metal and gun metal; toilet ware,
manicure goods and desk ornaments, bead bags
mounted in silver, german silver and brass;
mesh in strips, brass and white metal; picture
frames, clocks, mirrors, etc., mounted in silver;
jewelry of all kinds when set with imitiation
jet, hat pins, all cheap jewelry sold by manu-
facturers at $2.40 per gross or less, and hundreds
of other articles.
"This is a partial list of articles that are being

imported under the 45 per cent tariff. The
Metal Schedule would have reduced this tariff
to 25 per cent. If, through any circumstances,
the House of Representatives and the Senate,
had passed this bill over the President's veto it
would have been the greatest blow the industries
of Attleboro, North Attleboro and Plainville
ever received.
"The increase in importation with this reduction

would have been enormous, and local manu-
facturers would have found themselves powerless
to compete with the prices of foreign goods.
Cheaper labor and other facilities enables foreign
workmen to produce goods at a cheaper cost
than the American manufacturer, and the re-
duction of tariff would have cheapened the cost
in this country. Our jewelry product is one
of the 59 commodities mentioned in the bill
and we can only feel grateful than the schedule
was not passed."
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 ]he Old Dominion is a perfect example
of Colonial bead pattern—a treatment in great
favor with the old Southern • aristocracy.

Graceful in outline, delicate yet substantial in design, it
is one of the most attractive patterns along Colonial lines
we have ever produced.

Chhe Flat Ware includes the dozen work and a
comprehensive line of Serving and Individual Pieces,

with attractive bowls, characteristic of the period. The
Dinner, Tea and Dessert Services are complete, both in
number and variety of pieces.

Zhe-Aireikz-M

Ware  prepared to fill all orders promptly.

The GORHAM Company
Fifth Avenue and Thirty-sixth Street

NEW YORK
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Calculating the Benefit of
Visiting Buying Centers

Both the season and the situation

suggest to the jeweler as the most im-

portant duty of the present month, the

selection of stock for fall trade. The ques-

tion of how this task may be performed

with maximum benefit again directs atten-

tion to the advantages of periodical visi-

tations of the large buying centers. From

time to time in these columns we have cata-

logued these advantages, but it remained

for an enterprising western concern to

make a calculation which, making allow-

ance for probable inaccuracies and possibly

unjustifiable deductions, furnishes never-

theless an impressive object lesson on the

business significance of this highly com-

mendable, modern habit Of  visiting in

person the large markets.
In a western city, famous for its -im-

mense output of furniture, there is held

semi-annually, a furniture exhibition. To

prove to the dealers the value of attending

these exhibitions in person, a concern in

that city selected for the purpose of com-

parison a list of one hundred dealers

equally rated in the commercial agency

books as to eapital and promptness in

payment. Fifty of these dealers were

accustomed to visiting the big markets,

or at least the name of one or both mem-

bers of the firm or a buyer representing

the firm, appeared regularly upon the list

of buyers visiting one or the other of the
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western markets. The other 50 dealers,
who were precisely as well rated as the
50 first mentioned, so far as the records
of the several exhibitions show, had not
visited these markets, at least not with
any regularity, if at all. The credit
ratings from year to year were closely
watched with the following result:

During the past six years, two of the
firms visiting the markets failed. Five
changed hands; but their successors
continued to visit the market. Thirty
of the firms increased their capital rating
on an average of 33M per cent, and their
pay rating 2 grades higher. Eight firms
increased their capital ratings from 10 to
25 per cent, their pay ratings remaining
the same, and 5 firms remained stationary
as regarding both capital and pay rating.

As against this showing of 50 dealers
who made a practice of going to market,
the record shows that 18 out of 50 firms
who did not go to market failed and went
out of business in the 6 years. Twelve
suffered a reduction in both capital and
pay rating, and the other 20 remained
precisely the same as when the record was
begun. Of course, many other factors
may have entered more or less into the
changes which took place in the status of
these 100 firms, but the comparison is
quite suggestive nevertheless.

The Birthstone Publicity
Has Instructive Moral

Some time ago we elicited the opinions
of a number of jewelers in various parts

of the country as to how far they were

interested in symbolic jewelry, particularly

the birthday gift variety. The opinions
expressed were somewhat of a surprise to
us. Many informed us that they were
interested only in a minor way, if at all,
while others conceded that they had given
no attention whatever to the matter.

An instructive object lesson on human

interest has been furnished to these jewel-
ers in the extraordinary amount of space
and publicity given to the birthstone
question by the daily press as a result of

the adoption of the revised list at the
Kansas City Convention. If these jew-
elers had an opportunity to view the
immense stack of clippings cut from the

daily press which we have received from

clipping bureaus, all dealing with this

subject to the exclusion of every other

feature of the convention, they would

readily concede that they were seriously

mistaken in their estimate of the impor-

tance of this matter from the general

public point of view.

Not only did the editors and reporters

use their pencils and imaginations to com-

pile columns of matter, but the cartoonists

promptly realized the richness of the

subject for their work. One of these

cartoons before us, for instance, has the

legend " If you wear a ruby, it will warn

you of impending dangers" which is

placed under a picture of a tenant escaping

from his house as the rent collector ap-

proaches. "Wear sapphires and you will

never have boils" is the legend under a

picture of a suffering individual whose head

is defected from the perpendicular by one

of these cervical afflictions. The turquoise
is recommended to the aviator as a safe-
guard against the force of gravitation—
and so with the other gems.

Years of experience and the study of
human nature have given to the press an
intuitive grasp of what interests most the
average reader, and if the public are so
deeply interested in this matter as to
justify all this space, they must be equally
interested in the goods which inspired
this publicity.
Some of the jewelers seem to regret that

a few journals of the metropolitan variety
found a reason to criticize their action.
We do not find in this criticism any just
cause for regret, inasmuch as it adds
immensely to the publicity and the public
interest taken in the subject. "It takes a
difference of opinion to make a horse
race," said Mark Twain, and the truism
applies to almost everything else of genuine
human interest.
That the developments have already

had their effect on the trade is evidenced
in the flood of requests which reach
us daily for the revised list and any other
useful information which we can furnish
in regard to this matter of birthstones.

It remains for the trade to keep up the
good work and convert as far as possible the
newly-aroused public interest in the matter
into dollars and cents.

Manufacturer Sounds Key Note
to the New Trade Era

An inevitable result of organization is
the creation of a better feeling and a
broader point of view among the members.
As the jewelry trade would seem to have
been afflicted with what an eminent
statesman would have called "a double
dose of original sin" in the matter of

individual antagonism, there was special

need for such fraternal feeling as organiza-

tion alone could bring about. The foster-

ing of such a feeling has been probably the

highest achievement of the state and
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national associations and the extension of
this feeling, not only among the retailers
themselves, but among the other branches
of the trade—manufacturing and jobbing
—is the latest and most promising devel-
opment in the situation. It is gratifying
to the retailers to have the assurance that
none are better pleased with this develop-
ment than the jobbers and manufacturers,
who realize quite as well as their retail
brethren that co-operation is necessary
to the protection and advancement of the
interests of the trade as well from the
industrial as the commercial aspect. The
Kansas City convention demonstrated
in an unmistakable way the existence and
permanency of this new era of good feeling,
which feeling and its possibilities are suc-
cinctly expressed in the following "Con-
fession of Faith" or creed of the new dis-
pensation with which we have been fav-
ored by Ernest M. Lunt, vice-president of
the Towle Manufacturing Company, who
has been for some years as a "voice in the
wilderness" heradling the new era:
I believe in my fellows with all my mind,

with all my heart and with all my soul
and not less in those of them who are en-
gaged in the commerce and industries
embraced by the term "Jewelers."
I believe that Jewelers are equal in

integrity and capacity to any other class
of men or of merchants.
I believe that the nobler ideals which are

theirs by inheritance are cherished as
warmly in their breasts today and bear
fruit in action as fully and as frequently in
this golden age as ever in the past.
I believe that the "Jeweler" realizes

that life was not meant to be consumed
in a short sighted and recklessly eager
pursuit of money; that he knows that true
riches await him who fulfills his high call-
ing as trustee for the community in mat-
ters of taste and judgment concerning
important features of personal adornment
and home making; his mission being not
to supply "demands" alone, but to mold
and form the market for wares substantial
and refined.
I believe that separate and divided trade

organizations have helped the jeweler to
realize his social value and that he can be
helped further by a union at once broader
and closer.

Therefore:
I believe in the formation of an organiza-

tion to include every branch of the trade
in all its activities—making—selling—
commercial settlements and adjustments
—protective—educative—social.
I believe such a move will provide for

the real conservation of every interest
involved by a body so truly representa-
tive that its counsel in jewelry affairs will
be accepted by all—the public—legisla-
tures—proprietors in the business and
workers too.
I believe that such a union will draw to

itself practically every merchant (whole-
sale and retail) who is eligible to member-
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ship and that the retailers whose organi-
zation now includes less than 5,000 will
rally under such a banner in tens of thou-
sands.

I believe that many of the ills which now
beset us will melt away in such an amal-
gamation and that any evils which may
menace us in the future will be mini-
mized.

I believe that membership in an organi-
zation whose strength shall be thus con-
tributed to by all and for all will give the
jeweler increased confidence in himself and
in his colleagues and that this confidence
will communicate itself to the public, insur-
ing him a better standing with them both
as a man and a merchant.
I believe that the result will, therefore,

be a very much increased sale of jewelry
and kindred lines by jewelers and I believe
that this can and will be accomplished
under conditions not merely more toler-
able, but comparatively ideal.
I believe that the time is now ripe for

this consummation; that the organization
spirit within our ranks is merely marking
time, awaiting the bugle call for a forward
march of our united forces.
And I believe that bugle call should be

sounded and that we, the United Jewelers,
Goldsmiths and Silversmiths of America,
should "fall in line" and together press
forward with speed but without haste
wisely to our destiny.

We gladly give to the trade the above
" Confession of Faith" knowing that even
those who would be disposed to question
its practicability, must admire its lofty
sentiment and the spirit of trade brother-
hood which inspired it. That it will
strike a responsive cord in the majority
of the trade, we have no doubt, and to
those who have thus far regarded with an
explicable indifference the organization
movement, we commend it as a timely and
fruitful subject for meditation.

New England and Trade Organization
Elsewhere in this issue is published the

program of the convention of the Retail
Jewelers' Association of the State of Maine
which will be held in Portland on Sep-
tember 4 and 5. It is worthy of note that
Maine is the only state in New England
which, at the present time, can boast of an
active organization of the trade. Although
this association was organized early this
year, and was expected to be the begin-
ning of a movement to extend organiza-
tion throughout that section, its example
has not been followed up to this time.
This is somewhat of a surprise to our-
selves as well as to the trade generally,
inasmuch as letters from subscribers in
New England frequently request our
advocacy of organization in that section.
That the New England trade fully appre-
ciate what has been accomplished by the
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combined associations may be taken for
granted, and it would seem as if the appar-
ent aloofness was attributable to the un-
willingness of individuals to undertake the
task of organization. It is quite true that
some of the New England states had dis-
couraging experiences in this matter in
the past, but the situation is quite different
today and renewed effort would almost
certainly be successful. The jewelers of
New England form a most important and
highly intelligent section of the trade and,
if organized, would be a most influential
factor in accelerating the regeneration now
in progress.

Advertising Jewelry Fashions
Appeals Favorably to Press

Every so-called new idea is merely an
evolution. Gray and Bell discovered the
articulating telephone almost simultane-
ously and without communication of any
kind. At an earlier date, Priestly and
Scheele discovered oxygen and in so doing
laid the foundation for the now marvelous
science of chemistry—each working in his
own way and in his own country. It has
been so with many other great inventions
and discoveries. Had Harvey not dis-
covered the circulation of the blood when
he did, it is impossible to conceive that
many months, not to say years, would
have elapsed before the discovery would
be made by some other investigator.
Start the mental vibrations, and the same
idea will manifest itself at the same time
in many different ways and places. It
has been so with the idea of advertising
jewelry fashions through the magazines
and daily press. The mere discussion of
the subject at numerous conventions
created an interest that is already re-
flected in an unusual number of illustrated
articles on the subject of jewelry in the
big Sunday editions. The recent display
of $10,000,000 worth of gems at the now
famous $250,000 Vanderbilt ball, at New-
port; the new fad of wealthy ladies
seeking out historic pieces of jewelry of
ill-omen and wearing same despite the
superstitions attached to them; the widen-
ing vogue of semi-precious stones; semi-
barbaric settings—these subjects have been
exploited with imposing illustrations in the
past few weeks.
This is an excellent beginning for such

advertising to the public as the National
Association may be able to plan. The
latter campaign will, of course, be less
sensational but more instructive, keeping
closer to the jewelry fashions within reach
of the public and showing such goods as
the jeweler is prepared to furnish.
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1835 WALLACE
Silver Plate

That Resists Wear

EOPLE of modest means de-
mand as high an artistic value
in silver plate today as did the

aristocrats of past generations in their
solid silver service.

Our new Laurel pattern
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Silver Plate that Resists Wear

meets the most modern ideals.

The name "Laurel" has been a happy one and
our advertising is impressing it more and more
permanently upon the mind of the public with
each issue of the foremost magazines.

The "Laurel Pattern" is a good pattern for any
jeweler to carry, because it has proved its sell-
ing value.

The pattern is made in Butler finish throughout
with lustrous gray handles and bright bowls.

To accentuate the fine modeling and die work
the wreaths at the top of the handles are
oxidized.

The new Laurel pattern may be had in extra
sectional or triple sectional plate.

R. WALLACE &
SONS MFG. CO.

Box 140, WALLINGFORD, CONNECTICUT

10 South Wabash Avenue - - - CHICAGO, ILL.
11 West 32nd Street NEW YORK
55 Post Street - - - SAN FRANCISCO, CAL.
63 Basinghall Street - - - - LONDON, E. C.
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national associations and the extension of
this feeling, not only among the retailers
themselves, but among the other branches
of the trade—manufacturing and jobbing

is the latest and most promising devel-
opment in the situation. It is gratifying
to the retailers to have the assurance that
none are better pleased with this develop-
ment than the jobbers and manufacturers,
who realize quite as well as their retail
brethren that co-operation is necessary
to the protection and advancement of the
interests of the trade as well from the
industrial as the commercial aspect. The
Kansas City convention demonstrated
in an unmistakable way the existence and
permanency of this new era of good feeling,
which feeling and its possibilities are suc-
cinctly expressed in the following " Con-
fession of Faith" or creed of the new dis-
pensation with which we have been fav-
ored by Ernest M. Lunt, vice-president of
the Towle Manufacturing Company, who
has been for some years as a "voice in the
wilderness" heradling the new era:

I believe in my fellows with all my mind,
with all my heart and with all my soul
and not less in those of them who are en-
gaged in the commerce and industries
embraced by the term "Jewelers."
I believe that Jewelers are equal in

integrity and capacity to any other class
of men or of merchants.

I believe that the nobler ideals which are
theirs by inheritance are cherished as
warmly in their breasts today and bear
fruit in action as fully and as frequently in
this golden age as ever in the past.
I believe that the "Jeweler" realizes

that life was not meant to be consumed
in a short sighted and recklessly eager
pursuit of money; that he knows that true
riches await him who fulfills his high call-
ing as trustee for the community in mat-
ters of taste and judgment concerning
important features of personal adornment
and home making; his mission being not
to supply "demands" alone, but to mold
and form the market for wares substantial
and refined.

I believe that separate and divided trade
organizations have helped the jeweler to
realize his social value and that he can be
helped further by a union at once broader
and closer.

Therefore:
I believe in the formation of an organiza-

tion to include every branch of the trade
in all its activities making--selling—
commercial settlements and adjustments
—protective—educative—social.
I believe such a move will provide for

the real conservation of every interest
involved by a body so truly representa-
tive that its counsel in jewelry affairs will
be accepted by all—the public--legisla-
tures—proprietors in the business and
workers too.

I believe that such a union will draw to
itself practically every merchant (whole-
sale and retail) who is eligible to member-
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ship and that the retailers whose organi-
zation now includes less than 5,000 will
rally under such a banner in tens of thou-
sands.

I believe that many of the ills which now
beset us will melt away in such an amal-
gamation and that any evils which may
menace us in the future will be mini-
mized.
I believe that membership in an organi-

zation whose strength shall be thus con-
tributed to by all and for all will give the
jeweler increased confidence in himself and
in his colleagues and that this confidence
will communicate itself to the public, insur-
ing him a better standing with them both
as a man and a merchant.

I believe that the result will, therefore,
be a very much increased sale of jewelry
and kindred lines by jewelers and I believe
that this can and will be accomplished
under conditions not merely more toler-
able, but comparatively ideal.

I believe that the time is now ripe for
this consummation; that the organization
spirit within our ranks is merely marking
time, awaiting the bugle call for a forward
march of our united forces.
And I believe that bugle call should be

sounded and that we, the United Jewelers,
Goldsmiths and Silversmiths of America,
should "fall in line" and together press
forward with speed but without haste
wisely to our destiny.

We gladly give to the trade the above
"Confession of Faith" knowing that even
those who would be disposed to question
its practicability, must admire its lofty
sentiment and the spirit of trade brother-
hood which inspired it. That it will
strike a responsive cord in the majority
of the trade, we have no doubt, and to
those who have thus far regarded with an
explicable indifference the organization
movement, we commend it as a timely and
fruitful subject for meditation.

New England and Trade Organization

Elsewhere in this issue is published the
program of the convention of the Retail
Jewelers' Association of the State of Maine
which will be held in Portland on Sep-
tember 4 and 5. It is worthy of note that
Maine is the only state in New England
which, at the present time, can boast of an
active organization of the trade. Although
this association was organized early this
year, and was expected to be the begin-
ning of a movement to extend organiza-
tion throughout that section, its example
has not been followed up to this time.
This is somewhat of a surprise to our-
selves as well as to the trade generally,
inasmuch as letters from subscribers in
New England frequently request our
advocacy of organization in that section.
That the New England trade fully appre-
ciate what has been accomplished by the
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combined associations may be taken for
granted, and it would seem as if the appar-
ent aloofness was attributable to the un-
willingness of individuals to undertake the
task of organization. It is quite true that
some of the New England states had dis-
couraging experiences in this matter in
the past, but the situation is quite different
today and renewed effort would almost
certainly be successful. The jewelers of
New England form a most important and
highly intelligent section of the trade and,
if organized, would be a most influential
factor in accelerating the regeneration now
in progress.

Advertising Jewelry Fashions
Appeals Favorably to Press

Every so-called new idea is merely an
evolution. Gray and Bell discovered the
articulating telephone almost simultane-
ously and without communication of any
kind. At an earlier date, Priestly and
Scheele discovered oxygen and in so doing
laid the foundation for the now marvelous
science of chemistry—each working in his
own way and in his own country. It has
been so with many other great inventions
and discoveries. Had Harvey not dis-
covered the circulation of the blood when
he did, it is impossible to conceive that
many months, not to say years, would
have elapsed before the discovery would
be made by some other investigator.
Start the mental vibrations, and the same
idea will manifest itself at the same time
in many different ways and places. It
has been so with the idea of advertising
jewelry fashions through the magazines
and daily press. The mere discussion of
the subject at numerous conventions
created an interest that is already re-
flected in an unusual number of illustrated
articles on the subject of jewelry in the
big Sunday editions. The recent display
of $10,000,000 worth of gems at the now
famous $250,000 Vanderbilt ball, at New-
port; the new fad of wealthy ladies
seeking out historic pieces of jewelry of
ill-omen and wearing same despite the
superstitions attached to them; the widen-
ing vogue of semi-precious stones; semi-
barbaric settings these subjects have been
exploited with imposing illustrations in the
past few weeks.

This is an excellent beginning for such
advertising to the public as the National
Association may be able to plan. The
latter campaign will, of course, be less
sensational but more instructive, keeping
closer to the jewelry fashions within reach
of the public and showing such goods as
the jeweler is prepared to furnish.
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Silver Plate

That Resists Wear

EOPLE of modest means de-
mand as high an artistic value
in silver plate today as did the

aristocrats of past generations in their
solid silver service.

Our new Laurel pattern

Silver Plate that Resists Wear

meets the most modern ideals.

The name "Laurel" has been a happy one and
our advertising is impressing it more and more
permanently upon the mind of the public with
each issue of the foremost magazines.

The "Laurel Pattern" is a good pattern for any
jeweler to carry, because it has proved its sell-
ing value.

The pattern is made in Butler finish throughout
with lustrous gray handles and bright bowls.

To accentuate the fine modeling and die work
the wreaths at the top of the handles are
oxidized.

The new Laurel pattern may he had in extra
sectional or triple sectional plate.

R. WALLACE &
SONS MFG. CO.

Box 140, WALLINGFORD, CONNECTICUT

10 South Wabash Avenue - - - CHICAGO, ILL.
11 West 32nd Street  NEW YORK
85 Post Street - - - - SAN FRANCISCO, CAL.
63 Basinghall Street - - - - LONDON, E. C.

fibj$.

1725



Immo.

1726

STOUFFER'S
FINE CHINA

Our No. 114/8 Combination

OUR Dinner Ware
is your oppor-

tunity to increase
your prestige, also
your profits. It will
assure you re-sales
and regular trade, for
when a lady buys
some part of a set she
strives to complete it.

Today the most ex-
clusive decoration for
Dinner Ware is sim-
ple bands and lines
with Initial done by
hand in pure coin gold.
We import our own
China, buying the best
the European market
offers.

You should handle the
line, and order now a
Sample Set from
which to take orders
for the Holiday trade.

CHINA bear-
ing the stamp

" Stouffer" means it
is the best to be had--
grade of ware, shape,
decoration and profit-
able salability. The
latter point alone is
proof that our prices
are right and that you
should handle our line.

Our decorations range
in price and style to
meet the demands of
all buyers. Effective
arrangements in nat-
ural and conventional
fruits and flowers;
harmonious combina-
tions in enamel, gold,
platinum, etc.

Throughout each year
we conscientiously
maintain a high stand-
ard of workmanship
and value, giving per-
fect assurance of suc-
cess and profit to the
dealer.

Write us today for illustrations
and prices, sent free on request.

Consisting of No. 206 8
Lemon Plate, 6 1 2
inches diameter. In
Green Leatherette
Case.

Price $230
Subject to Keystone Key

and 5 per cent. 10 days

ILLUSTRATION ONE-THIRD ACTUAL SIZE

SEND FOR CATALOG

liticbter Mfg. Co.
,33 Canal St.

Now York Office

Silver Depositors

Providence, R. I.
15 Maiden Lane

H. H. COLLARD, Representative

Hereafter all prices quoted will be subject to Keystone Key less our discount

PREPARE FOR THE
ENGRAVING HARVEST

The engraving fad still holds sway and the public insists on the finest
work. There is prestige and profit for the jeweler in artistic lettering,
and loss of both in commonplace work. The jewelers' salvation in
monogram engraving ;s the high-class compilation

HORNIKEL'S ENGRAVERS'
TEXT BOOK

which makes the work easy for the engraver and assures satisfaction to
the customer. No matter what form of letter engraving may be called
for, this book furnishes many mcdels of unexcelled beauty.
This work is now considered an essential in every first-class jewelry store.

A Copy Will be Sent Postpaid to Any Part of the World
on Receipt of Price, $6.00 (XI 5s)
  FOR SI,LE BY  
THE KEYSTONE PUBLISHING CO.
809-811-813 North 19th Street :: :: PHILADELPHIA, PA.
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WE ARE SHOWING MANY NEW DESIGNS
LOOK FOR OUR NAME ON EVERY HOLDER

Bergen Rich American Cut Glass
MANUFACTURED BY

Our Holders appeal quickly to every user of eyeglasses—eliminating
the dangling chain or cord annoyance when glasses are not in use.
Saves cost of lenses many times.

416 413 417

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

GOLD AND SILVER THIMBLES

163

If you appreci-
ate the commer-
cial value and
reliability result-
ing from

78 Years'
Experience

which goes into
every Thimble

we make, you will see to it that your stock of goods
of our manufacture is complete and well displayed.

New Catalogue Sent Upon Request

Established 1832

KETCHAM & McDOUGALL Manufacturers  
15-17-19 MAIDEN LANE NEW YORK

B
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 HAVE YOU SEEN 

OUR FALL BLUE BOOK, CATALOG "0" JUST ISSUED?

areags.74
BERGEI
nraplit.

MERIDEN
CONNECTICUT

LOOK FOR BERGEN TRADE MARK

FOR THE

FALL TRADE

OUR
SALESMEN

TRADE

Our line of CUT,

ROCK CRYSTAL

and ENGRAVED

GLASS surpasses any-.

thing we have so far

put on the market,

consisting of the latest

shapes and a variety

of new and original

patterns.

are now on the road
with our new line, and
we kindly ask you
look our samples over
before placing your
FALL ORDER, or call
in at our different
Salesrooms where we
keep a full line of
samples on display at
all times, or send for
one of our latest
CATALOGUES.

We show 292 pages in this Blue Book representing 10,000 articles in STERLING SILVER TOILET and MANICURE GOODS and ROLLED GOLDFILLED JEWELRY.
We make 2600 Combinations of TOILET, MANICURE, BABY, DESK, SEWING, MILITARY, SHAVING, and SMOKING SETS. The HAIRBRUSHES shown here represent our Four New Patterns for 1912.

Our Sterling Line Includes:
TOILET GOODS
MANICURE GOODS
GENTLEMEN'S GOODS
CIGARETTE CASES
CARD CASES
MATCH BOXES
PLAYING CARD CASES
SPECTACLE CASES
EYE GLASS CASES
JEWEL CASES
PICTURE FRAMES
TABLE GOODS

STERLING VANITIES and
NOVELTIES

GOLD FILLED VANITIES,
NOVELTIES, Etc.

S206 5347ET 5347 5347E

Our Rolled Gold Filled Line
Includes:

BELT PINS
BRACELETS
CROSSES and PENDANTS
NECKLACES
CHAINS and SLIDES
LAPEL BUTTONS
COLLAR BUTTONS
VEST BUTTONS
LINK BUTTONS
STUDS
TIE CLASPS
SCARF and HAT PINS
EARRINGS
LOCKET and CHARMS
PINS, BARRETTES and
LINGERIE CLASPS

THEODORE W. FOSTER 8z BRO. CO.
Manufacturing Jewelers and Silversmiths

100 Richmond Street
NEW YORK: 13 Maiden Lane

1:11=111E11 11 

CHICAGO: Heyworth Building

Providence, R. I.

I II

CANADA: Kingston, Ont.

We call particular

attention to our new

line of JEWEL CASES,

PUFF BOXES,HAND-

KERCHIEF CASES,

HAIR RECEIVERS,

CARD CASES, ETC,

We have also added
to our line a number
of new ELECTRO-
LIERS which are en-
tirely different from
any yet put on the
market by other cut
glass manufacturers.

Send at once
for illustrated
sheets.

New York Salesroom

38 Murray Street

ONE OF OUR LATEST PATTERNS
We guarantee every piece of glass that leaves our Factory

San Francisco Salesroom
303 Jewelers' Building, 150 Post Street

Chicago Salesroom

10 S. Wabash Ave.
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The 4 41Stuart"

MADE BY

Whiting Mfg. Company
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HIS NEW PATTERN
of Sterling Silver Table-

ware is based, as its name
implies, on a characteristic
English design of the Seven-
teenth Century. It w i I 1,
however, be found to accord
most harmoniously with the
Georgian and Colonial styles
of interior decoration, as well
as with Oak and Walnut of
the Stuart period, now being
eagerly sought after by col-
lectors. The Stuart is made
in a complete line of modern
Tableware, including all sizes
and varieties of Spoons, Forks
and Knives as well as Special
Serving Pieces.
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Whiting Mfg. Company
SILVERSMITHS

Bridgeport, Conn.
Salesrooms
Silversmiths' Building
15 Maiden Lane
New York

San Francisco Office
717 Market St.
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The Bank and the
Small Business Man

How the Bank Can and Will Help Him Grow—
Value of the Personal Relations Between Bank
and Customer—What the Bank Requires—How
a Bank Loans and to Whom

By GEORGE R. GLENDINING, Manager, Banker and Tradesman,
Boston

Does the bank want my business? Will
the bank give me a line of credit? What
must I do to win and hold the confidence
of the bank? Will banking connections
aid me?
These questions contain a lot of food

for thought—the ambitious man with a
small business, and many a man who has
thought the matter over, has hesitated to
go to his banker, feeling that the affairs
of the bank were so large that it could
have no time for the consideration of his
small problems.
Now this is a mistake. The fact that

your business is small will not condemn it
in the eye of the banker. What the banker
really wants to know is whether or not
you "have the goods." If your small
business is clean, if it has definite pros-
pects, if your assets are clean and "quick,"
if you are ambitious and energetic and
thoroughly understand your business, the
banker does want your business, he
does want to know you, he will give
you as much credit as your condition
warrants, he will stand back of you with
advice, and will aid you in making your
" small " business a "big" business. He
will do it because that is what he is there
for. He can advise you, because he is
trained to take an impartial, hard-headed
view of your affairs—the unbiased view of
the outsider—and he wants your business
because, if he can aid in increasing your
profits you will in turn aid in increasing
his.

New Type of Banks

The old days of the gruff bank officer,
inaccessible except to the chosen few, are
past. Nowadays the managing officers
of a bank are always willing and glad to
give their time and ability as unstintedly
to the small depositor as to the large one.
The complexities of the banking business
have increased in the same ratio as those
of the general business world—new de-
partments have been created, new func-
tions have been assumed, new safeguards
added. They are under rigorous supervi-
sion, and they are forced to lose sight of all
sentiment in their dealings, but their very
so-called cold-bloodedness in passing upon
the merits of a demand for credit is the
cold-bloodedness that makes for the
excision of any and all rotten spots in
the business under consideration.

And yet it is not quite far to say that
all sentiment is absent in dealing with a
bank, for, as already mentioned, the
banker of today is not only ready but glad
to place his knowledge of conditions and
affairs at the disposal of those who seek
him. It doesn't give him any pleasure
to turn down a request for credit, and in
turning it down he is quick to offer sug-
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gestions of changes that may lead to an
ultimate reversal of his decision.
The banks today are making a strong

point of this personal relationship be-
tween bank and customers. They are
advertising it. They like to have even a
small depositor come to them for advice
on personal financial matters, for, as one
banker says; "It gives me a chance to
study a man at first hand and size up his
capabilities and possibilities, all of which
may be useful in later and large dealing
between that man and the bank."
The banker watches and notes the

experience of others, others perhaps in
the same line of business as you. He
notes their errors, and is able to aid you in
avoiding those errors if you consult him.
He can point out to you why others have
failed and still others succeeded. On his
board of directors he has men whose busi-
ness experience covers many different
lines of activity. They are successful
men or they wouldn't be on the board.
Their experience and advice you gain when
you become a customer of the bank.
When you seek banking connections look
for the bank that makes a strong point of
this personal relationship.

What the Bank Demands

Now as to what the banker demands
when you seek a line of credit. The fact
that your business may be small, is, in
itself, no obstacle. He will carefully look
up your standing in the trade, your per-
sonal reputation among people that you
are dealing with, you habits of paying bills,
the nature of your business, and will want
to know frankly for what purpose you
want money. He will be influenced largely
by the amount you seek and its relation
to the amount of free capital in your
business. By free capital he means the
amount of real quick assets above what
you owe.
No bank wants what is known as a

"steady borrower"—that is, one who
continually wants to renew notes when
they fall due. The bank wants you to
pay your loan when it falls due. The
banker, with his knowledge of your busi-
ness, knows that there are good and bad
seasons. He will tide you over the bad
season with a loan that is justified, and
only demands that you meet the note
when it falls due. Small, well protected
loans, to the small but "good " business
man are just as welcome to the bank as
larger loans to the big fellow.
On general principles the man who has

grown old in a business without being able
to accumulate anything more than debts
or a bare living, stands little show of
obtaining credit at a bank, although even
at that late day he might get some valu-
able advice that would save the remains.
But the keen, energetic, ambitious man,
with clean assets, good business morals, and
good prospects will have no trouble in
getting all the assistance he is entitled to.
Few banks, if any, will extend credit to

a customer who carries a balance of less
than $500 with it, and many ask that at
least 20 per cent of the amount of the loan
be also carried as a balance in the bank.
Of course there are exceptions to this, for

after all, loans are made on the judgment
of the managing officer of the bank or a
board selected for that purpose.

General business conditions enter into
the matter prominently. If the industry in
which the applicant is engaged is entering
a period of depression the banker has to
look at the possibility of the borrower
being able to meet the loan when it falls
due. If, on the other hand, an era of
prosperity and expansion is ahead, the
banker has to guard against the tendency
on the part of the borrower to over-esti-
mate the boom and over-extend himself.
To guard against these opposite con-
tingencies the banker must keep himself
in close touch with general affairs in the
business, financial and political world, and
for this reason he is in a position to give
advice based on broader grounds than the
customer, with his narrower vision, is able
to cover.
In brief, the banker is disposed to

render all the assistance that is warranted.
He cannot and will not help the man who
won't help himself. He is the guardian
of the funds that he is loaning, not the
owner of them. He is trained to use all
caution, but he is there to make money
for the bank, so that if you can justify
your claim to his consideration, go to
him, for he is a valuable friend. Be
perfectly frank with him. Don't hedge.

Value of Banking Connections

The value of banking connections, aside
from the matter of loans, cannot be over-
estimated. Such a connection—properly
kept—is the best reference one can give;
it is valuable, not only on occasions when
you need it for some big and important
matter, but also for the every day require-
ments in connection with your business
and money matters. As a customer and
depositor you have access to the vast
fund of information about men and busi-
ness affairs that your bank accumulates;
the checks you send out are a constant
advertisement of your business; the
cancelled checks are the best kind of a
receipt, and the various departments of
the modern bank offer service that touches
both your personal and business affairs
in many ways. On the question of small
deposits all banks do not agree, some
requiring a larger initial deposit and regu-
lar balance than others, but almost any
bank will take a deposit, no matter how
small, from you, if you can convince the
bankers that you and the account are
going to be "live ones."—Business

An Electric Fan Which
Runs Around a Track.

The proprietor of a small store in
Chicago has devised a novel show-
window display of the "action" va-
riety with a simple electric fan, a cir-
cular track of the type used for the
operation of toy trains, and a little
truck. The rails of the track are con-
nected into an electrical circuit, which
is completed by passing the by-current
from one rail through the truck to the
motor of the fan, which is set on the truck,
and back to the other rail.
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some very good rings, some very bad.
that will more certainly and positively make selling easier or
increase your business more definitely than W. W. W. RINGS.

YOU can buy rings of
any one of a hun-

dred different makers;
But you cannot buy any

We're offering you more than mere rings ; we're
offering a trade-making force. Don't expect
to reap a crop when you haven't sown the
seed. There are some things a retailer has
to do besides having goods to sell; and the
man who does these things best is the one
who gets the larger share of the trade.

We're offering you, absolutely free, all the

things that bring success to the retailer.
The National Advertising of the W. W. W.
RING begins in October. Fifteen leading
magazines will carry our story to fifty million
people—the very people you live among.
Take advantage of this advertising, of our
mechanical window display and other features
by buying W. W. W. Advertised Rings.

WHITE WILE & WARNER
Makers of Rings in Which the Stones Do Stay BUFFALO, N. Y.

New York Office, Silversmiths' Building, 15 Maiden Lane
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New Parcels-Post Law Goes
Into Effect January 1

The Country Divided Into Eight Postal Zones—
Rates are Graduated According to Weight—
Postmaster-General to Prepare Regulations

Washington, August 25—Postmaster General
Hitchcock today declared the department would
exert every effort to be prepared to establish a
parcels post system, as provided in the post-office
appropriation bill, signed by President Taft
yesterday, by January 1, 1913, the date fixed
by the Bourne-Lewis bill incorporated in the
appropriation bill for the regulations as to zones
and charges to become effective.
Under this legislation, it is provided that here-

after fourth class mail matter shall embrace all
matter, including farm and factory products, not
now embraced in the first, second, or third class,
and not exceeding 11 pounds in weight, nor
greater in size than 72 inches in length and girth
combined, nor in form likely to injure the person
of any postal employe or damage mail equipment
or other mail matter, and not of a character perish-
able within the period reasonably required for
transportation and delivery.

Eight Postal Zones Provided

For parcels-post purposes, the United States
and its territories, including Alaska, but excluding
the Philippines, is to be divided into units of area
30 miles square, identical with a quarter of the
area formed by the intersecting parallels of latitude
and meridians of longitude, represented on appro-
priated postal maps, and these units of area are
to be the basis of eight postal zones as follows:
The first zone to include all territory within

such quadrangle, in conjunction with every
contiguous quadrangle representing an area
having a mean radial distance of approximately
60 miles from the center of any given unit of area.
The second zone to include all units of area

outside the first zone, lying in whole or in part
within a radius of approximately 150 miles from
the center of a given unit of area.
The third zone to include all units of area outside

the second zone, lying in whole or in part within a
radius of approximately 300 miles from the center
of a given unit of area.
The fourth zone to include all units of area

outside the third zone, lying in whole or in part
within a radius of approximately 600 miles from
the center of a given unit of area.
The fifth zone to include all units of area outside

the fourth zone, lying in whole or in part within
a radius of approximately 1,000 miles from the
center of a given unit of area.
The sixth zone to include all units of area outside

the fifth zone, lying in whole or in part within a
radius of approximately 1,400 miles from the center
of a given unit or area.
The seventh zone to include all units of area

outside the sixth zone, lying in whole or in part
within a radius of approximately 1,800 miles from
the center of a given unit of area.
The eighth zone to include all units of area

outside the seventh zone.

Rates are Graduated

The rate on fourth-class matter, weighing not
more than 4 ounces, is to be 1 cent for each ounce
or fraction, and on matter in excess of 4 ounces,
the rate is to be by the pound, the postage in all
cases to be prepaid by distinctive postage stamps
affixed. Except as provided above, the postage
on matter of the fourth class, which is to be
admitted to the parcels-post, is to be prepaid at
the following rates:
On all parcels-post matter mailed at the post-

office from which a rural route starts, for delivery
on such route, or mailed at any point on such
route for delivery at any other point thereon or at
the office from which the route starts, or on any
rural route starting therefrom, and on all matter
mailed at a city carrier office, or at any point within
its delivery limits, for delivery by carriers from
that office, or at any office for local delivery, 5
cents for the first pound or fraction of a pound
and 1 cent for each additional pound or fraction
of a pound.
For delivery within the first zone, except as

above, 6 cents for the first pound or fraction of a
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pound, and 3 cents for_each additional pound or
fraction of a pound.

For delivery within the second zone, 6 cents for
the first pound or fraction of a pound and 4 cents
for each additional pound or fraction of a pound.
For delivery within the third zone, 7 cents for

the first pound or fraction of a pound and 6 cents
for each additional pound or fraction of a pound.
For delivery within the fourth zone, 8 cents for

the first pound or fraction of a pound and 6 cents
for each additional pound or fraction of a pound.
For delivery within the fifth zone, 9 cents for

the first pound or fraction of a pound and 7 cents
for each additional pound or fraction of a pound.
For delivery within the seventh zone, 11 cents

for the first pound or fraction of a pound, and 10
cents for each additional pound or fraction of a
pound.
For delivery within the eighth zone, Philippine

Islands or any portion of the United States,
including the District of Columbia and the several
Territories and possessions, 12 cents for the first
pound or fraction of a pound and 12 cents for each
additional pound or fraction of a pound.

Notorious'jewelry Store Burglar
Describes a Famous Robbery

Edward W. Dunlap, Soldier, Adventurer and
Crook, Describes One of His Greatest Burglary
Exploits.

Troy, N. Y., August 26.—A revelation of general
trade interest has just been made in the publication
of the methods used in the famous robbery of the
jewelry store of Marks & Son, this city, back in
1884. In a serial copyrighted by the North
American Company, and edited by two well-known
medical men, entitlted "Crooks and Their Ways,"
a noted jewelry thief confesses in detail his various
operations and the methods which he pursued.
Chapter 20 of the story covers the robbery of the
jewelry store in this city and is as follows:
The method adopted to rob this establishment

was of the most ingenious and original description.
The robbery was effected in February, 1884, and
the men that did the work were Billy Porter,
Sheeny Mike and Jimmie Irvin, who was after-
ward killed by Porter.
The jewelry store was situated at the busiest part

of the main street of Troy, and its proprietors be-
lieved it to be burglar-proof. It was a large double
store, having showcases on each side. This estab-
lishment contained valuables to an extent that
would seem improbable in such a small city.
Between the two counters, at the rear of the store,
was a railing and about six or eight feet back of this
railing and against the wall stood a large Hall safe.
The office of the firm was in a room at the
rear of the store, and this room was protected by
heavy iron shutters and an iron door. The safe
contained the valuables of the firm during the
night.
The younger of the brothers always saw to it that

the goods were placed in the safe, and locked the
safe personally at night. He alone knew the com-
bination; consequently he himself always un-
locked the safe in the morning. When all was
ready to close the store for the night, a large loco-
motive headlight, containing a big reflector, was
placed on the end of one of the counters. This
was not an oil lamp, but was supplied with gas
from a nearby burner. The light was reflected
directly upon the safe, and the back of the store
was in gloom; but the big safe stood out clearly
exhibited by the beams of light from the lamp and
was distinctly visible from the steet. The outside
watchman, a most faithful man, made his rounds
every half hour, and at each round he would look
through one of the glass windows, would see the safe
and would then, of course, believe everything to be
right. One would suppose that it was impossible
to beat a safe that was so protected, yet it was
beaten in a very few minutes, and the watchman
knew nothing until the next morning.
Both Porter and Mike visited the store several

times, and at each visit made a trivial purchase.
They were thus able to get an accurate mental pic-
ture of the safe, its size, its color, the plates upon
it, the exact position of its handle and knob, etc.
On a piece of heavy canvas the ingenious Sheeny

Mike painted an excellent representation of a safe.
This canvas was taken to a French locksmith and
toolmaker in New York city, and he made a mount
for the canvas so that it could be put together in a
few minutes. This pretended safe and real han-
dles and knobs, which were to be placed on the
outside when it was once set up.
It was quite certain that the store could not be

entered from the rear; the only way to enter it was
by the roof. A store three or four doors below was
"cracked" from the rear. The burglar went to the
roof, and from there passed to the roof of the Marks
store and entered through a trapdoor. After an en-
trance had been made, the tools and the dummy
safe were carried in.

Porter and Mike were to do the actual work;
Irwin 'Was the outside man. Just a few minutes be-
fore the watchman came around Irwin would tap
upon the window so the inside men could hear,
and they would at once set up the dummy. It was
agreed that in case the watchman would give
trouble, Irwin was to convey information by rap-
ping loudly upon the door, or, at least, making
a loud noise in the street.

Nothing took place to disturb the work. As
soon as the watchman departed the frame was
taken down and work begun anew. The safe was
beaten by smashing the knob and driving in the
spindle. This so disarranged the lock that a simple
haul at the handle would open the doors. This
old way of beating a safe is no longer possible. The
makers now know too much and have provided
against it. After the safe was beaten Mike took
down the framework and closed up the smashed
safe, and the robbers went away, taking the
counterfeit safe along with them. During the
remainder of the night the watchman passed and
repassed, and every time he looked in he saw
the safe, apparently as it should be, and went corn-
fortably on his way.

This job netted about $40,000, mostly in dia-
monds and precious stones. The plunder was
taken to a roadhouse about four miles below
Albany, kept by Joe Dubuque, an all-around sport
and a clever man. I do not know how or where the
swag was disposed of. Shortly afterward Porter
went to England. Mike went to Florida and
bought an orange grove.

Billy Pinkerton had been put on this case. He
made some very correct inferences from a study oi
the big plate of the fake safe, which had been left
behind by accident. Pinkerton learned that both
Porter and Mike had been at the roadhouse below
Albany before the robbery, and again afterward;
so he procured warrants for them and made every
effort to locate them but was unsuccessful. Eigh-
teen months after the robbery Porter returned to
New York and was arrested by central office de-
tectives, who, of course, knew that he was wanted.
The Pinkertons were so convinced of the rottenness
of the New York force that they watched the place
of Porter's confinement so that if he should be
turned out they would be able to pinch him again
right away. He was turned over to the authori-
ties of Troy, where he was indicted, tried, convicted
and sentenced to ten years in Dannemora prison.
Mike was located in Florida, was brought back and
received a similar sentence.
As a matter of fact, the evidence upon which

they were convicted was of the flimsiest sort.
There was no evidence at all, except that they had
been at the roadhouse before and after the robbery;
but, as they were crooks and good burglars, it was
decided that they must be guilty. Sheeny Mike's
case was appealed at once. In about six months it
was heard by the supreme court, and Mike was
discharged. Porter remained in prison about
three months after Mike was liberated, when he
also was set free by order of the supreme court.
I knew Sheeny Mike well. He was one of the

greatest crooks in the country. He never beat a
bank, but his peculiar graft was store safes, and
many a one of them he opened. He made money
rapidly, and spent it freely. He was a short,
slender man, and at the time of committing the
Marks robbery was about thirty-five years of age.
With his clear-cut features, large nose and high
forehead he had an intellectual and scholarly
appearance. A book could be written about this
remarkable Jew's career. He had a taste for jew-
elry and a knowledge of silks and fabrics. He was
not only a master in executing a robbery, but also
an artist in planning one. He died a few months
ago, leaving a widow and three children, with not
a cent to support them.
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SUALLY- SUCCESSFUL- BUSINESS
MUST HAVE - bACK; OPIT -
UNUSUAL CAPABLE 'AND -

aTRAORDINARY
EFFORT.

You can buy rings of
any one of a hun-

dred different makers;
some very good rings, some very bad. But you cannot buy any
that will more certainly and positively make selling easier or
increase your business more definitely than W. W. W. RINGS.
We're offering you more than mere rings ; we're
offering a trade-making force. Don't expect
to reap a crop when you haven't sown the
seed. There are some things a retailer has
to do besides having goods to sell; and the
man who does these things best is the one
who gets the larger share of the trade.

We're offering you, absolutely free, all the

things that bring success to the retailer.
The National Advertising of the W. W. W.
RING begins in October. Fifteen leading
magazines will carry our story to fifty million
people—the very people you live among.
Take advantage of this advertising, of our
mechanical window display and other features
by buying W. W. W. Advertised Rings.

WHITE, WILE & WARNER
Makers of Rings in Which the Stones Do Stay BUFFALO, N. Y.

New York Office, Silversmiths' Building, 15 Maiden Lane

September 1, 1912 T H

New Parcels-Post Law Goes
Into Effect January 1

The Country Divided Into Eight Postal Zones—
Rates are Graduated According to Weight—
Postmaster-General to Prepare Regulations

Washington, August 25—Postmaster General
Hitchcock today declared the department would
exert every effort to be prepared to establish a
parcels post system, as provided in the post-office
appropriation bill, signed by President Taft
yesterday, by January 1, 1913, the date fixed
by the Bourne-Lewis bill incorporated in the
appropriation bill for the regulations as to zones
and charges to become effective.
Under this legislation, it is provided that here-

after fourth class mail matter shall embrace all
matter, including farm and factory products, not
now embraced in the first, second, or third class,
and not exceeding 11 pounds in weight, nor
greater in size than 72 inches in length and girth
combined, nor in form likely to injure the person
of any postal employe or damage mail equipment
or other mail matter, and not of a character perish-
able within the period reasonably required for
transportation and delivery.

Eight Postal Zones Provided

For parcels-post purposes, the United States
and its territories, including Alaska, but excluding
the Philippines, is to be divided into units of area
30 miles square, identical with a quarter of the
area formed by the intersecting parallels of latitude
and meridians of longitude, represented on appro-
priated postal maps, and these units of area are
to be the basis of eight postal zones as follows:
The first zone to include all territory within

such quadrangle, in conjunction with every
contiguous quadrangle representing an area
having a mean radial distance of approximately
50 miles from the center of any given unit of area.
The second zone to include all units of area

outside the first zone, lying in whole or in part
within a radius of approximately 160 miles from
the center of a given unit of area.
The third zone to include all units of area outside

the second zone, lying in whole or in part within a
radius of approximately 300 miles from the center
of a given unit of area.
The fourth zone to include all units of area

outside the third zone, lying in whole or in part
within a radius of approximately 600 miles from
the center of a given unit of area.
The fifth zone to include all units of area outside

the fourth zone, lying in whole or in part within
a radius of approximately 1,000 miles from the
center of a given unit of area.
The sixth zone to include all units of area outside

the fifth zone, lying in whole or in part within a
radius of approximately 1,400 miles from the center
of a given unit or area.
The seventh zone to include all units of area

outside the sixth zone, lying in whole or in part
within a radius of approximately 1,800 miles from
the center of a given unit of area.
The eighth zone to include all units of area

outside the seventh zone.

Rates are Graduated

The rate on fourth-class matter, weighing not
more than 4 ounces, is to be 1 cent for each ounce
or fraction, and on matter in excess of 4 ounces,
the rate is to be by the pound, the postage in all
cases to be prepaid by distinctive postage stamps
affixed. Except as provided above, the postage
on matter of the fourth class, which is to be
admitted to the parcels-post, is to be prepaid at
the following rates:
On all parcels-post matter mailed at the post-

office from which a rural route starts, for delivery
on such route, or mailed at any point on such
route for delivery at any other point thereon or at
the office from which the route starts, or on any
rural route starting therefrom, and on all matter
mailed at a city carrier office, or at any point within
its delivery limits, for delivery by carriers from
that office, or at any office for local delivery, 6
cents for the first pound or fraction of a pound
and 1 cent for each additional pound or fraction
of a pound.
For delivery within the first zone, except as

above, 6 cents for the first pound or fraction of a
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pound, and 3 cents for_each additional pound or
fraction of a pound.
For delivery within the second zone, 6 cents for

the first pound or fraction of a pound and 4 cents
for each additional pound or fraction of a pound.
For delivery within the third zone, 7 cents for

the first pound or fraction of a pound and 5 cents
for each additional pound or fraction of a pound.
For delivery within the fourth zone, 8 cents for

the first pound or fraction of a pound and 6 cents
for each additional pound or fraction of a pound.
For delivery within the fifth zone, 9 cents for

the first pound or fraction of a pound and 7 cents
for each additional pound or fraction of a pound.
For delivery within the seventh zone, 11 cents

for the first pound or fraction of a pound, and 10
cents for each additional pound or fraction of a
pound.
For delivery within the eighth zone, Philippine

Islands or any portion of the United States,
including the District of Columbia and the several
Territories and possessions, 12 cents for the first
pound or fraction of a pound and 12 cents for each
additional pound or fraction of a pound.

NotorioueJewelry Store Burglar
Describes a Famous Robbery

Edward W. Dunlap, Soldier, Adventurer and
Crook, Describes One of His Greatest Burglary
Exploits.

Troy, N. Y., August 26.—A revelation of general
trade interest has just been made in the publication
of the methods used in the famous robbery of the
jewelry store of Marks & Son, this city, back in
1884. In a serial copyrighted by the North
American Company, and edited by two well-known
medical men, entitlted "Crooks and Their Ways,"
a noted jewelry thief confesses in detail his various
operations and the methods which he pursued.
Chapter 20 of the story covers the robbery of the
jewelry store in this city and is as follows:
The method adopted to rob this establishment

was of the most ingenious and original description.
The robbery was effected in February, 1884, and
the men that did the work were Billy Porter,
Sheeny Mike and Jimmie Irvin, who was after-
ward killed by Porter.
The jewelry store was situated at the busiest part

of the main street of Troy, and its proprietors be-
lieved it to be burglar-proof. It was a large double
store, having showcases on each side. This estab-
lishment contained valuables to an extent that
would seem improbable in such a small city.
Between the two counters, at the rear of the store,
was a railing and about six or eight feet back of this
railing and against the wall stood a large Hall safe.
The office of the firm was in a room at the
rear of the store, and this room was protected by
heavy iron shutters and an iron door. The safe
contained the valuables of the firm during the
night.
The younger of the brothers always saw to it that

the goods were placed in the safe, and locked the
safe personally at night. He alone knew the com-
bination; consequently he himself always un-
locked the safe in the morning. When all was
ready to close the store for the night, a large loco-
motive headlight, containing a big reflector, was
placed on the end of one of the counters. This
was not an oil lamp, but was supplied with gas
from a nearby burner. The light was reflected
directly upon the safe, and the back of the store
was in gloom; but the big safe stood out clearly
exhibited by the beams of light from the lamp and
was distinctly visible from the steet. The outside
watchman, a most faithful man, made his rounds
every half hour, and at each round he would look
through one of the glass windows, would see the safe
and would then, of course, believe everything to be
right. One would suppose that it was impossible
to beat a safe that was so protected, yet it was
beaten in a very few minutes, and the watchman
knew nothing until the next morning.
Both Porter and Mike visited the store several

times, and at each visit made a trivial purchase.
They were thus able to get an accurate mental pic-
ture of the safe, its size, its color, the plates upon
it, the exact position of its handle and knob, etc.
On a piece of heavy canvas the ingenious Sheeny

Mike painted an excellent representation of a safe.
This canvas was taken to a French locksmith and
toolmaker in New York city, and he made a mount
for the canvas so that it could be put together in a
few minutes. This pretended safe and real han-
dles and knobs, which were to be placed on the
outside when it was once set up.

It was quite certain that the store could not be
entered from the rear; the only way to enter it was
by the roof. A store three or four doors below was
"cracked" from the rear. The burglar went to the
roof, and from there passed to the roof of the Marks
store and entered through a trapdoor. After an en-
trance had been made, the tools and the dummy
safe were carried in.

Porter and Mike were to do the actual work;
Irwin ,vas the outside man. Just a few minutes be-
fore the watchman came around Irwin would tap
upon the window so the inside men could hear,
and they would at once set up the dummy. It was
agreed that in case the watchman would give
trouble, Irwin was to convey information by rap-
ping loudly upon the door, or, at least, making
a loud noise in the street.

Nothing took place to disturb the work. As
soon as the watchman departed the frame was
taken down and work begun anew. The safe was
beaten by smashing the knob and driving in the
spindle. This so disarranged the lock that a simple
haul at the handle would open the doors. This
old way of beating a safe is no longer possible. The
makers now know too much and have provided
against it. After the safe was beaten Mike took
down the framework and closed up the smashed
safe, and the robbers went away, taking the
counterfeit safe along with them. During the
remainder of the night the watchman passed and
repassed, and every time he looked in he saw
the safe, apparently as it should be, and went com-
fortably on his way.

This job netted about $40,000, mostly in dia-
monds and precious stones. The plunder was
taken to a roadhouse about four miles below
Albany, kept by Joe Dubuque, an all-around sport
and a clever man. I do not know how or where the
swag was disposed of. Shortly afterward Porter
went to England. Mike went to Florida and
bought an orange grove.

Billy Pinkerton had been put on this case. He
made some very correct inferences from a study oi
the big plate of the fake safe, which had been left
behind by accident. Pinkerton learned that both
Porter and Mike had been at the roadhouse below
Albany before the robbery, and again afterward;
so he procured warrants for them and made every
effort to locate them but was unsuccessful. Eigh-
teen months after the robbery Porter returned to
New York and was arrested by central office de-
tectives, who, of course, knew that he was wanted.
The Pinkertons were so convinced of the rottenness
of the New York force that they watched the place
of Porter's confinement so that if he should be
turned out they would be able to pinch him again
right away. He was turned over to the authori-
ties of Troy, where he was indicted, tried, convicted
and sentenced to ten years in Dannemora prison.
Mike was located in Florida, was brought back and
received a similar sentence.
As a matter of fact, the evidence upon which

they were convicted was of the flimsiest sort.
There was no evidence at all, except that they had
been at the roadhouse before and after the robbery;
but, as they were crooks and good burglars, it was
decided that they must be guilty. Sheeny Mike's
case was appealed at once. In about six months it
was heard by the supreme court, and Mike was
discharged. Porter remained in prison about
three months after Mike was liberated, when he
also was set free by order of the supreme court.
I knew Sheeny Mike well. He was one of the

greatest crooks in the country. He never beat a
bank, but his peculiar graft was store safes, and
many a one of them he opened. He made money
rapidly, and spent it freely. He was a short,
slender man, and at the time of committing the
Marks robbery was about thirty-five years of age.
With his clear-cut features, large nose and high
forehead he had an intellectual and scholarly
appearance. A book could be written about this
remarkable Jew's career. He had a taste for jew-
elry and a knowledge of silks and fabrics. He was
not only a master in executing a robbery, but also
an artist in planning one. He died a few months
ago, leaving a widow and three children, with not
a cent to support them.
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THE UNUSUAL
Wearing qualities of our Seam-

less Gold Rings are due to the
peculiar process of manufacture we
use, which insures greatest density of
grain and hardness of wearing surface.
You cannot get better rings than our

SEAMLESS GOLD RINGS
All weights and shapes 10 K, 14 K, 18 K, 22 K.

Manufacturing Jewelers

2 Maiden Lane New York
Factory, Brooklyn

The Call of the Moose
is very noticeable through-
out the land ; but there are
others. The various organ-
izations are going to be

fs.e

EMBLEMS and
JEWELS

Elk
Masonic
Eagle
Moose
Shrine
Knights of

Columbus
extremely busy this Fall. Many emblems will be used, not only for
political purposes, but for Fraternal Orders. This is where we excel.
We specialize on Fraternal and Lodge emblems of every description.
Numerous new designs ; prices always right ; quality up to " The Rose"

standard. Send us your orders. Write for selection
package.

HENRY FREUND & BRO.
DIAMONDS".SELLERS OF 71 Nassau St., New York WATCHESSELLERS"

JEWELRY
We are official manufacturers and headquarters. Complete lines at all times.
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NEW YORK OFFICE OF THE KEYSTONE,

Room 1102 JEWELERS' BUILDING, 9-11-13 MAIDEN LANE.

NEW YORK, August 27.

The latter part of August in the local jewelry
market was featured by general activity. Out-of-
town buyers were present in increased numbers,
and while a general tendency to conservatism still
restricted their operations in some lines, especially
solid gold jewelry, the results of the past few
weeks have for the most part proved entirely
satisfactory to the manufacturing and whole-
sale interests. Reorders are already coming in
in and travelers report good sales in most sections
and a general feeling of optimism throughout the
country. Despite their fears earlier in the year
that national politics would have the usual ten-
dency to deter heavy buying on the part of the
retailer, most manufacturers are highly elated to
find that this year is proving an exception to the
usual run of presidential campaigns.
Trading in expensive jewelry is still slow. Not-

withstanding increased prices on silverware, which
went into effect this spring, eastern manufacturers
of both hollow and flatware report business satis-
factory.
None of the large clock houses are complaining

about the size or number of sales, while a few
claim to be unable to fill their orders promptly.
Novelties have done well when most other lines
suffered and will probably continue to go strong.
The particularly bright spot in the jewelry trade

is the remarkable manifestation of the strength
of the gem market. Current figures quoted on
stones are said to be somewhat higher than at the
first of this year and from present indications
prices will continue to advance gradually in the
future. Some idea of the advance in the price
of diamonds in the last few years may be gained
from the fact that where the cost per karat of a
well-cut stone was about $70 or $80 fifteen years
or so ago, it is now about $200. This advance
gives considerable basis for the belief that the price
will continue to mount as time goes on.
Commenting on general business conditions,

Dun's Review says: With crop prospects in-
creasingly brilliant, with the principal industries
working to full normal capacity, with trade dis-
tribution continuously expanding, and with
business sentiment becoming daily more and more
confident and buoyant the whole situation, both
in fundamental conditions and in volume of trans-
actions, is better than it has been for years. It
is no longer a shortage of orders, but of capacity
to supply demand, and in some cases consumers
offer premiums for prompt delivery.

Bradstreet's says: Expansion is the keyword
of the trade situation as the month draws to a close,
and buyers feel the seasonal spur to the laying in
of supplies for fall and winter. This is, of course
largely predicted upon the prospect of assured or
expected large crop yields, and finds chief expres-
sion in the west, northwest and southwest, where
crop certainty has, generally speaking, supplanted
prediction. Coincidently with the marketing of the
early gathered crops, collections show a tendency
to improve.

Dividends paid recently according to the Na-
tional Jewelers' Board of Trade were: Gillican
& Co., Brunswick, Ga., 80 per cent compromise
net; W. H. Harm & Bro., St. Paul, Minn., first
dividend and final dividend of .0218 per cent;
D. W. Hicks & Son, Iola, Kans., first dividend 3
per cent; Lurie & Barnett, Seattle, Wash., first
dividend of 15 per cent; Robert Miller, Loraine,
Ohio, final dividend of 6.576 per cent; E. F. Mayer
Butte, Mont., first dividend 6 per cent; Louis
Schaffer, Kansas City, Mo., second dividend
5 per cent and William R. Wilson, Pittsburg, Pa.,
second and final dividend 2.6 plus per cent.
One of the most attractive circulars recently

sent out to the trade is that of Osmers-Dougherty
Company, 293 Seventh avenue. This well known
firm makes a specialty of seed pearl jewelry for
which there is an ever increasing demand. As the
circular states this style of jewelry originated in
colonial times then it was worn at the most formal
dress affairs and used for important gift purposes.

The circular is a splendid example of the printers'
art. Some beautiful examples of colonial seed
pearl pieces are reproduced on a sepia back ground,
among them, pendants, brooches, barpins, chains
and ear rings. This is the first of four circulars
that Osmers-Dougherty Co. will send out. The
next circular will tell how this jewelry is made
and contain a number of illustrations of the
firm's work rooms.
0. M. Goge, of Robert Ingersoll & Bros., is spend-

ing his vacation at Cascade, N. Y. He will return
to the city after Labor Day.
W. L. Elias, head of the material department of

Cross & Beguelin, is spending his vacation at
Bay of Naples, Maine.
W. T. Emmet, state superintendent of Insur-

ance, recently sent out to all members of the
Assurance League, a letter requesting them to state
their preference as to whether or not they desire
to enter as a body the Order of The Golden Seal,
or accept the proposition recently submitted to the
League by the Metropolitan Life Insurance Com-
pany, which in effect provides, that all members
of the Assurance League will be taken over in a
body without examination at the Metropolitan's
regular rates.
The committee recently appointed to investigate

the affairs of the League, of which Louis Cohn of
Henry Freund & Bro., is chairman, has been giving
considerable attention as to what steps the League
should take in the matter, and will probably make
a detailed report in the near future. It has been
the committee's endeavor from the start to have
the entire membership of the Assurance League
become members in some first-class, old line com-
pany so that all would be assured of an absolutely
sound insurance.
The funeral of Charles Abott Haney, vice-presi-

dent and general manager of Sloan & Chace
Manufacturing Company, Newark, N. J., was held
from his late residence, 74 North Seventh street,
Newark, on Tuesday, August 13. The interment
was in Newark.
Mr. Haney who was born July 27, 1867, in

Brokklyn, N. Y., was taken suddenly ill only a few
days before his death. He had a varied business
career before becoming connected with the William
L. Gilbert Clock Company, Winsted, Conn. It
was on December 1, 1902, that he became general
manager, vice-president and principal stockholder
of the Sloan & Chace Manufacturing Company.
He had a host of friends in the jewelry trade.
Edward H. Stone was unanimously elected

trustee by the committee of the creditors of the
International Diamond & Jewelry Company,
bankrupt, which was held August 13, at the
office of William Allen, referee in bankruptcy, 67
Wall street. The liabilities of the company are
said to be about $25,000, while the assets total
$6,000.
A large bronze tablet was recently shipped by

the Gorham Manufacturing Company to Colorado
Springs, and will be set up at the gateway to the
Garden of the Gods, as a memorial to Charles E.
Perkins. The tablet which is 9 feet 103/ inches
by 7 feet 7 inches was designed by Guy Lowell, the
Boston artist and architect, and weighs between
1,800 and 1,900 pounds.
M. J. Averbeck left on August 24 for a motor trip

through New England. He is accompanied by
Mrs. Averbeck and their daughter. The party
visited the summer camp where Mr. Averbeck's
son is spending his vacation
Max Kallman of Lissauer & Co., returned August

16, on board the S. S. Mauretania, after several
weeks spent in Europe.
Dieges & Clust have been exhibiting in their show

window a number of the prizes won by American
athletes at the recent Olympic games.
A new local manufacturing concern is that of M.

Tushnett & Son, which proposes to have its plant
in operation at 47-49 Maiden Lane on September 1.
John Wanamaker was successful in his conten-

tion before the Board of United States General
Appraisers, August 19, regarding an importation
of women's handbags, composed of metal threads,
silk, beads, leather, and cotton, the frames being

chief value of brass or white metal. Duty was
assessed at 85 per cent ad valorem under Paragraph
448, but following a previous decision the protest
contention for 45 per cent under Paragraph 199
was sustained.
Decision was also rendered in favor of Marshall

Field & Co., of Chicago on metal buckles and
slides, not commonly known as jewelry. Duty had
been assessed at 60 per cent, but the board found
the goods to be properly dutiable at 45 per cent.
The same importers also succeeded in having the
duty reduced from 85 per cent to 60 per cent on
beaded bags and purses, of which beads were the
component of chief value. A like decision was in
favor of Guthman, Solomon & Co., of New York.
Max Edwards, who says he is a jewelry dealer

and a member of a prominent southern family, was
brought back on August 19 from Edentown, N. C.,
by Detective Edward Leigh of the District At-
torney's office, and locked up in the Tombs
charged with grand larceny and forgery. He is
said to have swindled many merchants out of
large sums in this city.
The specific charge aginst him is that he obtained

$2,750 worth of jewelry by misrepresentation
from P. L. Mulford, a wholesale dealer in gems, 1
Maiden Lane, last January. A general alarm was
sent out for him, and detectives trailed him to
Vancouver, B. C., from there to Florida, and then
to his home town, Edentown. The District At-
torney here was notified the week before by the
Edentown police that he had returned, and De-
tective Leigh was sent to bring him back. He
waived extradition. He was arraigned before
Judge Crain in General Sessions and held without
bail for pleading.
The National Jewelers' Board of Trade recently

send out to its members the following notice:
The policy of this organization and the efficient
and intelligent methods which it is pursuing to
safeguard the interests of its members is receiving
continued support from all parts of the country.
This is evidenced by the fact that it now has,
awaiting action by the Board of Directors, twenty-
one applications for membership, which will in-
crease its total membership to 896. It is only a
question of a short time when this co-operative
board will be able to claim a membership of 1000
strong.
The first meeting of the San Francisco Board

of Directors of the National Jewelers' Board of
Trade was held August 2, in the Board rooms in
the Jewelers' building. Mr. A. W. Huggins, of A.
I. Hall & Son was elected chairman of the board,
for the present term. The Pacific coast directors
are as follows: San Francisco, A. W. Huggins,
Alphonse Judis, Fred H. Levy and R. F. Allen.
Los Angeles, E. W. Reynolds, George F. Ham-
bright, Portland, John W. Sinclair.
The following jewelry buyers recently visited

New York: E. J. Fry, A. A. Everts' Company,
Dallas, Texas; Miss M. Wingert, Mills D. G. Com-
pany, Topeka, Kan.; Mrs. Buckley, Hills, Mc-
Lean & Haskins, Westchester, N. Y.; H. Fusiner,
Alms & Doepke Company, Cincinnati, Ohio; Miss
Posner, Gimbel Brothers, Milwaukee, Wis.; I. B.
Morris, Rosenwald Brothers, Albuquerque, N. M.;
J. J. Coyne, John Wanamaker, Philadelphia, Pa.;
E. L. Chamberlain, Jones Store Company, Kansas
City, Mo.; G. G. Sargent, C. King & Sons, Wash-
ington, D. C.; H. Ruth, C. L. Ruth & Son, Mont-
gomery, Ala.; S. Frank, Stewart D. G. Company,
Louisville, Ky.; G. F. Williams, The Fair, Chicago,
Ill.; A. B. Piper, Piper Manufacturing Company,
Somerville, Mass.; T. Kaufmann, Kaufmann
Brothers, Pittsburgh, Pa.; W. V. Scott, W. Fi-
lene's Sons Company, Boston, Mass.; C. M. Wal-
lace, C. M. Wallace, Huntington, W. Va.; Mr.
Lewis, Lewis & Van Sickles, Des Moines, Iowa;
F. W. Bromberg, Birmingham, Ala.; Mr. Sayles,
J. E. Swarthout & Co., Elmira, N. Y.; Miss L. R.
Tincher, Chamberlain-Johnson-Dubose Company,
Atlanta, Ga.; J. J. Field, Schenectady, N. Y.;
Harry Gambler, Buffalo, N. Y.; Dave Spritz, Wal-
lenstein & Meyer, Cincinnati, Ohio, Melville
Nordlinger and Charles Green, S. Nordlinger &
Sons, Los Angeles, Cal., and Mr. Keith, Keith &
McChesney, Iowa City, Iowa.
David Pevney, jeweler, of 43 Delaney street, has

made a settlement with creditors at 30 cents on the
dollar, payable 10 cents cash and 20 cents in four
notes at one, two, three and four months, and Judge
Holt has dismissed the petition filed on August 2.
John A. Poltock, 79 Nassau street, will be suc-

ceeded in business by Poltock & Seeler.



1736

vitt

ft 

Our Recent Importation of
Diamonds

is now in stock. The great care exercised in the purchase
of the goods, and we purchase for cash, enables us to offer
Diamonds of excellent quality at reasonable prices.

It is the opinion that prices will be much higher
because of the scarcity of good Diamonds and the
unprecedented demand for them. So it will be to
the interest of those intent upon the buying of Dia-
monds to make their purchases as early as possible.

We solicit your business and will give your orders
prompt attention

BENJ. ALLEN & CO., Chicago
X
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CHICAGO LETTER

WESTERN BUREAU OF THE KEYSTONE,
Room 1201 HEYWORTH BUILDING,

CHICAGO, August 27.

Jobbers and retailers alike in Chicago are report-

ing very satisfactory business. An unusually large

number of visitors have been in Chicago during

the past month to attend the Water Carnival

which, it has been conceded by Chicago business

men, was the most successful civic attraction ever

arranged for outside buyers. This has helped

greatly to stimulate the retail business. The

larger retail stores down town are more than

pleased with the outhiok. The disposition to pur-

chase the better grades of goods which the general

public began to manifest several months ago, is

gradually becoming stronger and stronger. This

is a most hopeful indication for the future.

Watches are showing much improvement, several

of the stores down town reporting an unusually

large watch business for this time of the year.

Right now apprehension is felt as to the outcome

of negotiations now pending between Chicago

street car employes and the street car companies.

Conferences have been on for a week or more

without a decision having been reached one way

or the other. Each side is determined to have

its demands recognized by the other. Mayor

Harrison has taken a hand in the conflict and has

thus far averted a clash. The outcome is being

watched with much anxiety, as scarcely anything

could interfere more with retail business than a

suspension of the methods of transportation.

Chicago jobbers are making every preparation

for a good fall business. In most instances travel-

ers have been out on the road for a month and

have sent in very satisfactory orders. An unusu.•

ally large number of out-of-town buyers were on

the local market this month. Usually August is

not a month for out-of-town jewelers to visit their

market, and the fact that so many have been in

Chicago during the past month serves as an

indication of the general feeling of confidence

among the jewelers throughout the west. Crop

conditions continue to improve. Nothing has as

yet happened to interfere in any way with making

this year's crops the largest in ten or fifteen years.

Jobbers report collections as a shade better than

fair.
There is an unusual demand for diamonds for

this season of the year, which may well be con-

strued as another excellent indication. Manu-

facturers' agents are not reporting very much

activity. While they are satisfied as to the

ultimate outcome of the year's business, they

nevertheless report some hesitancy on the part of

jobbers to make large purchases at this time.

This is accounted for largely by the fact that the

jobber while imminently satisfied with the out-

look, is nevertheless waiting to see how Fall busi-

ness will open up when the time comes.

Claude Wheeler of Columbia, Mo., secretary of

the American National Retail Jewelers' Associa-

tion, was in Chicago for several days the latter

part of the month. Secretary Wheeler expressed

himself as greatly pleased over the outcome of the

Kansas City convention of the association and

looks forward to a very successful year for the

organization. He anticipates for the 1913 con-

vention, which will be held in Chicago, by far

the largest attendance of any of the annual meet-

ings.

Alfred G. Clarke,-a-retail jeweler-who for several
years has been in business at 907rSouth Western
avenue, has moved to Bangor, Mich.

Arthur T. Evans, founder of the firm of Moore
& Evans, and one of the pioneer jewelers of Chi-
cago and the west, died August 16, at his summer
home at Charlevoix, Mich. For the past 15 years
he has been the manager of the jewelry department
of Butler Brothers. He was born in Oswego, New
York, March 12, 185S, and is survived by a widow
and one son. Interment was at Lombard, Ill.

Jesse McCourt, traveling representative of the
Star Watch Case Company, was in Chicago several
days the latter part of the month on business. He
was on his way home to Ludington, Mich., after
an extended western trip. Speaking of business
conditions and fall prospects, Mr. McCourt
expressed himself as greatly pleased with the out-
look and looks forward to a very good Fall business.

Gehardt Meyer, of the firm of Beinhorn &
Meyer of Winona, Minn., was in Chicago the
latter part of the month in attendance at the
annual convention of the American Optical Asso-
ciation. He attended the Cross-Eberhardt lec-
tures held a week previous to the convention.

The Chicago office of Jules Racine & Co. has
been discontinued. It will be merged with the
New York office at 37 Maiden Lane. Ever since
the death of Mr. Boyd, who was formerly in
charge of the office, Mr. Racine has been giving
part of his attention to the western end, but finds
that he is unable to continue to do so.

Ernest Bliss, president of the Bliss Brothers
Manufacturing Company, of Attleboro, was in
Chicago several days the middle of the month
attending to matters of business and renewing his
many acquaintances in Chicago. He was on his
return home from the Kansas City convention.

Walter Stevens, who was formerly in charge of
the Chicago and western business of the Bay
State Optical Company, and very well known to
the retail jewelry trade of Chicago, was in Chicago
the latter part of the month attending the annual
convention of the American Optical Association.
He surprised many of his friends by announcing
that he had severed his connections with the Bay
State Optical Company and is now associated with
the Kryptok Sales Company in its New York
office.
Frank Barton, well known jewelry representa-

tive, has taken the sales agency for the Scout's
Compass Watch Company, manufacturers of a
combined compass and time piece. The watch is
identical in most respects to the ordinary $1
watch, except that it is equipped with a compass
on the back.
H. J. Jewett, a well known retail jeweler of

Rhinelander, Wis., has sold his business to W. M.
Screnson, formerly of Marshall, Wis., and later
located at Traverse City, Mich., who will conduct
this store in the future. Mr. Jewett will devote
all his time to his musical business.
The many friends in the trade of John H.

Hardin, president of F. A. Hardy & Co., will
extend to him their heartfelt sympathies upon the
death of his mother, Mrs. I. N. Hardin, which
occurred at her home in Evanston, August 21.
The Bauman Jewelry Company, which for sev-

eral years has been located on West Madison street
between Dearborn and Clark streets, has leased
the store formerly occupied by the Allegreti
Candy Company, northeast corner Monroe and
State streets, and expects to be ready for business
in its new location about the middle of September.
It is one of the most prominent corners on State
street. Entire new fixtures will be installed, which
are being made by A. H. Revell & Co. Joseph
Bauman and Emil Schmidt are now in the east
making the purchases for the new store.
The bankrupt stock of the H. Lesch Jewelry

Company was purchased at public action by Ben
Roth. The stock and book accounts netted about
$7,000. This, together with the cash on hand of
$1,866 in the hands of the receiver, brings the total
amount realized to close onto $10,000.
Thomas F. Kennedy, for many years the Chicago

manager of the Star Watch Company, has re-

signed his business to accept the sales manager-
ship of the Arrow Watch Company, a new concern
which has opened offices in the Heyworth Building
and which will make a specialty of assembling
watches.

J. T. Finn, a well known diamond broker, has
taken space in room 707 Columbus Memorial
building.
0. N. Keith, a well known retail jeweler of Iowa

City, Iowa, was in Chicago for several days the
middle of the month, accompanied by Mrs. Keith.
They are now on their way east where they will
make an extended visit.

J. F. Preismeyer, a retail jeweler, at 411 South
Dearborn street, has sold his business to Philip
J. Samuel, who will conduct same.
W. M. Davidson, for the past twelve years with

J. W. Forsinger & Co., has resigned his position
with that firm and will associate himself with
Rollo S. Church in conducting a new corporation
which will be known as the Church-Davidson
Company. The offices in the Chicago Savings
Bank Building, as have been occupied by A. M.
Church for many years, will be retained. The new
corporation will continue to have charge of the time
service of the Chicago & North Western Railway
and the various branches of the Chicago, Mil-
waukee & St. Paul and Soo Railways, and expects
in the very near future to add several other roads.

Clyde C. Patton, Canyon City, Colo., was among
the Chicago buyers on the market the middle of
the month.
E. E. Swadener, secretary of F. A. Hardy & Co.,

is enjoying his annual two weeks' vacation in
northern Michigan.

Mrs. Robert J. Hillinger, wife of R. J. Hillinger,
a jewelry jobber in the Silversmith Building, who
was seriously injured in an automobile accident,
is recovering slowly. At first it was believed
that her injuries were serious, but it later developed
that they were not.
The annual convention of the American Optical

Association which was held at the La Salle Hotel,
this city, late last month. was by far the most
successful and largest attended gathering of opti-
cians ever held. Many Chicago jeweler-opticians
attended. A straw vote on president, taken aboard
the steamer United States, while the opticians and
their friends were the guests of Chicago wholesale
and manufacturing opticians, resulted as follows:
Taft 43, Wilson 96, Roosevelt 120, Debs 6, non
committal 40.
F. H. Noble, of F. H. Noble & Co., manufac-

turers of jewelers' findings was in the east on busi-
ness in the early part of this month.
A. J. Oppenheimer, jewelry buyer for Dispres,

Bridges and Noel made an eastern buying trip
early the past month.
D. J. Heldman, attorney for the F. D. Jones

Company of this city, which has been in the hands
of a receiver for some time, has been enjoined by
the court from disposing of $13,000 worth of
jewelry which he is holding as security for money
loaned to Mr. Jones and for his services. The
National Jewelers' Board of Trade maintains
that the stock was turned over to the lawyer when
the concern was insolvent. It is expected that the
assets of the company will be sold soon at public
auction.

While Fred Lanz, a jeweler at 1808 Ogden
avenue, was out to lunch August 24, thieves
entered his store and helped themselves to about
$450 worth of gold jewelry.

Charles F. Manahan, a well known retail
jeweler of this city and secretary of the Illinois
Retail Jewelers' Association, returned the middle
of the month from Lincoln, Nebr., where he went
to attend the annual reunion of the army of the
Philippines of which organization he is one of the
prominent members.
Samuel Marten, of Milwaukee, the well known

auctioneer, was in Chicago the middle of the
month on his way to Bangor, Wis., where he will
conduct a sale. He announces that he has just
issued two booklets which he is distributing free
to the trade. One is entitled "Dead Stock or
Live Cash" and contains much information for the
jeweler, who for any reason whatever, may be
contemplating an auction sale. The other book
is entitled "Gem Lore." It contains a complete
history of all well known precious and semi-
precious stones together with a scientific analysis
of their origin and the processes of cutting and
polishing. Copies may be obtained by addressing
Mr. Martin at 205 Farwell avenue, Milwaukee.
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1/7iffiam prent's on Compan .
announce the opening of

ZOe aim Yifette Afore
Washington, Summer and Dawley Streets

Boston, Massachusetts

September third, nineteen hundred twelve

Continuing and amplifying the service of the filene store to all New england

No formal invitations are to be issued but the Company offers its hospitality to all
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Make More Profit
702 703 715 713 712 7H 710 709 708 707 761 760 759 758 757 756

11 111 11 1.111111
10 AND 14K NECK CHAINS

Made and Soldered Automatically. Each Link Soldered
QUALITY AND FINISH UNSURPASSED

EXCELLENT VALUES Write for Samples and Quotations

GOLD AND SILVER CHAINS BY THE FOOT

GOLD, SILVER AND GUN METAL LONG CHAINS

STERLING MESH BAGS, PURSES, GUN METAL MESH
BAGS, PURSES, NOVELTIES

VISITING BUYERS CORDIALLY INVITED TO CALL

Ernst Gideon Bek 35 
NEW YORK

It

CLARENCE F. BAYER

I II 

BYRON L. STRASBURGER ALBERT PRETZFELDER

Where to Stop When in New York
LIVE ONES NEWNESS

BAYER & PRETZFELDER CO.
5 E. 17th St., New York

Between Broad way
and Fifth Avenue

Are showing the the most ex-
tensive holiday lines of im-
ported novelties for jewelry
trade. It will be to any jew-
eler's best interest visiting
New York to certainly note
address and call at our show
rooms; all lines are shown
in large variety.

Indestructible Pearls
Novelty Jewelry
Vanity Cases and Novelties
Lorgnettes
Clocks
Brass Goods

Smoker's Articles
Fancy Goods
Lamps, etc.
Gun Metal Novelties
Sterling Silver and Gun

Metal Mesh Bags
Opera Glasses

Leather Goods
Silver Deposit Glass
French Ivory
Desk Sets
Dinner Gongs
Art Goods, etc.

Sole Agents: LaVogue Opera Glasses, LaVogue
Binoculars and La Vogue Lorgnettes

Lisbeth Indestructible Pearls
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PROVIDENCE AND THE ATTLEBOROS

NEW ENGLAND OFFICE OF THE KEYSTONE,

324 HOWARD BUILDING,

PROVIDENCE, R. I., August 27.

Mayor Henry Fletcher, R. Livingston Beeck-

man, Frank T. Pearce, Emory San Souci, William

A. Schofield, Henry G. Thresher, Joseph Jalbert,

Harry Cutler, George H. Holmes and Joseph P.

Burlingame were among those who attended the

dinner given by Gen. Charles Wilson to the repub-

lican leaders of Rhode Island at his country home,

Warwick.
Howard D. Wilcox, of D. Wilcox & Son, has

been appointed captain of the Rhode Island State
Rifle team, which competed in the annual marks-
manship contest of the New England Military
Rifle Association, at Wakefield, Mass., August
19. Mr. Wilcox is Major, Ordnance Department,
Rhode Island National Guard.

A building permit has been granted the Lederer
Realty Corporation for a one story addition to
building at the corner of Washington and Mathew-
son street, formerly occupied by the local labor
unions as a "Labor Temple," but now being re-
modelled as an up-to-date office building.

The members of the S. & B. Lederer Mutual
Relief Association, employes of the S. & B. Lederer
Company, manufacturing jewelers, held their
annual outing Saturday, August 10, going to
Revere Beach. Special trains to and from Boston
and from East Boston to Revere Beach and return
were provided for the accommodation of the 350
persons who were in the party. A dance hall was
engaged at the beach for the exclusive use of the
party, and there were many special entertainment
facilities provided also. A box of chocolates was
supplied to each lady in the party, and the men
received sufficient cigars each to keep them busy
smoking for the entire day and evening. Luncheon
was served at Boston, as was dinner later, upon
the return from the beach. William Ernsberger,
Jeremiah Sullivan and Peter Schmidt were the
committee in charge of the arrangements.

Howard D. Wilcox, of D. Wilcox & Son, and
Mrs. • Wilcox, are receiving congratulations over
the birth of a son recently.
W. W. Mitchell, representing the C. E. Hancock

Company, this city, is making an extended trip
through the South for his company.

A patent on a swivel-hook has been granted to
Matthew J. Dunn, of Dunn & Rodenberg, this
city.

Francis Anderson, of Providence, has been
appointed foreman for the W. & S. Blackinton
Company, at North Attleboro. •
Louis E. Rowe, a graduate of Brown University

has been appointed as director of the Rhode Island
School of Design, successor to Huger Elliott who
resigned in June of this year. Mr. Rowe whose
home is in Attleboro, has been with the Boston
Museum of Fine Arts, since his graduation from
college. His studies, too, were at the Rhode
Island School of Design and at the American
School of Classical Studies at Athens, Greece.

Irving Budlong, son of Robert Budlong, of the
S. K. Merrill Company, and Miss Lillian Wood,
daughter of Mr. and Mrs. Cyril R. Wood, of East
Providence, were married early in August. They
will live in New York City. Mr. Wood having a
position in the New York office of the S. K. Merrill
Company.
E. Merle Bixly, superintendent of the Shepard

Company's silverware department, headed his
National Guard Command, Troop C., First
Squadron of Cavalry, Rhode Island National
Guard at the week's tour of duty in camp.
Mr. and Mrs. Theodore W. Foster made an ex-

tended automobile trip of the Cape Cod district
early last month.
The R. L. Griffith & Son Company, has pur-

chased a 60 horse-power touring car, the registra-
tion being made with the Rhode Island State
Board of Public Roads last month.

William Bender, die-cutter and designer, has

removed his factory from 12 Beverly street to 25
Calender street.
A protracted western trip is now being made for

the George H. Cahoone Company of this city, by
R. W. Cohen, the Chicago representative of the
company.
The firm of Perreault & Wuillenmier engine

turning and engraving, at 109 Washington street,
has been succeeded by Ed. A. Wuillenmier & Co.
Neck chains, bar pins and brooches will be manu-

factured for the jobbing trade by the Smith Manu-
facturing Company, which recently started in
business at 12 Beverly street.
John S. Holbrook, vice-president of the Gorham

Manufacturing Company, and family made a two
weeks' vacation tour to Lake George, Montreal,
Quebec and the White Mountains last month.
Fred C. Lawton, the superintendent of the

Gorham Manufacturing Company and family,
made a two weeks' automobile tour of the White
Mountain region last month, their headquarters
being at Franconia.
The New York office of William Loeb & Co.,

has been located at 33 Union square.
Benjamin Lewis, Western representative for

William Loeb & Co., is making a protracted trip
through the western states in the interest of his
firm.

According to an announcement made recently,
George W. Dover has disposed of his entire in-
terest in the J. J. White Manufacturing Company,
to J. J. White, who is president and treasurer of
the company, and who also has been the manager
since the incorporation of the company.
A general line of plated jewelry is being manu-

factured by S. E. Buxton & Co. a new concern
which has started business at 12 Beverly street.
Formerly Mr. Buxton manufactured combs, his
plant being located at Springfield, Mass.
Rudolph Schultz has returned from a three

months' tour of the important jewelry manufac-
turing cities of Europe.
Goddard Schoenhardt, superintendent of the

C. E. Hancock Company, accompanied by his
wife and a party of friends, made a week's vacation
tour by automobile through Massachusetts, Ver-
mont, New Hampshire and Maine, last month,
visiting points of interest in the Berkshires, Green
Mountains, White Mountains and the Rangeley
and Moosehead Lakes districts.
A. W. Ripley, of the J. H. Manning Company,

is making an extended western trip for his concern.
Charles Francis Moss, of the American Enamel

Company, and Miss Emma J. Dube, daughter of
Mr. and Mrs. Israel Dube, were married a few
weeks ago at Warren, R. I.
Martin S. Fanning, for many years a jewelry

salesman, later a manufacturing jeweler, and still
later principal of the Oxford Street Grammar
School in this city, has resigned his principalship
following a service as school executive of fifteen
years. He will be associated with the management
of the new sixteen story .skyscraper now in process
of erection at the Turk's Head junction in this
city. Mr. Fanning's father, the late Joseph H.
Fanning, was a member of the manufacturing
jewelry concern of Fanning & Pottes.

Mr. and Mrs. Edward B. Lederer made a visit
of several weeks duration at Atlantic City, re-
cently returning to this city.

William Codman, of the Gorham Manufacturing
Company, who spent several weeks abroad, in
England and on the continent, has returned to his
home.
A patent on a safety catch for pins has been

granted to Eugene Moorehouse of this city,
assignor to B. A. Ballou & Co., Inc.
The jewelry plant of the George H. Fuller &

Sons Company, at Pawtucket, started up after a
two weeks' vacation shut down early in August.

Frank Aldrich, of the Gorham Manufacturing
Company, and Mrs. Aldrich, who made a six weeks'
vacation tour of Europe this summer, have arrived
home.

Work in equipping the new factory of the new
company, the American Jewelers' Findings Cor-
poration, is being pushed to the utmost in order
that operations may be speedily begun. The
plant, located at 409 Mill street, Central Falls, is
just over the line from Pawtucket and includes
about 3000 square feet of floor space. Howard S.
Holmes, is president and John C. Culbert is treas-
urer. Mr. Holmes and Joseph J. McGinnity will
travel for the company, the latter having been
identified with the Nickerson Art Metal Company.
Frank L. Odell, manager of the Providence office

of the National Jewelers' Board of Trade, has re-
turned from a vacation in the south.

Earl H. Leavitt, who for several years past has
been canvasser for the manufacturing Jewelers'
Board of Trade, has severed his connection with
that organization.

William T. Chase and family, are summering
in the White Mountains. They will return to their
Touisset country home this month.
Louis Darling, of Pallord and Darling, and family

motored to Cape Cod on a week's trip of eastern
Massachusetts, recently
The damage caused the Majestic Manufacturing

Company, 19 Calender street, by fire recently, has
been repaired temporarily and operations are pro-
ceeding.
The name of R. Livingston Beeckman, of New-

port, who is a director of the International Silver-
ware Company, is being persistently mentioned as
a possibility for the gubernatorial nomination in
Rhode Island, on the Republican ticket. Close
friends of Mr. Beeckman have hinted that the for-
mal announcement of his candidacy may be made
shortly.
The refining plant of Wilhelm and Vogel, 221

Eddy street, was damaged to slight extent recently
by a roof fire, catching from sparks flying from a
chimney.

George S. Barney, for several years, a manufac-
turing jeweler of this city, died at his home in
North Swansea, Mass., the funeral being held
August 12. Mr. Barney was born in Rehoboth,
Mass., July 9, 1833. He served an apprenticeship
in the jewelry trade in this city, and there started
business for himself. Early in the 80's Mr. Barney
discontinued his business. In 1886, he entered the
employ of the Daniel R. Child Company, manu-
facturing jewelers, at North Swansea, remaining
with that concern and its successor, the North
Swansea Manufacturing Company, in charge of
the tool-making, die-sinking and cutting depart-
ments until his death.

Oscar E. Place, of the 0. E. Place & Sons Com-
pany, is summering at his country place on Bass
Island, Wolfboro, N. H.
Mr. and Mrs. James Otis and Mr. and Mrs.

William Otis, are spending the summer months
at the Lakonnet Hotel, Lakoneet Point.
Mr. and Mrs.A.Schreeber are at Buttonwoods for

the season.
Arnold C. Messier, of the A. C. MesslerCompany

had a party of friends as his guests for two weeks
at the Ocean View House, at Block Island.

Extensive improvements have been made to the
plant of the Williams & Anderson Company, 33
Broad street.

George H. Remington, who has been salesman
for several years with Maintein Brothers & Elliott,
North Attlebroo, is now with the Ford and Car-
penter Company, in this city, as salesman.
Harry Cutler, of the Cutler Jewelry Company,

a member of the National Perry Centennial Com-
mission, will attend the annual meeting of the
commission at Put-in-Bay, Ohio, September 9.
C. E. Westcott, of Snow and Westcott, and

Mrs. Westcott, have returned from a vacation
visit at Cotent, Mass., and are now at their summer
home at Buttonwoods.

William H. Luther and Son, Frederick B.
Luther, of William H. Luther and Son, and Mrs.
Frederick B. Luther, made an automobile tour
through the White Mountains and the Berkshires,
being away from home about a week.
Edward Law, of the International Silverware

Company, Bridgeport, Conn., was one of a party
of campers on the beach near Pleasant View, R. I.
The birthday of Ira G. Whittier, of the Whittier

& Tanner Company, this city, was observed by a
birthday party at the Kenwood Cottage, Charles-
town Beach, R. I.

(Continued on page 1741)
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The Best Diamond Offer You Ever Had
"MORE than a million dollars more worth of diamondswere imported during last July than during any pre-

vious month in the history of the custom house. The
record is remarkable when it is considered that these impor-
tations were made in the face of a rising market. It's some
record, isn't it ? Diamond opportunities certainly are at hand.
But even though the market is showing all this activity and prices are ad-
vancing, there is no necessity of your paying the advanced prices if you actquickly. We have just made one of the largest diamond purchases in ourhistory. It was a spot cash transaction. The price was right. The advancewas not counted in. In size the assortment ranges from %-carat to 2X-carats.Every stone is a perfect crystal white gem. At the price we offer them theyare a better investment than government bonds. The offer we make cannotbe reproduced anywhere. Get in while you can. It is another case of wherewe offer you a positive good dividend paying investment.
Get busy. Let us know what you want. You will pay from 15 to 20% morefor your diamonds within the next thirty days.

NORRIS, ALISTER & CO. Heyworth Building CHICAGO, ILL.

New and Latest Styles in Fine Diamond Ring Mountings
14 KARAT READY TO SET, made expressly to display to the very best advantage the beauty and brilliancy of diamonds

No. 99. "Naco" Platinum Tipped

14 Kt. ready to set for
W et $4.50 13. et $6.00g a. $4.75 I% et $6.00

et $5.00 I% et $6.25
.$5.25 i A ct. $6.25

% ct  $5.50 I% et $6.50a $5.75 1% et. $6.50
1 et. $5.75 2 et $6.75

No. 5677. "Naco" Colonial
14 Kt. ready to set.
LADIES' BELCHER
Following sizes only

T1 Ct 83.75
ct $4.75 

ct $4.00Ct.  $5.00
% et $5.50

This very desirable mounting gives the stone alarger appearance and sits closer to the finger.

No. 5723. "Naco" Corinthian
14 Kt. ready to set

1..e et. $4.00 13 et. $5.50n et. $4.25 1% ct $5.75Ix et. $4.50 I% at $6.00g  at $4.75 1% at $6.25

t et. i at. 
 $5.00 I% at. 

$5.25 2 at. 
$6.75
$7.00

Catalogue List Prices, less regular catalogue and cash discounts. No. 5723 and 5677 cost only $1.50 (list). Extra in Platinum tipped.
SEND US YOUR ORDERS FOR MOUNTINGS THAT WILL SELL YOURDIAMONDS, AND THAT CAN BE SET WHILE CUSTOMER WAITS

NORRIS ALISTER & CO., LIFWILDTP CHICAGO ILL

September 1, 1912
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Attleboro, August 23.-Judging from the orders
now being received from the jewelers there will be
an excellent fall business in the Attleboros. Buy-
ing has been brisk and the shops are starting up
under full schedules after the vacation season.
Nearly all report that there are good orders on
hand and the salesmen are sending in others in a
way that indicates excellent business conditions.
There was a belief that politics might have its

effect on business in general, but so far there has
been an activity that shows results regardless of
the political situation. The salesmen are nearly
all on the road, some having left about the middle
of August and others having delayed until the
patter part and the first of September.
Those travelling through the west have returned

good orders and report a stimulation in buying
which looks better than anything the jewelers have
experienced this year. Many shops already have
as much on hand as they can comfortably handle
and from general appearances they expect rush
business.
The silver lines are also feeling the revival and

many shops have all they can do. This is true of
the sterling silver shops and manufacturers of
cheaper grades of good. Makers of the better
class of jewelry find plenty to do, in fact some
of them have advertised for extra hands. The
want columns of the local newspaper are regarded
as a barometer of the jewelry business, and at the
present time they contain advertisements for
bench hands and other kinds of jewelry operatives,
The jewelers anticipate one of the best Falls in
some time and they believe it will make the yeas
1912 a little ahead of the year 1911.
The home of Ernest D. Gilmore would have been

entered by burglars recently had it not been for
the fact that Mr. Gilmore was awakened and
frightened them off. They entered the houses of
two neighbors, but took nothing of value.
Bernard Simms, treasurer of Simms & Co., has

made a corporation return to the state, and it shows
the concern to be in excellent condition. The year
1911 showed an increase over the preceding year.

Attleboro jewelers who have interested them-
selves in securing a post office in Attleboro have
been notified by Congressman Robert 0. Harris
that an appropriation for a building will be in-
cluded in the bill that is to be submitted to Con-
gress this fall. It will include an appropriation
of $100,000 for an ordinary building or $110,000
for a fireproof building. The site has already been
purchased. It is located at the corner of Union
and Park streets. If congress passes the appro-
priation something will be done on the building in
1913.
E. A. Anthony & Co., have one of the fastest

baseball teams in this section and several teams
have been defeated by them. The Reed & Barton
team of Taunton has played several games with E.
A. Anthony.
Thomas Harrison and Alvrik Steurk have or-

ganized the firm of Harrison & Steurk and have
engaged rooms in the Gifford Block. The concern
will deal in job-lots and has already sent out an-
nouncements to the local jewelers.
At the recent dog show in Newport several

Attleboro manufacturers displayed their dogs.
Keeler's "Red Bank", owned by Charles P. Keeler,
of McRae & Keeler, won four prizes, Frank Sweet
was awarded a prize for his setter and Thomas
Dunn was awarded ribbons and a special prize for
Midget, a tiny Boston terrier.
In a trip to Attleborough, England, recently

Miss Ruth Holden, of Attleboro, Mass., met
"Jimmy" Johnson, a noted English character,
and discovered that he was very friendly with the
late Major Everett S. Horton. "Jimmy" wished
his friends in Attleboro, Mass., to know that he
asisted the late Louis J. Lamb in selecting the
corner stone for the Second Congregational
Church. Attleboro, Mass., derived its name from

Attleborough, England. J. L. Sweet, of the R. F.
Simmons Company, has visited the ancient Eng-
lish town.
Edward A. Sweeney has made a corporation

return to the state of the W. H. Wilmarth Com-
pany of which he is treasurer.
The employes of the C. M. Robbins Company

recently held their annual outing at Rocky Point.
There was a shore dinner followed by sporting
events, the prizes for which were medals and
various articles of jewelry. In a ball game the
C. M. Robbins Company defeated the Bates &
Bacon team by the score of 12 to 3.

Joseph Finberg is on the road for the Finberg
Manufacturing Company and has received several
excellent orders.

Marshall Patterson is on the road with the sam-
ples of McRae & Keeler.
Paul Fellows, salesman for Watson & Newell,

is on an extended western trip for the concern.
J. L. Sweet, of the R. F. Simmons Company,

has returned from a short vacation spent at Onsett.
George Roberts is in New York with the samples

of Freeman-Daughaday Company of Chartley.
Friends of William H. Lyons, of the C. D. Lyons'

Company of Mansfield, will be pleased to know
that he is fast developing into an expert pool player
and has succeeded in trimming about every good
player in the Winthrop Club, Mansfield.

Fair business is reported by the Mansfield
jewelry shops, although all are looking for a stim-
ulus as soon as the salesmen now on the road
commence sending in their orders.
The Mansfield tax rate for 1912 is $24.50, a

raise of $8 per thousand. This was due to the
fact that the town did not get the benefit of taxes
from the $700,000 estate of Elizabeth Nobel.
Amos S. Blackinton, Jr., of Bates & Bacon, has

returned from his summer home at Falmouth
where he has been spending the summer.
D. S. Spaulding, W. L. Robinson and D. C.

Richardson, of Mansfield are named as the Repub-
lican delegates to the state convention.

Harold E. Sweet, of the R. F. Simmons Company
has been passing around choice perfectos on ac-
count of the birth of a daughter in his family.

Miles B. Preston, representative of THE KEY-
STONE and well known to all of the Attleboro
jewelers, is receiving congratulations on the
advent of a daughter into his family. Mrs. Preston
was formerly Miss Mabel Barrows, daughter of
Charles Barrows, of the Bay State Optical Com-
pany.
There has been some agitation in Mansfield in

regard to moving the post office from its present
location to one nearer the depot. D. S. Spaulding,
of D. S. Spaulding Company, who owns the pre-
sent building, has offered to enlarge it and make
it more convenient, but to offset this an offer has
been received to construct a new block nearer the
depot. The post office authorities claim they make
an annual saving of $400 in the transportation of
mail if the office could be near the depot. In-
spector White, of the department, has been in-
specting the ground and his report is expected in a
few days.

Mrs. Eliza B. Grant, who recently died in Mans-
field at the age of eighty-three years, was the
mother-in-law of Frank M. Cobb of the firm of F.
M. & J. L. Cobb.
Ernest D. Gilmore and William L. King, of the

firm of E. D. Gilmore, spent their vacation at
Nantucket.
The factory of the Attleboro Manufacturing

Company was dedicated ten years ago the 16 of
August.
Samuel M. Einstein, of the Attleboro Manu-

facturing Company, has gone on an extended
European trip.

Joseph Bloom has been spending a vacation at
York Beach. Mr. Bloom reports that the pearl
business is steadily improving.
A. Bushee & Co., recently incorporated, reports

excellent business and a good supply of orders on
hand.
Owing to the many expenditures made at the

annual town meeting the Attleboro tax rate
jumped from $16.20 to $18 per thousand this year.
The jewelers will notice the increase when they
get their tax bills this fall.
The factories owned by James E. Blake and

occupied by the United Brush Company, Robert
Earl Manufacturing Company, C. H. Eden Com-
pany, The Electric Chain Company, Reuckert
Manufacturing Company have been repaired.
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NORTH ATTLEBORO
North Attleboro, August 23.-Business in the

factories of this town show an improvement over
last month. There are indications that the fall
trade will be brisk and the jewelers are getting
ready to handle good orders. Encouraging results
have been obtained from the salesmen, thus far,
although they have only begun their trips, and
there is a general belief that the trade has received
an impetus which will result in excellent business
conditions this fall.

Several of the jewelers have contributed to-
wards the new athletic field that is being built on
the former grounds occupied by the golf club.
W. H. Bell and wife, of the W. H. Bell Company,

has returned from a vacation spent among the
fishermen at Gloucester.
H. E. Morse, New York representative of R.

Blackinton & Co., was a recent visitor at the fac-
tory and was quite optimistic about the fall trade.
George Bagnall, of Doran, Bagnall & Co., has

returned from a vacation spent at Matoonuck, R.
I.
A new engine and boilers have been installed at

the plant of F. M. Whiting & Co., replacing the
former power plant. The work was done during
the shut-down of two weeks and is now complete.

William Peckham, the popular salesman for J.
H. Peckham & Son, has been spending his vacation
at Pocassett on Cape Cod, Mr. Peckham's summer
home.
C. E. Stanley, New York representative of 0.

M. Draper Company, accompanied by Mrs.
Stanley and daughter, have been spending their
vacation in this town.
The following jewelers have been drawn to serve

as jurors: Anthony H. Bliss, Orin W. Clifford,
William E. Cody, Arthur E. Codding, Chris-
topher Dobra, Edgar L. Hixon, Carl A. Hempell,
John E. Tweedy and George A. Wheeler.

Carl Hempell, of F. L. Shepardson & Co., is
recovering from an attack of blood poisoning on
his hand.
The corporation report of Paye & Baker Com-

pany has been filed by Frank L. Baker, treasurer
of the concern, and it shows a very successful year.
S. G. Mandalian is home from a short business

trip in the interest of his concern.
Daniel Chisholm is on the road on a business

trip with the new samples of his concern.
Harry Pierce has returned from a short business

trip for T. I. Smith & Co.
Plans are being made for the erection of a new

post office at Attleboro Falls. A new building
will be appreciated by the Falls jewelers as it will
furnish better facilities.

Mandallian & Hawkins have been operating their
plant thirteen hours a day for some time, owing
to a rush of orders.

Albert Totten, a retired jeweler, has been spend-
ing a vacation in the provinces.
Andrew B. Flagg is on the road in the interest

of A. L. Lindroth Company.
Louis A. Morse and George Maintein have re-

turned from a duck-shooting trip on the cape.
George H. Kettley, salesman for A. H. Bliss &

Son, is on an extended western trip for the concern.
Fred Howard has returned from a business trip

to New York in the interest of F. M. Whiting &
Co.
W. G. Clark has returned from a New York

trip with the samples of W. G. Clark & Co.
Carl Hempell, of F. L. Shepardson & Co., has

sent in his resignation as a member of the Repub-
lican Town Committee.
Andrew Morris has returned from a New York

trip for G. C. Hudson Company.
W. H. Bell and Benjamin S. Freeman have

been named as delegats to the state convention for
the Republican party.
Two teams of girls from the Whiting & Davis

factory recently played a game of ball. They
styled themselves the Reds and the Blues. The
game went five innings and the girls demonstrated
that they have some good baseball talent.
Employes of the 0. M. Draper Company gave

a surprise to William Ford recently by presenting
him with some fine silver. He recently became a
benedict.
Percey Clap, New York representative of Har-

vey Clap & Company, has been spending a few
days in town.

(Continued on page 1748)
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Diamonds are a gilt-edge investment.
That's the point to drive home when
talking to your customers. Tell them
that diamonds this year are TA per
cent. higher in the rough, and about
1 5 per cent. higher cut, than last
year. Tell them to buy only stones
of good quality.
That's the only kind we sell—Blue Wessel-
ton American cut in sizes from I/1 to 3
carats. Perfect and slightly imperfect.
We know that you will buy our goods if you
will only send for an approval package and
compare them with what you can obtain
elsewhere.

23 Maiden Lane - NEW YORK
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Lockets o f Quality
SOLID GOLD

and GOLD SHELL
4m„,„,,0)

ALL SIZES

ONE PIECE
Backs—Snap—Seating

Ask your jobber to show samples

ELGIN AMERICAN MANUFACTURING CO.
Factory at ELGIN, ILLINOIS
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PHILADELPHIA
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Bright Outlook for Fall Trade—Big Industries
Overwhelmed with Orders—Trade Expansion
Excursion to Southern States

On the threshold of the fall season, the trade
in this city look forward with high hopes to a
prosperous business during the next four months.
The city's largest industries are now at work
to their fullest capacity. It is said that Baldwin
Locomotive Works have sufficient orders to keep
the entire force at work for a period of two years,
while the ship building industry is enjoying a

greater prosperity than for many years past.

The approaching opening of the Panama Canal
assures a continuation of this condition. In-
dications, therefore, point to an unusual abundance

of spendable cash for the holiday season and the

trade are happy accordingly.

How best to advertise Philadelphia's supremacy
as a manufacturing centre and to bring to the
city a greater proportion of the retailing buyers

and further to improve facilities for the shipment
of products to selling agencies were considered
by the General Philadelphia Trade Expansion
Committee in meeting at the Hotel Colonnade.

A favorable decision was reached upon a propo-
sition to extend the scheme of trades' excursions.

The fourth excursion of the committee will
leave Broad street station November 18 and after

taking in points in North Carolina and Virginia,

of aggregate population estimated at 450,000,will
return to Philadelphia on Saturday evening of
the same week. Delegates from the leading
plants in this city will accompany the "special"
and visit the retailers in the 20 cities to be visited,

all being located in prosperous and expanding
sections of the near South.

I. Press & Sons have had a unique window
display. A diamond cutting outfit was in-
stalled in the window and an expert cutter pro-
ceeded with his work of cutting gems in public
view. Large crowds viewed the window and
blocked the pavement, being deeply interested
in the method of cutting and the evident skill
of the cutter.

Jacob J. Cohen, 1011 Chestnut street, is ex-
pected home from his European trip early this
month. During his absence since July 16th, he
has visited the European markets and made
extensive purchases for fall and holiday trade.

A recent addition to the traveling force of
M. Sickles & Sons, is W. F. McWhood, an ex-
perienced salesmen well known to the trade.
He has been for fifteen years with Cross &
Beguelin, of New York, and later with Marchand
Bros. & Co., New York, diamond importers.
His territory will be the south and southwest
where he has already a host of trade friends.
Gustav Ruehling has opened in business at

3357 North Front street where he has a neat
store, well stocked, and anticipates a liberal
patronage.

Charles J. Conrad, 1719 Sansom street, one
of the most popular members of the city trade,
has been laid up with a severe attack of rheu-
matism. His many friends hope for a speedy
recovery.
Harry H. Watkins, traveling salesman for

R. M. Cooper & Sons, has been seriously ill
with an attack of gastritis, but is rapidly con-
valescing.
George Waters, 2924 Frankford avenue has

been receiving congratulations on the arrival
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of a daughter at his home on August 7th. The
welcome newcomer is named Ida Claire Waters.
E. Lewis Thomas, of Phoenixville, has recovered

from a severe attack of typhoid fever, which
will be welcome news to his many friends.
A. M. Rau, of Roxboro, has been receiving

congratulations on the birth of a daughter on
June 27th. The baby has been named Irma
Lewis Rau.
C. Lawrence Smith, son of J. W. Smith, of

Germantown, is a candidate for the Pennsylvania
Legislature on the Bull Moose ticket.

George Rublack, 719 Sansom street, was recently
injured in an automobile accident but has now
fully recovered.
On August 21 the members of the Jewelers' Club

and a number of guests proceeded to Essington,
Pa., where their annual clam bake was given at
"The Orchard." As usual, the function was
largely attended and was a great success, many
different forms of enjoyment being indulged in
during the outing, including athletic sports, music
and an appetizing repast.
The Olympic trophies of James Thorpe, the

world's greatest athlete, were on exhibition for a
week at the Wanamaker store. As all the world
knows since the Olympiad at Stockholm, Thorpe is
an American Indian and it is through the courtesy
of Major Friedman, superintendent, and Glenn S.
Warner, athletic director, of the Carlisle Indian
School, that these famous and interesting trophies
are on view so soon in Philadelphia. Thorpe won
the Decathlon and the Pentathlon, the two most
important events of the Olympiad, and the tro-
phies, consequently are the two most important
awarded. That for the Decathlon is a silver
representation of a Viking ship, the gift of the
Czar of Russia; the other, a bronze bust, the gift
of the King of Sweden. There will also be on
exhibition two gold Olympic medals won by
Thorpe and framed diplomas for the two chief
events. As befitting their importance and value,
they will be shown in the Grand Court at Wane-
maker's, with a special guard of honor.

NORTH ATTLEBORO
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George A. Chisholm, salesman for Bugbee &
Niles, Providence, recently returned from the
Olympic games. He attended the reception given
the Olympic athletes at New York. Last year
Mr. Chisholm secured several records, but this
year he did not do as well.
Elton Riley, of Riley & French, has returned

from a vacation at Buzzard's Bay.
A. L. Lindroth is on the road with the samples

of A. L. Lindroth Company.
George A. Livingston has gone out with the

samples of Watson & Newell Company of Attle-
boro.

Swift & Fisher, one of the newer concerns, has
resumed operations after the summer vacation
period.
Percy Ball, head designer for F. M. Whiting &

Co., has taken out nomination papers for the
office of County Treasurer on the Socialist ticket.
Henry Donnell, of New York, who was at one

time salesman for P. J. Callowhill Company,
sustained painful injuries here a few days ago by
falling from an electric car. His shoulder was
severely sprained and dislocated.
Employes of W. G. Clark & Company have

formed an 18-Karat Club for the social welfare
of its members. The officers of the club are:
president, Edward Burgess; vice-president, Ed-
ward McGovern; secretary, William Nihan; treas-
urer, Daniel Baker. The club has already held
one or two enjoyable meetings.

Orin Clifford has returned from a New York
trip in the interests of the Webster Company.
H. F. Barrows and family have returned from a

vacation spent at Narragansett Bay.
John L. Thompson has returned from a vacation

spent on Cape Cod.

William F. Maintein has gone west on an ex-
tended trip for Maintein Brothers & Elliot.
A. B. Chace has gone on a New England trip

with the samples of his concern.
John Schneider, of the F. M. Whiting & Co.

salesforce, has been visiting at the factory for a
few days.

Archie Wladen has taken a position as assistant
foreman for J. F. Sturdy & Sons' Company at
Attleboro Falls.
The B. S. Freeman Company and J. J. Sommer

Company factories have started on a thirteen hour
schedule on account of a rush of orders.
Frank Whiting had one of his fingers badly

crushed while at work at the J. J. Sommer Com-
pany plant.

Arnold Angell, salesman for George L. Paine
Company, is receiving many congratulations
from his fellow salesmen for the heroic way in
which he rescued a young lady at Lake Archer
recently, after she fell out of a canoe. Mr. Angell
jumped into the lake without removing his clothes
and brought her to safety.
Announcement has been made of the wedding

of Miss Marion Chisholm, daughter of Alpin
Chisholm, of the Bigbee & Niles Company, to
Frank T. Davis, of Middletown, Conn.
Fred A. Howard, treasurer of the F. M. Whiting

Company, has made the annual corporation return
to the state, and it shows the concern to be in
excellent condition.

Cleaning Jewels

The more expensive trinkets are usually stored
away during the summer months, the less costly
articles of jewelry being substituted.
Thus one sees shirtwaist rings of oxydized

and polished silver set with artificial stones;
lingerie jewelry in the form of belts, buckles, pins,
brooches, etc.—nothing more or less than ivory
frames covered with Irish crochet—bracelets of
imitation mosaic and neck ornaments of simple
beads. All these are considered quite correct for
warm weather wear, while they are little or no
trouble at all to take care of.
But it is very necessary the more expensive

pieces of jewelry should be put away in good con-
dition and care taken to preserve that condition.
Otherwise the metals will surely tarnish. All
metals contain more or less alloy and this is what
gathers the tarnish.
Many people imagine sterling silver should never

tarnish and express surprise that it should do so,
saying: "I bought this or that article for solid
silver—and now look at it, all tarnished." One
hears this remark frequently.
Undoubtedly the very best plan is to send the

gems to the jeweler, who will not only clean the
articles well, but will tighten any setting that may
appear to be coming loose.

Incidentally, women often help on the loosening
process by not removing their rings when washing
the hands. The towel is apt to catch in the tiny
claws which secure the stone and draw them out-
ward. In time, of course, the jewel will fall out.
It is a good plan to have the settings tightened
occasionally. The cost is very little, while to
neglect this may mean quite a loss.
A locket too, hanging from a chain will, by its

weight, cause the small gold ring to wear thin and
then break, with a loss of the trinket in nine cases
out of ten.

If the owner prefers to store her own jewels
she should get some boxwood sawdust at the
jeweler's and then proceed as follows:

Thoroughly wash all articles in warm water,
adding good white soap (using a very soft old
toothbrush) and a few drops of ammonia. The
scrubbing must be carefully done so as not to
loosen the settings.

Chains can be cleansed by putting them into
a bottle containing the hot suds and giving them
a good shaking up. This will give better results
than cleaning by hand. When each article is
quite clean it should be rinsed in clear, cold water,
wiped with a towel and then put into the box of
sawdust to thoroughly dry.

Afterward take out and wipe over with alcohol
to brighten the stones and then cover with a coat-
ing of collodion made very thin with alcohol.
Drop into the sawdust and close the lid of the

box. The jewels will come out as fresh as ever
when wanted again.
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The Part it Plays in the Jewelry Business
There's a powerful appeal in the right kind of suggestive salesmanship that

every jewelry merchant should know about and profit by. In no other business, per-
hars, is it so necessary to make the goods sell themselves as in the jewelry line—and
knowing the sales-getting value of attractively tempting displays, every up-to-date
jeweler should be directly benefited by the suggestions here given.

Make it easy for your customers to examine your lines—make it a genuine
pleasure for them to examine these lines at close range and your chances for in-
creased sales are more than doubled, Arrange your store so as to have show cases
in the center and an attractive wall display at the sides, and you can be sure of a
tempting exhibition that will be accessible to your trade at all times.

Knittel Standardized Fixtures enable you to arrange your stock more attractively thancould be possible in any other way—and in addition, also lend themselves splendidly to theuniformly harmonious appearance of the entire store.
We manufacture a complete line ofiewelry Cases and Fixtures in all styles, and in finishes

to match any interior trims. Our designs are pronounced by the most enterprising merchants to
be the best in every detail of workmanship, finish and practical value. Our prices you will findto be as low as is consistent with the quality we guarantee. Write today for the Catalogs youwant ; Catalog I of Show Cases or Catalog J of Jewelry Fixtures. Simply address :

QUINCY
Established 1877

ILLINOIS
gmnom.mommotrm..1111111111(311Ummummtnt111M1111111011111111.0 1.11I.111$1111110111.111111.1111111.111111 /nrwommammuonmenumintrumwomumnolownuovnimmummircomr...normuormumeg-

1

i Going to Enlarge or Remodel Your Store ? Consult Us Now
I Our Advisory Department we., established for the benefit of our customers and pros-

• 

pective customers alike. Write and tell us of your requirements. Let our experts
' help you arrange or re-arrange your store, or assist you in the selection of Fixtures

1 best suited to your needs. This service is FREE and your asking for it places you
under no obligation to buy unless you are satisfied it is to your advantage to do so.

• 

Write for particulars at once.

itamantnnumnumuntoureounommurommonnum.nvommonnnomemo111,111111........./....q.1.11011111111111.....1M11.0111fflM11111110.1111111111110,111111..u.17{
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A bright light and attractive store-front will get
the public thinking and talking about you as
prosperous and wide-awake, and at the same
time create consternation amongst your corn-
petitors. That will increase your sales and profits.

PERMIT US TO SEND CATALOG- -IT'S FREE
FOR SALE BY YOUR JOBBER, OR

Chicago Watch Tool Company
Grand Ave. and Robey St. CHICAGO, ILL.
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t Has It Been Your
Dream in Life

1
1
1
1
1

1

to somehow, be independent, some day?
Then why not begin now by taking

Our Correspondence Course in OPTICS
We have graduates from every walk in life
who are now making an independent and
lucrative income as a result of our Course.
We have the oldest Correspondence School
of Optics in the world, and admittedly, by
high authorities, the most thorough Course
outside a university. Whether you are
proprietor or clerk there is room for you to
derive profit from it.

Write and learn all about our $25 College
Course for $10. ($2 down and $1 per week
of 8 weeks takes the entire Course).

Do it today. Address

AMERICAN OPTICAL COLLEGE
Department M. DETROIT, MICH.
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Advertising Windows

T H E

Displays that are intended to give publicity to a
Special Brand of Goods or Trade Mark and to
tell a Story Rather than to Make Direct Sales.

While every window display is an adver-
Lisement, there is a particular class of dis-
plays that are generally termed advertis-
ing windows to distinguish them from
Purely merchandise displays. The mer-
chandise window is intended to make
direct sales of the goods shown, whereas
the purpose of the advertising window is to
tell a story and inpress upon the mind of
the beholder some salient fact concerning
the merchandise displayed. In other
words, there must be an "idea" in the ad-
vertising window.
The average window dresser for the re-

tail store has little practical knowledge of
purely advertising windows, as his ac-
tivities are confined pretty closely to
strictly merchandise displays, but the
time will come when much of the best
talent in the window trimming field will be
enlisted in the designing and installation
of advertising windows. The reason is
simple—there's more money for the trim-
mer in advertising windows.
Within the next few years there will be

many high-salaried positions open to the
men who can design and construct high-
class advertising window displays along
original and effective lines. These open-
ings will come from manufacturers who
will be installing window display depart-
ments to co-operate with and back up
their national advertising campaigns.

Possibilities of Window Advertising

The possibilities of window advertising
for the manufacturer are so great that it is
remarkable that more of them have not
yet made a systematic effort to reap the
rich harvest that awaits the tiller of this
fertile field. The show window is the
most direct and forceful of all advertising
mediums and its "circulation" is enormous.
Furthermore, the retailers are willing to
meet the manufacturer half way in the
matter of window display. They are
glad to allow him the use of window space
if he will provide them with the right sort
of displays.
Although the number is increasing

rapidly, there are as yet comparatively
few manufacturers who make any serious
effort toward co-operation with the retailer
in displaying their products. On the other
hand there are some few manufacturing
concerns that have thoroughly equipped
window-dressing departments under the
direction of specialists. It is a significant
fact that all of these concerns started their

KEYSTONE 1745

window advertising departments in a very
small, experimental way, usually under the
supervision of some officer of the concern,
and soon grew into an important factor of
the advertising department. We have
yet to learn of a manufacturer who has
given window advertising a trial and
dropped it.

Manufacturers' Window Displays

The truth of the matter is that all ad-
vertising as it is done today, is a compara-
tively new thing. And it is such an im-
mense force—its returns are so great—
that the manufacturer has been content
with the results he has received from his
printed publicity. But competition brings
about the necessity of more economical
methods of marketing all kinds of products
and this will lead to the increased use of
the retailer's windows by the manufac-
turer. Eventually every big maker of
goods that are distributed through retail
stores will have his window-trimming staff,
or will have window displays for the re-
tailer planned by an agency as advertising
is now planned. This is not a dream but a
reasonable deduction, based upon what
has already been done in this line. Corn-
petition will force manufacturers to install
window advertising departments. An in-
stance of this may be cited in the case of
the big talking machine companies. One
of these companies established a window-
dressing department and placed it in
charge of a man who thoroughly under-
stood his business. In a short time this
company was delivering to retailers ready-
made window settings that were far more
artistic and effective than the dealer could
make for himself (if he had been so in-
clined) and at a fraction of the cost. As
a result practically every dealer handling
this particular machine had eye-catching,
business-getting window displays that
made direct sales. That this competition
was felt by the rival company was evi-
denced by the fact that they, too, after a
short time, organized a window-trimming
department along the same lines. This is
only one of many similar instances.

Field for Capable Trimmers

The wise and capable window dresser
will consider this unmistakable trend
carefully. It opens a new and alluring
field to those who are qualified for the
work, for men of brains, originality, and
a capacity for organization will command
far better salaries in this line than they
could hope for in the retail field.
But every successful department store

decorator cannot expect to make a suc-
cess as a designer of advertising windows.
It requires a special talent for this work.
In addition to an understanding of the
technical side of window dressing, he must
be an advertising man. He must be
possessed of originality and be able to put
his ideas before the public in an under-
standable way.
As was said in the beginning the adver-

tising window is very different from the
merchandise display. The advertising

window must tell a story that can be read
at a glance and which will be understood
by all who see it. It must be simple and
direct and strike the beholder in much the
same.way he is struck by a bill board sign
or a magazine advertisement. Further-
more the display should act upon the
mind in such a way that it will not be for-
gotten. As the big illustration and brief
wording on the outside cover of the Satur-
day Evening Post impress the housewife
with the excellence of Washburn-Crosby
flour, so the advertising window should
impress the beholder with the virtues of
the goods displayed. It should be more
than a display—it should be an argument.
The merchandise itself is generally

handled in an entirely different way in the
advertising window from that in which it is
shown in the usual merchandise display.
In the latter may be shown a dozen or
several hundred packages or articles,
whereas in the advertising window fre-
quently a single article is displayed.
Whether the advertising window carries
one or several articles, the skill of the
window dresser is shown in the manner in
which the good points of the products are
emphasized. Naturally show cards and
posters play an important part, as they
are required to explain the points of excel-
lence possessed by the goods.—The Mer-
chants' Record and Show Window.

Improvement in Jewelry Stores
An unmistakable manifestation of trade

confidence in the future of business is
shown in the wave of jewelry store im-
provement which is now sweeping over the
country. Not only in the largest cities and
those of more moderate size, but also in
the small towns, this spirit of betterment
is operated to possibly an unprecedented
degree. The inference is that the pro-
gressive members of the trade now realize
the advertising value, if not the necessity,
of handsome store fixtures and of stores
which are more or less imposing both
interiorly and exteriorly. The expenditure
in such furnishings as handsome counters,
show cases, wall cases, decorated ceilings
and floors, etc., is now rightly regarded
as an investment which will most certainly
prove a paying one. Although up to the
present this year, business has been some-
what featureless, the trade, as a rule,
opens the fall season largely emancipated
from the thraldom of debt, and, encour-
aged by the present bright prospects, their
thoughts naturally run in the direction of
expansion and store improvement.
In this connection, we wish to inform

those of our readers who have favored
us with photographs of their new or reno-
vated stores that it is impossibie for us to
afford space to illustrations of all these,
many of which present a noticeable
similarity of appearance. We invite, and
would be pleased to publish, pictures of
such interiors as present some novel or
unusual feature in store furnishing, light-
ing, arrangement, etc. A mere picture in
itself conveys little information unless it
presents something new and serviceable
to the trade at large.
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plete Illustrated Watch
Catalogue.
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Changes in Window Trimming
During the Last Twenty Years

By GEORGE J. COWAN, Vice-President Koester School of
Window Trimming

In looking over the last twenty years develop-
ment of window trimming, the thing that stands
out strongest of all is the fact that in this period
practically all retailers have acknowledged and are
using their windows as one of the best, if not the
best, means of advertising.
Twenty years ago some few merchants recog-

nized the advantages of showing in their windows,
in as attractive a manner as possible, the lines they
carried. This was particularly true of the dry
goods store.
At that time there was no paper devoted to the

subject of window display, nor was it possible to
buy a book on the subject. A window trimming
school had not even been dreamed of.
The first paper devoted to window trimming was

started about fifteen years ago and has had such a
healthy growth that it is now subscribed to by
nearly ten thousand window trimmers throughout
the world.
A few years after the paper was started there

was so much interest created in the subject that a
National Association of Window Trimmers was
formed, which today has so extended its influence
that there was formed, last year, a branch associa-
tion in Canada.

Help from Trade Papers

Several of the best known dry goods publications
added window trimming departments about this
same time, and the importance of this subject has
made it necessary for three of the largest of them,
to publish separate monthly sections, devoted en-
tirely to window display. Practically all other
trade papers, reading all lines of trade, have,
within recent years, added an editorial writer
on this subject to their staff.

Several books on window trimming were pub-
lished about ten years ago, this bringing to the
merchant a reference book of much help to him
in getting the greater good out of his windows.
Seven years ago Mr. Koester, the head trimmer

for Marshall Field & Co., of Chicago, had so many
requests from young men to teach them how to trim
windows that he started a night school in window
trimming.

It is hard to get statistics on the number of
stores who now trim their windows as compared
to twenty years ago, but when one realizes that
in that time all the papers, books and schools that
have to do with window trimming, originated,
one's imagination will be helpful in a realization
of what an advance has been made in this period.
The lessons that the past twenty years have

taught us regarding the show window are many.
We now have well defined ideas regarding the best
method of constructing the show windows in order
to get the greatest amount of display. We know
that one must have a knowledge of how to arrange
the colors in a display and also be enough of an
artist to put the goods in an attractive manner.
It would take several volumes of text matter to

cover all the information now in our possession that
is the result of the last twenty years of experience.
I am not allowed this amount of space to cover

this subject, but I am going to try and condense
some very valuable information in small space for
the benefit of this interested.

Suggestions to the Trimmer

Here are a few suggestions to the trimmer:
No matter how much or how little you know

about window trimming, there is one thing that will
help you more than to keep your eyes always open
for window trimming ideas that have been used
or that can be used.
You cannot make use of all the ideas you see and

think of, but you must equip yourself so that when
the occasion demands it, you have plenty of ideas
on hand that you can draw on. This is the thing
that makes you a good all-around trimmer, that
your employer will have full confidence in.
You will see many ideas in the window trimming

journals and books that you probably have no use
for, but by looking these books and journals over
thoroughly, you will make yourself a stronger and
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better window trimmer. You fill your brain cells
full of window trimming ideas and in the course
of a few years you will unconsciously be making
use of ideas that you may have seen years before—
these ideas are simply a part of you and constitute
your education—the good trimmer is learning all
the time. Every day he is seeing drawings, cover
designs, architecture, sculpture, windows and de-
corations that suggest new ideas for his window
work.
I want to impress very strongly on your minds

the necessity of being always on the lookout for
every bit of information that you can get on this,
your chosen profession.
This will be easy for you if you have studied at a

window trimming school, because there you will
have already formed the study habit and it will
not be hard for you to apply it after you leave.

Planning the Window—Originality

Above all things, try to be original in your dis-
plays. Don't do what the other stores are doing
as you will then brand yourself and your business
as mediocre. It is not only the ability to execute,
but the power to conceive, original ideas that is
necessary in this work—and originality is the most
important.

It is a very good idea to draw out your window
plan in outline on paper, so as to more clearly
indicate what you intend doing. In this way
you have a clear record of what work has to be
done and are not so apt to forget an important
part of your plan. It also frequently shows you
some fault in your embryo plan, and corrections
can be made at once.

Merchandise should never be trimmed "above
the range of vision." Articles placed above the
eye are seldom seen.
Keep the merchandise display low. People, as a

rule, will not crane their necks to see what is in the
top of the window. This upper part of the window
is the place for the decorations. Make this part
of the window as beautiful as you can.

This decoration serves as a frame to your dis-
play of goods, but does not conflict with it. It
completes the trim and introduces the necessary
change and the power to attract attention to your
window.
Another thing—a person on the opposite side

of street can easily see the upper section, and its
attractiveness will naturally draw him across to
see the display. When crossing the street, the
upper section disappears above the line of vision
and the eyes are taken up with only the display
of merchandise.
You will find this theory very helpful to you.

Change of Windows

The window trim that is seldom changed is like
the town pump. Anyone gets to know that it is a
"fixture," and hence never gives it a second glance.
In fact, if a number of window stays is too long,

it becomes an eyesore. It is like an old-style hat,
or like the suit of clothes that elicits this remark,
"Here comes Jones wearing that same old suit that
he has worn as long as I've known him."
In the frequent changing of windows it is well to

save the "framework" of all old windows. You
will find that by combining certain scrolls from one
window and columns from another, that you have
a new decoration already without extra work.
In changing the windows it is always best to have

as much of the decorative work done before hand
as possible. All the goods that are to go into the
display should be ready and all show cards and
price tickets.
Thus it will be possible for you to make the

change of windows with the least delay. If a win-
dow display is worth anything at all, there is every
business reason why your windows should not be
covered up any longer than possible in making the
changes.

If it is absolutely necessary to keep the curtain
down on your window for any length of time, you
will find it a good idea to place a large sign or show
card next the glass, with some such wording as
this: "We are going to show you something of
interest when this curtain is up." "Watch this
window." "It will pay you," etc., etc.

If you have a store that has small, old-fashioned
windows, and cannot get the owner to make the
necessary changes in order to have up-to-date
windows, you can well afford to put them in at
your own expense.
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Jewels that are Sensitive

In Order to Properly Preserve Precious Stones,
Their Owners Should Understand Their Nature

The owner of handsome jewels has need to guard
them from more than thieves—they must be pro-
tected from the effect of too much light and heat,
which robs them of much of their beauty.
Most women realize the delicacy of turquoise.

The costliest stone is not guaranteed against dis-
coloration, and the cheaper stones turn green with
time, even if protected from water. The tur-
quoise is becoming and beautiful and if a little care
is given it should wear reasonably well. Never
put water, especially soapy water, on a turquoise,
as it discolors at once. Alcohol has a similar effect.
If the jewels must be cleaned send them to a re-
liable jeweler. Keep the stones in a dark place,
and do not wear them constantly in strong sun-
light.

Pearls, the most valuable of them, deteriorate
easily. In contact with an acid they are affected as
lime or marble would be, and if subjected to fire
are transformed into a limelike substance. Some
women, whose hands perspire freely, find it impos-
sible to wear pearls next the skin on account of
discoloration. This is rare, as, ordinarily, the
owner of a handsome pearl necklace is advised to
wear it frequently lest it lose lustre from being
packed in a dark place away from the air.

Pearls that have discolored may sometimes be
treated by taking off the outer layer, but this is an
exceedingly difficult operation, which becomes im-
possible if the interior color is affected. Never
wash the hands without removing a pearl ring, and
guard against sudden knocks as the stones break
or chip with rough usage.

Even Worse Than Water

in its effect on stones is excessive light. Emeralds,
rubies and sapphires, among colored stones, suffer
least, but recent experiments show that they are
not exempt. Two rubies of the same size and
shade were tested for two years, the one kept in
a showcase, the other away from all light. At the
end of that time the showcase stone had become
perceptibly lighter in color.
Light will turn garnets paler in a short time,

while it has the contrary effect of darkening a
topaz and causing it to lose its lustre.
Diamonds are probably the least sensitive of

all stones and the most easily restored to condition,
but it is not prudent to take them too near the
fire. They lose most of their brilliancy through
dust so it is fortunate that they are not injured by
scrubbing with soap and water. To give a high
lustre wash in pure alcohol and polish with
jewelers' sawdust.
The modern cutting is more brilliant than that of

a generation or two ago, so if one has handsome old
diamonds it pays to have them recut. What
they lose in size is made up in brilliancy.
The most sensitive of all stones is the opal. Not

only does it suffer always from excess of heat, but
it is sensitive to changes of temperature by reason
of its chemical composition. It is also affected
perceptibly by the wearer. A stone that is full of
fire on one person grows dull and lusterless if worn
for any length of time by another. Just what
condition of the wearer produces diamonds.

The Dulling Effect

is not known; one dealer in stones traces it to too
much uric acid in the system.

All stones depend for their brilliancy upon being
kept clean. A dull dingy ring is as much a disgrace
to the wearer as soiled hands. Stones in constant
use should be washed at least once a week. Jew-
eler's boxes, containing chamois skin, sawdust,
tissue paper and brushes for cleaning under faucets
are put up in compact form at small cost. If a
ring or pin is rubbed up lightly on a dry chamois
skin or soft silk each time it is put on it will retain
its brilliancy much longer.
Do not use cleansing powders roughed, or liquid

cleaners on your jewels unless you first consult a
jeweler about them. They may contain acids or
gritty substances that will ruin valuable stones.
Take handsome jewelry to your jeweler for

inspection twice a year. This costs comparatively
little, and may prevent the loss of rare stones from
loosened facets or clasps.
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Britisher Compliments
American Jewelry Advertising

Address by G. M. Cyril Freer Before British
National Association of Goldsmiths

Develped by the enterprising Americans
--who, through much experiment and a
careful study of human nature, saw possi-
bilities which we nowadays accept as the
inevitable result of judicious publicity—
advertising has become a real science. It
is salesmanship, neither more nor less.

Well planned and well executed, it
multiplies the efforts of the salesman a
thousandfold, and enables the retail jew-
eler to talk personally about his goods with
a large section of the people in his district.
But advertising must be good—medio-

crity in the plan and the copy will simply
result in mediocrity in the return. H. G.
Selfridge, speaking recently to the writer
of this paper, said that "Advertising is
neither more or less important than stock-
keeping, store methods, courteous service
or management, all of which are important,
all must be perfect, and it is this very
maxim which is at the root of the success
of the Selfridge store, which in three short
years has become one of the most impor-
tant shopping centres in London ; improve
your advertising, and you will find an
immediate and profitable increase in your
turnover."
Some people look upon advertising as a

magic force, capable of working wonders,
but this is a wrong idea. Advertising is
simply a necessary unit in the whole fabric
of a business. There is nothing myster-
ious about it. It has no occult influence.
If it is poor, it is next door to valueless; if
it is good it tells simply of the goods you
offer for sale, and provided these same
goods are being sold at a price which is
fair, it brings along people who will buy
them in just the same way as a traveling
salesman might do.
Not only must the quality of the "copy"

—and by copy I refer to persuasive ar-
guments and descriptions—be good, but
the advertising, whether it is for the news-
paper or in the form of printed literature,
must be attractively dressed, otherwise
how can it be expected to catch the eye
and hold the attention? A well-set ad-
vertisement and good printing will convey
a pleasing inpression to hundreds of peo-
people who have never yet visited your
establishment, and this is the only kind of
impression you can afford to convey, all
of which goes to prove that supposed econ-
omy—the issuing of poorly written, badly
displayed newspaper advertisements, the
use of indifferent stationery, and the dis-
tribution of ill-printed booklets, cata-
logues, etc., are not economy at all, but
may actually result in prejudicing pros-
pects against your proposition, thus caus-
ing real loss.

Jewelers' Advertising Mediocre

Jewelry advertising in the main is not
well done, perhaps it is because jewelry ad-
vertising is a difficult problem. A jew-
eler's stock, you see, contains many and

diverse items, some of which, owing to
their prices, cannot be advertised at all;
but people do buy jewelry and silverware
and watches and clocks; people do need
broken articles repaired, and people can be
convinced that a particular jeweler's ser-
vice is what they are requiring, as witness
the success of Tiffany, of New York,
Stewart Dawson, and others.

There is a great deal to be said about the
romance of jewelry, which carries with
it the glamour of the East; more can be
told of the utility, convenience and beauty
of the other items in the stock, and as time
is the most important of all things—the
most valuable—every man should possess
himself of a perfectly accurate timekeeper.
The next point to consider is the selec-

tion of the psychological moment at which
to advertise certain articles, by which I
mean that there are times when certain
goods may be offered to the public with
better prospect of quick returns than at
others. Your own experience of business
will convince you of the truth of what
I am saying, and it is needless for me to
dwell on this topic, especially seeing that I
enlarge on it in the article I contributed to
your handbook of 1912, but the question
is important—just as important as every
other section of your selling campaign,
therefore it must not be overlooked.
Whether to use the newspaper, the

hoardings, or to distribute printed matter
or personal letters, or to use all or a com-
bination of one or more as a means to a
certain end, it is not possible to decide
for the trade as whole. The conditions
surrounding each particular business must
be studied, and a proper medicine pre-
scribed for the complaint after correct
diagnosis.
No matter how good your service may

be, no matter how excellently you are
stocked, or how moderate your prices,
unless your advertising rises above the
level of the ordinary commonplace adver-
tisements so general in the jewelry trade,
you will not secure for yourself the whole
of the custom you are justly entitled to.

Retailers Should Carry
Note-Books and Use Them

In all their worry about small net pro-
fits at the end of the year and in all of their
ideas of how to do bigger business, it is
almost a safe bet that most retailers do
not consider a pocket note-book as a
means of simplifying their problems.
Every man who is in business thinks

more or less about that business invol-
untarily. Often he talks about it at
meals. While out on a vacation his
thoughts wander back to the store. Some-
times he even dreams about it nights.
Now, most serious thoughts about one's
business are moneymakers, if they can
only be preserved fresh in the mind until
the time comes to make use of them. The
trouble is that they go as rapidly as they
come. You can not be always at your
desk where paper and ink are handy when
good ideas come.
Many a corking good idea occurs to you
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inadvertently at odd moments, and at the
time you say to yourself: "That's a
peach! I'll remember that!" But in
nine cases out of ten, you don't. It slips
your mind. When the right time comes
you can not even recall the beginning of
that good idea.
Did you ever hear of how Flaubert, the

great French novelist, canned sudden
thoughts for future use? Did you ever
hear of how Mark Twain caught fleeting
humorous suggestions and held them until
he could work them into his books?
Well, both men kept note-books constantly
with them. Twain kept his and a pencil
tied to his bedpost, so that it was right at
hand, day and night. No valuable ideas
escaped them. Their note-books were
the skeltons of their life-work.
Every retailer could utilize a pocket

note-book to fully as great an advantage.
In it you should jot down suggestions
for your "ad." copy, clever phrases for use
on window-cards, new ideas of store ar-
rangement, and window trimming seen
while on the street or on trips to other
towns. Every visit the small-town dealer
makes to a big city should fill his note-
book with invaluable data for the facilita-
tion of his business. If he does not, then
that dealer is not taking advantage of the
opportunities of the moment.

Garner ideas for big business. Keep
a note-book for a year and you will be
surprised to find what a fund of sugges-
tions you have without effort accumulated.
—Inland Stationery.

Courtesy Is An Investment

Almost all salesmen whose duty it is to
call upon buyers in their own places of
business can tell of scores of instances in
which they have been subjected to rude
treatment, sometimes not even being given
a hearing. This is true of too great a per-
centage of buyers generally. It is true of
the buyer in the retail store, of the buyer
for the retail store and similarly of the
parties of the first and of the second parts
when it comes to shifting the scene to
wholesale establishments.
The buyer seldom fails to impress upon

the seller that he, the buyer, dominates the
situation. That is probably quite natural
and would not be so bad if the things were
never carried to the extent of overstepping
the line of common courtesy, but unfor-
tunately the latter contingency is, fre-
quently, only too evidnet. There is a
distinct advantage, however, possessed
by the seller when the buyer goes to him.
The vast majority of the instances of dis-
courtesy, sometimes even extended to ab-
solute abusiveness, are experienced in
cases where the seller has to go to the
buyer. Why this should be true is theo-
retically hard to explain, but practically it
seems to be instinctive, because the same
man who is obliging, oftentimes even
obsequious to a buyer, will turn from this
attitude, to assume an abrupt and uncom-
promising demeanor toward a man seeking
to engage his attention as a prospective
customer.

1749

The Mauran Expansible Bracelet
The Bracelet that made the Bracelet Watch Possible
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How the Manufacturer Can Best Aid the Retailer

Lack of Business Knowledge in Retailing a Serious Impediment—Bookkeeping the
Basis of Intelligent Storekeeping

A certain retailer in Indiana was prevailed upon
by a big manufacturer, a national advertiser, to
stock a line of goods he had not previously been
interested in.
The manufacturer played strong on his national

advertising, and promised to tie it up to the store
with attractive window cards and a campaign in
the newspapers of the little city, over the dealer's
own name.
On the strength of these promises and expendi-

tures, the dealer stocked very heavily, on long time
credit.
The goods moved fairly well and everything

seemed lovely for a while. But before the bills
for the stock came due, the dealer found himself
financially embarrassed. Being unable to get
further credit or to borrow from his bank, he went
broke.
The manufacturer had aided this dealer to push

the new line, had given the regular "dealer co-
operation" at big expense, and came out a heavy
loser.
The dealer didn't know he was getting into such

a tight place—they seldom do—but he had figured
that the advertising would help him to overcome
some pretty bad competition.

It wasn't window displays, free advertising, nor
demonstrations, however, which this dealer needed
most, what he needed was better methods of
knowing the condition of his business.

If he had known several months earlier that he
was getting into such a tight place, he could have
saved himself.
But he didn't keep any books, at least none

worthy of the name, and didn't see the real storm
until it broke over his head and "busted" him over
night.
The manufacturer who sells through dealers is

successful only in proportion to the success of his
dealers.
Of course, a dealer handling many lines could

sell a large quantity of one kind of goods and very
little of any other kind in this possible, but not
probable event, the one manufacturer would profit
until the sheriff sells out the dealer.
There is a dealer in Michigan who, until about

two years ago, had just an ordinary retail grocery
business. He wasn't really making any money;
he wasn't really going ahead.
Like most retailers who are not successful, he

had a lot of petty troubles in the way of bills,
which annoyed him some, at times.
One day he began wondering if all retailers were

hard up. When a dealer gets to feeling that way,
he is in a fair way to learn something—if he is not
a dead one.

This dealer looked about among retailers in
Michigan, and soon came to the conclusion that
some of them were continually forging ahead—
making money.
When he found this out, he began asking himself

why the successful ones were successful? What
enabled them to reach into his territory and draw
his trade away from him?

What Dealer Knows About His Business?

As he investigated further, he found that the
average retailer doesn't usually know so very
much about his business; that he doesn't usually
know, for sure, just where he stands; that the
average retailer runs his business by guess.
He found, on the other hand, that the most

successful retailers, the ones who took business
away from him, had complete information on their
sales, their purchases and their expenses, by
lines of goods, by departments, by clerks, etc.,
every day.
When he learned this he decided to eliminate

guesswork from his business, and to provide him-
self with the information which the successful
dealers provided themselves with.
He made an outline of all the information he

knew of any successful retailer getting. Then
he went to his books and tried to get the same
information about his business.

But the information wasn't there. His book-
keeping system wouldn't give it to him, though he
had thought his system was about "the real thing."
His accounts didn't account.
Then he decided that he would have a book-

keeping system that would give him the informa-
tion he needed. But he didn't know how to get a
bookkeeping system. Of course, he knew that a
public accountant could install one, but he had
visions of enormous charges for the service.
One day he mentioned his problem to a salesman

from a big Detroit wholesale house. The salesman
liked the idea and promised to see if he couldn't
get his house to help the dealer out.

It so happened that the manufacturer had just
installed a number of machines in his accounting
department and was about to lay off one of his
bookkeepers. Instead of laying him off he was
sent out to help the dealer open a set of books
which would give him the information he wanted.
The dealer insisted on a complete system. He

wanted to know about all there was to know
about his business, once in every twenty-four
hours, including which clerk sold the most
goods; how much profit he made on each clerk's
sales; which lines of goods sold the easiest; how
much he lost through each of a score of leaks,
and a lot of other things.
They got the system in operation, at last, and

the dealer had accounts that did account. But
the system immediately plunged the dealer and his
clerks into a mass of work that made them all
work nights.
The new problem was solved by training a young

woman to handle the bookkeeping with an adding
machine as an assistant. The machine shortened
the work and eliminated nearly all chances for
mistakes.

Within 3 weeks the dealer was getting the
information he wanted, and he was feeling the
effects of that information upon his ability to
make his business pay.
In one year he increased the volume of his

business 300 per cent.
A few manufacturers suffered because he found

that some lines of goods didn't pay at all. He
threw these lines out absolutely and refused to
carry them.
But, on the whole, all the manufacturers whose

goods he carried, profited by his success. He sold
more of each of the lines he carried.

Manufacturers' goods are passing over his
counter in greater volume every month. He has
become a bigger and a better market for every
manufacturer whose goods he handles. He has
become a safe credit risk.
Recently he opened a second store, acquiring

the stand of a "dead" retailer in an adjoining town.

Would Double World's Selling Power

If every dealer in the United States could be
changed tomorrow from what this man was 2 or
3 years ago to what he is today, the selling power
of the retail business in the United States would
be doubled, at least.
But a thousand dealers, with good business

ability and plenty of life, are sleeping soundly
within one hour's ride of this one dealer who has
awakened.
There is something more the matter with the

retail business than "incompetence" or "lack of
capital." It is deeper, further back, more vital
than that.

Mercantile agencies say more retail failures are
due to "lack of capital" than to any other cause,
while one failure in every five is credited to
"incompetence," but—

Attributing failures to either of those causes
is like attributing a fire to the ruins it leaves.
I know a banana peddler, pushing a cart

through the streets of St. Louis, who does a
larger volume of business on a capital of $25
than thousands of dealers are doing on a capital
$5,000. He turns his capital every day at a good
profit.

In Illinois there is a dealer who does a business
of $225,000 a year on a $5,000 capital. There are
16,000 grocers in the United States with $5,000
capital who average less than $25,000 gross busi-
ness.

Lack of Ability vs. Incompetence

The man who fails on $5,000 capital in 4 or 5
years, would probably "blow up" in 1 or 2 years
if he had $25,000 capital—if he used the same
methods.
"Incompetence" is due almost entirely to lack

of information—not to lack of ability.
Lack of information, in the retail business, can

hardly be due to anything but poor bookkeeping
methods—accounts that don't account.

Dealers are not incompetent as a class. Most
of them are shrewd, sensible, able fellows.

Their trouble is that they don't really know the
results of their efforts. They waste their energy.
They work in a circle and never get anywhere—
except into a rut.
Take the average retailer and provide him with

a complete statement, every morning, of the pre-
vious day's business and you won't know his store
in a year.
But if he doesn't know today how much goods

he sold yesterday, and how much he has on hand,
he isn't able to direct his energies.
Unscrupulous salesmen from unscrupulous

houses come along, and by the aid of extra dis-
counts, threatened increases in prices, big promises,
etc., load him to the guards with unsalable goods.
Who suffers? The dealer and his real friends.
If manufacturers and wholesalers would give

their dealers a real business service, they would
get more co-operation from the dealer. He would
push their goods with all his might—and he
would be in a better position to push them intelli-
gently.

Dealers do not need tailor-made window displays,
and hand-me-down selling plans half as much as
they need bookkeeping co-operation and advice.
Many people, "bigger" than most dealers are

supposed to be, have had full-sized bookkeeping
problems that they couldn't solve.
Conditions surrounding the retail business makes

the bookkeeping problem easily one of the biggest
problems the retailer has to deal with.
Nine-tenths of them have proven themselves

unable to solve the problem. They need help on
that end of their business.
A few wholesalers and manufacturers are now

aiding dealers to solve their bookkeeping problems.
Among them is the Simmons Hardware Com-

pany, of St. Louis. That company has saved many
of its dealers from certain bankruptcy by aiding
in the laying out of accounting systems which
enable dealers to find out how they really stand.
W. D. Simmons, head of that company, recently

told a story of how he snatched a hardware dealer
from certain failure into a fair promise of success
by sending a bookkeeper to work out a system
of accounts. The company has had many such
cases.
The dealer kept his accounts, but the accounts

didn't "account." It was like putting money into
a gold brick—he put down part of the necessary
figures, but they didn't give him any real informa-
tion.
The Simmons bookkeeper analyzed the system

and instructed a girl in the proper handling of
simple double entry books which he opened for her.
Soon the owner of the store was able to get infor-
mation which enabled him to build a future into
the plans of his business. If this were a novel,
his letter of gratitude would make Simmons the
hero.

Another customer of the same house allowed
matters to go so far before he woke up that he
was broke before he knew it.
Being unable to produce a statement which

would indicate ability to make good, he couldn't
raise the needed funds on such short notice, and
had to turn his business over to his creditors.

The Effect on the Dealer

If you have ever seen a dealer snatched from
certain failure into sure success by a better grasp
on himself and his business, you won't doubt the
loyalty-producing effect of this kind of dealer-help.

It makes him stick and work. It makes him
plan. It makes him see the value of the other
dealer-helps. It opens his eyes.

—Charles C. Casey, in "Printer's Ink"
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Advertising a Retail Business

By CHAS. H. MARSHALL, before Annual Convention American
Association of Stationers

In my observations, I will endeavor as much as
possible to confine my remarks to the question of
"Advertising" as it relates to the stationery and
office outfitting trades, and, I might add, I also
infer that I am expected to make my theme one
that will apply to those already in business, rather
than stimulate any latent desire in any one that
might increase the competition that is already ours,
bearing in mind that some one has remarked, and
aptly too, "Competition is the life of trade, but

hell on profits."
Of course, we are all aware of the good and bad in

everything, and advertising is no exception. When

properly done it calls for the best effort that man

can produce, a combination of brains, nerve and

patience, which must run hand in hand in modern

business life with imagination, that wonderful

force, without which no business can be successful

unless it contains a great quantity. Advertising,

to be made a paying proposition, however, must

be practical, owing to the dangerous financial

conditions and waste that will surround the pro-

position if not guided by the keenest of judgment.

Every great business has had its inception from an

idea inspired by the imagination of some one.

The phrase "Advertising" and "Publicity" have

so much in common that they are very often con-

fused. A man may be arrested for burglary and

get all the publicity he wants, at the same time,

from an advertising standpoint, he is being very

poorly advertised

Now, let us see the definition of "Advertising."

Encyclopedia Britannica gives it thus:

"Advertising"—The active practice of bringing

anything, as one's wants or one's business knowl-

edge, into public notice by paid announcements, in

periodicals or by hand bills, placards, etc., as to

secure customers by advertising, often used attri-

butively, as an advertising agency, as an advertis-

ing scheme or as an advertising medium. "Ad-

vertation" was the old word, meaning "informa-

tion.' The modern word "advertence." I like

atter, which means attention, notice and heed-
fulness.
We all have something to sell, merchandise, in-

formation, experience, ideas or time, and if we

follow out the latter definition, we will market our

wares through the avenue of attention, and secure

permanent customers through the channel of heed-

fulness and watchfulness.
If you wish to expand, and we take this for

granted, you no doubt realize that advertising of

some kind must be done. Results can only be

secured, however, by supplementing that adver-

tisement with the hardest kind of work, close

application, lots of common sense and eternal

vigilance. If anything else can turn the trick, it

has never been discovered in the stationery busi-

ness, to my knowledge. Every action by you as an

officer or proprietor, and so on through your entire

force, is advertising, either for good or bad.

Surely no business man would knowingly do any-

thing in advertising or any other branch of his

business that he considered diametrically opposite

to what he thought to be good business.

We all know that no legitimate business can be

successful without the constant accumulation of

satisfied customers, and in my opinion, all the

effort or money spent in advertising is nullified

unless backed up by the closet attention to any

complaint, be it fancied or otherwise.

To secure results from any effort, a plan must be

mapped out. Advertising is no exception to this

rule, therefore you must have a plan of campaign.

You would not think of trying to trade in any mer-

chandise unless you had location, stock properly

arranged, harmonious organization and good
service. It would be folly to invest money unless
you had determined to give all these items your
attention, and you must not expect to receive
rewards for advertising if everything else is not
in sympathy with it. While it is quite possible
to do some business without any paid announce-
ments or general publicity work, depending en-
tirely upon personal impression and good business
principles, it is just as true that judicious adver-
tising will act as a lubricant and help build up
that business more rapidly.

Emerson has been quoted as saying: "If you
write a beter book or preach a better sermon, or
build a better mouse trap than your neighbor,
though you build your house in the woods, the
world will make a beaten pathway to your door."
This is doubtless true, but in these days of busy
commercial activity and keen competition, it
becomes necessary to let the world know where
those mouse traps can be secured, and show the
public the quickest and easiest route.

We have all had the experience in buying in
other stores. Then why not profit by their mis-
takes, the greatest of which, or at least the ones we
notice more readily, I think you will agree with me,
is the lack of personality. What a tremendous
power for good advertising is that quality of per-
sonality! You may spend all kinds of money to
tell the public what a good fellow you are, but it is
only when we meet a man face to face and get to
know him that we are capable of judging his true
character and deciding whether we want to fre-
quently meet him. "Most people like square
dealings and appreciate courteous treatment.
When a man tells you a thing is so, and you find
it to be so, your faith in him begins to grow. If he
tells you time after that things are so, and you
always find the measure of his promises filled right
up to the brim, in time you take his word for its
face value." This, I think, is the foundation of
good advertising, and without which no business
can prosper, unless it has back of it this motive
power.

Advertising is just as necessary a study as any
other branch of your business. Not a thing apart,
but a part of the whole. The mere fact of spend-
ing money in newspapers, periodicals, or other
means of circulation, or by circulars, booklets,
mail cards, etc., will never get you results unless
backed up by the best kind of store management.
Whatever publicity you advertise for, be sure it is
good, because those things are only lasting which
are good, this is a natural law, and as we know, a
natural law cannot be evaded without penalty.

Therefore, good advertising for the merchant
with an established business means spending a
certain amount of his earnings for truthful pub-
licity work, depending upon the growth and finan-
cial condition of his business, the money so ex-
pended to be regarded in the same light as any
other fixed charge, such as rent, salaries, insurance,
depreciation and other operating expenses, and its
direction must necessarily come under the execu-
tive head of your business.

If you were to ask my advice about the method
of doing it, I would say first take advantage of the
opportunities at your door, then use newspapers
for quick introduction, and suggestions, printed
matter and salesmen for your arguments, letters for
persuasion, windows for invitation, clerks for con-
summation, and, above all, watch the silent sales-
man, the modest little fellow who does not appear
on the weekly pay roll, whose actions speak louder
than words, and can do you more harm or good
than any other force of which I know.

Be impressed with the fallacy of expecting to in-
crease your business simply through newspaper
or any other publicity work. Unless you have the
merchandise demanded, your store attractive
and your salespeople courteous, attentive and
painstaking, all the money spent for such work will
be without compensation. Advertising only
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creates the demand, but it requires human means
and intelligence to accomplish the all important
part, the turning of an inquiry into a profitable.
order.
We will return to the opportunities at your

door. One of the greatest helps in our business
(I am now speaking personally of the Hoskins
Company) has been working in conjunction with
the manufacturers of this association and other
manufacturers of national reputation. Think
what it means to you as a local advertiser if you
take advantage of all the thought and the immense
sum of money spent to make a line of goods or
an article popular by the proper display and co-
operation with the national advertiser in your local
territory, and I might add that some manufacturers
would do well to consider this point and list their
goods so that a discount could be made to the
dealer, which would make it attractive to him to
push their goods with all the enthusiasm at his
command.

Co-operating advertising on the part of the local
dealers with manufacturers who do national adver-
tising is excellent work. Many large manufac-
turing concerns are using newspaper advertising
as a medium to exploit their line or lines. By
keeping in touch with them, it is possible to find
out when they advertise locally. By supple-
menting their newspaper advertising with small
copy of your own, you not only reap the benefit
of their advertising, but you establish a reputation
for down-to-dateness and ally yourself with the
"progressives," not necessarily political.
The demand made upon the advertising appro-

priation of the average stationer is not confined
to newspaper work. Competition has made a
catalogue an almost necessity. To those among
us who have had the experience of getting out a
catalogue, it is not necessary to dwell. To those
who contemplate issuing one, you have my sym-
pathy. Charity programmes, special booklets and
requests for advertising of like character are
constantly made upon the stationer.
These demands are of such a nature that in many

instances they cannot be ignored. On the other
hand, if the appropriation outside of the cost of
catalogues and other legitimate printed matter
could be entirely expended in newspaper advertis-
ing or other direct mediums, more appreciable
results would be accomplished.
Where local advertising is concerned, the sta-

tioner has little or no trouble in making a selection.
Newspaper advertising rates are based in nearly
every case upon so much per thousand circulation,
and if there is more than one medium in your town,
you will find enough good circulation in the other
propositions to merit using them. It is a mistake
to take it for granted that you are going to reach
the entire buying public by confining your advertis-
ing to one particular paper, unless that paper is
entirely without opposition, a condition seldom
met with.
Small copy, sixty or seventy lines, single space,

or fifty or sixty lines double space, would suffice to
tell your story. Whenever possible, illustrations
and prices should be used. Large copy, of course,
is in order, especially at holiday periods, when
down-to-date stationers can exploit various articles
of every day use for men and women.
We have in this association some of the grandest

business houses of which I know, starting from
small beginnings, their integrity unimpeached and
their finances unlimited, and I am sure you will all
agree that they did not secure this position quickly,
and that the same principles which made them
great will keep them great, and we would all do
well to pattern after them and follow in their foot-
steps if we wish to attain the same results. I am
also sure they have not gained their position with-
out advertising in some form.
Our association is itself doing great advertising

work, and every member should encourage and
hold up the hands of the gentlemen who have been
devoting their time and energy in trying to adver-
tise this body as it should be advertised to those
not yet in harmony with its objects or who are
deceiving themselves in the thought that the acme
of merchandising is to sell cheaper than his neigh-
bor.
Good advertising will help establish your credit.

Good advertising will not stoop to sharp practice or
misrepresentations, because sooner or later the
deception will be found out.
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Improving the Service

Methods of the Large Stores Worthy of Imitation

An intimate knowledge of the business
methods and other internal operations of
the largest and most prominent retail
stores of the country reveals one common
characteristic, says the Dry Goods Econ-
omist. This is the fact that among them
there exists a high degree of efficiency in
all departments. The sales force, the
buyers, the department of claims and ad-
justments, the delivery service—in fact,
all of the working units in the store's
operation—have been brought to a point
approaching the ideal.
So similar, too, are the methods em-

ployed in all of these establishments that
were any department in one large store to
be substituted for a similar department
in another store of approximately the
same size, the business could be carried
on without any interruption and with no
visible evidence of disarrangement. For,
as suggested, though here and there a
slight difference in methods may exist
the method of carrying on a certain opera-
tion in one store would, for all practical
purposes, be just as feasible in another.

The Point Illustrated

This is illustrated most forcibly on those
occasions when a large store in any one city
opens a store of similar caliber in another.
In a remarkably brief space of time the
forces in the new establishment become
acquainted with their surroundings, and
when the store opens for business each de-
partment runs almost as smoothly as if it
had been operating for several weeks.
This is due largely to the fact that the
employes are either drawn from the per-
sonnel of the old store or are recruited
from the experienced employes of some
other store of similar size.
Had the new store been dependent for

its force upon the employes of small or
medium-sized stores, its staff employes
would have required weeks of training
before becoming familiar enough with their
new surroundings and duties to permit
of the store being opened. And even
then, the management, no matter how
capable it might be, would suffer many
anxious moments.
Thus a further proof is offered, if one

were necessary, of the now generally recog-
nized fact that success in retailing is
largely dependent on the efficiency of the
working force. Hence, it is clear that the
small and medium-sized stores must strive
to place their working forces on an efficient
basis, and that when this is done success,
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though not absolutely assured, will be to a
greater degree within the proprietor's
grasp.

How Efficiency is Attained

How is efficiency of the working force to
be attained? By imitating the methods
of the successful stores.
To be sure, there are some operations,

rules and methods which, while effective in
the largest stores, would be neither prac-
tical nor necessary in smaller establish-
ments; nevertheless, the basic principles
of good store management will apply in all
modern stores. Such details of manage-
ment as apply solely to the large stores
can be discerned and eliminated and the
necessary cogs in the machine can be
retained. The small and medium-sized
stores which adopt the fundamentals and
faithfully adhere to the important details
will certainly be on the high road to suc-
cess.

Small Stores Have the Advantage

A store exists principally to sell merchan-
dise. Therefore those who are entrusted
with the selling—the salesforce—must
receive especial thought when the matter
of efficiency is considered. In the large
stores, the salesforce is directly under
the control of the various heads of depart-
ments. In smaller stores, where the pro-
prietor attends to practically all of the
executive work, or where a very limited
number of department heads are employed
the salesforce comes more directly under
the supervision of the management. And,
unquestionably, the moral influence ex-
erted by the owner of any business is
stronger than that which any subordinate
head can impart. For this reason, it
should be comparatively easier for the
owner of a small store to increase the
efficiency of his help, if he makes a con-
scientious effort to do so.

Rules for Employes

Most of the large stores have a printed
set of rules to govern the conduct of the
employes, which is handed them when
they are first engaged and which they are
expected to obey. Here are the rules
used by one large store. They have one
great merit—fewness. It's a mistake to
have so many rules that no employe can
remember them all.

1. This store opens for business at 8.30
in the morning and closes at 6 at night.
All employes are expected to report at 8
o'clock and have their stock ready to com-
mence business by the opening hour.
2. No employe shall make any pre-

parations to close until after the closing
hour. After 6 o'clock the stock in each
department must be protected for the

night in the customary manner, and no
employe may leave the department until
this is done.
3. Employes will be allowed three-

quarters of an hour for lunch, and they
are expected not to exceed this time.
4. Except for lunch no employe shall

leave the department during business
hours for any purpose, unless permission
to do so is obtained from the head of the
department.

5. Loud talking, whistling, singing,
gum-chewing, candy eating and other simi-
lar actions are prohibited, whether cus-
tomers are present or not.
6. Employes are forbidden to engage in

arguments with customers, but must call
upon the head of the department or other
authority to settle all disputes.

7. When the actual head of the depart-
ment is absent the assistant will have the
full authority of the head.
8. These rules are made for the welfare

of the store, and employes must abide by
them.

Instruction for Employes

Besides printed rules, there are a num-
ber of unwritten rules which every large
store enforces. Most of the large stores
have schools of instruction which all new
employes, whether experienced or not,
are required to attend for one hour in the
morning during the first ten days of their
employment. This is an idea which can
be carried out in a somewhat informal way
by the smaller stores with a view to im-
proving the ability of the salesforce and
increasing the efficiency of the store ser-
vice. It is here that the unwritten rules
are taught.
The necessity of courtesy and attention

to the wants of the customers is impressed
on the minds of the salespeople. Instruc-
tions are also given in the location of the
various departments in the store, so as to
enable any salesperson to properly direct
a customer to any department. The free
delivery points are taught, as well as the
general hours of delivery, so that a clerk
may be able to inform a customer of the
approximate time when a purchase may be
expected to reach its destination. Sales-
people are strictly prohibited from making
promises of delivery which they are not
sure can be fulfilled. The fact that noth-
ing will irritate a customer more than the
non-arrival of a promised shipment is em-
phasized.
A few years ago the imitation of the de-

portment of the average salesgirl was a fa-
vorite "act" with vaudeville artists and
was usually well received by the general
public, as it was regarded as a near ap-
proach to a true portrayal. Today any-
one seeking a source from which to draw
inspiration of this sort would certainly
be unable to find it in the modern, well-
conducted department store.
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Seeking and Holding a Job

Suggestions for Employes and Applicants for Positions—Dress, Manner and Expres-
sion as favoring Factors—Good References That Proved Ineffective

"Pretty nearly any good man can keep a job.
He may not be able to advance—may not be able
to get much promotion; but that's another mat-
ter. Once a man gets his start he can usually
make good enough to hold his place—it's the
getting the start that's likely to be so hard!"
It was an old and experienced business man

who said this; and, though he spoke lightly and
with a certain whimsicalness, it was clear that
he meant it to stand for his sincere belief.
"Yes," he went on, "it's usually a hard thing

to land a job—and particularly hard for men
of diffidence. It's very difficult for most employ-
ers to understand that the very man who is most
diffident and backward in speaking for himself
may be the very freest and frankest in speaking
for his employer—in talking for the house; and
therefore many a good man loses his chances. Or
perhaps, instead of being too modest, he shows
the other kind of manner and strikes the em-
ployer as being too egotistical or 'smarty.' Or
perhaps he just fails to hit it off, without there
being any special reason for it.
"Few employers are mind-readers; only the

greatest are judges of capacity in advancement
of achievement. In considering the buying of
steel or cloth or machinery, there are certain tests
that can be made before the goods are accepted
or rejected, but it's hard to make a good advance
test of an applicant for a job. Almost every man
acts differently toward a possible employer than
he does toward anybody else. He is seldom per-
fectly natural. He can not even write a perfectly
natural letter of application. However, all this
isn't any reason why he should not face the situa-
tion and try, so far as possible, to see what ought
to help him to land the job. Every employer is
from Missouri and wants to be shown!"

Testing the Applicant

Among employers who make it difficult for
some good men to please them is one who prides
himself largely upon his system; and, on the
whole, the system seems an excellent one. When
he wants a salesman he has samples of his goods
put before the applicant, and says: "Now just
think I'm a customer you want to sell things to.
Go right ahead and talk these things to me as if
you're going to make me buy." And he leans
back and critically listens and watches, every
little while putting in something in an effort to
disconcert.

Well, he has certainly got some good salesmen
that way; but he has just as certainly missed
some of the best, for many most excellent men,
who would talk with gusto and impressiveness
to a real customer, are quite unable to forget that
this man is the wished-for employer. In other
words, not every good salesman is an actor; and
yet the test is not so unreasonable, after all, for
the better actor a salesman is the better salesman
he will be. The man with imagination enough
to see a customer in an employer is likely to see
good things in the stock he starts out to sell.
The weakness of his employer's system was in

his own ability to recognize good material in the
type of man who would make an excellent sales-
man in spite of being unable to take the test as
a bit of reality.

Another man who employs many salesmen put
it to me this way:
"I always try to have a brief but thoroughly

natural talk with any man who wants me to em-
ploy him. To get a customer's attention a sales-
man must be able to please; and if words and
manner are such as to impress me pleasantly I
take it they are likely to impress most other
people pleasantly; if they impress me badly they
are likely to impress other people badly. For I
think most of us are pretty much alike. A lik-
able, plausible, interesting man is going to please
pretty nearly every one, and I lay much more

stress on looks and manner than upon words, for
'words can be learned more easily than good man-
ners and facial expression can be learned."

Dress and Manner
Clothes, manner, facial expression—these three

are vital; and, in spite of the difficulty of it,
it is quite feasible to acquire a desired manner
and expression, and few things are more import-
ant in impressing the man from whom you hope
to obtain a job. Many a man and many a woman
has permitted an unhappy or peevish expression
to become habitual and has thereby failed to secure
a wished-for chance; whereas attention and deter-
mination can almost always conquer this parti-
cular handicap—always supposing that the person
himself recognizes the fault and wants it conquered.
I remember hearing the manager of a great

department store say. "A man or a woman in
business should always control facial expression."
It was a man who was very, very wise in the

ways of the world who long ago wrote:
"There is nothing more certain than that you

may form what countenance you please. An
open, serene, intelligent countenance, a little
brightened by cheerfulness, not wrought into
smiles or simpers, will presently become familiar
and grow into habit."

After all, then, when even facial expression
can be conquered, and when manner may, with
care and determination be conquered, one has a
fair chance to become able to make a good im-
pression. And as to clothes, I often think of
the experience of an acquaintance who, years
ago, shortly after moving into a western city,
found himself very hard up and out of a job.
He was a man of unusual ability, but that did not
seem to help him; he could not make employers
believe it. Desperate, he one day went to the
office of a retired man of affairs, widely known
as being both wise and kind-hearted.

Good Clothes a Good Investment

"I am a stranger to you, but have come in the
hope that you will help me with advice." Thus
my acquaintance began. "I am out of work, have
a wife to support, have spent my savings, am
practically a stranger here and have but fifty
dollars in the world.
"The man looked at me as if taking an in-

ventory." Thus the story was told to me. He
looked at me with not unpleasant inspection and
certainly not with offensiveness. I had gone to
him, a stranger, for advice, and I knew he ought
to look me over before giving it; yet I felt my-
self flush uncomfortably, for as he looked at me
I felt a realization of just how worn and almost
shabby my clothes were, though they were neat
and clean. The man smiled at me with a sort
of friendly helpfulness. 'I am going to give
you advice just as frankly as you ask for it,' he
said; 'and I mean my advice very seriously. If
I had only fifty dollars in the world and wanted
a job I would spend the fifty dollars on a new
suit of clothes.' And I followed his advice and
went out."

Well, perhaps this need not be followed liter-
ally in every case, but there is so much of sound
commonsense in it, and so much knowledge of
human nature, that it is worth thinking about
whenever one is in a similar situation.
"I may buy a suit of clothes for ten dollars,"

remarked a wealthy man who had won a reputa-
tion for intense economy "but that doesn't mean
that I want to see only ten dollar suits around
me. I can afford to wear a ten dollar suit—my
employes can't."

Value of a Pleasant Manner

Whenever I think of the value of a pleasing
manner there comes to me the memory of two
sisters who found it necessary to earn their own
living and thereupon became excellent at steno-
graphy. In looks and in general appearance
they seemed identical except—an important ex-

ception!—that one had a charming and vivacious
expression and the other was almost sour; but
for this it was practically impossible to tell one
from the other, for they usually dressed alike.
Once upon a time it happened that the sour-

looking one was out of a job—could not get a
job; whereupon an inspiration came to her sister;
for, her pretty face aglow, she responded to an
advertisement, giving her sister's name, and se-
cured the place. "I do think I did wrong,"
she says, "for we needed the money and I knew
my sister was quite as good a stenographer as
myself, so there was no taking advantage of the
employer. If he wanted a face and not a steno-
grapher he had no business to and deserved to be
disappointed."
Presumably he was disappointed next morning

when he found a face changed from glowing
charm to an uninteresting coldness; but he never
suspected. He must have supposed that the
change was due to deliberate policy, and the girl
held on to her place for over a year. Then came
the same thing over again; for, after some unsuc-
cessful efforts on the part of the sour-face, the
other sister once more successfully personated
her long enough to get a position.
I am not holding up this kind of deception,

good effect of a pleasing personality. The
experience ought to have set the sister of unlooked
for imitation, but merely as an example of her
face and her manner—which she certainly could
have done. In giving herself a cheerful and at-
tractive appearance she would have gone a long
way toward changing her very nature to cheer-
fulness and charm, and thus kept the desired
appearance permanently.

Careless Demeanor
Any appearance of carelessness is bound to

jar an employer and keep him from employing
an otherwise capable man. Carelessness is the
unpardonable sin in business, for it can never
be foreseen when perhaps even a • trifling care-
lessness will have serious results. A mistake in
dating the letter of application; a mistake in the
name of the business man addressed; a mistake
in ordinary spelling—such things are looked upon
as vital. I know of a young man who was quite
competent to fill a desirable vacancy, applied for
it in a well-worded letter in which, referring to
his own qualifications, he stated that he was a
graduate of a certain well-known business "col-
lege." He did not get the place.

Recently a big store advertised for a man, and
it may be remarked that, contrary to general
belief, big houses quite often advertise for help—
they do not by any means always have an under-
study ready to take a place.

This particular advertisement drew a large
number of responses, all of which came by mail
and among them one letter stood pre-eminent.
It was well typewritten showing that a good
typist had been employed—and that showed
judgment to begin with. The phrasing was good,
showing clear-headedness and the ability to state
a case succinctly and with effectiveness; and there
was evident a strong desire to have the place.
References and experience were irreproachable;
and, in fact, the entire letter gave so admirable
an impression that there would have been no
doubt of the man's getting the job had it not
been for one important fact—which was that the
letter was unsigned!

Different Tactics for Different Jobs
It might easily have been possible to discover

who he was through some of his references, but
no effort was made to do this. Instead, the ap-
plication was completely ignored. It was realized
that a man, no matter how competent and able,
who could leave his name off a letter—and es-
pecially an important letter—could never be fully
trusted to have his wits about him.
I referred to a strongly expressed desire to

have the job as one of the factors in influencing
an employer favorably and, indeed, pretty nearly
every employer wants to find an applicant in this
frame of mind. There are cases in which a man
can be coy and hesitant and hold out for a better
terms, but that is when the employer goes after
the man and not when the man goes after the
employer. Perhaps it is unreasonable on the
part of an employer, and perhaps it isn't; but,

(Continued on page 1759)
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Lighting the Show Window

Address by Mr. Spencer of the H. W. Johns-Manville Company before Annual
Convention National Association of Window Trimmers.

It gives me great pleasure to have the honor
of addressing this gathering of artists on a subject
which has been more or less neglected, and the
importance of which is so often overlooked by the
merchant in his effort to make his store and win-
dows attractive by day, losing sight of the fact
that the exceptionally well-lighted windows by
night are of much greater value for advertising
his wares. In the daylight there are practically
no exceptional contrasts to attract attention,
except the particularly artistic display of the
experienced window dresser. But at night you
must often observe how a window properly illum-
inated will more frequently attract the passer-by
although the display is not as artistic or attractive
as the windows next door, in which the illumina-
tion is at fault.
Window designing has now become an art and

the successful window dresser is more than the
name implies to the layman. He is an artist—a
display artist. I am speaking of the successful
man now. The man with the brains and ability
to produce attractive, novel and harmonious
effects. The man who understands color contrasts,
the art of decoration, etc. In fact, the man who
understands his business. And to this man should
be left the selection of the lighting equipment. In
most cases the fault of poorly lighted windows can
be traced to the fact that this important problem
has been left to the electrician, who does not under-
stand the requirements, and if the window dresser
dares to make a suggestion he is probably snowed
under with a lot of technical electrical reasons
why his scheme cannot be used.
Another pest for the window dresser of today

is the would-be or so-called illuminating engineer.
I do not wish to be disrespectful to this profession.
There are some very good illuminating engineers,
but there are a great many more that are simply
hanging on to the name by their little finger.
They soon get a cramp in the wrist and drop out
of sight. While they look very much alike, you
can usually tell them apart by the noise they make.
The ordinary kind attend seven or eight lectures
and read two or three books. By that time they
can use such words and terms as coefficient, light
flux, watts per square foot, mean spherical candle
power, and be able to figure by the law of inverse
squares They are then able to lay out the light-
ing equipment for anything from a modern depart-
ment store to a coal yard. If it is anywhere near
satisfactory they borrow a photometer and measure
the result upside down and backward, and have it
published in fourteen trade papers. If it is not
satisfactory they blame it on the reflector manu-
facturer for not building a reflector to throw light
around the corner; or on the architect for
building the building to suit their scheme of illum-
ination. Outside of that I feel all right.
I represent the H. W. Johns-Manville Company,

also I. P. Frink, manufacturers of reflectors. Na-
turally, I am going to recommend the use of the
continuous reflector. This recommendation, how-
ever, is not alone because I represent these manu-
facturers, but because I fully believe that the
continuous reflector is more efficient, more eco-
nomical and more satisfactory to the user in every
way. Here are some of my reasons:
I have here a continuous reflector fitted with

continuous linolite lamps. With this equipment
you can gain greater efficiency and better diffusion
of light than with a bulb lamp. The installation
can be put in cheaper, owing to its construction,
than with the unit system of reflectors. This
economy of installation is usually lost sight of in
figuring the cost of equipment, but it should always
be borne in mind that you are not through paying
for your reflectors and lamps until they are finally
in place in your show cases or windows.
You will hear arguments brought up that the

continuous reflector is out of date—it is old style—
it is not efficient. These arguments are like many
other arguments of salesmen that you gentlemen
no doubt meet in a business way every day, and
they have to be given about the same consideration
that would be given to any other salesman who is
trying to sell you something. You must look the

proposition over carefully and then decide upon the
merits of the case. I believe that the merits of the
continuous reflector, properly designed and cor-
rectly installed, are such that they will appeal to
every window dresser who investigates carefully
the two systems.
There are a great many points in window lighting

that are commonly overlooked where the equip-
ment and installation are left to the architect
or the superintendent instead of to the window
dresser, who has the experience. To the architect
the matter of window lights and reflectors is a small
detail of the construction of the building. It is a
matter that is generally given but little attention
for the reason that the cost of installation is trifling
when compared with the total cost of the building.
On the other hand, lighting is a matter which the
window dresser has given a great deal of thought
and study, because it is one of the most important
factors in the success of his displays. No matter
how hard he works, or what artistic effects he
produces, if the lighting of the window is defective
much of his work goes for nothing. Naturally
the window dresser studies out all the possibilities
of window lighting and therefore understands the
matter better than do most architects with whom
it is only a detail.
One of the greatest faults you will find in some

beautifully constructed windows is that you will
see the light is reflected in the glass mirror back.
There is no excuse for such a fault if the matter is
taken up at the right time and the proper authori-
ties are consulted. The reflector should be so
constructed that it will shield the mirrors or glass
at the top of the background from any light that
might be thrown in such an angle that it would be
reflected back to the eye of the person on the side-
walk. This same fault occurs in a less degree
in windows having polished wood backs that ex-
tend up to a considerable height. If the reflectors,
without shields, are directed on such a back there
will always be an unpleasant glare. For this
reason, the nature of the background should be care-
fully considered when the reflector is being chosen.
When reflectors are properly selected, there is no

reason for using more than one 40-watt lamp per
foot, from which you can obtain, with a reflector
of the right design, from six to eight foot candles.
This concealing of the light source and preventing
not only direct but reflected rays from reaching
the eye is of the utmost importance. I regret that
I have no photographs at hand to show you the im-
mense difference between a window filled with
halation, and the same window free from it. How-
ever, I take it for granted that all of you gentlemen
appreciate this point, so I will only say that with
reflectors of the right design there will be no reflec-
tion whatever of light in the window.
Probably some of you have been told that mirror

reflectors will deteriorate and that they gather dust.
Of course they gather dust and will get dull if they
are not cleaned occasionally. Any reflector will
get dull if it is not cleaned—there is no glass but
will get dull if it is neglected. On all mirrors
the surface is practically the same, but any glass
that you may select, whether it is a shade or a strip
of glass, will last you ten or twenty years. By the
time any mirror reflector is worn out through
ordinary use, you will be perfectly satisfied that
it has paid for itself.

Continuous lighting offers another decided
advantage in that it makes possible to design for
any kind of a window by simply changing the forms
to be put in.
In show cases, if that comes under your juris-

diction, continuous reflectors are just as advan-
tageous as in the windows. In fact, in the cases,
it is impossible to get satisfactory results without
continuous reflectors. The distance from the light
source to the merchandise is so short that unit
reflectors necessarily give the merchandise either
too much or too little light. The ideal show case
light is one that illuminates the merchandise evenly
and brilliantly without producing an unpleasant
glare or a spotted effect. A common fault in
lighting show cases is to place the lamps so they
create an unpleasant degree of heat in spots. To

a customer leaning over the case on a hot summer
day this unnecessary warmth is anything but
pleasing.
But there are so many angles to window and

show case as well as other store lighting that it is
impossible to more than touch upon some of the
principal features in an address of this kind. It
has been my purpose rather to impress upon you
gentlemen the importance of this side of store
equipment, than to attempt to tell you how indivi-
dual cases should be handled. Study your win-
dows from every point of view and then pick out
the reflector and lamp that will give you the best
possible illumination at the least cost. You will
find such a reflector and such a lamp for every
window, no matter how it may be constructed,
and I believe that most of you will use the trough
rather than the unit system. As I said in the
beginning, the illumination of your windows is
more important than their construction, providing
they are fairly well designed, and the difference
between good and bad illumination is not a matter
of money but of knowing the equipment that will
give you the best results.

Seeking and Holding a Job

(Continued from page 1757)

however that may be, the fact remains that an
employer is likely to give little heed to a half-
hearted application, for he fears to acquire a
half-hearted man—and he is likely to pay little
attention to any one who even hints at being
above the job. You must want an employer if
you want him to want you.
One applicant, talking with the general man-

ager of the company whose employ he wanted
to enter, made such a long catalog of his virtues
that the manager rasped out: "It isn't so blamed
important to know how to do a whole lot of things as
it is to be able to do the thing right in front of you."
Whereupon came the swift retort: "But the

more things a man knows the more likely it is
he'll know that particular thing!"
He got the job.
No one can make a greater mistake than to

ask in advance about hours of work. Even an
employer who in practice wants his employes
to have short hours will resent an expressed
desire for a few hours. The man in this, again,
be he unreasonable or not; but whether or not he
is unreasonable is quite immaterial. That is his
position, his feeling, and it will be heeded by any
applicant with commonsense. Employers through
the mere fact of being employers, are in a posi-
tion to have their whims respected; and so the
only course is to respect them. When the appli-
cant of today, grumbling at such things, becomes
the employer of tomorrow he will be just the same.

Another thing to avoid is too great insistence
on the amount of salary. Of course, self-respect
and a decent sense of one's own value will make
any man reasonably anxious to obtain reasonable
pay; but if a man is out of a job altogether,
instead of being in the position of trying to get
from a poor job to a better one, he had much
better snap up almost anything; and in any case
he should consider the position and its possibili-
ties more than the immediate return.

Good but Suggestive References
One never knows just what point is going to

have its effect on an employer. This reminds
me of going into a manager's office one day just
as a well-dressed, well-set-up chap, with a chag-
rined and disappointed look on his face, was
coming out.
"I was almost hiring that man," said the man-

ager; "and I would have done so if it hadn't
been for his references."
"Yet he looks as if he might have pretty good

ones," I suggested.
"That's just it He has althogether too good

ones—or, at least, too many of them! He came
to me with a personal introduction from a friend,
and after he had talked a little in a sensible,
manly sort of way he took out a bunch of letters
and began showing them. The letters are from
good people and are excellent—you noticed that
he's a likable sort of chap; but when I began to
realize that every one was from a man who had
employed him, and that he is still only twenty-
three years old, I got cold feet.
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"American Beauty"
Table Case No. 490 for
Jewelers is designed and made
by the Grand Rapids Show
Case Company—one of a com-
plete line of equipment for
every department of the pro-
gressive Jewelry Store,
adopted by the leading men of
the trade all over America.
GRAND RAPIDS SHOW CASE COMPANY
The Largest Show Case and Store Equipment Plant in the World

GRAND R A PIDS, MICHIGAN
Showrooms and Factories :

New York Grand Rapids Chicago Boston Portland

26TH YEAR OF THE ST. LOUIS
WATCHMAKING SCHOOL

5815 EASTON AVE., ST. LOUIS, MO.

WILL you grasp your opportunity
this year to attend the St. Louis
Watchmaking School? You can

greatly improve yourself—learn how the
practical work is done in all branches of
the jewelry business—and get ready to
take advantage of the fine chances to
make money as they come your way.
You can do all this and more, this very year, in
the St. Louis Watchmaking School.
Yo a take no chances by attending the St. Louis
Watchmaking School. The best is the cheapest
in the end.
The size of your salary depends upon your Ability
your Knowledge, your Skill; and these depend
upon the school you attend.
We are making it possible and easy for you to
secure full information about our courses, by
simply asking for our catalog.

"WILL YOU ACT NOW ? "—TODAY ?.

No. 46465 No. 2

Peerless Belts and Buckles
are the best selling goods we have put on the market during
our 20 years' experience in the monogram business.
Are your getting your share of the profits in this line? If not,

WRITE FOR CATALOGUE No. 14 AND DISCOUNTS

CHICAGO ART METAL WORKS
INCORPORATED 1892

302 West Lake Street CHICAGO, ILL.

F. C. JORGESON & CO•
159 to 167 Ann Street CHICAGO, ILLINOIS

MAKERS OF HIGH-GRADE

JEWELERS' FIXTURES

SPECIAL No. 107B

COUNTER CASE AND TABLE

MADE IN ALL KINDS OF WOOD
OAK AND BIRCH IN STOCK

Write for our new catalogue

“TI-IE BEST OP EVERYTHINC1"

September 1, 1912 T H E

" My Best-paying Side Line"

By ELMER BACKER, in the Bulletin of Pharmacy

The best paying side-line on the market today
is the Edison phonograph. We had to take
3 different types of Edison machines and 100
records to get the agency in this city. I started
in by doing some good advertising. I inserted a
strong ad. in our local paper and kept it up every
week, never using the same cut twice. I also had
some circulars printed as shown in the illustration.
These are sent to every farmer in this county and
this city every month in winter and 1 or 2 in the
summer. They serve to keep the phonograph
uppermost in the minds of our patrons. More
than one farmer has said to us: "If you don't stop
sending me this circular, I shall have to buy a
phonograph. My wife and children are always
begging me to get one." Phonographs certainly
make the long winter nights shorter and are fine
for entertaining visitors.

German Records

This being a German settlement, we have

many calls for German records and keep a big-

ger stock of them than we do of English. When

a customer has picked out about half a dozen

and, thinking he has enough, tells us to get them

ready, we promptly put on a good number while

his own selections are being wrapped up. Nine

times out of ten he takes that one also. In this

way we sell 3 or 4 more records than the buyer
would otherwise order,
Our latest advertising scheme was to invite the

3 popular dance music players in the city to our

store and make some records. The next day we
announced in the local paper that we had these
numbers which the music lovers of the town
might hear. The instruments were the violin,
cornet, concertina. Well, we sold over 50 blank
records inside of a week. These home-made records

are put on the machine in the same way as the
ordinary kind. A reproducer is set in place of the
pin and the record is attached very easily. The
only trouble arises when the players are not near

enough to the phonograph.

Three Different Machines in Stock

When a prospective phonograph buyer comes in,
we have 3 different types of machines to offer:
the Gem, for $15; the Fireside, for $27; and the
Home, with a wooden horn, for $55. With these
we can accommodate the poor man as well as the
rich. When a customer wants the best machine
made, we send to our jobber for an Amberol, a
$200 instrument, which has no horn. It is set in a
cabinet about 6 feet high and built of oak or
mahogany. A record is put on one of the machines
and played. Meanwhile we describe the fine points
in which the Edison excels others. It has a softer
tone and requires no pin changing as does the
Victor.
We have an easy payment plan for our phono-

graph sales, namely, 50 cents a week on machines
under $75, and $1 a week for machines over that
price. All people buying a phonograph on our
easy payment plan must sign a contract that this
payment will be made every week or month. Any
time we feel that we will not get the money, we
can take the phonograph back without their con-
sent. All records must be paid for as they are
bought. We grant no credit in their sale.

Competing with Mail-order Houses

One of our competitors is the Babson mail-order
house in Chicago. The people in the vicinity
think if they send away for a phonograph, they will
get it more cheaply. Instead, they pay express
and $1.40 for rubbish which we give free. I sent
for one of his phonograph catalogues so that I could
show the people that they pay more by having
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a machine sent to them than they pay us. In his
catalogue 12 records are offered with the machines.
These records are 50 cents apiece, which is all
included in the price of the machine. But when a
farmer comes in and asks how many records he
gets, we tell him he can have as many as he wants.
He doesn't have to take just 12. He can take 2
if he wishes.
The Edison Company puts out 4 machines

under the price of $55. We only keep 3 of these,
as one, the Standard, has the same spring as the
Fireside. The Standard only plays 4-minute
records, while the Fireside plays both the 2-minute
and the 4-minute. The smallest machine, the
Gem, costs $15, but has no double spring. It has
to be wound up before one starts playing. It also
has a very small horn. The Fireside is our best
seller. The price is $27. It has an upright horn
and double spring. With this machine we also
sell the oakihorn, which-costs $10 more than the tin
horn. It takes the metallic sound out of the music;
the tin does not. The largest machine we have is
the Home, which the oak horn always goes along
with, the price being $55. The machine also has
a better recorder than the Fireside machine.
Furthermore, the double spring is bigger than
other small machines.

Window Displays

The Edison Incorporated has issued window
displays since December, 1911. The dealer
pays $3 a month, which is the cost of putting
them out. These window displays come every
month. One of our windows is always trimmed
with these phonograph displays. They are a good
advertisement for us and the Edison. We get
our Edison phonographs from a jobber in Minne-
apolis, T. H. Tucker. We only trade with one,
getting the best service this way. The records
come from the same jobber in lots of 1 to 200
in one shipment, usually every 2 weeks. We have
the right to send back 10 per cent of all we order
every 3 months. This keeps our stock clean all
the time.

The Profit

The profit on the records is very good. On
2-minute or Standard records there is a clean profit
of 40 per cent, taking 10 per cent off for breakage.
On the Amberol records there is a profit of 55 per
cent. These are the four-minute records.
On the same machine costing $15 there is a

profit of 33 per cent; on the $27 machine the profit
is 45 per cent; and on our largest the profit is 52
per cent, which is as much as any side-line can
make. When we sell a person a phonograph, it
isn't the last time we see him. He always returns
to buy more records, and any other article that
may catch his eye in the store.
One thing a person should refrain from in hand-

ling phonographs—that is, playing for loafers.
It keeps the ladies away, and it is a poor policy
generally to have any loafers around.

Further Enlightenment
on the Figuring of Profits

It is suggestive of the progress which has
been made in introducing system and modern
methods into retail merchandising that the favorite
subject for discussion at this time is the question
of figuring profits. We have published in these
columns a number of articles on this subject with
special reference to the jewelry trade, but as fur-
ther instruction is quite timely, we reprint the
following from the Grand Rapids Furniture
Record. We would strongly recommend our
readers to continue the study of this subject until
they have thoroughly mastered it, as it is now
universally conceded to be the cornerstone of
successful merchandising under present competitive
conditions.
Some of the trade journals are publishing the

alleged results of an investigation made as a part
of a campaign of general publicity by a big na-
tional advertiser to find out what percentage of
retailers figure their profit right. It is claimed that
the answers aggregated about 1,000, of which 750
were wrong. No doubt, these figures are padded,
as we question whether one thousand dealers actu-

ally did answer the advertisement; but, admitting
that even half that number replied, and that the
percentage of wrong figures be proportionately
decreased, there is still a startling showing. The
problem given in the advertisement, however, was
more or less of a "catch." It read: "A certain
article cost $1 wholesale. What will it have to be
sold for to allow a profit of 10 per cent after allow-
ing 22 per cent for cost of doing business?"
The prevalent error was in assuming that the

22 per cent cost of doing business should simply
be added to the $1 cost of goods, bringing the total
cost to $1.22, to which, for the 10 per cent profit
desired, twelve more cents should be added, making
the selling price $1.34. The mistake lies in this;
The cost of doing business is based on the selling
price, not on the cost price. Instead of adding
32 per cent—the 22 per cent cost of doing business
and the 10 per cent profit—of the wholesale cost
to the wholesale cost, 32 per cent of the selling price
should have been added to the wholesale cost. The
wholesale cost is 68 per cent of the selling price,
which makes the latter, in this case, $1.47, instead
of the $1.32 or $1.34 most frequently given.
Here is an infallible and comparatively simple

method of figuring profits and fixing selling prices:
Figure your profits on the selling price—the

only proper method. To the percentage of profit
you propose to make, add the percentage of doing
business. From 100 deduct the total percentage
of profit and cost of doing business, and divide the
remainder into the wholesale cost of the goods.
The quotient will be the selling price.
For example: A dresser cost $20; add the

freight, $2.50, making the gross cost $22.50. Your
cost of doing business is, say, 25 per cent, and you
desire to make a 10 per cent profit. From 100
we deduct the cost of doing business and the 10 per
cent profit desired, the wholesale price then re-
presents 65 per cent of the selling price of the
dresser. The wholesale cost being $22.50, we find
that the selling price should be $34.60.
The dealer must secure his percentage of profit

on his percentage of doing business, and his per-
centage of profit as well as on the wholesale cost
of the goods. The cost price of an article is not
a thing to be added to. It is a per cent of the
selling price.

It would be an ideal solution of this problem
if some plan could be discovered whereby it is
possible to arrive at the true per cent of expense
for making goods by dividing the expense of the
year by the gross sales. Unfortunately for the
success of any such proposed method, gross sales
include the net profit, if any has been made. The
gross sales in any business are the amounts of the
invoice cost, freight, cost of doing business and the
added profit, all combined to make up the total
cash and credit business done. Expense of doing
business being a part of these elements, if divided
by the whole, to arrive at the per cent, will include
a per cent of itself and the profit as well, as we
have shown above.
To realize 20 per cent on the selling price re-

quires 25 per cent to be added to the delivered cost
of an article.
Per cents to add to gross costs to get per cents

on the selling totals of from 5 to 50 per cent:

5.263 added to gross cost, 5 per cent on sell
6.383 added to gross cost, 6 per cent on sell
7.527 added to gross cost, 7 per cent on sell
8.696 added to gross cost, 8 per cent on sell
9.89 added to gross cost, 9 per cent on sell
11.11 added to gross cost, 10 per cent on sell
12.361 added to gross cost, 11 per cent on sell
13.63 added to gross cost, 12 per cent on sell
14.942 added to gross cost, 13 per cent on sell
16.279 added to gross cost, 14 per cent on sell
17.647 added to gross cost, 15 per cent on sell
19.048 added to gross cost, 16 per cent on sell
20.482 added to gross cost, 17 per cent on sell
21.951 added to gross cost, 18 per cent on sell
23.457 added to gross cost, 19 per cent on sell
25. added to gross cost, 20 per cent on sell
28.205 added to gross cost, 22 per cent on sell
31.58 added to gross cost, 24 per cent on sell
33.333 added to gross cost, 25 per cent on sell
38.9 added to gross cost, 28 per cent on sell
42.857 added to gross cost, 30 per cent on sell
48.42 added to gross cost, 33M per cent on sell
53.846 added to gross cost, 35 per cent on sell
66.67 added to gross cost, 40 per cent on sell
100. added to gross cost, 60 per cent on sell
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WE WANT YOU
to send for our new sign

u catalogue, shows how to make It

you store bright and attractive.

Advertise now with a good

Electric Sign.

GROUT'S EXCELSIOR SIGN CO.

14 N. Dearborn St., Chicago

Established 35 Years

WE REPAIR EVERYTHING IN JEWELRY
Gold and Silver Electro-plating

(4(.

Mesh Bags Repaired
Resilvered and Relined

$1.00 
Specialists in Difficult Repairing

BRESLAVSKY BROS., 51 Maiden Lane, NEW YORK

FRONT

MR. JEWELER
You will receive calls for The Scouts' Compass

Watch, as it is being advertised in all Boy Scout Magazines.
The watch for the Fisher, Hunter, Automobilist, Tour-
ist, Boy Scout, Sportsman or anyone desiring correct
time and direction.

I RETAILS FOR $1.25

Outsells any $ watch, and you make more profit. Beautiful
display stand with each dozen.

ORDER THROUGH YOUR JOBBER

SCOUTS' COMPASS WATCH COMPANY
MINNEAPOLIS, MINNESOTA

Chicago Address: 612 Columbus Building
BACK

Watchmaking — Engraving —Jewelry Repairing
Scores of young men owe their success to the thorough and
practical training received at the W. I. of H., the

Official School of the Wis. Retail Jewelers' Association
WHAT WE DID FOR OTHERS WE CAN DO FOR YOU

Our Home Study Course in Watchmaking
There are thousands of young men working in stores who are surrounded by all the oppor-
tunities for learning watchmaking except the proper system of instruction. Aware of this fact,
the W. I. of H. has established a Home Study Department, with a view of teaching watch
repairing by correspondence. This system of instruction is as thorough as it possibly can
be, embracing Mechanical. Practical and Theoretical Horology. The course consists of 43
printed lessons, containing nearly 400 illustrations and other special features, making it an
excellent substitute for an attendance course to those unable to leave home or their position
and is incomparably less expensive.

Send for Prospectus and state if Attendance or Home Study Course is desired

Wisconsin Institute of Horology
Stroh Building MILWAUKEE, WISCONSIN
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The Care of Glass

T H E

Interesting Information Which the Jewe
ler May

Impart to 1-lis Customers

It is a mistake to imagine that thick

glass vessels are stronger than those of

thinner make. As a matter of fact, it is

the thick glass which succumbs most easily

to careless treatment, particularly in the

matter of pouring hot fluids into the ves-

sel. It is well-known to every student of

science that heat causes expansion, and

also that heat requires time to travel from

one part of a solid body to another. Imag-

ine hot fluid poured into a thin glass.

The heat travels very quickly to the outer

surface, so that to all intents and purposes

both surfaces expand simultaneously, and

the glass is unbroken. In the case of a

thick glass the inner surface expands as

soon as the hot fluid touches it, and befor
e

the heat has had time to travel through

the glass and expand the outer surface, the

inner surface has expanded to such an ex-

tent that it bursts through the imprisoning

outer surface to find room for itself. Even

with thin glass there is a certain amount of

risk, but the danger is certain with thick

glass when hot liquid is poured in sud-

denly. In mixing hot drinks of wine or

spirit, the cool ingredients should be first

placed in the glass, while the addition of a

silver teaspoon again reduces the risk when

the boiling water is added. If nothing

cool is placed in the glass, the tumbler

should be stood in a basin of very hot water

so that the outer surface may be expanded

before the inner surface is heated.

With regard to the washing of table

glass, cold water answers the purpose best,

as glass is apt to look dull and smeary when

it is washed in lukewarm or hot water
.

Tumblers which have been used for milk

should, however, be washed in lukewarm

water, softened with soda, and then rinsed

in cold water. Glasses should not drain

long before they are dried on a clean, dry

linen cloth, which is not so old and worn

as to leave fluff behind it.

Glass water jugs are just as susceptible

to heat as tumblers are. Indeed, if the jug

has an inward slope, or is shaped with a

neck and shoulders, it is most important

to see that it is never washed in anything

but cold water.

Wineglasses are easy prey in the hands

of a clumsy servant. Yet the wiping of a

wineglass is a very easy matter provided

that it is never held with the bowl in one

hand and the foot in the other at the same

time. The great thing is to teach a young

girl to forget that there is a stem and a

foot, and to concentrate her attention on
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the bowl, so that when that is dried and

polished the foot and stem can be attended

to afterwards.
Salad bowls of cut glass, glass dishes,

and cruet bottles need caution as far as

concerns the temperature of the water,

which must be cold. Should such articles

prove stubborn in cold water, soaking them

in cold water with soda will soon over-

come all possible difficulties.

Decanters and spirit bottles should be

but rarely washed inside, and cold water

answers well for the cleansing of the out-

side. When decanters become stained

inside they may be very easily cleaned.

The most satisfactory method is to place

inside about a dozen small cinders over

the size of peas, to pour vinegar over the

cinders, and shake the decanter vigor-

ously. It is true that the smell is not

pleasant, but the chemical action of the

gas formed by the mixture soon loosens

the stains which make the decanters so

unsightly. When the cinders have been

emptied out, the inside should be rinsed

with cold water, and the decanter should

be turned neck downward to drain in a

decanter rack, or, failing that, in a large

jug with a wide neck. A brisk rubbing

outside with a dry linen cloth will soon re-

store the brilliancy.

Carafes and bedroom water bottles soon

become very unsightly if the water supply

happens to be hard, owing to the deposits

of carbonate of lime. Tea leaves covered

with vinegar and shaken vigorously soon

remove the lime, provided that the deposit

is but light. When through neglect there

is a very thick deposition, the simplest plan

is to place a teaspoonful of weak hydro-

chloric acid in the bottle and swirl it gently

around, then empty the bottle and rinse it

with cold water.
Mirrors of all kinds deteriorate if they

are not carefully placed. No mirror

should be in such a position that the full

glare of the sun falls upon it. The effect

of great heat is to melt • the amalgam and

dim the silvery brightness to a dull gray.

Damp, too, is equally unfriendly to mir-

rors, and produces ugly spots of mildew,

which can only be eradicated by having

the mirror resilvered. It is well not to

place mirrors on or against the walls of

a newly built house, and even in a well-

seasoned house it is advisable to avoid an

outside wall which is much exposed to the

weather.
Mirrors should be washed with cold

water, using a chamois leather and soft

cloth. They polish more brightly if wash-

ing blue is added to the water, or, better

still, if a little wood ash is tied up in

muslin and allowed to dissolve through.

The use of whiting is not to be com-

mended. It certainly produces a good

polish, but it is liable to be gritty and

produces unsightly scratches on the sur-

face of the glass, and all too frequently
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it forms an unsightly margin where it

works its way under the frame. An old

silk handkerchief makes an excellent pol-

isher for mirrors, as does likewise tissue

paper of good quality.
The chief risk connected with window

glass is confined to frosty weather, when,

if water is used for cleaning windows, the

chamois leather freezes to the pane, and

the attempt to free it results in the crack-

ing of the glass. Many people content

themselves with dry window cleaning in

frosty weather, which leaves much to be

desired in the appearance of the windows.

A rag moistened with methylated spirit

will cleanse the glass quite well, and there

is no possiblity of the spirit freezing even

in the coldest weather. In more tem-

perate seasons nothing is better for win-

dow cleaning than cold water, particularly

if tinged with washing blue. Even with

cold water different people are rewarded

with different degrees of success. The

most common method of cleaning win-

dows is to squeeze out the chamois leather

fairly dry, wipe over the glass with it, and

then rub it with a duster until there is an

apology for a polish. Such windows look

fair for a day or two and then are as bad

as ever again. The best results are ob-

tained by wetting the window with a

chamois leather rinsing the leather and

going over the window again with the

leather fairly wet, again rinsing the

leather, squeezing it as dry as possible,

and drying the window with it, taking care

to work well into the corners. A bright,

clear day is best for window cleaning, pro-

vided that the sun is not shining full upon

the glass, but damp, foggy days should be

avoided if possible, since the difficulties

are increased, and the results are less

satisfactory.—Pottery, Glass and Brass

Salesman.

How a Jeweler Attracted Trade.

Have seen so many good things in

brains which have been used in other

lines of business than mine, that

I wanted to get one in, in my line, and

perhaps encourage others in the same

line to tell what they have done. Why

the average jeweler is so conservative

is more than I can understand. He

will let his brother, in other lines, do

almost anything, no matter how bold,

just so that it gets the coin, and ap-

plauds the clever scheme. He feels he

dare not do it because the jewelry busi-

ness is supposed to be more conserva-

tive. I am enclosing two photographs.

The first is that of a banner stretched

across the street during a firemen's con-

vention. The name Halt was that of the

jeweler (J. H. Halt, Mt. Holly, N. J.)

The second is a rather poor picture of

his window, filled with souvenir china.

Across the front of the building was an-

other big sign, 18 feet long, with "Souvenir

China" painted on. All this may have

been "unethical," but, believe me, it

sold the china. Since then I have had

the pleasure of planning several other

attractions just as "unethical," but just

as successful money catchers.
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Jewelers Organized to Combat
the Wholesale Smuggling of Gems

Charged that $95,000,000 Worth of Gems are Annually Brought from Europe
Without Paying Duty—Women Detectives Engaged to Shadow Wealthy Jewelry
Purchasers Abroad

Arrayed against each other for what promises to
be a bitter battle are the American Jewelers' Pro-
tective Association, just incorporated in New York,
and the adroitly conducted schools to teach the art
of gem smuggling now established in Paris, says
the New York Sun. The newly launched New
York organization will carry the fight across the
ocean to compel wealthy Americans, who purchase
on an average $100,000,000 worth of diamonds
yearly and pay duty only on one-twentieth that
amount, to make honest declarations.

In pursuance of plans already formed the
jewelers will spend $300,000 a year to catch
American graduates of the smuggling school,
will hire women detectives to shadow gem buyers
from shop to shop in Paris and will syndicate the
information so that wealthy American tourists
will not pass a single day of absolute privacy.

After investigating and realizing the conditions
which have resulted in annual smuggling of jewelry
at the port of New York alone of more than
$24,999,750 the jewelers from all over the country
banded themselves into a protective organization.
This organization, which has been incorporated
under New York laws within the last fortnight,
already represents capital invested in the jewelry
business amounting to $100,000,000, while the
board of directors chosen at the first meeting held
last week represents half that enormous sum.

If the plans as already outlined eventuate as the
promoters expect one of the most stupendous
frauds by which the revenue department has been
made to suffer in the last fifteen years will be in a
large measure abated. This is the first time in the
history of American trade that a national organiza-
tion of merchants has been formed to assist and
protect the government in its revenue collections,
yet this is precisely and solely the object and aim
of the American Jewelers' Protective Association.

At present the membership of the association
is confined to the Atlantic coast with one or two
of the largest dealers of certain inland cities, but
inquiries from all over the country are now being
answered by the committee of fifteen, which has
the organization work in hand, and it is expected
that within a few months there will not be a town
or city in the United States which will not be re-
presented. That this may be possible a graded
schedule of membership fees has been adopted,
the greater sums being paid by the jewelers whose
benefits will be correspondingly larger by the
elimination of the smuggling evil. This graded
schedule contemplates fees between $10 and $200
annually. In round numbers there are 30,000
jewelers in the country of sufficient importance to
be considered probable members of the association,
and from a probable membership conservatively
discounted a working capital of a qugrter of a
million dollars is expected to be available for the
campaign as planned.

Campaign Believed Feasible

The association is the outcome of an experiment
made by New York jewelers to see what systematic
work could be done to minimize the smuggling
practice at this port. This took form in a local

organization known as the Precious Stone Im-
porters' Association, and the result of the two years'
work has been so encouraging that the larger
campaign is believed feasible. In that two years,
by the information secured from agents of the
association working as assistants to the Collector
of the Port, there has been paid to the United
States Treasury in fines and penalties and for-
feitures more than six and one half times as much
money as had been collected in the fifteen years
previously. The actual figures for the respective
periods are $6,095,736.23, against $926,162.55.
"With all this gain," said Ludwig Nissen,

president of the new organization, "I am confident
that not a percentage of the real importation of
gems was represented. I have carefully gone over
the situation and from figures I secured in Europe
a short time ago I am sure that at least one
hundred millions is expended there in precious
stones every year by Americans. Now in the
period during which we were attempting to assist
the government, a little more than two years, the
amount recovered which would have otherwise
been smuggled is only about $6,000,000. The
fine in these cases is equivalent to the value of the
gems, so we may roughly estimate that jewelry
valued at about $3,000,000 was held up last
year. In addition to that the duties paid on such
articles declared at the docks from July 1, 1910, to
June 30, 1911, amounted to $199,905.30. As the
duty on manufactured jewelry is 60 per cent,
this would mean the importation of $333,176,
making a total of only about $6,500,000.
This is absolutely absurd, when I know from
personal investigation that there was at least
ten times that amount of money spent on jewelry
by Americans in Europe that year. I know be-
cause I went over and made a careful investigation.

Gem Smuggling Reaches Millions
"To show you the awful extent to which smug-

gling is carried on at the port of New York, let
me cite the figures for 1905. Clearing house re-
turns, I mean our jewelers' clearings, showed that
no less than $8,000,000 was spent in Europe
by Americans for jewelry that year. What do
you think was the amount of duty paid at this port?
Only $177. At 60 per cent duty that means
that out of $80,000,000 brought in only $250 was
declared. The plain English is that $79,999,750
was smuggled or otherwise fraudulently brought
in.
"To check at least something of this condition

our association intends to spend large sums of
money every year. We will have agents in every
large city in Europe, but, of course, the greater
number will be stationed in Paris, for there the
merchants have established what practically
amounts to schools of instruction in the polite art
of smuggling.
"These are not for professionals. They know

already all the tricks that have as yet been per-
fected. It is the tourists and very largely the
extremely wealthy American travelers who are to
come under this tuition. It is safe to say that
ninety per of the smuggling is done by amateurs,
and not ten per cent of these are from the poorer
class of these travelers. Men and women of only
moderate income who are taking their first jaunt
in Europe have not yet learned to set the law at
defiance, and in almost every case they will declare
honestly. Even for this class, however, a new
wrinkle has been invented by the clever Rue de
la Paix merchants to enable them to cheat the
government.
"This is their selling plan of campaign:

When a specimen of this class enters the establish-
ment and looks at jewelry, the salesman immed-
iately gets into his conversation some allusion to the
high cost of living in America. Then he goes on
to say that with the high prices that are paid work-
men over there and with the enormous import
duties simple articles of jewelry cost more than
double what they should, and it is so much better
to buy where conditions are different, as for in-
stance in France. In reply to the objection that
the duty will have to be paid anyway, the answer is
forthcoming that the duty is in proportion to the
price paid for the article and that can be very
easily arranged.
"Two bills are then made out. One represents

the actual price paid, and that, as the salesman
carefully explains, must not be left where it can be
detected when the trunks are opened on the dock.
The bill which is to be in evidence would certainly
give an expert appraiser of jewelry the impression
that a genuine bargain had been made, for the
amount set down for the article is generally not
more than fifty to sixty per cent of the purchase
price. If madam is apparently of a wealthier class
this method is sometimes resorted to, but generally
a more daring plan of evasion is suggested.
"These schools of smuggling in so many of the

French shops are to be made the main points of
attack in the work of the association. The evil
has suggested the remedy. Were the smuggling
tricks absolutely original in the minds of the indi-
vidual offender conviction would be much more
difficult. As it is, no instructor can at any time
be sure that the innocent purchaser of a pencil a few
feet away from him is not hearing every word he
has been saying to his pupil in customs evasion,
and if that is the case the whole story will be on
the wire in a few hours time, and when the pur-
chaser lands on the dock at New York and presents
the decoy bill he or she will be asked to show the
real bill, and the hint will be accompanied with
sufficient detail to convince that compliance will
be in the nature of prudence.
"While of course I would hardly give in detail

what our agents will do when they are on the spot,
and of course also their operations will be largely
modified by the individual conditions," went on
Mr. Nissen, "I can indicate in general lines what
we expect to accomplish. In the first place we
shall employ a totally different class of people
from what is ordinarily understood as detectives.
You know our agents will have no power to arrest
offenders. It is better so, for we would then, no
doubt, have to embroil ourselves with some of our
personal friends, and that would be unpleasant
commercially and otherwise. All our people
can do is to secure valuable evidence and informa-
tion and forward that to the government or to
the officers of our association. Generally it will
be to the government. They will not be known to
any but ourselves, for it is not necessary that the
customs officials know from whom the information
comes. They will work from any tip, even anon-
ymous information.

His Diamond in Raw Flesh

"We will recruit at least a third of our force from
women. These will be presentable in the fashion-
able hotels abroad and the most expensive shops.
The method of work will be to make daily rounds
of the best hotels and from the registers learn what
wealthy Americans are in town. Where there is a
corps of agents, as at Paris, London or Berlin, the
information will be syndicated and the shops will
be portioned out and watched. Indeed, all weal-
thy Athericans will be shadowed in an unobtrusive
way, and we will be promptly informed of any big
purchases made. Information as to what boat
the people take for home will come along in due
time, and the port, which ever it may be, will be
indicated.
"An expense account large enough to provide for

small purchases which our agents will have to make
to explain their presence in the shop where they
are watching a suspect or to follow such to another
City until he or she can be turned over to the
agent located at the objective point will be fur-
nished all our people. It is for this that we wish
to raise at least $160,000 this year with the idea
of doubling the amount in another year. It will
take fully this sum to keep a dozen or fifteen agents
in the field, and the smuggling operations are too
extensive for us to hope to accomplish much with a
smaller force."

(Continued on page 1765 )
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Jewelers Organized to Combat
the Wholesale Smuggling of Gems

Charged that $95,000,000 Worth of Gems are Annually Brought from EuropeWithout Paying Duty—Women Dctectives Engaged to Shadow Wealthy JewelryPurchasers Abroad

Arrayed against each other for what promises to
Ito 0 bitter battle are the American Jewelers Pro-
tective Association, just ineorporated in New York,
and the adroitly conducted schools to teach ( he art
of gem smuggling now Ostal dished in Paris, says
the New York Sun. The newly launched New
York organization will carry the tight across the
ocean to compel M.ealthy Americans, who purchase
on an average $100,000,000 worth of diamonds
yearly and pay duty only on one-twentieth that.
amount, to make honest declarations.

In pursuance of plans already formed the
jewelers will spend $300,000 a year to catch
American graduates of the smuggling school,
will hire women detectives to shadow gem buyers
from shop to shop in Paris and will syndicate t he
information so that wealthy American tourists
will not pass a single day of absolute privacy.

After investigating and realizing the vonditions
which have resulted in annual smuggling of jewelry
at the port of New York alone of more than
$24,999,750 the jewelers from all over the country
banded themselves into a protective organization.
This organization, which has been incorporated
under New York laws within the last fortnight,
already represents capital invested in the jewelry
business amounting to $100,000,000, while the
board of directors chosen at the first meet ing held
last week represents half that enormous sum.

If the plans as already outlined event mite as the
promoters expect one of the most stupendous
frauds by which the revenue department has been
made to suffer in the last fifteen years will be in a
large measure abated. This is t he first time in the
history of American trade that a national organiza-
tion of merchants has been formed to assist and
Protect the government in its revenue collections,
yet this is precisely and solely the object and aim
of the American Jewelers' Protective Association.
At present the membership of the association

is confined to the Atlantic coast with one or two
of the largest dealers of certain inland cities, but
inquiries from all over the country are now being
answered by the committee of fifteen, which has
the organization work in hand, aml it is expected
that withi,i a few mont its there will not be a town
or city in the United States which will not In. re-
presented. That this may be possible a graded
schedule of membership fees has been adopted,
the greater sums being paid by the jewelers whose
benefits will be correspondingly larger by the
elimination of the smuggling evil. This graded
schedule contemplates fees between $10 and $200
annually. In round numbers there are :30,000
jewelers in the country of sufficient importance to
be considered probable members of the association,
and from a probable membership conservatively
discounted a working capital of a quarter of a
million dollars is expected to be available for the
campaign as planned.

Campaign Believed Feasible
The association is the outcome of an experiment

made by New York jewelers to see what system:it iv
work could be done to minimize the smuggling
practice at this port. This took form in a local

organization known as the Precious Stone Im-
porters' Association, and the result of the two years'
cork has been so encouraging that the larger
campaign is believed feasible. In that two years,
by the information secured from agents of the
association working as assistants to the Collector
of the Port, there has been paid to the United
States Treasury in fines and itenalties and for-
feitures more than six and one half tittles as much
money as had been collected in the fifteen years
previously. The actual figures for the respective
Peri )(Is are $6,095,7:36.23, against. $926,102.55.
"Wit h all this gain," said Ludwig Nissen,

president of the new organization, "I am confident
I hat not a percentage of the real importation of
gems was represented. I have carefully gone over
t he situation and from figures I secured in Europe
it short time ago I am sure that at least one
hundred millions is expended there in precious
stones every year by Americans. Now in the
period during which we were attempting to assist
the government, a little more than two years, t he
amount recovered which would have otherwise
been smuggled is only about $6,000,000. The
fine in these cases is equivalent to the value of the
gems, so we may roughly estimate that jewelry
valued at about $3,000,000 was held up last
year. In addition to that the ditties paid on such
articles declared at the docks from July 1, 1910, toJune 30, 1911, amounted to $199,905.30. As theduty on numufactured jewelry is 60 per cent,this would mean the importation of $333,176,making a total of only about $6,500,000.This is absolutely absurd, when I know frompersonal investigation that there was at leastten times that amount of money spent on jewelryby Americans in Europe that year. I know be-muse I went over and made a careful investigation.

Gem Smuggling Reaches Millions
'To show you the awful extent to which smug-gling is carried on at the port of New York, letmr, cite du. figures for 1905. Clearing house re-turns, 1 mean our jewelers' clearings, showed thatno less than $8,000,000 was spent in Europeby Americans for jewelry that year. What doyou think was I he amount of duty paid at this port?Only $177. At 60 per cent duty that meansthat out of $80,000,000 brought in only $250 wasdeclared. The plain English is that $79,999,750was smuggled or otherwise fraudulently broughtin.
"To check at least something of this conditionour association intends to spend large sums ofmoney every year. We will have agents in everylarge city in Europe, but. of course, the greaternumber ‘vill be stationed in Paris, for there themerchants have established what practicallyamounts to schools of instruction in the polite artof smuggling.
"These are not for professionals. They knowalready all the tricks that have as yet been per-fected. It is the tourists and very largely theextremely wealthy American travelers who are tocome under this tuition. It is safe to say thatninety per of the smuggling is done by amateurs,and not ten per cent of these are from the poorerclass of these travelers. Men and women of onlymoderate income who are taking their first jauntin Europe have not yet learned to set the law atdefiance, and in almost every case they will declarehonestly. Even for this class, however, a newwrinkle has been invented by the clever Rue dela Paix merchants to enable them to chmt thegovernment.
" This is their selling plan of campaign:
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When a specimen of this class enters the establish-ment and looks at jewelry, the salesman immed-iately gets into his conversation some allusion to thehigh cost of living in America. Then he goes onto say that with the high prices that are paid work-men over there and with the enormous importduties simple articles of jewelry cost more thandouble what they should, and it is so much betterto buy where conditions are different, as for in-stance in France. In reply to the objection thatthe duty will have to be paid anyway, the answer isforthcoming that the duty is in proportion to theprice paid for the article and that can be veryeasily arranged.
"Two bills are then made out. One representsthe actual price paid, and that, as the salesmancarefully explains, must not be left where it can bedetected when the trunks are opened on the dock.The bill which is to be in evidence would certainlygive an expert appraiser of jewelry the impressionthat a genuine bargain had been made, for theamount set down for article is generally notmore than fifty to sixty per cent of the purchaseprice. If madam is apparently of a wealthier classthis method is sometimes resorted to, but generallya more daring plan of evasion is suggested.
"These schools of smuggling in so many of theFrench shops are to be made the main points ofattack in the work of the association. The evilhas suggested the remedy. Were the smugglingtricks absolutely original in the minds of the indi-vidual offender conviction would be much moredifficult. As it is, no instructor can at any timebe sure that tin. innocent purchaser of a pencil a fewfeet away from him is not hearing every word hehas loon saying to his pupil in customs evasion,and if that is t he case the whole story will be onthe wire in a few hours time, and when the pur-chaser lands on the dock at New York and presentsthe decoy bill he or she will be asked to show thereal bill, and the hint will be accompanied withsufficient detail to convince that compliance willbe in the nature of prudence.
"While of course I would hardly give in detailwhat our agents will do when they are on the spot,and of course also their operations will be largelymodified by the individual conditions," went onMr. Nissen, "I can indicate in general lines whatwe expect to accomplish. In the first place weshall employ a totally different class of peoplefrom what is ordinarily understood as detectives.You know our agents will have no power to arrestoffenders. It is better so, for we would then, nodoubt, have to embroil ourselves with some of ourpersonal friends, and that would be unpleasantcommercially and otherwise. All our peoplecan do is to secure valuable evidence and informa-tion and forward that to the government or tothe officers of our association. Generally it willbe to the government. They will not be known toany but ourselves, for it is not necessary that thecustoms officials know from whom the informationcomes. They will work from any tip, even anon-ymous information.

I lis Diamond in Raw Flesh
"We will recruit at least a third of our force fromwomen. These will be presentable in the fashion-able hotels abroad and the most expensive shops.The method of work will be to make daily roundsof the best hotels and from the registers learn whatwealthy Americans are in town. Where there is acorps of agents, as at Paris, London or Berlin, theinformation will be syndicated and the shops willbe portioned out and watched. Indeed, all weal-thy Americans will be shadowed in an unobtrusiveway, and we will be promptly informed of any bigpurchases made. Information as to what boatthe people take for home will come along in duetime, and the port, which ever it may be, will beindicated.
"An expmse account large enough to provide forsmall purchases which our agents will have to maketo explain their presence in the shop where theyare watching a suspect or to follow such to anothercity until he or she can be turned over to theagent located at the objective point will be fur-nished all our people. It is for this that we wishto raise at lecst $150,000 this year with the ideaof doubling the amount in another year. It willtake fully this sum to keep a dozen or fifteen agentsin the field, and the smuggling operations are tooextensive for us to hope to accomplish much with asmaller force."
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It is the thinnest and neatest
Ladies' watch in America to
sell at a popular price.
It sells more readily in com-
parison. It costs you less.
The extra profit is well worth
while.
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movement in bascine gold-filled case;
Plain Polished, Engine-turned and a
striking series of Fancy Engraved de-
signs—cased and timed at the factory
and sold complete.
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growing—and growing fast.
It is being featured by leading jewel-
ers everywhere—and it is getting an
individuality with the consumer that
is well worth your hooking up with
your store.
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,welers Organize to Combat
the Wholesale Smuggling of Gems

continued from page 1761)

Smuggling of jewelry and gems is as old as the
erlasting hills, and great ingenuity has been

,ercised in the tricks played to evade customs
flies. One of the most famous cases of gem
nuggling and one which resulted fatally for the
Ifender was in connection of the famous "Pitt"
iamond. It was found by a slave in the Parteal
lines in India in 1701. The man who found the
one was puzzled to find a place to hide it until
!, could get out of India. He cut a hole on the
If of his leg and inserted the diamond in the raw
.sh, covering the wound with bandages. Limp-
g to the sea coast, he told his secret to an
mglish sea captain, who agreed to take him to a
ve country in return for the stone. The slave
ent on board and was never heard from again.
The stone, however, was sold to a prominent

!ealer for $6,000 and was resold by the dealer in
ebruary, 1702, to Thomas Pitt, great-grand-
Ather of William Pitt of Revolutionary fame.
"he price paid by Pitt, as the stone was of 410
•arats, was $100,000. In 1717 it was bought by
he Regent of France during the minority of Louis

'■ V for a little more than three-quarters of a mil-
01 dollars, and now is valued at $2,400,000. It
ioses in the Galerie d'Apollon in the Louvre in
,ris, in the pommel of the first Napoleon's sword.
It is believed by customs officials that modi-

,!ations of this trick have been resorted to by
a!ofessional smugglers, and if there is sufficient rea-
m for suspicion the person watched is compelled
) strip before the inspector and all bandages are
trefully scrutinized. This is more carefully done
vith women professionals than with men.
The last statement is more accurate in its appli-

!ation to professional smugglers than to tourists.
' t is still an important element among women in
!I bringing gems in without paying duty, and par-
icularly among the wealthier classes. One can

'iardly imagine the poor official daring to suggest
hat some regal woman, who looks down at him
hrough her lorgnette as though he were some
rawling worm, that she remove certain of her
:trinents not ordinarily visible, yet cleverly sewn
!II in the ruffles of one such garment there recently
as found a diamond necklace the cost of which
ent into five figures.
Among professionals there is not so much at-

-mot to enter at the port of New York as in places
r-ts closely watched. The smuggled gems which
!Id their way here are generally brought in by the
ailroads from the Canadian or the Mexican
/order. There is no duty on diamonds in either
-anada or Mexico and the international line in
!it her case is sufficiently long to make it a compara-

igo brought the attention of the revenue officers

iii.i‘,;:lenellyteectaesdy. matter to slip into the United States

0 a clever smuggler's trick. In a train which had
List passed Port Huron, Mich., after emerging

An unfortunate sartorial "niceness" not so long

the tunnel which forms an inlet from Canada.
,id after the customs officers were believed to have
,ft, a well dressed man was observed to take off a
,:tir of patent leather pumps. Instead of depositing
hese in his suit case, from which he had taken the

; 'air substituted, he carefully placed the shoes taken
into a small otherwise empty hand satchel.

Chis attracted the attention of an official who was
!upposed to have left the train but who, following
:information received," had not done so, and an
Inspection of the patent leathers was demanded.
After considerable trouble the demand was com-
plied with and the shoes were found to have false
heels. By taking off the bottom lift a small
hollow space was disclosed and in this space was
nearly $200,000 worth of diamonds.

Prima Donna I lid Diatnonds

An opera singer of considerable reputation was
caught by the department in bringing diamonds
from Montreal, and the trick she adopted was very
ingenious. It is a fact that when examining the
baggage of a company of traveling actors the
theatre trunk hardly ever is inspected. That is
supposed to contain only the costumes, wigs and
grease paint of the actor. On a recent inspection
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the official was surprised to find in the private
trunk of the singer in question a lot of her stage
things. Moved by an impulse of suspicion he
demanded to see her theatre trunk, and in a tin
box which generally contained sticks of grease
paint, rouges and powders he found two diamond
brooches and some unset stones which in her hurry
probably she had forgotten to declare.
Hatbands also seem to have irresistible attrac-

tions for contraband gems. So much has
this been the case that inspectors look with
suspicion on debarking passengers who have come
all the way from Europe with hats which are so
large for them that it has become necessary to stuff
the sweatbands to make them fit. The wary cus-
toms men are also on the watch for mended coats.
As everybody knows the seams of a coat are sewed
before the linings are put in, and when a seam has
been broken or the stitching is not continuous the
inspector finds some excuse to pass his trained
fingers over such a seam, in the expectation of
finding some lump there which is not made by
thread or shoddy. Thousands of dollars worth
of uncut st ones have been brought into this coun-
try in hatbands and coat seams.
About the oddest place yet discovered to hide

gems is in a set of false teeth. The set which gave
the snap away must have been specially designed
for smuggling. The diamond chamber was in the
Plate. This had been shaped to the hard palate
of the wearer, but instead of being a single plate a
second one was placed about a quarter of an inch
lower and in this aperture the stones were secreted.
As has been indicated, however, professional

smuggling includes but a very small part of the
work of the customs officers. The duty on uncut
stones is only ten per cent, and the risk is now too
great to make it worth while. Again, the dealers
who are willing to compound with the smugglers
are rarely to be found, and what was once a profit-
able business has now gone into a decline. But the
amateur smuggling goes merrily on.

According to Mr. Nissen, there seems to be a
spirit of adventure among the wealthier women
which makes them the most expert and daring of
smugglers. It is within a few months that a cer-
tain New York woman of prominence was caught
in a trick which had never yet, as far as is known,
been devised by the most expert professional. She
had been requested to take down her hair, for after
close inspection nothing had been found on her
which tallied with the list of jewels she had
bought in Paris, as reported by the agents. Strand
after strand of glorious hair was loosed and still no
jewels appeared. Had they been placed loose they
would certainly have fallen out, and the officials
began to fear that they were subject lag an innocent
person to search on misinformation. Finally
when the last comb and hairpin had been removed,
except for one ribbon which bound a strand of hair
close to the poll, one of the woman inspectors said,
"What a beautiful head of hair you have, madam,"
and, saying this, passed her hand to the ribbon.
Somethir.g underneath it caused her to untie the
knot and thus release as fine a string of pearls as
has been brought into the country in a long time.
Such detections as this would have been next to

impossible had there been no information imparted
to the officials. The knowledge in the case cited
was supplied by an agent of the experimental
organization now merged into the American Jew-
elers' Protective Association. With the increased
scope thus undertaken, it is believed that the
smuggling can be reduced at least one-half.

Agents in Large Cities

"I do not expect we can check the practice al-
together," said Mr. Nissen. "There are, however,
indirect benefits that must come which will be as
valuable as the actual detection of smugglers. I
mean the deterrent effect. When it becomes
known that there are agents in every large city
and that the agent is of such social standing that
he or she may be the person who sits next to
you at the best hotel in the place or perhaps is
a guest at the same place as you among the
real people, you are going to be very cautious before
you allow yourself to be caught with the chaff
thrown out by the unscrupulous jewelers of Europe.
"Of course I expect that the increase of informa-

tion as to who is buying jewelry in the foreign
centers will lead to larger detection here, for with
the force which we will put on there will be mighty
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few Americans who will stay incognito while tliey
are across. We are developing a system of ident
fication so that our agents W... .( I nOW Whom to Its,k
for and how to recognize the tourists when they
appear on the other side, and this wit h the deter-
rent effects we hope to create will, I believe, make
the European dealer regret that he inaugurated a
system which appealed to the cupidity of the Amer-
ican traveler. I must add that we have t he hearty
indorsement of the Treasury Department, which
sees in our association a valuable reenforcement
of its expert staff."

The Vogue of Semi-precious Stones
Of late the demand for the semi-preciolis gems

has been such that they have much increased in
price and, in many cases, they closely resemble the
precious stones.
A very deep and permanent emerald green

color is given to pale, translucent chalcedony
which was originally designed to imitat e, or as
a substitute for, chrysoprase, but has found favor
and is much sought after on its own merits.
This is regarded as an entirely different stone

from chrysoprase, the beautiful apple green vari-
ety of chalcedony, whose name, indicating it
golden leek, was bestowed upon it by the ;.ncient
Greeks.
Plasma is another name for a darker green

jasper, of which the bloodstone of India is a
variety; although the plasma of lighter color
(pale sage green and sometimes slightly tinged
with it brownish lavender tint J. is known as helio-
trope, and this stone is very iLt tractive, owing
to its slight translucency and soft, neutral colors.
Who is not familiar with the well-known cro-

cidolite or "tiger-eye" so popular in years gone
by, and now enjoying sometInng of .a revival?
The cleverest effect of this gem is imparted by
selecting the thin cut, yellow stones, which should
have considerable translucency, closely resembling
the Ceylon chrysoberyl, or precious cateye, but
with which it is in no way related.
I believe it is safe to say that practically any

stone that will allow cutting into the cabochon
shape and will accept a high polish, showing
some pleasing color or combination of color, may
well be termed a gem, and is thus suitable for a
setting or a mounting.

Primarily, of course, among this class of stones
are the quartzes, of which perhaps the latest
named is apricotine, a beautiful, translucent,
water-worn pebble found on many of our tide
water or estuary beaches, although the hest ex-
amples so far are from the shores of Delaware
Bay in New Jersey.
This stone is of a very rich pink, reminding

one of a slice of a ripe apricot, from which fact
it takes its name, and when the pebble is polished
it is worthy of fastidious treatment. Approached
in color only by certain shiuh.s of coral, it has
this advantage of Iwing richly translucent alai
oftentimes with a shimmering light somewhat.
similar to the aventurine.
Many new agates are now exploited, the com-

moner forms being the stl-called Lake Superior
agates, but prosody speaking I hose are the beau-
tifully striped aml interlineated little carnelian
pebbles found tumn the smaller lake beaches
throughtout the States of Minnesota and Wiscon-
sin. These occur mostly in the reddish and pale
pinks and sometimes in the darker blood red
suds and are really very beautiful when due re-
gard is given to the aga.ized lines by the skilful
lapidist.
Pink amethyst, a North Carolina native gem,

is a ferruginous quartz or, properly speaking, an
amethyst with varying shades of the true mnethy-
stifle violet alternating with a rich rose pink, the
latter color being due to an admixture of iron
stain, giving a peculiar and pleasing contrast of
blended colors.
From the same state comes the comparatively

well-known rutilated quartz, hair stone and what
was known in earlier days as "Ileche clamour,"
or "love's arrow," being a pellucid quartz, occas-
ionally slightly amt hystine, penetrated in various
angles ‘vith thin black or red needlelike crystals
of rutile. The poetic effect is charmingly en-
hanced at moderate cost by having the stone
cut in the form of a heart.



It is the thinnest and neatest
Ladies'- watch in America to
sell at a popular price.
It sells more readily in com-
parison. It costs you less.
The extra profit is well worth
while.

The Crown Watch is made both
Hunting and Open Face-7-jewel
movement in bascine gold-filled case;
Plain Polished, Engine-turned and a
striking series of Fancy Engraved de-
signs—cased and timed at the factory
and sold complete.

The demand for the Crown Watch is
growing—and growing fast.
It is being featured by leading jewel-
ers everywhere—and it is getting an
individuality with the consumer that
is well worth your hooking up with
your store.
The KEYSTONE WATCH CASE COMPANY
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ewelers Organize to Combat

the Wholesale Smuggling of Gems

(Continued from page 1764)

Smuggling of jewelry and gems is as old as the
verlasting hills, and great ingenuity has been
xercised in the tricks played to evade customs
uties. One of the most famous cases of gem
muggling and one which resulted fatally for the

offender was in connection of the famous "Pitt"
diamond. It was found by a slave in the Parteal
mines in India in 1701. The man who found the
stone was puzzled to find a place to hide it until
he could get out of India. He cut a hole on the
calf of his leg and inserted the diamond in the raw
flesh, covering the wound with bandages. Limp-
ing to the sea coast, he told his secret to an
English sea captain, who agreed to take him to a
free country in return for the stone. The slave
went on board and was never heard from again.

The stone, however, was sold to a prominent
dealer for $5,000 and was resold by the dealer in
February, 1702, to Thomas Pitt, great-grand-
father of William Pitt of Revolutionary fame.
The price paid by Pitt, as the stone was of 410
carats, was $100,000. In 1717 it was bought by
the Regent of France during the minority of Louis
XV for a little more than three-quarters of a mil-
lion dollars, and now is valued at $2,400,000. It
reposes in the Galerie d'Apollon in the Louvre in
Paris, in the pommel of the first Napoleon's sword.

It is believed by customs officials that modi-
fications of this trick have been resorted to by
professional smugglers, and if there is sufficient rea-
son for suspicion the person watched is compelled
to strip before the inspector and all bandages are
carefully scrutinized. This is more carefully done
with women professionals than with men.

The last statement is more accurate in its appli-
cation to professional smugglers than to tourists.
It is still an important element among women in
in bringing gems in without paying duty, and par-
ticularly among the wealthier classes. One can
hardly imagine the poor official daring to suggest
that some regal woman, who looks down at him
through her lorgnette as though he were some
crawling worm, that she remove certain of her
garments not ordinarily visible, yet cleverly sewn
up in the ruffles of one such garment there recently
was found a diamond necklace the cost of which
went into five figures.
Among professionals there is not so much at-

tempt to enter at the port of New York as in places
less closely watched. The smuggled gems which
find their way here are generally brought in by the
railroads from the Canadian or the Mexican
border. There is no duty on diamonds in either
Canada or Mexico and the international line in
either case is sufficiently long to make it a compara-
tively easy matter to slip into the United States
undetected.
An unfortunate sartorial "niceness" not so long

ago brought the attention of the revenue officers
to a clever smuggler's trick. In a train which had
just passed Port Huron, Mich., after emerging
from the tunnel which forms an inlet from Canada,
and after the customs officers were believed to have
left, a well dressed man was observed to take off a
pair of patent leather pumps. Instead of depositing
these in his suit case, from which he had taken the
pair substituted, he carefully placed the shoes taken
off into a small otherwise empty hand satchel.
This attracted the attention of an official who was
supposed to have left the train but who, following
:'information received," had not done so, and an
Inspection of the patent leathers was demanded.
After considerable trouble the demand was com-
plied with and the shoes were found to have false
heels. By taking off the bottom lift a small
hollow space was disclosed and in this space was
nearly $200,000 worth of diamonds.

Prima Donna Hid Diamonds

An opera singer of considerable reputation was
caught by the department in bringing diamonds
from Montreal, and the trick she adopted was very
Ingenious. It is a fact that when examining the
baggage of a company of traveling actors the
theatre trunk hardly ever is inspected. That is
supposed to contain only the costumes, wigs and
grease paint of the actor. On a recent inspection
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the official was surprised to find in the private
trunk of the singer in question a lot of her stage
things. Moved by an impulse of suspicion he
demanded to see her theatre trunk, and in a tin
box which generally contained sticks of grease
paint, rouges and powders he found two diamond
brooches and some unset stones which in her hurry
probably she had forgotten to declare.

Hatbands also seem to have irresistible attrac-
tions for contraband gems. So much has
this been the case that inspectors look with
suspicion on debarking passengers who have come
all the way from Europe with hats which are so
large for them that it has become necessary to stuff
the sweatbands to make them fit. The wary cus-
toms men are also on the watch for mended coats.
As everybody knows the seams of a coat are sewed
before the linings are put in, and when a seam has
been broken or the stitching is not continuous the
inspector finds some excuse to pass his trained
fingers over such a seam, in the expectation of
finding some lump there which is not made by
thread or shoddy. Thousands of dollars worth
of uncut stones have been brought into this coun-
try in hatbands and coat seams.

About the oddest place yet discovered to hide
gems is in a set of false teeth. The set which gave
the snap away must have been specially designed
for smuggling. The diamond chamber was in the
plate. This had been shaped to the hard palate
of the wearer, but instead of being a single plate a
second one was placed about a quarter of an inch
lower and in this aperture the stones were secreted.

As has been indicated, however, professional
smuggling includes but a very small part of the
work of the customs officers. The duty on uncut
stones is only ten per cent, and the risk is now too
great to make it worth while. Again, the dealers
who are willing to compound with the smugglers
are rarely to be found, and what was once a profit-
able business has now gone into a decline. But the
amateur smuggling goes merrily on.

According to Mr. Nissen, there seems to be a
spirit of adventure among the wealthier women
which makes them the most expert and daring of
smugglers. It is within a few months that a cer-
tain New York woman of prominence was caught
in a trick which had never yet, as far as is known,
been devised by the most expert professional. She
had been requested to take down her hair, for after
close inspection nothing had been found on her
which tallied with the list of jewels she had
bought in Paris, as reported by the agents. Strand
after strand of glorious hair was loosed and still no
jewels appeared. Had they been placed loose they
would certainly have fallen out, and the officials
began to fear that they were subjecting an innocent
person to search on misinformation. Finally
when the last comb and hairpin had been removed,
except for one ribbon which bound a strand of hair
close to the poll, one of the woman inspectors said,
"What a beautiful head of hair you have, madam,"
and, saying this, passed her hand to the ribbon.
Something underneath it caused her to untie the
knot and thus release as fine a string of pearls as
has been brought into the country in a long time.

Such detections as this would have been next to
impossible had there been no information imparted
to the officials. The knowledge in the case cited
was supplied by an agent of the experimental
organization now merged into the American Jew-
elers' Protective Association. With the increased
scope thus undertaken, it is believed that the
smuggling can be reduced at least one-half.

Agents in Large Cities

"I do not expect we can check the practice al-
together," said Mr. Nissen. "There are, however,
indirect benefits that must come which will be as
valuable as the actual detection of smugglers. I
mean the deterrent effect. When it becomes
known that there are agents in every large city
and that the agent is of such social standing that
he or she may be the person who sits next to
you at the best hotel in the place or perhaps is
a guest at the same place as you among the
real people, you are going to be very cautious before
you allow yourself to be caught with the chaff
thrown out by the unscrupulous jewelers of Europe.
"Of course I expect that the increase of informa-

tion as to who is buying jewelry in the foreign
centers will lead to larger detection here, for with
the force which we will put on there will be mighty
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few Americans who will stay incognito while they
are across. We are developing a system of identi-
fication so that our agents will know whom to look
for and how to recognize the tourists when they
appear on the other side, and this with the deter-
rent effects we hope to create will, I believe, make
the European dealer regret that he inaugurated a
system which appealed to the cupidity of the Amer-
ican traveler. I must add that we have the hearty
indorsement of the Treasury Department, which
sees in our association a valuable reenforcement
of its expert staff."

The Vogue of Semi-precious Stones

Of late the demand for the semi-precious gems
has been such that they have much increased in
price and, in many cases, they closely resemble the
precious stones.
A very deep and permanent emerald green

color is given to pale, translucent chalcedony
which was originally designed to imitate, or as
a substitute for, chrysoprase, but has found favor
and is much sought after on its own merits.

This is regarded as an entirely different stone
from chrysoprase, the beautiful apple green vari-
ety of chalcedony, whose name, indicating a
golden leek, was bestowed upon it by the ancient
Greeks.
Plasma is another name for a darker green

jasper, of which the bloodstone of India is a
variety; although the plasma of lighter color
(pale sage green and sometimes slightly tinged
with a brownish lavender tint), is known as helio-
trope, and this stone is very attractive, owing
to its slight translucency and soft, neutral colors.

Who is not familiar with the well-known cro-
cidolite or "tiger-eye" so popular in years gone
by, and now enjoying something of .a revival?
The cleverest effect of this gem is imparted by
selecting the thin cut, yellow stones, which should
have considerable translucency, closely resembling
the Ceylon chrysoberyl, or precious cateye, but
with which it is in no way related.

I believe it is safe to say that practically any
stone that will allow cutting into the cabochon
shape and will accept a high polish, showing
some pleasing color or combination of color, may
well be termed a gem, and is thus suitable for a
setting or a mounting.

Primarily, of course, among this class of stones
are the quartzes, of which perhaps the latest
named is apricotine, a beautiful, translucent,
water-worn pebble found on many of our tide
water or estuary beaches, although the best ex-
amples so far are from the shores of Delaware
Bay in New Jersey.

This stone is of a very rich pink, reminding
one of a slice of a ripe apricot, from which fact
it takes its name, and when the pebble is polished
it is worthy of fastidious treatment. Approached
in color only by certain shades of coral, it has
this advantage of being richly translucent and
oftentimes with a shimmering light somewhat
similar to the aventurine.
Many new agates are now exploited, the com-

moner forms being the so-called Lake Superior
agates, but properly speaking these are the beau-
tifully striped and interlineated little carnelian
pebbles found upon the smaller lake beaches
throughtout the States of Minnesota and Wiscon-
sin. These occur mostly in the reddish and pale
pinks and sometimes in the darker blood red
sards and are really very beautiful when due re-
gard is given to the agatized lines by the skilful
lapidist.
Pink amethyst, a North Carolina native gem,

is a ferruginous quartz or, properly speaking, an
amethyst with varying shades of the true amethy-
stine violet alternating with a rich rose pink, the
latter color being due to an admixture of iron
stain, giving a peculiar and pleasing contrast of
blended colors.
From the same state comes the comparatively

well-known rutilated quartz, hair stone and what
was known in earlier days as "fleche &amour,"
or "love's arrow," being a pellucid quartz, occas-
ionally slightly amthystine, penetrated in various
angles with thin black or red needlelike crystals
of rutile. The poetic effect is charmingly en-
hanced at moderate cost by having the stone
cut in the form of a heart.
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Playing the Game

Address Delivered by Howard Carpenter, Des Moines, before the Iowa Retail
Jewelers' Association

I chose the subject, "Playing The
Game" because of the scope it would give
me. In the retail business playing the
game is an important proposition. You
have heard some good suggestions this
morning from boys who are calling on
jewelers all over the country and getting
their ideal, and this mixing up and ming-
ling together equips you better to handle
yourself and your business. You see
some merchants that play the game like
these little fellows out in the field playing
double scrib. Some merchants wiggle
along because they have been in business
fifteen or eighteen years. It is not a
matter of how long you have been on the
job, but of how far you have gone. It is
the fellow with the high batting average—
the fellow that gets the money—that is the
favorite of the Sox or Cubs or Western
League. Remember that a great deal
depends upon enthusiasm.
As I heard the gentlemen speaking this

morning, I thought of the opportunities
that organization work gives to all of you.
You know we used to be in a little field of
thought in our own little business, and our
thoughts were a good deal like a chicken
in a coop; we had one little plot that we
went around every day, and that was
about as far as our thoughts got away
from us. But organization gave us the
opportunity of a sort of bird's-eye view.
Like the bird of the air, we can see things
from a high point. The opportunity of
knowing things as you go along and taking
home with you something that you can
put into your business, is one thing that
organization work gives you that is worth
all of your $3.00—if not $5.00 or more,
you pay to the association.

Pointing a Moral

But organization reminds me of the
story they tell out here at the Fort. I
was out there one Sunday evening a few
weeks ago, and I heard the sunset gun.
It seems that some one went up to the
gunner and asked him how he knew that
he was shooting off that gun at the right
time. "Oh!" he replied, "I have a watch,
and I go down to the jeweler's and he sets
it for me." "Well, what jeweler is it?"
"I generally go over to Sevastopol."
"How far is it?" "A mile or two," (so
close he could hear the gun). "But how
do you know he has the right time?"
"Well, I never thought of that; I am
going to ask him." So the next time he
went over he said to the jeweler, "How
do you know that is just right?" "I have
twelve or fifteen hundred men out there
who want to know what time it is. Where
do you get this time?" He didn't see any
electric clock. But the jeweler answered,
"I set it every day with the sunset gun."

I don't care how big or small the jeweler
or his town, he can get some ideas from the
man in the other town.
In sports, business and politics, you

must play the game. Sometimes it
doesn't please the other fellow. When you
hear a pig squealing in the field, you know
he is stuck under the gate; and they say
the yell of a competitor is like the bell back
of the Bull's eye; it only rings when you
hit where you aim. You can't please your
competitor, but you can try to be decent
to him. If your thought is above his, you
can try to bring him to your method of
looking at these big propositions.

Personality Paramount

In the business game your store is you.
I got off at Williamsport, Pa., walked up
the street and looked into a jeweler's
window, and I thought I could see the man
himself. I could see not only by the ar-
rangement of the goods in the window,
but his signs and equipment, the calibre
of the man who was back of that business.
You live in your store. You can very
nearly tell when you go into a man's store,
the minute you open the door, just the
kind of treatment you are going to get.
Your store reflects you more than you
realize—your window—your goods— your
clerks.

While we are talking about clerks there
are three kinds : deadheads, soreheads and
blockheads. There really are four kinds;
good heads. You have to be careful in
selecting clerks. There is the clerk that
you can tell a thing, and he forgets it; the
clerk you can tell a thing to, and you forget
it; and the clerk that you don't have to
tell. You can't handle all the business
yourself; you have to leave a lot of your
business to the people that you have
associated with you. No company or
business ever depended for its success on
one man, except to the extent, that one
man has instilled into his associates en-
thusiasm, forethought, tact, business judg-
ment. I believe that is necessary, but at
the same time, the men on the road, the
clerks in the store, are a part of the cogs
that dovetail one with another, and with
out the right kind of clerks you can't
succeed.

What He Was Worth

I don't know whether I ever told you
about the story of Mills. I know I told
it at the National Convention at Omaha,
and I have heard some of the boys speak
of it since. Mills was a young fellow who
said that he has worked in a store for nine
years, and he was only getting ten dollars
a week, and he said to a friend of his, an
influential attorney in the town, "I don't
think I am getting enough money; can't
you get me a job somewhere else in a
bank?" The attorney was a pretty clever
fellow, and this conversation ensued:
"Now, Mills, how long have you been

there?"
"Nine years."
"How much are you getting?"
"$10.00."
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"Well, I thought you were getting alon
pretty well over there; haven't you an, •
argument to go to the boss and ask to •
more money?"
"I don't know."
"Isn't there some scheme that you can

think up to increase your sales, sa:•
$1,000 or $5,000 a year?"
"Well, I hadn't thought about that."
"You think about it and let me know."
When he came back he said, "I can'

think of any way."
"Can you save your employer $1,000

year? Don't you see some leak some-
where?"
"Well, I don't know, I hadn't thoughi

about that."
So he went away again. When he re-

turned he said, "I can't think of any way
to save him $1,000. What do you think
I had better do?"
"Do?" said the lawyer. "Keep your

mouth shut; you are lucky to have a job;
you are a fool."
That is the way with a lot of clerks.

I went down here into a store with a sign,
"Younkers". I never heard of it before
and couldn't find it now; but if I wanted
to buy anything, I would go there.
"Right down in the basement," the clerk
directed; "I will go along with you."
He was a big fat fellow, and he beat me
down. "Have you seen our new depart-
ment?" And he showed me a new soda
fountain and different things. He made
me feel that I was welcome there, al-
though he knew I wasn't going to buy a
hundred dollars worth of stuff; I was
going to buy thirty cents worth of oil-
cloth; but he made me feel that he ap-
preciated my patronage.

Efficiency of Keeping At It

I will talk about advertising for a
minute—doing things repeatedly. Not
long ago I was talking to the editor of a
Michigan paper, and asked him about a
jeweler in his town. "Well," he said,
"He is the funniest fellow in town. He
comes down once a year, just before
Christmas, and spends about $25, and he
thinks he buys the paper." The jeweler
has an opportunity of pulling for sentiment
all the year around. Other things have
seasons—rubber coats and caps, and
straw hats, all have short seasons; but
the jeweler has a crack at it the whole
year round. The advertising experts at
the Dallas National Convention, say that
seventy-five per cent of the goods bought,
are influenced by women. You have an
opportunity to pull after sentiment, and a
woman is susceptible to that kind of ad-
vertising.
Doing it repeatedly, reminds me of the

story they tell about a man in a street
car. Her husband was an advertising
crank, and wanted to prove something,
and they got into a street car with the
seats running sidewise. She had a pack-
age which she dropped in the aisle, and her
husband picked it up. A couple of people
looked at her, and pretty soon she dropped
it again. That time a few more looked at
her, and pretty soon she dropped it again.
That time a few more looked at her, and
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when they got through looking, down
went the bundle again. This time the
people looked at her shoes and hat and
•iized her up generally. About the time
her husband thought they had forgotten
all about it, he poked her, and she dropped
the package again. Every body looked,
and he said that proved to him, that
doing a thing repeatedly, makes it "soak
in."

Enterprise Worthy of Emulation

I have been in town since the first of
May, and I will bet I have received a
hundred letters urging me to do business
with different firms here. I haven't voted,
registered at a booth, signed any petitions,
or done anyting that I know about; but
these follows all tell me my credit is all
right and want to sell me goods. The
morning my car-load of furniture got into
town, I was called on the telephone:
"Is this Mr. Carpenter? Welcome to

Des Moines!"
"Is this a friend of mine?"
"No, but I am willing to be. I am a

Des Moines booster, and I will be glad
to know you. I am the freight agent
down here, and I have a car-load of furni-
ture for you, so I thought I would let you
know it is here. I hope you will like Des
Moines. We have more people coming in,
about ten to one, than go out, and we are
glad to have you with us."
That made me feel pretty good all day,

and I thought well of the railroad he re-
presented.
Here is a letter from a furniture com-

pany; "Having noted that you have
become a resident of the city, we congratu-
late you on becoming a resident of the best
city on earth." I have letters from all
kinds of concerns. Even banks ask for
patronage. That is business, that is
"Playing the Game." But I never got
any letters like that from jewelers. May-
be they know me and think I would want
25 per cent off. But I have brought a
couple of customers in for some of these
jewelers, and I have something started on
a nice big diamond ring sale for a jeweler
now. One thing we think too much about
is our goods. These people don't talk
so much about goods; they are giving me a
little salve—making me think that I am
somebody. Emerson said, "there was
nothing really great in the world but man,
and nothing in man as great as mind."

Mind versus Matter

Merchandise is the thing we think about
too much, and mind and human nature
is the thing we think about too little. We
can't begin to think about other man's
mind and his condition and changing his
thought and influencing his desires until
we know how to handle ourselves. If you
can train the muscles and sinews, why
hasn't the brain the same opportunity of
being trained? As Professor Post told
us at the optical meeting, there is a
pocket in the wall of convolutions of the
brain that needs some stuff in it. It is
the study and thought that you put in
there that makes mind and memory, which
you must have to be a man who appears
a little bit quicker than the other fellow.
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They tell the story of the fellow who
always stood still. The old man sits by
the fire in the winter and looks at the flame
leaping away in the fireplace, and thinks
of those good old days when things were all
different; when there wasn't a railroad
train, or any electric light, or automobiles
puffing along; when there was nothing but
sunshine and birds of the air and blue of
the sky; and he wishes they were back
again. We have just had the graduating
exercises of our schools, and the young man
is just at the other extreme. He looks at
all things through a telescope; every-
thing looks big and rosy. He is looking
to the future, and believes all the things
that these professors said to him, and
that he is going to be the man who will
reform this political graft, etc. But the
philosopher—the wise business man—the
tactful man in busihess—is the fellow that
is not looking backward and is not looking
too far forward. He is the man who is
grabbing things as they come today; the
man drat is shaping his business and
equipping himself to handle the problems
of today; the man that is not building too
far ahead, and is not spending a lot of
thought on things that have gone by.
You have to size up the situation and act
accordingly.
I heard a good joke about your conven-

tion at Iowa City. You know in the old
days of the state convention, some of the
boys used to have some pretty good times.
They didn't care when 10 o'clock came,
because they had a stock on hand. There
is so many jewelers over at Iowa City that
they couldn't put them all in the hotels,
and there wasn't a jeweler who would
trust another in his own house at that
time, so they had to put them in churches
to sleep. You remember there were a lot
of them sleeping in the pews of the church.
About 12 o'clock at night the church bell
rang, and the clerk in the hotel said to the
bellhop, " Go over there and see what that
fellow wants." So he went to the church
and asked who rang the bell, and was
told that it was the fellow in pew 16.
So to pew 16 he went, and asked what was
wanted. " Bring me over a highball."
So he went back and told the hotel clerk
that " the guy in pew 16 wants a high-
ball."

Keep Enthusiasm at Fever Heat

Remember that the time to fight is
when the line depends on you. Don't
be a quitter. You men sitting here, if the
thought has passed through your mind
that you are not coming to these conven-
tions any more because they are not as
big as they used to be, don't forget that
you are the king pin; you are the man who
has to stick. Resolve that you will be
here next year. Don't quit because they
won't all play just as you want them to.
Here is another little note on advertis-

ing: If I had a business that wouldn't
stand advertising, I would advertise it for
sale. That is worth thinking about. That
is what is the matter with we people.
We are just like this fellow down in Okla-
homa that Joe Mezer told about. He
said that he had shook hands with the
meanest men in the jewelry business. He

said he had a joke on an old fellow, and

when they wanted to know what it was he

said : " I met a fellow this morning who

told me candidly that he charged a fellow

$3.50 for fixing a watch, and he didn't

know there was anything the matter with

it, and he couldn't tell him what was the
matter." Joe said: "If he had let him
down easy and stuck to the tricks of the
trade, he would have told him something
about it; for instance, that the hair was
all worn off the hair spring." Joe said
this old fellow was thoughtless; he used
to sell watches when they made the old
key-wind watch. So the jeweler told him:
"You don't have to wind this watch with
a key; you don't have to open the case
at all; you just turn the stem and it will
wind." Well the old fellow came back and
said the watch wouldn't run. The jeweler
said: "Did you wind it from you as I
told you? Let me see you wind it."
And when he went to wind it he said:
"You old fool, you are left-handed."

System in Taking in Repairs

Remember that if you are going to have
your automobile fixed, you want to know
what he is going to do with it. If he is
wise, he will ask you to come over when he
has the car apart. But the men that are
taking in watches and doing repair work,
are not giving estimates on what has to be
done with it. They say they will fix it for
$1.50 or $2.50, before they look at it.
If you take your watch to big jewelers in
Chicago, they will ask you to leave it, and •
they look it over and write you a letter
telling you how much it will cost.

Success is doing that which to people at
that time seemed impossible. Sometimes,
we must admit that conditions confront us
when we wonder how we can get around
them; but the man that does is the one
that reads his trade paper. If I come into
your store and find on your desk or table
a lot of rolled-up trade papers that you
have not read, I know at once that you
are a dead one. A man can get knowledge
that he can't get anywhere else by study-
ing the advertised lines in his trade pur-
poses. When Kipling was down in India,
the men in the army said, "Send us back
some magazines." So he sent out an
appeal in the papers for so many tons of
reading matter to go to the army in all the
English possessions, and they got them.
But they thought in order to make the
boxes light, they would tear off the ad-
vertising and give the soldiers the reading
matter. Kipling was down there again
and said, " Boys, did you get the maga-
zines?" "Yes, but you made a mess of
it; you fellows tore off all the stuff we
wanted to read. We wanted to see what
was new up there." If a soldier away off
in India wants to see the magazine ad-
vertising, and it keeps him posted on the
advancement of modern merchandising
and commercialism, why wouldn't it
interest you? So I say in conclusion: Price
will make some sales, and quality some;
but your own personality amounts to
more to the people than your goods or
your prices do.



The Kind of Magazine Advertising
We Are Using to Help You Sell

Q. C. Rings

You will find that

many of them have

read our advertise-

Let your Gift to them
carry real meaning.
Then your present . .
will produce more joy •

and bring to yourself a feeling of special gratification because
you have chosen wisely—a gift

Read the Word-
ing of this Ad-
vertisement
Carefully.

Notice how we tell
the public why Q. C.
Rings have that
reputation of high
standard- of- quality-
at-a-low-price.

What is more appropriate than a dainty finger ring ? Pure gold and pre-
cious stones have ever been and will always be the most treasured possessions.
And the amount of money involved need not be great in order to express a great deal of
sentiment. You cannot find a more gratifying gift than a Queen City Ring.

Sometimes a little

suggestion from you

will complete the

desire that our adver-

tising has started.

It is one link in the
chain of selling help
that we offer our
dealers.

Don't miss this op-

portunity. Instruct

your clerks to be

wide-awake.

No. 2420 $4.70 No. 1720 $7.50
Ruby Emerald and Pearls

No. 2200 $12.00 No. 2475 $7.50
Amethyst Sapphires

Queen City Rings are Sold Only Through Retail Jewelers
GUARANTEED

QUEEN CITY QC RINGS
Trade Mark

VJE have perfected machines and trained E use precious and semi-precious stones ofW 
skilled workmen to furnish millions of rings V V all kinds. The settings are all perfect.

every year to more than 5000 jewelers. The result With each ring we give a written guarantee
is exceptional quality at low prices. Examine a to replace any stone (except diamond) thatQueen City Ring carefully,—notice the heavy
shank of pure gold and the brilliancy of the may be lost from the setting. This guarantee
jewels. Ask any jeweler or make comparisons holds for all time. Your safeguard is the trade-
yourself. Do not confuse Q.C. Rings with cheap mark shown above, that appears on the inside of
rings now on the market. the ring.

Look up the Queen City dealer in your town. You will find his store a good place to
shop. If you have a dealer of your own, who does not carry Queen City Rings, send us
his name and we will see that you are supplied. Ask for Catalog and Birthstone Card.

Jewelers ! Write us about Window Display Case and Holiday Plans

Prices given in our
Magazine Adver-
tisements are "List"
Prices.

Insist upon seeing
our salesman before
you plan your Holi-
day Campaign.

DON'T FORGET OUR WINDOW DISPLAY CASE

Thousands of dealers have already found that
Queen City Rings properly displayed and talked
about to their trade, make the best leader for other
business. Queen City Rings make satisfied custom-
ers for Queen City Dealers.

Our display case ought to be in your window just as soon as you
can get it there.
Remind people of Q. C. Ring advertising in magazines. Get your
share of Fall Gift business and better still, begin to build for the
Holiday business.
Our magazine advertising is designed to give you help where it will
do you the most good.

YOU Mr. Dealer
Are You Making the Most

of Your Opportunity?

Do You Know
That Hundreds
of Thousands
of Q. C. Rings
are Sold Every

Year?
First—because pro-
gressive jewelers rea-
lize the great number
of customers there are
for rings ranging from
$2.00 up.

Second—because there
are more people every
year who learn to know
the big value and the
high standard of qual-
ity in Q. C. Rings.

You do know that
people read our
advertisements they see
in the standard publi-
cations with perfect
confidence that what
they read is true ; else
the publishers would
not allow the advertise-
ments to appear.

People who read our
advertisements make
the best customers for
you. Put Q. C. Rings
in your store for them.
It will help you sell
other goods. The
standard of quality they
find in Q. C. Rings
will give them confi-
dence in your store.

Rings sold only under our guarantee, that tf any stone (except

diamonds) is lost from setting at any time, the Queen City Ring

Mfg. Co. will replace stone without any charge whatsoever.

The Queen City line is more complete and attractive than ever this year. You

cannot afford to let this opportunity go by. Thousands of dealers have

already taken advantage of our co-operative plans. It is not too early for

you to get ready for the Holiday trade.

Read our Kind of Magazine Advertisements on the Opposite Page

This advertising is the kind that will help you. Cut out the advertisement and

paste it in your window. SEND THIS COUPON TO-DAY )111r.

QUEEN CITY

RING MFG. CO.

BUFFALO, N. Y.

WI thout obligating

myself, have your

representative c al 1 and

explain to me how I can

get your FREE Window Dis-

play Cases and the exclusive

Agency of Q. C. Rings in
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One of our representatives will call in the near future. A postal
will bring selection package if you are not on our calling list
You make a mistake if you fail to consider K-E Rings.
The more you sell the more satisfied customers you will have.

S ptember 1, 1912

Law for the Retail Jeweler
[Copyright by ELTON J. BUCKLEY]

A series of articles specially compiled by a
Al-known lawyer for the better education of

t •e retail dealer in the law and its relation to the
(1 fferent phases of his business.—ED.]

XIX.—What Untrue Statements Made in the
Sale of a Business Are and Are Not Criminal
False Pretence

I have been consulted several times
Tently on both sides of the question as

P) what representations in the sale of a
I usiness are—if untrue—false represen-
tations entitling the deceived buyer to
bring criminal action against the seller,
er to rescind the contract and demand his
money back. It has therefore occurred to
me that some discussion of the subject may
be useful here. The owner of a business
who is anxious to dispose of it is very apt,
without in the least meaning to deceive or
to defraud, to exaggerate its good points
and conceal its bad ones. If this over-
steps a certain line it becomes criminal
deceit and false pretence. If it stays with-
in the line, it either gives the party claim-
ing to be deceived no right of action what-
ever, or at most gives him a civil action
against the seller for damages.
The rules or principles of law which I

:than lay down or discuss in this article
practically apply as well to one state as to
another, for most of the states have laws
against such false pretences, and in those
who have not they would be an offence
I nder the common law.
By keeping one simple rule in mind

almost anyone can distinguish a criminal
false pretence from one not criminal. If
ft is a misrepresentation as to an existing
ur a past condition it is criminal. If a
I nisrepresentation—or a statement which
1 urns out to be a misrepresentation—as
io something in the future, it is not crim-
!nal, because it is then nothing more than
I pinion.
For instance, suppose the seller of a

Ausiness tells the prospective buyer "I
have never done less than $500 weekly
business here," where he has in fact never
lone anything like that much, he is guilty
a criminal false pretence, because he

las falsified as to an existing fact a thing
Lbout which his knowledge must have
)een exact; not a mere opinion, in other
vords.
But if he says, "I am confident you can

•lo $500 here,' and the buyer buys in that
)elief but never does over $300 there is no
alse representation under the law, be-
ause he merely expressed an opinion.
Also if he says "my profits have been

";0 much," whereas they have been much
less, he is criminally responsible. Not
io if he says "I feel sure yours will be so
much."
Furthermore, to be false representation,

the statement must have been known to
be false by the maker, it must be material,
it must have been made with the intent to
deceive, and must have been relied upon
by the buyer. If the seller said "I have
never burned over $5 worth of electricity
in any one month," whereas he had
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averaged $7.50, that would not be con-
sidered a criminal false representation,
because while it meets all the other re-
quirements it is not material.
"I paid $5,000 for this business only a

year ago, and it is worth more to-day,"
made as an inducement to pay the seller's
asking price, is—if the speaker paid only
$4,000—a mixture of false representation
and opinion. Criminal responsibility
arises from the claim as to the $5,000, but
not as to that of present value.
There is, for example, a Pennsylvania

case which holds that the seller of a re-
freshment privilege who attempted to get
$50 for it on the plea that somebody else
had offered $75, whereas no such offer had
been made, was guilty of false pretence,
since his object had been to deceive.
Other cases show that there is a difference
between statement such as "I have had an
offer of so much," and "I can get so much
any time." The first, being definite, is
false pretence if untrue, while the other is
mere opinion.
So if a man gives false reasons for selling

out, he may be guilty. For instance, if
he represents that the business is worthy in
every way, but that he wishes to sell it
because of the serious illness of his wife,
necessitating removal from the state, he is
criminally responsible if his actual reason
was that the business was run down, and
that no store had ever succeeded at that
particular location.
"All these fixtures are paid for," is a

false pretence, where as a fact the counters
and the cash register were bought on in-
stallments and considerable was still due
on them. In this case, however, it would
probably be held a false pretence only as to
the amount represented by the deceit;
for instance, if $400 was still owing on the
fixtures. If this was the only misrepre-
sentation the buyer would probably not be
allowed to rescind on the entire proposi-
tion.
In one case the seller of a business

apparently enhanced its value by the
statement that the promoters of a new
industry, employing 1,000 men, "had de-
cided" to bring it to the town. Although
this referred in part to something in the
future, the "had decided" made it are-
presentation of an existent fact.
In another case a representation that a

new industry "was coming," was held not
criminally false.
In still another case, the seller said "if

you will buy this business I will personally
go among the customers with you and in-
troduce you." He failed to keep his word,
and the buyer attempted to rescind on the
ground of false pretence. The court ruled
that it was not a false pretence, but a mere
promise.
An important factor in all theses cases

is the facility which the buyer has for
finding out in advance whether the repre-
sentation is false. In one case the seller
represented that so much business had
been done, and said "there are the books;
look at them for yourself." The books
would have shown that the business was
much less than represented, but the buyer
did not examine them. The court held

fhat he had no action; he had been
negligent in failing to use the means at
hand for his own protection.
But if the seller had used any pretext

or subterfuge to keep the buyer from mak-
ing the examination which would have
proven the statements false, the failure
to make it is then not negligence.
Where there is actual false representa-

tion, the party deceived can have the
guilty party arrested, and can also call
the bargain off and recover his money in a
civil action.

" Bringing Home the Bacon"

At the time Joe Gans, the negro light-
weight, left for Nevada to contest the
championship and a prize of some thou-
sands of dollars with Battling Nelson, his
old mammy told him: "Joe, no matter
what yuh do, don't furgit to bring home de
bacon."

This was sound advice and illustrates
a fundamental that should be constantly
borne in mind when writing advertising
copy. Don't try to see how clever you
can be, or how pretty you can make the
circular, but write it with the sole purpose
in mind of "bringing home the bacon"—
getting the maximum results at the mini-
mum expense.
A circular, or letter, to "bring home the

bacon" must stimulate the reader's imag-
ination. It must present ordinary every-
day facts in a way that will create a buying
impulse. It must throw a glamour of
news-interest around facts as old as the
hills; it must be saturated with selling
force.

Nothing should be commonplace to the
writer of advertising matter which must
"bring home the bacon." He should see
the shoe not as a common every-day
article of 'use, but as a miracle of manufac-
ture. He should be able to realize the
hundreds of years it has taken to acquire
the knowledge to construct this modern
shoe. Behind the result that stands be-
fore him are the successes and failures of
countless obscure inventors; the laborious
task of perfecting the wonderful macbin-
ery; the skinning, curing and tanning of
the hide; the slowly acquired skill in de-
signing and the developed ability to com-
bine several hundred detailed operations
into the finished product.

Another qualification of the successful
ad-writer is the faculty of seeing the pro-
position from the view-point of a dis-
interested outsider.

It is to get this disinterested point of
view on their advertising problems that
causes many advertising managers to
talk over their advertising problems with
the salesmen, and even do house-to-house
canvassing among the actual consumers.
They have found that this outside point
of view is essential to "bring home the
bacon."
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PITTSBURGH

Municipal Improvements a Temporary Business
Inconvenience—A Handsomer City Being

Evolved from the Confusion—Preparation and

Program for the Picnic of 24-Karat Club.

Pittsburg, Pa., August 20.—Pittsburg business
men still feel the effects of the tremendous civic
projects under way all around them, and a few
are forced to do business under rather complicated
conditions. However, these disadvantages are all
external and are to be followed within a year by a
newer, finer municipality arising on what was a
district hindered by physical obstructions and
flood dangers. The physical barrier being re-
moved to extend the shopping section is the hump
in Fifth avenue, and contiguous avenues, while
the Northside was the field of street fills and
alterations to raise the streets above flood stage.
The work across the river, in old Allegheny, is near
completion and a number of jewelers already have
taken possession of remodeled storerooms or are
lease-holders in one of the half dozen terra cotta
business blocks erected in Federal street. The
street changes are costing the city about $1,000,000
and buildings projected mean an outlay of at
least $2,000,000 additional. All this work and
the unusual activity in mills and mines has placed
the Steel City in the center of a prosperity belt
that has made trade brisk.

It is possible that the next few months will
witness a change in the storeroom of the Terheyden
Company, which, by the way, has increased its
receipts since the recent incorporation of the firm.
The Terheyden Company leases from Judge
William Hawkins, and in widening Oliver avenue,
from Smithfield street, to Grant street, a four-
story building adjoining the store was razed. In
its place a new and imposing structure will be
reared and while construction is in progress it is
possible the Terheyden people will have a room
adjoining connected with their establishment.

Final plans for the annual picnic at Riverview
Park on Labor day, of the Jewelers' 24-Karat Club
of Pittsburg, were perfected tonight at a meeting
in the store of chairman Charles H. Holyland.
Bessemer Building. The entrants for field sports
and the baseball game assured pleasing recreation
and in addition there will be races for women and
girls, dancing in the evening and the serving of
meals and lunches. The food will be provided by
a committee, funds having been raised for that
purpose, and jewelers, clerks, bookkeepers, their
families and friends are to have everything free.
Riverview Park, northside, a mountainous pleasure
ground inside the limits of old Allegheny, offers
suitable accommodations. Much talk is heard
regarding the ball game in which William Harrison
will lead the married men against Frank Clayton's
single boys. Eastern manufacturers have pro-
vided many beautiful prizes, the trophies number-
ing at least forty. The program committee will
issue a souvenir program containing the prizes and
the donors, and the committee also will thank the
donors by letter. In order to have the best of
feeling follow the events the committee issued
the following official communication:
"The Athletic Committee of the 24-Karat Club

desires those members appointed in charge of
different sports to use the utmost discretion in their
selection of candidates for entries for the different
athletic events, so as to avoid any ill feeling that
might occur in this respect. There is to be no
favoritism shown. Each and every member of
the club and their employees have an equal chance.
A large entry is solicited.
The captains of the baseball team should select

their members from as many different stores as
possible.

Friendly rivalry is encouraged. The keynote
or motto of the club is "Goodfellowship" and we
want this to prevail throughout all events.
P. C. Gillespie, of Gillespie Brothers, has taken

his family on an automobile trip to Canada, in-
tending to spend some time at a lake resort in the
Dominion. P. J. Gillespie, an engraver, and Carl
B. Gillespie, of the same store, are spending the
month in Seattle. A. A. Gillespie, of the firm,
who returned August 17, from six weeks in Paris,
Amsterdam, etc., reports a pleasant and profitable
journey and a delightful sea voyage both ways.
F. F. Lang, of Gillespie's, left this week to visit

the flatware factories at Meriden, Wallingford and
Bridgeport. Before returning he will enjoy
shows and sights in New York and Atlantic City.
Mr. and Mrs. Samuel F. Sipe, arrived in New

York August 16, on the steamship "Mauretania,"
and came to Pittsburg at once. They had been
abroad six weeks, most of the time being spent at
the diamond markets in Amsterdam.
During the unusually heavy rainstorm here

Sunday evening, the awning overhanging the
entrance to W. W. Wattles jewelry store in Wood
street, near Fifth avenue, was blown down and
dropped upon the heads of several persons standing
beneath. No one was hurt.

Fifty years of wedded life were celebrated a few
days ago by Mr. and Mrs. William Sarver, of the
Northside. A dinner party and a reception at
which 500 persons called to felicitate the couple
were among the interesting events. One of the
guests was Rev. Mr. Chapman, who was the
officiating clergyman in 1862. Mr. Wattles con-
ducts a jewelry store in Federal street.

J. Alexander Hardy, of Hardy & Hayes, is so-
journing with his family at Bemus Point, Chautau-
qua. They will be away all month. P. A. Ward,
of the same store, is absent on his vacation.
An instance of how good trade is, at least on

certain days, was encountered while visiting the
store of John M. Roberts & Sons. J. Loughery
Roberts was returning a tray of ladies watches
to the case and the red tag "sold" in at least one-
third the two dozen places showed how the time-
pieces had been in demand.
Frank East, of E. P. Roberts & Sons, returned

yesterday from enjoying an outing along Lake
Erie. Andrew Strucker, of the same house, is on
the Great Lakes, expecting to remain uncil Sept-
ember 1.

Morris W. Ryan, manager of the Terheyden
Company, is out of the city for a brief respite from
business. T. A. Curran, of the firm, is selling
diamonds again after rusticating at Atlantic City
and motoring to Bedford Springs, Pa. Miss
Bena Freeman, of the store, is taking her vacation
in Cleveland.
Some days ago the Pittsburgers who attended

the national convention at Kansas City, returned
home, and since that time they have regaled friends
with a review of the profitable sessions, the splen-
did entertainment provided by the Kansas City
hosts and the care with which all in charge seemed
to have perfected the details

While Pittsburgers, of course, would like to have
retained Steele F. Roberts in the president's chair
most of his friends realize that two years tenure of
office, and the attendant routine is sufficient to tire
almost any man and they understood Mr. Roberts
did not desire reelection. Many of the proprietors
here know President McCombs, of Omaha, a
former vice-president, and they are fully confident
the association will continue to expand and prosper
while he is in the chair.

BOSTON

Outlook Bright for Prosperous Fall—Return of
Pleasure Seekers Enlivens Business—New
York Store Opens Boston Branch

Boston, August 22.—The past few weeks have
not developed any unusual trade feature. Re-
tailers await with eagerness the termination of
the vacation season and the return to town of the
pleasure seekers who quite naturally constitute
the best class of jewelry patrons. No complaints
are heard in regard to trade conditions, however,
and all look forward confidently to a satisfactory
fall and holiday business.
L. R. Hapgood, Orange; E. F. Welch, Westboro;

H. P. N. Dahl, Maynard; Judson Phillips, Lowell;
and John Webb, of Beverly, were recent visitors
to Boston.
H. R. Miller and H. McPartlin, of Natick, were

recent visitors to Boston.
Russell & Sime, diamond cutters at 373

Washington street, have been making extensive
alterations in their store. This firm has an ex-
pensive piece of jewelry—it is a necklace made
up of seventy-eight diamonds that weigh over
sixty karats; these stones are all evenly matched.
The pendant tapers from the main part to the end
of the pendant which is a large stone that weighs

September 1, 1932

9 2 karats and is surrounded by ten stones th; t
weigh 93 karats each. The stones are all set in
Tiffany settings.
F. H. Elliot, of the Smith-Patterson Compan: ,

recently visited Providence, R. I., on business.
Harry Nutter, who has been with the Jordai,,

Marsh Company, in the diamond jewelry depar -
ment, has severed his connection with that firm I o
take a position in the new jewelry department ; t
Filene's new store.

William H. Gough, with William L. Russell, of
the Roxbury district, is visiting St. Johns, N. B

Phillip Trachtenberg has started in the jewelry
business for himself at 58 Jewelers' buildint,
Boston.
C. P. Duryea, a Boston jeweler, and his wife,

were on the City of Rockland at the time of the
recent disaster.
Frank W. B. Pratt, Franklin street, has gone to

Cape Porpoise where he is entertaining friends
from his home town, Reading, Mass. He makes
daily cruises in his yacht "Idyll."

William R. Willis, for the last seven years em-
ployed as store manager by Harris Fellman, jew-
eler and optician, Woonsocket, who recently ob-
tained a position in Boston, was arrested at Au-
burn at the home of his father-in-law, George Bass,
by Inspector John T. Sutton. Mr. Fellman was
with the inspector when the arrest was made. Mr.
Willis is wanted in connection with the taking of
diamonds and watches from the Fellman store.
He admits taking, pawning and selling a number of
diamonds, it is said, and in company with Messrs.
Sutton and Fellman, went to Boston to show
them where some of the articles have been pawned.
Following his arrest, Willis was taken to Woon-
socket and spent the night at the police station.
An inventory of the Fellman stock was taken

and at its completion it was found that seventeen
diamonds, ranging in value from $25 to $100
each, and seven gold watches were missing. The
first clue pointing to Mr. Willis was the fact of the
sale of a diamond to a Woonsocket resident. The
total value of the goods missing, Mr. Fellman
estimates at between $500 and $600. When
confronted, Mr. Willis admitted that he took a
number of diamonds, the police assert, but said
that he did not take all that are reported missing.

William Filene's Sons Company, of New York,
announce the opening of the new Filene store
which is located at Washington, Summer and Haw-
ley streets, this city. The event will take place
on September 3, when the company will extend a
a special welcome to all visitors. In connection
with this formal opening, the firm has made th,t
following announcement: "Certain customs in
connection with openings have begun to be capi-
talized, especially the custom of sending flowers,
and some florists make the most of such occasion;.
It is our sincere wish that our friends remember
that we value more highly their constant assist-
ance and thoughtfulness than profuse floral offet-
ings. It is our hope that we may depend upon our
resources for the same careful attention and assis-
tance on their part that has characterized our past
relations, and wish them to be assured that sued
assistance and help will be the only factors taken
into consideration in our future business relations."

The New England states have been yielding
such a great amount of business to the Conklin
Pen Manufacturing Company, of Toledo, Ohio,
that it has been necessary for them to add an -
other representative to their selling force. Mr.
James E. Feeley, formerly of the Frost Stamp 6;
Stationery Company, of Worcester, Mass., hai
been selected for the position. Mr. Feeley is a ver:'
able business man, a man with practical retail
store experience, and New England merchants will
find him capable and anxious to serve them in
every possible way. Mr. V. W. Williamson, for
several years with the Thaddeus Davids Company,
New York City, has also entered the employ of
the Conklin Pen Manufacturing Company, as
representative in greater New York and vicinity.
Mr. Williamson is eminently well fitted for this
important territory and will without question
serve the interests of his customers more than satis-
factorily. To handle the rapidly increasing sales
of Conklin's Self-Filling Fountain Pen in other
territories, additional salesmen will be added to the
Conklin traveling force, as soon as suitable men
can be found.
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HOWARD RAILROAD WATCHES

RE you known as the
HOWARD Jeweler

among the Railroad Men
of your community?
In every section of the country, the
H 0 WA R D is officially certified and
adopted by Time Inspectors—railroad stan-
dard for trainmen's use.
It has the HOWARD hard-tempered steel
balance wheel—will not knock out of true
with vibration and jolt—
The HOWARD special balance pivot and
train pivots—designed and tempered for
strength in practical service; finished to
admit of the closest position adjustment—
The HOWARD permanent adjustment to
five positions, temperature and isochronism.
Order a strong display of HOWARD
Railroad Watches from your jobbers-16-
size, Open Face, Lever-set, 23, 21, 19 and
17 jewels—cased in Swing Ring Solid Back
cases and supplied with the HOWARD
Railroad Dial on request. Feature espe-
cially the 23 and 21 jewel models.

E. HOWARD WATCH WORKS
WALTHAM, MASSACHUSETTS
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The Mote in My Neighbor's Eye

1n Exhortation on Trade Ethics by W. B. Needles, Kansas City, Delivered Before
the Annual Convention of the American National Retail Jewelers' Association

Throughout the ages of the world's history,
mankind has been undergoing a contest for the
supremacy of higher self. Whether we believe
with the Theologian, that the first man fell from
his originally high estate; thereby subjecting all
of his descendants to the necessity for a constant
struggle back to the light, or accept the teaching
of the Evolutionist who reasons that primitive
man possessed only brute instincts and that his
offspring have been compelled to slough off the
attributes of the lower animal in their rise to a
nobler plane, we must grant the fact that every
man born of Adam or of protoplasm, becomes a
likable being, gifted with noble qualities, only
after years of struggle toward the elimination of
the bad and the development of the good.
There are those who tell us that man is in-

herently good: that if left to his natural tenden-
cies, we will usually display noble qualities and
cling to high ideals. I reject this teaching, how-
ever, because of facts which cannot be contro-
verted.
There is nothing more accurate than the law

of averages and application of this law shows over-
whelming that man by drifting, invariably deteri-
orates and only by arduous efforts may he fulfill
his highest possibilities.
Why is it that all right-minded folk spend a

good portion of their entire lives striving toward
nobility of character? Because the attainment
of this state brings with it an exaltation which is
the highest type of reward known to man. But,
if this be true, why then, does any individual
permit himself to indulge in practices which tend
to vitiate his moral being? Because, in but few
minds does reason reign uppermost and man is
easily betrayed by impulses into following various
forms of ephemeral pursuits, which, like the will-
'o'-the-wisp, promise joy and happiness but lead
only to disappointment and disaster. This is not
mere abstract reasoning. Every man, be the
philosopher or artisan, knows that the joys of life
which endure, are those which come as a conse-
quence of right conduct and right ideals faithfully
carried out.

Codes of Ethics

Because of the difficulty which men experience
in recognizing the right course as distinguished
from the wrong, our teachers of ethics have long
made a practice of laying down codes by which
men may be guided and these codes have been
varied to adapt them to different callings. Thus
it is that countless axioms touching upon morals
and conduct have been formulated to state great
truths in concise form. Every such axiom under
the sun is but a modification of principles which
were laid down some 1900 years ago by the greatest
teacher the world has ever known. On an impor-
tant occasion this Teacher reading deep into the
impulses of man, gave utterance to the truism
which described in a trite manner, one of man's
greatest frailities and which furnishes the subject
of our study.
Were it possible to compile all of the comments

which have been made concerning the man who
is able to perceive a "mote in his neighbor's eye"
though there be a beam in his own, the list would
be so great as to demand a considerable portion
of one's life to scan it. What remarkable turn of

nature could have prompted the creation in man of
so fatuous a fault as that of invariably over-
estimating his own qualities while under-estimating
those of others. Cicero put it "It is the peculiar
folly of a fool to perceive the faults of others and
forget his own." In this statement he is correct
only so far as we agree with Shakespeare that "all
men are fools." But to return to our title. No figure
of speech is so applicable to this human trait.
Let us analyze this statement briefly. Imagine a
man with a beam in his eye—a great piece of timber
which to say the least, would add nothing to his
accuracy of vision. But the one who is thus
afflicted, fancies he perceives in the eye of another,
a mote which he feels sure, tiny as it is, must be a
course of great disturbance and he insists on re-
moving it for his own satisfaction, regardless of
the effect on anyone else.

I should hestitate to charge this man with the
beam in his eye against the great brotherhood of
jewelers. I should rather place him in a more
general class. However, any application that is
general, is useless. We must be specific before we
can accomplish results in any direction. I shall
therefore, take the liberty of making a personal
application of our analogy.

Trade Antagonism a Reality

Is it not a remarkable fact that in spite of all
that has been said and done by association officers,
educators and leaders in every walk of life, matters
are still in such a state that should one take the
train and start across any state in the union, stop
at every town on the line, and visit every jeweler
in every town: in a vast per cent of the stores, if
the proprietor is prompted to discuss his competitors
he will soon begin to expatiate upon the mean
things, the unbusinesslike practices, the deceitful
tendencies and in some cases, the general dis-
honesty of the other dealers in his line, and if every
one of these men should be brought, one at a
time before a court of inquiry, and asked as to his
opinion regarding the general practice of "knock-
ing" especially as it applies to criticism of a busi-
ness competitor, he would answer "I consider it
poor policy, unbecoming a business man and un-
likely to result in good to any one, but—he will say.
"It so happens that the particular type of men
whom I am compelled to compete with are ac-
tually as bad as I have described them and I have
merely stated these facts in the interests of truth
and as a warning, lest through ignorance some one
may come under their baneful influence." And
incidentally be tempted to purchase their goods.
You have, of course, heard this practice cri-

ticized times, without number. Doubtless you
have thought ere this that you are attending
this convention, not to be lectured on general
subjects of this character, but to get information
of practical utility to aid in the conduct of your
business. I contend, however, that my subject is
intensely practical. Your return in dollars and
cents from your business will at the end of the year
be influenced very materially by the disposition
which you have made of the truisms to which I am
calling attention. Look about you, my friend.
Observe the successful men in your city. Can
you name one of them who is not attending strictly
to his own business, utterly indifferent, so far as
outward may indicate, to the doings of other
men in his line? The banker well knows that any
effort on his part to discredit a competitor calls
attention to the fact that there are men engaged
in that business who are dishonest, and thus re-
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acts on him. The prospective customer knows
this in a general way already, but every time his
attention is called to it specifically, the impression
is strengthened in his mind that the banking
business is open to suspicion and the repute of all
engaged therein is liable in some measure to suffer.

Criticism a Business Blunder

Does the really successful newspaper or journal
ever openly disparage competitive publications?
Not by any means. Some owners there are who
really feel themselves to be above the necessity
for putting any hindrance in a competitor's way.
But far more frequently it is the advertising instinct
developed so highly in the men of this vocation,
which restrains them from any act so beneficial to a
competitor, as the mention of his name, not even
though to use it in a derogatory manner. Human
nature is much the same the world over, and in
the American people particularly, the love of
fair-play is a predominant trait. The "under-
dog" will invariably find strong supporters and
when you or I hear a man being subjected to
criticism, he becomes the recipient of our sym-
pathies in some measure, even though he be
infamously guilty of the practices of which he is
being charged. By some curious turn of our
natures, we are prompted to entertain a certain
degree of resentment for the one who makes accusa-
tions against another, not waiting to learn whether
or not the indictment is well founded. On the
other hand, what pleasure it gives us to accord our
respect and friendship to the man who, having been
misused by another, can magnanimously say "Oh!
he is a good fellow." "He has merely made an
error in this case, which I am sure would have
never occurred had he properly understood the
circumstances." As a mere matter of policy,
this is an effective method of handling your enemy.
It convinces your hearer of your fairness and kind-
liness of spirit, to an extent makes him respect you,
and prompts him not only to disbelieve any un-
favorable criticisms which he may hear concerning
you, but to become an active supporter, ready to
defend you on every possible occasion.
However, we are again face to face with a funda-

mental fact. Man is by nature prone to envy.
Oh! he does not envy indiscriminately, of course.
For instance the jeweler transacts business side
by side with the grocer or shoe dealer on friendly
terms. They co-operate with any another, break
bread together, and in every sense are fellow
citizens and brother merchants. But how about
the other jeweler? Is it anything but jealousy
that causes such feelings to exist between these
two as is so commonly seen? Is there any reason
to believe that the jewelry business is a back-biting
business, engaged in by men of small calibre and
mean, cheap dispositions? Not for a moment. It
is true that jewelers do these things; but so do men
in all other lines and this proves again our conten-
tion that envy, spite, hatred, covetousness and
malice are traits with which all mankind are
cursed and they must be eliminated by painful
processes before the superman can be achieved.
When you observe in your competitor some

characteristic trait which suggests to you a large
sized mote, ponder carefully before concluding that
it must be cast out. First examine carefully your
own eye, search for the beam that may be there.
If it exists be sure it is eliminated, then scrutinize
your neighbor again. If he still exhibits a mote,
it does not signify that you are justified in at-
tempting to pluck it out forthwith. By calm
persuasion and good example you may be able to
genuinely assist him, whereas any other course
is sure to result in harm both to him and you.
A vast amount of criticism is indulged in not with

the intent of benefiting the one at fault, but merely
in order that the superiority of the man who
points out the error may be made to stand out in
greater contrast. No greater folly was ever prac-
ticed. The only man who can hope to achieve
worthy success is the one who practices charity;
not from sordid motives but because of his innate
breadth and refinement.

No knowledge brings with it such humility as
self knowledge.
"Woulds't thou know thyself, observe the actions

of others.
Woulds't thou other men know, look thou within

thine own heart."
—Schiller.



1188,4

958/4

1185, 4

 1 0 i H It 

Because of the exceptionally
fine finish, exquisite designs and
best of all—the Wearing
Quality.
If you have not already taken
on this line

Do so AT ONCE
It will be to your advantage

R. B. Macdonald & Company
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HIGH GRADE WATCHES
IN INCREASED DEMAND
A marked revival in the demand for watches of qual-
ity is a re-assuring feature of the early Fall situation.

HURLBURT'S
are prepared at all times to furnish your require-,
ments in Elgin, Waltham, Hamilton and HowardgmommutImmumummumtumiummtn]mmommummournmofflot
movements with the choicest new styles and pat-terns in the standard makes of solid gold and gold filled cases.

The Experience of a Century is Back of Our Watch Service

H. 0. HURLBURT & SONS :: PHILADELPHIA 
813 Cestnut St.
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Nlanaging with Your Eyes Open*

By A. M. BURROUGHS

A retail hardware man kept himself so
busy with the little things of his business
Mat he had no time to make money.
But when he analyzed his methods,

himself, his business, to find the reason he
wasn't making money, he found he could
unload half the petty work he was doing
onto a $3-a-week boy.
Then he began to understand that it was

his business, to manage, to think, to plan
to find out why things should be done, and
how they could be dono in the best way.
He found that anybody could do the

things that had to be done if he told them
how.
He quit using the brains, the enthusiasm

he energy of his business for the "office-
boy" duties. He devoted himself to the
management of his business.
Now he is a merchant prince, the head

of a great hardware concern with an in-
come several times bigger than his gross
business used to be.
A young German came to this country

twelve years ago at the age of 11, with but
$3 in his pocket and not a word of English
in his vocabulary.
He obtained employment in a grocery

store in the German quarter of a New
England city. Here he learned the gro-
cery business.
Before he was 20 he was made manager

of the store. When he was 21, he was
appointed manager of a bigger Jersey City
store. Now, at 23, he is manager of a
$250,000 store in Illinois, with 75 em-
ployees.

If you would ask him how he succeeded,
he would tell you that he always made it a
point to know the results of his efforts.
When he went into a new store, he

wanted to know which lines of goods paid
a profit and how much. And he wanted
the information all the time, not merely
t or a few days.
He wanted to know whether one of the

lines which wasn't moving began to pro-
(Luce a profit when it was put "up front,"
and whether it continued to show a profit
after it was put back to give some other
slow line a chance.
He demanded records that showed him

whether clerk No. 1 was producing a profit.
When he found out which of the clerks
Produced the most profit, he used him as a
standard for the other clerks—or their
successors—to work up to.
A certain hardware dealer appealed to

his jobber for a solution of a problem

*Copyrighted by Burroughs Adding Machine Co.
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which he was wise enough to know was
gradually pulling him down.

His business was increasing—much fast-
er than his expenses—but at the end of the
year he couldn't find the profit he thought
he should have.
He had a good business. He was work-

ing hard, trying to plan and manage his
business. He was a resourceful, indus-
trious, clever merchant. Yet he wasn't
making money.
When his jobber sent an accountant to

go over his books, it was found that his
books didn't really tell him anything
about his business. He kept account
that didn't account.
He couldn't find out, for instance,

whether it paid him to make a big window
display of Pipe Wrenches, at a big discount
off the marked price, to attract plumbers
and gas fitters to his store.
He didn't know, for sure, whether his

big assortment of Knives was paying him.
In fact, he didn't know anything for

certain.
He was wasting his energies, his enthu-

siasm and his brains by planning and doing
things that never got him anywhere.
With the aid of an accountant, he put

in a bookkeeping system which enabled
him to get accurate reports on the results
of each day's effort.
Then he was able to know, pretty quick,

which line of effort produced the best re-
sults, the most profits.
Now the difference shows in his bank

balance, and the fine home he owns—his
business has more than quadrupled in two
years.
Yet, he is the same manager, in the same

store, selling the same goods. He has just
cut out the unprofitable methods.
He wasn't incompetent before. He is

no better manager now. He is just
managing with his eyes open.

The Show Window.

Any up-to-date retailer who knows his
business does not regard his show window
as a sort of vermiform appendix wherein
to display so many chaste exhibits as to
appeal to the customer on the still hunt
for anything in his line, says the The
Saturday Evening Post. On the contrary,
the show window is his brass band,
his press agent, his biggest-of-all adver-
tisements. It does not wait for the cus-
tomer to come in, but reaches out through
the plate glass, grasps its man by the arm
and leads him into the store, where he
belongs. It makes no difference whether
he sells men's hats or shoes or pills, or
any other line dead as a doornail from the
view-point of popular interest. He knows
that using a show window is a matter of
know-how and not a question of guesswork.
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A moving thing in a window is reason-
ably sure to get a crowd.
Some ducklings swimming around in a

tub, some little chickens scratching around
in gravel, a dozen canaries flying at large
in the window—all are pullers.
A policeman had to clear the crowd away

from the window of a city stationery
store the other day. The attraction?
Just an ever-flowing bottle of ink. The
trimmer had it arranged so the ink would
be run into the bottle from an invisible
source, and so the flow kept up, to the
amusement of the crowd. There is noth-
ing particularly magnetic about ink, but
when it is arranged in sort of a fountain
the case is different.
A very good means of providing motion

in a window is by means of an electric
fan, a small box and a lot of twine. This
is illustrated herewith.
The drawing shows very plainly how

the plan is worked. Lay an electric fan
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on its back in a small box. Then tie a
lot of strings on the box extending them
up to a barrel hoop fastened to the top of
the background. Inside of the strings
put four or five toy balloons. Then start
the fan. The balloons will bob up and
down and the people will stop and look.
They can't help it. They can not see the
fan, and this will give the impression that
the balloons are being propelled by some
mysterious force.
One merchant who tried this plan

painted a letter on each balloon. To-
gether they represented some word. He
advertised that he would give a prize
to the person who guessed the word.
It seemed to him that nearly everybody
in town tried to patch the word together
from the letters on the balloons as they
bobbed up and down with rhythmic
regularity.
Try the plan. It is about the easiest

and most inexpensive means of supplying
attractive motion in windows that has
come to our attention in a long time. -
The Butler Way.
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Jobbers will show the SNAPPIEST and
MOST ORIGINAL LINE of 10 and

14 Karat Jewelry ever shown this fall.
It will be the DIAMOND "F" line.
Noted for its ORIGINALITY

of DESIGNS; ITS HIGH
QUALITY and SUPERB
FINISH.
The WREATH PINS

illustrated are wor-
thy of your atten-

tion
Trade
Mark

Diamond
Mountings

Brooches
La Vallieres
Earrings, Bar Pins
Circle Brooches
Ruffle Pins
Reversible Tie Clasps
Scarf Pins
Bracelets Order by Number

T. G. FROTHINGHAM & CO.
Makers of 10 and 14 Karat Jewelry
NORTH ATTLEBORO, MASSACHUSETTS

Look for Trade Mark
Diamond "F"

Superior Assortment
19 Inches High, 151/2 Inches Long

8 Day, Half Hour Strike, 6 inch Dial.
Golden Oak and Mahogany Finish
Cases. (Packed six to a case. Three
Oak, three Mahogany, assorted patterns.)

8-Day Strike $3.80 List Price
Alarms 45c extra List Price

Neat, Attractive, Clock Assortment
at a Popular Price. The Kind You
Have Wanted, but Could Not Buy

MANUFACTURED BY

The SESSIONS CLOCK CO.
MAIN OFFICE AND FACTORIES

FORESTVILLE, CONN., U. S. A.
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SOLID GOLD FRONT LOCKETS 11
a

-wk„ipt ,

Tie Clips
CoatChains
Cuff Links
Coat Chain

Tops
Fobs

Bar Pins
Scarf Pins
Cuff Pins
Collar Pins
Waist Sets
Crosses
Lockets

79 56
Made of extra heavy quality Gold Shell with Solid Gold Joints and Rivets.The finish of our Lockets is exceptional, the gold being drawn over the edgepresenting a solid gold edge all around.
Ask your jobber to show our line. Trade-mark stamped on both cards and goods.

SYKES & STRAND BERG
NEW YORK SALESROOMS, 37 MAIDEN LANE Manufacturing

Jewelers
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TRADE MARK 
ATTLEBORO,

MASSACHUSETTSRegistered in United States and Canada
GUARANTEES THE PRODUCT  
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The Art of Show-card Writing

.\ ddress by G. Wallace Hess, before Annual Convention of National Association
of Window Trimmers

The day of the large sign in the store
1. passed. The card of tomorrow is the
i,en-lettered card, especially in stores
f the better class. Most of these stores
today will not permit the use of a card
larger than a quarter sheet and in many,
very many instances an eighth sheet is
the limit. It is impossible for a man
working on small cards like these to attain
the proficiency of the shop worker who
gets a great variety of full sheet cards
to make, for here freedom of swing and
dash is possible.
My earnest advice to you is to learn

window trimming and advertising in con-
nection with cardwriting. This is a profit-
able combination. Few cardwriters in
stores earn over $18 a week. The men who
have earned $30 can be counted on the
fingers of one hand. There is no advance-
ment.
On the contrary, the trimmer handles

merchandise and if he is a student of his
wares can become so familiar with them
that he can advance to buyer or mer-
chandise manager, and hundreds have
done so. The cardwriter has not this
opportunity. Get window trimming or
advertising or both of them.
There are good schools for teaching

these lines. You do not know what you
have in you until you try and you are
never helpless until you are hopeless.
I will, as far as it is possible, attempt

to show you a few brisk strokes. Remem-
ber, however, I am working contrary to
natural laws, for working against this easel
where you can see my hand I am trying
to force color up in the brush. You
will find an unwrinkled newspaper the
finest kind of paper to practice on.
In buying cardboard buy 8-ply seconds

coated two sides. You will not lose a
sheet out of a hundred, for if the blemish
is on one side you can use the other.
By buying in case lots a saving of one
third to one fourth is possible and there
is no reason why 2 or 3 merchants should
not club together and buy in this
manner.
In pen lettering you should use Soennec-

ken pens and ink retainers and for these
Pens a good black, fluid ink should be used.
Where heavier colors are used for pen work
should use the Leman music pen or the
German music pen. These flow white
and distemper colors perfectly when they
are just a little thinner than when used
for brush work.
The Leman pen is made of bronze and

has a smooth "velvety" touch. The
German pen is a new one and has a retainer
built in under it.
They are both ideal for small lettering

and for outlining and use on most boards
The cost is 30 cents a dozen.
Another good little pen is the ball

pointed pen with retainer attached. This
is fine for small shoe tickets and for out-
lining Roman letters up to an inch in
height.
For quick knockout work you have the

Payzant pen—of use only for fluid ink
on smooth board. It won't flow thick
inks or distemper colors.
Soennecken double points and triple

points are used for underlining and for
margins. The pens named above are used
by all city cardwriters.

Brushes should always be of red sable.
The copper ferruled show card brush
which I introduced in 1910 has a decided
advantage over all others on account of
the "velvet" grip. It won't slip.

There is only one way to tell whether
a brush will suit you and that is to put
it in the color. Round brushes are used
to the exclusion of all others by the best
cardwriters. Flat brushes are used by
many, but I would caution you in their
use lest you develop a sloppy style.
I would also caution you to be careful

in buying black sable. There is no such
thing. The hair is either dyed or you are
getting civet cat hair. Sable is very
scarce and is often substituted.
In colors you have the choice of dis-

temper colors or prepared colors. Reds
and white are hard propositions. Pale
English vermilion worth $1 to $1.20 per
pound is the best covering red though not
a pretty one. Buy it dry in VI-pound
cans and mix thoroughly with good gum
arabic mucilage before thinning with
water. By adding this to turkey red, it
will make the former cover far better.
White demands more care; flake white

may be used by itself or mixed with zinc
white. These too, are rubbed up with a
mucilage made of pure gum arabic and
thinned afterwards. A gold ink is often
asked for. It is impossible to get a water
color gold to flow on a highly finished card
and there is none worth buying. For gold
on enameled cards you should use gold
lettering bronze mixed in Japan gold—
size thinned with turps and use a French
square end japanner for lettering. This
makes what is commonly spoken of as an
oil color. The brush should be rinsed out
in turpentine and filled with lard-oil and
lard in a box on a piece of glass or tin.
It should not come in contact with water
color brushes.

These little pans of German decorative
gold are fine for small work, initials, etc.,
and contain more than you think they
would. They are known as metallic
colors and come in a variety of bronze
shades.

It is very essential to keep cards as far
as is possible uniform in size or your
store will present a sorry spectacle with

reference to signs. They are not orna-
mental, but they do sell merchandise.
Cards from 5 x 7's up should have

marginal borders and these little ruling
gauges made in VI, 3z, %, and 1-inch
widths will prove a great boon to the card-
writer who is used to ruling his borders
with pen, ruler and T-square. They have
been one of the hits of the convention and
one set will last a lifetime.
Coming down to the best method of

learning card-writing, one can always
find a trade journal published in the line of
trade he is engaged in doing its best to
help its readers out in this respect.
One of the shortcomings of all books

published on the subject is their utter
lack of phrases for signs. In a new book
which is now being published by the Mer-
chants' Record and Show Window Mr.
Bird has solved this problem.
In the use of showcard decorations the

cardwriter outside the large cities is
generally handicapped. Here is an eighth-
sheet window card used by Carson, Pirie,
Scott & Co. Notice the initial panel.
It is printed and bronzed and colored
quickly by means of water colors.
Small stores can not stand this expense

and the idea was suggested by this card to
lithograph initials and initial panels to
paste on. I will upon request give you
an assortment of these panels to take
with you.
You can use artists' water colors to

tint the flowers or use without coloring.
Use dainty tints. Another method is to
use the 25-cent booklet of japanese colors
used by amateur photographers.
This is used by tearing off a little piece

of the colored paper, throwing it into a
little water which it colors almost in-
stantly.
For Christmas decorations these die

cut holly ornaments are elegant for pasting
on cards.

Accounts that Account

" Very frequently a man starts out to
be very careful about his expenses and
about his profits, and he gets along
quite well for a year or so, until he gets
careless in both of these particulars.
Then, of course, it is just a question of
time when that tendency spells ruin.
" What that man needs is a set of books,

so arranged as to show not only the
results but how they were arrived at--
what caused either an increase or reduc-
tion in the net profits—something he
can put his fingers on and which will
enable him to know just where the rem-
edy has to be applied—something that
will tell him, as soon as the remedy has
been applied, whether it is producing
the desired effect—something that will
enable him to know when the cure has
been accomplished—enable him to stop
before he goes too far in the other direc-
tion. Having books give information
in regard to receivables and accounts
payable is only a minor function of
proper accounting."—W. D. Simmons of
the Simmons Hardware Company.
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SOLID•GOLD•FRONT•JEWEIRY
THIS IS THE SEASON

to anticipate for the Holiday Season. Let SOLID GOLD FRONT JEWELRY
be represented in your order. Particularly SOLID GOLD FRONT JEWELRY
stamped " S C& C." It is the highest and best grade that can he obtained.

Goods
Stamped
"S C&, C"
DENOTE

HIGHEST
QUALITY

LOOK
FOR

"S C"
Stamped
on all
Goods.

(I SOLID GOLD FRONT JEWELRY STAMPED "S C"—SOLD
THROUGH JOBBERS—GUARANTEED POSITIVELY. 

Ira W. Smith, Pacific Coast Agent SMITH & CROSBY FACTORY  

Broadway Central Bldg., Los Angeles Attleboro, Massachusetts

11
r-

11010

r

172011

4410111.
•

7010

GOLD PLATED

•••

_

76011

ETRUSCAN AND EXCLUSIVE JEWELRY
I SOK) 

We illustrate but a few of our many ideas made
especially for the jobbing trade.

Bar Pins Brooches Hat Pins Bracelets
Scarf Pins Link Buttons Fobs Waist Sets, etc.

Send for a Selection.

E. A. SLADE 8z CO., Manufacturing Jewelers
45 UNION STREET, ATTLEBORO, MASS., U. S. A.

MOROCCO JEWEL CASES FEE 

Exclusive in Design

Finest Quality of Material

and Workmanship in

Every Detail

NEW YORK OFFICE, Silversmith Building

SAN FRANCISCO OFFICE, Jeweler's Building

Made in Eight Sizes

3 x 4" to 7 x 9"

All with Locks

Write Us For Prices

WARWICK STERLING COMPANY
PROVIDENCE RHODE ISLANI )
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The Survival of the Fittest

Address before the Kansas City Convention, by Joseph M
azer, McAlester, Okla.

lir. President, Ladies and Gentlemen of the Am
erican

National Retail Jewelers' Association:

Knowing as I do my own limitations, I mus
t

admire the delicate and finished diplomacy, 
which,

under the charitable presumption that I am ab
out

to make you a speech, gives me an 
opportunity,

Instead, of drinking deep of the Pierian Spr
ings of

Itnowledge with which every delegate and vi
sitor to

his convention is so abundantly and 
fortunately

blessed; while at the same time you exhibit 
me as

a horrible example of semi-civilization fro
m wild

and wooly Oklahoma, and the appearance
 of my

head, destitute as it is of its natural covering
, serves

further as a terrible warning to all those who 
would

tread where none but the Red Man trod 
before.

My subject is, "The Survival of the Fitt
est".

L refer to that cruel law which in time of
 plague

or pestilence ruthlessly slays the weak, the
 ill, the

extremely young and the extremely old;
 which

in time of war permits the man of muscle 
to con-

quer the man without; which in time of 
storm or

flood, sweeps with pitiless hand all that 
obstructs

its path; which in time of financial 
depression

wantonly destroys the labor of years and 
topples

from the uppermost heights of honor i
nto the

lowermost depths of despair the proudest a
nd nob-

lest of men, and cares not for the he
arts of the

innocent women and babes and mothers and 
fathers

it breaks in the ruin. I refer to that cruel law

which operates among all nature and hum
anity,

and which is never so kind as when it is mos
t cruel,

for out of every affliction is derived some
 know-

ledge which enables us better to withst
and the

shock of the next attack.

The law of "The Survival of the Fittest" is th
e

law of cause and effect. It is as unalterable as

death and as certain as destiny. We can 
change

the operation of that law no more than we c
an stay

the tides of the sea, or the fury of the sto
rm, but

from its impartial operation we can learn how 
to so

develop ourselves and those dependent u
pon us

that we will become fit to survive the m
isfortunes

which heretofore had ended in our destruc
tion.

The application of the law of "The Surviv
al of

the Fittest" must not be construed as meani
ng that

to survive you must slay or be slain. It must be

interpreted in the broader and more comprehens
ive

manner, that to survive you must avoid all exces
ses,

refrain from all acts antagonistic to reason, 
and

refuse to participate in the accomplishment 
of any

injustice to yourself or to your neighbor. To 
sur-

vive you must despise ingratitude, int
emperance,

indolence, intolerance and superstition. To 
sur-

vive you must so completely live your life that
 you

will not be surprised even at the call of 
Death.

To survive you must recognize the simple
 law of

cause and effect, which operates at all times, at all

seasons and amongst all people and you 
must

understand that no one has yet lived, so great
, as

to be able to alter its never-wavering c
ourse.

There is no branch of commerce so vu
lnerable

to attack from that standpoint as is the 
jewelry

business, and no one ignores more though
tlessly

the law of cause and effect than does the j
eweler.

It is because of that indifference that he
 suffers

many of the evils with which he is afflict
ed, and

upon my success, or failure, to bring thes
e viola-

tions forcibly to your mind will depend the 
justifi-

cation for my address.
Mr. President, Ladies and Gentlemen an

d es-

teemed visitors of the American National 
Retail

Jewelers' Association: Some several years ag
o, a

jeweler representative of many jewelers 
now in

this room, fixed up a store which his ne
ighbors

stated was ahead of the town and he waxed 
chestily

in consequence. Proudly did he show that store

off to the people of his City and the stranger
 within

its gates. The ark of the covenant had in it no

finer wood than did his fixtures. The decorations,
for elegance and artistic merit, contested for honors
the decorations of Solomon's temple. His vault

equaled in size that of a young sub-treasury and

no sounds were so sweet as those which sang the

praises of his store.
The jeweler's wife, unfortunate creature, pos-

sessed no musical talent and could not sing in that

hallelujah chorus. Her unimaginative disposition

made it impossible for her to appreciate art for

art's sake alone. Instead she sang about such

vulgar things as the unjustifiableness of the invest-

ment involved. And the husband, magnanimouns

soul, did not chide her for her lack of understanding

but tried to explain to her, as he would to an inno-

cent child, the advantages which would result from

having a store so much finer than anything else in

the town, that the civic pride of the people would

compel them to speak of it with their hearts filled

with gratitude and admiration for the man who

built it.
The unsophisticated wife, still unconvinced, sug-

gested that if it did not pay the dry goods people,

who take in far more money than do the jewelers,

to convert their stores into the show places of the

town, it probably would not pay him to do so.

It also occurred to her that a bank with a capital of

$100,000 never bought fixtures and vaults suitable

for a bank capitalized at several millions; that the

Standard Oil Company would not put down a 36

inch line, if they could make a 4 inch line suffice,

and that a 13 inch cannon while very impressive

was a mighty poor weapon with which to go hunt-

ing for humming birds. Troubled little soul, she

thought she knew how much business was being

done, she had heard something of the law of cause

and effect and she even doubted if by his methods

he could survive.
Poor, anxious, doubting little woman; to sup-

pose for a moment that laws which govern banks

and Standard Oil would ever be misconstrued as

applying with equal force to men possessing the

brain power of your jeweler husband.
Some of the goods which went into that store

were also ahead of the town. No one seemed to

buy the show pieces, but that made no difference

for it paid to carry a few fancy articles if you never

sold them, merely as a good advertisement. And

while no advertising expert had ever heard of a

good advertisement, unless it paid a dividend, such

little things did not trouble him. Not content

with a class of goods which was ahead of the town,

he must need have a quantity not justified by the

business of the town, and at last everything is

arranged to his heart's content.
Some several years pass by. People still talk

about the wonderfully fine store with the wonder-

fully fine goods with the wonderfully large stock,

but he labors harder than ever to meet his obliga-

tions. That elegant piece of china has been in

stock for four years; it has been greatly admired

and has been a good advertisement. That five-

carat stone has drawn many people to the window.

That cluster is as fine as any to be found in New

York; it has met with Mrs. Critical Neverbuy's

approval. But with all that, something is wrong.

He works later every night than he did when he had

but one show case. He made several thousand

dollars per year those first few years he had been in

business and had no stock worth mentioning.

He carries 15 or 20 times more stock now than he

did then, and he is doing much more business, but

somehow or other he keeps behind with his bills

he owes money to the bank, and the profits wh
ich

formerly rolled in are now conspicuous by their

non-existence. The demands for money are be-

coming more insistent. Try as he will, he cannot

relieve the pressure, and at last he comes to the

awful realization that the law of cause and ef
fect

is operating upon him! He begins to think of
 the

law of the "The Survival of the Fittest." He

now appreciates that no man can cover a 9 
foot

bed with a 6 foot blanket and get away with it,
 and

while in that frame of mind, his head bowed do
wn

in sorrow, he falls asleep. He does not rest 
well

and is troubled with bad dreams, but when
 he

awakes his mind is made up: He will send
 for

"Dad"!

Dad comes! It does not require more than the
lines on his boy's face to tell him the trouble.

Several days around the store for dad, digging here
and digging there, several questions to his boy, a
talk with the men about the store, a visit with the
other merchants in the town, and dad, wise old owl,

that he is, prepares for the evening chat.
Dad did not waste time on preliminaries. Gruff

and good old soul, he knew that the surgeon's
knife would hurt, but could think of no way to
avoid its use and effect a cure.

"My boy," he said, "I have gone over things
carefully, I have spoken to the men in your store,
I have consulted with your fellow merchants, I
have examined your stock and looked over your
books. I am going to tell you things which will
sting; things, which, if looked upon fairly, attack
your integrity; you might squirm, because it hurts,
but when I am through, you will do just as I advise
you to do, for you are my boy, and you can do no
wrong, except through ignorance.
"When you branched out for yourself you

attended to business, and people came to your
store in such numbers that you made good. When
you were asked, "Is this all the selection you have?'
instead of replying: "Yes, this is all I have. But
even then I had 20 times the selection I could have
no pieces more elegant", and thereby impressed
your customer with your individuality, as well as
your salesmanship, you stammered a little, blushed
to the roots of your hair, apologized, offered to get a
special selection, instead of trying to sell what you
had, and then pitied yourself for not having as
large a stock as your neighbor. The oftener this
occurred, the more dissatisfied you were with your
really rapid growth, and at last you plunged
beyond your means.
You went into debt heavily enough so that it

would take eight months of your receipts to satisfy
your increased obligations. In your calculations,
however, you failed to deduct from your receipts
your store expenses and your living, so that instead
of cleaning up in eight months, it would t'ake twelve.

Just think of it boy, 12 months you did not
belong to yourself; 12 months every dollar you
took in belonged to the other fellow; 12 months
lengthened into another 12 months, and then
another, until your profits equaled the entire
amount increased burden, for if you bought goods
to replace those which had been sold, you contin-
ued to owe the full amount, minus only the small
profit you made on each sale.
Think of it again boy! Understanding you as I

do, I know that all this time you would not have
the moral courage to spend a single dollar upon

yourself, or your family, for fear some jobber

would think that you should use that money

instead to pay off some of your past due bills.
You think you are honest, and I know that you

would not knowingly rob anyone of a dollar.

Supposing, however, that you did, you would harm

them only to the extent that you incapacitated

them from securing needed necessities or comforts.

Money has no worth beyond that which it can pro-

cure, and when you steal anything, you injure the

former owner only to the extent that you rob him

of that which its possession could obtain for him.

Yet, my boy, knowing all that, you never considered

how dishonest you were when you robbed your

wife's evenings of weeks and months of your com-

pany. You never considered how dishonest you

were when you robbed her tired body of a vacation,

which it needed and should have had, but which

you could not permit because you had heavy notes

to meet at that time. You never considered how

dishonest you were when you robbed your baby of

the delights of going with you to the moving pic
-

ture show, because you had a hard-luck letter to

write that evening to one of your creditors. You

never considered how dishonest you were when

you robbed yourself of hours of sleep. You never

considered that your self-respect and reputation
,

the only things to retain which you were making

all these sacrifices, were being robbed and outra
ged

regularly by your failure to meet your obligation
s

at maturity.
And the same weakness which made you 

want

a larger stock caused you to put in too fine a 
store.

Don't tell me that putting in that store was a 
good

advertisement. No advertisement is a good 
one

which does not cause the shekels to flow into 
your

coffers. The Standard Oil Company does not

install a pipe line first, and drill for the oil 
after-

(Continued on page 1786)
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SOLID•GOID•FRONT•JEWEIRY
THIS IS THE SEASON

to anticipate for the Holiday Season. Let SOLID GOLD FRONT JEWELRY
be represented in your order. Particularly SOLID GOLD FRONT JEWELRY
stamped "S C& C." It is the highest and best grade that can be obtained.

Goods
Stamped
" S C"
DENOTE

HIGHEST
QUALITY

LOOK
FOR

"S c, C"
Stam ped
on all
Goods.

THROUGH JOBBERS—GUARANTEED POSITIVELY.
C. SOLID GOLD FRONT JEWELRY STAMPED "S C"—SOLD

Ira W. Smith, Pacific Coast Agent SMITH & CROSBY FACTORY  

Broadway Central Bldg., Los Angeles Attleboro, Massachusetts

SOLID•GOLD•FRONNEWELRY 

11010
172011 7010 76011

GOLD PLATED

ETRUSCAN AND EXCLUSIVE JEWELRY
15010 

We illustrate but a few of our many ideas made
especially for the jobbing trade.

Bar Pins Brooches Hat Pins Bracelets
Scarf Pins Link Buttons Fobs Waist Sets, etc.

Send for a Selection.

E. A. SLADE & CO., Manufacturing Jewelers
45 UNION STREET, ATTLEBORO, MASS., U. S. A.

.."`..'4.0.4a. ye,
4it "Vtrilttli,

4010

'Cs
'40

""". 04311
44010

MOROCCOTEA, ENL  CASES  EE 

Exclusive in Design

Finest Quality of Material

and Workmanship in

Every Detail

NEW YORK OFFICE, Silversmith Building

SAN FRANCISCO OFFICE, Jeweler's Building

Made in Eight Sizes

3 x 4" to 7 x 9"

All with Locks

Write Us For Prices

WARWICK STERLING COMPANY
PROVIDENCE RHODE ISLAND
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The Survival of the Fittest

Address before the Kansas City Convention, by Joseph Mazer, 
McAlester, Okla.

tin President, Ladies and Gentlemen of the Ameri
can

National Retail Jewelers' Association:

Knowing as I do my own limitations, I must

,dmire the delicate and finished diplomacy, wh
ich,

:ruler the charitable presumption that I am a
bout

o make you a speech, gives me an oppor
tunity,

Instead, of drinking deep of the Pierian Sprin
gs of

Itnowledge with which every delegate and visit
or to

! his convention is so abundantly and for
tunately

blessed; while at the same time you exhibit m
e as

a horrible example of semi-civilization from 
wild

and wooly Oklahoma, and the appearance o
f my

head, destitute as it is of its natural covering, 
serves

further as a terrible warning to all those who w
ould

tread where none but the Red Man trod befo
re.

My subject is, "The Survival of the Fittes
t".

I refer to that cruel law which in time of 
plague

or pestilence ruthlessly slays the weak, the ill
, the

extremely young and the extremely old; whic
h

in time of war permits the man of muscle 
to con-

quer the man without; which in time of stor
m or

flood, sweeps with pitiless hand all that o
bstructs

its path; which in time of financial de
pression

wantonly destroys the labor of years and 
topples

from the uppermost heights of honor into
 the

lowermost depths of despair the proudest and 
nob-

lest of men, and cares not for the hearts of 
the

innocent women and babes and mothers and 
fathers

it breaks in the ruin. I refer to that c
ruel law

which operates among all nature and hu
manity,

and which is never so kind as when it is most 
cruel,

for out of every affliction is derived some 
know-

ledge which enables us better to withstand
 the

shock of the next attack.

The law of "The Survival of the Fittest" is t
he

law of cause and effect. It is as unalterable as

death and as certain as destiny. We can 
change

the operation of that law no more than we can
 stay

the tides of the sea, or the fury of the storm, b
ut

from its impartial operation we can learn how 
to so

develop ourselves and those dependent upon 
us

that we will become fit to survive the misfor
tunes

which heretofore had ended in our destructi
on.

The application of the law of "The Survival of

the Fittest" must not be construed as meaning
 that

to survive you must slay or be slain. It must be

interpreted in the broader and more comprehensi
ve

manner, that to survive you must avoid all exce
sses,

refrain from all acts antagonistic to reason, a
nd

refuse to participate in the accomplishment of
 any

injustice to yourself or to your neighbor. To su
r-

vive you must despise ingratitude, intempera
nce,

indolence, intolerance and superstition. To 
sur-

vive you must so completely live your life that y
ou

will not be surprised even at the call of 
Death.

To survive you must recognize the simple la
w of

cause and effect, which operates at all times, a
t all

seasons and amongst all people and you 
must

understand that no one has yet lived, so great, a
s

to be able to alter its never-wavering course.

There is no branch of commerce so vulnerab
le

to attack from that standpoint as is the 
jewelry

business, and no one ignores more thoughtlessly

the law of cause and effect than does the je
weler.

It is because of that indifference that he 
suffers

many of the evils with which he is afflicted, 
and

upon my success, or failure, to bring these 
viola-

tions forcibly to your mind will depend the justi
fi-

cation for my address.
Mr. President, Ladies and Gentlemen and es-

teemed visitors of the American National R
etail

Jewelers' Association: Some several years ago,
 a

jeweler representative of many jewelers n
ow in

this room, fixed up a store which his n
eighbors

stated was ahead of the town and he waxed 
chestily

in consequence. Proudly did he show that store

off to the people of his City and the stranger 
within

its gates. The ark of the covenant had in 
it no

finer wood than did his fixtures. The decorations,
for elegance and artistic merit, contested for honors
the decorations of Solomon's temple. His vault
equaled in size that of a young sub-treasury and
no sounds were so sweet as those which sang the
praises of his store.
The jeweler's wife, unfortunate creature, pos-

sessed no musical talent and could not sing in that
hallelujah chorus. Her unimaginative disposition
made it impossible for her to appreciate art for
art's sake alone. Instead she sang about such
vulgar things as the unjustifiableness of the invest-
ment involved. And the husband, magnanimouns
soul, did not chide her for her lack of understanding
but tried to explain to her, as he would to an inno-
cent child, the advantages which would result from
having a store so much finer than anything else in
the town, that the civic pride of the people would
compel them to speak of it with their hearts filled
with gratitude and admiration for the man who
built it.
The unsophisticated wife, still unconvinced, sug-

gested that if it did not pay the dry goods people,
who take in far more money than do the jewelers,
to convert their stores into the show places of the
town, it probably would not pay him to do so.
It also occurred to her that a bank with a capital of

$100,000 never bought fixtures and vaults suitable
for a bank capitalized at several millions; that the

Standard Oil Company would not put down a 36
inch line, if they could make a 4 inch line suffice,
and that a 13 inch cannon while very impressive

was a mighty poor weapon with which to go hunt-
ing for humming birds. Troubled little soul, she

thought she knew how much business was being
done, she had heard something of the law of cause

and effect and she even doubted if by his methods
he could survive.
Poor, anxious, doubting little woman; to sup-

pose for a moment that laws which govern banks

and Standard Oil would ever be misconstrued as

applying with equal force to men possessing the

brain power of your jeweler husband.
Some of the goods which went into that store

were also ahead of the town. No one seemed to

buy the show pieces, but that made no difference

for it paid to carry a few fancy articles if you never
sold them, merely as a good advertisement. And

while no advertising expert had ever heard of a

good advertisement, unless it paid a dividend, such

little things did not trouble him. Not content
with a class of goods which was ahead of the town,

he must need have a quantity not justified by the

business •of the town, and at last everything is

arranged to his heart's content.
Some several years pass by. People still talk

about the wonderfully fine store with the wonder-

fully fine goods with the wonderfully large stock,

but he labors harder than ever to meet his obliga-

tions. That elegant piece of china has been in

stock for four years; it has been greatly admired

and has been a good advertisement. That five-

carat stone has drawn many people to the window.

That cluster is as fine as any to be found in New

York; it has met with Mrs. Critical Neverbuy's

approval. But with all that, something is wrong.

He works later every night than he did when he had

but one show case. He made several thousand

dollars per year those first few years he had been in

business and had no stock worth mentioning.
He carries 15 or 20 times more stock now than he

did then, and he is doing much more business, but

somehow or other he keeps behind with his bills

he owes money to the bank, and the profits which

formerly rolled in are now conspicuous by their

non-existence. The demands for money are be-

coming more insistent. Try as he will, he cannot

relieve the pressure, and at last he comes to th
e

awful realization that the law of cause and effect

is operating upon him! He begins to think of the

law of the "The Survival of the Fittest." H
e

now appreciates that no man can cover a 9 foo
t

bed with a 6 foot blanket and get away with it, 
and

while in that frame of mind, his head bowed down

in sorrow, he falls asleep. He does not rest well

and is troubled with bad dreams, but when h
e

awakes his mind is made up: He will send for

"Dad"!

Dad comes! It does not require more than the
lines on his boy's face to tell him the trouble.
Several days around the store for dad, digging here
and digging there, several questions to his boy, a
talk with the men about the store, a visit with the
other merchants in the town, and dad, wise old owl,
that he is, prepares for the evening chat.
Dad did not waste time on preliminaries. Gruff

and good old soul, he knew that the surgeon's
knife would hurt, but could think of no way to
avoid its use and effect a cure.

"My boy," he said, "I have gone over things
carefully, I have spoken to the men in your store,
I have consulted with your fellow merchants, I
have examined your stock and looked over your
books. I am going to tell you things which will
sting; things, which, if looked upon fairly, attack
your integrity; you might squirm, because it hurts,
but when I am through, you will do just as I advise
you to do, for you are my boy, and you can do no
wrong, except through ignorance.
"When you branched out for yourself you

attended to business, and people came to your
store in such numbers that you made good. When
you were asked, "Is this all the selection you have?'
instead of replying: "Yes, this is all I have. But
even then I had 20 times the selection I could have
no pieces more elegant", and thereby impressed
your customer with your individuality, as well as
your salesmanship, you stammered a little, blushed
to the roots of your hair, apologized, offered to get a
special selection, instead of trying to sell what you
had, and then pitied yourself for not having as
large a stock as your neighbor. The oftener this
occurred, the more dissatisfied you were with your
really rapid growth, and at last you plunged
beyond your means.
You went into debt heavily enough so that it

would take eight Months of your receipts to satisfy
your increased obligations. In your calculations,
however, you failed to deduct from your receipts
your store expenses and your living, so that instead
of cleaning up in eight months, it would thke twelve.

Just think of it boy, 12 months you did not
belong to yourself; 12 months every dollar you
took in belonged to the other fellow; 12 months
lengthened into another 12 months, and then
another, until your profits equaled the entire
amount increased burden, for if you bought goods
to replace those which had been sold, you contin-
ued to owe the full amount, minus only the small
profit you made on each sale.
Think of it again boy! Understanding you as I

do, I know that all this time you would not have
the moral courage to spend a single dollar upon
yourself, or your family, for fear some jobber
would think that you should use that money
instead to pay off some of your past due bills.
You think you are honest, and I know that you

would not knowingly rob anyone of a dollar.

Supposing, however, that you did, you would harm
them only to the extent that you incapacitated

them from securing needed necessities or comforts.

Money has no worth beyond that which it can pro-

cure, and when you steal anything, you injure the

former owner only to the extent that you rob him
of that which its possession could obtain for him.

Yet, my boy, knowing all that, you never considered
how dishonest you were when you robbed your
wife's evenings of weeks and months of your com-
pany. You never considered how dishonest you
were when you robbed her tired body of a vacation,
which it needed and should have had, but which

you could not permit because you had heavy notes

to meet at that time. You never considered how

dishonest you were when you robbed your baby of

the delights of going with you to the moving pic-

ture show, because you had a hard-luck letter to

write that evening to one of your creditors. You

never considered how dishonest you were when

you robbed yourself of hours of sleep. You never

considered that your self-respect and reputation,

the only things to retain which you were making

all these sacrifices, were being robbed and outraged

regularly by your failure to meet your obligations

at maturity.
And the same weakness which made you want

a larger stock caused you to put in too fine a sto
re.

Don't tell me that putting in that store was a 
good

advertisement. No advertisement is a good on
e

which does not cause the shekels to flow into yo
ur

coffers. The Standard Oil Company does not

install a pipe line first, and drill for the oil aft
er-

(Continued on page 1786)
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The Phenomenal Sale of this
Case Proves its Usefulness

jewelers with a keen eye in every case relating to their business saw at once
the beauty, utility and cheapness of our IDEAL" CASE.

It is made of solid oak, or other wood desired, highly polished, beveled plate-
glass top, double strength glass front, ends and doors, has two highly polished
shelves of same wood as case, supported by Tom's adjustable brackets, metal
legs six inches high, and doors run on steel tracks.

DIMENSIONS 1—Length as ordered, 28 inches wide, 43 Inches high, upper
shelf 52 inches wide, lower shelf 16 inches.

The construction of this case is first class. It has a nicely molded top,
ornamented with egg and dart.

A BEAUTIFUL CASE

Made and sold by

all Cases. Solid Oak. 8 feet long, 8 feet 4 inches high, 1 foot 4 inches decp
inside. Doors slide up, fastened to Morton's steel chains and weights. Inside of case and
shelves lined with black felt. Made to ship in the knock down.

Net price, $58.00. Worth $70.00

Union.  Show Case Co• 
401-407 N. Lincoln St., CHICAGO

Corner Kinzie Street. Take Grand Avenue Car

Salesroom, Office and Factory

FROST PREVENTER
SEND!!!

FOR THE NEW REGENT

A 12 Size Extra Thin American Watch (Not a Clock)

The movement is guaranteed in every $
way and specially priced to the trade at 2.50
Thc cases are finished in the same way as are the finer grades and will wear well with
ordinary care. As the output is limited, send your orders at once and make sure of
securing an assortment of these wonderful sellers. SEND TO-DAY.
We also carry a complete line of Keystone, Crescent and Crown Cases, Waltham,
Elgin, Illinois and E. Howard Watches.

I. ALBERTS 
New England's Leading Watch House
Jewelers Building
387 Washington St. BOSTON, MASS.
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GENTLEMEN:—

Are your windows
worth anything to you
during the winter months?
Haven't you fretted and
growled repeatedly because
the frost hid your goods
from the public? You
know that your windows
are worth more to you
than any kind of advertis-
ing, don't you? Well—
We have a surprise for

you. If you will send us
50 cents in money order,
not personal check, we will
send you a sample can of
Busby's Frost Preventer, a
chemical preparation never
before seen.

JACK FROSTLIASNT GO
--4;f7;i4

IT ON US ANY MORE
"

r

471i 1 "'Ili HI

-

Trade Mark

It will prevent your windows from frosting all winter, if you follow
instructions given with every can.

Try a sample can yourself, then send for a quantity to sell °them
It is one of the greatest discoveries in the 20th century.

Manufactured only by

THE ORIGO LABORATORY
P. 0. Box, 185, CHELSEA, MASS.

This advertisement will not appear again this season, because inside
of a month frost will be found in many parts of the country, and therefore
this Frost Preventer should be on _four glass before the frost comes, so
send today for sample can.
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History of Birthstones

A Idress by John A. Abel, of Abel Brothers & Co., New 
York, before Kansas City

Convention

Having accepted the kind invitation of your

esteemed president, Mr. Steele F. Roberts, of

Pittsburgh, Pa., to make a few remarks on the

h .itory of birth stones, I shall do so briefly.

Early in this year, Mr. George Simper, retail

jeweler of Cincinnati, Ohio, stated to me, that it

would be of great benefit to all jewelers, if a posi-

tive standard set of gems could be adopted; one
ith which all jewelers everywhere would familiar-

ize themselves. He cited, as an instance, that a
possible customer coming into his store, would
inquire the proper natal stone for September.
He would answer the "Sapphire"; that customer,
not being ready to purchase, would at another
time inquire of some other jeweler. He, not having
a sapphire ring, or not being versed in birthstone
lore, would mention some other stone that he
had on hand, and lo, instantly a great harm is
done the cause of the jeweler. That customer,
puts all jewelers down as frauds and dismisses all
thoughts of getting birthstone jewelry.
Several of the trade publications have had letters

from me on this subject, and have rendered much
valuable service in discussing birthstones at length
in their columns. Your energetic president, Mr.
Steele F. Roberts, has also had this subject in
hand for several years, taking great interest in
this vital question for the benefit of his great
family of brother jewelers. For five of the birth-
stones which are not always acceptable to the
opposite sex; he has made five admirable sugges-
tions for " alternate" gems.
There is more significance to this subject than is

at first apparent; even Pliny, the Elder, who lived
in the years 23 to 79, was a firm believer in the
power and sentiment of gems.
The origin of the fictions, sentiments and super-

stitions about precious stones comes to us from
the mysterious far east, due to the ancient Jews
being so credulous. The olden writers and
sorcerers found in their vivid imagination, good
fields for their teachings. My! What a change
the evolution of two thousand or more years has
wrought in the modern twentieth century Hebrew,
the ambitious, successful man of business; nowa-
days, if you put before him a new, untried proposi-
Lion, he will let you know that he is "From
Missouri," and that "You will have to show him."
My idea, is that this ancient sentimentalism may
be tempered with the modern commercialism, if the
,ublic at large is made more familiar, through
,udicious advertising about the good luck attending
heir wearing their proper birth gems.
There are about thirty thousand jewelers in

the United States, its possessions and Canada.
if only an average per jeweler of $500 per year
tdditional business is created, it means $15,000,000
•tdded annually to your receipts. Only a weekly
tverage of $9.60. Some of you can sell $2,000 per
year of birthstone jewelry, which is only an average
of $38.47 per week. The High Priest Aaron
carried on his body when leading his hosts, a
breastplate about 8 inches square set with 12
different gems, each gem representing one of the
12 tribes of Israel, the name of each tribe inscribed
on the surface of each stone. The splendor of the
shining rays emanating from these gems, gave the

Israelites, confidence and courage, making them
fearless in their battles, making them believe that
Christ was in their midst. This, no doubt, was
the beginning of the belief in the power of gems.
For January, the proper gem is "garnet, named
from Granatica." Its prevailing popular color is
brownish red. One of its attributes, is that it
brought sleep to those subject to insomnia, riches,
honor, great wisdom, constance, fidelity in every
engagement, drove away the plague and evil
spirits. It is classed as a semi-precious gem of the
Beryl family. A simple poem to relate,

No gems save garnets should be worn
By he or she who in this month are born.
They will insure conatance, to friendship and fidelity.

I shall not quote poems for all the months. Some

of them were written for the fair sex only, but these

can easily be changed to rhyme for either.

For February, the amethyst, a truly beautiful
gem. Some of the light pale varieties coming from
Brazil, while others that are livid with red and
purple fire, come from North Carolina and Siberia.
The ancient Romans believed that he or she who
drank wine from a cup or goblet, made of this
gem could not become intoxicated. If this were
true, in these modern times, some of the jewelers
present, might be tempted to order cut at once, a
half-litre size so that the gay and festive board
might not have any terrors in store for us, and no
dark brown taste on the "morning after." An
amethyst will keep you free from witch-craft.
It sharpens the wits, makes one successful and
vigilant in business, is a preventative against
violent passions.
For March the bloodstone is the symbol of

wisdom and courage, and produces firmness in
affection. Many interesting legends relating to it
are written. It is a dark green quartz with small
red spots of jasper diffused throughout it, is opaque,
usually cut en-cabochan or rounding top with flat
back and is largely mined in India. A superstitu-
ous belief existed that the red spots were caused by
drops of blood falling from a spear wound in the
body of Christ while on the cross which fell on a
piece of green jasper. This is one of the gems
suitable for man but not acceptable to the lady,
so President Roberts, suggests the beautiful blue
or green Aqua Marine, meaning Water of the
Sea, as the alternate stone. You will find it
particularly appealing to the feminine heart. It
belongs to the Beryl family, varies in hardness
from 7.5 to 8; specific gravity, about 2.70.

For April, the king of all gems, the diamond,
mined almost entirely in Africa. Always increasing
in value, composed of pure carbon, being 10 in
hardness and the hardest of all gems. Specific
gravity 3.62. It is the only gem that I should
say has immortality. It lasts and lives forever,
and all time, unless destroyed by crushing it to
powder or melting it with the combined flames of
oxygen and hydrogen gases. It is the most sought
after gem in all the world. A pretty suggestion
to the parents of the baby girl, is that they start
a small diamond as a necklace, on the first anni-
versary of her birthday. Next year, add a match
to it, the following year, a trifle larger diamond,
and then a match to that, and so on, until at the
age when she leaves off her teens, she will be the
possessor of a graduate diamond necklace; from
a commercial standpoint, how elegant it would
be, if the stork so timed affairs of maternity, that
all the dear ones of the feminine gender arrived
from April 1 to April 30. King Carna, who ruled
in India, three thousand years before Christ, had
a diamond which was polished on its natural
planes only. The Romans believed that if a dia-
mond were worn on the left arm so that it touched
the skin, it made them fearless. It gave the wearer
hardiness and manhood. If their cause was just,
gave them victory over enemies in court or in war.
If the diamond is given freely without buying it,
its virtues are said to be greater and stronger.

For May, the accepted gem is the emerald, of
the same general composition as the Aqua Marine,
same hardness and specific gravity. The best
specimens are mined at Muso, Columbia, South
America. Believed to be a strengthener of the
eye. Ancients never tired of looking at their
emerald rings. Nero had an eye-glass, the lens
being made of emerald, through which he viewed
the mortal combats, of the gladiators. This gem
has the power to show and leads you on the right
way. Discovers false friends and insures true love.
An emerald is a gem which hath the power to show,

An emerald is a gem which hath the power to show

If plighted lovers keep their troth or no.
If faithful, it is like the leaves in spring ;
If faithless, like the I eaves when withering.

This gem was said to save the lives of women
when in childbirth, and influences the wearer
to chastity and purity. In the middle ages there
was a miraculous dish or chalice said to be made
of emerald believed to be brought from Heaven
by angels. Christ drank from it at the last supper,

and in this dish were saved the last drops of
His blood as He was taken from the cross.

For June, the pearl, the queen of all gems,
which is composed of lime. From the most remote
times, accepted as the richest of gifts. The olden
Chinese used them as medicine for diseases of
the blood. The Bengalese maidens wore them on
either arm to preserve their virginity. It is the
product of the sea, river and lake. Strange though,
the oriental or salt water pearl is so strongly
guarded by a myriad of sharks and despite the
fact that these pearl-bearing shells are hidden
among sharp rocks at depths of 10 to 20 fathoms,
yet they fall easy prey to the demands of the fair
sex. It is the most difficult of all gems to match
up for pairs of earrings, etc. From all ages, much
sought after because of their fascinating lustre.
Cleopatra, tempting siren that she was, in order
to show her contempt for money, and to outshine
others in her lavish wastefulness in those days
of oriental splendor, tore off one of her magnificent
large pearl earrings, dissolved and swallowed it.
That pair of pearls was said to be worth at that
time, $800,000. Perhaps the present value would
be $2,000,000. The Romans wore pearls even
down to their shoes, and virtually trampled on
them. Their specific gravity varies from 2.60
to 2.70. Pearls will drive away all tears. The
alternate gem suggested by President Roberts
for the June-born man, is a blue moonstone, com-
posed of potash and feldspar, found often in large
crystals. It is of the same family as opal. Has
always been a subject of great veneration, per-
haps on account of its lunar attraction. Marbo-
dus, in the eleventh century, termed it a sacred
gem.
For July, the glowing ruby, or red sapphire,

denotes love or a loving disposition. An old belief
was that this gem caused one to discover presence
of poisons, warned the wearer of impending
danger, by darkening in color, and when the evil
presence had passed of resuming its bright red
color. That it also removed infirmities of the eyes,
if you bathed them in water in which this gem was
stirred. That if the four corners of a house, barn
or property, were touched with it, no lightning,
storm or tempest would demolish same; corrects
evils resulting from mistaken friendships. Ancient
Hebrew Legends state that the blushing ruby be-
came the symbolical representative of Reuben,
who brought a blush upon himself by irreverent
conduct to his father.

August, the sardonyx, the eleventh stone on the
breastplate of the high priest. The man wearing
this gem will overcome all contentions. Will be
preserved from tempests, sinister events and harm.
Makes one strong of heart, free from fear, harmful
fascination and humors or diseases. Insures, long
life, health and prosperity, conjugal felicity; is
a cure for epilepsy and causes strife and melancholy
to depart. The alternate gem suggested for
August is the brilliant grass green peridot. It is
sure to please the most fastidious queen. Comes to
us from Brazil and far off Egypt, also Ceylon. Its
hardness is 6.75. This gem combines harmoniously
with pearls and diamonds.
For September, the ever popular sapphire

which has many virtues. It extinguishes fires,
corrects the bad manners of the wearer, heals
boils, insures freedom from evil passions, and
sadness of the mind. Also, denotes repentance.
This gem is 9 in hardness, found largely in India,
New Zealand, Montana, and other sections of
our country, the popular color being blue. The
sapphires occur in every possible color. If the
customers purse will not permit of a genuine gem,
you may recommend the scientific stone, and in
extreme cases of the poorer classes, sell them the
doublet or imitation of their proper birthstone.

October has the wondrous opal. This gem,
when extracted from the damp earth, is quite
soft and destitute of life, but the air and sun give
it various degrees of color and beauty, the air
filling in the places, as the water evaporates. Heat
dries it out and intense prolonged frost does the
same thing, often ruining the opal. This gem
gives hope for the future, sharpens sight and faith
of its possessor. Mr. Ferderick A. Jeanne, 5
Square de la Opera, Paris, France, an authority
on black opals which are mined in Australia, is a
specialist in the finest of these gems. He states
that it is regarded abroad as a symbol of good
luck to wear one, and that the most valuable ones

(Continued on page 1780
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Foot-Step Difference
A difference in Foot-Steps necessarily means a difference in sales—

a difference in receipts and a difference in profits. Your business is like
that of a circus—the more Foot-Steps there are, the bigger will be
the gate receipts—the larger the profits of each performance.

It is true in large cities and small towns—the large store (because
of more Foot-Steps leading to the entrances), can buy cheaper—can sell
cheaper (if necessary), can make greater sales and can show greater profits
than can the small store. It is possible by the difference in Foot-Steps.
Now, just what is the cause of this Foot-Step difference? It may be

kind of merchandise carried—it may be the store policy—maybe it's
the management, but nine times out of ten it's the general attractiveness
of the store. You must attract the buyer's attention before you can
even hope to sell him—if you don't, the other fellow will. You must
place your merchandise before him in an attractive and tempting way.
Just good merchandise will not make the sale—presentation comes
first—so give that step all your energy and push. There are many
means of attraction—the first and most
effective is the Store Front—that part
which appeals to every passerby in a quiet,
forceful and direct way.

Store Front Importance
You put display windows in your store

to sell merchandise—then why not do it
right—why not sell merchandise through
your show windows? Why not sell your
merchandise every day and evening through
the windows? Don't be contented with
an occasional attractive display.
Go out and "size up" your Front—does it give you the right

impression? Would it appeal to your pocket book? It certainly won't
if it is of the old-style, "stern wheel" type.

Don't Let Your Store Be Next Door to the Crowd
A KAWNEER Store Front will attract—create sales—advertise

you—give your store dignity—establish a good reputation and will
not cost you one cent for up-keep. Put in a KAWNEER Store Front
and your initial cost is the first and last cost—no paint or repairs and
you need not worry about glass breakage. Your carpenter contractor
can install KAWNEER.
Look around—pick out the stores with KAWNEER Fronts—ask

the "man behind" what he thinks about KAWNEER. Ask him if
he can trace actual sales to his windows; what percentage of his business
is due to his windows.

Kawneer Store Fronts Were Designed to Create Sales
Create Sales by their 365-day-and-night service.
Kawneer is a solid, all-metal construction, built to last. It has strength,

still gives the all-glass effect. Corner Bars, Division Bars and sash are
narrow in construction and built to hold the glass with a spring, friction
grip, which "gives and takes" for the glass contraction and expansion.
KAWNEER Sash is the only sash that provides for the Regulation

of show window ventilation and drainage. Throw open the sash in
Winter, let the air circulate along the inner surface of the glass, and
in Summer, keep the dust out of your windows by simply closing the
holes in the sash. It is all done by a simple V-shaped slide built in the
gutter of the sash. It means continuous show window service—Winter
and Summer—it means more Foot-Steps—more sales—larger profits.

Kawneer Was the Original
TheFirst—Pioneer, solid, all-metal Store Front Construction. KAWNEER

has revolutionized Store Fronts—it was a
new departure and its success is exemplified
by the number of Fronts installed. It was dif-
ficult to jar many merchants away from the
old " 1860 " type of Shop Front, but now that
we have established a new Standard you
will find KAWNEER FRONTS in almost
every town in the United States. Glass is
held in KAWNEER by two metal bearing
surfaces, without the aid of putty, wood, rub-
ber, cork or any other cushion substance.
The glass rests on metal bearings capped with

leather and are so placed that the weight is equally distributed.
We will not go into further technicality of KAWNEER here, but do

want you to know more about it—we want you to know what KAWNEER
has done for thousands of other merchants and what it will do for you.

"Boosting Business No. 15"
"Boosting Business" No. 15 is a book on Modern Store Fronts,

compiled and printed for you—for the man who is interested in ways and
means of "Boosting Business."
This book plainly describes KAWNEER—shows photographs of

many of the most up-to-date Fronts in the country—gives you several
suggestions of Modern Store Fronts, in fact, it tells you just what you
want to know.
Drop a card for "Boosting Business No. 15." No obligation—we

will do the work. We simply want an opportunity to show you.

neeNT 3 r

KAWNEER MANUFACTURING CO.
Francis J. Plym, President

NILES, MICHIGAN
Home Office

FACTORIES

Niles, Michigan
San Francisco, California IIII
Toronto, Ontario
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V. irds, and they are a fairly successful business
ncern, and yet those fundamental rules of busi-

1J ss were brushed aside, when you equipped your

s ore in a manner not justified by conditions.

When you bought more expensive goods than the

I ade demanded, or even you with your ability as a

s .lesman could force upon them, you could have
me no more foolish thing if you had established

I hot chocolate stand at the Panama Canal during

a 4th of July picnic. Hot chocolate is a very good
oi tide of merchandise in the Cook and Peary
mntry, and I doubt not, that even in Panama.

10 is sometimes used. But all the hot chocolate

old in Panama, like all the display pieces sold in
■ our store, never created a dollar for the one who
made the sale.
If a customer demands the unusual in anything,

put up a line of conversation which will show him

I lie advantage of having you procure for him some-

I lung which has recently come into existence, and
(specially adapted to his purpose, in preference

to buying something which has lain in stock since
Tubal Cain, the first worker in metals, spake it into

form. If your talk has the right flavor your cus-

tomer will wait. If he will not wait, you lose no
more than if you were low on yellow ribbons when
every day they had a St. Patrick's day parade.

I made further investigations my son, and found

t hat the total dry goods business done in your town

is four times greater than the amount of stock car-

ried by those merchants, and that for every 75

cents spent for jewelry in this city. there is carried
$1.20 worth of stock. Let this be your overlasting

shame, my boy, that a dry goods merchant with

$3 a week clerks, dealing with female eccentricities

of fashion, which vary as often as does the gait of a
■% all-eyed, sanctimonious looking, bucking, broncho
on a hot summer's day, can get $4 worth of business

out of every dollar he invests, while you, with your
I toasted ability, strain your back to get 69 cents.

To survive the attack of unlooked-for conditions,
hanks are permitted to loan no more than a certain

percentage of the deposits. Fire insurance com-

panies have a maximum of risk which they accept

on a given area. An automobile is built with a

30-horse power engine to care for a 40-horse power

load. A bridge has a hundred pound carrying

( apacity for every sixty pounds required. Where-
ver man builds successfully, he must, have a

onargin of safety, which you in your sublime

gnorance or sublime egotism, it matters not which,

gnored as completely as though it did not exist.
That you have survived at all, is explained by the

act that you are well thought of in your community
:nd out of it; that you have performed labors

ittle short of the impossible; that you have that
ighting spirit in you which never says die, until

°ou are dead, and then you cannot do it.
Now to the remedy. This is the hardest part

of it, my son, but it must be done. Stop buying!

t will be difficult to resist the engine-turned

ffects in cuff buttons, and the new style in lockets,

out it need not be for long, for, when, at last you do

;et your stock down to where it should be, there will
lot stand in the way a big bunch of old cuff buttons

vhich in their day were also new. It will be
iumiliating, perhaps, to have your customer say

hat your competitor has a bigger selection, but
lot half as much so as it has been to write apolo-
ries to those to whom you are indebted. Each

rionth will then see some reduction in your liabilities.

tour creditors may become a little impatient, but

vhen you explain the facts, there is not one who

val not secretly pat you on the back, regardless as

o how strenuously they may kick in your presence.

That's right, boy, I knew you would follow my

odvice, and I know you will not fail to keep your

)romise and each day, as the manifold blessings of
his system become apparent by smiles where

ormerly there was gloom, by hope, where formerly

o here was despair, and by contentment,where

oormerly there was doubt, then, to strengthen your

o'ssolution never to deviate from the path of reason,
vou will take out your bible and getting down on

your marrows, you will read, "Moderation is my

guide, I shall not want. It permitteth me to lie

clown in green pastures, it leadeth me beside the

still waters. It restoreth my soul. It keepeth
me in the path of safety for my honor's sake.
Yea, though I walk through the valley of the

shadow of hard times, I will fear no evil, for thou
art with me; thy system and thy principles they
comfort me. Thou preparest a receipt for me
from the hands of my creditors; thou annointeth
my head with judgment; my cup runneth over.
Surely thy goodness and thy mercy shall follow
me all the days of my life and I will dwell in thy
house of contentment forever."
Boy, boy, do not be downcast at what I have

told you. There are others who have your faults
and in addition, if they had the courage to tell the
truth, would be compelled to acknowledge that
they keep no record of their expense. They are
unable to figure cost. They sell a diamond at
10% profit, when it costs them 25% to do business
and do not know why they are losing money.

Their drawers are filled with goods which never
see the light of day and they point to that condition
with pride, instead of with shame. To their cus-
tomers they state with convincing emphasis that
the watch case is guaranteed to wear for so many
years, instead of impressing upon them the fact
that the case has a definite thickness of gold, and
then wonder why people buy 20-year watches ad-
vertised at $2.90.
To his flat-wear customer he sells teaspoons

guaranteed for 50 years, and still he does not
understand why there is a falling off in the sales of
sterling silver. The inexpensive sets in his rings,
he states, will remain there for 5 years, whether
the ring is run over by a car, swatted with a base-
ball bat, or used for the purpose of bending back
contrary hooks and eyes, and marvels at the un-
reasonableness of humanity in expecting him to
replace a 2 carat diamond, which he had sold some
2 years before.
He does not mark his goods in plain figures, or he

does not stay with the one-price principle and yet
he considers it mysterious that his customers lack
confidence in his store and in his methods.
When he is shown merchandise bought elsewhere,

he gladly gives an estimate of its value and if he
guesses too high, the customer is mighty glad that
he had not stopped into that 'skinflint's' place to
buy it; if he guesses too low, the customer says
unkind things concerning the jeweler's ancestry;
if he guesses right and charges for the information,
he calls him a robber. It does not occur to him
that for his business to be respected he must
reserve his knowledge of goods for his own merchan-
dise only and for none other.
That the jeweler suffers from these violations

can be seen when you find his lines featured by
postmasters, express messengers, hardware stores,
department stores and catalogue houses. That
some do not survive is not to be wondered at;
they are not fit to survive, nor will they ever be-
come fit, until they comply with the law of "The
Survival of the Fittest."
And as a parting bit of advice, my son;

"If you can keep your head when all about you
Are losing theirs and blaming it on you;

If you can trust yourself when all men doubt you,
But make allowance for their doubting, too;

If you can wait and not be tired by waiting,
Or being lied about, don't deal in lies,

Or being hated don't give way to hating,
And yet don't look too good, nor talk too wise.

If you can dream and not make dreams your master
If you can think and not make thoughts your aim

If you can meet with Triumph and Disaster,
And treat those two impostors just the same;

If you can bear to hear the truth you've spoken,
Twisted by knaves to make a trap for fools,

Or watch the things you gave your life to broken,
And stoop and build 'em up with worn-out tools.

If you can make one heap of all your winnings,

And risk it on one turn of pitch-and-toss;

And lose, and start again at your beginnings

And never breathe a word about your loss;

If you can force your heart and nerve and sinew,

To serve your turn long after they are gone,

And so hold on when there is nothing in you
Except the will which says to them, "Hold on!"

If you can talk with crowds and keep your virtue,

Or walk with kings—nor lose the common touch,

If neither foes nor loving friends can hurt you,

If all men count with you, but none too much;

If you can fill the unforgiving minute
With sixty seconds' worth of distance run.

Yours is the earth and everything that's in it,
And—which is more—you'll be a man, my son!"
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are those having large flares of rainbow tints. The
opal with fire like flames of sulphur was more
esteemed than all other gems and Nonnius, the
Roman senator, was sent into exile because he
refused to give up to Marcus Antonius, a ring
containing an opal of great size, valued at $50,000.

October's child is born for woe
And life's vicissitudes must know,
But lay an opal on her breast
And hope will lull those woes to rest.

The alternate gem suggested for this month is
tourmaline found in many sections of the globe,
occurring in every shade of red and green, a truly
beautiful and very brilliant gem.
The November gem is topaz, called in Aaron's

breastplate, Pitdah. It was named from the Island
of Topazion, supposed to be in the Red Sea. There
are several kinds and various shades, from a
crystal white, light yellow, canary yellow, called
precious topaz, to the dark brown and reddish
brown, called smoky or madeira topaz. These
darker stones are often colored artificially, by
covering with a bark of a certain tree, igniting
the bark, and allowing it to smolder in a warm
oven. The pink topaz is almost universally con-
ceded to be colored artificially by heat. This gem
is said to quench the thirst if held under the
tongue. Also loved by every Scotchman, who calls
it Culrngorn. Prevents bad dreams; induces
fidelity; friendship for one another; calms the
passions; and is said to become obscure when
coming into contact with poison. Also, said to
have the power of making one invisible to his
enemies.

December, the heavenly blue turquoise. Von
Helmuth, said "Whoever wears this gein so that
its gold setting touches the skin, will be protected
and safe from injury, by falling from a great
height." It is a cheerer of a depressed soul and
insures prosperity in love affairs. Known for
ages as the great lucky stone. Also produces, health
and fortune; the ancient Mexicans held it in high
esteem and sacred to their savior, Montezuma.
The alternate gem suggested by President Roberts
for the sterner sex is the Russian lapia lazuli.
It is dark blue with golden spots. It is opaque
and can be mounted into artistic, ideal jewelry
for gentlemen of refined taste.

Theophrastus relates that the basis of all gems
is earth. The ancients classed all gems that were
reddish in color as carbunculus, such as rubies,
garnets, hyacinth, etc., and called all bluish
gems sapphires.

In order to start anew, the pretty sentiments

of the ancient days, begin with the young children.

Your boards of education will gladly appoint

some of you on the various school committees.

Your duty will be to make an address occasionally

to the scholars. What more interesting subject

than natal gems? Tell the children, you will

give the boy and the girl having the highest per-

centage for the terms, their proper birthstone set

as a ring, and if perchance both winners are born

in April, give them a diamond that can be seen.

The advertisement you get will be worth it, besides

you have sown seed on rich, fertile ground. The

interest you have aroused will grow and expand

and continue forever, even as an endless chain.

They will begin saving their small change with

which to purchase their own birthstone. They

will tell their older brothers, sisters and parents

of the benefits derived from wearing their birth-

stone, and the pretty sentiments will grow, so

perhaps before many years, the 100,000,000 of

people in our own great land will all wear some

piece of birthstone jewelry. The Romans covered

their steeds with gems, even before they knew how

to cut them, believing in their talismanic qua
lities.

They wore their sacred gems on going into battles

and with the courage it gave them, they knew

not fear. If our own men and women can be

educated up to it, then they may have more

courage to enter into and successfully combat

the battles of business and of life. Each month

you can send out cards, suggesting the proper

gem with a description, some poetry and a brief
 

ideas

for 
This you will find one of the good 

for building up the birthstone business.
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ALEXANDER H. REVELL & CO.

NO. 600. WALL CASE

High-Grade

Jewelry Store

Fixtures
A SPECIALTY

No. 600. Wall Case.Carried
in stock. Lengths: 6-ft., 8-ft.
and 10-ft. Mirror Recess,
3-ft. long. Birch, Mahogany
Finish, Oak, Golden Finish.

Write for Prices

Rees, Dayton, Eastman
and Hawthorne Streets
CHICAGO, ILLINOIS

A.

.,—.,................,..........,-................,.......,-...............,..............,-.......,
.■. i
i 
Trained Men in Demand j

I
i 'NI this day and age fine work is demanded.

I The fine workman gets the business. Do the 1

i 

finest work, enjoy the easiest hours, join the
class of the most respected—by being an expert.

1 

It pays to do good work

1

1 • 

We Can Increase Your Business

We Can Increase Your Salary 1
1 ........-- -- THE REES SCHOOL i
i F. H. REES, Director

1

1
 affords advantages that cannot be secured elsewhere. We teach General

Engraving, Card Engraving, Die Cutting, Cutting for Enamel Coloring,
Diamond Setting, Watch, Clock and Jewelry Repairing. We teach every-

1 thing necessary to know in a jewelry store. We teach our students
business methods.

Be a master of your business; the poor workman fails, the fine

! 

workman wins.
Ours is a strictly high class institution, equipped with the

best ; finest location, finest building, in a beautiful city. Everything the

i

1
I best. Write me, I want to tell you about a school 23 years old, founded

on merit.
If you will drop me a card I will send you free of charge our

1
 new beautiful School Catalogue; also catalogue of "The Rees Special,"

gravers, the finest tool made.

I
Even if you cannot come, write us ; we have a suggestion of interest to you.

i 
The REES SCHOOL r;fr.rainniteROCHESTER, N. Y.

1

ua a nfli 4d. iFnagu, rg tr..

Artistic Hand-Made Banquet Rings
SILVER, WITH GOLD ORNAMENTATION

REAL STONES OF ALL KINDS

IKKO MATSUMOTO, Manufacturing Jeweler
Room 316 American Central Life Building, INDIANAPOLIS, IND.

OLD PLATED WARE, BRONZE FIGURES, STERLING SILVER, ETC,
REPAIRED AND REPLATED TO LOOK EQUAL TO NEW

GOLD PLATING, SILVER PLATING, OXIDIZING,
POLISHING, LACQUERING

1 Before Repairing

IVI■was.sts-wsiw.st■wiw.sts■sw■401■4”waiw.es-•••■440■11..stis■Sts1ttr.us in..tX
I 

ESTABLISHED 1892

We furnish any size new BRISTLE
BRUSHES, CELLULOID COMBS,
CUTICLE KNIVES, BUTTON
HOOKS, NAIL POLISHERS ETC.,
and fit same to any shape mountings.
CHATELAINE BAGS repaired and

relined with Silk, Chamois, Suede or
Kid.
DESIGNS AND ESTIMATES for

special Sterling Silver pieces furnished.

Work called for and delivered.

-am- •

After Repairing

LOUIS J. MEYER PHILADELPHIAL1TEEr 
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rosperous Fall and Holiday Trade Now Assured—J. C. Walk & Son Now Located

in Their New Quarters—Customers Select Engraving Designs from Sample
s

Executed on Goods—A Three-hundred-year-old Clock—Jeweler's Novel Win-

dow Attractions

Indianapolis, August 25.—Conditions through-
(Hit Indiana are pronounced very favorable for a

tine fall and holiday trade. Crops are excellent,
e;pecially corn, mining conditions are good and
ven the old bugbear "presidental year" is looked

upon as no draw back to a splendid finish to the
usiness side of 1912.
The Indiana State Fair from September 2 to the

b, will draw many buyers to the city. Jobbers are
Kpecting a large number of their customers at that
lime and traveling forces will be kept in the city
to help entertain them.
The Board of Trade, Commercial Club, Trade

Association and Merchant's Association, through
their directors, have accepted an invitation from
the State Board of Agriculture, to visit the fair
on Labor Day, September 2. It is estimated that
about 1,000 wholesale and retail merchants and
manufacturers will attend, many of whom have
not attended a state fair for twenty years but as
Labor Day is a holiday it will not interfere with
business.
The Wiegel Show Case Company has removed

from South Meridian street to 133 South Pennsyl-
vania street. Lafe Johnson, manager, is very
much pleased with the new location. He says—
"We now have a real factory building with all that
that means in the way of increased facilities for
handling the business. "We have over 30,000
feet of floor space, with 80 feet front, a complete
manufacturing department and a splendid sales-
room". This business was established by William
Wiegel in 1877 and is well known to the trade,
There are few jewelers in the state who haven't
some piece of store fixture that was manufactured
by the Wiegel Company.
A "Dissolution of Partnership Sale" is being

conducted by the Indiana Jewelry Company, at
107 West Washington street.

Jewelry Firm in New Quarters

For the past fifty years or more J. C. Walk &
Son had occupied practically the same location
on the north side of Washington street, between
Meridian and Pennsylvania streets, on August
'!0 they crossed the street and settled in the very
nuch larger and handsomer quarters that had
teen especially built for them, in the Merchants'
clank building. It will require some little time
)efore everything is in complete order. The
Tening is an event looked forward to with eager-
less by the people of Indianapolis and the cities
tn the interurban lines. The work shop, on the
eventeenth floor, in charge of Louis Bassler, can
lot be completed before the first of the year. As
tuickly as the building is sufficiently completed
his workshop will be connected with the store
oom on the ground floor, by an elevator chute.
Kluger & Geyler is the name of a manufacturing

ewelry and diamond setting firm that has opened
n room 311 American Central Life building. Max
Kluger was formerly foreman of the A. P. Craft
Company's shop and Fred Geyler was a stone
,etter for the same firm. Both men have had
Inuch experience. They will do an exclusive
rade business. The KEYSTONE wishes them suc-
cess in their new undertaking.
Lam Larsen, watchmaker with the Capital

Jewelry Company, is visiting relatives in Minne-
iota.
A. G. Berg, of Berg & Graf, will attend the

annual convention of the Indiana German Al-
liance to be held at Lafayette, Ind., early in Sep-
tember. Mr. Berg is vice-president of the organi-
zation.
John P. Mullally, president of the Retail Jew-

elers' Information Association, went to Cincinnati
August 17 to attend the convention. Mr. Mullally
is a retail jeweler of this city.

I. Miller, engraver and manager of the manu-
facturing jewelry department of Charles Mayer &
Co., has recently installed new polishing machinery.
He now has two modern lathes run by electricity

that fulfil all the requirements of the state law in
regard to the erection and running of factory
machinery. Mr. Miller is a skilled artist in the
designing and engraving trade, and spares no
trouble to give the firms' customers just what they
want in his line. At considerable expenditure of
time and money he has provided each department
with beautiful samples of engraving best suited to
the articles sold in that department. In the silver-
ware department is a large Sheffield plate tray
that shows a wonderful variety of engraving in
designs suitable for flat or hollow ware. The watch
department shows a number of watch caps, of
different sizes, beautifully engraved in designs
and letters best adopted to watches. The sales-
men in the toilet department can show his cus-
tomer just how a name or monogram in different
colors, will appear on a Parisian ivory toilet article.
The idea of showing the styles of engraving on the
metal or material to be engraved instead of on
paper has been greatly appreciated by the cus-
tomers and has helped the salesman to make many
a sale. Mr. Miller has written a number of fine
articles on designing and engraving that have been
published in various art journals of the country.
John Simcox, a peddler of silver polish, was re-

cently arrested in this city for peddling without a
license but was discharged after he had proven to
the satisfaction of the Judge that the city ordin-
ance did not affect him because he manufactured
his own goods. Simcox unwrapped a chunk of
the "raw material" and after kneading it in his
hands until it was soft, he stamped it with an
iron bearing his name and the name of the polish.
At a recent meeting of the Indianapolis Business

Men's Association the members decided to begin
an active campaign against the trading stamp
practice. A number of jewelers have been issuing
trading stamps to their customers.

July 1, The Capital City Jewelry Store, 133
East Washington street, finished its first year in
business. The steady growth of the business has
been most gratifying to the managers.
In speaking of the outlook for a good business in

diamonds J. C. Sipe said "Because of the fact that
my business continues to grow I bought heavier
than even on my July visit to Amsterdam, Hol-
land. I am proud of my immense stock of care-
fully selected stones and am confident of a big
business."
Wolf Sussman, proprietor of the State Loan

Office, 251 West Washington street, has connected
his place of business with the Western Union
Telegraph Burglar Alarm system. He is guarding
against a repetition of his heavy loss by burglary,
last spring.

William F. Krieg, traveling representative for
the Catholic Supply House of Indianapolis, De-
troit and Toledo, has returned from a vacation at
Cedar Point, Ohio, and is preparing to start on his
regular fall route.

Louis W. Krieg, manager of the Indianapolis
branch of the Catholic Supply House, enjoyed a
fine motor trip last month. Detroit, Toledo and
other lake cities were visited. Mr. Krieg drove
his own car and was accompanied by his wife and
family.

Jacob H. Griesser, manufacturing jeweler, who
has been undergoing treatment for a severe nervous
disorder, is reported to be improving.
B. E. Jahnke, manager of the Sterling Jewelry

Company, is on a combined business and pleasure
trip to New York and other Eastern points.
A. Schroeter, formerly with the manufacturing

house of Gebhardt Brothers, Cincinnati, has ac-
cepted the position of foreman in the manufactur-
ing shop of the A. P. Craft Company, Indianapolis.
The firm is turning out a number of large orders for
emblem rings.
Edward J. Kappeler, has returned from a vaca-

tion in the country. Mr. Kappeler recently
purchases a nice piece of residence property in
Tuxedo Park.
One of the most attractive spots on Jefferson

avenue is the flower garden of Fritz C. Bonnet.
Mr. Bonnet has two absorbing interests in life—
his jewelry business, at 228 North Illinois street,
and his flower garden at his home. In the latter
he claims that he finds all the rest and recreation
necessary to successfully conduct his business.
In the jewelry store of C. C. Hollingworth, 1631

Howard street, West Indianapolis, is displayed a
clock three hundred years old that is attracting
much attention and several offers have been made
for it by persons desiring to purchase it. The
clock is over seven feet high and keeps excellent
time despite its old age. The maker is unknown,
there being no marks about it that would disclose
his identity. Its works, excepting the escape
wheel and the weight at the bottom of the pendu-
lum, are made of wood. The gear wheels are
carved out of apple wood, while the box con-
taining the movement is oak. The outside of the
case is of cherry. According to the history of the
old timepiece, as compiled by J. C. Allen its
present owner, it was made in England during
the sixteenth century. Originally the clock was a
. wall sweep and was not placed in its present case
until some time after it was brought to this
country.
The Federal Engraving Company, has been

improving and enlarging their quarters in the
Unity Building on East Market street. The
office and engraving room in charge of J. A. Elkins,
has been moved from the fourth to the second
floor, and the press and embossing machinery and
stock rooms, located on the ground floor. William
Hall is in charge of that department. This firm is
well-known to the jewelry trade, especially those
jewelers who conduct stationary departments or
take orders for engraving.

Novel Window Attractions

I. Secttor, of the Hoosier Jewelry & Loan Corn-
pany, on Massachusetts avenue, is one of the best
"window advertisers" in the city. In addition to a
fine window display of goods he always has some-.
thing to attract the eye. Recently there appeared
in his window a large placard on which was an
immense diamond stud and this inscription.
"This $700 diamond given free to anyone

who is contented." Leave name inside.
A great many people left their names and ad-

dresses without realizing that if they were really
contented they would not covet the diamond.
Another one of Mr. Secttors' attractions is:

A large square of plate glass laid flat, in the win-
dow and in the center of it a card lettered "A $
goes a long ways here." A crisp dollar bill travels,
on the glass, around that card, never stopping and
apparently without anything to make it go. The
motive power was a magnet placed on a revolving
wheel under the glass plate.
Hayden B. Davis, formerly of Chicago, has taken

a position with the Indianapolis Manufacturing
Jewelry Company, in the State Life Building.

Chris. Bernloehr & Bro., in the Odd Fellow's
building, are gradually working out a general jew-
elry business into an exclusive watch and diamond
trade. They recently disposed of the stock of
silverware and wall cases.

George W. Dick, a well-known silver-plater on
Virginia avenue, recently turned out a big order

for silver plating headlights for the Lake Erie &
Western Railway.
Frank Young has opened a jewelry and watch re-

pair shop at Beech Grove, a busy suburb that has
grown up around the Big Four railway shops south

of Indianapolis.
Fred Phaud, head of the house sales force for

C. W. Lauer & Co., is back from a two weeks vaca-

tion.
H. A. Comstock is back from a successful fishing

trip near Manchester, Ind. During his absence

Miss Callihan had charge of the store. Miss

Callihan spent her vacation in Detroit.

A large picture of "Father Time" of the Elgin

National Watch Company, fell from the wall in

the salesroom of Baldwin Miller Company. No

injuries were sustained by that well-known figure,

not even the big glass in the frame was broken.

J. E. Reagan spent a few days last month at

Ludington, Mich., and in Chicago.

J. 0. Ernsberger, of Bluffton, Ind., is home from

his vacation, which was spent "in old Virginia."

(Continued on page 1796)
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KANSAS CITY
THE FACT IS

Goods Well Displayed
Are Half Sold

Neat, well-made Cases and Fixtures are absolutely
necessary. You will be interested in Our Line.

WRITE US TO-DAY

A. R. JACKSON, KANSAS CITY
SHOW CASE WORKS CO.

KANSAS CITY ;Eri% MISSOURI

WOODSTOCK-HOEFER
WATCH & JEWELRY CO.
Keith & Perry Building
9th & Walnut Streets Kansas City

Complete Lines of

Diamonds, Watches,
Gold and Filled Jewelry,
Silverware, Clocks, Cut
Glass and Novelties

Orders filled from any legit-
imate catalogue published

Give Us a Trial Wholesale Only

WASCHAU'S AUTOMATIC STOP
FOR DISK GRAPHOPHONES

The one thing needed
to perfect the mechan-
ism of the grapho-
phone is the

AutomaticStop
which is used with a
pin on under side of
the disk and the stop
is screwed on to the
side of the machine, as
shown in illustration.
The record is p!ayed
and the stop shows
exactly how many
revolutions it has
made. This number
is scratched or cut on
the record, then when
it is played again you  
merely set the stop to
the desired number
and start your piece—
it stops automatically without scraping or scratching the record. This stop is
made of brass, nickel or gold plated, and the figures are finished in enamel,
making an attractive addition to the graphophone.

Price for Nickel Finish—to the dealer —$4.00 list. Retails, $3.50 net
" Gold Plated " " 6.00 " 44 5.00 66

Edwards-Ludwig-Fuller Jewelry Co.
Formerly EDWARDS & SLOAN JEWELRY COMPANY

KANSAS CITY, MISSOURI

TOOLS MATERIALS

OPTICAL GOODS

MEYER JEWELRY CO.
12th and Walnut Streets

Boley Building

KANSAS CITY MISSOURI

Jewelry Manufacturing

and Repairing

DON'T FORGET A. N. R. J. CONVENTION

KANSAS CITY, AUGUST, 1912

s ptember 1, 1912

DALLAS

THE

I. autiful New Store of Pike & Kramer
 Formally

Opened—Fred Studer, of Waco, Returns from

Kansas City Convention—Pleased with the

Big Gathering and its Work.

Dallas, Texas, August 21.—The new store of

I ke & Kramer, in the Southwestern Life B
uilding,

■ is formally opened a few weeks ago, adding

'other magnificent establishment to the hand-

s ,me retail jewelry stores of the city. From the

( itrance to the end of the long, large room, 
the

1 and of the artist and skilled workman is plain
ly

)parent. The interior decoration is satisfying

the most exacting taste. The woodwork is in

Circassion walnut exquisitely plain and beautiful.

The wall and ceiling decorative motif blends har-

moniously with the furnishing and finishing

,,eheme. The stock is as varied as it is select, and

( omprises the richest and most artistic in all lines

el jewelry.
On August 4, Fred Studer, of Waco, Texas, left

lor Kansas City to attend the jewelers' convention.

Mr. Studer is treasurer of the Texas Retail Jewel-

ers' Association, and at the last convention was

chosen to represent the Texas jewelers at the

National Convention. It is with great pride that

:Mr. Studer carried with him this year the best

report yet sent up from Texas. Our jewelers

seem to be waking up to the great benefit to be

derived from their organization and today the

same is in a very encouraging condition.

The firm of Darling & Tachabold, of Houston,

Texas, recently changed its name to W. A. Darling.

Spurlock-Martindale Company, of Jacksonville,

Texas, recently sold out to C. H. Allen.

The firm of the Mills Jewelry Company, Mar-

Alan, Texas, has been succeeded by N. T. Mills.

J. H. Barron, of La Mesa, Texas, recently

bought the remaining jewelry stock of J. K. Greer.
lie also purchased R. H. Beanes' jewelry store in
Cuero, Texas, and will conduct both establishments
at their present quarters.
P. A. Lewald, southern representative for The

Keystone Watch Case Company, recently spent
,everal days in Dallas, and reports business very
good.

Colonel R. P. Hill, auctioneer, has been quite
iI1 and confined to his bed, having undergone a
4erious operation. He is reported better, however.
And his many friends wish for him a speedy
recovery.
W. Utay, in the employ of Linz Brothers of this

eity, has just returned from his summer vacation.
F. J. Woods, well-known watchmaker and jewel-

er of Lewisville, Texas, was in Dallas recently on
business.
Mr. Quest was a pleasant visitor among the

jewelers of Dallas recently. He was on his way
to his home in Sweetwater, having just spent some
time in Galveston recuperating. He has recently
purchased the stock of W. W. Woodward, of
Sweetwater, and upon his return to that city,
will open a store for himself.
W. C. Emmerson, engraver for A. A. Everts Com-

pany, of this city, has just returned from a two
weeks' vacation.
Tom M. Price, leading jeweler of Cooper, Texas,

is the proud and happy father of a bright baby
girl.
George E. Cordil, watchmaker of Lone Oak,

Texas, recently spent the day in Dallas calling on
the wholesale jewelers.
E. B. Cullom, leading jeweler and watchmaker

of Mesquite, Tex., recently had the misfortune
of losing his wife. His friends will be sorrowful
to learn of his sad bereavement.
E. Hall, who recently suffered a fire loss in this

city, has again opened up his place of business on
Main street, and will be glad to see his many friends

and patrons.
Fletcher Allen, of Kosse, Texas, who was dis-

abled for some time from a serious accident in a

runaway, is now able to be up.
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E. J. Hurst, formerly with the J. J. Sweeney

Jewelry Company, of Houston, Texas, is now

watchmaker for J. M. Caldwell, Bryan, Texas.

M. 0. Nobby has recently withdrawn from the

firm of Nobby & Company, Inc.
S. W. Risen, has recently accepted a position

with the J. J. Sweeney Jewelry Company, of

Houston, taking charge of the repair department.

J. E. Ford, formerly of Marietta, Okla., has

recently moved to Hydro, Okla.
E. J. Thomason, leading jeweler and watch-

maker of McGregor, Texas, recently spent several

days in Mineral Wells.
R. L. Russell, of Farmersville, Texas, recently

spent some time in Galveston, and is now in

Mineral Wells, Texas.
Victor Brazell is now back at his post at the

repair counter of Linz Brothers, having been away

for some two months on account of serious illness.

F. R. Putnam, of Weatherford, Texas, recently

spent several days in Garland, Texas.
Miss Woods, formerly with Shuttles Brothers &

Lewis of this city, has accepted a position with

Pike & Kramer.
C. W. Johnson, for some time with the A. A.

Everts Company, of Dallas, but who recently

opened up a business of his own in Garland,
Texas, was a pleasant visitor among the jewelers

of this city recently.
The Saunders Drug Company, of Bonham,

Texas, recently sold out to W. Perry Claypool.

J. P. Inman, of Midland, has recently sold part
interest to Mr. Mims, and in the future the name

will be Inman & Mims.
Mr. Kay, of the of firm Kinnear & Kay, Winona,

Texas, recently sold his interest to Thomas P.
Kinnear.
E. T. Wilton, of Houston, Texas, recently

suffered a property loss of $75 from robbery.
Sanders Brothers, of Paris, Texas, were recently

robbed of about $700 worth of jewelry.
V. Hafner, of Hillsboro, Texas, has recently sold

his interest in the Walter-Hafner Jewelry Company

to L. H. Walter. Mr. Hafner has retired on account
of ill health.

KANSAS CITY

Local Trade and Market Benefited by Big Na-

tional Convention—Good Crops Assure Pros-

petous Fall and Holiday Trade

Kansas City, August 20.—The large attendance

at the recent national convention in this city,

the confidence expressed by the visitors in the

immediate future of business, and the liberal orders

which many of them left with the jobbing houses,

have created enthusiasm among the city trade.

The fine crops now assured have also had a most

beneficial influence, and altogether the situation

is the most favorable that has confronted the

jewelers for several years. The large attendance at

the convention served an excellent purpose in

spreading the fame of the Kansas City market and

extending its trade area. The vacation season

is now being brought to a close, and all have en-

tered upon active preparation for the busy fall

business within sight.
John Dougherty, of the Porter & Wiser Jewelry

Company, has returned from a vacation spent in
Canada.

J. 0. Stott, of Paola, Kan., was a Kansas City
visitor recently.
C. 0. Dietterich, for many years an employe

of the Woodstock-Hoefer Watch & Jewelry Corn-
pany, has taken a position as salesman with the
Hoefer Jewelry Company in the Merry building.
A. R. Kane and wife, of Baxter Springs, Kan.,

were guests of Mr. and Mrs. D. B. Ward, of Kan-
sas City, for several days recently. Mr. and Mrs.
Kane were on their way home from an extended trip
to New York and other eastern cities.

Will Terwillinger, of the material department
of the Meyer Jewelry Company, is on his vacation.
Henry Whitlark, bill clerk of the Woodstock-

Hoefer Watch & Jewelry Company, was married
August 14 to Miss Edith Winslow. After a short
honeymoon trip to Colorado, Mr. and Mrs. Whit-
lark will be at home in Kansas City.

Mrs. S. E. Woodstock and her sister, Mrs.
Hortense Pendleton, are expected to return to
Kansas City early in September. They have been
traveling through the Pacific coast states for ten
weeks. Since the death of the late S. E. Wood-
stock, Mrs. Woodstock has been the principal
owner of the Woodstock-Hoefer Watch & Jewelry
Company, of Kansas City.
Mrs. Henry Norton, wife of Henry Norton, of

the C. B. Norton Jewelry Company, has been
visiting her mother in Atchison, Kans.
0. A. Reed, traveler for the Clark Tool & Ma-

terial Company in the Merry building, has returned
from a two weeks' trip. He reports business very
good with the best prospects this territory has
known in years.

Miss Vergie Vaughn, of the jewelry department
of the Edwards-Ludwig-Fuller Jewelry Company
is on her vacation.
R. L. Searfoss, of Odessa, Mo., was in Kansas

City for several days recently buying his fall
stock. He is expecting a fine business not only
for staples but for the finer grades of goods.

Miss Bessie Marshall, of the Woodstock-Hoefer
Watch & Jewelry Company, has returned from a
vacation spent in Colorado.

J. B. Hampton, of Colby, Kan., was in Kansas
City buying fall goods the latter part of last month.
A. J. Roberts, of Caney, Kan., heard the rain

fall and hurried to Kansas City last week to buy
more goods. He says the rain was worth several
million dollars to the people of his vicinity and he
proposes to get his share.
A. Jacobson, of Topeka, was on the Kansas City

market recently. He reports business good and
prospects unsurpassed.

Miss Katherine Porter, of Porter & Wiser Jew-
elry Company, is spending a few weeks at Excelsior
Springs, Mo.
The report of the death of W. J. Peaslee, at

Galatin, Iowa, was received with deep regret by
the Kansas City trade. Mr. Peaslee was well-
know here and was very popular.

Hand-made Jewelry

"Not since the days of the Venetian goldsmith
and jewelry workers has the art of the jeweler
reached such perfection as it has in the opening
years of the 20th century. There has been an in-
creasing demand for hand-matle jewelry of late
years due in a great measure to the interest mani-
fested for the arts and crafts work so popular
nowadays. Years ago people were well satisfied
with machine-made jewelry owing to its close
resemblance to hand-wrought work. With the
perfecting of the art of jewelry making people have
become more and more keenly alive to the super-
iority of handwork over machine-made," said
Mrs. Arthur P. Trombly yesterday in discussing
the movement toward hand-work in jewelry.

"The designing of hand-made jewelry by artistic
designers has been another cause of the revival.
In the hand-wrought jewelry of the present there
has been a return to the old methods with the result
that we have more perfectly made and more ar-
tistic jewelry."
"The revival of hand-made jewelry started in

France and has spread throughout Europe and has
come to stay in America.
"The jewelry wrought by peasants of Europe

are fine examples of hand-made work. Artistic
designers imitated this work, realizing the likeli-
hood of its popularity and were the first to excite
an interest in hand-made jewelry. The work
being done by the peasants of today is a reflection
of the jewelry made for generations.
"This movement is not a mere fad to be forgotten

in a few years. It has come to stay and goes to
show that the jeweler's art has been improving
with time and is ever nearing perfection. The
artisans of today are careful, conscientious, crafts-
men and never lose sight of the ideals of those
ancient workmen, the Greeks, the Egyptians,
without which they never could have accomplished
that exquisite workmanship that has been at once
the despair and the admiration of modern crafts-
men.
"Just as fashions in gowns originate in Paris,

that city is the center of the revival, and the father
of the revival is Rene Lalique, the greatest of
modern artists. He has a large following in
America as well as abroad."
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CINCINNATI

Business Continues to Improve—August far Ahead of same month Last 
Year—Organi-

zation Meetings Bring Many Visitors—New $1,700 street clock to replace 
Demol-

ished One—Jobbing Firms Move to New Quarters.

Cincinnati, August 21.—The prosperity which

jewelry interests in Cincinnati have enjoyed

during the month of August might almost be

termed surprising. The trade has been far ahead

of the same month last year, on the whole, and

some jobbers have declared that business was

"never better." The greatest activity has been in

the wholesaling end of the trade, which has found

sales in the vicinity and south especially good.

In fact the degree of prosperity enjoyed by the

jobbing trade is best attested by the removal of

two houses during the past month to six story build-

ings, of which in each case they occupy all but the

ground floor. The retail business also has been

promising and the manufacturing as well, both

making greater strides than at the same season a

year ago. Collections have hardly kept pace with

sales, however, and, while good, furnish the single

less satisfactory element.

The "Made-in-Cincinnati" show the latter part

of the month, held in conjunction with the conven-

tions of the National Commissary Buyers' Asso-

ciation and the Retail Jewelers' Information

Association, attracted a great deal of comment.

One of the prettiest displays was that placed in

the window of Barker and Friesens' jewelry store

on Fountain square by the D. Gruen Sons' Com-

pany. The exhibit of "Verithin" watches was

tastefully arranged. One of the moving spirits

in the Home Products movement was C. Oskamp

Daller, now with the John Douglas Plumbing

Supply Company, formerly connected with the

Clemens-Oskamp Company.

S. and H. Gilsey recently filed a suit for injunc-

tion and $1,000 damages against the Oskamp

Jewelry Company. Both firms are in the build-

ing at the northwest corner of Race and Seventh

streets, the Oskamp Company, a retail establish-

ment occuping the ground floor and S. and H.

Gilsey, a jobbing house, the second floor. The

Oskamp Company has a big electric sign hung

over the entrance and right under the windows of

the Gilseys. Because of this the latter allege in

their suit that prospective customers have con-

fused the. two firms, thinking Gilsey's were retail

dealers and thereby their good will has been in-

jured.
Some delay has been experienced in the construc-

tion of the new factory of the Herschede Hall

Clock Company, on McMillan street, and it is

problematical whether it will get in before winter.

In the Radeloff murder case which attracted the

attention of Cincinnati the last half of August,

Saul Cl. Bingaman, of Bingaman & Co., was

summoned as a juror. He was excused on the

plea of ill health.

E. J. Fox, of Lindenberg & Fox, spent three

weeks at Omena, Mich., in August with his family.

Raymond J. Frommyer, son of Eugene From-

myer of Klein Brothers, was married recently to

Miss Mayme Shepherd of Dayton. The young

couple left immediately for a honeymoon tour of

the lakes. Mr. Frommyer, junior, is employed

at Klein Brothers. Eugene Frommyer returned

from a trip in Illinois for the ceremony and the

young man was unfortunately forced to cut short

the wedding journey because of the press of busi-

ness.

Ed. Schumer, of Gebhardt Brothers, and Miss

Norma Best, of the Oskamp Nolting Company,

will be married the first week in September.

Miss Best is a member of the Entre Nous Club of

the latter company and for the past few weeks

has been handsomely feted, At a dinner at the

home of Miss Pauline Seidel she was given a

plate shower and at a later meeting she was given

"miscellaneous" shower.
The Coddington Manufacturing Company, in

which several retail jewelers were interested on its

removal from Hamilton, Ohio, to Cincinnati,

has changed its name to the "George H. Link

Manufacturing Company." • Mr. Link bought

out his partners in the company, discontinued the

wax making end of the business, and has devoted

his energies to the shoe blacking department. He

had a display at Smith Kasson's during the Home

Products display.
Mrs. D. Jacobs, A. C. Jacobs and Mr. and Mrs.

Julius D. Jacobs, of the D. Jacobs' Sons Company,

left the last part of August for a short sojourn in

Atlantic City.
A very enjoyable outing was given the office

force of D. Gruen Sons & Co., a short time ago at

Coney Island. There were eighteen in the party

which was headed by Mr. and Mrs. Fred Gruen.

Charging that he did not keep his promises of

free rent for three months and $2,000 in cash in

return for permission to sell the building she oc-

cupied, Mrs. John Bertling, widow of one of the

best know retail jewelers in Cincinnati, recently
filed suit for $2,000 against Joseph Daller, former
owner of the property at 1115 Vine street, the
location of the Bertling store. In her suit Mrs.
Bertling relates that when her husband purchased
the jewelry business from Mr. Daller, who then
retired, in 1895, he did so with the stipulation that
Daller should not sell the building without consent
of Bertling, and if that was given and the sale
brought over $25,000, Bertling was to get $5,000
of it Soon after Mr. Bertling's death last spring
Mr. Daller had a chance to sell the building. Mrs.
Bertling says in her suit that she gave permission
to go ahead with the sale on the condition that she
was to receive three month's rent free and the sum
of $2,000. She charges that neither promise has
been made good, and seeks to recover the sum.
Edward Mittendorf, former manager for the E.

& J. Swigart Company, and more recently in a
jewelry partnership in Bluefield, W. Va., has
severed that relationship and opened a handsome
store on Gilbert avenue, near Peebles' Corner,
in Cincinnati. He has also an optometry parlor,
and altogether one of the nicest establishments
in the suburbs of Cincinnati.
The handsome clock that adorned the front of

the Clemens-Oskamp premises so long that it
became the trademark of the firm was knocked
over and broken recently by a girder being carted
to the new skyscraper of the Union Central Life
Insurance Company, just beyond. Contracts
have been let for a new clock at a cost of about
$1,700 and it is expected that it will be up, an
exact duplicate of the old one, by the middle of
September. Suits for damages are contemplated
by the jewelry concern. The illness of a sister
brought in George Heeb from northern Ohio, the
latter part of August. John C. Dallers, Jr., re-
turned the latter part of the month from a pleasant
vacation on the banks of the Little Miami river.

Louis Lange, of A. C. Schwab and Sons, re-
turned the last of August from a vacation with his
family at Green Lake, Wis.
C. W. Lucius, of the Frank Herschede Company,

did not get back until toward the close of August
from a trip out west.

I. Schwartz has opened a store at 909 Vine

street. He was for some years on Sixth avenue

near Walnut street, and later on Vine near Sixth,
until raise in rents caused him to vacate

W. S. P. Oskamp spent a large part of August on
a fishing trip in Minnesota. The realty transac-

tions of the president of the Oskamp Jewelry Com-
pany continued to excite a great deal of interest in

Cincinnati in August. Excavating began for the
erection at 809-11 Race street, of a six-story

building costing $60,000 which Mr. Oskamp is
putting up.
An appraisement of the assets of Adolph F.

Schmidt, of the Emery Arcade, who was recently

thrown into involuntary bankruptcy last week
showed about $6,000 worth. In an assignment
made before the filing of the bankruptcy proceed-

ings Mr. Schmidt gave his assets at $9,000 and his
liabilities at $5,500. Courts are not sitting re-

gularly this hot weather, so that the appointment
of a bankruptcy trustee may not be made before
the first of September. The appraisers appointed
by the United States Court were Walter Mayer,
of Wallenstein, Mayer & Co., Edward Herschede,
of the Frank Herschede Company, and Burton
Fox, of Fox Brother. The receiver is Stanley C.
Roettinger. Mr. Schmidt's assignment was made
under the plea of poor business and health, and was
followed the day after by a petition asking a re-
ceiver. Mr. Schmidt was given six months time
in February to put his business on a paying basis
after an assignment made in January. He
pleaded poor health and overstocking and his
creditors acceded to his wishes.

John Williams, whose father was one of the
pioneer jewelers of Rising Sun, Ind., has just come
back to the old home to re-enter the jewelry busi-
ness there. Mr. Williams has been engaged for
ten years in the jewelry business in New Orleans.

Charles Anish, an old Cincinnati boy, is spending
his vacation in the city. He is located in Vicks-
burg, Miss.
The new catalogue of the Clemens-Oskamp Corn-

pany, is getting ready for the press. That of the
Wallenstein, Mayer & Co., is also well under way.
It will be over 200 pages larger than last year's

Charles Seiglitz, a Vevay, Ind., jeweler passed
through Cincinnati recently in company with his
son bound for a vacation in Michigan.
A voluntary petition in bankruptcy was filed

in the U. S. District Court in Cincinnati by D. A.
Butcher, retail jeweler of Dayton, Ohio. Mr.
Butcher listed his liabilities at $2,201.98 and his
assets at $4,150, consisting of stock in trade $1,200,
leases signed for goods sold on the installment
plan $1,750, and fixtures at $200. L. Gutman &
Sons' Company of Cincinnati, holding a claim of
$923, applied for a receiver and R. E. Cowden of
Dayton was appointed.
The Fruh Jewelry Company, recently moved

into new quarters at 2179 Central avenue, from
its established stand at 1107 Harrison avenue.
The business will continue to be looked after
largely by Mrs. Gus Schneider, formerly Mrs.
Fruh, now the wife of the floor manager of the
E. & J. Swigart Company. The new building was
remodeled for the needs of the jewelry trade. Its
white enamel ceiling is the first to be put in by a
local jewelry concern.

Louis C. Eisensmith, of Newport, Ky., a vice-
president of the National Retailer Jewelers' In-
formation Association, has just formed a partner-
ship with E. G. Lohmeyer, a competitor not far
removed on York street, Newport, and the couple
has purchased the building at 828 Monmouth
street, had it remodeled, and plan to get in about
the first of September. The combination will be
known as Eisensmith & Lohmeyer. Each has
been in business in Newport for nearly twenty-
five years.

Victor Gebhardt, of Gebhardt Brothers, is just
now finishing a trip into the north that has lasted
nearly a month. He went in his machine with a
party of friends, joining his wife in Michigan.
Robert W. Francis and Pat Devine were arrested

here August 20, because of their alleged connection
with the robbery of the Wehrley & Hoke jewelry
store in Portland, Ind., which took place Saturday
night, August 17. Watches, rings and trinkets to
the extent of $260 were taken, and it is said by the
police that some of the jewelry was found on the
men. Word was received late last night that
Chief of Police Tieben had left for Cincinnati
after receipt of the descriptions of the two men.
The arrest was made on Fifth avenue, by Detec-
tives Bell and Hayes.
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Bright Crop Prospects Reflected in Improved Business—Preparation for Revival of

St. Louis Fair, September 23-28—Visitors to Kansas City Convention Well

Pleased with Big Gathering—Winding Up Vacation Season

St. Louis, Mo., August, 22.—General business
conditions in and about St. Louis are continuing
the improvement noted last month. Collections
are for the most part satisfactory. With some
retailers there is still a tendency to buy on the
hand-to-mouth basis only, but this hardly repre-
sents a change in policy since merchants through-

out this territory have for some time past been
buying largely to fill actual consumptive require-
ments. Although this cautious buying does not

give the manufacturers the large volume of advance
business that is often seen at this time of year, it
shows that the retail merchant is favorably sit-

uated with respect to restocking as soon as the
actual demand comes.
Owing to its location in a section which is largely

dependent upon agricultural pursuits, St. Louis

is very greatly affected by crop conditions. The

prospects now favor a materially increased yield

of all crops, although it is too early to speak with
a full assurance on this point.
It is recognized, however, that the situation is

highly satisfactory and that unless some unlooked
for disaster should be encountered the production
of grain in this vicinity will be sufficiently above
last year to add materially to the prosperity of the
people in this territory.
Money is becoming a little more valuable all the

time, and in most of the small centers, the banks
are already pretty well loaned up.
It is noteworthy, too, that many of the banks

which, a year ago, during the period of the very
low money rates made some large investments in
short-term railroad loans, have begun to convert
those securities into cash, and are now placing
their money in commercial paper of various ma-
turities. This change of policy is significant and
shows that the banks are receiving a much broader
inquiry from commercial borrowers and from their
own customers in particular.
The outlook is for a continuation of this busi-

ness-improving tendency and, if the crops turn
out as well as present conditions promise, for
thorough-going prosperity this fall.
The semi-annual dinner of the Franklin Avenue

Progressive League took place Thursday evening,
August 8. There were about two hundred present,
among the number being many jewelers who are
members of the organization.
The Blauner Clock and Silverware Company

of this city, has been incorporated with a capital
stock of $2,600, fully paid. Incorporators—
Robert J. Blauner, 9 shares; Robert G. Blauner
and Magdalene Blauner, each 8 shares. The
corporation is to carry on wholesale business of
dealing in clocks, silverware, jewelry, novelties
and kindred lines. Robert J. Blauner was formerly
secretary of the Weidlich Jewelry Company.
The Unit Amusement Company, of this city,

was recently incorporated for $60,000. Among
the incorporators is 0. H. Kortkamp, president of
the E. H. Kortkamp Jewelry Company, who owns
66 shares.
In connection with the big revival of the old St.

Louis Fair during the week of September 23-28,
Mayor Kreismann has declared a half holiday for
big Thursday, September 26, which will be greatly
observed by all lines of business.
The third annual Made-in-St.-Louis week, a

campaign of St. Louis manufacturers, took place

at the Coliseum here from August 19 to 24. It
was backed by the Sales Managers' Association
and the Associated Retailers' organization, and
was quite a success.
Goodman King, president of the Mermod,

Jaccard & King Jewelry Company, left August 17,
on a six weeks trip to Europe. R. 0. Bolt, secre-
tary of the same concern, returned August 27,
from a two weeks business trip to New York.

J. J. Samesreuther, salesman for the same con-
cern, returned August 12, from a two weeks
vacation spent out in the state. Charles Stevens,
also with this firm, returned August 15, from the
National Regatta, which took place at Peoria, Ill.,
on August 13 and 14. E. J. Dorn, also salesman
for this concern, accompanied by W. L. Shumaker,
left August 15 for three weeks sojourn at the
Michigan resorts.
George J. Hess, president of the Hess & Culbert-

son, Jewelry Co. returned August 12 from a
two weeks automobile trip to Iowa points. S. E.
Bamber, secretary of the same concern, leaves
early in September for a two weeks business and
pleasure trip to New York and other points.
R. R. Evans, traveler for the Eisenstadt Manu-

facturing Company, represented that concern at
the National Retail Jewelers' convention at Kansas
City.

Brainard Ryan, credit man for the Eisenstadt
Manufacturing Company, left August 26 on a two
weeks vacation tour of the Great Lakes. Misses
Josephine Goodale and Alma Wipps, of this con-
cern, have returned from their vacations.
Wm. T. Zeitler, secretary of the local retailers'

association, returned August 10, after attending
the National Retail Jewelers' Association at Kan-
sas City.
F. W. Hoyt, president of the Hoyt Jewelry

Company, returned August 10 from a three weeks
trip through the Southwest. I. T. Fuller, traveler
for this firm, represented the concern at the recent
National Retail Jewelers' convention at Kansas
City. C. T. Rogers, of this concern, returned
recently from a two weeks vacation spent down
in the Ozarks.
H. W. Sippel, of the Sippel & Hyke Jewelry

Company, left August 17, on a two weeks buying
trip to New York and the jewelry manufacturing
centers of the east.

Charles Ens, recently with the Gerhardt Eckard
Jewelry Company, is now manager of the repair
department of the F. W. Drosten Jewelry Com-
pany.

Charles Benson, of the repair department of
W. A. Gill, accompanied by his wife returned Aug-
ust 14, from a two weeks visit in Iowa.
M. B. Loewenstein, secretary of the R. Loewen-

stein Jewelry Company, is now on a three weeks
trip through the south and southwest.
L. Harris, president of the Harris Diamond

Importing Company, and Samuel Kober, diamond
specialist, returned August 22 from a trip through
Illinois.
James J. Burke, president of the Brooks

Jewelry and Optical Company, is now on a ten
days business trip east.
M. Stiffelman, of M. Stiffelman & Company,

left August 17 on a months' western trip.
The Remoh Jewelry Company, expect to move

into their handsome new store at the southwest
corner of Washington avenue and North Sixth
street about September 1.
0. J. Pfeffer, president of the St. Louis Clock &

Silverware Company, accompanied by his family
returned August 10, from a week's sojourn down
on the Gascondy river in Missouri.

J. E. Riley, who travels for the W. F. Kemper
Supply Company, will also represent the St. Louis
Clock & Silverware Company in the future
Mr. Murrell has been appointed a traveler for

the St. Louis Clock & Silverware Company, and
will represent them in the west and southwest.

A. Maschmeyer, president of the Maschmeyer-
Richards Silver Company, accompanied by his
wife, is now on a several weeks trip to New York,
Atlantic City, N. J., and other points. D. P.
Richards, vice-president of this concern, and J. K.
Venable, their traveler, represented the firm at the
recent National Retail Jewelers' convention, held
at Kansas City.
G. V. Stieffels, vice-president of the F. W.

Drosten Jewelry Company, returned August 22,
from a two weeks vacation spent at Beaver Dam
Lake, Ill. J. J. Hagen, manager of this concern,
returned August 12, from a ten days trip to Colo-
rado Springs, Colo. Frank N. Hagen, who has
been manager of the repair department of the
F. W. Drosten Jewelry Company, has accepted a
position with the Charles S. Stifft Jewelry Com-
pany, of Little Rock, Ark., and left on August 15,
for that city.

J. Bolland, president of the J. Bolland Jewelry
Company, returned August 9, from a week's
business trip to New York. C. H. Lyle, secretary
of this concern is spending two weeks up in Minne-
sota. H. M. Kaye, salesman for this firm will
return about September 1, from a month's trip
to the Canadian Rockies and Pacific Coast points.
E. F. Dunker, of the E. F. Dunker Silver Com-

pany, returned August 12, from a ten days trip
through Illinois. E. H. Ackerman returned
August 27 from a ten days trip through Missouri.
The Whelan-Aehle-Hutchinson are making their

preparations to move into their handsome new
store at the southwest corner of Tenth and Olive
streets about September 1. Richard Whelan,
salesman for this firm, returned August 9, from a
two weeks vacation spent in the Ozarks. Samuel
Mathez, of the watch repair department, returned
August 24, from a ten days vacation spent at
Elsah, Ill.
Judge Victor H. Falkenhainer's division of the

Court of Criminal Correction, resembled a jewelry
store one day recently when $15,000 worth of
diamonds were being displayed in the trial of
Charles Fuerst, charged with grand larceny.
The charge was preferred by his wife. Jewelers
examined the diamonds and declared they were
easily worth the value placed on them by the wife.

Julius Wendl, of the Bauman-Massa Jdwelry
Company, accompanied by his family, returned
recently from a two weeks trip to Colorado points.
A. Schwartzman, superintendent of the factory of
the Bauman-Massa Jewelry Company, accom-
panied by his family, returned August 13, from a
two weeks vacation spent down on .the Gascondy
River in Missouri.
E. B. Stewart, Hope, Ark., passed through here

recently with his family on his way home from a
three weeks vacation spent at his old home in
Indiana.
The E. F. Maritz Jewelry Manufacturing Com-

pany, have just issued their annual catalogue
which they are distributing to the trade.
The Sales Managers' Association, left here on

a special train Monday night, August 19, at 11
P. M., to attend the annual convention of the
Commissary Managers' Association of the United
States, which met at Cincinnati, August 20, 21,
22 and 23. Two hundred persons were on the
train.
Word was received here recently by Samuel

Hotchner, the diamond importer in the Holland
Building, from his brother Henry Hotchner, now
in Antwerp, Belgium, who was forcibly deported
from New York, February 21 last as an unde-
sirable alien, although a citizen of the United
States, that he affirmed his citizenship, while being
carried to the ship, but that, nevertheless, he was
sent away. Proofs of Henry Hotchner's citizen-
ship has been obtained by Samuel Hotchner, and
his attorney, Shepard R. Evans, the case has been
brought to the attention of Congressman Dyer,
of this city, and steps will be taken to bring Henry
Hotchner back and make a claim for damages
against the United States government.
Well-known trade visitors here recently were:

A. Henler, Gillespie, Ill.; M. P. Wolff, Murphys-
boro, Ill.; R. G. Rutherford, Mt. Vernon, Ill.;
John Schneider, O'Fallon, Ill.; Fred Simon,
Collinsville, Ill.; E. L. Bertsche, Columbia, Ill.;
C. L. Glines and S. B. Suggs, of C. L. Glines &
Company, Harrrison, Ark.; J. J. Gaffner, St
Jacobs, Ill.; Julius Hasenritter, Hermann, Mo.;
C. S. Stiff t, of C. S. Stiff t Jewelry Company,
Little Rock Ark.; C. W. Scanlin, Indianapolis,
Ind.; Roy Goulding, Alton, Ill.
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OSMERS, DOUGHERTY COMPANY

SEED
PEARL
BROOCHES
PENDANTS
NECKLACES
COLLARS
ROPES
EARRINGS
BAYADERES
SAUTOIRS

Send for our
CIRCULAR

MANUFACTURING JEWELERS

291-293 SEVENTH AVENUE, NEW YORK
Between 26th and 27th Streets Phone 913 Madison

PLATINUM
COLLARS
PEARL MESH

WORK
SCARF PINS
PENDANTS
EARRINGS
MOUNTING

also to Order

Order and repairwork
of all kinds executed
by skilled workmen.
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TO THE TRADE
IF you break a stone or need one to match ; IF you have one to be fitted or IF you have
any stones in the rough and want them cut for mounting ; IF your setter chips a diamond

or IF your customer has a cushion diamond to recut round ; IF you have a call for anything in
a real or imitation stone and IF your customer wants a crest, date, name or monogram
engraved or incrusted in a stone, send to us and we will send it to you by return mail.

KLEIN BROS. LAPIDARY CO.
No. 7 West Madison Street CHICAGO, ILLINOIS

C. L. GUINAND'S PLAIN TIMERS
Split Horsetimers and Split Chronographs
For Horsemen, Automobilists and Scientific Purposes

Acknowledged in Europe and America as the most accurate

and reliable make on the market. Neat and up-to-date in

every way. Send for illustrated booklet of all kinds of
Complicated Watches and place your order early, as these
goods have been short every season for past five years.

Jules Racine e.? Co., Exclusive Importers
CHICAGO : 103 State Street NEW YORK : 37 Maiden Lane
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Prosperous Fall Season Confidently Expected—
Trade Feeling Reflected in Store Improvements

and Removals to Better Quarters—Smashed
Plate Glass Window in Revenge for Fancied
Wrong.

San Francisco, Cal., August 18.—The H. Morton
ompany, retail jewelers of 1333 Broadway, Oak-

I Ind, Cal., have incorporated as a company with a
vitalization of $100,000. The new company
Las taken over all of the liabilities and assets of the
Old firm. The four directors of the corporation
are H. Morton, R. B. Morton, Harold W. Morton

the two latter sons of Mr. Morton), and John H.
Piepenburg, all of Oakland, Cal.
S. A. Pope, who has been identified with the

San Francisco office of the Webb C. Ball Watch
Company, for the last three years, has given up
his position and is looking around to make new
connections in either the wholesale or retail
jewelry business.
Al Eisenberg was suddenly taken ill on a recent

business trip at Stockton, Cal., where he was con-
fined to a hospital for four days with a slight attack
of pneumonia. Heis now convalescing at his
home and expects to be out again in a week or ten
days.
E. G. Grelck, the retail jeweler of Hollywood,

Cal., has had an entire new store-front put on his
premises.
George Greenzweig & Company, the wholesale

jewelers, have succeeded in getting their place of
business on the third floor of the Jeweler's Build-
ing, in a presentable condition, after having made
some extensive alterations and improvements to
their premises. They were more or less upset for a
number of days incident to the tearing down old
and erecting new partitions.
Ernest Debrowsky, the retail jeweler of Tonopah,

Nev., was one of the out-of-town tradesmen in
this city a short time ago. Ernest thought it
advisable to come to headquarters as he was in
search of showcase manufacturers as he is about to
fit up a new retail jewelry store in his town.
Jack Lehrberger, who has been the city salesman

for Lehrberger, Armer & Company, wholesale
jewelers of San Francisco, has severed his connec-
tions with that firm and is about to venture in
another line of business.
Irving J. Hurd, who is connected with Jos.

Schwartz, Ltd. wholesale jobbers of jewelry of
Honolulu T. 14., is spending a month's vacation
lu San Francisco, and while here he will familiar-
1::e himself with the several lines of jewelry that
are represented by local agencies.
J. D. Bennett, who has been located for a number

et years in San Rafael, Cal., has closed up his store,
and contemplates opening a new retail jewelery
store at 2115 Shattuck avenue, Berkeley, Cal.
M. A. Goldstein has opened a manufacturing

and repairing jewelry shop at 65 6th street, San
Diego, Cal.
Bernard and Singer are the newest arrivals in the

r itail jewelry business in Los Angeles, where they
( pened a very attractive jewelry store a short
time ago.
Lonny Carrau, the son of Leon Carrau, the local
iamond importer, while spending a month's

'nation with his father at Bartlett Springs, Cal.,
had the good fortune to bag his first buck deer,
a nice, fat beauty, with five prongs. As the twig
U , bent, so the tree is inclined. Leon, Sr., has been
a mighty hunter in his day.
Declaring that he had been charged an excessive

sum for a scarf-pin, Fred Briggman, a sailor,
Picked up a heavy cobblestone and hurled it
through the plate-glass window of the jewelry
establishment, conducted by H. H. Goldwater
at 17 Market street. Goldwater called the police,
and while he was advising the officer that he did

not know who broke the window, Briggman
approached and said that he had been overcharged
in the place and that he had shattered the plate-
glass to get even with the men who took his money.
Royal M. Sawtelle, the leading retail jeweler of

Pendelton, Ore., was entertained by one of the
leading manufacturers' representatives in San
Francisco a few days ago. This retailer was en
route home from a very delightful vacation spent
in and around Los Angeles.

Joseph Davis, who was formerly in the employ
of the Nordman Brothers Company, is now holding
down a very lucrative position with The Great
Western Power Company.
R. C. Schneider, who was formerly in the retail

jewelry business in Atlanta, Georgia, has accepted
a position in the watch-making department of
Ernstein & Company, San Diego, Cal.
E. N. Radke, the Marysville, Cal., retail jeweler,

recently enlarged his store on D street, that was
formerly occupied by the local telegraph office.

Krenkel & Borsch, of Winnemucca, Nevada,
have had some improvements made to their
store. The most noted improvement of the lot
is an entire new brick front to their building.

INDIANAPOLIS

(Continued from page 1187)

The jewelry store conducted by Branch &
Dryer, at Lake, Ind., has been sold to John W.
Dryer, the junior member of the firm. He will
continue at the old stand.
Perry M. Slauter, formerly of Indianapolis, but

more recently located at Norwalk, Ohio, was in
this city last month and announced that he had
removed to Clyde, Ohio. Mr. Slauter has many
friends in Indianapolis who were glad to see him.

George Homrighouse, who recently sold out his
jewelry business at Flora, Ill., was in Indianapolis,
last month. He was looking for a good location in
which to re-enter the trade.
E. 0. Collins and wife visited friends in this city

last month and Mr. Collins purchased some holi-
day goods for the home store at Franklin, Ind.
A. R. Phillips, of Spencer and Frank McCarty,

of Elizaville, Ind., were August buyers on the In-
dianapolis wholesale market.
Dufur & Wade, at Wadesville, Ind., have been

succeeded by Kelly Dufur, who will continue the
business.

J. W. Thompson, Danville, Ind., was a delegate
to the State Convention of the Progressive Party,
held at Indianapolis.
Omar C. DeSelms, Attica, Ind., proprietor of

the DeSelms Correspondence Watch School, was
among the August buyers on the Indianapolis
market.

J. F. Kiser, of Muncie, Ind., was a recent buyer
on both the Indianapolis and Chicago jewelry
markets. He is preparing for the big holiday
trade which he confidently expects.

J. M. Seifert, Mulberry, Ind., was an August
buyer on this market. He reported trade condi-
tions very promising in his section of the state.

J. S. DeLancy, formerly of Williamsport, Ind.,
has purchased the old established and well-known
jewelry store of William Beatty at Lebanon, Ind.
Mr. and Mrs. B. Maier, of Edinburg, Ind.,

visited their nephew, Otto Graf of Berg & Graf, last
month. The Maiers are investing in rental pro-
perty in Indianapolis, they are well-known to the
trade, having for many years owned and conducted
the jewelry business at Edinburg now owned by
Dickey & Morris.
Two Indiana Harbor, Ind., "kids," age seven

and six, who were recently arrested by the police,
are believed to hold the world's record for young
burglars. One lad was detected giving gold
watches to obtain admission to a circus and the
disclosure of a jewelry store robbery followed.
The boys made their headquarters under a vacant
store and confessed to several burglaries. The
six-year-old boy acted as outlook while the other
did the robbing. They robbed the Levine Jew-
elry Store, at Indiana Harbor, of a case of watches
in daylight. Ten buckets of water and two gold
watches was the price they paid to get into the
circus.
C. G. Wildt, of Veedersburg, Ind., was recently

met in Charles W. Lauer & Co.'s buying stock for
home store.
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MINNEAPOLIS AND ST. PAUL

Great Crowds Expected to Attend Minnesota State
Fair—Exhibits to Surpass all Previous Efforts
—Issuer of Worthless Checks to Local Jeweler
Arrested

St. Paul, Minn., August 21.—There is nothing
new other than the Minnesota State Fair which will
open September 2, and run until the 7. Plans are
being made for one of the largest and best fairs
they have ever had, which will mean much if ac-
complished as it has always been one of the largest
in this section of the country with the exception
of last year when it was marred by the cold, rainy
weather. There will, no doubt, be some of the
finest exhibits this year that they have ever had,
owing to the "bumper crop" in this state.
The watchmakers in the Twin Cities are all

having more work than they can do at present, and
it seems to be the same all through the northwest.
Some of the jewelers report an increase in their
sales also.

Ralph Siegrist, member of the firm of Beard
Brothers, St. Paul recently spent several days in
Hutchinson, Minn., combining pleasure with busi-
ness. He was accompanied by his family. They
spent a greater part of the time at the different
lakes near Hutchinson.

Harry Olander, formerly watchmaker for 0. H.
Arosin, of St. Paul, recently bought out J. L.
Williams of Zumbrota, Minn., and reports business
as being good. He made a trip to the Twin Cities
during the past two weeks for the purpose of look-
ing after some business matters.
H. F. T. Maylor, jeweler of London, Eng., and

family, recently passed through St. Paul en route
to Yellowstone Park, where they will travel through
western Canada. •
C. 0. Kaliher, material clerk with Sischo &

Beard, St. Paul, spent several days vacation at
Princeton, Minn., visiting friends and relatives.
Mr. Kaliher reports having a fine time and came
back feeling much rested.
George Davidson, head jeweler for Bullard

Brothers Company, of St. Paul recently spent a
two weeks' vacation in Canada. He called on the
firm of Bromley & Bayley, at Detroit, Mich. Mr.
Bromley was formerly employed at Bullard
Brothers Company until he left to go in business
for himself.
W. H. Bullard, of the firm of Bullard Brothers

Company, St. Paul, is spending a two weeks'
vacation at Medlin, Wis., trout fishing. He was
accompanied by his daughter.
W. W. McGuire, of Northfield, Minn., was one

of the out-of-town retail jewelers seen in the
Twin Cities during the past two weeks.
C. Matt,sen, watchmaker for Bullard Brothers

Company, St. Paul, has gone to visit his brother
in Wisconsin,

Kenith Sisho, manager of the jewelry depart-
ment for Sischo & Beard, St. Paul, is spending his
vacation at Medlin, Wis. Mr. Sischo is afflicted
with the hay fever and goes north each summer
during the hay fever time. His mother and sisters
are also spending the summer there.
Mr. Shapiro, a jeweler of San Francisco, has

been in Minneapolis visiting B. Kaplan who is
also a jeweler.
Ludwig Holmes, of Minneapolis, has returned

from an extended trip on the Pacific Coast.
A. Feinberg, who was arrested in New York

charged with issuing a worthless check for $205
upon N. Poison, jeweler, at 4 South Fourth street,
Minneapolis,has been brought back to Minneapolis.
Feinberg was befriended by Poison who had taken
him to his home for dinner several times. He
bought a diamond ring of Poison which he said
was for his fiancee and gave the check which
proved to be worthless. He also passed another
worthless check upon a nearby hotel. Feinberg
went to Chicago and telegraphed back to have his
trunk forwarded. By that time the checks had
been found to be worthless and the trunks were
forwarded, but the Chicago police were directed
to arrest the claimant. Orders were given at
Chicago to forward the trunks to New York and
the New York Police watched in the baggage room
for some time until Feinberg appeared.
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JEWELRY
'1 litany & Company, New York.
Jeffrey & Company, New York.
M. Healey Co., Brooklyn.
Baldwin Jewelry Co., San Francisco.
Kirkpatrick Jewelry Co., St. Joseph.

TYPE "F" WINDOW REFLECTOR (CORRUGATED GLASS)

DRY GOODS
John Wanamaker, New York.
Saks & Company, New York, Washington

Minneapolis.
Lord & Taylor, New York.
A. D. Matthews Sons, Brooklyn.
Baltimore Bargain House, Baltimore.
Jones Dry Goods Co., Kansas City.

and

DRY GOODS—Continued
Woolf Bros., Dry Goods Co., Kansas City.
Dayton Dry Goods Co., Minneapolis.
Mattheimer Bros., Inc., St. Paul.
O'Connor, Moffat & Co., San Francisco.
The Golden Rule, Inc., St. Paul.
Fries & Schuele Co., Cleveland.
Mack & Company, Ann Arbor.
Thompson-Hudson Co., Toledo.
Denecke Dry Goods Co., Cedar Rapids.
B. Lowenstein & Bros., Inc., Memphis.
Taft & Pennoyer, Oakland.
R. J. Busch, Los Angeles.
City of Paris Dry Goods Co., San Francisco.

AND THESE ARE BUT A FEW OF THE USERS

CLOTHING AND ACCESSORIES
Washington Shirt Co. (3 stores). Chicago.
Weber & Heilbroner, New York.
Kennedy, New York.
Albert Hoefeld, Chicago.
Plymouth Clothing Co., Minneapolis.
Capper & Capper, Inc.. Minneapolis.
Spiro & Singer Clothing Shop, St. Louis.
Meehan The Clothier, Elgin.
Palace Clothing Co., Topeka, Kan.
F. & B. Lazarus Co., Columbus.
Silverwood's Clothing Store, Los Angeles.
Model Clothing Co., St. Louis.

FURNITURE., ETC.
Barker Bros., Inc., Los Angeles, Cal.
New England Furniture & Carpet Co., Minneapolis.

The fact OiLY,. many of the largest stores in America have, after exhaustive tests and comparisons, thrown out incandescent bulb lamps and replaced them with theJ-M Linolite System of Window and Show Case Illumination, is a sermon in itself. No man could ask for better proof of the superiority of this system of lighting.

Write our nearest branch for Catalog No. 410

Albany
Baltimore
Boston

H. W. JOHNS-MANVILLE CO.
Manufacturers of Asbestos
and Magnesia Products

Buffalo Cincinnati Detroit
Chicago Cleveland Indianapolis

Dallas Kansas City PittsburghFor Canada.—THE CANADIAN H. W. JOHNS-MANVILLE CO., LIMITED
Montreal Winnipeg Vancouver

ASKSTOS.
Los Angeles Milwaukee
Louisville Minneapolis

Asbestos Roofings, Packings,
Electrical Supplies, Etc.

New Orleans Omaha
New York Philadelphia

Toronto

San Francisco St. Louis
Seattle Syracuse
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Let Wilmarth
•

•PLAN YOUR STORE
He makes a specialty of complete jewelry store
outfits and would be glad to furnish plans and
specifications without charge, and is in position to
furnish an exceptionally fine outfit of fixtures at a
very low price.

Write him for prices on anything needed in store
equipment. He guarantees

High Quality Excellence of Design And Moderate Price

WILMARTH SHOW CASE CO.
1528 Jefferson Avenue GRAND RAPIDS, MICH.

New York Salesrooms Chicago Salesroom. Pittsburgh Salesrooms
732 Broadway 233 W. Jackson Blvd. 406 House Bldg.

Boston Salesrooms St. Louis Salesrooms Minneapolis Salesrooms
21 Columbia St. 1118 Washington Ave. 100 Kaseta Bldg.

San Francisco Salesroom, Tampa Salesrooms
515 Market St. 206 Zack St.
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FIRE-PROOF

VERMIN-PROOF

ARTISTIC

NO REPAIRS
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DUST-PRO°

SANITARY

ATTRACTIVE

NO TROUBLE

SAVE STOCK AND BUILDING

WHEEL1146 METAL CEILII4G5
DRAWINGS AND ESTIMATES FREE

Send measurements and we will estimate the cost and tell you how long it will require to do the v on

SAFE

INEXPENSIVE

FIRE-RETARDENT

RATIONAL

ECONOMICAL

PERMANE'0

WHEELING COMGATING COMPANY. WHEELRIGWVA.
NEW YORK
ST. LOUIS

BRANCH OFFICES AND STORES:

CHICAGO

KANSAS CITY
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CHATTANOOGA
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CATALOG
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GORDON 4
MORRISON
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JEWELERS AND
OPTICIANS
EIBTA•• en
Chicago,

THE JEWELERS, WATCHMAKERS
and OPTICIANS will do well by

writing for our 1912 CATALOG,
MAILED FREE. It contains a full line
of WATCHES, DIAMONDS,
JEWELRY, OPTICAL GOODS,
WATCHMAKERS' and OPTICIANS'
TOOLS, MATERIALS and MA-
CHINERY of the best makes the
American and Foreign markets afford.
It will pay you to have our catalog.

Gordon & Morrison, 2W1hool ives.alme ateonlersstrazdt,OpHtileicC anAC20, ILL.

Electricity in the Plating Room

Paper Read by S. E. Huenerfauth, before the Chicago Branch of the National

Electro-Platers' Assoctation

The subject of electricity in the plating room is

a very important one, as it applies to the art of

electro-plating. In the earlier days before the

introduction of dynamos, batteries were used to

to supply the currents. These were very satis-

factory except for the expense of maintaining

same, and the limited amount of current which

was available. At this point I wish to say that

the current given off by the battery is the most

direct or continuous current to be had. The first

dynamo to be used for electroplating was invented

in the year 1842 by J. S. Woolrich. This was

what is known as a "magneto-electric" machine.

Mr. Wild, however, was the first to construct a

dynamo which was really suitable for the purpose.

He invented a large dynamo with field magnets

that were separately excited from the small mag-

neto machine. His first machine was used for

many years by Messrs. Elkington. It was neces-

sary to keep the armature in this machine cool by

means of a stream of water circulating through it.

About the year 1867 Mr. Wild introduced a

multipolar dynamo with a redressing commutator.

Weston introduced a small machine for electro-

plating which had steel cores on it with the main

circuit around them with an automatic cut-off to

break the current to prevent the magnetism from

reversing by back current from the tanks.

Gramme, in 1873, built a special form of dynamo

with armature wound with strips or bar wound,

having commutators at each end, with an output

of 1,500 amperes at eight volts. Siemens and

Halske also were early in the field with machines

having bar winding. Brush also constructed

machines of low resistance, giving a voltage from

3.3 to 4.1 volts. Thus, we have a brief history of

plating dynamos. From about the year of 1880

there were numerous types and makes of dynamos

in use. We will now take up the different types of

dynamos.
Variety of Dynamos

First, we have the magneto dynamo, which

was constructed with the regular armature, but

the field magnets or the poles were permanent

magnets, having no coils on the poles. The ob-

jectionable features of this dynamo were that the

voltage was not regular, there being quite a drop

in the same from no load to full load of the dynamo.

Second, we have the shunt wound dynamo—

self-exciting. This type of dynamo was in use for

a great many years, and there are some in use to

this day; in fact, there was one concern that con-

tinued to build them up to a few years ago. In

fact, the shunt wound dynamo was a great im-

provement over the magneto, and also over the

series wound dynamo. The greatest objection

to a shunt wound self-exciting dynamo is that the

voltage is not constant at the different loads.

Thus, to do plating and have a nearly constant

voltage it was necessary for the operator to change

the field rheostat or shift the brush-rocker every

time he changed the load in his tanks to keep a

nearly constant voltage.
Third, we have the compound wound dynamo.

This is a combination of the old series dynamo and

the shunt wound dynamo. The compound wound

dynamo has two sets of coils on the poles, one

called the shunt coil, which is used to excite the

dynamo, and which takes only a small fraction of

the current generated by the armature. The

series coils circuit with the armature, and by the

aid of the compound or series coils we are enabled

to hold the voltage constant regardless of the

load in the tank. Thus, you will readily see that

when the operator sets the voltage of the dynamo,

it is then self-regulating. It is not necessary to

keep shifting the rheostat at every change of load;

in fact, any good compound wound dynamo should

hold its voltage constant, whether you are using

five amperes or a full load of the dynamo, thereby

enabling the plater to do more and better work with

a uniform deposit than with dynamos not con-

taining these characteristics. It is now possible

to build low voltage dynamos having all the char-

acteristics of modern power dynamos, even with

selg-regulating brushes, compound-wound and all

of the other features contained in power generators.

Fourth, we have the shunt wound separately

excited dynamo, and in the writer's opinion this is
the ideal plating dynamo, whether small or large,
and especially in large dynamos. The separately
excited dynamo has its fields excited from an
external source, either from power or lighting cir-
cuit in the building or from a small exciter, This
type of dynamo has practically the same charac-
teristics as the compound wound dynamo for the
reason it will hold its voltage nearly constant
from no load to full load, there being but a very
small drop in voltage from no load to full load of
the dynamo. It also has several other good char-
acteristics, viz.: It is impossible to reverse polarity
of the dynamo, constant voltage at any and all
loads, large range in voltage, good commutation,
finer graduation in adjusting the voltage, and cool
operation.

Good Dynamo an Essential

Thus, you can see it is very important to have a
good dynamo to do good plating. But the fault
does not always lie in the dynamo for poor work
and insufficient amount turned out for a day's
work. At this time the writer wishes to say that
he has visited a great many plating rooms and has
often found that the dynamo and the conductors
from dynamo to tank receive very little care. It
is very often a fact that the plating room may
be equipped with a good dynamo, but the results
obtained in the plating are very unsatisfactory.
It is very often a fact that the conductors are of
insufficient size and are very poorly erected. Con-
nections are very poor, badly corroded, and, in
fact, are sometimes very loose and produce con-
siderable heating at that point. This not only
causes a waste in current, but also a loss in voltage
and an insufficient amount of work which the plater
is able to turn out. As an example, the writer was
once told by one of the largest stove manufacturers
that he did not know what the matter was with
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their plating room—that it was taking from
forty-five minutes to an hour to turn out a batch
of work, whereas they formerly did it in twenty-
five minutes. I made an investigation and found
the copper conductors from the dynamo to the
tanks were insufficient. The joints were bad;
in fact, badly corroded. The dynamo was of ample
size. I doubled the size of the conductors, soldered
all the connections and joints; the results were
that he later said, he was turning out double the
amount of work that he did before. This is not
only true in this case, but the same would apply
to a great many plating rooms now operating
under similar conditions. Too much care and
pains can not be taken in installing the dynamo
and conductors in the plating room.

An Ideal Plating Room

The writer had the pleasure recently of visiting
a plating room that was ideal and up-to-date.
The dynamos were direct driven by motors, the
conductors were of the proper size, properly put
up with porcelain insulators. The joints were
all properly made and soldered, and, in fact, there
was nothing to criticize; in fact, if the same care
was exercised in erecting the dynamo and appli-
ances connected therewith as in making up the
different solutions, you would have much better
results than you would have at the present. This
is not given in the sense of criticism, but in the
spirit that it may be of some benefit to-you.

Next, we will take up rheostats and their use in
connection with plating solutions. Nearly every
plater of today uses a rheostat in connection with
the tank that he has in the plating room. Rheo-
stats are essential where you operate one or more
solutions off of the same dynamo. It is very often
necessary to reduce the voltage in a tank lower
than you can or dare to do on the dynamo for the
reason that it will interfere with the other tanks;
therefore, it is necessary to provide each tank
with a rheostat, but rheostats are often condemned
for the reason that they are often ordered by the
number of square feet or amperes required. To
make this clear, "A" might have a tank containing
400 gallons of solution for his work and a 300
ampere rheostat might be the proper size, while
"B" might have 400 gallons of solution, but dif-
ferent kind of work, and a 400 ampere rheostat
would be suitable for his tank. The size of the
rheostat depends upon the average number of
square feet of work you have in the tank and the
kind of solution. If you can give this informa-
tion to your dealer, he can generally give you just
the size rheostat required for your work. Do not
condemn a rheostat if it does not cut down the
voltage to the point to which you would like to
have it or if the wires get hot. It is not always the
fault of the rheostat, but simply because you have
not the size rheostat required for your work.
The drop of voltage across the rheostat depends
upon the amount of current you are using.

Volt-Meters

This is an instrument that is almost impossible
to dispense with. You would not think of operat-
ing a steam boiler without a steam gauge. Then,
how can you expect to operate your plant without
a volt-meter unless you simply guess at the voltage
in your tanks and turn out your work accordingly?
Every modern and up-to-date plating plant is
equipped with a volt-meter, which enables the
operator to not only read the voltage of his
dynamo, but of each tank independently. Still,
there are a number of plants operated today
without a volt-meter and are operated simply by
guess. Ammeters are used for measuring the
current, either in a tank or for the entire output
of the dynamo. While it is possible to operate
a plating room without an ammeter, still, they are
useful in determining the amount of current you
are consuming in turning out your work.
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THERE is but one entirely satis-

factory method of polishing or

buffing, and it requires the use of the

electric motor polishing head.

There is but one electric motor

head that will run day in and day out
with the minimum amount of care
and attention, that will use the small-

est possible amount of current, and

that will cost practically nothing for

maintainence. The only head is the

Oliver Quality Electric Motor Polish-

ing Head.
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Modern Uses of the Metal Aluminium

Its Mechanical and Chemical Properties Readily Adapt It to a Number of

Important Applications

By RICHARD SELIGMAN, Ph. D., in Science Progress

Aluminium, which is the chief component of all

clays and an important constituent of many rocks,

is one of the most widely distributed chemical ele-

ments. Despite this fact, it was not isolated until

the year 1827, when Wohler obtained the metal in

the form of minute gray scales by the interaction of

aluminium chloride and metallic potassium. Al-

though this method was improved upon by St.

Clair Deville, aluminium did not become a common

metal until the simultaneous discoveries of Heroult

and Hall in 1887-8 permitted of its manufacture

by electrolysis. The process perfected by these

two inventors, which is the only one in use today,

consists in electrolyzing a solution of alumina in the

molten double fluoride of aluminium and sodium

known as cryolite. The electrodes used are made

of carbon and the products of electrolysis are

aluminium on the one hand and oxygen and the

oxides of carbon on the other. The electrolysis

is carried on at a temperature of 950-1,000 deg.

cent., so that the metal, which melts at 657 deg.

cent., is obtained in the molten form.

For close on ten years after these discoveries,

aluminium was still regarded as little more than a

scientific curiosity but more recently it has found
its way into a rapidly increasing number of indus-
tries, for many of which it has become an essential.

Rapid Development of Industry

The rapid development of the aluminium in-

dustry is an exemplification of the rule which,

though universal, is frequently unrecognized—that

supply creates demand. To show that the ad-

vance is in this case governed by this rule, it will

be necessary to consider the uses to which the metal

has been put during the last seven years. At the

beginning of the period (1904-5), owing to the per-

fection of electrical methods of manufacture,

Iluminium had been available in large quantities

or close on fifteen years but the world's output was

only about 9,000 tons and the price $635 per ton;

the amount produced was undoubtedly in excess

of the consumption by no small amount and the

makers held considerable stocks of the metal. At

that time, the chief difficulty confronting the

manufacturer was that of marketing his wares and
in view of the hopes which had attended the incep-
tion of the industry the outlook was sufficiently
discouraging.
However, the time at which the aluminium in-

dustry was at its lowest ebb coincided very closely
with the first strong impulse given to the auto-
mobile trade which was destined to carry it into the
forefront of industrial undertakings. In the early
days of self-propelled road vehicles, as at a more
recent date in the case of aerial vehicles, every
effort was made to lighten the burden placed upon
the weak engines which did duty as tractors and in
accomplishing this advantage was taken freely of
the most salient feature of aluminium, its extra-
ordinary lightness. Wherever possible, aluminium
was used whether for engine parts or for the coach
work. In a very short time the aluminium makers,
who a few months before had been piling stock on
stock, not only found their accumulations absorbed
but their factories incapable of keeping pace with
the rapidly growing demand. The writer can
recall days as recent as 1906 when anxious hours
were spent waiting for small consignments of a
ton or two of metal from the reduction works to
keep the rolling mills going, and when every corner
and cranny was searched for bits of old scrap which
could be remelted to feed the apparently insatiable
motor trade.

Improvements in Plants

Steps were at once taken to increase the capacity
of the reduction works and the extension of old and
the installation of new plants became the order of
the day in two continents. But the aluminium
maker is wedded for better or worse (probably the
latter), to water power, and as water power takes
anything from eighteen months to four years to
install, the automobile maker could not wait.
Faced by the imperative necessity of finding a
substitute for aluminium, wherever the latter
could be dispensed with, he turned to thin steel
sheets, which he found not only far cheaper but
also to his surprise not markedly heavier. He had
overlooked the fact that weight for weight steel is
stronger than aluminium, so that for many pur-
poses he was able to reduce the thickness of the
metal used to such an extent that no material in-
crease in weight resulted. Moreover, as engine
power and efficiency were increased, gradually
dead weight began to be of less importance, a
process which we can see going on today in the
development of aeroplanes. By the time then
that the cumbrous water wheels, which had been
installed all over Europe and America, had been
made to revolve, the motor car had swept on its
course and the aluminium maker was left with his
enormously increased output but robbed of the
outlet for which the output had been called into
being.
Thus the supply was created. By 1910-11 the

world's output had been raised to 34,000 tons and
as the power available is now very great and many
hydraulic installations which serve other pro-
cesses would be available, in case of need, for the
production of aluminium, the price is half what it
was at the opening of the period under review.

Widening the Demand

Now as to the demand. Faced by a surplus of
metal for which there was no outlet, the manu-
facturers set themselves to ascertain the fields in
which aluminium might best find an application.
As a consequence of systematic efforts to educate
potential consumers, results have been attained
which a few years ago seemed beyond the dreams
of avarice. In different countries different lines
of action have been pursued. Thus in America
the chief new application found have been in
culinary ware and the electrical industry; in Ger-
many also the cooking utensil trade has reached
enormous proportions, while a most promising
outlet has been opened up in chemical apparatus;
in France the motor trade still takes a very large
amount of aluminium but a great deal of the metal
produced in France finds its way into Germany to
feed the industry there, no aluminium being made
in Germany, which has to import all its raw metal
from other countries. England, characteristically,
was long content to send the metal made there
abroad rather than go to the trouble either of creat-
ing new industries at home or of devoting energy
to the studies necessary to enable her to do so.
During the last two years, however, a great deal
of spade work has been done and foundations have
been laid upon which promising business in elec-
trical and chemical apparatus are being built.
Moreover, the motor trade, encouraged by low
prices, is once more using the metal in large
quantities.
In this article it is proposed to discuss the ad-

vantages and disadvantages which aluminium has
for these purposes and to explain, as far as possible,
the causes which have favored its introduction
into each branch of industry.

Electrical Industry

Owing to its relatively high electrical conduc-
tivity, the metal aluminium is now playing an
important and steadily growing part in the dis-
tribution of electrical power. Taking the conduc-
tance of a copper cable of unit cross section as 100,
aluminium of the requisite purity has a conduc-
tance of 60, the exact figure depending, as in the

case of copper, upon the purity of the metal and
its physical state. To carry a given amount of
current it is therefore necessary to take a bigger
cable if aluminium be used, the cross section re-
quired being 1.66 that of copper. At first sight
this does not seem promising but when it is re-
membered that the densities of aluminium and
copper are 2.71 and 8.95, respectively, it will be
seen that the weights of cable required to carry the
same amount of current will be 1.66 X 2.71 = 4.60
in the case of aluminium and 1 X 8.95 = 8.95 in
that of copper. In other words, half the weight of
aluminium will be required and as the cost depends
upon the weight and aluminium wire is little more
expensive than copper wire per ton, a very large
saving in capital outlay is effected by the use of
aluminium instead of copper. In the case of bare,
overhead conductors, such as are largely used in
young countries to convey electrical energy, the
full benefit of this economy is felt and there are in
addition one or two subsidiary advantages such
as the decreased cost of carriage to the point where
the power line is to be erected, usually in remote
parts to which the cost of carriage is heavy. On
the other hand the strength of aluminium is only
half that of copper but as the area of the aluminium
is 1.66 times that of the copper line, the strength
of the former is 0.5 X 1.66 = 0.83 of that of the
former. In consequence the sag between two poles
or towers is greater where aluminium is used and
the poles have therefore to be somewhat higher.
The general conclusion to be drawn from these
various considerations is very favorable to alumin-
ium at the prices ruling today for the transmission
of power by means of bare conductors.

Aluminium and Oxidation

Aluminium has so far not been found advantage-
ous in cases in which small bare single wires are
used, such as telephone and telegraph circuits.
The explanation is to be found in chemical and
mechanical rather than in electrical considerations.
Aluminium when exposed to the atmosphere,
undergoes superficial oxidation but this ceases at a
certain distance from the surface, the coating
formed acting protectively. In the case of large
conductors, corrosion does not proceed far enough
to cause any trouble, whereas the strength of a
small wire may be seriously impaired or the wire
may even be corroded throughout its thickness.
On the other hand, by using aluminium for large
switchboard connections and for "bus bars" for
internal transmission of heavy currents in power
stations, etc., very considerable economy may
be effected. The same advantage does not accrue
from the use of aluminium for insulated and ar-
mored cables. Owing to the increased diameter
of the conductor the amount of the dielectric or of
the armoring has to be increased largely and the
additional cost of the latter frequently more than
neutralizes the saving made on the cost of the
metal. At existing prices, there seems to be a
marked saving in the case of single-core cables of
large diameter which are not heavily insulated,
whereas with three-core cables or insulted cables
for high tension currents, the advantage still rests
with copper. Every case, therefore, requires
separate consideration. A disadvantage attending
the use of aluminium for all the purposes cited
above is the difficulty of making joints, a difficulty
which we shall see later has played so large a part
in retarding the introduction of aluminium for
chemical plants and one which is not to be not
in the way found effective in the latter case. For
electrical purposes, joints in aluminium conductors
are usually made by purely mechanical means.
Aluminium is said to have been used successfully

for battery connections in storage battery instal-
lations but the fact that in such a case it is in
contact with the relatively highly electro-negative
metal lead in an atmosphere which is always
charged with sulphuric acid spray seems to make
its use for this purpose particularly inadvisable.
A most interesting and probably very important

recent application of aluminium in the electrical
industry, based upon its electrical, physical and
chemical properties, now &aims more than passing
attention.

Manufacture of Coils

The manufacture of coils, whether for motors,
dynamos or other electrical apparatus, involves
the insulation of each turn of wire from its neighbor
so as to insure that the current will pass only along

(Continued on page 1803)
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THE AMERICAN WATCH TOOL CO. have
added new and especially designed machinery
to insure accuracy in every detail of manu-
facture. It has taken years to organize and
develop a force of workmen, whose long
experience in the operation of special
machines is a guarantee of quality and
perfect workmanship.

THE
STANDARD
LATHE

The
Lathe
of

Quality
Backed by Years
of Development
and Experience.

OVER 20,000 NOW IN USE
Accepted as the standard lathe for watchmaking and
repairing. Special attention paid to the selection and
treatment of material used in all wearing parts. Lathes
are constantly reported doing service 15 to 20 years with-
out repairs. All workmanship guaranteed.

WEBSTER-
WHITCOMB

WHOLESALE DISTRIBUTERS OF

"he Standard of File Excellence for Over 100 Years. All Genuine 
Grobet Swiss Files Have the

Rabbit Trade-mark. Made in all Shapes and Cuts for Watchmakers, 
Jewelers, Silversmiths, etc.

STYLE Culman Balance Chuck
VIA LOOK FOR STAMP

PAT. APPLIED FOR
BETTER THAN CHAMOIS OR

OTHER SUBSTITUTES FOR

POLISHING Jewelry, Silverware,

Glass and all Bright Metals.

It is as good as new after washing.

Does not get greasy. Does not

scratch. Lasts longer than chamois.

Beware of Imitations.
Registered Trade Mark

SIZE: 0 A

INCH: 53. x 5X,
17 2 x 11

1)

21 x 171;.; 21. x 20

Made with three interchangeable screw-on 
plates, drilled with No. 8, 10 and

12 holes.
Plates are made like the screw bezel on a watch

 and can be changed instantly,

they increase the holding capacity of the 
chuck ten-fold, making it practical

for many train wheels now difficult to 
chuck.

Over 7000 in use every day 
Price, $4.00

Send for Circular of the Latest Culman Time 
Sayer

Med b.t C. CULMAN, Maple and Haze
l Avenues, Maplewood, Missouri

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

Duplex Base
Engraving Block

Actual
Size of

Webster-
Whitcomb

Hale

Watch Protector
Pat. Feb. 2, 1909

Capacity, 2 1 16"
Price, $8.00

LATHE, with Taper Chuck, Screw Chuck, 6 in. Cement Chucks,Tipover T Rest, 9 ft. Round Belting and Chuck Box  $31.00LATHE, as above and 6 Wire and 2 Wheel Chucks (10 Chucks)  39.00LATHE, as above and 10 Wire Chucks (12 Chucks)   41.00LATHE, less Tailstocic, deduct $6.50 from the above prices.
Wire Chucks, each $1  00 Wheel Chucks, each $1  00Snyder Chuck ..... . 8.00 Universal Face Hate , . . . 9.00

ALL

EMERGENCY JOBS

can be handled

with

Accuracy and Dispatch

with the

Webster-Whitcomb

Snyder Chuck
q Quick and easy to operate, with a convenient variety of steps to accommodate
a large range of work. All jaws are carefully fitted with a large bearing on the
plate and long guiding tongue. The scroll is now made with a coarse knurl and
extra heavy, giving ample strength for all classes of work. q These chucks are
mounted on any size or style of stem to fit the various makes of watchmakers' lathes.
q Considered indispensable by many watchmakers.

IMPROVED

WEBSTER-WHITCOMB
PIVOT POLISHER

Has all the features necessary for rapid pivot polishing.

SIZES: 0, 6, 12, 16 and 18

COLOR: Tan Shade

FITS LIKE A GLOVE

Made of fine, soft leather

Price

Nickel Plated—Complete including 26 attachments, leath
er pad, etc., $5.50.

A HIGH-CLASS BLOCK made of the best material.

THE GENUINE are stamped AD. MUEHLMATT, 
Maker, CINCINNATI, U. S. A.

Beware of Imitations.

(Ir This pivot polisher, when mounted on a lathe as illustrated inabove cut, is especially adapted to finishing or polishing pivots ofwatches. The enlarged portion of the illustration shows a balancestaff and section of a lap formed on the corner to give a proper roundto the pivot. The polisher-spindle is mounted on a swivel headwhich can be set at any angle desired, and is driven by a round beltrunning over a set of idler pulleys to a regular countershaft. Samecan be quickly adjusted to any position, and is very sensitive in itsOperations.
q Price complete, including 2 laps . $11.00

FOR SALE BY JOBBERS

SUSSFELD LORSCH &  CO. — Wholesale Distributers 90-94 Maiden Lane, NEW YORK

PRECISION TRANSFER PRESS
ACCURACY

RAPIDITY
CLEARNESS

II 
This press enables the engraver

to transfer repeated impressions on

precisely the same spot as the original,

whether it be on knives, forks, spoons,

spoon bowls, etc. The press has a

guide which insures absolute pre-

cision of location. This uniformity of

position is not obtainable by any

other method. The press is full nickel

plated and has three interchangeable

gelatin pads for gold, silver and

plated ware, one of the pads being

convex, making it especially suitable

for the inside of spoon bowls. The

gelatin pads are of n special quality

Pat. Jan. 14, '08 and can be interchanged in a trice.

Full Nickel Plated—Boxed ready for shipment, 
7% x 5 x 3 3,4 inch.

Price, complete including 3 pads - 
$5.00

DIRECTIONS FOR USING : Wipe n clean white powder 
or printer's ink into the engraving ; 

press

same on to the pad, and, in turn, press the 
pad on to the article to be engraved. Repeat t

his operation

as often as necessary. Copies can be taken on 
paper for reference.

Patent Applied For

Bifocal Eyeglass
Two Loupes in One

The Most Convenient Eyeglass for

Watchmakers and for Examining

Precious Stones, etc.

A bifocal loupe combining the r
egular

focus you require for ordinary work,

and a high power focus for close and

critical examination.

Always ready for either power. In

hard rubber frames Made in all foci:

2, 2H, 3, 3M and 4.

Price - - - - $1.25

LIQUID AMBER
The strongest cement yet
discovered. The best
thing of the kind known.

Is made by a special process,
 requiring

from four to six months. Unexcelled for

fastening roller, pallet and impulse

jewels, watch glasses, pearls, and for

repairing valuable pieces of cut glass

or china.

Price per bottle - 25 cents

FOR SALE BY JOBBERS

W

SUSSFELD7 LORSCH 8z CO. 
90_94

 Maiden
nsa Distributers 

Lane, NEW YORK
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GET READY  FOR  THE FALL TRAM'
4.RJE

tens,
tfttt

(125.

ft5tt,
Ct!MI!)

ttI321

ttTtr

e)

eft5551e,
$ .15 per dozen
1.50 per Gross

Cannon Pinion
Tightening Tool

50 cents

oCEJEfixe,

ARM"
$ .75 per Dozen
7.50 per Uross

Height 3.

Height 4.

Height 5.

Height C.

Height 7.

Height 8.

New Model Webster-Whitcomb Lathe with New Model Tip-over
Hand Rest and Tai'stock.

Full Nickel-Plate. Price, $31.00
which includes Taper Chuck, Screw Chuck, Six 14-hich Cement Chucks
and 9 rt. Round Belting.

1,

51D/9,4t,

la siv,WA1114AM

No..2203_
01111V_MAIMSPRINCNIIIPIITO

$ 1.00 per Dozen
0.50 per Gross]

41111111.11=11111■
PARALLEL

LENTILLE.

11111111.111■Millaineks

PATENT GENEVA.

EXTRA THICK MI-CONCAVE.

Ciene% as  
THICK MI•CONCAVE.

PRICE=LIST Thick Mi-Concaves 
$4.00 per gross; $ .40 per doz. Patent (lenevas.$8.00 per gross; $ .75 per doz.4.00 • • .40 "

Mi-Concaves, Extra Thick 10.00 " 
Lentilles  12.00 " 1.25 "

Parallels  8.00 • • 
.90 " Antiques  8.00 • • .75 .,.75 " Lunettes   3.00 •• .25 •,BLANK ORDER SHEETS FOR WATCH GLASSES SENT UPON APPLICATION

Steel Wire Clock Cord (Non Rust)
Made in 3 sizes. Put up in 11 ft. coils.

Prices Small Size, $1.50 per doz. Coils
" Medium " 2.50

• Large • 3.00 " • • "
This Cabinet FREE with your FIRST order for One
(boss Regent Imported American Mainsprings

oCEk

$ .75 per Dozen
7.50 per (iross

Regent 1 oot V■ heel, ImproN
$6.00

Watchmakers'
Bench
Oak

Price, $19.50 Pendant Set Sleeve Wrench-10 Prong
Price. 50 cents

II

No. 0. Polishing Lathe Head
Price, $1.25

111■1111111111',11.

EXTRA FINE Nickel Plated DIAMOND Tweezer, Price, 50c.

CROSS & BEGUELINimportwerasicrlexpoprtiear, aDiamonds, Ms. Jewaneulrcacturers
(Incorporated) 

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

No. 1. Polishing Lathe Head
Price, $2.00
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Modern Uses of the Metal Aluminium

(Continued from page 1799)

the path ordained for it. One of the greatest

problems which the designer of electrical ma-

chinery has to face is to get a sufficient number of

turns into the space at disposal, which is usually

very restricted. As has already been shown, an

aluminium wire has to be materially larger than

a copper wire, so that if it were necessary to insul-

ate it in the way practised in the case of copper

wire (wrapping with rubber, silk, etc.), the use

of aluminium would be very disadvantageous.

Aluminium, however, has a chemical property

which has been pressed into the service of the

electrician in a most ingenious manner. The

surface of the metal is normally covered by a thin,

invisible coating of oxide. By immersing the

metal in suitable solutions, this oxide film can be

increased in thickness until it opposes sufficient

resistance to the passage of a current to prevent

a short circuit between two adjoining turns of wire

in a coil. By this means it has been possible to

make coils for electrical machinery which according

to Manage show a saving in weight of about 60

per cent which owing to the position of the coils

in electrically propelled vehicles is a saving of very

great moment and a reduction in cost of 60 per

cent. Moreover, unlike the usual insulating

material, being entirely inorganic, the coating made

on aluminium is improved rather than damaged by

heat, so that the danger of burning the insulation

and so short circuiting the coils is diminished. On

the other hand, the size of the coil must still be

somewhat larger and the difficulty of making effec-

tive joints is greater than in the case of copper.

Such coils have not been in use very long but their
application seems to be increasing very rapidly and

the writer is of the opinion that their ultimate

adoption on a very large scale is assured.
Space does not allow of a detailed discussion of

the use of aluminium in other directions in the

electrical industry and mention can therefore only

be made of such articles as current collectors

on electric railways, fuses, lamp fittings, meter

cases, lighting interrupters, etc., for all of which

purposes aluminium is now in use to some extent.
In conclusion, it may be said that the very large

development which is taking place in the intro-

duction of aluminium for electrical work represents

no mean achievement. Unlike some of the indus-

tries which will be considered later, the electrical

industry was quite satisfied with copper and did not

realize that the advantages which have been enu-

merated were attainable. It has been led to ap-

preciate them by enlightened propaganda which

benefited both the industries concerned.

Transport Vehicle

The rapidly growing use of aluminium in the con-
struction of vehicles is based on several distinctive
properties of the metal and its alloys. Before
dwelling on these, it will be well to enumerate the

actual uses to which the metal is being put. The

principal users are the motor-car builders, who have

applied the metal to making panels and moldings
of carriage work, in the construction of the jackets

and crank cases of the engine and for the gear-box
and other casings of the transmission mechanism.

Far less general at present is the use of aluminium

in railway coach building, in which it is only used

for paneling and in still rarer cases for door handles

and similar minor fittings. In the case of aerial
vehicles, aluminium is used in constructing seats,

shields, instruments cases and, in fact, wherever
lightness without strength is required. Formerly
aluminium was used in making the joints between
members of the frame but this use of aluminium

seems to be dying out; the classic cases of the
Zeppelin airships and the Barrow airship represent
isolated instances of abortive attempts to use alum-
inium and its alloys for constructional purposes in

aerial work
From the above it will be seen that aluminium

is used either as sheet metal or in the form of

castings.
Aluminium sheet was originially used for panels

on account of its lightness. Today a more impor-

tant property of the metal is its extraordinary
malleability, by reason of which panels of com-

plicated shapes may be beaten out from it more
cheaply than from thin sheet steel, unless a large
number of similar panels are to be made, in which
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case costly machinery can be installed for the pur-

pose. The surface of a well-made aluminium panel

is also better than that of one made of steel, while

wood, owing to the shrinkage which it undergoes,

the amount of paint it absorbs and the difficulty

of working it, is no longer used for motor-car

work.
The advantages accruing from the use of alumin-

ium for the purposes mentioned are not sufficiently
marked, however, to induce makers to employ
it unless the price of the metal be very low. It has
been seen already that when the price rises ap-
preciably, aluminium is discarded in favor of steel
but at prices obtaining at the time of writing,
aluminium panels are being used to a large extent.

Aluminium Castings

The case of aluminium castings for engine parts
is very different as the advantages the metal has
are very conspicuous and be the price high or low,
very little else than aluminium is used. In the
first instance, the saving of weight is very consider-
able, as such castings are of necessity bulky and if
made in gun-metal or iron would burden the
Machinery to an excessive extent. The saving
of cost is also very large indeed.
Pure aluminium is not used for this class of cast-

ing. When unalloyed, aluminium does not run
at all well and in consequence small passages in
the mold may not be well filled. Moreover, it
often happens that portions of the molten metal
which meet in the interior of the mold do not unite
owing to the skin of oxide which covers their sur-
faces. Aluminium itself also lacks the necessary
rigidity and the shrinkage of the metal on solidi-
fication (1.8 per cent) makes the production of
sound castings difficult. Recourse is usually had
to alloys containing about 10 to 12 per cent of
zinc and 2 to 3 per cent of copper. These alloys
have the properties which aluminium itself lacks
and are more suitable even than other metal for the
production of castings of intricate pattern. If the
percentage of zinc be increased to excess, the cast-
ings are apt to break when exposed to continual
vibration. In earlier days great trouble was ex-
perienced on this account but when the enormous
number of castings in daily use is borne in mind,
the number of breakages now occurring must be
considered trifling.

Household and Traveling Utensils

In discussing the application of aluminium to
household purposes, traveling and military equip-
ments, properties of the metal have to be con-
sidered which are of no account in the cases pre-
iously considered. The use of the metal for such
purposes depends in the first instance upon the fact
that compared with the materials heretofore used
in kitchen and camp, aluminium is either infinitely
safer from a hygienic point of view or far more dur-
able. In this case comparison lies between alum-
inium on the one hand and iron, copper, enameled
iron and tinned iron on the other. For heavy

cooking utensils, such as large kettles and heavy
pans, iron still holds the field. Iron vessels,

however, can be used only for a very limited num-
ber of purposes and are unsuitable for general use
owing to the difficulty of keeping them clean and
free from rust and the coloration and taste they im-

part to food. Their thermal properties also render

them unsuitable for fine cookery. Copper cannot
be used safely owing to the solubility of copper in

the weakly acid materials contained in foodstuffs

and the fact that copper salts are most active
poisons. Copper vessels, therfore, are coated with
a thin layer of tin. This precaution is by no means

sufficient to eliminate the danger, because the tin
sooner or later, wears off. Moreover, the cost of

copper vessels is more than the purse of most
housewives can bear and the cost of retinning is a
permanently recurring charge. In point of price,
aluminium cannot bear comparison either with

tinned or enamelled iron but the life of the former
is very short that it does not form a serious com-

petitor. Enameled iron may and frequently does
give satisfaction on this score; on the other hand,

it is entirely untrustworthy and in case of damage

to the enamel it is the most dangerous material

which can be used. There is in this case no ques-

tion of poisoning as with copper but chips of enamel

become intermixed with the food and probably are
the cause of disorders such as appendicitis, etc.,

more frequently than is supposed. From all these

disadvantages aluminium is absolutely free. Draw-
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backs of its own it has, but these are distinct from
those cited above. Aluminium is second only to
copper among the common metals in thermal con-
ductivity and gives no color to the finest materials.
Dirt is seen so easily upon its white surface that it is
possible to tell at a glance whether it be clean or
not. In addition to the fact that it dissolves but
slow in weak organic acids is the immensely im-
portant fact that even in solution it is entirely
innocuous. Unlike tinned copper, tinned iron and
enamelled iron, it is uniform throughout its thick-
ness and consequently there is no coating to wear
off, crack or chip. Having these advantages, the
question may well be asked "How is it that its
use is not universal?" The reasons are three in
number. The cost of aluminium still places it
above the reach of the poorest; the aluminium for-
merly used for the purpose was inferior; lastly the
metal cannot be cleaned by the methods generally
in use in the kitchen.
The first of these statements need not detain us.
The inferior metal formerly and still occasionally

used brought and brings its own Nemesis. It was
stated above that the solubility of aluminium in
weak organic acids is small and if it took place
generally over the surface of the metal, it would be
negligible. Unfortunately, however, this is not the
case. The presence of small impurities in the metal
or even of physical differences between adjacent
particles, may lead to local dissolution and pitting
or perforation of the metal. Owing to improve-
ments in the methods of manufacture, the former
trouble has been largely obviated and since the
recognition of the importance of the physical state
of the metal, still further improvement may be
looked for. As a matter of fact, the degree of
progress which has already been attained is very
remarkable. In America and in Germany, mil-
lions of cooking utensils are made annually and the
percentage of returns is nowadays very small in-
deed.
Now as to the third difficulty.

Aluminium unfortunately is readily' attacked by
alkalis and, therefore, the cleansing agent of the
kitchen soda, is one of its worst enemies. As a
consequence, the cleansing of aluminium must be
effected mechanically and entails appreciably
more labor than if effected in the customary man-
ner by means of alkali. This is the chief difficulty
which remains to be overcome. In Germany,
where the "hausfrau" herself takes pride in the
appearance of her kitchen and herself does much
of the cooking, it has not been sufficient to counter-
act the obvious advantages the metal has. One
German factory known to the writer used in 1910
about 3,000 tons of aluminium, almost all of which
was made into kitchen utensils. In the United
States a huge business has been built up, mainly by
the exertions of university students, who in their
long vacations were engaged to educate the public
to appreciate the advantages of aluminium; while
even the Indian "ryot," who has always cleaned
his pots and pans by polishing them with sand, is
rapidly learning to substitute aluminium for the
brass bowl prescribed by immemorial custom.
Only in England is progess slow, mainly, in the
writer's opinion, because in England the housewife
does not cook and is not mistress in her own
kitchen-where she walks in fear and trembling-

and because no one has arisen who has had the
courage to undertake the education of our na-

tional institution, Mary Ann.
In addition to the advantages cited above, the

lightness of aluminium is the cause of its wide use

for the field equipment of soldiers and travelers,

to whom every ounce saved in the weight of water-
bottle and cooking-pot is of importance. More-

over, the malleability of the metal renders it

practically unbreakable, a factor of no small
consequence when the treatment to which field

equipment is subjected is borne in mind.
The properties which have rendered the success

of aluminium in the kitchen possible are also those

upon which its claims as a material for the construc-

tion of chemical plant are based. This is true more

especially of apparatus suitable for use in food-

stuff factories, which have been erected in such

large numbers during the past two decades. A

modern jam factory, an extract of meat factory, a

cordial factory, is each but a domestic kitchen

magnified a thousandfold, a well-equipped con-

densed milk or margarine works being but the
apotheosis of a dairy, where purity of taste and

color and freedom from infection must and do

reign supreme.
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I Old Gold

0.1100.1/

KANSAS

OTTAWA, KANS.
Draft for $76.22 in payment of old

Gold and Silver we sent you came this
morning. The same is entirely satis-
factory. Will remember you in the
future.

Yours respectfully,
J. C. ARMSTRONG, Jeweler.

KANSAS

LEBANON, KANS.
I just received your check for $8.73.

Am more than pleased with the results
as it is more than the other firm has
been giving.

Respectfully,

Skaggs Jewelry Co.

MAINE

NEW SHARON, ME.
Received your check for $8.96 and

same was satisfactory. With thanks.
Yours truly,

W. B. TAYLOR, Jeweler.

PENNSYLVANIA

CORRY, PA.
I write to acknowledge receipt of

your check for $79.25, and state that
your offer meets with my entire satis-
faction. Thank you.

Yours truly,
JAMES B. WRIGHT, Jeweler.

******  

Sweepings I

INDIANA

TERRE HAUTE, IND.
Your remittance for $40.10 for old

Gold and Silver shipped to you is
satisfactory to me. I like the itemized
statement idea, it lets a person know
what is:what.

Respectfully,
H. SCHMIDT, Jeweler.

What Many Jewelers Say
You Can Believe

THEY tell their own story here. During the
past six months we have received enough

testimonials (unsolicited) that would more than
fill this Journal, and every one carries with it the
"ring of satisfaction" and approval of our straight-
forward method of doing business.
ci Do you wonder that our business grows?
43 Turn your dead stock into Cash and ship us
anything you have in the way of—
Old Gold, Old Silver, Gold Filled
Cases, Gold Frames, Scrap Platinum,
Bench and Floor Sweepings.
43 Our returns to you are based on actual values.
It is to your interest to get acquainted with us.
qi Cash for Old Gold and Silver by return mail.
Satisfaction guaranteed. If our offer is not up
to your estimate, we will return shipment intact,
charges prepaid.

Thomas J. Dee & Co.
Gold, Silver and
Platinum Refiners
OFFICE

24 and 26 W. Washington St.

Chicago, Ill.

WORKS

317 E. Ontario St.

MICHIGAN

CORUNNA, MICH.
Yours of the 24th instant con-

taining check for $15.15 received.
The amount is very satisfactory. The
next time I have Gold Scraps shall be
pleased to send it to you.

Very truly yours,
R. A. HOUGHTON, Jeweler.

-=

111.00.1.11.111100.

Old Silver

NEW YORK

ROCHESTER, N. Y.
Your check of the 22nd instant fo •

$7.72 received, and would say tha
your price on Gold exceeds that o
any other company ever dealt with

Very truly yours,
WALTER G. LAUTERBACH, Jeweler.

LOUISIANA

MONROE, LA.
Your check for $20.53, just received

this A. M. I beg to state that your
estimate is entirely satisfactory, also
the promptness.
In future, when I have anything I

will be glad to send it to you.
Yours truly,

J. E. LARKIN.

ALABAMA

UNIONTOWN, ALA.
Your check of recent date for $21.96

received, and would thank you very
much for same.
Be assured that we are entirely

pleased and thank you for your
promptness. I shall remember in the
future where you are.

Yours truly,
J. B. MACKEY, Jeweler.

WASHINGTON
WALLA WALLA, WASH.

Received check today for $10.40.
Thank you for promptness and hon-
esty. Hope to favor you with a large
order soon.

Yours respectfully,
JOHN HARDEWICK, Jeweler.

........ 0000000 000000 olt
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ome Notes on the
Production of Black Nickel

It is now some six years since the black nickel

f Irmula at present used was first published

Phe Brass World, August, 1906, page 263)

id the test of time has demonstrated it

) be the most serviceable and blackest of any

if the formulas, and at the same time it is per-

, :anent. Previous to the publishing of this

olution, the black nickel formulas contained

„rsenic which not only produced a gray de-

posit, but caused them to fade in time. These

!acts greatly militated against the use of arsenic

,:nd so much so that to-day they have fallen into

,lisuse. The black nickel formula first published

The Brass World has supplanted other

ormulas and the test of time has proved it to be

Auite satisfactory and permanent.
Much has been published in this publication

about this black nickel formula and the in-

ormation has been distributed over a number

of years, resulting in some improvements and

in overcoming some of the difficulties found.

Each of the articles has met with the approval

of the trade and the demand for them has

been so great as to completely exhaust the is-

:Ales of The Brass World containing them.

The demand for these articles has become so

extensive that it has been deemed advisable

to re-publish them and the following articles on

the subject of black-nickeling embodies all the

information contained in previous papers and

the improvements made and difficulties over-

come. It is believed it will meet with the ready

approval of platers who desire to have a complete

article on the subject.

Formula for Black Nickel Solution

The formula for the black nickel solution is
as follows:

Water   1 gallon
Double Nickel Salts   8 oz.
Ammonium Sulphocyanate 2 oz.
Zinc Sulphate  1 oz.

The double nickel salts are the regular
nickel salts employed in making up a nickel
plating solution and are the double sulphate of
nickel and ammonia. Either ammonium sulpho-
cyaniate or potassium sulphocyanate may be
used, but the ammonium sulphocyanate is
slightly cheaper. Sulphate of zinc is the well
known commercial grade. It is unnecessary to
use chemically pure materials, any well known
standard commercial brands answer the pur-
pose.
To make the solution, dissolve the double

nickel salts in the right amount of clean water,
either cold or hot, and then add the am-
monium sulphocyanate and sulphate of zinc.
Mix well and allow to cool. It is unnecessary
to filter it. The solution is run cold, but in
winter, when the temperature is excessively
low, it should be warmed to about 70° F.

The Anodes

The anodes used in the black nickel solution
are the regular anodes employed for nickel plat-
ing, but better results are obtained if old
instead of new ones are employed. Old anodes
give up their nickel more readily than new ones
and it is for this reason that they are pre-
ferred. To be sure, new anodes can be em-
ployed, but the solution will not work regu-
larly with them for as long and will require atten-
tion sooner.
One thing should be borne in mind and that

is to have plenty of anodes. It is false economy
to use too few, for then the solution will become
acid sooner and work irregularly. When plenty
of anodes are used, the solution will work in a
normal manner for the maximum time and th e
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solution will be fed properly. There cannot be
too many anodes used.
As the black nickel does not "throw" as

well as white nickel, the anodes are preferably
placed on both sides of the articles, or around
it as the case may be so that the current will
pass evenly. In this manner it is possible to
cover any surface evenly and uniformly. The
anodes should be cleaned from time to time.

The Current

The regulation of the current used in de-
positing black nickel is the most important
feature of the operation, and upon it depends
the success of the process. Not over 1 volt should
be used. A greater quantity will cause the de-
posit to become streaked, and if an excessive
quantity is used, it will be gray or white. This
current regulation is very important and it is
impossible to obtain satisfactory results unless the
current is cut down to the amount previously
mentioned.

It is in the matter of current regulation that
platers usually err, and the principal fault is
to use too strong current. If a good black nickel
is desired, then the current must be main-
tained at 1 volt and no more. Bear this in mind.

The Deposit and Its Formation

When the solution has been properly made
and the current density has been adjusted to
the right amount, the first flash of black nickel
deposit will be iridescent, but will cover the
whole surface of the article being plated. This
takes place within a few seconds but gradual-
ly. When the iridescent color forms it indicates
that the solution is in proper working order.
A black color should not form at once, but should
be obtained by first producing the iridescent
deposit.

After the iridescent deposit has formed, and
the current has passed for a short time longer,
it disappears and a blue color makes its ap-
pearance. This, however, gradually changes
to the black, the real color of the black nickel.
The length of time taken for the electrode-

position of the black nickel may be from 10 to
20 minutes. It should be borne in mind that
the deposit is not a pure metal but a sulphide
of nickel and is somewhat brittle. For this
reason it is essential that the deposit should be
light. It is a common error to produce too
heavy a deposit. It is apt to flake off and nothing
is gained by it. When the article has a uni-
form black color on the surface, the deposition
can be stopped. To carry on the deposition for a
long time produces a hard and thick deposit that
is quite apt to flake off. A thin deposit, when the
color has been obtained, is sufficient.

The Best Metal Used for Plating

The base metal, upon which the black nickel
is to be deposited, may be of any metal that
can be plated with white nickel. It is needless
to say that the surface should be clean and free
from tarnish. Very careful preparation,
therefore, is needed for the black nickel solu-
tion has no grease removing properties. Some
platers claim that better results are obtained
by first giving the article a white deposit, and
then deposit the black nickel on it. Whether
this is true is doubtful, and if it is used, then
the deposit of white nickel should not be buffed
as it will then be difficult to clean. Only a flash
deposit should be used at any event.

If the surface of the base metal is buffed,
then the black nickel deposit will be polished.
Dead surfaces likewise produce a dead black
nickel. In this connection it may be stated
that the polished or buffed surface upon which
the black nickel is deposited should be used
whenever possible as the black nickel deposit
is then dead black. Upon dead surfaces it has
a gray shade or is slightly off color. The blackest
shade is obtained on polished surfaces.

Care of the Solution

The solution should be maintained in a strictly
neutral condition. If it becomes acid, then
the deposit is either streaked or gray. If
alkaline, the deposit is brittle, and will easily
flake off. When freshly made, the solution
will stand between 6 and 7 degrees Beaume

and water should never be added to it. The
best results are always obtained when the solu-
tion is strong. Water will make it plate gray.
As the solution is used, it will gradually be-

come acid for the reason that the nickel is not
obtained from the anodes in sufficient amount
to compensate for that deposited.
When plenty of anodes are used, however,

this will take place only after some time.
When this is the case, the deposit will become
streaked. To bring back to its original con-
dition ammonia should be added to it in small
quantities at a time, the solution thoroughly
stirred and then tested with litmus paper. The
right condition is obtained when red litmus
paper does not turn blue, or blue litmus paper
red. Such a condition is one of neutrality.
The bath has the appearance of any nickel solution,
that is light-green, and should under no con-
sideration be blue. This indicates too much
ammonia has been added.

Improving the Color

The color of the black nickel, when it first
comes from the solution leaves nothing to be
desired. Upon standing, however, it is apt to
have a brown shade. This brown shade fre-
quently is seen when the article is removed
from the bath. A gray shade is likewise often
present. While lacquering will remove the
brown shade, it will not completely mask the
gray color. For this reason, it is frequently
advisable to use a dip to remove the brown
or the gray shade. This dip is composed of
the following:

Water  1 gallon
Perchloride of Iron 12 oz.
Muriatic Ai cd 1 oz.

The articles, after they have come from the
black nickel solution, are rinsed in cold water
and then immersed for a few seconds in the
preceding dip. This will remove the brown
or gray shade. They are then rinsed in cold
water, then in hot water, dried and lacquered.
This dip is slightly acid and has the property

of removing the brown or gray shade on the
black nickel deposit produced by the presence
of sulphide of zinc.

It is always advisable to lacquer the black
nickel deposit if possible as it not only serves
to protect the surface, but prevents discolora-
tion. All black nickel deposit will show a slight
discoloration upon standing in the air, but which
may be removed by buffing or wiping. The
lacquer, however, will prevent this difficulty.

Cause of Difficulties

The following notes will serve to indicate
the source of the difficulty found in plating
black nickel:

1. The deposit has spear-shaped markings
on it and is partly white.
Remedy: Use a weaker current.

2. The deposit flakes off after the article
has stood for some time.
Remedy: The deposit is too heavy and the

electro-deposition has consumed too long a time.

3. The deposit is white.
Remedy: The current is too strong or the

solution has become acid. Use a weaker cur-
rent or neutralize with ammonia if acid.

4. The deposit is still brown or gray after
coming from the dip.
Remedy: The dip is old or the article has

not remained in it sufficiently long. Make a
new dip or leave the article in longer.

5. Although the voltage is right, the de-
posit is streaked.
Remedy: The solution has become acid and

requires neutralizing with ammonia.

6. The edges of the deposit are removed
by the dip.
Remedy: The dip is too strong or the de-

posit is not sufficiently heavy. Use the dip
cold. Do not leave in the dip for more than
a few seconds.

If care is taken in maintaining the right voltage
and keeping the solution neutral, no difficulty
will be experienced in obtaining a good black
nickel deposit.—The Brass World.
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Mr. W. T. Emory, of Sheridan, Wyoming, who free hand designed
and engraved the above plate, original size 20x24 inches, is loud in his
praise of our college. Examine this plate carefully and you will admit it
is a fine piece of work.

You can't find work like this turned out from any other engraving
college in so short a time.

Mr. Emory says that the mere fact that I traveled from Sheridan,
Wyoming, to Philadelphia, Pa., to attend your college, proves that I con-
sider it the finest engraving college in this country.

All the plates that we have ever published have been the students
work, which shows what we can do for you if you will give us the
Opportunity.
If you will attend our college NOW we will make an engraver of

you before the holidays, but you must act at once.

ARE YOU INTERESTED...--
in Becoming a Thorough,N

Practical Engraver

WE pride ourselves upon the thorough and practical system
of our instructions in the art of engraving. There is no
question but what we are recognized as the foremost insti-

tution of its kind in this country, therefore if you are going to learn
the art of engraving you are doing yourself an injustice if you do
not investigate our college. I can truthfully say that no engraving
school in this country can give you as much practical knowledge
pertaining to the art of engraving in a shorter time or with as little
expense as we can. The secret of our students' success is our
practical method and system of teaching, which is different than
any other college.q We have been teaching over twenty years and know how to make
an expert engraver of you in a short time. Read what Mr. W. T.
Emory says. He never had any experience before attending our
college, and designed and engraved this plate free hand. Examine it
carefully—and I know you will admit that it looks more like the work
of an expert engraver with years of experience than a young man
with only a few months' experience. We can teach you to do as well.

Send for our engraving prospectus today. It is an interesting book and will
prove to you that what we claim for our college is true. A postal will bring it.

THE PHILADELPHIA COLLEGE OF HOROLOGY
Broad and Somerset Streets, PHILADELPHIA, PA.F. W. SCHULER, Principal

ESTABLISHED 1894i

HARDINGE BALANCE CHUCK, Price fitted, each $3.75

Fitted to No. 38 or 50 Wire Chuck

Brass Jeweling Chuck, per set, $1.50
Steel Jeweling Chuck, per set, 2.50

THESE ARE REAL TOOLS AND ARE
WORTHY OF YOUR CONSIDERATION

Explained in our No. 5 Catalogue
WRITE FOR IT

HARDINGE BROTHERS
3133-3141 Lincoln Ave. CHICAGO, ILL.

Improved Roller Remover
Price. - each, $1.75

Trued Pivot Drill Chuck
Price - each, ?Sc.

WATERBURY ROLLING MILLS
We manufacture High Grade GERMAN SILVER, Bronze, Gilding Metal, Platers' Bars, Low Brass and
other special alloys in sheets and rolls. Our deliveries are prompt and accurate. Write for particulars.

WATERBURY ROLLING MILL, Inc. Waterbury, Connecticut

Prentiss' Patent Jewelers' Vises 
For more than 30 years the Best and Handsomest Vises made

PRENTISS VISE 
COMPANY,La fayette St.,

106-110
New York, U.S.A.

ASK YOUR JOBBER TO SHOW YOU THIS VISE
Large Illustrated Catalogue of all kinds of Vises mailed free
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Workshop Notes

Subscribers wishing inquiries answered in this depart-

lent must send name and address—not for publication,

ut as an evidence of good faith. No attention will be

aid to anonymous communications. Questions will be

uswered in the order in which they are received.

-;INGLE HOUR STRIKE.—How can I arrange a move-
ment from either a kitchen clock or mantle
clock (8 day), so that same will strike on the
hour of eleven only.

If the clock you use is of the count-wheel type,
or of the snail-and-rack type, in one of which two
classes it doubtless will belong, we suggest the
following arrangement; we cannot detail it unless
we have before us the particular clock on which it
is to be applied, but with ordinary mechanical
ability, there should be no difficulty in your apply-
ing the principle. If you prefer, however, and
will send us the clock, or complete drawings of
it, we will give you more specific information.
The count-wheel or snail makes one turn in

twelve hours, and determines the number of strokes
on the gong at each hour. It is to this part,
therefore, that we will fasten a disc of brass, of
from one-third to one-half the diameter of the
dwihsce.el, with a shallow notch filed in the edge of the

An arm, pivoted movably to the clock-frame,
carries a small steel roller at one end; this roller
rides on the edge of the brass disc (held there by a
light spring fastened to the pivoted arm), and when
the notch in the disc comes to where the roller is,
the pivoted arm makes a movement as the roller
falls into the notch. This movement is to be
utilized to allow the clock to strike eleven only.
The free end of the pivoted arm is bent into such a
position that when the roller-end is riding on the
circular edge of the disc, the other end holds the
striking arm or hammer-wire out of reach of the
lifting-pins or of the gong; but when the notch in
the disc comes around to the roller, the arm moves
away from the hammer wire, and allows the clock
to strike the hour. You must, therefore, fasten
the disc on the count-wheel or snail-wheel with
the notch in such position that the roller will fall
into it and the hammer be free to strike the gong
only at eleven o'clock.
The details of this device must necessarily vary

much depending on what the design of your clock
is. If you find you cannot work the matter out,
we will gladly help you, but please remember that
we cannot give a specific answer except to a specific
question.

REPAIRER.—An 18. S, 7-jewel Elgin movement,
grade 207, class 61, came to me for repairs; it
had been in the hands of one who needs instruc-
tion as much as I do; it would not tick 5 ticks
without stopping. The whole trouble was or is
with the escapement. In this class of watch
the center wheel covers one peep hole and it was
hard to tell how the pallet worked, but I have
it running, the motion is fine, but to accomplish
this I must bend the guard pin out of upright,
to one side; if I put it straight it won't go. I
know this is not correct, but must have your help
to know what to do. Guard pin must be bent
to the right looking from the top. Pallet and
lever do not seem to admit of any adjustment,
riveted together.

We think the best advice we can give you is to
get a copy of "The Watch Adjuster's Manual,"
by Chas. E. Fritts, and study in it the exceedingly
clear and interesting explanation of the action of
the lever escapement, and the principles of its
adjustment. In the case you describe, you will prob-
ably find the fork bent (twisted) out of level,
and the roller jewel either slanting to one side, or
too small. With these defects corrected, the
watch will run with the guard-pin standing per-
pendicularly to the level of the top of the fork, as it
should be. But the escapement is so important
a part of the watch that you should have a general
knowledge of its principles; then you can easily
perceive any defect existing and apply the cor-
rection. The actual work of adjusting escape-
ments is not at all difficult; the hard thing is to be
able to see exactly what should be done, but even
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this is not difficult to a man who possesses-a clear
idea of the • proper action of the escapement.
This is why we recommend studying the above-
named book, which can be bought of any supply-
house, or will be sent postpaid by THE KEYSTONE
on receipt of $2.50.

SWISS MAINSPRING.—Can you tell me what kind
of a tool is used, or how the Swiss mainsprings
in some watches are bent so sharply around at
the tip. I break the spring about every time.
I can bend it back but as soon as I try to close
it up almost together, it breaks.

The style of tip you wish to use is the one in
which an extremely sharp bend outward and back-
ward, is given to the end of the mainspring, and a
very short piece of mainspring is placed with one
end in this bend and the other end resting against
the barrel-hook. Many watchmakers try to bend
the end of the spring by first simply drawing the
temper; this does not enable the steel to take the
sharp bend without cracking, which happens so

(---

FIG. 1

often that the job is considered by many to be
impracticable. By the following method, how-
ever, the work can be done very quickly and suc-
cessfully in every case.
Heat the tip of the spring, slowly, to a dull red-

heat; remember not hotter than dull red. Take a
pair of flat-nose pliers with smooth (inside) jaws
and warm the ends of the jaws. Take a short
piece of the end of the spring between the jaws and
bend it outward and a little backward, (a, Fig.1).
Next, take the spring end in the pliers as shown at
b, Fig. 1, and close the pliers rather slowly until
the bent part is almost against the outside coil of
the mainspring. A good way is to close the red-hot
tip on to a short loose piece of spring; on removing
the latter, the tip will be found bent to the proper
shape, and great care need not be taken, because
the slip of spring prevents bending too far. In
either case, the spring must be at a dull red heat
while being bent.

CHRONOMETER.—I have a small box chronometer,
No. 584, a very close timer, made by Parkinson
& Frodsham, Change Alley, London. Can
you tell me about when it was built and if the
makers are still in business? Also have one No.
2352, by "Dent," chronometer maker to the
Queen. Would like some information in regard
to this one, if convenient. Do you have a pam-
phlet or book giving such information, if so,
what is the price ? Do you think the Waltham
chronometer will hold as close rate as a good
English instrument ? What chronometers, if
any make has done so, holds best records for
close rates. A friend of mine owns a "Liggert."
Please give age of it, if possible.

The members of the firm Parkinson & Frodsham,
were William Parkinson and William James Frod-
sham. The records as to Parkinson are not at all
full, but he doubtless was a man of ability; his
ancestry shows a number of names of prominent
horologists, dating from the earliest time when
records of horologists were kept.

William James Frodsham (a Fellow of the Royal
Society), also came of a long line of distinguished
horologists, not only on the paternal side, but also
on the maternal, his mother being the grand-
daughter of John Harrison, the inventor of the
first successful marine chronometer. Frodsham
was born in 1778, and started in business in
partnership with Parkinson, in Change Alley,
London, in 1801. Parkinson and Frodsham con-
tinued in business until 1842. Your chronometer
was made, of course, between these two dates, but
we have no means of knowing exactly when.
Edward:J. Dent, doubtless the maker of your
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other chronometer, was born 1790, and went into
business with J. R. Arnold in London in 1830, but
dissolved the partnership in 1840 and from then
continued in business for himself, until his death
in 1853. Dent built the great Westminster clock
on the Houses of Parliament in London, an under-
taking of unusual difficulty owing to the severe
conditions of the contract as drawn by Sir Edmund
Becket Denison, the designer of the clock. The
successful completion of this clock is Dent's great
monument, although the excellence of all his
previous work made for him the reputation which
gave him the opportunity to prove his ability on
the gigantic British 'National timekeeper."
Both of your chronometers are examples of the
work of great masters of horology.

If you desire to learn the exact date these chrono-
meters were made, it is possible that you might do
so by writing (giving numbers), to James Savidge,
Esq., 35 Northampton square, London, England.
Mr. Savidge is secretary of the British Horological
Institute.
The Waltham chronometer has in it a fine lever

escapement and it is a very good timekeeper. It
must be remembered before making comparison
that the Waltham chronometer is not intended for
use in navigation as is the marine chronometer,
which costs several times as much. But we may
here remind readers that simply the fact that a
timepiece is a marine chronometer doesn't nec-
essarily make it a good timekeeper, unless it is in
good adjustment and condition, and not worn out.

Chronometers are sometimes sold to jewelers
which have been discarded from use at sea on
account of wear and inability to make them keep
fine time. Chronometers should be bought only
after a trial, comparing with an accurate standard.
A chronometer in first-class order will not cost
much less than $200; it would be better to buy
a Waltham lever chronometer than to buy a
marine chronometer unless you are willing to
invest the price of one of the latter which is in
good condition.
We have no record of a chronometer maker of

the name Liggert.

BALANCE SCREW.—Do you know of any tool to
undercut balance screws that does not spoil the
thread of the screw? I have one kind, but in-
variably the thread is worn off too much to hold
well afterward. To turn off with a graver does
better but to turn off two screws exactly alike
without having scales to weigh them accurately
is just a little too much for me.

Your undercutter either has a burr on the inner
sides of the teeth, or the teeth are too long Re-
move the burr, or grind the teeth shorter with an
oilstone slip. If you find you cannot properly
do this, and find it necessary to buy a new under-
cutter, we recommend one of Kendrick & Davis'
make. We also recommed Aune's aluminium
balance screw scales for weighing the amount re-
moved in undercutting. These scales cost only
25 cents, and can be had of any tool dealer.

A French Method of
Nickel Plating Aluminium

A method of electroplating aluminium has
recently been patented in France by Marc Chirade
and Joseph Canac of Paris, France, says The Brass
World. The process is for the direct nickeling,
without depositing any other metal upon the
aluminum previously. The method used by
these inventors is as follows:

1. Immerse the article to be nickeled in tepid
water and then wash in water containing 2 per
cent of potassium cyanide.

2. Immerse the article, after the previous
treatment, in the following composition:

Hydrochloric Acid  1 gallon
Water  1 gallon
Chloride of Iron  3, oz.

3. Wash the article in clean water and im-
merse in the nickel solution. Deposit the nickel
with a current of 3 volts. After five minutes'
wash again in boiling water and then dry.
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The W B & C Glasses

WATCH GLASSES
are known to be the BEST

They are guaranteed to be strictly first-quality glass without bubbles or scratches
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The only medal at the Chicago World's Fair for
watch glasses was awarded to the W B &C brand

The prices on
are not higher ti,S,
muchinferior
sold by the
of the United
lows:

Genevas  
MI-Concaves 
MI-Concaves, Extra Thick .
Flat Parallels  
Lentilles  
Flat Concaves
Flat Concaves, Extra Thick .  
Patent Genevas   8.00
Lunettes ....... . . . 3.00

Discount, 6 per Cent

than aBnloBthegother a sasneds
brands, and are
leading jobbers
States as fol-

Per gross
$ 4.00
4.00
10.00
8.00
12.00
12.00
15.00

,

Per doz.
$ .40
.40
.90
.75
1.25
1.00
1.25 „.75 he only nredal at the Paris Exposition of 1900 for
.25 %latch glasses was awarded to the W B & C brand

Over 25 Silver and Gold Medals awarded to the W B & C Glasses at the Different Exhibitions of the World Since 1826
Everybody knows that the MBBD glasses HAVE BEEN, ARE, An WILL ALWAYS BE the leading brand of glasses in the market. Their finish, clearness, flexibility and correctness of size make them soI the leading jobbers in the United States will use no others at any price. Four-fifths of the case manufacturers are using them on account of their accuracy and perfect roundness. They used mbuy a cheaper grade of goods, but soon found out the wisdom of the old proverb, "The Best is the Cheapest, at the End."
WATCHMAKERS ! I If you wish to save time and money and give good satisfaction to your customers (if you are not using them), try the W B & D and don't he deceived by bluffing and humbuggingadvertisements, showing a lot of nonsensical figures. The W B & G glasses are in existence over sixty years, and during that time a great many brands have sprung up in one day, and never heartfrom afterwards. IT IS A GOOD AND RELIABLE GLASS YOU WANT, WHICH IS THE W B & C.
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I THERE IS A REASON
why our Superior Service line of Rolling Mills is invariably specified
by the wide-awake purchaser. Correspondence and Trade Solicited.

IMICOCCILICOCCOLVICOnt nientlOODOLIVAXIMAVIVAVXMIIIIMOVAMIn

Buffalo Machine Manufacturing Company
1354 WEST AVENUE, BUFFALO, N. Y.
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Have You Ever Stopped to Consider What
You Can Realize from "Odds and Ends"?

SEND
us the filings and broken

parts that your manufac-

turing and repair depart-

ments furnish, it will pay

you.

Because of our long ex-
perience, fine equipment
and advanced methods,
our work is thorough and
quickly done, and we re-
turn to you results far in
excess of your expecta-
tions.

It will pay you to consign to us your next
Jot of scrap, filings, waste or sweeps

CONLEY & STRAIGHT
236 Eddy Street, PROVIDENCE, R. I.
Refiners, Assayers and Smelters of Gold and Silver, Assayers and Sweep Smelters.
Dealers in Fine Gold, Silver and Platinum. All Kinds of Gold and Silver Anodes.
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,:arborundum Compared with

Emery in the Polishing Room

By FRANKLIN W. HOBBS. in The Metal Industry

Probably not every polisher in the land has be-

ome acquainted with carborundum, while not a

ew, after giving it a limited trial, have discarded

I. If cutting qualities were the only ones to be

ionsidered I feel perfectly sure that no polisher

who gave it even the slightest trial would ever go

back to emery. There is, however, one dis-

advantage which one and all find, namely, the

difficulty of making the grains stay on the wheel.

I well remember my first experience with car-

borundum, I was amazed at its vastly superior

cutting qualities, but extremely disappointed when

I discovered that it was fast parting company with

the wheel. However, having satisfied myself of

its cutting properties, I was unwilling to abandon

the use of it at once, so began experimenting.

Glue was run both light and heavy, then it was

allowed to get "tacky" before rolling in the car-

borundum. Different kinds of glue were tried,

and so on through all possible conditions and

methods of applying abrasives to a wheel. In the

end the best results were obtained with a good

quality of glue run medium, heavy and hot. An

examination of the little sharp, sparkling crystals,

under the microscope, beside the comparatively

dull appearing emery grains, discloses the cause of

the difficulty in making the former stay on a wheel

and at the same time impresses one with the fact

that a sharp cutter must necessarily be a difficult

one to hold. I refer to the extremely smooth

surface of the crystals.
During the experiments in setting up wheels

the real secret of successful use of carborundum

was discovered. Lighter pressure on the work is

the secret. The best results are obtained on car-

borundum when only about two-thirds the pressure

is applied, that would be necessary if emery were

the abrasive. It is a significant fact that polishers

accustomed to using emery apply fully one-third

more pressure to their work than those using

carborundum. I have recently proven this in the

following manner: A spring scale was hooked to a

post behind the workman, the other end being

made fast to a piece of work in such a way that it

would just clear the wheel when a stroke was made

as on the wheel. Several workmen were tried and

the scale read, resulting as above stated. By this
reduction of pressure it will be found that the
carborundum will stay much longer upon the wheel
and it will cut as long as there is a particle left.
A firm of well-known wheel manufacturers

make the following statement, which I find to be
absolutely true when applied to wheels set up with
emery: " There is no standard speed for polishing
wheels, the limit of speed is the melting point of
the glue and the glazing point of the emery.
This can only be determined by experiment and
will vary in different shops and under different
conditions." Now as melting (or burning, as we
call it), of the glue is due to heat resulting from
pressure, the reduced pressure on carborundum
obviates the burning and the attendant gumming;
and as for glazing, the word has no application
to carborundum. With emery it is grind and glaze,
with carborundum it is cut and cut again. With
emery, as it becomes dull, the polisher applies
more pressure, which burns the glue and some-
times, in the case of felt, the wheel also. A slightly
increased pressure on carborundum causes the
grains to break, forming new cutting edges. A
softer cushioned wheel can be used with car-
borundum owing to the lighter pressure employed,
and this, in the case of irregular shapes, gives a
better job and more comfort to the polisher.
I made a positive test of the comparative values

of carborundum and emery, and the results have
been confirmed through a dozen or more years of

constant use. Two lots of wheels were selected
of precisely the same size, kind and condition.
One lot was set up with emery, the other with
carborundum. Several men were given a certain
number of pieces of the same kind of work. Each
did one-half of the pieces on emery wheels and
the other half on carborundum. The time was
kept and the amount of carborundum, glue, emery,
and number of wheels was recorded. The results
showed a use of only four-sevenths as many wheels
and a corresponding reduction in glue and abrasive
when carborundum was used, with a reduction in
time of more than twenty-five per cent.

Objection has been made to the decidedly high
price of carborundum. In my investigation I
found that approximately one pound of car-
borundum was consumed in nine hours by one
man in grinding and fining, while somewhat less
would be used on oil wheels and a little over
one and one-half pounds of emery was used in
the same length of time, so that the cost of abrasive
was approximately twelve and six cents respec-
tively. But when we consider that about two and
one-fourth hours' time was saved by the substitu-
tion of one pound of carborundum for one and
one-half pounds of emery, we find that at a
conservative estimate of the cost of labor, a keg
of carborundum would yield over one hundred
dollars more profit than would have been the
case with a keg of emery. To these favorable
results must be added the reduced strain and wear
on belts and lathes resulting from the decreased
pressure on work and wheels. Also saving in
time and glue in setting up wheels. So that in
summing up it must be admitted that the price
is no objection whatever, and if carborundum
were three times its present price it would be much
the cheapest in the end.

Absorption of Brass, Copper, Silver
and Gold Deposits by Soft Metals

One of the peculiar features of electro-plating is
the fact that soft metals, such as tin, lead or zinc
(and their alloys) will absorb deposits of brass,
copper, silver or gold after a time and to such an
extent that the deposit will entirely disappear.
This fact has been known in many lines of trade
for some time and particularly in coffin hardware
and soft metal novelty trades, but it is not generally
understood as an electro-plating fact.

Heavy deposits of the metals enumerated will
not be absorbed, at least they do not in a long
period of time. It is the light deposits that have
the property, but it is assumed that there is an
absorption, even with a heavy deposit, and that
there is sufficient metal left to still act as a covering
for the metal.
The absorption is really a "soaking in" of the

deposit and takes place after a considerable period
of time has elapsed. The time taken may be from
a few months to several years, according to the
heaviness of the deposit. The deposit finally dis-
appears as though it has evaporated and leaves the
base metal exposed. It seems to be equally as apt
to happen on spelter castings as on antimonial lead.
In the illustration is shown a spelter lamp base

which has a part of a lamp made by the largest
manufacturer of this class of work in the United
States. The lamp had been brass plated and it was
a good job too, for the lamp had the appearance of
being cast brass. The lamp was left unused for a
number of years (just how many it is impossible
to say, but probably from 5 to 10) and without
anyone touching it. At the end of this time, the
brass had entirely disappeared and the white
zinc was left.

It is positively known that nothing had touched
the lamp during this period and it had been pro-
tected from dust. The zinc had actually absorbed
the brass deposit. There is probably an alloy
formed when the phenomenon occurs.
The absorption of these deposits may be pre-

vented by giving the soft metal a coating of nickel
as this metal does not seem to have the property
of "soaking in" and effectually prevents the
absorption of other metallic deposits. This method
is used by the manufacturers of coffin hardware
and when employed, a light deposit of silver or
other metal may be put on without danger of
losing it within a short time through absorption.—
The Brass World.
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Scissored Information
Clipped from Our Exchanges

From The Brass World

Question. Is it customary in the manufacture
of silver-plated cutlery to first nickel-plate the
steel before depositing the silver? We have heard
that it is the best method.

Answer. There are a few manufacturers who
first deposit nickel on their cutlery previous to
silver-plating, but others deposit the silver directly
on the steel. The evidence seems to be much
in favor of silver-plating the cutlery direct
by the use of two "strikes" before going to
the regular silver-plating solution.

Question. Is there anything that can be used
in a silver solution to render the deposit dead
white? I have occasion to use a silver solution for
a dead white finish, but it is always yellow, par-
ticularly when lacquered.

Answer. There are several things that will
cause a silver deposit to come yellow:

1. Too much free cyanide in the solution.
2. Too strong a current.
3. If white when deposited and yellow after

lacquering, it indicates that the lacquer is un-
suited for the work.
Which one of these causes is yours, will have to

be found out by yourself. Very likely you are
using a brass lacquer or silver. You should obtain
a lacquer made particularly for silver work and
which is white.

It frequently happens that a silver deposit will
turn slightly yellow or have a slightly yellow tint
when deposited, on account of the presence of a
sub-cyanide of silver in the deposit. This may be
removed by reversing the current for a few seconds
and "backing-off " the silver from the deposit.
With a good silver plate, however, unless a deposit
of extraordinary whiteness is desired, this procedure
is unnecessary as the ordinary silver obtained from
a good solution is white enough.

Question. What is necessary in running a
nickel solution to obtain a bright deposit? We
understand that some concerns do not buff their
nickel at all, but obtain a nickel deposit bright
enough for ordinary purposes.

Answer. The necessary conditions in obtaining
a bright nickel deposit are:

1. To have the work buffed to a high "color."
2. To have a good solution that works free from

stain.
3. To use a weak solution.
4. To use a weak current and deposit the nickel

slowly.
The following solution has been found to work

well:
Water  1 gallon
Double Nickel Salts  4 oz.
Single Nickel Salts M oz.
Sal-Ammoniac Y2 oz.
Boracie Acid  2 oz.

If this solution is used warm it works better.
After the article has been completely covered, do
not deposit any more on it as it will gradually
become dead. Bright deposits are always light
ones.

New Use for Aluminum

New uses are constantly being found for
aluminum. One of the latest is making it into
foil to take the place of tinfoil in wrapping up food
products, especially chocolate. Aluminum foil
is now made about one-six-hundredth of an inch
in thickness. Aluminum powder has also been
coming into common use. To make the aluminum
powder very thin foil is first cut up in small
spangles; these are ground in a mill and the powder
is then sifted through bolting cloth. The powder
is used as a basis for metallic paint and is especi-
ally valuable for metallic surfaces that are exposed
a great deal. The powder is very soft and ad-
hesive, like graphite.
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"OUR THEORY"
UR whole theory is to seek shippers of Old
Gold, Silver and Platinum on the basis of

our record of success, and then extend to the customers
thus obtained the broadest and most liberal estimate
in our returns ; holding consignments—sending check
immediately for your approval and returning shipments
by prepaid express if our offer is not up to your figures.

(If We don't try to get your business by a cheap and
tawdry display of special information or misinformation
cooked up to satisfy the jewelers.

III' We are perfectly willing to admit that we are
out-promised every day ; but we try to make perform-
ance square with promise.
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Goldsmith Bros. Smelting & Refining Company
CHICAGO

Heyworth Building

ESTABLISHED 1867

NEW YORK

No. 20 John Street
SEATTLE

Arcade Building
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k Plea for Fixed Prices on Goods

p CHARLES MCDOUGALL, in Grand Rapids Furniture Record

I A serious problem confronts the furniture mann-
f cturer and dealer today. It has been generally

a ;reed that merchandising, insofar as the relation

I tween the furniture manufacturer and dealer is
mcerned, has been woefully deficient. The furni-

t ire manufacturer, up to this time, has been in a

cry sad position. There are very bright men in
tne furniture manufacturing business, but, unfor-
i unately, most of their efforts and force have been

directed to the production of goods, rather than to

he study of merchandising methods which help

o keep factories going. Now, there is a condition
which faces furniture manufacturers which must
be eliminated before conditions will be proper
either with the dealer or tilt:: manufacturer. Until
this change comes about, there will be a chaotic
state in the furniture industry.
The manufacturer has a greater risk to assume

han the dealer. His assests are invested in furni-

t ure plants, which are valuable only as going plants.
For instance, he is not immune to fires or strikes
or panics, or many conditions which can be over-
come to a certain extent by the dealer. A fire

will put a furniture manufacturer absolutely out

of business; a strike will do the same thing. He
assumes those risks. That is not the only factor
of difficulty in his assests. In the first place, he
has to begin with an unskilled organization and
then educate it to render service which is effective.
In order to do this, he must keep his organization
together twelve months of the year. Under the
present methods of selling, this has not been
possible at any time in the history of this country.
The manufacturer has devoted his efforts to the
mechanical production of his goods, but, unfortu-
nately, he has been dependent upon short seasons
tor their sale. As a rule, the retailer only wants
his goods to come in at the time he actually expects
to sell them—three or four months in the spring
and fall. The manufacturer, as a rule, has insuf-
ficient warehouse room to take care of certain
itock. The styles change and conditions change
much too frequently to be helpful.

Fixed Values

Now, some changes must be brought about
whereby the manufacturer will be able to run his
factory the full twelve months of the year, to get
the greatest efficiency out of his plant and to es-
tablish fixed values, which will remain the same
year in and year out, with the furniture retailer.
Take in other lines of merchandise, say, the cloth-
ing business. You do not hear of shops closing
down and having dull seasons from time to time;
you don't hear of other business lines closing down
and having to build their organizations together
again. I am simply giving you the manufac-
turer's problem, but, you see, it applies to the
retailer—it applies very easily. Many dealers do
not take into consideration that this other condi-
tion is paid for by the retailer and, ultimately
by the consumer. For instance, if a man is able
to run his factory for three months out of a year
and close down the other part of the time, he is
running at a loss. Therefore, if his factory pays
dividends and is in a healthy condition, he must
make enough profit during these three or four
months to counteract the losses between seasons.
In other words, the retailer is not getting full
value of his goods. This is a subject I have never
heard taken up in just this manner. It has usually
been considered that the retailer frequently has had
the advantage of the manufacturer. The manu-
facturer, in this country, has been constantly on
the defensive. He has been largely in the hands
of a very brilliant set of men. I consider the re-
tailers as brilliant a set of merchants as we have in
this country, but this compliment cannot be ap-
plied to the manufacturer. Now, the question is,
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how can this be overcome in a way that will be as
beneficial to the dealer as to the manufacturer.

The Fluctuation in Values

There is another off-setting feature to be con-
sidered before getting to that subject, and that is
the fluctuation in values. A manufacturer cannot
run his plant throughout the year; it is either over-
stocked at one time or understocked at another.
He is trying to keep his organization together and
the result is, he throws close-outs on the market.
Is this a healthy thing, from the retailer's stand-
point? Is it healthy for one retailer to be able to
go and purchase a bargain, not knowing but that
his competitor has bought a very much greater
bargain from another manufacturer? This condi-
tion is just as unhealthy for the retailer as for the
manufacturer. This very experience has awakened
many furniture manufacturers, but not as many,
it seems to me, as should have been awakened.
There are retailers who had the same awakening.
The question was raised as to the risks of co-
operation with the manufacturer. Would it be
dangerous for the retailer to assume the burden
of accepting another man's name attached to the
goods he offered for sale? Would not the manu-
facturer take advantage—and such mistakes have
been made?
A few years ago, we all remember when the in-

terurban cars were first started, there was great
discussion in the smaller villages. The villages
thought they were going to be swept off the face
of the earth and everything was going Over to the
cities; but the result was just the reverse. Today
the villages have the most up-to-date stores they
have ever had. The smaller towns are profiting
by larger merchandising facilities. And the cities
also have enjoyed greater prosperity, because new
wants have been created, new desires have been
brought about. You can go along the interuban
line today and find the homes equipped and fur-
nished far above what they used to be. It is
possible to stimulate and create business.

An Insurance Against Off Seasons

The manufacturer and dealer both need an in-
surance. They need an insurance against off
seasons, against the duller seasons of the year;
they need insurance against national depression
which often comes, and it has been demonstrated
in many lines of business that proper co-operation
will stimulate business and help tide over condi-
tions of depression.
Now, the manufacturer must make a character

of goods up to his recommendation. The adver-
tised article is its own guarantee. It is criticised
much more closely. In other words, the moment
he advertises an article, he assumes a big burden.
Anything that benefits the manufacturer won't
do him a rap of good unless it benefits the man
whom he works with. There have been many so-
called sales helps, advertising plans and various
things to help the dealers stimulate sales. The
manufacturer could be arbitrary, but can he afford
to be arbitrary? There may be some mistakes
made in bringing this system about, but the big,
up-to-date manufacturers who are helping the
dealers accept their goods, are not arbitrary.
They have recognized it as simply the combination
of two heads to create a permanent market for a
fixed value. Many people have considered that it
is more profitable at the end of the year to be able
to sell merchandise, the value of which is fixed,
and that the public knows at a fair profit through-
out the entire year, than a fluctuating value—up
today and down tomorrow. This, I believe, is one
of the progressive ideas of today. To relieve the
doubt in the dealers' mind has been the great
problem of the manufacturer. Take, for instance,
the wonderful demand for ready-made clothing
that has been created. The fact of better clothing,
better values for the same money has been im-
pressed on the consumers; new dealers have been
created and the merchants have enjoyed a better
business and the manufacturers themselves are all
in a healthy condition. The same thing is true
in many textile fabrics, in dry goods, in groceries,
and along specialties, automoiles, etc.

How the Automobile Men Work It

Coming from New York, the other day, I had
for a traveling companion a very brilliant man who
was the sales agent in Philadelphia for one of the

largest automobile companies. He was telling
me of his experience in that locality in placing
agencies for their automobiles. They would go
into a given town, select the agent that they would
like to co-operate with and secure his promise.
Then they would map out a campaign and estimate
what the man could do. He gave an example in
Altoona, Pa. The dealer had never handled
automobiles. He showed him the possibilities
and arranged with the dealer to handle thirty
automobiles for the coming year. We said that
there is sometimes great difficulty in convincing
furniture dealers to try to advance their depart-
ments. He said we don't hold our men to those
requirements, but we show them where it is largely
to their advantage to co-operate with us. If the
man in Altoona engaged thirty machines and the
man in Kansas City engages thirty machines, the
man in Altoona may take less than his quota and
the man in Kansas City may take more than
his quota. If we can get the proper organization
together, this all rights itself, and the result is the
dealer is getting a very much better service, because
the manufacturer knows what he is doing. The
automobile people we will all have to take our
hats off to. They have created a wonderful sales
policy. We need that same thing in the furni-
ture industry. Take the metal bed industry.
The metal bed manufacturers have been at war
for over four years. The result is that many of
those manufacturers have had to purchase ma-
terial and sell merchandise below the cost of pro-
ducing and selling. Prices have fluctuated. At
each market season in New York and Chicago the
buyers do not know where they are at. I have had
dozens of dealers say to me they would give almost
anything if the price on metal beds could have been
fixed. I firmly believe that if at the start of the
metal bed industry there had been some great
organization among the manufacturers of metal
beds which could have made prices and put them
on a fixed basis of price, the metal bed war would
never have taken place, and there would.have been
fewer failures and more sales made. The business
would now be in a secure, instead of an unsettled
condition.

The Fixed-price Goods Command the Trade

Take the baking powder—the Royal Baking
Powder Company. They have made a fixed price
on baking powder, and it is very difficult for cheap
powders to be sold. In other words you could not
have a baking powder war today. The dealer
can make a margin on it and the manufacturer
is satisfied, and the wonder is how this can be
brought about. In the first place, the manufac-
turer must bring his product up to standard. The
advertised article today is tremendously of more
value than the non-advertised article. The non-
advertised article is battling with conditions.
A great many manufacturers have offered salts
plans to dealers. Those sales plans have be€ n
greatly misunderstood. The dealer has not under-
stood them in many cases, and has placed the whole
burden of responsibility on the manufacturer The
manufacturer can become an expert in his line,
because he becomes a clearing house of ideas.
He may be working out a problem with you today,
and with five hundred others throughtout the
United States. The result is, you are not only
getting that manufacturer's ideas, but you are
getting results based on the experience of men in
San Francisco or Portland, Maine, or Indianapolis.
Now, a manufacturer can take any line of merchan-
dise, whether it is book cases, or what not, and
stimulate a demand for the dealer. He will bring
it to you and present it to you and show you how
other people have accepted it and the general
scheme of exposition, and you, Mr. Dealer, are
short-sighted unless you avail yourself of the
opportunity.

A Gradual Awakening

The result is, I believe, today the dealer is grad-
ually waking up to the fact that he can have the
confidence of the manufacturer and can work with
him. The furniture manufacturer is getting away
now from giving his sole attention to the produc-
tion. He is joining forces with the dealer to create
a greater market. That means creating greater
wants, just as the interurban roads created greater
wants. Do not fear that you may be dependent
upon the manufacturer, because the manufacturer
is more dependent upon you than you are upon
him.
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11 Take a Course in Engraving or Improve your Condition as a Watch Repair Man

11

a thorough and up-to-date manner. Every student is advanced along
iIihdlf Bt tpDThe Horological

1 

Group of students in attendance at the Horological Department of Bradley Institute. Taken May 1, 1912.

ffearmen of Polytecnc Institute offers you a chance to get Watchwork, Jewelry, Engraving and OpticsA- .., , in
the line of work as rapidly as his ability and application will permit. You can take any of the above studies, or all of them, as you may think best. Write todayfor one of our latest catalogues. A postal card addressed Horological, Dept. K., Peoria, Ill., will get it. Do not put it off. It means money in your pocket.

IfiLIGO0411410118001111131,1131111C[XXXXXXXXXXXXIDIEXXXXXISIXXXILICCUOIXXXXXXXXXXXXXVIOLICXX1
018008011808001=108008131=11100100t II

•

Stop Wiggling —a%
Of course, if you've always used a foot bellows, you've
become used to wiggling when you were melting gold or
soldering.

But you know you can do the job better when your hand
is steady. And the man doesn't live who can keep his
hand steady while working a foot-bellows.

When you use the Vernon
have to wiggle your foot.
furnish all the air you can
repair shop.

Price, including
belt, $7.50

Lathe Pulley Wheel,
extra $1.00

Sold on Ten
Days' Trial

Lee S. Smith & Son Co.
Pittsburgh, U. S. A.

Rotary Compressor, you don't
And this little machine will
possibly have use for in your

NATURAL GAS BLOWPIPES

No. 6-H Natural Gas Blowpipe Patented
September 26, 1899. $2.50.

Blowpipes must be constructed specially for use with natural gas, so if you
are having trouble with your blowpipe, it is because it is not adapted to
the quality of the gas you are using. Write us about it and we will give
you the benefit of our forty odd years' experience in the business.

Write for our Catalog " B. K.," illustrating
all our blowpipes and general workshop tools.

BUFFALO DENTAL MANUFACTURING CO.
BUFFALO, N. Y., U. S. A.

POLISHING AND BUFFING MOTORS
Alternating or Direct Current

'Via SPEED
LEVER

tiL We manufacture polishing
motors you can afford to buy
and if you are a dealer, that you
can afford to handle.

ILL We manufacture N, 3o, 31,
H. P. and larger if desired.

Also a New Patent Watch-
makers' Lathe Motor. We have thousands
in successful operation. Write and tell us
your requirements, for we have a motor
to suit you at the right price,

It H. P., A. C. or D. C. Polishing Motor e 14
Variable speed and 2 attachments . . . . 417

FIDELITY ELECTRIC CO., LANCASTER, PA., U. S. A.
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How to Make a Dry Cell

THE KEYSTONE

The containing vessel for the cell should be made
from sheet zinc. It should be cylindrical in form,
approximately 2 in. in diameter and 6 in. long.
This vessel is to form the negative terminal of the
cell and a suitable connecting device, similar to the
one shown in the sketch, should be provided and
securely fastened to the upper edge of the vessel.
The vessel should be lined with some heavy blot-
ting paper both sides and bottom.
Place into a glass jar a small quantity of chloride-

of-zinc crystals, and pour over them M pint of dis-
tilled water. Allow the crystals to dissolve at
least one-half hour. If the crystals all dissolve,
add more until some remain in the bottom of the
jar, or until the liquid is saturated. Pour off the
solution and dilute it by adding an equal part of
distilled water. Add to this solution sal ammoniac
in the proportion of 1 lb. of sal ammoniac to every
2 quarts of liquid. Fill the dry-cell vessel with this
solution and allow it to remain until the blotting
paper is completely saturated.
Obtain a good size electric-light carbon, about
in. in diameter, and file one end down as shown.

Drill a hole through the carbon and mount a ter-
minal.

NEGATIVE

TERMINAL

SAWDUST
AND SAND

ZINC CAN

1Q1 ,11

1111111111111111
SEALING,
COMPOUND

CARBON
ROD

BLOTTING PAPER

PASTE

Cross section through the cell. showing the construction a
nd

location of the parts.

Make a mixture of equal parts of finely powdered

carbon and manganese dioxide of sufficient amount

to almost fill the vessel. Add to this mixture

some of the solution and thoroughly mix them.

Continue adding solution until a thick paste is

formed .
Pour the solution out of the vessel and allow the

latter to drain for a few minutes in an inverted

position. Place the carbon rod in the center of the

vessel and pack the paste down around it, being

careful not to move the carbon rod from its central

position. The vessel should be filled with the

paste to within about in. of the top. The

lower end of the carbon rod should not be nearer

the bottom of the vessel than M in. Over the top

of the paste place a mixture of equal parts sand

and fine sawdust and then, over this, a layer of

pitch, which acts as a seal for the cell. A layer

of blotting paper should be placed between the

sand-sawdust mixture and the carbon-manganese

mixture. The side lining of the vessel should be

turned in before the sand-sawdust mixture is

placed in the top of the cell. The outside of the

cell should be covered with some heavy pasteboard,

which will serve to insulate the negative terminal

from the surface upon which the cell rests.

Cleaning Gun Barrels

Lead and powder residue as well as rust can be

easily removed from rifle and gun barrels, and if

the barrel is not badly pitted, it can be restored to

its original brightness and cleanness by using

ordinary steel wool in cleaning, says a writer in

Popular Mechanics. Take a wad of the steel

wool just as large as can be conveniently drawn

through the barrel and attach it to a stout cord

or a small wire and draw it back and forth in the

barrel. All rust and residue will be thoroughly

removed from the barrel in a few minutes.

The steel wool will not scratch or injure the

barrel in the least. The No. 0 steel wool is the

most desirable to use, and it can be obtained at

almost any hardware store.

Electric Bells Without Batteries

A batteryless electric doorbell, which was re-
cently put on the market, makes use of a compactly
designed magneto generator, which is operated
through gearing from a small handle that replaces
the ordinary push button, says Popular Me-
chanics.
The magneto generator is provided with an ex-

tension shaft, so that it can be installed on a door
casing of any thickness, with only the handle,
which has the appearance of an oblong door knob,
and the escutcheon plate showing from the front.
The generator itself may be mounted on the inside
edge of the door jamb, it being very neat in appear-
ance; or, if desired, it may be mortised in the brick
or woodwork, the escutcheon plate being of ample
size to cover the opening for it.

Wires are run from the generator to a bell, which
may be located anywhere, with respect to the
generator. The bell operates very easily, only a
small part of a turn of the handle being required
when it is desired to sound the signal.

New Wheel and
Pinion Cutting Machine

Machines of various descriptions have been
designed and constructed for the purpose of
dividing the periphery of a disc of brass or steel
into a given number of divisions. The most
recent machine in the field has been designed
and built by the St. Louis Watchmaking School,
6815 Easton avenue, St. Louis, Mo. Prompted
by several requests for special wheels and pinions
the experimental department of the institution
set about to evolve a machine that would produce
these articles and at the same time be suitable
for other lines of work, such as grinding, drilling,
damaskeening, etc. In due time a machine
was completed that possessed all these require-
ments and under test met all the conditions
imposed.
For wheel and pinion cutting the machine

is equipped with a differential indexing mechan-
ism. A tangent screw operating and meshing
with a gear wheel of 120 teeth attached to the
principal spindle, is rotated on its axis by the
index lever attached to the end of the worm arbor
projecting through the index plate. One ex-
tremity of this index lever is fitted with an index
pointer to insert in the holes of the index plate
and so attached to the arbor that any of the
nine circles or any of the holes of the index plate
can be reached. On rotating the spindle by means
of a tangent screw great accuracy is secured
and errors in the index plate due to irregularities
in the subdivision are reduced to a minimum.
At present the machine is provided with four
index plates of nine index circles each or 36
index circles, containing in all a total of over
1200 holes. This arrangement gives a very
wide range for wheel cutting, making it possible
to cut over 200 different toothed wheels from the
smallest practicable up to four inches in diameter.
For rapid work and for cutting wheels containing
teeth multiples of 120, the worm is disengaged
and another index pointer is fitted to the frame
of the machine to engage the gear wheel of the
spindle, and permitting the divisions to be made
direct.
The cutter is mounted vertically on an arbor

pivoted by two screws carried in an H shaped

brass piece. On the opposite side of this "H"
shaped brass piece is carried the drilling, grinding

and damaskeening arbor. This arbor is brought

into action by securing the "H" shaped piece

to the supports in a manner provided for, that

the spindle stands horizontally and central with

the main spindle of the machine. One vertical

and two horizontal slides are provided for cutter
adjustment and for feeding the cutter to the

work. A brass segment of a circle divided into

degrees and attached to the horizontal slides

supplies means of adjustment for setting the

slides at an angle in cutting stem wind wheels.
The entire apparatus is heavily constructed

and mounted on a solid bed of cast iron so as to

prevent the vibration of the cutter arbor from

being distributed to the entire machine.
No attempt whatever has been made to make

the machine automatic in any of its operations

but to furnish a good practicable machine for

every day use.
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Scissored Information
from Our Exchanges

From 7'he Metal Induatry

Question.—Please let me know of a good method

for oxidizing platinum.

Answer.—To prepare a platinum solution for
oxidizing, dissolve at least one-half ounce of
chloride of platinum in one pint of water, then add
one-half pint of grain alcohol. Apply to the
cleansed surface with soft brush and dry over a
Bunsen flame. The solution can be used without
the alcohol, but the surface dries more quickly and
more uniformly by its addition. To cheapen the
cost of this solution, a solution of perchloride of
iron or chloride of copper may be used, as either
metal gives a good black in connection with the
platinum, although the use of iron hardens some-
what the deposit. The amount of copper or iron
to be added is best determined by experiment.
One ounce of either to a gallon of solution will give
good results.

Question.—I am silver-plating steel chains and

they come to me very rusty and dirty. Kindly

tell me how to clean them and also how to prevent

them from rusting after plating and some way to

strip the silver off when bad.

Answer.—When the chains are rusty and dirty,
first immerse them in a hot potash or soda solution,
then remove and wash in cold water. Then im-
merse in strong muriatic acid to remove the rust;
now rewash in cold water. If you wish to produce
a bright surface and if you have a tumbling barrel,
then put your chains in the barrel and add a solu-
tion of sal soda, using two to four ounces of the
soda to each gallon of water. After tumbling for
some time or until the chain becomes bright, re-
move, wash and then immerse in the potash, then
in water and finally in a dip consisting of muriatic
acid, using one part acid to eight of water. Then
rewash, flash in a copper bath, rewash and nickel
plate for ten to fifteen minutes; then remove and
wash in water. Now immerse in the copper bath
for a few seconds, wash again and immerse in a blue
dip, previously prepared, consisting of:

Oxide of mercury  3,6I OZ.
Cyanide of potassium  4 ozs.
Water  1 gal.

As soon as the copper becomes whitish remove,
wash and then silver-plate in the regular manner.
After silver-plating to prevent rusting, the chains
should be lacquered.
To remove a poor silver deposit, prepare a solu-

tion consisting of eight ounces of cyanide of potas-
sium in each gallon of water; then connect up as a
plating bath, surround your bath with sheet iron
and connect to the negative or work pole. Now
make the chains the positive or anode. Use a
strong current and the silver will be removed very
quickly, leaving the steel unaffected. When the
solution becomes saturated with silver it can be
used as a preliminary plating bath or the silver can
be separated from the copper and nickel and the
silver used for replenishing the regular bath. The
chains can be burnished mechanically by using
steel balls in a tumbling barrel and using a burnish-
ing soap solution in connection with the steel balls
and then tumble for fifteen minutes to half an hour.

Question.—Kindly give us a formula for a Ger-

man silver solder with a low fusing point and free

from pit holes.

Answer.—For soldering articles of German silver
containing about twenty per cent of nickel, the
following solder is recommended:

Copper
Nickel 
Zinc 

  40 
 10
60

The most satisfactory solder for this purpose,
however, is regular silver solder made from 60 parts
silver and 60 parts sheet yellow brass.—J. L. J.
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(RAE MARX K & D TOOLS

No. 523

Handy Staking Tool

New and convenient tool
for the watchmakers' bench.
It can be used for staking on
the roller table and hair spring
and for many other purposes
in place of large staking tool
with as good results and more

speed.

No. 523, enamel finish, $1.50

No. 524, nickel 2.00

INVER TO
A Great Time Saver

The best staking tool money can buy. 120 punches, 25
stumps. Punches may be inverted, passed through the
largest hole in the die-plate and used as stumps, giving the
WIDEST RANGE OF WORK.

Put Up in Fine Mahogany
Cases, Price   $35 00

We manufacture the largest and most complete line of
staking tools in the world.
All prices and styles, from $2.50 to the Inverto at $35.00.

Send for our new Catalog
of Staking Tools. It is free.

MARK

No. 146 Turret Sleeve
Wrench

10 Bits, New, Novel, Practical

Any of the bits automatically
held rigidly in line with the
knurled handle.
To bring another bit into posi-

tion: simply "press the button"
and turn the turret.

No. 146 Finely finished and nick-
eled, price $1.50

INVERTO, Price $35.00

Kendrick & Davis Co., Manufacturers, Lebanon, N. H.
Sussfeld, Lorsch & Co., Wholesale Agents, 90 Maiden Lane, New Yorkflat

TINA NMI
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Attractive New Kinds
of Cut-glass Dishes

Copies of Rare Old Pieces Are Sold at Small

Prices That Give Charm to a Dinner Table

The charm of richly cut glass of heavy design

used for the adornment of the modern dinner table

has taken so firm a hold upon the popular fancy

that the craze for crystal decoration is spreading

far and wide.
This is not only because cut glass is less trouble

to keep clean than silver or electro-plate, but a

great deal of the present popularity owes its origin

to the fact that the most exquisite reproductions

of old glass as well as all manner of charming

novelties have lately made their appearance.

Indeed, it would seem as if glass will not only oust

silver, but china as well, where the requisition of

decorative dinner table adjuncts is concerned.

Glass Service in Silver

For instance, the gaudily painted china dessert

service which has done duty for so long has

now almost entirely been replaced by the most

lovely plates, compotes and fruit dishes of heavy

cut glass made in a variety of patterns. These

are to be had in a large as well as a small size,

while ice plates are made to match.

In a design that harmonizes with the table glass

used these dessert services are the most decorative

feature of the modern dinner table, and show to the

greatest advantage on a bare mahogany table or

one covered with a table cloth made of the lovely

filet lace and embroidery which is the luxury of the

present hour.
The latest form in which these glass dessert

services have made their appearance is with the
plates rimmed in plain or pierced silver that gives a
very charming effect.

Vases and Candlesticks

Even more novel are handsome cut glass candle-
sticks which are taller than any that hitherto have
been seen, made without a mounting of silver,
which so many people have objected to.

Up to now considerable difficulty has been
experienced in cutting a very high glass candle-
stick, but this difficulty has been overcome by
the fashioning of a long, slender vase, into the
mouth of which is invisibly dropped a glass socket
that is made so that a candle fits into it.

The joint is quite invisible, and whether used
as a candlestick at night or as a vase by day these
are the greatest additions to table decorations.

Copies of Old Salt Cellars

Another form in which glass appears on the
dinner table today is in lovely reproduction of
heavy cut salt cellars made with a flange and set
upon a heavy glass pedestal. These are most
decorative and are put up in velvet-lined cases
that contain sets of 3 and 4 which make a novel
and acceptable wedding gift well within the reach
of all purses.

The New Cutting

For all these novelties the deepest and richest
cutting is used; for the heavier and more brilliant
the glass, the more effective it is. The most beauti-
ful cutting is naturally seen on the biggest pieces
of glass, and heavy rose bowls and tall flower
glasses are in great demand, which show the beauty
of the various designs to the utmost advantage.

For arranging flowers to the best advantage in
these transparent crystal vases pierced glass
cushions of various shapes have been designed.
These hold the flowers in proper position and make
their arrangement easy, while they do not show
through the glass, as do the wire or metal holders.

Long Crystal Chains

Another praiseworthy revival of an old fashion
is the looping together of these heavy glass vases
by light chains of glass. These are mostly taken
from old chandeliers and made with a tiny metal
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hook that can be invisibly fastened to the lip of
the vase. Those hostesses who go in for the
luxury of antique glass decorations are fostering
a fancy for old blue tinted Italian glass vases, with
which they use chains of old blue tinted glass,
which give a fascinating effect under the electric
light, but are extremel, difficult to obtain.

Glass Menu-holders

Glass menu holders are another novelty of this
season, which have been invented to match the new
crystal decorations. These can be had plain or
rimmed in silver, the menu card, made to stand
upright, being placed in a slit made in the base
of the stand.

Other novelties are new glass bowls used for
fruit salad and for serving strawberries and cream,
which have the fruit divided from the cream by a
glass division down the center of the bowl. There
is also a new form of glass dish for serving straw-
berries and other small fruit made with an inverted
bowl that makes it absolutely impossible to spill
the fruit when one helps one's self.

This is in great demand, as it is extremely richly
cut, and so handsomely ornamented that many
hostesses are using it for serving cakes, chocolates,
etc., for tea parties, just as the cut glass dessert
plates are being utilized in place of china plates
for the decoration of silver and brass tea cake
stands, the clear crystal making the cakes, etc.,
look far more tempting than the ordinary china
plate or dish.

Jewelry to Harmonize with Dress

Imitation Jewelry as Ornamentation for the Person

—The Clothes that Fit the Gems and Vice-versa

Good imitation jewelry is as greatly in demand
as the genuine with the majority of women.
Ornamentation seems the controlling desire, and
so long as it is artistic its intrinsic value seems
secondary.
The conservative still argue with fervor against

the use of synthetic jewelry, protesting and declar-
ing that it creates the love of display and extrava-
gance and constitutes deception. As for the first
theory, many women are spending less on their
ornaments than formerly, because by buying the
imitation they can get something pretty at a
smaller price, and it is a well known fact that many
women of wealth have accounts with firms whose
specialty is to make imitation and synthetic
jewelry.
And as to the theory of deception, few trouble

themselves to pretend that the synthetic jewels
are else than they are—imitation.
So long as a woman can deck herself in orna-

ments that add to her attractive appearance, little
she cares whether they are real. A woman whose
riches made her a well known customer in a certain
jeweler's store said to the buyer one day, "See
my new ring"—and, drawing off her glove, she
displayed a new ring of evident cost glistening
among the gems which this firm had sold her.
"What do you think I paid for it?" she continued.
"Four thousand dollars," said the expert. The
woman laughed. "No," she said, "$15; it's
synthetic, and I guess if you didn't know it, it's
worth wearing."

Vogue of Semi-precious Stones

This season the semi-precious stones are pre-
dominant; for day wear they are set alone, and
for evening wear set with diamonds or pearls.
The pink topaz, the amethyst, the aquamarine and
in a few instances the pink coral are the ones
most often chosen to mount with diamonds, and
all these, with a number more, are combined with
pearls.
Most times a woman will be careful to select

becoming ornaments, though she needs more
training in understanding what constitutes the
becoming, and much training in recognizing that
which is suitable, not so much to the occasion as
to the gown.
In wearing jewelry each article must rest on the

basis of one of three definite points:

It must blend with the costume.
It must connect lines or tints in the costume.
It must contrast with the costume.

With light summer gowns, trinkets seem an
essential part, and the temptation and tendency
is to wear too many. Beads and a long chain, or a
short chain and a long one should never be worn
together. A mixture of several kinds of jewelry is a
breach of good taste also and sure to be unbecom-
ing. This, of course, does not apply to the com-
bination of jewels in setting; and the present mode
of wearing several bangles differently jeweled also
escapes this dictum; though the jewels are varied
in these bangles, they are each one set in the same
manner, that is, one row of the stones carefully
matched, and set close together around the entire
bangle; as many as five of these are worn at one
time.

This summer coral is much worn, and the pink
of palest tints, and almost white and pure white,
is the popular selection; but these tints should
none of them be worn at night, for they give to
the skin a sallow tone, very unattractive; and with
pale gowns they strike an insipid note.

Insipidity is much to be guarded against in
summer dress; when gowns are white jewels should
be in sufficient contrast to express some character.
Diamonds at all times can be worn with all colors;
but the cut of the gowns, whether the stiff lines
of the tailor suit or the frills and ruffles of an even-
ing gown, should govern the selection of the setting,
it is better to have simple ornaments and have them
appropriate than to attempt to wear a piece that
is ultra gorgeous recklessly with all costumes.

Silks and All Gold Jewelry

With silks in dark tones the glint of all gold
jewelry is an advantage not to be overlooked,
and with all white gowns it is especially good;
small gold beads, both plain and chased, are in
fashion, as are also the heavy twisted cable chains,
which are about an inch in thickness, and very
short in length; one recently seen was worn with a
white lawn dress, and the brooch was a large pansy
of two color plain gold. Another woman wore
with a pale yellow ratine tailor suit. a very large
bar pin of heavily chased gold.
Clouded amber, which is gaining in favor is also

excellent with all dark gowns, and can be quite
correctly worn with coat suits; long drop earrings
of the amber can be had in the Chinese stores,
and the large beads, carefully matched, go with
the earrings, or the beads are worn alone. They
are splendid with gowns of brown linen, as are also
topaz and jade. Jade is admirable with a white
flannel suit, which really needs something to save
it from ignominy.
On a lavender gown, for the woman in half

mourning, at all hours of the day, the new "black
pearls" of synthetic make are probably the best
to choose—her age and the tone of her complexion
need not be considered with these beads, nor with
beads of silver, or white pearls.
White pearls, whether real or imitation, are in

demand and are in good taste with any gown, pro-
ducing a softening effect.
With the pique and wash corduroy suits beads

of red cut jet, which are new this summer, with
drop earrings matching, look snappy.
The turquoise is much more neglected than it

should be, for with the soft folds of crepe de chine,
and the flutter of chiffon, it holds a right balance,
which can not well be overlooked.

Art nouveau jewelry should be sparingly worn;
with spotted or garlanded materials these pieces
are not at all successful and should find their
place largely with plain costumes—those plain in
color and cut.
Too much can not be said for the aquamarine,

so particularly good with lace and net effects, which
so particularly good with lace and net effects,
which, however, can never properly be worn with
dark blue, nor should it ever be worn with cloths,
for there is no connection between its lightness in
tone and the heaviness of cloth, with the exception
of white broadcloth or pale blue, and with these
the color tints save the day.
The present fashion of large cameos worn near

the face is an ugly one; cameos of excessive size
are really grotesque on a small woman, any way;
but the small cameos are exquisite on small or
large women.

Lavallieres of garnets or of coral are being
shown in ornate designs; one displayed in garnets
is a conventional Egyptian design, and another is
pure French Renaissance. When these are worn
no brooch should be added at the neck.
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LEIMAN BROS.
COMBINATION

Polishing Dust Collecting Outfit

Suction at both hoods
Dust does not go through blower

with a powerful suction of air for
drawing the dirt and dust into the
cabinet underneath the bench.
The motor is direct connected to
the blower-shaft, saving power,
and belted to the polishing head on
bench above. It pays for itself in
power saved and in the increased
value of the sweeps saved. Can't
clog up—better than a large mul-
tiple outfit where a number of
polishers are employed. The
blower does not have to suck
through long lengths of piping,
hence a better suction and better
results are obtained. Furnished
complete as shown, ready for
operation.

CATALOG No. 1

LEIMAN BROS.

INDIVIDUAL MOTOR DRIVE

Rolling
Mills
for rolling gold, silver,
brass, copper, etc. Com-
pact and powerful. Easy
running. Also furnished
without motor for oper-
ating from a shaft. Does
the work of a table roll
without its unwieldiness.
For flat wire or half round.

CATALOG NO. 256
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Smile

Awhile

LEIMAN BROS.

Positive,ressure
Blowers
for melting, soldering, annealing, sandblasting, etc.
Used by jewelers everywhere because they requirevery little attention. They can't get out of order.
The pressure is smooth and even without any fluc-
tuation and therefore they are ideal for use with
blowpipes : Also used for

VACUUM CLEANING
Clean your shop or home with them.
CATALOG No. 2 (Blower); No. 31 (Vacuum)

LEIMAN BROS

AUTOMATIC, CONTINUOUS FEED

Sand Blast
for frosting and mat finishing on all metals, jewelry,
watches, novelties, glass, etc. These sandblasts cannot
clog up or get out of order because they use both the
pressure and suction of the air. All pipes are short
and straight, requiring little power. No long curved
pipes that wear out easily and are expensive and
difficult to replace.

CATALOG No. 3

LEIMAN BROS 62C JOHN STREET
• NEW YORK
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And when you smile
Another smiles,
And soon there are miles
And miles
Of smiles,

And life's worth while
Because you smile.

Now if a smile makes life worth while,
Why don't you give our firm a trial?
Just send a shipment as a test,
If you would have us smile our best.
And we in turn a check will write,
So that your face with smiles may light.

iIIIJIlIIIIIIIIIIIIIIIIIIIIHhIIIIIIJIIllIllhIIIllhIIIIIIIIlIHhIIIIIIJliIiflhIIiiiIiiIH
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On all gold, gold filled, silver, etc., shipments,
check by return mail.

Sweeps,filings and polishing shipments,returns
in five to seven days.

We hold all shipments ten days.

If check should prove unsatisfactory, we will
send goods back to you at our expense.

Do not forget that the "Cassriel System" will
increase your bank account.

Alexander Cassriel Company
Refiners and Smelters

68 W. Madison Street
Chicago
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WHEN you invest
in a Motor you
seek value, dura-

bility and satisfaction.
The Victor is pre-
eminept for its lasting
qualities. Motors of
this make are still in
use, after eight to

twelve year's service. The Victor Motors are quiet in operation, self-

oiling, hardened tool steel cones which are durable, do not 
heat ex-

cessively, are dust proof, well finished and extremely durable.

Direct Current
The most careful construc-
tion throughou t,
everything com-
pletely enclosed.
We desire to call
spec ia 1 attention to the

speed control of the direct
current m otor ranging from

1,100 to 3,200 R. P. M. In

four different speeds.

The greatest attention has
been paid to detail in both
design and workmanship
assuring durability a n d
continued efficiency.

No. 1 Motor Lathe, 1-8 H. P. for 110 Volt direct 
current, $30.00

ti 2 1_6 it it 44 44 44 44 35.00

3 it it 1_4 44 l4

" 10 for 200 Volt direct current
20 44 44

45.00
33  00
38  00
48  00

Alternating Current
This motor is of the in-

duction type in
which commutator
a n d brushes are
dispensed with.

The speed is 3,500 R. P. M. 1111
from which there is no varia-
tion, but as this is about the liii
best working speed for both
polishing and grinding, the
lack of control is not of very
great importance.
This lathe is iron clad, dust-

•_\ 

lIllIltIll lull d" proof and self-oiling. It is 1111
started and stopped bv means

of a round knurled switch jj
handle shown projecting from

a point near the base, no elec jjj-

trically "live" parts are exposed. 411 We furnish the
electric lathe for the A. C. current in one size only, the 

power avail- liii
able being something over I/8 H. P. lir The finish is up to the usual

Victor standard a n d will, therefore, thoroughly satisf y the

most critical purchaser.

No. 101 for A. C. Current, 60 Cycle, 104 
to 115 Volts . . $35.00 1111

" 102 " " " 133 104 to 115 " • . 40.00

IL, 0
El CHICAGO'S UNRIVALLED MATERIAL HOU 5 E

37 South Wabash Avenue (POWERS BUILDING) CHICAGO

:411-1111 1111 1111 1111 1111 till 1111 1111 1111 1111 III 1111 1111-1111-1111-1111 III 1111 1111 1111-1111 1111-1111-1111
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Your
It Pays to Send Us

Old Gold, Silver and Platinum
lst—We guarantee satisfaction at all times, and on allwork or purchases.

2d—you will receive prompt returns.
3d—We pay the highest possible prices for Old Scraps,Jewelry, or anything in this line you have to sell.
4th—Our machinery is the latest and most up-to-date,
which makes it possible for us to do the things we saywe will.

5th—We need all the Gold, Silver and Platinum we canget for our manufacturing purposes.
6th—A square deal is our motto.

W. E. MOWREY, 1435 University Ave., St. Paul, Minn.

Learn in Lancaster
Watchmaking
Engraving
Jewelry Work

Our city is a great and long-established
centre of trade and manufacture in the watch
and jewelry industries; this makes an ideal
environment for students.

You can live here for less money, and live
better, than in any other city as large or larger;
we are in "the garden spot of the United States."

OUR SCHOOL offers you unequalled ser-
vice; costs less and is more thorough; established
24 years; over 1,000 successful graduates; come
here and get greater value for your money.

WRITE FOR CATALOGUE

The Ezra F. Bowman
Technical School

of Watchmaking and Engraving
LANCASTER, PA.
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Specific Gravity 15.5° C . . 0.9219
Saponification Value . . . . 278
Iodine Number   29
Viscosity (130° F)   61 Seconds

This has been determined by a large number of tests, and is the first scientificinformation ever given to the watchmaker.
Purchasers of Watch and Clock Oil can verify this by any reliable chemist, orby any of the large Watch Manufacturers of the country.Pure Porpoise Jaw Oil is the only known Oil in the world that will meet thischemical requirement. We are the on.'y Manufacturers who produce this Oilfrom the porpoise to the watch pivot.
Porpoise Jaw Oil is the only known Oil that will stand three years in the jewelof a watch without evaporation, creeping or oxidizing.

WILLIAM F. NYE
New Bedford, Mass.
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AMONG THE TRADE

Colorado

E. R. Fisher, of .the Fisher Jewelry Company,
of Pueblo, is visiting Denver, attending the K. P.
convention and combining business with pleasure.
Edward Lehman, of the Edward Lehman Jew-

elry Company, of Denver, will leave on an ex-
tended business trip throughout the state of Colo-
rado.

J. H. Mendikow, of Oklahoma City, was a re-
cent visitor in Denver in the interest of the firm of
J. H. Mendikow & Co.
James R. Lewis, of the Lewis Supply Company,

Denver, will spend a brief vacation attending the
Cheyenne Frontier celebration.
A. M. Wood, Denver, who has been on the sick

list for the past few weeks, is again able to be
about, and will be found at his old location on
Seventeenth street.
Theodore Englert, of the Lewis Jewelers' Supply

Company, will leave on an extended hunting and
fishing trip, with his family, throughout the
southwestern portion of the state.

Chas. B. Lewis president of the Lewis Jewelers'
Supply Company, Denver, will attend the Thir-
teenth annual reunion of the Army of the Philip-
pines, at Lincoln, Nebraska, August 12, 13, 14.
Mr. Lewis served with the First Colorado Volun-
teers as first lieutenant, during the Spanish War
and Philippine Insurrection in 1898-99.

Connecticut

James F. McNulty, a glass cutter at the J. D.
Bergen Company's plant, was buried recently
from the home of his brother-in-law in Meriden.
H. S. Townsend, Winsted, is on his vacation and

renewing old acquaintances in and around Boston.
F. Freeman, Holyoke, Mass., has opened a new

store in New Britain.
Edward Law, of the International Silverware

Company, Bridgeport, is enjoying camping life
with friends on the beach of Block Island Sound,
near Pleasant View, R. I.
The office employes of Landers, Frary & Clark,

New Britain, are now occupying their new building
on Central street.
James Rigney, Waterbury, died recently at the

age of fifty-four years at the Undecliff Sanitarium,
Meriden. He had worked for the New England
Watch Company, for twenty-two years.

Illinois

Elmer A. Collins has opened a new jewelry store
at Sullivan.

Jefferson Woods, a clam digger at Pearl, found
a pearl on August 6 that weighed sixty grains. It
is the largest pearl that has been found in that
section. It is estimated to be worth $2,600.
In our last issue it was stated that Saunders &

Goldman had purchased the store of Smith &
Smith, of Viola. This was erroneous. K. M.
Saunders is the sole proprietor of the business and
is conducting same under his own name. He
purchased the fixtures and part of the tools from
Smith & Smith and has no partner.

Indiana

The jewelry store conducted by Branch & Dryer,
at Lake, has been sold to John W. Dryer, the
junior member of the firm. He will continue at
the old stand.
Dufur & Wade, at Wadesville, have been suc-

ceeded by Kelly Dufur, who will continue the
business.

J. S. DeLancy, formerly of Williamsport, has
purchased the old established and well-known
jewelry store of William Beatty at Lebanon.
Two Indiana Harbor "kids,' age seven and six

who were recently arrested by the police, are
believed to hold the world's record for young bur-
glars. One lad was detected giving gold watches
to obtain admission to a circus and the disclosure
of a jewelry store robbery followed. The boys
made their headquarters under a vacant store and
confessed to several burglaries. The six-year-old
boy acted as outlook while the other did the rob-
bing. They robbed the Levine Jewelry store, at

Indiana Harbor, of a case of watches in-daylight•
Ten buckets of water and two gold watches was
the price they paid to get into the circus.

George T. Ritter, Cayuga, is now having the
former Simpson restaurant remodeled, and when
alterations are completed, will move his jewelry
stock there. He expects it to be ready for occu-
pancy in September. Workmen have been putting
in new walnut fixtures, a front display window, and
also redecorating the room.

Iowa

Samuel T. Morrison, one of Iowa City's best
known business men, has sold his jewelry store
to George H. Lang, of Mankato, Minn. Mr.
Lang is one of the foremost jewelers of Minnesota.
He will continue to own his Mankato store, but
will have charge in person of his Iowa City store.
He comes warmly recommended as a thoroughly
experienced man, of highest standing in the busi-
ness world.

Maine

M. J. Atherton, of Boston, Mass., is at Mt.
Desert, Me., for a couple of weeks.
Mr. Wills, of Wills & Hicks, Auburn, while on a

fishing trip was hit in the eye by a fish hook and it
has developed into quite a serious case of iritis.
H. S. Harris, of Bath, has failed in his business.

Massachusetts

W. W. Newcomb, of Fitchburg, who recently
closed his store has re-opened for business.
C. S. Harrison, of 3 Central square, Cambridge,

has moved his optical business to 613 Massachu-
setts avenue, with Miller Brothers, jewelers.
The New England Watchmakers' Club recently

held their annual outing at Squantum, Mass. On
account of stormy weather, they were obliged to
assemble in the dining room at Squantum Inn.
Everybody reports a good time, and the atendance
was a great deal better than what might be ex-
pected for a stormy day.
E. F. Lilley, of Milford, has added a new stock

cabinet to his optical department.
James M. Curley, assistant manager of the Mon-

treal office of the Waltham Watch Company, has
been spending his vacation in New England.
K. H. Anderson, a member of the firm of Ander-

son & Bousquet, jewelers, of Worcester, recently fell
from a train which was going at a rate of thirty-
five miles an hour. He escaped with a few bruises.
A. Frisch, Haverhill, is with his family at Old

Orchard Beach, Me., for the month of August.
William H. Kehew, Salem, one of the oldest

watchmakers in active service in this country,
recently passed his sixty-third anniversary. He
made from an old-fashioned copper cent an escape-
ment wheel for the first electric clock put in corn-
mission in this country sixty-one years ago.
David Robertson, of South Framingham, is

having his jewelry store renovated and remodeled.
A. L. Smith, of the U. C. Smith Company,

Brockton, is on a cruise along the coast in his
yacht the Tresis.
Mrs. Neill, wife of Ralph S. Neill, of Everett, is

convalescing at the Whidden Hospital.
F. L. Parkhurst and family, of Fitchburg, are

spending their vacation in East Jaffrey, N. H.
W. W. Cook, of Natick, is spending his vacation

with his family at Yonkers, N. Y. He recently
enjoyed an afternoon at Keith's, in Boston ac-
companied by his son.
H. S. Robbins, Natick, recently saw a double

headed base ball game between the St. Louis and
St. Louis and Boston teams.

Minnesota

Karl A. Nelson, Henderson, has opened a jew-
elry store at that place and expects to be there
permanently. He says everything looks favorable
for a good business in Henderson this fall and
winter.
Henry Hellerud, Rushford, last week resigned

his position at Harmony and has accepted the
position of manager of Beinhorn & Meier's jewelry
store at Winona.

Missouri

The wife of Russell B. Stone, a jeweler of Excel-
sior Springs, Mo., died on August 14.

George P. Venable, of Lexington, has returned
from a visit to his son who is owner of the New
Lindell hotel at Lincoln, Neb.
Mrs. Charles Cahn, wife of an engraver of St.

Joseph, shot herself through the heart at the home
of her mother in Lincoln, Neb., early in August
Temporary insanity is given as the cause.

Missouri jewelers are much interested in the
fight to be made this fall for an optometry law
in the Missouri legislature. For ten years the
optometrists have been fighting for such a law,
but until now, there has been active opposition.
R. P. Dickerson, Springfield, after having suc-

cessfully conducted a brokerage and pawnshop
business there for the past twenty-three years,
has disposed of College street stock to Dave Ell-
man, of St. Louis, who will in the future conduct
the establishment. Plans for remodeling the struc-
ture are under consideration by Mr. Ellman, the
changes probably involving the placing of larger
show windows and a decoration of the interior.
Mr. DIckerson expects in future to devote his time
to handling farm and realty loans, a feature of his
former business, which has now attained consider-
able size and importance.

New Hampshire

Carl D. Smith, at the Smith & Patterson Corn-
pany, Boston, is at his summer home near Keene.
Earl Lawrence has gone into business for him-

self at Franklin.
Lemay Brothers, Elm street, Manchester, are

renovating their store.
Charles W. Flagg, Woonsocket, R. I., is spending

a two weeks' vacation near Bethlehem.
Mr. Safford, of J. F. Safford & Son, Rochester,

was a recent visitor to Boston.
Edwin Le Gro, of Farmington, has-been assisted

the past summer by his son who is attending a law
school and who will resume his studies in the fall.
C. M. Shaw, of Portsmouth, has sold his busi-

ness.
Ohio

Some bold attempts to burglarize Toledo
dentist offices have been made recently. A thief
crawled through the transom of Dr. Heinsen's
office on Summit street, and stole two gold bridges.
A few days later George Fisher, of Saginaw, Mich.,
and Fred Clark, of Buffalo, were bound over to the
grand jury by Judge Austin on a charge of at-
tempting to enter the office of S. S. Whetstone, an
Oak street dentist. The men attempted to escape
in a waiting automobile but were foiled by officers.

Gus Warnke, watchmaker for the George
Kapp Company, Toledo, is sojourning for a few
days at Nigara Falls.

Harold Mawer, of Toledo, is assisting at A. J.
Heeson's jewelry store during the absence of the
book-keeper Miss Helen Fowler, who is taking a
vacation of three weeks' duration. She is visiting
at Steubenville, Ohio, and will also visit at Pitts-
burg before returning home.
G. C. McMann, of Dempsey & McMann, manu-

facturing opticians, Toledo, has returned from a
successful business trip to Lima, Ohio.

Arthur Cole, of Bellevue, Ohio, is arranging to
open up a jewelry store at Norwalk, Ohio. Mr.
Cole has been employed for some time in the
Downs' jewelry store at Bellevue, and prior to
that time was employed in the C. N. Frazier
jewelry store at Norwalk. Mr. Cole is the
brother of Ralph Cole, the aviator.

J. G. Kapp, Sr., of the George Kapp Company,
Toledo, was appointed delegate to the Chicago
Progressive convention from the ninth district.
M. U. Basinger, the Lima, Ohio, jeweler, has

put in a new line of jewelry and removed into new
commodious quarters. The fittings are all of the
most modern type.

J. P. Phillips, for a dozen years past a well-
known jeweler at Bowling Green, Ohio, has re-
moved to Detroit being well situated on a live
business corner. Mr. Phillips is well-known in
local wholesale circles.
H. B. Thompson, an Ithica, Mich., jeweler,

while trying to act as his own chaffeur, ditched
the automobile recently and beside many bruises
had a pair of broken spectacles to show for his
experience.

(Continued on page 1820)
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Among the Trade
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Ohio—Continued
Harry Graves, of the McCaw Company, To-ledo, wholesalers of jewelry and watch supplies,left this week on his regular trip through northernMichigan. Orders have been coming in excep-tionally well with this concern, July and Augustbusiness being unusually strong.
Findlay, Ohio, has a stringent peddler's licenselaw as Charles Joseph a vendor of spectacles foundout to his sorrow last week. He failed to take outa license and danced to the tune of $75 for hisoversight.
A. R. Perry, order clerk for the Merrill-BroerCompany, Toledo, is off on a two weeks' outing.He failed to leave his address with his associates,but the boys in the office are prepared for someterrible stories of sport and adventure and arefortfying themselves accordingly.C. R. Parker and H. B. Stone, of Superior street,Toledo, have returned from the Masonic meetingat Springfield.
Irving S. Frank, of Basch & Co., Toledo, is theproudest man in the city just now. A youthfulscion of the house of Frank arrived on the wings ofthe stork at his home Friday August 9, weighingeight pounds.
The Libbey Glass Company, is arranging tostart a factory at Sandusky, Ohio. It is expectedthat the new plant will be turning out the finishedproduct within a few weeks.
A thief who evidently wished to attend the Elk'sCarnival at Toledo, entered the home of CharlesKnoll at Dayton, a few days ago and stole amongother things an Elk fraternity pin. Two goldwatches, several chains, lockets and rings werealso taken. Toledo police were notified to be onthe watch.
Art Armstrong, of the clock department of theGeorge W. Kapp Company, Toledo jewelers, isspending his vacation in the lake region of Minn-esota. He accompanied a party of friends on amotor tour.
Mr. Biddle, jeweler and watchmaker and W. D.Harmon, optometrist, with Hughes & Son, of Lima,passed through Toledo last week enroute to De-troit by motor car.
Carl Peters has accepted a position in the shopof Dempsey & McMann, manufacturing opticiansof Toledo.
Hugh Hascall, of J. J. Freeman & Co.'s jewelryfactory, Toledo, left Monday for two weeks'eastern trip.
"We have had a good normal trade all throughthe summer, a much better business than we hadlooked for" said J. J. Freeman, head of the J. J.Freeman & Co., store to THE KEYSTONE represen-tative." Our optical department has been excep-tionally good and diamonds have been selling well,the demand contrary to that of last year being forlarge stones. We have been doing a splendidbusiness making over old jewels which are out ofstyle but have good stones. We take the stonesand figure out an original modern design and makeover the piece so that the owner has a stylish orna-ment instead of merely an heirloom. Most of thiswork is of a high order being done in platinum."Harold Comlossy, son of L. Comlossy, theMadison avenue, . jeweler, has returned from histrip to Brazil and the Argentine Republic. Mr.Comlossy made a study of business conditions ofSouth America and declares that magazine writersand picture lecturers draw largely upon theirimagination when heralding the glorious oppor-tunities of these countries. 'As a matter of fact,"said Mr. Comlossy "Argentine is just now passingthrough a financial crisis brought on by cropfailures and labor troubles. The European wagescale prevails and the cost of living is three timesas great as it is in this country. Beside the SouthAmerican countries Mr. Comlossy visited Paris,Zurich, Vienna, Munich, Heidelberg, Amsterdam,Buda Pesth and London. Among other thingsMr. Comlossy spent some time looking up hisfamily history which connects with a noble Hun-garian family. Mr. Comlossy visited his ancestralhalls.

The jewelry firm of Tidd & Harman, Colum-biana, is to be dissolved by mutual consent, L. E.Harman retiring from the firm on account of fail-ing health.

KEYSTONE

P. M. Slauter, Norwalk, who recently severedhis connection with the jewelry firm of Frazier &Slauter, of that city, has purchased the jewelrystore of Alfred Wirz, corner of Main and Foreststreets, Clyde, Ohio, and already taken possessionof same. Mr. and Mrs. Slauter expect to ship theirhousehold goods from Norwalk to Clyde as soon asthey find a suitable house in which to live. Mr.and Mrs. Wirz have not decided just where theywill locate, but on account of the latter's poorhealth they will likely move to a different climate.

Oklahoma
An old man very ragged and very woebegone,was araigned in court at Tulsa, Okla., recentlycharged with vagrancy. The judge was on thepoint of convicting him when the old man drewfrom his pocket a string of beautiful pearls whichhe said were valued at $20,000. The circum-stance was so remarkable that the man was forcedto tell where he got the pearls and confessed thathe had found them in the Vertigras river, nearTulsa. Immediately there was a rush of pearlhunters for the river but up to date no remarkablefinds have been reported.
0. H. Newcomb, an Apache jeweler, spentseveral weeks of August in Omaha where he tooka post-graduate course in optics and watchmakingand engraving.

Oregon
F. M. French, of Albany, who acted as presi-dent of the Oregon Retail Jewelers' Associationfor the past three years, went to Kansas City, Mo.,to attend the National Convention as the onlydelegate from his state.
W. W. Pritchett, who has a lapidary at Weiser,Idaho, was in Portland recently for several daystransacting business.
W. A. Persey, formerly in the jewelry businessat Washburn, N. Dak., has opened a watch repairshop at Salem, this state.
H. Spoelstra, who formerly was located atLyle, Wash., is now at Cottage Grove, this state.Morris Reingold, who is salesman in the Gross-man Jewelry Store, 149 Third street, Portland,has recently returned from a two weeks' vacationtrip to Foley Springs, and has been relating hisfunny experiences in bear hunting to his friends.Nathan Solomon, a jeweler at 141M Third street,Portland, has recently left on a hunting and fishingtrip in the vicinity of Foley Springs.C. F. Libby, who a short time ago sold out hisjewelry business at Hillsboro to J. A. Hoffman, ofWoodland, Wash., will again embark in the jew-elry business and has gone to Chehalis, Wash.,where he will open a new store.
Fred E. Beckwith, who was formerly a watch-maker for F. E. Fieldhouse, Gresham, has pur-chased the bankrupt stock of J. E. Pomeroy,Sandy and will engage in the jewelry business atthe latter place.
His many friends in the jewelry and opticaltrades were deeply shocked at the tragic death ofBertrand E. Fiske, head of the firm of B. E. Fiske& Co. manufacturing and wholesale opticians inthe 1Viacleay building, Fourth and Washingtonstreets, Portland. Mr. Fiske was killed on thenight of July 24 while taking a party of friends fora pleasure ride in his automobile. While drivingalong the Base Line road near Mount Tabor hisautomobile accidentally ran off an embankment.The auto struck a tree and turned upside down,instantly killing Mr. Fiske and Miss ElizabethToohig, of California, who was visiting here in thecity. The five other occupants were slightly in-jured. Mr. Fiske was forty-one years old andleaves a widow, one son and one daughter.Their many friends extend their sincere sympathies.Mrs. Delovage wife of A. Delovage, of Portland,and her mother NIrs. Newman, have taken a cot-tage in Monrovia, Cal., for the summer.

Pennsylvania
Le Verne Hanes, of Scranton, will open a jew-elry store in Sherburne, N. Y., September 1, 1912,after having had several years' experience aswatchmaker and salesman with his father, WilsonHanes, of Clayville, N. Y., also six months' courseat the Bowman Technical School, Lancaster, andworked three years as head watchmaker for E.Schimpff, of Scranton. The entire building isbeing remodeled and great efforts are being madeto make the store attractive.

September 1, 1912

Rhode Island
The estate of H. J. Cartier, Artie, is succeededby Mrs. Marie L. Cartier who continues the busi-ness as the H. J. Cartier Store.
R. Livingston Beeckman, of Newport, a directorof the International Silverware Company, is re-peatedly mentioned as a possible candidate on theRepublican ticket for Governor of Rhode Island.Arthur Beaudette, Woonsocket, was a recentvisitor to Boston.
Gen. H. S. Tanner, Providence, was a recentvisitor to Boston.
Mr. Landry, with A. R. Vaughn, Pawtucket, isenjoying a vacation.
J. S. Blondin, of Woonsocket, has been making atour taking in New York, Montreal, Canada andseveral other places.

Texas
Butner & Clower of Cleburne, jewelers, haveformed a partnership, and will operate an up-to-date jewelry and optical store on East Hender-son street, formerly the store of J. S. Butner.Both of these gentlemen are graduate opticiansand fine watchmakers, and have had extendedexperience along these lines, Mr. Butner havingbeen in the business there for a number of years,while Mr. Clower comes from Mangum, Okla.,where he has been in the same business for a num-ber of years though he was formerly at Cleburneand is well-known there.
The Rhoads Brothers' Jewelry Company, Hills-boro, have recently opened for business in theirnew jewelry store in the west half of the Tait DrugStore (formerly City Drug Store.)

Washington
George A. Slade, who had become well-knownin jewelry circles in the valley of the Yakima,died recently in the East of diabetes. Mr. Slade,who worked in the store of E. B. Leckey, NorthYakima, for two years and later worked in Spo-kane, came west about the same time Mr. Leckeydid. He returned to his home three weeks beforehis death.
F. Briggs, Seattle has assigned to his attorney.Jeweler Thomas, Arlington, has erected in frontof the store soon to be occupied by him, an oran-mental pedestal in the top portion of which willbe installed a Howard clock.
A vein of commercial onyx, 200 feet thick,within eight feet of the surface, has been discoverednear Ellenburg by an artesian well driller. Thesurrounding range has been staked out into claimsand it is believed that one of the most importantmineral discoveries in the northwest has been made.The Spokane, Wash., Jewelers' Association heldits annual picnic at Liberty Lake a few Sundaysago, and the outing was well attended by bothwholesalers and retailers. In the evening theemployes of the stores were guests at a banquetgiven by the wholesale and retail jewelers.

(Continued on page 1821)

Letter to Jewelers
Number 26

It is just as easy to deal 3000 miles away asnext door.
Ed N Radke, jeweler, 228 D street, Marysville,California, sent $5 for four for Christmas.Four isn't a Christmas stock, it doesn 't bringthe advt. helps; and there wouldn't be time toorder more. So we sent him a dozen: little-enough:but enough to send without order; some wouldsay too-much. He promptly sent money andthanks and ordered more in a month.
T M Crum, Coalinga, California, writes "Ithink the Vatti should sell for at least $2.50; Ihave never sold one for less."
J A Diem, jeweler, Raymond, Washington,sent $5 for four in November; again in December;again in December $14.86 for a dozen, "at once."We offer four for $5 merely as sample. Wewant it accepted. But, when the $6 comes, wethink: too-bad he doesn't order a dozen. Werarely send more: but sometimes we can't help it;the letter and circumstances are too-much for us.
Vattl Rosary Co., 106 Fulton Street, New York
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How Diamonds are Dug
from the Kimberly Mines

At Kimberly, Cape Colony, is probably the
biggest hole in the world—the old central mine—
with a space measurement at the surface of 14 acres,
and a depth of some 400 feet, says the United
Mine Workers' Journal. There are, in addition
to several smaller ones, 4 other enormous excava-
tions, all witnessing to the tireless energy of men
in a hurry to be rich.
The diamonds are found in a gray rock called

"blue ground," which fills a "pipe" or natural
shaft of unknown depth, widening toward the
surface into funnel shape. Below the few feet
of red sand on the surface comes the "yellow
ground"—lime—for 50 9r 60 feet. Underneath
that is the "blue ground," which, although the
"yellow ground" is not without diamonds, is the
true diamond bearing rock. Scientists believe that
these "pipes" are the craters of extinct volcanos,
and that at some time when the surrounding coun-
try was under water this diamondiferous rock
was forced up in the form of volcanic mud. How
and where the diamonds were formed remains a
mystery, but they are undoubtedly of earlier date
than the rock which incloses them.
The first mining operations were restricted to

digging and scooping out the earth. But, by de-
grees, as the hole got wider and deeper, troubles
came in the shape of accumulation of water and
fall of "reef." In gold mining the "reef" is the
gold-bearing rock; but the "reefs" of the diamond
mines is the surface shale and basalt surrounding
the "pipes." This was the cause of great tribula-
tion to the early miners, as it caved in again and
again, and overwhelmed the workings below. After
various expedients had been tried without perma-
nent success it became impossible to work the
mine any longer in the old way, and many thought
the industry was absolutely ruined.
Here was the opening for the capitalist, who

soon superseded the "digger."
The larger claim holders banded together, and

sank shafts outside the arena already operated
upon, with galleries running toward the center,
until the "blue" was tapped. In 1888 Messrs.
Rhodes, Barnato and Beit, having bought out the
smaller holders, formed the De Beers Consolidated
Mines, Limited, that great corporation which has
ever since controlled the diamond mining industry.
The main shaft of the "Central" connects with

the "pipe" of blue ground by means of several
galleries, the distance from shaft to "pipe" being
1,134 feet. At the time of the writer's descent the
lowest gallery was 1,200 feet from the surface.
Armed with the necessary permit, obtained at

the De Beers offices, we make for the Central and
seek the courteous manager, who shows us into a
sort of dressing room. Here we strip, and reclothe
ourselves in a special suit in which we may more
suitably face the heat and dirt of the descent.
The outfit includes flannel shirt, and coat and
trousers of duck, or some such material, the
articles being decidedly the worse for wear.
Instead of braces or belt, a looped leather thong
does duty .An ancient sou'wester with ear-flaps
and tied under the chin, a pair of socks that have
seen service, and rubber Wellington boots complete
the costume. Accompanied by the manager, we
get into the cage at the top of the shaft, and after
a few seconds of swift motion, step out at the 1,000
foot level. Each supplied with a composite
candle—but no candlestick—we proceed to explore
the workings on that level. We pass stalwart
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natives at work, with here and there a white
overseer. Some drill holes in the rock ready for
blasting; others gather up the fragments into small
steel trucks, which are pushed along on rails to
the "shoot," which conveys the "blue" down to
the 1,200 foot level.
These "boys" handled many a lump with a

fortune hidden in it. Sometimes their quick eyes
detect the stone, and not being without the desire
for pelf, they covet, like Achan, and, like Achan,
take—if they can do so unnoticed. They will
make an incision in their flesh as a secure hiding
place for their find, and even swallow stones. To
encourage the "boys" to give up what they find,
they are allowed a percentage on the value of the
diamonds.
We descend the remaining 200 feet in stages of

20 feet by means of perpendicular ladders. The
utter blackness into which one steps is friendly to
the nervous man who shudders whenever he looks
at masons and carpenters at work on scaffoldings.
Nevertheless ' the ladders have to be negotiated
with care for the rungs are slimy, and the candle
has to be carried. While the approach of your
friend above you is heralded by lumps of mud
dropping from his feet onto your sou'wester.
Water also occasionally falls from the roof. But
we emerge safely at the 1,200-foot level into
comparative light, greater dampness, a cooled
atmosphere, and deafening din.
The noise is caused by the constant running

of two sets of steel trucks—the one carrying
the "ground" from the bottom of the "shoot"
to the foot of the shaft, the other returning empty—
and the mechanical emptying of the full trucks into
the "skip" for conveyance to the surface.
We essay a conversation with the checker sta-

tioned near the "tip" which is only managed by
dint of each in turn shouting into the other's
ear. Beneath the grime we recognize Mr. -- ,
who, in his washen hours, is well known on the
diamond fields as an eloquent advocate of temper-
ance principles. He tells us, among other things,
that accidents are of almost daily occurrence
chiefly through falls of ground, and that the
sight of a native maimed and bleeding, being
carried to the shaft, is one to which he is well
accustomed. The native, however, takes it all
as part of his day's work, and bears his pains
with Spartan hardihood. He seems to have greater
power of endurance than the white man, or else,
having less delicate and sensitive organisms,
the pain is not so acute.

Willingly enough, after an hour and a half
underground, we re-enter the cage and speedily
measure the 1,200 feet to the surface. Resigning,
without a sigh, our begrudged disguise, we enjoy
the thoughtfully provided bath, and return to life
in the sunshine.
We must trace, however, briefly the initiation of

the diamond into this outer air life of ours. The
"blue-ground," arriving at the top, is once more
tipped into trucks and conveyed to the "floor."
These are large areas where the ground is exposed
to the disintegrating action of sunshine and mois-
ture and further broken up—as if it were so much
Suffolk arable—by harrows drawn by traction
engines. Gangs of natives, with white overseers,
perform all the necessary work on these floors.
After several months of this treatment the ground
is transferred to the steam washing gear, where
it is puddled with water and the mere mud is run
off on to the "tailing heaps," which, growing and
extending indefinitely, make the landscape hideous.
The resultant gravel is softened for diamonds at
the "pulsator," and the diamonds conveyed daily
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under armed escort to the valuator's department
at the De Beer's head offices, situated in the
town.
Here they are boiled in a mixture of nitric

and sulphuric acid to remove all extraneous
matter, and valued according to size, color and
purity. They are found in a great variety of colors
—green, blue, pink, brown, yellow, orange, pure
white, and opaque. The stones vary in size from
pin's head to 1 inches square—which was the
size of the largest stone ever found at Kimberly
This stone weighed 4283/ karats, but lost 200
karats in the process of cutting. It was found by a
native whose "brother" (they are all "brothers")
gave information which led to its recovery while
being taken from the mine.
A syndicate now buys the whole weekly "find,"

and the Tuesday morning Cape train conveys the
precious burden to Cape Town for shipment,
the writer has seen on a Monday afternoon
$400,000 worth of diamonds, assorted in heaps, on
a counter in De Beers' offices.
The annual output is from $4,000,000 to

$4,500,000 worth, and up to the present some-
thing like $140,000,000 worth, weighing about
20 tons has been taken from the Kimberly mines.

Among the Trade
(Continued from page 1820)

Washington—Continued

Louis St. Jean & Son, of Tacoma, Wash., have
been succeeded by Raymond A. Stephenson.
M. Sobol, Spokane, after being in the jewelry

business for twenty-three years there, has decided
to retire and has closed his store at 793 Riverside
avenue. The Owl Drug Company expect to
occupy this store in March. Mr. Sobol started in
jewelry business, at Spokane in the Granite block
in 1887 and had been in his present location in the
Jamieson building for the last five years. Mr.
Sobol is undecided but may open a new jewelry
store in the course of a year, but in the mean time
will have office room in the Kuhn building.

Wisconsin
Mr. and Mrs. A. R. Bachmann entertained the

members of the Milwaukee Refractionists Club
and their wives at a prize Cinch party. After
a pleasant evening at cards, election of officers for
ensuing year was held as follows: A. R. Bach-
mann, president; C. Webster, secretary; and
William Kah, Jr., treasurer.
M. W. Sorenson, of Marshall, has purchased the

jewelry business of H. L. Jewett in the Opera House
block on Brown street, Rhinelander. Mr. Soren-
son is an expert jeweler and watch maker and has
had long experience in both branches. He will
remodel the store, enlarge the stock with up-to-
date jewelry and silverware, and do all kinds of
repairing. Mr. Jewett will continue in the music
business and will secure a new location and will
secure a new location as soon as possible.

A NEW ILLUSTRATED
AD SERVICE

FOR THE LIVE JEWELER
AI& <your aciwthaing you
.1, _win? Es ("Lull a_Er I.!2_
Coats 1e44, Man your time. Pap a
kandiane totviit on /k hmitmeini.

YOU CAN'T LOSE
bi1,i/enclingt 124- a ca/td for
Phformation io- clav- !
THE AL. BRUCKNER-SHAFER 1311

SCHILLER BLDG. CHICAGO, ILL.
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Dead Stock or Live Dollars
WHICH DO YOU PREFER?RE you changing your location ? Retiring from busi-ness ? Pushed by your creditors ? Or if for anyreason whatever you want to quickly realize capitalhoarded in dead stock, write me. State your case and Iwill tell you frankly what I can do. I ask no jeweler totake my word concerning my ability as an auctioneer. I'llsend the names of jewelers I have conducted sales for.They are the courts of the last resort. What they say "goes."Their witness to a salesman's ability and honorable dealingis not based on specious promises or hearsay. They knowand what they say is the soundest testimonial any fairminded man may ask for. Shall I send you their names?

SEND FOR THESE BOOKLETS
" Dead Stock or Live Cash " is the title of a little bookletthat gives valuable information concerning overstocks,dead stocks, short sales, and auctions in general. Everyjeweler ought to read it.
The other booklet is titled "Gem Lore." It's a scientificas well as practical history of all precious stones. It's com-plete in every detail and will be found of much value bothin the purchasing of precious stones as well as in theselling them.
Both books are free. A request on a postal card is allthat's necessary.

S. MARTIN
JEWELERS' AUCTIONEER

205 FARWELL AVENUE MILWAUKEE, WISCONSIN
Long Distance Telephone, Lake Double Six Three
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NEWARK BRUSH 
COMPANY

BRUSHES
253 MULBERRY 

STREET NEWARK, N. J.
--_______

Polishing Set Complete, 
$2.00, Prepaid.

COTTON, BRISTLE AND 
FELT WATCH 

CASE BUFFS

FELT AND 
COTTON RING BUFFS

BRISTLE WASH AND 
END BRUSHES

FELT AND 
COTTON BUFFS

BRISTLE POLISHING 
BRUSHES
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REPAIRING
RAILROAD WATCHES

calls for a mastery of adjustments. If you lack
this qualification you miss the great opportunity
which the railroads have placed within your reach.
The one standard treatise on this highest branch
of practical horology is the

Watch Adjuster's Manual
a complete and practical guide in adjusting watches
and chronometers for isochronism, position, heat
and cold. 376 pages, with 56 illustrations.
Sent postpaid to any part of the world, on receipt
of price, $2.50 (10s. 5d).

Published by "I HE KEYSTONE PUBLISHING CO.
809-811-813 North 19th Street, PHILADELPHIA, PA.

I 201 Heyworth Building, Chicago, III.

September 1, 1912 1' E

ITEMS OF INTEREST

J. Harvey Welling, watchmaker with Fred
Pieper, of Covington, Ky., has just returned from
a two weeks' vacation at Clarks' Lake and De-
troit, Mich.

Frank J. Bayley, Detroit, of the firm of Bromley
& Bayley, is the proud father of a very fine eight
pound boy. It is needless to say that Mr. Bayley's
friends are all smoking good cigars.

Charles A. Haney, vice-president and general
manager of Sloan & Chace Manufacturing Co.,
Limited, Newark, N. J., died on Saturday, August
10. As Mr. Haney was only 45 years old and in
the prime of life, his death is greatly deplored.

Charles P. Ward, jeweler and optician of Yon-
kers, N. Y., announces that he has admitted his
son, Charles P. Ward, Jr., to an interest in his busi-
ness and that the firm name will hereafter read
Charles P. Ward & Son.

Vice-president J. C. Yingling, of the Swigart
Watch & Optical Company, Toledo, Ohio, is
making a trip in the interests of his company. He
has been sending in some exceptionally good orders
and reports splendid prospects for fall business.

The wholesale jewelers of Denver, Colo., have
organized the Jewelers' Board of Trade, of Denver,
which is formed for protection in the extension of
credit, better adjustment of losses, etc. W. W.
Hamilton is president and L. S. Schoenfeld secre-
tary. The latter's office address is 832 Gas & Elec-
tric building.

The Hull Brothers' Umbrella Company, Toledo,
Ohio, report an exceptional fall trade in sight and
declare that business has never been better than
during the summer just past. This concern ex-
pects to extend its advertising campaign this fall
and has added to its list the Women's Journal and
Collier's Magazine, a full page to appear in the
December jeweler's number of this journal.

For the second time this year, Robert P. Kiep,
Joliet, Ill., has had his show window smashed,
the last break being on the morning of August 23
and supposedly by local talent. The men were
probably frightened away, as they stole only two
watches valued at $38, covered by insurance,
although other goods were within reach. The local
police and a Pinkerton detective have been working
on the case without arresting the guilty parties so
far.

Inlaid Co., Providence, R. I., have just issued an
illustrated catalog of their line of Egyptian Ivory
Novelties. The book is very complete in every
sense, contains 19 pages of illustrations of more
than 200 different articles. This concern reports
that their Egyptian Ivory Novelties cannot be
surpassed as to quality, finish and weight and they
invite inspection and comparison with any other
lines on the market. A copy of this new catalog
can be procured by any live .responsible retail
jeweler.
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The J. D. Bergen Co., Meriden, Conn., manu-
facturers of the well-known Bergen cut glass, have
placed on the market for this fall, an unusually
comprehensive line of goods in cut, rock crystal
and engraved glass. In cuttings, designs and
variety of styles, this line excels all past efforts of
the company. Worthy of particular mention as
quick-selling goods, is their new line of jewel cases,
puff boxes, handkerchief cases, hair receivers, card
cases, etc. They have also added a number of new
electroliers which are different from any heretofore
shown. Illustrated sheets of the new goods will be
sent to any member of the trade on request.

Col. S. 0. Bigney, of S. 0. Bigney & Co., Attle-
boro, recently returned from an extended tour
of Europe. Being a member of the Ancient and
Honorable Artillery Company, of Boston, he was
with that company when it paid its ceremonial
visit to London and was entertained by King
Edward. Col. Bigney has an interesting photo-
graph, showing the company being reviewed by
King Edward. It is the only photograph showing
the King under the English and American flags
and is highly regarded by the Americans for that
reason. Col. Bigney made an extended tour
through Europe afterwards.

The Jewelers' Security Alliance announces that
A. W. Hull, Wallingford, Conn., had his safe at-
tacked on August 15 by five burglars, apparently
of the hobo type, but owing to the arrival of a
milkman on the scene, they were scared away
before they succeeded in getting the safe open and
consequently no property was stolen. They left
behind a number of tools including some of the
"can opener" type, and had partly pried the safe
open when they were interrupted at their work.
Mr. Hull is a member of the Alliance, and the pur-
suit of the burglars is being prosecuted with our
usual vigor.

The trade should be on their guard against two
sneak thieves, who robbed W. S. Lee Company,
Inc., Salem, Mass., of a solitaire scarf pin on
August 24. The man and woman first asked for
brooches, then the woman wanted to see pendants
and chains and the man looked at scarf pins. The
woman decided on a pendant and left a deposit of
$1, giving the man's name as F. E. Morton, as a
chain had to be ordered. After they left, it was
discovered that the scarf pin was missing. It is
described as a N karat stone, Twentieth Century
setting, valued at $60. The couple had dark com-
plexions and the man a slight foreign accent. The
woman was nicely dressed and slightly smaller
than the man, who was about 5 feet 7, and wore
dark suit and derby hat.

At a recent meeting of the Colorado Horological
Society, it was decided to hold another contest ad-
vocated by President J. I. Hanson, on the matter of
poising and truing balance wheels. Much interest
has been manifested among watch makers in the
city and throughout the state during the recent
contest held by this society, and we feel assured
that the coming contest will prove both instructive
and beneficial to all who will participate. The
officers and members of the society are desirous
of having all watch makers throughout the state

join this organization and are contemplating the
sending of statements and circulars, giving full
reports of each meeting. Also any queries will be
replied to in person by the secretary. The
society held its annual picnic at Glacier Lake on
Sunday, August 18.

C. C. Cobb, sales manager for the Conklin
Pen Company, Toledo, has returned from a western
trip, the object of the journey being specially
to call upon Delzell Brothers, selling agents of the
company for territory west of the Mississippi,
exclusive of Pacific coast points, at Denver, Colo.
Mr. Cobb also attended the annual convention of
the National Association of Stationers held at
Omaha. Mr. Cobb brings back excellent reports
of conditions in the west and is looking for the best
fall trade from this section ever experienced.
The plant here has experienced the largest July
trade in its history, and plans are being made for
an exceptionally heavy fall business. "Early in
the season people were frightened, fearing the
usual slump prior to the presidential election. The
slump did not materialize and forseeing an extra
heavy fall season in sight dealers are beginning to
buy to fill in their stocks which have been greatly
depleted by the unusual summer activity," said
one of the officials of the company in sizing up the
general market situation.

On a recent Saturday afternoon, between the
hours of 2.30 p. m. and 10.30 p. m., the Green-
Griffin Company of Boise, Idaho, threw open their
beautiful new store room for the inspection of the
public of southern Idaho and Eastern Oregon.
Attracted by the specially arranged display of
$100,000 worth of diamond goods together
with the $50,000 stock ordinarily carried, some
six thousand persons passed through the store.
During the opening beautiful silver souvenirs and
flowers were presented to the visiting ladies;
moving pictures of the gathering were taken,
and in the evening a large orchestra furnished
music. The Green-Griffin Company's new store
is a large room of 24 by 100 feet. Along one side
are wall cases interspersed with fine French plate
mirrors, and in front of these are floor cases extend-
ing the full length of the room; on the other side
are the cut glass and solid silver display cases. All
cases are finished in mahogany. This enter-
prising firm, having one of the finest and best
stocked jewelry stores in the northwest, has re-
ceived many compliments on the excellent arrange-
ment and beautiful appearance of their very
modern store.

A Correction
In the advertisement of Joseph L. Herzog &

Co., ring manufacturers, of 45-51 Rose street,
New York, which appeared on page 1620 of our
issue of August 15, the heading was made to read
"EL OR EL KAY" instead of

LK OR EL KAY,
the letters "LK" being the well-known trade mark
of the firm, whose new line for fall trade is so com-
prehensive and varied in design that it merits
the immediate attention of the jewelers, more
especially as indications point to an unusually
prosperous ring season.

THE JEWELERS' HANDY SHOP
IfQ_Z%

t.?\

We Repair and Replate any Article in Jewelry and Silverware

FOR THE TRADE ONLY
EXPERT WORKMANSHIP

Mesh Bags Refinished, Repaired and Relined from

$1.00 to $1.25
Gold, Silver and Platinum Plating, Coloring, Finishing

and Polishing Silverware

Write For Our Catalogue
Packages enclosed with ours for other city firms will be delivered free of expense to you

JOSEPH LANDSMAN, 51 Maiden Lane, NEW YORK



Expert Watch Repairer
Maker of Special Watch Parts,
Adjuster of Complicated Move-
ments. Our work is Prompt and
Satisfactory. Our Prices are Rea-
sonable. GIVE US A TRIAL

M. LIEBERMAN
71-73 Nassau Street New York

Earnest, Ambitimu, Economizing Studeoh
Prefer the

Winter School of Engraving
"Unquestionably the best," honest

and reliable
Course Three Months, $60.00

Write today for Catalogue and
Ite‘ervations

Powers Bldg. Chicago, Ill.

INDISPENSABLE TO THE RETAIL JEWELER
An assortment of Wells' Perfect
Self-Conforming Ring Adjusters.
Ask your jobber for them, or I
will send prepaid at once only
on receipt of price) sizes as
assorted in each unbroken
dozen at the following prices:
1 doz. 10 K. gold, $3.75; I doz. gold
filled, $2.00; 1 doz. metal, 85c.

Samples of one small und one medium-large gold
Riled and one metal adjuster will he sent for
50c., stamps Or M. 0. Address

CHESTER WELLS Meshoppen, Pa.

The LUX MODEL WORKS
Make practical working and manu-
facturing models of clocks, watches,
meters, novelties, etc. Experimental
Work. Wheel and pinion cutting
to order. Manufacturing.
CLOCK REPAIRING FOR THE TRADE

53 East Farm St., Waterbury, Conn.

The Triumph Jewelers' Lamp
A 300 Candle Power Lamp for Home,
Store, Shop, Work Bench, Library, Desk
—wherever a sale, powerful light is
wanted or stand lamp can be used
Turns up and down like gas; carried
around with greater safety than kero-
sene lamp; gives 10 times more light TRIUMPHat less than cost to operate, which a childcan do. Better than Ras or electric lampsbecause of no hose or drop-wire to preventmoving anywhere. Holds 2 quarts gaso-lene. always ice cool; one gallon lasts from40 to 50 hours.
We have six distinct lines of gasolenelamps and Hollow Wire systems.Every one a success. Our KS Catalog
tells why. Get it and decide which
line you want. Send for It at once. Today. It's free
BRILLIANT GAS LAMP COMPANYDept. 9. No. 182 N. State Street, CHICAGO, ILL.

DALLAS, TEXAS
Expert Watch Repairing for the Trade

Any part of a watch will be
made to order.

A. ZIMMERLI, 1514 Main St.
High-Grade Work Our Specialty

Wheels, Pinions and Parts
For Complicated Watches, Clocks, Chro-
nometers, etc., of every 11170 and descrip-ti on, made and finished to order.
FINE REPAIRING and ALTERATIONS

Winding and Setting Material

E. H. MATTHEY, 83 NASSAU STREETNEW YORK
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.k • CATCHY
• ENGRAVING

In SPOON BOWLS at
Popular Prices

LET US ENGRAVEA SAMPLE
Art isticiNfonograni and Letter

Engraving. Gilding.
Send for price-list.

UL.L,STROM cSk
Ashland Nebraska

WATCH
HIGH GRADE

AND CLOCK REPAIRING
FOR THE TRADE
Experts on com-
plicated watches
and clocks, chro-
nometers, wheel
and pinion cut-
tings. Work on
antique clocks
and watches a
specialty.

Twenty years' experience as practical
watchmakers, Thoroughly aquaintedwith all foreign and American move-ments. Formerly with the watchmakerto the Emperor of Germany.

MAIDEN LANE WATCH REPAIR CO.
9 MAIDEN LANE, NEW YORKEXPERT

Watch Case Repairing
and

Watch Case Manufacturing

Gold and
Silver
Plating,
Satin
Finishing,
Engraving
and
Engine-
Turning

Old English
and
Swiss Cases
changed to fit
American
Stem-Wind
Movements

Special Cases made to.order in Gold and Sliverfor English, Swiss and American Movements
OLD CASES MADE NEW

F. H. JACOBSON CO.
209 State Street Chicago

Send kw Our New Pricc-Llst

Makers of

TOWER an STREET CLOCKS
For particulars, write 119, mentioning

THE KEYSTONE

E. HOWARD CLOCK CO.
Est'd 1842 BOSTON, MASS., U.S.A.

When writing to advertisers kindly tnentio.:
The Keystone

DIAMONDS and PRE,CIOUS STONES
BOUGHT AND SOLD
FOR SPOT CASH

Appraisements made for estates or individuals

J. J. COHEN
1011 Chestnut Street, PHILADELPHIA, PA.

Established 1891
Write for further information

THE J. D. EWING COMPANY
Manufacturing Jewelers. Jewelry Repairing.

EXPERT REPAIRING ON WATCH SATIN FINISH AND COLORING,CASES, ENGINE TURNING ENGRAVING, ENAMELING TRIAL ORDER SOLICITED 
122-124 SOUTH 8th STREET PHILADELPHIA

Established 1881 The Largest, Most Centrally and Conveniently Located Telephone North 562
NABSTEDT MANUFACTURING COMPANYRING AND CLASS PIN MAKERS

MANUFACTURING JEWELERS
JEWELERY REPAIRING

Factory and Olfice,11014-1121,4 East ThirdStreetDAVENPORT, IOWA

FRED A. HASKELL Letter, Jewelry & Souvenir
ENGRAVER

206 Weybosset St., Providence, R. I.

ENGRAVED SOUVENIR SPOONS
Send us Spoons and we will Engrave

Buildings, $3.50 doz. Names, $1 20 doz. STONE SETTING

Un 

SPOT CASH for Jewelry Stooks-4M
I PAY THE HIGHEST PRICES for Diamonds, Watches and Jewelry.Send stocks at once, no matter how large or small, and get money by return moil.National bank references upon request. If offer is not satisfactory will return goodsEMIL NOEL, 541 E. 46th Place, CHICAGO, ILL.
If you should be in Chicago with your stock, make appointment with meby residence telephone Drexel 5323, or office telephone Randolph 1418

MESH BAGS REFINISHED
$ 1 .00
I (See

Page
1711)

Will repair, refinish and reline
all size MESH BAGS. In-
cludes repairing the mesh,joints
and ball snaps; also kid (or silk)
linings with inside pockets and anything elsenecessary to put bags in good first-classcondition. GOLD, SILVER OR GUN-METAL FINISH

ONE TRIAL IS CONVINCING

TUCK & McALLISTER CO.
131 Washington Street i PROVIDENCE, R. I.
Scud for our Catalogue of Emblems and Jewelry

HORACE J. SMITH
WATCH REPAIRING
FOR THE TRADE

416 Des Moines Life Building
DES MOINES, IOWA

MINIATURE PORTRAITS
Enameled on
WATCH DIALS
CAPS and LIDS

Plain and
Colored

Can be made from
any photograph

or print
A neautiful illustrated sample card and price-list sent upon request

CARMAN ART CO.
127 North Dearborn Street, CHICAGO, ILL.

CROUCH & FITZGERALD
Jewelry Sample Trunks and Cases

ExtrP Deep Trunks and Cases Always in Stock
177 Broadway 154 Fifth AvenueBet. Cortlandt A !fey Sts. Corner 201 h St met

yag Sixth Avenue
Between 41st and 42d St reels

NEW YORK

Trade Watch Repairing
A Well Equipped Shop

Skillful Workmen
Right Prices and Prompt

Returns

C. H. KNIGHTS-
THEARLE CO.
Columba, Bldg., CHICAGO

REFINER allti

S ana Platinum in any
shape—solids or

Sweep Smelters .1 iriongusgoh,

filings. Prompt
Estzddidied returns.

THE W. L. ROBERTSON CO.
13 and 15 Franklin Street, Newark, N. J.

PATENTS
Write at once for the most liberal offer ever

made for securing patents, designs and trade-
marks. Send sketch for free opinion 1111 to
patentability and ask for the "Inventors'
Guide," the finest book published for inventors.

Best references. Established 20 years.
WM. N. MOOR8

Loan and Trust Bldg.. Washington. D. C

EXPERTS
ON

FineWatch Case Repairing
Manufacturers of Special Cases
Gold and Silver Plating, Satin and
Roman Finishing, Rose Coloring.

ENGRAVING
ENAMELING and
ENGINE TURNING

Swiss and English
cases changed to fit
American move-
rnentsandall kindsof

RAISED COLORED
GOLD WORK.

The Largest and
Promptest Repair
Shop in Chicago.

SEND FOR PRICE-LIST

J.C.HOWARD &CO.
116 & 118 N. State Street. CHICAGO. ILL.

When writing to advertisers kindly mention
The Keystone

The Massachusetts School of Optometry
Klein School of Optics

The Former Incorporated and Registered wills
the New York State Board of Education

Day and night courses throughout the
year. Students prepared for state
examinations.

Cataloguesand particulars on application.

The Massachusetts School of Optometry
168 Massachusetts Ave., BOSTON, MASS.

SOUVENIRS
Automobile Name Plates, Watch Fobs,
Flag Pins, Seals, Tie Clips. Prompt
Attention Given to Special Orders.

WRITE FOR ESTIMATES
All shades of Enamel constantly on hand.

CARPENTER & WOOD,Manufacturera
14 Calendar St., Providence, R. I.

WATCHMAKING
ENGRAVING
JEWELRY REPAIRING

can be learned in a few months
by our practical methods. Ex-
pert instruction under actual
working conditions. Enter at
any time —no age limit —day
and night classes.

Write for free catalogue containing
full particulars

Chicago School of Watchmaking
Dept. T, 59 E. Van Buren St., CHICAGO

A QUICK JOB,
A FACTORY
FINISH AND
A PLEASED
CUSTOMER

ARE ALL YOURS
IF YOU USE
SANGER'S
EMERY RING
BUFFS

to be a goodIT PAYS Watchmaker and Engraver

Learn the most advanced, easy
Follow the successful men.

Attend the

and rapid way.

REES SCHOOL
A beautiful Catalogue, free

ESTABLISHED 23 YEARS

Rochester, N. Y.
F.' H. REES, Principal

DIICKSON'S

RING SHANKS
Save time and money.

No waste in sawing and shaping.
Assorted finger sizes WA to 7.
Assorted sizes for different weight and shaped stones.

Write for brass samples and prices.
H. L. DICKSON,

106N Field St., DALLAS, TEX.

I BUY JEWELRY STOOKS
halon pays liberal cash prices for Diamonds, Watches and Jewelry.
Send stocks no matter how large or small and get immediate returns. Goods will be
returned if offer is not satisfactory. National Bank references given if desired.

M. IRALSON, Masonic Temple, Chicago, III.

Small Advertisements
No advertinement inserted for less

than 25 cents.
Under heading "Situations Wanted,"

ONE CENT per word for first twenty-
ftve words. Additional words and ad-
vertisements, T II REE CENTS per word.
Under all headings except "Situations

Wanted," THREE CENTS per word.
Name. address, Initials; and abbrevia-

tions count as words, and are charged
for as part of the advertisement.
To insure insertion, send remittance

with orders for advertisements. Copy
must reach us by the 25th of each
month for the issue of the 1st of the
following month, and by the 10th of
the month for the Issue of the 15th of
the sante month.
Send bank cheek or draft, or postal

or express money order for $1.00 and
over, or postage stamps for smaller
amounts.
If answers are to be forwarded

send TEN CENTS in postage stamps
with order.

Tile real name and address of every
advertiser must accompany the copy of
the advertisement.

Advertisers who are not subscribers
should send 10 cents (special Issues 25
cents) if they desire a copy of the paper
In which their advertisement appears.
Address,

THE KEYSTONE PUBLISHING COMPANY
809-811-813 N. 19th STREET, PHILADELPHIA, PA

SITUATIONS WANTED
Under this heading, ONE CENT per word,

for first twenty-five words. Additional words
and advertisements, THREE CENTS Per word.
No advertisement inserted for less than 25
cents.

It will facilitate matters and result to
the advantage of advertisers under this
classification if they will indicate their local-
ity in their advertisements.

AS watch, clock, jewelry repairing; can wait
on trade; excellent reference; permanent

position by September 7; married; aged
twenty-seven; seven years experience; will
start at $12.60 per week. J. H. Clay, Red
Bay, Ala.

WATCHMAKER thoroughly competent on
high-grade American, fine Swiss, complicated

and English watches; eighteen years' experi-
ence; fair engraver, two years' experience;
German, thirty-seven, single, strictly sober
and reliable; wishes position after October 1 or
can invest $1,000 or more if good proposition is
offered. Central or southern states preferred.
"G 503," care Keystone.

- — -
BY first-clam watchmaker and engraver by

October 1; twenty years at bench; have
tools and references. "Al 507," care Keystone.

FIRST-CLASS engraver, salesman; can do
plain jewelry repairing; twenty-four years

old; good appearance and no bad habits; east
preferred. Ray J. Kest, Box 195, Pen Argyl,
Pa.

WATCHMAKER and engraver; sober and
reliable; own tools; best of references;

capable of taking full charge of watch repair
department. Howard Fosburg, Iowa City,
Iowa.

AS watchmaker and plain engraver; five years
at the bench; do some jewelry repairing;

honest, and no bad habits. W. C. Downing,
Moravia, N. Y.

WATCHMAKER and engraver wants position
at once; five years' experience; best refer-

ence; no bad habits; northern city preferred.
Bruce McDaniel, 1227 H street, N. E., Wash-
ington, D. C.

TRAVELING position for middle west with
good general line or jewelry only; now or

January 1; can deliver the goods; will make
appointment to see representative of firm in
Omaha or Chicago; elegant references. "P
498," care Keystone.

YOUNG man; twenty-two years old, who has
a fair knowledge of optics, desires position as

assistant watchmaker and clock repairer.
Iliff J. His, 689 Bloomfield avenue, Montclair,
N. J.

WATCHMAKER, nine years' experience; am
capable of taking full charge of watch repair-

ing department; good reference. Address
Otto Q. Wilson, Steelville, Mo.

WATCHMAKER, engraver and graduate of
optics; first-class salesman, now manager of

store, desires to make a change; Philadelphia
preferable; best references; would start at
$20 per week. " M 609," care Keystone.

BY watchmaker, jeweler, engraver, optometrist;
thirty-nine years old, married; capable of

taking care of every branch of the business;
California or southern location preferred;
wages reasonable. Address "M 495," care
Keystone.

1825
SITUATIONS WANTED

GOOD watchmaker wants steady position on
high-grade work; single; American; have

all tools. "D 515," care Keystone.

AS watchmaker and salesman in reliable retail
store; best of reference as to character and

ability as an all-around man; have tools.
Address "Watchmaker," 1024 Knox avenue,
Spokane. Wash., stating salary, etc.

YOUNG man, single, good habits, desires
position as jeweler and engraver; bench and

school training; best references. Ernest
Zagelmeyer, 100 North University, Peoria, Ill.

PERMANENT position by first-class watch-
maker, engraver and jeweler; can take in

and deliver work; salary $22.50 per week;
Michigan preferred. J. W. Griswold, Leeds,
N. D.

Al WATCHMAKER wishes position by the
last of September in New England; married;

good habits; start with $20; Massachusetts
preferred. "B 502," care Keystone.

OPTICIAN and watchmaker graduate; city
and country experience; Missouri and

adjoining states only. "L 501," care Keystone.

AS watchmaker and engraver; school and
store experience; willing to wait on trade or

assist in optics; Ohio, Indiana or Pennsylvania
preferred. "B 499," care Keystone.

BY first-class watchmaker and engraver;
am twenty-two years of age; have all my

own tools; salary expected, $20; large city
preferred. "L 496," care Keystone.

AS second watchmaker, thoroughly reliable;
single man; age thirty-one; have good set of

tools; will start at $15, at present employed.
"D 497," care Keystone.

ENGRAVER, experienced in salesmanship,
desires position; preferably middle west;

good references and samples of work if desired.
Miss Louise A. Voigt, 43 Granville street, New-
ark, Ohio.

BY young man of nineteen; graduate of college
in watchmaking, and five years experience

besides; plain engraver and some knowledge
of optics; no bad habits; good appearance
and can furnish best of references; salary $18
a week. H. E. Hartman, Pigeon, Mich.

BY young man as watchmaker; five years'
experience under railroad's watchmakers;

best of references. W. S. Fishel, Hope, Ind.

FIRST-CLASS watchmaker, clock and jewelry
repairer and stone setter; age twenty-two;

single; good appearance; steady position
wanted; beat references. Address Eugene
Shaw, Box '73, Piqua, Ohio.

YOUNG man wants position as watchmaker,
clock and jewelry repairer; good workman;

own tools; no bad habits; best of references.
R. L. Peek, Wellington, Kane.

SALESMAN, capable of managing store
working knowledge of watch and jewelry

repairing, or would travel to represent a
good house; thoroughly competent and trust-
worthy; references exchanged. " M 819," care
Keystone.

WATCHMAKER and engraver wants steady
position by September 20; Kansas preferred.

R. Smith, Grandview, Mo.

FIRST-CLASS watchmaker and engraver;
fourteen years' experience; age thirty-four;

own tools; wait on trade; best references from
present employer. "B 516," care Keystone.

REPAIR and manufacturing jeweler; five
years' experience; twenty-four years old;

$16 per week. Wm. I. McConnaughy, care
C. S. Shepard, 207 Broadway, Hannibal, Mo.

YOUNG man, as second watchmaker, clock
and jewelry repairer; good reference;

middle west preferred. B. W. Proft, Mena,
Ark.

FIRST-CLASS watchmaker and salesman, en-
graver, graduate optician, jeweler; age thirty-

two; single; capable of running a store; first
class references; northwest, western Canada
or Alaska. Address 8218 Latona avenue,
Seattle, Wash.

FIRST-CLASS watchmaker, jeweler, plain
engraver, fair knowledge of optics; exper-

ienced in railroad work; married; age twenty-
eight years; habits temperate; first-class
reference. "N 468," care Keystone.

FIRST-CLASS watchmaker, with executive
ability and long experience; wishes position

in the south, Pacific coast preferred; amount
of salary not so much an object as a brotherly
friendly feeling; references. Address William
Thoustrup, 608 Farley building, Birmingham,
Ala.

SOUTH AMERICA representative with very
good high-class connections; wishes to rep-

resent manufacturers of gold filled and silver-
plated articles; represent also several German
firms; first-class references. "C 329," care
Keystone.

(Continued on page 1826)



1826
SITUATIONS WANTED
(Continued from page 1825)

CLOCKMA KER, watchmaker, salesman ; high-
grade work; age thirty-five; 0. K. references

as to honesty, workmanship, etc.; permanent.
" Clockmaker," J. J. Freeman Co., Toledo,
Ohio.

WATCHMAKER and engraver; will be open
for position January 1; desires position as

store manager or head of repair department;
salary $30 per week, or an equitable salary and
commission; twelve years' experience; best
references; Ohio preferred, but not necessary.
"K 512," care Keystone.

YOUNG man, age twenty-six, desires change
of position in October; Chicago location

only; watchmaker and assistant, wait on
trade; ten years' experience; modest and able."A 827," care Keystone. 

TRAVELING salesman with a good acquaint-
ance among the retail jewelers in Ohio andMichigan is open for a position at once with a

reliable manufacturing or jobbing jeweler;
thoroughly reliable and beat of references. " W
488," care Keystone. 

BY lady-watchmaker, three years' experience;
optometrist, registered in Nebraska; Ne-

braska preferred; other places considered.
Phebe K. Peck, 507-9 Clapp Blk., Des Moines,
Iowa.

YOUNG man of good address, age nineteen,
desires position under good workman to

finish trade; two years' experience; can doclock and jewelry repairing; all-around store
experience; best references. "L 825," care
Keystone. 

JEWELERS in western Pennsylvania or
eastern Ohio, in need of a watchmaker,jeweler and engraver, are referred by consentto D. L. Cleeland, 125 South Main street, But-ler, Pa., who will place you in communicationwith a competent man, with years of experi-ence, and a complete outfit of tools, bench, etc.;wages, $20 per week. 

BY watchmaker, engraver and jeweler; fifteenyears' experience; married; thirty-sevenyears old; sample engraving and reference;want place good for several years; can takefull charge; central Illinois preferred. "W 821,"care Keystone.

FIRST-CLASS watchmaker, twenty years'
experience, would like position from Novem-ber 1 until April 1; Minneapolis or St. Paulpreferred; nationality, Swedish. "L 820,"care Keystone.

GOOD watchmaker and plain engraver desiresposition by October 1; own tools; best ofreference; four years' experience; middle westpreferred. "K 822," care Keystone.

BY watchmaker and plain engraver (also doclock and jewelry repairing) in the southwest;Texas preferred; age twenty-nine; married;nine years' experience under good workman.E. B. Sutherlin, Box 223, Roachdale, Ind.

HELP WANTED
UNDER THIS HEADING THREE CENTS PER WORD

It will facilitate matters and result tothe advantage of advertisers under this
classification if they will Indicate their locality in their advertisements.

MAN to do watch and clock work; state age,experience and give reference. AddressE. G. Hoover, Harrisburg, Pa.

WATCHMAKER who can engrave and dogeneral run of work and help wait on trade.H. G. Butterfield, Hamburg, Iowa.

MATERIAL man who is familiar with allsmall material. "M 518," care Keystone.

WATCHMAKER, must have good recommen-dations; permanent position to right man;state experience and wages. E. Keller & Sons,Allentown, Pa.

ASSISTANT watchmaker, by September 15;not married; must be sober and well recom-mended; state age; experience and salarywanted in first letter; no stock to care for;permanent position to right man. C. E. Irvin,Warsaw, Ind.

ENGRAVER and second watchmaker, $20per week; send references and sample of
engraving. Gilbert Jewelry Co., LaGrange, Ga.

GOOD watchmaker wanted; references andsalary in first letter. Address Blickie JewelryCompany, Rochester, Minn.

WATCHMAKER, with some knowledge ofengraving and optics, to take full charge of,or buy hal( interest, in a good-paying jewelryand optical business in one of Ohio's bestcounty seats; give full particulars of self withreferences in first letter. This is a sure thingfor the right party. " M 605," care Keystone.

WATCHMAKER wanted, young man with all-around experience preferred. J. C. Mahon,Aurora, Ill. 

AT once, a good all-around workman; optician
preferred. S. S. Stacey, Whitefish, Mont.

HELP WANTED

FIRST-CLASS engraver and jeweler; steady
position in high-class store for right man;

salary $10 to $15. Carl Silbert, Plainfield, N. J.

FIRST-CLASS watchmaker and engraver,
state age and experience and salary expected;

reference required; good place for the right
man. Harriman Jewelry Co., Harriman, Tenn.

YOUNG man with some experience in watchand clock repairing; must have good habitsand willing; good opening to finish trade;will pay a liberal salary to the right man.Morris Gottlieb, Frederick, Okla.

SPLENDID side line for salesmen calling onjewelry trade. P. Pause & Co., Chicago.

FIRST-CLASS watchmaker and engraver;
permanent position; highest salary; send

sample of engraving with application. "L 452,"care Keystone.

AT once, first-class watchmaker -engraver;if optician all the better; state salary in thefirst letter, send sample of engraving, andphoto, if convenient. Beilanson Jewelry Co.,Helena, Ark. 

LARGE jewelry jobber desires to engageimmediately an experienced and thoroughlycompetent watch and jewelry repairer and alsoan engraver who is able to do his work quicklyand well; applicants will please state salarydesired and give references and all personalparticulars in first letter. P. 0. Box 1663,Dallas, Texas. 

WATCHMAKER and engraver wanted;steady position; reference preferred; $15per week for the start. Apply B. Grennan, 282East Second street, Jamestown, N. Y.

FIRST-CLASS watchmaker and engraver andgood salesman to work in jewelry store insmall city in New York state; none but first-class men need apply. "S 610," care Keystone.
BY September 1, first-class watchmaker andengraver; experienced man; must be able totake in work and wait on trade when occasionrequires; good light; high-class trade; livingexpenses moderate; $26 to $28, according toability; permanent position to right man;send sample of engraving and copy of references.S. J. Strickler, Salina, Kans. 
YOUNG man as watchmaker and jewelry andall-around assistant in the store; state ageand experience; moderate wages. GeorgeSimenstad, Pomeroy, Wash. 
WATCHMAKER and plain engraver wantedat once. Reliable Jewelry Co., Jamestown,N. Y.

FIRST-CLASS watchmaker and engraver.Berg-Arduser Co. Dubuque, Iowa. 
AT once first-class watchmaker and optometrist;permanent position to man who understandshis business; good salary. John E. Lewis, Jewelerand Optometrist, Little Falls, N. Y. 
FIRST-CLASS watchmaker only; steady posi-tion.in high-class store for right man; salary$10 to $15. Carl Silbert, Plainfield, N. J. 
WATCHMAKER, jeweler, engraver andoptician; state age and salary in first letter;town of 7,000; permanent position. Will L.Fredeking, Hinton, West Va. 
FIRST-CLASS watchmaker and engraver;correspondence solicited at once. Clark &Tromly, Poplar Bluff, Mo. 
GOOD watchmaker; one who can engraveenough to help out preferred; nice position;permanent for right man; nice store and goodstock; class of work averages up well with goodshare of railroad work; good prices; prefermarried man thirty to forty years old; willpay $20 to start; more if workman makes good;good clean town of 17,000 people. 0. J. Fuchs.Chillicothe, Ohio. 

WATCHMAKER and engraver. I. Greer,10 South Third street, Cedar Rapids, Iowa. 
FIRST-CLASS watchmaker and engraver, onewho is competent to take charge of R. R.watches; state salary expected, experience,age and give references. "N 824," careKeystone.

FIRST-CLASS jeweler, optician and engraver,about October 1; steady employment andmust be sober and good recommendation;state price wanted. J. W. Bader, Blytheville,Ark.

A FIRST-CLASS watchmaker, jeweler andoptometrist; a steady job to the right man." M 459," care Keystone.

FIRST-CLASS, thorough and rapid watch-maker of experience; who can repair andadjust railroad watches to run within thevariation required in railroad time-service,and to bring watches to rate properly throughat least three positions; thoroughly honestand reliable and of good habits; good wages andpermanent position; none but first-class menin every respect need apply; give referencesand all information in first letter. "E 462,"care Keystone. 

YOUNG man experienced in all jewelry andclock repairing; engraver preferred; giveage, salary, references. L. H. Hall, Trinidad,Colo.

HELP WANTED

HIGH-GRADE watchmaker; one that canengrave preferred and wait on customerswhen needed; must be good watchmaker;no other need apply; Minnesota town. "H458," care Keystone.

TRAVELING salesman; excellent proposition;good commission; write full particulars. Wil-liams Manufacturing Company, DepartmentC., St. Louis, Mo.

FIRST-CLASS jeweler who can also engrave;state salary expected and reference withfirst letter. Andrews Jewelry Company,Tacoma, Wash.

WANTED
UNDER THIS HEADING THREE CENTS PER WORD

PARTNER with $1,000 to handle a $7,000stock of jewelry and fixtures in a town of12,000 people; old-established business, inArizona; must be a watchmaker and be com-petent to act as manager of the store; a realgilt-edged proposition, let me send you par-ticulars. "A 617," care Keystone.

SALESMAN wanted, to carry as a side linea legitimate and good selling article; goodcommission. See advertisement page 1711,this issue. 

SMALL jewelry store in northern Indianatown, 1,000 to 4,000 inhabitants; must beclean stock and a bargain, cash; R. W. Essig,Ravenna, Ohio.

WANTED to buy jewelry stock; send surplusstock to me and get money by return mail.Emil Noel, 541 East Forty-sixth place, Chicago,

SALESMAN calling on the jewelry trade tohandle as a side line a quick selling specialty;liberal commission; state what territory youcover and references. Royal Metal Manu-facturing Company, 2318 South Westernavenue, Chicago.

FOR SALE
UNDER THIS HEADING THREE CENTS PER WORD

Stores, Stocks and Businesses

ONLY jewelry business combined with pianoand sewing machines; doing a business of$8,000 to $10,000 yearly in combined lines;will require about $2,500 to handle proposition;population, 1,600; in heart of corn belt;has some small factories employing about 100people; will bear closest and most rigid investi-gation. Gregg Brothers, Brook, Ind.

JEWELRY store in the best town in southernIllinois; population 4,000, increased 2,000in the last year; will be 8,000 in three moreyears; coal mining; pay roll $75,000 everytwo weeks; will be over $100,000 in anotheryear; stock is all new; invoice about $3,600;can reduce to any amount; must sell betweenthis date and February 1, 1913; a snap forsomeone; only jeweler in town; satisfactoryreason for selling; if sold now, will stay withyou over the holidays. " P 479," care Keystone.
NICE jewelry and kodak business in countyseat town of Texas; good run of repairwork; invoice complete about $1,500; ownersick, must sell at once, liberal discount. "Jew-eler," P. 0. Box 212, Angleton, Texas.
IN San Francisco, Cal., stock fixtures andgood-will; good opportunity for optometristand watchmaker; will discount if sold at once.I. Povelsen, 178 Church street."

ON account of death, jewelry and optical bus-nese for sale; same man, same store; thirty-two years; more than up-to-date fixtures;clean stock; inventory stock and fixturesabout $3,500; reasonable rent. Address WillE. Liddle, Salem, N. Y. 
ESTABLISHED jewelry store; clean stock andfixtures; six-foot Mosley safe; plenty ofbench work; selling neighborhood; invoice$4,000; will reduce to suit prompt buyer.M. Hodes, 16 South Main street, Port Chester,N.Y.

WELL-established jewelry business in Carnegie,Okla.; a good town of 1,600; county leadsin production of broom corn, alfalfa, corn andcotton; only jewelry stock; clean, up-to-date;stock and fixtures invoice $1,500; can reduce;a fine opportunity. Address H. E. Sutter,Anadarko, Okla. 

ONLY jewelry store in town of about 900; asplendid opportunity to purchase a clean,up-to-date stock and fixtures; in the best dairy,stock and grain country in Minnesota; goodschools and churches; poor health and otherbusiness, is reason for selling. Write to H.Helmer, The Jeweler, Hector, Minn.

BEST jewelry and optical store in county;established seventy years; town of 5,000and wealthy country to draw from; excep-tionally good repair business; best of location;livliest town in central Indiana; going toretire from business, fine fixtures and stock;will make suitable terms. J. E. Ruffing,Delphi, Ind.

FOR SALE

Stores, Stocks and Businesses

A NEAT jewelry store in the best location of acity of 30,000; $3,000, if taken at once;new fixtures and stock; an unusual opportunity;best reasons. "S 614," care Keystone.

JEWELRY store and fixtures $2,500; westernNew York town 3,300; trolley and steamroads; watch inspector; best location; rentreasonable; good trade; must sell at once onaccount of illness. Address Ferdinand Hano-teau, Avon, N. Y. 

ON account of health and other business the
proprietor of a good business must giveup the active management, having been un-successful in securing a man on a salary thathad no financial interest in the business.Bench work will run better than $600 a month,sales over $30,000 a year; located in one ofthe best cities of 16,000 in the middle west;if you are a practical man and capable of doinggood work and can put $5,000 into a substantialincorporated business with the privilege ofbuying more stock when you wish, write atonce to "V 890," care Keystone.

SMALL jewelry store, town of 10,000 popula-tion, western Pennsylvania; good chance tostart in business; best of reasons for selling;rent $12.60 per month; stock and fixtures for$1,200, if taken at once. "B 506," careKeystone.

WELL-established watch, clock and jewelrybusiness, 67,000 population; rare opportun-ity; will sell for 80 cents on the $1; best refer-ence. W. M. Berry, 9 Broad street, Pittston, Pa.

AT invoice price, in rapidly growing California,county seat, town of 1,200; large pay rolland one of the best dairy counties in the state;stock invoices $1,500; $1,000 will handle thismoney maker; other business only reason forselling. 0. B. Lauff, Crescent City, Cal.

ON account of wife's health will sell the bestpaying jewelry store south of Mason andDixon line or will take partner so I will be ableto get out more; will bear full investigation;growing all the time. "D 504," care Keystone.

A JEWELRY store in a town of 5,000; nocompetition; cleared about $4,000 clearprofit in 1911; can reduce so $8,000 will buy.F. H. Feraud, 1728 I street, Granite City, Ill.

RICHMOND, MAINE; am sick and mustsell stock, fixtures, tools, material; about$2,100; will sell for $1,600 cash; old stand,run seventy-five years; about 2,500 inhabitants;shoe factory, saw mill, cotton mill. A. F. Wil-liams.

A FIRST-CLASS up-to-date manufacturingplant in city of 235,000; doing a business of$25,000 to $30,000 a year; cheap rent; ma-chinery, tools and fixtures cost price $11,500;will sell for $9,000; this proposition will bearinvestigation; can give good reason for selling." W 299," care Keystone.

JEWELRY store; whole, or half interest with
management; North Carolina; 5,000 popula-tion. "S 481," care Keystone.

FINE jewelry and optical business in large 'cityover 600,000; middle west; owner leavingcity; clean up-to-date stock; repairs over$226 per month; $2,500; rent reasonable;can reduce. "Z 823," care Keystone.

HERE is a snap ; old-established jewelryand optical business in north Missouri, nearIowa line; best reason for selling; will give bigdiscount if sold at once; $3,000 profit last year;will be more this year as crops are much better.Write at once for full particulars. " M 828,"
care Keystone.

COMPELLED to give up jewelry business onaccount of health; a $8,000 stock of jewelryand fixtures for $1,800 cash, if sold beforeI buy holiday stock; in good thriving Penn-sylvania town; competition light. "11 618,"care Keystone.

STOCK of jewelry and fixtures complete;invoice $3,500; town of 10,000; western
Washington; railroad center; cash. " T 826,"
care Keystone.

FOR SALE
UNDER THIS HEADING THREE CENTS PER WORD

Miscellaneous Merchandise and
Equipment

A MARVIN safe, jewelers' style, 64 incheshigh, 40 inches wide, 28 inches deep, doubleinside, iron doors, with burglar-proof chest, 26inches by 135 inches, two combination locks;a bargain. S. R. Weaver, 1206 Chestnut street,
Ph:ladelphia, Pa.

TRAYS for sale ; 40 plain and fancy;Dennison's velvet-lined, mahogany ; cheapto qvick buyer. Box 223, McKeesport, Pa.

FIVE sets of dies for manufacturing Tiffanyrings and settings, or will manufacture inChicagi with party financially able to handleproposition. A. H. 21, 1201 Heyworth Build-ing, Chicago, Ill.

FOR SALE

Miscellaneous Merchandise and
Equipment

52 PRACTICAL advertisements for busy
jewelers, only $1, time savers, your time is

valuable. Garner Ads Service, Lebanon, Ind.

SECOND-HAND work benches, hand and
power, flat and wire rolls, anvil and block,

small foot and screw presses, one Oliver foot
power lathe, one bar annealer (American),
one grindstone, one electric polishing head, small
pressure blower, sand blast, one polishing dust
collector, ring bender, scale stools, foot-power
polishing machine, also other tools. Leiman
Brothers, 62 F. I. John street, New York.
-- - 
ONE second-hand 35 pair trial case, in good

condition, $20; one roll-top oak bench with
foot-wheel and countershaft, 10 drawers, $10;
one New Century engraving machine, full set
of attachments, four sets of type; good as new
(cost $95) $86; all letters answered. T. E.
Coffman, Rocky Ford, Colo.

GENUINE C. W. T. Company out-door
electric watch sign at bargain. "C 608,"

care Keystone.

SAFE, regulator, signs, benches, show cases,
cheap; near Bismarck, N. D. Box 462,

Salem, Oregon.

SHIP chronometers for sale, in fine condition;
price $50, $76, $100. W. H. Enhaus & Son,

31 John street, New York City.

A SMITH Premier No. 2 typewriter used but
a short time, good as new, will sell for half

its value. Orrin Larson, Herman, Minn.

TOOLS, material, $60; worth $200; reasons,
blindness. Rieder's, 1800 Irwin avenue,

North Pittsburgh, Pa.

FOR SALE OR EXCHANGE
UNDER THIS HEADING THREE CENTS PER WORD

TWO new typewriters, one $35, Chicago;
one $30. Postal for floor case, work bench,

tools or second-hand watches. Miller Music
Co., Yates Center, Kans.

BRAND new 1912 model No. 28 Buick
Roadster fully equipped; cost $1,200;

just three weeks' old and run 260 miles; extra
tire; have two machines; will sell for $1,000
or take diamonds or railroad watches; must
be good salable goods. Address "H," 1545
North Edwards street, Decatur, Ill.

ROLL top mahogany bench, duplex foot wheel,
like new, cash or trade. Box 73, Francis,

Okla.

AUTOMOBILE for sale: $2,000; 40 H. P.;
two passenger stayer roadster, sixty miles an

hour, good as new; $1,200 cash or would con-
sider trade for diamonds, watches or jewelry.
R. D. Macdonald, Lima, Ohio.

MOVING picture outfit, box mystery, type-
writer, camera, printing press; want trial

ease, engraving machine, plating outfit, tools or
stock. A. W. Downs, Battle Creek, Mich.

SPECIAL NOTICES
UNDER THIS HEADING THREE CENTS PER WORD

JEWELERS seeking locations where jewelry
stores can be profitably established are cor-

dially invited to write us describing the loca-
tion desired and indicating the amount of
capital they wish to invest. Shuttles Bros. &
Lewis, Dallas, Texas.

$25 REWARD for the return of an 18 size
solid gold, 0. F. Pattek Phillip watch, both

movement and case numbered 69264, was stolen
March 1, 1910. Examine all watches left for
repairs. " M 375," care Keystone.

COMPLETE finished escapement models in
running order, $16; the best window attrac-

tion for jewelers. For particulars write the
St. Louie Watchmaking Schools, St. Louis, Mo.

HIGHEST cash prices paid for diamonds
and watches; immediate returns made, bank

references given. M. Iralson, Masonic Temple,
Chicago, Ill.

I PAY 20 per cent more than any one else
for your surplus diamonds, watches and

jewelry; money sent by return mail; bank
references. Emil Noel, 641 East Forty-sixth
place, Chicago, Ill.

BIRTHSTONE ring size card ; the great-
est and most inexpensive trade attraction

ever devised for jewelers; send for sample.
Display Ad. Co., 187 Broadway, New York.

OLD cases restored to look like new; Roman
and satin finishing. Art Watch Case Com-

pany, 8 North State street, Chicago.

PEARLS wanted; ship direct to me and get
the highest market price; largest buyer of

slugs in United States; prices quoted. W. L.
Gardner, Le Claire, Iowa, western pearl head-
quarters.

BUSINESS NOTICES
UNDER THIS HEADING THREE CENTS PER WORD

OLD English and Swiss key-wind cases changed
to take American stem-wind movements;

hunting cases changed to open-face. Art
Watch Case Company, 8 North State street,
Chicago.

I WILL buy your diamonds and watches and
pay you liberal spot cash; money by return

mail. M. hellion, Masonic Temple, Chicago.

I PAY the highest prices for watches, diamonds
and jewelry. Send stock at once, no matter

how large or how small, and get money by
return mail. All kinds of references furnished
upon request. Emil Noel, 641 East Forty-
sixth place, Chicago, Ill.

BIRTHSTONE ahowcard ; artistically litho-
graphed in fourteen colors on 11 x 14 card-

board; the most fascinating window attrac-
tion; 60 cents. Display Ad. Co., 187 Broadway,
New York.

DIAMONDS at great bargains, $46 per karat
and up; mounted rings and other diamond

jewelry bought from private people sold at
half the regular price. Sent on memo. bill to
rated dealers. Sold for cash only. Dan I.
Murray, Broker, 3 Maiden Lane, New York.

ELGIN Horological School, the oldest and most
practical school for watchmakers, send for

catalogue to Elgin Horological School, Elgin, Ill.

SEND your watch-ease repairing to Art Watch
Case Company, 8 North State street, Chicago.

WANTED-Every one desirous of improving
himself in watch work, jewelry work and

engraving to address Bradley Polytechnic
Institute, Peoria, Ill., for one of their latest
catalogues. A postal card will get it. See ad.
inside back cover.

NOTICE-I have removed from 727 San-
som street to 807 Sansom street, Phila-

delphia, where I will continue to buy all kinds
of gold and silver; also refine all kinds of jew-
elers' waste containing gold and silver. Send
by mail or express and receive prompt attention.
J. L. Clarke, established 1870.

FOR first-class work and prompt service, try
Art Watch Case Company, Champlain

Building, 8 North State street, Chicago.

THE Omaha Watch-Repairing, Engraving and
Optical Institute never claim students can

complete this trade in five or six months; one
year is short enough time in a good school,
where all the advantages are obtained. The
woods are full of botch workmen who can never
make good or much money (honestly) for them-
selves or their employer. Cheap, poor work-
men are the most expensive ones the jeweler
can hire; such students should never be allowed
to graduate, because they cannot hold a posi-
tion and give satisfaction where good work is
required. A diploma does not make a work-
man and is no good if one cannot make good.
Write for particulars. Tarbox and Gordon.

LEARN
IJEWELERS
ENGRAVING
"The School that Graduates Experts"
A fascinating trade that pays big salaries,
easily learned, taught thoroughly arid prac-
tically by correspondence. We will teach
the beginner better engraving than be can
gain in years of rigid apprenticeship. We
will improve the skill of any engraver and
make him master of the trade. The demand
for competent engravers far exceeds the
supply. Send for handsome Illustrated
prospectus, mailed free.

PAGE-DAVIS SCHOOL
Suite 10, Page Bldg. CHICAGO

ifisioX
akiwork

-THE • KIND 'YOU C.ALL.YOUR OWN

Room 1112, Masonic Temple, Chicago, Ill.

When writing to advertisers kindly mention
The Keystone

II X
The Proof of highest class practical
training-the watches our students
make. Send for circular.

Canadian Horological Institute
S. W. Cor. Church and Wellesley Sts.

TORONTO, ONT.

11 It

KANSAS CITY
Watchmaking and
Engraving School
This is the school you should attend.
Investigate it I Send for our new art
catalogue, it's free for the asking and
explains fully our courses and methods
of instructions, together with some
excellent samples of engraving. : : :

OSCAR W. DREYER, Principal
815 E. 12th St. : Kansas City, Mo.

EXPERT WATCH REPAIRING
TO THE TRADE

ERICHSEN, KRAUSE & CO.
1006-37 S. Wabash Ave., CHICA00, ILL.

Powers Building
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The

Auction
Season is
Now On

and with the
right kind of a
man you will
have two
Christmas
businesses be-
tween now and
January. With
over twenty
years' selling
for the estab-
lished jeweler,
I am compe-
tent to prove
to you the ad-
visabilityof an
Auction. Ref-
erence from
all parts of the
United States.
Write to any
wholesale
jeweler here.

D. 0. HERNDON

STILL PROGRESSIVE. Established 1848 Our patrons inform us that they are making good money on ourgoods. We have positive proof that this is true for they are
continually sending us repeat orders. Our goods are attractive both as to quality and price, this makes them winners. The quality is dependable
and the best of workmanship is what produces great results. If you wish to be progressive, handle our goods as your customers will not be
slow in recognizing their merits.

ANOTHER REDUCTION IMPROVED "ILIKIT" SANITARY ORIN PRICE SHELL GUARDS
In Gold and Gold-Filled Mountings and With Rim or Frames.

SPECIAL OFFER.-One sample set of gold-filled 12 "Ilikit" mountings, etched on lenses, in
neat velvet-lined case for fitting, $7.50 met.

Gold-Filled Rimless 1110-12 K.. • •
Gold-Filled 12 K. 1 10 ILIKIT Shell Guards

\
t-Jat

Shell

Per Doz.
 $ 6.00

6.00

E.'
SUPERIOR, WIS.,E
JULY 30TII, 1912.E

5 To WHOM IT MAY CONCERN:
We wish to say Mr. Billy..1.

g Nooney has just closed an eight
weeks auction sale, after several gLI other auctioneers had failed.

He took the sale and withg i 
 g

-•I 
his great personality and abil- .

E 
ity, he made our sale a grand E...•LI success, being able to hold the m

:2- crowd during the entire sale. •E
His system of working t.--

brings the price for the goods
...." and pleased the people. Were a.'
i

we to have another auction
sale, we surely would employ g

P. Mr. Nooney as our auctioneer. =
5

E-- 
Yours truly,

HENDRICKS:EN JEWELRY Co. 
--j

E F-. A. L. Hendricksen.
RE   6.

E Hand me your sale and I will get you the money. 41 Correspondence strictly con- ia
fid-ntial. 41 Please write for terms and dates as I can only be one place at a time E.

E
BILLY NOONEYt L. B 564, Detroit, Mich.

= 
.-..... ox • 0

; 
1914 ELEVENTH STREET, SUPERIOR, WIS. .g.'"

F.
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Per Pr.
$ .60
.60

"FLEXO BO"

Home Phone, Main 2341
1202 Commerce Building
KANSAS CITY, MO.

•00.01,11.11,604).000.19•411,44919.6•6■11.3■00.61.4.,61,,G.)4■11.44.11.6041.1,6■0046.0•41■•

This frame, the "Flexo Bo" is manufac-
tured with a special view to the comfort of
the wearer, to avoid all irritation of the ears,
undue pressure on nose and temples when
fitted with extra large or heavy lenses and
to produce a neat, becoming and stylish

• 

frame for any face, no matter what the
shape of it may be.

In the make-up of the above illustration
of the "Flexo Bo" you will see that the
ear-pieces of the temples are wound around
with fine Gold-Filled or Alumno thread,
which makes it soft and pliable, and
removes all disagreeable pressure from the

face, such as is caused by the old style of stiff temples. For comfort always the " Flexo Bo."

"Flexo Bo" Alumno frame which is made from extra white fine metal, per doz.. $3.10
12 K. 1/10 Gold-Filled "Flexo Bo"   7.50

SYSTEMATIZE YOUR
REPAIR DEPARTMENT

Now is the logical time to introduce system in your
repair department. The first essential of such system is a
complete record of watch repairs. To keep such a record
with a minimum of trouble, you should procure a copy of

The Keystone Record Book

Sheff Patent Ring Forging Machine
THIS ring stretching machine is for jewelers or any one who repairsor sells rings. It is the only tool on the market for the purpose thatwill do perfect work. It stretches all kinds of rings-wide, narrow,oval, flat, plain or set. A light ring can be sized three sizes and a heavyone six sizes and do it perfectly. Anyone can easily work it and youcannot spoil a ring under any circumstances. The ring comes out of themachine perfectly round and straight and requires no refinishing. Youcan size a ring while the customer waits and he cannot tell by appearancesthat it has been stretched and will not know how you did it unless youtell him. This machine is not built on the roll principle but the ring ispressed into the die and you can put as much or as little pressure as youwish and you can see exactly what you are doing. It is thoroughly
guaranteed, will never wear out. The most successful jewelry houses inthe country are using this machine. We have had a wonderful sale of itand do not know anyone who has one who would do without it. Giveit a trial for ten days. Any jobber will furnish one.

Order from your Jobber or send to us Direct. Price,$16.00, acni "adreel 
and 
 

kiix 
ne,e hi.

A.J. SHEFF & CO. :

of Watch Repairs
which has space for 1600 entries of repairs with printed
headings. A companion book for the repair department is

The Keystone Book of
Repair Guarantees

The use of these guarantees will give your customer
confidence in your work and assure his permanent patron-
age. Either of these books will be sent postpaid to any
part of the world on receipt of

Price, $1.00 each

THE KEYSTONE PUBLISHING CO.
809-811-813 North 19th Street PHILADELPHIA, PENNA.

6109 PENN AVENUE
PITTSBURG, PA.

Don't Buy a Trial Case Until You See The

AUDEMAIR 10 Per Cent Dis-
count for Cash

Send for Our Complete Catalogue of Other Styles

THE ACME OF PERFECTION. FROM $10 to $89
Over Twelve Thousand (12,0001 Satisfied Owners of the Aude-
mair Prove Our Claim for the World Renowned Trial Case.
For office, in Oak and Leather, also traveling, with divisions for
Stock and Lenses, we offer a Trial Case known as the Special,
$29.70 net.

Na. 1030. 168 lenses and discs.

Special-Aluminum
Eye Glass Cases, highly polished,

lined with velvet and spring back

at $1 7.50 per gross. Spectacle cases
at $21.00 per gross.

Genuine spring back leather cases, $12.00 per gross
Imitation " " 10.00 "

ROCKING AND

RIGID GUARD
C.)

Per Doz. Per. Pr.

ALUMNO ILIKIT Sanitary Guards $ '1.50 $ .15 ..7
Gold-Filled Rimless 1/30-12 K.   4.00

Solid 10 K. Gold, Rimless   15.00 1.40
When one dozen or more are purchased at one time we allow 10 per cent. off for cash. CD

Reisner's Improved Lens Measure at   Net, $3.00 each ,-

GOLD-FILLED SPECTACLE FRAMES (..)
No. 1, 0, 00 Eye. Made by the IMPROVED METHOD. CD

EXTRA FINISH, WELL TEMPERED, HIGHLY LIJSTERED.
V5525. 12 K., 1-10 Frames, "Elexo Bo" Cable Temples   Per dozen, $7.50 CI
5524. 12 K., 1-10 Riding Bow Frames   5.60 r...1
5525. 12 K., 1-10 Riding Bow Cable "  " " 7.00
l'564. 10 K., 1-10 Riding Bow ft 

" " 
544(1 El

F565. 10 K., 1-10 Riding Bow Cable "  
41 14 

6460 ,44.

5354. 10 K., 1-30 Riding Bow   " " 4.1)0
5355. 10 K., 1-30 Riding Bow Cable " ' 5.00 M

QUALITY GUARANTEED, same as BILLED aC1

Gold and Gold-Filled Riding Bow Mountings
lx4Per doz 04

10 K., Gold, Riding Bow Mountings   . . 821.75 r.,..1
1-10 12 K., Riding Bow Mountings   85.60; Cable, 6.15
1-10 10 K., Riding Row Mountings

1194
1'5594
F594
5194
5154

5.40; Cable, 6.60
1-30 10 IC., Riding Row Mountings . . . . ......... 4.00; Cable, 5.00
1-40 10 K., Riding How and Rimless Mountings . . . .   3.00

INTERCHANGEABLE EXTRA WHITE
Per dozen

1st Qual. 2i1 Qual.

Double Convex, 1 eye . . . $ .91 $ .77
Periscopic Convex, 1 eye 1.27 .91
Periscopic Convex, 0 eye . 1.33 1.60
Periscopic Convex, 00 eye . 1.47 1.12

SKELETON OR. RIMLESS
Periscopic Convex, lot Quality

0 Eye . 2-hole 3-hole 4-hole
00 Eye . 191 .54 $1.61 $1.68 per dozen

Periscopic Convex, 25 Quality
0 Eye . I 2-hole 3-hole 9-hole
00 Eye . l$1.19 $1.26 $1.33 per dozen

All prices quoted on lenses from 0.12 to 4.25.
Usual advance on strong numbers.

Cemented Bifocals, tat Quality,
"Interchangeable."

1 Eye, $3.00 0 Eye, $3.10 00 Eye, $3.25 g
per dozen

Where not otherwise stated, we will allow
From 8 D. up

cash discount 10 per cent.

R2 Work. Kryptoks and Stevens Quality, 8i Cash Only : Agents for Stevens & Co., Inc.,
Gold-Filled Goods at Factory Prices.

SPENCER OPTICAL COMPANY, 5-7 Maiden Lane (Near Broadway)NEW YORK
NEW CATALOGUE No. 17 CAN BE HAD FOR THE ASKING MANUFACTURING AND IMPORTING OPTICIANS
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I JEWELRY 1111CTIONES OF IROBIL REPOTHTION '_== .__
= 
= 

Let us show why we can give the best service, the very _
=

=

best. Two high class auctioneers, no substitute to fill
dates, help or finish our sales. Original ideas in advertis-
ing and selling. Profitable for the reason of the prices we
make stock bring and the amounts we sell in a day.
Ability to sell your stock, the goods you wish sold.
Methods which protects clients reputation. Twenty
years of real success and unsolicited testimonials from
largest and best jewelers. We invite investigation. All
letters treated confidentially. Should we be out of
Chicago, a few days delay may occur before you receive
reply, but we always answer. When writing always give
amount of stock and size of store.

Now dating for Fall and Winter

A few references from late sales, firms who are still in businees:
Anderton & Son, Dayton, Ohio.
Pickart & Moss, Jamestown, N. Dak.
J. J. Devine, Salt Lake, Utah.
Kinsel & Petri, Columbus, Ga.
Stapf & Son, Dunkirk, N. Y.
W. P. Hanna, New Castle, Pa.
Wm. A. Rogers, Ltd., Chicago, Ill.
M. C. Weyer, Faribault, Minn.
Jess E. Yolw, Decatur, Ill.

.1. D. McKinney, Corsicana, Texas.
Geo. F. Blackslee, Los Angeles, Cal.
J. H. Flower, Ashtabula, Ohio.
A. C. Beckon Co., Chicago, Ill.
J. H. Wallace, St. Catherines, Can.
Bonder Bros., Columbus, Miss.
C. M. Schuell, South Bend, Ind.
John C. Pierik, Springfield, Ill.
Brooks & Chapman, Madison. Ind.

TYLER & GREGORY, Room 1102, 37 S. Wabash Avenue, CHICAGO 
Fii111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111M111111111111111111111111111111111111111111111i11111111111111111111110
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businesses be- 0
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January. With
over twenty 0
years' selling
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lished jeweler, 0
I am compe-
tent to prove
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visabilityof an :
Auction. Ref-
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all parts of the
United States.
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wholesale :
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Auctioneer

STILL PROGRESSIVE. Established 1848 Our patrons inform us that they are making good money on our
goods. We have positive proof that this is true for they are

continually sending us repeat orders. Our goods are attractive both as to quality and price, this makes them winners. The quality is dependable
and the best of workmanship is what produces great results. If you wish to be progressive, handle our goods as your customers will not be
slow in recognizing their merits.

tni
0

0
Per Doz. Per. Pr. r'4

ANOTHER REDUCTION IMPROVED "ILIKIT" SANITARY ORIN PRICE SHELL GUARDS
In Gold and Gold-Filled Mountings and With Rim or Frames.

SPECIAL OEFER.-One sample set of gold-filled 12 "Ilikit" mountings, etched on lenses, in
neat velvet-lined case for fitting, $7.50 net.

conducted

SUPERIOR, WIS.,
JULY 30TH, 1912.

TO WHOM IT MAY CONCERN:
We wish to say Mr. Billy

Nooney has just closed an eight
weeks auction sale, after several
other auctioneers had failed.

He took the sale and with
his great personality and abil-
ity, he made our sale a grand
success, being able to hold the
crowd during the entire sale.

His system of working
brings the price for the goods E
and pleased the people. Were
we to have another auction
sale, we surely would employ
Mr. Nooney as our auctioneer.

Yours truly,
HENDRICKBEN JEWELRY CO.

A. L. Hendricksen.

17.

E=

Hand me your sale and I will get you the money. 111, Correspondence strictly COO-
fid_ntial. IL Please write for terms and dates as I can only be one place at a time

7.4BILLY NOONEY, L. Box 564, Detroit, Mich.
1914 ELEVENTH STREET, SUPERIOR, WIS.
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Gold-Filled Rimless 1/10-12 K. . • •
Gold-Filled 12 K. 110 ILIKIT Shell Guards

Per Doz,
  6.00

6.00

Per Pr.
$ .60
.60

ROCKING AND

RIGID GUARD

ALUMNO ILIKIT Sanitary Guards $ 3.50 $ .45 .E.-.!

Gold-Filled Rimless 130-12 K.   4.00 134

Solid 10 K. Gold, Rimless   15.00 1.40

When one dozen or more are purchased at one time we allow 10 per cent. off for cash. 0

Reisner's Improved Lens Measure at   Net, $3.00 each k-

"FLEXO BO"

SYSTEMATIZE YOUR
REPAIR DEPARTMENT

Now is the logical time to introduce system in your
repair department. The first essential of such system is a
complete record of watch repairs. To keep such a record
with a minimum of trouble, you should procure a copy of

The Keystone Record Book

Sheff Patent Ring Forging Machine
THIS ring stretching machine is for jewelers or any one who repairsor sells rings. It is the only tool on the market for the purpose thatwill do perfect work. It stretches all kinds of rings-wide, narrow,oval, flat, plain or set. A light ring can be sized three sizes and a heavyone six sizes and do it perfectly. Anyone can easily work it and you
cannot spoil a ring under any circumstances. The ring comes out of themachine perfectly round and straight and requires no refinishing. Youcan size a ring while the customer waits and he cannot tell by appearancesthat it has been stretched and will not know how you did it unless you
tell him. This machine is not built on the roll principle but the ring is
pressed into the die and you can put as much or as little pressure as you
wish and you can see exactly what you are doing. It is thoroughly
guaranteed, will never wear out. The most successful jewelry houses inthe country are using this machine. We have had a wonderful sale of it
and do not know anyone who has one who would do without it. Giveit a trial for ten days. Any jobber will furnish one.

Order from your Jobber or send to us Direct. Price, $16.00, kiLhdti .Mnadqiisaebi.

A. J. SHEFF & CO. :

of Watch Repairs
which has space for 1600 entries of repairs with printed
headings. A companion book for the repair department is

The Keystone Book of
Repair Guarantees

The use of these guarantees will give your customer
confidence in your work and assure his permanent patron-
age. Either of these books will be sent postpaid to any
part of the world on receipt of

Price, $1.00 each

THE KEYSTONE PUBLISHING CO.
809-811-813 North 19th Street PHILADELPHIA, PENNA.

6109 PENN AVENUE
PITTSBURG, PA.

face, such as is caused by the old style of still temples.

"Flexo Bo" Alumno frame which is made from extra white fine metal, per doz. . $3.10
12 K. 1/10 Gold-Filled "Flexo Bo"   7.50

This frame, the "Flexo Bo" is manufac-
tured with a special view to the comfort of
the wearer, to avoid all irritation of the ears,
undue pressure on nose and temples when
fitted with extra large or heavy lenses and
to produce a neat, becoming and stylish
frame for any face, no matter what the
shape of it may be.

In the make-up of the above illustration
of the " Flexo 13o" you will see that the
ear-pieces of the temples are wound around
with fine Gold-Filled or Alumno thread,
which makes it soft and pliable, and
removes all disagreeable pressure from the

For comfort always the " Flexo Bo."

Don't Buy a Trial Case Until You See The

AUDEMAIR 10 Per Cent Dis-
count for Cash

Send for Our Complete Catalogue of Other Styles

THE ACME OF PERFECTION. FROM $10 to $89

Over Twelve Thousand (12,000) Satisfied Owners of the Aude-
mair Prove Our Claim for the World Renowned Trial Case.
For office, in Oak and Leather, also traveling, with divisions for
Stock and Lenses, we offer a Trial Case known as the Special,
$29.70 net.

No. 1030. 168 lenses and discs.

Special-Aluminum
Eye Glass Cases, highly polished,
lined with velvet and spring back
at $17.50 per gross. Spectacle cases
at $21.00 per gross.

Genuine spring hack leather cases, $12.00 per gross
Imitation " " 10.00 " "

GOLD-FILLED SPECTACLE FRAMES (.)
No. 1, 0, 00 Eye. Made by the IMPROVED MET1101 b 0

EXTRA FINISH, WELL TEMPERED, HIGHLY LUSTERED.
Per dozen, $7.50 aV5525. 12 K., 1-10 Frames, "Flexo Bo" Cable Temples  

5524. 12 K., 1-10 Riding Bow " " 5.60 W
5525. 12 K., 1-10 Riding Bow 

CableEraLnes  0

1,564. 10 K., 1-10 Riding Bow 
■■

1565. 10 K., 1-10 Riding Bow Cable " 
4 1

5354. 10 K., 1-30 Riding Bow 
0

5355. 10 K., 1-30 Riding Bow Cable " 
41

QUALITY GUARANTEED, same as BILLED
c..4

1194 10 K., Gold

,GiotilddinagnBdowG:Toldiftiiillglesd Riding Bow Mountings

F5594 1-10 12 K., Riding Bow Mountings  
855.6400.; • CCiaibblieSel,:2e66r1 .:. 617:5504 6-2 .1594 1-10 10 K., Riding Bow Mountings

55119544 11:4300 1100 Kic..,, IRidingtici in g howw Mountings r;Itiluan Lass
' Mountings'  ' 

......... 4.00 ; Cable, 5.00 _ ,
3  00 IS.I

" 7.00
5.40 7.

" 0.00 .e!
" 4.00
" 5.00

C1:1

INTERCHANGEABLE EXTRA WHITE
Per dozen

Periscopic Convex, 2d Quality
0 Eye . 2-hole 3-hole 4-hole

1st Qual. 2d Qual. 00 Eye . $1.19 $1.26 $1.33 per dozen
All prices quoted on lenses from 0.12 to 4.25.
Usual advance on strong numbers.

Cemented Bifocals, lot Quality,
"Interchangeable."

I Eye, $3.00 0 Eye, $3.10 00 Eye, $3.25 a4
per dozen

From 8 D. up
Where not otherwise stated, we will allow
cash discount 10 per cent.

Double Convex, 1 eye . . . $ .91 $ .77
Periscopic Convex, 1 eye . 1.27 .91
Periscopic Convex, 0 eye . 1.33 1.00
Periscopic Convex, 00 eye . 1.47 1.12

SKELETON OR RIMLESS
Periscopic Convex, lot Quality

0 Eye . 2-hole 3-hole 4-hole
00 Eye . $1.54 $1.61 $1.08 per dozen

R Work. Kryptoks and Stevens Quality, 6 , Cash Only : Agents for Stevens & Co., Inc.,
Gold-Filled Goods at Factory Prices.

SPENCER OPTICAL COMPANY, 5-7 Maiden Lane (Near Broadway)
NEW YORK

NEW CATALOGUE No. 17 CAN BE HAD FOR THE ASKING MANUFACTURING AND IMPORTING OPTICIANS

g.1.11111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111"

UI JEWELRY 11110TIONEERS OF IIIITIONIIL REPUTIITION
Let us show why we can give the best service, the very
best. Two high class auctioneers, no substitute to fill
dates, help or finish our sales. Original ideas in advertis-
ing and selling. Profitable for the reason of the prices we
make stock bring and the amounts we sell in a day.
Ability to sell your stock, the goods you wish sold.
Methods which protects clients reputation. Twenty
years of real success and unsolicited testimonials from
largest and best jewelers. We invite investigation. All
letters treated confidentially. Should we be out of
Chicago, a few days delay may occur before you receive
reply, but we always answer. When writing always give
amount of stock and size of store.
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Now dating for Fall and Winter

A few references from late sales, firms who are still in businees:
Anderton & Son, Dayton, Ohio.
Pickart & Moss, Jamestown, N. Oak.
.1. J. Devine, Salt Lake, Utah.
Kinsel & Petri, Columbus, Ga.
Stapf & Son, Dunkirk, N. Y.
W. P. Hanna, New Castle, Pa.
Wm. A. Rogers, Ltd., Chicago, Ill.
M. C. Weyer, Faribault, Minn.
Jess E. Yohe, Decatur, Ill.

J. I). McKinney, Corsicana, Texas.
Geo. F. Blackslee, Los Angeles, Cal.
J. H. Flower, Ashtabula, Ohio.
A. C. Becken Co., Chicago, Ill.
J. H. Wallace, St. Catherines, Can.
Bonder Bros., Columbus, Miss.
C. M. Schnell, South Bend, Jul.
John C. Pierik, Springfield, Ill.
Brooks & Chapman, Madison, Ind.
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E TYLER & GREGORY, Room 1102, 37 S. Wabash Avenue, CHICAGO E
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THE KEYSTONE•
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DEVOTED TO THE

WATCH, JEWELRY AND KINDRED TRADES
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Vol. 34 No. 6

SEPTEMBER 15 1912

Profits in the Jewelry Trade

Maine Association Holds Meeting

Pittsburg 24-Karat Club's Field Day

Suppressing Bogus Sales by City Ordinance

Pacific Coast Wholesalers Form an Association

Manufacturing Jewelers Prepare for Business Boom

Audacious Daylight Robbery by Window Smashing

Hermit Jeweler Robbed and Beaten to Death

Valuation of Old Clocks and Watches

Emeralds and Their Counterfeits

Danger of Magnetizing Watches

rAl/WVAALVAIVAIVAV/VAIVAIVAIVAIIIVAVO

ISSUED SEMI-MONTHLY BY

THE KEYSTONE PUBLISHING COMPANY
PHILADELPHIA, PENNSYLVANIA 3
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FGRTUNE TELLIN
A A

A

511 F_ R ,VTON

FLOWER, DE: LUCE

It is on
the Cards  

that a dark (or blond) man will

call on you offering

COMMUNITY
SILVER

If he does accept,. you will

have big sales.

ONEIDA COMMUNITY, LTD.
ONEIDA, N. Y.

LOUIS XVI

NEW YORK OFFICE, 15 Maiden lane

CHICAGO OFFICE, New 10 S. Wabash Ave.

;
4kaka44601•4$1•016,4100#010k4:40ti:f
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A GOOD watch to have in stock is
the W. W. Raymond 21 jewels, either 18 size

or 16 size. It will sell readily, because every rail-
road man knows the name and reputation of the
B. W. Raymond. Its established price of $33.00
assures your profit on every sale.

SEND FOR THIS USEFUL
COUNTER OR SHOW CASE MAT IT'S
Mat measures 13A inches wide by 9V inches deep. Is a beautiful purple
shade. The background for the letters is cut away making them stand
nently and effectively.
Practical for displaying BRISTOL SILVER and other articles you sell.
cases from becoming scratched or otherwise damaged.

FREE
and ncutra
out promi-

Saves the

D. W. RA YMOND 18 SIZE
Huntong—Oen Face

21 diamond. ruby and sapphire jewels. Lever
setting. Gold jewel settings. DOUBLE-ROLLER
ESCAPEMENT, with STEEL ESCAPE WHEEL. Ex-
posed sapphire pallet stones. Pallet arbor
cone-pivoted and cap-jeweled. Escape pinion
cone pivoted and cap-jeweled. Compensating
balance. Breguet hair spring, with micromet-
ric regulator. Adjusted to temperature. iso-
chronism and five positions. Safety barrel
with spring box rigidly mounted on bridge.
Exposed winding wheels. Patent recoiling
click and self-locking setting device. Dust
ring. Double-sunk glass enamel dial. Plates
beautifully d am askeened
and finely finished. Engrav- 45 00big inlaid with gold. price.. •

21 ruby and sapphire jewels. Lever setting.
Gold jewel settings. DOUBLE-ROLLER Es-
CAPEMENT, with STEEL ESCAPE WHEEL. Ex-
posed sapphire pallet stones. Pallet arbor cone-
pivoted and cap-jeweled. Escape pinion cone
pivoted and cap-jeweled. Compensating bal-
ance. Breguet hair spring, with micrometric
regulator. Adjusted to temperature, isochro-
nism and five positions. Safety barrel with
spring box rigidly mou nted on bridge. Exposed
winding wheels. Patent recoiling click and
self-locking setting device. Dust ring. Double-
sunk glass enamel dial. Plates beautifully
damasiceened and finely fin- $
ished. Engraving inlaid 4500with gold. Price  .

_

We have added several decidedly new and distinctive patterns in TOILET SETS.
The CHIPPENDALE is a plain pattern of quiet grace and beauty. We have
some new patterns in Engine Turned and Engraved.

WE MAKE
DRINKING CUPS EYE-GLASS CASES
TEA STRAINERS BRACELETS IN GOLD
CIGARETTE CASES PLATE AND
MATCH BOXES BRISTOL SILVER
CIGAR CASES

Our men are now out with an increased line containing many new novelties and staples.

Electrotypes or halftone cuts of the B. W. Xaymond 21 jewels, fur-
nished free to jewelers for advertising purposes.

ELGIN NATIONAL WATCH COMPANY
ELGIN, ILLINOIS

iixta \\1,

A

TOILET WARE COMPOTE DISHES
MANICURE ARTICLES PICTURE FRAMES
JEWEL BOXES TAPE MEASURES
PIN CUSHIONS CANDLESTICKS

LEATHER-AND
SILK 'YOBS
A GENERAL LINE OF
JEWELRY

BRISTOL • JEWELRY' CO • INC,.
,5ILVERSHIT115, HIKERS OF JEWELRY' AND NOPELTILz,

e..ITTLEBORCI, MASS.. U. S.A.
CHICAGO OFFICE, 811 Heyworth Bldg.

BRISTOL SILVER
is a fine white metal, heavily silver plated, sterling finish, not easily dented. More durable Man sterling silver
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A Good Watch
iN GOOD watch to have in stock is

the B. W. Raymond 21 jewels, either 18 size
or 16 size. It will sell readily, because every rail-.
road man knows the name and reputation of the
B. W Raymond. Its established price of $33.00
assures your profit on every sale.

B. W. RAYMOND 18 SIZE
Hunetny—Ofien Face

21 diamond. ruby and simphire jewels. Lever
setting. (told jewel settings. DOUBLE-ROLLER
ESCAPEMENT. With STEM, ESCAPE WHEEL. Ex-
posed sapphire pallet stones. Pallet arbor
cone-pivoted told cap-jeweled. Escape pinion
cone pivoted and cap-jeweled. Compensating
balance. Breguet hair spring, with micromet-
ric regulator. Adjusted to temperature. iso-
chronism and five positions. Safet y harrel
wit h spring lox rigidly mounted on bridge.
Exposed winding* wheels. Patent recoiling
click and self-locking setting device. Dust
ring. Double-sunk glass enamel dial. Plates
beaut tinily (I a in ask ee neci

ing inlaid with gold. price..
and finely finished. Engrav- 45.00

B. W. RAYMOND 16 SIZE
()hen Face Only

21 ruby and sapphire jewels. Lever setting,
601(1 jewel settings. I )(MIME- ROI. LER Es-
CAPEMENT. With STEEL ESCAPE WHEEL. EN-
Dosed sapphire pallet stones. Pallet ail orcone-
pivoted and cap-jeweled. Escape pi n ion cone
pivoted and cap-jeweled. Compensa I ing bal-
ance. Breguet hair spring, with micrometric
regulator. Adjusted to temperature, isoeltro-nism and five t)osit ions. Safety barrel wit h
sprinfrbox rlgiIl. mountedon bridge. Exposed
winding wheels. Patent recoiling clic k and
self-looking set t i ng de v Ice. Dust ring. IMuble-
sunk glass enamel dial. Plates beaut ifully
datnaskeened and finely fln-
ished. Engraving inlaid
with gold. Price  45.00

Electrotypes or halftone cuts of the B. W. Raymond 21 jewels, fur-
nished free to jewelers for advertising purposes.

ELGIN NATIONAL WATCH COMPANY
ELGIN, ILLINOIS
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SEND FOR THIS USEFUL
COUNTER OR SHOW CASE MAT IT'S
Mat measures 13Y2 inches wide by () inches deep. Is a beautiful purpleshade. The background for the letters is cut away making them stand
nently and effectively.
Practical for displaying BRISTOL SILVER and other articles you sell.
cases from becoming scratched or otherwise damaged.

FREE
and neutra
out promi-

Saves the

STERLING FINISH

STERLING FINISH

We have added several decidedly new and distinctive patterns in TOILET SETS.The CHIPPENDALE is a plain pattern of quiet grace and beauty. We have alsosome new patterns in Engine Turned and Engraved.
WE MAKE

TOILET WARE COMPOTE DISHES DRINKING CUPS EYE-GLASS CASES LEATHER-ANDMANICURE ARTICLES PICTURE FRAMES TEA STRAINERS BRACELETS IN GOLD SILKTOBSJEWEL BOXES TAPE MEASURES CIGARETTE CASES PLATE AND A GENERAL LINE OFPIN CUSHIONS CANDLESTICKS MATCH BOXES BRISTOL SILVER JEWELRYCIGAR CASES

Our men are now out with an increased line containing many new novelties and staples.
. • • 

BRISTOL • JEWELRY• CO • INC.c5ILVERSIVITHS, illelliER5 OF JEWELRY AND ATOPELTIE..2-_,e..ATTLEBORCI, MASS.. U. S.A.

STERLING FIN 1511

NEW YORK OFFICE, 3 Maiden Lane CHICAGO OFFICE, 811 Heyworth Bldg.

BRISTOL SILVER
is a fine white metal, heavily silver plated, sterling finish, not easily dented. More durable than sterling silver

STERLING FINISH
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i GREATER VALUE FOR YOUR INVESTMENTS i

i ATHENA i
.1. GRECIAN EFFECT PATTERN

i

i i

i 1

i i

i i

i i

i i

1..

.1. i

i 1

? STERLING STERLING
iBENS BENS

I TRADE MARK TRADE MARK
*I.

i i

i ,. i

t We illustrate one pattern of several new ones that we have originated 1.
i this year. This effect comes in twenty-five different combinations.

These various new patterns sell at a popular price and offer you

i 
GREATER VALUE FOR YOUR INVESTMENTS

i

i QUALITY, WORKMANSHIP, WEIGHT and FINISH considered )
more than any other line on the market.

i
It is these FOUR vital points that makes the BENS line so far superior.
Our 1913 BENS SILENT SALESMAN has been mailed to all our 

11'

customers and those that have requested one. .

i 

HAVE YOU RECEIVED YOURS?
IF NOT WRITE AT ONCE! i

ii 

Our Salesmen will make the rounds but once—DON'T pass them up 1
when they call.
THIS IS THE FINAL TRIP FOR THIS YEAR. 1

! ii WILLIAM BENS CO. i
i Providence, R. I., U.S.A. i
i 3% Broadway The Wellington

BRANCHES AT
NEW YORK CHICAGO SAN FRANCISCO

Jewelers' Building i

1 

DETROIT CANADA KANSAS CITY 

i

Cadillac Hotel New Glasgow, N. S. Hotel Baltimore

ots■ovs.41■1011.4111■401.11,14til■sa.ms-ms■sis■itts-■401■sr!ti 0

COIN HOLDERS
GERMAN AND STERLING SILVER

TRADE

C.B.&H.
MARK

TRADE

C.B.&H.
MARK

Send for Samples of our MESH BAGS, COIN PURSES and
COIN HOLDERS on Your Business Letter Head

WE MAKE
Gold Filled Cuff Pins
Sterling Brooches
Gold Filled Brooches
Sterling Bar Pins
Gold Filled Bar Pins
Sterling Waist Sets
Sterling Cigarette Cases
German Silver Vanity Boxes
Sterling Pocket Knives
Sterling Scissors
Sterling Souvenir Spoons
Small Sterling Novelties
Sterling Manicure Articles

Sterling Bracelets
Gold Filled Bracelets
Sterling Soldered Mesh Bags
Sterling Soldered Mesh Purses
German Silver Soldered Mesh Bags
German Silver Mesh Bags
German Silver Mesh Purses
Sterling Belt Pins
Sterling Belt Buckles
Gold Filled Belt Pins
Gold Filled Belt Buckles
Sterling Hat Pins
Gold Filled Hat Pins

WE SELL DIRECT

CODDING & HEILBORN CO.
Makers of Most Up-tc-date Novelties in

Sterling Silver and Gold Filled
NORTH ATTLEBORO MASSACHUSETTS

New York Office, Room 1301, 13 Maiden Lane

• 
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HIGH GRADE CaD-FILLED
ORDER BY NUMBER

1831

Marsh Expansible Bracelet

(IL An artistic creation that
is absolutely perfect as to
Workmanship
Mechanical Action
Finish and Quality

LOOK FOR TRADE MARK

111, The only bracelet made
in High Grade Gold
Filled that can be consid-
ered a piece of jewelry;
an article of adornment.

41 The Marsh (complete) Line always contains the very latest ideas mad?, in High
Grade Gold Filled. Every piece looks like solid gold, minus the solid gold price.

C. A. MARSH & CO. ATTLEBOROMASSACHUSETTS

THE LINE THAT RESISTS YEAR



1832

A 10 K. LINE OF EMBLEM RINGS AT $7.00 LIST

Center Emblems, raised and enameled in appropriate
colors—Handsomely finished—and a ring that any
jeweler can size.

ORDER THROUGH YOUR JOBBER—IF HE WILL NOT FURNISH -ORDER DIRECT OF

THE A. P. CRAFT CO., Indianapolis Ind.
Makers of Emblem Rings and Special Jewelry
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Just Another of the splendid procession of Bassett crea-
tions Courts comparison in design, workmanship and
general effectiveness with goods costing much more. Add
it to your line of Men's Jewelry. Display it. Made in 10-
Karat, and can be retailed satisfactorily for about $24.00.

0

0
0
0

0
0

U.004,0000000000000000•04)000047•0044,004)0•040•04)•4)04000000•000•000C

THE BASSETT JEWELRY CO.
ABORN AND MASON STREETS PROVIDENCE, R. I.

NEW YORK MINNEAPOLIS CHICAGO

37 Maiden Lane 1116 Lumber Exchange 510 Columbus Building
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The COLONIAL DAME LINE
" The Line

Er.

tr5.

g.,

of Quality"

1833

QUALITY MARK

We hold, as our most valuable posses-
sion, the confidence of the retail jew-
elry merchants. The Hussey Com-
pany quality and The Hussey
Company service have won

for us this confi-
dence.

Our
new fall catalog

will be out about the .
middle of September. The

quality of our jewelry is as
good as it is possible to make.,
Our designs are better than
anyone ever dreamed
could be made in gold-

filled jewelry.

4818k

Patented 1912

g Ask your
.3 Jobber for
g: the COLONIAL

DAME LINE

14 LOCKETS
BRACELETS

'3. FOBS

• 

COLONIAL DAME Line represents EXCLUSIVE g
STYLE, THICKNESS OF GOLD, WORKMANSHIP
and FINISH. If your Jobber does not carry the g
COLONIAL DAME LINE, write us and selection will

N. be sent you through any reputable Jobber you specify.

g BLISS BROTHERS COMPANY
g CHICAGO OFFICE ATTLEBORO NEW YORK OFFICE E.--
E HEYWORTH BUILDING

MASS. 
SILVERSMITH BUILDING

Chas. P. Crane Edward M. Co.

2568 /L 4492 F

4846j

Patented 1912 =

Sold
only

through -2
Jobbers

CHARMS E.
SCARF PINS
BUTTONS

Our bracelet
, line is new. The Hussey
Company fall catalog will show

you the beautiful designs—a sample
order will convince you of the superior

finish and excellent quality of our bracelets.

1111111111t1i111t1

THE HUSSEY CO.
Manufacturing Jewelers

PROVIDENCE - RIIODE ISLAND.

rrxrirrrtm 
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CASTIGLIONI COMPANY
LOCKETS

THE LINE THAT MADE US FAMOUS
PRICE

Now we are ready for you. We told you some time back we would

have some new designs to show, and here they are. Not all that

we have to show by any means, but a few of the choicest,

selected with care, that you might judge for yourself just

what an inspection of our LOCKET LINE holds forth

to you.

GUARANTEE
Every detail has been carried out with much thought

from the design selected to the final finishing

touches of skilled workmanship.

DESIGNS These stairs denote the care taken in pro-

ducing our Lockets. The Line that has

made us famous.

QUALITY

We first see that
the goods are made
right and then figure a
modest price, quality, work-
manship, design, considered.

Price, the top stair, does not denote

excessive charges made for in-

ferior goods, but rather denotes

that our final thought is the

FINISH Price.

WORKMANSHIP

We have made our move. Now
it is your turn to make yours.

EQUIPTM ENT

LOOK FOR TRADE - MARK STOCK

If your Jobber does not carry our line, write us
and we will put you in touch with one who does.

Factory, 116 Chestnut Street, PROVIDENCE, R. I.

MANUFACTURING JEWELERS

NEW YORK OFFICE: 71 Nassau Street, Room 1204
Representative, CHARLES ALTSCHUL

Pacific Coast Office:
SAN FRANCISCO, CAL., 710 Jewelers' Building

J. H. MERRILL

CHICAGO OFFICE: 505 Powers Building
M. NEUBURGER

Pi\-Vr\ -NO
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Diamonds

Rose

Diamonds

Rubies

Sapphires

Emeralds

Whole Pearls

Half Pearls

Bouton Pearls

Japanese

Pearls

Opals

Regent

Sapphires

Synthetic

Stones

of all Colors

and Shapes

eAC eat s.44

HALF A CENTURY

AMONG THE GEMS
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WO CONSIDERATIONS relating to this

house merit special attention : First, its
•

6 Maturity ; second, its Volume of Business.

6 Ili Fifty years of successful merchandizing of

Gems, constitutes a record which justifies fullest

confidence.•
•

•
qj The extent of our dealings involves such

scope and range of stocks as to afford altogether

superioi facilities for selection and the most t.°

favorable price quotations.

11

4
11 

4• 

:. 1c Small customers receive the same careful 
. 
•

9 :
• attention as larger ones--and they become
o :

larger ones in time. To whichever class you

belong, your orders are respectfully solicited.i •vo

$
6

:
4 

0:
too

1,

' 6

n.,4 re0:44kel
i

;
445 9

e. :
t
a

9 4

! a

! New York Phones: 2 1 6 1 -2 1 62 John 
e
t4,•:

6
6 GOJR,G0+,000.01,1tG.101.G00-3■4)042.41>OPC■00,010.••••04)000.00.071■4

PARIS

AMSTERDAM

Albert Lorsch & Co., Inc.
Lorsch Building New York37-39 Maiden Lane

Providence Office : 1 3 1 Washington Street

a

II

tat Oi ost

Reconstructed

Rubies and

White

Sapphires

Amethysts

Topaz

Garnets

Imitation

Oriental

Pearl Strings

Amber and

Jet Strings

Coral Strings

and

Cameos

Imitation

Stones

of all Kinds
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LET US CONVINCE YOU THAT

Sealing Wax
Is best suited to the needs of the discriminating jeweler.
Made from standard formulas, Dennison's Sealing Wax
possesses those qualities adapted to store and factory use,—
Rich Color, Easy Flow, Quick Adhesion.

Safezuard your shipments by using- Dennison's Sealinz Wax.

2,24.1tiioon Alunitfaelwc i Sa
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Boston New York Philadelphia Chicago

• 
offSales ices in thirty - three leading cities.

St. Louis

•

FORGET THE PRICE
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° GOLD SHELL RINGS °
Let Us Send You Samples Through Jobber
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Our line is acknowledged
superior in design and variety
The Finish stands pre-emi-
nently prominent. If your
trade can use Gold Shell
Goods better investigate
our Quality and Prices.

We make:

Gold Shell Seamless Rings,

Studs, Emblems, Ear Knobs,

Scarf Pins, Link Buttons, etc.

Write for further particulars.

The Morgan Jewelry Co.
Manufacturing Jewelers

62 Page Street, Providence, R. I.
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GEORGE L. BROWN COMPANY Ma ssac huse,ttsAttleboro

Compare our circle
with one of any other make.

Weigh them. See who gives
you the most gold.

Compare the engine-turning.
who gives you the finest engine-turning.

Compare the finish. See which has the
better finish.

Then remember the price, and you will
realize why our factory is behind its

orders on this splendid novelty.
May we have your

order?

The Harvey J. Flint Company
TRADE MARK Fifty-nine Page Street PROVIDENCE, R. I.

We are Showing:—

Some very classy effects in machine soldered Necks, absolutely perfect in detail. An original
extensive assortment of La Vallieres, stone set, some new designs, (exquisite creations)

for the Fall are worthy of your inspection. Illustration is but a fair example
taken from our regular stock. Also a Pendant Line extensive to the

extreme. One of the most favorite styles of Lockets for the FallFobs Locketswill be a bevel edge design. Correct, nifty and appealing. The
Chains design illustrated is but one ot many original designs we are Bracelets

showing this season. Ask your Jobber to show
Tie Clasps you our entire line. It will be a revelation to you. La Vallieres
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With Great Pleasure We Announce

An Original and Perfected Electro
Plate Finish 

as applied to metal, art and fancy goods that surpasses in quality,beauty of appearance and durability, anything that has ever beenproduced in America or abroad. This finish

IS NEW AND ORIGINAL—JUST OUT
and if it were possible for us to immediately place samples beforeevery jeweler, art and fancy metal goods buyer in this country,our entire production for the year would be sold in 10 days. Itsthe most startling and most elegant finish created during the22 years of our manufacturing.

Protect yourself b  seeing this new and most salable
finish before you make a purchase and see it soon
as possible. Write us and one of our salesmen will
call or samples will be sent subject to your approval.

Don't wait, be first to show what we consider the greatest
achievement in metal plate during the past 22 years.

THE JENNINGS BROS. MFG. CO.
Bridgeport, Conn.

SALESROOMS: NEW YORK, 387 Broadway CHICAGO, Heyworth Building
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SEND FOR OUR ILLUSTRATED CATALOG
Contains nearly ONE HUNDRED and FIFTY profusely illustrated pages containing a myriad array of the best in EMBLEMS and JEWELRY.

OVER THREE HUNDRED ILLUSTRATIONS

We illustrate TWELVE DISTINCT FAST-SELLING PATTERNS taken from a line of over 500 Selected Designs.
This entire BRACELET LINE embodies the most exquisite patterns of the very highest QUALITY.
Every Bracelet is GUARANTEED to give entire satisfaction against breakage, denting or other defect in any way possible.

Our Motto—QUALITY HIGH—PRICE LOW
Prices quoted on application or send us an order for the above assortment

We positively guarantee you will be satisfied

By this sign we win

TUCK & McALLISTER CO.
131 Washington Street (See page 1920) PROVIDENCE, R. I. By this sign we win
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To thoroughly appreciate our goods it is necessary
to see them. Our fall circular, ready to be issued
about September 20, will at least give an idea of the
scope of our line.

Write for one. It will interest you.

Makers of the famous WPWC-12e4 BAR
PINS

FISHEL & COMPANY
Manufacturing Jewelers

New York 126 West 22d Street
Uot...00c.o■r000eo6...ovecoveeoeoce OOOOO oeoe,evv.o.oco.e.eeeot,,,,eveoc...v..•.o.ee.c.00.t.o.oeoeo.e.000ll

Send for our 1912 Catalogue of new RING and UNBREAKABLE GERMAN SILVER MESH BAGS
GUARANTEED MESH BAGS AT LOWEST PRICES

BUY DIRECT FROM THE MANUFACTURER and GET THE BEST SERVICE AND PRICE

As we received it

Mesh Bags  
Refinished
$1.00

We resilver, reline (with kid
or silk) and repair the mesh
on any german silver mesh
bag, from 5 to 7 inches, for As we returned it
$1.00, other bags in propor-

tion. First-class work, prompt service. Give us a trial. Send postal for our large window display
cards, and price list for special repairs such as gold, gun-metal, bead bags, etc.

A . A. 1_4UPIEN Manufacturer of Mesh Bags

24 BROAD STREET PAWTUCKET, RHODE ISLAND

PENDANTS ALL HIGH GRADE
=SOLID GOLD=

REAL PEARLS
REAL BAROQUES

IMITATION AMETHYSTS

Order a Stock of These

Solid Gold Pendants at $1.00 Each and Upward
gr We want to impress upon you the fact that we can
'II_ increase your business and add to your profits

"A WORD TO THE WISE IS SUFFICIENT"

M. J. AVERBECK,
10-12 MAIDEN LANE

Manufacturer
Importer

NEW YORK

.04).04)1P004)00.00•000•000000•04,00 000000000.000•0000-000
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THE

LEZAH
EXPANSIVE BRACELET

(Another "Inman" Invention)

(Actual Size)

Cut illustrates LEZAH bracelet with
VANITY CASE. This POPULAR

PRICE bracelet is made in STERLING

SILVER and GOLD FILLED with either

a VANITY CASE or COIN HOLDER. 

This latter is a unique original "INMAN"

feature first exploited by us.

As we LED in the first instance of

combining the VANITY CASE or COIN

HOLDER with an EXPANSION

BRACELET so we LEAD in offering a

PRACTICAL EXPANSIVE bracelet, an

article of jewelry—at a most moderate

price.
The bracelet clings gracefully yet

easily to the wrist without undue pressure

and stays wherever placed.
Each comes cased in a beautiful Box

ORDER A SELECTION TODAY

J. T. INMAN & CO.
Jewelers' and Silversmiths'

Novelties, Etc.

ATTLEBORO MASSACHUSETTS
N. B. SEND FOR A SELECTION OF THE "INMAN"

v JOINTLESS PATENT LINK MESH BAG. SURE TO BE

1: 
A BIG SELLER THIS FALL.

i 
Made in Sterling and German Silver

i
4,11700410000•000•000•000•00004)00004,0011.13-000000000000000
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We never made a claim for our catalogue or our quick service that

we can't demonstrate in your first order. This may sound big

but it goes the same. All we want is one chance to prove it.

We would not be so sure about the absolute reliability of our

catalogue, both as to styles and prices, unless our sixteen years

of catalogue building had not proven it to us. If conditions ever

change so as to make it possible to get out a more reliable cata-

logue than ours is today, you will find the name of ALBERT

BROTHERS on the cover. Reliability is our catalogue slogan.

First, last and all the time, in rush season and out, we are a
quick delivery house. Every article shown in our catalogue is

carried in stock. It's part of our commercial creed to ship

your order the same day as received. The chances are ten

to one that you will be surprised when you find out what
our quick delivery service can do for you. It's worth
finding out.

ALBERT BROTHERS
Wholesale Jewelers

Office and Salesrooms, Merchants Bldg.

Sixth Ave. between Vine and Race
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NAPKIN MARKERS
MADE OF SILVER WHITE METAL

For the FALL and HOLIDAY Trade
The latest word in table furnishings

SEND for PRICES and FREE SAMPLE
WRITE AT ONCE TO

ENTERPRISE JEWELRY CO.
Dept. K9-1 ATTLEBORO, MASSACHUSETTS

  I Ii  It   I 

^

1882 1912

Oscar E. Place & Sons Co.
PROVIDENCE, R. I.

P&S Trade Mark P&S
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Rajah Sterling Silver Jewelry
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N RAJAH STERLING SILVER LINE N

H Notice its exquisite design, an out-of-the-ordinary look for a U
g
gg sterling silver line. This is because the Rajah line is made by a

N
It fourteen karat. Its hard to tell Rajah jewelry from platinum N
gg for this same reason. Splendid designs, expert workmanship andg beautiful finish are embodied in the Rajah line.3t
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We illustrate a sample of the

house that has been manufacturing nothing but platinum and

Is sold at a figure considerably under the market price.
Our salesman is coming your way and may call upon you
Give him the opportunity to prove to you that what we say
absolutely true.

WRITE NOW FOR PRICES AND SAMPLES

MAKERS OF JEWELRY

WACHTER SAFETY BOW
BALL BEARING

(PATENTED)

After September 15th—write for
our colored poster—size 22x14 in.

Licensed Under Our U. S. Patents

DUBOIS WATCH CASE CO., Brooklyn, N. Y.
THE STAR WATCH CASE CO., Ludington, Mich.

Demand watch cases with the
Wachter Bow.

THE WACHTER MFG. CO.
HARTFORD, CONN.

Gold Plated Monogram Belt Pins
Made While Customer Waits

Write for particulars

Any combination of three initials,
assembled at once, into a complete
belt pin.
A QUICK SELLING ARTICLE
ATA POPULAR PRICE

It must be seen to be appreciated.
A FREE SAMPLE and full informa-
tion, will be gladly furnished to reliable
jewelers.
We want live, active jobbers
handling these belt pins, in all
sections of the United States.

and free sample line

J. W. COLGAN CO., 509 Sudbury Bldg., BOSTON, MASS.

G242/1,3296

The above locket time
reminder is the same
as used on our
"CAMILLA" extension
bracelet. The time re-
minder is placed on the
front of the locket.
You can readily set the
hands at any minute
or hour desired, as a
reminder of engage-
ments.
Greatest novelty on the
market.

M2284/F2416

Ask for BIGNEY'S new

patented articles. We are

creators not imitators. Keep

in touch with our line. We

sell the wholesale trade

exclusively.

J696
Fancy ornament set with Brilliants

The newest thing out. The "CAMILLA" EXTENSION LOCKET
TIME REMINDER or score keeper. A reminder of engagements.
It is most unique. Very handsome. Ask for these numbers.

1841
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To perforate the cigar, press the
self-adjusting plunger two or three
times, turning the cigar and you get
a splendid draft. End of cigar and
wrapper undisturbed. Big sellers.

•0•••••••••••••••001110111.1.00.11.14.0**

Our One-Eighth and One-Tenth Gold Filled "Mirror Finish" Chains Look and Wear Like Solid Gold
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New York Salesrooms
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A Much Talked About Line

The Blackinton Line of
STERLING

MESH BAGS
There is a reason

The Bags are so pleasing in appearance,
and the prices are so attractive that it
makes an irresistible combination. Look
over our samples before you place your
orders for the coming season.

R. Blackinton & Company
Goldsmiths, Silversmiths
and Jewelers RE)-; 10;
Factory and Main Office, NORTH ATTLEBORO, MASS.

15-17-19 MAIDEN LANE
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STAMPED "S C"

is seasonable in the strict sense of the word in that it sells the entire year around.
There's a sense of satisfaction in stocking "S & C" Solid Gold Front Jewelry for
the jeweler need never fear having dead-out of the season goods.

Every piece stamped "S & C" is a live seller.

At this time when the jeweler is keenly alive to the possibilities of the holidays, it will

pay to thoroughly inspect our entire line. The wise jeweler realizes the "path to

success" lies through the "avenue of profits."

" S & C " Solid Gold Front Jewelry is profitable for the live jeweler to handle.

C. SOLID GOLD FRONT JEWELRY STAMPED "S C& C"—SOLD
THROUGH JOBBERS—GUARANTEED POSITIVELY.

Ira W. Smith, Pacific Coast Agent SMITH & CROSBY  FACTORY  

Broadway Central Bldg., Los Angeles Attleboro, Massachusetts

 1   

NOW!
For a bigger and Better 1912.—Start

your fall buying RIGHT NOW—TO-DAY•

Cam eos Pink and

Brooches, Pendants
Scarf Pins

ALL SOLID GOLD AND BIG SELLERS

Big business can be done in our special gold

mounted pink and white efFects at $2.00 each

and upward.

M. J. AVE RBECK
Manufacturer and Importer

10 and 12 MAIDEN LANE, NEW YORK

 II II 

WHEN

A

CUSTOMER

WISHES

TO

SELL

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

SPOT CASH OFFER

and save all trouble and worry. I pay all express
charges and insure the goods in transit. I have
been in the business right here over 19 years,
and can give the very best references as to
responsibility on application. Offers and valua-
tions furnished promptly. See ad. on page 1920
of this issue.

Write for further information.

J. J. COHEN
1011 Chestnut St., PHILADELPHIA, PA.

Estabtislied 1 Sc' t

Amsterdam, Sarphatlstraat 29-31 London, Audrey House, Ely Place

Make More Profit

1702

703 715 713 712 711 7101 7017081 7071 761 76 759 758175717561

10 AND 14K NECK CHAINS
Made and Soldered Automatically. Each Link Soldered

QUALITY AND FINISH UNSURPASSED
EXCELLENT VALUES Write for Samples and Quotations

GOLD AND SILVER CHAINS BY THE FOOT

GOLD, SILVER AND GUN METAL LONG CHAINS

STERLING MESH BAGS, PURSES, GUN METAL MESH
BAGS, PURSES, NOVELTIES

Trade Mark

VISITING BUYERS CORDIALLY INVITED TO CALL

Ernst Gideon Bek MAIDEN NEW (TIE
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WEDDING GIFTS

01E-Faau_ rg  10-BEFEEfa.

An advantage of selling silverware for wedding gifts is the fact that in many
cases you are preparing the way for future sales. With most newly married
people their wedding silver is only the nucleus, and they expect to add to it from
time to time. If they receive

1847 ROGERS BROS.
"Silver Plate that Wears"

they will find that they can buy new pieces and sets without the fear that the
original lot will have worn out before they have completed their collection.

This ware is the only silver plate with an unqualified guarantee that is
backed by the actual test of 65 years.

Write for illustrated circular 1 169-K, describing the various trade helps we
supply free of charge to dealers handling our ware.

INTERNATIONAL SILVER CO.
Successor to Mei iden Britannia Co.

MERIDEN, CONNECTICUT
49-51 West 34th Street — NEW YORK -- 9-19 Maiden Lane

5 North Wabash Avenue, CHICAGO 150 Post Street, SAN FRANCISCO

roi [0] ru 0_ [allWa_JR1M a.E.O.S.
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The Keystone Publishing
Company

809 N. 19th Street, Philadelphia
THE KEYSTONE

Copyright, 1912
by The Keystone Publishing Company
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Pacific Coast Wholesalers
Form Non-Retailing Ass'n

The Purpose is Mutual Protection and to Place
Themselves in Right Light Before Retail Trade
—List of Charter Members

San Francisco, Cal., September 3.—An im-
portant jewelry trade organization was recently
formed in this city, the purpose and character of
which are expressed in its title " The Non-Retailing
Wholesale Jewelers and Silversmith's Association
of the Pacific Coast." The organization has been
formed for the mutual protection of the members
and for the benefit of the trade generally. The
main object in view is that the members, through
the association, can place themselves on record as
firms that do not sell any goods whatsoever at
retail and confine the sale of their goods to strictly
legitimate channels.
Prominent members of the organization stated

that they always felt that the practice of jobbing
houses selling goods at retail was not only unjust
to the retailer, but also to the wholesalers compet-
ing with them who did not sell at retail inasmuch
as the latter were generally included with the
former in the criticisms expressed by the retail
trade. The new association will enable the
retailers to discriminate between the strictly
jobbing houses and those which sell goods at retail
ako.
The executive committee consists of Burr W.

Freer, chairman; J. S. Lehrberger, secretary;
Henry M. Abrams, Alfred Eisenberg, Amos W.
Huggins, Alphonse Judis and Fred Levy.
The list of members is, as follows:
San Francisco: Henry M. Abrams Company,

G. F. Arnold Company, Arthur W. Bennett, J.
Birnbaum Company, W. J. Browne, California
Jewelry Company, J. Dinkelspiel, A. Eisenberg &
Co., Elston Jewelry Company, Inc., Burr W.
Freer Company, S. H. Friend, Powell Fredrick,
W. B. Glidden Company, W. E. Graves, George
Greenzweig & . I. Hall & Son, Alphonse
Judis Company, 

Co.,
Knopfmacher & Kaiser, Albert

E. Lee, E. Levene, Emanuel Levy, Lehrberger,
Armer Company, Mayer & Weinshenk, R. Mohr
& Sons, Leon Nordman & Son, Rothschild &
Hadenfeldt, M. Schussler & Co., J. H. Spiro,
H. C. Van Ness & Co., Julius A. Young.
Los Angeles: Adams & Abel Co.

' 
E. Bastheim

Company, Hambright & Walsh, S. Meyer & Co.,
E. W. Reynolds Company, Meyer, Cohn & Talbot.
A report has not been received at this writing

as to the firms in Oregon and Washington who will
join our association.

Prominent Wholesale Jeweler
Dies After Short Illness

W. F. Wilmes, of St. Louis Firm, Passes Away in
Kansas City. Connected With the Trade for
Forty Years

St. Louis, Mo., September 3.—W. F. Wilmes,
vice-president of the Aller-Wilmes Jewelry Corn-
pany, died at Kansas City, Mo., Thursday, August
29, after a three month's illness of complications.
Mr. Wilmes was 56 years old, and had been con-
nected with the jewelry business for about 40
years, for most of this period in the employ of
leading firms. He had traveled for the Bauman-
Massa Jewelry Company, a number of years, and
in 1905 he became a member of the newly organized
jewelry firm of Aller-Newman-Wilmes and in
1910, when Mr. Newman retired, the firm became
the Aller-Wilmes Jewelry Company.
Mr. Wilmes looked after the interests of his firm

in the Kansas City territory and made that city
his headquarters.

Jewelers Board of Trade Crop Reports Put 1912
To Resume Noonday Luncheons at Head of Fat Years

Eminent Speakers to Address the Members—
The Good Work of the Board—Rapid Growth
in Membership

New York, September 12.—The National
Jewelers' Board of Trade reports that the monthly
noonday luncheons of the board, which proved so
instructive and entertaining during last winter,
and were suspended through the heated term of
the summer, will be resumed this fall. The board
was honored last winter by many eminent authori-
ties on different subjects of vital interest to those
engaged in the trade. A meeting of the luncheon
committee was held at the rooms of the board
on September 3, and it was decided to hold the
first luncheon of the season at Kalil's Restaurant,
18 Park Place, New York, on Wednesday, October
16, 1912. It is hoped to open the season with an
eminent speaker, and it is trusted that the same
interest may be manifested by members during the
coming season which made these luncheons so
eminently successful last winter. The name of
the first speaker will be announced later. The
members of the sub-committee upon noonday
luncheons are: William I. Rosenfeld, chairman,
Louis Cohn, Irving G. Day, Arthur Henius, Lud-
wig Nissen, C. R. Burnett, T. Edgar Willson and
E. N. Stone, secretary.
The board recently called the attention of its

members to 6 cases where jail sentences have
resulted from its activities in insolvency frauds,
also to its success during the past year in 9 cases
of prosecution for violation of the stamping laws.
Fines were applied in all cases with the exception
of one, which offender received a jail sentence,
which is the first jail sentence ever obtained under
the federal or state stamping laws. The board
recently sent out an announcement that during
the past few years it has enjoyed a growth of over
60 per cent.

Wisconsin Association Revives
Fire Insurance Feature

Early Reorganization of Mutual Company Expected
—Secretary A. W. Anderson Hard at Work on
Preliminaries

Milwaukee, September 2.—The officers and
directors of the Wisconsin Retail Jewelers' Associa-
tion held a meeting in this city on August 28 to
consider a number of matters of interest to the
association members. One of these was the pos-
sible re-organization of the Jewelers' Mutual Fire
Insurance Company, of Wisconsin, which was
originally organized several years ago, but for
various reasons was discontinued. At the annual
convention, as reported in a recent issue of this
journal, the matter was again considered and
sentiment was strongly in favor of a revival of the
project. It is now stated that Secretary A. W.
Anderson, of the state association, has expressed
his willingness to assume the duties of secretary
of the new fire insurance company and no more pro-
gressive, competent or capable official could be
selected.
Mr. Anderson will immediately proceed to

ascertain the views of the members on the subject,
and expects to promptly receive the necessary
number of applications for policies required by
the insurance laws of the state. It is expected
that matters will have progressed sufficiently in
the meantime to enable the officers and directors
at their quarterly meeting, which will be held in
October, to complete the re-organization.
Another subject considered at this meeting was

the 1913 convention and it was decided that this
convention will be held in Milwaukee on July 8,
9 and 10.
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Bumper Yields now Assured According to Latest
Government Forecast—Past Records Exceeded
in Farm Products

Washington, D. C., September 9.—Bumper
crops of corn, white potatoes, spring wheat, oats,
barley, rye and buckwheat were forecasted today
by the Crop Reporting Board of the Department of
Agriculture in its September report.
Corn probably will reach 2,995,000,000 bushels,

exceeding the record crop of 1906 by about
68,000,000 bushels, the crop of last year by 464,-
000,000 bushels and the crop of 1910 by 109,000-
000 bushels.
The potato yield this year, it is estimated, will

be 398,000,000 bushels, overstepping the bumper
crop of 1909 by about 9,000,000 bushels, the short
crop of last year by about 105,000,000 bushels and
the crop of 1910 by about 49,000,000 bushels.
The spring wheat crop probably will be 300,000-,

000 bushels, or 8,000,000 bushels over the record
of 1908, 109,000,000 bushels over last year's crop
and 99,000,000 bushels over the 1910 crop.
The harvest of oats, according to the report

will be 1,290,000,000 bushels, exceeding the record
crop of 1910 by 104,000,000 bushels and last year's
crop by 368,000,000 bushels. •
The crop of rye will be, it is believed, about 3,000

bushels greater than the record crop of 1910,
buckwheat about 400,000 bushels higher than the
record crop of 1910, and flax will almost reach the
record crop of 1902.

Secretary MacVeagh has under consideration
suggestions that the Treasury Department dis-
tribute some of its surplus funds among the na-
tional banks, to be available for the movement of
crops during the next few weeks. The working
balance in the Treasury today was $90,500,000.
Half of this amount, it is said, could easily be
deposited in the national banks if necessary.
MacVeagh in all probability will discuss with
President Taft before the close of the week the
question of the necessity and desirability of
depositing some of the government funds to meet
the crop moving demands.

Diamond Producing Companies
to Pay 60 Per Cent Dividends

Present Year More Prosperous Than 1911—
Larger Sales and Bigger Profits—Policy of
Advancing Prices to be Maintained

London, August 30.—Diamond shares have been
a strong market of late, buying being brisk on
London, Paris and South African account. The
prosperous condition of trade in all the world's
business centers has led to a better demand for
diamonds at increased prices. The diamond com-
panies have, therefore, obtained the double
benefit of increased sales at bigger profits. It is
estimated that the profits of the De Beers Diamond
Company for the year to June 30 amount to
£3,500,000 ($17,500,000), as compared with
£2,250,000 ($11,259,000) a year ago, after marking
off £1,000,000 ($5,000,000) to depreciation. It
is expected that the De Beers Company will declare
a dividend of 20 per cent on its deferred shares
next month and one of 15 per cent in December
which would make a total of 60 per cent for the
year, as compared with 40 per cent for 1910-11.
The Premier Diamond Company is expected to
increase its dividend on the deferred shares from
300 per cent to 400 per cent. The capital of the
latter company is only £80,000 ($400,000), half
preferred and half deferred.
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Colorado Horological Society
Holds Annual Picnic

An Enjoyable Outing with Picturesque Surround-
ings—Spirited Athletic Contest Followed by
Appetizing Repast

Denver, Colo., September 3.—The annual picnic
of the Colorado Horological Society was held re-
cently at Glacier Lake, many of the members with
their families and friends participating. This
picturesque lake lies fifty-two miles from Denver
at an altitude of 9,000 feet on the "Switzerland
Trail of America." The road follows the wild and
rugged Boulder canon, winding among mountains
with tops so high that the clouds scrape as they
squeeze between them and the sky. Many mining
camps and countless "prospect holes" are passed.
At the upper end of the canon, the train begins

to ascend the mountains, writhing in every con-
ceivable way like a snake with its tail in a split
stick. The mountain sides in this particular
region are not of the craggy variety but compara-
tively smooth and verdure-clad. As the train
ascends, the view afforded is impressive, inspiring,
magnificent. At this high altitude the wild
flowers are now blooming in profusion, the ex-
quisite dove-colored columbine, Colorado's charm-
ing flower, being plentiful. Large and luscious
wild strawberries and raspberries are also just at
their best and added much to the enjoyment_of the
company.

Within a shadow of the famed Arapahoe Glacier
the lunch was spread. Hot tamales, chili con
came, and other peculiarly western edibles, with
a plenitude of such common stuff as roast chicken,
fried chicken, fuzz-water, etc., made up the feast-
0! surely it was enjoyed, the pure ambient air
of this high altitude like a piquant sauce giving
zest to all appetites.

After lunch, the "boys" hied to a secluded spot
and held a shooting contest under the supervision
of A. G. Bitterly, an expert shot of more than
national renown. Prizes had been generously
donated by the Edward Lehman Jewelry Company
and The Lewis Jewelers' Supply Company, of
Denver. Several hours were spent in shooting.
The winners were: First, F. R. Cunningham;
second, E. Wangnild; third, Otto Halkowiez.
Mr. Bitterly very considerately declined to com-
pete or the result would have been different.

Oakland, Cal. Jeweler Acquires
Business of San Francisco Firm

An Important and Suggestive Trade Deal—Oak-
land's Bright Future as a Jewelry Center

Oakland, Cal., September 3.—The Importance
of Oakland as a business center is again shown by
the acquisition by the well-known jeweler, H.
Morton, at the corner of Broadway and Fourteenth
street, of the Breiling Jewelry Company, formerly
the Hammersmith company of San Francisco.
Under the new arrangement the local firm has

been incorporated and will hereafter be known as
the H. Morton Jewelry Company. The deal
represents a transaction involving $200,000.
The San Francisco organization, which has

been absorbed by Morton, have long been in
existence on the other side of the bay but they
have learned to realize that there is a greater field
for the conduct of their line of business in this
city, and have accordingly followed the example
of other large concerns in San Francisco and come
to this side of the bay.
The local firm of H. Morton has been doing an

elegant business for a number of years. It was
one of the local concerns which made it unnecessary
for residents of this city to go to the other side of
the bay for the purpose of purchasing jewelry at
the holidays or, indeed, at any other time of the
year.
The absorption by Morton of the firms referred

to in the jewelry line is sure to be followed by
several other concerns of San Francisco, which
are gradually realizing that the real business dis-
trict in this section is on the eastern side of the bay.
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Manufacturing Jewelers
Expect Prosperous Season

Conditions in the East Still Quiet, but Western
Demand is Rapidly Growing—Large Lines of
High-grade Goods Now Being Shown

Newark, N. J., September 9.—Trade indications
among Newark's extensive jewelry manufacturing
interests are that the political turmoil incidental
to a presidential election year will not act adversely
upon their business this fall. In fact, the season's
advance buying has already become stronger in
some sections of the country than had been ex-
pected, and it is the opinion of the largest manu-
facturers and closest students of conditions that the
trade as a whole will be rather better this year than
in several previous years. In and around New
York, Philadelphia, Boston and other eastern
trade centers where jewelry goes strong, as a rule,
the trade just now is somewhat quiet. These
conditions also prevail to a large extent in the
middle west, out from the south and the far west
orders have been good, and reports from men
on the road in those sections are that there is
likely to be a record-breaking jewelry season,
especially in high-class goods. Bumper crops and
the consequent circulation of more money and the
desire for luxuries which comes with such a
condition are held to be responsible, and the agents
of the jewelry makers here are naturally making
the most they can of the situation.
In and around New Orleans and other far south-

ern points, it is declared, there is a steady and
splendid call for the best grades of jewelry, and
the same demand is being felt in the western coun-
try, from St. Louis outward and from Texas to
Seattle. In none of the sections is there the least
indication that the presidential campaign and elec-
tion is having even a passing influence upon the
jewelry or any other trade. Business is going
along as usual, and there are evidences of pros-
perity and positive cheerfulness over the outlook
for the fall and winter, and even for next spring
and well into 1913, with nothing in sight, appar-
ently, to create any fear of a reversal of prosperous
conditions.
In the jewelry trade the salesmen of the Newark

factories find no extensive plunging on large
pieces at high prices which go with size and extra
quality of both goods and workmanship, but they
do find a steady and growing demand for moderate
priced goods of good grade and a high class of
design and workmanship. Much of the trade runs
to pendants, barpins, new styles in brooches, with
a circular form of the latter in especial favor, and
stickpins of pretty much every variety. Plain
goods of exquisite workmanship on new and beauti-
ful patterns are going remarkably well, but the
demand for brooches, pendants and pins, for both
men and women, in which precious and semi-.
precious stones are featured, keeps strong. Pearls,
Montana sapphires and diamonds are the leaders
just now, and the semi-precious stones in all shades
and variations of shape, size, color and styles of
setting are finding a ready market in the sections
of the country indicated herein as the localities
of brisk trade at this time. Last week there were
some signs that the eastern trade would soon begin
to pick up and that in another month it will be
swinging along in a manner to bring it up to top
notch.
Whatever the trade may develop, the Newark

manufacturers will be able to meet. They have
kept their shops going on full time and with a full
complement of employes throughout the summer,
and their stock is fully up to the mark of the best
years in the history of the business, from the stand-
point of quantity. In the matter of beauty of
designs and number of patterns, as well as in
workmanship and quality in every way, the stocks
on hand for the fall trade to exhibit in cases and
show windows are said to far surpass anything
that Newark has ever given to its customers in
this line.

Audacious Daylight Robbery
of Philadelphia Jewelry Store

Plate Glass Window Smashed and Goods Taken—
A Half Brick was only Trace Left of Thieves

Philadelphia, Pa., September 8.—An exception-
ally daring daylight robbery was perpetrated
yesterday, when the windows of the jewelry store
of Maxwell & Berlet, Sixteenth and Walnut streets,
were smashed with a brick and jewelry valued at
nearly $900 taken. •
The robbery of the Maxwell & Berlet store was

regarded by the police as one of the boldest in re-
cent crime history. The thief, or thieves, did
just the thing police never thought they would do.
They waited until a policeman and a night watch-
man, walking together, had passed on their rounds
after 5 o'clock and then worked swiftly and with
little noise.

Policeman Holland met Private Watchman
McDevitt on their rounds and stood in front of the
store talking. Then they separated and went
their respective ways. Half an hour later Holland
passed the store in company with Special Police-
man Nolan. They saw a large, jagged hole in the
window on the Sixteenth street side and when Hol-
land ran around to the Walnut street window he
found a similar hole there. Half a brick was left
lying inside on the plush base of a smashed show-
case.

Charles J. Maxwell, a member of the firm, gave
the following list of stolen articles to the police:
Tecla pearl necklace with a diamond clasp, $350;

diamond and sapphire ring, $100; baroque pearl
and sapphire pendant earrings, $150; gold-mounted
tecla sapphire scarfpin, $40 and a pearl shell, $40.

Hermit Jeweler Murdered:
Head Mashed to a Pulp

Aged Recluse Robbed After Being Slain—Five
Hundred Dollars in Cigar Box Is Overlooked—
Believed to Have Had Many Valuable Diamonds

Denver, Col. September 2.—The work of an
organized band of skillful criminals is apparent
in the circumstances surrounding the brutal
murder of John Zebransky, 65 years old, the
hermit jeweler of Brighton, in his cabin, Saturday,
August 17. Zebransky, who had maintained a
jewelry shop in Brighton since 1900, was mur-
dered in cold blood some time at night, as the
body had been dead many hours when it was
found by a man who called for a watch Zebransky
had been repairing.
A jeweler's ring gauge about eighteen inches

long had been used as the weapon. The right side
of Zebransky's head was literally beaten to a pulp,
and the bar was dropped at his feet, covered with
blood and bits of flesh.
That the direct motive was robbery was evi-

denced by the fact that boxes of all descriptions
had been opened and their contents scattered
about. The man's trunk, his cot and his various
receptacles for belongings had all been thoroughly
ransacked. Either intentionally or by accident
the murderer overlooked a cigar box containing
among eyeglasses, spectacle frames and scraps of
paper, gold and paper money to the amount of $500.
But the murderer received much that was valu-

able. It is generally known that Zebransky was
an admirer of precious stones and that he kept
diamonds, rubies and other gems in his rooms. He
slept in a small living room in the back part of his
shop and made no attempt to put his valuables
in a safe place. A thread box containing diamonds
is known to have been one of his possessions.
Mrs. George Rave and Mrs. D. W. Oelkers, two
Brighton women, who once cared for the old man
during an illness, say that they saw precious
stones lying unconcealed in his room while they
were there.
Zebransky had lived in Brighton since the

Galveston flood in which his family was lost.
He preferred a hermit's life, and had no intimate
friends. He is said to be survived by a daughter
in Texas and a son in Hungary, of which country
Zebransky was a native.
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Maine Association
Holds Successful Meeting

An Encouraging Attendance and much Enthusiasm
—Interesting Addresses and Discussions—
Trade Reforms Expressed in Resolutions

Portland, Maine, September 6.—An important
meeting of the Retail Jewelers' Association of the
State of Maine, was held in Congress Square
Hotel in this city on September 4 and 5. This
association was organized at the beginning of the
present year, and comprises in its membership a
goodly proportion of the retail jewelers of the
state. The attendance at this, the second meeting
of the organization, was very satisfactory, many
jewelers journeying quite a distance to take part in
the proceedings.

President A. F. Goodhue, of Fort Fairfield,
occupied the chair and addressed the members at
some length. Then came the reading of the min-
utes of the first meeting and the reports of the
secretary and treasurer.
The routine business over, the meeting was ad-

dressed by Col. John L. Shepherd, of New York

are well aware, this is one of the subjects in which
the trade are at the present time profoundly in-
terested. At practically every convention papers
have been read or addresses made on this subject,
and the paper read by President A. F. Goodhue
was received with great favor. Mr. Higgin-
botham delivered a second technical talk on "The
Escapement."
At the evening session an address on the subject

"The Retail Jewelers" was delivered by Col. John
L. Shepherd, and a brief address was also made by
Mr. Duncan, of the Waltham Watch Company.
Considerable routine business was then trans-
acted, including the passing of the following resolu-
tions:

Resolved, That no watch cases or jewelry under
10-karat be stamped solid gold.

Resolved, That all articles marked sterling
silver should not assay less than 925/1.000 fine.

Resolved, That this association oppose any
change in the present law regarding the fixed
selling price of patented and other articles.

Resolved, That we strongly recommend the
formation of local jewelers' clubs.

Resolved, That this association strongly recom-
mends the stamping or placing identification
marks on all articles of jewelry sold to the jeweler.
We urgently recommend the advertising cam-

paign as proposed by the National Jewelers'
Association.

GROUP PHOTO OF JEWELERS AT PORTLAND MEETING

City, who explained trade sentiment on the
question of the time guarantee as expressed at the
numerous conventions held during the summer.
Adjournment of the first session was then taken.
The first part of the afternoon session was spent

in viewing a number of exhibits and at 2 p. m.,
the convention was again called to order.
The important feature of this session was an

address by Secretary J. R. Roche, of Eastport, on
the subject "The Value of Organization." Next
came a general discussion of many matters of trade
interest, and later a most instructive address was
delivered by Charles T. Higginbotham, of the
South Bend Watch Company, his subject being
"The Watch Balance." Mr. Higginbotham, who
is recognized as one of the most accomplished
horologists in the country, made liberal use of
models and charts, elucidating his subject in a
manner that made it perfectly plain to those
present. This concluded the afternoon session.
A third session was held in the evening when

Mr. H. E. Duncan, of the Waltham Watch Corn-
pany, addressed the jewelers on the subject
"Wireless Electricity as Applied to the Jewelry
Trade." The jewelers heard this address with
much interest and not a little wonder, recognizing
the advantage to the trade embodied in the new
wireless method of time distribution.
The feature of the first session of the second day

was an interesting and highly instructive address
by President A. F. Goodhue, on the important
subject "Price Marked and the Cost of Doing
Business." As the readers of THE KEYSTONE

It will be remembered that resolutions advocat-
ing the abolition of the time guarantee on watch
cases were passed at the meeting for organization
held last February.

Col. Shepherd and Mr. Duncan were proposed for
honorary membership in the association and were
elected by acclamation.
The next meeting will be the regular annual meet-

ing, and will be held at Bangor in February, 1913.
Among those present were: A. F. Goodhue, Fort

Fairfield; J. R. Roche, Eastport; Norris L. Berry,
Limerick; 0. Hamel, Lewiston; B. 0. Noyes,
Caribou; R. L. Trueworth, Norridgewock; Adolf
Pfaff, Bangor; Joseph W. Beverly, South Berwick;
L. V. Guertin, Biddleford; P. J. Dinan, Biddeford;
Harry P. Lowell, Augusta; W. A. McKenney,
Patten; Edward King, Bethel; Harry R. Gordon,
Portland; W. F. Keith, Portland; W. M. Farring-
ton, Pittsfield; A. F. Johnson, East Brownfield;
H. E. Doten, Lewiston; F. E. Billins, Fort Fair-
field; C. S. Bennet, Guilford; E. A. Harriman,
Waterville; George A. Harland, Jewelry Circular
Weekly; G. A. Felber of A. Paul & Co.; Col. John
L. Shepherd, of the Keystone Watch Case Corn-
pany; H. E. Duncan of the Waltham Watch Com-
pany; George F. Bentley of the Elgin Watch
Company; W. T. Smith, Portland; 0. W. Howard,
of the Gorham Manufacturing Company; Charles
T. Higginbotham of the South Bend Watch Com-
pany; W. A. Smith, of the Waltham Watch Com-
pany; W. D. Merrill of the Hamilton Watch Com-
pany; L. W. Bradstreet, manufacturer's agent,
Portland; J. E. Maltimore of the Skillin Company;
W. F. Weeks of the Hitchcock Company; Frank
J. Raidy, Boston; T. L. Field Brunswick.
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State Insurance Department
Halts Assurance League Plan

Secretary Kerr, of Assurance League, Fails to
Notify Members of Metropolitan Offer, So
State Department Interferes

New York, September 4.—The management of
the Assurance League of America formerly known
as "The Jeweler's League" has fallen afoul of
the State Insurance Department in an effort
to obtain the approval of its members for a plan
to reinsure in the Order of the Golden Seal of
Roxbury, N. Y., without disclosing the fact that
a similar offer had been made by the Metropolitan
Life Insurance Company. Superintendent William
T. Emmet of the Insurance Department has
advised inquiring members to pay no attention to
notices sent out by James E. Kerr, secretary-
treasurer of the league, seeking their approval of
the Golden Seal plan, but to await a circular letter
from him, which was being prepared yesterday,
submitting the two offers and asking the prefer-
ence of the members.
The Assurance League of America dates back

to 1871, when it was known as the Jewelers'
League, and its membership is made up chiefly of
jewelers, most of whom are no longer young.
Last winter it had become apparent that if the
league went on under the existing plan the amount
of the assessments would increase rapidly within
a few years, and an effort was made to rerate the
members on a sounder basis. This involved pay-
ing a considerably higher premium or accepting
insurance of a greatly decreased amount.
Many of the members were unable to pay the

proposed increase, and they praested vigorously
against a decrease in the amount of insurance to
which they believed they were entitled. The result
was that many refused to accept any of several
options offered them, and the membership, which
had already declined from several thousand to
1,675 last year, fell to 925 in April, and is now said
to be in the neighborhood of 600. Those who
dropped out, of course. lost any future benefit
from their insurance.
A meeting of the members was called, at which

Ludwig Nissen presided, and a committee was
appointed to see what could be done. Mr. Nissen
is a director in the Equitable Life Assurance
Society, and he obtained a proposal from it to take
over the business of the league. There was so
much delay in considering it that the offer expired
by limitation, and the Equitable would not renew
it. The offer was then obtained from the Order
of the Golden Seal, and in the meantime Superin-
tendent Emmet obtained a similar offer from the
Metropolitan Life. Both proposed to take over
the insurance of the members of the league on the
basis of the rerated options, and about the only
difference between them was that the Golden
Seal plan contemplated the continuance of a
separate office in this city in charge of Mr. Kerr.
On August 21 Secretary Kerr sent letters to

the members of the league stating that Superin-
tendent Emmet had submitted an offer from
the Golden Seal and recommending its acceptance.
The members were urged to express their approval
not later than September 1. When this came to
the attention of Superintendent Emmet he wrote
to Secretary Kerr, noting that he had omitted
any mention of the offer from the Metropolitan
Life, and saying:

It will be necessary, in order to convince the
department of what the wishes of the majority
of the members are in this matter of reinsurance,
to have proper evidence submitted to us that all
the facts concerning both the Metropolitan pro-
posal and the proposal from the Order of the Golden
Seal, have been submitted to your membership.
No submission of this question which entirely
omits any mention of one of these proposals could
be regarded as a satisfactory form of referendum.

After some further discussion Superintendent
Emmet decided to take the referendum himself.
Secretary Kerr says the members want to continue
in a fraternal order, while Mr. Nissen says that
every one he has talked with prefers insurance in
an old-line company. Mr. Emmet, in submitting
the question, indicates no preference on the part
of the department.
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Colorado Horological Society
Holds Annual Picnic

An Enjoyable Outing with Picturesque Surround-
ings—Spirited Athletic Contest Followed by
Appetizing Repast

Denver, Colo., September 3.—The annual picnic
of the Colorado Horological Society was held re-
cently at Glacier Lake, many of the members with
their families and friends participating. This
picturesque lake lies fifty-two miles from Denver
at an altitude of 9,000 feet on the "Switzerland
Trail of America." The road follows the wild and
rugged Boulder canon, winding among mountains
with tops so high that the clouds scrape as they
squeeze between them and the sky. Many mining
camps and countless "prospect holes" are passed.
At the upper end of the canon, the train begins

to ascend the mountains, writhing in every con-
ceivable way like a snake with its tail in a split
stick. The mountain sides in this particular
region are not of the craggy variety but compara-
tively smooth and verdure-clad. As the train
ascends, the view afforded is impressive, inspiring,
magnificent. At this high altitude the wild
flowers are now blooming in profusion, the ex-
quisite dove-colored columbine, Colorado's charm-
ing flower, being plentiful. Large and luscious
wild strawberries and raspberries are also just at
their best and added much to the enjoyment_of the
company.

Within a shadow of the famed Arapahoe Glacier
the lunch was spread. Hot tamales, chili con
came, and other peculiarly western edibles, with
a plenitude of such common stuff as roast chicken,
fried chicken, fuzz-water, etc., made up the feast-
0! surely it was enjoyed, the pure ambient air
of this high altitude like a piquant sauce giving
zest to all appetites.

After lunch, the "boys" hied to a secluded spot
and held a shooting contest under the supervision
of A. G. Bitterly, an expert shot of more than
national renown. Prizes had been generously
donated by the Edward Lehman Jewelry Company
and The Lewis Jewelers' Supply Company, of
Denver. Several hours were spent in shooting.
The winners were: First, F. R. Cunningham;
second, E. Wangnild; third, Otto Halkowiez.
Mr. Bitterly very considerately declined to corn-
pete or the result would have been different.

Oakland, Cal. Jeweler Acquires
Business of San Francisco Firm

An Important and Suggestive Trade Deal—Oak-
land's Bright Future as a Jewelry Center

Oakland, Cal., September 3.—The Importance
of Oakland as a business center is again shown by
the cquisition by the well-known jeweler, H.
Morton, at the corner of Broadway and Fourteenth
street, of the Breiling Jewelry Company, formerly
the Hammersmith company of San Francisco.
Under the new arrangement the local firm has

been incorporated and will hereafter be known as
the H. Morton Jewelry Company. The deal
represents a transaction involving $200,000.
The San Francisco organization, which has

been absorbed by Morton, have long been in
existence on the other side of the bay but they
have learned to realize that there is a greater field
for the conduct of their line of business in this
city, and have accordingly followed the example
of other large concerns in San Francisco and come
to this side of the bay.
The local firm of H. Morton has been doing an

elegant business for a number of years. It was
one of the local concerns which made it unnecessary
for residents of this city to go to the other side of
the bay for the purpose of purchasing jewelry at
the holidays or, indeed, at any other time of the
year.
The absorption by Morton of the firms referred

to in the jewelry line is sure to be followed by
several other concerns of San Francisco, which
are gradually realizing that the real business dis-
trict in this section is on the eastern side of the bay.
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Manufacturing Jewelers
Expect Prosperous Season

Conditions in the East Still Quiet, but Western
Demand is Rapidly Growing—Large Lines of
High-grade Goods Now Being Shown

Newark, N. J., September 9.—Trade indications
among Newark's extensive jewelry manufacturing
interests are that the political turmoil incidental
to a presidential election year will not act adversely
upon their business this fall. In fact, the season's
advance buying has already become stronger in
some sections of the country than had been ex-
pected, and it is the opinion of the largest manu-
facturers and closest students of conditions that the
trade as a whole will be rather better this year than
in several previous years. In and around New
York, Philadelphia, Boston and other eastern
trade centers where jewelry goes strong, as a rule,
the trade just now is somewhat quiet. These
conditions also prevail to a large extent in the
middle west, out from the south and the far west
orders have been good, and reports from men
on the road in those sections are that there is
likely to be a record-breaking jewelry season,
especially in high-class goods. Bumper crops and
the consequent circulation of more money and the
desire for luxuries which comes with such a
condition are held to be responsible, and the agents
of the jewelry makers here are naturally making
the most they can of the situation.
In and around New Orleans and other far south-

ern points, it is declared, there is a steady and
splendid call for the best grades of jewelry, and
the same demand is being felt in the western coun-
try, from St. Louis outward and from Texas to
Seattle. In none of the sections is there the least
indication that the presidential campaign and elec-
tion is having even a passing influence upon the
jewelry or any other trade. Business is going
along as usual, and there are evidences of pros-
perity and positive cheerfulness over the outlook
for the fall and winter, and even for next spring
and well into 1913, with nothing in sight, appar-
ently, to create any fear of a reversal of prosperous
conditions.
In the jewelry trade the salesmen of the Newark

factories find no extensive plunging on large
pieces at high prices which go with size and extra
quality of both goods and workmanship, but they
do find a steady and growing demand for moderate
priced goods of good grade and a high class of
design and workmanship. Much of the trade runs
to pendants, barpins, new styles in brooches, with
a circular form of the latter in especial favor, and
stickpins of pretty much every variety. Plain
goods of exquisite workmanship on new and beauti-
ful patterns are going remarkably well, but the
demand for brooches, pendants and pins, for both
men and women, in which precious and semi-
precious stones are featured, keeps strong. Pearls,
Montana sapphires and diamonds are the leaders
just now, and the semi-precious stones in all shades
and variations of shape, size, color and styles of
setting are finding a ready market in the sections
of the country indicated herein as the localities
of brisk trade at this time. Last week there were
some signs that the eastern trade would soon begin
to pick up and that in another month it will be
swinging along in a manner to bring it up to top
notch.
Whatever the trade may develop, the Newark

manufacturers will be able to meet. They have
kept their shops going on full time and with a full
complement of employes throughout the summer,
and their stock is fully up to the mark of the best
years in the history of the business, from the stand-
point of quantity. In the matter of beauty of
designs and number of patterns, as well as in
workmanship and quality in every way, the stocks
on hand for the fall trade to exhibit in cases and
show windows are said to far surpass anything
that Newark has ever given to its customers in
this line.

Audacious Daylight Robbery
of Philadelphia Jewelry Store

Plate Glass Window Smashed and Goods Taken—
A Half Brick was only Trace Left of Thieves

Philadelphia, Pa., September 8.—An exception-
ally daring daylight robbery was perpetrated
yesterday, when the windows of the jewelry store
of Maxwell & Berlet, Sixteenth and Walnut streets,
were smashed with a brick and jewelry valued at
nearly $900 taken.
The robbery of the Maxwell & Berlet store was

regarded by the police as one of the boldest in re-
cent crime history. The thief, or thieves, did
just the thing police never thought they would do.
They waited until a policeman and a night watch-
man, walking together, had passed on their rounds
after 5 o'clock and then worked swiftly and with
little noise.

Policeman Holland met Private Watchman
McDevitt on their rounds and stood in front of the
store talking. Then they separated and went
their respective ways. Half an hour later Holland
passed the store in company with Special Police-
man Nolan. They saw a large, jagged hole in the
window on the Sixteenth street side and when Hol-
land ran around to the Walnut street window he
found a similar hole there. Half a brick was left
lying inside on the plush base of a smashed show-
case.

Charles J. Maxwell, a member of the firm, gave
the following list of stolen articles to the police:

Tecla pearl necklace with a diamond clasp, $350;
diamond and sapphire ring, $100; baroque pearl
and sapphire pendant earrings, $150; gold-mounted
tecla sapphire scarfpin, $40 and a pearl shell, $40.

Hermit Jeweler Murdered:
Head Mashed to a Pulp

Aged Recluse Robbed After Being Slain—Five
Hundred Dollars in Cigar Box Is Overlooked—
Believed to Have Had Many Valuable Diamonds

Denver, Col., September 2.—The work of an
organized band of skillful criminals is apparent
in the circumstances surrounding the brutal
murder of John Zebransky, 65 years old, the
hermit jeweler of Brighton, in his cabin, Saturday,
August 17. Zebransky, who had maintained a
jewelry shop in Brighton since 1900, was mur-
dered in cold blood some time at night, as the
body had been dead many hours when it was
found by a man who called for a watch Zebransky
had been repairing.
A jeweler's ring gauge about eighteen inches

long had been used as the weapon. The right side
of Zebransky's head was literally beaten to a pulp,
and the bar was dropped at his feet, covered with
blood and bits of flesh.
That the direct motive was robbery was evi-

denced by the fact that boxes of all descriptions
had been opened and their contents scattered
about. The man's trunk, his cot and his various
receptacles for belongings had all been thoroughly
ransacked. Either intentionally or by accident
the murderer overlooked a cigar box containing
among eyeglasses, spectacle frames and scraps of
paper, gold and paper money to the amount of $500.
But the murderer received much that was valu-

able. It is generally known that Zebransky was
an admirer of precious stones and that he kept
diamonds, rubies and other gems in his rooms. He
slept in a small living room in the back part of his
shop and made no attempt to put his valuables
in a safe place. A thread box containing diamonds
is known to have been one of his possessions.
Mrs. George Rave and Mrs. D. W. Oelkers, two
Brighton women, who once cared for the old man
during an illness, say that they saw precious
stones lying unconcealed in his room while they
were there.
Zebransky had lived in Brighton since the

Galveston flood in which his family was lost.
He preferred a hermit's life, and had no intimate
friends. He is said to be survived by a daughter
in Texas and a son in Hungary, of which country
Zebransky was a native.

September 15, 1912 THE KEYSTONE

Maine Association
Holds Successful Meeting

--
An Encouraging Attendance and much Enthusiasm

—Interesting Addresses and Discussions—
Trade Reforms Expressed in Resolutions

Portland, Maine, September 6.—An important
meeting of the Retail Jewelers' Association of the
State of Maine, was held in Congress Square
Hotel in this city on September 4 and 5. This
association was organized at the beginning of the
present year, and comprises in its membership a
goodly proportion of the retail jewelers of the
state. The attendance at this, the second meeting
of the organization, was very satisfactory, many
jewelers journeying quite a distance to take part in
the proceedings.

President A. F. Goodhue, of Fort Fairfield,
occupied the chair and addressed the members at
some length. Then came the reading of the min-
utes of the first meeting and the reports of the
secretary and treasurer.
The routine business over, the meeting was ad-

dressed by Col. John L. Shepherd, of New York

are well aware, this is one of the subjects in which
the trade are at the present time profoundly in-
terested. At practically every convention papers
have been read or addresses made on this subject,
and the paper read by President A. F. Goodhue
was received with great favor. Mr. Higgin-
botham delivered a second technical talk on "The
Escapement."
At the evening session an address on the subject

"The Retail Jewelers" was delivered by Col. John
L. Shepherd, and a brief address was also made by
Mr. Duncan, of the Waltham Watch Company.
Considerable routine business was then trans-
acted, including the passing of the following resolu-
tions:

Resolved, That no watch cases or jewelry under
10-karat be stamped solid gold.

Resolved, That all articles marked sterling
silver should not assay less than 925/1.000 fine.

Resolved, That this association oppose any
change in the present law regarding the fixed
selling price of patented and other articles.

Resolved, That we strongly recommend the
formation of local jewelers' clubs.

Resolved, That this association strongly recom-
mends the stamping or placing identification
marks on all articles of jewelry sold to the jeweler.
We urgently recommend the advertising cam-

paign as proposed by the National Jewelers'
Association.

GROUP PHOTO OF JEWELERS AT PORTLAND MEETING

City, who explained trade sentiment on the
question of the time guarantee as expressed at the
numerous conventions held during the summer.
Adjournment of the first session was then taken.
The first part of the afternoon session was spent

in viewing a number of exhibits and at 2 p. m.,
the convention was again called to order.
The important feature of this session was an

address by Secretary J. R. Roche, of Eastport, on
the subject "The Value of Organization." Next
came a general discussion of many matters of trade
interest, and later a most instructive address was
delivered by Charles T. Higginbotham, of the
South Bend Watch Company, his subject being
"The Watch Balance." Mr. Higginbotham, who
is recognized as one of the most accomplished
horologists in the country, made liberal use of
models and charts, elucidating his subject in a
manner that made it perfectly plain to those
present. This concluded the afternoon session.
A third session was held in the evening when

Mr. H. E. Duncan, of the Waltham Watch Corn-
pany, addressed the jewelers on the subject
"Wireless Electricity as Applied to the Jewelry
Trade." The jewelers heard this address with
much interest and not a little wonder, recognizing
the advantage to the trade embodied in the new
wireless method of time distribution.
The feature of the first session of the second day

was an interesting and highly instructive address
by President A. F. Goodhue, on the important
subject "Price Marked and the Cost of Doing
Business." As the readers of THE KEYSTONE

It will be remembered that resolutions advocat-
ing the abolition of the time guarantee on watch
cases were passed at the meeting for organization
held last February.

Col. Shepherd and Mr. Duncan were proposed for
honorary membership in the association and were
elected by acclamation.
The next meeting will be the regular annual meet-

ing, and will be held at Bangor in February, 1913.
Among those present were: A. F. Goodhue, Fort

Fairfield; J. R. Roche, Eastport; Norris L. Berry,
Limerick; 0. Hamel, Lewiston; B. 0. Noyes,
Caribou; R. L. Trueworth, Norridgewock; Adolf
Pfaff, Bangor; Joseph W. Beverly, South Berwick;
L. V. Guertin, Biddleford; P. J. Dinan, Biddeford;
Harry P. Lowell, Augusta; W. A. McKenney,
Patten; Edward King, Bethel; Harry R. Gordon,
Portland; W. F. Keith, Portland; W. M. Farring-
ton, Pittsfield; A. F. Johnson, East Brownfield;
H. E. Doten, Lewiston; F. E. Billins, Fort Fair-
field; C. S. Bennet, Guilford; E. A. Harriman,
Waterville; George A. Harland, Jewelry Circular
Weekly; G. A. Felber of A. Paul & Co.; Col. John
L. Shepherd, of the Keystone Watch Case Com-
pany; H. E. Duncan of the Waltham Watch Com-
pany; George F. Bentley of the Elgin Watch
Company; W. T. Smith, Portland; 0. W. Howard,
of the Gorham Manufacturing Company; Charles
T. Higginbotham of the South Bend Watch Com-
pany; W. A. Smith, of the Waltham Watch Com-
pany; W. D. Merrill of the Hamilton Watch Com-
pany; L. W. Bradstreet, manufacturer's agent,
Portland; J. E. Maltimore of the Skillin Company;
W. F. Weeks of the Hitchcock Company; Frank
J. Raidy, Boston; T. L. Field Brunswick.
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State Insurance Department
Halts Assurance League Plan

— —
Secretary Kerr, of Assurance League, Fails to

Notify Members of Metropolitan Offer, So
State Department Interferes

New York, September 4.—The management of
the Assurance League of America formerly known
as "The Jeweler's League" has fallen afoul of
the State Insurance Department in an effort
to obtain the approval of its members for a plan
to reinsure in the Order of the Golden Seal of
Roxbury, N. Y., without disclosing the fact that
a similar offer had been made by the Metropolitan
Life Insurance Company. Superintendent William
T. Emmet of the Insurance Department has
advised inquiring members to pay no attention to
notices sent out by James E. Kerr, secretary-
treasurer of the league, seeking their approval of
the Golden Seal plan, but to await a circular letter
from him, which was being prepared yesterday,
submitting the two offers and asking the prefer-
ence of the members.
The Assurance League of America dates back

to 1871, when it was known as the Jewelers'
League, and its membership is made up chiefly of
jewelers, most of whom are no longer young.
Last winter it had become apparent that if the
league went on under the existing plan the amount
of the assessments would increase rapidly within
a few years, and an effort was made to rerate the
members on a sounder basis. This involved pay-
ing a considerably higher premium or accepting
insurance of a greatly decreased amount.
Many of the members were unable to pay the

proposed increase, and they praested vigorously
against a decrease in the amount of insurance to
which they believed they were entitled. The result
was that many refused to accept any of several
options offered them, and the membership, which
had already declined from several thousand to
1,675 last year, fell to 925 in April, and is now said
to be in the neighborhood of 600. Those who
dropped out, of course. lost any future benefit
from their insurance.
A meeting of the members was called, at which

Ludwig Nissen presided, and a committee was
appointed to see what could be done. Mr. Nissen
is a director in the Equitable Life Assurance
Society, and he obtained a proposal from it to take
over the business of the league. There was so
much delay in considering it that the offer expired
by limitation, and the Equitable would not renew
it. The offer was then obtained from the Order
of the Golden Seal, and in the meantime Superin-
tendent Emmet obtained a similar offer from the
Metropolitan Life. Both proposed to take over
the insurance of the members of the league on the
basis of the rerated options, and about the only
difference between them was that the Golden
Seal plan contemplated the continuance of a
separate office in this city in charge of Mr. Kerr.
On August 21 Secretary Kerr sent letters to

the members of the league stating that Superin-
tendent Emmet had submitted an offer from
the Golden Seal and recommending its acceptance.
The members were urged to express their approval
not later than September 1. When this came to
the attention of Superintendent Emmet he wrote
to Secretary Kerr, noting that he had omitted
any mention of the offer from the Metropolitan
Life, and saying:

It will be necessary, in order to convince the
department of what the wishes of the majority
of the members are in this matter of reinsurance,
to have proper evidence submitted to us that all
the facts concerning both the Metropolitan pro-
posal and the proposal from the Order of the Golden
Seal, have been submitted to your membership.
No submission of this question which entirely
omits any mention of one of these proposals could
be regarded as a satisfactory form of referendum.

After some further discussion Superintendent
Emmet decided to take the referendum himself.
Secretary Kerr says the members want to continue
in a fraternal order, while Mr. Nissen says that
every one he has talked with prefers insurance in
an old-line company. Mr. Emmet, in submitting
the question, indicates no preference on the part
of the department.
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A Selling Atmosphere

WHEN the jeweler can talk whole-heartedly about
the goods he handles, he unconsciously puts into
his salesmanship that sincerity and earnestness which

inevitably carry conviction. Enthusiasm is catching and
the purchaser takes away with him a feeling of satisfaction
in having spent his money wisely and well.

1:11 Every jeweler, knowing what Reed & Barton quality
stands for, can summon an unlimited supply of enthusiasm
when talking about Reed & Barton Plated Flatware to his
customers—if it is needed. But it seldom is. With a
name and a quality famous for nearly a century, and the
new price schedule recently introduced, Reed & Barton
Silverware practically sells at sight.
lif In addition to all this, the jeweler has the added satis-
faction of realizing the protection that Reed & Barton
always has accorded the jeweler by declining to sell to the
price-cutting "outsiders"—the department store, the drug-
gist and the hardware merchant.

Write to-day for the new schedule of prices.

REED & BARTON
Silversmiths TAUNTON, MASS.
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Pittsburg 24-Karat Club
Holds Annual Field Day

Enjoyable Outing Despite Unfavorable Weather
—An Abundance of Prizes and Contestants
Make Athletic Program a Great Success

Pittsburgh, Pa., September 6.—In the face of
difficulties such as they have not encountered since

they romped over the hills and vales of " the back

home country" during the gladsome summer days,

the proprietors, managers, sales people, steno-

graphers and others associated with the jewelry
fraternity on labor day made merry at Riverview

Park, Northside, the occasion being the annual

outing of the Jewelers' 24-Karat Club of Pitts-

burgh. It rained hard Sunday night, indeed so

severe was the storm that unprecedented floods
occurred in the Panhandle belt, 40 miles from
Pittsburgh, and it rained several times on the
holiday itself but the dealers in sparklers took
chances of contracting pneumonia by spending the
alloted time in the damp park. Besides represent-

ing the fortitude of the participants the event was

notable for another reason, the attendance, and
in this respect a mark was set that will be hard

to equal. About 450 persons took part in the

gayeties, this being three times the average

attendance at such events.

It was only at one season of the day that the

program was materially interfered with by the

elements, and that was when the athletic events

were almost completed, rain resulting in a curtail-

ment of the program. The one glorious, long-

awaited affair that caused disappointment when

it was stricken from the list was the baseball game

between the single and married men, and plans

are under way to have the supremacy of the

diamond settled Saturday, September 14. The

day was hot and no breeze was moving so that the
weatherman will not receive the support of the

fraternity this November.

However, let no one think it was not an aus-

picious affair even though the elements tied

things up. There was fun and lots of it in the

novelty races and the carnival spirit that seemed

to be contagious; some of the sporting events

were of high class; there was dancing in the

evening at Conrad's Hall, where Nirella's famous

orchestra, composed of Italians attached to the

Eighteenth regiment band played late waltz and

twostep hits, and there was an abundance of fine

edibles. A caterer served lunch and in the even-

ing he provided a corn roast. All the expenses were

met by the merchants, who previously had taken

subscriptions, and no one was burdened with a

basket.
Some of the high spots occurred when prizes

were presented early in the evening and the con-

testants found how splendidly the manufacturers

had aided in making the outing a success by send-

ing beautiful gifts. However, it looked for a

long time as though August Loch, a Northside

jeweler, would be without an emblem and just

when friends were sharing his "disappointment"

a friend asked the indulgence of the company

while he delivered eulogistic words commending

Mr. Loch's labors and gave him as "a token of

appreciation" a medal one foot long and weighing

about a pound. It was merely a hunk of rubber,

but it had been painted and brightened for the

occasion. Amid much laughter another orator

came forward and gave Mr. Loch a real prize,

a calabash in which he helped smoke the "pipe

of peace." Charles H. Holyland, another prime
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mover in the gala function, was presented a carving

set.
Of the field events one of the best was the ball-

throwing contest for women and in this match
Miss E. Weitzel qualified in the class which gets
their names in Spalding's Guide as she hurled
the sphere 193 feet. This is not paper talk but
real rods, yards, feet and inches, and upon Mr.
Holyland's reputation rests the statement. So
remarkable was her work considered that Jeweler
George Bailey, of Uniontown, made immediate
arrangements to have Miss Weitzel receive a
special prize, to be known as the Bailey trophy.
Others to receive rewards of high merit were R. B.
Hipp, of the George B. Barrett Company's store,
who took four firsts and with the resultant 40
points won the capital prize, and Edward Steele,
of E. P. Roberts & Sons, who had 35 points. The
awards were distributed by Steele F. Roberts,
president of the 24-Karat Club and former presi-
dent of the National Association of Retail Jewelers.
Under the wise supervision of J. I. Irwin, a

track expert who was secured by Percy Smallwood,
local champion distance runner, the field games
were a continued delight and free from quibbling
of any kind. The results, with the prizes and
donors' names, were as follows:

FIFTY YARDS' DASH FOR BOYS UNDER 15 YEARS

First prize—a solid gold fob—donated by Silber-
man, Kohn & Wallenstein—winner, Herman
Kraus.
Second prize—scarf pin, cuff links and tieclasp—

donated by George L. Paine Company—winner,
Elmer Straka.

FIFTY YARDS' DASH FOR GIRLS UNDER 15 YEARS

First prize—locket—donated by Bugbee & Niles
Co.—winner, Florence Roberts.
Second prize—sterling belt pin—donated by

MacPherson-Roubaud Company—winner, Kather-
ine Kraus.

Third prize—fob—donated by Hamilton &
Hamilton Jr.—winner, Mary Sykes.

ONE HUNDRED DASH OPEN TO CLUB MEMBERS
AND EMPLOYES

First prize—loving cup—donated by Walling-
ford Company—winner, Edward Steele.

Second prize—loving cup—donated by Wilcox
& Evertsen—winner, R. B. Hipp.

Third prize—solid gold fob—donated by Kohn
Co.—winner, Chris Freund.

FIFTY YARDS' DASH FOR PROPRIETORS AGED

60 YEARS OR OVER

First prize—solid gold match box—donated by
Charles Keller & Co.—winner, H. A. Reineman.
Second prize—sterling military set—donated by

Mauser Manufacturing Company—winner, J. M.
Roberts.

Third prize—solid gold penknife—donated by
Shiman-Miller Manufacturing Company—winner,
August Loch.

PROPRIETORS' RACE 100 YARDS UNDER 60 YEARS

First prize—diamond bull-dog scarf pin—
donated by Abel Brothers Company—winner, J.
Loughry Roberts.
Second prize—varanda set—donated by The

Gorham Company—winner, William E. Jones.
Third prize—pink tournmeline scarf pin—

donated by Abel Brothers Company—winner,
C. H. Holyland.

50 YARDS' DASH FOR LADIES

First prize—mesh bag—donated by Whiting &
Davis—winner, Miss E. Weitzel.
Second prize-14-karat gold bar pin—donated

by Snow & Westcott Co.—winner, Miss M. Mc-
Kean.

Third prize—bracelet—donated by A. A.
Greene & Co.—winner, Miss Kipp.

50 YARDS' MIXED SHOE RACE FOR BOYS

First prize—cuff links and scarf pin—donated by
George L. Paine Company—winner, Frank Long-
henry.
Second prize—scarf pin and tie clasp—donated

by George L. Paine Company—winner, Willis
Holyland.
Third prize—cuff links—donated by Macpher-

son-Roubaud Company—winner, Thomas Higgins.
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POTATO AND CARROT RACE FOR BOYS UNDER
12 YEARS

First prize—gold chain fob—donated by A. A.
Greene & Co.—winner, George Dietrich.
Second prize—garnet scarf pin—donated by

Ostby-Barton Company—winner, D. J. Weitzel.
lanTdh.ird prize—pearl scarf pin—donated by Low-
Taussig-Karpeles Company—winner, Willis Holy-

POTATO AND CARROT RACE FOR GIRLS UNDER
12 YEARS

First prize—gold handy pins—donated by
Snow & Westcott Co.—winner, Florence Roberts.
Second prize—locket—donated by W.G. Clarke

& Co.—winner, Margaret Sykes.
Third prize—sewing set—donated by William

Bens Company—winner, M. Scheibek.

100 YARDS DASH-CLUB MEMBERS ONLY

First prize—loving cup—donated by Derby
Silver Company—winner, John Roberts III.
Second prize—loving cup—donated by Simpson,

Hall & Miller—winner, 011ie Stehle.
Third prize—running trophy—donated by Wil-

cox Silver Plate Company—winner, J. L. Roberts.

25 YARDS EGG AND SPOON RACE FOR LADIES
First prize—gold stick pin—donated by John

T. Mauran Manufacturing Company—winner,
Miss Elizabeth Roberts.
Second prize—punch ladle—donated by Rogers

& Brothers—winner, Miss A. Seebacher.
Third prize—lingerie holder—donated by Mac-

pherson-Roubaud Company—winner, Miss E.
Weitzel.

STANDING BROAD JUMP

First prize—sterling shaving set—donated by
Nussbaum & Hunold—winner, R. B. Hipp.
Second prize-24-karat club fob—donated by

Bliss Brothers & Co.—winner, Edward Steele.
Third prize—set gold studs—donated by Larter

& Sons—winner, Carl Sauers.

RUNNING BROAD JUMP

First prize—calabash pipe—donated by S. M.
Frank Company—winner, F. K. Hahn.
Second prize—gold cigarette holder—donated by

Hamilton & Hamilton Jr.—winner, R. B. Hipp.
Third prize—garnet scarf pin—donated by T. G.

Frothingham & Co.—winner, B. Milly.

HOP, STEP AND JUMP

First prize—silver match box—donated by E. I.
Franklin & Co.—winner, Edward Steele.
Second prize-24-karat club fob—donated by

Bliss Brothers & Co.—winner, Earl Sauers.
Third prize—real seal wallet—donated by

Heinrich, Hermann & Weiss—winner, B. Milby.

BALL THROWING FOR LADIES

First prize—coral ring—donated by Hirsh &
Flashner—winner, Miss E. Weitzel.
Second prize—locket—donated by Wightman &

Haugh Co.—winner, Miss Elford.
Third prize—locket—donated by W. G. Clarke

& Co.—winner, Miss Hawkins.

ACCURATE BALL-THROWING FOR MEN

First prize—amethyst scarf pin—donated by
Enos Richardson & Co.—winner, William Jones.
Second prize—watch chain—donated by R. F.

Simmons Company—winner, R. B. Hipp.
Third prize—pearl scarf pin—donated by Low-

Taussig-Karpeles Company—winner, John F.
Roberts, III.

PORTERS' RACE

First prize—gold watch fob—donated by
Hamilton & Hamilton Jr.—winner, Walter Ed-
monds.

Events not decided were quoit pitching, tennis
and baseball games, for which prizes were given by
Landers, Frary & Clark, Leslie Manufacturing
Company, Macpherson-Roubaud Company, Rock-
well Silver Company, Untemeyer & Robbins,
Mandalian & Hawkins, H. H. Curtis Company,
and the Barbour Silver Company, the latter house
furnishing the cup emblematic of the baseball
championship.
The general outing committee consisted of the

following: August Loch, chairman; Charles H.
Holyland, William 0. Harrison, Charles J. Parlett,
Frank W. Burger, William E. Jones, J. Clare
Crawford, 0. Scott Bair, Harry H. Heeren, J.
Loughrey Roberts, C. Glenn Sipe.
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We want
you

to know
All about a big new campaign of advertising
and dealer co-operation that we are just
beginning.

This campaign will be by far the largest we have
ever undertaken and one of the most extensive ever
planned to send customers into a jewelry store.

We are using full page space in the Saturday
Evening Post and other mediums that cover the
entire country.

We are backing this up with a complete campaign
of dealers service that will focus this publicity
directly on your store.

Write us at once for full details. Ask about our
individual letter service to your best customers. Get
our new special assortment offer. If you haven't
our new plate sign, mention it and we will send one.

simo,A,toNs
clap:11ns

R. F. SIMMONS CO., ATTLEBORO, MASS.
Established 1873

Wholesale Jewelry and Optical Houses Distributers
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Campaigning Against Bargains
and Bargain Sales

We know of nothing quite so sug-
gestive of the modern trend in business
doing than the present outcry by depart-
ment stores against the persistent use
and abuse of the word "bargains." At an
earlier period, it was the custom of the
leading department stores to announce
bargain sales at certain times in the year,
the end of each season being quite logi-
cally selected. Later, however, under the
stress of competition, bargain sales were
announced more frequently until at the
present time every day is practically a
bargain day, real or alleged, in some de-
partment or other of the big stores. It
is well-known that many shrewd shoppers,
especially those of the female persuasion,
postpone purchasing until bargain sales
are announced. Thus the bargain system
cultivates in customers a false idea of
values which must ultimately work detri-
mentally to the store.

In England, it would appear, the old
custom of limiting bargain sales to twice
a year is still religiously observed, and the
American stores would welcome that plan.
The retail merchants in special lines,

such as the jeweler, will be gratified at the
probability of the early passing of bargain
sales. The trade journals devoted to the
interests of the department stores, reflect
the new sentiment in strong editorial
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appeals for the entire discontinuance of
the bargain sale and the better education
of the public on quality and correct values.
The Dry Goods Economist correctly and
clearly states the case as follows:

It may be admitted that the bargain is too
often one only in name. It would be no difficult
task to collate facts and figures which would con-
stitute a severe indictment of many stores in this
connection. But even when the bargain is genuine
and bona fide its effects cannot be otherwise than
injurious, not only to the store which makes the
offering, but to all of its competitors. The pur-
chasing of a reliable article at a cut price establishes
that price in the mind of the consumer, and makes
the sale of the same goods at the regular and
profit-bearing figure a difficult matter for all of
the retailers whose trade lies within the same com-
munity.

If these unfortunate results went no further
than the retailers themselves, they would be serious
enough. Their effects, however, extended
throughout the entire trade. The lowering of
profits forces retailers to pursue such methods in
regard to their sources of supply as every thought-
ful, conscientious and fair-minded merchant must
inwardly deplore. Among the results is a serious
disregard of the rights of the manufacturer or other
wholesaler. We see this condition exemplified
daily in cancelations, in the unwarranted return
of merchandise and in the strenuous efforts to
"bear" prices, obtain larger discounts and force
prolonged datings.

These remarks apply quite as forcibly
to the jewelry trade and industry as to
department stores and their sources of
supply, and merit the interested considera-
tion of our readers. The merchant of
today must cleave closely to honesty,
and it is the recognition of this fact by
the larger stores that is doubtless respon-
sible for the agitation against the bargain
idea. In a recent advertisement of a
metropolitan store, we noticed the fol-
lowing suggestive statement: "When we
advertise reductions, we first see that we
have enough of the merchandise to war-
rant the whole buying public to share.
If we have not, we either state that the
quantity is limited or we do not advertise
it at all but reduce prices and leave the
merchandise to the pleasure of those who
see it on the counters. Our idea of honest
advertising leaves us no choice—we must
reduce to the minimum the possibilities
of disappointing those who come in re-
sponse to our annoucements."
In this statement, we find conclusive

proof that it is no longer good business
to entice the public to the store by an
advertised bargain only to be informed
when they arrive that the reduced articles
have all been disposed of. It is the part
of every merchant in his own interest to
further this movement for the suppression
of .the so-called bargain sale. No pur-
chaser relishes being imposed on, and, in
the matter of jewelry at least, may be
readily convinced that gold dollars cannot
profitably be sold for eighty cents, and
that the offer of bargain jewelry is quite
as unreasonable.

Efficiency of City Ordinances
to Rectify Trade Abuses

In many instances in which it was im-
possible to secure state or national legisla-
tion for the rectification of trade abuses,
local ordinances have been found quite
effective. The jewelry trade are familiar
with the municipal legislation passed in
several large cities for the suppression
of fake auction, fire and bankrupt sales.
Our readers have heard much during the
convention season on the subject of legis-
lation for the suppression of dishonest
advertising, but legislation of this char-
acter, national legislation at least, is still
a matter for the future. In Kansas, how-
ever, which is noted for its wealth of new
ideas and its faith in their practicability,
we find the city of Wichita experimenting
with a city ordinance as a substitute for
such legislation. The following ordin-
ance was passed in that city:

Section 1. Any person in a newspaper or
other periodical or in public advertisements,
or by letter or circular, or by sign or display
cards, makes or disseminates any statement or
assertion concerning the quantity, the quality,
the value, the price, the method of producing
or manufacture of his merchandise or professional
work, or the manner or source of purchase of such
merchandise, or by the name under which his
store is conducted, or the motive or purpose of any
sale, which is untrue or calculated to mislead, shall
be deemed guilty of a misdemeanor, and on con-
viction shall be punished by a fine of not less than
$10 nor more than $300, or by the imprisonment in
the city jail not exceeding ninety days, or by both
such fine and imprisonment for each and every
offense; and each day he shall continue to violate
the requirements of this ordinance shall be deemed
a separate offense.

The practicability of the idea as well
as of the ordinance was questioned by
many, but the latest reports inform us that
it is working out quite satisfactorily.
The first prosecution under its provision
was successful. A local house announced
an alleged "fire sale" by the use of cir-
culars (they could not advertise in the
daily papers.) The authorities investi-
gated the sale and found that the goods
were misrepresented and advertised at
greatly exaggerated value. An "all wool"
suit was declared by experts to be nearly
all cotton, and several other articles were
found to be equally fraudulent. The
defendant in the case was declared guilty
by the court and a fine was imposed.
The Wichita ordinance would seem to

be well worthy of the consideration of the
reputable merchants in other towns and
cities.. No trade or branch of retail busi-
ness suffers so grievously from fraudulent
advertising as do the jewelers, and a home
remedy with which they are already
acquainted is here offered. The sup-
pression of false stamping and fraudulent
advertising are two basic essentials to
complete regeneration in the jewelry trade.



Marked Business Revival in
Jewelry Trade and Industry

In the matter of the long expected
prosperity, anticipation has already given
place to realization, even in the lines
handled by the jewelry trade. The latest
government pronouncement on the crops,
as reported elsewhere, tells of record-
breaking yields, and even the few states.
in the west which have suffered from
poor crops for several years past are this
year blessed with immense yields for which
liberal prices are assured.

Under the stimulus of this condition,
there has developed among the retail
jewelers a purchasing activity as remark-
able as it is sudden. Some of the western
jewelry centers report that the wholesale
houses are receiving orders in such number
and quantity as indicate an immediate
business boom in jewelry lines. Partic-
ularly gratifying is the greatly increased
demand for the better grades of watches,
the market for which has been disappoint-
ing for quite a period. The sudden
activity among the wholesalers has quite
naturally manifested itself in large rush or-
ders to the manufacturers, and reports re-
ceived from Providence, Attleboro, New-
ark, and the Connecticut industrial cen-
ters give glowing accounts of the pros-
perity wave which has suddenly arrived.

Never were the jewelers more favorably
conditioned to take advantage of the new
prosperity now at hand. A large pro-
portion of them, actuated by the spirit
of the times, have greatly increased their
competency as merchants and have
adopted such improved methods of store
keeping as will produce maximum profits
from the business available. One result
of this will be more intelligent competition
and greater success in combatting depart-
ment store and mail order aggression.
In the new order of things, there will be
little room for the laggard, the incom-
petent or merchant in a rut and it be-
hooves each one at the opening of this
promising season to assure himself that
he is not eligible to classification in this
latter category.

production of gold in that commonwealth
and in New Zealand suffered a decrease
of 118,755 ounces for the first half of this
year as compared with the corresponding
period of 1911.
The output of the United States is about

stationary, while it is generally estimated
that Mexico has fallen behind in its pro-
duction on account of disturbed political
conditions. It is to South Africa, there-
fore, that we must look for any addition
to the supplies of the precious metal. "So
far this year the Rand districts have made
a handsome expansion, although the rate
of improvement here is not so great as at
times in the past, says Financial Amer-
ica. In fact, it is by no means certain
that the world can rely upon such phe-
nomenal additions to its gold supply as
were characteristic of the earlier years
of the Rand's development. In the
meantime the industrial consumption of
gold is increasing at a percentage ratio
greater than that of the annual gain in the
gold output."

Material Decrease in Gold Production

In view of the fact that the gold pro-
duction of the world has been steadily
increasing for a number of years, much
interest has been created by the announce-
ment of a material decrease for the present

• year with the possibility of a decreasing
output in succeeding years. The latest
returns from Australia show that the

The Man Who Stood Still

The associated press, the world's greatest
news distributing agency, recently sent to
the daily press a dispatch which might
well be made the text for a forceful busi-
ness sermon. The dispatch is as follows:

Aurora, Ill.—The death of D. W. Stockwell
of this city, at Hawarden, Canada, last night,
marked the passing of one of the quaintest
characters in Illinois. He was known as "the
man who stood still." As owner of one of the
biggest stores in northern Illinois outside Chicago
during the Civil War, he prospered. But after
the war he failed to keep abreast of the times and
the same goods which he carried then still adorn
the shelves and show windows of the store. Five
years after the war he was still making a profit.
In ten years more the place was a curiosity shop
and has continued so. The hoop skirt, the
barber striped hose, jet jewelry, and like anti-
quities continued a part of his stock. In later
years he was the only one who entered the place,
except visitors to the city. He did no advertising.
He had about $10,000 worth of goods and finally
settled down into the hopeless waiting for cus-
tomers who never came, though he was always at
his "business" at 7 o'clock each morning and re-
mained until 6 o'clock in the evening. He was
77 years old.

The above case is sufficiently unusual
and extreme to justify the widespread
publicity given to it, but there are in-
numerable cases of "standing still" in
the retail world of today. Voluntarily
plodding in a rut, many merchants are
quite unresponsive to the progress of the
times. The phrase "standing still" can-
not indeed be rightly applied to such cases,
as in business there is no such thing as
standing still. The merchant who fails
to progress is retrograding, and his elimin-
ation from the competitive field earlier
or later is a certainty.

The Parcels-Post and the Jewelry Trade

In common with other branches of
retail trade, the jewelers have vigorously
opposed the institution of a parcels-post,
the opposition being based on the ad-
vantages which a parcels-post would give
to the large mail order houses, supposedly
to the detriment of the local retailer. The
opposition, however, was unavailing, and
a modified form of parcels-post, as
announced in our last issue, will become
operative on January 1 of next year.
Candor now compels the admission that

the parcels-post was one of those public
conveniences which no influence, however
strong, could indefinitely postpone, and
the opinion is already widely entertained
that the local retailers need have no fear
of the new institution. On the contrary, it
is being argued that whatever advantages
it may give to the mail order house will
be much more than offset by advantages
which it will give to the local retailer. It
should be kept in mind, first of all, that
cheaper and wider distribution of goods
must necessarily be a benefit to business
generally, and this we may expect from a
parcels-post. It will also aid the retailer
by facilitating frequent ordering in small
quantities which will help keep his stock
fresh and obviate to some extent the
incubus of left-over goods. The parcels-
post will also give an impetus to the wider
use of catalogues by the retail trade. It
can also be used by the retailer to serve
customers at their homes, widening the
area of his trade and the business possi-
bilities of his store. Many other ways
could be pointed out in which the retailer
can use the parcels-post to advantage,
which prompts the suggestion that each
one during the coming months should
study the matter with a view to profiting
by this innovation. Divested of sophistry,
it may be stated in all truth that the
parcels-post will prove a convenience, an
opportunity and a benefit to the compe-
tent, wide-awake, progressive merchant,
and that it will prove detrimental only
to those who are living in the past and
have refused or neglected to imbibe the
modern spirit or take advantage of modern
busineSs methods.
Nor have the retail trade any cause to

grieve over the result of their struggle
against the parcels-post, as their opposi-
tion is probably responsible for the incor-
poration of the zone idea in the bill,
which makes it very much less objection-
able. All may as well settle down to the
fact, however, that the parcels-post, with
its advantages and disadvantages, has
come to stay.

Patterns hold a most unique place
in the field of Silver Plated Flatware.
Simple almost to severity, the straight
lines and angles give an impression
of strength which is confirmed by
the weight and distribution of the
metal. They furnish many features
well adapted to domestic use.

They are perfect examples of the
style from which they take their
name, and conform strictly to dining

room furnishings of this popu-
lar style. The Mission is finished
in lustrous Butler and the Alamo
is finished Bright.
NOTE : — The Mission and
Alamo have the same
line, the only difference
between them being the
handles of the latter are

bent slightly forward.

Write for complete
information.

R. Wallace & Sons Mfg. Co.
Box 140,WALLINGFORD, CONN.

New York London Chicago
Philadelphia San Francisco
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THE MORE OFTEN YOU
CAN TURN YOUR STOCK,
THE GREATER YOUR PROFITS
Therefore, you want merchandise that sells easiest,
quickest—goods that are known to the public
—your customers—by name and trade mark.

& H
Lockets

are safer to put in stock than unadvertised brands
—because they not only give you the same—or
better—profit on every sale, but by reason of the
easy, quick sales, yield greater profit to you.
In short, there are just two things that influence you as a
careful buyer—demand and profit.

W & H Lockets afford you a liberal profit.

Our advertising campaign, beginning in September in the
leading woman's publications of this country is not simply to
create a demand, but to maintain that demand—all the time

and increase it.

In the course of a couple of weeks you will receive our new
catalogue. Reproduced therein will be several of the series
of advertisements which will be read by the public, your
customers. Be sure to place your order with your jobber
for the particular styles and numbers of lockets which will be
advertised.

'of all keepsa
No other article of jewelry, gift

or favor, is so valued as the Locket.
It is a symbol of Faithfulness, cherished by
the wearer for memory's sake and for the
loved secret it holds.
The Locket never grows old but becomes

dearer with long possession.

T WH
Lockets

are the best choice for keepsakes because their
beautiful designs are backed by honest quality
and workmanship.

Ask your jeweler to show you the Locket be-
low, No. 9770. Other designs in great variety
for men and women.

Look for the little W. & H heart trademark in-
side the locket.

Write today for charming free booklet What's
What In Lockets "— a guide to iior-

reet meadug of lockets with
dithirent costumes. Please
mention the mune of your
dealer.
WIGHTMAN & HOUGH

CO.,
17 Beverly St ,

• PROVIDENCE, R I.
There's a heart in

every locket.

Look for this mark inside.

HERE IS THE FIRST OF A SERIES OF

ADVERTISEMENTS THAT WILL TELL

YOUR CUSTOMERS ABOUT W & H

LOCKETS AND THAT THEY MAY BE

OBTAINED AT YOUR STORE.

Every advertisement of ours, in whatever form,
is your advertisement.

Every minute of our advertising thought is
spent in considering how to bring trade to those
who sell W & H Lockets.
We know that you can recommend our goods

because they are the best made.
We want you to cash in on every cent's worth

of advertising in your territory. The more you
push the more we will boost. We are working
with you and for you every time we spread the
excellence of W & H Lockets before the public.
We tell and you sell—that sums it up exactly.
Electros for use in your local newspaper ad-

vertising furnished free upon request.

WIGHTMAN & HOUGH CO. Providence, R. I.
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EMBODIES THE SPIRIT
OF COLONIAL,OUR NA-
TIONAL ARCHITECTURE

THE ORIGINAL AND
PERMANENT COLO-
NIAL PATTERN
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For 62 Years The leading jewelers have handled M
the products of the MAURAN

factory. That is one reason why they are the leading jewelers. T
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Avoid trouble, insist on having the Mauran Expansible Bracelet on your Bracelet Watches

Patented

August 20, 1907

July 9, 1912

Patent Pending

The Bracelet

That Made The

Bracelet Watch

Possible

Gold
Filled

Sterling
Silver
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The **Stuart"
MADE BY

Whiting Mfg. Company

THIS NEW PATTERN
of Sterling Silver Table-

ware is based, as its name
implies, on a characteristic
English design of the Seven-
teenth Century. It wil 1,
however, be found to accord
most harmoniously with the
Georgian and Colonial styles
of interior decoration, as well
as with Oak and Walnut of
the Stuart period, now being
eagerly sought after by col-
lectors. The Stuart is made
in a complete line of modern
Tableware, including all sizes
and varieties of Spoons, Forks
and Knives as well as Special

I Serving Pieces.
Int MI

Whiting Mfg. Company
SILVERSMITHS

Bridgeport, Conn.
Salesrooms
Silversmiths' Building
15 Maiden Lane
New York

San Francisco Office
717 Market St.
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The new " HAWTHORNE " pattern of
Rockford Silverware, most beautiful of the
year's showing.

A design simple yet dignified ; rich but not
ornate ; perfectly manufactured and easily
salable.

Plated from 20% to 50% heavier than standard,
giving more than the usual value for the money.

Made by a company who originated the policy
of selling the retail jeweler exclusively and
who adhere absolutely to that policy.

Deserving the careful examination of every
buyer whose request for " The Hawthorne
Booklet" would be appreciated.

A line sure to be popular and now in the
hands of our salesmen.

?May we send 1/ic booklet ? -"
'•P;;;,„

ROCKFORD SILVARCIPILOTIAMP*1114ifiW
ROCKFORD : X\ lt,411110, °A .4 7,

.t Fr,, ) ,t7()(1.)3.111iili
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MIKADO

MADE IN

Unexcelled Quality
SILVER PLATE

ALSO

1;1

Cloth, Hat, and Military

Brushes, Combs (two sizes),

Soap and Puff Boxes, and

Whisk Broom, etc., to match.

QUEEN MARY
#1,DThib
iPZ2112)

OLYMPIC

Consider their

Beauties

and

Other Qualifications

and send for Prices, and you will

not be disappointed.

Illustrations about one-half size

No. 633

No. 6

MANUFACTURED BY

unpson, Hall, Miller
& Company

INTERNATIONAL SILVER CO.
Successor

WALLINGFORD, CONN., U.S.A.

New York
San Francisco

Chicago
Toronto
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MON TICELLO
The continuous and ever increasing demand for The Monticello Pattern places
it among the very best designs in tableware. It is without question the most popular
pierced pattern ever produced by American Silversmiths.

TRADE MARK TERLINii

SILVERSMITHS

GREENFIELD, MASSACHUSETTS

New York Chicago San Francisco

"the Silver That Sells"
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Approaching the Customer

Some Instructions as to How the Sales Person

Should Speak and Act Toward the Visitor in

the Store—Phrases that are to be Avoided at

All Times

Some one has said that " the salesman is

born—not made," says The Merchants'

Record and Show Window. There is some

truth in this to be sure, but certainly it is

not wholly true. Natural ability in any

line is a great help, but so is careful train-

ing. A carefully trained salesman who

had ordinary ability to begin with is likely

to be of greater value to a store than the

one of great natural ability who has never

been trained. The former will make fewer

mistakes than the latter and will be

generally more useful. Stores everywhere

are paying a good deal of attention to the

training of their salespeople and they find

that this instruction pays. The A.. T.

Lewis & Son Dry Goods Co. of Denver,

Colo., has for years made a systematic

effort toward increasing the efficiency of

its sales force through various methods of

instruction. Much of this work has been

done by John L. Hunter, the advertising

manager of the Lewis store. Mr. Hunter

is a keen student of salesmanship as well

as of the various phases of merchandising.

He is constantly observing and taking

notes of the mistakes and shortcomings of

salespeople with the view of correcting

them. These observations are used as

the basis of lectures to sales people. We

have printed several of these addresses by

Mr. Hunter on salesmanship and store

deportment. Here is another regarding

the proper approach to customers by

salesmen and women:

Proper approach to customers insures

favorable first impressions and goes a

long way in enabling you to make a satis-

factory sale.
The following instructions and sugges-

tions upon this most important subject

are the result of careful thought and study

by the management and are approved and

endorsed by your department manager:

Intelligent compliance with these sug-

gestions and instructions is expected.

Approach your prospective customer

with a pleasant manner, promptly, but not

hurriedly.
Show a desire to be of assistance by your

look and action, giving your customer an

opportunity to make known her wants

before addressing her.
If she does not speak or make known

her wants and is not occupied in looking

at merchandise you are expected to ad-

dress her, if possible, by name. If you do

KEYSTONE 1861

not know her name, inquire, "May I show

you something?" Be sure to say "may,"

not "can."
If she is examining merchandise when

you approach, try to increase her interest

in the article which has already attracted
her attention. You will find that the

course of least resistance is always best

and as she is already interested, do not

disturb but promote the interest which

has already been developed.
Suggest to her the merits of the article

from the standpoints of beauty, desir-

ability, or price, as the facts may warrant.

If it should be something that could

be tried on, and the customer is un-

responsive, suggest, " Won't you try it

on?" Women all like to try things on,

and you can, in most cases, count on

arousing interest in this manner.
In some cases where you customer seems

reticent you will find it necessary to make
the inquiry, "Have you anything special
in mind?" but never, "How much do you
want to pay?"
When you approach a customer and

are uncertain whether she has been waited
upon, inquire, "Are you having attention?"
or, "Have you had attention?"
Keep alert and active.
Be ashamed of yourself if the floor

manager is obliged to call you to attention.
Watch your department from one end to
the other and do not take tips from the
dead ones. -
The easiest way to drive customers

away from your counter, who are just
looking, but may for all you know give
you the best sales of the day, and fre-
quently do, is to have you asleep at the
switch and make it necessary for some
one to call you.
Too much confusion, such an effort, that

the customer feels that should she stay,
she would be under obligation to buy and
she moves on.

If on account of the arrangement of
your department you cannot see all who
come, and the floor manager calls you,
come promptly and cheerfully.

Never make any of the following in-
quiries or statements:

"About what price?"
" Something for you?"
" How much do you want to pay?"
"How much do you want?"
"Do you want something?"
"What is it, lady?"
"Something for you?"
" Nothing for you?"
"You would not want this, would you?"
"This is all we have got."
"I'll show you what we have."
"I'll show you the only thing we have

got," or any others of like character that
are frequently used and are in bad taste
and offensive.

Cultivate genuine good feeling towards
customers and a desire to render them
intelligent and satisfactory service,

How to Get a Live Mailing List

In this era of mail-soliciting, the fact is
forced upon the retailer who desires to
forge ahead of his competitors that he
must have a live mailing list, and first-class
mailing pieces to circulate throughout it.
The many merchants who are puzzled

by the mailing-list problem are advised
to obtain names by the following methods
these having been tried and found suc-
cessful.
Get from your books the names of those

who have bought from you during the past
two years. Such names form the best
nucleus for your list.

Obtain the names of your present cus-
tomers, and plan to include the names of
future customers. One clothing retailer
obtains names and addresses from the
tags that his clerks fill out and attach to
the garments which are to be altered.
Many other ways will suggest themselves.
Almost every customer, if told that his
name is desired so that he may be sent
from time to time folders, mailing-cards,
etc., will give it willingly.
Next obtain the names of friends or

neighbors of your present customers. A
polite request and the same explanation
will produce these.

Decide what town and districts in your
vicinity should logically contribute cus-
tomers to your store. One way to do this
is to buy a map of the territory surround-
ing you, and, with the store as a center,
draw a circle with a radius of from 25 to 50
miles of your place. Fifty miles should
be the maximum distance. It would per-
haps be better to start with 25 miles. Re-
fer to this when a new name comes before
you. Do not try to extend your field
until you have well done this one.
Then address a short letter to "The

Young Lady Bookkeeper" of each news-
paper, offering her the equivalent of $1
in merchandise for each 100 names of
persons in her neighborhood interested in
the articles you sell. This should bring
you many names in a short time.
The names of families can also be ob-

tained out of the telephone directories
covering these towns (the local telephone
office will let you refer to these); by re-
questing county superintendents of schools
to furnish you with lists of school teachers;
by offering these school teachers prizes
for lists of the families who have children
attending their schools; by offering rural
free delivery carriers $1 per 100 for names
and addresses of likely purchasers on their
route; by copying names from birth
records and marriage announcements in
newspapers covering the territory, and
from directories of churches, etc.
In obtaining such lists the compilers

should be impressed with the importance of
including only the names of persons who
will be likely to need the articles which
the retailer sells. Lists of unselected
names copied at random from directories
are not worth the paper on which they
are written, much less the time consumed
in obtaining them. It should also be
remembered that, to retain its value,
a list should be kept up-to-date.
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e MONTICELLO
The continuous and ever increasing demand for The Monticello Pattern places
it among the very best designs in tableware. It is without question the most popular
pierced pattern ever produced by American Silversmiths.

ROGERS, LUNT & BOWLEN CO.
SILVERSMITHS

GREENFIELD, MASSACHUSETTS

Chicago San Francisco

"be Silver That Sells"

New York

TRADE MARK JERUNU
TRADE MARK STERLING
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September 15, 1912

Approaching the Customer

T1-IE KEYSTONE

Some Instructions as to How the Sales Person

Should Speak and Act Toward the Visitor in

the Store—Phrases that are to be Avoided at

All Times

Some one has said that " the salesman is

born—not made," says The Merchants'

Record and Show Window. There is some

truth in this to be sure, but certainly it is

not wholly true. Natural ability in any

line is a great help, but so is careful train-

ing. A carefully trained salesman who

had ordinary ability to begin with is likely

to be of greater value to a store than the

one of great natural ability who has never

been trained. The former will make fewer

mistakes than the latter and will be

generally more useful. Stores everywhere

are paying a good deal of attention to the

training of their salespeople and they find

that this instruction pays. The A. T.

Lewis & Son Dry Goods Co. of Denver,

Colo., has for years made a systematic

effort toward increasing the efficiency of

its sales force through various methods of

instruction. Much of this work has been

done by John L. Hunter, the advertising

manager of the Lewis store. Mr. Hunter

is a keen student of salesmanship as well

as of the various phases of merchandising.

He is constantly observing and taking

notes of the mistakes and shortcomings of

salespeople with the view of correcting

them. These observations are used as

the basis of lectures to sales people. We

have printed several of these addresses by

Mr. Hunter on salesmanship and store

deportment. Here is another regarding

the proper approach to customers by

salesmen and women:

Proper approach to customers insures

favorable first impressions and goes a

long way in enabling you to make a satis-

factory sale.
The following instructions and sugges-

tions upon this most important subject

are the result of careful thought and study

by the management and are approved and

endorsed by your department manager:

Intelligent compliance with these sug-

gestions and instructions is expected.

Approach your prospective customer

with a pleasant manner, promptly, but not

hurriedly.
Show a desire to be of assistance by your

look and action, giving your customer an

opportunity to make known her wants

before addressing her.
If she does not speak or make known

her wants and is not occupied in looking

at merchandise you are expected to ad-

dress her, if possible, by name. If you do

not know her name, inquire, " May I show

you something?" Be sure to say "may,"

not "can."
If she is examining merchandise when

you approach, try to increase her interest

in the article which has already attracted

her attention. You will find that the

course of least resistance is always best

and as she is already interested, do not

disturb but promote the interest which

has already been developed.
Suggest to her the merits of the article

from the standpoints of beauty, desir-

ability, or price, as the facts may warrant.

If it should be something that could

be tried on, and the customer is un-

responsive, suggest, "Won't you try it

on?" Women all like to try things on,

and you can, in most cases, count on

arousing interest in this manner.
In some cases where you customer seems

reticent you will find it necessary to make
the inquiry, "Have you anything special
in mind?" but never, "How much do you
want to pay?"
When you approach a customer and

are uncertain whether she has been waited
upon, inquire, "Are you having attention?"
or, "Have you had attention?"
Keep alert and active.
Be ashamed of yourself if the floor

manager is obliged to call you to attention.
Watch your department from one end to
the other and do not take tips from the
dead ones. -
The easiest way to drive customers

away from your counter, who are just
looking, but may for all you know give
you the best sales of the day, and fre-
quently do, is to have you asleep at the
switch and make it necessary for some
one to call you.
Too much confusion, such an effort, that

the customer feels that should she stay,
she would be under obligation to buy and
she moves on.

If on account of the arrangement of
your department you cannot see all who
come, and the floor manager calls you,
come promptly and cheerfully.
Never make any of the following in-

quiries or statements:

"About what price?"
"Something for you?"
" How much do you want to pay?"
"How much do you want?"
" Do you want something?"
"What is it, lady?"
" Something for you?"
" Nothing for you?"
"You would not want this, would you?"
"This is all we have got."
"I'll show you what we have."
"I'll show you the only thing we have

got," or any others of like character that
are frequently used and are in bad taste
and offensive.

Cultivate genuine good feeling towards
customers and a desire to render them
intelligent and satisfactory service,
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How to Get a Live Mailing List

In this era of mail-soliciting, the fact is
forced upon the retailer who desires to
forge ahead of his competitors that he
must have a live mailing list, and first-class
mailing pieces to circulate throughout it.
The many merchants who are puzzled

by the mailing-list problem are advised
to obtain names by the following methods
these having been tried and found suc-
cessful.
Get from your books the names of those

who have bought from you during the past
two years. Such names form the best
nucleus for your list.

Obtain the names of your present cus-
tomers, and plan to include the names of
future customers. One clothing retailer
obtains names and addresses from the
tags that his clerks fill out and attach to
the garments which are to be altered.
Many other ways will suggest themselves.
Almost every customer, if told that his
name is desired so that he may be sent
from time to time folders, mailing-cards,
etc., will give it willingly.
Next obtain the names of friends or

neighbors of your present customers. A
polite request and the same explanation
will produce these.
Decide what town and districts in your

vicinity should logically contribute cus-
tomers to your store. One way to do this
is to buy a map of the territory surround-
ing you, and, with the store as a center,
draw a circle with a radius of from 25 to 50
miles of your place. Fifty miles should
be the maximum distance. It would per-
haps be better to start with 25 miles. Re-
fer to this when a new name comes before
you. Do not try to extend your field
until you have well done this one.
Then address a short letter to "The

Young Lady Bookkeeper" of each news-
paper, offering her the equivalent of $1
in merchandise for each 100 names of
persons in her neighborhood interested in
the articles you sell. This should bring
you many names in a short time.
The names of families can also be ob-

tained out of the telephone directories
covering these towns (the local telephone
office will let you refer to these); by re-
questing county superintendents of schools
to furnish you with lists of school teachers;
by offering these school teachers prizes
for lists of the families who have children
attending their schools; by offering rural
free delivery carriers $1 per 100 for names
and addresses of likely purchasers on their
route; by copying names from birth
records and marriage announcements in
newspapers covering the territory, and
from directories of churches, etc.
In obtaining such lists the compilers

should be impressed with the importance of
including only the names of persons who
will be likely to need the articles which
the retailer sells. Lists of unselected
names copied at random from directories
are not worth the paper on which they
are written, much less the time consumed
in obtaining them. It should also be
remembered that, to retain its value,
a list should be kept up-to-date.
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The "Heller" Synthetic Stones
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are indisputably.the highest expression of the chemist's and gem-cutter's art. They take first
rank among all precious stones save the natural. " Heller " Synthetics are identical with the
natural in composition ; are as attractive in appearance and more popular because accessible.
Excepting the natural stones, no Birthstones are more appropriate than

The " Heller" Synthetic Ruby
44

it

if

for July
Hope Sapphire " September
Synthetic Pink Tourmaline " October
Golden Sapphire (Topaz) " November

They are the exact counterpart of the gems that derive their significance as birthstones from the
indellible sources of tradition.

The "He/ler" Japanese Cultured Pearl for June
is guaranteed to be a Natural Pearl, produced under scientific stimulation by the Pearl Oyster.

68 Nassau St., New York
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THE vacation season is over and thousands are coming back to the cities
interested in all that is new and attractive. Jewelers should be ready with

a display of watches and jewelry that will result in enquiries and purchases.
Our lines are complete with such goods—"Sellers" innumerable. If you have
not already seen same, wait for our representatives. We strongly advise pur-
chasing of them at this time, as it will pay you. All indications point to a pros-
perous harvest and Fall with greatly improved business conditions generally,

and the jewelry trade should receive the benefit of same.

HENRY FREUND 0 BRO
"SELLERS OF SELLERS" 71 Nassau St. tie) New York Fraternal Goods a Specialty

Our Trade Mark "The Rose" stands for quality and excellence.
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NEW YORK LETTER

NEW YORK OFFICE OF THE KEYSTONE,

KOOM 1102 JEWELERS' 111.7 1LDING, 9-11-13 MAIDEN LANE,

NEW YORK, September 12.

The first two weeks of this month have been,

on the whole, entirely satisfactory to the manu-

facturing and wholesale trade. Fifth avenue

jewelers and retailers in the shopping district

are elated with September's returns to date.

The general good business in retail circles may be

accounted for in part by the unusual number of

strangers in town. Not only have visitors swarmed

to the city from various parts of the country,

south and west, particularly the latter, on account

of the reduction in railroad fares, but thousands of

tourists returning from Europe find it convenient

to remain in New York for a few days before

resuming their homeward journeys. According
to a well-known steamship official more than 25,000
Americans will be landed in New York from Euro-
pean ports this month.
The influx of jewelry buyers from southern and

western states has been greater this fall than in
years. The orders placed locally have been more
satisfactory, too, this season. Reports from the
travelers, especially the men making points in the
middle west, while not exactly indicative of boom
times, are of a quality to assure even the most
pessimistic that the longest and one of the worst
periods of depression ever experienced by the
jewelry trade is now really over.
Diamond dealers, almost without exception,

report excellent business. It is difficult to account
for the large sales in diamonds during the past
months when most other lines suffered. One well-
known New York diamond merchant declares,
however, that it is due to the wide public interest
in diamonds and the general publicity which news-
papers have given to this market. Diamonds have
a fascination for almost every person, rich or poor.
The newspapers recognize this fact and are willing
to devote space to tell of the steady increase in
the value of the stones. The result is that almost
everyone in and out of the trade know that the
price of diamonds has gone up steadily in the past
few years and is likely to continue to increase.
Hence it is that many persons are willing to invest
money in diamonds who would hesitate to spend
as much money in any other article of jewelry.

Trading in plated jewelry has also been very
active and is likely to continue satisfactory
throughout the fall and holiday season. The
demand for certain lines is so great that some of
the eastern factories have been compelled to refuse
further orders, a condition that is not frequent
according to local manufacturers.

Continued activity is reported in the silverware
business. Visiting buyers have placed sub-
stantial orders while road representatives are
reporting sales that on the whole may be con-
sidered fair for this time of the year. In certain
quarters of the plate end of the market there is a
feeling that current prices are too low, a fact driven
home more forcibly than ever by the amount of
buying of these wares that has been done this
season, but unless some house more courageous
than the rest takes the initiative, there is little
chance of prices going up for some time at least.
One well-known New York jobber and one of

the best informed men in the jewelry trade who
has just returned to this city from a trip to the
Pacific coast, after visiting many points in the
middle and far west with a special view to learn
business conditions, declares that the jewelry
trade need have no fears for the immediate future.
Good business cannot fail to come soon despite
any turn that national politics may take this fall.
Tremendous crops and generally good conditions
in other lines of business are a certain guarantee
that the public will soon have sufficient money
and enough confidence to spend some of it in lux-
uries.
The following reports from two reputable author-

ities substantiate, it would seem, the opinions of
this wholesaler.

The Financial Chronicle says: i" Improvement
in trade continues. The crops look well. The grain
crops promise,to ‘be _the,largest_for years past.
Collections are better. A shortage ofsars is mani-
fest. There is a widespread demand for labor and
it is scarce. Money rates are firmer. Everything
indicates greater confidence among the business
man of the country."
The Dow-Jones bulletin of general trade says:

"Industry is making progressive strides. There
is activity in every line and on every hand. Par-
ticularly is this true of the steel trade and the
copper industry. Heavy buying of steel products
of all descriptions with prices rising has been a real
feature of the past week. Sales of pig iron are large
and prices have again been advanced. Demand
for copper, too, is active with quotations ruling
strong.

George Semple, of W. & S. Blackington Com-
pany, reports excellent business on a trip which
he recently made for his firm through Pennsyl-
vania, New York State and Canada.

William Peckham, of J. H. Peckham Company,
is the recipient of many congratulations from his
friends in the trade on the birth of a nine pound
baby boy. Mr. Peckham recently removed his
residence from New York City to East Orange,
N. J.

William Lenhardt, of the Attleboro Chain Com-
pany, and Louis Bendheim, of Doran, Bagnall &
Co., who recently returned to this city from trips
through the south report excellent business in
that section.
A new corporation is the Union Jewelry Com-

pany with a capital of $10,000. The incorporators
are: Arthur B. La Far and George R. Cooper,
both of 80 Maiden Lane, and William A. Cooper,
64 Wall street, all of New York.

Rotto & Freeman, dealers in diamonds and
diamond jewelry, have opened offices at 71 Nassau
street. The firm consists of Solomon Rotto,
formerly with Barnett Brothers, 71 Nassau street,
and Joseph F. Freeman, formerly connected with
the William Gilbert Clock Company, 45 John
street.
Judge Hough has appointed Harry Osterman

receiver for the Moser & Whyte Co., dealers in
diamonds and jewelry, 80 Maiden Lane, bond
$1,000, on application of Solomon Levi, who said
that the company for the last two months had been
trying to make a settlement at 33 cents on the
dollar, but the European creditors had refused to
accept the offer. The liabilities are $21,000 and
assets $5,000.
M. Wolfe, dealer in diamonds, 9 Maiden Lane,

recently returned from a trip through the middle
west. Mr. Wolfe reports his sales far in excess of
those of last year and states that the retail trade
in the section of the country which he visited is
far more optimistic than at any time in 5 years.

The following dividends have been paid recently
according to the National Jewelers Board of Trade:
Biskind Brothers, Cleveland, Ohio, first dividend

per cent; F. L. Brown Jewelry Company,
Rock Springs, Wyoming, first dividend 66 per cent;
E. E. Esterly, Duluth, Minn., payment of 5 per
cent; Louis M. Grossman, Cincinnati, Ohio,
first and final dividend 35 per cent; R. E. Inman
& Co., McKees Rocks, Pa., first dividend 6 per
cent; Murray & Bennett, Pulaski, Tenn., 60 per
cent net; Abe Schwartz, Sacramento, Cal.

' 
first

dividend 5 per cent; Simplex Manufacturing Corn-
pany, San Francisco, Cal., first dividend 15 per
cent; Howard E. Rader, Monrovia, Cal., first
dividend 16 2-3 per cent, and N. D. Wells, Hender-
son, N. C., first and final dividend 83s per cent.
Thomas Bunch, of the William Hengerer Com-

pany, Buffalo, and his assistant were among the
jewelry buyers seen in the Maiden lane district
last week.
C. J. Nickerson and family are back in town

after spending the summer at Newdrop, Staten
Island. •

Miss L. Doyle, of D. H. Holmes, New Orleans,
was seen in the jewelry district this month and is
reported to have made a number of large purchases
for the concern she represents.

William T. McWhood has severed his connection

with Marchand Freres, this city, and is now in the
employ of M. Sickles & Sons of Philadelphia.
H. R. Beguelin, of Cross & Beguelin, is spending

his vacation at Racquet Lake, New York with his
family and is not expected to return to town
until October 1.
Joseph Landsman, of 51 Maiden lane, recently

returned from a two weeks' vacation. He spent
about a week at Old Orchard and from there went
to Boston to see some of the trade. He also spent
a few days at Philadelphia and Atlantic City.
W. W. Houghton, of Houghton & Hunter,

Seattle, Wash., was in New York recently on a
buying trip.
Mrs. M. Rothstein, of Johnstown, was seen

recently in the Maiden lane district. She toured
New York, in her Packard automobile.

M. M. Bradley, of Carroltown, Ga., recently
made a trip to New York in the interest of his
concern.
Among the jewelry buyers who recently visited

New York were: August Loch, Allegheny, Pa.;
0. D. Emerick, Emerick & Barrett, Freeport,
Ill.; W. A. Deakin, F. L. Wilson Company,
Danbury, Conn.; J. R. Sprague, San Antonio,
Texas; Mr. Lippton, Altoona, Pa.; S. W. Tash,
Danbury, Conn.; Harry Goldberg, Cleveland,
Ohio; T. C. Bunch, William Hengerer Company,
Buffalo, N. Y.; Mrs. L. B. Walter, Gimbel
Brothers, Philadelphia, Pa.; Miss J. Doyle, D. H.
Holmes Company, New Orleans, La.; A. J.
Frankenstein, Joseph Loveman & Loeb, Birming-
ham, Ala.; S. E. Conrad, Sweeney Co., Buffalo,
N. Y.; G. Schwager, W. L. Milner & Co., Toledo,
Ohio; C. H. Greoza, Field, Schlick & Co., St.
Paul, Minn.; J. A. Belmeur, Mannheimer Brothers,
St. Paul, Minn.; D. A. Richards, Stewart Com-
pany, Baltimore, Md.; A. J. Moir, J. C. MacInnes
Company, Worcester, Mass.; • A. B. Piper,
Piper Manufacturing Company, Somerville, Mass.;
F. J. Stanley, Porteous & Mitchell- Co., Norwich,
Conn.; H. Belcher, Lipman, Wolfe & Co., Port-
land, Ore.; T. F. Finnan, S. Kann Sons, Co.,
Washington, D. C.; and Miss E. Nook, Scoot-
Griggs Company, Cleveland, Ohio.

Tushmett, Lancton & Hedinger (a corporation),
makers of fine gold jewelry, 51 and 53 Maiden
lane, have filed a petition with liabilities $68,963
and assets $46,764. Judge Hough appointed E. N.
Stone receiver with a bond of $10,000. Among the
creditors are the National Nassau Bank, Chatham
and Phcenix National Bank, Goldsmith Bros.
Smelting and Refining Company, Jacob Strauss &
Son, and L. & M. Wollstein.
An involuntary petition in bankruptcy was filed

several weeks ago against the Zindel Manufacturing
Company. The assets, consisting of real and
imitation tortoise shell goods, such as combs,
barrettes, side combs, lorgnettes, optical goods and
a quantity of tortoise shell and amber; also foot
presses motors, buffing machines and other
apparatus for the manufacture of shell goods,
were sold recently at the concern's office, 373
Fourth avenue. The sale brought a total of $8,000.

G. Hirsch's Sons were the protestants before the
Board of United States General Appraisers in
regard to brass armlets, intended for use as orna-
ments for the arm and used on the stage. Collec-
tor Loeb had assessed duty at 85 per cent ad.
valorem under par. 448, which provides for "all
other articles of every description, finished or
partly finished, composed in chief value of brass
and used for personal adornment, whether known
as jewelry or otherwise." G. Hirsh's Sons held
that the goods were properly dutiable at 45 per
cent under par. 199, or at 60 per cent under the
last part of par. 488 for "all articles commonly
or commercially known as jewelry." No evidence
was introduced, and from an inspection of the
samples the board has affirmed the collector's
decision.

Stern Brothers were successful recently in a
protest before the Board of Unites States General
Appraisers over statuettes of ivory and cast
bronze. The appraiser had considered the bronze
to be the component material of chief value and
assessed duty as a "manufacture of metal" under
Par. 199. They were contended to be dutiable
under par. 464 as a "manufacture of ivory."
Judge Waite found that carved ivory was the most
valuable feature, the flesh portions of the figures
having been carved by hand, and authorized
reliquidation accordingly.

(Continued on page 1869)
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Every good Diamond that you sell enlarges your
possibilities for future sales ; the buying public
appreciates the value in a Diamond more than the
value in any other article that you sell. Our long
experience in the purchase and grading of
Diamonds has resulted in a stock on hand that
meets the most exacting requirements. Your
orders whether for stock or for special sales will
receive prompt and thoughtful attention.
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CHICAGO LETTER

WESTERN BUREAU OF THE KEYSTONE,

RO0A1 1201 HEYWORTH BUILDING,
CHICAGO, September 12.

In spite of sweltering hot weather September
so far is showing up very satisfactory. Jobbers

continue to be very sanguine, in fact, enthusiastic,

regarding fall prospects. The extreme hot weather

has, of course, interferred with the volume of

business, but not enough to bring the average

below what was expected. One of the best signs

of the times is the increased activity shown in the

higher grades of watches. This fact was elaborated

on in this column in a ecent issue. Jobbers report

that the improvement continues with re-assurance

of a good fall watch business. Jobbers' travelers

are sending in good orders and excellent reports

as to general conditions throughout the central

west. Nothing has interfered with the prospects

for the greatest crops this year of a decade.

Excellent reports are coming in from Minnesota,

North and South Dakota, Idaho and Montana.

This section is particularly in need of good crops,

as for several years the farmers in those states

have had more or less crop failures and are heavily

in debt.
Retail jewelers here are not experiencing very

much activity. They have felt the effects of the

hot weather seriously. They are, however, making

unusual preparations for fall business, and, unless

all signs fail, they are going to have one of the best

fall businesses they have had for years.

New Express Ruling

Important changes have been ordered by the

Interstate Commerce Commission in the handling

of waybills and express packages by express com-

panies. These changes became effective Sep-

tember 1. By way of explanation and for the infor-
mation of readers suffice it to say that the express
companies will, on and after the date mentioned,
be required to attach to each package a label show-
ing whether or not charges have been prepaid.
Driver or agent receiving package for forwarding
is required to attach at time of receiving shipment
a specified form of label, printed on yellow paper
and bearing among other things the word "pre-
paid" if charges are prepaid, or printed on white
paper and bearing among other things the word
"collect," together with the amount of charges to
be collected, when charges are not prepaid. Ex-
press companies will also be required to attach to
the package a copy of waybill, or if package is
too small to carry such copy this copy of waybill
is to be attached to a tag prescribed by the com-
mission and the tag attached to the package.
In this way it is expected to prevent overcharge

by reason of double collection of charges, by reason
of same being collected at destination after having
been prepaid at originating point; and also to pro-
vide for having information available to properly
and promptly forward shipment in case original
waybill is lost. These waybill copies are also to be
printed on yellow paper if "prepaid" and on white
paper if "collect." The commission's instructions
are that every package carrying label or waybill
showing charges prepaid shall be delivered to
consignee without further collection of charges.
The express company shall thus give prompt de-
livery and if error in charges is latel discovered
the same shall then be collected. This is to avoid
holding packages to settle controversy as to
charges.
The Jacobs & Lesch Co. is the name of a new cor-

poration in Illinois to enter the jewelry field. The
firm is incorporated with a capital of $26,000.
Arthur H. Jacobs, who for many years has been in
the jobbing business in the Silversmith Building,
and Harry Lesch are the principal stockholders.
The new corporation succeeds the business of
Theodore Jacobs & Co.

The executive committee of the Illinois Retail
Jewelers' Association held an important meeting
in Chicago early this month. Those present were
Richard Wieting of Peoria, Thomas Craig of
Champagne, John Schmeltzer of Centralia, E. J.
Peck of Elgin and Charles F. Manahan of Chicago.
The books of the secretary and treasurer were
audited to date and it was found that there was
$513.76 to the credit of the association which is
considered an excellent showing. The total mem-
bership is 226, all paid up. Preliminary arrange-
ments for the next convention at La Salle were
discussed and in all probability the association will
build its own booths on the knock down plan.
They will be used at future conventions in connec-
tion with the exhibits.
W. F. Davis has opened a retail jewelry store

at 5307 West Chicago avenue. He was for 14
years connected with Moore & Evans and more
recently with Austin & Clark Co.
Sigmund H. Berger, Louis Biegeleisen and B. B.

Kahnne have incorporated the Imperial Diamond
Company and will make their headquarters in the
Masonic Temple.
Henry G. Pfordresher, a well-known jewelry

salesman, has been appointed manager of the
watch department in the handsome new store of
the Bauman Jewelry Company, northeast corner
state and Monroe streets. For many years Mr.
Pfordresher was in charge of the watch department
for Moore 8z Evans. Later he became the Chicago
and western representative of George L. Brown
& Co. and more recently of the Eastern Jewelry
Company. He is a thorough practical watch man.
His friends throughout the trade will wish him
abundant success in his new venture.
A. W. Anderson, of Neenah, Wis., secretary of

the Wisconsin Retail Jewelers' Association and a
prominent member of the National Association,
was in Chicago the early part of the month. He
was accompanied by Mrs. Anderson.
Max Ellbogen, accompanied by his son Albert,

has returned from an extended European tour.
They arrived on the Kronland. While in Europe
they visited all the diamond markets and made
extensive purchases.
H. F. Thomson, formerly with F. H. Noble &

Co., has opened offices in the Mallers Building
and is representing the American Oil and Supply
Company and the refining department of the Due-
ber Watch Case Manufacturing Company.
Lew Finch, Chicago and western representative

of R. F. Simmons Company, left early in the
month on his annual coast trip.
Since the resignation of Thomas Kennedy as

manager of the Chicago office of the Star Watch
Case Company, there have been persistent rumors
that the office would be discontinued. 0. A.
Starke, president of the company, denies these
rumors and states that the office will in the future
be conducted as heretofore. At the present time
many changes are being made in the office which,
when completed, will greatly facilitate the handling
of the company's product at this end. Mr. Ken-
nedy's successor has not been definitely decided
upon. Jesse E. McCourt, traveling representative
of the company, is temporarily in charge of the
office pending the appointment of a successor to
Mr. Kennedy.
James J. Burke, president of the Brook's

Jewelry & Optical Company, was in Chicago on
business the early part of the month.

Rollo Peck, northwest traveler for Sproehnle &
Co., has severed his connections with that firm.
Frank Priesmeyer has bought out all the inter-

ests of Mrs. Herbert Allen, of the firm of Herbert
Allen & Co., and has assumed the management of
it. John F. Priesmeyer, a brother, who was form-
erly in the retail business at 411 South Dearborn
street, has sold his store and will associate himself
with his brother.
George Weidig, Chicago manager for the

Joseph Fahys Company, returned early in the
month from an extended European tour. He was
accompanied by Mrs. Weidig on the tour.
E. A. Dearing, a well-known retail jeweler of

Mexico, Mo., was in Chicago the early part of the
month doing his fall buying.
R. Freeman, formerly jewelry buyer for the

John M. Smyth Company, has resigned his posi-
tion and is now connected with the Margolis
Jewelry Company of Kansas City, Mo.
Frank Opper, 938 Milwaukee avenue, has sold

his business to Abraham Taft, who will conduct it
in the future.

J. L. Leiserowitz, formerly of Cullom, Ill., has
opened a jewelry store at 2550 West Division street.
Lee Florsheim, Heyworth Building, manu-

facturer of jewelry novelties, left the middle of
the month on a short business trip through Wis-
consin and Michigan.
Rudolph Geisler, credit man for Norris, Alister

Co., returned early in the month from an extended
vacation on his cotton ranch in Texas. He states
that the crop conditions in that section of the
country are excellent and that the far southwest
would produce the greatest crop in most all cereals
in its history.

Post Office Sunday Closing
Proves Vexatious to Business

Traveling Men have Special Cause for Complaint—

Representations will be made to Post Office

Authorities

Attleboro, Mass., September 9.—The new act

of Congress which requires that post offices

throughout the country shall be closed on Sundays

is not a source of satisfaction to the jewelers of the

Attleboros. It is also causing a great deal of

discontent among the many traveling salesmen

who represent the two towns on the road.

The manufacturers find that they are unable to
secure their Sunday mail as no mail is distributed
after Saturday night. Many of them have been
in the habit, particularly in the rush season, of
going to the office Sunday and securing their
orders. These were then listed and placed in the
factories ready for employes the first thing Mon-
day morning.
Under the new closing law it is impossible to

secure these orders until Monday morning and
this causes a delay that is not very pleasing. The
manufacturers recently took up with the local
postmaster the plan of allowing the lobby to remain
open in order that they might get at their mail
boxes, and while this concession was granted it was
not of much value because no mail was distributed.
It is possible that the concerns may ask for an
arrangement by which they can secure their mail
on Sunday.
The salesmen are experiencing considerable

difficulty in the various cities on their routes where
they were obliged to lay over for Sunday. They
find it impossible to get their mail and many
have been required to wait until Monday morning,
making a delay in their schedule. Salesmen 'have
been in the habit of getting the bulk of their mail
on their Sunday stops, and as the most of it is
important the outlay is causing no end of trouble.
Several of the leading hotels are being urged to

have an arrangement whereby the traveling men
can receive their mail, and if it goes through it

will be very convenient.

Burglar Works Successful
While Jeweler Sleeps Soundly

Toledo, Ohio, September 3.—Whatever other
blessings may be denied J. J. Freeman, prominent
jeweler of this city, he is gifted with the capability
to slumber as soundly and as sweetly as a child.
Recently while so engaged, yeggmen entered his

sleeping apartments at his Glenwood avenue home

and made away with nearly $1,000 worth of jew-

elry. Among the loot was a watch valued at $275,

a watch of lesser value taken from Mr. Freeman's
trousers, a small gold watch, breast pins, rings and

bracelets.
A diamond scarf pin in Mr. Freernan's tie was

overlooked as was a box containing a small fortune

in jewels. Mr. Freeman is also blessed with an
extremely optimistic temperament and does not

allow himself to grieve over his loss nor has he ex-

pressed a determination to stay awake to watch

for the next burglar.
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PROVIDENCE AND THE ATTLEBOROS

NEW ENGLAND OFFICE OF THE KEYSTONE,

324 HOWARD BUILDING,

PROVIDENCE, R. I., September 12.

Developments during the past two weeks have
left no doubt as to the imminence of an industrial
boom in the jewelry field. Orders have been corn-
ing in gratifyingly in large numbers and in quantity
that indicates absolute confidence in a prosperous
fall trade. Many of the manufacturers are already
formulating plans to attend to the expected rush
as promptly as possible. The betterment is notice-
able in all lines.
Meyer Harzberg, of the Goldsmith & Harzberg

Co. of this city, was ane of the purchasers of the
plant of the F. S. Gilbert Company, of North
Attleboro, which was sold at public auction on
September 5.
The discovery that gold scraps were missing

from the plant of the B. A. Ballou & Co., Inc.,
at 61 Peck street, this city, caused the arrest of
George J. Sousa, employed as a colorer in the
plant. Sousa admitted that he had stolen fine
gold worth $43.50 in the Sixth District Court and
was sentenced to serve four months at the Provi-
dence County Jail. The police state that the man
has been working for the company for about
four months, during which time he was given
quantities of gold twice a week for use in his work.

It is the belief that he peeled off a small quantity
each time the gold was given him. He sent

the gold which he secured, 433/b pennyweights, to a
Philadelphia jobbing house to sell. The house,
however, returned it to him, asking for more infor-
mation about himself. He declares that he was in
business for himself in Waltham, Mass.; five years

ago. He has a wife and child and is 27 years old.

Three alarms of fire sounded almost simul-
taneously from three boxes on September 6
called the firemen of this city to a lively blaze in
the two-story wooden building at 83 Page street,

occupied by two jewelry firms. The alarms which
were sent out at 6.30 o'clock in the evening, were

for a fire in an especially dangerous locality as
regards the possibility of destructive damage being

done by the flames in case they got a secure hold,
but the companies which responded smothered
the blaze before it had reached even the second-
alarm proportions. While the fire was confined
to the upper story of the building, the water
damage was very extensive, and both the A. Grant
Jewelry Company, and the George M. Baker
Company sustained a large loss from that cause.
The fire originated at a bench in the front of the

rooms occupied by the A. Grant Jewelry Com-
pany, and spread from there to the roof. The

front portion of the Grant plant was badly burned

and the ceiling was considerably damaged. The

building is owned by George M. Baker.
Manufacturing jewelers of Providence taxed

for $50,000 and more in the 1912 assessment, are

as follows: John Austin estate, $105,560; Arnold

& Steere, $75,000; Herbert J. Astle, $54,780;

Baird-North Company, $208,920; George M.

Baker, $99,960; Sophia M. Baker, wife of W. C.
Baker, and Eliza G. Radeke (Metcalf Building),
$171,340; Barton A. Ballou, $71,920; Charles

Briggs, $88,760; George Briggs, $87,860; J.
Briggs & Son Company, $60,000; John M.
Buffinton, $50,140; Blanchard, Young & Co.,
$155,000; N. Barstow & Co., $63,180; Nathaniel
Barstow, $64,620; George H. Cahoone & Co.,
$50,000; Callender, McAuslan & Troup Co.,
$861,920; George B. Champlin, $104,700; S. B.
Shamplin Company, $50,000; Chapin & Hollister
Co., $50,000; Clark & Coombs Co., $50,000;
William A. Copeland, $58,640; James C. Doran &
Sons, Inc., $153,920; C. C. Darling, $85,000;
Theodore W. Foster & Brother Co., $265,360;
James A. Foster, $212,200; James A. Foster
Company, $200,000; Eva M. FitzGerald,executrix
of the will of Michael, $50,000; Eva M. Fitz-
Gerald, Jerome M., and Charles W. FitzGerald,
(FitzGerald Building), $108,720; Theodore W.
Foster, $115,000; Gorham Manufacturing Co.,
$1,789,460; William H. Herrick, trustee, and Helen
M. Usbeck (Herrick Building), $111,040; Hamilton
& Hamilton Jr., $100,000; Henry W. Harvey,

$53,640; Walter S. Hough, $58,000; George R.
Hussey, $65,380; Charles F. Irons, $69,460;
Irons & Russell Co., $200,000; Improved Seamless
Wire Company, $84,500; Henry A. Kirby,
$76,940; S. and B. Lederer Company, $52,300;
Lyons Manufacturing Company, $50,000; Manu-
facturers Building Company, $353,280; The Metal
Products Corporation, $182,360; Manchester
Manufacturing Company, $55,500; Manchester-
Smith Company, $60,000; Martin, Copeland
Company, $60,000; Nicholson File Company,
$705,880; Ostby & Barton Co., $434,060; Dexter
B. Potter, executor of Edgar L. Logee, $58,000;
Julius Palmer, $157,280; G. W. Parks Company,
$50,000; Potter & Buffinton Co., $50,000; Joseph-
ine E. Potter, widow of Isaac M. Potter, $57,120;
John T. Quayle, $73,080; Remington Realty
Company, $119,800; Rhode Island Hospital
Trust Company, executor of the will of Englehart
C. Ostby, $267,500; Roger Williams Silver Com-
pany, $100,000; J. W. Richardson & Co., $65,000;
Stevens & Co., Inc., $75,000; Rachael Schwarz-
kopf, wife of Jacob Schwarzkopf, $60,920; John
C. L. Schabeck, $78,200; Standard Machinery
Company, $84,300; Tilden, Thurber Company,
$254,000; William H. Thurber, $58,300; United
Wire & Supply Company, $135,620; Waite,
Thresher Company, $237,360; William H. Waite,
$310,000; A. T. Wall Company, $197,000; Ashbel
T. Wall, $117,080; Wightman & Hough Co.,
$80,000; Dutee Wilcox, $351,180; The Walker
Company, $50,000; D. M. Watkins Company,
$50,000; D. Wilcox & Co., $131,900.

Marcus W. Morton, secretary and treasurer of
the manufacturing Jewelers' Board of Trade, has
returned to his desk after a vacation at Tiverton,
R. I.

According to the corporation returns filed
with the city clerk of Providence, the Tilden-
Thurber Corporation of this city has a capital
stock of $400,000, and the incorporators are
William H. Thurber, William Lythgoe and Frank
I. Winship.

Miss M. C. Murphy, in charge of the collection
department of the Manufacturing Jewelers' Board
of Trade, has resumed her duties after an extended
vacation at Swansea, Mass., and Quonochontaug,
R. I.
Adolph Meooer, local agent for Heinrich

Hoffman Company, of New York, has returned
from a trip to Europe.

Girard E. Jillson, of Bruhl Brothers & Henius,
New York, was a visitor in this city on labor day,
stopping over on his return to his home long enough
to visit his old time acquaintances here.

Earl H. Leavitt who recently resigned from the
Manufacturing Jewelers' Board of Trade, is can-
vasser and reporter for the jewelry department of
Bradstreet's Mercantile Agency, this city.
The annual outing of the Irons & Russell

Company Relief Association was held at Dighton
Rock Park, on the Taunton River, the party going
from this city to the park on special electric cars.
Games of different kinds for prizes, and a shore
dinner were the features of the day.

Mrs. A. Gosset, purse manufacturer, has re-
moved her plant from 76 Dorrance street to 38
Friendship street.

Keppler & Weidelich have removed their factory
from Thurber's avenue to 38 Friendship street.
A special cafe to be known as the "Jewelers'

Cafe" has been fitted up by the management of
the Narragansett Hotel, for the accommodation
of the buyers and the salesmen who make the
Narragansett Hotel their headquarters while in
this city. The cafe is open from 6 a. m. until
midnight.
A new firm organized for the manufacture of

brass and plated jewelry and also to deal in
watches is the firm of David & Havens which is
located at 9 Calendar street.
The J. B. Granger Company, cloisonne jewelry,

has removed to larger quarters at 220 Eddy
street, from 111 Point street.

Louis Lyons, according to the return made to

the city clerk, is managing the Bud Manufacturing
Company at 101 Sabin street.

F. H. Adams, who has been spending the winter
at Sanford, Florida, is now visiting friends in this
city.

Stanley Loeb, who is connected with the New
York office of William Loeb & Co., the son of Mr.
and Mrs. William Loeb, and Miss Suzanna Weill,
daughter of Mr. and Mrs. Philippe Weill of New
York, were married on September 1 at the home of
the bride.

Col. Harry Cutler, of the Cutler Jewelry Com-
pany, was appointed by Mayor Fletcher as the
representative of the city of Providence at the
annual convention of the Atlantic Deeper Water-
ways Association at New London. Col. Cutler,
who is also a member of the Perry Memorial
Commission left for Put-In-Bay to attend the
meeting of the commission, on September 6.
Previous to his departure from this city it was
announced that he was a member of the committee
appointed to erect the proposed new home for
nurses at the St. Joseph's Hospital in this city.

Mrs. Harry Cutler, a member of the Providence
Playground Association, offered a handsome cup
as a trophy for the best showing in the domestic
science classes in the playgrounds. The cup was
won by the Orms street playground of which
Miss Joyce Violet Krieger, whose father was
formerly a leading manufacturing jeweler in this
city, but now of Detroit, was directress. Miss
Krieger had the distinction of being the youngest
directress in the playground association. Miss
Krieger, at the close of the summer playground
season left Providence to assist Miss Jane Addams
whose work as the head of the Hull House at
Chicago is of national renown.

The salesroom of the H. Nordlinger Sons, dealers
in precious and imitation stones in this city, has
been removed to the top floor of the Hanley Build-
ing on Washington street from a lower floor.
This gives the company 3,000 square feet of floor
space admirably illuminated and especially favor-
ably arranged for the display of goods.

Peterson & Co. has removed from 9 Calender
street to the Herrick Building, taking the shop
vacated recently by the Advance Button Company.

The employes of C. E. Austin Company held
their annual outing on private grounds on the
Kickemuit River at Warren, R. I. A shore dinner
and a card of sporting events proving attractive
features of the holiday outing.

J. Schwartzkopf, of J. Schwartzkopf & Co., is
making an extended western trip in the interests
of his company.
Frank A. Johnson, of the Johnson, Fuller

Company, is on a western trip.

The employes of Parks Brothers & Rogers were
the guests of James Kelley at the Pine Grove
Club, Oakland Beach, on August 31.
N. Zigayer, of the United States Jewelry Corn-

pany, Montreal, Miss M. L. Lensenhuber, of
Adams, Meldrum & Anderson, Buffalo, and
C. H. Brady, of C. D. Peacock, Inc., Chicago,
were buyers in the city the week of September 7.

The Sydney Smith Company Beneficial Asso-
ciation held its annual outing at Island Park,
Tiverton, chartering the steamer Sagamore for
the trip from Providence down the bay and return.
Mr. Smith met the party at the arrival of the boat
and a program of sports and a dinner provided
amusement and enjoyment throughout the day.

The committee comprised Mr. Stafford, chairman,
George Whitaker, William Lonaghan, Annie
McGann and Elizabeth Wells. A handsome tie
pin was presented John Lorimer on the return trip

as a recognition of his assistance to the committee

of arrangements.
The annual outing of the Gorham Manufactur-

ing Company electro-plate workers was held

Saturday, September 7, at the Bay Shore Pavilion,

Warwick, special cars conveying the large party

from the city to the grounds. Luncheon was

served upon arrival at the pavilion and then the.,

schedule of field sports without which no Rhode

Island outing would be complete, was carried out.

The sports and the winners and trophies were as

follows: Quoits-first prize, carving set presented

by W. H. Goodby; won by Mr. Poultenay;

second, prize, silver sugar bowl presented by W. D.

Adshead, won by Mr. Mullowney. As a result of

a 100-yard dash Mr. Oldale won a silver match

box contributed by H. Reeves and Mr. Selley

captured a briar pipe contributed by C. M.

Hawkins.
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The special event on the sports program was a
block putting contest for men over 40 years old.Herman Reeves won a briar pipe and case pre-
sented by C. Weeks in this event. The second
prize was contested for twice and was won by
J. Dwyer, the trophy being a cigar lighter offered
by C. Weeks. In an egg and spoon race Mr.
Hawley secured the first prize of a silver teapot,
contributed by R. E. Peters, foreman of the room
and Mr. Taylor was awarded the second prize, an
umbrella offered by Room M-6. The shoe race
was a hotly contested event. Mr. Judkins carried
off the silver knife presented as first prize by E.
Sherwood, and Mr. Oldale took second. The base-
ball game was postponed owing to the latenesw of
the finish of the field sports, until Saturday,
September 14 on the Gorham Company's baseball
grounds. At 5 o'clock the shore dinner was served.
The committee in charge of the event comprised
C. H. Shirley, R. Place, R. Metcalf and E. Alle-
baugh. The Gorham Print Shop furnished a
neat and attractive souvenir of the occasion.
Much interest is being taken this year in the

Gorham Manufacturing Company's tennis courts,
the Gorham Club turning out in numbers at every
occasion in practice on the courts. The tourna-
ments which were arranged for the competing
teams of the Gorham Club, are drawing to a close
and the successful season is due to the enthusiasm
of the officers of the club, J. L. Corr, R. I. Blanch-
ard and W. H. Grout.

ATTLEBORO
Attleboro, Mass., September 9.—Jewelers of the

Attleboros believe the new parcels-post law,
enacted by the last congress and signed by Presi-
dent Taft, will eventually become a great benefit
to them in the shipment of goods. Many of them
will take advantage of it. The majority of pack-
ages containing jewelry are sent either by regis-
tered mail or by express, principally because these
ways afford protection in case of loss. There are
hundreds of packages, however, that can be sent
by the parcels-post, that might otherwise have to
be sent by express, and the new system will mean
a great saving. There is no business that will find
greater opportunities in the parcels-post than thejewelry business and it will undoubtedly be popu-
lar.

Early this year the manufacturers of the Attle-boros were afraid that the national election andpolitics would have a very quieting effect on busi-ness, but at the present time they find their fac-tories pressed with orders and a very bright pros-pect for an unusually good Fall.
Silver factories find all they can do, while makersof jewelry are facing the problem of getting ordersout in time to satisfy their customers. There is agood demand for bracelets and the chain houseshave felt the revival in business. There is littledoubt but business has started in earnest, and willcontinue until the end of the year.
Salesmen now on the road are sending in ordersso fast that they are accumulating and nearlyevery factory is doing its utmost to fill them.There is a strong healthy demand for all lineswhich indicates a busy Fall season.

Death of N. Justin Smith
N. Justin Smith, of the firm of Smith & Richard-son, died September 6 after a lingering illness.He had been a resident of Attleboro all his life andwas a veteran jeweler. He was in his seventy-fifthyear. Mr. Smith was a veteran of the CivilWar, was a member of the Masonic fraternities,the Grand army and the Workmen. He had anexcellent war record, having served in a number ofthe big battles of the war. At its conclusion hereturned to Attleboro and became foreman of theG. A. Dean Company, one of the pioneer Attleboroconcerns. In 1903, in company with Henry B.Richardson, he organized the firm of Smith &Richardson, and was connected with it as seniorpartner at the time of his death. Mr. Smith was adeacon of the Universalist church and was highlyesteemed and respected. He was born in Dodge-ville and married Miss Fannie Baker of Attleboro.He is survived by his wife, a son, Leland, and abrother William H. Smith of Dodgeville.

KEYSTONE

Samuel M. Einstein of the Attleboro Chain
Company and Rudolph Hoffheimer, one of his
salesmen, lef k a few days ago on an extended tourof Europe. They will combine business with
pleasure.

Jesse Carpenter, of The Horton, Angell Com-
pany, has closed his summer home on Cape Cod.
Frank P. Daughaday, of the Freeman-Daugha-day Company, Chartley, has returned from a two

months' vacation in Italy and Switzerland.
During his stay in Switzerland he climbed the Alps.
Walter B. Marble, of the W. B. Marble Com-

pany, was in New York recently with the sample
cases of his concern.
Many of the Attleboro jewelers were grieved to

learn the death of Charles Sumner Dennison, of
the Dennison Manufacturing Company, a concern
that supplies the Attleboro firms with thousands
of jewelers' boxes for shipping purposes. Mr.
Dennison was a frequent visitor at Attleboro and
had attended several of the jewelers gatherings.
The Ballou Manufacturing Company has made

its annual corporation return to the state through
G. E. McCormack, the treasurer. Although one
of the newer concerns it is progressing rapidly.

Charles 0. Sweet, of C. 0. Sweet & Son, chair-
man of the Finance Committee of the town, will
re-assemble the committee in the near future, after
the summer vacation.
John M. Fisher, of J. M. Fisher & Co., is taking

a deep interest in the affairs of the prohibition
party and is ainducting a local campaign that is
having its effect. Mr. Fisher made a big contribu-
tion at the national convention.
George Southworth, of Carter, Qvarnstrom &

Remington, was a recent caller on the Kansas
City Trade. Other Attleboro salesmen in that
city were: E. S. Heller, Attleboro Manufacturing
Company; Mr. Sandfelder, D. F. Briggs Corn-
pany; Peter Donnelly, of A. D. Gobin Company,
and H. E. Cobb, of Dagget & Clap.
Fred A. Bullock, of Horton, Angell Company,

is in the west on an extended trip.
John R. Gray has gone out with the samples of

the Watson & Newell Co.
Col. S. 0. Bigney has announced to the tradethat he has discovered an infringement on his

mirror finish and he intends to prosecute the firmresponsible for the imitation. He discovered it
through some chains that were sent in for repairs.
They were tagged "mirror finish," but were not
the Bigney chain.

Joseph Finberg, of the Finberg ManufacturingCompany, is home from an extended businesstrip.
The Reed & Barton employes, of Taunton, haveorganized a fine baseball team and several gameshave been played with a team representingAttleboro. So far the Reed & Barton players havea little the best of the Attleboro jewelers.
Fred M. Ellis, formerly an Attleboro jewelerand now connected with the New York office ofS. & B. Lederer, was a local visitor recently andrenewed several acquaintances.
Employes of the enamelling concern of E. T.Bright recently presented Mrs. C. Everett Lewis,the bookkeeper, with a handsome cut glass vaseand bonbon dish.
Harry McGee, a young aviator who has attractedconsiderable attention by his cross country flightsin Massachusetts was a jeweler in the employeof Carter, Qvanstrom & Remington up to the timehe took up flying. He has a brother working inthat concern at the present time. McGee alsoplayed ball on the Watson & Newell team andhas a host of friends among the jewelry workersof Attleboro. An attempt is being made to haveMcGee give an exhibition flight in Attleboro, butthe dates have not been arranged. McGeerecently attended a ball at Newport, given by Mrs.0. H. Belmont, and presented her with a handsomebanner which he carried with him in his machineon a flight from Boston to Newport.
S. 0. Bigney, of S. 0. Bigney & Co., has beengranted a patent on a watch chain charm.
Arthur A. McRae, of McRae & Keeler, hasclosed his summer home at Mayatt, R. I.
Ernest Qvarnstrom, of Carter, Qvranstrom &Remington, has been spending a vacation in theWhite Mountains.
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Raymond Hoxie, of the George H. HerrickCompany, has returned from a vacation spentin Maine.
Amos Blackinton, of Bates & Bacon, was arecent visitor at the New York office of the concern.
Frank Mossberg, of the Frank Mossberg Corn-pany, is one of the leading "Bull Moosers" and isa candidate for the State Progressive Committee.
The Baer & Wilde Co. state that their "TeddyDawg" fob novelties are making a big hit andseveral orders have been placed.
Lawrence Baer, of The Baer & Wilde Co.,spent labor day with friends on Cape Cod.
Louis C. Porter, who is one of the designers atthe J. E. Blake Company's plant, was the Attleborodelegate to the national convention of the Orderof Moose.
The syndicate of jewelers who recently purchasedthe Bates Block and remodeled it after the firehave decided to run the theater themselves andhave enaged John F. Patten as manager.
C. A. Marsh, of C. A. Marsh & Co., and hisfamily, have returned from Oak Bluffs where theyhave been spending the summer.
Earl B. Kent, of H. E. Durgin Company, hasreturned from Oak Bluffs where he has been spend-ing the summer.
William H. Saart, of the W. H. Saart Com-pany, recently entertained at his summer camp atLake Mirrimichi the following jewelers at dinner:Arthur A. McRae and Charles P. Keeler, ofMcRae & Keeler; Aaron T. Smith, of the Mason& Howard Co.; Thomas E. McCaffrey and GeorgeL. Shepardson, of C. A. Marsh & Co. Broiledchicken was served and the jewelers voted Mr. Saarta capital entertainer. The afternoon was spentinspecting Mr. Saart's farm which he conducts asa side-line to his silver business.
William Moulton, of F. W. Weaver & Co., isin the west on an extended business trip.
Mr. Hollis, of Moore & Lonnergan, called onthe Kansas City trade recently.
The three jewelry concerns of Mansfield con-tribute quite a respectable sum in taxes to thetown of Mansfield. The tax of the C. D. LyonsCompany is $414.16, that of D. S. Spaulding is$969.20 and Frank M. Cobb and Justin L. Cobbpay $690.68.
Walter M. Lowney contributes about $15,000annually in taxes to the town of Mansfield. Someof the Attleboro jewelers regret that Lowney wasnot induced to locate his plant in Attleboro.
H. A. Allen has returned from an extended tripfor the H. A. Allen Company.
Thomas Breese is rushing his plant in order toget out a number of orders for special enamel work.
The Alco Novelty Company and the ReliableChain Company have just been started at 206North Main street.
Charles Riley, an Attleboro jewelry worker, whohas been connected with the fire department for32 years, has resigned as he intends to move toMaine. He was one of those actively engaged inthe big jewelry fire of 1898, being captain of oneof the hose companies.
The concerns selling chemicals and jewelerssupplies report excellent business, a fact whichindicates that there is considerable hustle in thejewelry factories.
D. Frederick Read, a former Attleboro resident,but lately a manufacturing jeweler at Pawtucket,R. I., died recently.
Bliss Brothers have increased the designs of theirbracelets until they have several hundred excellentones to offer the trade.
William N. Fisher, of the W. N. Fisher Corn-pany, of Attleboro Falls, is confined to his homeby illness.
Announcement has been made of the marriageof Miss Fannie Weaver, daughter of Frank W.Weaver, of F. W. Weaver & Co., to Guert G.Jackson of Long Island City. The marriage tookplace at New London, Ct., July 2. The groom is amill engineer employed by the General VehicleCompany. They will reside in New York.
Some of the plate and wire concerns in Attleboroare working on a schedule of night hours in orderto fill orders, so heavy is the demand for stock.
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"Crown"
The Smallest Watch in America

to Sell at a Popular Price
The New 3/o-size Complete Watch

1 

HE growing demand
for small and thin
watches makes the

Crown specially im-
portant to the progressive
jeweler.
At the popular price, it is
a better-looking watch
a better-selling watch
all around more satisfac-
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tory for the jeweler to sell and
the customer to buy.
You make more on it. You
buy it for less money than any
other watch selling at the price.

The Crown Watch is made both
Hunting and Open Face--7-jewel
movement in bascine gold-filled case;
Plain Polished, Engine-turned and a
striking series of Fancy Engraved de-
signs—cased and timed at the factory
and sold complete.

The more Crown Watches
you show the wider and more
complete your range of designs
the more you will sell.

Round out your assortment.
Order from any representative
jobber.
The KEYSTONE WATCH CASE COMPANY

NEW YORK

ESTABLISHED 1853

PHILADELPHIA
CHICAGO CINCINNATI SAN FRANCISCO
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1-NORTH ATTLEBORO

THE KEYSTONE

North Attleboro, Mass., September 9.—North
Attleboro factories have experienced a decided
boom in business during the past few weeks and
the present time sees every factory with plenty of
orders on hand and a rush schedule in effect to get
goods shipped. All manufacturers realize the
advantage of getting orders filled quickly so
there will be reorders. The fall goods are now
on the market and are finding ready customers.
Indications are that the Fall here will be as good
as any experienced in some time.
Theron I. Smith, of the T. I. Smith Company,

had a narrow escape from serious injury a few
days ago when an electric car collided with a light
carriage to which was attached a spirited young
horse. At the corner of Washington and Metcalf
streets Mr. Smith stopped his horse to let the car
go by. The motorman also stopped, but seeing
the horse standing still, started again. At the same
instant the horse became frightened and dashed
in front of the car. The carriage was smashed
and Mr. Smith was pinned in the wreckage, but
he was extricated and it was found that he was
not hurt.

Charles Stanley is on the road with the sample
cases of the 0. M. Draper Company.
G. Cheever Hudson has returned home after

making an extended trip for his concern.
The Charles K. Grouse Company has been in-

corporated under Masschusetts laws by Herbert
J. Straker, Louis E. Freeman, and Joseph E.
Pfeiffer. The company is to be located in this
town and will manufacture emblems, badges,
college and school pins. The concern has a capital
stock of $5,000 and the par value of each share
of stock is $100. Louis E. Freeman is president
of the concern, Herbert Straker is treasurer and
clerk and Messrs. Freeman, Straker and Pfeiffer are
the board of directors. The concern is to start
operations as soon as the plant is in readiness.

Jewelry Manufacturing Plant Sold

The entire plant of the F. S. Gilbert Company
manufacturing jewelers of this town, was sold at
public auction to Maurice J. Baer and Eben F.
Wilde, of the Attleboro Manufacturing Company,
and Meyer Harzberg, of Goldsmith & Harzberg,
of Providence. There were about 60 bidders at
the auction, including the representatives of
several Attleboro, North Attleboro and Providence
manufacturers, and also New York and Boston
parties. John H. Nerney, of Attleboro, was auc-
tioneer.

All three men are well-known manufacturers in
the Attleboros and Providence. Mr. Baer and
Mr. Wilde are with the Attleboro Manufacturing
Company and Mr. Harzberg is connected with a
large Providence concern.

Several teams representing jewelry shops have
started a bowling league and the schedule is now
being prepared. The following shops have entered:
T. I. Smith Company, Whiting & Davis, R.
Blackinton Company, George L. Paine Company,
E. I. Franklin & Co. and J. F. Sturdy Sons Corn-
pany. The schedule will last through the winter
months and there will be a handsome pennant and
cash prize for the winning team.

Clarence Fisher has returned home from a
vacation spent at Bald Mountain, Me., and has
resumed his duties at E. I. Franklin & Co.

Herbert French, of Riley & French, attended the
Readville Grand Circuit meet recently.
James Shannon has accepted a position as head

bookkeeper for Maintein Brothers & Elliot, of
Plainville.

Whiting & Davis are rushing their factory in
order to fill orders for mesh bags. The Whiting
& Davis mesh machines are running night and
day.
The W. & S. Blackinton Company report excel-

lent business in their line and have a large number
of orders on hand.

Mandallian & Hawkins report that the mesh
bag business is exceptionally brisk.

Clifford Emerson is out on the road with the
samples of W. H. Bell & Co.

George S. Semple, New York representative of
W. & S. Blackinton, was a recent visitor at the
factory. He reports an excellent New York trade
this fall.
The North Attleboro police have been getting

after automobilists, and seven were arrested on
one Sunday.

Washington street is considerably improved
at the present time as a fine coat of brick paving
has been installed.
Frank H. Bliss is home from a New York

business trip.
The Whiting & Davis mesh bag machines are

now being extensively advertised in Europe. The
machines are being used in England, France and
Germany.
Harry Kipp, New York representative of H. F.

Barrows Company, has been visiting at the factory
for a few days.

William H. Saart has been granted a patent on
a picture frame and has assigned it to the W. H.
Saart Company. The term of the patent is three
and a half years.

Archie L. Clark, western representative of J. H.
Peckham & Son, was a recent visitor at Kansas
City.

William Peckham, New York representative of
J. H. Peckham & Son, is passing around perfectos
on account of the arrival of a boy in his family.

Charles H. Clark is on the road with the samples
of W. G. Clark & Co.
Frank P. Kennedy, New York representative

of Paye & Baker, spent labor day with friends here.
Edward J. Sommer has been making a New York

state and Pittsburgh trip for the J. J. Sommer
Company.

The Beautiful Wrigley Trophy

One of the handsomest products of American
art craftsmanship during the outdoor season now
drawing to a close, is the Wrigley trophy which was
the prize-in-chief at the recent Chicago motor boat
races. The appropriateness, as well as the skill

in execution, of the design was especially eulogized.
The figures shown represent Mercury, the mes-
senger of the gods, and the deification of speed,
presenting a hyroplane to Neptune, the god of the
ocean, who, trident in hand, has risen from his
home in the sea to receive it. The figures are
beautifully symbolic of the development of the
high speed boat and its launching upon the sea.
The figure of Mercury is of sterling silver and

weighs about 1,000 ounces. The rest of the
group is of bronze excepting the motor boat which
is finished in gold. The base is of marble and the
entire trophy stands over six feet high. It was
designed, modeled and cast by Reed & Barton,
silversmiths, Taunton, Mass., the figure of Mer-
cury being modeled after the famous statue by
Giovanni de Bolonga.
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(Continued from page 1863)

Several cases came up for the decision of the
Board of United States General Appraisers during
the past month in regard to automatic lighters,
which were assessed as "smokers' articles " under
par. 475 and were contended to be dutiable as
"manufactures of metal" under par. 199. An
attempt was made to prove that the chief use of
the lighters was not by smokers, but the board
overruled the contention. The protestants were
Strauss Brothers & Co. of New York; Unger
Brothers of Newark; M. B. Bernhardt of Boston;
G. W. Sheldon & Co. of Chicago; and the A. T.
Lewis & Son Dry Goods Company of Denver.
The decision of the collector was also affirmed in
the case of Butler Brothers of Chicago, who
imported white earthenware tobacco jars and
contended that they were dutiable as "white
earthenware" instead of "smokers' articles," as
assessed.
A report came from Fishkill Landing on Sep-

tember 9, of the robbery of 5 burglars of William
Yates's jewelry store at Cold Spring. After blow•-
ing the safe the robbers obtained $5,000 worth of
goods and escaped in a motor boat going towards
New York.
The Kienzle Clock Company has opened an

office and show rooms at 33 Park place. This
concern will handle exclusively the product of
the Schlenker & Kienzle Clock Factories, Schwen-
nigen, Germany. This line of clocks is already
well-known to the American trade having been
sold for a number of years by Theodore Schisgall,
116 Chambers street.

Erich Kienzle is manager of the Kienzle Clock
Company. His father, Jacob Kienzle, is sole pro-
prietor of the German firm, Schlenker & Kienzle.
The new firm will introduce to the trade a corn-
plete line of alarm clocks, mantle chimes, chime
regulators, chime hall clocks, cuckoo clocks, lever
clocks and fancy clocks. Many of these clocks
are placed on the American market for the first
time.
The Kienzle Clock Company will be represented

on the road by G. L. and M. A. Neuberger. Both
Messrs. Neuberger are very well-known to the
jewelry trade of the country and were formerly
in the employ of Theodore Schisgall. G. L.
Neuberger has been a clock salesman for more than
15 years.

During the month ending August 31, 1912,
The Jewelers' Protective Union has admitted to
membership and issued certificates registering for
protection stocks of goods in the custody of the
respective salesmen of the following firms: Hoefer
Jewelry Company, Kansas City, Mo.; Henry
Ziruth Company, Newark, N. J.; and Martin H.
Wiedman, Newark, N. J. This addition of three
new members makes a total membership of 727
as against 694 of a year ago, which shows a net
gain of 33 members during the year.
During the month of August 7 certificates were

issued to the above new members, and 7 additional
certificates were issued to the present members,
which makes the total number of certificates in
force August 31, 1912, 2,201 as against 2,077 of a
year ago, showing a net gain of 124 certificates
during the year. Of the 2,201 certificates in force,
2,136 cover stocks of goods in the custody of
traveling salesmen, and 65 cover goods in the cus-
tody of brokers and messengers.
R. L. & M. Friedlander, 30 Maiden lane, have

sent out an announcement to the trade to the effect
that they have purchased the entire stock of hair
chain mountings made by William Smith & Co.,
and are offering them at a very reasonable figure.
The mountings are made of very thick gold filled
stock. This well-known wholesale house has
established an enviable reputation because of the
excellent selling quality of their goods and the
reasonableness of their prices.

There will be a meeting of the executive commit-
tee of the National Wholesale Jewelers' Associa-
tion to be held at the rooms of the 24-karat Club
on September 17. The president and other officials
are expected to be present.
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The C. & B. New Catalogue

Soon Out
OU cannot afford to be without this book in making your fan

  purchases. It is a safe jewelry buyers' guide.
We have established a sound reputation among jewelers as whole-

salers of lpig sellers. We have added to our stock this season many
new and startling articles for the Holiday trade. All are profusely and
beautifully illustrated in our new catalogue.

If you desire one of these catalogues, send us your name
the edition is limited.

at once as

CROSS & BEGUELIN

23 Maiden Lane NEW YORK

WHOLESALERS, IMPORTERS AND EXPORTERS
WATCHES, DIAMONDS, JEWELRY, SILVER-PLATED WARE, ETC.
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OSMERS, DOUGHERTY COMPANY
SEED
PEARL
BROOCHES
PENDANTS
NECKLACES
COLLARS
ROPES
EARRINGS
BAYADERES
SAUTOIRS

Send for our
CIRCULAR

MANUFACTURING JEWELERS

291-293 SEVENTH AVENUE, NEW YORK
Between 26th and 27th Streets Phone 913 Madison

PLATINUM
COLLARS
PEARL MESH

WORK
SCARF PINS
PENDANTS
EARRINGS
MOUNTING

also to Order

Order and repair work
of all kinds executed
by skilled workmen.
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The Lighting of Show Windows

Address by Joseph M. Weimer, of the Curtis-
Ledger Fixture Co. before the National Associa-
tion of Window Trimmers

Successful show window lighting de-
pends greatly upon the conditions existing
in the windows, such as backgrounds,
ceiling, floor and the proper placing of the
light sources, as well as the proper type
of reflector and lamp. To light a show
window brilliantly and evenly without the
use of excessive wattage is the goal for
which we have all been striving.
Years ago it was found that the ordinary

method of show window lighting was not
efficient and that each individual type of
show window required special treatment.
In the past ten years there have been
designed a number of special reflectors for
use in show window lighting. These re-
flectors have been made for use with
various types and sizes of lamps and for
the lighting of windows of different dimen-
sions.
We have not attempted to light high,

shallow windows with the same type of
reflector which is used for low, deep win-
dows, but average windows of the various
types have been taken and special re-
flectors designed which would project
the light rays in such a manner or at the
proper angle so as to cover the back-
ground and floor of the window with a
perfect and even distribution of light.
The size and shape of the window deter-
mines the type of reflector which is used.
The number of reflectors used depends on
the intensity of the illumination desired.

Points to be Considered

We must consider street lighting, neigh-
boring windows, goods to be displayed,
location of the store as to whether same
is on a main street or a side street, and the
conditions existing in the window itself.
We must take the background, ceiling,
floor and the fixtures used for making
displays into consideration. Light treat-
ment of background, ceiling and floor mean
a great aid to the lighting of the show win-
dow.
A window which is finished in light oak,

can be lighted with much less wattage
than a window which is finished in dark
mahogany; likewise, a window in which
white goods are displayed, can be lighted
much more economically than a window
for a display of dark clothing, furniture or
hardware, such as stoves, tools and goods
of a like nature.

It is impossible to establish a set rule
as to just how many lamps or reflectors
to use in any window without some knowl-
edge of the existing conditions. In some
cases we have lighted clothing store win-
dows with lamps placed every thirty
inches, and the windows were very attrac-
tive. In other cases, windows of the same
general dimensions displaying about the
same line of goods have been equipped with
lamps on 18-inch centers, and the result
was not as good as far as attracting the
attention of the public. In one case the
windows were on a street which was not

KEYSTONE 1871

very well lighted and the neighboring
merchants were not progressive enough to
properly light their windows. In the
other case, the windows were on a bril-
liantly lighted street and the neighboring
windows were all very well lighted.
The contrast in one case made the win-

dow stand out very prominently, while,
in the other case, there was practically no
contrast to speak of, and no matter how
much energy and thought the window
trimmer used in his displays, he could not
put the pulling or selling power into the
windows that his efforts deserved. The
merchant in this case was saving about 20
cents per day on his former window light-
ing. His windows were better lighted
than formerly, and he thought that was all
that was necessary. A few cents more a
day would have made his show windows
brighter than any of the neighboring win-
dows. They would have attracted greater
attention, produced more sales and fur-
nished an incentive for the window trim-
mer to use his best efforts in arranging
displays.

False Economy in Window Lighting

The old adage, "Penny wise and pound
foolish," is one which can be rightly ap-
plied in many cases of show window light-
ing. We see many cases where merchants
spend large sums of money building ex-
pensive backgrounds and ceilings in their
windows, using beautiful woods, putting
in fine parquet floors, and then equipping
the windows with inefficient lighting equip-
ment; or, in some cases, spoiling the effect
of good lighting by placing large chande-
liers in the center of the windows. It
often appears as though the merchant
was trying to show the fixture or advertise
the lighting companies.
Some time ago a very common method

of show window lighting was the "Border"
lighting; that is, placing the light bulbs
along the top and sides of the glass. This
is a form of show window lighting which
is most inefficient, the lamps being placed
between the goods displayed and the
public, with the result of lessening the
seeing power of the eye, as to see the
goods displayed you must look beyond the
source of light. The effect of this kind
of lighting on the eye could be very easily
demonstrated if we were to place a large
lighting unit between the audience and the
platform. It would be almost impossible
for anyone to see with any degree of com-
fort what was taking place on the plat-
form.
The very poor results derived from this

method of show window lighting is evident
and very few installations of this kind are
now being made.
For a time outside arc lighting was at-

tempted, but this is used very little at the
present time. We can occasionally see a
small store where the show windows are
lighted with outside gas arcs, but those
cases are very rare.
In engineering the lighting of show

windows, we leave nothing to guess work.
We know just what our various reflectors
will do when used in connection with the
proper size and type of lamp, and from the

curves showing the candle power produced
at various angles by our reflectors, we are
able to determine the reflector which
should be used in any style of window.

Location of Light Sources

The light sources or lamps and reflectors
should always be placed as close to the
plate glass in front of the window as pos-
sible. The direction of the light rays
is very important. The light rays should
strike the goods on the same side and from
the same direction in which the people
are looking at the goods. In this manner
shadows on the front of the glass are
obliterated. The reflectors should be so
spaced that the window would be evenly
lighted throughout so that one part of the
window will not appear to have more light
than any other part of the window.

Sufficient reflectors should be placed in
each window so that there will be no sha-
dows and no spot light effect. Better
results are obtained by placing the re-
flectors fairly close together and using a
smaller size of lamp than would be possible
if an extra large size of lamp were used and
fewer reflectors. Where only a few lamps
are placed in a window and these lamps
are of the more powerful type, the result
in nearly all cases is that you have a spot
light effect in the window directly under-
neath these large units, where, by placing
the reflectors all along the - front of the
window you distribute the light in such a
manner and the light is radiated from so
many different sources that shadows and
streaks of light are entirely eliminated.
To be able to more readily show our

system of engineering the lighting of show
windows, we have a number of lantern
slides showing cross sections and floor
plans of various windows as well as the
distribution curves of the reflectors.

By Way of Illustration

At this point of his address, Mr. Weimer
introduced stereopticon views and showed
diagrams and photographs just what
correct lighting consists of. He intro-
duced a number of drawings showing how
reflectors of some types conserve light and
direct it just where it is wanted, and how
other kinds of reflectors waste the light
by throwing it upon the sidewalk, in the
observer's eyes, and every place that it is
not wanted. For example, two of Mr.
Weimer's views showed the relative values
of the outside arc and the inside unit re-
flectors in lighting a window. Both of
these photographs were made on the same
evening and were developed and printed
under identical conditions. The only
difference was in the manner of window
lighting. The outside arcs lighted the
window and display in so inefficient a
manner that it was impossible to see any-
thing distinctly with the exception of the
lamps, the merchandise being a mere blur.
With the correct lighting system the same
window looked like an entirely different
one. No source of light was visible, nor
was there even any halation. The mer-
chandise stood out with perfect distinct-
ness. This demonstration of efficient
lighting was so perfect that Mr. Weimer
was greeted with applause at this point.
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Among Jewelry Advertisers

Sententious Sayings Clipped from Jewelers'
Announcements in the Public Press—Sample
Advertisements in Reduced Form

Twenty years' experience in buying diamonds is
the record of this house. Twenty years record
of satisfaction to all customers. Is this not a
guarantee that you are going to get the worth of
your money when you buy here? If we have dealt
with Omaha for twenty years and sold diamonds
to all classes of people, we certainly have proved
faithful—proved that we sell diamonds for their
exact value. The benefit of our years of experience
goes to every purchaser of a Frenzer stone. The
whole reputation of this leading diamond store is
literally staked on every gem that goes out from
here.—Frenzer. Omaha, Neb.

There is going to be another big raise on dia-
monds in a few days. The news we received to
day. We are going to sell diamonds at a big dis-
count just the same.—C. C. Thoma, Battle Creek,
Mich.
These are fine blue-white gems of good size and

splendid proportion. Any diamond purchased

A few months ago we sent our catalogue E to every jobber in the United States and Canada and to some 7000 or 8000 retailers.
This catalogue consists of 144 pages, giving a pretty general illustration of the various lines we make. It is the most completecatalogue in the business issued by any manufacturer of Chains, Fobs, Bracelets, Lockets, &c. Now gentlemen, the only way

•

You Can Make Money
from this catalogue is to use it and use it often. If you have laid it one side, kindly take it out and see if there are not opportu-nities in that catalogue FOR YOU TO MAKE A DOLLAR.

Thousands of jewelers are using it and write us that they are able to find therein up-to-date styles in Bracelets, Fobs, Lockets,Pendants, Coat Chains and Chains of every description that they are unable to find in the Jobber's sample lines.This catalogue puts us on record as to price before the whole world, including all our competitors. If those prices were notright we might as well take down our sign—we could not do business.
Prices shown are retail prices, allowing a liberal profit for both jobber and retailer. We quote discounts and ship goods to thejobbing trade only.
If you get the habit of using this catalogue you can carry less stock and buy fresh, up-to-date goods as you need them, as weare known as the promptest shippers in the business. This means dollars to you late in the season when time is short. We will getyour goods to you before you have lost your customer or got your order cancelled.

Now as to Quality
All bracelets and lockets shown in this catalogue are of 1/20th 12K stock
and the sides of the lockets are no much thicker than many other lines
that you get 50% more gold on lockets stamped with our fleur-de-lis
trade-mark than on many other lines even altho they use 1/20th stock.

FURTHERMORE. You will find our chains listed in plain United States as Solid Gold, 1/10th, 1/20th, 1/30th, 1/40thand as electro plate. What other catalogue did you ever receive that dared to come out in the open and tell you just exactly whatYOU were buying? You know they simply list the whole bunch as "Gold Filled." That term Gold Filled covers a multitude ofsins, everything from 1/10th to 1/100th and if you can find out which you are in luck.If you did not receive yours write for one today. It means dollars in your pocket.We have on hand at the present time 1000 oval souvenir mirrors printed in three colors. To the first 1000 who send for cata-logue and tell us where they saw this ad WE WILL SEND ONE OF THESE MIRRORS FREE OF CHARGE.If you have the catalogue write where you saw the ad and we will send you a mirror just the same. If you see the ad in morethan one place kindly name all the papers in which you saw it.
If the demand uses up our large catalogue we still have several thousand of catalogue F which has 32 pages and shows goodsenough so that you can easily go broke if you stay with it long enough.We are now working on an 8-page supplement which will be mailed shortly to all who have received catalogue E.
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You would not give a Dimond es a betrothal ert
which you did not know was of the right

quality. setting,. on.

I, not enough for you alone to know that the

glft Is eight. The recipient 11111Gt

know It also.

But few people are Diamond expects and must de.

pend on the jeweler Irons

*horn they buy.

We are Diamond exports. What we say it is. It ie.
Write for cataiogue efull particulars about

our spenal values a(Srtoo. $40 co. Oa 00.

Sn0000 and up to Soma co.

Arthur A. .Everts Co.
Jeweler,
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ping, make this store your store. Courteous sales-
people to attend your every want.—George S.
Dales & Co., Akron, Ohio.

Jackson has just unpacked a new shipment of
Chains, Lapel Chains, Vest Chains and Fobs.
They're nobby and will go exceedingly well with
that new spring suit. Nothing cheap about
them except the price.—L. L. Jackson, Chatta-
nooga, Tenn.

* *

Every woman in the world loves beautiful
jewelry, likes to adorn herself with beautiful gems
—and rightly so. The world wouldn't be half so

NU( .T

Make Her Happy

With a Diamond Ring
Every woman long. to own • diamond.
Your Mule& or wife would value sari • gift In morn

th. any °tire you might hdtow Why not menet.° herT

Como in -and look over lour collection; every tono
Heeled for it. brilliancy and perfection a color, cut
end :hope.

Guaranteed Stones
der guarantee ifl your nboolitIc Tirol...Moo Full nue-

diem peke refunded in sixty', day+ if theoutisfiki for any
roman, ur will buy bark your dutmond Within one year
for what yon paid lea pee cent. It. entire mef allowed
ot any time M eachango fur a larger stone.

Pricen will aurprint. you. A good diamond in a Tiffany
petting on low ne $26.
Drop iu this evening and examine 0* elock..

D. H. Stassfort - 715 Market
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since its introduction into this country only a few
months since. It has been our good fortune to
secure the exclusive sale of this very popular jew-
elry for Youngstown and vicinity.—Strouss-
Hirshberg, Youngstown, Ohio.

These are certainly the best values we have
had in our Special Diamond Ring sales. In this
lot there are Diamond Rings suitable for ladies and
gentlemen. You can open an account for one of
these. After paid for we will allow you full price
if you wish to exchange for a larger diamond.—
Jacob Bennett, Norfolk, Va.

If you have laid away in a bureau drawer or in a
safe deposit box pieces of jewelry that you do not
wear, because of its old-fashioned form or mount-
ings, bring them in and let us show you what
wonderful transformations can be wrought through
the skill of our workers in gold and gems.----George
K. Munro, Grand Forks, N. Dak.

Every girl will be prouder of her engagement
ring if it is a Sipe Diamond, for she will know that
she need never apologize for it—that it is a dia-
mond of first quality and a fitting token of the
esteem and love of the giver. Our wedding rings
are all hand made in our own shop, of the latest
design and best workmanship. If we knew how to

here will be accepted at full purchase price in
exchange for larger diamonds or other merchandise
—Arthur A. Everts Company, Dallas, Texas.

A real diamond is the finest gift in the world
and there is positively no way you can go wrong
on any diamond you select from this magnificent
stock. They are guaranteed by both the im-
porter and ourselves.—McCurdy-Norwell Com-
pany, Rochester, N. Y.
When the decorative holly—the wreaths and

festoons of green, the sprig of mistletoe, may be—
have been removed; when the immediate joy of
the holiday is only a treasured memory—then
the gift of a pure White Diamond will remain to
fulfill its intended purpose and to serve as the
pleasantest of reminders.—George Newstedt, Cin-
cinnati, Ohio.

good a place to live in if women lost their sense of
beauty. We have an attractive display of orna-
ments for woman's use.—T. & E. Dickinson &
Co., Buffalo, N. Y.

Men are critical buyers of jewelry. Maybe more
so than women. Jackson appreciates that fact.
That is why he has a large and varied stock of
Scarf Pins, Cuff Links, Tie Clasps, Fobs, Watches,
etc. And, by the way, there are some delightful
low price surprises awaiting you.—L. L. Jackson,
Chattanooga, Tenn.

Stick pins are not subject to the dictation of
style. They are essentially useful and universally
appropriate. They are always in style. To their
permanence may be attributed their infinite variety.
Among the many patterns we are showing you may
select one that will please you both in price and
beauty of design.—LeBron Jewelry Company,
Montgomery, Ala.

The increasing demand for Oriental jewelry has
reached a stage where its popularity is now recog-
nized by women of most exacting tastes. This
class of goods has been the reigning fad in Europe
for some time, but it has scored its greatest success

TRADE MARX
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A glance through our store offers many sugges-
tions in jewelry of the reliable grade. Just step
in and see the new and pretty creations in up-to-
date Brooches, Necklaces, Pins, Lockets, Brace-
lets; in fact, everything that is nifty and tasty.
You are at liberty to come and go as you please.
Whether for sight-seeing, rest, recreation or shop-

stleet's for Diamond.

Regarding

Diamonds
Bairn; experts or inciong experience, extensive

dealers, and knowing as well as guaranteeing
the grading of kliamonda, we are therefore

equipped in every way to give you perfect

satisfaction in quality, style and cost. When

we give you our word reganding a diamond,
you can positively rely on it and we believe
that *re can convince any person that it ii
worth whtle to purchase their diamond. here.

4terfer4.---4e-beagl
DUsamad Book Beat Tree.

BROKEN JEWELRY
One of the busiest places about the store is our

Repair Deism t ment.
Our cypert workmen
can restore broken jew-
elry to itsoriginal shape
or remodel old jewelry

into attractive and
modern designs. If
you have any old gold
or silver, bring it to us.
We will remodel or
repair it, or exchange it for new goods, if the Cu.
tomers desire.

Mesh Bag Repairing a Specialty

Bastian Bros. Co.
Manufacturing Jeweler.,

211 Main St. East, Whitcomb House Block

make them better we would make them that way.
They will please you beyond the slightest criticism.
—J. C. Sipe, Indianapolis, Ind.

So many pretty low neck waists and beautiful
dresses are being worn that the demand for these
chains has become enormous. Pendants on chains
and lavalierres are particularly attractive, espe-
cially theser for they come in Roman and green
gold, and in filigree settings of amethyst, coral,
topaz, emerald, jade, mosaic and cluster rhine-
stones.—Kemp & Herbert, Spokane, Wash.

The lines here never cease to prove wonderful
and attractive to everybody touring our Fourth
Floor. The present array is the broadest and
handsomest we have ever had.—John G. Meyers,
Company, Albany, N. Y.

This beautiful glassware with its wonderful
inlays in sterling silver in a myriad of intricate—
delicate and dainty designs—is justly popular at
this time of the year. These little household
conveniences—when dainty and ornamental—
always have a hold on the feminine heart. We
have a display of this ware that is well worth
your inspection.—M. Blisky, & Son, Ottawa,
Ont, Can.



1874

.A11111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111g

Don't Wait Until
It's too Late

Next year will no doubt be a
good time to change your buy-
ing methods. But why wait ?
Why not decide right now that
your buying facilities for the
coming rush season will be
superior than last year. Your
competitor may get the "drop
on you" and leave you to the
melancholy pleasure of thinking
it over. Then you may not find
it possible to be as cheerful as
was the German whose store
was blown up by a bomb. The
explosion hurled him across the
street. When they picked him
up and asked if he was hurt, he
replied, "No, but I guess I got
out shust in time."

Moral: Get the GREAT
AMERICAN JEWELERS'
CATALOGUE before it's ever-
lastingly too late.

It's now a National
Catalogue

The Oskamp-Nolting Co.
Cincinnati, Ohio
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CLARENCE F. BAYER

 II II  

BYRON L. STRASBURCER ALBERT PRETZFELDER

Where to Stop When in New York
LIVE ONES

BAYER & PRETZFELDER CO.
5 E. 17th St., New York

Between Broadway
and Fifth Avenue

Are showing the the most ex-
tensive holiday lines of im-
ported novelties for jewelry
trade. It will be to any jew-
eler's best interest visiting
New York to certainly note
address and call at our show
rooms; all lines are shown
in large variety.

Smoker's ArticlesIndestructible Pearls Fancy Goods Leather Goods
Novelty Jewelry Lamps, etc. Silver Deposit Glass
VanityCases and Novelties French Ivory
Lorgnettes Gun Metal Novelties

Sterling Silver d Gun Desk Sets
Clocks  ver an 

Dinner GongsMetal Mesh Bags 
Art Goods, etc.Brass Goods Opera Glasses

Sole Agents: LaVogue Opera Glasses, LaVogue
Binoculars and La Vogue Lorgnettes

Lisbeth Indestructible Pearls
it  II

=,

THE BEST THE CHEAPEST

SOLID GOLD CHAINS
They stand the test of time and
have done so for 60 years. Su-
premein Quality, Design, Finish,
Workmanship.

We sell direct. We have no sales-
men. Eliminating all unnecessary
expenses in making and selling
enables us to sell at the lowest •
possible price. Send for catalogue.

TRADE

1850

Alois Kohn & Co. MARK

1912

16-18 Maiden Lane, NEW YORK
Maims of GOLD CHAINS of every kind

There's no question but
that you should carry
Watch Keys. The
question is, ARE YOU?
If not, ASK YOUR
JOBBER to send you an
assortment of

CLARK'S LOOP
WATCH KEYS

Send for Sample

A. N. CLARK & SON
PLAINVILLE, CONNECTICUT
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The "Colonial" Perfume Atomizer
GUARANTEED FOR 10 YEARS

FREE! FREE! FREE! FREE! FREE!

Descriptive Circular and Cuts for YOUR Catalog

Mr. Jobber and Department Store Buyer:

Are You Looking for a Money Maker?
Are You Progressive?
Are You a Live One?

If You Don't Know, You Should Know, that there is not a Toilet
Article in the United States for which there is the demand that
there is for the

" Colonial" Perfume Atomizer
One house demands GUARANTEED Order for 10,000. Order
a sample and judge for yourself.

CUTS ARE FREE, USE THEM

Hospital Rubber Co., Attleboro, Mass., U. S. A.
PATENT APPLIED FOR

Watch Form Cigar Lighter Brush Brass Writing Set

Cut is one-half size

Send 75c for sample in nickel plate

BEST FINISH

$1.75
Set Complete including pad

with brass corners

L. W. LEVY & CO.
Salable Novelties for Jewelers 6 West 22d Street, New York

CHOOSE YOUR SILVER POLISH
AS YOU CHOOSE YOUR SILVER

Good Silver Polish goes hand in hand with good silverware.
The performance (wearing qualities, lustre, etc.) of your
silverware will be judged by the ability of the Silver
Polish you sell to always keep it in a new state.

CiNDO SILVER POLISH
is a polish that is every ounce good. Made of the best
ingredients and positively will not scratch. '
Prove this last statement for yourself. You can by ask-
ing for our FREE SAMPLE.

Paul Manufacturing Co., Boston, Mass

ROSARIES
FOR 1"1- 1 HOLIDAY SASON

Ou.
Production
Represents

The Best
in

Ecclesiastical

Work.

cA
Lifetime

Devoted to
This Class

,9f

Work.

q We are fully equipped to furnish anything in Ecclesiastical Wares of any
description. We have specialized on this class of work for many years and have
a most thorough knowledge of all the requirements
Time was when this class of goods was considered more or lees of a novelty.

Today they are looked upon as staple. Our line makes most acceptable
HOLIDAY and Easter gifts. Send for selection Package.

Our illustrated FALL CATALOG containing a roost complete
line of our goods is yours for the asking. WRITE FOR ONE

THE W. J. FEELEY COMPANY
Jewelers and Silversmiths : Ecclesiastical Art Metal Workers

182-203 Eddy Street PROVIDENCE, RHODE ISLAND
New York Office, 341 Fifth Avenue

Represented on the Pacific Coast by HENRY M. ABRAMS CO., 717 Market Street, SAN FRANCISCO, CAL.
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MARATHON
Extension Bracelets

Made from 1/20 Rolled Gold Plate, fitted with highly tempered
Steel wire springs, copper plated to prevent rust. Very strong
and durable, as well as elastic and flexible. Each bracelet put up
in an attractive display pocket and fully guaranteed by A. C. Co.

Sold Through

Attleboro, Mass.

t11,111 ■I■li .4 I LO.1,11.,11 ■ 1 iIldJJhI1. I

Jobbers Only

Bar Pin and Bracelet Sets
Made from 1/20 Gold Filled seamless wire, Rolled Gold Plate
and highest quality imported stones. Beautiful stone set, and
signet top patterns, braCelet and pin to match. Each set packed
in an attractive display box and fully guaranteed by A. C. Co.

REJ

WE have been working over time for
the past six weeks, the trade was

quick to realize that our line this season
is the best ever shown by this old estab-
lished house. We can still take care of
your holiday wants providing you
don't put off too long your purchases.
11. If our men don't call on you we
will cheerfully submit a few samples,
particularly of our big sellers such as
"Empire Festoons," Lorgnons, Ribbon
Sautoirs, Dinner Rings, Ribbon Bow
Pins, Breakless Bars, Clasps, Etc.

Our Shoe Buckle Catalogue just out,
Do you wish a copy?

Fishel Nessler Company
MANUFACTURING JEWELERS

184 Fifth Avenue New New York City

Establitthed Over a Quarter of a Century
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Popular Nobby Designs with PLATINOID

FINISH from $1.50 to $5.00 each

We are also showing a very fine line of combs

CLOSE SET with BRILLIANT WHITE STONES of

best quality imported stock.
Also a line of exceptionally clever HAT PINS.

In addition we will show our regular line of

MOUNTED COMBS and BARRETTES.

SEND FOR A SELECTION PACKAGE

JOSEPH W. HELLER CO.
•■•••

IMEIMMIB

— • White Stone Novelties Manufacturing Jewelers g

== 144 Pine Street PROVIDENCE, R. I.

:77-71=11111111111111111111111111111111111111111111111111111111111111111111111111111111i1111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111ET:

JEWELRY PADS ! !

SCARF PINS
BROOCHES
TIE CLASPS
ETC., ETC.

Also

(Send for samples and Prices)

We design and manufacture a large percentage of
country. We make them for

YOUNG BROS.
Displayologists

PROVIDENCE, R. I.

the pads used in

JEWELRY BOXES
MAILING BOXES
SILVERWARE CASES
ROSARY BOXES

the

SEND FOR A SELECTION
GOLD PLATED

ETRUSCAN AND EXCLUSIVE JEWELRY
We illustrate but a few of our many ideas made
especially for the jobbing trade.

Bar Pins Brooches Hat Pins Bracelets
Scarf Pins Link Buttons Fobs Waist Sets, etc.

E. A. SLADE & CO., Manufacturing Jewelers
45 UNION STREET, ATTLEBORO, MASS., U. S. A.
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Yes sir—. signs of real dollars— - dollars that are easily
within your grasp— dollars that are really yours and easy
to get. Now we're going to show you how.

We have published our plan in a big folder. In it we have told
you a lot of things about merchandising—not only pens, but other
goods as well. Any one of these schemes is worth thousands of
stamps. Yet you can learn them all for the price of one—even a
postal card will do. The big fo.'cler is free. And, mind you, all the
sales helps in it are free.

Self -Filling
Fountain Pen

will be in greater demand this year then ever before. Our
Magazine advertising is greater. Our window trims are better.
Our hangers and counter signs are more attractive. Our deal-
ers' newspaper ads are better pullers. Besides there are thous-
ands of more satisfied users now than last year who will do
more to push your sales than everything else combined.

Now is the time to get started. Clip the coupon and send for
the big folder today. Everything in it we'll furnish absolutely free.

(Cut Here)

THE CONKLIN PEN MFG. CO.
Toledo, Ohio

Gentlemen:—
Without obligation to order,

please send your big money
getting folder to

Firm

City

State

Sending in the coupon doesn't obligate
you in any way. Tear it off now. Mail
it today. "It Fills Itself"

The Conklin Pen Manufacturing Company
137 Conklin Building Toledo, Ohio
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Announcement to the Trade
We take pleasure in announcing the establishment, at

33 Park Place, New York City, of the Kienzle Clock Co.,

for the sale of the product of the famous Schlenker &

Kienzle clock factories, Schwenningen, Germany, already

well-known in America.

Henceforth any orders for Schlenker & Kienzle clocks

may be filled through this office. We have on hand a

complete line of A larm Clocks, Mantel Chimes, Chime

Regulators, Chime Hall Clocks, Cuckoo Clocks, Lever

Clocks and Fancy Clocks. Many of these clocks are now

placed on the American market for the first time. The

excellence of their workmanship and the reasonableness

of their price cannot be surpassed.

We shall be pleased to furnish further particulars and

to quote prices upon application.

THE KIENZLE CLOCK CO.
33 Park Place New York City
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ELEGANCE!
ELEGANCE FOR THE

THRIFTY RETAILER
At the COST OF THE ORDINARY

THIS IS A PERSONAL INVITATION TO EVERY
LEGITIMATE JEWELER OF THE SOUTHWEST TO
INSPECT OUR NEW AND MAGNIFICENT STOCK
BEFORE YOU BUY.

In the selections for our New House, we have constantly kept
your needs in mind. We recognize that our interests are mutual.
Before we can win, you must be successful ; therefore we fully appre-
ciate our responsibility in offering you classy stock that will make
you so.

Staples, as Watches, Diamonds and the like, are the foundation
of your business.

But there's a difference in staples. That they are standard,
alone, will not do. There's a choice in everything. If your choice
is nifty, newer desires are created, newer customers added, the old
ones, the better satisfied.

YOU KNOW AND WE KNOW THAT IN THE FINAL
ANALYSIS THE RETAILER AND THE WHOLESALER
ALIKE MUST ACCEPT AND BOW TO THE VIEW—
POINT OF THE CONSUMER AND GOVERN HIMSELF
ACCORDINGLY.

That's where our newer selections and newer service will appeal
to you. For in the organization of this new firm we feel that we have
profited by our twenty-five years' experience with the retail jewelers
of this territory. It would indeed be a sad commentary upon our
intelligence if we had not.

We want you to be successful. We believe we know the lines
that will make you so. We have attempted to combine in this firm
the practical experience of age and continued service, blended with
the enthusiasm and artistic touch of youth.

That's why our newer and more elegant stock--our broader and
more liberal service will eliminate your worries] of today and lend
zeal and interest to your problems of tomorrow.

A LETTER—AN ORDER--A CALL—OR A PLEAS—
ANT SMILE FOR OUR TRAVELERS WILL BE APPRE—
CIATED.

HOEFER JEWELRY COMPANY
C. C. FOEFER W. H. JOERS E. 0. BAUMGARTEN

1 109-1 1 Walnut St., Merry Bldg.

KANSAS CITY, - MISSOURI

-'"7-5,7c2RY • '1,-47' •
.
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I gi 1 A Alliffitti
Always specifY W. B.

goods of sour jobber.
Write for illustrations.

This beautiful new and original W. B. creation is by far the most popular showing this season in Art Metal Novelties.
It's a glossy white silver plate, hand tinted and burnished and harmonizes with the desirable white lines so much in favor.

It's something entirely new and different from anything ever before shown in metal.

Be the first in your citY
to displaY.
Write for illustrations.

W-B
M FG. CO

pA itt,S1 A N

)-(77-SHYER
Is y• ANIL, POP

GUARANTEED Tom HEAVILY
\ PLATED VATD PURE SILVER
\ AND WAND TINTED

Look for this mark
on all W-B goods

SUPERIOR TO ENAMEL
THE WEIDLICH BROS. MFG. CO.

MAKERS OF SILVER, GOLD AND BRASS PLATED WARE

New York Salearoom-1.5 Maiden Lane BRIDGEPORT, CONN.
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No. 992
Pendant Set

Our Popular 16 Size Watch
No. 992

is now made in PENDANT SET and is
in the hands of the jobbers.

Up to this time the No. 992 has been
made in Lever Set only; its popularity
with the Railroad Men has created a de-
mand from the public at large which we
are pleased to recognize.

It gives the Jeweler a popular priced
21 Jewel High Grade Watch in both
PENDANT and LEVER SET.

Place your orders at once.

Hamilton Watch Company
Lancaster, Pa.

The Master-builders of Accurate Timepieeei.

F.
fiiimmimicimmmincimummiciimmmiummoutimiummitiomminiammumitimumiffitimilimitriiimmuulliimmoufi

Iv 0 0 0 11 l . 
Egyptian Ivory Novelties and

= Vanity Cases
Examination will reveal that for QUALITY, FINISH

and WEIGHT they surpass all other lines
We illustrate two pages taken from our catalog

SEND FOR ONE—IT'S FREE

This Cut Illustrates Page 17

Home of the Egyptian Ivory

iiThe largest line of Inlaid Combs

This Cut Illustrates Page 13
The entire catalog is most profusely illustrated with good

salable, original ideas.
It will be to your advantage to SEND FOR ONE.

THE INLAID CO., Inc.
New York Office

33 UNION SQ., W.

,f1131 fl II 

Manufacturers

Factory
PROVIDENCE, R. I.

September 15, 1912 THE KEYSTONE 1883

Profit in the Jewelry Trade

An Instructive Analysis of the Profit Question with Special Reference to the Jewelry
Business by Harry A. Sebel, Buyer for Baldwin-Miller Co., Indianapolis, Ind.

At the close of the year's business how
many retail jewelers, after invoicing their
stock and summing their total expenses,
can reply to the query: "Why didn't I
prosper last year?" By comparison of
sales the jeweler finds his total business was
not below the each-year average, nor were
his expenses any greater, but he really
finds his stock representing a larger
investment. After considerable delibera-
tion he arrives at the conclusion that de-
preciation was "eating the chicken after
he had fried it," that is, he found a surplus
of unsalable merchandise that only serves
to represent cash profit.

Sufficient praise can not be given the
merchant who buys his merchandise
right, but the successful jeweler of today
is he who has the foresight, ability, keen-
ness and shrewdness to sell his merchan-
dise with a profitable margin attached.
Regardless of the efforts of organizations
some jewelers seem to be going each year
from bad to worse as price-cutters. Natur-
ally, there are many instances of excep-
tions to this rule, but undoubtedly in
every town and city where competition
is worthy of mention sufficient profit seems
to be a secondary consideration.
In discussion of this topic it is naturally

essential to consider first of all a man's
ability and knack to gain and hold his
customers' thorough confidence. If he is
located in a small town or even in a large
town the rule holds good that a merchant
must not only thoroughly familiarize him-
self with his trade, but at all times show
a most pleasant and inviting disposition,
whether the customer is a prospect or
certain purchaser. Naturally, his clerks
must follow the same example. The con-
sumer upon entering the average jewelry
store today is very seldom certain of pur-
chasing, the idea of looking most usually
being foremost in his mind, and without
the inviting smile or sign of congeniality
on the part of the clerk or salesman he
gets an unfavorable first impression which
is invariably hard to overcome. Confi-
dence on the part of his trade in his deal-
ings is the keynote to success for the
jeweler if he only has the nerve and judg-
ment to use it to maximum advantage,
and this does not mean simply a word of
thanks nor turning a trick on a competitor,
but implies a good profit on the sale.

Profits Depend on the Merchant

As we well know the retail jewelry
business is not one of quck sales and small
profits, but instead is a business of slow
sales and profits depending on the mer-
chant.
We must admit the fact that the average

retail jewelry store has very few staple
selling articles, being considered by many

as silverware, clocks and watches. Taking
into consideration lines of plated silver-
ware the blame for the lack of profit on
the foremost brands should be laid only
at the feet of the retail jewelers them-
selves, not the department stores, not the
manufacturers. The department stores
have long since discovered from experience
that the advertisement and sale of stand-
ard and well-known brands of plated silver-
ware is an excellent feature to draw
customers to their stores, using the un-
profitable means of selling these goods at
jewelers cost and then depending upon
their many other departments to overcome
the loss. In the face of such circumstance
why should the jeweler attempt to com-
pete against such merchandising? Vary
your line. Buy the goods that can not be
found in hardware or department stores.
All that is required is a little salesmanship
to convince the consumer of the difference.
Organization on the part of jewelers
against the sale of some lines to depart-
ment or hardware stores would soon serve
the purpose of forcing some manufacturers
to "sit up and take notice." But this
organization must essentially be general.

Silverware, whether plated or sterling,
is absolutely necessary to some extent
to every household, and has always and
will always be considered as a jewelry line.
Such being the case, why should the
jeweler allow general stores to carry their
hungry purpose of selling all this mer-
chandise, regardless of classification,
whether at a profit or not? Hence, what
does the jeweler do? Seeing the prices
quoted by others he immediately loses
nerve and instead of putting up a proper
fight or using necessary strategy to better
his own conditions he falls victim to the
price-cutting fever and turns down proper
profit to his own loss.

The Alarm Clock Illustration

Similar argument holds good with the
alarm clock proposition. In years past
nothing more beneficial has been available
to the jewelry trade than the sudden revela-
tion of alarm clocks at high restricted prices.
The manufacturers are certainly worthy
of mention in consideration of this benefit
as the demand was undoubtedly created
before the jeweler had sufficient nerve to
accept the proposition as a benefit. Now,
why does the consumer show the tendency
and willingness to pay $2.50 for an alarm
clock? Because he has the utmost con-
fidence in anything purchased at a jewelry
store, there being absolutely no attack on
the price by department stores or hard-
ware stores.

Recently a jeweler stated that his cus-
tomers could buy anything at any price
desired in the jewelry line at his store.
He stated that in this way he missed very
few sales, although he admitted that he
really had no average margin of profit.
What a serious error this jeweler is mak-

ing! Does he consider that when selling a
75 cent alarm clock that cost him 53
cents he loses money? Well, he does.
First, this merchant, as a general rule,
guarantees this alarm clock for one year.
As is certainly a well known fact an alarm
clock for this price does not run satisfac-
torily for even 6 months, and if this jeweler
will consider the time, labor and possible
expense used on this clock after its being
returned once, as well as consider the
prestige lost in having sold a piece of
unsatisfactory merchandise; also the per-
centage of the cost of expense of doing
business, he will find he has made nothing
on this sale. Instead of making an effort
to induce his customer to purchase a better
article he has made the quick sale to his
own detriment. Had the consumer been
induced to purchase the high trade article,
dissatisfaction would have been out of the
question, while the profit would have been
and remained in the cash drawer.

The Watch Business

Turning our attention to the "former
pivot " of the jewelry business—watches—
we are obliged to admit that this feature
of the trade has in the last few years
taken on a most serious aspect. As
to its past failing there may be grounds
for a difference of opinion, but as to its
future, its welfare rests with the jewelers
Watches retailing from $1 to $2.50
undoubtedly have been a serious detri-
ment to the watch business for the jeweler,
but the jewelers' acceptance and approval
of the sale of $1 watches has served to
encourage that end of the business. In-
variably the jeweler will find the effect
of the $1 watch business almost identical
with that of the cheap clock business.
Profit about 30 cents, time, labor, cost of
repairing, as well as the cost of doing busi-
ness added to the value of prestige lost in
each sale of a watch that proves unsatis-
factory—all these total more than over-
comes the profit made, and when a $1
watch is sold what have you done? You
have filled the requirements of a better
watch, you have satisfied a customer
temporarily with a time-piece that offers
you no profit, whereas had you sold a 7
or 15 jewel watch you would have been
justified in a financial as well as a reputable
way—and again it is found in a number of
instances that the jeweler seems to be
satisfied with a ridicuously low margin
of profit on 7 or 15 jewel watches.

Although watches are considered in a
jeweler store as staple as sugar in a grocery
store, one fact is usually overlooked.
One hundred dollars worth of watches
carried one year cost the retailer $106,
considering money worth 6 per cent. It
is estimated by many that the average
business expense of the jeweler will ap-
proximate about 15 per cent. Not con-
sidering small repairs done gratis on
watches during the year, nor other wear
and tear that would accumulate a slight
expense; this mentioned $100 worth of
watches at the end of one year costs the
jeweler $121.90 total. If he adds a net
50 per cent to his original cost of $100
his income on same, figures $150—a net
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profit of $29.10—approximately 25 per
cent profit on his investment, which we
must agree is not enough. However, even
calculating on these figures ask yourself
whether you are adding 50 per cent margin
on the watches you are selling. Many
dealers can not conscientiously say "yes,
but they can answer "yes" if asked
whether they sell a watch costing $7.60
for $8.50, but ask them why, and you are
told it is done to stimulate business. . If
that stimulant could only be tasted, the
palate would immediately become furi-
ous. It is a bad taste. They are ruining
their own business, they are degrading the
standard of their own store in the face
of their best customers by endorsing
a cheap article and working injury
to themselves and others by exposing the
cost and low pricing of watches. The re-
sult is that the jeweler loses the sale or
possibly robs his competitor of the sale at a
larger profit, while in most cases the cus-
tomer is encouraged to finish his trading
trip by purchasing a $1 watch.

Elevate the standard of your merchan-
dise instead of degrading it, and have the
nerve to place a profit on your goods if
you have the confidence in the honesty of
same! If your competitor marks a
ridiculously low price on his watches do
not mark your display at all. Encourage
the curious purchaser to enter your store
and then use your selling ability as well
as your integrity to induce your customer
to buy.

The Watch Repair Department

As to lack of profit on the watch repair
end, that should be considered by the
jeweler as part of the secret of the success
of his entire business. Furnish your trade
with the best work possible; but unless
profit is added, watch repairing is a losing
proposition. Some retailers advertise and
clean watches or furnish main springs
for 50 cents. That undoubtedly is beyond
discussion, as it can not be done properly
at a gain, for 50 cents, and if it is not done
properly it is an injury to the store. A
customer if informed thoroughly as to
the trouble with his watch will not hesitate
to pay a reasonable amount which allows
a revenue for the workman, and if satis-
factorily done the result strengthens the
customer's confidence in the store which
usually means a large future dealing.
Having decided to increase our profits

on the three staple lines, silverware,
clocks and watches, we are now prepared
to discuss the novelty end of our business
known as card jewelry. On account of
the lessened demand of the general
public, as well as the discouragement of
the average jeweler, the solid gold jewelry
business has suffered considerably in late
years. Truly the similarity of patterns
in solid gold and gold filled grades has also
had its effect, but nevertheless in the end
the jeweler who has the nerve to carry
solid gold jewelry and the nerve to show
and push it, very seldom loses on that kind
of investment.
In many localities the jeweler seems to

prefer to meet the demands of his trade,
but by waiting for demands, in the end he

finds the grade of his merchandise to be
going down instead of upward. Whether
link buttons, scarf pins or bracelets—
regardless of what it may be—it is a well
known fact that these lines are novelties
or fads. The consumer never knows for
certain what he wants, but at some time
sees the proper article and fancies it.
That is the wonderful benefit of proper
window display, window display of new
merchandise, good quality goods that
will stand the inspection of the critical
eye. In the end your sales will be larger,
in the end your merchandise will look
better, regardless of the wear and tear,
and in the end you have more satisfied
customers. Many retailers do not seem
to understand why they continue to allow
cheaper goods to predominate in their
stocks. To inquiry they answer, "We
have department store competition. Our
jewelry store competitor is advertising
50 cent bar pins. We must keep up with
them." Oh! what a serious error. Why
compete with the department store?
Allow the department store to sell their
inferior goods at low prices. Prove to
your customers that they are not buying
jewelry at a department store at such
prices, by refusing to carry or sell such
goods yourself. It can not be accom-
plished in one day, but eventually
can be.
The consumer fancies the merchan-

dise he buys in the department store
because it is similar to merchandise seen
in your window. If your customer calls
for 25 cent link buttoms you should be out
of them, you should explain to him that
such merchandise can not give satisfac-
tion, but for a slight addition in price, you
can furnish nice, clean, dependable jew-
elry, but make your profit.

By Way of Illustration

Then take into consideration the ex-
treme novelties, for instance, ear drops.
You have purchased three pair costing
you $3 per pair. You place them in your
window and as happens a customer
fancies them. She enters and you inform
her that the price is $4.50 per pair, you
having a desire to start the sale of an
uncertainty. She purchases a pair. You
are, as time wears by, selling considerable,
lower priced ear drops, and possibly do
not sell another pair of those in question
until, say, 2 months later, again accept-
ing $4.50 per pair. You now have
$9 on the original investment of $6
and although you find and realize that ear
drops are losing their hold as a seller you
continue to sell you lower priced drops
without making any effort to dispose of
your single remaining pair in question,
costing you $3, otherwise now known as
the profit on your investment. Time
wears by and these ear drops have de-
preciated to a total loss. What have you
done? You have lost 54 cents as a money
valuation on your former investment
of $9.
Had you added the proper profit

when the novelty was young and in de-
mand, which should not be less than 100
per cent, even though you fail to sell the
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one remaining pair, you would have sold
the two pair for $12, and had you later
made a successful effort to dispose of the
one pair for your original cost you can
naturally see you would have made a
fair total profit instead of a loss. This
instance is no reflection on the stability of
ear drops, but merely an example of only
one single novelty experience, and you
fully realize the extent of the novelties
and new merchandise in your store where
the same story holds good.

It is not with a desire to encourage
unlimited profit margins to be added to
the cost of goods, but with a desire to
show why the jeweler is unable to answer
the question at the end of the year; " Why
did I not prosper?" Lack of profit is the
invariable answer. When business is poor
be as conservative in buying as possible,
but always figure your natural, necessary
profit on your investment. Cash money
is always worth 6 per cent at the banks,
a man's labor whether in his own store or
another's is always valued accordingly,
and should be considered when figuring
the expenses of your business. That is
part of the per cent. As explained de-
preciation is the great loss. In your
per cent when figuring cost of conducting
business do not overlook risk of deprecia-
tion, but overcome it as much as
possible.
And one fact always keep in mind;

when the public does not desire jewelry,
price is no inducement; when it does desire
it and especially fancies it, price is no
object. Live and let live.

Suggestions for Side Lines

A druggist gives his experiences as
follows: I find that souvenir post-cards
pay very well, better than anything else
in the store. You can take local pictures
yourself and have them made up into
photographic cards. These sell very well.
Besides we have birthday and holiday
cards. I buy cards in quantity, and they
net me from 100 to 500 per cent profit.
One must have as big a variety as possible
and select subjects that are more or less
seasonable the year round.

Graphophones are also very profitable,
particularly in the fall and winter. Every
one loves music. If you have a good line
of records, people will listen to the pieces
you play for your own pastime, and this
often leads to the sale of a graphophone. I
was surprised at the number I sold in two
months. The first cost is small considering
that it means a customer for new records
each month. This line pays very well—
about 40 per cent.
Then in the summer I handle fishing

tackle. Every fisherman knows that
when he starts to buy there is no end.
Fishing tackle pays very well—from 100
to 1,000 per cent. Make an attractive
window with everything used in fishing,
and you can sell every fisherman an outfit.
Offer a prize for the biggest catch or big-
gest fish caught and brought to your store,
and you will have success in the sale of
fishing tackle.
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Eveiy Big Ben you sell, rings up $2.50 on your cash register.

I
T seems hard to believe that it's
only two years since Big Ben has
been placed on the market.
For when you stop to think of the

alarm clock business as it used to be and
the alarm clock business as it is today
—it doesn't seem possible that any

single article could have wrought such
changes within such a short time.
Two years ago alarm clocks were

Nickel or brass finish. Height 7 Inches.

sold under any old name, at any old
price, and in any old way.

Today 18,000 out of 25,000 jewelers are
selling a certain alarm clock at a fixed price
of $2.50, and selling 2,500 every clay in the
year.—That alarm is Big Ben.—In two years'
time it has easily become the best known
article that is handled today in jewelry stores.

And there are just three reasons for Big Ben's favor,
quality, profit, demand. We know few articles in any
line of goods that possess these elements of success to a
greater degree; we know none that deserves it more.

Dial 434 Inches. Rings steadily for 5 minutes or intermittently for le.

' Western Clock Co. (Westclox)
La Salle, Illinois
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profit of $29.10—approximately 25 per
cent profit on his investment, which we
must agree is not enough. However, even
calculating on these figures ask yourself
whether you are adding 50 per cent margin
on the watches you are selling. Many
dealers can not conscientiously say " yes,"
but they can answer "yes" if asked
whether they sell a watch costing $7.60
for $8.50, but ask them why, and you are
told it is done to stimulate business. • If
that stimulant could only be tasted, the
palate would immediately become furi-
ous. It is a bad taste. They are ruining
their own business, they are degrading the
standard of their own store in the face
of their best customers by endorsing
a cheap article and working injury
to themselves and others by exposing the
cost and low pricing of watches. The re-
sult is that the jeweler loses the sale or
possibly robs his competitor of the sale at a
larger profit, while in most cases the cus-
tomer is encouraged to finish his trading
trip by purchasing a $1 watch.

Elevate the standard of your merchan-
dise instead of degrading it, and have the
nerve to place a profit on your goods if
you have the confidence in the honesty of
same! If your competitor marks a
ridiculously low price on his watches do
not mark your display at all. Encourage
the curious purchaser to enter your store
and then use your selling ability as well
as your integrity to induce your customer
to buy.

The Watch Repair Department

As to lack of profit on the watch repair
end, that should be considered by the
jeweler as part of the secret of the success
of his entire business. Furnish your trade
with the best work possible; but unless
profit is added, watch repairing is a losing
proposition. Some retailers advertise and
clean watches or furnish main springs
for 50 cents. That undoubtedly is beyond
discussion, as it can not be done properly
at a gain, for 50 cents, and if it is not done
properly it is an injury to the store. A
customer if informed thoroughly as to
the trouble with his watch will not hesitate
to pay a reasonable amount which allows
a revenue for the workman, and if satis-
factorily done the result strengthens the
customer's confidence in the store which
usually means a large future dealing.
Having decided to increase our profits

on the three staple lines, silverware,
clocks and watches, we are now prepared
to discuss the novelty end of our business
known as card jewelry. On account of
the lessened demand of the general
public, as well as the discouragement of
the average jeweler, the solid gold jewelry
business has suffered considerably in late
years. Truly the similarity of patterns
in solid gold and gold filled grades has also
had its effect, but nevertheless in the end
the jeweler who has the nerve to carry
solid gold jewelry and the nerve to show
and push it, very seldom loses on that kind
of investment.
In many localities the jeweler seems to

prefer to meet the demands of his trade,
but by waiting for demands, in the end he
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finds the grade of his merchandise to be
going down instead of upward. Whether
link buttons, scarf pins or bracelets—
regardless of what it may be—it is a well
known fact that these lines are novelties
or fads. The consumer never knows for
certain what he wants, but at some time
sees the proper article and fancies it.
That is the wonderful benefit of proper
window display, window display of new
merchandise, good quality goods that
will stand the inspection of the critical
eye. In the end your sales will be larger,
in the end your merchandise will look
better, regardless of the wear and tear,
and in the end you have more satisfied
customers. Many retailers do not seem
to understand why they continue to allow
cheaper goods to predominate in their
stocks. To inquiry they answer, "We
have department store competition. Our
jewelry store competitor is advertising
50 cent bar pins. We must keep up with
them." Oh! what a serious error. Why
compete with the department store?
Allow the department store to sell their
inferior goods at low prices. Prove to
your customers that they are not buying
jewelry at a department store at such
prices, by refusing to carry or sell such
goods yourself. It can not be accom-
plished in one day, but eventually
can be.
The consumer fancies the merchan-

dise he buys in the department store
because it is similar to merchandise seen
in your window. If your customer calls
for 25 cent link buttoms you should be out
of them, you should explain to him that
such merchandise can not give satisfac-
tion, but for a slight addition in price, you
can furnish nice, clean, dependable jew-
elry, but make your profit.

By Way of Illustration

Then take into consideration the ex-
treme novelties, for instance, ear drops.
You have purchased three pair costing
you $3 per pair. You place them in your
window and as happens a customer
fancies them. She enters and you inform
her that the price is $4.50 per pair, you
having a desire to start the sale of an
uncertainty. She purchases a pair. You
are, as time wears by, selling considerable,
lower priced ear drops, and possibly do
not sell another pair of those in question
until, say, 2 months later, again accept-
ing $4.50 per pair. You now have
$9 on the original investment of $6
and although you find and realize that ear
drops are losing their hold as a seller you
continue to sell you lower priced drops
without making any effort to dispose of
your single remaining pair in question,
costing you $3, otherwise now known as
the profit on your investment. Time
wears by and these ear drops have de-
preciated to a total loss. What have you
done? You have lost 54 cents as a money
valuation on your former investment
of $9.
Had you added the proper profit

when the novelty was young and in de-
mand, which should not be less than 100
per cent, even though you fail to sell the
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one remaining pair, you would have sold
the two pair for $12, and had you later
made a successful effort to dispose of the
one pair for your original cost you can
naturally see you would have made a
fair total profit instead of a loss. This
instance is no reflection on the stability of
ear drops, but merely an example of only
one single novelty experience, and you
fully realize the extent of the novelties
and new merchandise in your store where
the same story holds good.

It is not with a desire to encourage
unlimited profit margins to be added to
the cost of goods, but with a desire to
show why the jeweler is unable to answer
the question at the end of the year; " Why
did I not prosper?" Lack of profit is the
invariable answer. When business is poor
be as conservative in buying as possible,
but always figure your natural, necessary
profit on your investment. Cash money
is always worth 6 per cent at the banks,
a man's labor whether in his own store or
another's is always valued accordingly,
and should be considered when figuring
the expenses of your business. That is
part of the per cent. As explained de-
preciation is the great loss. In your
per cent when figuring cost of conducting
business do not overlook risk of deprecia-
tion, but overcome it as much as
possible.
And one fact always keep in mind;

when the public does not desire jewelry,
price is no inducement; when it does desire
it and especially fancies it, price is no
object. Live and let live.

Suggestions for Side Lines
A druggist gives his experiences as

follows: I find that souvenir post-cards
pay very well, better than anything else
in the store. You can take local pictures
yourself and have them made up into
photographic cards. These sell very well.
Besides we have birthday and holiday
cards. I buy cards in quantity, and they
net me from 100 to 500 per cent profit.
One must have as big a variety as possible
and select subjects that are more or less
seasonable the year round.

Graphophones are also very profitable,
particularly in the fall and winter. Every
one loves music. If you have a good line
of records, people will listen to the pieces
you play for your own pastime, and this
often leads to the sale of a graphophone. I
was surprised at the number I sold in two
months. The first cost is small considering
that it means a customer for new records
each month. This line pays very well—
about 40 per cent.
Then in the summer I handle fishing

tackle. Every fisherman knows that
when he starts to buy there is no end.
Fishing tackle pays very well—from 100
to 1,000 per cent. Make an attractive
window with everything used in fishing,
and you can sell every fisherman an outfit.
Offer a prize for the biggest catch or big-
gest fish caught and brought to your store,
and you will have success in the sale of
fishing tackle.
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Ever), Big Ben you sell, rings up $2.50 on your cash register.

I
T seems hard to believe that it's
only two years since Big Ben has
been placed on the market.
For when you stop to think of the

alarm clock business as it used to be and
the alarm clock business as it is today
—it doesn't seem possible that any

single article could have wrought such
changes within such a short time.
Two years ago alarm clocks were

Nickel or brass finish. Height 7 Inches.

sold under any old name, at any old
price, and in any old way.

Today 18,000 out of 25,000 jewelers are
selling a certain alarm clock at a fixed price
of $2.50, and selling 2,500 every day in the
year.—That alarm is Big Ben.—In two years'
time it has easily become the best known
article that is handled today in jewelry stores.

And there are just three reasons for Big Ben's favor,
quality, profit, demand. We know few articles in any
line of goods that possess these elements of success to
greater degree; we know none that deserves it more.

Dial Inches. Rings steadily for 5 minutes or intermittently for lc.

' Western Clock Co. (Westclox)
La Salle, Illinois
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CONTINUOUS EXPANSION
BRACELET
(Not for watch)

Old English, Chased, VI" wide
Polished, Plain, WI" wide
Old English, Plain, 34" wide
Roman, Plain, 1/1" wide

No. 1417
No. 1405
No. 1406
No. 1407

EXPANSION BRACELET
With 20 Year Wadsworth Case Ready

for Movement
No. 1408/Case, Polished. Plain, 34" wide
No. 1409/Case, Old English, Plain, 3,4" wide
No. 1410/Case, Roman, Plain, 1A" wide
No. I418/Case, Old English, Chased, Yi" wide
No. 1415/Case, Old English, Plain, IV wide
No. 1416/Case, Old English, Chased, A" wide
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jr& B
rNACIF YAW

REGISTERED

The Frail Expansion Bracelet Has the
Greatest Expansion of Any Bracelet

on the Market 

II will expand to 10 inches to go over the largest hand and contract to 6 inches
to fit the smallest wrist.
We furnish the F. & B. Expansion Bracelet with 20 year Wadsworth Cases
ready for 11 ligne movement, also the 0 size Keystone Case.
We furnish the F. & B. Expansion Bracelet with the Wadsworth 20 year guar-
anteed case, as shown, and the well known Tavannes Swiss Watch movement.

SEE OUR CIRCULAR JUST ISSUED.

HAVE YOU SEEN OUR FALL BLUE BOOK CATALOG " Q ". JUST

ISSUED SHOWING 10,000 ARTICLES IN ROLLED GOLD FILLED
JEWELRY A N D STERLING SI LVER TOILET AND MAN I CUR E
GOODS. EVERY PIECE WE MAKE IS PLAINLY STAMPED WITH
OUR TRADE MARK, AN ASSURANCE THAT WE STAND BEHIND

OUR GUARANTEE.

THEODORE W. FOSTER & 13R0. CO.
Manufacturing Jewelers and Silversmiths

100 Richmond St. Providence, R. I.
NEW YORK : 13 Maiden Lane CHICAGO : Heyworth Building CANADA : Kingston, Ont.
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I SOLID GOLD FRONT LOCKETS
640

II

:14

Tie Clips
Coat Chains
Cuff Links
Coat Chain

Tops
Fobs

77

II

'74

Bar Pins
Scarf Pins
Cuff Pins
Collar Pins
Waist Sets
Crosses
Lockets

Made of extra heavy quality Gold Shell with Solid Gold Joints and Rivets.
The finish of our Lockets is exceptional, the gold being drawn over the edge u:

presenting a solid gold edge all around.
Ask your jobber to show our line. Trade-mark stamped on both cards and goods, H.
SYKES & STRAND BERG

Manufacturing MARK 

MASSACHUSETTSJewelers 
SE, ATTLEBORO,
\--/ 

THIS

TRADE

Registered in United Stales and Canada
GUARANTEES THE PRODUCT  

SCH38000001111MOMIDOMMIUMIUMODUIMMUUMMICHUMMIMMUM

0

HALL

CLOCKS
HE highest type and char-
acter of work is portrayed

in our product. For fourteen
years we have consistently en-
deavored to so build our clocks
as to reflect an enviable reputa-
tion for our entire output. How
well we have succeeded is
shown by our continuous
growth. We make a very High-
grade line of Regulators, Bank
and Balcony Clocks, Willard
Banjo Clocks, Etc.

Our Catalogue will serve to show you all

If you haven't one, write us

WALTHAM :: MASSACHUSETTS

WE SELL

TRADE 33-43 GOLD STREET, NEW YORK
EXCLUSIVELY

THE LARGEST MANUFACTURERS OF
GOLD JEWELRY IN THE WORLD

"Pr

PRICES
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AN IMPRESSIVE LINE at USABLE PRICES

Goods Well

Bought

are

Half Sold

THE
" The Last Word " in Punch Sets

When in
NEW YORK

You Are
Cordially Invited
To Visit Our
Ware Rooms

38 Murray St. and
Inspect Our Many
New Designs.

PAIRPOINT CORPORATION
w.....

Photograph Books Cut Glass
showing any of these Silver Plate FACTORIES: BRANCHES:
lines complete loaned Electric Portables 

NEW YORK, 38 Murray Street=.. to the trade on appli- Prize Cups NEW BEDFORD, MASS. MONTREAL, Coristine Building, St. Nicholas St.= cation for inspection. Brass Goods and
= Sheffield Reproductions SAN FRANCISCO, 717 Market St.
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Veil Pins!
The Popular R. B. M.
Line of Pins are Big Sellers

WHY?
Because of the exceptionally
fine finish, exquisite designs and
best of all—the Wearing
Quality.
If you have not already taken
on this line

Do so AT ONCE

It will be to your advantage

R. B. Macdonald & Company
ATTLEBORO
MASSAC HUSETTS

Ii

They Are Profit Makers
O-B Signet Rings need no introduction. They are the recognized leaders.
The increasing demand upon this department of our business has caused us to
give Signet and Stone Set Rings our especial attention this season, resulting in

A Larger, More Varied and Artistic Line of Signet
and Stone Set Rings than the Trade has ever seen.

This line is backed up by a large in-vault stock enabling the dealer to order duplicates for im-
mediate delivery. The patterns are unique — the quality of every ring absolutely guaranteed.

Combination Band and Signet Rings a Feature
0-B Signet Rings sell for popular prices and every ring carries substantial profit for the
dealer. All 0-B rings are wrapped in anti-tarnishing paper to protect their high finish.

Compare 0-B Signet Rings with Others.
The well-known Quality and Saleability of O-B Signet Rings will be quickly apparent.
You cannot afford to sell rings of less quality. Why not sell the Best ?

ASK YOUR JOBBER
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Festoon Neck Chains
are the latest

We are showing a very exten-
sive line now to the Jobbers

Diamond Mountings
rooches
La Vallieres

Ira ice llets

TRADE dF MARK
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AR PENS
10 AND 14 KARAT SOLID GOLD

7836 7833

7984

T. U. FROTHHINOIHAM & CO., North Attleboro, Mass.

TRADE MAR K

Earrings
Scarf Pins

ar Pins, Etc.
Your jobber will supply our line

Diamond " F" stands for
Frothingham

and FINE FINISH
M01.1.....1111111011011111111 0111110111111111111111111.11111111111111n1111■111111M111101111111114.11411111111■1111111111■1110111111111111(1■1111■111111(1111■111111,113.1..111.(11.1.1.11 
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YOU, MR. JEWELER,

.•■■•••••••••

•••050'4,;•-_—

1Ricbter
Main 010104 a nd 33Fac

will have numerous calls this Fall for

VASES
in

SILVER DEPOSIT

Be Prepared. Don't wait until the last
moment; order NOW our new line of

Poinsetta Vases
Finest Green or Crystal Glass.

Extra Heavy Engraved Silver
Ornamentation

to to to
POINSETTA VASE

925-12— 4 inch
926-12— 6 "
927 12— 8 "
928-12-10 "  
929-12-12 '•
930-12-14 "

1 50
6  50
10  00
16 00
20.00
26  00

Subject to Keystone Discount and 5% 10 days
ARE YOU ON OUR MAILING LIST?

If not, just drop a postal with
your name and address to

Mfg. Co.
Canal St., Providence, R. I.

New York Office, 15 Malden Lane. H. H. COLLARD, Representative

PREPARE FOR THE
ENGRAVING HARVEST

The engraving fad still holds sway and the public insists on the finest
work. There is prestige and profit for the jeweler in artistic lettering,
and loss of both in commonplace work. The jewelers' salvation in
monogram engraving ;s the high-class compilation

HORNIKEL'S ENGRAVERS'
TEXT BOOK

which makes the work easy for the engraver and assures satisfaction to
the customer. No matter what form of letter engraving may be called
for, this hook furnishes many models of unexcelled beauty.
This work is now considered an essential in every first-class jewelry store.

A Copy Will be Sent Postpaid to Any Pad of the World
on Receipt of Price, $6.00 (Z.1 5s)

  FOR SALE BY  

THE KEYSTONE PUBLISHING CO.
809-811-813 North 19th Street :: :: PHILADELPHIA, PA.

MOROCCO L CASESSTERLING 
Exclusive in Design

Finest Quality of Material

and Workmanship in

Every Detail

NEW YORK OFFICE, Silversmith Building
SAN FRANCISCO OFFICE, Jeweler's Building

Made in Eight Sizes

3 x 4" to 7 x 9"

All with Locks

Write Us For Prices

WARWICK STERLING COMPANY
PROVIDENCE :: :: RHODE ISLAND
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Law for the Retail Jeweler
[Copyright by Elton J. Buckley]

[ A series of articles specially compiled by a
well-known lawyer for the better education of
the retail dealer in the law and its relation to the
different phases of his business.—ED.1

XXX.—It Is Now the Law That Mailing False
Financial Statements to Obtain Credit Is
Criminal Misuse of the Mails

Several months ago I discussed in one
of these articles the different ways in
which a man in commercial business could
get into trouble for misuse of the mails.
In the course of the article I said that the
United States Government had just
brought a criminal prosecution against a
New York business house for alleged
misuse of the mails by sending through the
mails false statements of financial standing
in order to obtain credit. It was stated
that this was the first case in which the
law against misuse of the mails had been
extended to mailing false statements as to
one's financial condition, and I speculated
somewhat as to what the outcome would
be. This case has just been tried in the
New York Courts, as has another one
exactly like it in the courts of Mississippi.
In both of them it was decided that a man
who sends by mail, to prospective credi-
tors, or to any one else of whom he is
desirous of obtaining credit, statements or
representations that he is better off
financially than he actually is, has com-
mitted a criminal offence entirely separate
from the crime and the civic offence of
obtaining property under false pretences—
that is, he has committed the crime of
misusing the United States mails.

Obviously this is of the highest im-
portance to all business men, who even
if they do not themselves send false credit
statements by mail may at any time
receive them. I have therefore obtained
a record of the proceedings in both of
these cases.

Federal Law Violated

The law under which this new ground i ;
broken is Section 215 of the Federal
penal law of 1873, which reads as
follows :—

Whoever, having devised or intending to devise
any scheme or artifice to defraud, or for obtaining
money or property by means of false or fraudulent
pretences, representations or promises * * * *
shall, for the purpose of executing such scheme or
artifice or attempting so to do, place, or cause to
be placed in any letter, postal card, package,
writing, circular, pamphlet or advertisement,
whether addressed to any person within or
outside the United States, in any post office, or
station thereof, or street or other letter box of the
United States, or authorized depository for mail
matter, to be sent or delivered by the post office
establishments of the United States, or shall take
or rt clive any such therefrom, whether mailed
within or without the United States, or shall
knowingly cause to be delivered by mail according
to the direction thereon, or at the place at which it
is directed to be delivered by the person to whom
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it is addressed, any such letter, postal card,
package, writing, circular, pamphlet or advertise-
ments, shall be fined not more than $1,000, or
imprisoned not more than five years, or both.

As stated, this law has never before
been used against anything except crimes
in the nature of gold brick, green goods,
fake medicine advertisements, etc. The
defendant in the New York case was
Joseph Scheinberg, a partner in the firm
of A. & J. Scheinberg, wholesale dry
goods people. Scheinberg sent to two
commercial agencies and a commission
house, in January 1, 1910, a statement
showing the firm to be perfectly solvent
and to be worth net about $60,000.
The agencies sent out this information to
their clients, with the result that the
Scheinbergs obtained a considerable
amount of credit and bought large quanti-
ties of merchandise on the strength of it.

Government Investigation

Then they went into bankruptcy.
When the Government accountants got

to work on the books they found that
the Scheinbergs were worth $65,000 less
than they had claimed to be; in other
words instead of a net worth of $60,000,
they were insolvent by $5,800. Even
making the most generous allowance for
all mistakes and exaggerations as to the
value of stock on hand, bills receivable,
and so on, there was a discrepancy of
$47,000 between the claim and the truth,
which was explainable only on the ground
of intentional fraud.
The defendant's attorneys raised and

stood on every conceivable technicality,
but the Judge ruled as follows:—

If, it was the intent of the defendant to defraud
creditors, or those about to become crelitors of
A. and J. Scheinberg by making false representa-
tions of the firm, then it is the duty of the jury
to bring in a verdict of "guilty"; a false or
misleading statement made through gross care-
lessness or lack of knowledge of figures, to mislead
others in order to secure property belonging to
others is a false representation; it is not necessary
that the Government should prove the defendant's
firm was bankrupt at the time the said alleged false
statements were made; it was enough to prove
whether or not there was a present intent to get
other's property by false representation.

The jury found the defendant guilty
and he was sentenced to one year and
three months in prison, for the first time
in the history of the United States. The
case gives a new remedy to any firm de-
frauded by a customer by false financial
statements.

An Analogous Case

The Mississippi case was in principle
practically the same. The defendant
there was T. J. Roberts, secretary and
treasurer of Roberts, Beard & Co. Like
Scheinberg, Roberts, in an effort to obtain
credit he mailed a statement of the
firm's financial standing to creditors in

Lynchburg, Va., who relied on them and
shipped a large bill of goods. Here also
the claim was proven false and the defend-
ant found guilty. Luckily he escaped with
a fine of $100 and costs.

These cases both showed the importance
of preserving the envelopes in which the
false credit statements went through the
mails. Usually envelopes are destroyed,
which would have entirely defeated the
prosecution, unless some witness could
have sworn, months after its receipt, that
the communication came by mail. This
of course would be quite unlikely. In
a prosecution for misuse of the mails,
it is obvious that evidence must be pro-
duced showing that the mails were used.
This evidence can be presented in no other
way so clearly and conveniently as by
the envelopes in which the statements
were mailed.

Size Up Your Store

When you have nothing else on your
mind, or time to take a little march across
the street, face right about and aim your
gaze at your own store. Size it up—win-
dows, signs, paint, everything—and see
if there is not something that can be im-
proved. Try to watch the details of ap-
pearance and have a store that looks like
a thriving place of merchandising and not
secondhand junk-shop. Give the store
a fair chance.

Business may not be so bad, after all.
It may be the business place that is out
of order. It is a bad habit to get into the
way of letting well enough alone. It is
never "well enough." Improvement is
progress and progress spells success.
The coming season opens up unusual

opportunities and much may be learned
from the efforts of a successful competitor
in preparing for it. Observe the character
of his advertising, the display of his
stock, the lines of goods which he is
showing and the circulars or other adver-
tising matter which he is distributing. It
is no humiliation to one's self respect to
adopt the methods of one who is more
competent or at least of one who is
achieving better results.

Letter to Jewelers
Number 27

Here is an instance of business begun that might
have been missed; it, generally, is missed.
Wehler Brothers, Algona, lows), wrote us in

answer to our first Keystone advertisements last
September: "We don't know you. If you choose
to send an assortment of 20 Vatti rosaries on ap-
proval, we will receive them."
That was frank and fair; they were in good

credit; we sent the rosaries with such helps as we
had then, far from what we have now.
We received immediately the $24.75 with a let-

ter that made their first doubts an agreeable
memory; also, later, an order for 1Y2 dozen more.
Most people don't do anything when in doubt.

They did better. We did too. We like their way;
and they like ours; we hope they will like to be
told of.

Vatti Rosary Co., 106 Fulton Street, New York
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The Howard
THE American business man,it is said, never writes when
he can "wire." He sends 500,000 tele-
grams every working day, keeping fifty-
nine thousand offices busy and nearly
two million miles of wire.

I t is an index of the national spirit of "put-
ting the thing across"—getting it done. The
same spirit of punctuality and practical time-
saving that leads so many men to select the
HOWARD Watch.

Whether a man realizes it or not—his working activities
don't escape being judged by HOWARD standards.

Watch
There are HOWARD Watches in the pockets of his

superiors and his associates—and probably some of his
subordinates.

Not every HOWARD owner is a moneyed man, by any
means. The most eager purchasers of HOWARDS are the
earnest young fellows who have to strain a point to get one—
like any other special effort they make to get ahead.

Any way you look at it, to the man who really cares, a
HOWARD Watch is always worth what he pays for it.

The price of each watch is fixed at the factory and a
printed ticket attached—from the 17-jewel (double roller) in a
Crescent Extra or Boss Extra gold-filled case at $40, to the
23-jewel at $150—and the EDWARD HOWARD model at
$350.

Not every jeweler can sell you a HOWARD Watch.
Find the HOWARD jeweler in your town and talk to him.
He is a good man to know.

Admiral Sigsbee has written a little book, "The Log of the HOWARD Watch," giving the record of his own
HOWARD in the U. S. Navy. You'll enjoy it. Drop us a post-card, Dept. H, and we'll send you a copy.

E. HOWARD WATCH WORKS, Boston, Mass.

The above announcement appears in the leading magazines and periodicals for September. It reaches 7,500,000 subscribers !about 30,000,000 readers). It will beseen by every man in your community who can afford to buy a watch. Some of them will be interested. Are you a HOWARD dealer ? Do the people of
your locality know that they can find the HOWARD at your store?
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SAN FRANCISCO

Bright Outlook for Fall Trade—Out-of-town
Non-Retailing Association

San Francisco, September 7.—The jewelers in
this city are opening the fall season in apparent
confidence that they will have a trade somewhat
above normal if not exceptionally large. During
the past weeks, the trade visitors to this city from
distant points have been exceptionally numerous
and the average purchases have been quite liberal.
The announcement of the Non-Retailing Whole-
sale Jeweler s and Silversmiths' Association of
the Pacific Coast which was mailed to the trade
on August 1, through an error in printing, omitted
the name of Meyer, Cahn & Talbott, the whole-
sale jewelers of South Broadway, Los Angeles.
This firm was one of the first non-retailing whole-
sale jewelers to sign this document. The forma-
tion of the new association is reported elsewhere in
this issue.

Walter Green, of Carrau & Green, wholesale
diamond merchants of San Francisco, cables direct
from the diamond markets of Europe that he will
be back at his office about September 15. This
will be about the quickest diamond purchasing
trip that Walter has ever made, he being away
from San Francisco just six weeks in all.

Louis Russ, the retail jeweler of Bakersfield, Cal.,
found it necessary to visit the wholesale jewelers in
San Francisco recently.

Castagnetto & Matteucci, the enterprising re-
tail jewelers of 229 Columbus avenue, San Fran-
cisco, have greatly improved their retail store by
having an entire new front put in their building.
The show windows now compare favorably with
any of the retail establishments in this city.
G. Crisp, who has been connected with the

Geneva Watch & Optical Company, on South
Broadway, Los Angeles, has gone into business
for himself at Central and Vernon avenues, Los
Angeles.
R. F. Allen, the resident of Nordman Brothers

Company, has just returned from an extensive
trip through the south where he called on a great
many of the retailers.

I. Lackman, has retired from the retail jewelry
firm known as the Western Jewelry Company, of
Seattle, and in the future will conduct a wholesale

jewelry business under the firm name of I. Lack-

man & Co., of Seattle.
E. D. Medlin has opened a new retail jewelry

store at Riverbank, Cal. This progressive mer-

chant has been appointed the official watch in-

spector for the Santa Fe railroad at this division
point. He formerly held the position of head
watchmaker for E. W. Clemo, of Nevada City,

Cal.
S. A. St. Cyr, who was formerly in the retail

jewelry business in San Mateo, Cal., is looking
for a location and is about to open a store in Duns-

muir, Cal.
J. Karoley, the Marysville retail jeweler, is at

last located in his new store in the Hornung Build-
ing. This merchant's business had grown to such
an extent that he needed more room to enable him

to handle his business to better advantage.
Joe H. Niderost, who has been associated with

Carrau & Green for a number of years, was united

in marriage to Miss E. Donavan, the wedding
taking place at the home of the bride's parents

on Wednesday, August the 21. The young mar-

ried couple are spending a month's honeymoon at

Lake Tahoe.

Visitors Bring Favorable Reports—New
of Wholesalers Formed

L. Henry has opened a very attractive retail
jewelry store at 412 Twelfth street, Oakland. As
the new store is right next door to the entrance of
Pantage's new theatre, we feel this jeweler has
picked out the right location for his wares.
F. E. Beckwith, formerly identified with the

retail jewelry business in Gresham, Ore., has opened
a store of his own in Sandy, Ore.

George M. Williams, president of the Geneva
Watch & Optical Company, of South Broadway,
Los Angeles, is expected back home from a business
and pleasure trip of one month which he spent in
the east.
P. J. Chappell has opened a new retail jewelry

store in San Mateo, Cal.
M. W. Hill has purchased the stock, fixtures,

and good will of the jewelry store formerly owned
by J. P. Arnolds, of Calistoga, Cal., and will carry
on the business at the same old stand.
A. Kramm, the Grass Valley, Cal., retail jeweler,

is now located in his new quarters in the Crase
Building.
R. & R. Cole are the new owners of the stock and

fixtures of the retail jewelry store that was for-
merly owned by M. J. Kalicher, of Whittier, Cal.,
the latter being forced to retire on account of poor
health.
George W. Smith, who was formerly in the re-

tail jewelry business in Dryden, Mich., has been
looking for a new location on the Pacific Coast and
contemplates opening a new store in Roseburg,
Ore.
The Globe Jewelry Company, of Globe, Ariz.,

has resumed business under the able management
of Umbaugh & Duncan.
Emil Fischer, who has been located as a watch-

maker in San Francisco for a number of years, has
opened a very attractive retail jewelry store at
San Anselmo, Cal.

J. G. Barr, the retail jeweler of Salem, Ore., has
added to his working force 0. A. Hartman who will
take care of all of the watchmaking and jewelry
jobs.

Burr W. Freer, the manufacturers' agent, who is
located at 717 Market street, was called East a few
days to go into conference with some of his prin-
cipals, and expects to be away from his place of
business for about one month.
Mr. Dawkins, the manager for H. Culman, the

manufacturing jeweler of Honolulu, arrived in
San Francisco on the steamship "Wilhelmina"
August 22. He expects to stay about three weeks
and will combine business with pleasure by looking
over the lines of the different manufacturers' rep-
resentatives who are located in San Francisco.
H. Mindlin, the retail jeweler of Globe, Ariz.,

visited San Francisco a short time ago. He also
spent some time in Los Angeles, en route north
where he purchased extensively for his fall trade.
B. Sherhansky, one of the leading jewelers of

Nevada, who owns stores in Goldfield and Tona-
pah paid his friends in the wholesale trade his
annual visit and while here purchased for the holi-
day season.
F. Knapp has bought out the old established

retail jewelry store of Sidney S. Bettman, of
Bremerton, Wash.
Mr. Alsopp, of Alsopp & Alsopp, the eastern

ring manufacturers after selling a very nice bill
of goods to Mr. Herz, the pioneer retail jeweler
of Reno, Nevada, took advantage of an afternoon
off and motored with his customer and a Mr.
Fraser, his head watchmaker, to Verdi on the
Truckee River. Mr. Alsopp's catch of Truckee
River trout filled his basket in a very short time.
Frank J. Rigg, watchmaker, formerly with

Brook & Co., will open a shop at 724 San Fernando
Bldg., Los Angeles. Mr. Rigg will do private
and high-grade trade work.
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DALLAS

Jewelers Regard Fall Outlook Favorably—Many
Trade Visitors Make Liberal Purchases in the
Local Market

Dallas, Texas, September 9.—Indications point
to a fairly prosperous fall in the matter of jewelry.
The retailers who have been purchasing stock in
this city in the past few weeks report a bright out-
look and have made purchases accordingly. Busi-
ness with the city retailers is still somewhat quiet
at this writing, but the wholesale houses report
gratifying activity.

Joe Goldston, the popular young watchmaker of
Clarendon, Texas, who has just returned from the
Watchmakers' School in Kansas City, has pur-
chased the jewelry stock of C. C. Mitchell, and will
have a most attractive place of business in his
home town, where he will doubtless enjoy a liberal
patronage from his many friends.

J. P. Majors, well-known watchmaker and
jeweler of Sweetwater, Texas, has recently moved
his place of business and made quite a few changes
in his store. He now has one of the prettiest
stores and most complete jewelry stocks in West
Texas.
W. P. Moss, formerly of Artesia, N. M., recently

opened up a repair shop in Canyon, Texas.
W. Peterson, the popular jeweler and optician

of Plainview, Texas, has just returned from the
Jewelers' Convention in Kansas City, and reports
his trip most enjoyable and beneficial.
D. S. Hawkins recently sold his business in

Tococoa, Ga., and accepted a position as watch-
maker and optician with the old reliable jewelry
firm of D. Goodin McKinney, Texas.
On August 4, *. D. Robertson was arrested

near Henrietta, Texas, on a charge of burglary.
It is charged that Robertson entered the store of
Jones & Son at Buffalo Springs, and stole a number
of watches and rings. Goods of this character
were found in his possession when the arrest was
made. An examining trial was had, and the
accused was given bond in the sum of $1,000.
Glenn Wilson, formerly connected with the

Katy railroad, has accepted a position with the
Houghton-Reardon Company.
Miss Blanche Boone, stenographer and book-

keeper for H. L. Dickson, well-known watchmaker
and jeweler of this city, has just returned from a
two weeks' vacation spent in her home in Louis-
iana.
L. Fred, one of the leading jewelers of Waco,

Texas, spent a few days in Dallas recently, looking
after business interests.
A voluntary petition in bankruptcy was recently

filed by I. A. Sanders, a jeweler of Hico, Texas.
The schedule shows liabilities to the amount of
$5,919.39, while the assets aggregate $4,133.60,
this including $1,482.35 exemptions.

J. G. Erwin, formerly of Oklahoma City, has
accepted a position as watchmaker and optician
for J. P. Majors, Sweetwater, Texas.
W. C. Emmerson, with Linz Brothers, of this

city, is the proud possessor of a handsome new
touring car.
W. F. Dietrich, leading jeweler of Cleburne,

Texas, was in Dallas recently on business.
H. Iverson, well-known jeweler of Corsicana,

Texas, was a welcome visitor to Dallas recently.
He has just returned from a month's vacation
spent in the East, taking an overland trip in his
Oldsmobile.
Hugh Taber, of the Taber Manufacturing Com-

pany, who has been disabled for the past month or
so from a serious accident, is now back at his post
in the plating department.
On August 16 burglars broke into three stores

at Howe, Texas, and stole merchandise valued at
about $1,000. Two drug stores and a dry goods
store were entered.
E. M. Reardon, Jr., secretary and treasurer of

the Houghton-Reardon Company, has just re-
turned with his family from an extended trip
through the east. Having had a most enjoyable
overland trip in his touring car, taking in all the
main points of interest, he returned from New York
to Galveston by water, thence to Dallas.
P. T. Quast, of Sweetwater, Texas, has pur-

chased the stock of W. W. Woodward.
Art. R. Bailey, leading jeweler of Brenham,

Texas, was among the recent visitors to Dallas.
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The Howard Watch
THE American business man,

it is said, never writes when
he can "wire." He sends 500,000 tele-
grams every working day, keeping fifty-
nine thousand offices busy and nearly
two million miles of wire.

It is an index of the national spirit of "put-
ting the thing across"—getting it done. The
same spirit of punctuality and practical time-
saving that leads so many men to select the
HOWARD Watch.

Whether a man realizes it or not—his working activities
don't escape being judged by HOWARD standards.

There are HOWARD Watches in the pockets of his
superiors and his associates—and probably some of his
subordinates.

Not every HOWARD owner is a moneyed man, by any
means. The most eager purchasers of HOWARDS are the
earnest young fellows who have to strain a point to get one—
like any other special effort they make to get ahead.

Any way you look at it, to the man who really cares, a
HOWARD Watch is always worth what he pays for it.

The price of each watch is fixed at the factory and a
printed ticket attached—from the 17-jewel (double roller) in a
Crescent Extra or Boss Extra gold-filled case at $40, to the
23-jewel at $150—and the EDWARD HOWAR D model at
$350.

Not every jeweler can sell you a HOWARD Watch.
Find the HOWARD jeweler in your town and talk to him.
He is a good man to know.

Admiral Sigsbee has written a little book, "The Log of the HOWARD Watch," giving the record of his own
HOWARD in the U. S. Navy. You'll enjoy it. Drop us a post-card, Dept. Fl, and we'll send you a copy.

E. HOWARD WATCH WORKS, Boston, Mass.

The above announcement appears in the leading magazines and periodicals for September. It reaches 7.500,000 subscribers !about 30,000,000 readers). It will be
seen by every man in your community who can afford to buy a watch. Some of them will be interested. Are you a HOWARD dealer? Do the people of

your locality know that they can .find the HOWARD at your store r
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SAN FRANCISCO

Bright Outlook for Fall Trade—Out-of-town
Non-Retailing Association

San Francisco, September 7.—The jewelers in

this city are opening the fall season in apparent

confidence that they will have a trade somewhat

above normal if not exceptionally large. During

the past weeks, the trade visitors to this city from

distant points have been exceptionally numerous

and the average purchases have been quite liberal.

The announcement of the Non-Retailing Whole-

sale Jeweler s and Silversmiths' Association of

the Pacific Coast which was mailed to the trade

on August 1, through an error in printing, omitted

the name of Meyer, Cahn & Talbott, the whole-

sale jewelers of South Broadway, Los Angeles.

This firm was one of the first non-retailing whole-

sale jewelers to sign this document. The forma-

tion of the new association is reported elsewhere in

this issue.
Walter Green, of Carrau & Green, wholesale

diamond merchants of San Francisco, cables direct

from the diamond markets of Europe that he will

be back at his office about September 15. This

will be about the quickest diamond purchasing

trip that Walter has ever made, he being away

from San Francisco just six weeks in all.
Louis Russ, the retail jeweler of Bakersfield, Cal.,

found it necessary to visit the wholesale jewelers in

San Francisco recently.
Castagnetto & Matteucci, the enterprising re-

tail jewelers of 229 Columbus avenue, San Fran-

cisco, have greatly improved their retail store by

having an entire new front put in their building.

The show windows now compare favorably with

any of the retail establishments in this city.

G. Crisp, who has been connected with the

Geneva Watch & Optical Company, on South

Broadway, Los Angeles, has gone into business

for himself at Central and Vernon avenues, Los

Angeles.
R. F. Allen, the resident of Nordman Brothers

Company, has just returned from an extensive

trip through the south where he called on a great

many of the retailers.
I. Lackman, has retired from the retail jewelry

firm known as the Western Jewelry Company, of

Seattle, and in the future will conduct a wholesale

jewelry business under the firm name of I. Lack-

man & Co., of Seattle.
E. D. Medlin has opened a new retail jewelry

store at Riverbank, Cal. This progressive mer-

chant has been appointed the official watch in-

spector for the Santa Fe railroad at this division

point. He formerly held the position of head

watchmaker for E. W. Clemo, of Nevada City,

Cal.
S. A. St. Cyr, who was formerly in the retail

jewelry business in San Mateo, Cal., is looking

for a location and is about to open a store in Duns-

muir, Cal.
J. Karoley, the Marysville retail jeweler, is at

last located in his new store in the Hornung Build-

ing. This merchant's business had grown to such

an extent that he needed more room to enable him

to handle his business to better advantage.

Joe H. Niderost, who has been associated with

Carrau & Green for a number of years, was united

in marriage to Miss E. Donavan, the wedding

taking place at the home of the bride's parents

on Wednesday, August the 21. The young mar-

ried couple are spending a month's honeymoon at

Lake Tahoe.

Visitors Bring Favorable Reports—New

of Wholesalers Formed

L. Henry has opened a very attractive retail

jewelry store at 412 Twelfth street, Oakland. As

the new store is right next door to the entrance of

Pantage's new theatre, we feel this jeweler has

picked out the right location for his wares.

F. E. Beckwith, formerly identified with the

retail jewelry business in Gresham, Ore., has opened

a store of his own in Sandy, Ore.
George M. Williams, president of the Geneva

Watch & Optical Company, of South Broadway,

Los Angeles, is expected back home from a business

and pleasure trip of one month which he spent in

the east.
P. J. Chappell has opened a new retail jewelry

store in San Mateo, Cal.
M. W. Hill has purchased the stock, fixtures,

and good will of the jewelry store formerly owned

by J. P. Arnolds, of Calistoga, Cal., and will carry

on the business at the same old stand.
A. Kramm, the Grass Valley, Cal., retail jeweler,

is now located in his new quarters in the Crase

Building.
R. & R. Cole are the new owners of the stock and

fixtures of the retail jewelry store that was for-
merly owned by M. J. Kalicher, of Whittier, Cal.,
the latter being forced to retire on account of poor
health.
George W. Smith, who was formerly in the re-

tail jewelry business in Dryden, Mich., has been
looking for a new location on the Pacific Coast and
contemplates opening a new store in Roseburg,
Ore.
The Globe Jewelry Company, of Globe, Ariz.,

has resumed business under the able management
of Umbaugh & Duncan.
Emil Fischer, who has been located as a watch-

maker in San Francisco for a number of years, has
opened a very attractive retail jewelry store at
San Anselmo, Cal.

J. G. Barr, the retail jeweler of Salem, Ore., has
added to his working force 0. A. Hartman who will
take care of all of the watchmaking and jewelry
jobs.

Burr W. Freer, the manufacturers' agent, who is
located at 717 Market street, was called East a few
days to go into conference with some of his prin-
cipals, and expects to be away from his place of
business for about one month.
Mr. Dawkins, the manager for H. Culman, the

manufacturing jeweler of Honolulu, arrived in
San Francisco on the steamship "Wilhelmina"
August 22. He expects to stay about three weeks
and will combine business with pleasure by looking
over the lines of the different manufacturers' rep-
resentatives who are located in San Francisco.

H. Mindlin, the retail jeweler of Globe, Ariz.,
visited San Francisco a short time ago. He also
spent some time in Los Angeles, en route north
where he purchased extensively for his fall trade.

B. Sherhansky, one of the leading jewelers of
Nevada, who owns stores in Goldfield and Tona-
pah paid his friends in the wholesale trade his
annual visit and while here purchased for the holi-
day season.
F. Knapp has bought out the old established

retail jewelry store of Sidney S. Bettman, of
Bremerton, Wash.
Mr. Alsopp, of Alsopp & Alsopp, the eastern

ring manufacturers after selling a very nice bill
of goods to Mr. Herz, the pioneer retail jeweler
of Reno, Nevada, took advantage of an afternoon
off and motored with his customer and a Mr.
Fraser, his head watchmaker, to Verdi on the
Truckee River. Mr. Alsopp's catch of Truckee
River trout filled his basket in a very short time.

Frank J. Rigg, watchmaker, formerly with
Brook & Co., will open a shop at 724 San Fernando
Bldg., Los Angeles. Mr. Rigg will do private
and high-grade trade work.

DALLAS

Jewelers Regard Fall Outlook Favorably—Many
Trade Visitors Make Liberal Purchases in the
Local Market

Dallas, Texas, September 9.—Indications point
to a fairly prosperous fall in the matter of jewelry.
The retailers who have been purchasing stock in
this city in the past few weeks report a bright out-
look and have made purchases accordingly. Busi-
ness with the city retailers is still somewhat quiet
at this writing, but the wholesale houses report
gratifying activity.

Joe Goldston, the popular young watchmaker of
Clarendon, Texas, who has just returned from the
Watchmakers' School in Kansas City, has pur-
chased the jewelry stock of C. C. Mitchell, and will
have a most attractive place of business in his
home town, where he will doubtless enjoy a liberal
patronage from his many friends.

J. P. Majors, well-known watchmaker and
jeweler of Sweetwater, Texas, has recently moved
his place of business and made quite a few changes
in his store. He now has one of the prettiest
stores and most complete jewelry stocks in West
Texas.
W. P. Moss, formerly of Artesia, N. M., recently

opened up a repair shop in Canyon, Texas.
W. Peterson, the popular jeweler and optician

of Plainview, Texas, has just returned from the
Jewelers' Convention in Kansas City, and reports
his trip most enjoyable and beneficial.
D. S. Hawkins recently sold his business in

Tococoa, Ga., and accepted a position as watch-
maker and optician with the old reliable jewelry
firm of D. Goodin, McKinney, Texas.
On August 4, W. D. Robertson was arrested

near Henrietta, Texas, on a charge of burglary.
It is charged that Robertson entered the store of
Jones & Son at Buffalo Springs, and stole a number
of watches and rings. Goods of this character
were found in his possession when the arrest was
made. An examining trial was had, and the
accused was given bond in the sum of $1,000.
Glenn Wilson, formerly connected with the

Katy railroad, has accepted a position with the
Houghton-Reardon Company.

Miss Blanche Boone, stenographer and book-
keeper for H. L. Dickson, well-known watchmaker
and jeweler of this city, has just returned from a
two weeks' vacation spent in her home in Louis-
iana.
L. Fred, one of the leading jewelers of Waco,

Texas, spent a few days in Dallas recently, looking
after business interests.
A voluntary petition in bankruptcy was recently

filed by I. A. Sanders, a jeweler of Hico, Texas.
The schedule shows liabilities to the amount of
$5,919.39, while the assets aggregate $4,133.60,
this including $1,482.35 exemptions.

J. G. Erwin, formerly of Oklahoma City, has
accepted a position as watchmaker and optician
for J. P. Majors, Sweetwater, Texas.
W. C. Emmerson, with Linz Brothers, of this

city, is the proud possessor of a handsome new
touring car.
W. F. Dietrich, leading jeweler of Cleburne,

Texas, was in Dallas recently on business.
H. Iverson, well-known jeweler of Corsicana,

Texas, was a welcome visitor to Dallas recently.
He has just returned from a month's vacation
spent in the East, taking an overland trip in his
Oldsmobile.
Hugh Taber, of the Taber Manufacturing Com-

pany, who has been disabled for the past month or
so from a serious accident, is now back at his post
in the plating department.
On August 16 burglars broke into three stores

at Howe, Texas, and stole merchandise valued at
about $1,000. Two drug stores and a dry goods
store were entered.
E. M. Reardon, Jr., secretary and treasurer of

the Houghton-Reardon Company, has just re-
turned with his family from an extended trip
through the east. Having had a most enjoyable
overland trip in his touring car, taking in all the
main points of interest, he returned from New York
to Galveston by water, thence to Dallas.
P. T. Quast, of Sweetwater, Texas, has pur-

chased the stock of W. W. Woodward.
Art. R. Bailey, leading jeweler of Brenham,

Texas, was among the recent visitors to Dallas.
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The Gruen Policy
First—To concentrate our business and efforts on a limited number of high class

jewelry stores, making these our bonded agent.

Second--To produce a complete line, from the smallest lady's watch at a popular
price to the largest railroad watch and particularly the " VERITHIN " models
so popular to-day all mechanically perfect—enabling the Gruen agent to
concentrate on this one line, thereby decreasing his watch investment and
increasing his watch profits.

.__
Third To establish on each watch in the line a price that will insure a satis-

factory profit to the dealer.

Fourth—To make the maintenance of these prices certain by selling direct from
the factory to the jeweler, so that it will be impossible for the Gruen watch
to be obtained by price-cutters.

Fifth—To advertise the Gruen watch consistently and persistently, creating a
demand for our agents and building for the Gruen watch a reputation that
makes it easy to sell.
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Isn't This the Kind of Line You Want to Handle?
The latest, the

num t popular
t he moat
convenient
watch to

wear

The Gruen "Wristlet" Watch
The Gruen " Verithin "—only hatfas thick
Ile the ordinary watch, yet guaranteed aaaccurate, and even more durable.

Gruen Watch Mfg. Co.
CINCINNATI, OHIO
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INDIANAPOLIS

TUE

Busy Fall Assured by Big Crops—Wholesale
Houses show Unusually Large Stocks—Retailers
Purchasing More Liberally—State Fair Brings
Host of Visitors

Indianapolis, Ind., September 7.—Last week
was the week of the Indiana State Fair, an event
that annually draws thousands of visitors to the
city and many buyers on the local market. The
wholesale jewelry houses kept their travelers in
town to help entertain their road customers.
Fall stocks were attractively displayed.
Joseph E. Reagan represented the Board of

Trade upon the occasion of the recent visit to
Indianapolis of Henry Lewis Stimson, secretary of
war, to inspect Fort Benjamin Harrison. Mr.
Reagan had served on a committee that was try-
ing to have the post converted into a division post
and the city of Indianapolis connected to the post
by a military road.
E. E. Miller and his son, Leroy, of Baldwin-

Miller Company, were seated on the platform which
collapsed during the Marshall notification meeting
in this city August 20. While neither Mr. Miller
nor his son were injured, they both "took a tumble"
with hundreds of people. Many of them were
more or less seriously injured.

I. Miller, engraver, has resigned his position
with Charles Mayer & Co. on account of ill
health. He contemplates spending the winter in
California. The firm is to be congratulated upon
having secured the services of Harry M. Goold,
who formerly had charge of the engraving depart-
ment for J. C. Walk & Son.
Albert Burns won the prize for the best decor-

ated canoe in the annual Water Carnival at
Broad Riffle last month. Mr. Burns showed the
same "knack" in pleasing decorations that he
displays in the window displays in his father's
(W. F. Burns') jewelry store on Indiana avenue.

J. Roseman, wholesale jeweler in the Terminal
Station, has returned from a very successful busi-
ness trip through Indiana and Ohio.

John A. Dyer, expert copper plate engraver,
and the Indianapolis Steel Die Embossing Corn-

- pany, in the Murphy Building, have recently
issued a joint price-list that is of special interest
to the retail jewelers who take orders for copper
plate engraving. The joint firms are represented
on the road by L. R. Douglas, a widely known
jewelry traveler.

Godfrey Dold, W. H. Todd, Charles R. Everson
and Wylie Curtis, retail jewelers, joined the other
merchants of Madison, Ind., and closed their
stores on " Madison Day," August 21, during the
local Chautauqua. Mr. Todd is a member of the
Elks' Band which gave concerts during the entire
Chautauqua meeting.
The trade will be interested in a wedding which

took place in Madison, Ind., August 28, when
Wylie R. Curtis married Miss Gertrude Allison,
one of the popular young ladies of that town. Mr.
and Mrs. Curtis went north for their wedding
trip and will be at home to their friends after
October 1. Mr. Curtis has recently succeeded to
the jewelry business so long conducted by Brooks
& Chapman. He is one of the progressive young
business men in that part of the state.
D. E. Overman, a well-known retail jeweler of

Montezuma, Ind., was a recent welcome buyer on
the Indianapolis market.
D. S. Whitaker, jeweler and optometrist at

Lebanon, Ind., made a recent visit to this city to
purchase stock for the home store.
Hoke Brothers, Winchester, Ind., are erecting a

handsome new store building which they expect
to occupy before the busy holiday season opens.
The jewelry stock of the late Adam Rothermel,

at Connersville, Ind., has been disposed of to
settle the estate.
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Charles Sieglitz and son, of Veray, Ind., has
returned from a two weeks' outing spent in
Michigan.
John Williams, after doing business in New

Orleans for the past twelve years, has returned to
his boyhood home at Rising Sun, Ind., and opened
a fine jewelry store. Mr. Williams thinks there is
no place quite so good as the old Hoosier state.

Charles F. Artes, Evansville, Ind., is spending
several months in Colorado for his health. It is
doubtful if there is a better known or more popular
jeweler in Indiana than Mr. Artes. His friends
hope to have him back in the best of health.

J. H. Rohlander, of Evansville, Ind., has filed a
voluntary petition in bankruptcy. He has been
in the retail jewelry business since 1902.

J. F. Kiser, of Muncie, Ind., is back from a
purchasing trip to Chicago.

J. P. Mulllaly, of Indianapolis, attended the
national convention of the Order of Oreoles held at
Springfield, Mass., last month. He visited the
jewelry markets of New York on his way home.

Harry A. Sebel, of Baldwin-Miller Company,
said: "Conditions for an excellent fall business
appear most favorable. Reports from different
parts of Indiana are to the effect that crops are
excellent and in some districts the largest for years.
All indications, not considering the slight dis-
advantage of political agitation, point to a good
trade. Our optimism is so strong that we have
prepared for the seasons' business the largest
and most complete lines we have shown for
several years. Generally, the retailers' stocks are
low until early fall and the start of a brisk trade is
looked for earlier this year than for seasons past."

Carl L. Rost is again very busily engaged at his
business. Mr. Rost made a two month's western
trip and is very generous in his praise of and com-
ment on all western features.

J. C. Walk & Son are now located in their new
quarters on East Washington street in the New
Merchant's Bank Building. The Walk store will
not only occupy the space on the ground floor,
but at least rooms on the seventeenth floor which
will be used only as a work shop. The convenience
of the use of this shop is made possible only by a
most commendable feature, a chute having been
built especially for this purpose.

Will Davis, after twelve years employment
with J. E. Roofing, of Delphi, Ind., is now located
at Greensburg with C. H. Thomson.

Levi Beaver, formerly of Hillsboro, Ind., was
met at Baldwin-Miller Company while purchasing
stock for his new store at Newport, Ind.

J. A. Picket, of New Castle, Ind., reports the
extreme misfortune of the loss of his baby boy.

F. M. Noe attended the convention of Eagles
held at Cleveland, Ohio, having made the round
trip in his new machine. Mr. Noe, however, is
now confined to his bed.

Max Kluger, for twenty years associated with
the A. P. Craft Company, has severed his con-
nections with that firm, having entered the manu-
facturing business with Fred Geyler. The new
firm under the name of Kluger & Geyler has leased
quarters with Ikko Matsumoto.

After an extended southern trip Lucien Weil, of
the F. & M. Jewelry Company, has returned with
his usual smile and excellent results.

Joseph E. Reagan enjoyed a week's pleasant
stay with his family at Ludington, Michigan.

Fred Pahud, of the C. W. Lauer Company,
has succeeded Charles W. Lauer Jr., in his travel-
ing capacity, Mr. Lauer preferring to content him-
self in the future on the inside.

Judging by the business received by the F. & M.
Jewelry Company from their Mr. Markowitz,
conditions in Texas must be excellent. Mr.
Markowitz will finish his southern trip with a
large display at St. Louis.

Perry Slauter, formerly of Norwalk, Ohio, is
now located at Clyde, Mich.

The travelers for Baldwin-Miller Company
have completed their entire trip on the special
novelty lines, featured by that firm each year.
They are now making their respective territories
with their new jewelry lines. As John Gardner
termed it, "If our line grows any larger we will
certainly need an additional trunk."

MINNEAPOLIS AND ST. PAUL

State Fair Brings Host of Visitors—All Branches
of Business Benefited—Prosperous Fall Trade
Assured.

St. Paul, Minn., September 3.—The Twin Cities
are at present, busy entertaining Minnesota State
Fair visitors who come from all parts of the coun-
try. From the present indications, it will be ideal
weather for the fair as has been hoped for by those
who have booths each year, and who lost money
last year owing to the heavy rains which continued
to fall during the week

All reports regarding business conditions are
optomistic and everybody is beginning to prepare
for the fall trade which is expected to begin early
and be the heaviest for many years. There are a
great many retail jewelers in the cities this week
and all report their business as being the best for
several years. Vacation season is over and those
who live at the lakes in the summer time are re-
turning to their homes in the cities.
R. D. Walker, material clerk for Sischo & Beard,

St. Paul, and Mrs. Walker, recently spent a week's
vacation with friends at Independence Lake,
Minn. They spent a very enjoyable time bathing,
fishing and taking life easy.

Joe Dietchman, formerly with George W.
Wooley, St. Paul, has opened a manufacturing
jewelry shop at 63 Medical Block, St. Paul.

Miss Vera Roberts has returned to work for
Sischo & Beard, St. Paul, after having been at
home for several weeks on account of her mother's
illness.

Benton & Nelson, jewelers and watchmakers of
Fargo, N. D., were in the Twin Cities during the
week of the state fair, buying goods and new tools
for their store. They report business has been
good.

Beard Brothers, St. Paul, report a big increase
in their business over last year at this time. "Jud"
Beard is now making his northern territory and
reports business as being good.

J. J. Allin recently purchased the jewelry busi-
ness of W. B. Dahl on Central avenue, Northeast,
Minneapolis.
N. S. Nelsen and family, Hutchinson, Minn.,

,yvho have been visiting southern Minnesota, were
in Twin Cities last week en route for home.

Nathan Feder, formerly in business in Minnea-
polis but now a prosperous jeweler of Los Angeles,
was in the Twin Cities last week visiting friends
while on a trip east to buy goods.

L. J. Wilk, 9 South Sixth street, Minneapolis,
whose store was recently flooded by water during
a serious rain storm, has started a damaged goods
and closing out sale of his stock at that location.
The contents of the store were generally drenched.

Henry Birkenhauer, of the Birkenhauer-Thom-
sen Company, Minneapolis, returned recently from

a trip to Chicago, Detroit, St. Louis and Kansas
City and had been home but a few days when a
message of the death of a relative at St. Louis
called him to that city again.

Word has been received in the Twin Cities of the
sudden death of Leo Slade at North Yakima,
Wash., of diabetes. Mr. Slade was a traveler

for Louis C. Gaus Sr Co., of Minneapolis, up to last
year when he went west and located at North
Yakima. He had many friends in the territory

who will regret his death.

Clarence Hall, of the Wagner Drug & Jewelry
Company, has been spending a fortnight at Lake
Minnetonka, near Minneapolis.
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a long felt want, the cheapest American movement on the market that will fit a full 1 2 size Open Face or Hunting g'
Case. A 6 size nickel New York Standard pendant set movement with a band around it making it fit a 1 2 size case.,
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PENDANT

SETTING

HUNTING OR OPEN FACE
No. 179. 12 size. The newest thing in New York Standard movement.
12 size American made at a low price has come to fill a long felt want, just
what the retailer jeweler needs, a cheap boy's size watch, hunting or open
face nickel, polished and damaskeened plates, breguet hairspring, 7 jewel
white glass enameled dial, positively the cheapest 12 size American move-
ment on the market. Each  $1.85

MO1100000011001318000111

12 SIZE
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HOLSMAN & ALTER
1.79 Madison Street CHICAGO, ILL.

P.S.—Write for our latest Optical and Jewelry Catalogue. Mailed on application only
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Quality—without style will not sell.
Style—without quality will not give satisfaction.
The BRYANT RINGS have both Style and Quality, and will help

your reputation as a Jeweler.
We guarantee every ring we make.

M. B. BRYANT & CO.
7 Maiden Lane, New York

Trade-Mark

WATERBURY ROLLING MILLS
We manufacture High Grade GERMAN SILVER, Bronze, Gilding Metal, Platers' Bars, Low Brass and
other special alloys in sheets and rolls. Our deliveries are prompt and accurate. Write for particulars.

WATERBURY ROLLING MILLS. Inc. Waterbury, Connecticut
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Emeralds and Their Counterfeits

Imitations Evolved with Great Skill—Efforts to Produce Synthetic Emeralds So Far

Unsuccessful—Tests to Distinguish the Genuine from the Imitation

In the course of my career as a jeweler, lecturer,
and teacher, I have come in touch with many
members of the trade, both commercially and pri-
vately, and it has so often struck me from what
vastly different standpoints the various members
regard their calling, and how few take it really
seriously. Some view it with disdain, others with
apathy, and but few, I am loth to confess, with any
degree of enthusiasm!
The ticket on the bottom of the case is in some

instances the only thing that concerns their interest
as salesmen, who, for want of some better argument
to effect a sale, immediately harp on the price and
the good value offered, so reducing the most
artistic of crafts down to the level of mere bartering.
Where would the court dressmakers be if they
adopted this mode of sale?

Others, again, are very free of comment on articles
appearing in the daily press, and the uselessness of
educating, or endeavoring to educate, the assistant
anxious to learn, etc., and conceitedly swagger,
about, making hopeless technical blunders, which
must often be seen through by their more far-
sighted and educated clients. To quote a case in
my mind I recollect that some time ago a customer
asked what would be the price of a drop pearl of
a certain size; the quotation was given, but it
appeared to be very high; when the customer
mentioned this to the salesman, who happened to
be one of the seniors, he said, "Well, sir, you see
this would have to be cut out of a very large piece!"

Need of Gem Knowledge

I am only, in the foregoing words, speaking of a
few isolated cases, as it is far from my desire to
speak disparagingly of the members of our beauti-
ful craft, but to endeavor to emphasize the
necessity for those who thus have chosen this
trade as a means of earning their livelihood to
realize the urgent need of arming themselves
against the attacks of the insidious in the form
of unscrupulous vendors of counterfeits and imita-
tion stones, etc.
Arming oneself does not necessarily imply that

one should go about with a Browning pistol stick-
ing out of his pocket, although I admit that it
might sometimes be a useful piece of "furniture"
afterwards. But a pistol costs money, often a
great deal; but knowledge costs little, and saves
much, and if the following few brief remarks on
the emerald and its counterfeits reaches only one
"bull's-eye," my labor will not be in vain, and I
shall feel amply repaid.
A celebrated German professor once asked a

student to perform a certain task. 'Oh, that's
easy," was the answer. "Mine friend," replied
the professor, " nozzings is easy. Somesings are
easier zan oders, zat is all!" So it is with anything
we wish to cram into our more or less accommodat-
ing brain-box: it is not so easy, but once there,
is usually there for "keeps," and knowledge thus
gained is of unlimited value at compound interest
for all time.

The Supreme Stone

Of all the precious stones, with no exception,
the emerald reigns supreme. Seldom is it found
free from flaws, or in that rare, rich, velvety hue
known as the perfection color, or more commonly
as emerald green. Its great variety is its chief
asset, hence the enormous prices obtained for
specimen stones.

It is these notable facts that have spurred on
the best endeavors of the scientists to try to repro-
duce this lovely stone in the same manner that the
ruby, sapphire and Spinel have been reproduced;
that is to say, either by the fusion of small particles
of the actual stones in a crucible, termed recon-
structed (now obsolete), or by taking the actual
chemical compounds and melting them to a gela-
tinous state through an inverted blowpipe, after
the celebrated achievement by Prof. Verneuil.
The product of this last being called "synthetic,"
or "built-up" stones.

All emeralds belong to the beryl family of gems,
of which the aquamarine, golden beryl, and mor-
ganite (pink beryl) are members, and they contain

a very large proportion of that very common
chemical compound known as silica in their com-
position. This silica has a very peculiar way
when fused of not again assuming a crystalline
internal structure, in the same way that the
alumina (which the oxide of the metal aluminium),
and which is practically the sole composition of
the ruby and sapphire family, does, but simply
forms what is known as a beryl glass. This glass,
having a vitreous, or glassy structure, does not
exhibit the same optical characters that a true
crystallized emerald should. Its other properties
are also different from the real stone, hence the
attempt to make a synthetic emerald by using
the same components as the natural stone has so
far proved fruitless.

With the synthetic ruby and sapphire, the
chemical components (alumina and coloring oxides)
are placed in a small box containing a fine sieve
at the bottom, and by means of continual taps
with an electrically driven hammer, are caused
to fall down the tube of an inverted oxy-hydrogen
blowpipe, developing a temperature of about
2,000 degrees F., which melts the components to-
gether at the mouth of the blowpipe. This
trickles on to a small round pedestal of fire-clay,
somewhat after the manner of tracele falling off
the end of a sp000n, forming a peg-top shaped
mass or boule, of greater or less size according to
the duration of the experiment. When cooled,
the "rough" ruby is similar in every respect,
both optically and physically, to the real stone,
although grown most unnaturally, hence the
difficulty in detecting them.

Synthetic Emeralds Impossible

As only valuable stones are worth imitating, the
process and the experiments being costly, and the
above two having been successfully reproduced,
the emerald next had its share of attention;
but so far the scientists have here met their
Waterloo; not only have they failed to find any
metallic or other pigment to produce the correct
shade of green in alumina and so produce in reality
a green sapphire which could be termed emerald,
like the double-colored ones called scientific
Alexandrite, but have also been unable to achieve
any results approaching natural stones, for the
reasons explained above, by using the known
chemical components.

Hence, the so-called scientific or synthetic
emerald, to the time of writing (July, 1912), does
not exist, and any stones sold under these titles
are so named either through ignorance, or wilful
intention on the part of the vendor to deceive.

The Best Imitations

What, then, are the many beautiful imitations
composed of? I say beautiful, meaning the full
import of the word, as they are the outcome
of very deep thought, combined with a close
knowledge of gemology and skilful craftsmanship
in their construction.

It is fairly well known how very difficult it is to
find an emerald free from some flaw or internal
markings, termed strive, such markings chiefly
being caused, firstly, by the peculiar mother rock
and mode of growth of the crystals, and, secondly,
by the fact that many of the stones develop these
flaws after being extracted from their original
matrix, owing most probably to uneven tension
and slight shrinkage of the stones upon exposure
to air and light. Upon careful comparison, it
will be noticed that flaws and strim, very similar,
indeed, to those found in emeralds, are seen in
portions of rock crystal, and again upon comparing
their respective hardness, specific gravity, and
refractive indices, they also are very similar, and
this is the material the manufacturers have chosen
to make the celebrated saude (soldered) emeralds,
or what are on the market as scientific emeralds.
The method of manufacture is on the principle

of the old "triplet," i. e., real stone (in this instance
rock crystal) above and below the girdle or setting
edge, with a very thin plate of green glass, no
thicker than a sheet of tissue paper, between.
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They are cemented, or soldered as it is termed,
together by means of a secret transparent sub-
stance, known only to the producers, and then
carefully finished. This cement will withstand very
drastic treatment, and still remain untouched,
consequently the old methods of testing, by
immersing a doublet or triplet in boiling water
or spirits to part it, will not apply.
The finished products are generally, to all

outward appearances, emeralds, of all sizes, of
very good to exceptional quality, with exactly
similar internal marks and " feathers " that one
would naturally expect to find in the real stones,
possessed of the same amount of brilliancy and
hardness, etc., as the genuine article, stones of
various sizes weighing the same, approximately
as the true emeralds.
The question now I feel certain is on the tip of

the reader's lips, "If the saude emeralds are so
exactly like the real stone, and so beautifully
made, how can we tell them?"

The Simplest Test

By one of the simplest and most inexpensive
tests in the world, providing the stone is unset, or,
if set, that it be in a claw setting, to expose the
girdle, or setting edge.
It is an interesting fact that, no matter if a

stone is practically colorless, should there be a
small patch of color present in any part of the
back, by the multiplicity of reflections from the
many facets, the stone appears colored throughout
from the front.

This is the cause of the beautiful color in the
saude emeralds, the front and the back being of
quite colorless rock crystal, deriving all the depth
of green from the microscopic layer of green glass
by the above reflection. Therefore, if we can so
examine the stone in such a position in which all
this complex reflection is stopped, the secret will
out. To this end, take a cup or vessel not having
glass sides to admit the light, and half fill with
clear water. Immerse the stone to be examined
with a pair of corn-tongs, holding it in such a
manner that the girdle is perpendicular.
The opaque sides shut out all extraneous

light, thereby cutting off all internal reflections,
and the light only being able to enter from above,
shows immediately where the color lies—i. e., in
the thin layer in the middle, with the top and
bottom,.
This test is infallible, expedient, and rapid, and,

as a cup of water is nearly always to be obtained
readily, is most handy.
Should the stone be set in a closed collet, either

with cut down millgrain or glass setting, etc., it
is always advisable, if there is the slightest sus-
picion or doubt, to have the stone carefully unset,
and then test. The cost is trifling, compared with
the result at issue, and may be the means of
obviating either buying a "fake," or, what is far
worse from a retailer's point of view of integrity,
that of selling one to a customer, and having it
returned when found out.
For those who possess that exceedingly valuable

little instrument the dichroscope, there is, of course,
this accurate means of distinguishing the saude
from the true emerald.

All true emeralds crystallize in the hexagonal
system, and are, therefore, doubly refracting,
consequently exhibiting two colors when viewed
through the instrument, but although rock crystal
crystallizes in the same system as emerald it is
colorless, and shows no color effects at all, neither
does the thin green glass slip in between, thence
the saude emeralds appear monochromic through
the dichroscope, while all the real emeralds are
dichroic.
The cup of water test, however, is quite con-

clusive, and when once performed is interesting,
instructive, and effective, as well as a very valuable
piece of information to possess. The more common
and now very little used counterfeits of true
emeralds, although many are still in existence, are
the (1) emerald doublet, with paint between;
(2) emerald and glass doublet; and finally (3)
the paste or glass imitation.

Emerald Doublets

The first are formed of 2 pieces of emerald,
pale in color, "improved" by the careful intro-
duction of coloring matter introduced with the
cementing material. These can, of course, be
just as easily detected by immersing in the cup of

(Continued on page 1901)
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he Umbrella Your

Customers Know

National Advertising has connected the name
HULL to UMBRELLAS in the minds of the
American public for style, qu'ality and wear.

Be sure and see
that the name
HULL is on the
Button

The Nat ional Advertising of the HULL Detachable
Handle Umbrella will be extended through such
mediums as the Jewelers' Christmas issue of
Colliers' Weekly and the December issues of The
Ladies' Home Journal, Woman's Home Companion
and Good Housekeeping, so that every jeweler who
is carrying the Hull line this Christmas will be
able to satisfy the customers in his community.

If you are not prepared to supply these customers
who are bound to call at your store, write for

our new circular illustrating our exclusive
jewelers' line.

HULL BROS.,
Toledo, Ohio

Send information
about your Jewelers'
line of umbrellas.

Hull
Brothers

Umbrella
Co.

TOLEDO, OHIO

New York Office and Salesrooms
5th Avenue & 23d St.

1111■0000000000.0000000041000000 00041•000•04)000000000000111

OUR customers
appreciate the

value of Libbey
reputation.
Do you make the
most of it?
Display Libbey Cut
Glass.
Talk about it.
You will find your
patrons immediately
responsive.

Salesroom at Factory

The Libbey Glass
Company

Toledo -:- Ohio

September 15, 1912 THE KEYSTONE 1899

ST. LOUIS

High Hopes for Fall Trade Built on Bounteous Crops—Unusually Large Influx of

Buyers—Active Preparation for a Busy Season

St. Louis, September 10.—Reports from all

sections of this territory indicate that the crop

yield this year will be exceptionally bounteous,

and that trade prospects are bright. All lines of

business have improved greatly in the last thirty

days, and the jewelry houses all report that their

trade is improving right along. The city has

entertained more buyers in the last few weeks than

ever before for a similar period, and they made

heavier purchases than on previous visits.

Practically all of the manufacturing jewelers

closed their places of business from one o'clock

Saturday, August 31, until Tuesday, September 2.

From now on, during the fall and winter season

all the concerns will keep open all day Saturday

instead of closing at 1 o'clock as during the summer

months. The principal retail stores closed at 1

o'clock on Labor Day, which was more universally

observed than in the past.
Brainard Ryan, credit man for the Eisenstadt

Manufacturing Company, returned September 7

from a two weeks' tour of the Great Lakes.

George R. Stumpf, president of the Stumpf

Jewelry Company, accompanied by his wife, re-

turned September 10, from a two months' tour

of the East.
Samuel Kober, the dealer in diamonds, is now

connected with the Harris Diamond Importing

Company, in the Commercial Building.

The Whelan-Aehle-Hutchinson Jewelry Corn-

pany moved into their handsome new store at the

southwest corner of Tenth and Locust streets.

Their new location is over twice as large as their

old location and has an entrance on each street.

The store is elaborately equipped in its finishings

and decorations. The entire inside woodwork

is of mahogany and the show windows are excep-

tionally large and very attractive for display

purposes. The firm was warmly congratulated

by its many friends at the up-to-dateness of their

new store.
S. E. Bamber, secretary of the Hess & Culbert-

son Jewelry Company, returned September 12

from a week's trip to New York. Linn Culbertson,

with this firm returned recently from a six weeks'

sojourn at Walloon Lake, Mich.

Mrs. G. J. Hess, wife of George J. Hess, presi-

dent of Hess & Culbertson Jewelry Company, and

daughters returned August 29 from a several

weeks' stay a Waupaca Lake, Mich. A. 0.

Grimes, of this firm, and wife are spending several

weeks at Walloon Lake, Mich. H. Romanowski,

of the Hess & Culbertson Jewelry Company,

returned recently from a two weeks vacation spent

in the Ozark Mountains of this state, and other

points.
The Blauner Clock & Silverware Company, have

opened a place of business at 220 Victoria Building.

F. W. Hoyt, president of the Hoyt Jewelry

Company, returned recently from a three weeks'

trip through the southwest. H. W. Kellersman,

secretary of this firm returned recently from a

week's trip out in Missouri.
I. T. Fuller, traveler for this concern, returned

August 31 from a six weeks' trip through the West.
Herman Mauch and J. L. Freund, Franklin

avenue jewelers, have been appointed members of

the Celebration Committee of the Franklin Ave-

nue Merchants' and Manufacturers' Exposition,

• which will take place the_week of September 80

to October 5. There will be a special feature each
day and it will be a much larger affair than the
carnival of last year.

Albert H. Mark, salesman for the St. Louis
Clock & Silverware Company, was presented with
a new ten pound boy on August 26.
The American Jewelry Company, composed of

Ben Rothman and Harry Gidansky, opened for
business at 126 North Sixth street, on September 3.
They also conduct a store at 1929 Market street.

Charles Aronberg and J. L. Freund, local jew-
elers, returned August 30 from a week's fishing trip
at King's Lake, Mo.
M. Stiffelman, of M. Stiffelman & Co., returned

September 9 from a three weeks' western trip.
The employes of J. W. Cary & Co., have all re-

turned from their respective vacations.
Samuel Loebner, confidential clerk for the R.

Loewenstein Jewelry Company, was married at
6 o'clock, September 8, to Miss Birdie Klauber,
at the Planter's Hotel here, and was attended by a
few of their mutual friends. The happy couple
left the same evening for New Orleans, from which
point they sailed by boat for New York. They
will be gone several weeks.
W. R. Tetley, of Bonne Terre, Mo., accom-

panied by his wife were visitors here recently, they
having motored here from their home.
M. B. Loewenstein, secretary of the R. Loewen-

stein Jewelry Company, returned August 31 from
a three weeks' trip through Kentucky and Ten-
nessee.
Thomas Evans, salesman for T. F. Gerlach, a

West End jeweler, returned recently from a two
weeks' vacation trip.

J. Silberman, salesman for M. M. Burnstine,

left September 2 for a three weeks' southern trip.

James J. Burke, president of the Brooks' Optical
Company, returned August 31 from a several

days' business trip to Chicago.
Louis Robin, the engraver, returned September

2 from a several days' motor boat trip up the
Mississippi River with a party of friends.
A. Maschmeyer, president of the Maschmeyer-

Richards Silver Company, accompanied by his

wife, returned August 30 from a three weeks' vaca-

tion trip to the Eastern resorts, which included
Atlantic City, N. J.
L. L. Gerber, traveler for the same concern, left

August 30 on a three months' trip through Texas

and Oklahoma.
A. Kurtzeborn, of A. Kurtzeborn & Sons, re-

turned recently from a six weeks' sojourn at

Battle Lake, Minn. He was accompanied by his

wife.
R. 0. Bolt, secretary of the Mermod, Jaccard &

King Jewelry Company, returned August 30 from

a two weeks' business trip to New York. E. J.
Dorn and W. A. Shumaker, salesmen for this con-

cern, returned September 3 from a three weeks'

vacation spent at Walloon Lake, Mich. W B.

Lauman is spending two weeks at the Colorado

resorts.
September 23 is the date that has been selected

for the marriage of Paul Ullman, of New York, to

Miss Ethel Bauman, daughter of S. H. Bauman,

president of the Bauman-Massa Jewelry Company.

The wedding will take place at the Columbian
Club here, and will be a large and fashionable
affair.

Dr. M. H. Kennedy, who has been connected
with the Mermod, Jaccard & King Optical Com-
pany, resigned and left for Kansas City on August
31. He is looking for a jewelry and optical store
location, or will conduct an optical store alone.
E. H. Ackerman, of the E. F. Dunker Silver

Company, returned August 26 from a business
trip through Missouri.
E. W. Bornmuller, salesman for the F. W.

Drosten Jewelry Company, is home from a two
weeks' sojourn in the Arcadia Valley of Missouri
Leo S. Sullivan, same concern, is home from a two
weeks northern vacation trip. Fred Miller is
spending two weeks' vacation in Illinois.

Frank Rader, Lakeland, Fla., who opened a new
jewelry store at that place on September 1, was a
recent buyer in this market.

J. W. Lovett, credit man for Loftis Brothers &
Co., returned September 2 from a week's vacation
spent in the north.
H. W. Sippel, of the Sippel-Hyde Jewelry Corn-

pany, who had arranged for a business trip East,
did not get away until September 4, when he left on
a two weeks' trip to the manufacturing centers.
Harry M. Kaye, salesman for the J. Bolland

Jewelry Company, returned recently from a three
weeks' trip to the Canadian resorts. C. H. Lyle,
secretary of this concern, returned recently from a
ten days' sojourn at the Michigan resorts. S. E.
Heffern, salesman, is recuperating from ten days'
confinement at home with a bad summer cold.
Henry Bernel, who has been in the employ

of Herman Mauch for the past ten years as sales-
man, died Saturday August 24, at the age of 61
years. He had been partially paralyzed for some
time, and during the last year was incapacitated
for work. He left a wife and four children.

Frank Scholl, traveler for Weiss & Fassett, re-
turned September 3 from a two weeks' trip through
the north.

Miss H. Burke, stenographer for the Brooks'
Jewelry & Optical Company, returned September
2 from a week's trip to the Great Lakes.
On a suit filed by the Assistant Circuit Attorney

charging that it had not complied with the anti-trust
law by forwarding annual reports to the Secretary
of State, Judge Hitchcock, in the Circuit Court,
recently revoked the charter of the Clarke-
Rodgers Jewelry Company. The business for-
merly conducted in the name of the Clarke-
Rodgers Jewelry Company, is now conducted as
the Clarke Jewelry Company, at 611 Chestnut
street. Prior to the discontinuance of the St.
Louis store of the Zerweck Jewelry Company, the
Clarke-Rodgers Jewelry Company was consoli-
dated with the Zerweck Jewelry Company, George
E. Clarke, who now conducts the business, says
the report required by the anti-trust law was not
made because it was thought the consolidation ren-
dered this unnecessary. Steps will be taken to
have the forfeiture set aside.
Well-known trade visitors here recently were:

William Roy Mayland, Clifton, Ariz.; H. J. Linn,
Linn Brothers Jewelry Company, Dennison, Texas;
H. D. Leffel, San Angelo, Texas; B. H. Barnes,
Duke Jewelry Cmpany, Fayetteville, Ark.; Mr.
Chew, Memphis, Mo.; S. J. Brady, El Reno, Okla.;
Paul Shepard, Charles S. Stifft jewelry Company,
Little Rock, Ark.; F. H. Feraud, Madison, Ill.;
Fred Simon, Collinsville, Ill.; H. Brodkey, Fort
Worth, Texas; John Koetting, St. Genevieve, Mo.;
Henry Altenmueller, Washington, Mo.; J. J. Gaff-
ner, St. Jacob, Ill.; A. G. Conn, Pine Bluff, Ark.;
A. W. Hawver, Jr., Springfield, Mo.; Mrs. C. Burk-
hardt, Red Bud, Ill.; Charles Randall, Litchfield, Ill.

Sylvester Grudzinski, a jeweler, of 1225 North
Ninth street, was recently acquitted of a charge of
practicing medicine without a license, by Judge
Calvin N. Miller in the Court of Criminal Correc-
tion. The evidence showed the mother of a
young girl had gone to Grudzinski, who was
formerly a druggist, and asked him for some
medicine for an ailment with which the child was
suffering. Grudzinski got a physician to give him
a prescription and gave the girl's mother the
medicine, charging $5 for it and the doctor's ser-
vice.
H. Estinghausen, president of the Attleboro

Jewelry Company, returned recently from a
business and pleasure trip to Mexico.
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SATISFY THE WANTS
OF THE JEWELER

WITH

SERVICE THAT WINS
(Tr Our Personal Attention is given to all Mail
Orders and goods are shipped same day order
is received.

OUR ILLUSTRATED CATALOGUE

"The Jeweler's Handy Book
is the ideal for reference in ordering by mail.
(ff Send us your name and we will send you one
--all charges paid.

ff

Our New Fall Stock Now Ready
is larger and finer than ever

(If We show the largest and most complete line of
Fahy 's Watch Cases on the road. In jewelry,
our line is very complete with the choicest goods from
the best known and most reliable factories.

• 

Our Traveling Men are now out with stock
for delivery, and cover the States of Illinois,
Indiana, Ohio, Kentucky, Iowa, Wisconsin
and Michigan.
g If our representative does not call on you let us know
and we will instruct him to do so as early as possible.

SLADE, TENNEY & WEADLEY

• 

37 South Wabash Avenue CHICAGO
1

• 
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MAKE YOURS

"The Store Beautiful"

Beauty brings business. If your store is more attractive than the
other fellows, you are certain to get more trade than he does.
And what's more, you'll get a better class of trade.

"QUINCY SPECIAL" Show Cases and
Store Fixtures

add 100% to the trade-pulling power of your store and are worth
three salesmen in selling goods.
It won't cost so very much to make yours " the store beautiful."
And your larger trade will soon repay you. Write us about it.

CATALOGS ON REQUEST

QUINCY SHOW CASE WORKS

QUINCY

Chicago, Jackson Blvd. and
Franklin St.

Wichita, Kans., 301 Beacon Bldg.

ILLINOIS

St. Joseph, Mo.. 313-23 So. 3d St.
Dallas, Tex., 907 Commerce St.
Jacksonville, Fla., 20-28 Julia St.

No. 400. Jewelers' All-Glass
Table Case

Look at it from any direction
and you get a perfect view of the goods within. That's the secret or thewonderful success of the

flo

Leading jewelers in every part of the United States are equipping their storeswith this wonderful ease because o' ita rich beauty, the perfect display it gives
to every article within. There are no dark corners in this case, no frames orclamps to obstruct the view; nothing hidden. Its a a real sales-maker and
quickly pays its cost. Now is the time to get ready for a big Fall business.
Why not write us about the cases you need. Its our business to advise you
whether you are ready to buy or no.

Jewelers'
All-Glass
Table Case

WRITE FOR BOOKLET TODAY. ADDRESS DEPT. C.

DETROIT SHOW CASE COMPANY
Show Case Makers to Progressive Merchants

476-490 FORT WEST DETROIT, MICH.
Get Our Book on Modern S: tore Front Construction

New York Salesroom, 738 Broadway
LEO A. FELDMAN, Selling Agent
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THE

Rush on Wholesale Trade Necessitates Working—
W, F. Wilmes, well-known Jobber Dies—Local
Wholesale Jeweler Nominated for Judge

Kansas City, Mo., September 10.—The whole-
salers and manufacturers of this city are working
overtime now taking care of the almost unpre-
cedented rush of business that has been pouring
in for the past two weeks. Traveling men in this
territory report that the splendid harvests have
brought sudden prosperity to the smaller towns,
and local jewelers are filling out depleted stocks
as fast as travelers can take their orders. Practi-
cally all of the Kansas City houses have been em-
ploying additional help, and it is confidently ex-
pected that the fall business will break records
in this vicinity. At least all of the jewelers predict
a steady demand for goods up to the holidays
and late buyers will be disappointed as manu-
facturers and jobbers will be unable to handle
late business. Collections are reported good.
W. F. Wilmes, of the Aller-Wilmes Jewelry

Company, St. Louis, died at the Boneventure
Hotel, this city, Wednesday, August 28, after a
long illness. Death was due immediately to heart
failure. An obituary will be found elsewhere in
this issue.
The Edwards-Ludwig-Fuller Jewelry Company

has made several additions to its house force to
take care of the rush of new business. Mrs.
Gertrude Orr is now cashier, Oren Hensley is a
new employe in the jewelry department, Charles
Bremer is added to the shipping department and
C. B. Middleton is a new bookkeeper.
W. H. Jores and C. L. Baker, travelers for the

Hoefer Jewelry Company, have been making a
tour of Nebraska and they report splendid business
all over the state.
H. J. Gunther, for many years in the jewelry

business in Kansas City, has returned to the city
after several years spent in Florida. He will open
near his old location at Thirty-first and Homes
streets.
C. B. Norton, president of the C. B. Norton

Jewelry Company; R. L. Hassig, of the Hassig
Jewelry Company; F. M. Chamberlin, salesman
for the C. B. Norton Jewelry Company, and J. B.
Schmeltz, a retail jeweler of Kansas City, spent
two weeks fishing on the White River of the Ozark
mountains the latter part of August. They re-
ported a delightful time but the run of fish was
small.
C. B. Norton, president of the C. B. Norton

Jewelry Company, was nominated by unanimous
vote as candidate of the progressive party for judge
of the Jackson County court, which is the Kansas
City district. He was not a candidate and was
not even in the city when the honor came to him
but it is a fine recognition of his ability and integ-
rity and indicates the esteem in which he is held
in his home city.
Cal Fitholm has resumed his old position as

traveler for the Meyer Jewelry Company.
When Harry Porter, of Porter & Wiser, returned

from his vacation he reported that he had covered
the Pacific coast states from Mexico to Canada.
This aroused the ambition of his partner, Edwin
B. Wiser, to visit the Atlantic coast states and he
has gone on a trip that will take in Washington,
Philadelphia, New York, Providence and Boston.

Bernie Fricke, of the material department of
the Meyer Jewelry Company, has returned home
from an eastern trip that included New York,
Old Point Comfort and the Great Lakes.

Leslie L. Wallace, manager of the clock depart-
ment of the Edwards-Ludwig-Fuller Jewelry
Company, left September 10 for several weeks
vacation which he,will spend_at Excelsior Springs,
Mo.
E. L. Donaldson, Texas traveler for the Edwards-

Ludwig-Fuller Jewelry Company, is very ill in
El Paso. He has been afflicted with tuberculosis
for several years.
Mrs. S. E. Woodstock, widow of the late S. E.

Woodstock of the Woodstock-Hoefer Watch and
Jewelry Company, has returned to Kansas City
after a summer spent on the Pacific coast.
George H. Edwards, president of the Edwards-

Ludwig-Fuller Jewelry Company, with his family
returned September 1, after several weeks spent
at eastern resorts.
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R. S. Wilson, owner of the Main Street Jewelry
Company, was eating his lunch in the back part
of his store a few days ago, when a robber entered
the front door and proceeded to help himself to a
number of watches that were within reach. Mr.
Wilson chased the thief out into the street and
when the man boarded a street car Mr. Wilson
took a seat beside him. The thief proceeded to the
suburbs where he left the car and took a seat
under a tree. Mr. Wilson seated himself beside
the man and talked with him for half an hour
hoping a policeman would come along. As none
did, the thief ran off. Mr. Wilson estimates his
loss at about $100.
An explosion of natural gas wrecked the jewelry

store of W. C. Pierce at 701 east Thirty-first
street August 29. Furniture and fixtures were
badly damaged and Mr. Pierce estimates his loss
at $1,500. Several other small stores in the
vicinity were damaged by the same explosion.
John C. Walton, arrested recently in Chicago

charged with helping to rob the Franklin Jewelry
store in Kansas City of $4,000 worth of diamonds
a year ago, has been brought to Kansas City
and will be tried this month. His alleged accom-
plice, William Rock, who pleaded guilty after his
capture immediately after the robbery, is now
serving a term in the Missouri penitentiary and
his deposition has been taken to be used in Walton's
defense. Walton was charged with being the "out-
side man" in the robbery and he is believed to
have escaped with the diamonds. At least Rock,
who ran into a department store where he was
arrested, did not have any of the stolen booty on
him. In the fight with the proprietor of the
Franklin street jewelry store a man who was passing
on the side-walk, was shot and seriously injured.
Among the visitors in Kansas City's jewelry

district recently were: W. W. Whiteside, of
Liberty, Mo.; H. H. Lewis, of Wetmore, Kans.;
J. G. Bellamy, of Slater, Mo.; W. R. Pearce, of
Gardner, Kans.; J. C. Shean, of De Sota, Kans.;
C. B. Hall, of Lebo, Kans.; W. H. Meyer, of
Lawson, Mo.; G. T. Renfly, of Leavenworth,
Kans.; G. W. Belt, of Columbus, Kans.; and S. E.
Cogswell, of Kirwin, Kans.

The Revival of Amber Jewelry

In spite of its inexpensiveness, amber jewelry is
enjoying a phase of popularity just at present, and
considerable amounts of it are being sold, says the
London Goldsmith. The cloudy variety is as
popular as the beautiful clear stones, and numbers
of necklaces, brooches, buttons, and buckles, as
well as parasol handles and hair combs, are to be
seen. Amber possesses associations of considerable
historic value, for of all substances used for per-
sonal adornment amber is of the highest antiquity.
It is mentioned by Homer, and is found introduced
in the most ancient specimens of Etruscan jewelry.
In the collection of a foreign prince of very choice
Etruscan workmanship, is, or was, a necklace hav-
ing pendants, in the form of carabs, of alternate
sardonyx and amber. Among the Romans this
substance was greatly prized. Pliny relates that.a
small figure carved in amber had been known
to sell at a price higher than that paid for a
vigorous living slave. Sir Thomas Browne
mentioned in his "Urn Burial" that among the
contents of a Roman urn not only jewels, but an
ape in agate and a grasshopper and an elephant
carved in amber were found. In Shakespeare's
time amber seems to have been very fashionable.
Amber is still much valued in the east, but in
China it is chiefly crushed into powder and burned
as incense. Formerly amber was ignorantly said
to be composed of the tears of birds; had this been
true they must have shed them as copiously as
Niobe's self. Facts show that the origin of amber
goes back to the tertiary epoch, and that it is to
be assigned to the resin which flowed from certain
trees, of that era, just as a yellow gum exudes
from plum and cherry trees. Apropos to the
popularity of yellow for evening dress, her Majesty
Queen Mary has more than once worn this color.
One occasion was at a court held at Buckingham
Palace, and at the late command performance
given at the Palace Theatre the Queen was again
dressed in pale buttercup yellow brocaded satin.
There were other gowns in like color present in
the house.

Emeralds and Their Counterfeits

(Continued from page 1897)

water, should the join be, as is very often the case,
practically impossible to find even with a strong
glass. The locality of the color will soon be seen,
but owing to the top and bottom pieces also
being pale green instead of white rock crystal, as
in the case of the saude emeralds, it is rather more
difficult to find, but even then is still obvious. This
test is more reliable in this case than the dichro-
scope, as owing to the fact that the stone being
composed of 2 pieces of emerald of pale color,
faint dichroism is seen, and may misguide the
inexperienced to the conclusion that it was wholly
a real stone instead of a doublet. I need hardly
mention to members of the trade the wide differ-
ence in value of the 2 articles.

Emerald and Glass Doublets

Doublet No. 2 is more frequently seen, being
composed usually of an emerald front of very
pale color with a green glass back (they are also
found having fronts of other hard stones to with-
stand wear and any test for hardness that may
be applied when set. Our friend, the cup of water,
again comes to our aid as before, and will inevitably
reveal the artful counterfeit in a few minutes
besides showing the joint distinctly as in No. 1.
The paste or common glass imitation, of course, is
familiar to almost every jeweler, but is still
worthy a few words comment. The art of copying
gems in high refractive glass is of very ancient
origin, and even the great Michael Faraday paid
a great deal of attention to this particular trade
with marked results. Many of the so-called
scientific or synthetic gems being sold in both
Berlin, Paris, and London at present are, upon
examination, found to be paste or glass. So much
so, that they have, at least abroad, been compelled
to describe them all as imitation in the interest
of a too-confiding public. These pastes are of a
very high quality, and are excellent reproductions
of the true stones containing internal strim, etc.,
and being also truer in color than many of the
synthetic stones. The dichroscope is, of course,
an infallible test in all these cases, as is also the
test for hardness, as they are much softer than the
real emerald, and no one of any standing at all
should or ought to be deceived by one of them.

The Study of Gemology

The study of gems, or gemology as this special-
ized branch of mineralogy is now termed, is one
of the most fascinating of any science I know—the
more one dives into the hidden secrets of Nature's
gems the more eager one becomes to learn. What
mysteries surround the birth and life history of
a pearl? or the wonderful phenomena that hap-
pened that produced the Cullinan diamond, weigh-
ing 11i lb., and which is only the third of the
original gigantic crystal?
In this short article I have confined myself to

one stone only and its imitators. Much more
could be written on the subject if space permitted,
but to those who stop for one moment to consider
this important side of the jewelry business, they
must realize what little thought is given to the
subject. The range of precious stones to most
consists of the diamond, ruby, sapphire, topaz,
emerald, amethyst, turquoise, and opal; and
beyond that everything becomes a "fancy stone,"
no matter what it may be.
In conclusion, I would like to say that every

common burglar arms himself with the latest
up-to-date tools, etc., to burglarize the most modern
safes, and every safe-maker is striving all he knows
how to go one better in the way of improvising a
new safe to withstand their ingenuity.
Why do we let these "burglars," the modern

alchemists and fakirs, find us defenceless, robbing
us of our means of livelihood by destroying the
confidence of the buying public in all colored
stones.
We wilfully enter the fight without our armor

and good broadsword, it must be confessed,through
sheer laziness and indifference .• Is it wise?—
Bristow J. Tully, F.G.S., in the Watchmaker,
Jeweler, Silveremtth and Optician.
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ci THE NEW CENTURY is used in every civilized part of
the world, and when you purchase one of these machines,
you are sure of big dividends on your investment and an
asset that will not deteriorate with age.

I In perfecting THE NEW CENTURY we have kept in mind three
essential points that are not found in other machines of this type on the
market, viz.: rigidity, convenience of operation and accuracy.
q THE NEW CENTURY is elaborately finished, is made of best
materials obtainable and high-grade workmanship, and the design is
simple and mechanically correct.

q THE NEW CENTURY is easy to learn to operate and willsave you time and money.

C)-he E ton
Write for Catalogue and Easy Terms

GI•ver Co.
Sayre, Penna.
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JEWELRY FIXTURES
are the kind of fixtures that help most to
give the Progressive Jewelry Store its name.

Hofman quality anticipates the needs of to-
morrow while catering to the needs of to-
day ; that's why the leading stores are
Hofman equipped.

You'll become a Hofman enthusiast too,
when you know our service.

A catalog or a representative on request.
Which shall it be?

John Hofman Co.
94 Leighton St., Rochester, N. Y.

New York Office, 806-807 W. 34th St.
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WINTER FIXTURES
CHEAPER THAN THE CHEAPEST IF QUALITY IS CONSIDERED

ANYTHING FROM A STORE STOOL TO A COMPLETE OUTFIT

The "IMIG" DESIGN JEWELERS' OUTFIT
It's practical arrangements, correct dealens, QUALITY of material, workmanahip andfinish, at RIGHT PRICES, that you are looking for we can suit you. Not how cheap, buthow good, at prices that are right, is the Winter Idea. Ask our customers.

WINTER CATALOGUES—The Books That Show You
Catalogue 12 A. Sent upon request.

The M. Winter Lumber Co.
HIGH-GRADE FIXTURE MAKERS

ESTABLISHED 186e

SHEBOYGAN, WISCONSIN, U. S. A.
  SALES AGENCIES  
Mattoon & Keppel . 116 Orange Street, New Haven, Conn.R. H. Birdsall . . .... Hamilton Building, Portland, OregonJ. W. Crowdus Drug Co.   Dallas, TexasSmith-Bailey Drug Co.  Salt Lake:City, Utah

September 15, 1912 '7'HE KEYSTONE 190

CINCINNATI

Trade Gradually Improving with Bright Prospects—New Catalogues Now Being
Issued—Jeweler Invents "Mechanical Porter" For Carrying Traveling Men's
Samples—Wholesale House Gives House Warming

Cincinnati, September 10.—Trade, the past fort-
night, has ranged all the way from "very good" to
"quiet" among the various houses. However, a
distinct preponderance of the "very good" makes
the average high. Optimism among the manu-
facturers and jobbers is now very much in evi-
dence, and that more tangible thing called business
is the real cause of it. Retail business in the
districts near-by has been strong and county fairs
have done much to liven trade. These very
dependable barometers indicate that the Fall
business will touch a very high mark. City retail
trade continues slow, a condition that has been
chronic throughout the summer.

Jobbing houses have been hard at work on their
new catalogues, the earliest of which are now
making their appearances. The widened scope
and increased size of many of these aids-to-buyers
bear further witness to the prosperity of the past
year and the high expectations for the approaching
fall.
Patrolman Stebbins, who was found guilty of

several thefts some time ago, and who was to have
been tried for stealing two gold rings from a local
jeweler has been pardoned. The rings were returned
and the clirge dismissed. His plea of ill health was
listened to and he has set out for Mississippi with
his wife where he will begin life anew.
S. Shapiro, Central avenue jeweler, is spending

several thousand dollars remodeling his store.
His success on Central avenue has been one of the
bright spots in local retail activity.
Mrs. Ingman, of Apalachicola, Fla., visited

among the jobbers while in this city for a short
time when on her way to northern Ohio where she
is visiting her parents.
Mr. and Mrs. Julius D. Jacobs have returned

from Atlantic City. Mr. Jacobs is now out on
his Indiana trip. A. C. Jacobs and his mother
return middle of this month from Atlantic City.

Charles Heisterman, of Heisterman & Zechman,
Germantown, stopped off in Cincinnati for a visit
with the jobbers while on his way home from a four
months' stay in California.

The first of September M. Morris, Main street
jeweler, made application for A patent on a grip
carriage, a device he has invented for carrying
salesmen's cases. This mechanical porter takes
the form of an adjustable frame mounted on
papier-mache casters. The frame _holds the

sample case and enables the salesman to skid his

heavy burden along the pavement rather than
bear the burden or hire a porter. Mr. Morris

has used the carriage on several trips with most
satisfactory results and a number of salesmen
expressed a desire to give the device a trial. The

frame is light and can be easily lifted for car tracks

and curbs; it is suitable for several sizes of cases

and can support loads of a couple hundred pounds.

Mr. Morris is visiting the trade in Ohio, Indiana

and Kentucky.

The engagement of Louis May, of A. & J. Plaut,

and Miss Obera McCarthy, of Norwood, has been
announced. G. M. Braham is visiting the trade in

the Virginias.
E. P. Harg, of Paris, Ky., has given up his old

location and is now established in his new store

in the center of town.

Samuel Sterchi has severed his connection with
the Varieties Jewelry Company, of Terre Haute,
Ind., and will devote his time to his own store. E.
Hornbuckle remains as sole proprietor of the Vane-
ties store.
Mr. and Mrs. Joseph Mehmert arrived in New

York September 2, after several months spent in
Germany and Switzerland. They remained on the
coast for several days before returning to Cincin-
nati.

J. K. Bingaman, Bingaman Jewelry Company,
spent some time in New York and Washington the
middle of August looking after his extensive real
estate interests there.
The suit of C. H. Lamson, jeweler of Pasadena,

Cal., against Wright Brothers, world-renowned
Dayton aviation firm, which was filed about a
year ago comes up at the October session of the
United States District Court. Mr. Lamson
charges the appropriation of features discovered
by him in experimentation with box kites and
air-planes. An injunction and large cash settle-
ment are asked.
Herbert Williams, watchmaker with Max

Kohlhagen, of Lebanon, and Miss Sarah March
have been married.
John R. Bovard, of Carrolton, Ky., and his

brother H. B. Bovard, of Newcastle, Ky., have
been in the city purchasing fixtures and stock for a
new store which John Bovard will open in Carrol-
ton.

George Gahl, for about forty years with Jos.
Nosterman & Co., died the last week in August,
at the age of 62. Mr. Gahl was stricken on the
street and was hurriedly removed to his home on
West Twelfth street, Covington. He survived
but a few hours. He had a host of friends among
the trade members and was a prominent member
of several orders.

Richter & Phillips celebrated their removal
to their new quarters in a novel way with a genuine
"house-warming" in their big building. The eve-
ning of August 31 a party of about sixty employes
and their friends gathered on the top floor of the
firm's new home where a banquet was prepared
for them. A series of informal talks was in order
at the close of the repast, and then followed an
evening of dancing with Esberger's band encourag-
ing the guests to late hours. A rush of business
coming at the time of the removal has necessitated
"over-time" for several days.

A. D. Roettinger, John Holland Gold Pen Co., is
traveling on the Pacific coast where his company's
interests will keep him until the last of November.
John and Robert Holland return the middle of
September from a month's vacation at Les Chen-
eaux, Michigan.
Mr. and Mrs. Weiss, of Sunbury, Ohio, spent

several days among the jobbers during early
September.

Among the many dealers in town during the
past two weeks were: 0. C. Beer, Sunman, Ind.;
Mr. Fisher, Springfield; J. W. Tufts, Loveland;
H. S. Freeland, Seaman; J. M. Runyan, Sabina;
Iliff Conger, Sewanee, Tenn.; E. D. Hill, George-
town, Ky.; Ed. Israel, Harrison; I. N. Pollock,
Ashland, Ky.; G. H. Geer, Jackson, Tenn.; F. A.
Schweeting, Oxford; Mrs. F. B. Cary, Lebanon;

R. D. Washington, Russell, Ky.; Theodore J.
Weihe, Louisville, Ky.; James Washburn, Ander-
son, Ind.; F. Schaffroth, Stone Lick; Ed. Schnei-
der, Louisville, Ky.; W. W. Murdock, Middle-
town; M. Meyer, Marian, Ind.; J. E. Zimmerman,
Chillicothe; A. M. Bryan, Bellaire; A. T. Man-
fair, Athens, W. Va.; Fred J. Heintz, Lexington,
Ky.; Mrs. W. M. McCutcheon, Chattanooga,
Tenn.; Mrs. F. P. Callen, Erlanger, Ky.; E. G.
Maurer, Lexington, Ky.; A. P. Tiffany, Xenia;
H. Effron, Middlesboro, Ky.; J. H. Francisco,
LaFollette, Tenn.; H. G. Hackman, Rushville,
Ind.; J. Bush, South Pittsburgh, Tenn.

Ancient Jewelry Shops of the Desert

Once men were so honest that the jewelers
worked in the open air and left their precious stones
out-of-doors at night. No one disturbed their
stocks. These men were the Aztecs. They cared
little for gold, but they knew the value and under-
stood the art of cutting turquoise. They mined
only the most perfect stones. They fashioned
them with rude instruments, but no modern
lapidarist finished his gems with greater care or
polished them more highly than did these workmen
of a bygone age.
In , the southwest men search today for these

ancient jewelry-shops of the desert. They are
still to be found and they yield riches. Sometimes
men will work for weeks finding one. Then again
they will stumble across a dozen or more in the
same day. For evidently there were jewelry
districts in the old pueblos, where the lapidarists of
long ago carried on their trade.
The sites of these ancient towns are now

marked only by broken pottery indicating the
sites of the old houses built of adobe or sand brick.

North of El Paso on the Sacramento desert,
lying between Sacramento and the Organ Moun-
tains, there are a number of these deserted villages.
When Coronado passed through the country the
villages were occupied. He conquered them and
they paid taxes to Spain for years. Then for some
mysterious reason the towns were obliterated.
At any rate, the houses have crumbled. Mounds

mark the spot where formerly they stood, and the
broken pottery with colors burned in so perfectly
that they have withstood the action of the weather
for nearly three centuries tell of the civilization
that existed.
The towns were located at the mouths of

canons, where reservoirs were constructed to
impound the water to last through the long, hot
summer months. Some were located in the center
of the desert of today. Evidently the ancients
used wells, for good water is obtainable at a
depth of about 200 feet.
Once in a while the searcher will come across

stones, such as porphyry, flint, granite, and lime,
slotted with grooves arranged in a circle. This is
or was a jewelry-shop. The workers sat around in
a circle, and the stones mentioned were used to
polish the turquoise. Reaching into the center of
the circle, one may feel about with the fingers and
at a depth of 3 to 6 inches find the crude turquoise.
Sometimes it has been uncovered by the winds and
lies exposed. More frequently, however, the
treasure is covered and is in as good condition
today as when it was first placed in the center of
the circle, where it was evidently left every
night when the workmen went home. The work-
men polished the gems by rubbing them in the
slots in the stones and thus wore them down to the
shape desired. The process was evidently finished
by rubbing on leather, much as is done by the
modern lapidarist.

These ancient jewelers worked with the crudest
instruments and wrought most artistic designs.
They mined only the best turquoise—the clear,
sky-blue stone that will withstand the test of
sunlight without fading. While they polished the
gem with rough stones in some manner not known
to moderns, they managed to bore a hole through
them in order to string them. How these holes,
small enough to prevent the passage of a darning-
needle, were made is a mystery.—Frank J. Arkins
in Harper's Weekly.
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16 Size Rockford 21 Jewel

Rockford Winding Indicator Watches

RAILROAD GRADE
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1 No. 655, 16 size Open Face, Railroad
Grade Rockford Indicator Movement
accurately indicates the exact time that
elapsed since last winding; lever set 21
ruby and sapphire jewels in gold settings,
adjusted to temperature, five positions
and isochronism, gold centre wheel, gold
pallet cap, sapphire pallets, double roller
escapement, steel escape wheel, compen-
sating balance, safety pinion, patent
micrometric regulator, Breguet hair
spring, hollow ground winding wheels.
Gold lettering, handsomely damaskeened
glass enamel dial sunk second and In-
dicator Bit.

Indicator Movement

16 Size 17 Jewel Adjusted

COMMERCIAL GRADE
Indicator Watches

No. 665, 16s Open Face Rockford Indi-
cator,accurately indicates the exact time
that elapsed since last winding, Pendant
Set 17 Ruby and Sapphire jewels in set-
tings, adjusted to temperature, gold cen-
ter wheel, compensating balance. Bre-
guet Hair Spring, Safety pinion, patent
micrometric regulator, gold lettering,
glass enamel dial with sunk second hand
and Indicator Bit. Sold complete in 14K
solid gold and 25 year gold filled cases,
plain, engine turned, or engraved, screw
back and bezel, jointed or swing ring.

THE ROCKFORD WATCH CO. Ltd., Rockford, Ill.
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14 Karat Gold College Fraternity Pins

Peerless Belts and Buckles
are the best selling goods we have put on the market during
our 20 years experience in the monogram business..,
Are your getting your share of the profits in this line? If not,

WRITE FOR CATALOGUE No. 14 AND DISCOUNTS

CHICAGO ART METAL WORKS
INCORPORATED 1892

302 West Lake Street CHICAGO, ILL. ERICHSEN, KRAUSE C, CO MANUFACTURING
•0 - JEWELERS --

37 SOUTH WABASH AVENUE CHICAGO, ILLINOIS
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Procedure in Patent Suits
Explained in Detail

A patent suit is an action brought in the United

States Court, in which the ownership of a patent

or patents and an infringement of a machine,

method of operation, process, article, composition

of matter, or design, specified in the claims of

such patent or patents, is alleged, and an injunc-

tion, restraining the infringer from continuing the

infringement, and damages for past infringement,

(increased three times in flagrant cases) asked for.

Procedure in Patent Cases

The procedure in a patent suit, stated in simple

terms, is as follows: A bill of complaint is prepared

by the attorney representing the owner of the

patent. This bill is filed in the clerk's office of
the United States Court in the district where the
defendant (the infringer) resides or has an accred-
ited agent. Upon filing of the bill of complaint, the
clerk of the court issues a subpcena requiring the
defendant to appear and answer to the complaint
on the first Monday of the month succeeding
service of the subpcena, provided that such service
is made on some day not less than 20 days before
such first Monday in the month. The subpcena,
when issued, is handed to a marshall of the United
States Court, and must be served by him upon the
defendant, or his accredited agent, or in case the
defendant is a corporation, upon the commissioner
of corporations of the state where the defendant
has its place of business, who sends the subpcena
to the defendant by the mail. "To appear and
answer" means that the defendant must retain
an attorney, who shall file a paper in the clerk's
office on the first Monday in the month, setting
forth that he appears generally or specially for the
defendant. In case no attorney appears for the
defendant, the complaint will be considered as
true and judgment entered against the defendant.
Where an appearance is entered, the defendant
has until the first Monday in the following month
to file an answer to the complaint. The answer
will admit as true, such statements of the bill of
complaint as the defendant knows to be true, and
will deny on information and belief, all statements
of the bill which are believed to be untrue or which
the defendant may legally assert in extenuation of
the allegations of the complainant, for instance:
The defendant may deny that the party to whom
the patent or patents were granted, was the first
inventor; or that the patent or patents describe
an invention; or that the patent or patents contain
a full disclosure of the invention; or that the
invention or inventions were not known to others
for more than 2 years prior to the date of the appli-
cation for the patent or patents; or that the inven-
tion was described in prior patents or publications
and further, give details of the information which
he will rely on in support of such allegations.

After the answer is filed, the complainant
has until the first Monday in the next succeding
month, to file what is known as a "replication,
that is, a paper setting forth that the complainant
takes issue with the defendant and leaves the
matter to the discretion of the court upon proofs
to be submitted. The case is now at issue and
under the rules of the court, the testimony of the
respective parties must be closed within 3 months.

The Matter of Testimony

All testimony in a patent suit must be taken
before a United States Commissioner, or a Notary
Public (by consent), and committed to writing.
The complainant takes his testimony first. This
testimony usually consists in offering the patent
or patents in evidence, proving ownership and
infringement. Proof of infringement, in a simple
case, consists in offering in evidence, a photograph,
drawing or sample of the thing made by the de-
fendant, and proof of sale or use. In more com-
plicated cases, the testimony of an expert in the
art to which the invention described in the patent
or patents sued on belongs, is taken, who corn-
pares the thing, process, etc., as made or used by
the defendant, with the thing, process, etc., de-
scribed in the claims of the patent or patents sued
on, and if necessary, proof of the extent of use
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and merit of the thing or process patented, is
introduced.
The defendant now takes his testimony, which

usually consists in offering proof of the facts
alleged in the answer. In the majority of the cases
the testimony of an expert in the art is required
in order to define the invention disclosed in the
patent or patents sued on, compare the invention
with the disclosures of the prior patents and •
publications pleaded, and to controvert the testi-
mony of the expert produced by the complainant.
The complainant then offers rebuttal testimony to
contradict or interpret the testimony introduced
by the defendant. After the testimony of both
parties is closed, the record of the case is printed
and the case set down for hearing before a judge
of the United States Court.
The above is the usual procedure. This proce-

dure may be modified by the filing of pleas or
demurrers in place of an answer, which set up some
reason, good in law, why the complaint should be
dismissed, as for instance, failure of legal service of
bill, lack of title in the complainant, license owned
by the defendant, etc. •

Appealing a Case

After a case has reached final hearing and been
decided by the court, either the complainant or
the defendant may appeal to the Circuit Court
of Appeals of the United States. Such an appeal
is usually held by the court from 6 months to a
year before rendering a decision. After final
decision, assuming the complainant to have been
successful and desires to collect damages, an
accounting before a Master of Chancery may be
had. Such an accounting consists of the intro-
duction of testimony on behalf of the complainant
to show the extent of the damage, on behalf of the
defendant, to show lack of damage. As a rule,
very few cases go to a master and very little dam-
age is ever collected, the complainant generally
resting satisfied if a final injunction is obtained,
restraining the defendant from continuing the
infringement. In a certain class of cases, upon the
consent of the Circuit Court of Appeals having
been obtained, an appeal may be taken to the
Supreme Court of the United States, but such
appeals are now very infrequent.
A preliminary injunction restraining further

infringement may be obtained, where the patent
or patents sued on, have been held in other suits
to be valid, and the defendant can be compelled
to give a bond to pay the damage sustained, where
it can be shown that the defendant is irresponsible.

It will be seen from the above short statement,
that the procedure is extremely simple, and that
the main burden of the case, both as regards the
searches and investigations (which must be made
to obtain the material necessary to prepare the
answer for the defendant) and what must be proved
by the complainant and defendant, is the work of
the experts, as in the majority of cases experience
has shown, that the judge before whom the case is
tried, reaches his decision by weighing the testi-
mony of the experts.

Difficulties Experienced in Patent Suits

The main difficulties experienced in patent cases
are: (a) The majority of corporations are now so
large that their managers have neither the time
nor the inclination to obtain and prepate the
facts regarding a question of infringement for
submission to a patent lawyer. These matters
are generally delegated to some assistant who is
often so prejudiced by the reports of salesmen,
etc., that he unconsciously deceives the manager;
hence the patent lawyer does not receive the
information or assistance necessary for him to
arrive at any intelligent idea of the merits of the
case. (b) Patent lawyers, as a class, are ignorant
of the technology of the industries, and patent
experts equally ignorant of the law relating to
patents. As a consequence the patent lawyer
must be educated by the expert as to all technical
matters, and the expert by the patent lawyer as
to the legal bearing of the testimony which he
may give, both on direct and cross-examination,
and it frequently happens that the expert can not
educate the lawyer or the lawyer the expert.
This condition of affairs has led to the habit of
dragging out cases, while the educational process is
taking place, with the result that instead of closing
the testimony within 3 months as provided by the
rules, cases are continued for years. The average
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case takes at least a year. Complicated cases
have been known to continue for periods of from
4 to 6 years before reaching final hearing. Further,
the educational process above referred to is very
expensive. In order to lessen the cost, individuals
and corporations have adopted the practice of
employing, either permanently or temporarily (as
attorney in fact) a man skilled in technical matters
regarding the industries, and familiar with patent
litigation, and entrusting to him the preparation
of the case for presentation to the patent lawyer,
and such technical expert as may be called as a
witness in the case. This plan relieves the manager
and his assistants from all responsibility and
insures that every step necessary to properly
protect the interests of the corporation, will be
taken.
Not only is the attorney in fact entrusted to

prepare the facts, but to hire the patent lawyer
and the expert or experts who shall testify. This
plan is of distinct advantage, for the reason that
the attorney in fact is familiar with the capacity
and education of the practicing patent lawyers
and experts; some of such men are familiar with
electricity, others with the textile industries, others
with iron and steel manufacture. Naturally he
selects the man or men best adapted to make a
proper presentation of the case of his client.
Further, he is required to check and 0. K. the bills
of those he employs.—George Hilliard Benjamin
in Hardware Reports.

Photographic Flashlight
Mistaken for Explosion

When a loud explosion occurred recently in
Leonard Krower's big wholesale jewelry store,
at Canal and Exchange alley, New Orleans, La.,
four cops and a fireman, hearing the noise and
seeing the clouds of smoke pouring out of the
windows, came rushing from all directions.
Up the stairs went the policeman 4 steps at a

bound. They couldn't wait for the elevator;
there were scores of women and girls up there to
be saved before the fire cut off their retreat.
The "panic-stricken" girls met the cops at the

head of the stairs. With smiles on their faces they
were waiting to be saved.
"What the  Where the fire?" gasped the

leading hero.
"Officer," piped a sweet shrill voice, "arrest

that man!" She pointed to a cloud of acrid gray
and yellow smoke, out of which presently came
H. J. Harvey, The Item photographer. Mr. Harvey
smiled sheepishly.
"Only a flashlight, officer," he said; "only a

flashlight that didn't work right. Calm your-
selves, officers, calm yourselves."
The girls and women, who a moment before were

in danger of being saved from a horrible fate,
laughed. The 4 cops shuffled their feet and grew
red of face.
"We pretty nearly turned in a fire alarm. You

ought to be more careful with that there flashlight
stuff," said one of them.
"It sure looked like the beginning of a regular

fire," remarked the fireman and went out after
the cops.
Harvey made another attempt then and got a

good picture of the store for the Krower fall
catalogue.

Secret Lockets

Would you have something quite new and
different to wear on your pretty, long chain?
Then here are some fascinating lockets with a corn-
partment for a hidden picture. They may be
turned and twisted and examined most minutely
and still retain the secret of the inclosed portrait.
Neither hinges nor crevice is to be seen and the
bejeweled and ornamented cover will defy the
detection of the secret picture.
These lockets are handsomely carved in many

beautiful designs, and they are shown in the
jewelry shops in various shapes and sizes. Some
are studded with diamonds or pearls and others
with the colored stones.
One charming locket is set with an amethyst and

three beautifully tinted baroque pearls, while from
it is suspended a large baroque pearl as a pendant.
Another is set with a large topaz and this gold

locket is heavily carved and chased.
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Selling

Pianos
Doubles the

Profit
of Many

Jewelers

IIPianos are the most profitable of all lines for hustling Jewelers,
and often pay better than their regular stock-in-trade. With our

agencies every requirement can be fully met in price and quality from medium
grade to the artistic. A full line of Grand, Upright and Player Pianos of distinctive
quality. Reliable houses solicited and small accounts welcomed.

Owners and Operators of

Briggs Piano Company
Merrill Piano Mfg. Company
Norris & Hyde Piano Co.

Established
1868

Established
1885

Established
1873

National
Piano Co.
BOSTON
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RING-TRAY

THE ONLY AUTOMATIC LOCKING
RING TRAY ON THE MARKET

LOX-EM-ALL a three in one tray:
Automatic, locking all by removal of one.
Universal locking, preventing the removal of any.
Ordinary, allowing the removal of all.

This cut shows a three hook section of the locking device.
"A" represents hook thrown back by the removal of ring.
"11" represents hooks in position, showing rings locked in

imaginary slots.
C" represents locking bar which is pushed back by the

shoulder on hook "A," thus engaging the lower arms of hooks "B,"
thereby locking the rings held by them.

Pushing hook "A" down releases hooks "B" by allowing lock
log bar "C" to spring back, disengaging the lower arms of hooks
"B" and releasing rings.

This cut shows the regular three quarter size tray with part of
the covering and the top removed to exhibit the locking device in
its relation to the remainder of the tray.

The middle portion of the cut shows part of the aluminum top
exposed and one row of ring slots.

The remaining portion of the cut shows the finished part of
the tray with its silk velvet cover.

Wo manufacture the 1.0X-EM-ALI, ring tray in seven standard
sizes, with frames in any finish and upholstered in silk velvet of
any color.

You should have the LOX-EM-ALL because:
I. It is perpetual ring insurance.
2. It increases your profits by decreasing your losses.
3. Your salesmen need watch only one ring ; Lox-Em-All looks after the rest.
4. Honest people take no offence at the Lox-Em-All ring tray.
5. Dishonest people take no rings from the Lox-Ern-All ring tray.

Descriptive pamphlet and price list sent on request

DAHL MANUFACTURING and SALES COMPANY
Office and Factory:

MINNEAPOLIS 314-316-318-320-322-324 FIFTH AVE., SO. MINNESOTA
Uptown Office: 505 PLYMOUTH BLDG.

ELK TEETH
JUST AS THEY COME FROM
THE INDIAN AND HUNTER

ALL SIZES, white and colored tips.
Any number wanted. On selection to
manufacturers. Come to the right
source for supplies.

Mt. Lion, Lynx and Eagle Claws
for Emblem Work

DIMENSION, CABOCHON GEMS FOR RINGS, SCARF PINS, ETC.
Every sort of fine Gem Minerals in the rough for Gem Cutters.

ALL STRICTLY WHOLESALE PRICES

Largest Dealer of Elk Teeth in the World. Importer of Gem Goods

Price-list free L. W. STILWELL, Deadwood, So. Dak.

FIRE-PROOF

VERMIN-PROOF

ARTISTIC

NO REPAIRS

DUST-PROOF

SANITARY

ATTRACTIVE

NO TROUBLE

SAVE STOCK AND BUILDING

WHEELING METAL CEILII4GS
DRAWINGS AND ESTIMATES FREE

Seed measurements and we will estimate the cost and tell you how long it will require to do the work

SAFE

INEXPENSIVE

FIRE-RETARDENT

RATIONAL

ECONOMICAL

PERMANENT

WHEELING COINGATING CORNY WHEEL111GW.VA.
BRANDI OFFICES AND STOP:

NEW YOkK CHICAGO PHILADELPHIA

ST. LOUIS KANSAS CITY CHATTANOOGA

•+•
4.

4.

4

4.

•+•+•+•+•+•+•+•+•+•+•+•+•+•+•+•+•+•

BEFORE
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Mesh Bags Repaired, Relined and Refinished
$1.00 to $1.25

We Can Repair or Replace Any Article in the Jewelry Trade. Gold
and Silver Electro-Plating and Coloring. Monograms removed from
all kinds of Silverware and Jewelry. Refinished like New.

WRITE FOR OUR PAMPHLET AFTER

THE GLOBE ART MANUFACTURING CO.
51 and 53 MAIDEN LANE, NEW YORK
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The Science of Business Building

Xn Address by William T. Goffe of the Sheldon School, Chicago, Delivered at Omaha
During the Stationers' Convention

In considering the art of selling, the work of
business building, and the principles of service, it is
essential that we first have as nearly as possible
our facts organized and classified. In order that
this shall be so, it is necessary that we arrive at a
basis for classification; otherwise, we would not be
able to proceed intelligently. And such a basis is
found in the factors or elements which go to make
up every conceivable kind of a contract or agree-
ment. You are capable and intelligent hearers,
and of course you will analyze what is said on this
occasion or any other, and I expect—nay, I wish,
that you shall arrive at an entirely independent
judgment concerning the value of the sciences of
business building and salesmanship and service.
The late Herbert Spencer was a thoroughly re-

liable authority on science, and his definition of
that term embraces just two words, "organized
knowledge." Let us apply that definition to busi-
ness, and we will find that there is a science of
business building shown in the power to make
permanent and profitable patrons. We will find
that there is a science of salesmanship, the power
to persuade others to purchase at a profit that
which we have to sell, because goods must be sold
before we have any business upon which to build.
We will also find that there is a science of service,
because before we can profitably persuade others to
enter into trade relations with us, we must give
evidence of both the ability and the intention
to serve, to the end of satisfaction and profit, both
the buyer and the seller.

Four Factors in Business

So I say that we must arrive at a basis of classi-
fication of facts and truths before we can proceed
intelligently and satisfactorily in the discussion of
business science. Its higher name, of course, is
efficiency, and this applies to the institution as a
whole, just as it does to each individual employed
in that institution. It embraces just four factors,
as I have said, no more nor less; some one to make
propositions of sale to another; the goods or propo-
sition proposed; some one to whom proposition
or sale shall be made, and agreement between the
first and third factors relating to the second. Of
course, that means business. These elements, the
seller, the buyer, the goods or proposition and the
sale, constitute the whole; entering as they do into
every transaction, it is evident no trade can exist
without all of them. So for a little while, with
your permission, we will discuss the problems of
business building, first from the viewpoint of the
seller as he is seen along the line of his faculties
and qualities of mind and body, his mental, moral
and physical muscle. Second, the customer from
that angle which reveals him to us, looking at his
temperament, his mental activity, and his motives
and ideals. Third, the goods or proposition, from
the standpoint of the principles of logic—the busi-
ness man needs to study logic as well as any other.
And fourth, the sale itself as it is revealed in the
mental attitudes or steps taken by the other fellow
as he decides finally and comes into complete agree-
ment with us regarding our proposal.
Now, primary to my further remarks, I would

like to have one thing thoroughly understood in
advance, and that is that I do not pretend to know
more about your business than you do. I mean the
technique of your business. You are engaged in
the manufacture and distribution of stationery
goods, devoting your time and your energy and
your money capital to that. So it is both right
and reasonable that you should know more about
the technique of your business than I do. But I
believe you will agree, and be willing to exchange
the compliment and admit, for a little at least, that
one who has given special attention and study to
the classification of fundamentals in business is
likely to have that specialty down finer than one
who has not so given it attention and study. And
that specialty is the development of efficiency in
the individual, no matter what his position may be,
enabling him through increased efficiency to give
greater service in business. One thing more I
want to say, and that is no matter what your
system may be, with that I do not deal. I have

nothing to say about it. What I shall say and
deal with applies to the men and women of the
system, and if heeded it will result in the develop-
ment of their efficiency.

The Men Behind the System

You will agree with me that as a last analysis it
is the people back of the system, whatever that
system may be, that make it effective or not, and
that any systm will fail in business in the absence
of efficiency on the part of the individuals back of
it. And still another point I want to make
perfectly plain, if I may, and that is that every
employer is a teacher. Consciously or unconsci-
ously, he is teaching his people, his employes.
Many recognize consciously that they are teachers,
and are good teachers, but there are many, on the
other hand, who do not appear to recognize that
they are teachers at all, and, ignoring their func-
tions as teachers, are not teaching efficiently. The
very best employer-teachers, however, are com-
pelled to give almost their entire time to teaching
the technique of their business; to get back to
such fundamentals as man building, man reading,
etc., they haven't time. But these are essential
in order to make the individual efficient. Make
the man right and his work will take care of itself.
Sheldon says that is so, and he is right about it.
The first principle might be called the principle

of self-development, the development of faculties
and qualities of mind and body which result in
efficient service. But it is not enough to point this
out; the individual must be shown that these are of
value to himself, and then how to proceed to develop
them. Then, after this first principle is well in-
stilled into the mind of the individual, he must be
brought up to another, the principle of human
nature study, for, you will agree with me, that all
things being equal, the man who understands human
nature best will work more in harmony with the
constantly increasing number of people with whom
he comes in contact. And with these two prin-
ciples instilled into the mind of the individual, he
must be brought up still farther to another, that of
business logic. You know when a man comes to
your office to see you or proposes something to
you, you appreciate most the man who takes
up the least of your valuable time. It is not today
the man of words, words, words, who succeeds best
with you and others, but it is the man with points,
points, points; and the success of the individual
business man is always enhanced when he grows
in his power to logically separate things into parts,
and then to rebuild them again into a complete
whole.

The Psychological Factor

But this is not enough. Self-development may
proceed apace, and knowledge of human nature
may be accomplished, logic may be built up, and
development in the individual; but the very center
of business transaction is a psychological point,
that place where we must learn how to keep in
touch with the other fellow as he passes by, through
attention and interest and desire, to resolve to buy,
and buy now, and to buy in such a way that he will
be satisfied and will come and buy again as a matter
of habit.

Business building is defined as the power to
make permanent and profitable patrons. Sales-
manship as the power to persuade others to pur-
chase at a profit; and service as the power to
serve, to the end of satisfaction and profit to both
the buyer and the seller. The institution itself,
you know, is the composite salesman. It is made
up of all the people employed in it, and each one
there has the power to increase or diminish the
volume of trade and the profits in the place where
he or she is employed. My friend has just fur-
nished me with a blackboard. It is better if we
can see a demonstration at the same time that
we hear it. We use two senses, you know, and
where the scripture says, "Come, let us reason
together," I believe that to be good scriptural
sense as well as good gospel. And I am going to
ask you for a little while to come, let us think
together. And if you ask me the difference

between the meaning of the scriptural term to
reason and the modern term to think, I will answer
by saying that thinking is a process, while reasoning
is the last and highest step in that process, reason-
ing being the ability to link up two or more
judgments into a further reason, judgment spring-
ing from ideas, ideals from concepts, concepts from
images, images from sensation. So if we can both
see and hear, I believe we shall gain more.

Elements of Individual Success

The problem of individual success—it is an
individual problem—is workable. It has three
outstanding points. I speak of normal men and
women. These points are, first, efficiency or value;
second, education, the keystone; third, success,
education being the education, the drawing out,
the development of power, having two processes,
both the infilling and the drawing out process.
Success being the attainment of a legitimate and
practicable ideal. And to link these three great
points up, let them go home to the individual, and
the individual goes away loaded down with good
things. I believe you will say that. I want to
work this problem out—those of you with a pencil
and paper may copy it. You will find it interest-
ing. I did not make it, Sheldon did not make it;
it is a coordination, a systematizing of fundamental
facts that have existed as long as man. Let V
stand for value—that equals the individual divided
by the amount of supervision he needs. If any-
body in your institutions requires a lot of watching
and telling and sending and supervision, that is the
measure of his value. This in turn equals the indi-
vidual divided by his errors of omission and his
errors of commission; many mistakes in per-
formance, many omissions to do the thing, much
lack of initiative, which, you know, is the power
to do the right things without being told, and you
know how valuable that is everywhere in life.

Business Man's Latent Power

Some one has said, I think Professor James,
recently of Harvard, that scientific research
shows that the average man only uses one-fourth
of his physicial power, and one-tenth of his mental
power. I tell you when you take a man with
nine-tenths of his mental power latent and dormant
and inactive, that man needs cultivation, and needs
it badly. He will have many errors. This equals
education, meaning, I say, the drawing out and
development of the individual. We know that
there are four general divisions of a man, first his
intellectual division, next his emotional division, or
his feeling called the moral power, next his physical
division, and finally his will. If you will permit me
to place here, as representative of the intellectual
power of the individual "Judgment," opposite this
stands "Injudiciousness." Either the man is a
man of judgment, or he is injudicious. Injudicious-
ness is negative and hurtful and destructive, and
only exists in the individual in the absence of
judgment. When that lack of judgment and
injudiciousness fade away, efficiency is increased.
Then that equals ability. Cultivate a moral
feeling, like loyalty to self, loyalty to the institu-
tion, loyalty to the patrons, loyalty all around,
and you destroy disloyalty. And you establish
ability plus reliability, and it is the only way under
heaven that it can be done. Cultivate strength of
body, cultivate development, growth physically,
and weakness is destroyed; and we have added
to ability and reliability the power of endurance.
Then cultivate the powers of the will, which are
really the dynamic forces in the mind, the will
being the judge and the decider always on every
question, cultivate decision, and indecision goes by
the board, and we have ability, plus reliability,
plus endurance, plus action, because we have
judgment and loyalty and strength and decision
developed, and qualities of that nature. Here
we have the area of the individual. I wear a little
button on my coat, and I saw a gentleman this
morning look at it very closely. He didn't ask
me what it meant. A-r-e-a—business building,
self building, city building. No city can ever hope
to be greater than its individual citizens, and if a
man is thus cultivated, his area always equals his
success. Success, meaning the power to—What?
Do deeds and speak words. We express ourselves
through words and deeds, and the man who de-
velops more and more power to do the right thing
without being told, and to speak the words he
should speak, aptly, is the man who attains to
131.1CCess.
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How to Vibrate Balance
When Fitting a New Hairspring

A subscriber wishes detailed information on the
above subject, and same may be of interest to

many of our readers. To our subscribers we would

say:

If you have the old hairspring, the first thing to
do is to select a spring which, simply in appearance,
is like the old one. You can easily see if a spring
has coils closer together or farther apart, or of
wider or narrower wire, and if the spring is of
greater or less diameter, than the one you must
match.
This rough selection comes first. Next, you

will have to try the spring on the balance, to see if
it will vibrate the balance the proper number of
times per hour. Practically all watches made
nowadays bear 18,000 vibrations per hour. If it
is an old watch, and you are not sure that it is
to beat 18,000 per hour, you can find how many
beats it is to make, by the following rule: multiply
together all the numbers of the teeth on center
wheel, third, fourth and escape-wheels; multiply
this product by two. The resulting number is
then to be divided by the number which you will
get by multiplying together the numbers of leaves
on the third, fourth and escape pinions. The
quotient will be the number of beats per hour
the hairspring must cause the balance to make.
Let us say that you want the hairspring to beat

18,000 per hour. There is no use in vibrating and
counting the spring for a whole hour. As many
trials must often be made before the right spring
is found, we will reduce the number of beats to a
shorter period, but keep the same proportion-
18,000 beats per hour = 300 beats per minute.
It is even not necessary to count as long as a
minute—we will take at first, periods of M
minute (150 beats) for our trials.
Press a little ball of beeswax over the top of the

balance-staff. Take the spring which looks nearest
like what you want, and press its inner coil into
the wax. Hold the outer coil, near the end, with
a pair of Baley B. B. tweezers. These tweezers
have hollow half-round shanks which make a
round body to hold by and rotate the tweezers,
in vibrating. Lay a watch which is running
18,000 vibrations per hour, on the bench, dial up.
Hold the hairspring with the tweezers, the latter
in a vertical position, so that the lower pivot of
the balance staff rests on the glass of the timing-
watch. Stretch the hairspring upwards, enough
to keep the balance in a horizontal position while
vibrating. Now start the balance rotating, by
twisting the hairspring alternately in opposite
directions with the tweezers. After you have the
balance vibrating freely, start to count its vibra-
tions, at the same time noting the time on the
seconds-dial of the timing-watch. As soon as the
second hand touches one of the numbered divisions
on its dial, start to count the vibrations. In doing
the latter, it is convenient to count only every
other vibration, thus "one—two—three—four,"
the dashes representing every other beat, which
you do not count. The reason for doing this will be
seen when you count numbers with more than
one syllable—"thirteen, fourteen," etc., in which
it would be difficult to count fast enough to count
every vibration. But in counting every other
vibration, you must remember that the number
you count represents only half the number of actual
beats. Let us take half-minute periods for our
trials. One half minute of an 18,000 train is equal
to 160 beats. Counting every other beat, you
would then count one-half of 160, or 76 times.
If the balance thus counts 76 while the second-
hand is traveling 30 seconds, the hairspring is
correct for the watch, and should be pinned in the
stud so that the regulator pins come about at

the point where the tweezers held the spring
when last vibrated. If the balance counts:a little
less than 75, the spring should be grasped with the
tweezers so as to shorten its working length, and
another trial made. If it beats a little more
than 75, it should be regrasped so as to lengthen
it, and timed again. If it is found necessary to
take up or let out too much, so that the spring
would be too large or too small in diameter to
properly fill out the space between stud, regulator
pins, and balance center, then you must select
another spring which will fill the space well.

After getting a length of spring which fulfills
the above requirements, it is well to verify your
count by vibrating it for a full minute, once or
twice. After pinning the spring into the collet
and stud, the watch should run to time with only
such changes as can be made with the regulator,
if you have done the vibrating carefully. Do not
expect to be able to do this work without first
practising persistently; it requires considerable
skill and experience to do it with certainty and
speed.

Vibrating an American Breguet spring is differ-
ent from the above only in this: that you cannot
shorten or lengthen the spring conveniently, so
you vibrate the complete springs with collet (and
generally stud also) in place, until you have found
one of suitable strength.
In case you have found the closest possible

strength spring you have in your stock, and yet
it does not quite come to time you can alter the
weight of the balance by taking off or adding
screws or washers, or removing metal from the
screws with a balance screw undercutter, or in
the lathes.

Practical Suggestions by Subscribers
C. T. Stevenson, of Jackson, Minn., writes:

The subject of Mysterious Clock has been well
described in two or three articles in your journals.
I have soldered a thin brass wire to the fork end
of the lever so as to make an elongated loop to
engage one coil of the coil spring. The coil spring
must be suspended in the frame of the clock above
the point where the balance wheel was.

Replying to "Watch Crystal" in Workshop
Notes I would say that where you find a heavy
bezel with the seat so deep that a crystal is loose
after it is put in as tight as it will snap in, if you
heat the bezel quite hot so as to expand the metal
you will find that you can put in a crystal one size
larger and when the bezel cools the crystal will be
tight. Care must be taken not to use too large a
crystal as it is possible to very easily put in a crystal
so large when the bezel is hot that when it cools it
will be so tight as to crush the crystal or break the
center out of it.
W. P. Thacker, of Nokomes, Ill., writes: I

noticed in a recent issue of THE KEYSTONE, a
short article concerning the fitting of watch cry-
stals in heavy bezels. In that method a bezel
chuck was absolutely necessary, but where one
has no such chuck the following simple method is
very satisfactory: Select a crystal that will
almost go on, or one that you are confident is the
right size. Then heat the bezel and while it is
still hot put in the glass. You will find the metal
has expanded sufficiently to allow the crystal to
fall readily into position. By this method it is
impossible to put in a glass so large that it will be
shattered when the bezel cools; but a little prac-
tice will enable you to select the right size.
T. E. Phillips, of Jack Wade, Alaska, writes:

On page 1157, June 1 issue, as part title to "Dif-
ferential Clock," I notice "Will run one year
without winding." Do you mean it? If so, how
long will the clock run when you do wind it? This
is no joke. It is a very common expression and
used daily by the retail jeweler when selling clocks.
In telling of the advantages of a 30-day over a

one-day clock, the jeweler invariably says "Now

1909

this one will run 30 days without winding." In-
stead of,using the compound word "without" why
not use two words "with one." It sounds as well
and is more accurateThr_descriptive.

J. R. Murdock, Woodstock, Vt., writes: To
let down mainspring in an English fuzee watch,
remove dial, grasp firm by winding square of fuzee
in slide tongs, hold tongs in left hand and, dial up,
turn movement with left hand fingers as if to wind,
which leaves the right hand to unscrew and remove
extra plate. Take out third wheel and let down
spring with right hand holding movement steadily
in left hand.

The Grecian or Roman Gold Finish.
As the writer has recently been the recipient of

quite a number of inquiries regarding the "Grecian
and Roman gold finishes," it would seem that
there are some platers who are under the impression
that these names represent different finishes,
whereas they are identically the same, writes
Charles H. Proctor, in The Metal Industry. The
method of production is as follows:
For plated or gold articles the surface is pro-

duced by the satin finish scratch brush or sand
blasted very lightly, using for the abrasive finely
ground glass, and afterwards gilding in a fine yellow
gold solution, using anodes of 22 karat gold:

Water  1 - gal.
Phosphate of soda  6 ozs.
Bisulphite of soda  1 oz.
Cyanide of potassium  6 dwts.
Neutral chloride of gold  73 dwts.

To produce similar results by lacquering upon a
brass surface, the articles would have to be satin
finished in a matt dip. This dip consists of equal
parts of aqua fortis (38 degs.), oil of vitriol (66
degs.) and metallic zinc. The zinc is first dis-
solved in the aqua fortis in the proportion of two
pounds of sheets zinc to each gallon. When the
acid becomes cool the sulphuric acid is added in
small proportions until all has been added. Ar-
ticles should now be tried out. Keep the zinc well
stirred in the acid and immerse the cleansed
articles. In a few minutes they become satin
finished, but with a dirty red appearance. They
should then be removed, washed in water and run
through the regular bright dip, consisting of:

Oil of vitriol 
Aqua fortis
Muriatic acid
Water

1 gal.
  1 gal.

2 ozs.
  1 qt.

Then wash and dry out. If the surface is satis-
factory the articles are lacqured with a trans-.
parent dip lacquer, and when thoroughly dry are
given the yellow gold color by the aid of a gold
dye. They are then washed in clean, cold water
and dried. This is the method used by many
buckle concerns who produce the Grecian or
Roman gold finish without the use of gold. It
will stand the usual test. If the matt dip does not
work satisfactorily, add a very little water. If the
satin matt is too fine, add more aqua fortis; if too
coarse, add more oil of vitriol. Carbonate or
sulphate of zinc can be used if desired, but by
dissolving the sheet zinc direct it is the cheapest.

Cleaning Copper-plate Engravings
Wash the sheet on the front and back sides by

means of a soft sponge or brush, with water, to
every 1,000 parts of which 40 parts of carbonate
of ammonia have been added, and rinse the sheet off
with water. Then moisten it with water, to which
a little wine-vinegar has been added, rinse again
with water, in which a little chloride of lime has
been dissolved, and dry in the air, preferably in
the sun. The sheet will be perfectly clear, without
injury to the print.
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How to Vibrate Balance
When Fitting a New Hairspring

A subscriber wishes detailed information on the

above subject, and same may be of interest to

many of our readers. To our subscribers we would

say:

If you have the old hairspring, the first thing to
do is to select a spring which, simply in appearance,
is like the old one. You can easily see if a spring
has coils closer together or farther apart, or of
wider or narrower wire, and if the spring is of
greater or less diameter, than the one you must
match.
This rough selection comes first. Next, you

will have to try the spring on the balance, to see if
it will vibrate the balance the proper number of
times per hour. Practically all watches made
nowadays bear 18,000 vibrations per hour. If it
is an old watch, and you are not sure that it is
to beat 18,000 per hour, you can find how many
beats it is to make, by the following rule: multiply
together all the numbers of the teeth on center
wheel, third, fourth and escape-wheels; multiply
this product by two. The resulting number is
then to be divided by the number which you will
get by multiplying together the numbers of leaves
on the third, fourth and escape pinions. The
quotient will be the number of beats per hour
the hairspring must cause the balance to make.
Let us say that you want the hairspring to beat

18,000 per hour. There is no use in vibrating and
counting the spring for a whole hour. As many
trials must often be made before the right spring
is found, we will reduce the number of beats to a
shorter period, but keep the same proportion-
18,000 beats per hour = 300 beats per minute.
It is even not necessary to count as long as a
minute—we will take at first, periods of M
minute (150 beats) for our trials.
Press a little ball of beeswax over the top of the

balance-staff. Take the spring which looks nearest
like what you want, and press its inner coil into
the wax. Hold the outer coil, near the end, with
a pair of Haley B. B. tweezers. These tweezers
have hollow half-round shanks which make a
round body to hold by and rotate the tweezers,
in vibrating. Lay a watch which is running
18,000 vibrations per hour, on the bench, dial up.
Hold the hairspring with the tweezers, the latter
in a vertical position, so that the lower pivot of
the balance staff rests on the glass of the timing-
watch. Stretch the hairspring upwards, enough
to keep the balance in a horizontal position while
vibrating. Now start the balance rotating, by
twisting the hairspring alternately in opposite
directions with the tweezers. After you have the
balance vibrating freely, start to count its vibra-
tions, at the same time noting the time on the
seconds-dial of the timing-watch. As soon as the
second hand touches one of the numbered divisions
on its dial, start to count the vibrations. In doing
the latter, it is convenient to count only every
other vibration, thus "one—two—three—four,"
the dashes representing every other beat, which
you do not count. The reason for doing this will be
seen when you count numbers with more than
one syllable—"thirteen, fourteen," etc., in which
it would be difficult to count fast enough to count
every vibration. But in counting every other
vibration, you must remember that the number
you count represents only half the number of actual
beats. Let us take half-minute periods for our
trials. One half minute of an 18,000 train is equal
to 160 beats. Counting every other beat, you
would then count one-half of 160, or 75 times.
If the balance thus counts 76 while the second-
hand is traveling 30 seconds, the hairspring is
correct for the watch, and should be pinned in the
stud so that the regulator pins come about at

the point where the tweezers held the spring
when last vibrated. If the balance counts:a little
less than 75, the spring should be grasped with the
tweezers so as to shorten its working length, and
another trial made. If it beats a little more
than 75, it should be regrasped so as to lengthen
it, and timed again. If it is found necessary to
take up or let out too much, so that the spring
would be too large or too small in diameter to
properly fill out the space between stud, regulator
pins, and balance center, then you must select
another spring which will fill the space well.

After getting a length of spring which fulfills
the above requirements, it is well to verify your
count by vibrating it for a full minute, once or
twice. After pinning the spring into the collet
and stud, the watch should run to time with only
such changes as can be made with the regulator,
if you have done the vibrating carefully. Do not
expect to be able to do this work without first
practising persistently; it requires considerable
skill and experience to do it with certainty and
speed.

Vibrating an American Breguet spring is differ-
ent from the above only in this: that you cannot
shorten or lengthen the spring conveniently, so
you vibrate the complete springs with collet (and
generally stud also) in place, until you have found
one of suitable strength.
In case you have found the closest possible

strength spring you have in your stock, and yet
it does not quite come to time you can alter the
weight of the balance by taking off or adding
screws or washers, or removing metal from the
screws with a balance screw undercutter, or in
the lathes.

Practical Suggestions by Subscribers

C. T. Stevenson, of Jackson, Minn., writes:
The subject of Mysterious Clock has been well
described in two or three articles in your journals.
I have soldered a thin brass wire to the fork end
of the lever so as to make an elongated loop to
engage one coil of the coil spring. The coil spring
must be suspended in the frame of the clock above
the point where the balance wheel was.

Replying to "Watch Crystal" in Workshop
Notes I would say that where you find a heavy
bezel with the seat so deep that a crystal is loose
after it is put in as tight as it will snap in, if you
heat the bezel quite hot so as to expand the metal
you will find that you can put in a crystal one size
larger and when the bezel cools the crystal will be
tight. Care must be taken not to use too large a
crystal as it is possible to very easily put in a crystal
so large when the bezel is hot that when it cools it
will be so tight as to crush the crystal or break the
center out of it.
W. P. Thacker, of Nokomes, Ill., writes: I

noticed in a recent issue of THE KEYSTONE, a
short article concerning the fitting of watch cry-
stals in heavy bezels. In that method a bezel
chuck was absolutely necessary, but where one
has no such chuck the following simple method is
very satisfactory: Select a crystal that will
almost go on, or one that you are confident is the
right size. Then heat the bezel and while it is
still hot put in the glass. You will find the metal
has expanded sufficiently to allow the crystal to
fall readily into position. By this method it is
impossible to put in a glass so large that it will be
shattered when the bezel cools; but a little prac-
tice will enable you to select the right size.
T. E. Phillips, of Jack Wade, Alaska, writes:

On page 1167, June 1 issue, as part title to "Dif-
ferential Clock," I notice "Will run one year
without winding." Do you mean it? If so, how
long will the clock run when you do wind it? This
is no joke. It is a very common expression and
used daily by the retail jeweler when selling clocks.
In telling of the advantages of a 30-day over a

one-day clock, the jeweler invariably says "Now
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this one will run 30 days without winding." In-
stead ocusing the compound word "without" why
not use two words "with one." It sounds as well
and is more accurate'or.descriptive.

J. R. Murdock, Woodstock, Vt., writes: To
let down mainspring in an English fuzee watch,
remove dial, grasp firm by winding square of fuzee
in slide tongs, hold tongs in left hand and, dial up,
turn movement with left hand fingers as if to wind,
which leaves the right hand to unscrew and remove
extra plate. Take out third wheel and let down
spring with right hand holding movement steadily
in left hand.

The Grecian or Roman Gold Finish.

As the writer has recently been the recipient of
quite a number of inquiries regarding the "Grecian
and Roman gold finishes," it would seem that
there are some platers who are under the impression
that these names represent different finishes,
whereas they are identically the same, writes
Charles H. Proctor, in The Metal Industry. The
method of production is as follows:
For plated or gold articles the surface is pro-

duced by the satin finish scratch brush or sand
blasted very lightly, using for the abrasive finely
ground glass, and afterwards gilding in a fine yellow
gold solution, using anodes of 22 karat gold:

Water  1 • gal.
Phosphate of soda  6 ozs.
Bisulphite of soda  1 oz.
Cyanide of potassium  6 dwts.
Neutral chloride of gold  7 dwts.

To produce similar results by lacquering upon a
brass surface, the articles would have to be satin
finished in a matt dip. This dip consists of equal
parts of aqua fortis (38 degs.), oil of vitriol (66
degs.) and metallic zinc. The zinc is first dis-
solved in the aqua fortis in the proportion of two
pounds of sheets zinc to each gallon. When the
acid becomes cool the sulphuric acid is added in
small proportions until all has been added. Ar-
tides should now be tried out. Keep the zinc well
stirred in the acid and immerse the cleansed
articles. In a few minutes they become satin
finished, but with a dirty red appearance. They
should then be removed, washed in water and run
through the regular bright dip, consisting of:

Oil of vitriol 
Aqua fortis
Muriatic acid
Water 

1 gal.
  1 gal.

2 ozs.
1 qt.

Then wash and dry out. If the surface is satis-
factory the articles are lacqured with a trans-
parent dip lacquer, and when thoroughly dry are
given the yellow gold color by the aid of a gold
dye. They are then washed in clean, cold water
and dried. This is the method used by many
buckle concerns who produce the Grecian or
Roman gold finish without the use of gold. It
will stand the usual test. If the matt dip does not
work satisfactorily, add a very little water. If the
satin matt is too fine, add more aqua fortis; if too
coarse, add more oil of vitriol. Carbonate or
sulphate of zinc can be used if desired, but by
dissolving the sheet zinc direct it is the cheapest.

Cleaning Copper-plate Engravings
Wash the sheet on the front and back sides by

means of a soft sponge or brush, with water, to
every 1,000 parts of which 40 parts of carbonate
of ammonia have been added, and rinse the sheet off
with water. Then moisten it with water, to which
a little wine-vinegar has been added, rinse again
with water, in which a little chloride of lime has
been dissolved, and dry in the air, preferably in
the sun. The sheet will be perfectly clear, without
injury to the print.
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"A HANDFUL OF FAVORITES"

FOR YOU

A forty-eight years' edu-
cation on files in an hour.

It's all in our booklet,
" FILE FILOSOPHY."
Sent FREE on request.

How You Can Save Time And Money
The "Reasons Why"

NICHOLSON DOW] Swiss Pattern Files
should he on every work bench.

1. Finest Steel--a solid foundation.
2. Keen Cutting Teeth—bite right into your work.
3. Superior Workmanship—The result of nearly 50 years'

experience devoted exclusively to file making.
4. Uniform Quality—every file " Proved" for cut and

temper.
5. Practical Economy—one NICHOLSON will outlast

several ordinary files.

Get
Nicholson [X*F] Swiss Pattern Files

Sold by all leading supply houses and hardware dealers

Nicholson File Co., Providence, R. I.
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It produces results.
We refine anything containing pre- 1
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cious metals from 1 dwt. to a ton. i
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We continue to remind you of the

Check within five to eight days on
sweep shipments. Check by return
mail on bullion shipments.
One trial will convince you of our

value to you.
ALEXANDER CASSRIEL CO.,

68 West Madison St.
CHICAGO, ILL.

CASSRIEL 

L. LELONG 41 BROTHER
Gold and Silver Refiners

Assayers and

Southwest Corner
Halsey and Marshall Streets

NEWARK, N. J.

SWOOP Smelters
BULLION SOLICITED

SMELTING for the TRADE

Prompt attention given to Old Gold
and Silver forwarded to us

by mail or express

Sweepings Our Specialty

CANNON & BROWN,
ELECTRO-PLATERS.

JEWELRY COLORING
14-KARAT SHADING
IMITATION PLATINUM
OLD ENGLISH
ROMAN
GREEN
ROSE

ALSO
BRASS
SILVER

COPPER PLATING
• • NICKEL PLATING
BRONZING AND OXIDIZING

GRINDING, POLISHING, LACQUERING

78 FRIENDSHIP ST. PROVIDENCE, R. I.

September 15, 1912

Workshop Notes

Subscribers wishing inquiries answered in this depart-
ment must send name and address—not for publication,
but as an evidence of good faith. Questions will be an-
swered in the order in which they are received. No atten-
tion will be paid to anonymous communications.

RUST.—I have on hand a 12s Waltham movement
which has been in water and is consequently
quite rusty. The hairspring is all right, the rust
being mostly on winding parts. I would like to
know if there is some solution that would remove
rust without having to polish each part sep-
arately.

It is easy to remove every trace of rust by
simply immersing the steel parts for an hour or
two in kerosene, then brushing them with a brass
wire scratch-brush. There are numerous other
ways of removing rust, but no matter how com-
pletely you remove the rust, the pits remain, and
that is what spoils the appearance of the finish on
steel. To remove the pits there is only one
way possible—to grind the metal down until the
pits disappear. On flat steel work, the grinding
may be done by rubbing the steel on a flat ground-
glass or iron plate on which is spread powdered
oilstone, or fine carborundum powder, or fine
emery, mixed with oil. After the pits are ground
out, wash the part in benzine and a clear gray
frosted surface will result. This finish may suffice,
but if it is desired to match some other style of
finish, further work will be necessary. The grind-
ing (to quickly remove the pits) is generally a
necessary preliminary to any other finishing
operation. To produce a high polish on a flat
surface, a flat plate of clean ground glass, block
tin, or bell-metal may be used, with diamantine,
rouge, or these two together, mixed with oil to a
stiff "putty," as the polishing agent. In polishing,
one of the greatest necessities is to have everything
scrupulously clean, and free from dust, and to keep
it so during the entire operation. The work should
be held on a cork, or cemented to a small block of
brass, or simply moved over the lap by the tip of
the finger. After rubbing it on the lap with circular
strokes until the polishing material becomes black,
wipe some of the latter off the lap with a piece of
clean watch-paper, and a few more rubs should
then bring out a fine polish if care has been taken
in the preceding work to keep everything free
from any foreign matter which could scratch the
surface of the steel. A quick polish, although not
as flat as by the method just described, can be
produced by using a flat block of boxwood on
which is spread vienna lime and alcohol. Another
style of finish is the "lime-finish," which consists
of numerous fine parallel lines covering the surface
of the metal. It is made by simply pushing the
steel piece lengthwise over an emery-stick or other
flat, sharp, grinding surface. The finest work of
this kind is done on a flat copper lap charged with
diamond powder.
Exposed steel winding-wheels may be given

the rayed finish called "snailing" by using on
them the end of a grinding lap in a pivot-polisher.
The spindle of the polisher must not be exactly
horizontal, but should be slightly tilted by putting
a thin piece of cardboard or brass between the
polisher base and the lathe-bed.

REPAIRER.—A fellow-workman and I had a dis-
pute. When I take in a watch for repairs, I
explain, when possible, what is wrong, and tell
what is needed to do in order to make the watch
run well again. I may also show the customer
(through the eyeglass) such a thing as a broken
pivot or cracked jewel, and give him an idea of
what a delicate job it is to make it right.
The other workman says this is a foolish waste

of time, that the customer won't understand
anyhow, and that it is better to leave him in a
sort of mystery about watchwork as he will
then have more respect for the workman's
knowledge. What do you advise on this?

We think you are decidedly in the right. The
customer will have more respect for the workman
who gives him some information than for the one
who might appear unwilling to do so. Of course,
some customers wouldn't care so much about an
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explanation as others would, but we believe it is
"human nature" to prefer to know what one is
spending his money for, and the majority of people
would appreciate being given a little information.
The telling must be done with judgement; the
impression to make is that you are giving your
customer a little "look in"—not that you are
teaching him your trade. In other words, do not
be too profuse; there will then be no danger that
he will get the mistaken idea that he knows as
much about watchmaking as you do. Too elabor-
ate an explanation makes it seem as if you are
telling all you know. Watchwork is an art which
has for centuries called forth the admiration of
people for the skill of those who follow it. This
admiration is justified in the case of really good
workmen, and the only man who would suffer
by having his work explained or seen is the in-
competent one. The latter is the man who would
prefer to make a mystery of his work, he does it
naturally because it might not be good for him
to have his knowledge too closely examined.

LACQUER.—What is the best method of removing
lacquer from silverware? Is is practical for a
jeweler to lacquer his stock after cleaning it?

Rub with clean wood-alcohol, using clean old
linen or cotton rags. Or, let the pieces of silver-
ware "soak" in a vessel of wood-alcohol for a while
as a preliminary, but most kinds of lacquer dis-
solve so easily that this preliminary immersion is
not generally needed.

It is advisable to relacquer silver plated ware
after cleaning the old lacquer off. For information
as to the kind of lacquer to use, write to the Egyp-
tian Lacquer Company, 152 Front street, New
York City.

BUFFING.—Is there any advantage in using
kerosene to soften up rouge before putting it
on a buff and does it do better work than when
it is used dry? Can gold electro-plating be done
just as good with artificial light as it can be done
by daylight?

This is one of those points on which there seems
to be a good deal of dispute. Our own idea is that
unless you can really see an advantage in a method
involving extra work, it is foolish to waste time
on it. We cannot see that there is enough practical
advantage in mixing rouge with kerosene, to war-
rant the trouble you would have to take to do it.
Gold plating should be done by daylight so as to see
the true color of the work as it progresses.

RATING.—Recently I met a representative of one
of our leading watch factories and we got to
discussing the rating of watches. He advo-
cated a certain method with which I do not agree
and I would like to have your opinion in regard
to same. He claimed that by taking off the
hairspring from the balance and poising the
balance as close as possible and then putting
a medium weight timing-washer on the screw
opposite the jewel-pin, one could get a watch
to keep a much more even rate. He claimed
that this was to even up the weight of the wheel
for what is cut out of the roller-table at the
crescent and that the jewel-pin and shellac were
not enough to even up the weight. I told him
the poising of the balance would do this but he
did not agree with me.

The poising of the balance will correct the effect
of any removal of weight from part of the roller
table; to add a washer after the balance has been
poised would throw it out of poise, and would be
detrimental to good timekeeping.

TARNISH.—Please inform me through Workshop
Notes how to remove black from an Oresilver
watch case. The case was under ground about
a year and is about the color of a black gun metal
case—the outside only is black. Have tried
several ways to bring it back to its original
color but failed.

You can polish the case by first grinding the
discoloration off of the metal with tripoli on a felt
buff, then washing the case or wiping carefully so
as to get off all traces of tripoli. The high polish
can then be applied by using rouge on a felt or

1911

muslin buff. The quicker way to do this work is
with circular buffs on a jewelers' polishing lathe.
If you have no such equipment, however, you can
do the work with flat hand-buffs, pieces of felt or
chamois-skin glued to a flat stick, and used with
tripoli and rouge. All material dealers carry
tripoli and rouge in stock. A polishing lathe can
be bought for a few dollars and it seems to us an
indispensable part of the equipment of a repair
shop.

GRANDFATHERS' CLOCK.—I am thinking of making
the movement for a grandfather clock and I
would like your advice as to what kind of a
lathe I ought to have for that kind of work. A
number of years ago you published in THE
KEYSTONE an article on making this kind of
clocks and gave the kind of brass to be used
for the plates. Could you give me any informa-
tion upon this also? Are there any books
published on this subject; if so, do you have
them.

A machinist's bench-lathe would be the best
thing for making "grandfather" clock movements.
By writing to Rivett Lathe Manufacturing Com-
pany, Brighton, Boston, Mass., John Stark,
Waltham, Mass.; and the American Watch Tool
Company, Waltham, Mass., you can get cata-
logues of lathes and attachments suitable for this
work. The new Whitcomb "Elect" lathe is the
largest size watchmakers' lathe made, and prob-
ably you could manage to do all your work on it,
but for such large work it is well not to be working
at the outside limit of your lathe's capacity.
Make your clock plates and wheels of hard-

rolled flattened sawed clock-brass. You can buy
this of material dealers, or, if you need sufficient
quantity to make it "interesting" to the manu-
facturers, they will saw it to your order. Write to
Waterbury Brass Company, Waterbury, Conn.,
if you cannot find what you want in the stock of
your dealer. There is a book "The Modern
Clock," by W. Goodrich, which is sold by most of
the watchmakers' supply dealers, which will give
you detailed information on clock construction.

Danger of Magnetizing Watches

A subscriber who uses an electric-polishing motor
wishes to know what danger there is of magnetizing
his 23-jeweled watch. If the motor is of modern
type you need have scarcely any fear of its mag-
netizing your watch at the distance to which you
would bring the watch in using the polishing motor
in the usual way. Modern motors have their
field magnets designed so that there is as little
as possible of "free magnetism" outside the
motor. Modern motors are generally of a circular
form outside, with the spindle coming from the cen-
ter of the circle. The larger sizes of electric polish-
ing heads such as those made by W. W. Oliver
and W. Green & Co., although the iron coverings
are rectangular in form, nevertheless have the
same type of motor inside as those having circular
shape outside.
But the old pattern motors, from which there is

great danger of magnetizing watches if brought
anywhere near, can be recognized by their having
large cylindrical coils of wire, generally in a
vertical position, connected by a heavy iron cross-
piece at the top, to form the field-magnet. No
motors of this type are made now by any of the
leading manufacturers.

If your motor is of the old type, we would suggest
that you learn how far away from the motor its
danger-zone extends, by hanging a light piece of
iron or steel on a thread and seeing how near to
the motor this can be held without being drawn
decidedly toward the motor. Bear in mind that
the motor will to some extent affect this tester
before you have reached the point where the
magnetic force would be sufficient to actually
magnetize the watch. Or, the latter point can be
found directly by taking an unmagnetized old
watch-movement, running, and, bringing it gradu-
ally nearer the motor, test it frequently to find
the nearest approach which can be made before
it becomes magnetized. The best tester for
magnetism in watches can be made easily from
instructions which will be sent you free of cost if
you will write to Mr. Charles T. Higginbotham,
consulting superintendent, South Bend Watch
Company, South Bend, Ind.
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30,000,000 win
hear this ntightti

01417 call

$.16 Wend Wald, Comp.,

Railroad Watch

IT will be heard from 'coast to
coast, every month - from Sep-
tember to the holidays.
South Bend Watch advertising

is not meteoric—
We are not making a sudden splurge
in advertising in an endeavor to get
the jewelers stocked up with South
Bend watches—
For eight years we have been con-
stantly and persistently advertising
the South Bend Watch
Moreover our advertising has not
been of the pretty picture kind—
It has been full of sound, convincing
arguments—the kind that gets under
the skin—on why a person should
buy a high-grade South Bend watch—

And why he should buy it through

you—the retail jeweler.

Half of our advertising has been de-
voted to advertising the retail jeweler
—explaining why he was a necessary
adjunct in the sale of a watch—plac-
ing him in the right light before the
public.
Now is your opportunity to-cash in
on this advertising.
We have had advertising experts pre-
pare a complete advertising service
book, which will enable South Bend
Watch customers to increase their
business on their entire line of mer-
chandise.
If properly used it's good for at least
a 20% increase in your business.

Write Dept. C for full information.

South Bend Watch Co.
Makers of master timepieces

Watch cases that excel

South Bend Indiana_

NOTICE The sale of South Rend Watches is
restricted to the legitimate retail
jeweler

Hitch_your store to this trade mark 'tw i II pay

GIVE IT A TEST
That's all, Mr. Watchmaker—just test

FULCRUM OIL
and we'll be satisfied. A test by you means a new customer
for us.

Louis A. Bunch of Herron, Ill. wrote us Oct.
4, 1910: "After a thorough test, I find your oil
the best I have ever used. I have tried a great
many kinds of oil, but Fulcrum Oil meets my re-
quirements exactly, for a good lubricating Watch
Oil."

Fulcrum Oil meets any requirements demanded
of a perfect Watch, Clock and Chronometer lubri-
cant.

If you are not using Fulcrum Oil, you are not
using the BEST oil that can be produced for your
work.

Fulcrum Oils are the only Watch, Clock and
Chronometer Oils ever produced which are abso-
lutely free from acids, AND WE CAN PROVE IT.

Watch and Clock Oil Chronometer Oil
35c. a bottle. $3.75 per dozen 50c. a bottle

FOR SALE BY ALL JOBBERS

FULCRUM OIL COMPANY
FRANKLIN, PA., U. S. A.

HENRI PICARD & FRERE, London, Eng., Sole Export Agents

We feel that it would be insulting the
intelligence of the trade to add even one
argument beyond the fact that the M. P.
SAFETY CATCH

requires no assembling. A sample in
your hand will talk more forcibly to you
than we can, and you'll find it mighty
profitable conversation.

THE SAMPLE IS YOURS FOR THE ASKING

The Metal Products Corporation
Manufacturers of JEWEL SETTINGS, METAL
ORNAMENTS and JEWELRY COMPONENTS

Thurbers Avenue PROVIDENCE, R. I.
NEW YORK OFFICE, 611 BROADWAY, ROOM 605
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Pivots and Pivot Problems

What is a pivot? To the horologist it is under-
stood to be the axis of any wheel or rotating body,
and embraces the many eccentric stumps and
rough spikes one comes across during their career
at the trade writes " Expertus" in the Jeweler and
Metalworker.
The pivot plays a most important part in the

horological mechanism, and a great many bad
pivots can be traced as the result of indifferent
timekeeping.
There seems a growing tendency with many to

ignore the importance of a pivot, and to turn in,
or master the art of pivoting, is quite beyond
their ability.

Quite recently I had a lever movement with a
wobbling mass of metal—I won't call it vibration—
but oh! when I removed the balance I discovered a
mixture of staff, roller, bouchon, soft solder and
spike. The trouble, the ingenuity, the worry, this
soft solder artist must have put himself, too, to
produce this freak would be lessened 60 per cent
if his energies had been utilized in turning, filing
and fitting new pieces.
It has often been argued that soft solder is a

great help in watch repairing. I entirely disagree
with this. Pewter, or soft solder, sometimes
called " Tommy," should only be used in repairing
parts when soft solder was employed in the new
original pieces, which are very rare occurrences.

Pivoting, under circumstances, is easy, and given
these, to me it is fascinating, and I feel sure the
reader will share my opinion by following a few
instructions.
"Feeling fit" makes all the difference between

pivoting being a pleasure and a bore. I have met
many good workmen who loathe small work early
in the morning; the previous night's festivities
has rendered them unfit for any work requiring
a delicate touch. The writer is seldom up after
10 p. m. An hour in the garden, a ride or walk
before breakfast puts life and vigor into the
body and makes the day's work go with a pleasant
swing.

The Art of Pivoting

We will now take a few pieces of pallet staff
wire, center them, harden and temper to a blue;
then practice on them with a large size jewel-hole
as a gauge. When proficient at this, choose a
small hole. A very small screw ferrule is necessary,
and a very weak horsehair bow should be kept
especially for this, or you will find to your cost
the pivots have a knack of departing from the steel.
A good light is essential; put a piece of white
paper, or a fiat burnisher under the turns; use a
runner with a circle of very fine home-made centers,
each one a shade larger than the last, and as close
to the edge as possible, to come parallel with the
back center. To make these small centers use the
point of a sharp graver, twisting it round with the
thumb and finger; finish the end of the runner with
a fine emery buff, then harden and temper. Shape
out the pivot and cone with a sharp graver and
finish the cone with the stump of an old graver
having the point altered to a small half circle, and
keep it for further occasions. Turn the pivot down
until it nearly fits the jewel-hole, and burnish it on
a jacot tool, or pivoting runner, in the turns until
it fits the jewel-hole, and burnish the end. Some
escapement makers polish their conical pivots in
the turns; having used both, I find the jacot tool
safer, and therefore most advisable for beginners.
Human hair was said to be suitable for fine

pivoting, and I remember a young student using
it, but did not enquire how he obtained it; but
I am afraid our lady friends would be loth to part
with their curly locks.

Fitting Pivots to Jewel Holes

When feeling confident at fitting pivots to the
large jewel-hole, replace it by the small jewel-hole,
and fit pivots to this on a pallet staff. Turn down
a piece of pallet staff wire slightly taper, smooth
over with oilstone dust and polish it.
Mix oilstone dust with oil on a piece of glass or

steel stake, but on no circumstances ever use this
receptacle for diamantine or red stuff; keep sep-
arate covers for each; always clean both the work
and polisher, the former with pith, and slightly
file the latter before applying more polish; rub
backwards and forwards in a brisk manner with
the bow and polisher, then bring them both down
and up together, and alter the motion of the
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polisher to a circular one; keep repeating the per-
formance until the surface is nearly dry. With a
little practice you will attain a black polished
surface free from scratches; then burnish with a
smooth burnisher slightly oiled with watch oil.

Last week I noticed a young man laboring in
vain with a pivot; in fact, his first of the small
variety. He complained of the ferrule being too
small, and thought he would make more progress
with a stronger bow, because his graver did not
cut. I inspected his graver, the point had gone.
After sharpening his graver, he had the same result,
and thought the graver was a bad one. I gave him
every encouragement, with one little word of advice
—practice.

Removing Staff from Jewel Hole

A Devon correspondent has a watch with a
balance staff pivot riveted in the jewel-hole,
through a fall. The jewel-hole is not broken, and
he is anxious to know if he can remove the staff
without breaking the jewel-hole.

Well, friend, with a little care and patience
you will probably save both. Remove the jewel
screws and end-stone, turn the plate over, press
the balance with the thumb, the fingers holding
the plate, so that as much of the pivot comes
through the jewel-hole as possible; get a long
pointed graver with a fine edge, cut away the rivet,
cutting with the point of the graver round the edge
of the rivet, until the pivot is free to fall through
the jewel-hole. If the pivot is slightly bent it may
be straightened with a pair of hot pliers; then
burnish out any rough marks.
A Bethnal Green correspondent asks us to ex-

plain what advantages mainspring clocks gain by
being driven (directly) by a barrel instead of the
ordinary main wheel?
The question is not quite clear. One may say

that all clocks are driven by the main wheel.
Presuming that he means driven without the
intervention of a fusee, the first and most obvious
advantage is cheapness, because the cost of the
fusee and its connection with the barrel is saved.
Then there is one pair of pivots less, and the fric-
tion from these is avoided. The chief disadvantage
of the going barrel is the inconstancy of the pull
of the mainspring. In the earliest portable clocks
there was no fusee. It was introduced in order to
secure a more equable pull. In this respect the
going barrel has been greatly improved of late
years, but the fusee is still employed where a fine
adjustment is required.

Valuation of Old Clocks and Watches
Naturally the older the specimen the rarer it is,

because the risk of accidental destruction has been
longer endured. And so sixteenth century watches
or clocks in anything like good order are very
rarely offered for sale. Clocks and watches of the
eighteenth century by well-known and eminent,
makers stored in old residences, unnoticed and
unappreciated are occasionally to be picked up
by those who have the time and inclination to
wander round. When such a piece is met with is
the time to go boldly, with confidence in your own
judgment, and purchase. But as to the actual
market value of good specimens, there really is
none, and to appraise them closely is out of the
question. They are worth just what they will
fetch. Early watches with cases bearing perfect
well-painted designs in enamel command very
high prices because the material is so susceptible
to damage; an almost priceless specimen may in a
moment be rendered valueless by rough usage or
a fall.
Old clocks and watches certainly afford material

for a charming hobby. Unlike pictures, carving,
plate and other items which offer only the form
and surface for admiration, timekeepers have in
addition the interior mechanism for examination,
and therein, once the discriminating taste awak-
ened, lies peculiarities and methods of different
periods which cannot fail to interest. Ah, more,
will repay examination again and again.

Experience an Essential
There is no royal road to the acquirement of

knowledge in this direction. As a preliminary,
books may be studied, but experience only is the
fount from which unfailing judgment is to be
derived. And experience has to be paid for.
Every collector whose possessions are worthy of

admiration has had to go through the same course.
Buy the best you can and when you see a more
perfect or more admirable example of the period
acquire that and sell the first at a loss, or give it
away, or destroy it, according as your purse or
whim dictates. Buying and selling, in this as in
most other affairs, are very different things.
Some enthusiasts of my acquaintance go so far

in their veneration of old timekeepers as to forbid
all repair and even cleaning of specimens which
they may acquire. This, though, is surely an
extreme and unnecessary precaution to ensure the
genuineness of pieces. There is no charm in dirt,
even old dirt, and I would much sooner repair a
broken part than leave it. The misfortune oc-
curred when it was broken and if the purist is so
conscientious, he might label the parts repaired
and add that the whole, or part, had been cleaned.

It is astonishing how few dealers in what they
areipleased to call antiques are conversant with
theldistinguishing features characteristic of dif-
ferent periods. It may be that buying and selling
so many different kinds of things they are content
with the stock phrases of the sale room, and
wrapped in effrontery and business acumen regard
particular knowledge as redundant.

Ignorance of Makes and Values
As a rule it may be taken for granted that the

less a man knows about old clocks and watches
the more exorbitant prices he demands, and the
greater cunning he displays in his description.
Tudor clocks are rarely to be found except in the
mouth of a self-satisfied dealer. If not a Tudor
a lantern clock for instance would be dubbed "a
Cromwellian clock," however late its period, and
as for a watch, he would take its creation back
centuries unblushingly and positively.. Well, you
cannot enlighten him or deal with him, leave him
alone. He will get a purchaser eventually who
will have bought the article and experience with it.
To be just, all dealers must, of course, not be

included in this category. But anyone having
caught the fever the very pleasant and long-endur-
ing fever, of a liking for and a desire to study the
evolution of timekeepers should first place himself
in the position of a serious critic by a study of
"Old clocks and watches and their makers," and
the " watch and clock makers' handbook, diction-
ary and guide." Having mastered these two books
he can enter the arena of purchase with confidence
and the certainty that the knowledge gained will
save him many pounds in money and secure him
against buying rubbish on the recommendation
of the person who has the rubbish to sell.

Take Antiques

Every year it becomes more difficult to declare
positively the period of a watch or clock from a
cursory view. Not only the repairer, the restorer
or the fakir has to be reckoned with, but also the
unblushing manufacturer of old clocks and watches.
He is to be found on the continent, and many of
his wares here. Let no one think he is too wise to
be deceived. Not long ago I was asked to look
at a very peculiar sixteenth (or early seven-
teenth) century watch, not on account of any
doubt as to its genuineness, but to more closely
locate the date of its construction. At first sight
it occurred to be what the delighted possessor
regarded as "a splendid find." What first
awakened my suspicion was the unusual wealth
of dark reddish rust. The case was old, but not
made to contain a watch. Bits of the movement
were old, but on obtaining a screwdriver, a shame-
less fraudulent concoction was soon revealed, for
which doubtless a high price had been paid.—
F. J. Britten in Jeweler and Metalworker.

Dangers in the Celluloid Industry
That the peril of celluloid working is not con-

fined to its inflammability alone, is pointed out in
the new regulations in regard to the working and
finishing of celluloid articles, issued by the Ministry
of Saxony. According to a statement accompanying
these regulations, there is also the danger of poison-
ing by prussic acid, which is produced when cellu-
loid burns. Experiments, made by the Hygienic
Institute at Leipzig, have shown that 5 grammes
of celluloid scraps ignited in the open air will pro-
duce about 0.05 grammes of prussic acid, a quantity
sufficient to kill one person. The danger is in-
creased when celluloid working is done in the small
rooms of private dwellings with poor ventilation.
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AMONG THE TRADE

Alabama

Using a diamond with which to cut the large
plate glass show window of Brandes Jewelry Corn-
pany, Birmingham, a bold thief got $150 worth
of jewelry from the window and made his get-
away. According to the best information the
police can obtain the robbery was committed be-
tween 6 and 6.30 o'clock and is considered one of
the boldest in Birmingham in several months.
The hole cut in the window was just large enough
for a man to stick his arm through, and had every
appearance of having been done with a diamond.
Mr. Brandes and detectives at work on the case
say the fact that the company puts its most valu-
able jewels in the safe at night accounts for the
small loss. Among the articles of jewelry taken
were several gold filled bracelets, 15 lockets, 6 stick
pins a valuable bracelet watch and a cigarette case.

Colorado

The Denver Post awarded to Miss Pauline
Irwin, the winner of the Ladies Relay race at the
Frontier Days celebration at Cheyenne, a silver
loving cup, which was on exhibition in the windows
of the Syman Jewelry store, Sixteenth and Champa
streets, Denver. The cup offered this year is of
solid silver, eighteen inches high, with stag
handles and an ebony base. It is handsomely
engraved with a design of acorns and leaves and
the name of the winner will be inscribed on it.
Had they respected the recently promulgated

cruel edict of the police department concerning
girls riding on motor cycles with their arms around
the driver, Augustus H. Hoffman and Miss Ruby
Morgan might not now be man and wife. On
August 19, it was learned yesterday the couple
rode to Littleton on Hoffman's machine and,
unknown to their friends or relatives, were
married. Mrs. Hoffman is a Fort Worth, Texas,
girl. Hoffman is general manager of the Hoffman
Jewelry Case Company. Mr. Hoffman is receiv-
ing the best wishes and congratulations of all his
friends.

William Fulton, of the Lewis Jewelers' Supply
Company, Denver, has returned from a business
trip to Pueblo and surrounding towns.
The store of Myer Hellerstein, the Denver

Jeweler, was slightly damaged by fire by reason of
some person in the upper rooms dropping a
lighted cigar on the awning.
C. E. Cochran, salesman for J. C. Bloom &

Co., Denver, has gone to Manitou and the moun-
tains, where he will spend his vacation.

Mrs. E. A. Eaves, wife of the well-known
jeweler of Idaho Springs, was a business visitor
in the city.
B. T. Hunter, of Greeley, was a visitor in Denver

recently.
J. C. Bloom, of J. C. Bloom & Co., Denver, has

just returned from a week's attendance as a
delegate at the Supreme Lodge Convention,
Loyal Order of Moose, Kansas City, August 19
to 23, where he used his efforts in trying to pro-
cure the location of a Tubercular Sanatarium in
the City of Denver. He was successful in interest-
ing some of the Supreme Lodge officers in the
proposition, by bringing some of them back with
him and showing them through some of the insti-
tutions now located in the city. The committee
of officers expressed themselves as well pleased
with conditions in the territory and it is more than
likely that he will be able to have the institution
located in Denver. Mr. Bloom is deserving of
much credit for the interest which he has mani-
fested in this affair, freely spending his time and
money for the object of having the hospital located
here, and is certainly entitled to the thanks of the
jewelers as well as all the other business men of this
city, for his untiring efforts.
Edward Lehman, of the Edward Lehman

Jewelry Company, Denver, was suddenly taken ill,

while making a business trip in the interests of
the firm, and was obliged to return home where
he is at present confined to his bed. P. J. Morris,
of the same firm, was sent out to finigh the trip
for Mr. Lehman.

Connecticut

Mr. Guild, manager of the jewelry department
of the Plant-Cadden Company, Norwich, has re-
turned from a well spent vacation at Portland, Me.
Mr. Gaylord, of the Shartenberg & Robinson

Company, at New Haven, enjoyed his vacation
by taking a few days off at a time.
A. G. West, of Waterbury, has returned from

a very enjoyable vacation spent in New York
state at Greenville.
H. S. Grater, of Waterbury, enjoyed his vacation

by making short auto trips.
J. H. Masterton, of Clark & True's, Middletown,

spent a very enjoyable vacation at Block Island.
Mr. Sheldon, watchmaker for Clark & True,

Middletown, has resigned his position with that
firm and has accepted a similar one with Rainey &
Acly, of Pittsfield, Mass.
Mr. Eggleston, formerly with E. L. Washburn

Co., New Haven, has accepted a position with Dr.
Ferguson of that city.
Henry Kellar, traveling salesman, in the south,

has accepted a position with the E. L. Washburn
Company, of New Haven.
Mr. Hayden has resigned his position with Clark

& True, Middletown, to go to New York.
Chas. E. Dunbar, who is treasurer and manager

of the Dunbar Clock Spring Company, Bristol,
was recently married to a Miss Gertrude Hosford,
of Thomaston.
The Derby Silver Company, of Derby, have

been advertising extensively for sand buffers on
white metal hollow ware.

Clark & True, of Middletown, have moved
into a new store which is one of the best of
its kind in the New England states. Everything
is installed in an up-to-date manner, the fur-
nishings and work being all finished in solid ma-
hogany. As a person enters the store, he will find
a large partition on the right hand side where all
the watch work is attended to by five or six
watchmakers. Next comes the large show and
wall cases, while the up-to-date examining room
for testing eyes comes next and then the optical
or prescription department shop is next and last.
On the left hand side of the store as one enters is a
private office, next the show and wall cases, cashier's
desk, private office and last comes the cloek and
jewelry repairing departments.

District of Columbia

The postoffice department is again looking for a
man who will wind and keep clean and in repair
the big tower clock in the postoffice building and
the 160 or more wall clocks scattered around the
various branches of the department in this city.
Bids for such service to be rendered until June 30,
1913, will be opened this week.
Experiments will soon be conducted at the new

wireless stations at Arlington, Va., to see what can
be done in the way of sending by wireless time
signals to various sections of the country. This
service is not designed to offset the advantages of
the Western Union time service but merely to
supplement it. It is not certain just how far over
the Allegheny Mountains the new stations will
be able to reach, but the distance over the sea will
approximate 3,000 miles. The new towers are
160 feet in height. It is reported that many jewelry
stores are putting in receiving stations but this
should be postponed until more definite information
as to the type of receiving instruments that should
be used is received.

Clarence Pearson, with R. Harris & Co., last
month met with the sad loss of his mother. Mr.
Pearson is quite well-known here and the sym-
pathy of many friends are with him in his bereave-
ment.
The Retail Merchants' Association bids fair

to outdo the Retail Jewelers' Association of the
District of Columbia as a jewelry organization.
The merchants now have a membership of about

125, of which a goodly proportion are jewelers
and opticians. Quite a number of the leading
firms are active members and on the membership
committee appears the names of M. A. Leese, of
the M. A. Leese Optical Company; A. D. Prince, of
R. Harris & Co., T. C. Dullin, of Dullin & Martin;
Andrew 0. Hutterly, Edwin H. Etz & Roe Fulker-
son. Mr. A. D. Prince is a member also of the
Board of Directors.

Miss Leana Wolf, with Saks Optical Company,
spent a very pleasant vacation at Norfolk, Ocean
View and Virginia Beach during the month of
August.
Roy Lupton, wi h ;.:thmedtie Brothers, is spend-

ing a couple of weeki in New York, Philadelphia
and Atlantic City, while Mr. August Schmidt,
with the same firm, is k releavoring to depopulate
the Potomac and Chetaplake of fish. J. K.
Lewis will spend his vacation at home digging
up the garden to make it ready for next year's
crops.
Mr. Morris Raub, formerly of Boston, Mass.,

has opened a jewelry store at 1133 Seventh street,
N. W.
It is reported that A. D. Kronstadt, who is en-

gaged in the jobbing business at 107 Chrystie
street, New York, is looking for a suitable store
in this city in which to open up a joint retail and
jobbing business.
"Charlie" Plitt is keeping bachelor's hall out on

Seventh street during the absence of Mrs. Plitt
in Boston, Mass., where she is visiting relatives
and friends.

Carl Petersen, Jr., is one of the happiest mortals
in the National Capital. It's a boy—'nuf said.

Quite a number of the boys along Seventh
street, N. W., participated in the militia manoeuvers
at Camp Ordway, near Harper's Ferry, Va.
Among those who covered themselves with glory
in this connection was Captain C. Eugene Ed-
wards, of the firm of Edwards & Zanner; Captain
William Pennoyer and Sergeant James H. D.
Kettener, with Charles Schwartz and Andrew and
George Hutterly. Some line-up for the one street.
Don Parsons, son of G. D. Parsons, has re-

turned to this city from Water Valley, Miss., and
is now employed as a watchmaker by Milton Baer,
of Georgetown, D. C.
Mr. and Mrs. Julis Selinger spent a week or ten

days making a trip to Old Point Comfort and
thence by sea to New York where they visited
their son Sidney, now assistant buyer in the
jewelry department of R. H. Macy & Co. Young
Mr. Selinger was in Washington early last month.
According to the Fine Arts Commission of the

District of Columbia, in a report made to the
District Commissioners recently, street clocks are
an eye sore and, from an architectural standpoint,
large clocks on the sidewalk are objectionable.
This report was made when a request for permis-
sion to erect one of these clocks by a firm on F
street, was turned over to them. Street clocks
are not objectionable in the minds of those who
are not so artistic but more practical, and they are
a great convenience providing they run true.
Mr. and Mrs. Charles A. Goldsmith, and their

daughter, Miss Annette Goldsmith, have returned
from their summer residence at Ocean View, Va.
A. 0. Hutterly is completing the overhauling of

a large number of day, night and prismatic binoc-
ulars for the Navy Department and has been
given the contract for the overhauling of the
tower clock of Gallaudet College.
Adolph Kahn, of 935 F Street, N. W., accom-

panied by Mrs. Kahn, is making a trip through
the Thousand Islands.
The business of the Southern Timepiece Com-

pany, at 1227 H street, N. E., is now owned by M.
C. Raffel who has been conducting a jewelry store
at 104 Flo.-ida avenue, N. W. Mr. Raffel came to
this city about a year ago from New York where he
had been in the jewelry business.
Because she failed to report to the Police Depart-

ment that she had purchased a gold locket, Mrs.
Annie Goldsmith, who conducts a second-hand
store on D street, was convicted in the Police
Court for violating the law governing the pawning
and registering of pawned goods and was sentenced
to pay a fine of $20. The evidence showed that
her son gave fifty cents for a gold locket which,
when turned over to a dealer in old gold, was
valued at about $8. As the locket was badly bent,
the monogram with which it was marked escaped
the attention of Mrs. Goldsmith but not of the
dealer who reported it to the department.
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H. M. Jacobson & Son are now well established
in their new store at 927 G street, N. W., having
removed to that store from 546 Eighth street, S. E.,
when the building at that address was about to be
demolished. The new location is right in the heart
of the business district. The store is fitted out
with a number of mahogany show cases and other
fixtures incident to a jewelry store. The front
part is given over to the watch repair department
while another room at the rear is used as an office.
This firm state that although they moved clear
across town, they did not leave any of their old
trade behind them.

Florida

Frank Rader will open a new jewelry store at
Lakeland, on September 15.

Illinois

A pearl was found in a mussell shell at Alton, on
August 23 by a fisherman that is said to be one
of the finest specimens ever found in the beds in
that section. It weighed 183/i grains. It is per-
fect in color and the luster is exceedingly fine. The
finder was offered a large sum for the gem, but he
decided to hold it until he can have an expert pass
on its value. He has sent it to New York for this
purpose.
John Skogland, of Denver, Colo., recently

closed a deal by which his business partner George
Ekdahl, has taken over his entire interests in the
Ekdahl & Skogland jewelry and general store
business, Geneva. Mr. Skogland will ship his
household goods to Denver.
The establishment of J. C. Peers & Son, the

oldest jewelry store in Rockford, which is located
at 204 West State street, will be refitted within a
short time with new fixtures and show cases. Mod-
ern mahogany fixtures will be installed through-
out the store and new show cases running the
entire length of the store will replace the ones now
being used. The windows will be enlarged and
will also be enclosed. Several other changes will
be made in the store fixtures and when the work
of remodeling and refitting has been finished the
store will be one of the most modern in this part
of the state.

Iowa

The Erdice Jewelry Company, of Oskaloosa,
opened for business on September 1.

Kansas

Edgar Campbell has opened a new store in
Osawatomie.

William O'Brien, a jeweler of Parsons, who had
been ill for several weeks in a Kansas City hospital,
of pneumonia, died and was buried at Parsons.

R. R. Davis, of Slater, Mo., has purchased the
jewelry store of W. A. Draper in Sterling, Kan.

Burglars entered the store of M. J. Edmunds
in Topeka last month and took goods valued at
$900.
W. W. Jenkins is a new watchmaker for J. T.

Morrison, of Hayes City.
Thieves entered the Miller Jewelry Store in

Leavenworth recently, and took a small quantity
of goods valued at about $150. About the same
time the store of Edward Fraser, of the same city,
was entered and jewelry valued at $450 was taken.
0. G. Smith has purchased the Switzer Jewelry

Company, of Lamed.
Peter J. Tonjes has succeeded Charles D. Hunt

in business in Coffeyville.
Jewelry valued at about $100 was taken from the

store of David Bedell & Son at Dodge City,
recently.
E. Brown is a new watchmaker for Carruth &

Son, Herington.
Maine

Wallace E. Easton, Portland, is away on his
vacation.

Massachusetts

Mr. and Mrs. E. H. Dunbar, of Norwood, are en-
joying their vacations at Brunswick, Me.
F. M. Wilbur, of Taunton, has added a new

roll-top trial case cabinet to his already well
equipped office.
D. S. Spaulding, Mansfield, has been selected

as a delegate to the Republican State Convention.
George Cowles has opened a store at 470 Main

street, Malden.
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0. B. Campbell, with Harris Fellman, Main
street, Woonsocket, R. I., recently spent his vaca-
tion at Worcester.
The employes of Reed & Barton Company,

with their guests, enjoyed a shore dinner at
Dighton Park on Mount Hope Bay recently.
They had sports in the afternoon and dancing in
the evening.
M. S. G. Wilde, of Waltham, died recently after

a long illness. He was employed for many years
as a draftsman with the Waltham Watch Company
but retired some years ago.
E. F. Lilley, of Milford, recently visited Boston.

S. G. Beers, of Taunton, recently made a tour of
the state in an auto.
Harry Webster has resigned his position with

Gooding Brothers of Plymouth.
F. L. Bailey, of Plymouth, was a recent visitor

to Boston.
J. M. Lipp and S. B. Kantor, Boston, have

moved their office from the sixth floor to the third
floor in the Jewelers' Building.
F. M. Wilbur and H. Messier, of Taunton, were

recent visitors in Boston.
J. H. Whitehouse, of Heller & Atking, Boston,

was a recent visitor to Providence.
W. J. Nathan, of Nathan & Hurst, Boston, is on

an outing trip to St. Johns, N. B.
Some of the recent buyers in Boston were: R.

M. Cook, Marblehead; J. H. Jacques, Haverhill;
M. F. Wood, Lowell, and Elmer G. Tucker, of
Worcester.

William Hirschberg, formerly with A. S. Hirsh-
berg, Boston, has just started in business for him-
self in the Jewelers' Building.

William S. Wittenauer, of the Shreve, Crump &
Low Company, Boston, while bathing recently,
was drowned. He dived from a raft and miscal-
culated the distance striking head first in the
sandy bottom breaking his neck. He is mourned
by many friends.
John Schindler, formerly with Philbrick &

Webster, is now with Wilson Brothers.
Two strange men, anxious to get scarf pin,

managed to secure one valued at $50 at the jewelry
store of the W. S. Lee Company, Essex street,
Salem, without going through the formality of
paying for it. They asked the clerk if they might
look at some pins and he permitted them to do so.
They seemed dissatified with the variety presented
them, but when they left took one with them.

Michigan

Alfred G. Clark, Bangor, has leased the corner
store in the Sebring house block and will open
a first class jewelry store. He will carry a stock
of jewelry and do a general repair business.

Minnesota

W. G. Churchill, Wabasha, purchased the
jewelry business of Charles F. Tryon, Wabasha.
Mr. Tryon retiring on account of ill health. Mr.
Churchill took possession at once and expects to
have a clean-up bargain sale shortly, after which
he will put in the largest and finest new stock of
jewelry ever exhibited in Wabasha. Mr. Churchill
has been a jeweler quite a number of years and has
been in the business in Wabasha for about a year.
He has been eminently successful, having built
up a splendid trade, and he expects soon to have
this place developed into the finest jewelry store in
this section.
Mr. and Mrs. George L. Rochat, Ada, have been

in the Twin Cities attending the State Fair and to
other business matters.
D. Farrel, of Warren, passed through the Twin

Cities enroute to his old home in Iowa.
M. H. Doolittle, of Sauk Center, and three

brothers, made an auto trip to the Twin Cities last
week, August 27.
George Cook, of Madison, South Dakota, was

in the Twin Cities buying goods and attending the
state fair.
N. C. Clemmensen, jeweler and optometrist of

Long Prairie, was in the Twin Cities attending to
business and visiting the state fair.

J. J. Allin recently purchased the jewelry busi-
ness of W. B. Dahl on Central avenue, Northeast,
Minneapolis.
H. J. Moeller, of Maple Lake, has opened a

branch jewelry store at Clear Water.
A. Kaiser, of Winona, has arranged to purchase

the business of Crane Brothers, at Lake City.

A jewelry store is projected at Rothsay. The
village has been without one for several years.

J. N. Nelson, Aitkin, has moved into new and
larger quarters which have been refitted for him.
H. M. Spencer, Barnesville, has moved his busi-

ness to Rothsay, where he will engage in business.
W. F. Marvin has bought the Marvin Music

Store at the International Falls and will combine
it with his jewelry business.
C. F. Tryon, Wabasha, has returned home after

spending some weeks at Battle, Michigan for the
benefit of his health. He feels much improved.

Missouri

A stock of jewelry has been put into the drug
store belonging to G. E. Bowen, of Clarence.
0. A. Kuderman, of Kansas City, has bought

the new jewelry store of T. P. Wadley, of Aurora.
A. W. Harper is a new jeweler of Springfield.
William H. Hendrickson has removed his busi-

ness from Granby to Aroma.
S. J. Huey has sold his store in Cameron to Ed.

F. Barfield of St. Louis. E. M. Mauplin, formerly
manager of the Cameron store, will be connected
with Mr. Heuy's store at Excelsior Springs.
Homer C. Marshall, a jeweler of Mexico, and

Miss Martha Tinsley were married on August 26 at
that place.

Montana

Bruce Fortney, an engraver at Billings, has en-
graved the alphabet on the head of an average
sized pin with a scroll, and in the center the name
of the city and his own name. The head of the
pin was flattened somewhat to do it.

Nevada

Ernest Dobrowsky, the well-known jeweler of
Tonopah, will shortly remove from his present
quarters at the corner of Main street arid Brougher
avenue to a more commodious store in the building
formerly occupied by the shop of Swelldom. New
and elegant fixtures were recently purchased by
Mr. Dobrowsky in San Francisco and, when opened
the store will be the handsomest jewelers' establish-
ment in southern Nevada.

New Hampshire

Mr. Whitehouse has returned to work for A. R.
Watson, Dover. Mr. Whitehouse was obliged
to leave Mr. Watson on account of poor health,
but is now able to continue his duties.

George F. Howe, Manchester, has been suc-
ceeded by Samuel Fineblat.
F. W. Lovejoy, of Nashua, was a recent visitor

to Boston, Mass.
C. W. Hatch, Claremont, recently called on the

trade in Boston, Mass.
Arthur Watson, of Dover, is making extensive

changes in his store in anticipation of fall trade.

New Jersey

Bush & Walsh, Passaic, report two recent
losses. On August 2, they were swindled out of
a $70 diamond ring by a bad check signed Jacob
Platz, the customer claiming to have an account
in a local bank, but the $150 check on which it was
based later proved to be worthless. The swindler
is described as 34 years, 6 foot, stout and high
colored, several front teeth missing. He said
he was starting in the coal business and was a
glib talker on that subject. He had a membership
card of the Odd Fellows, Newark Council. The
diamond was about karat in a 14-karat Tiffany
setting, and was slightly yellow but a perfect
stone. On August 9, two make-believe customers
were looking at watches, and while Mr. Bush was
getting watches out of the window, the men se-
cured from the show case a tray of Wood's wedding
rings, 10, 14 and 18-karats, about 4 dwt. each and
costing $175. The tall and stout one of the pair
carried a newspaper, in which he probably con-
cealed the tray.

North Dakota

W. A. Persey, who was formerly in business at
Washburn, N. D., recently opened a store at 177
North Commercial street, Salem, Oregon.

Ohio

Earl W. Craft and Charles M. Koch, Bellevue,
have filed a petition in voluntary bankruptcy in
the United States court. Total liabilities of the
partners is given $3,971.60, owed to manufacturing
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firms for goods purchased. There was no paper
outstanding against them. Assets outside of the
exemptions allowed by law will amount to $418.
A set ring bearing the inscription "A. P. to I. H."

was found in the small finger of a new pair of gloves
in a Monroeville, drygoods store. The supposition
is that the ring was lost in the gloves by some one
trying them on.
W. A. Hill, of the Swigart Watch & Optical

Company, Toledo, will leave next week for a trip
to foreign lands. He will be supplied with a full
line of the goods handled by this concern and ex-
pects to return loaded with orders.
Art Hiltebrake, of the W. H. Broer Company,

is spending his vacation fishing at Michigan lakes.
L. Beckman, head of the L. Beckman Company,

opticians and E. D. Gould, president of the E. D.
Gould Optical Company attended the national
optometrical convention at Chicago as delegates
from Toledo.
N. E. Hascall, of the J. J. Freeman Company,

Toledo, is spending a few days visiting with his
family who are sojourning at Catawba Island.

J. J. Freeman and family, of Toledo, motored to
Napoleon on Labor Day. The trip is through
some of the most historical portions of the state,
including the "bloody ground" of the Maumee
Valley, which was made famous by the exploits
of the pioneer soldiers of "Mad" Anthony Wayne,
Gen. Winchester, Gen. Harrison and others.
"Girty's Island" is situated near Napoleon and is
the site of the stronghold of the famous renegade
during the days of his power.
Harry Groves, of the W. S. McCaw Company,

Toledo, left on a trip through Michigan territory.
Miss Helen Fowler, bookkeeper at A. J. Heeson's

store, Toledo, has returned from a three weeks'
outing and is back in her old position.
The 24-karat club, of Toledo, which has been

holding no meetings during the summer, will
probably meet the last of this month when a num-
ber of important matters will come up.
A. P. Humphrey, retail dealer, of Bellefontaine,

was a Toledo caller recently.
Grover McMann, of Dempsey & McMann,

Toledo, has returned from a trip to Piqua and
Dayton. He reports a splendid business, selling
goods at every call made, an unusual _adventure
for the best of salesmen.

Miss Edna Gressler, bookkeeper for the Swigart
Watch & Optical Company, Toledo, is quite ill and
expects to be operated upon at a Toledo hospital
within a few days.
Four noisy, would-be burglars, disturbed the

peace and incidentally several citizens, when they
broke the front window of Nossinger's jewelry store
at Swanton, at 3 o'clock this morning with a rail-
road air hose coupling. The robbers, scared at
their own noise, took to their heels and ran through
the lumber yards of the Gordon Lumber Company,
where they were fired at by Manager Krelick.
They were uninjured and boarded a freight train,
just pulling out for Toledo. Local police are
watching for them.

Miss Florence Davies, stenographer for the
Swigart Watch & Optical Company, Toledo, is
taking an extended vacation. She will visit lake
summer resorts.

J. J. Freeman, head of the J. J. Freeman Com-
pany, Toledo, is an enthuiastic golfer and can
frequently be seen at the Inverness links where he
has quite a reputation.

J. B. Eibler, retail dealer of Ann Arbor, Mich.,
visited friends and local manufacturers in Toledo.

Jewelers throughout this section are making
great plans for the attendance at the Toledo In-
dustrial Exposition this month. Local jewelers
are making elaborate arrangements for the enter-
tainment of their brothers from other cities.
Frank Henne, Troy, with his wife and children

stopped at Toledo as they were motoring through
to Lakeland, Mich., where they expect to spend
the next three weeks.

Harold Mauer has accepted a permanent posi-
tion as salesman at A. H. Heeson's jewelry store,
Toledo.

J. H. Saelzer, who recently opened up a store in
new quarters on Superior street, Toledo, reports
an unusually good business. Diamonds, mostly
stones of good size, have been selling well and
business is all that could be desired.
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I. W. McKee, Celina, has been appointed post-
master of his home city and is now looking for a
partner for his jewelry business or a trustworthy
and capable manager.
Perry Wolford, Piqua, has returned from an

automobile tour through central Ohio, where he
revisited the scenes of his boyhood, visiting the
old swimming hole and renewing old acquaintances.
Andy Aman, a leading jeweler of Dayton, has

recently returned from a trip abroad. He visited
various European countries and northern Africa.
H. S. Hurlbut, traveler of Swigart Watch &

Optical Company, Toledo, has just come in from
a trip through Michigan, Ohio and Indiana. He
reports a splendid business.

Roulet & Son, Toledo, are extremely busy just
now manufacturing special orders for jewelers.
This concern makes a specialty of work for fra-
ternal organizations and recently furnished the
Lima Knights Templars with seven Past Em-
inent Commander's jewels, which were presented
by the Lima lodge to all the past commanders of
Shawnee Commandery.
R. E. Fitz Gibbon, special representative of the

South Bend Watch Company, who has been
superintending a display at Mollencupp's jewelry
store at Defiance, was confined to his bed for
several days by an accident which occurred, when
he with a companion went over an embankment
in an automobile, going about 15 miles an hour.
The front axle broke near the hub and the car
turned over twice on its way down the embank-
ment.
George Kapp, Sr., head of the George Kapp

Company, Toledo, and Frank Kapp, also con-
nected with the Summit street jewelry store, left
September 4 for Chicago where they were sent as
delegates to the Bull Moose convention by the
ninth district. Both are ardent believers in all
progressive principles, including that of Women's
Suffrage.
M. N. Isenberg, is in Chicago buying fall goods for

the M. N. Isenberg Company, on Superior street,
Toledo.
D. C. Cornwell & Company, of Athens, have

purchased the jewelry stock of W. G. Hick-
man and will continue the store in the same loca-
tion. The Athens store has been in existence since
1869. C. A. Cornwell will divide his time between
the two stores. The new firm will install a first
class optical department which will be in charge of
B. M. Covert, a member of the firm.

Oklahoma

When C. E. Squires, a farmer residing near Bart-
lesville, hurled a mussel shell at an unruly pig that
had broken into his garden, the shell broke and a
small white circular object fell in front of the
animal. It turned out to be a pearl valued at $250.
Plans are out for an entire change of fixtures

for the Boswell jewelry store at Tulsa. There will
be two new offices built in front of the store; one
for Mr. Boswell's private office and diamond rooms,
and the other for the watchmaker. The new fix-.
tures will be of solid mahogany and verde antique
marble to match the other fixtures. There will
be an optical department added in the rear of the
store, and fitted especially for this business, with
the very best machines and instruments to be had
for the fitting of the eye. The company expects to
have the remodeling done and the new department
opened by October 1.

Oregon

Herbert Knox & Co., have moved to Dallas,
this state, from Pasco, Wash.
C. F. Libby, recently of Hillsboro, has rented a

part of the Hylinder Building, Chehalis, Wash.,
and is having it remodeled and fitted up for a
jewelry store.
L. A. Eppenstein, of Chicago, was a recent

visitor in the Northwest.
Albert Feldenheimer, of the firm of A. & C.

Feldenheimer, of Portland, was elected a director
of the Portland Commercial Club, to succeed John
Annand, who resigned to become manager. The
new director has been a member of the club for
many years.

Pennsylvania

A. L. Schiller, Penn avenue jeweler, Scranton,
has purchased the Morris Yaseen property at 225
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Penn avenue. The consideration paid for the
property was not stated in the deed filed in the
recorder of deeds office. The Yaseen lot has a
frontage of twenty-seven feet on Penn avenue
and 167 feet in depth, to Raymond court. It is
improved with a three-story brick building, occu-
pied by the Yaseen ice cream factory and apart-
ments. Mr. Schiller says that he intends remodel-
ling the structure as soon as the present leases
expire.

Rhode Island

Edward J. Viegelein, of Portland, Oregon, is
now with Harris Fellman, Main street, Woonsocket.
Mr. and Mrs. A. Colitz and family, of Woon-

socket, have returned from their vacation which
they spent at Shawomet.

Charles W. Flagg is representing the Universal
Fire Escape Company through New England. He
was for many years in the retail jewelry business
in Woonsocket.

South Carolina

During the night of August 29, James Allan &
Co., Charleston, had their window broken and lost
some property. • They have offered our usual
reward of $100 for the arrest and conviction of the
thieves. The stolen property consists of about
10 watches, ranging in value from $6.50 to $7.50.

Texas

L. Lechenger, Houston, left recently for the
eastern markets to make purchases for his Fall
and Christmas jewelry business. While away
Mr. Lechenger will visit the larger manufacturers
in New York and New England, returning to
Houston some time late in the month.

Jones, Ragland, Adam, jewelers and opticians,
is the name of the new jewelry and optical estab-
lishment, at 604 Austin street, Waco. Jones has
purchased the entire interest of R. T. Crawford, his
partner, and has sold to W. B. Ragland and F. J.
Adam of this city equal interests in the above busi-
ness. W. B. Ragland has lived among Waco
people most of his life and the public knows too
much can not be said of his ability and efficiency
in this line of business. F. J. Adam, who has been
associated with the old firm, possesses rare ability
as a watchmaker, and is also well-known by most
of the people of Waco. He has many friends and
kindly asks them to call and see him.

Washington

Kent Emerson, who for the past few years has
been employed in the Seavey jewelry store, Au-
burn, was recently married to Miss Gladys Flack.
Eight gold watches valued at $300 were taken

from the store of Samuel J. Stieglitz, Aberdeen,
during business hours a few days ago while Mr.
Stieglitz was out and the son was left in charge.
He suspects a well-dressed entertaining stranger
who came into the store shortly after noon and
asked to see the proprietor. Being told by the
young man that his father would not return to the
store for several hours, the stranger left. About
3 o'clock he returned again and when told that Mr.
Stieglitz had not yet returned, took some papers
from his pocket and placed them on the show case
directly over the watches. He read and talked for
a while and finally left the store saying he would
return later to speak to the proprietor personally.
As soon as Mr. Stieglitz returned, attention was
called to the missing watches. The only suspic-
ious person entering the store during the afternoon
was the stranger who had already made his escape
from the town.
L. A. Holland, formerly of the firm of Quirk

Brothers & Holland, San Diego, Cal., has gone into
partnership with E. J. Hyde, manufacturing and
metal sign man of Spokane, for the manufacture
of brass and bronze signs, metal letters and auto
mongrams of all kinds. The new firm will operate
under the name of the Art Metal Sign Company.

After a career in the retail jewelry business of
23 years in Spokane, Mr. Sobol has retired and
closed his store at 703 Riverside avenue, in that
place. Mr. Sobol started in the jewelry business
in Spokane in 1887 in the Granite Rock Block and
has been in his present location in the Jamieson
Building for five years. For the present he will
have an office in the Kuhn Building, but his plans
for the future are undetermined as yet.

A thorough Correspond=

ence Course in the best

known Optical College in

the world for only $15.00

When we say that the South Bend College of Optics

is the best known optical college in the world we are

stating a real truth.

We have a larger number of graduates in the field

than any two other colleges combined.

Our students are in every State and Territory in the

United States: in every province of Canada; in Mexico,

Central America, West Indies, South America, Europe,

Asia, Africa, Australia, New Zealand and Hawaii,

Bermuda and the Fiji Islands

We have testimonial letters in praise of our system

from all of these States and Provinces and Countries.

We have letters from prominent oculists and medical

professors saying our correspondence course is the most

thorough of any they have ever seen.

Several thousand students have paid us $25.00 for

the same course that you can now secure for only $15.00.

When the leading oculists and opticians all over the

world endorse our system—men whose testimony could

not be bought at any price—you will surely take no

chance in enrolling with us. We simply offer you the

best that is to be had in optical instruction.

We would like to send you free our 64-page prospectus

which tells all about our course of study and contains the

names and addresses of scores of our students and what

they say of us.

It tells why we can afford to give you this course at

less than two-thirds of the regular price.

It will only take you a minute to write us a postal and

t will bring full particulars by return mail.

The South Bend College of Optics
(CHARTERED)

ESTABLISHED 1893

Suite 1, Kamm Bldg., South Bend, Ind., U. S. A.
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Jewelers' Display Easels

No. 901

Easel back. Raised pad. Height 14 inches.

Width 12 inches. Price each - $2.25, net.

No. 922
For Rings. Easel Back. Raised

He
10 in. 
 inches. h

$
2.75Wid, 

net.

No. 904
Easel back. Raised pad. Height
16 inches. Width 9 inches. Price
each $1.50, net.

No. 903
Easel back. Raised pad.
Height 18 inches. Width
6 inches. Price each
$1.75, net. ,

No. 902
Easel back. Raised pad. Height
16 inches. Width 8 inches. Price
each $1.37%, net.

No. 91'7

Tilting top.Nolt7ais9ed1paad. Height Tilting top. Raised pad. Height
14 inches. Width 8 inches. Price 12 inches. Width 8 inches. Price
each $1.75, net.   each $1 .75, net.

Ili The Easels and Pedestals are finished in Circassian Walnut (rubbed finish). The display pad on each
is raised and covered with either purple, black or green velvet. The display pad is made soft so pins can be
stuck into same. g One-halt dozen suitable display Pins sent with each fixture (excepting those
made for rings.) 'ii On ring displayers the pad is made with slotted divisions (various widths) to
accommodate different sizes and kinds of rings. il When ordering, state color of velvet
wanted. When no mention is made we will send purple. 4 The wood edge on each
makes a very handsome display fixture, the carvings on some add much to the fixtures.

THE OSCAR ONKEN CO.
Established 32 Years

No. 758 Fourth Avenue

Cincinnati
Ohio
U.S.A.
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1
I send a man in advance to arrange stock for sale, also to arrange all details; during the sale your only work is banking the money.

Why does Murray get most of the larger sales in the larger cities?
Because: When a man with a fine stock wants a sale he doesn't want a fakir, he wants a salesman,
a gentleman, an expert in diamonds, a fine orator, a man who can hold the professional men of his
city spell-bound daily for two months, as I did while selling C. F. Chouffet's stock in Buffalo. He
was the oldest jeweler in the city, over 30 years in business, and had one of the finest stores in
America. Not a yellow diamond in his stock—gems only. That's the reason Murray is offered more
large sales than he can handle. I personally conduct all large sales. No sale will interest me unless
it can run at least four weeks. Read Chouffet's letter, then write the best jewelry auctioneer in the
world, that is Dan I. Murray, who has four first-class gentlemen to assist him.

1Office of
C. F. CHOUFFET

Gentlemen:— 
Diamonds, Watches, Rich Jewelry

1Buffalo, N. Y., April 16, 1912.

1

After a continued business career of 30 years, I decided to retire from business. My stock consisted
of high class 14-kt. jewelry, diamonds, watches, solid silver, bric-a-brac and art objects. 

Mr. Daniel I. Murray was recommended to me and I engaged him to take charge. I found him well

t
I

posted in every detail and consider him one of the best judges of diamonds and fine jewelry I have ever had 
pleasure to meet either in this country or in Europe and without doubt one of the greatest auctioneers

in the world. He has a very interesting and lucid way of describing each article. The prices realized

I 

were a surprise. He has also the faculty of gaining the full confidence of his hearers. The sale was con-
ducted without any confusion and in a systematic manner, and I feel I can recommend him without limit.

Respectfully, C. F. CHOUFFET. 1

I
JUST Completed Large Sale for Milton B. Fitch, Flint, Mich., one of the finest Jewelry Stores in Michigan.

WRITE ME AT ONCE FOR TERMS AND DATES 1

i DAN I. MURRAY 

My charges are no more than the fellow who does your sale no credit. My reputacion is of 20 years'
standing without one failure. The only jewelry auctioneer in America with a high commercial rating. 1

i I personally conduct all Large Sales. What is a man's guarantee worth if he has no commercial rating ? I have a first-class auctioneer you
0 can consult with at any of the following offices:

1

Room
30, Chicago,
314, Broadwayll.

w 
alyCentral Building, 424 Broadway, Los Angeles, Cal.

440 S . Dearborn      Si.,S !. , Room 46 512 Race St., Cincinnati, 0.
1

1 DAN I. MURRAY America's Leading Jewelry Auctioneer 1
3 MAIDEN LANE, NEW YORK, N. Y.

I Now dating Fall Sales; if you want a large sale, have a large stock, I can guarantee to make you $10,000 to $15,000 profit on a $50,000 sale
$20,000 to $30,000 on a $100,000 sale in 60 to 90 days.
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Room 2, Hall Bldg., Detroit, Mich.
No. 3 Maiden Lane, New York
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Don't ship that lot of sweepings
until you have thoroughly inves-
tigated the methods employed by
us, as, everything considered, we
believe you will agree with us
that you cannot do better than
ship to our concern.

Enough metal is of ttimes lost through
carelessness in reduction to cover the
cost of refining, but if you will ship to us
you will get full value for your sweepings.
We employ the most scientific methods
known. Send your waste to us for re-
fining and meet the expense out of the
surplus that is ordinarily lost.

CONLEY & STRAIGHT
Refiners, Assayers and Smelters of Oold and Silver Assayers and Sweep Smelters— 236 EDDY STREET
Dealers in Fine Gold, Silver and Platinum. All Kinds of Gold and Silver Anodes PROVIDENCE, R. I.

WE REPAIR EVERYTHING IN JEWELRY
Gold and Silver Electro-plating

Mesh Bags Repaired
Resilvered and Relined

$1.00  
Specialists in Difficult Repairing

BRESLAVSKY BROS., 51 Maiden Lane, NEW YORK
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Gems in the Making

TIlE KEYSTONE

Diamond Cut Diamond—The Necessary 64 Facets

When woman dons her diamonds she seldom
realizes how much labor is entailed in the cutting
and polishing of the stones before they are ready
to be set and made up into ring, tiara, necklace
or whatever other form desired.
A diamond factory does not mean a factory

where imitation diamonds are made, but a place
where real diamonds are cut and polished from the
rough stones. There are four branches of the
trade; therefore in a factory the men are divided
into cutters, setters, polishers and polishers'
laborers, who assist the polishers.

It is a privilege to be allowed to peep behind the
scenes and see the various stages through which
a diamond passes until it is ready for setting, and
the experience is a most ir teresting one.

Cutting Processes
"Perhaps it would be better to start from the

very beginning," said the manager of the factory to
a Pall Mall Gazette reporter, "and then you can see
how the stone looks as it passes through the various
processes. Here are the rough stones. They
do not look like flashing diamonds? No; as the
ordinary person would say, they seem just dull,
dirty looking gray particles of stone. That is the
rough diamond. The first thing to be done is to
cut the stone, and to do this the cutter decides
whether he will cut it by hand or machinery."
In this particular factory the stones were all cut

by hand until comparatively recently, but now
machinery is used, which renders the process much
less laborious. It is really a case of diamond cut
diamond, as by rubbing two stones against each
other one gradually aseunv s the shape desired
and the requisite thickness The cutter has a
long stick, on top of which is a brass cup in which
he puts a certain kind of cement; in this he em-
beds the rough stone; the cement must be heated
first, and the cooling process is most primitive,
as the cutter merely blows on the tr.t cement, and
tries it against his lips to see if it is cold enough
to commence cutting.
"Does not that burn your mouth?' the cutter

was asked.
"Well, I suppose it does," he said, "but it

merely dries the lips, and one can always use
something to minimize that. With the new
machine the cooling is done by dipping the sick
in water." Which certainly seemed the better
way.

Flawless Stones Rare

On the way a diamond is cut a great deal de-
pends, because the cutter decides which way a
stone is to be taken, and if it is done in the wrong
way the value of the stone is depreciated; if a
flaw is at the back of the stone its lustre is much
dimmed. "Pure stones," said the cutter, "are
very rare, and of course a perfectly pure stone is
extremely valuable." Taking up the two sticks
in which he had placed two rough diamonds, he
proceeded to cut one by hand—that is to say, he
slowly rubbed one against the other, the minute
particles falling into a box in the bottom of which
was a very fine sieve through which the dust fell
into an air proof box.

If the stone is a large one this hand cutting is
very laborious, as it requires a great amount of
strength to cut it, and naturally the process is
rather slow. By the machine it is really the same
process, except that one stick is held in place by the
machine, which revolves rapidly, the cutter holding
the other stick in his right hand. Each side of the
stone has to be cut separately; it is generally the
back or pointed part of the stone which is cut first,
the flat side being treated next.
"What becomes of the diamond dust?"
"Well, said the cutter, it is used for polishing.

Mixed with olive oil, it makes a paste which is put
on the plate used by the polisher. Inferior dia-
monds are ground down to a dust also, so that
nothing is wasted."

Polishing the Gem

The setter now takes the diamond and puts it
into a mould composed of tin and lead, which is
brought to a white heat and when the diamond is
slipped into this the mould is immersed in water for
the purpose of cooling it. The setter has to so

place the stone that it will be at the proper angle
for polishing, be it the side, back or front. Looking
at a diamond, one sees a flat surface in the middle
of the stone, this is called the table or top part of
the diamond, the back or pointed part is called the
culet. When both these are made the facets have
to be cut. Altogether there are sixty-four facets,
no matter what size the stone may be.
To the naked eye it is absolutely impossible to

discover these facets, they are so minute, but the
polisher can see them without a magnifying glass;
his eyes are so trained to the work that he
makes the facets so many on top, so many at back
and so many at the sides. The mould is held
in position by a metal holder, the diamond being
barely visible through the mould and although the
stone is only lightly placed on the revolving plate
the high speed at which it revolves is sufficient to
cut the facets in the required position.
Each time a facet is done the stone has to be

taken out of the mould by the setter and refixed
at a different angle until the whole sixty-four are
made. It should be added that when sixteen
facets are made the stone is returned to the cutter
for improvement in shape. It is sometimes cut
over twice to make it specially brilliant.

Yellow Silver Deposits

Platers frequently encounter a yellow silver
deposit and have difficulty in producing the
pure white metal so much desired. A yellow
shade on silver is quite undesirable and often
leads one to believe that the metal is impure.
Roseleur's comments on the matter are of much
interest and are as follows:
"The greatest reproach to electro-silver plating

is that the deposit does not remain white, but
becomes yellowish by contact with the air. This
phenomenon is due to the simultaneous deposit,
by galvanic action, of pure silver and a subsalt, the
subcyanide of silver, which is decomposed and
darkened by light. It is, therefore, sufficient to
eliminate this latter compound, and the inconven-
ience will disappear. This may be arrived at by
the following methods:

1. The articles are left immersed in the bath
for some time after the electric current has been
interrupted, when the subcyanide of silver is
dissolved by the cyanide of potassium.

2. After having smeared the objects with a
paste of borax, they are heated in a muffle until
the salt fuses and dissolves the subcyanide. This
process softens and anneals the metal.
3. The poles of the battery (or dynamo)

are reversed for a few seconds, that is to say,
the articles become soluble anodes, and the electric
current carries away the subcyanide of silver in
preference to the metal. It is evident that this
operation should be very short, otherwise the silver
will entirely abandon the objects and will coat the
silver anodes; and should the operation last still
longer, the base metal itself will follow the same
same direction."—The Brass World.

A Broader Sales-Help Plan

The methods of co-operation with jewelers used
by the Conklin Pen Manufacturing Company,
Toledo, Ohio, seem to grow bigger, broader and
better every season.
This season one of the principal Conklin Sales

Helps is a group of window trims containing not
only Conklin pens but stationery also. The new
Conklin Motion Lithograph display is included
in one of these windows.
In addition, there are strong, snappy dealers'

electrotypes of newspaper advertisements that
also show other things beside Conklin pens, and
above all, there is an extensive campaign of
national magazine advertising. A striking series
of ads has been written for this campaign which
will carry an important message to millions of
people.
There are other profit-pulling ideas described

in the handsome folder containing these various
Sales Helps. Any jeweler who would like to in-
crease his fountain pen sales at the Conklin Com-
pany's expense is invited to drop a line to the
Conklin Pen Manufacturing Company, Toledo,
Ohio, for a copy of their folder entitled "We Are
Making Dollar Signs At You."
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ITEMS OF INTEREST

Gail B. Douglas, recently with James T. Laugh-
lin, Boise, Idaho, has accepted a position with
Craven's Diamond Shop, Kansas City, Mo.

The partnership business of Erickson & Howe,
Douglas, Ariz., established in 1904 has been in-
corporated with a capital stock of $5,000 and
is known as Erickson & Howe Jewelry Company.

"The William Filene's Sons Company advise us
that anyone in the trade desiring a complete file
of their preliminary publicity will be accommo-
dated on receipt of a post card request to their
publicity department."

Mrs. Margaret • Langner, jeweler, Meriden,
Conn., left on September 5 to visit her brother,
who is a builder, architect and real estate dealer
in Pasadena, Cal. During her absence of about
four weeks the management of her business is in
the hands of her older brother, whose specialty is
jewelry and watchwork.
W.R. Conner, formerly head watchmaker of Mar-

golis Jewelry Company, has accepted a position
with Craven's Diamond Shop, in their watch
department. Miss Edith Tiffany, formerly of
Oppenstein Brothers, is now connected with
Craven's Diamond Shop in the sales department
and as window dresser.

The Berry & Whitmore Co., Washington, D. C.,
furnished the star medal presented to Admiral
Robert E. Peary by the Artie Exploration Club.
The medal measures 5 inches in circumference,
and was presented to Admiral Peary on April 6,
1912, to commemorate the third anniversary of
the discovery of the North Pole, April 6, 1909.
The medal is made of gold and meteorite with 3 y4
karat blue white perfect diamond in center.
Sections of meteorite were cut and treated with
acid to bring out veins of metal. The front is
engraved with inscriptions and filled in with dark
blue enamel. The points and angular sections
between points of star and sections of circle are
meteorite cut from the great meteorites secured
by Admiral R. E. Peary in 1897.
A recent issue of the Daily Star, of Lincoln,

Nebr., devoted an entire page to a description
with elaborate illustrations of the magnificent
jewelry store in that city of David R. Cohen.
The Cohen store is very truthfully described as
"the show place of Lincoln." This establishment
is modern in every respect, the front being of the
kind which is now best adapted for jewelry stores,
while the interior is arranged according to the
latest ideas, and the fixtures, which were especi-
ally designed and made for his store, are of the
most lavish description. Mr. Cohen went to
Lincoln in 1904. For years he was content with a
more modest establishment. Last year, however,
he found his trade growing and thought it was the
hey-day for the realization of his ambition—a store
that would be as complete and beautiful as money
and ingenuity could make it. The new store was
opened last spring, April 27.
Emil Feistel, about 40 years of age, a member of

the firm of Gerhardt & Feistel, Pittsfield, Mass.,
died suddenly while at work about 9 o'clock this
morning. Dr. Charles Langlois was called but
the man was dead, death being almost instan-
taneous, due to heart failure.
Mr. Feistel was at work at a bench in the rear

of the jewelry store on Melville street and was
working with a blow pipe. Mr. Gerhardt was
working in the front of the store, when he heard a
slight moan, and he rushed to the rear of the store
just in time to catch Mr. Feistel as he fell dead
from the stool on which he was working. Mr.
Feistel had two teeth pulled the latter part of last
week and took cocaine and since that time he has
been in ill health, although Dr. Langlois does not
attribute his death in any way to this. On last
Friday he fell upon the floor stricken with heart
trouble and had to be removed to his room at
9 Pleasant street. The body was removed to the
Kenney & Tate undertaking rooms.
Mr. Feistel was born in Germany but came to

this country when a boy and made his home in
Rockville, Conn., until 19 years ago when with
Julius Gerhardt he entered the jewelry business in
this city, where he has since resided.



SELLS LIKE HOT CAKES
(ORDER TO-DAY

AN EXTRAORDINARY SELLER!
A SPECIAL PRICE!

GOLD PLATED SAFETY PINS
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SYSTEM IN STORE
AND REPAIR
DEPARTMENT

is the new slogan of the jewelers as exploited at the
recent conventions held. No business can prosper
nowadays without system. If you wish to systema-
tize your repair department begin by procuring the
first essential—

The Keystone Record
Book of Watch Repairs

This book has space for sixteen hundred entries
of repairs with printed headings. It takes only
a minute to make each record, and the informa-
tion is invaluable. Price, Sr.00.

The Keystone Book of
Repair Guarantees
is a companion book now used by every
progressive repair department. The guar-
antee gives your customer confidence in your
work and assures his permanent patronage.

Price, $1.00.

PUBLISHED BY

The Keystone Publishing Co.
809-811-813 North igth Street

Philadelphia, Pa.

1201 HEYWORTH BUILDING CHICAGO, ILLINOIS

DIAMONDS mid 1-N2E10US STONE.,'S

BOUGHT AND SOLD
FOR SPOT CASH

Appraisements made for estates or individuals

.1. .1. OHEN
101 I Chestnut Street, PHILADELPHIA.

Established I 891
Write for further information PA.

THE J. D. EWING COMPANY
Manufacturing Jewelers. Jewelry Repairing.

EXPERT REPAIRING ON WATCH SATIN FINISH AND COLORING,CASES, ENGINE TURNING ENGRAVING, ENAMELING
 TRIAL ORDER SOLICITED 
122-124 SOUTH 8th STREET PHILADELPHIA

FRED A. HASKELL Letter, Jewelry & Souvenir
ENGRAVER

206 Weybosset St., Providence, R. I.

ENGRAVED SOUVENIR SPOONS
Send us Spoons and we will Engrave

Buildings, $3.50 doz. Names, $1 20 doz. STONE SETTING

Established 1881 The Largest, Most Centrally and Conveniently Located
NABSTEDT MANUFACTURING COMPANY

RING AND CLASS PIN MAKERS
MANUFACTURING JEWELERS

JEWELRY REPAIRING
Factory and Office, 110-112 EastThirdStreet

DAVENPORT, IOWA

Telephone North 562

INF- SPOT CASH for Jewelry Stocks "We
I PAY THE HIGHEST PRICES for Diamonds, Watches and Jewelry.Send stocks at once, no matter how large or small, and get money by return mail.National bank references upon request. If offer is not satisfactory will return goods.
EMIL NOEL, 541 E. 46th Place, CHICAGO, ILL.

If you should be in Chicago with your stock, make appointment with meby residence telephone Drexel 5323, or office telephone Randolph 1418

R. P. JAHNKE
GONZALES

1KES MAGIC

0 PAT APPLIED FOR

lEA4

R

TEXAS

TIIIN FLEXIBLE

A new and indispensable device for
cleaning paint stains, dirt, varnish, signs,
or any like substance from glass, windows,
show cases, etc., in the shortest possible
time and most efficient manner.

Price 50c. by mail
Extra blades 3 for 25c.

B I. ADE DOES 'I' II E W 0 It K

Headquarters for Gold-filled Hair Chain Mountings.
l'rice 75 cents each. Liberal Discount to Large Consumers.

R. L. & M. FRIEDLANDER, 30 Maiden Lane, New York■111•••■•••■

MESH BAGS REFINISHED

C* TUCK & McALLISTER CO.
131 Wa0 shington Street : PROVIDENCE, R. I.
Send for our Catalogue of Emblems and Jewelry

0

Will repair, refinish and reline
all size MESH BAGS. In-• eludes repairing the mesh,joints.–m–..—..... and ball snaps; also kid (or silk)
linings with inside pockets and anything else(see necessary to put bags in good first-class1341% condition. GOLD, SILVER OR GUN-METAL FINISH

ONE TRIAL IS CONVINCING

There Is a Big Difference Between Watchmaking Schools
No school in this country gives their students the advantages and op-
portunities to become first-class workmen like we do. We can teach
you more about practical Watchmaking. Engraving and Optics in less
time and with less expense than any other school. We have been
making expert workmen for 18 years and will guarantee to make one
of you. Let us send you our prospectus ; it will prove interesting
reading to any one that desires to increase their salary. It is free ;
a postal will bring it.

THE PHILADELPHIA COLLEGE OF HOROLOGY
F. W. SCHULER, Principal Broad and Somerset Sta., PHILADELPHIA, PA.

Established 1894

Trade Watch Repairing
A Well Equipped Shop

Skillful Workmen
Right Prices and Prompt

Returns

C. H.- KNIGHTS-
THEARLE CO.
Columbus Bldg., CHICAGO

Earnest, Ambitious, Economizing Students
Prefer the

Winter School of Engraving
"Unquestionably the best," honest

and reliable
Course Three Months, $60.00

W rite today for Catalogue and
Reservations.

i.e., Powers Bldg. Chicago, Ill.

SOUVENIRS
Automobile Name Plates, Watch Fobs,
Flag Pins, Seals, Tie Clips. Prompt
Attention Given to Special Orders.

WRITE FOR ESTIMATES
All shades of Enamel constantly on hand.

CARPENTER & WOOD, Manufacturers
14 Calendar St., Providence. R. I.

The LUX MODEL WORKS
Make practical working and manu-
facturing models of clocks, watches,
meters, novelties, etc. Experimental
Work. Wheel and pinion cutting
to order. Manufacturing.
CLOCK REPAIRING FOR THE TRADE

53 East Farm St., Waterbury, Conn.

DALLAS, TEXAS
Expert Watch Repairing for the Trade

Any part of a watch will be
made to order.

A. ZIMMERLI, 1514 Main St.
High-Grade Work Our Specialty

EXPERTS
ON

FineWatch Case Repairing
Manufacturers of Special Cases
Gold and Silver Plating, Satin and
Roman Finishing, Rose Coloring.

ENGRAVING
ENAMELING and
ENGINE TURNING

Swiss and English
cases changed to fit
American move-
rnentsandall kindsof

RAISED COLORED
GOLD WORK.

The Largest and
Promptest Repair

Shop in Chicago.

SEND FOR PRICE-LIST

J.C.HOWARD &CO.
116 & 118 N. State Street. CHICAGO. ILL.

NDz PATENTED 11?

THE TURGEON UMBRELLA HOOK
"ON to stay on." Your trouble with broken
show cases, etc., are over if you use the
TURGEON HOOK. Sold in 34, and Gro.
lots, at $6.00 Gro. net cash with order.

GEO. V. TURGEON
LEWISTON, MAINE

BECKER & HECKMAN
(Successors to G. F. Wadsworth)

WATCH CASE MANUFACTURERS
AND REPAIRERS

- Everythin in the line of -
Watch Case Repairing, Cold and Silver Plating, Satin

Finish Engraving and Engine-Turning
Changing Old English and Swiss Cases to take American
S. W. Movements My Specialty. OLD CASES MADE NEW

Silversmiths' Building
10 South Wabash Ave. : CHICAGO

e MR RETAIL JEWELER

00 YOU WANT
SELLERS

The Un-Common Sort
at Manufacturers Prices

IF SO CALL OR WRITE

M.J.AVERBECK
Manufacturer Importer

e, 10-12 Maiden Lane • N.Y. City e

Advertising Cuts for Jewelers

No. 602 25 cents No. 714 tus cents

Send a postal for our sheets of illustrations,
especially prepared for use In advertising.
The prices are merely nominal.

The Keystone Publishing Co.
809-815-853 North 19th Street

PHILADELPHIA, PA.

When writing to advertisers kindly mention
The Keystone

Small Advertisements
No 25o adnevenrtts.is ement inserted for less

than 
Under heading "Situations Wanted,"

ONE CENT per word for first twenty-
five words. Additional words and ad-
vertisements, THREE CENTS per word.
Under all headings except "Situations

Wanted," THREE CENTS per word.
Name, address, initials and abbrevia-

tions count as words, and are charged
for as part of the advertisement.
To insure insertion, send remittance

with orders for advertisements. Copy
must reach us by the 25th of each
month for the issue of the let of the
following month, and by the 10th of
the month for the issue of the 15th of
the same month.
Send bank check or draft, or postal

or express money order for $1.00 and
over, or postage stamps for smaller
amounts.

fountLanswers are to be forwarded
send TEN CENTS in postage stamps
with order.
The real name and address of every

advertiser must accompany the copy of
the advertisement.

Advertisers who are not subscribers
should send 10 cents (special issues 25
cents) if they desire a copy of the paper
In which their advertisement appears.
Address,

THE KEYSTONE PUBLISHING COMPANY
809-811-813 N. 19th STREET, PHILADELPHIA, PA

SITUATIONS WANTED
Under this heading, ONE CENT per word,

for first twenty-five words. Additional words
and advertisements, THREE CENTS per word.
No advertisement inserted for less than
cents.

It will facilitate matters and result to
the advantage of advertisers under this
classification if they will indicate their local-
ity in their advertisements.

BY watchmaker, jeweler, engraver, optometrist;
thirty-nine years old, married; capable of

taking care of every branch of the business;
California or southern location preferred;
wages reasonable. Address "M 496," care
Keystone.

AS second watchmaker, thoroughly reliable;
single roan; age thirty-one; have good set of

tools; will start at $15; at present employed.
"D 497," care Keystone.

BT lady-watchmaker, three years' experience;
optometrist, registered in Nebraska; Ne-

braska preferred; other places considered.
Phebe K. Peck, 507-9 Clapp Blk., Des Moines,
Iowa.

BY first-class watchmaker and engraver by
October 1; twenty years at bench; have

tools and references. "NE 607," care Keystone.

YOUNG man of good address, age nineteen,
desires position under good workman to

finish trade; two years' experience; can do
clock and jewelry repairing; all-around store
experience; best references. "L 825," care
Keystone.

GOOD watchmaker and plain engraver desires
position by October 1; own tools; best of

references; four years' experience; middle west
preferred. "K 822," care Keystone.

JEWELERS in western Pennsylvania or
eastern Ohio, in need of a watchmaker,

jeweler and engraver, are referred by consent
to D. L. Cleeland, 125 South Main street, But-
ler, Pa., who will place you in communication
with a competent man, with years of experi-
ence, and a complete outfit of tools, bench, etc.;
wages, $20 per week.

YOUNG man as second watchmaker, engraver
and jewelry work by October 7, can come

October 1; 6 years' experience. "D 861,"
care Keystone.

ON or before November 1, by first-class watch-
maker and salesman; twenty years' experi-

ence; familiar with all departments in retail
business; will accept position on trial; good
health and habits; complete set tools; Cali-
fornia or Oregon preferred; state full parti-
culars. R. C. Clovis, General Delivery, El
Paso, Texas.

WATCH and clock repairer; thirty years old;
school, factory finishing and store experi-

ence; plain jewelry work; $16; New England or
New York. R. 29, Barre, Mass. References.

YOUNG man desires position as second watch-
maker and plain engraver. C. E. Harding,

Pen Argyl, Pa.

WATCHMAKER, optician; just through
school, wants position; have own tools; good

engraver, and good workman on watches.
F. T. C., Room 13, 11 Jewell Hotel, St. Paul,
Minn.

WATCHMAKER, jeweler, assistant engraver
and optician desires position by October 1;

nine years' practical experience; single, age 27;
good recommendations. John R. Evans, 18
Grove street, Freeport, Ill.

1921
SITUATIONS WANTED

FINE salesman and watchmaker desires change
as salesman in modern jewelry store; can

receive and deliver repair work; Texas, Color-
ado, Oklahoma or Arkansas preferred. Address
"B 858," care Keystone.

BY practical graduate, refractionist, good
watchmaker and plain engraver; best of re-

ference. H. L. Carpenter, 61 Pearl street,
Springfield, Mass.

SECOND watchmaker wishes position at once;
can do plain engraving and jewelry repair

work; willing to work; own all tools; A-1
reference. "S 857," care Keystone.

A-1 WATCHMAKER, jeweler, engraver and
optician; good salesman, of good appearance;

capable of charge of store; age 25; salary $26;
Illinois preferred. J. H., 302 South University
street, Peoria, Ill.

FINE engraver and second watchmaker; age
twenty; good habits; will send sample en-

graving. Adress C. D., 302 South University
street, Peoria, Ill.

A YOUNG lady; first-class engraver; some ex-
perience; references exchanged. Address

Miss A. E. Holland, Holland, Va.

STEADY position wanted by second watch-
maker by October 15; good on job and clock

work; can wait on trade; fair knowledge of
optics. "R 866," care Keystone.

A PERMANENT position as assistant watch-
maker and engraver. It. H. Poellot, 833

New Brandies Building, Omaha, Nebr.

WATCHMAKElt; hustler, thirty-two; Amer-
ican; fine appearance; strong personality

executive ability; fifteen years' railroad watch-
maker; fine letter and monogram engraver;
graduate optician; expert salesman; high-class
trade; open for change. L. J. Myers, Craw-
fordsville, Ind.

YOUNG man, twenty-three; engraver, re-
fractionist; will assist in watch work; desires

position October 20; best of references. "H
852," care Keystone.

GOOD watchmaker wants steady position on
high-grade work; have all tools; single;

age twenty-nine; best of reference; salary $20.
"W 853," care Keystone.

PERMANENT situation as watchmaker,
plain engraver, jewelry repairer and refrac-

tionist, wanted by young man of twenty-four;
unquestionable references; central states pre-
ferred. "U 848," care Keystone.

WATCHMAKER wants change on account of
climate; prefer western Oklahoma or Kansas;

references; employed in eastern Oklahoma now.
Address ray home. George Peck, Wellington,
Kans.

STEADY position; experienced watchmaker,
jeweler, salesman; wait on trade, take in work,

railroad experience; tools; sober; middle west;
salary reasonable; references. "S 847," care
Keystone.

POSITION to finish trade; age twenty-three
years and single; have own tools; best of

references. Lock Box 49, Dyersville, Iowa.

A YOUNG lady would like positron as engraver;
willing to wait on trade; six years' experience.

"H 846," care Keystone.

BY good practical watchmaker, fair engraver;
good set of tools; good references. Address

Jeweler, 219 Prospect street, Sandusky, Ohio.

COMPETENT watchmaker, jeweler, engraver;
fourteen years' experience; best reference;

$30 per week; Oregon, Washington, Texas,
Florida coast preferred. W. Sampson, Hatties-
burg, Miss.

FIRST-CLASS watchmaker, jeweler, optician
and good plain engraver; fifteen years' experi-

ence; good on railroad watches; all round man;
own tools; state salary; good references. "S
833," care Keystone.

AS second watchmaker; can do jewelry and
clock repairing and wait on trade; sober

and industrious; good references; middle west
or central states preferred. H. C. Putsch,
Box 34, Mountainair, N. Mex.

WATCHMAKER, first-class on high-grade
Swim and American watches; competent

on railroad work; also good plain engraver;
no bad habits; sober and reliable; salary $25 to
$35 per week. C. R. McDonald, Elsberry, Mo.

A-1 WATCHMAKER; twenty years' ex-
perience; sober; not a salesman; all tools;

steady work only. C. Kohler, Painesville,
Ohio.

YOUNG man, desires position as second
watchmaker and plain engraver, by October

1; northeast preferred. Apply L. G. Trask,
Springfield, Maine.

WATCHMAKER; second watchmaker, en-
graver, refractionist; west or southwest pre-

ferred; but will go anywhere; have own tools;
can go at once. H. M. Smith, Academy, W.
Va.

(Continued on page 1922)
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YOUNG man; watchmaker; fair engraver;
clock work; salesman six years' experience;

references furnished. John Dwyer, 1410 Holly-
wood avenue, Edgewater, Chicago, Ill.

YOUNG man, 23 years, desires position as
second watchmaker, engraver, jewelry repair-

ing; can wait on trade; best of references.
"B 834," care Keystone.

EXPERIENCED traveling man would like to
make a change beginning January 1, with

some good jewelry novelty lines; salary or
commission; am traveling at present. "K
840," care Keystone.

POSITION wanted in Alaska for summer of
1918, by lady with eighteen years experi-

ence as watchmaker, jeweler, engraver and
optician; have full set of tools; in reply please
state salary, cost of board and room, and other
items of interest. "H 841," care Keystone.

WATCHMAKER and jewelry repairer wants
position by October 1, 1912; can furnish

reference. J. A. Gilman, Lyndonville, Vt.

BY young man age twenty-six, in Chicago,
South Side preferred; other sections con-

sidered; watchmaker; wait on trade; capable
general optical and jewelry repairs, when re-
quired; nine years' experience; wages $18 to $20.
"A 842," care Keystone.

EXPERIENCED man with an established
trade in the state of Michigan, is on the mar-

ket for a live line of gold and filled jewelry, the
first of the year; can give the best of references.
"AV 845," care Keystone.

A-1 WATCHMAKER and jeweler, of good
address; married; age thirty-eight; fair en-

graver with some knowledge of optics; desires a
permanent position November 1, where I can
work in stock and wait on trade; references and
photo on request; have up-to-date tools; will
start at $20 with prospects; or would buy an
interest if satisfactory; Michigan preferred,
other states considered. Address F. S. J., 302
South University street, Peoria, Ill.

GOOD watchmaker wants steady position on
high grade work; American, single; have all

tools. "D 861," care Keystone.

WATCHMAKER and engraver desires perm-
anent position by October 1; own tools, good

reference. Address Otto E. Huefner, 2408
North Fifteenth street Philadelphia, Pa.

HIGH grade watchmaker, jeweler and wishes
position about November 1; thoroughly

posted on complicated watches; can buy, eel'
and manage department; ten years in present
position; salary $30 to $85 per week. "P 859,"
care Keystone.

GOOD watchmaker; five years' experience;
salary $16 per week; Kansas, Nebraska or

Missouri preferred; reference J. M. Harrison
Jewelry Store, Concordia, Kans. Address
Floyd H. Ames, care of J. M. Harrison Jewelry
Store, Concordia, Kans.

AT once by first-class watchmaker, stone
setter, jewelry manufacturer and plain en-

graver, with some good house; can give good
reference; write and will send you my price.
0. C. Kemp, Box 63, Luxora, Ark.

HELP WANTED

UNDER THIS HEADING THREE CENTS PER WORD

It will facilitate matters and result to
the advantage of advertisers under this
classification if they will indicate their local-
ity in their advertisements.

TRAVELING salesman; excellent proposition;
good commission; write full particulars. Wil-

liams Manufacturing Company, Department
C., St Louis, Mo.

WATCHMAKER and jeweler; $16 per week
to start; send reference and all particulars

in first letter. Clawson & Brown, Belle Vernon,
Pa.

A GOOD jewelry jobber; engraver, stone setter.
permanent to right man; modern shop;

S. T. Little Jewelry C.,mpany, Cumberland,
Maryland.

GOOD watchmaker and jeweler; town of
12,000, in North Carolina; wages $26 weekly.

"A 880," care Keystone.

JEWELER and clock repairer; neat appear-
ance; good chance to learn watch repairing;

permanent position. G. Wilson, 1094 Flatbush
avenue, Brooklyn, N. Y.

WATCHMAKER, jeweler and engraver
wanted; steady job to right man; Pennsyl-

vania. "B 855," care Keystone

ENGRAVER by October 1, who can also do
watch and jewelry work; work light; want a

single man of good character and willing to
work; a fine chance for an ambitious young
man to learn optics under a competent optom-
etrist; state salary wanted. L. B. 279, Charles-
ton-Kanawha, W. Va.

HELP WANTED

GOOD watchmaker and engraver; all-round
man; constant employment to right party;

first letter state wages wanted, ability, length
of time employed last situation; married or sin-
gle; opportunity here for advancement seldom
offered. W. H. Evans, Red Oak, Iowa.

ALL round man; watchmaker, engraver, op-
tician, who can wait on trade and take charge

when necessary; work not heavy but want man
who is affable, industrious, a trade getter and
who will take a genuine interest in the business;
good treatment; confidence and long time posi-
tion to right party; good climate, Rocky
Mountain Region; sample of engraving, photo,
salary, full particulars, references. "Y 864,"
care Keystone. 

COMPETENT railroad watchmaker, engraver,
salesman for permanent position; state age,

experience, habits, wages; send samples en-
graving and copy recommendations. Charles
F. Halbkat, Watertown, S. D.

STEADY position for good watchmaker and
fair engraver, who can wait on trade if neces-

sary; salary and commission; A-1. references
required. B. Rosenberg, Oil City, Pa. 

WILL pay $15 to start, good assistant watch-
maker and jeweler; chance raise; fine climate;

Gentile; must be steady and come at once.
W. F. Stricker, Chester, S. C. 

WATCHMAKER and engraver at once; steady
and sober; steady position. Hoffman's, 619

Water street, Port Huron, Mich. 

FIRST-CLASS watchmaker and jeweler;
wages $25. "G 829," care Keystone.

SIX first-class watchmakers; rapid and accurate
on all classes of watches; trade and retail

work; no boozers Box 652, Waterloo, Iowa.

WATCHMAKER with tools; sober, honest;
town 1,600. Conley's Store, Louisa, .Ky.

AT once watchmaker, engraver and stone
setter; permanent position to right man.

Robert L. Saunders, 13 South Eighth street,
Philadelphia, Pa. 

WATCHMAKER experienced in railroad
work; good permanent position for competent

and reliable man; state experience; give re-
ferences and wages expected in first letter.
Bogle Brothers, White River Junction, Vt. 

GOOD watchmaker and engraver, who is willing
to wait on trade and repair clocks and jew-

elry if necessary; state experience; salary
wanted; send sample of engraving and give
references in first letter. 0. A. Heels Company,
Prescott, Ariz.

WATCHMAKER and engraver at once' steady
and sober; steady position. Hoffmann's

619 Water street, Port Huron, Mich.

LAPIDARY wanted; good all-round man on
facet work; steady position. H. E. Alster-

lund & Co., 387 Washington street, Boston,
Mass.

GOOD watchmaker, jeweler and engraver,
September 15 to 20; salary $26 per week;

sample engraving; age and usual details first
letter; permanently for right man. W. P.
McFarland, Orange, Texas.

GOOD, plain watchmaker thoroughly efficient
on American watches; no optician or engraver,

single man preferred. Address P. G. Box 388,
Worcester, Mass., giving age, experience and
salary expected.

A-1 WATCHMAKER, jeweler and optician;
wages $25. "B 881," care Keystone. 

AT once first-class watchmaker, engraver and
jeweler; must understand railroad work;

send sample engraving; age, reference and sal-
ary wanted, in first letter. A. B. Conrad,
Newton, Kans. 

RELIABLE watchmaker, must be experienced
waiting on customers in retail store; best

reference required. Address Box 724 Billings,
Mont.

JEWELER and engraver at once; steady posi-
tion. Hoffman's, 619 Water street, Port

Huron, Mich.

GOOD engraver, or engraver and jeweler, who
wishes to learn watch repairing under a good

workman, at once or not later than Nov. 1st,
"F 882," care Keystone.

WANTED
UNDER THIS HEADING THREE CENTS PER WORD

TO buy jewelry store in town of 5,000 or leas;
give full particulars of store, town, location,

amount of business doing; and beat terms in
first letter. L. D. Ross, 6704 Theodosia ave-
nue, St. Louis, Mo.

WANTED to buy jewelry stock; send surplus
stock to me and get money by return mail.

Emil Noel, 541 East Forty-sixth place, Chicago,

TO buy live jewelry business; New York state
preferred; one that $3,000 will handle; must

have enough business for two. "D 849," care
Keystone.

TO buy a live retail jewelry business in Cali-
fornia or Oregon; $3,600 to $6,000; give full

details in first letter. Arthur C. Douglas, Gen-
eral Delivery, Los Angeles, Cal.

WANTED

SALESMAN wanted to carry as a side line a
legitimate and good selling article; good

commission; see advertisement page 1917 this
issue.

JEWELRY and kindred lines on consignment,
insurance and indemnity bonds furnished.

"P 838," care Keystone.

WANTED cast aside watches and movements
of every description; Americans preferred;

cash. Broadbent, 4 South Forty-second street,
Philadelphia, Pa.

GOOD engraving machine; must be in good
condition and price reasonable. F. Hampl,

Howells, Nebr.

FOR SALE
UNDER THIS HEADING THREE CENTS PER WORD

Stores, Stocks and Businesses

$1,600 BUYS jewelry store doing nice cash
business; best growing town 1,600 popula-

tion, state Washington, large lumber mills here
running year around; big pay rolls; fine farming
and dairying section tributary; ideal climate;
pure water; three other towns to draw from;
heavy repair business; no competition; don't
write unless you have the cash. "S 860,"
care Keystone.

COMPELLED to give up jewelry business on
account of health; a $3,000 stock of jewelry

and fixtures for $1,800 cash, if sold before
I buy holiday stock; in good thriving Penn-
sylvania town; competition light. "El 613,"
care Keystone.

A FIRST-CLASS up-to-date manufacturing
plant in city of 235,000; doing a business of

$25,000 to $30,000 a year; cheap rent; ma-
chinery, tools and fixtures cost price $11,600;
will sell for $9,000; this proposition will bear
investigation; can give good reason for selling.
"Br 299," care Keystone.

JEWELRY store; whole, or half interest with
management; North Carolina; 5,000 popula-

tion. "S 481," care Keystone.

JEWELRY store in best location in northern
Missouri; wealthy farming community; good

live town; county seat of Daviess county; stock
will invoice about $3,000; none need reply
unless they have $1,800 or $2,000; death of
husband cause of selling. Mrs. Claudia Peas-
lee, Gallatin, Mo.

SINCE the death of Mr. S. Gertison, retail
jeweler of Erie, Pa., his widow wishes on ac-

count of poor health to sell out her entire stock,
which is in good clean condition; old estab-
lished trade; in business twenty-nine years;
good location; plenty of repair work; property
can be bought or rented. M. Gertison, 202
East Eleventh street, Erie, Pa.

HERE is a good chance for a young man to
make money and build up a fine trade, get

rich. Jewelry store for sale at once, $1,260
will buy; stock material, tools and fixtures
worth $1,800, must take all. I walk out and you
in; rent $8.00 per month; electric lights 75
cents to $1.50 per month; hot and cold water;
population 1,600, finest town in Pennsylvania;
can't get a better location, it will pay to in-
vestigate at once. I wish to retire on account
of my eyes, I also turn over to party the town
clock service, which pays $25 a year; the sale
must be in cash. "L 850," care Keystone.

TEXAS town of 8,000; established fifty-four
years; clean record and stock, $7,000 stock.

.80 cents buys. Box 614, Dallas, Texas.

WELL established jewelry, drug and millinery
business in a prosperous Illinois town;

excellent business opportunity. "H 835,"
care Keystone.

NOTICE is hereby given that I, the under-
signed, as trustee will on Monday, September

23, at 2 o'clock p. m., at the store room at 625
Main street, Joplin, Missouri, sell at public
sale to the highest and best bidder for cash, the
entire stock of jewelry, furniture and fixtures
and lease, conveyed to me by the Joplin Watch
& Jewelry Company, for the benefit of their
creditors Stock is all new and will invoice
about $20,000 and the fixtures are also new and
of the latest pattern. This is the finest store
in southwest Missouri, and one of the best
locations in the city of Joplin. Store will be
open for inspection three days before sale.
Samuel Feller, Trustee, 430-1 Reserve Bank
Building, Kansas City, Mo.

GOOD jewelry and optical business for sale, in
southwestern Oklahoma town of 1,700 popu-

lation; two railraods; new $36,000 depot and
Harvey Eating House; good prospects for rail-
road machine shops; large territory to draw
from: no competition nearer than 22 miles; fine
rich valley; have railroad inspection; good clean
stock; invoice $3,000; good run of repair and
optical work year round; terms $2,000 cash,
balance on time. "E 837," care Keystone.

JEWELRY, stock and fixtures, best town in
Iowa, population 30,000; inventory $2,500;

fine location, reasonable rent, good reason for
selling, snap for some one; act quick. Box 601
Waterloo, Iowa

FOR SALE

Stores, Stocks and Busin e

HERE is a snap; old-established jewelry
and optical business in north Missouri, near

Iowa line; best reason for selling; will give big
discount if sold at once; $3,000 profit last year;
will be more this year as crops are much better;
write at once for full particulars. "M 828,"
care Keystone.

JEWELRY stock, fine fixtures, large safe, best
location; large store; 2,000 inhabitants;

owner must be more in the open. T. W. Smith,
Denton, Maryland.

JEWELRY stock and fixtures; best town in
southwest Kansas; 1,200 inhabitants; 6,000

in county; small competition; a snap at $2,000;
established eight years. Address F. J. Miller,
Coldwater, Kansas.

OPPORTUNITY knocks but once and here
is yours, to step into an old established,

money making, jewelry, optical and music
business, located in the center of the Kansas
wheat belt; a growing county seat town, no
competition, only jeweler and optician in the
county with a population of 8,000; stock and
fixtures will invoice $3,600, $1,500 cash will
handle this; am going to California on account
of parents failing health, who live there, this
must be sold by January 1, all letters answered.
E. A. Gaston, Ness City, Kansas.

ESTABLISHED money making jewelry busi-
ness; county seat 6,000; one other store;

Boise Valley, southern Idaho; fixtures invoice
$1,000; stock $2,000; five years lease; good dis-
count; write for particulars. "H 836," care
Keystone.

NEW jewelry stock and fine new fixtures, not
over ten months old; invoice about $1,500;

can reduce to suit purchaser, about $600 or less
will handle the deal; good location in the best
growing city in north Nebraska, population
about 7,000; good opportunity for a young man;
good reasons for wanting to sell. Address at
once C. F. W. Marquardt, Norfolk, Nebr.

GOOD clean jewelry stock in the Great Lead
Belt of southeast Missouri; population about

8,000; competition very light; pay roll about
$100,000 every two weeks; invoice between
$4,000 or $5,000, but can reduce to about
$2,500 or $8,000; good reason for selling, do
not overlook this. T 839," care Keystone.

IN Missouir town, a good paying jewelry store;
stock and fixtures, invoice about $4,000;

full investigation offered. Address "H 848,"
care Keystone. 

TWENTY-FIVE years one location Main
street, large city, middle state; store 76

deep; two burglar safes and fine fixtures cost
$4,000; excellent stock about $6,000; rent only
$450 year. One side line pays rent, heat, light,
insurance; fine future for live wire. "W 844,"
care Keystone.

FOR SALE
UNDER THIS HEADING THREE CENTS PER WORD

Miscellaneous Merchandise and
Equipment

52 PRACTICAL advertisements for busy
jewelers, only $1, time savers, your time is

valuable. Garner Ads Service, Lebanon, Ind.

SECOND-HAND work benches, hand and
power, flat and wire rolls, anvil and block,

small foot and screw presses, one Oliver foot
power lathe, one bar annealer (American),
one grindstone, one electric polishing head, small
pressure blower, sand blast, one polishing dust
collector, ring bender, scale stools, foot-power
polishing machine, also other tools. Leiman
Brothers, 62 F. I. John street, New York.

GENUINE C. W. T. Company out-door
electric watch sign at bargain. "C 608,"

care Keystone.

SHIP chronometers for sale, in fine condition;
price $50, $75, $100. W. H. Enhaus & Son,

31 Joan street, New York City.

A BARGAIN-28 feet of wall cases in two
sections, one section has French Plate Mir-

ror back; all shelves adjustable' also 28 feet of
floor cases in three sections; Plate glass, good
condition, all cases solid walnut; price $360;
price includes all trays; photo and description
upon request. Miller Bros, 62 Perry street,
Tiffin, Ohio. 

FRANCIS engraving machine; new; a bargain
Allen Jewelry Company, Roodhouse, Ill.

VERGE bridges 60 cents each. Broadbent
4 South Forty-second street, Philadelphia, Pa.

EXCELLENT engraving machine, full equip-
ment, big I, argain. M. F. Hobart, Gilman,

Miscellaneous Merchandise and
Equipment

FINE mahogany floor regulator with Swiss
Movement; 10 feet high, 85 inches wide; cost

$126 wil sell for $45. H. L. Lang, Staunton,
Va.

CENTURY Engraving Machine, new, first
$40 gets it; cost $86. W. C. Montgomery,

Shawnee, Okla.

WALL cases, three, each six feet long, closing
out. The Emporium, Fort Wayne, Ind.

20TH CENTURY Polishing Lathe, good as
new, cost $22.50; first $12 received takes it.

Reason for selling have installed electric pol-
ishing outfit. Pilgrim Jewelry Company, Eagle
Pass, Texas.

FOR SALE OR EXCHANGE
UNDER THIS HEADING THREE CENTS PER WORD

$750 REGINA Concerto Nickel in the slot for
$376 In watches, diamonds or upright piano.

Lindsey Jeweler, Astoria, Oregon.

GOOD Peppper tenor slide in case, cost $65;
Want No. 2 watchmaker's lathe; write what

you have. A. C. Hamlin, Waverly, Kans.

FOR sale cheap, or exchange rivet staking
toll hummer monogram saw; 20 Gross

watch crystals, perfect ring stretcher. W. F.
Brehm, Rochester, Pa.

WANT to retire; one of the finest jewelry stores,
northern Illinois will sell fixtures $1,500 and

move stock to son's store; will trade stock and
fixtures for central Illinois real estate. Don't
answer if you can't swing the deal. F. Over-
street, Dixon, Ill.

HAVE unimproved property, Queensborough,
New York City, worth $3,900, exchange for

jewelry business. Jeweler, 1843 Center ave-
nue, Chicago.

A FINE Neill Brothers' Belfast chronometer
in fine mahogany case, inlaid brass; the case,

brass and chronometer in excellent condition;
price $150; will trade for a diamond equal that
amount. George W. Fischer, jeweler, Sharon,
Pa.

SPECIAL NOTICES
UNDER THIS HEADING THREE CENTS PER WORD

I PAY 20 per cent more than any one else
for your surplus diamonds, watches and

jewelry; money sent by return mail; bank
references. Emil Noel, 541 East Forty-sixth
place, Chicago, Ill.

HIGHEST cash prices paid for diamonds
and watches; immediate returns made, bank

references given. M. Iralson, Masonic Temple,
Chicago, Ill.

YOU'LL be mighty glad you did! Send for
photographs and description of Truing

Caliper Indicator. Invented and modeled
by F. R. Cunningham; entirely new and dif-
ferent; principle scientifically correct; increases
your speed if you're expert, helps you to be-
come expert if you're not. Patent applied for.
Send a postal now; you will have prompt atten-
tion. Cunningham Watch Tool Company,
1138 Sixteenth street, Denver, Colo.

FOR rent, jewelry store, located in Phillips,
county seat of Price county, Wisconsin;

population today 2,000, will be 3,000 in less
than six months, electric lights, water works,
telephone, monthly payroll $25,000. We built
this building expressly for the jewelry and
optical business, same will be vacated October
21, low rent and absolute protection to a re-
liable party who will take immediate possession.
One of the best locations in north 'Wisconsin,
been doing a prosperous business for twelve
years. Understand we have no stock or
fixtures for sale, just a good building and es-
tablished location for rent at $200 per year.
reason for vacancy poor health and defective
hearing. Quick action will be necessary, write
or wire. Randall Jewelry Company, Phillips,
Wis.

BUSINESS NOTICES
UNDER THIS HEADING THREE CENTS PER WORD

DO you get the best watch repairing obtainable;
try me for high-class work; quick and reliable,

thirty years' experience. A. E. Casperson,
1109-82 South 'Wabash avenue, Chicago, Ill.

OLD English and Swiss key-wind cases changed
to take American stem-wind movements;

hunting cases changed to open-face. Art
Watch Case Company, 8 North State street,
Chicago.

I WILL buy your diamonds and watches and
pay you liberal spot cash; money by return

mail. M. Iralson, Masonic Temple, Chicago.

PEARLS wanted; ship direct to me and get
the highest market price; largest buyer of

slugs in United States; prices quoted. W. L.
Gardner, Le Claire, Iowa, western pearl head-
quarters.

BUSINESS NOTICES

FOR first-class work and prompt service, try
Art Watch Case Company, Champlain

Building, 8 North State street, Chicago.

OLD cases restored to look like new; Roman
and satin finishing. Art Watch Case Com-

pany 8 North State street, Chicago.

I PAY the highest prices for watches, diamonds
and jewelry. Send stock at once, no matter

how large or how small, and get money by
return mail. All kinds of references furnished
upon request. Emil Noel, 541 East Forty-
sixth place, Chicago, Ill.

BIRTHSTONE ring size card; the great-
est and most inexpensive trade attraction

ever devised for jewelers; send for sample.
Display Ad. Co., 187 Broadway, New York.

BIRTHSTONE showcard; artistically litho-
graphed in fourteen colors on 11 x 14 card-

board; the most fascinating window attrac-
tion, 60 cents. Display Ad. Co., 187 Broadway,
New York.

DIAMONDS at great bargains, $45 per karat
and up; mounted rings and other diamond

jewelry bought from private people sold at
half the regular price. Sent on memo. bill to
rated dealers. Sold for cash only. Dan I.
Murray, Broker, 8 Maiden Lane, New York.

ELGIN Horological School, the oldest and most
practical school for watchmakers, send for

catalogue to Elgin Horological School, Elgin,

SEND your watch-case repairing to Art Watch
Case Company, 8 North State street,

Chicago.

COOPER M, SON
713 Sansom St. Philadelphia

WATCH REPAIRING FOR THE TRADE
SKIL' FUL WORKMEN

ACCURATE AND PROMPT WORK

Send Trial Package

HAVE YOU SEEN?
AVERBECK'S NEW CATALOG
IF YOU ARE A RETAIL JEWELERAND
WANT SELLERS SEND FOR IT-

GOODS OF THE UNCOMMON SORT

MJ AYERBECK 1=11'10.11MAIDDILANINY

Expert Watch Repairer
Maker of Special Watch Parts,
Adjuster of Complicated Move-
ments. Our work is Prompt and
Satisfactory. Our Prices are Rea-
sonable. GIVE US A TRIAL

M. LIEBERMAN
71-73 Nassau Street New York

ifistioX
akiwork

•THE•KINDIOU-CALL-YOUR.OWN •

Room 1112. Masonic Temple, Chicago, III.

KANSAS CITY
Watchmaking and
Engraving School
This is the school you should attend.
Investigate it I Send for our new art
catalogue, it's free for the asking and
explains fully our courses and methods
of instructions, together with some
excellent samples of engraving. : : :

OSCAR W. DREYER, Principal
815 E. 12th St. : Kansas City, Mo.

EXPERT WATCH REPAIRING
TO THE TRADE

ERICHSEN, KRAUSE & CO.
1006-37 S. Wabash Aye., CHICA00, ILL.

Powers Building
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The Keystone
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"The Force That Makes a Leader
11 Maintains a Leader"

"Those who follow know what the Leader
has DONE, but they do not know what

he is going to do next"

Have just finished the most extraordinary suc-
cessful midsummer sale.

Closing out the entire stock of Howe Bros.,
of Clinton, Iowa. This firm has been established
for over fifty years and carried one of the finest
jewelry stocks in the state of Iowa, amounting
to sixty thousand dollars.

La Tausca Pearls Appeal Irresistibly
to Woman Every Woman

"I am the only auc-
tioneer today that
will guarantee you
a profit on all sales;
I have never in-
vented any schemes
to sell goods only •

to get the money
in the cash box. I
will pay the highest
cash price for any
stock and fixtures,
no matter how
large nor how
small. I have the
services of a good
auctioneer, when a
firm requests two men and it costs you no extra money. I will gladly
pay my own expenses to any place of business to examine and see
what can be done; I have sold more high-class goods than any
other auctioneer in the business today. Terms 10% to one and
all, with guaranteed profit on my services."
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TRADE mARIS

Every String of Genuine
LA TAUSCA PEARLS
Bears This Trade Mark.

•

CUT SHOWS CABINET TWO-FIFTHS ACTUAL SIZE

LA TAUSCA Pearls are

the perfect, advertised and

guaranteed string pearls.

i
i

i JEWELRY AUCTIONEER f.
■ !..
i f.
C i
i The originality of my methods that have made usleaders in our line of work are at your command to i

i 

assist you.
I conduct all sales personally, assisted by the best ?.

.10 

talent obtainable, giving the services of two of the best i
auctioneers for the price of one.

r•

i 

I can give references from over five hundred dealers
throughout America.

For more than twenty years have been acknowledged by the i

i

Trade as the Leading Auctioneer of America.
Remember, my pleased patrons are my friends, and they are a

l'.

; 

" Un it " in recommending my methods and ability.
All correspondence strictly confidential.

6
"EVERY SALE A SUCCESS"

i
?I Write or Wire Me If You Contemplate Having a Sale :

! /..

i L. H. DODD & CO. i
1 4607 MICHIGAN AVENUE

i

i 
L'n1,!:,trgZh°' CHICAGO, ILL. j

1x,......,-......,-.....,.......-.....,-.......-.....,„..,-.....,-.......„....,-......g

THE woman of wealth sees in La Tausca
Pearls an identical reproduction of na-

ture's most chaste and refined gem—a
reproduction which gives her all the pleas-
ure and none of the r i sk and worry
attendant upon wearing originals.
If she buys La Tausca Pearls with diamond clasps,
as often happens, the most practiced eye can see
no incongruity—the pearls appearing quite as
genuine as the diamonds.

The woman of moderate means wears La Tausca
Pearls because they give her, at a price she can
afford to pay, a strand of gems which satisfies her
instinctive desire for beauty, simplicity and elegance.
The better her taste, the greater her delight in
La Tausca Pearls.

La Tausca Pearls retail from $2 to $100 per string.
There are 20 qualities and 11 sizes, enabling you
to show a strand that appeals to each class of
purchasers. We carry a complete stock of every
size and quality.

The assortment shown above includes our most popular qualities and sizes, and has
proven to be an especially good first order for introductory purposes.
Without obligation or expense, you can secure this assortment for inspection. Send for
it and our new booklet entitled : "Selling Helps."

The House That Made String Pearls Popular

We have information that imitations of the
above pliers have been sold to the trade and
we intend to prosecute all infringers. The
trade is hereby warned against selling or using
any nippers or pliers with lugs except the
genuine Chappel.

Paris
(Address All Communications to Providence)

,,;!,1303(113C03303333313131313131313331atialaWarnalall:E1 XJ/ 31)011324113131=Z=1141

We present this pad 116 inches in length) to every dealer, enabling him to display La Tausca Pearls
just as he would a strand worth thousands of dollars
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/: "The Force That Makes a Leader t
Maintains a Leader"

"Those who follow know what the Leader
has DONE, but they do not know what

he is going to do next"

Have just finished the most extraordinary suc-
cessful midsummer sale.

Closing out the entire stock of Howe Bros.,
of Clinton, Iowa. This firm has been established
for over fifty years and carried one of the finest
jewelry stocks in the state of Iowa, amounting
to sixty thousand dollars.

The originality
leaders in our line
assist you.

I conduct all sales personally, assisted by the best
talent obtainable, giving the services of two of the best
auctioneers for the price of one.

I can give references from over five hundred dealers
throughout America.

For more than twenty years have been acknowledged by the
Trade as the Leading Auctioneer of America.

Remember, my pleased patrons are my friends, and they are a
" Unit " in recommending my methods and ability.

All correspondence strictly confidential.

" EVERY SALE A SUCCESS"

Write or Wire Me If You Contemplate Having a Sale

of my methods that have made us
of work are at your command to

L. H. DODD & CO.
4607 MICHIGAN AVENUE

Long Distance Phone
Drexel 2906 CHICAGO, ILL.
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J. V.
MOROSS

Jewelers'
Auctioneer

Bric-a-Brac and
Art China

"I am the only auc-
tioneer today that
will guarantee you
a profit on all sales;
I have never in-
vented any schemes
to sell goods only
to get the money
in the cash box. I
will pay the highest
cash price for any
stock and fixtures,
no matter how
large nor how
small. I have the
services of a good
auctioneer, when a
firm requests two men and it costs you no extra money. I will gladly
pay my own expenses to any place of business to examine and see
what can be done ; I have sold more high-class goods than any
other auctioneer in the business today. Terms 10% to one and
all, with guaranteed profit on my services."

J. V. Moross : NEW BALTIMORE

MICHIGAN ::

" Chappel"
Cutting Plier

Pat'd. Nov. 8th 1910

Price, $1.50 each

NOTICE

We have information that imitations of the
above pliers have been sold to the trade and
we intend to prosecute all infringers. The
trade is hereby warned against selling or using
any nippers or pliers with lugs except the
genuine Chappel.

Worthington & Raymond
45-4749 John St. NEW YORK

La Tausca Pearls Appeal Irresistibly
to Woman Every Woman
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LA
TRADE MARK/

Every String of Genuine
LA TAUSCA PEARLS
Bears This Trade Mark.

CUT SHOWS CABINET TWO-FIFTHS ACTUAL SIZE

THE woman of wealth sees in La Tausca
Pearls an identical reproduction of na-

ture's most chaste and refined gem—a
reproduction which gives her all the pleas-
ure and none of the r i sk a ri d worry
attendant upon wearing originals.

If she buys La Tausca Pearls with diamond clasps,
as often happens, the most practiced eye can see
no incongruity—the pearls appearing quite as
genuine as the diamonds.

LA TAUSCA Pearls are

the perfect, advertised and

guaranteed string pearls.

The woman of moderate means wears La Tausca
Pearls because they give her, at a price she can
afford to pay, a strand of gems which satisfies her
instinctive desire for beauty, simplicity and elegance.
The better her taste, the greater her delight in
La Tausca Pearls.

La Tausca Pearls retail from $2 to $100 per string.
There are 20 qualities and 11 sizes, enabling you
to show a strand that appeals to each class of
purchasers. We carry a complete stock of every
size and quality.

The assortment shown above includes our most popular qualities and sizes, and has
proven to be an especially good first order for introductory purposes.
Without obligation or expense, you can secure this assortment for inspection. Send for

If

it and our new booklet entitled : "Selling Helps.

The House That Made String Pearls Popular

THE LOW-TAUSSIG-KARPELES COMPANY
Providence Paris

(Address All Communications to Providence)
New York

',031
aajaaanariMarnaeartaarba01103011333alfaiM1321L333WatialienUEW311

We present this pad ( 16 inches in length ) to every dealer, enabling him to display La Tausca Pearls
just as he would a strand worth thousands of dollars
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Young married people are the big
buyers of plated ware. They prefer

COMMUNITY
SILVER

because it expresses their ideals
it is modern, snappy and attractive

ONEIDA COMMUNITY, LTD., ONEIDA, N. Y.
NEW YORK, 15 Maiden Lane
CHICAGO, 10 S. Wabash Ave.
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THE KEYSTONE
DEVOTED TO THE

WATCH, JEWELRY AND KINDRED TRADES
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404
Vol. 34 No. 7

OCTOBER 1 1912

Prosperity Overspreads Country

How Robbers Keep Up With the Times
Boom in Jewelry Manufacturing Industry

Sudden Business Expansion in the Southwest
How Manufacturers and Jobbers Help Retailers
A New Consideration in the Sale of Gems
Campaign Against Bargain Sale Abuses

Demand for Pearls Exceeds Supply

Model Rules of a Model Store

Abuse of Loaning Watches

From Credit to Cash

ANION -MIME ■41
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ISSUED SEMI-MONTHLY BY

THE KEYSTONE PUBLISHING COMPANY
PHILADELPHIA , PENNSYLVANIA
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News.fia_fier Advertising for
4 Retail jewelers

rri HE Elgin Service Bureau will furnish
1 free to every jeweler who sends in the at-

tached coupon, a book of sixteen newspaper Ad-
vertisements.

YOU should advertise—that'sa business fundamental—
but it is hard sometimes to write
your advertisements because of
the constant pressure of number-
less details.

During the coming months
your time will be fully occupied
with the many duties of a store
proprietor.

-x-

BETTER prepare yourself now
for the newspaper man's call

by sending for the Service Bureau
Advertisement Book. We will be
glad to furnish it if you are really
interested.

THESE advertisements are
written in convincing, attrac-

tive fashion and advertise watches
for jewelry stores.

They are set in single and
double columns and will meet your
own special requirements.

There are enough of them to
give one change each week from
now to the holidays.

THESE advertisements are prin-
ted in duplicate—you tear out

one for the printer, retaining the 
iother copy n the book to record

upon it the results secured. We
also furnish free the cuts needed
to illustrate the advertisements.

ELGIN NATIONAL WATCH COMPANY
gP

illEaSSM" 

\\UVEMMICk

Name

Address 
10—Kev.

ELGIN, ILLINOIS

 1912
ELGIN NATIONAL WATCH CO.

Elgin, Ill.
Please send me the Service Bureau Advertise-

ment Book and elect-otypes, free of charge to me.
I agree to return them if not used.

I expect to advertise in

(name of paper) .

1925

THE REVOLUTION IS COMPLETE
The old style top bell clock has been deposed

THE INDIAN REIGNS SUPREME

THIS IS THE INDIAN

PRICE TO RETAIL TRADE
Case Lots (50 clocks) . . . Each, 52 cts.
Small Lots . . . . . Each, 53 cts.

Subject to 6 per cent 10 days

These prices apply only to the territory east of the Rocky Mountains

Name of dealer printed on the dial (tare loti) without additional charge

Ingraham Clocks sold only through jobbers. If your reg-
ular jobber does not stock INDIAN Clocks, write us.

SWITCH

THE r5TEM SHUT OFF
PAT. PDO.

Alarm released by raising ball
Alarm stopped by pressing ball down

The old fashioned

top bell clock be-

longs to the stage

coach era—a dead

one.

The Inside Bell

and Stem Shut-off

clock is of the auto-

mobile and aero-

plane age—a live

one.

THIS CUT ACTUAL SIZE OF CLOCK

Diameter of case 43/ inches. Nickeled and highly polished. Bell enclosed within the case.

Every clock is thoroughly tested before it leaves the factory and is warranted a first-class timekeeper.
Packed 50 clocks in a box, each clock in a separate pasteboard box.

THE E. INGRAHAM COMPANY
BRISTOL, CONN.
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to illustrate the advertisements.
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ELGIN NATIONAL WATCH CO.

Elgin, III.
Please send me the Service Bureau Advertise-

ment Book and elect.-otypes, free of charge to me.
I agree to return them if not used.

I expect to advertise in

(name of paper)
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THE REVOLUTION IS COMPLETE
The old style top bell clock has been deposed

THE INDIAN REIGNS SUPREME

THIS IS THE INDIAN

PRICE TO RETAIL TRADE
Case Lots (50 clocks) . . . Each, 52 cts.
Small Lots . . . . . Each, 53 cts.

Subject to 6 per cent 10 days

These prices apply only to the territory east of the Rocky Mountains
Name of dealer printed on the dial (rase lottlxvithout additional shares

Ingraham Clocks sold only through jobbers. If your reg-
ular jobber does not stock INDIAN Clocks, write us.

SWITCH

ThE!fSTM SHUT OFF"
PAT. PDO.

Alarm released by raising ball
Alarm stopped by pressing ball down

The old fashioned

top bell clock be-

longs to the stage

coach era—a dead

one.

The Inside Bell

and Stem Shut-off

clock is of the auto-

mobile and aero-

plane age—a live

one.

THIS CUT ACTUAL SIZE OF CLOCK

Diameter of case 43/ inches. Nickeled and highly polished. Bell enclosed within the case.

Every clock is thoroughly tested before it leaves the factory and is warranted a first-class timekeeper.
Packed 50 clocks in a box, each clock in a separate pasteboard box.

THE E. INGRAHAM COMPANY
BRISTOL, CONN.
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Every
piece of
A & Z Chain
Co. jewelry
backed by, a rigid
guarantee. It's to
YOUR interest,
Mr. Retailer, to
investigate our line.

A most complete line that is made right,
priced right, quality right. We offer
the opportunity to save from 20 to
33% on the same class of goods
bought through any jobber.
Our LOCKET LINE has had
many new designs added. It
will pay you to ask for a
selection.

1927
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STERLING FINISH.
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Seven=in=One Manicure Set
Contains Chamois Buffer, Imported Steel Scissors, Cream and Rouge Boxes, Orange Wood Stick, Imported Steel File and Emery Paper Case: measures
7% x 23j inches, lined with purple velvet, handsomely designed top in lily-of-the-Valley pattern, with place for monogram. Every piece of Bristol Silver
bears our 20-Year Guarantee Tag signed by the president of our company. It's your and your customer's safeguard itgainst inferior quality.

We started our consumer advertising campaign last month, featuring this article.

If our salesmen haven't reached you with this, wild for sample. It's a sure seller.

BRISTOL • JEWELRY* CO • INC.
t5ILVERSHIT115, 11411ER5 OF JEWELRr AND ATOPELTIE.

e. 41TTI.E130R_O, MASS.. U. S.A.
NEW YORK OFFICE, 3 Maiden Lane CHICAGO OFFICE, 811 Heyworth Bldg.

aw_..l•rm—mem

BRISTOL SILVER
is a fine white metal, heavily silver plated, sterling finish, not easily dented. More durable than sterling silver
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No. 5293

This is the Space to Watch for Brand
New Goods at Popular Prices

g.......).,.........›.),......,4).........,...............).).,,.......,u0 •

J
: :
: ust Another of the splendid procession of Bassett crea- t

! tions Courts comparison in design, workmanship and

e general effectiveness with goods costing much more. Add i

i it to your line of Men's Jewelry. Display it. Made in 10- 
9
9

; Karat, and can be retailed satisfactorily for about $24.00. ;,..
e
• 9.#
Si 0000000000000000•000041100 04)43.0•00000000000•4000004•0-00-040404r •C■•4U

THE BASSETT JEWELRY CO.
ABORN AND MASON STREETS

NEW YORK MINNEAPOLIS

37 Maiden Lane 1116 Lumber Exchange

PROVIDENCE, R. I.

CHICAGO

510 Columbus Building

11■In

11■1
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The above locket time
reminder is the same
as used on our
"CAMILLA" extension
bracelet. The time re-
minder is placed on the
front of the locket.
You can readily set the
hands at any minute
or hour desired, as •
reminder of engage-
ments.
Greatest novelty on the
market.

M2284/F2416

Ask for BIGNEY'S new

patented articles. We are

creators not imitators. Keep

in touch with our line. We

sell the wholesale trade

exclusively.

ii1:j

J696

Fancy ornament set with Brilliants

The newest thing out. The " CAMILLA" EXTENSION LOCKET
TIME REMINDER or score keeper. A reminder of engagements.
It is most unique. Very handsome. Ask for the numbers. F2362

To perforate the cigar, press the

self-adjusting plunger two or three

times, turning the cigar and you get

a splendid draft. End of cigar and

wrapper undisturbed. Big sellers.

Our One-Eighth and One-Tenth Gold Filled "Mirror Finish" Chains Look and Wear Like Solid Gold

COIN HOLDERS
STERLING SILVER

1929

TRADE

C.B.& H.
MARK

TRADE

C.B.& H.
MARK

Send for Samples of our MESH BAGS, COIN PURSES and

COIN HOLDERS on Your Business Letter Head

WE MAKE
Sterling Bracelets

Gold Filled Bracelets

Sterling Soldered Mesh Bags

Sterling Soldered Mesh Purses

German Silver Soldered Mesh Bags

German Silver Mesh I3ags

German Silver Mesh Purses

Sterling Belt Pins

Sterling Belt Buckles

Gold Filled Belt Pins

Gold Filled Belt Buckles

Sterling Flat Pins
Gold Filled Hat Pins

Gold Filled Cuff Pins

Sterling Brooches
Gold Filled Brooches

Sterling Bar Pins
Gold Filled Bar Pins

Sterling Waist Sets
Sterling Cigarette Cases

German Silver Vanity Boxes

Sterling Pocket Knives

Sterling Scissors

Sterling Souvenir Spoons

Small Sterling Novelties

Sterling Manicure Articles

WE SELL DIRECT

CODDING & HEILBORN CO.
Makers of Most Up-to-date Novelties in

Sterling Silver and Gold Filled
NORTH ATTLEBORO MASSACHUSETTS

New York Office, Room 1301, 13 Maiden Lane

We never made a claim for our catalogue or our quick service that
we can't demonstrate in your first order. This may sound big
but it goes the same. All we want is one chance to prove it.

We would not be so sure about the absolute reliability of our
catalogue, both as to styles and prices, unless our sixteen years
of catalogue building had not proven it to us. If conditions ever
change so as to make it possible to get out a more reliable cata-
logue than ours is today, you will find the name of ALBERT

BROTHERS on the cover. Reliability is our catalogue slogan.

First, last and all the time, in rush season and out, we are a
quick delivery house. Every article shown in our catalogue is
carried in stock. It's part of our commercial creed to ship
your order the same day as received. The chances are ten
to one that you will be surprised when you find out what
our quick delhery service can do for you. It's worth
finding out.

Office and Salesrooms, Merchants Bldg.

Sixth Ave. between Vine and Race

{11■41■1■114■011■1■..0111■..011■1l1■16..10■110.4111■1111■11....{
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Don't Simply Ask to Inspect a Solid Gold Front Line.
Insist on the original Solid Gold Front Jewelry stamped "S. & C."

This trademark "S. & C." is your protection and guarantee of quality.

Quality from the stock used to the final finishing touches.
"S. & C." Solid Gold Front Jewelry is as staple in the jewelry business

as sugar is in the grocery business.
Years of unceasing endeavor has produced a line that has no equal.
Make your Solid Gold Front Jewelry distinctly representative of the

best —"S. & C."

(1_ SOLID GOLD FRONT JEWELRY STAMPED "S C& C"—SOLD
THROUGH JOBBERS—GUARANTEED POSITIVELY.

Ira W. Smith, Pacific Coast Agent SMITH & CROSBY
FACTORY  

Broadway Central Bldg., Los Angeles Attleboro, Massachusetts

SOLID•COLD•FRONTJEWELRY 
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•
O Special Service Department
•

This announces the opening of a Special Service Department

it 

• 

which will solve one of your vexing problems

0

0
6

•
•

ot 

• 

Neither you nor the manufacturer likes this class of work. It

has been looked upon as a bother —and justly so. It takes men

o 

• 

off regular work and interferes with filling regular orders.

• 

We have, therefore, established a Special Service Department for

this class of work exclusively. Several of our most skilful men

have been placed in a separate department so that they can

devote their entire time to special work of any kind.

Like every other jeweler, you are doubtless asked frequently by

your customers to get up special work. For example, a cus-

tomer sees a certain brooch which she wants made up, using

stones that she already has.

•
0
0
6 and low-priced. It is offered only to our regular customers.

9

•
•

•

0
9

0

O TRADE MARK
0
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It is our intention to make this Special Service prompt, courteous

We consider it another important step forward in our policy to
co-operate with our friends, the retail jewelers, to
the limit of our ability.

The Harvey J. Flint Company
Fifty-nine Page Street PROVIDENCE, R. I.

GEORGE L. BROWN COMPANY
Attleboro,

Massachusetts

---

We are Showing:—

Some very classy effects in machine soldered Ne7ks, absolutely perfect in detail. An original

extensive assortment of La Vallierea, atone set, some new designs, (exquisite creations)

for the Fall are worthy of your inspection. Illustration is hut a fair example

taken from our regular stock. Also a Pendant Line extensive to the

Fobs

Chains

Tie Clasps

extreme. One of the most favorite styles of Lockets for the Fall .
Lockets

will be a bevel edge design. Correct, nifty and appealing. The

design illustrated is but one of many original designs we are Bracelets
showing this season. Ask your Jobber to show

you our entire line. It wil be a revelation to you. La Vallieres

SEND FOR CATALOG

IT'S FREE
BELOW WE ILLUSTRATE TWO

PAGES FROM CATALOG

This cut illustrates page 16

This cut illustrates page 9

The Home of Egyptian Ivory

Exlmination of our EGYPTIAN IVORY NOVELTIES and VANITY

CASES will reveal that for Quality, Finish and Weight they surpass all others

The entire Catalog is most profusely illustrated with good salable original ideas

It will be to your advantage to send for one.

THE INLAID CO., Inc., Manufacturers
New York Office Factory

33 UNION SQ., West PROVIDENCE, R. I.

 II 
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You will be well
repaid for waiting.

Yes, we know we are late with our

new catalog, but we were so anx-

ious to show you all of our goods,

that we have waited longer than

we should have. The catalog is

on the press now, and within the

next ten days will be in the mail.

This advertisement appearing

in the Keystone and Jewelers'

Circular is in answer to the many

requests that we have received

for our catalog, and we assure you

that, although we are a little late,

all orders, no matter how large or

how small, will be filled promptly.

If we could only show you few

jewelers who have been skeptical

about buying by mail from the

manufacturer, the hundreds of in-

quiries we have received for our

catalog you would be convinced

that buying from The Hussey Co.

catalog was at least worth a trial.

lf in doubt send for our new catalog,

it carries loads of convincing evidence.

1211111t11t1i1 1 1 11 \\l.

THE HUSSEY CO.
Manufacturing Jewelers

PROVIDENCE - RIIODE ISLAND.

T-TA
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1882 1912

Oscar E. Place & Sons Co.
PROVIDENCE, R. I.

P&S Trade Mark P&S

ROSARIES
FOR THE, HOLIDAY SE,ASON

Ou,

Production

Represents

The Best

in

Ecclesiastical

Work.

c_A
Lifetime

Devoted to

This Class

Work.

(Ir We are fully equipped to furnish anything in Ecclesiastical Wares of any
description. We have specialized on this class of work for many years and have
a most thorough knowledge of all the requirements
q Time was when this class of goods was considered more or less of a novelty.
Today they are looked upon as staple. Our line makes most acceptable
HOLIDAY and Easter gifts. Send for selection Package.

Our illustrated FALL CATALOG containing a most complete
line of our goods is yours for the asking. WRITE FOR ONE

THE W. J. FEELEY COMPANY
Jewelers and Silversmiths : Ecclesiastical Art Metal Workers
182-203 Eddy Street PROVIDENCE, RHODE ISLAND

New York Office, 341 Fifth Avenue
Represented on the Pacific Coast by HENRY M. ABRAMS CO., 717 Market Street, SAN FRANCISCO, CAL

NAPKIN MARKERS
Send for FREE SAMPLE and PRICES

They are made in white metal, heavily plated with either silver
or gold, and we guarantee them to wear better and longer than
the cheap and light sterling pieces, at a cost one half as great.
We ship them mounted on plush pads, each in an individual
box. 12 boxes in a carton. Assorted finishes — Rose, Roman,
Polished Silver, Satin Silver, London Gray, Old English — if desired.

WRITE AT ONCE TO

ENTERPRISE JEWELRY CO.
Dept. K 10-1 ATTLEBORO, MASS.

r  
9 GOLD SHELL RINGS n
Let Us Send You Samples Through Jobber

0

0

111Ali101111,1,'111 ,1

ill1111111Tiiiin11111 11,1111161li

11111111.11111W,1111.!1111

Our line is acknowledged

superior in design and variety

The Finish stands pre-emi-
nently prominent. If your

trade can use Gold Shell
Goods better investigate

our Quality and Prices.

We make:

Gold Shell Seamless Rings,

Studs, Emblems, Ear Knobs,

Scarf Pins, Link Buttons, etc.

Write for further particulars.

The Morgan Jewelry Co.
Manufacturing Jewelers

62 Page Street, Providence, R. I.

co■ qjji
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Always specify) W. B.
goods of Your jobber.
Write for illustrations.

This beautiful new and original W. B. creation is by far the most popular showing this season in Art Metal Novelties.
It's a glossy white silver plate, hand tinted and burnished and harmonizes with the desirable white lines so much in favor.
It's something entirely new and different from anything ever before shown in metal.

Be the first in your citY
to displaY.
Write for illustrations.

"W-B
FG. CO

PAI. RAi*IAN
SILVER I.„ • •ON,

GUARANTEED"'" HEAVItY
\ PLATED WITH PURE SILVER

AND NAND TINTED /

Look for this mark
on all W-B goods

SUPERIOR TO ENAMEL
THE WEIDLICH BROS. MFG. CO.

MAKERS OF SILVER, GOLD AND BRASS PLATED WARE

New York Salesroom-15 Maiden Lane BRIDGEPORT, CONN.
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=- Nassau Household Lighter
You Ought to Know
this New NASSAU

Specialty
=UWE

EMM MADE IN AMERICA
_.=_ OLKS find the Nassau Lighter
_
_._
= so convenient in pocket use that
= they are now asking for Nassau
__.
=_ Lighters that can be distributed about the household in place of_
.__ matches......_
_ The Nassau Household Lighter (illustrated on this page) is an_
=
...... 
= 

Extra-long Lighter, mounted in a socket on an Ash-tray or Paper-
weight=  stand.=

=== The Lighter fits comfortably in the socket and is easily slipped out for light-

=
== mg cigars, pipes, lamps, gas-jets and stoves—

everything that needs a light.=== A sure light every time—and absolutely
=
=-=_-- safe.
= It holds a specially large quantity of ben-

zine for long and constant use with one filling.
=
= Nassau Household Lighters are put up
= in handsome display boxes as shown—con-=
= taining the lighter, the Ash-tray or Paper-_
= weight, the Benzine can, extra tube of Spark-=
= ers, and brush for cleaning the friction wheel.=

IM••••

a
=MOM

•11■M

Made in heavy Nickel plate, brush Brass and Silver plate—retailing at $3.50
and upward.

These combination sets are fully protected by patents.
Feature these sets for Gifts, Souvenirs and Prizes.
Write for rrade Prices and Terms.

NASSAU LIGHTER COMPANY
30 East Twenty-third Street

NEW YORK

11111••••
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TRADE
WINNERS!

M. J. AVERBECK'S
CA A OGU

DEAR SIR:

You will be surprised

will increase if

how your sales

We are the

LEADERS
you order the new

in the

JEWELRY LINE
snappy articles whichwe offer you in

Its a sureour new 1913 Catalog.

road to Profit! Thousands of popular

Jewelry and Novel-

the people want--

quickly—in fact

A
and medium price

ties and just what

the sort that moves

extraordinary sellers.
$500,000.00

STOCK
There 's never a

our Fall and Holiday

haven't, got 'em you

better time to buy

Sellers. "If you

ALL FRESH
NEW GOODS

can't sell 'em.'

Just take a few

every page carefully

page order blank--you'll

—every Averbeck offering

Get busy—send in

minutes time, scan

--fill up a two-

not be sorry

.n..

--
. ' - 7Ic. , GOLD Fl LLE D

is on honor .

your order today.

Get the Averbeck Habit!

Yours for co-operation and business.
ONE OF THE MANY NEW ITEMS

M.
Ten and Twelve

RB CK
Importer

NEW YORK

J. AV
Manufacturer and

Maiden Lane
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The Umbrella Your
Customers Know
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ci
ci
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•
•
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National Advertising has connected the name
HULL to UMBRELLAS in the minds of the •
American public for style, quality and wear.

•

••
•
•

•
•
•
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Hull •
Brothers

Be sure and see
that the name
HULL is on the
Button

The National Advertising of the HULL Detachable
Handle Umbrella will be extended through such
mediums as the Jewelers' Christmas issue of
Colliers' Weekly and the December issues of The
Ladies' Home Journal, Woman's Home Companion
and Good Housekeeping, so that every jeweler who
is carrying the hull line this Christmas will be
able to satisfy the customers in his community.

If you are not prepared to supply these customers
who are bound to call at your store, write for

our new circular illustrating our exclusive
jewelers' line.

HULL BROS.,
Toledo, Ohio

Send information
about your Jewelers'
line of umbrellas.

Umbrella
Co.

TOLEDO, OHIO

New York Office and Salesrooms
5th Avenue & 23d St.

t1111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111li

The COLONIAL DAME LINE
E- " The Line of Quality"

QUALITY MARK

°I)

111 OTY
4810i

E Patented 1912
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Ask your
E Jobber for
E.- the COLONIAL
= DAME LINE

g LOCKETS
E BRACELETS
= FOBS 2568 /L 4492 F
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48463. T.-
Patented 1912 E

Sold
only

through 2
Jobbers

5
CHARMS -ff

SCARF PINS -2
BUTTONS E-

P.
COLONIAL DAME Line represents EXCLUSIVE .."2
STYLE, THICKNESS OF GOLD, WORKMANSHIP
and FINISH. If your Jobber does not carry the g
COLONIAL DAME LINE, write us and selection will I
be sent you through any reputable Jobber you specify.

==

BLISS BROTHERS COMPANY I
= CHICAGO OFFICE ATTLEBORO NEW YORK OFFICE —=

HEYWORTH BUILDING SILVERSMITH BUILDING ==

• 

Chas. P. Crane MASS. Edward M. Co.

■tgiargerAclim..
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1937

Cfro
101

WHAT EVERY JEWELER
SHOULD KNOW

Here is what is offered the jewelers in the

not(0)

A name, famous for nearly a century.
New prices that distance all competition.
Designs that are the ripest inspirations of artist-modelers.
Absolute honesty in every ounce of plate manufactured.
Wearing qualities that are a guarantee of satisfied customers,

and last, but not least,

Protection to the trade by refusing to sell de-
partment stores, druggists and "outside" dealers.

To sell Reed & Barton Plated Flatware is to be sure of
big business, for where it is offered no competition is pos-
sible. All you have to do is to let the public know that
you sell Reed & Barton Silverware. The rest is easy.

Write today for our new price schedule

REED & BARTON, Silversmiths, Taunton, Mass.

.01E■CIW i".4"PEINDMEMP■Als.,— EMIM:40p.400p.-
-11111*-1P.—.41•P*
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A Much Talked About Line N
The Blackinton Line of

STERLING II

MESH BAGS
There is a reason 1111

The Bags are so pleasing in appearance, 
ill

and the prices are so attractive that it
makes an irresistible combination. Look 1111
over our samples before you place your
orders for the coming season. 1111

R. Blackinton & Company M
Goldsmiths, Silversmiths -- '' -.  IM
and Jewelers rS el))

Factory and Main Office, NORTH ATTLEBORO, MASS.
New York Salesrooms . . 15-17-19 MAIDEN LANE

1111 1111 1111 1111 liii 1111 1111 1111 1111 ' 1111 — 111117r:

Our New

HN 1f/ V'' Marathon Armlets.„..,,,,,...:,f„„,,,,..., .,,,:., 4)" ' . '
are made with 2, 3, 4 or 5 bands each, held together by signets and stone-set ornaments,

H5 ••.., so constructed as to allow these bands to turn, but at the same time holding them in

1 
place at the top, allowing the rest of the armlet to adjust itself to any part of the forearm.

Made from 12K 1/20 Gold Filled, plain and fancy wire in many beautiful patterns;
,...._

--•---___,,,a,,,,i y11. polished, Roman and Old English finish. Very popular for evening and full dress occasions.

• 

Tiow,___ trittrer-1111.1..w.---- Our New Line

• 

• % 4, .. :It. z i ip__HR Faceted Bracelets
are so constructed as to make them very strong and durable as well as light and dainty.

Every facet perfect in shape and uniform in size, which gives a rich and brilliant
effect. Made from 12K 1/20 Rolled Gold Plate oval-shaped tubing, from Yi to V8 inches
in width; polished, Roman and Old English Finish. Fully protected by our registered
trade mark A. C. Co.

The Line

Sold Through Jobbers Only

dlghiVV/Zal;A?
--

1$ MAIN OFFICE NEW YORK OFFICE CHICAGO OFFICE SAN FRANCISCO OFFICE

71 Attleboro, Mass. 9 Maiden Lane Heyworth Building 104 Market Street

210181010

• 

I'ointer 56

[0]
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EVERYTHING
THAT WE HAVE EVER CLAIMED FOR

THE ARNSTINE CATALOG SYSTEM
IS SUBSTANTIATED RIGHT HERE

Established 1885 B. GOTTLIEB

Arnstine Bros. Co.
Cleveland, 0.

Gentlemen:
I am pleased to report a large increase in my business over that of 1910 and am

convinced that the Catalogs accomplished it. I have sent out your Catalogs for the past
nine years and through them my business has grown from a modest one to the largest in
the city. The goods you furnish which are illustrated in my Catalog are of the best
standard makes, ready sellers, and prices as low or lower than could be procured elsewhere
for equal quality.

The Catalogs have placed my store prominently before the people and given it a
very high standing. Will have you make my Catalog again this year. It will be even
larger than my 90 page book last year.

My mail order business in the surrounding country is growing nicely. The other
large mail order houses have a strong hold on our farmers, but I am gradually getting it
away from them. However it is in the city where immediate and profitable results are
always obtained from the Catalog.

Thanking you for your many past favors, I remain,
Sincerely yours,

B. GOTTLIEB.

Pine Bluff, Ark.

You know this

Progressive Jeweler.

His Testimonial is

Worth Reading

9
Years
Nine Consecutive

Years with Catalogs

and we have built

them all

Pine Bluff, Ark., Jan. 29, 1912

WRITE TODAY FOR SAMPLES AND FULL PARTICULARS

We
Supply
Over
3000
Retail

Jewelers

 Zifi°06
001111LOriginators of The Exclusive Catalok Method for Retail Jewelers

ROSE BUILDING

RIMIER:HER

C EV E. LA N D

2-R12E20E2E EEORE EMIR

Our

Catalogs

are

Business

Builders
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O MERCHANDISE WELL BOUGHT IS HALF SOLD 0
O 0
O BACK-RACK one piece gold filled warranted Collar 0
O 0
O Buttons retailing at 2 for 25 cents are fast becoming the nation- 0
O ally recognized standard popular price button of all dealers. 0
O 0
O BACK-RACK COLLAR BUTTONS mean fit, strength 0
O and quality to your customer, and a profit worth while to you. 0
O 0
O 0
O Say BACK-RACK when you sell Collar Buttons. 0
O 0
0
O 

Ask your jobber to show you both Back-Rack beautiful 
0 
0

O display cabinets free with either one or three gross orders. 0

0
O 0If your jobber does not handle Back-Rack Buttons, 

0
O write us, and we will give you the names of plenty who do. 0
0
O 

If no salesman showing Back-Rack Collar Buttons 0 
0

O reaches you, we will, upon request send you a style card, 0
O showing sixteen shapes of Collar Buttons, also illustrated 0

0
O 0circulars showing both Back-Rack beautiful display cabinets, 

0
O free with either one or three. gross Collar Button order. 0
O 0
O 0
o BACK-RACK COLLAR BUTTON CO. o
o o
8 Makers 0

0
O PROVIDENCE, RHODE ISLAND 0
O 0
O 0
O 0
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OFFICES AT

PARIS.- 39 Rue De Chateaudun.
IDAR.- /9 Houpistrasse.
PROVIDENCE, R.!.

212 Union Si. PRECIOUS AND IMITATION STONES
IMPORTERS OF

21t3
TELEPHONE - JOHN

219

CABLE ADDRESS

HT1 RITE

NEW YORK
LIEBER & WESTERN UNION

CODES USED

68 NASSAU STREET
NEW YORK Oct. 1, 1912

OPEN LETTER TO THE RETAIL JEWELER

Dear Sir:-
You looked over many a jeweler's stock, and have no doubt

noticed and wondered at the variety of Synthetic Stones mounted.
You know well the staples - Ruby, Hope Sapphire and White Sapphire.
To these have been added recently, the Pink Sapphire and the Golden
Sapphire, two wonderfully beautiful stones that lend distinction to
the article in which they are set.

Of course you buy a great deal of jewelry mounted with
Synthetics. Do you know that the greatest authorities on gems have
pronounced these stones real and no different from the natural
stones, only that they are produced in the laboratory, while the
natural stones are taken from Mother Earth.

To say this, is not to under-estimate the value of the
natural stone. The natural Ruby, Sapphire and Emerald are justly
high-priced because they are rare, like a Rembrandt painting. But
the great mass of people cannot afford to buy the real gem, and
would not find enough to go around if they could.

Now what is there, then, outside of the Synthetic Stone
that will satisfy the large buying mass? What are the gems that have
the beautiful true color, the wearing qualities, the close relation-
ship to the costly natural gems, and yet are popular in price?

But it's not sufficient that the stone be a Synthetic only,
since like the natural stones they are not all alike in quality.

The stone set in a ring, a brooch, or any other piece of
jewelry must have the highest properties, for the reason that it
gives the finishing touch of beauty to the article. It enhances the
beauty of the jewelry, while a poor stone would destroy the effect
of even the finest workmanship. You are surely very careful in se-
lecting your jewelry. Did you ever take as much trouble in examining
the stones that are set in the article? Don't you think it would be
worth your while to see that the stones are brilliant and well-cut,
which would add at least 5070 to the beauty of the jewelry you buy?

We were the first to make the Synthetic Stones popular.
We have spent long years in study and effort to improve the color as
well as the cut of the stone. The rough stones are made in our own
laboratories, and are cut in our own works by skilled cutters. The
quality of the Heller Synthetic Stone has been acknowledged by all
experts to be the best.

There is charm and beauty in jewelry mounted with "Heller
Synthetics."

Very truly yours,

L. HELLER & SON.

1940 a



194() b
s■—•,-....••■■•*-■••■—• 1,-.11■41-••■■■•■•1* -••■■40■1111-••■011-01111.-40■01■111.11)■0 11".11•041••■■■$*•••■■‘0■11■4111....11 -1115■4g

DIAMONDS
F0R some time past we have been urging you to make your diamond

purchases before the rush of holiday business. If you buy now,
you buy more carefully and obtain better selections. It is to your customers'

advantage as well as your own that you send for a memo package of our goods now.
We have on hand a very large stock of 14. carat stones, Blue Wesselton color,
absolutely perfect, also slightly imperfect. Aware of the popularity of this size
and realizing the tremendous demand for it, we placed an order early in the
year for nearly 500 carats of quarter carat goods.
You will make no mistake if you buy some of these stones now for your holiday trade.
An order for one 14 carat diamond will receive as much attention from us as an
order one hundred times as large.
We can fill orders, also, for larger stones, Blue Wesseltons, perfect and slightly
imperfect, from 3s to 3 carats.
We never misrepresent our goods.

SEND VOI=2 A MEMO SELECTION TODAY

CROSS & BEGUELIN 23 MAIDEN LANENEW YORK

fill-••tarit •••■■ •••■..4 ...1111.411■11■110■1t1P1ortr■ roes 1■11.411•■■■■• 0-0111■111■1111.411■411■ 1■1111■t1■11■4111-••■ 11-••■ SIP■tt "Mb. •■•••■-■ .1111■4
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SHOE BUCKLES
The One Big Item in the Jewelry Line Today

We are the largest manufacturers of fine Shoe Orna-
ments in the world and make them to retail from 50c. to
$50.00 a pair Our Shoe Ornament Catalogue just out,
write for it today.

Other big sellers this season are " Breakless" Bar Pins,
Pearl Empire Festoons, Bow Pins, Frill Pins, Earrings,
Scarf Pins, Dinner Rings, Bracelets, Lavallieres, Neck-
lace Clasps and Hat Pins.

WRITE FOR ILLUSTRATIONS OR MEMORANDUM PACKAGE

FISHEL NESSLER COMPANY
184 Fifth Avenue

Manufacturing Jewelers

ESTABLISHED OVER A QUARTER OF A CENTURY

IN■

■•=I

New York City =
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To succeed as a merchant in
any line one must acquire early
the habit of comparison, for it
is only in this way that one is
enabled to choose the best. In
selecting a catalogue careful
comparison is a more important
feature than in any other prob-
lem of a retail store. Don't
take any jobber's say-so about
his catalogue; but compare,
compare, compare. So far as
the GREAT AMERICAN
JEWELERS' CATALOGUE is
concerned it welcomes com-
parisons, because honest corn-
parison and honest conclusions
will convince any jeweler that
of all the catalogues now on
the market the GREAT
AMERICAN is the safest, best,
most reliable and consistently
cheapest retail buyer's guide
ever compiled. If you are in
doubt send for one today and
make your comparisons.

It's now a National
Catalogue

The Oskamp-Nolting Co.
Cincinnati, Ohio

Mind■

ImMINEN
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THE ORIGINAL AND PATENTED SET OF INTERCHANGEABLE WINDOW FIXTURES

Every Jeweler that has purchased a set of my YOUNIT
Window Fixtures states most emphatically that they make a
strong and successful pull for new and transient trade thiu the unlimited
possibilities they lend to make the show windows do effective work because
of their wonderful interchangeable possibilities.

HARRY D. BERESFORD
WATCHES AND JEWELRY

THE OSCAR ONKEN CO., Cincinnati, Ohio. Fort Dodge, Iowa, Sept. 7, 1911.

Gentlemen -I received the box of "Onkel) Younits" and will state that I ant very much
pleased with same. I find that showing the goods on these Younits creates a distinct impression
irf some one article in the prospective purchaser's mind, and thus practically sells the article.

This is my idea of good window trimming, and I think that your forms are a first-class
medium to :main this end. Very truly, HARRY I). BERESFORD.

(Patented, 1911—United States and Foreign Countries)

The Full Set •
The strove illustration shows entire at of No. 11 JEWELRY YOUNITS com-

prising 100 YOUNITS to the set. There are 18 display slabs made of well-
seasoned oak lumber. All slabs are fitted with tilting metal adjustments on
back for holding them in different positions. The 18 slabs are covered with
velvet The remaining 82 youliNurNrDsReEopmsisat,p,,11 S 

HUNDREDS of 

vv, 

Window Trims
CROSS ARMS and EXTENSION YOUNITS, in assorted lengths and sizes

and as many odd and standard fixtures,
which will enable you to make

You Never Need a Tool

Windmv trim was made with Set No. 11. In making
this trim 66 YOUNITS were used of the 100 in the set, leaving
34 you that can be used in making other trims and
individual fixtures for inside store use.

My Two Jewelry Sets:
S et No. 11. 100 YO N ITZS a- 1 Itsrge c)r• TT • 

$26.1132 sniell J newelry Widows. nce,

Set No. 11Y 46 vouNrrs for 1 snooll2 • Jevvelry Window. 
$15.00

The above sets will display box goods, silverWare, bric-a-brac, jewelry, fancy igeoeods, novelties,

F. 0. B. Cincinnati Factory.

etc. The display boards are COVerell With velvet in either purple, black or green, and each is
equipped with a metal adjustable and tilting attachment. When ordering be sure and state color of
velvet wanted. Purple color is sent when no color is designated in Saler.

Finish wMaixdeed oif3lesre„lie.ct Oak in One stock finish, Weathered Oak, and in a soft, mellow,

Storage Chest !is 11:111,,tettitoi 
keer 
 ht:it,rodwoonotidedhilyigoerul-INidriss

Book of Designs
torage chest (oiled

A beautif u I book of photographs showing large size trims
made with my YOUNITS sent FREE with each set.

Shipments Made at Once. Every Set Guaranteed Absolutely.

V■C'1THE OSCAR ONKEN Ca
Established 32 Years

No. 758 Fourth Avenue
Cincinnati
Ohio
U.S.A.
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THAT CATALOG is READY FOR YOU
SEND FOR IT NOW
FOR ANY RETAIL JEWELER ON REQUEST

THE ALBERT WALKER CO Manufacturer
• Wholesale Jeweler

PROVIDENCE, RHODE ISLANDIn the Center of the Jewelry Industries

SEND!!!
FOR THE NEW REGENT

A 12 Size Extra Thin American Watch (Not a Clock)

The movement is guaranteed in every
way and specially priced to the trade at $2.50
The cases are finished in the same way as are the finer grades and will wear well with
ordinary care. As the output is limited, send your orders at once and make sure of
securing an assortment of these wonderful sellers. SEND TO-DAY.
We also carry a complete line of Keystone, Crescent and Crown Cases, Waltham,
Elgin, Illinois and E. Howard Watches.

I. ALBERTS 
New England's Leading Watch House
Jewelers' Building
387 Washington St. BOSTON, MASS.

EMBLEMS
RINGS
CHARMS

MANICURES
TOILET
WARE IN
SILVER
EBONY
PARISIAN
IVORY

AND PLATE
MESH BAGS

SILVER!
NOVELTIES

SILVER

PICTURE

FRAMES

TRAVELING

SETS

SILVER

AND

PLATED

FLAT WARE

GOLD AND

PLATED

JEWELRY

ETC., ETC.

On our 172 page Catalog (42nd Edition) by thousands of wide awake Jewelers.
Providence is the Jewelry Center of the World. Why not buy at Headquarters?

SEND POSTAL FOR CATALOG —GA

GEO. E. DARLING CO.raariete-teur:ing 21 Eddy Street
PROVIDENCE, R. I.

IMMO= SOCCUICOCUICCOIXIMMIUMZICU=111811001MIUMOCUMOCCIMUMMUCCOUCXUZIMO01101 trXtriiMMICSOCCOSIMIUMMit It It MOM=

$10 00 Reward
00

will be paid
to any Jeweler

who can prove that we failed to make
good" any article bought from us

and which did not wear satisfactorily.

BUFFALO JEWELRY MFG. CO.
BRISBANE BUILDING BUFFALO, N. Y.

We sell to the legitimate Jewelry Trade only

BRACELETS
LOCKETS
FOBS
CHAINS

GOLD FILLED

HAVE OUR STAMP

X X X
MOODINICK3000011000001111C0110011110001300=0000000131180001100111X30001XXXIOUCCX1001100300111X300110011130011013111111001KIC
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The C. & B. New Catalogue
Soon Out

OU cannot afford to be without this book in making your fall
  purchases. It is a safe jewelry buyers' guide.

We have established a sound reputation among jewelers as whole-
salers of big sellers. We have added to our stock this season many

• 

new and attractive articles for the Holiday trade. All are profusely and

• 

beautifully illustrated in our new catalogue.
If you desire one of these catalogues, send us your name at once so

that we may put your name on our mailing lists, as the edition will be limited.

CROSS & BEGUELIN
WHOLESALERS, IMPORTERS AND EXPORTERS

WATCHES, DIAMONDS, JEWELRY, SILVER-PLATED WARE, ETC.

NEW YORK

• 

23 Maiden Lan ... ... e .. ..

01 

1
 11 II  I 11 1 1 1=31 it JI II II I0

OPERA and FIELD GLASSES, TELESCOPES and PRISM BINOCULARS
in large varieties from the

CELEBRATED MANUFACTURERS

LEMAIRE,
COLMONT,

BARDOU,
BUSCH,

whose names on goods signify a guarantee for the standard of quality.

COMPARE

The Optical Efficiency—Material—Mechanism—Elegant Finish—
of products from these famous manufacturers xvith other goods of domestic and foreign make, and judge for
yourself.

For sale through Jobbers. Literature upon application

SUSSFELD LORSCH & CO Importers and Manufacturers' Agents

PARIS

 II

90-94 Maiden Lane, NEW YORK

11 II  Jr IF Il I II II 

BERLIN



1940f

C. L. GUINAND'S PLAIN TIMERS
Split Horsetimers and Split Chronographs

For Horsemen, Automobilists and Scientific Purposes

Acknowledged in Europe and America as the most accurate

and reliable make on the market. Neat and up-to-date in

every way. Send for illustrated booklet of all kinds of

Complicated Watches and place your order early, as these

goods have been short every season for past five years.

Jules Racine & Co., Exclusive Importers
CHICAGO : 103 State Street NEW YORK : 37 Maiden Lane

WATCH SIGNS
M!■Mleli■R

WE WANT YOU

to send for our new
catalogue showing
all the new style
signs for jewelers. It
explains how to ad-
vertise at a small
expense. Grout's
Signs are bright and
attractive, are fully
guaranteed and
have been the best
for more than 35
years. Make your
store bright and at-
tractive by using
our Electric Signs.

SOLD BY ALL
JOBBERS, OR

Grout's Excelsior Sign Co.
MANUFACTURERS

WATCH SIGNS, STREET CLOCKS, JEWELER SIGNS

14 N. Dearborn Street, CHICAGO

HOFTVIAN  

1.1
HOFMAN

11'
9t1AL-04

  110FNAN
!AV

JEWELRY FIXTURES

are the kind of fixtures that help most to
give the Progressive Jewelry Store its name.

Hofman quality anticipates the needs of to-
morrow while catering to the needs of to-
day ; that's why the leading stores are
Hofman equipped.

You'll become a Hofman enthusiast too,
when you know our service.

A catalog or a representative on request.
Which shall it be?

John Hofman Co.
94 Leighton St., Rochester, N. Y.

New York Office, 806-807 W. 34th St.

IIONAN    

VC!
1101-"q A '■

WE REPAIR EVERYTHING IN JEWELRY
Gold and Silver Electro-plating

Mesh Bags Repaired
Resilvered and Relined

 $1.00  
Specialists in Difficult Repairing

BRESLAVSKY BROS., Si Maiden Lane, NEW YORK

NI  II   11 

CLARENCE F. BAYER

Jr  II  II 1 

BYRON L. STRASBURGER ALBERT PRETZFELDER

Where to Stop When in New York
LIVE ONES NEWNESS

BAYER 8z PRETZFELDER CO.

it 

5 E. 17th St., New York
Between Broadway
and Fifth Avenue

Are showing the most ex-
tensive holiday lines of im-
ported novelties for jewelry
trade. It will be to any jew-
eler's best Interest visiting
New York to certainly note
address and call at our show
rooms; all lines are shown
in large variety.

Indestructible Pearls
Novelty Jewelry
Vanity Cases and Novelties
Lorgnettes
Clocks
Brass Goods

Smoker's Articles
Fancy Goods
Lamps, etc.
Gun Metal Novelties
Sterling Silver and Gun

Metal Mesh Bags
Opera Glasses

Leather Goods
Silver Deposit Glass
French Ivory
Desk Sets
Dinner Gongs
Art Goods, etc.

Sole Agents: LaVogue Opera Glasses, LaVogue
Binoculars and La Vogue Lorgnettes

Lisbeth Indestructible Pearls

INK
WON'T WASH

OFF'

TAG YOUR RINGS WITH
WASHABLE TAGS
Yes : Mr. Jeweler

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

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

IDEAL TAGGING OUTFIT
Complete, only $2.50

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

catch fastener . . . 0000

Bastian Bros. Co.
Dept. 745

Rochester :: NEW YORK POSITION OF TAG WHEN RING
15 IN TRAY

i THE 
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0 LEZAH 
.t.:

: EXPANSIVE BRACELET I
(Another "Inman" Invention) 

4
0

4 :

4 0
0 0

:i

'i

:

:

:

:
0 •

4'1 -''`c_L_--Z4=',-4-- :

0
\--Kt-

:
O :

ti 
0

(Actual Size) 
:
00
0

 ACut illustrates LEZH bracelet with :: o
: VANITY CASE. This P 0 P U L A R :
. PRICE bracelet is made in STERLING ?:
0
•O 0

• 

SILVER and GOLD FILLED with either •0 o
o4" a VANITY CASE or COIN HOLDER. :0
0° This latter is a unique original "INMAN" 4'

o o
0.
• feature first exploited by us. •
o.9 As we LED in the first instance of .

' combining the VANITY CASE or COIN is

HOLDER with an E X P A N S I 0 N :0
:
• BRACELET so we LEAD in offering a 0.o :
: PRACTICAL EXPANSIVE bracelet, an :
0
. parrticicel.e of jewelry-- at a most moderate

4i 0

. .9,
: The bracelet clings gracefully yet :
o 0
,'? easily to the wrist without undue pressure

: 

• 

and sta s wherever placed.
04

: Each comes cased in a beautiful Box
: ORDER A SELECTION TODAY 0i
: 0

J. T. INMAN & CO. .
:t

:O Jewelers' and Silversmiths' :9Novelties, Etc.

it: ATTLEBORO :-: MASSACHUSETTS
:

N. B. SEND FOR A SELECTION OF THE "INMAN" 0

A BIG SELLER THIS FALL. 
:JOINTLESS PATENT LINK MESH BAG. SURE TO BE

O :
Made in Sterling and German Silver :

. :

.1111.4)41)•00043.•004,004)••00•11)0•000111)01D4D11).0‘10.0044C-041,4•41.46‘,•4P011>
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9
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All Live Jewelers Sell BASTIAN'S

Class Pins and Emblems
c_Always have the latest Bastian Catalog on
hand, if you want to please your customers by
showing them designs that are up-to-date and
prices that make sales for you.

We help the jeweler—get up ideas for designs
—fill orders on time and give him better quality
for his money than any maker.

When writing for designs, state quality and
quantity and make suggestions on which our
expert artists can enlarge.

Write for catalog and jewelers' discount today.
Many sales have been lost by jewelers who did
not have our catalog on hand at the psycho-
logical moment.

Bastian Bros. Co. D7e4p5t.
Rochester, N. Y.

Jewelry Store Fixtures
that Increase Sales and Profits

GOODS attractively displayed are more than half sold. A jewelry stock
temptingly arranged and displayed in Knittel Show Cases increase its sales-
getting and quick-selling possibilities a hundred fold—and nobody knows this
better than the enterprising Jewelry Merchant whose store is so equipped.
Why not invest some of the money you would ordinarily invest in Holiday

= Stocks, in Fixtures that help increase the sales and profits of your entire store?
Don't delay. Plan now for a prosperous Fall and Winter Season by arranging
the interior of your store in such a way that every visitor who enters its doors
can see the full beauties of your assortments at a glance.

For Thirty-five Years Knittel Show Cases and

= Fixtures have been the Standard—in Work-
manship, Design and Finish

1■■■

'411 1111111111111111111111111 I

0101 111111

Knittel Standardized Jewelry Store Fixtures enable you to display your stock 'more attractively—
more temptingly than could be possible in any other way. Furthermore, any design you select
may be had in a finish that will harmonize exactly with, and improve the appearance of your entire
establishment.
We manufacture a complete line of Jewelry Cases and Fixtures in all styles, and in finishes to match
interior trims. Our designs are said to be the best in every detail of workmanship, finish and prac-
tical value obtainable. Our prices, too, are just as low as possible consistent with the supreme
quality we guarantee. Write today for the Catalogs you want: Catalog I for
Show Cases—or Catalog J for Jewelry Fixtures.

x U#!* fl!fl 0 C3NH WWWW.MIWIIMMIIMOIIIMPHNOMMILIIR0.1101111MMMMIMIOIMMIM.Mg

Act—Consult Our Advisory Department at Once
Our Advisory Department was established for the benefit of our customers and pros-
pective customers alike. Write and tell us your requirements. Let our experts help
arrange or re-arrange your store, or assist you in the selection of Fixtures best
suited to your needs. This service is FREE and your asking for it places you under
no obligation to buy unless you are satisfied that it is entirely to your advantage to
do so. Write for particulars TODAY. Simply address:

Itmmmilmnimmummmmm.mmumnvim.n.mmmwmnimimm.mmimmmmiNmum....mmirmnmmmm.mmmmmmionmmmmmilmmmmullumnIK

Joseph Knittel Show Case Company
Established 1877

QUINCY ILLINOIS

.1E1111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111
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All Live Jewelers Sell BASTIAN'SAl
Class Pins and Emblems

676 831

670

I 170

876 1254

cillways have the latest Bastian Catalog on
hand, if you want to please your customers by
showing them designs that are up-to-date and
prices that make sales for you.

We help the jeweler—get up ideas for designs
—fill orders on time and give him better quality
for his money than any maker.

When writing for designs, state quality and
quantity and make suggestions on which our
expert artists can enlarge.

Write for catalog and jewelers' discount today.
Many sales have been lost by jewelers who did
not have our catalog on hand at the psycho-
logical moment.

Bastian Bros. Co. '7 ezip5t
Rochester, N. Y.
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Jewelry Store Fixtures
NJi.13144.1k.

that Increase Sales and Profits
GOODS attractively displayed are more than hall sold. A jewelry stock
temptingly arranged and displayed in Knittel Show Cases increase its sales-
getting and quick-selling possibilities a hundred fold—and nobody knows this
better than the enterprising Jewelry Merchant whose store is so equipped.
Why not invest some of the money you would ordinarily invest in Holiday
Stocks, in Fixtures that help increase the sales and profits of your entire store?
Don't delay. Plan now for a prosperous Fall and Winter Season by arranging
the interior of your store in such a way that every visitor who enters its doors
can see the full beauties of your assortments at a glance.

For Thirty-five Years Knittel Show Cases and
Fixtures have been the Standard—in Work-

manship, Design and Finish
Knittel Standardized Jewelry Store Fixtures enable you to display your stock more attractively
more temptingly than could be possible in any other way. Furthermore, any design you select,
may be had in a finish that will harmonize exactly with, and improve the appearance of your entire
establishment.
We manufacture a complete line of Jewelry Cases and Fixtures in all styles, and in finishes to match
interior trims. Our designs are said to be the best in every detail of workmanship, finish and prac-
tical value obtainable. Our prices, too. are just as low as possible consistent with the supreme
quality we guarantee. Write today for the Catalogs you want: Catalog I for
Show Cases --or Catalog J for Jewelry Fixtures.
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Act—Consult Our Advisory Department at Once
Our Advisory Department was established for the benefit of our customers and pros-
pective customers alike. Write and tell us your requirements. Let our experts help
arrange or re-arrange your store, or assist you in the selection of Fixtures best
suited to your needs. This service is FREE and your asking for it places you under
no obligation to buy unless you are satisfied that it is entirely to your advantage to
do so. Write for particulars TODAY. Simply address :
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Joseph Knittel Show Case Company
Established 1877

QUINCY ILLINOIS
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NEW HIGH GRADE GOLD FILLED BRACELET![LI
Three Quarter Inch Bracelets in one—producing a three bangle effect. Has a hinge and joint.

0.15.g.150_01M1101W5E 0.MIOIME010-EM.1%

"THE BEST"

P-1[010 El 1-2E-EFE'

IT'S THE NEWEST YET SHOWN

PAT. B.1364
Y21N.WIDTH 3/411 ,

.47 •

PATB.136S
SIZE 71/21N.WIDIH3/41N.

THE ABOVE PATTERNS ARE ENGRAVED

Made Plain, Hand Engraved, Chased, or Etruscan Stone Set. EVERY BRACELET GUARANTEED as to

WEARING QUALITIES. ORDER BY NUMBER OF YOUR JOBBERS

BATES & BACON
NEW YORK, 9-11 Maiden Lane

•
•

•
•

a

Attleboro, Mass. 1
CHICAGO, 31 North State Street

IBIR 

•

•

•

yOUR opportunity to make a profitable showing for
your store comes frequently from having a reliable

Catalogue handy. Our 1913 Book of Illustrations is
the acme of Perfection. Prices right, qualities unexcelled.

Our new home-6 floors devoted to the filling ot orders correctly, promptly,
efficiently.

Send for our 1913 Catalog and be right with your

-;ustomers.

Our business has been built up by square dealing.

RICHTER 8z PHILLIPS
"The Leaders"

114-116 W. 6th Ave. : CINCINNATI, OHIO

WACHTER SAFETY BOW
BALL BEARING,P 

After September 15th—write for
our colored poster—size 22x14 in.

Licensed Under Our U. S. Patents

DUBOIS WATCH CASE CO., Brooklyn, N. Y.

THE STAR WATCH CASE CO., Ludington, Mich.

Demand watch cases with the
Wachter Bow.

THE WACHTER MFG. CO.
HARTFORD, CONN.

Send for our 1912 Catalogue of new RING and UNBREAKABLE GERMAN SILVER MESH BAGS
GUARANTEED MESH BAGS AT LOWEST PRICES

BUY DIRECT FROM THE MANUFACTURER and GET THE BEST SERVICE AND PRICE

As we received it

Mesh Bags
Refinished
$1.00 

We resilver, reline (with kid
or silk) and repair the mesh
on any german silver mesh
bag, from 5 to 7 inches, for
$1.00, other bags i. propor-

tion. First-class work, prompt service. Give us a trial. Send postal for our large window display
cards, and price list for special repairs such as gold, gun-metal, bead bags, etc.

A. A. L.4uPieN Manufacturer of Mesh Bags

As we returned it

to■•••401.40■11.40■1.4* -mosw-its■•■•..*-■•••ts■armsowstik 24 BROAD STREET PAWTUCKET. RHODE ISLAND
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Pin easily
unclasped,
allowing
different
colored
bows to
be worn

THE VICTORIA
BOW PIN

.02i4D0 0.0_00
tt

'410
oz.

WRITE NOW FOR PRICES

THE RAJAH COMPANY, STAEVLNGOYEWELRY,
AND SAMPLES

Write today
fur prices
and
particulars

59 Page Street, Providence, R. I.

Rajah
Sterling
Silver
Jewelry
A most dainty
and exquisite
effect in a Bow
Pin. The latest
rage and a sure
seller.
Order nowwhile
the demand is
big.
Made by skilled
platinum work-
men —of plat-
num design,
construction
and finish.
Our prices are
always lower
than the market
price.

 Ame■I 

? 7 ? ? ? 7 ? ? ? 7 7 7 7 7 ? ? ? 7 7 9

Have You Received

Our Fall Folder No. 1
Containing a Large Array of

RICHTER

Cased Combinations?
(Silver Deposit Ware)

If Not,
Write AT ONCE for YOUR Copy

It Will Help Solve YOUR Question of

"What WILL Sell for the Holidays?" •

WH EN

A

CUSTOMER

ilicbter Mfg. Co.
Main Office and

Factory : 33 Canal St., Providence, R. I
New York Office, 15 Maiden Lane. H. H. COLLARD, Representative

7 9 9 1 7 9 7 7 7 9

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

SPOT CASH OFFER

and save all trouble and worry. I pay all express
charges and insure the goods in transit. I have
been in the business right here over 19 years,
and can give the very best references as to
responsibility on application. Offers and valua-
tions furnished promptly. See ad. on page 2040
of this issue.

Write for further information.

J. J. COHEN
1011 Chestnut St., PHILADELPHIA, PA.

9 7 7 7 7 9 9? 9 7 9 7

Estabt1shed 1891

Amsterdam, Sarphatistraat 29-31 Landon, Audrey House, Ely Place
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Westminster
Chime Clock

No. 7040

(Labrador)

Design Patent
applied for

OUR NEW CATALOGUE, Number 21
is ready for mailing. The most complete book of

FOREIGN CLOCKS
issued. If you are looking for a style of Clock you cannot find elsewhere, send for
our Catalogue. A copy will be mailed to any legitimate jeweler on application.

KUEHL CLOCK COMPANY
Manufacturers and Importers of BLACK FOREST CLOCKS

125 North Wabash Avenue, CHICAGO
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SEND FOR OUR ILLUSTRATED CATALOG
Contains nearly ONE HUNDRED and FIFTY profusely illustrated pages containing a myriad array of the best in EMBLEMS and JEWELRY.

OVER THREE HUNDRED ILLUSTRATIONS

1224/94 1224/93 1-'33/g7 1223/91 1223/89 1222/88 1222/92 1221/95 1221/95 , 1221/90

We illustrate TEN DISTINCT FAST-SELLING PATTERNS taken from a line of over 500 SELECTED DESIGNS.
This entire BRACELET LINE embodies the most exquisite patterns of the very highest QUALITY.
Every Bracelet is Guaranteed to give entire satisfaction against breakage, denting or other defect in any way possible.

Our Motto—QUALITY HIGH— PRICE LOW

Prices quoted on application or send us an order for the above assortment
We positively guarantee you will be satisfiedlego

TUCK & McALLISTER CO•By this sign we win

131 Washington Street

_

By this sign we win
PROVIDENCE, R. I.

Make More Profit
6 : 4

6 "a

702 k
i

i

703 715 713 712 711' 710 709 708 707 761 760 759 758 757 756 ,

10 AND 14K NECK CHAINS
Made and Soldered Automatically. Each Link Soldered

QUALITY AND FINISH UNSURPASSED
EXCELLENT VALUES Write for Samples and Quotations

GOLD AND SILVER CHAINS BY THE FOOT

GOLD, SILVER AND GUN METAL LONG CHAINS

STERLING MESH BAGS, PURSES, GUN METAL MESH
BAGS, PURSES, NOVELTIES

Trade 4-111? Mark

VISITING BUYERS CORDIALLY INVITED TO CALL

35Ernst Gideon Bek MAIDEN LANE
NEW YORK

Strength Wearing Quality Beauty

1140tm4411/4(/01»Arhi-

In the
T it AG •-MARK

Bracelets

J. H. MANNING CO.
Bracelet Specialists 

100 Stewart Street PROVIDENCE, RHODE ISLAND
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KREMENTZ
One Piece Bean and Post

is without exception

The Strongest Cuff Button made,
and it could not possibly be made stronger, (unless
it were fashioned from a solid piece of metal—and
then the price would be prohibitive.)

The Reasons Are

F.

F.]

r.

==_

Customers.
If your jobber does not carry Krementz
One-Piece Cuff Buttons, write us and we
will send the name of one who does.

NEW YORK
E 286-288 Fifth Ave.

This enlarged section gives

for our assertion that the

Rolled Gold Plate

Cuff Button

First:—The bean and post are hammered by automatic
machinery especially designed for the purpose, from a single
disc of metal. There are no solder joints to give way.

Second:—By extra hammering, the post is practically made
solid, thus giving extra strength where the greatest strain
comes.

Third:—The front of the button is rolled over the expanded
end of the post, making an unbreakable joint--again no solder
is used.

Fourth: —The edge of the front is doubled under, so that no
part of the metal base is exposed. Only gold, which is not
affected by acids, is exposed to the possible corrosive action
of perspiration. Especially to be considered when worn with
soft cuff shirts.

Fifth:—The gold on the front is extra thick—can be engraved
with monogram if desired.

Krementz Cuff Buttons are Easy and Profitable
Sellers that give Permanent Satisfaction to your

KREMENTZ & CO.
NEWARK, N. J.

E-

r2.•

SAN FRANCISCO

-3

R11111111111601116111111117111111111111111111111111110111111111111E3111111111111M1161111111r711111111111101111111111110111111111111011111111111101111111111101

722 Shreve Bldg.

PARKS BROS. & ROGERS, Providence, R. I.
Selling Agents to Jobbing Trade for U. S. and Canada
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TOILET COMBINATION SETS
STERLING
BENS

TRADE MARK

ATHENA
GRECIAN EFFECT PATTERN

1553 Eleven Piece Toilet Set 17x13Y2 Inches

We illustrate one of our many combination Toilet Sets.
Each new pattern contains a large variety of combinations afford-
ing YOU unlimited selling opportunities. We cannot recommend
too strongly your favorable consideration of our many new
patterns designed especially for your HOLIDAY TRADE.
These various new patterns sell at a popular price and offer you
GREATER VALUE FOR YOUR INVESTMENTS. QUALITY,
WORKMANSHIP, WEIGHT and FINISH considered than any
other on the market. It is these FOUR vital points that makes
the BENS line so far superior. Our 1913 BENS SILENT
SALESMAN has been mailed to all on our lists.
HAVE YOU RECEIVED YOURS?
The time is short, make up your order from Catalog AT ONCE
and we will hold for future shipping instructions.

WILLIAM BENS CO.
Providence, R. I., U.S.A.

BRANCHES AT
NEW YORK CHICAGO
3% Broadway The Wellington
DETROIT CANADA

Cadillac Hotel New Glasgow, N. S.

SAN FRANCISCO
Jewelers' Building
KANSAS CITY
Hotel Baltimore

?el
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THE HOUSE OF EMBLEMS

ANOTHER ACTIVE SEASON
AT HAND

OF COURSE Emblem Goods sell all the year

round, and sell well; but they naturally-gain

some added impetus in the seasons of special

activity. Remember this when ordering stocks for

the Fall trade.

The goods here illustrated and all that will be

illustrated for the remainder of the year are brand

new. This page, therefore, will be a practical sup-

plement to our Catalog. Keep your eyes open.

We have three complete stocks in three important

cities. Order from the nearest and get quick

deliveries.

Everything in Emblems. Making them for half

a century.

PRICES SUBJECT TO KEYSTONE
DISCOUNT

IRONS & RUSSELL COMPANY

NEW YORK OFFICE:
11 Maiden Lane

Specialists in the Manufacture of Emblems

Three Complete Stocks in Three Convenient Centers

MAIN OFFICE AND FACTORY: CHICAGO OFFICE:

Providence, R. I. 10 S. Wabash Ave.
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HAND SAWED

METAL BARRETTES

138 B

Z) _

139 B

Popular Nobby Designs with PLATINOID
FINISH from $1.50 to $5.00 each

We are also showing a very fine line of Combs CLOSE
SET with BRILLIANT WHITE STONES of best
quality imported stock. Also a line of exceptionally
clever HAT PINS. In addition we will show our regu-
lar line of MOUNTED COMBS and BARRETTES.

SEND FOR A SELECTION PACKAGE

JOSEPH W. HELLER CO.
White Stone Novelties
Manufacturing Jewelers

144 Pine Street PROVIDENCE, R. I.
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Jewelry Manufacturers
Experience Sudden Boom

Orders Flow in and Tax Producing Capacity—
Skilled Workers in Great Demand and Wages
Tending Higher—All Lines Active

Attleboro, Mass., September 21.—Manufactur-
ing Jewelers in this section are experiencing a boom
in business as remarkable as it is sudden. Every
factory has a schedule of rush hours and many
are being run until 8.30 and 9 o'clock every evening.
In many of the large concerns there are double shifts
of men in departments where extra work is
necessary.
The orders have been coming in with surprising

volume, and scarcely a shop but has orders enough
on hand to keep running for many weeks. In
nearly every case buyers want their goods immed-
iately and this is causing the rush. The concerns
find it difficult to fill orders at instant notice, but
the employes are being rushed and it is the desire
of every manufacturer to take advantage of the
good business now on hand.
The year has been peculiar in many ways.

Nearly every manufacturer states that the high
cost of living and the general increase of wages
among the working class has made itself felt in
payrolls, and they sometime meet strenuous
demand for higher wages.
When goods are figured, an allowance is made

for the cost of production, including payrolls.
When the payroll is increased it means that there
is a corresponding increase in the cost of goods.
Many manufacturers state that they have been
obliged to grant increases in wages since their Fall
goods were figured and placed on the market, and
this is proving a detriment.
The help problem in this section is a difficult

one to meet. With the arrival of the busy season
there has come an instant demand for workmen,
and the want pages of the local newspapers, daily
contains numerous advertisements. These call
for engravers, stonesetters and workmen in all
branches of the industry. These advertisements
indicate that every shop is rushing and employes
are needed to get the work out.
The activity has extended to all lines. Silver

shops are getting ready for the fall season and are
working every day getting out orders. Bracelet
houses find many orders on hand and the principal
difficulty is filling them quick enough to keep
the trade satisfied and to assure re-orders. "All
we can do" is the cry of every manufacturer at the
present time when asked about the condition of
business and indications are that it will continue
that way until after the holidays. Night sche-
dules will be in order in more than one factory
from now on.

Hold Up Jeweler in Store and Get Cash and
Diamonds

New York, September 22.—Automobile rob-
bers, accompanied by a woman, who remained
outside in a machine, the engine of which the chauf-
feur kept racing in readiness for a flight, today
at the point of a revolver bound and gagged George
Richman, a jeweler, in his store at 111 Second
avenue and obtained $5,000 worth of loot. They
stole $825 in cash, two trays of diamond rings
and pendants and other trinkets that had been
left to be repaired.
Richman, bound hand and foot and with a

towel tied tightly around his mouth, was found
three minutes later by an actress and the sister of
the owner of an adjoining cigar store, but the
thieves had made a clean getaway.

Jeweler Secures Arrest Sudden Business Expansion
of Noted Sneak Thief in the Great Southwest

Trade Warned Against the Methods of a Skillful
Operator—Has a Record of Successful Work
Among the Jewelers

Sioux City, Iowa, September 16.—Will H. Beck,
a well-known jeweler of this city, secured the
arrest on September 10 of a well-known, old time
sneak thief named R. M. Rothery, for attempting
to sneak 2 diamond scarf pins and he has been
held in $6,000 bail for trial.
His method was to come into the store and

inquire for something to purchase, say a silver
spoon, and on two occasions he purchased a
Masonic button and at another time a small
Masonic charm, evidently with a view of
impressing the fact that he was a mason. He
always carried a newspaper or magazine in one
hand, and probably slipped the articles missed
into a fold of it.

His first theft was of two pearl and small
diamond brooches after which he left town and
was traced to Omaha, but was not arrested. He
returned to Sioux City a week later and called
again for some spectacle repairs. The police
were notified, were on the lookout for him, and
three of the clerks in the store saw him put some-
thing in his pocket. He was arrested on leaving
the store, but unfortunately the police did not
hold his arms, in consequence of which he managed
to get his hand in his hip pocket and slipped the
diamond scarf pins under a radiator, where they
were found a half hour afterwards.
Mr. Beck telegraphed the Jewelers' Security

Alliance for information and they were able to give
the man's record, which had been on file at the
Pinkerton Agency since 1891. They advised that
Rothery would jump his bail unless it was made
too heavy to be raised. The record was used
before the Grand Jury and resulted in the thief
being placed under a bond of $6,000.

Rapid Rise of an
Enterprising Young Jeweler

Harry A. Sebel becomes General Manager of
Wholesale House—Promise of Highly Success-

ful Career.

Indianapolis, Ind., September 24.—Harry A.
Sebel, for several years with Baldwin-Miller Corn-
pany, has severed his connection with that firm

and become general Manager and buyer for the

F. & M. Jewelry Company, in the Traction
Terminal Building.
Mr. Sebel is a young man who has advanced

rapidly in the jewelry business. He began at the
very bottom but by close application and a deter-
mination to learn the business thoroughly he ad-
vanced rapidly and has successfully filled the
positions of house salesman, city salesman, travel-
ing representative and buyer. His rise has been
the result of his own effort and it is the general
opinion that he will continue to advance until he
will become one of the most successful jewelry
merchants in the country. Mr. Sebel's career
ought to be an example to every boy who enters
the trade. He constantly endeavored to qualify
himself for the step just above him and when
opportunity came he was ready to accept the pro-
motion and always "made good."

Since Mr. Sebel took active charge of the busi-
ness Mr. H. Friedman, president of the F. & M.
Jewelry Company, has resumed his regular road
trips through Indiana and Illinois.
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September Brings Notable Renewal in Jewelry
Business—Retailers Purchasing Liberally and
Wholesalers Rejoice Accordingly —Situation
Most Satisfactory

St. Louis, Mo., September 23.—There has been
further expansion of business in this territory in
the last month. Not for a number of years has the
trade outlook at this date been as encouraging as
it is at present. All lines of wholesale trade here
have been enjoying a splendid business during
the last few weeks. The jobbing houses report a
nice volume of trade which is steadily improving,
and their travelers are sending in satisfactory
orders. The trade in general have been buying
more freely than they have before in several years,
and it indicates that conditions in their respective
localities are very much better than they have been
for several years.
The recovery of trade noted within the last

month fully confirms the belief that political con-
ditions are having very little effect on the country's
business. Losses encountered during the period
of stagnation last year made the whole country
eager to do a good business again, and the conse-
quence is that with a bountiful harvest assured,
there has been a disposition everywhere to promote
recovery and bring really good times. Throughout
the area served by the St. Louis market this
quickening of general business has become the
governing influence, and from what has developed
in the last four weeks it is perfectly clear that a
great deal of business was held up pending very
definite advices about the crops, about the issues
of the presidential campaign, or other considera-
tions. Recent rains have virtually assured im-
mense crops for the St. Louis territory. The
people of this section are in a good position to
stand prosperity, since there has been really drastic
liquidation in many lines of business, and almost
no speculation.
The banks of this section are receiving such an

inquiry for money as always accompanies a quick-
ening movement in general trade. The last quarter
of this year will, in all probability, be a period of
very active business in this territory. Despite the
fact that the 43 banks and trust companies of the
St. Louis Clearing-House Association show a falling
off in resources of approximately $2,250,000 since
June 14, they still retain an increase of more than
$7,000,000, as compared with September 1, 1911.
The resources of September 4, 1911, as published
in the local clearing-house report recently, aggre-
gated $419,851,737.
As compared with a year ago, however, the sur-

plus and profits account shows a falling off of
$5,616,612, while the deposits have increased in
that time by $7,851,376, and the cash and exchange
by $7,844,495. The loans and discounts show an
increase during the 12 months of $381,573.
Compared with the statement of June 14, 1912,

the following changes are noted in the report to
the Comptroller of Currency as of September,
1912: Loans and discounts, decrease of $4,144,184;
cash and exchange, increase of $4,448,994; surplus
and profits, decrease of $5,838,526; deposits,
decrease of $222,819. The bond and stock item
shows a decrease of $1,805,274 since June 14, and
real estate a decrease of $847,035. The national
bank circulation has increased $102,500 in the
last 10 weeks.
Taken as a whole, the statement shows the St.

Louis financial institutions to be in an excellent
position to take care of the crop situation through-
out the west and southwest.
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The Demand for Pearls
Larger than the Supply

Prominent Jewelers Give Their Views of the Pearl
Market—Extraordinary Popularity of the Gem
Still in Evidence—Oriental Supply Decreasing

New York, September 18.—The cable announce-
ment of the contemplated advance in the price
of pearls did not cause much surprise among
dealers in gems here, says The Times of this
city, for the tendency in price has been
upward for a long time—ever since the de-
mand began to exceed the supply. The statement
that the Geneva jewelers were about to advance
prices 25 per cent, however, was received with a
smile, for Geneva, it was said, did not control
prices. There has also been an advance in the
price of diamonds, and it is predicted that there
will be another in the fall.
"Geneva does not set the price on pearls,"

said Ludwig Nisson, head of the firm of
Ludwig Nissen & Co. of 182 Broadway. "The
prices upon the best grades of pearls have gone up
from 25 to 50 per cent during the year. In some
cases the advance has been more than that. Fine
pearls of any size are bound to keep advancing
in price because the supply of them is exhausted.
I base that assertion on the fact that the combined
pearl fisheries of the world do not now produce more
than $10,000,000 worth of pearls a year. We sell
more than that right here in New York, and so
any one can see that the supply is far behind the
demand.
"All the countries of the world are now purchas-

ing pearls. Just now these gems are in particular
demand, and this demand will continue with the
increase in wealth. Take, for example, Germany
and South America. Fortunes are being made
there, and those countries are in the pearl market
as big buyers where 10 years ago their purchases
were comparatively unimportant.
"The supply and demand have been equalized

up to this time by Orientals, who have been letting
go of the pearls that they have hoarded for cen-
turies. But that source of supply is giving out.
Only in rare cases are the Orientals holding onto
their pearls. They have been tempted by the high
prices. I was in London at the time of the Corona-
tion. There I was introduced to an Indian prince
whose uniform was adorned with $5,000,000 worth
of pearls.
" Ten years ago one could get pearls of any size

or quality. Today the coming into the market of
a pearl over 20 grains is as much a sensation to the
trade as the discovery of a Rembrandt in the art
world. We have pearls whose duplicates were
being sold only a year ago for less than half what
these jewels cost us. Four years ago there were
in New York about 25 recognized dealers in
pearls. Today there are less than 10 houses that
extensively import pearls. One reason for this
decrease is the great capital that it takes to
handle pearls.
Dr. George F. Kunz, who is an expert on pearls,

and whose work, "The Book of the Pearl," is a
standard on the subject, also pointed out the fast
increasing difference between the supply and the
demand for pearls.
"The advance in pearls, which has been going

on for 20 years," he said, "is due to the fact that
pearls are not being found in numbers to meet the
demand which has come with the great increase in
wealth of the world. These gems are subject to the
natural law of supply and demand. The pearl-
producing oyster does not cling to the bottom and

is easily carried away. In Mexico, where pearl
culture is practiced, the oysters were swept away
by a storm last year, and in Japan a whole bank of
pearl fisheries has been destroyed. Even if we
were to raise beds of pearl oysters the demand
would increase so that the price of pearls would
not be lowered.
" Pearls, both real and imitation, have been in

excellent demand this season," said Mr. Lorsch of
Albert Lorsch & Co., Inc., yesterday, "and in
necklaces they are rapidly usurping the position
and popularity of diamonds. Sapphires are the
most popular of the colored stones. Fine rubies
and emeralds are also in demand, but in the general
rise of prices the cost of these stones has been
forced beyond the purchasing power of the average
consumer. Small, square-cut stones are in particu-
lar demand for use in rings, scarfpins, bracelets,
and similar jewelry."

Atlanta Jeweler Considers
American Jewelry Superior

European Jewelry more Showy but Less Sub-
stantial and Artistic. Takes Issue with the
Generally Accepted View

Atlanta, Ga., September 17.—Eugene V. Haynes
the well-known jeweler of this city, has just re-
turned from a two months' tour of the principal
countries of Europe. During his trip, in which he
visited England, Holland, Germany, France,
Italy, Austria-Hungary and Switzerland, he
visited many of the leading jewelry establishments
of the continent, and discovered a number of new
designs which he will work into new models for
Atlanta jewel-lovers.
"The jewelry work of Europe is more flashy,

but not nearly so artistic or substantial as that
made in America," said Mr. Haynes. "Most of
the shops over there do not carry great stocks,
either, but show most of their wares in the win-
dows. It is a land of little shops and big win-
dows. They do not select and match their jewels
with as much care as is done in America, nor are
the mountings so good.

"Occasionally, however, one finds a new idea
which can be adapted, and I found a number of
such. Taking them on the whole, I enjoyed the
tour much better than I did the shops."

While in Switzerland Mr. Haynes toured a part
of that country and Italy with a party of friends,
going over St. Gothard pass into Italy. He met
many Atlantans in Europe, among these being
Mr. and Mrs. John W. Grant.

Manager of Jewelry
Factory Retires

Presented with Token of Esteem by Men in his
Department. Will Tour United States and
Europe

San Francisco, Cal., September 21.—William
F. Klein, who for thirty years has been manager
of the manufacturing department of Shreve & Co.,
has retired from active business life. As a token
of the esteem in which he was held by men in his
department, they presented him a solid silver
punch powl and a dozen cut glass drinking cups,
covered with filagree silver. The presentation
speech was made by William M. Klink in the pre-
sence of the 350 men who are in the manufacturing
department.

Klein entered the employ of Shreve & Co., in
1882, and at once took charge of the manufacturing
department. Since that time every article made
by the firm has received his personal supervision.
The value of the jewels and gold and silver that he
has handled runs into many millions of dollars.
Among the most noteworthy pieces was the silver
service for the cruiser San Francisco. Klien and
his wife will start this week on a tour of the United
States, and later will go to Europe.
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Forger Who Victimized Jewelers
Supposed to be Under Arrest

Imposing Swindler Hoodwinked Unsuspecting
Jeweler and Escaped—Reported Arrested in
Phcenix, Ariz.

Houston, Texas, September 20.—We often read
in the papers that "this or that person or firm has
been duped by an old flim-flam game," but what is
the use of experimenting with an unknown quan-
tity when the "old as Methusaleh" game is still
the best? A man has just been captured in Phoe-
nix, Arizona, on forgery charges in a half dozen
large cities, and Houston, Texas, detectives believe
that he is the same person who about the middle of
March last registered at the Tremont Hotel as
Henry Elmer. On a Monday his first acquaintance
was N. L. Mills, whom he told he wanted to pur-
chase a $25,000 home and some other property for
business purposes. He was introduced at the
First National Bank, the Lechenger and Harless
jewelery stores, the store of Morris Brothers and a
number of other places.
Elmer's next move was the purchase of a fine

five-passenger automobile. While in the offices of
the concern he secured a blank check of the com-
pany and later forged a $20 check, offering it for
his room and board account. It was refused.
To Mr. Mills he confided that his daughter was

to wed a very wealthy St. Louis man and that he
desired to give her a diamond ring for a wedding
present. The two went to the Harless jewelry
store, where he selected a two-stone ring and had
it mounted, promising to return for it when he and
Mr. Mills had completed their trade. He next
agreed to purchase two pieces of property, one
at McGowen avenue and San Jacinto street for
$20,000, and one in the suburbs for $18,000.
Saturday night he appeared at the Harless

jewelry store for his ring, offering a check for $2,400
in payment, the check made out to him and signed
with the name of N. L. Mills. The ring was valued
at only $850, but he accepted $125 difference
and agreed to return Monday for the remaining
sum or jewelry in its stead. Monday he was seen
in San Antonio, but succeeded in eluding the
officers. The check was forgery.

Guard Chains Are Not Jewelry

General Appraiser Sharretts Overrules Collector
Loeb—Cheap Beaded Necklaces Classed as
Toys

New York, September 21.—Thaddeus S. Shar-
retts of the Board of United States General Ap-
praisers handed down two opinions in which he
reversed Collector Loeb's assessment on toy neck-
lace and guard chains. The protestants in these
cases were Davies, Turner & Co., Abegg & Busch
and L. W. Levy & Co.
The merchandise in question, as shown by official

samples, consisted of beaded necklaces of flimsy
construction and duty was assessed thereon at 60
per cent ad valorem as beaded articles under para-
graph 408 of the act of 1897. Davies, Turner
& Co., claimed the goods to be toys and properly
dutiable at 35 per cent under paragraph 418.
In his decision Mr. Sharretts said: "In G. A.

7251 (T. D. 31736) this Board held in accordance
with the concurrent testimony of competent trade
witnesses that similar beaded necklaces, when
valued at less than eleven marks per gross, were
commercially known as toys. The merchandise
here in question is valued at only 1.50 crowns per
gross and we find they are toys. The protest
claim of 35 per cent ad valorem under paragraph
418 of said act is sustained and the collector's
decision is reversed."
In the cast of Abegg & Busch and L. W. Levy

& Co., Mr. Sharretts sustained the protests,
claiming that guard chains, used chiefly to suspend
muffs, fans, lorgnettes and purses and not com-
monly known as "jewelry," are dutiable at 45 per
cent ad valorem under paragraph 193 of the
Dingley Tariff. He reversed the collector's assess-
ment of 60 per cent duty under paragraph 434.
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The Jewelers' Security Alliance

Rapidly Increasing Membership—The " Class"
System Proves Very Successful—Trade Takes
Advantage of New Plan

New York, September 16.—The regular monthly
meeting of the Executive Committee was held on
September 13, the following members being pres-
ent: President Sloan, Chairman Butts, Vice-
president Champenois, Treasurer Karsch, Secre-

tary Noyes, and Messrs. Brown, Gough, Stern
and Wormser.
The following new members were accepted:

CLASS A

Alfred G. Jackson, Hammond, La.
Marymount's Jewelry Store, Reno, Nev.
Louis N. Mathews, Elmira, N. Y.
Solomon Herzberg, Cleveland, Ohio
John L. Marvin, Syracuse, N. Y.
G. B. Overstreet, Hoopcston,
Herman Scheich, New York City
Vickers-Siebe Jewelry Company, Teague, Texas
G. R. Withey, Kalamazoo, Mich.
Durham Jewelry Company, Atlanta, Ga.
R. J. Purcey, Fremont, Mich.
Rubin & Lipson, East Liverpool Ohio
Wolf Sussman, Indianapolis, Ind.
Bush & Walsh, Passaic, N. J.
William G. Ernst, Wilkesbarre, Pa.
F. C. Maag, Conshohocken, Pa.

CLASS B

George W. Collis, Pasadena, Cal.
P. T. Nicholson, Tallahassee, Fla.
Dreicer & Co., Chicago, Ill.
Theodore Jospe, Glen Cove, N. Y.
Oskamp, Notting Company (4 memberships), Cincinnati, Ohio
A. H. Lewie, New York City

One hundred and thirty-one members were
transferred from Class A to the new Class B, mak-
ing a total in this class up to date of 110 members
as follows:

J. W. Albee & Brother, Roscoe, N. Y.
J. T. Allen & Co., Richmond, Va.
George Allem Jersey City, N. J.
Barden & Hull, Attleboro, Mass.
J. G. Bellamy, Slater, Mo.
E. Bengston, Freeport, Ill.
Fred B. Blackmond, Dowagiac, Mich.
Blickle Jewelry Company, Rochester, Minn.
M. M. Bovard & Son, Philadelphia, Pa.
T. H. Bowen & Co.

' 
Bridgeton, N. J.

R. Brandt, Athens, Ga.
E. L. Brent, Altoona, Pa.
Cardon Jewelry Company, Logan, Utah
A. W. Carlson, Lake Charles, La.

CClark & True, Middletown, onn.
Frank H. Corwin, Riverhead, N. Y.
C. L. Daniels, Tiffin, Ohio
Derby Jewelry Company, Concord, N. H.
0. E. Dickinson, Richmond, Ind.
Doring Brothers, Troy, N. Y.
J. H. C. Durant, New Haven, Conn.
Everett W. Durgin, Worcester, Mass.
David Edwards, Sharon, Pa.
T. J. Ellis & Co., Jonesboro, Ark.
Calvin P. Engle, Hazleton, Pa.
Sylvester Engle, Hazleton, Pa.
The Ernsting Company, San Diego, Cal.
E. L. Entrikin, Findlay, Ohio
C. W. Fairchild & Sons, Inc., Bridgeport, Conn.
Arthur M. Field Company, Asheville, N. C.
Lewis Fitch, Effingham, Ill.
William Fluhrer, York, Pa.
Andrew H. Frandsen, Monmouth, Ill.
C. E. Gifford & Co., Fall River, Mass.
E. B. Godfrey, Inc., South Omaha, Nebr.
Dallas F. Green, Fort Wayne, Ind.
Spencer H. Greene, Rochester, N. Y.
H. H. Greiner Jewelry Store, Bethlehem, Pa.
W. H. Groesbeck, Clyde, N. Y.
T. B. Hagstoz & Son, Philadelphia, Pa.
Harris & Shafer Company, Washington, D. C.
Otto E. Heineman, Pittsburgh, Pa.
J. W. Helfrich, Carrollton, Ohio
Mrs. Montana Hensley, Decatur, Ind.
J. A. Hill, Catskill, N. Y.
John Hood, Santa Rosa, Cal.
Hopkins & Witty, Dubuque, Iowa
F. W. Hoskins, Beresford, S. Dak.
William W. Howe, Clearfield, Pa.
Huber & Bunker Company, Superior, Wis.
Louis A. Meyers, Brooklyn, N. Y.
Andrew Alich, Cincinnati, Ohio
M. W. Bassett, Hartford, Conn.
Bromberg & Gregory, Battle Creek, Mich.
Conrad J. Brotherly, Newark, N. J.
R. Bruce Carson, Hagerstr wn, Ind.
G. W. Feldman, Franklin, Pa.
C. E. Tresch, Marietta, Ohio
A. Gallopini, Brooklyn, N. Y.
Charles Geist, New York City
Hennegan-Bates Company, Baltimore, Md.
J. A. Johnson, Independence, Kans. a. N
Wieee8Scaitrnp-RPAttlifg.CCompany,__Bu. alo, N. Y.

H. L. Chase & Co. Cedar
nm,aaT Cincinnati, Ohio

Warren T. Coffin, Jew York City

Huber Brothers, Dillon, Mont.
Nathaniel Langford, Inc., New York City
Lochman Brothers, Springfield, Ill.
W. S. Still, Delavan, Ill.
F. J. Stumm, Benicia, Cal.
Waddie Hudson, Tahlequah, Okla.
W. L. Jones, Martinsburg, W. Va.
Emil N. Jonstrup, Mabton, Wash.
Mrs. S. R. Knox, Elburn, Ill.
August Kost, Jersey City, N. J.
C. F. Lauterbach, Petersburg, Va.
R. S. Lockhart, Jackson, Mich.
Ludy & Taylor Company, Cedar Rapids, Iowa
William A. Manson, San Bernardino, Cal.
G. P. Mohr, Victor, Iowa
F. E. Morgan, Richland, Ga.
E. Munson, Mendota, Ill.
M. Oppenheim, Whitehall, N. Y.
A. L. Ott, San Francisco, Cal.
Louis A. Ott, Mansfield, Ohio
Paule Jewelry Company, Burlington, Iowa
C. E. Penman, Hazleton, Pa.
George Phillips & Co., Scranton, Pa.
Joseph M. Plaut, Cincinnati, Ohio
William M. Reider, New York City
Rodgers & Krull, Louisville, Ky.
Hermann A. Rohs, Cynthiana, Ky.
Paul H. Rosenthal, Philadelphia, Pa.
Adolph Roth, Syracuse, N. Y.
Rovelstad Brothers, Elgin, Ill.
Rudman & Gottberg, Cripple Creek, Colo.
Fred Saul & Co., Chattanooga, Tenn.
J. B. Schaefer & Co., Sandusky, Ohio
John B. Schafer, Charleroi, Pa.
L. W. Scherffius, Niles City, Mont.
M. A. Scherffius, Dickinson, N. Dak.
Barton R. Smith, Jamaica, N. Y.
Fred C. Smith, Watertown, N. Y.
Smith & Sons, Easton, Pa.
Nathan Solomon, Portland, Oregon
George W. Spier, Washington, D. C.
Frank B. Theakston, Brownsville, Pa.
John S. Townsend, Chicago, Ill.
William D. Triplett, Ironwood, Mich.
Rudolph T. Ueltzen, Philadelphia, Pa.
H. E. Volkmann & Sons, Kankakee, Ill.
George Weisgerber, Salina, Kans.
The Joseph Well & Sons Company, Cleveland, Ohio
L. E. Winchester, Fredonia, N. Y.
Reinhard E. Wolff, Chicago, Ill.
J. A. Zang & Sons, Alliance, Ohio
Charles F. Wood & Son, New York City
J. Herbert Hall Company, Pasadena, Cal.
Emile Herpin, Mobile, Ala.
Moulton & Lunt, Newburyport, Mass.
Jacob Scheinfeldt, Boston, Masa.
Scott Jewelry Company, Laurel, Miss.
W. J. Waters & Son, Sylvania, Ga.
Whelan-Aehle-Hutchinson Jewelry Company, St. Louis, Mo.
The Walcott & Kapp Company, Toledo, Ohio
James B. Gillies, Philadelphia, Pa.
Mrs. H. Schertzinger, Slatington, Pa.
John J. Palmer & Sons, Newport News, Va.
Erhard Brothers, Thomas, W. Va.

The following rewards were ordered paid:

No. 187. To detective Ryan & Biggs, Sacra-
mento, Cal., for the arrest and conviction of
Frank Cummings, who broke into the store of
Emil Steinman throggh the rear on July 20,
and stole 25 watches, all of which were recovered,
and the thief received a sentence of 10 years in the
Penitentiary.
No. 188. To officer P. J. Kirley, Aberdeen,

S. Dak., for the arrest and conviction of Anthony
Lewis, who received a sentence of 5 years in the
Penitentiary for smashing the window in the store
of D. G. Gallett on July 12, and
No. 189. To Deputy Sheriff Welch and Ovid

Allan, a private citizen, of Trenton, Mo., for the
arrest and conviction of Edward Dawes, who
received a sentence of 3 years, and Charles Kirk,
who was sentenced to 5 years, for breaking into
the store of The Range Jewelry Company through
the rear and stealing $1,000 worth of jewelry, etc.,
of which a part was recovered.

J. A. Weintraub, 152 Avenue C, New York,
has reported to the Alliance a sneak theft which
was worked on him recently. In the morning, a
young man and woman came to look at small
diamond rings which did not suit them, and they
asked for diamond earrings valued at about
$18 or $20. Not having them in stock, Mr.
Weintraub offered to make up a pair for them, and
they concluded to bring in the man's brother as
he also had to be suited. In the afternoon, the
man and his supposed brother came in and wanted
a 2 karat diamond, but Mr. Weintraub had a pair
of earrings with stones of 33A-3'.2- karats, valued
at $405 wholesale, and the pair liked one of the
stones. The brother then went outside and looked
at diamond lockets in the window, Mr. Weintraub
putting the earrings in the showcase near the
edge. As the brother kept pointing out lockets in
the window, Mr. Weintraub turned his back and
the younger man reached over the showcase, took
out the earrings and r n out of the store out-
distancing the jeweler.
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Social Workers Denounce
Jewelers' Window Displays

Big Displays Play on Feminine Weakness, they
say—Fascinate Youth and Undermine Moral
Fabric. Enormous Value of Goods Shown in
Windows

Kansas City, Mo., September 18.—Welfare
workers in this city composed of society leaders
have entered upon a unique crusade having for
its object the removal from the windows of the
retail jewelry stores of such displays of gems
and other expensive wares as tend to arouse the
cupidity and demoralizing envy of young girls.
The society women contend that elaborate jewelry
display entice young persons to steal and that girls
especially are discouraged in their moral sense
by such things as appeal to their imagination. At
a recent meeting of the social welfare workers,
one society woman said that she had watched
the jewelry store windows and that she saw many
girls stand entranced before the displays and in
several instances she noticed stylishly dressed
young men talk to these girls about the jewels.
"That was not all," said the speaker. "They
would ask the girl how she would like to have some
of the pretty things. Invariably the impulsive
answer would be: 'Oh, I'd give anything for one
of those pretty bracelets, necklaces or diamonds.'
And invariably the answer was: 'Well a pretty
girl like you ought to have them.' The next step
was a cafe, a drink and on and on indefinitely until
the girl had neither jewels nor that which is more
precious than jewels."
"But," said the social worker, "the jewelers

argue that they have a right to display their wares,
and are not responsible for what people on the side-
walk do, any more than milliners and dressmakers
are. It seems to me this display of finery plays on
the public and creates a tendency to live beyond
one's means, and that there ought to be some other
way of getting people who can afford jewelry inside
the store than by placing such expensive bait
where it is so dangerous. It is estimated that in
thirty shop windows in Kansas City $3,000,000
worth of jewelry and diamonds are on display.

Practice of Loaning Watches
Becoming a Trade Problem

The Plan, Though a Convenience to Customers,
may Prove Vexatious to the Jewelers—Timely
Subject for Discussion

Indianapolis, Ind., September 23.—A little
group of Indianapolis watchmakers were recently
discussing the advisability of loaning watches
to customers who had left their own timepieces
to be repaired. They all agreed that when a cus-
tomer has purchased a watch that failed to keep
perfect time he ought to be supplied with another
one until his own was in perfect condition, but
when a watch is left, often by a stranger, is it the
wisest thing to loan him a good timekeeper?
Custom has established that practice. The man
leaves his own watch, which he is told will cost
from $1.50 to $5.00 and will be ready for him on a
certain date. Meanwhile he carried a cheaper
watch but a good time keeper so he does not notice
the inconvenience of being without his own time-
piece. So he either forgets to call on the date
named by the watchmaker or concluded that as
long as his own watch is in good hands and the
loaned watch is giving him correct time, he need
be in no hurry to transfer the price from his own
pocket to the watchmaker. Again, he may be
very careless with his loaned watch and bring it
back in a damaged condition with the remark
"Here, your old watch is no good, I want my own
again." It would be impossible to make him pay
for any repairs on the substitute watch. The
Indianapolis watchmakers would like to know
what the trade generally think of providing a man
with a watch while his own is in for repairs. Is
the custom a good or necessary one?
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We suggest that you give more than usual attention
to the Waltham Riverside in buying for the Holiday
trade. You will have an increased call for the Riverside in both ladies'
and gentlemen's sizes. Why? Because we are going to devote our
every advertising energy to forewording its sale over your counter.
Because we will launch an aggressive, continuous advertising cam-
paign beginning with the September magazines that will feature the
Riverside as the practical, sensible timepiece for every man and woman to buy.
Because our advertising will send Riverside customers to your store.

We especially recommend that you
make the watch here illustrated a
leader. It has strong selling attri-
butes which make it a good watch to
push. It is the 12 size and comes in
special pattern gold-filled cases, guar-
anteed for twenty-five years. In
designing these cases, all the latest
features in fine case-making have
been followed. Note the stamping
on the lid. This sort of marking
is only found on high-grade watches.

No. 1240—Contract Selling Price $40.00

WALTHAM WATCH CO. - Waltham, Mass.
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Meeting to be Held
for Adoption of Metric Carat

United States Expected to Fall in Line With Other
Countries in Adopting Uniform Unit of Mass for
Precious Stones

New York, September 24.—It has just been
announced that a meeting of prominent wholesale
and retail jewelers will be called in the near future
to consider the adoption of the metric carat and
the subject is one of much greater importance to
the trade than they probably realize. It is oppor-
tune, therefore, for them to post themselves on
the matter with a view to making such change as
will be of benefit to the gem dealers of the country.
In Europe some four years ago, the International

Committee of Weights and Measures formally
adopted the metric carat which had been recom-
mended by the various European associations of
jewelers and diamond merchants. The advisa-
bility, if not business necessity, of adopting the
metric carat was due to the variation of the
standard of the carat in different countries, the
difficulty experienced in calculating prices of
precious stones and pearls in sixty-fourths, and the
necessity of keeping stock records in fractions.
The metric carat is uniform and weighs exactly
one-fifth of a gram or 200 milligrams. It is divided
into 100 parts.
The old carat varied from 188.5 milligrams

(Bologna) to 254.6 Milligrams (Arabia;) some
other standards were Amsterdam 205.1, France
205, Germany 2.055 to 2.058, England 205.3 and
the United States varying, but approximately,
205.3 milligrams.
France and Germany now use the 200 milligram

carat exclusively and all buyers of precious stones
and pearls are obliged by law to accept the new
weight in those countries.
There is no sound reason why the jewelers of

the United States should hesitate to join the pro-
gressive gem merchants of the old world in this
important reform. Fortunately we do not require
additional legislation to make the change—the
metric system was legalized by Congress many
years ago and it is only necessary for a majority of
the leading American wholesale and retail jewelers
to express their consent in order to quickly and
definitely institute this reform.
The beneficial result of the change will be as

follows: world-wide uniformity of standard;
increased accuracy in weighing; simplicity in
calculating all values and especially in arriving
at the values of pearls according to the "square"
or "base" method; simplified stock records;
a gain of about 2 JA per cent on present stock weight
of merchandise.
M. D. Rothschild, president of the American

Gem and Pearl Company, of this city, recently
mailed a card giving the above information to
several thousand jewelers and their replies indicate
that the trade generally concede the advantage of
the metric carat and are ready for its adoption.
Before announcing the meeting to consider the
matter, Mr. Rothschild would be pleased to have
the views of a much larger number of jewelers,
and we earnestly urge our readers to communicate
with him in regard to the matter, addressing their
communications to the American Gem and Pearl
Company, 14 Church street, New York City.
Any further information desired to explain the
situation will be forthcoming.
One instance of the value of the metric carat will

suffice:
While the difference between the new 200

milligramme metric carat and the 205 milligramme
fractional carat now used in this country is but
23/s per cent in actual weight, the difference in
calculating pearls, because of the "base" or
"square" method is over 5 per cent, and therefore
pearls purchased in France or Germany by the
new metric weight and sold here by the present
fractional weight, would entail a loss of over 5
per cent in weight. This 5 per cent is a substantial
part of the profit on pearls, and therefore importers
are practically compelled to adopt the new metric
carat.

Cincinnati Associations Membership of Nine Hundred
Resume Regular Meetings in Jewelers' Board of Trade

Wholesalers and Manufacturers' Association Corn-
bine Meeting and Banquet. Prepare for a Busy
Season

Cincinnati, Ohio, September 23 —The regular
monthly meeting of the Cincinnati Wholesale
Jewelers' and Manufacturers' Association was held
the evening of Thursday, the 19, at the Sinton
Hotel. The meeting was shifted to the early
evening hour—six o'clock, in order that the jew-
elers would associate a natural physical hunger
with the thought of a dinner at the Sinton; this
plan brought out about twenty members.
The meetings have been held various hours of

the afternoon and evening in order to test out which
would be the most convenient for the largest num-
ber of men. The meeting developed nothing of
extraordinary interest discussion being limited to
routine business.
The local members of the National Wholesale

Jewelers' Association held a meeting about the
middle of the month. It has been their custom
to get together several times during the year at the
call of an executive in order to discuss association
matters or simply to enjoy a social evening. About
a score were present at this month's informal
smoker at the Sinton. A secretary—the single
local officer of the group—was named to look after
the work of that department.

Death of Walter F. Smith

Deceased was Prominent in Silverware Industry
and Noted for his Skill as an Inventor

New Bedford, Mass., September 20.—Walter
F. Smith, of Hartsville, S. C., and formerly of
Taunton, Mass., and this city, and many years
prominently identified with the silverware busi-
ness, died at St. Luke's hospital, September 7,
after a brief illness.
Mr. Smith was born in Taunton, Mass., about

58 years ago and entered the employ of Reed &
Barton as an apprentice, learning the trade of a
spinner. At the formation of the Pairpoint Cor-
poration of New Bedford in 1880, he entered their
employ and remained with them many years,
finally becoming superintendent of their works.
Mr. Smith was a man of rare mechanical ability,

and it was through his invention of machinery for
making paper cones which are used by yarn man-
facturers, that he left New Bedford and associated
himself with the J. L. Coker Company, of Harts-
ville, S. C., forming the Southern Novelty Corn-
pany, for the manufacture of cones and tubes.
Mr. Smith's invention proved a great success and

brought him substantial returns so that he en-
joyed a large income from it. He was instru-
mental in organizing the East Carolina Silver Corn-
pany, of Hartsville, some years ago.

Veteran New Bedford
Jeweler Passes Away

New Bedford, Mass., September 20.—Charles
W. Hurll, veteran jeweler of this city died at his
home on Morgan street, in his ninety-second year.
He had been in poor health for a long time, but had
been confined to his bed only two weeks.
He was born in New Bedford in 1821, his parents

having come to this city from Winchester, England.
He was apprenticed in young manhood to William
Pitman, a jeweler, and from his employ passed
to that of Benjamin Dexter, with whom he re-
mained till he went in business for himself in 1858.
For about 40 years he carried on the jewelry

and optical business on Purchase street. The fire
of 1870 destroyed the store he occupied and he
then secured a lease of the land and built the
three-story block in which he continued his busi-
ness. In 1890 he sold out the jewelry business to
Charles E. Woodworth and devoted himself
thereafter exclusively to the optical business. He
retired a few years ago and was succeeded by his
son, George.

Services of the Organization Appeal to the Mem-
bers—Officers and Directors Serve Without
Remuneration

New York, September 17.—At the regular
monthly meeting of the National Jewelers' Board
of Trade held at the Executive office, 15 Maiden
Lane, on Thursday, September 12, 1912, the
following concerns were admitted to membership:
Adams & Abel Co., Los Angeles, Cal.; Baker &
Co., Newark, N. J.; Guiseppe Benefico, New
York City; Harvey Clap & Co., Attleboro, Mass.;
Co-operative Watch & Repair Company, Chicago,
Ills.; Joseph J. Dindelspiel, San Francisco, Cal.;
The Duryea Company, New York City; Solomon
I. Fischer, New York City; Fort Hill Trading
Company, New York City; Frohman & Co.,
Cincinnati, Ohio; Eugene Hemmendinger, New
York City; Herald Novelty Company, New York
City; Keppler & Weidlich, Providence, R. I.;
Kienzle Clock Company, New York City; M.
Landau, New York City; Thomas Long Company,
Boston, Mass.; Merry Optical Company, Kansas
City, Mo.; Meyer, Cahn & Talbott, Los Angeles,
Cal.; New York Smelting & Refining Company,
New York City; E. W. Reynolds & Co., Los
Angeles, Cal.; Max Sabel, New York City;
John A. Salman, Boston, Mass.; Schanfien &
Tamis, New York City; Sinclair & Boss, Portland,
Oregon; South West Optical Company, Los
Angeles, Cal.; Superior Manufacturing Company,
North Attleboro, Mass.; B. Uhlfelder & Co.,
New York City; Charles Wathen & Co., Denver,
Col., and Samuel Steiner, New York City.

The following announcement was recently sent
to the trade by the National Jewelers' Board of
Trade:
"With the addition of 30 new members who

were admitted to the board at the last meeting
of the directors on September 12, the board passed
the 900 mark, and at that time had a net member-
ship of 901.
"The new additions to the membership rolls

include representative merchants from every
jewelry center in the United States, which indi-
cates the interest manifested in the efforts of this
organization to provide the jewelry trade with a
service so practical and efficient that it can be
maintained only through mutual, co-operative
methods. Our members are beginning to realize
and appreciate the civic commercial pride of those
representative merchants who give their time and
best energies without remuneration as officers and
directors for the uplift of the jewelry craft. It
has been, and is being, constantly demonstrated
that such an organization not only meets the
practical everyday needs of the jewelry merchant
to protect his credits and safeguard his collections,
but is more far-reaching through its civic commer-
cial activity, its prosecutions of frauds, and
support of legislation and the improvement of
conditions which benefit the jewelry trade, than
probably any other trade enjoys in the country
today.
"Our individual members are realizing that in

co-operative organization individually they must
give some of their own energies to assist their
brother merchants, which at the same time reverts
to their own assistance through the methods of
mutual co-operation.
"We have repeatedly directed the attention of

our members to a class of collection agencies which
are interested only in fees, and have requested
them before signing any contracts to communicate
with the executive office. However, we find that
constantly some of our members are being in-
fluenced by silver-tongued arguments of the solici-
tors representing these classes of agencies, and
not only signing contracts which contain a joker
eliminating all responsibility to the agency but
are even influenced to advance large amounts in
fees upon worthless accounts, which they are
seldom or ever able to obtain in return. These
leeches of commerce are carrying their crusade
to such an extent that we note some representative
merchants are enclosing with their ordinary cor-
respondence warnings to their customers against
their activity. We trust that the jewelry mer-
chants will not help to continue their lease of life."
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he Old Dominion is a perfect example
of Colonial bead pattern—a treatment in great
favor with the old Southern aristocracy.

Graceful in outline, delicate yet substantial in design, it
is one of the most attractive patterns along Colonial lines
we have ever produced.

;he Flat Ware includes the dozen work and a
••:" comprehensive line of Serving and Individual Pieces,
with attractive bowls, characteristic of the period. The
Dinner, Tea and Dessert Services are complete, both in
number and variety of pieces.

re are prepared to fill all orders promptly.

The GORHAM Company

August

Ninteen Hundred Twelve

Fifth .ylvenue and Thirty-sixth Street
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Annual Holiday Number
Heralds New Prosperity

Our issue of October 15 will be our
Annual Holiday Number with the cus-
tomary attractions of a special cover de-
sign, printed in colors, and a number of
extra features of exceptional interest and
value to the trade at this season. The
motif of the cover design this year was
suggested to the artist by the present world-
wide popularity of gems, and the picture
symbolizes very prettily the particular
gem which now stands in highest favor.
The special articles with which the con-
tents will be enriched are handsomely
illustrated, and will be of immeasurable
value in aiding the jeweler to divert in
their direction a goodly share of the pros-
perity now happily within their reach.
The advertising pages of this number will
be a practically complete directory of the
special holiday offerings of the jobbers and
manufacturers, a feature of special value
at this time when liberal purchasing is
imperative. It is opportune to suggest
therefore, that those whose subscriptions
expire with this issue, renew at once, so as
not to miss the mine of useful and season-
able information which will be found in
this magnificent number. It is no exag-
geration to state that the contents of
this one number will be worth many times
the subscription price to every progressive
member of the trade.
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Great Prosperity Wave
Overspreading the Country

Anticipation—vexatious and long drawn
out—in regard to prosperity has at last
given place to realization, and a situation
has been created which is unique in the
economical and political history of the
country. Under the impetus of immense
crops and favoring industrial and financial
conditions, a great wave of prosperity is
even now overspreading the country.
Having already gained sufficient momen-
tum to sweep aside even the serious
obstacle of a presidential campaign, it
will doubtless have reached flood tide by
the time this holiday number is in the
hands of our readers; nor is there any
symptom or fear of an early ebb to this
tide, the universal opinion being that
prosperity is here to remain indefinitely.

While it is true that the industrial
development of the United States is the
most marvelous in the history of the world,
agriculture is still our greatest resource
and will continue to be the basis of our
greatest prosperity. For those who still
harbor a remnant of conservatism, the
most convincing argument is the crop
estimates of the present year as compared
with those of one year ago, and as condi-
tions have continued exceptionally favor-
able since the estimates for this season
were compiled, the figures, it is now
admitted, fall considerably short of the
reality. They are as follows:

1912 1911
Sept. Estimate Harvest

Wheat, bushels  690,000,000 621,338,000
Corn, i< 

 2,995,000,000 2,531,433,000
Oats,  1,290,000,000 922,298,000
Rye,   35,000,000 33,119,000
Barley,   209,000,000 160,240,000
Buckwheat, "   18,000,000 17,549,000
Potatoes, 292,737,000
Tobacco, pounds. .. . 976,000,000 905,109,000
Flaxseed, bushels.   29,000,000 19,370,000
Rice, 23,000,000 22,934,000
Hay, tons, "   72,000,000 65,000,000

The cotton crop is the second largest
in the history of the country, approxi-
mately 14,000,000 bales, which, at current
prices, will bring an immense income to
the southern states.

It is estimated that the season's crops,
which represent new wealth, have a value
of not less than $6,000,000,000. This year
again, corn is king, its value being placed
at the immense total of $1,750,000,000.
By way of conveying some idea of the
immense value of this crop, an enthusiastic
statician says: "Far more new wealth
was created in the form of golden maize
by the magic of sun and soil and rain dur-
ing the months of a single summer than
all our gold-mines have yielded in the last
quarter of a century! The value of this

year's corn-crop in gold coins would load
a hundred freight cars to the limit of their
capacity. The money would pay our
national debt, and still leave a balance
greater than the yearly production of all
the gold and silver-mines in the world."

Prosperity in Factory as well as Field

By a happy coincidence, industrial and
agricultural prosperity have reached us
hand in hand. All the larger industries
are experiencing a sudden activity which is
taxing their resources to the full with an
exceptional demand for skilled labor.
The great iron and steel industry, the
recognized industrial barometer, is said
to have on hand a wealth of orders which
it will take months of forced production
to fill. So competent an authority as
Charles M. Schwab says in The Iron Age,
"We could not hope for better steel con-
ditions than now prevail and there is every
indication that the prosperity will be
permanent." Railroads, too, find their
resources suddenly taxed to the utmost
and many of them have placed immense
orders for rolling stock and other equip-
ment. The number of idle cars at this
time is said to be smaller than' ever before,
with the task of moving the immense
crops now at hand.

It is generally understood that the
jewelry industry is the last to benefit by
improved conditions, but this is not quite
true in the present situation. With start-
ling suddenness the New England jewelry
factories have been overwhelmed with
orders and many of them are already
working far into the night to supply the
immense trade needs. The same reports
reach us from the silverware and other
plants which furnish the jewelers' wares
and, most gratifying of all, there has
developed a marked revival of activity
in the watch industry and market.
The retail jewelers, during their recent

dull period, secured many reforms which
will now aid them in reaping maximum
benefit from the new prosperity. They
are also better posted on merchandising
and the most effective means of coping
with outside competition so that altogether
the outlook is for them one of unpre-
cedented brightness.
There is no longer any justification for

hesitancy in the matter of preparation or
stock purchasing. After a somewhat
prolonged trial of the country's patience,
Providence has at last furnished the
opportunity and it remains for the trade
to make such use of it as will compensate
them for the shortcomings of the im-
mediate past.
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A New Consideration
in the Sale of Gems

We are informed by a southern corres-
pondent that serious litigation is likely to
result from the sale of a re-constructed or
synthetic ruby (we are not informed
which) by a jeweler who represented it as
the genuine stone. It would appear that
the purchaser of the gem was offered by a
third party a materially higher figure than
that which he paid for it, but this third
party insisted on absolute proof of its
genuineness and the resulting investigation
revealed the fact that the gem was not the
natural stone. The discovery of the im-
position was duly resented and suit has
been instituted against the jeweler.
There is a warning in this case for the

jewelers at large, who must exercise great
care lest they should find themselves in a
similar predicament. There is a possi-
bility that the jeweler in the case may not
himself have been aware of the exact
character of the gem which he sold, but
the presumption would naturally be
against him, as a jury would very rightly
consider that this knowledge should be
among his attainments. The case further
emphasizes the necessity of every jeweler
becoming thoroughly conversant with
these gems—the genuine, re-constructed
and synthetic—as the knowledge is neces-
sary to his own protection.

Auto Robbers Become
a Serious Menace

In view of recent happenings it is timely
to warn the trade in regard to persons
unknown to them who reach the store on
automobiles. In nearly all the larger
cities there have been instances of serious
thefts committed successfully through
the instrumentality of the fast-moving
machine. The last robbery of this char-
acter was performed in New York a few
days ago in broad daylight, when pedes-
trians were passing the store in crowds.
A lady kept her place in the automobile
while the robbers entered the store and
held up the jeweler, securing, it is said,
$5,000 worth of loot and nearly a $1,000
in cash. The chauffeur in charge of the
car kept the engine in readiness for im-
mediate flight when the robbers had com-
pleted their task. New York has had
previous robberies of this character, as
also had Chicago, Cincinnati and other
cities.
With the coming of cooler weather and

new stocks the thieves who prey on the
trade usually renew their activity, and
such is their ability, audacity and re-
sourcefulness that no protective pre-
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caution should be overlooked by the trade.
The first half of the present year was noted
for the large number of jewelry store rob-
beries successfully accomplished, and in
truth it must be said that the large ma-
jority were due to carelessness or lack of
ordinary precaution on the part of the
jeweler.

Manufacturers More Considerate
of the Retailers' Interest

In the course of the Kansas City con-
vention one of the jewelers—the president
of the association if we remember rightly—
told how successfully a local organization
with which he was connected remonstrated
with a manufacturer for furnishing to a
local newspaper for subscription premiums
the same goods which were handled by
the local jewelers. It is suggestive of how
closely the manufacturer of today keeps
his ear to the ground to detect any symp-
toms of trade discontent that the incident
referred to has been given wide-spread
publicity even outside the jewelers' field.
The day is certainly past when the manu-
facturer can afford to ignore the voice of
the special line dealers who handle his
product. The premium incident has been
discussed from many points of view, one of
which is made the text for the following
editorial sermon to manufacturers by
Printers' Ink.

A cynic has defined the policy of the house as
"that which the president and the biggest customer
talk about when they go to lunch together."
Unfortunately there is more than a grain of truth
in it. In altogether too many concerns the high
officials understand perfectly well that " our policy
is to protect our dealers," but the rank and file of
the men lower down—who actually come in
contact with the dealers—do not understand it
that way at all.
A salesman for a certain large manufacturer in

the jewelry field sold a newspaper a lot of goods to
be given as premiums in a circulation campaign.
Goods of exactly the same manufacture were on
sale in the local jewelry stores, and the jewelers'
club protested vigorously to the salesman. The
latter at first refused to do anything about it but
later agreed to cancel the order providing the local
jewelers would agree to handle none but his corn-
pany's goods of that particular kind!
The jewelers appealed to the president of the

company, who promptly sent his personal repre-
sentative with orders to meet the jewelers' demands
at any cost. It was the "policy of the house"
to take care of its dealers, but it hadn't penetrated
much lower than the head of the concern.
The trouble is that the emphasis is too often

put upon the wrong thing : "making sales"
instead of "building business." Too often the
men at the top have splendid ideas of dealer
co-operation, employes' welfare and so on,
which go to make up the policy of the house as
they understand it, and they really believe that
the business is being carried on in accordance with
those ideas. But they have never taken the trouble
to see that every member of the organization
down to the newest filing clerk is thoroughly
saturated with them, hence they are indescribably
shocked at times to find that the house policy
not being lived up to. Moreover they do not
stop to think that the organization is judged by
its visible members with whom its customers come
into actual contact. Unparalleled altruism on the
part of an absent boss will never make up for a
rapacious representative who is right on the job.

The important phase of this entire
transaction, however, is not so much the
intention of the manufacturer, as the ex-
emplification which it affords of the power
of organization as a protection to the
interests of the members. No one can
blame the manufacturer if self-interest is
his chief consideration. It is, in fact,
because this is understood by the trade
that organization is necessary, and we are
pleased to again chronicle this new
instance of its efficacy. It must be kept
in mind, however, that fair treatment of
the trade by the manufacturer calls
for practical recognition in the form of
patronage, sufficient at least to com-
pensate him for any loss that he may
suffer through honorable adherence to
trade ethics.

Use of 24-Hour Dial
Spreading Rapidly in Europe

In this age of progress, when economiz-
ing in time and labor has become a fever,
the new idea of a 24-hour dial is worthy
of consideration. This new form of time
notation has already been officially
adopted by France, Belgium, Italy, Spain
and Portugal, and received its highest
endorsement at the beginning of the pre-
sent year when the French Minister of
Public Works enforced its adoption on the
railroads of France. Thus it is expected
the populace will become speedily con-
versant with the new idea, and its general
use will be the result. In our own country
men of prominence have exploited the
idea for which they claim many advan-
tages, chief of which is the elimination
of A. M. and P. M., and of the use of the
words morning and evening in connection
with the time, thus assuring not only a
saving of time and expense, but greater
accuracy in the transmission of messages.
The head of the weather bureau ventures
the opinion that the 24-hour plan would
obviate many errors and misinterpreta-
tions that now occur in the transmission
of messages from the bureau. This would
apply also to the stamping of letters, etc.
The French trade have taken up the

idea with characteristic enthusiasm. As
it calls for no change in the movement of
the watch or clock, Gallic ingenuity is
devoted to the evolution of the best form
of 24-hour dial. Placing the entire twenty
four numerals on the dial is, of course,
impracticable, as the crowding would
make the watch or clock face difficult to
read, and it is to the credit of the French
horologists, who are noted for their skill,
that this difficulty has been successfully
overcome.

R4 WALLACE
STERLING SILVER TOILET WARE
NO. 9000, A NEW THIN MODEL TOILET WARE PATTERN IN Si ERLING SILVER, 925/1000 Fine.

The graceful lines and delicate tracery of the wreaths and
sprays— brought out by finished die-work — make this a

design that will reflect the tastes of your most discrimi-
nating customers.

The list of articles made is very complete —
including a number of toilet and manicure
pieces and sets.

Stiff, heavy weight sterling silver is
used on all backs and handles.
Brushes contain imported Rus-
sian Boar Bristles. Mirrors,
Combs, and other accessories
are in keeping with the high
quality of the designs and
workmanship.

The beauty
of the 9000 pattern

is enhanced by a soft

Butler finish.

Write early for advance prices.

PRICES OF PIECES SHOWN:

Mirror . . . $16.00

Hair Brush . . 8.00

Comb . . . 2.00

Subject to usual discounts.

tit tI i &ft
NIZZWZMO

STERLING

NEW YORK.

R. WALLACE & SONS MFG. CO.
Box 140

WALLINGFORD, CONN.
CHICAGO SAN FRANCISCO LONDON
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LOCKETS THAT ARELEADERS

243 C.

241 D

243

241 J

242'A 242 E

We will stake our repulation on these goods.
They represent the finest of their kind on the market.
ORIGINAL DESIGNS, FINE FINISH and HARDNESS
of STOCK makes the price seem ridiculously low for the
goods offered.
That's the secret a LOCKET that far exceeds the price
asked.
You will make no mistake to ASK YOUR JOBBER FOR
AN INSPECTION. We make them ROMAN, OLD
ENGLISH, POLISHED, etc.
POSITIVELY GUARANTEED IN EVERY WAY.

R.

LOOK FOR OUR TRADE
IN LOCKET le 74

ItiR\C;C

MARK

Watch for our full-page announcement

in the next issue of THE KEYSTONE

R. B. Macdonald & Company
ATTLEBORO, MASS.
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Cloisonne Enamel
STERLING SILVER

E are now prepared to show the
classiest line of Enamel Goods,

far in advance of any on the market.
Wait for our salesman before buying
for the HOLIDAYS. If you will
write us we will endeavor to arrange
for one of our representatives to show
you our line.

M MIME M

BROOCHES

LOCKETS

BELT PINS

SCARF PINS

FRILL PINS

PICTURE FRAMES

LADIES' CHAINS
Enameled Links )

LAVALLIERES

PENDANTS

FOBS

AVIATION PINS

CUFF PINS

VEIL PINS

NOVELTIES

VEST CHAINS

THIMBLES

BON BON BOXES

HAT PINS

LINKS

CHILD'S MUGS
TIE CLASPS
BUCKLES
STUDS
NAPKIN RINGS
LAPEL CHAINS
ALMOND SETS
MESH BAGS6n sterl-
ing and German silver
with and without enam-
eled frames.
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and Other European Novelties
WE HAVE THE FINEST EXPANSION
BRACELET ON THE MARKET with delicate
colorings in enamel.
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TOWLE MANUFACTURING COMPANY
TRADE MARE

(COLONIAL SILVERSMITHS)

FACTORIES: NEWBURYPORT, MASSACHUSETTS

SALESROOMS (WHOLESALE ONLY):
CHICAGO, HEYWORTH BUILDING. NEW YORK CITY, SILVERSMITHS BUILDING. FILING

1959



1960

c Ac :w
fivizz the eart.HE gift that brings warmest happiness. 

Lot 1976—The gift that is worn with pride and joy. whole pearls; solid
2 rubies,2 genuineThe gift that adds to the dignity, attrac-tiveness and prosperous appearance of the vvearer 

gold. . •
is a handsome, solid gold ring set with gems.Give gem-set rings for Christmas, Birthday, Wed-
ding and 

Anniversary Presents. No other gift is
so welcome. These are the beautiful rings you see
on well-dressed men and women everywhere.VV-VV-VV rings are solid gold, set with emeralds,
turquoises rubies, pearls, garnets—all the different
stones. Your birth-stone in a beautiful mounting.W.W.W Rings Ggaertatinntgesed
When you buy a W-W-W ring you are insured

against loss of the stone. If it comes out and isstones except diamonds.

lost we replace the stone free. This applies to allW-W-W Rings Cott $2 and Up—Never Sold by Mail
A
5W Your jeweler has a large assortmen t of W-W-W rings on exhibt-

tion. Drop in there today and try on some of them--see what a differ- Lot 2990—

ence one makesin the lookof your handsond in yourstyle and appear-
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Fancy 3-stone

ance. Send for our handsome free book on rings—it is a treat to read. ring; solid gold:
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Sapphire center,

• . • • $4.00

Lot 1952—
Tiffany rin g i n
genuine garnet ora try birth 5505esolid gold. • $4.50

Lot 3320—
Genuine garnetand pearl, or anybirth-stone; solidgeld. • •
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RingsGuaranteed

This 200-line advertisement appears in the
following October magazines that have a
reading circulation of about forty million:

Ladies' World
Woman's World
Christian Herald
Modern Priscilla
Home Life
Housewife

Mother's Magazine
People's Home Journal
Holland's Magazine
Uncle Remus
People's Popular Monthly
Grit (Weekly Newspaper)
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exh of NV- W- W Rings.Send for our superb free book on rings.White, Wile & Warnerm.ker. of Solid Cold Gem.Set Rings
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Buffalo, N. Y• (22)
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This quarter-page

170-line advertise-

ment will appear in

the Saturday Even-

ing Post, October

12th. This repro-

duction is about one-

half the size of the

advertisement that

will appear.

The Saturday Even-

ing Posthas a reading

circulation of nearly

ten million.
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ALL THE LATEST PERIODICALS F(31:41/4tE

-

These
Advertisements
will be read by the
People You Live Amon
On the other page you will find two of a large series of advertise-
ments that are going to appear between now and Christmas in the
popular national magazines.

Consider this list of household magazines!

Millions of circulation! The cost is tremendous.

But every copy goes where it will make sales.

Please remember that with our big expenditure we could buy pages
magazines. But they would not sell rings for us nor for you.

With these great publications we talk to the people you sell to. That's what you
want. And that's why our advertising means so much to you.

All that is now necessary is for you to show W. W. W. GUARANTEED RINGS
let the people know that you have them. Display them in your window. Advertise
them in your newspapers. Suggest them as gifts for every occasion.

Note the advertisements:
See how they suggest rings for one's self.
See how they stimulate ring buying.
See how they suggest rings as gifts.

The jeweler who sells W. W. W. GUARANTEED RINGS and takes advantage of our
advertising cannot help but do a larger and more profitable ring business.

and pages in fancy

WHITE, WILE & WARNER
Makers of Rings in Which the Stones Do Stay

rt•LZ;"3-',7

New York Office, Silversmiths' Building, 15 Maiden Lane

BUFFALO, N. Y.
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AR PIINSFestoon Neck Charins
are the latest

We are showing a very exten-
sive line now to the Jobbers

Dfiamond Mountings
rooches
La Vallieres

racellets

TRADE MARK
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10 AND 14 KARAT SOLID GOLD
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7984

7833

T. U. FROTHENUFLAM & CO., North Attlleboro, Mass.

IL

TRADE MARK

Earrrin.,s
Scarf IPIns

ar Pins, Etc.
Your jobber will supply our line

Diamond " F" stands for

rothhvo ham
and FINE FINISH
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"WATERBURY"
New England Watches

HARRIS WH ENIORI: Receivers
Jon N ELTON

The New England Watch Company
Waterbury, Connecticut

MOROCCO. JEWEL CASESMOUNTED
Exclusive in Design

Finest Quality of Material

and Workmanship in

Every Detail

NEW YORK OFFICE, Silversmith Building
SAN FRANCISCO OFFICE, Jeweler's Building

Made in Eight Sizes

3 x 4" to 7 x 9"

All with Locks

Write Us For Prices

WARWICK STERLING COMPANY
PROVIDENCE :: :: RHODE ISLAND
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The

-William B. Durgin Co.
in offering their new pattern

" Essex"
predict that they have in this design
a worthy companion to " Fairfax"

Architectural in Design and Con-
struction they believe " Essex" in
both respects the best pattern ever
produced by the Durgin Co. .17 sv5

They also offer the

"Essex Tea Set
and full line of dinner ware match-
ing the flatware

Ready for delivery September 1st
Send for illustrated price lists

William B. Durgin Co.
Designers and Makers of

Wares in Sterling Silver
Concord, N. H.

NEW YORK
17 Maiden Lane

BOSTON
387 Washington Street

SAN FRANCISCO
40 Geary Street
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This illustrates a handsome black
velvet display pad, furnished with
Be!script Monogram Fobs.

<eir4-t oxer/a/mb
Made while customer waits

PATE—

THE BELSCRIPT SYSTEM
can be a big help to you during the Fall and Holiday season

Women folks will have
money to spend on pres-
ents for the men folks this
year. Prosperity is at hand.
But what can they buy for
their man's adornment?
Suggest a Belscript Mono-
gram Fob. It will appeal
to the woman and please
the man.
With the Belscript System
you can show your cus-
tomer any combination of
letters while they wait.
To secure full particulars
use the coupon below.

The Belscript
Company, Inc.BELSCRIPT COMPANY, Inc.

Please send descriptive matter
and sample on memo.

Name

Street

City and State
Monroe Building, Duane and Rose Ste.

NEW YORK

ILLUSTRATIONS ONE-HALF SIZE
8-Piece Manicure Set, in Green Safflan Box, lined with Green Moire. This set contains a pair
of Manicure Scissors, a large Buffer, a Medium Handle Corn Knife, a Medium Handle Cuticle
Knife, a 4-inch Flat Knife File, Silver trimmed, an all Silver Paste Box, an all Silver Powder
Box, an Orange Wood Stick with removable Sterling Band, and twelve Sand Paper Boards.

2636.—Favorite, Grey 2636.—Octagon, Grey
*2637.—Colonial, Polished

jr&B
mnnt mmir
REGISTERED

CI

We Make 2600 Sets
and Combinations

Before placing your Fall order for sets look over
our "Blue Book," Catalogue Q, recently issued
showing 10,000 articles in Sterling Silver Toilet and
and Manicure Goods, Novelties, etc., and Rolled
Gold Plated Jewelry.
Every piece of goods made by us is plainly

stamped with our trade mark, F. & B., an assurance
that we stand behind our guarantee.
The set shown here sells at a price to meet the

popular demand.

DROP US A CARD TODAY
WHILE THIS SET IS BEFORE YOU

THEODORE W. FOSTER & BRO. CO.
Manufacturing Jewelers and Silversmiths

100 Richmond Street Providence, R. I.
NEW YORK CHICAGO CANADA

13 Maiden Lane Heyworth Building Kingston, Ont.
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Campaign of Denunciation Against Bargain Sale Abuses

Department Stores Hoist by Their Own Petard—What the Perpetual Bargain
System Means to the Public and the Storekeeper

We referred on the editorial pages of our
last issue to the new campaign against the
perpetual bargain system now almost
universally used by department stores.
The Dry Goods Economist, the leading
organ of the department store interests,
publishes many opinions which reflect the
feeling of department store merchants and
which point to early reforms along this
line. Special line dealers will welcome the
change as their business suffers greatly
from the bargain schemes of the depart-
ment stores and the bargain fever thus
created among the public. Suggestive of
the opinions referred published in our
contemporary are the following:

"Any wide-awake retailer who has kept
his eyes open for the last few years has
realized how rapidly the retailers have
been rushing to their destruction; and I
do not think I exaggerate the outcome
when I term it the eventual destruction of
the distributing agent. My own experi-
ence and observation have proved to me
that th6 continuous and constant use of
bargain sales has not only brought about
the condition you mention, that is, that
the customer realizes that he has but to
wait to get what he wants at a reduced
price, but he has been led to believe that
the first, or original price is a fictitious
price. And the worst of it is that in this
surmise the customer is almost correct.
" Where the practice of using bargain

sales constantly is in vogue it is an abso-
lute necessity for the merchant to mark
his goods, originally, at an exorbitant
figure. This, in itself, works a grave
injustice to such trade as a merchant
most earnestly desires—the early pur-
chaser. Where carried on extensively, as,
for instance, in the ready-to-wear de-
partments, it has become necessary to
demand such an immense profit that the
bulk of the merchandise sold cannot be
purchased regularly, but must be acquired
from the manufacturer at a price that
does not permit of a profit to him, if it
does not entail a sacrifice of a part of his
cost.
" In some localities such practices de-

mand that in these departments a profit of
not less than 100 per cent be added to
the cost of goods, in order that future
reductions may be made and the garment
still bring a fair profit. Some merchants
have gone to such extremes that their
tactics seem to be the result of viciousness
more than anything else, for, surely,
sound business judgment could not dictate
a program such as they follow. I know of
one instance where a large department
store in a city of 100,000 announced in the
last week of November that every garment
in its ready-to-wear section was offered at

one-half of its original price. In this
particular locality the fall selling begins to
be brisk about October 1 to 15, so that
this merchant deemed his season over
after 6 or 7 weeks' brisk sales.
"I was enough interested in this in-

stance to determine the outcome of this
sale. This merchant in ten days sold the
bulk of his stock at half price, which left
his shelves and racks bare, and, to my
certain knowledge, his biggest competitor,
across the street, sold 1,800 garments at
regular prices from December 15 to
January 15, on which latter date he an-
nounced his clearance sale of fall goods. I
know that this competitor was purchasing
goods almost daily during these four
weeks, because he had to supply not alone
his trade, but the trade of the half-price
merchant as well. There are some cities
where the merchants have agreed among
themselves to have no such sales previous
to certain fixed dates, and if there be no
better way to eliminate such practices
then merchants in other cities would do
well to follow this example.
" I congratulate you upon tackling this

problem and hope to see your columns well
filled with editorial matter which will
bring home to the retailer the injury he
does himself by this illegitimate practice.
It seems that experience is not always a
good teacher, and that some merchants
have not yet learned that they injure not
alone themselves, but the entire trade, by a
policy thoroughly unsound. Perhaps,
through your columns, they may be
brought to give this thought, and no erring
merchant need think long before he will
see the error of his ways.

Another typical opinion published in our
contemporary is the following:

" Your article in the last issue, Threat-
ens Trade's Future,' hits the nail squarely
on the head. It voices a fact and a fault
that nine-tenths of the trade know, but
as long as one-tenth leads and several
tenths follow without protest, what are
the few remaining tenths to do? It is
demoralizing—has demoralized the trade—
to an extent that is simply appalling. And
the fake element that enters into it makes
it still worse.
"That the very early advertised cut

prices are more than half fake, I fully
believe. In initial offerings of some lines—
suits, for instance—some New York houses
claim to offer the goods at three-fourths or
two-thirds their value. Anywhere north
of New York City the months of May,
June and July are legitimate months for
the sale of thin cotton goods at a profit.
August 1, with two months of warm
weather ahead, is as soon as the trade
should expect cut prices on such mer-
chandise; and yet the month of June sees
all sorts of cutting prices. The public in
some sections are so used to this kind of

thing that almost before the season has
opened they come in and ask, When are
you going to reduce prices?' on many
lines.
" If this is to be the rule—and it seems to
be getting that way fast—the only pro-
tection for a merchant's profits will be
to mark first prices away up out of all due
regard to values, so that when he cuts he will
still have a legitimate profit. My knowl-
edge of merchandising in certain cities
leads me to conclude that just this thing
is being done. That the great mass of
the public are not judges of goods, but are
influenced largely by what they have
decided to invest in some garment or
fabrics, I think, is conceded. And it is
the taking advantage of this ignorance of
trade that enables so many merchants to
sell goods constantly at (apparently) no
profit and retire in a few years rich. Fool-
ing some of the people all the time and all
the people some of the time seems suf-
ficient; it is not needful to fool all of
them all the time.
"This trouble falls hardest on those

merchants who carry from $25,000 to
$50,000 stock. To hold their trade, they
must stock to such an extent in the begin-
ning of the season that the leeway for
future purchasing is small, their entire
output being not much beyond what they
must lay in at the beginning; so the chance
to take any advantage of later wholesale
offerings at a cut price, as the big stores
can do, is almost nil.
" If some of the big houses (who could

well afford it) would agree (and keep the
agreement) to hold first prices till certain
dates, I believe their example would be
gladly followed by the great majority of
reputable merchants. Will they ever do it?"

A Story with a Moral
There is rather a good story going the

round of the English trade papers just
now. A lady and her daughter called at a
well-known London store, and after having
given an immense amount of trouble in
the different departments finally blurted
out, "I am not buying today, I am only
teaching my daughter to shop." This
is said to be no isolated instance of prac-
tical instruction given to young ladies.
If retail traders are to be faced with a new
difficulty, such as the one instanced, and
the wiles of an expert shopper taught to
the inexperienced, so that they can get the
better of the assistant, it is quite time that
something was done to give expert training
to the assistant to keep on the right side of
the rising generation of shoppers. It is
evident from this incident that there is
an urgent and pressing need of expert
salesmanship, and no stone should be left
unturned to employ skilled assistants who
know how to handle such customers as
the lady who was out with the avowed
object of giving an hour's trouble in order
that her daughter might be enlightened
on shopping tactics.
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This illustrates a handsome black
velvet display pad, furnished with
Belscript Monogram Fobs.

ykiox or/,
Made while customer waits

THE BELSCRIPT SYSTEM
can be a big help to you during the Fall and Holiday season

Women folks will have
money to spend on pres-
ents for the men folks this
year. Prosperity is at hand.
But what can they buy for
their man's adornment?
Suggest a Belscript Mono-
gram Fob. It will appeal
to the woman and please
the man.
With the Belscript System
you can show your cus-
tomer any combination of
letters while they wait.
To secure full particulars
use the coupon below.

BELSCRIPT COMPANY, Inc.
Please send descriptive matter

and sample on memo.

Name

Street _

City and State

The Belscript
Company, Inc.

Monroe Building, Duane and Rose Ste.

NEW YORK

 II 

ILLUSTRATIONS ONE-HALF SIZE
8-Piece Manicure Set, in Green Saflian Box, lined with Green Moire. This set contains a pair
of Manicure Scissors, a large Buffer, a Medium Handle Corn Knife, a Medium Handle Cuticle
Knife, a 4-inch Flat Knife File, Silver trimmed, an all Silver Paste Box, an all Silver Powder
Box, an Orange Wood Stick with removable Sterling Band, and twelve Sand Paper Boards.

2635.—Favorite, Grey 2636.—Octagon, Grey
*2637.—Colonial, Polished

F&B
rsnnt YAW

REGISTERED

We Make 2600 Sets
and Combinations

Before placing your Fall order for sets look over
our "Blue Book," Catalogue Q, recently issued
showing 10,000 articles in Sterling Silver Toilet and
and Manicure Goods, Novelties, etc., and Rolled
Gold Plated Jewelry.
Every piece of goods made by us is plainly

stamped with our trade mark, F. & B., an assurance
that we stand behind our guarantee.
The set shown here sells at a price to meet the

popular demand.

DROP US A CARD TODAY
WHILE THIS SET IS BEFORE YOU

THEODORE W. FOSTER & BRO. CO.
Manufacturing Jewelers and Silversmiths

100 Richmond Street Providence, R. I.
NEW YORK CHICAGO CANADA

13 Maiden Lane Heyworth Building Kingston, Ont.
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Campaign of Denunciation Against Bargain Sale Abuses

Department Stores Hoist by Their Own Petard—What the Perpetual Bargain
System Means to the Public and the Storekeeper

We referred on the editorial pages of our
last issue to the new campaign against the
perpetual bargain system now almost
universally used by department stores.
The Dry Goods Economist, the leading
organ of the department store interests,
publishes many opinions which reflect the
feeling of department store merchants and
which point to early reforms along this
line. Special line dealers will welcome the
change as their business suffers greatly
from the bargain schemes of the depart-
ment stores and the bargain fever thus
created among the public. Suggestive of
the opinions referred published in our
contemporary are the following:

" Any wide-awake retailer who has kept
his eyes open for the last few years has
realized how rapidly the retailers have
been rushing to their destruction; and I
do not think I exaggerate the outcome
when I term it the eventual destruction of
the distributing agent. My own experi-
ence and observation have proved to me
that the continuous and constant use of
bargain sales has not only brought about
the condition you mention, that is, that
the customer realizes that he has but to
wait to get what he wants at a reduced
price, but he has been led to believe that
the first, or original price is a fictitious
price. And the worst of it is that in this
surmise the customer is almost correct.
"Where the practice of using bargain

sales constantly is in vogue it is an abso-
lute necessity for the merchant to mark
his goods, originally, at an exorbitant
figure. This, in itself, works a grave
injustice to such trade as a merchant
most earnestly desires--the early pur-
chaser. Where carried on extensively, as,
for instance, in the ready-to-wear de-
partments, it has become necessary to
demand such an immense profit that the
bulk of the merchandise sold cannot be
purchased regularly, but must be acquired
from the manufacturer at a price that
does not permit of a profit to him, if it
does not entail a sacrifice of a part of his
cost.
" In some localities such practices de-

mand that in these departments a profit of
not less than 100 per cent be added to
the cost of goods, in order that future
reductions may be made and the garment
still bring a fair profit. Some merchants
have gone to such extremes that their
tactics seem to be the result of viciousness
more than anything else, for, surely,
sound business judgment could not dictate
a program such as they follow. I know of
one instance where a large department
store in a city of 100,000 announced in the
last week of November that every garment
in its ready-to-wear section was offered at

one-half of its original price. In this
particular locality the fall selling begins to
be brisk about October 1 to 15, so that
this merchant deemed his season over
after 6 or 7 weeks' brisk sales.
" I was enough interested in this in-

stance to determine the outcome of this
sale. This merchant in ten days sold the
bulk of his stock at half price, which left
his shelves and racks bare, and, to my
certain knowledge, his biggest competitor,
across the street, sold 1,800 garments at
regular prices from December 15 to
January 15, on which latter date he an-
nounced his clearance sale of fall goods. I
know that this competitor was purchasing
goods almost daily during these four
weeks, because he had to supply not alone
his trade, but the trade of the half-price
merchant as well. There are some cities
where the merchants have agreed among
themselves to have no such sales previous
to certain fixed dates, and if there be no
better way to eliminate such practices
then merchants in other cities would do
well to follow this example.
"I congratulate you upon tackling this

problem and hope to see your columns well
filled with editorial matter which will
bring home to the retailer the injury he
does himself by this illegitimate practice.
It seems that experience is not always a
good teacher, and that some merchants
have not yet learned that they injure not
alone themselves, but the entire trade, by a
policy thoroughly unsound. Perhaps,
through your columns, they may be
brought to give this thought, and no erring
merchant need think long before he will
see the error of his ways.

Another typical opinion published in our
contemporary is the following:

" Your article in the last issue, Threat-
ens Trade's Future,' hits the nail squarely
on the head. It voices a fact and a fault
that nine-tenths of the trade know, but
as long as one-tenth leads and several
tenths follow without protest, what are
the few remaining tenths to do? It is
demoralizing—has demoralized the trade—
to an extent that is simply appalling. And
the fake element that enters into it makes
it still worse.
"That the very early advertised cut

prices are more than half fake, I fully
believe. In initial offerings of some lines—
suits, for instance—some New York houses
claim to offer the goods at three-fourths or
two-thirds their value. Anywhere north
of New York City the months of May,
June and July are legitimate months for
the sale of thin cotton goods at a profit.
August 1, with two months of warm
weather ahead, is as soon as the trade
should expect cut prices on such mer-
chandise; and yet the month of June sees
all sorts of cutting prices. The public in
some sections are so used to this kind of

thing that almost before the season has
opened they come in and ask, When are
you going to reduce prices?' on many
lines.
" If this is to be the rule—and it seems to
be getting that way fast—the only pro-
tection for a merchant's profits will be
to mark first prices away up out of all due
regard to values, so that when he cuts he will
still have a legitimate profit. My knowl-
edge of merchandising in certain cities
leads me to conclude that just this thing
is being done. That the great mass of
the public are not judges of goods, but are
influenced largely by what they have
decided to invest in some garment or
fabrics, I think, is conceded. And it is
the taking advantage of this ignorance of
trade that enables so many merchants to
sell goods constantly at (apparently) no
profit and retire in a few years rich. Fool-
ing some of the people all the time and all
the people some of the time seems suf-
ficient; it is not needful to fool all of
them all the time.
"This trouble falls hardest on those

merchants who carry from $25,000 to
$50,000 stock. To hold their trade, they
must stock to such an extent in the begin-
ning of the season that the leeway for
future purchasing is small, their entire
output being not much beyond what they
must lay in at the beginning; so the chance
to take any advantage of later wholesale
offerings at a cut price, as the big stores
can do, is almost nil.
"If some of the big houses (who could

well afford it) would agree (and keep the
agreement) to hold first prices till certain
dates, I believe their example would be
gladly followed by the great majority of
reputable merchants. Will they ever do it?"

A Story with a Moral
There is rather a good story going the

round of the English trade papers just
now. A lady and her daughter called at a
well-known London store, and after having
given an immense amount of trouble in
the different departments finally blurted
out, "I am not buying today, I am only
teaching my daughter to shop." This
is said to be no isolated instance of prac-
tical instruction given to young ladies.
If retail traders are to be faced with a new
difficulty, such as the one instanced, and
the wiles of an expert shopper taught to
the inexperienced, so that they can get the
better of the assistant, it is quite time that
something was done to give expert training
to the assistant to keep on the right side of
the rising generation of shoppers. It is
evident from this incident that there is
an urgent and pressing need of expert
salesmanship, and no stone should be left
unturned to employ skilled assistants who
know how to handle such customers as
the lady who was out with the avowed
object of giving an hour's trouble in order
that her daughter might be enlightened
on shopping tactics.
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DIAMONDS
WE can furnish any size or grade of Diamonds and are always

ready to send you liberal assortments to choose from. You
can depend upon any statement we make concerning a stone.
Sixty years of fair dealing is your guarantee against misrepre-
sentation.

MOUNTED PIECES
Primarily quality and design, then price—that is our rule in making mounted
pieces. It means distinctive goods that you can sell on their merits and
guarantee with confidence.

HAYDEN W. WHEELER & CO., Inc.
Manufacturers and Importers

2 Maiden Lane, New York
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The value of jewelry
was never more forcibly
demonstrated than when
Queen Isabella utilized her
jewels as a means of obtaining
funds to enable Columbus to
discover America, and mci-
dentally the greatest jewelry
purchasing market in theworld.

Jewelry of merit always has an intrinsic as well
as artistic value, and the coming Fall, with the 0
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excellent prospects for business, jewelers generally will
have a very large demand for goods of this character; articles on
which they can rely and which they can unqualifiedly recommend to their
trade. Every responsible jeweler wishes goods which will enhance his repu-
tation as a merchant and increase his income. This class of goods is sold
under the 'Rose" Trade Mark and can be obtained from

HENRY FREUND ei BRO.
"SELLERS OF SELLERS" 71 Nassau Street, New York FRATERNAL 
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Our Trade Mark "The Rose"
and is equal to a

stands for excellence and quality
Government stamp
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NEW YORK LETTER

NEW YORK OFFICE OF THE KEYSTONE,

ROOM I 102 JEWELERS' BUILDING, 9-1 1-13 MAIDEN LAM',

NEW YORK, September 27.

Out of the varied reports gleaned during Sep-
tember from varied sources in the jewelry industry
one fact stands out prominently and indisputably,
confidence has once again been established. As
one old time jewelry salesman, recently returned
to the Maiden Lane district from an extended trip
to the far west, puts its, "It looks as if the good
old times are with us once again." The books of
the retailer, the wholesaler or the manufacturer
may have nothing to show for it, but it is only a
rank pessimist who would deny today that the
jewelry business is good. Business is good and
the books are going to prove it. Orders coming
in from the travelers in every section of the coun-
try prove it and the best proof of all is the fact that
many factories are four and five weeks behind in
shipping the goods.

It appears as though no one line is slighted.
Dealers in silverware, solid gold and plated jew-
elry, and diamonds,—especially diamonds,—are
almost without exception of the opinion that this
will be the best season the jewelry trade has
experienced in years.

Indicative of the manner in which most of the
leaders in the trade are talking, it is only necessary
to quote Henry Freund, of Henry Freund & Bro.,
who recently returned to New York after a twelve
weeks' trip to most of the important points in
the middle and far west.
"I have never known better prospects for the

jeweler," he said, "in all the time I have traveled
through the west and that is a number of years.
The crops are splendid and in my opinion sufficient
to overcome any depression that is usually ex-
pected in a presidential election year."
So much well-founded optimism in the jewelry

trade is not to be wondered at when one considers
the activity at present enjoyed by other lines.

Bradstreet's says: "All in all, business, despite
this or that irregularity, is certainly in excess of all
but the best of previous years, and the fact that
there is no disposition to rush things indicates
healthy conservatism that tends to make the ab-
sence of speculation conspicuous, and this situation
augurs well for a steady trade rather than fitful
outbursts of activity."
The Financial Chronicle says: "There is grow-

ing evidence that consumption in many industries
is overtaking production. Premiums are being
paid for prompt delivery of iron and steel. Gen-
eral business is increasing. For some time now
the weekly bank exchanges have shown increases,
not only over those of last year, but over those of
1910. In some trades labor is scarce. The
August foreign trade was unusually large. Money
is firm. Gold has been imported for the first time
in two years. Disbursements for industrial divi-
dends and interest in October are expected to show
a large increase. The feeling is becoming increas-
ingly confident in the mercantile community of
the United States."
Lee Reichman, of Reichman Brothers, diamond

importers, 170 Broadway, was among the pas-
sengers on board the Kaiser Wilhelm II., which
sailed for Europe on September 24.

Jewelry design and its practical application are
among the courses for the students this year at the
New York Evening High School for Men, Fifty-
ninth street and Tenth avenue.
A meeting of the executive committee of the

National Wholesale Jewelers' Association was held
at the rooms of the 24-Karat Club on September
17. Among the matters given consideration was
the advisability of appointing a field secretary.
A special committee was appointed to consider and
report on the matter.
L. M. Simons, representing Mandalia & Haw-

kins, left New York about a week ago for a five
weeks' trip through the middle west.
Ketcham & McDougall have had printed a hand-

some circular illustrating some of their thimbles
of new and beautiful pattern. This well-known
firm have been manufacturing thimbles for more
than eighty years. Its goods are famous through-
out the country because of the excellence of their
finish and the distinctiveness of their design. The
circular will be sent to any of the trade requesting
it.

Another huge office building, the largest in the
world, will soon loom up and cast its shadow over
the Maiden lane jewelry district. It will be
erected on the site of the Equitable Life Assurance
Society at 120 Broadway and is expected to cost
about $29,000,000. It is to be thirty-six stories
high, and the Equitable Life Assurance Society is to
occupy four floors. Work on the new building
probably will be started next December, and it is
planned to have it completed by May 1, 1914. It
will be as large as the Woolworth, the American
Express, and the Municipal Buildings put to-
gether.

Isaac Scheklaper, who arrived here on Sep-
tember 23 from Europe, on the Nieuw Amsterdam,
was held on $500 bail by United States Commis-
sioner Carpenter on the charge of failing to de-
clare jewelry valued at $1,000, consisting of fifteen
rings, one pair of earrings and a stickpin, all set
with diamonds. Scheklaper is said to be an
English jeweler.

Judge Mayer has dismissed the petition filed
on August 8 against John Klipper, dealer in dia-
monds and jewelry, 80 Maiden lane, on a settle-
ment at twenty cents on the dollar.
Among the jewelry buyers recently seen in

New York were: A. Binswanger, Siegel, Cooper
& Co., Chicago, Ill.; Mrs. L. B. Walter, Gimbel
Brothers, Philadelphia, Pa.; Miss K. L. Sullivan
E. W. Edwards & Son, Syracuse, N. Y.; R. A.
Steiger, A. Steiger Company, Springfield, Mass.;
Miss E. T. Burbank, Harris & Mowry Company,
Woonsocket, R. I.; E. H. Dufour, Marshall, Field
& Co., Chicago, Ill.; B. Hillman and Mrs. Miller,
"Hillman's," Chicago, Ill.; A. H. Schrashun, J. L.
Hudson Company, Detroit, Mich.; Mrs. J. C.
Nourse, Woodward & Lothrop, Washington, D.
C.; A. Rosenthal, M. Goldenberg, Washington, D.
C.; Mr. Auer, J. V. Farwell Company, Chicago,
Ill.; Miss B. Strohl, Hess Brothers, Allentown, Pa.;
Edward Solomon, J. F. Saskatoon, Sask, Can.;
C. L. Ruth, C. L. Ruth & Son, Montgomery, Ala.;
W. J. Burden, Wilson, N. C.; C. M. Wallace,
Huntington, W. Va.; F. Saunders, Saunders &
Son, Alexandria, Va.; G. E. Feagans, Feagans &
Co., Los Angeles, Cal.; F. Dreisell, Norfolk, Va.;
Mr. Todd, Reid & Todd, Bridgeport, Conn.;
A. J. Frankenstein, Loveman, Joseph & Loeb,
Birmingham, Ala.; E. C. Meachum, Sibley, Lind-
say & Curr Company, Rochester, N. Y.; Miss B.
Campbell, G. M. McKelvey & Co., Youngs-
town, Ohio; and E. P. Albright, Scruggs, Van-
dervoort & Barney, St. Louis, Mo.

Larter & 'Sons, 21 and 23 Maiden Lane, have
issued the 1913 edition of the now famous "Larter
Gold Book," showing in handsomely executed
half-tone illustrations their new line of signet rings,
stone set rings, oriental and American pearl rings,
diamond ring mountings, Larter shirt studs, vest
buttons, link buttons, stiff bar buttons, lockets,
tie clasps, shirt sets, etc. The numerous styles
shown fill thirty-six pages. A copy of this cata-
logue, together with a price list which is issued
separately, should be in the hands of every
jeweler at this time. Needless to add the patterns
are original, the quality unquestioned, and
every article is guaranteed to give perfect satis-
faction to both dealer and consumer.
The Fishel Nessler Company, 184 Fifth avenue,

have issued a new catalogue of their product of
fine shoe ornaments, including buckles and pins
with brilliant white stones; heavy gold, silver and
gun metal plated buckles; shoe pins, heavily
plated and enameled in black, white or tan;
sterling silver buckles, chased or plain; and buckles
of original design in gold, silver, and oxidized, etc
The catalogue has sixteen pages on which are
shown a large and select line of these goods in
numerous designs.

The following announcement is made by the
Merchants' Association of New York in its weekly
Bulletin, "Greater New York," for September 16,
1912:

Much of the trouble and delay experienced by
shippers in the matter of claims for freight over-
charges and in the securing of prompt adjustment
of claims for loss or damage, is attributable to
negligence on the part of the receivers (consignees)
of freight, who frequently are not interested in
the overcharge or loss or damage, charging the
same back to the shipper.

With the purpose of securing co-operation and
improved methods on the part of receivers of
freight, we would urge them to weigh their freight
and check the rates applied, so as to insure the
proper charge and thereby avoid an overcharge.
The receiver of freight should likewise require the
proper notation to be made on the freight bill by
the delivering agent in the case of loss or damage
apparent at time of delivery, and in the case of
concealed loss or damage he should make an
immediate report to the delivering agent.
The Interstate Commerce Commission has noti-

fied The Merchants' Association of New York
that the Express Case Argument has been set down
for October 9 to 12, inclusive, in Washington.
At that time the express companies will be required
to show cause why the rates fixed by the commis-
sion should not be adopted by them.
The commission is to be commended on the

results obtained, yet The Merchants' Association
is of the opinion, based on the data presented,
that the rates in some cases are still too high,
particularly for short distances.
The express companies have realized for some

time that express rates were due for a "fall" on
account of "top-heaviness," and this association
is reliably informed that not so very long ago an
$8 rate was practically agreed to from New York
to San Francisco, but was never established as the
participating carriers could not agree on divisions
of the rate.
The express companies are now required to

attach to each shipment a label at the time it is
received, showing whether or not the charges are
prepaid; if prepaid, a yellow label is attached, if
"collect," the label is to be white. These labels
show the point of origin and certain other informa-
tion for the guidance of the express companies, and
are to be attached by employes of the express
companies.

Albert Cluthe, representing F. J. Boesse Com-
pany, 68 Nassau street, returned recently from
a long southern trip and reports excellent business.
Mr. Cluthe will be in town about three weeks when
he will again leave for the south.
George Rover, representing John T. Mauran &

Co., left recently for a long southern trip and is
not expected to return until December 10.

Charles Stanley, representing the 0. M. Draper
Company, North Attleboro, recently returned from
a trip through the middle west and Canada.

" Bob " Squire, representing E. I. Franklin & Co.,
returned recently from a trip through the south
after calling on the jobbing trade and reports
excellent sales.
Among the travelers in town after trips through

the south are: R. H. Clampitt, of H. D. Merritt
& Co., North Attleboro; E. S. Viall of Riley &
French, North Attleboro; George Semple of W.
& S. Blackinton Company, North Attleboro; C.
Everett Ware of T. G. Frothingham & Co., North
Attleboro, and Harry Booth of Sturtevant &
Whiting, North Attleboro.
A remarkable operation was performed on

September 19 at the Brooklyn Lutheran Hospital
by Dr. John Kepke, of 488 Nostrand avenue, who,
by use of a surgical instrument known as the
bronchoscope, removed an ornamental pearl and
gold pin an inch and a half long from the lower
part of the right lung of Miss Olga Martin, the
18-year-old daughter of Emil Martin, a wealthy
foundryman of 469 Crescent avenue. The pin
had been imbedded in the lung tissue for more
than two years, but had never caused the young
woman any pain until recently.
Of much importance to the numerous expositions

held in this city is the bill passed during the last
session of Congress, which provides that foreign
exhibitors in expositions held in the New Grand

(Continued on page 1972)
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The jewelry situation in Chicago and the west
continues to be very favorable. There has not
been a rush of business, though in all quarters
an increase is shown over the corresponding period
of last year. The most conspicuous indication is
the fact that a restoration of confidence permeates
the entire trade and has brought with it a feeling
of optimism and business reassurance such as the
trade has not experienced for many years.
The re-establishment of business confidence is

at best a slow process. It finally reaches the
jewelry trade by a devious and tortuous route
beset with many doubts and misgivings. Its
rehabilitation is therefore an occasion for unusual
rejoicing and commercial enthusiasm, the keynote
of which is, planning ahead.

Jewelry jobbers of Chicago and the west have
arrived at this point and today it is the preparation
for a lively Fall and Holiday business that is keep-
ing them on the jump. Right now it would be a
difficult matter to find a jobber in this section of
the country who did not have absolute faith in
the immediate future. At the present time there
are an unusually large number of western whole-sale buyers in eastern markets. That the presentglowing outlook was as much a foregone conclusionsix weeks ago as it is at the present time is veryevident. Jobbers simply thought it better to waitfor the reassurance which time brings. It wasplainly noticeable that there was no dispositionon the part of the large jewelry interests to rushthings. This indicates a healthy conservatismthat tends to make the absence of speculationconspicuous, a situation which augers well for asteady trade rather than fitful outbursts ofactivity.
Retailers throughout the west have started to

visit the local market in goodly numbers and their
purchases have demonstrated a healthy confidencein their fall and holiday outlook. Without excep-tion they have all spoken in a very satisfactorytone concerning prospects. If these out-of-townjewelers have stated the conditions correctly, andthere is no reason to doubt them, the jewelry tradein the central west is going to set a new record thisyear for Fall and Holiday activities. Generallyspeaking, September is not a month for out-of-town buyers to visit this market being somewhatearly. The fact that so many of them have beenhere this month is an excellent indication of thegeneral feeling among the retail trade of this sec-tion.
While the manufacturers' agents located inChicago have not been very rushed, the activitiesamong the jobbers has had a most notable effecton them. Re-orders are beginning to come in andmost of them are preparing for a rush. Some thereare who have enthused so much over the outlookthat they are fearful of handling the rush orders.
Diamonds are showing increasing activities.The demand must be considered unusual in theface of the increasing prices. Good goods atfair prices are very scarce. By fair we do not meancheap in any sense of the word. The better gradesof diamonds are bringing top-notch price in theface of an advancing market and a shortage ofstock. In many respects it is remarkable how thecalls for diamonds have kept up as they have underthese conditions, and also in view of the fact thatduring the month of July diamond importationsexceeded by over a million dollars those of anyprevious month in the history of the customofficials.
Watches are also showing satisfactory activities.The manufacturers have all they can take care of atthe present time. In many quarters jobbers arecomplaining of a shortage of goods. Interviewsamong the out-of-town retailers discloses the fact

that the watch business shows much improvementboth in the amount of watches sold and in thegrades. Generally speaking, watch stocks arevery low. This can be very easily accounted forby reason of the fact that for some time past thewatch business has experienced a let-up and al-though it began to improve this Spring, retailershave been very slow to grasp the opportunity andtoo reluctant to replenish their stock. Railroademployes are a great factor in creating a demandfor watches and with the unusual prosperity whichthe railroads are now enjoying there is every chancethat the watch business will strike its old gait.
General conditions outside of the jewelry busi-

ness are equally as promising, if not more so. Inone of its regular issues of the past month, theChicago Tribune, by far the largest paper in thewest, announced that in the current issue it wasprinting more help wanted classified advertise-ments than it had ever printed in any one issuebefore. This very strikingly illustrates the condi-tion of the labor market and demonstrates beyonddoubt the promising conditions in the industrialworld. The crop report of the government issuedthe early part of the month showed clearly thatprevious reports failed to grasp in its entiretythe full import of the bumper crop in store for thisyear. The presidential election can scarcely beconsidered a factor in the analysis of business condi-tions. In the west one hears very little of it. Ithas simmered itself down to a question of presiden-tial personalities. Political principles and plat-forms have been overshadowed. It would seemas though the business world was too much en-grossed in working out its own salvation to payany attention to a mere incident such as a presi-dential election.
Five thousand dollars' worth of silverware, theproperty of Spiegel, May, Stern & Co., a mailorder house, was stolen recently from the Chicago,Louisville & Indianapolis Railway depot, atFederal Court and Taylor street. It was takenfrom an express wagon loading at the depot plat-form. The driver had left his wagon and gone intothe freight house to get his bills. When he re-turned a few moments later the wagon with its loadof silverware had disappeared. He was unable tofind anyone who had seen the wagon driven away.
Hugo Thelan, assistant to S. E. Dickson, Chi-cago and western representative of the John T.Mauran Manufacturing Company, reported to thepolice at Kalamazoo, Michigan, that while in thatcity a pickpocket relieved him of three checks, theaggregate value of which was $200. The police ofthat city succeeded in arresting the pickpocketon another charge, but before Mr. Thelan couldprefer charges against him the police had releasedhim. One of the checks amounting to $50 wascashed.
C. E. Roy, who was formerly in business atMuskogee, Oklahoma, was in the city recentlyon business. Mr. Roy is well-known to thetrade in Chicago, having made his headquar-ters here for some time. He has associated him-self with the firm of Aller-Wilmes Jewelry Corn-pany, of St. Louis, having purchased the interestof Mr. Wilmes whose death occurred recently.
Robert Ernst, a well-known retail jewler ofVicksburg, Miss., was in the city the middle of themonth on business and pleasure combined. Hewas on his return home from an extended tripthrough the far northwest.
Leo Ludwig, of the Edwards-Ludwig-Fuller

Jewelry Company, of Kansas City, was in Chicagothe middle of the month on business and pleasure.He was on his way east on his annual buying trip.Mrs. Ludwig accompanied him.
D. H. Keene, of Fort Worth, Texas, was one ofthe out-of-town buyers on the local market this

month. He was accompanied by Mrs. Keene.
Otto C. Hanisch, of the George H. Fuller SonsCompany, returned the middle of the month froman extended Pacific Coast trip.
Harry W. Hahn, president of H. F. Hahn & Co.,made an automobile trip to Cleveland the middleof the past month.
J. F. Stone, a well-known retail jeweler of Lin-coln, Neb., was on the local market last week doing
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his Fall and Holiday buying. He was accompaniedby his son.
Otto P. Waddell, of Elgin, Ill., has opened ajewelry store at Clinton, Iowa, and was on thelocal market the middle of the month purchasinghis opening bill.
P. Jacobi, a well-known retail jeweler of Kalis-pel, Mont., was in Chicago for a week during thepast month doing his Fall buying. During hisstay in the city he was the guest of Mr. Weadley,of the firm of Slade, Tenney & Weadley. Beforereturning home he made a trip to eastern markets.
Charles Skogg, for several years a watchmakerfor the firm of H. F. Hahn & Co., has opened a re-tail store at Berwyn, Ill.
L. W. Tricou, buyer for Shreve & Co., SanFrancisco, was in Chicago for several days duringthe past month making his Fall purchases. Healso made an extended eastern trip.
William Alister, of Norris, Alister & Co., is en-joying a two weeks' vacation at Oconomowoc,Wis.
John A. Petta, jeweler and watchmaker, who forseveral years had been located at 1034 Wellsstreet, has moved to 1535 Clybourn avenue.
The Timley Jewelry Company, is the name of anew Illinois corporation with an authorized capitalof $10,000. The incorporators are Arthur Donlin,G. H. Timley and George W. Fabor, all of Chicago.
Fred G. Thearle, of C. H. Knights-ThearleCompany, spent a week in New York and othereastern points during the past month.
The new store of the Bauman Jewelry Companyat Monroe and State streets was opened September16. The new fixtures are most elegant in every de-tail and the store is one of the most handsomelyappointed on State street. During the opening,Emil Schmidt, manager of the store, received thehearty congratulations of his many friends in thetrade on the beautiful appearance of the store.Henry G. Pfordresher, who for several years pasthas represented jewelry manufacturers in thecentral west, is in charge of the watch department,and Charles F. Marshall, who was formerly withE. V. Roddin & Co., of this city and more recentlywith Mermod, Jaccard & King of St. Louis isin charge of the jewelry department. EmilSchmidt, manager of the store will have chargeof the diamond department.
Jesse E. McCort, who is temporarily takingcharge of the Chicago office of the Star WatchCompany, pending the appointment of a suc-cessor to Thomas Kennedy, who resigned, made ashort trip through the central west territory themiddle of the month.
George H. Edwards, president of the NationalWholesale Jewelers' Association, and a member ofthe firm of Edwards-Ludwig-Fuller Jewelry Com-pany, was in Chicago several days the middle ofthe month while on his way to eastern markets.Mr. Cole, of Lakeland, Fla., and a member ofthe firm of Cole & Hull, which operates a numberof jewelry stores throughout the south and centralwest, was in Chicago on his annual buying tripthe latter part of the month.
John F. Daynes, of the Daynes Jewelry Corn-pany, of Salt Lake City, Utah, was among theout-of-town buyers on the Chicago market duringthe past month.
John A. Cunningham, who at one time repre-sented various jewelry manufacturers in Chicagoand the west, but who has given up the jewelrybusiness, was in Chicago the middle of the monthcalling on his old friends in the trade. He is nowconnected with the firm of Weaver & Co., inc.,paint manufacturers of Providence, as secretary.The Central Trust Company, has been ap-pointed receivers for the business of Max Bien, aretail jeweler at Thirty-first street and Michiganavenue. His liabilities are given as $4,200 andhis assets considerably less.
George E. Feagans a prominent retail jewelerof Los Angeles, Cal., was in the city the middle ofthe month on his way east for his annual buyingtrip.
H. C. Stern, a retail jeweler at 229 East GarfieldBoulevard, has opened a branch store at 469 EastSixty-first street.
The many friends in the trade of F. N. Wood,Chicago, manager of the National Jewelers' Boardof Trade, will extend to him their heartfelt sympa-thies upon the death of his father which occurredrecently at Phoenicia, N. Y. Mr. Wood wenteast to attend the funeral.

The Old Colony is the highest achievement attained in
silver plated ware. The design possesses individuality
without sacrifice of simplicity or purity of outline. The
pierced handle deserves especial attention. Appropri-
ate for any time and place, it is pre-eminently fitted
for Colonial and Old English dining rooms. Like all

"Silver Plate that Wears"
it is made in the heaviest grade of silver plate, and is backed by
the largest makers in the world with an unqualified guarantee
made possible by the actual test of 65 years.

Sold by all leading dealers. Send for illustrated catalogue "T-P."
INTERNATIONAL SILVER COMPANY, MERIDEN, CONN.

Successor to Meriden Britannia Co.
New York Chicago San Francisco Hamilton, Canada

This advertisement (enlarged) will occupy the back cover of the Saturday Evening Post, October 5, 1912. It will

help to increase the business of every 1847 ROGERS BROS. dealer. This is but one of a series of

advertisements in colors to appear on the back cover of leading publications. (aye!)
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CHICAGO LETTER

WESTERN BUREAU OF TILE KEYSTONE,
Room 1201 HEYWORTH BUILDING,

CHICAGO, September 27.

The jewelry situation in Chicago and the west
continues to be very favorable. There has not
been a rush of business, though in all quarters
an increase is shown over the corresponding period
of last year. The most conspicuous indication is
the fact that a restoration of confidence permeates
the entire trade and has brought with it a feeling
of optimism and business reassurance such as the
trade has not experienced for many years.
The re-establishment of business confidence is

at best a slow process. It finally reaches the
jewelry trade by a devious and tortuous route
beset with many doubts and misgivings. Its
rehabilitation is therefore an occasion for unusual
rejoicing and commercial enthusiasm, the keynote
of which is, planning ahead.

Jewelry jobbers of Chicago and the west have
arrived at this point and today it is the preparation
for a lively Fall and Holiday business that is keep-
ing them on the jump. Right now it would be a
difficult matter to find a jobber in this section of
the country who did not have absolute faith in
the immediate future. At the present time there
are an unusually large number of western whole-
sale buyers in eastern markets. That the present
glowing outlook was as much a foregone conclusion
six weeks ago as it is at the present time is very
evident. Jobbers simply thought it better to wait
for the reassurance which time brings. It was
plainly noticeable that there was no disposition
on the part of the large jewelry interests to rush
things. This indicates a healthy conservatism
that tends to make the absence of speculation
conspicuous, a situation which augers well for a
steady trade rather than fitful outbursts of
activity.

Retailers throughout the west have started to
visit the local market in goodly numbers and their
purchases have demonstrated a healthy confidence
in their fall and holiday outlook. Without excep-
tion they have all spoken in a very satisfactory
tone concerning prospects. If these out-of-town
jewelers have stated the conditions correctly, and
there is no reason to doubt them, the jewelry trade
in the central west is going to set a new record this
year for Fall and Holiday activities. Generally
speaking, September is not a month for out-of-
town buyers to visit this market being somewhat
early. The fact that so many of them have been
here this month is an excellent indication of the
general feeling among the retail trade of this sec-
tion.

While the manufacturers' agents located in
Chicago have not been very rushed, the activities
among the jobbers has had a most notable effect
on them. Re-orders are beginning to come in and
most of them are preparing for a rush. Some there
are who have enthused so much over the outlook
that they are fearful of handling the rush orders.
Diamonds are showing increasing activities.

The demand must be considered unusual in the
face of the increasing prices. Good goods at
fair prices are very scarce. By fair we do not mean
cheap in any sense of the word. The better grades
of diamonds are bringing top-notch price in the
face of an advancing market and a shortage of
stock. In many respects it is remarkable how the
calls for diamonds have kept up as they have under
these conditions, and also in view of the fact that
during the month of July diamond importations
exceeded by over a million dollars those of any
previous month in the history of the custom
officials.
Watches are also showing satisfactory activities.

The manufacturers have all they can take care of at
the present time. In many quarters jobbers are
complaining of a shortage of goods. Interviews
among the out-of-town retailers discloses the fact

that the watch business shows much improvement
both in the amount of watches sold and in the
grades. Generally speaking, watch stocks are
very low. This can be very easily accounted for
by reason of the fact that for some time past the
watch business has experienced a let-up and al-
though it began to improve this Spring, retailers
have been very slow to grasp the opportunity and
too reluctant to replenish their stock. Railroad
employes are a great factor in creating a demand
for watches and with the unusual prosperity which
the railroads are now enjoying there is every chance
that the watch business will strike its old gait.

General conditions outside of the jewelry busi-
ness are equally as promising, if not more so. In
one of its regular issues of the past month, the
Chicago Tribune, by far the largest paper in the
west, announced that in the current issue it was
printing more help wanted classified advertise-
ments than it had ever printed in any one issue
before. This very strikingly illustrates the condi-
tion of the labor market and demonstrates beyond
doubt the promising conditions in the industrial
world. The crop report of the government issued
the early part of the month showed clearly that
previous reports failed to grasp in its entirety
the full import of the bumper crop in store for this
year. The presidential election can scarcely be
considered a factor in the analysis of business condi-
tions. In the west one hears very little of it. It
has simmered itself down to a question of presiden-
tial personalities. Political principles and plat-
forms have been overshadowed. It would seem
as though the business world was too much en-
grossed in working out its own salvation to pay
any attention to a mere incident such as a presi-
dential election.
Five thousand dollars' worth of silverware, the

property of Spiegel, May, Stern & Co., a mail
order house, was stolen recently from the Chicago,
Louisville & Indianapolis Railway depot, at
Federal Court and Taylor street. It was taken
from an express wagon loading at the depot plat-
form. The driver had left his wagon and gone into
the freight house to get his bills. When he re-
turned a few moments later the wagon with its load
of silverware had disappeared. He was unable to
find anyone who had seen the wagon driven away.
Hugo Thelan, assistant to S. E. Dickson, Chi-

cago and western representative of the John T.
Mauran Manufacturing Company, reported to the
police at Kalamazoo, Michigan, that while in that
city a pickpocket relieved him of three checks, the
aggregate value of which was $200. The police of
that city succeeded in arresting the pickpocket
on another charge, but before Mr. Thelan could
prefer charges against him the police had released
him. One of the checks amounting to $50 was
cashed.
C. E. Roy, who was formerly in business at

Muskogee, Oklahoma, was in the city recently
on business. Mr. Roy is well-known to the
trade in Chicago, having made his headquar-
ters here for some time. He has associated him-
self with the firm of Aller-Wilmes Jewelry Corn-
pany, of St. Louis, having purchased the interest
of Mr. Wilmes whose death occurred recently.
Robert Ernst, a well-known retail jewler of

Vicksburg, Miss., was in the city the middle of the
month on business and pleasure combined. He
was on his return home from an extended trip
through the far northwest.
Leo Ludwig, of the Edwards-Ludwig-Fuller

Jewelry Company, of Kansas City, was in Chicago
the middle of the month on business and pleasure.
He was on his way east on his annual buying trip.
Mrs. Ludwig accompanied him.
D. H. Keene, of Fort Worth, Texas, was one of

the out-of-town buyers on the local market this
month. He was accompanied by Mrs. Keene.
Otto C. Hanisch, of the George H. Fuller Sons

Company, returned the middle of the month from
an extended Pacific Coast trip.
Harry W. Hahn, president of H. F. Hahn & Co.,

made an automobile trip to Cleveland the middle
of the past month.

J. F. Stone, a well-known retail jeweler of Lin-
coln, Neb., was on the local market last week doing

his Fall and Holiday buying. He was accompanied
by his son.
Otto P. Waddell, of Elgin, Ill., has opened a

jewelry store at Clinton, Iowa, and was on the
local market the middle of the month purchasing
his opening bill.
P. Jacobi, a well-known retail jeweler of Kalis-

pel, Mont., was in Chicago for a week during the
past month doing his Fall buying. During his
stay in the city he was the guest of Mr. Weadley,
of the firm of Slade, Tenney & Weadley. Before
returning home he made a trip to eastern markets.

Charles Skogg, for several years a watchmaker
for the firm of H. F. Hahn & Co., has opened a re-
tail store at Berwyn, Ill.
L. W. Tricou, buyer for Shreve & Co., San

Francisco, was in Chicago for several days during
the past month making his Fall purchases. He
also made an extended eastern trip.

William Alister, of Norris, Alister & Co., is en-
joying a two weeks' vacation at Oconomowoc,
Wis.
John A. Petta, jeweler and watchmaker, who for

several years had been located at 1034 Wells
street, has moved to 1535 Clybourn avenue.
The Timley Jewelry Company, is the name of a

new Illinois corporation with an authorized capital
of $10,000. The incorporators are Arthur Donlin,
G. H. Timley and George W. Fabor, all of Chicago.
Fred G. Thearle, of C. H. Knights-Thearle

Company, spent a week in New York and other
eastern points during the past month.
The new store of the Bauman Jewelry Company

at Monroe and State streets was opened September
16. The new fixtures are most elegant in every de-
tail and the store is one of the most handsomely
appointed on State street. During the opening,
Emil Schmidt, manager of the store, received the
hearty congratulations of his many friends in the
trade on the beautiful appearance of the store.
Henry G. Pfordresher, who for several years past
has represented jewelry manufacturers in the
central west, is in charge of the watch department,
and Charles F. Marshall, who was formerly with
E. V. Roddin & Co., of this city and more recently
with Mermod, Jaccard & King of St. Louis, is
in charge of the jewelry department. Emil
Schmidt, manager of the store will have charge
of the diamond department.

Jesse E. McCort, who is temporarily taking
charge of the Chicago office of the Star Watch
Company, pending the appointment of a suc-
cessor to Thomas Kennedy, who resigned, made a
short trip through the central west territory the
middle of the month.
George H. Edwards, president of the National

Wholesale Jewelers' Association, and a member of
the firm of Edwards-Ludwig-Fuller Jewelry Com-
pany, was in Chicago several days the middle of
the month while on his way to eastern markets.
Mr. Cole, of Lakeland, Fla., and a member of

the firm of Cole & Hull, which operates a number
of jewelry stores throughout the south and central
west, was in Chicago on his annual buying trip
the latter part of the month.
John F. Daynes, of the Daynes Jewelry Com-

pany, of Salt Lake City, Utah, was among the
out-of-town buyers on the Chicago market during
the past month.
John A. Cunningham, who at one time repre-

sented various jewelry manufacturers in Chicago
and the west, but who has given up the jewelry
business, was in Chicago the middle of the month
calling on his old friends in the trade. He is now
connected with the firm of Weaver & Co., inc.,
paint manufacturers of Providence, as secretary.
The Central Trust Company, has been ap-

pointed receivers for the business of Max Bien, a
retail jeweler at Thirty-first street and Michigan
avenue. His liabilities are given as $4,200 and
his assets considerably less.
George E. Feagans a prominent retail jeweler

of Los Angeles, Cal., was in the city the middle of
the month on his way east for his annual buying
trip.
R. C. Stern, a retail jeweler at 229 East Garfield

Boulevard, has opened a branch store at 469 East
Sixty-first street.
The many friends in the trade of F. N. Wood,

Chicago, manager of the National Jewelers' Board
of Trade, wil: extend to him their heartfelt sympa-
thies upon the death of his father which occurred
recently at Phoenicia, N. Y. Mr. Wood went
east to attend the funeral.

A New Pattern—OLD COLONY
The Old Colony is the highest achievement attained in
silver plated ware. The design possesses individuality
without sacrifice of simplicity or purity of outline. The
pierced handle deserves especial attention. Appropri-
ate for any time and place, it is pre-eminently fitted
for Colonial and Old English dining rooms. Like all

it is made in the heaviest grade of silver plate, and is backed by
the largest makers in the world with an unqualified guarantee
made possible by the actual test of 65 years.

Sold by all leading dealers. Send for illustrated catalogue "T-P."

INTERNATIONAL SILVER COMPANY, MERIDEN, CONN.
Successor to Meriden Britannia Co.

Naw York Chicago San Francisco Hamilton, Canada

This advertisement (enlarged) will occupy the back cover of the 
Saturday Evening Post, October 5, 1912. It will

help to increase the business of every 1847 ROGERS BROS. dealer. This is but one of a series of

advertisements in colors to appear on the back cover of leading publications.



Co-operation With Dealers
Every dealer handling 1847 ROGERS BROS. silverware receives

direct co-operation in the selling end of his business. By means
of our extensive. advertising, which is bigger and broader this
year than ever before, many

New Customers Will Be Brought to Your Store,
resulting in a largely increased business with more profit
to you and us. How we can bring more customers to your
store and make selling easier for you is the basic plan of all our adver-
tising.

The Tremendous Selling Power of Our Advertising
is indicated by the mighty volume of printed facts sent broadcast
over America through the foremost publications reaching all classes of
readers. During the first eight months of this year 1847 ROGERS BROS. advertise-
ments have been spread before

141,079 171 Readers,
through 54 monthly and weekly periodicals. This is in addition to our
advertising in several hundred daily and weekly newspapers, etc.

Now, if you will link your business with ours and take advantage of all the
trade helps we offer you free, a larger and more profitable business will be
yours. For over 60 years

1847 ROGERS BROS.
"Silver Plate that Wears"

has been the standard silverware, and no sensational methods of introduction
are required to sell it. Isn't this much easier than introducing a new brand
or trying to sell one less favorably known?

The trade in your locality

Will Be Easily Attracted to Your Store
if you will trim your windows with timely displays and use the colored
advertisements, signs, etc. we furnish free. We will also furnish you with
post cards of "The 1847 

etc.,
in colors, a famous feature of our advertising;

posters, circulars, street-car cards, counter pads, etc.

Just Think What All This Help Will Mean to You
and what benefit you will derive from it. Many of you who will desire to
obtain the full effect will wish to advertise in your local papers. We have pre-
pared a number of retail advertisements in electrotype form, which with your
name and address inserted, can be sent by you to your local newspapers.
Write for illustrated Circular "1169 T-P" showing our free advertising service.

INTERNATIONAL SILVER COMPANY, MERIDEN, CONN.
Successor to Meriden Britannia Co.
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PROVIDENCE AND THE ATTLEBOROS

NEW ENGLAND OFFICE OF THE KEYSTONE,
324 HOWARD BUILDING,

PROVIDENCE, R. I., September 27.

The presence in the city during the past fort-
night of many jewelry buyers, particularly from
the western centers, is taken as an indication of
good business conditions for the holidays this
year, in spite of the political battle. It is the gen-
eral impression that the people, pleased by the
prospects of a bumper harvest this Fall, are not
going to let political considerations interfere with
their spending of money for jewelry.

Jewelers are much interested in the probable
workings of the new Workingmen's Compensation
Law which has become effective. The act is
permissive and not compulsory and it provides that
both employer and employe shall agree to abide
by its provisions. It provides for a fixed scale of
compensation based upon the amount of wages, and
is expected to eliminate much of the damage suit
litigation which has been in the courts during
past years.
Providence jewelers played a prominent part

in the entertainment of the Richmond Light
Infantry Blues from Richmond, Va., who made a
two days' visit here on the 16 and 17 of September.
Harry Cutler, of the Cutler Jewelry Company, is
Lieutenant Colonel of the First Light Infantry
Regiment, which played host to the Virginians,
and was a prime mover in the extending of hos-
pitality to the visitors. Mayor Henry Fletcher,
of the Fletcher-Burrows Company, and R.
Livingston Beeckman, one of the officials of the
Silverware Company were on the honorary com-
mittee of arrangements while the honorary staff
included Major Howard D. Wilcox.
From the jewelers' viewpoint the visit of the

Virginians was featured by their visit to the plant
of the Gorham Manufacturing Company where
they were lavishly entertained by the officials of
the company on Tuesday, September 18. The
Blues and the Providence regiment were received
at the Gorham Casino by a committee which was
headed by John S. Holbrook, vice-president of
the company and including the following officers
and heads of departments John E. P. Lawton,
E. F. Aldrich, F. C. Lawton, Joseph Baker, Jr.,
William C. Codman, William Codman, W. S.
Stone, F. M. Graham, R. I. Durfee, W. A. Day,
R. I. Blanchard, W. F. Bennett, T. E. Fairbanks,
Chester Greene, George Wightman, Robert Bain,
Charles W. Lawton, Thomas Higgins, E. J.
White, E. D. Turner and William Whipp.
The Gorham Company's guests sat down to a

delightful luncheon after which the officers and
guides escorted the visitors throughout the plant.
The company gave to each of its guests attractive
bronze souvenirs engraved "Souvenir of the Rich-
mond Light Infantry Blues' Visit, September 17,
1912," in raised medieval block letters.
At the weekly meeting of the Manufacturing

Jewelers' Board of Trade held on September 20,
the following firms were elected to membership:
E. A. Anthony, Attleboro; Floyd Scott of this
city; and the Pollock Safety Clasp Company, of
Attleboro.
The big $70 time-clock owned by the manufac-

turing jewelers' firm of James C. Doran & Sons
at the Doran block at 150 Chestnut street was
stolen some time between closing time on Thurs-
day, September 19 and the next morning. Its
value to the thief is somewhat dubious.
The C. S. Williams Manufacturing Company,

of 38 Friendship street, was the defendant in a
complaint brought in the Sixth District Court
here on September 20, the third of its character
under the new state law, charging violation of the
law regulating child labor. The counsel for the
defendant company, Richard W. Jennings, ad-
mitted sufficient evidence to convict and in his
explanation said that it was an instance in which
the law had been broken technically and without
the intent of the company. He said that there had
been some misapprehension as to what the statute
really means and that for the sake of filling several
tush orders the company had been doing night work.

The charge was that Grace L. Dillon, aged
14 years, had been employed by the company
after 8 o'clock in the evening on September 10.
The fine of $25 and costs was paid.
Factory Inspector J. Ellery Hudson has brought

three counts of violation of the state's new child
labor law against Vincent Sorrentino, a manufac-
turing jeweler doing business at 9 Callender
street, the charges constituting the second action
brought in this state under the legislation. Sor-
rentino pleaded not guilty to each of the three
charges on September 12 and was held in bonds of
$300 for trial on each count, William Loeb of
this city giving surety on each bond. A girl named
Mary Renzi is the employe involved in each charge
and September 9 is stated as the date of the alleged
violations. It is claimed that Mr. Sorrentino
employed a child of under 14 years without a
proper certificate, that he employed a girl under
16 years later than 8 o'clock in the evening and
that he had a woman working for longer than 10
hours within 24 hours. The date of the hearing
was set for September 26.
Albert S. Vennerbeek, treasurer of Vennerbeck

and Chase, played on the Rhode Island State golf
team which journeyed to the Brookline Country
Club on the 21 to play the Bay state team. Mr.
Vennerbeck was one of the stars of the state
tournament which concluded a week earlier but
did not reach the championship round. He is a
former state golf champion.
R. Livingston Beeckman, of Newport and this

city, a director in the International Silver Corn-
pany, has announced his candidacy for Governor
of Rhode Island in the coming election. He is to go
before the Republican state convention for the
party nomination early in October. At present
he is senator from Newport in the State Legisla-
ture.

Walter A. Griffith, of R. L. Griffith & Son, of
Abbott Park Place, was elected Eminent Com-
mander of Calvary Commandery, Knights Temp-
lar, on September 17. Ralph L. Griffith was
elected as a member of the Guard and George H.
Grant was elected to the Calvary committee.
Frank T. Pearce, as Grand Lecturer, assisted in
the installation ceremony.
The Baird-North Company is represented in

the ten team Department Store bowling League
which starts its season on October 1.
Harry N. Wheeler, secretary of the Baird

North Company, visited Boston on business on
the 19.
The Smith Manufacturing Company, of 12

Beverly street, and the Pope Findings Company,
of 9 Callender street, have discontinued business.

Extensive repairs and alterations are being
made by the Providence Enamel Company, at
81 Battey street, and A. T. Cross, manufacturer
of gold pens, at 53 Warren street. -
Moses Einstein, maker of fine gold chains, at

153 Bluff street, Pawtucket, is now fully estab-
lished at his new location.
Samuel Brier has started in business at 268

Weybosset street as a jobbing house. He was
formerly foreman with the Majestic Company.

Herbert S. Tanner supplied the badges for the
First Light Infantry Regiment to be worn or to
be exchanged with the members of the Richmond
Light Infantry Blues during the Virginians' stay
in the city.

Fred D. Carr, secretary of the Ostby & Barton
Company, and president of the Manufacturing
Jewelers' Board of Trade, was in attendance at
the fifth International Chamber of Commerce
Congress at Boston during the week of September
16. He went as a member of the Providence Board
of Trade's committee.

J. Taylor, of Boston, has been appointed as
the New York representative of Marden & Kett-
lety, of this city, in place of Harry Colberg who
resigned.

Jewelers who have recently returned to the city
include Charles H. Field and his family, back from
their summer home at Barrington for the winter.
Harry Fulford and Mrs. Fulford recently com-
pleted an extended automobile trip through the
White Mountains and the Berkshires. Alden R.

Vaughan, of A. R. Vaughan & Co., Pawtucket, and
Mrs. Vaughan are visiting relatives in Princeton, Ill.
The S. K. Merrill Company gave its employes

and friends an outing on Saturday, September 14,
at Warwick Downs, the party of 125 making a
merry day of it at the resort. Chartered cars took
the crowd to Goff's ferry and from there the
journey was continued to the grounds by launch.
A baseball game between the married and single
men resulted in a 11 to 4 victory for the bachelors,
who smoked cigars for the rest of the day. Miss
Pearl Ridgway was winner in the women's ribbon
race and Mrs. H. W. Martin won the egg and spoon
event. Mrs. Edmundson captured the prize for
throwing the baseball accurately. In the 500 yard
run Ralph Renzi was the best of his field and
William McCarthy was the best of the 100 yard
sprinters. The firm was fully represented at the
outing excepting Robert E. Budlong, who is ill
at his home. A bouquet of roses and asters was
sent to the absentee with the best wishes of the
outing party. At the dinner served in the late
afternoon, songs were given by Edwin Moran,
John Grimley and Charles Dietz. The committee
in charge of the day's sports comprised S. K. M.
Robertson, Miss Grace Sears and Herbert Jones.
The firm provided handsome prizes in the field
events.
The Petow Jewelry Company, rhinestone novelty

manufacturers, which is in bankruptcy is in the
hands of Robert Grieve, an attorney, as receiver,
appointed by Judge Brown of the Federal District
Court. No schedule of assets or liabilities has yet
been filed. John P. Williams, W. J. Ladd and
Grenville R. Hood are appraising the property
The business was started as the Petow-Krieger
Jewelry Company, but Mr. Kreger withdrew a
few months ago, the partnership dissolving.
Max Gertsacov, former treasurer of the bankrupt

firm of the Wolk-Gertsacov Jewelry Company, has
bought the stock of the firm and Eugene A. Eddy
purchased the machinery. Mr.. Gertsacov is
endeavoring to make arrangements for the con-
tinuing of business with Mr. Eddy. Horace M.
Peck, of the Manufacturing Jewelers' Board of
Trade, is trustee for the company under the bank-
ruptcy proceedings.
Simon Wolk, formerly vice-president of the

bankrupt firm of Wolk-Gertsacov Jewelry Com-
pany, has a position with the J. J. White Company.
Benedict Lederer, of the S. & B. Lederer Corn-

pany, is on an extended business trip in Germany,
Switzerland and Austria.

William H. Draper is an incorporator of the
W. H. Draper Real Estate Company; capital
$50,000.
The second dividend to creditors here of J. A.

Flomerfelt, of New York, has been distributed by
the local office of the Manufacturing Jewelers'
Board of Trade.

Jacob Schwarzkopf is in the west on a selling
trip for J. Schwarzkopf & Co.

Charles C. Mackey, of Mackey & Elias, who
recently retired as Commodore of the Bay Spring
Yacht Club, received a handsome loving cup from
the yachtsmen in recognition of his services.

J. B. Farrington, of Woonsocket, completed a
fortnight's 25 per cent discount sale on September
17. He has retained C. A. Goozey in charge of his
watch repairing and engraving department.
John Kelso, the diamond dealer, is the author of

a resolution for $10,000 for mosquito extermination
in his capacity of Alderman in the City Council.
Harry N. Wheeler, secretary of the Baird-North

Company, has returned to the city from his sum-
mer home at Riverview.
Mr. and Mrs. S. D. Binge are home after an

extended automobile trip through New York and
Long Island.
A. G. Pearce, of the F. T. Pearce Company,

has spent a short vacation at Salter's Pond, Mass.,
Mr. and Mrs. A. Tingley Wall have returned

from Watch Hill where Mrs. Wall and Miss Wall
stayed most of the summer.
C. Fred Munroe and George M. Baker are back

after a motor trip through New England resorts.
Charles A. Russell, of Irons & Russell, who has

been in Mount Vernon, N. H., for a short stay,
is back at his desk.
Edgar R. Barker was one of the Spanish War

Veterans at the Atlantic City convention recently.
William G. Lind and his family have returned

from South Dennis, Mass.

(Continued on page 1971)



Co-operation With Dealers
Every dealer handling 1847 ROGERS BROS. silverware receives

direct co-operation in the selling end of his business. By means
of our extensive advertising, which is bigger and broader this
year than ever before, many

New Customers Will Be Brought to Your Store,
resulting in a largely increased business with more profit
to you and us. How we can bring more customers to your
store and make selling easier for you is the basic plan of all our adver-
tising.

The Tremendous Selling Power of Our Advertising
is indicated by the mighty volume of printed facts sent broadcast
over America through the foremost publications reaching all classes of
readers. During the first eight months of this year 1847 ROGERS BROS. advertise-
ments have been spread before

141,079 171 Readers,
through 54 monthly and weekly periodicals. This is in addition to our
advertising in several hundred daily and weekly newspapers, etc.

Now, if you will link your business with ours and take advantage of all the
trade helps we offer you free, a larger and more profitable business will be
yours. For over 60 years

1847 ROGERS BROS.
"Silver Plate that Wears"

has been the standard silverware, and no sensational methods of introduction
are required to sell it. Isn't this much easier than introducing a new brand
or trying to sell one less favorably known?

The trade in your locality

Will Be Easily Attracted to Your Store
if you will trim your windows with timely displays and use the colored
advertisements, signs, etc., we furnish free. We will also furnish you with
post cards of "The 1847 Girl in colors, a famous feature of our advertising;
posters, circulars, street-car cards, counter pads, etc.

Just Think What All This Help Will Mean to You
and what benefit you will derive from it. Many of you who will desire to
obtain the full effect will wish to advertise in your local papers. We have pre-pared a number of retail advertisements in electrotype form, which with your
name and address inserted, can be sent by you to your local newspapers.
Write for illustrated Circular "1169 T-P" showing our free advertising service.

INTERNATIONAL SILVER COMPANY, MERIDEN, CONN.
Successor to Meriden Britannia Co.

October 1, 1912 THE KEYSTONE

PROVIDENCE AND THE ATTLEBOROS

NEW ENGLAND OFFICE OF TIIE KEYSTONE,
324 HOWARD BUILDING,

PROVIDENCE, R. I., September 27.

The presence in the city during the past fort-
night of many jewelry buyers, particularly from
the western centers, is taken as an indication of
good business conditions for the holidays this
year, in spite of the political battle. It is the gen-
eral impression that the people, pleased by the
prospects of a bumper harvest this Fall, are not
going to let political considerations interfere with
their spending of money for jewelry.

Jewelers are much interested in the probable
workings of the new Workingmen's Compensation
Law which has become effective. The act is
permissive and not compulsory and it provides that
both employer and employe shall agree to abide
by its provisions. It provides for a fixed scale of
compensation based upon the amount of wages, and
is expected to eliminate much of the damage suit
litigation which has been in the courts during
past years.
Providence jewelers played a prominent part

in the entertainment of the Richmond Light
Infantry Blues from Richmond, Va., who made a
two days' visit here on the 16 and 17 of September.
Harry Cutler, of the Cutler Jewelry Company, is
Lieutenant Colonel of the First Light Infantry
Regiment, which played host to the Virginians,
and was a prime mover in the extending of hos-
pitality to the visitors. Mayor Henry Fletcher,
of the Fletcher-Burrows Company, and R.
Livingston Beeckman, one of the officials of the
Silverware Company were on the honorary com-
mittee of arrangements while the honorary staff
included Major Howard D. Wilcox.
From the jewelers' viewpoint the visit of the

Virginians was featured by their visit to the plant
of the Gorham Manufacturing Company where
they were lavishly entertained by the officials of
the company on Tuesday, September 18. The
Blues and the Providence regiment were received
at the Gorham Casino by a committee which was
headed by John S. Holbrook, vice-president of
the company and including the following officers
and heads of departments John E. P. Lawton,
E. F. Aldrich, F. C. Lawton, Joseph Baker, Jr.,
William C. Codman, William Codman, W. S.
Stone, F. M. Graham, R. I. Durfee, W. A. Day,
R. I. Blanchard, W. F. Bennett, T. E. Fairbanks,
Chester Greene, George Wightman, Robert Bain,
Charles W. Lawton, Thomas Higgins, E. J.
White, E. D. Turner and William Whipp.
The Gorham Company's guests sat down to a

delightful luncheon after which the officers and
guides escorted the visitors throughout the plant.
The company gave to each of its guests attractive
bronze souvenirs engraved "Souvenir of the Rich-
mond Light Infantry Blues' Visit, September 17,
1912," in raised medieval block letters.
At the weekly meeting of the Manufacturing

Jewelers' Board of Trade held on September 20,
the following firms were elected to membership:
E. A. Anthony, Attleboro; Floyd Scott of this
city; and the Pollock Safety Clasp Company, of
Attleboro.
The big $70 time-clock owned by the manufac-

turing jewelers' firm of James C. Doran & Sons
at the Doran block at 160 Chestnut street was
stolen some time between closing time on Thurs-
day, September 19 and the next morning. Its
value to the thief is somewhat dubious.
The C. S. Williams Manufacturing Company,

of 38 Friendship street, was the defendant in a
complaint brought in the Sixth District Court
here on September 20, the third of its character
under the new state law, charging violation of the
law regulating child labor. The counsel for the
defendant company, Richard W. Jennings, ad-
mitted sufficient evidence to convict and in his
explanation said that it was an instance in which
the law had been broken technically and without
the intent of the company. He said that there had
been some misapprehension as to what the statute
really means and that for the sake of filling several
rush orders the company had been doing night work.

The charge was that Grace L. Dillon, aged
14 years, had been employed by the company
after 8 o'clock in the evening on September 10.
The fine of $25 and costs was paid.
Factory Inspector J. Ellery Hudson has brought

three counts of violation of the state's new child
labor law against Vincent Sorrentino, a manufac-
turing jeweler doing business at 9 Callender
street, the charges constituting the second action
brought in this state under the legislation. Sor-
rentino pleaded not guilty to each of the three
charges on September 12 and was held in bonds of
$300 for trial on each count, William Loeb of
this city giving surety on each bond. A girl named
Mary Renzi is the employe involved in each charge
and September 9 is stated as the date of the alleged
violations. It is claimed that Mr. Sorrentino
employed a child of under 14 years without a
proper certificate, that he employed a girl under
16 years later than 8 o'clock in the evening and
that he had a woman working for longer than 10
hours within 24 hours. The date of the hearing
was set for September 26.

Albert S. Vennerbeck, treasurer of Vennerbeck
and Chase, played on the Rhode Island State golf
team which journeyed to the Brookline Country
Club on the 21 to play the Bay state team. Mr.
Vennerbeck was one of the stars of the state
tournament which concluded a week earlier but
did not reach the championship round. He is a
former state golf champion.
R. Livingston Beeckman, of Newport and this

city, a director in the International Silver Corn-
pany, has announced his candidacy for Governor
of Rhode Island in the coming election. He is to go
before the Republican state convention for the
party nomination early in October. At present
he is senator from Newport in the State Legisla-
ture.

Walter A. Griffith, of R. L. Griffith & Son, of
Abbott Park Place, was elected Eminent Corn-
mander of Calvary Commandery, Knights Temp-
lar, on September 17. Ralph L. Griffith was
elected as a member of the Guard and George H.
Grant was elected to the Calvary committee.
Frank T. Pearce, as Grand Lecturer, assisted in
the installation ceremony.
The Baird-North Company is represented in

the ten team Department Store bowling League
which starts its season on October 1.
Harry N. Wheeler, secretary of the Baird

North Company, visited Boston on business on
the 19.
The Smith Manufacturing Company, of 12

Beverly street, and the Pope Findings Company,
of 9 Callender street, have discontinued business.

Extensive repairs and alterations are being
made by the Providence Enamel Company, at
81 Battey street, and A. T. Cross, manufacturer
of gold pens, at 53 Warren street. -
Moses Einstein, maker of fine gold chains, at

153 Bluff street, Pawtucket, is now fully estab-
lished at his new location.
Samuel Brier has started in business at 268

Weybosset street as a jobbing house. He was
formerly foreman with the Majestic Company.

Herbert S. Tanner supplied the badges for the
First Light Infantry Regiment to be worn or to
be exchanged with the members of the Richmond
Light Infantry Blues during the Virginians' stay
in the city.

Fred D. Carr, secretary of the Ostby & Barton
Company, and president of the Manufacturing
Jewelers' Board of Trade, was in attendance at
the fifth International Chamber of Commerce
Congress at Boston during the week of September
16. He went as a member of the Providence Board
of Trade's committee.

J. Taylor, of Boston, has been appointed as
the New York representative of Marden & Kett-
lety, of this city, in place of Harry Colberg who
resigned.

Jewelers who have recently returned to the city
include Charles H. Field and his family, back from
their summer home at Barrington for the winter.
Harry Fulford and Mrs. Fulford recently com-
pleted an extended automobile trip through the
White Mountains and the Berkshires. Alden R.
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Vaughan, of A. R. Vaughan & Co., Pawtucket, and
Mrs. Vaughan are visiting relatives in Princeton, Ill.
The S. K. Merrill Company gave its employes

and friends an outing on Saturday, September 14,
at Warwick Downs, the party of 125 making a
merry day of it at the resort. Chartered cars took
the crowd to Gaff's ferry and from there the
journey was continued to the grounds by launch.
A baseball game between the married and single
men resulted in a 11 to 4 victory for the bachelors,
who smoked cigars for the rest of the day. Miss
Pearl Ridgway was winner in the women's ribbon
race and Mrs. H. W. Martin won the egg and spoon
event. Mrs. Edmundson captured the prize for
throwing the baseball accurately. In the 500 yard
run Ralph Renzi was the best of his field and
William McCarthy was the best of the 100 yard
sprinters. The firm was fully represented at the
outing excepting Robert E. Budlong, who is ill
at his home. A bouquet of roses and asters was
sent to the absentee with the best wishes of the
outing party. At the dinner served in the late
afternoon, songs were given by Edwin Moran,
John Grimley and Charles Dietz. The committee
in charge of the day's sports comprised S. K. M.
Robertson, Miss Grace Sears and Herbert Jones.
The firm provided handsome prizes in the field
events.
The Petow Jewelry Company, rhinestone novelty

manufacturers, which is in bankruptcy is in the
hands of Robert Grieve, an attorney, as receiver,
appointed by Judge Brown of the Federal District
Court. No schedule of assets or liabilities has yet
been filed. John P. Williams, W. J. Ladd and
Grenville R. Hood are appraising the property
The business was started as the Petow-Krieger
Jewelry Company, but Mr. Kr:eger withdrew a
few months ago, the partnership dissolving.
Max Gertsacov, former treasurer of the bankrupt

firm of the Wolk-Gertsacov Jewelry Company, has
bought the stock of the firm and Eugene A. Eddy
purchased the machinery. Mr.. Gertsacov is
endeavoring to make arrangements for the con-
tinuing of business with Mr. Eddy. Horace M.
Peck, of the Manufacturing Jewelers' Board of
Trade, is trustee for the company under the bank-
ruptcy proceedings.
Simon Wolk, formerly vice-president of the

bankrupt firm of Wolk-Gertsacov Jewelry Com-
pany, has a position with the J. J. White Company.
Benedict Lederer, of the S. & B. Lederer Com-

pany, is on an extended business trip in Germany,
Switzerland and Austria.

William H. Draper is an incorporator of the
W. H. Draper Real Estate Company; capital
$50,000.
The second dividend to creditors here of J. A.

Flomerfelt, of New York, has been distributed by
the local office of the Manufacturing Jewelers'
Board of Trade.

Jacob Schwarzkopf is in the west on a selling
trip for J. Schwarzkopf & Co.

Charles C. Mackey, of Mackey & Elias, who
recently retired as Commodore of the Bay Spring
Yacht Club, received a handsome loving cup from
the yachtsmen in recognition of his services.

J. B. Farrington, of Woonsocket, completed a
fortnight's 25 per cent discount sale on September
17. He has retained C. A. Goozey in charge of his
watch repairing and engraving department.
John Kelso, the diamond dealer, is the author of

a resolution for $10,000 for mosquito extermination
in his capacity of Alderman in the City Council.

Harry N. Wheeler, secretary of the Baird-North
Company, has returned to the city from his sum-
mer home at Riverview.
Mr. and Mrs. S. D. Binge are home after an

extended automobile trip through New York and
Long Island.
A. G. Pearce, of the F. T. Pearce Company,

has spent a short vacation at Salter's Pond, Mass.,
Mr. and Mrs. A. Tingley Wall have returned

from Watch Hill where Mrs. Wall and Miss Wall
stayed most of the summer.
C. Fred Munroe and George M. Baker are back

after a motor trip through New England resorts.
Charles A. Russell, of Irons & Russell, who has

been in Mount Vernon, N. H., for a short stay,
is back at his desk.
Edgar R. Barker was one of the Spanish War

Veterans at the Atlantic City convention recently.
William G. Lind and his family have returned

from South Dennis, Mass.

(Continued on page 1971)
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Buying From Catalogues

CATALOGUES are time and money-savers and the surest
safeguard against over-buying and accumulated stocks.

You nor no other jeweler ever overbought from a catalogue.
That is impossible, because you buy just what you want just
when you need it. Re-ordering is the simplest thing in the world.

Catalogue goods sell wholely and solely on their merit. You are the sole
judge of their merit. . When you buy from a catalogue nobody stands by
urging you to purchase this or that. You are the buyer in name and in fact,
buying from a silent salesman that must of necessity rely on the merit of his
goods and your need for them. No method of buying is as safe or as certain
as this. Jewelers who buy from catalogues never have accumulated stocks at
the end of the year. The money the other fellow sinks in over-buying, they
keep in the bank.

The JEWELERS' BLUE BOOK has for nearly fifty years been the standard
jewelers' catalogue—the standard for everything that is best in the jewelry line.
It has often been weighed in the balance, but it has never been found wanting.
It courts comparison. The more its goods and its prices are compared with
the other catalogues the more do we like it and the more will you be con-
vinced that it is your logical buying medium.

We back every article and every price in it with an absolute, unrestricted
guarantee, which has behind it our 47 years of continuous, commercial
existence.

The JEWELERS' BLUE BOOK has become the standard only through its
own merit and only on its merit can it ever hope to hold its present position.
Every article is carried in our stock. We do not substitute. Our shipments
are always prompt and our prices are uniformly low. Our policies and terms
are liberal and we are always ready to treat our customers with absolute fair-
ness in everything that the word implies.

NORRIS, ALISTER & CO.
Heyworth Bldg., CHICAGO
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Providence and the Attleboros

(Continued from page 1969)

The state rifle range, where Major H. D. Wilcox
is executive officer and Gen. George A. Forsythe
is range officer, will close early in October.

Harry Cutler, of the Cutler Jewelry Company,
who is a member of the Rhode Island Perry Cen-
tennial Memorial Committee, returned on the
16 from Put-in-Bay with the news that the
memorial is assured.
Peterson & Co. are now in new quarters at 9

Callender street, having removed from the
Herrick building. The firm has double the floor
space and is installing new equipment.
Meyer Harzberg, of Goldschmidt and Harzberg,

is defendant in a $600 court action brought by
Walter W. Leach, based on injuries suffered when
he was hit by Mr. Harzberg's motor car.
Announcement of his candidacy for a fifth term

as Mayor of Providence has been made by Henry
Fletcher, of the Fletcher-Burrows Company.

Applications for membership in the National
Jewelers' Board of Trade were acted upon by the
directors at a meeting recently at the West Side
Club. The applicants were Hutchison & Huestis,
Providence; Keppler & Weidelich, Providence;
Superior Manufacturing Company, North Attle-
boro; The R. & G. Company, Attleboro; Harvey
Clapp & Co., Attleboro; Thomas Long & Co.
and John A. Salmon of Boston.
E. A. White, traveling for the Warren Manu-

facturing Company is busy in the western terri-
tory.

William P. Otis, of Harvey & Otis, and Mrs.
Otis and their family have closed their home at
Riverview and are in the city for the winter.
Mrs. Meyer Harzberg, wife of the junior partner

of Goldschmidt & Harzberg, has returned from a
six weeks' stay in the White Mountains and in
Maine.

ATTLEBORO
Attleboro, Mass., September 23.—At a recent

public meeting in Attleboro, Congressman William
S. Greene gave a very emphatic address to a large
number of jewelry workers in which he outlined
the need of a high protective tariff for the jewelry
industry. He declared that the introduction of
foreign made goods through our custom houses
will destroy the labor of the Attleboros and Provi-
dence, and he pointed to the Cleveland adminis-
tration as proof of what a lower tariff will do. He
also discussed the Metal Bill which was recently
vetoed by President Taft, and called it a downward
revision which would have had a serious effect.
He also related the careful preparation that was
given the Payne Aldrich bill and said it had
brought good results to the jewelry industry as
well as every other business in the country, higher
wages and better orders. He promised his hearers
that he would do all in his power to secure for
Attleboro a Federal post-office building that will
be worthy of the town.

Jewelers and citizens of the town are interested
in the report of the committee which has in charge
the drafting of a new city charter for Attleboro.
This will not be ready until November first at
which time it will be presented in full.

Charles M. Robbins, formerly of the C. M. Rob-
bins Company, has been spending a vacation
trip in Canada.

George H. Sykes, of Sykes & Strandberg, has
returned from an extended European trip. He was
accompanied by his wife and daughter Marion.
The case of the Climax Mesh Bag Company

against the J. T. Inman Company is listed for
trial in the Superior Court. The plaintiff seeks
to recover for mesh and the defendant claims the
goods were not as were represented.

Charlence L. Watson, of the Watson Company,
is Attleboro's largest individual tax payer. His
personal tax is about $8,000 and his concern pays
as much more, making a total of $16,000.
The W. B. Marble Company which has been lo-

cated in the A. S. Ingraham building on Union
street for some time past has moved to Taunton
where it is to be conducted in the future in the
factory of John J. Nichols. This concern em-
ploys about 26 hands. Mr. Marble states that
it is difficult to employ help in Attleboro for the
kind of goods the concern now manufactures, a
line of Sheffield plate. The concern gave up its
line of jewelry about a year ago. Mr. Nichols, of
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Taunton, was burned out about a year ago and
has erected a large factory, and as there was more
room than he needed arrangements were made for
taking the Marble Company to that city. Mr.
Marble states that most of his employes came to
Attleboro from Taunton and they got tired of
making the trip back and forth every day. W. B.
Marble represents the concern on the road and is
well-known to the trade. The Cohannett Jew-
elry Company, in which Mr. Nichols is interested,
is not to be connected with the Marble Company.

Franklin Everett Keeler, a well-known jeweler,
and a brother of Charles P. Keeler of the firm of
McRae & Keeler, died recently after a lingering
illness. He had been a resident of Attleboro since
1880 and was well liked. He was a member of the
fire department for a number of years and at one
time was a candidate for the office of chief. He
came to Attleboro in 1880 and was employed by
Smith & Crosby, W. & S. Blackinton Company,
j. F. Sturdy & Sons Company, and other concerns.
He leaves a wife and two sons, Samuel and
Everett Keeler.

Charles D. Lyons, of the C. D. Lyons Company,
is one of the leaders in the Progressive party in
Mansfield and his friends are endeavoring to per-
suade him to be a candidate for the Governor's
Council.

Mansfield jewelry shops report good orders and
all are rushing to get them filled and shipped to the
trade.

Albert Hodges, employed for the past 25 years
by D. S. Spaulding, of Mansfield, has accepted a
position with an Attleboro concern.

William A. Cook, senior partner of the hustling
firm of Fontneau & Cook, was given a pleasant
susprise on the occasion of his 49th birthday by
employes of his factory who called at his home and
presented him with a number of floral tributes and
a large vacuum water jar, as a token of their esteem.
The gifts were a surprise to Mr. Cook, but he ex-
pressed his appreciation. There was a social time
and an excellent dinner was served. Mr. Cook
has been connected with the Fontneau & Cook
Company for a number of years and is known as
one of Attleboro's most progressive manufac-
turers.
The Mansfield Boy's Club, which is backed by

several leading citizens of the town, elected of-
ficers recently and selected William H. Lyons
of the C. D. Lyons Company as secretary.

Charles 0. Sweet, of C. 0. Sweet & Son, has
resumed the meetings of the Finance Committee.
The other jewelers on this important committee
are: S. H. Garner, of Leach & Garner, W. F.
Barden of Barden & Hull; E. A. Sweeney, of the
W. H. Wilmarth Company, and A. S. Ingraham,
of the A. S. Ingraham Company.

Louis H. Cooper will soon move into a hand-
some new residence on Bank street.
E. J. Qvarnstrom and family have returned from

an extended vacation spent in the White Moun-
tains. Mr. Qvarnstrom is a member of the con-
cern of Carter, Qvarnstrom and Remington.
G. Percy Clap is home from a western trip in the

interests of Harvey Clap & Co.
John W. Perry, a well-known toolmaker, and

Miss Irene Thayer, daughter of Postmaster John
A. Thayer, were united in marriage recently.
Thousands of Bull Moose emblems are made in

Attleboro factories and despite the fact that the
town is considered a strong Taft center there are
many of them worn by the jewelry workers.
George J. Kelley, at one time connected with

the W. H. Saart Company, is now the chairman
of the Progressive Publicity committee.

William H. Saart, of Attleboro, and B. S. Free-
man, of North Attleboro, two well-known jewelers,
have started a well organized campaign for the
purpose of securing the release of Edwin A. Han-
cock, who is serving a sentence for the South
Attleboro automobile accident of 1910. Several
jewelers of both towns have signed the petition
and they expect a successful termination of their
efforts.

Austin B. Chapin and Harold E. Sweet recently
made their reports as executors of the estate of
the late Walter E. Hayward, one of Attleboro's
oldest jewelers. Their accounts were submitted
and allowed.
The will of N. Justin Smith, of the firm of Smith

& Richardson, provides that his property shall go to
his wife and there is a provision that his son shall
continue his interest in the above mentioned con-
cern.

The Marsh expansible bracelets seeem to be
making a big hit with the trade, judging from the
fact that the Marsh factory is running until 8.30
every evening to fill orders.
Lawrence Baer, of The Baer Wilde Company,

was one of the enthusiastic workers at the Novelty
Night held by the Highland Country Club re-
cently. R. C. Thompson, of the C. M. Robbins
Company, headed the committee of arrangements.
The new stationery and bills of the Watson &

Newell Company announce that the name of the
concern in the future is to be the Watson Company.
Frederick A. Newell retired from the concern some
time ago.

Aldro A. French, of the D. E. Makepeace Corn-
pany, and Edward L. Gowen of the Standard
Button Company, have donated handsome silver
cups to the Highland Country Club to be contested
for on October 5 in a special tournament. There
will be a number of jewelers in the tournament,
as many of them have taken up the game this
summer.

Donald McRae, son of A. A. McRae of McRae &
Keeler, has resumed his studies at the Chester
Military Academy, Chester, Pa.

Charles P. Keeler, of McRae & Keeler, recently
entered his pointer dog, Keeler's Red Bank, in the
South Framingham show and secured five prizes.
The dog was the second best in the show. Mr.
Keeler has a number of prizes that his dog won.
The Mason Box Company of Attleboro Falls,

has installed two new box making machines which
will assist them in getting out orders for jewelers'
boxes. Changes are being made in the plant to
accommodate the machinery.
The Moore & Lonnergan Company, which was

recently reorganized, has introduced to the trade a
fine new line of chain, which is proving very popu-
lar.

All factories in town were obliged to shut down
on the afternoon of the 11 of September, owing to
an accident at the plant of the electric light com-
pany. The main feed wires whicheupply the town
with power were struck by lighting and broken
in a number of places, making a long wait neces-
sary before a duplicate line could be established.
No damage was done in the factories although the
delay meant the loss of nearly half a day in working
schedules.
W. N. Fisher & Co., have incorporated under

the name of the W. N. Fisher Company. William
N. Fisher is president, Ralph C. Estes is secretary
and Ralph C. Thompson is treasurer. The ma-
chinery of the company is valued at $10,000 and
the merchandise at $15,000.
Thomas Harrison, formerly connected with the

Attleboro Sun, has started in the jobbing business
with Alvah Steurk and has opened offices in the
Gifford Block. Mr. Harrison made his first trip
recently and met with encouraging success.
E. A. Anthony & Co., report excellent business

which requires them to work their factory on an
overtime schedule.

George K. Roberts, of the Freeman-Daughaday
Company, Chartley, is home from an extended
business trip.
John Killian has started in business for himself

and has a line on the road which is meeting with
success.

Peter Donnelly, of the A. D. Gobin Company,
is home from an extended trip.
W. D. Stowe, of the W. H. Wilmarth Company,

is home from a long trip.

NORTH ATTLEBORO
North Attleboro, Mass., September 23.—On the

evening of September 19 the marriage of Stephen
H. Garner and Miss Mildred Codding took place
in this town at the home of the bride's parents
Mr. and Mrs. James Albert Codding on Grant
street. The service took place in the parlor which
was prettily decorated for the occasion, and the
officiating clergyman was Rev. Carl Henry, pastor
of the Universalist church. Rev. Ralph Connor,
of Auburn, Me., a former pastor, assisted. The
double ring service was used, and there was a large
attendance of relatives and friends. Following
the ceremony there was a reception, at the con-
clusion of which Mr. and Mrs. Garner left on their
wedding trip. The groom is a partner in the firm
of Leach & Garner, of Attleboro, and the bride
is the daughter of a prominent manufacturer of

(Continued on page 1972)
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Central Place shall have the privilege of bringing
in their exhibits duty free, provided such exhibits
are returned to the country of their origin.
John Bernauer was arrested by detectives from

the Alexander street station on September 20 on
suspicion of being the man who had robbed the
home of J. P. Morgan, Jr., 231 Madison
avenue, on the night of January 25. According
to the police, Bernauer confessed to this and many
other robberies when taken to the office of Deputy
Commissioner Dougherty. On the prisoner Was
found an enamelled match safe which bore the
initials "J. P. M., Jr.," and in his rooms were found
jewelry and valuables worth thousands of dollars.
Among these were nine pieces of jewelry that the
police identified as having come from the Morgan
home.

Burglars entered the home of James N. Jarvie,
formerly a member of Arbunckle Brothers, at 150
Upper Mountain avenue, Montclair, N. J. on
the night of September 20 and carried off all the
family silverware. Entrance to the house, one of
the largest and most beautiful in Montclair, was
effected by forcing a window on the first floor.
The robbers worked quickly and no one in the
house was distrubed. Mr. Jarvie reported the
robbery to the police, but declined to estimate the
silverware's value. It is said to be worth at least
$3,000.
Monroe Engelsman, a wholesale jeweler, 71

Nassau street, is the author of an interesting pam-
phlet entitled " Anti-Semitism." The object of
the pamphlet is stated in the preface which says;
"It will be the endeavor of the writer, to be
impartial, in stating the true facts which led to
and brought about the feeling of anti-semitism.
It will be also his aim to avoid sympathetic and
sentimental arguments to strengthen this asser-
tion."

Dividends paid recently, according to the
National Jewelers' Board of Trade, were the follow-
ing: Ackenhausen & Co., North Yakima, Wash.,
second dividend 5 per cent; Frank A. Andrews
& Co., Boston, Mass., first dividend 5 per cent;
G. A. Benoit, Springfield, Mass.

, 
first dividend

4 per cent; W. T. Kidd, Union, S. C. first and
final dividend of .0834 per cent; J. W. Peutz,
Lima, Ohio, first and final dividend of 38.4 per
cent; Morris Turk, Bluefield, W. Va., first divi-
dend of 6 per cent; Normandy Company, Atlanta,
Ga., second and final dividend 53/i per cent,
C. G. Ingalls, Ballard, Wash. second and final
dividend 9% per cent and King Jewelry Company,
Baltimore, Md., first and final dividend 343'
per cent.
An addition to the extensive collection of

Peruvian metal work at the American Museum of
Natural History, New York, has been received
recently and will be placed on exhibition. It
comprises two small groups of jewelry from the
countries of Ecuador and Colombia, part of the
vast territory once known as the Empire of Peru.
E. N. Stone, secretary of the National Jewelers'

Board of Trade, recently returned from a vacation
spent at Atlantic City, N. J.
A list of creditors of the Zindel Manufacturing

Company of 373 Fourth avenue, tortoise shell
goodsgoods has been filed by Jesse S. Epstein, attorney
for

,
Henkel, Jr., the receiver. There

are 67 creditors, whose claims are believed to
amount approximately to $208,067.
A petition has been filed against Harry Rabino-

vich and Morris Brown, who compose the firm of
Rabinovich & Brown, jewelers, 36 Avenue A, by
creditors. The liabilities are said to be $7,000
and assets $1,000. Judge Mayer appointed
Robert S. Conklin receiver, with authority to con-
tinue business ten days.

It was decided on September 20 by the Board of
United States General Appraisers that automatic
cigar and cigarette lighters made of metal in the
shape of candlesticks are not to be regarded as
"smokers' articles" within the meaning of the
Tariff act of 1909. The R. Cohn Importing
Company of Kansas City appeared as the pro-
testants in the test case which affects a large variety
of lighters. The collector exacted duty at the
rate of 60 per cent ad valorem, while the im-
porters contended for 45 per cent as manufacturers
in chief value of metal. Judge Hay granted the

lower duty on the ground that there was nothing
about the articles to place them in the class
assigned by the collector except the fact that it
would be possible to light cigars by them.
Judge Hay decided that the Church of St.

John the Baptist of Cleveland must pay full duty
on candlesticks used on the altar. Free entry
was sought for them as religious articles carried in
the hand.
Two men who say they are John Germolo and

John Gylyty, of 18 Clinton street, were ar-
raigned in the Essex Market Court on September
20 charged with assaulting Louis Nebozinsky, a
jewelry salesman, the night before on an upper
floor of a tenement at the number mentioned.
Nebozinsky carried with him a case containing
jewelry worth $500. One of his assailants
attempted to seize the case and the other struck
him several blows on the face and head. Nebo-
zinsky's nose was broken and he was severely
bruised on the face and head.
Black, Starr & Frost are now occupying their

new home at Forty-eighth street and Fifth avenue.
The building, designed by Carrere & Hastings and
built by John Downey in the style of the Italian
Renaissance, is considered by architects to be one
of the handsomest business structures in the
United States. The firm is one of the oldest
jewelry houses in the country, it being founded in
1810. William L. Rich, vice-president; Witherbee
Black, treasurer, and Aaron V. Frost, secretary.
M. M. Freund, 725 Broadway, Brooklyn, reports

that a man representing himself as a merchant of
the neighborhood, on Saturday night obtained
from him a ring valued at $175. Monday morn-
ing, the swindler returned for a cup which he
spoke of ordering on Saturday, and was placed
under arrest by Officers Gudier and Jones, whose
alertness was the only thing that saved them
from injury, as a loaded revolver was found on
the man. When taken to the station house, he
was thought to be a well-known criminal with a
bad record.
The Jewelers' Taft and Sherman Club has been

reorganized for the campaign, with the same set of
officers who so successfully conducted their share
of the Republican campaign four years ago. There
is a strong sentiment among the leaders of the
jewelry business in favor of the policy and adminis-
tration of President Taft.

Louis West Froelick, a retired manufacturer of
jewelry cases, died recently at his home, 721
Twenty-first street, Brooklyn. He was seventy-
eight years old. Mr. Froelick served in the civil
war with the Seventy-first Regiment, and after-
ward started in business as a member of the firm
of Wiggers & Froelick at 60 Nassau street, retiring
eight years ago. He is survived by his widow and
two sons.

A Handsome New Jewelry Catalogue
Theodore W. Foster & Brother Company, 100

Richmond street, Providence, R. I., have just
received their 1912 Foster Blue Book for jewelers,
off the press. The issue this year presents a most
complete description of their entire line and satis-
faction is felt by their advertising department in
view of the fact that in the compilation not one
mistake can be found, despite the fact that the
book contains 291 pages and represents a descrip-
tion of some 10,000 various articles in addition to
6,000 Toilet Sets.
The illustrations are of a high order and serve

to convey in a very striking way the beauty of the
various designs manufactured by this company.
The book has twenty-five thumb indexes thus
simplyfying the matter of ascertaining where a
particular article can be found within its covers.
Four new patterns of toilet ware are illustrated

in this catalog, the plain Colonial Pattern the
Colonial Engraved, the Colonial enigne turned,
and octagon pattern. One of the things of especial
interest that may be found is a frontispiece. This
is printed in colors and contains various points of
interest in Providence.
The jewelers are given an invitation to visit

Providence and to see these various points. There
is civic, historical and commercial interest illus-
trated as well as a bird's eye view of the factory.
An illustration of their new Octagon pattern

toilet set in colors is one of the striking points
about the book. It will pay any live jeweler to
write for a copy of the Foster 1912 Blue Book.

October 1, 1912
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this town. On their return from the wedding
trip they till take up their residence in the Bates
Block at Attleboro.
The factories of J. F. Sturdy & Sons Company,

B. S. Freeman Company and the Sturdy-Cum-
mings Company, at Attleboro Falls, are working
on an overtime schedule in order to fill orders that
are now on hand.
There was a meeting of the creditors of the F. S.

Gilbert Company in Taunton, the latter part of
this month.
Mrs. F. M. Whiting and Misses Dorothy, Helen

and Marian Whiting have returned from an
extended trip abroad.

Jewelers who own automobiles have been noti-
fied of the new traffic laws, recently drafted by the
Selectmen, which prevent them from leaving their
automobiles on the street for any length of time.
Hon. Joseph Walker and Congressman William

S. Greene of Fall River were recent speakers here.
Congressman Greene spoke on the relation of the
tariff to the jewelry industry.

Articles of incorporation have been filed by the
Whiting Chain Company, a concern organized
for the manufacture of jewelry with a capital stock
of $100,000. The incorporators are: Frank E.
Whiting, Charles A. Whiting and Rosie Whiting.
In the recent session of the Superior Court at

Taunton the jury awarded a verdict of $1,110 to
James A. Perry in his suit against the Webster
Company. The case was one which grew out of
injuries Perry received while working in the boiler
room of the concern. He testified that he was
instructed to let steam out of a boiler, one morning,
but was not informed that a valve had been re-
moved. When he turned on the steam it escaped
through the place where the valve had been and
scalded his arm.

Carl Hempell, of F. L. Shepardson Company,
and W. H. Bell, of the W. H. Bell Company, have
been delegated to represent the North Attleboro
Board of Trade at the International Congress of
Chambers of Commerce to be held in Boston the
last of the month. Mr. Hempell is secretary of
the Board of Trade, and one of its active workers.

St. Elmo Coombs, southern representative of
Paye & Baker, made a flying trip from the south
in order to be at the factory for a day or two and
also to take his degree in the Masonic fraternity.
The Jewelers' Co-operative Refining Company

on Chestnut street has installed some new furnaces
which will add considerable to its facilities for
handling work.
Herbert J. Straker, of the firm of Straker &

Freeman, is improving after an attack of blood
poisoning in his hand.
A. M. Leibman, of New York, was a recent

caller on the local manufacturers.
Walter B. Ballou is able to be out after being con-

fined to his home on account of illness.
Oscar Hornig has gone out again with the sam-

ples of Codding & Heilborn He reports excellent
business on his last trip.

Trade Warned Against a Swindler
C. H. Schroeder, Passadena, Cal., wishes to warn

the trade against a man about fifty-five or sixty
years of age, heavy set figure, who is trying to pass
checks made out to him by a Pyramid Produce
Company or something similar, not existing. He
signs his name "Porter" with different initials.
All checks have under the signature Pyramid
Produce Company, per W. S., or some initials.
His way of doing business is clever. He will appear
at a time where banks are closed asking for goods
he had looked at before or had reserved for him.
As payment he offers one of his checks with some
kind of a picture printed on it. In my case and in
other cases here it was a pyramid. He is not at all
anxious to have all cash, rather takes your check
and some cash; then tries to dispose of your check
at some other store. He seems to make the same
territory again as he has been in Passadena three
years ago.

Act on the suggestions contained in this advertise-
ment and you'll secure gifts for every member of

the family that will afford lasting pleasure.
With over 3000 different
pat t erns in Briggs'Ouar-
anteed Ten-Year Chains
you ean be certain of
getting exactly the style
you want in a single or
double vest, or a lapel
chain for a man, or it
neck or lorgnette chain
for a WOMILII. They are
made m frohe best

gold - filled
stock. in
design, finish
and we a r-
ability equal
to solid gold
at one- Utird
the cost. Prices $1.50 and up.
Look for the red ten-year gnar-
antee tag and "The 11. F. 13. Co."
on the swivel.

CHAIN
WARRANTED

FOR

10 YEARS
• WEAR

g2.5"
TRADE MARK

The feminine fancy is captured at
first sight of the genuine Carmen
Bracelet. It's Inade in over 200
beautiful designs that go straight to
the heart of any woman. It fits the
arm snugly, expanding and con-
tracting automat wally, restingcom-
fortably Just NVII(`E0 irti plaCea. It's
gold-tilled, plain or engraved, with
watch, locket, signet or stone-set
lops, and also in the new tubular
styles. The name " Carmen "
shunned inside our bracelets identi-
ties the genuine Carmen and pro-
tects you from hnitat Ions.

Prices $3.50 and up.

Send for our catalog. It
shows sonic of the most
popular Briggs' Fobs
for men and women, in
addition to illustrating
Briggs' Chains and Car-
men Bracelets. We
make nearly 1000 dis-
tinct styles in both silk
and metal fobs, fitted
with patented safety fas-
tener. Each one is a
handsome piece of
jewelry that will
appeal to any one
who appreciates
beautiful designs,
clever workman-
ship and depend-

able quality. Prices 1$1.50 and up.
All jewelers sell Briggs' Jewelry,
but if you have any trouble getting Mat
what you want we will supply you direct
from the factory.

THE D. F. BRIGGS CO., Attleboro, Mass.

WE show here one of a series of Briggs' jewelry ads which will appear in some of the popular magazines
this Fall. Millions of people are going to read these ads, and many right in your own locality

will be influenced to buy Briggs' goods.

We have the complete confidence in the value of our line that a successful manufacturer can have when he
is sure of the quality of his product. That we are willing to spend money for advertising is one evidence of it.

On the other hand, we are trying every day to strengthen public confidence in the name of Briggs by giving
greatest value, neatest, newest and widest variety of designs and telling about it. We believe that the
retailer who features the Briggs' line will make a quicker turnover and a more satisfied list of customers.
We do not sell direct to retailers, but if you are unable to get Briggs' jewelry from your jobber, drop us a
line and Nye will see that you are supplied.

Our Free Catalog Tells All About Briggs' Jewelry. Send for It Today

THE D. F. BRIGGS CO.
Attleboro Massachusetts
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BENJ. ALLEN Ci CO.'S
Points to Remember About a

Catalogue

First. That the picture of a good article
and the picture of an inferior article look
the same in a catalogue our pictures are
pictures of good articles.

Second. That the price of an article is
an important feature, but quality and
finish are also important features. You
can rely on the quality and finish of the
goods in our book.

Third. That the reputation of a house
for fair=dealing is the best guarantee you
have of right prices; for forty years our

catalogue has been the
standard book among
jewelers—it has sold more
goods than any other
book published.
Fourth. Every year our cata=

logue is bigger and better. We
have taken pains to make it so.
Your patronage will be a satis=
faction to us and also, we believe,
our service will be satisfactory
to you.

The 1913
B. A. 6 Co.
Catalogue
will be sent
to the Trade
Oct. 5th.

BENJ. ALLEN Ci CO.

1975

NEW CATALOGUE
Distinctive Features of Our New

Catalogue

First. A special index inside front cover,
as well as indexes at head of each department
this facilitates the finding of what you want.

Second. The best printing and paper
gives unusual clearness to the illustra=
tions—hence you know what the goods
are going to look like.

Third. In each department there is a
complete assortment of everything new
and nice thus it is easy to make satis=
factory selections.

Fourth. Our long experience has taught
us to know what people
want. We know the goods
that sell—these are the
goods that you want.

Fifth. Our system of filling
orders is efficient—we have the

goods when you want them and
are able to ship promptly. We

know you want the goods quickly

and want what you order.

The 1913
B. A. 0 Co.
Catalogue
will be sent
to the Trade
Oct. 5th

WHOLESALE JEWELERS
10 So. Wabash Avenue, Chicago
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c_A few EXAMPLES of
the justly celebrated
8-Day, HIGH-GRADE

66

Mr Over 1000 Styles
in Bronze and Brass,
Highly and Refined
Finished Cases, etc.,

to select from.

aN

99

cLocns

Tambour—Style 1

Gothics (also Dorics)

Windsor

Tambour—Style 2

Yacht-Wheel Clock

CLOCHS QU La=

1E
The justRy CE,LEIBRATED 

S-Dmy, Hh-Grade

CLOCK
Used and 'DEALT ilia, by those Demanding the BEST

Mr ON SALE BY LARGEST HIGH-CLASS RETAIL JEWELRY HOUSES
Very large variety. Sizes ( dials) from 2 to 12 inches in diameter; cases in proportion. Prices from $21
to $250. Mantel, Boudoir, Ship's Bell and Auto Clocks, especially desirable for Wedding, Holiday and General

PRESENTATRON FURPOSE5

9111r Outside of the large cities there are innumerable buyers who want for their own homes, or for
presentation purposes, a few Exclusively High-grade Clocks each year.

allr To dealers in such places we suggest buying a 2 ./1.-inch Boudoir clock, listed at $21. This will showthe general high character of the "Chelsea " clocks, and from our Catalogue, furnished on
request, you can sell other models. TRY IT.

YOU want the BEST? Ask for the "CHELSEA" clock

CHELSEA CLOCK CO.
Largest makers in America of exclusively 8-DAY, HIGH-GRADE CLOCKS

16 State Street : :
BOSTON, MASS., U. S. A.

Complete Jewelry Requirements
jewelers can obtain from our immense stock
practically everything required in fine jewelry.

Rings of Every Description
Over 5000 Designs Always in Stock

Stone Set Rings, Signet Rings, Emblem Rings, Single
Stone Ring, Cluster Rings, Engraved Band Rings, etc.

Triple Crown Extension Bracelets
0. B. Extension Watch Bracelets
A Complete line of Extension Bracelets, with or with-
out mountings—immeasurably superior to all others.

A COMPLETE LINE OF CARD JEWELRY
Brooches, Tie Clasps, Ear Rings, Ear Drops, Ear Screws, Studs, Scarf Pins, Bar
Pins, Lingerie Pins, Dress Sets, Collar Sets, Cuff Pins, Veil Pins, Frill Pins, etc.
All our card jewelry is 10 K. Gold throughout all parts and has 0. B. Snap Safety Catches.

Every piece of Ostby & Barton Jewelry is guaranteed—is reliable—is the
best in quality, design and workmanship. Highest Value at Lowest Price.

PROVIDENCE, RHODE ISLAND
9 MAIDEN LANE 424 SOUTH BROADWAY 31NORTH STATE ST.
NEWYORK, N.Y. LOS ANGELES, CAL. CHICAGO. ILL.

ASK YOUR JOBBER
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PERFECT EC{
"Guaranteed for Life" Stern Bros. & Co.Against Breakage and Wear

MADE IN GOLD, SILVER 33-43 Gold Street New York
AND PLATE To avoid delay use local address, 33-43 Gold Street

Salesrooms and Officesof Diamond Department
68 Nassau St., N. Y.

Diamond Cutting Works
136-146 West 52d St.

New York
BRANCH OFFICES :

Chicago, Ill.. 31 North State Street Amsterdam, Holland, 12 Tulp Street London, England, Audrey House, Ely Place

October 1, 1912 in VIE KEYSTONE 1981

DALLAS AND THE LONE STAR STATE

Good Weather and Good Crops Assure a Busy Season—Traveling Men Report
Cloudless Outlook and Are Sending in Big Orders—Trade Activity Throughout
the State

Dallas, Texas, September 22.—Owing to the ex-
ceptionally seasonable weather this year resulting
in the largest crops in years, the business now
being done has almost reached a record limit.
The traveling fraternity covering the south-
western territory are jubilant over the conditions
and just as soon as the cotton crop is garnered
there will be a flow of money in all directions, and
the jewelry trade will not go a begging for their
share.
Emil Meyer, Groesbeck, has just returned home

from Dallas where he has been purchasing his
Holiday goods.
A. F. Bartosch, Edna, is another out-of-town

buyer who has been replenishing his stock pre-
paratory to holiday showings.
The Crawford Jewelry Company, of Temple,

filed an amendment changing its name to Jones,
Ragland & Adams Company. It likewise changed
its place of business from Temple to Waco. Some
Waco Exchanges show some very nifty advertise-
ments of this firm.
P. D. Fudge, formerly watchmaker for Hough-

ton, Reardon Company, has resigned and is ar-
ranging to take up a course in optics, after which
he expects to embark in the retail business for
himself.
W. C. Bellew was in our city recently mixing

business with pleasure and placed some nice orders
with the Norsworthy, Frey Company.

J. F. Woods, Lewisville, spent a few days in
Dallas recently on his way to Graham to visit
his brother who is very low.
H. H. Hawley, president, H. H. Hawley Com-

pany, recently purchased a 1913 model Cadillac,
and is arranging to make an extended trip through
the state, bent on pleasure only.
Fred H. Ridenour, southwestern representative

of the South Bend Watch Company, has just ar-
rived in Dallas on his regular Fall trip and reports
orders and prospects the best in his experience.
A. P. Tolliver, Mansfield, La., has opened a

branch store at Billeplatte, La., under the caption
of the Billeplatte Jewelry Company
R. 0. Owens, Rotan, has gone into bankruptcy.
J. E. Pope, formerly with Shuttles Brothers

& Lewis, is located temporarily at Longview.
J. C. Cobb, bookkeeper with the Moore-De

Grazier Company, has just returned from an ex-
tended vacation which he spent in South Texas
visiting the larger cities.
Mr. and Mrs. Fred Marcus, Denison have

just returned from a visit to Kansas City, Mo.
On their way home they included a stop at Fort
Worth, visiting W. M. Hubbard.
W. C. Vickers, watchmaker for B. T. Burgess,

of Wichita Falls, is spending a two weeks' vacation
in Colorado.
H. E. Polk, formerly of Linden, is now located at

Queen City.
H. W. Queen has been a recent visitor in Dallas

from Eastland.
Mr. Clayton Coulson, son of G. A. Coulson

of Greenville, is very ill from an attack of appen-
dicitis.
W. P. Baumgartner, who has been running his

father's store, while the latter is in Europe, is pre-
paring to open for himself at Goliad.
H. H. Gerdes, material man for H. H. Hawley

Company, has resigned and has located at Al-
varado. Mr. Gerdes will display a full line of
jewelry and kindred fancies.
W. R. Ludbloom, of Oklahoma City, has ac-

cepted a position with H. Iverson & Company,
Corsicana.
E. G. Buerger, watchmaker for Lawrence

Sommers is on the sick list.
W. J. Chilton, who has been associated with

T. B. Ramey, Tyler, is now connected with W. S.
Claypool, successor to Saunders' Drug Company.
L. E. Murdoch, Celeste, is in Dallas laying in a

new stock for fall trade.
W. C. Tomlin, head of Linz Brothers repair

department is off on a two weeks' vacation
Will E. Dietrich, of Cleburne, was a recent buYer

from the Norsworthy-Frey Company; he has his

nerves tuned up for a large business in his section,
for the general outlook is very good.
A. L. Wasson has bought out the drug and jew-

elry business formerly owned and conducted by
R. L. McCamant at Big Springs, Texas.

J. M. Wilson, vice-president, H. H. Hawley
Company, has just returned from a month's trip
to California. He reports conditions as being
exceptionally good, and returns home highly
elated with prospects ahead.
E. M. Reardon, president Houghton-Reardon

Company, has gone to Detroit, Mich. to attend
the annual convention held by the Banker's Asso-
ciation. He expects to go on to New York city
and spend several weeks more before returning
to Texas.

J. A. Key was in the city recently replenishing
his stock of material from Norsworthy-Frey Corn-
pany, and stated that he anticipated a good busi-
ness for his town, Granbury.

Alfred Lofton recently returned from Peoria,
Ill., and has purchased the business formerly
owned and conducted by D. C. McCarthy at
Tyler and expects to take root and grow.
George Taylor, of Terrell, recently spent a day,

in Dallas, and stated while here that he had taken
his brother into business with him and intended
expanding the business. The new firm is desig-
nated as Taylor Brothers.

William Baumgartner, of Refugio, has recently
returned from a three months' sojourn in Europe.
He expressed himself as being glad to be back in
Texas.
C. E. Anderson, formerly with the Economy

Drug Store at Round Rock, Texas, has opened
for himself at Pflugerville, Texas.
W. H. Gumn, of Durant, Okla., and Van Al-

styne, Texas, was recently in Dallas looking after
business affairs.

Cleve McMillan, Moore-De Grazier & Company
astute representative, is just leaving on his last
long trip of the year.
Tom Jarvis, of the J. E. Mitchell Company,

Fort Worth, was a buyer in the local market this
week; he is the leading watchmaker for the above
firm.
A. Burton, who has been associated with W. S.

Claypool, Bonham, has resigned and is now con-
templating entering into the game on his own re-
sponsibility.
H. E. Ferguson has purchased H. L. Steph's busi-

ness at Venus and the latter is returning to Dallas.
We have to announce the approaching wedding

of that most agreeable of young ladies, Miss A.
Warden, formerly stenographer for Moore-De
Grazier Company. The announcements to ap-
pear will designate a certain prominent young
business man of Dallas as the lucky gentleman,
Miss Warden will in the near future respond to the
designation of Mrs. A. 0. Teagarden.
W. A. Wilson, manager repair department

H. H. Hawley Company, has but lately returned
from a very extended trip to the eastern portion
of the United States and Canada. Business was
associated with pleasure and of necessity the Wal-
tham and Elgin factories were visited the detailed
workings of same being highly entertaining as
well as instructive. Mr. Wilson expresses him-
self as being greatly benefited both physically and
instructively by the trip.
H. J. Toole, watchmaker for George F. Flynt,

of Mineola, was a recent visitor to Dallas.
W. J. Gork, traveling representative of the

Houghton-Reardon Company, wholesale tools
and materials, has just returned from the Ama-
rillo country and reports the best and most suc-
cessful trip he has ever had; Crops fine, residents
happy and money awaiting takers.

J. B. Petit is now employed as watchmaker, with
the Norsworthy-Frey Company, their business
having increased in their workshop to justify
another workman.
R. W. Cox, who has been working in Dallas

for a number of years in the different branches of
the jewelry business has accepted a position with
J. L. Mitchell of Houston. Mr. Cox's absence

from;the city will be felt as he has been so closely
allied with the trade.
A. J. Keenapple, manufacturing jeweler for the

A. A. Everts Company, is now on his vacation.
W. F. Boost, expert watchmaker from Nebraska,

has become associated with A. S. Fonville, Wich-
ita Falls.
W. R. Mohon, of Aubrey, is making an inde-

finite stay in Dallas procuring practical experi-
ence in jewelry repairing.
H. L. Dickson, formerly associated with the

Jewelers' School of Dallas, has severed his con-
nections therewith and will devote his entire at-
tention to trade work and some special manu-
facturing.
W. D. Frey will soon make a business trip in the

interest of his firm Norsworthy-Frey Company,
and expects to bring in some good orders.
THE KEYSTONE reported W. C. Emerson as en-

graver,,, for Everts Company, in its last issue.
This gentleman is connected with Linz Brothers.
W. H. Denson has been a late visitor in Dallas.
Fire was dicovered in the rear of the H. W.

Bounds jewelry store on Main street, Sunday
morning, September 15, but thanks to the rapid
work of the fire department there was no great
financial loss.

Miss Ruby Jennings, stenographer for Hough-
ton, Reardon Company, has just returned from a
two weeks' vacation.
L. Pyman, of Michigan, has accepted a position

with the Houghton, Reardon Company, as expert
watchmaker.

Charles Hay, H. H. Hawley Company's repre-
sentative, has been rusticating in Los Angeles
for a month, this being the home of Mr. Hay's
mother.
C. B. Smith, Grand Saline, was a caller who made

the rounds of the trade recently.
Glen Wilson has accepted a position with- the

Houghton, Reardon Company in the material
department.
H. J. Plath, the popular engraver, reports good

business in his department of the Jewelers' School.
Facsimile illustrations of some very creditable
work done by students are being prepared and will
appear in THE KEYSTONE from time to time.
F. E. Brasfield is the proud possessor of a car

and spends all his spare time in it when not writing
jingles, of which practice he is overly fond.
One of the most, if not the most notable sales

this year, is that of the $20,000 gorgeous silver-
ware for the Hotel Adolphus, Dallas. This order
was given through Linz Brothers, and the special
patterns were worked up with consummate skill
shown only in the most exclusive designs. This
silverware service was made by the Reed & Barton
Company, Taunton, Mass.
George E. Moore, traveling for Moore-De

Grazier Company, has just come in off the road
and reports conditions for big fall business superb.
A Dallas city detective was instrumental in the

recovery of a $50 time-piece stolen from H. W.
Bounds in 1910.
Mr. Squires, of Robertson & Squires, of Honey

Grove, was a recent caller and stated he had sold
his interest to Mr. Robertson and was now looking
for a permanent position.
Simon Linz has but lately returned from a two

months' vacation in New York. Mr. Linz states
that he did not neglect his business opportunities
while gone and investigated the offerings of the
eastern markets, to the benefit of his firm.
Ben Linz, who is also in New York, took up the

interests of Linz Brothers, where his brother left
off and as a consequence a very elaborate line of
tasty, fanciful goods are to be displayed for the
holiday shoppers.
Jones Norwood, of Honey Grove, has accepted

a position with Shuttles Brothers & Lewis.
Shuttles Brothers & Lewis report the sale of a

large opening bill to Mims Talton Jewelry Corn-
pany of Corpus Christi. This firm has secured
quarters in the new half million dollar Nueces
Hotel and will have one of the finest stores in South
Texas.

J. J. Crundwell, Morgan, is purchasing his holi-
day stock in Dallas and the size of his order indi-
cates that he is prospering.

Shuttles Brothers & Lewis are issuing a new
300 page catalogue of fancy goods only.
Moore-De Grazier Company report such heavy

orders that night work is the regular diversion to
keep abreasi with them.
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Trade Improves as Season Advances—Prospects Very Bright—Activity of Thieves

Menaces Local Trade—New Quarters of Oskamp-Nolting Co.

Cincinnati, Ohio, September 23.—Cooler weather

has arrived and with it further improvement

in trade. Wholesale is at least up to last season's

strength, and manufacturers are very busy. Retail

continues a little weak. Summer heat, which hung

on to this section of the country until the middle

of September, has been supplanted by a cool Fall.

This weather probably means quickened trade but

it is interesting to note the rise of another kind of

activity which is almost always regulated, or

seemingly so, by the weather. " Crimes against

person" in hot weather, and "crimes against

property" in cold. The season of "crimes against

property" is coming, and it was not merely a coin-

cidence that with the first week of cool weather a

great number of robberies were reported. No

jewelers here have suffered seriously so far this

fall but it is up to them to be on their guard.

Jewelry was the principal loot in half a hundred

invasions of private homes recently.

J. T. Williams, formerly located in New Orleans,

La., and now in business at Rising Sun, Ind., was

i a the city about the middle of the month buying

his fall stock.
Mrs. W. M. McCutcheon, of Chattanooga,

Tenn., called on jobbers recently. She was visiting
relatives in this city—her old home.

J. B. Rovenhorst, of Greenwood, Miss., spent a
couple weeks in town taking instructions in en-
graving at the plant of E. Koplien & Co.

J. D. Jensen, Henderson, Ky., stopped off here
on his way east for a couple weeks' trip. He
;expected to visit his Roanoke, W. Va., store and
then go on to New York and Philadelphia.

A. J. Vess, of Tuscumbia, Ala., who gets up to
this city about once a year spent a week here the
middle of the month on his annual visit.

R. H. Sperling, Louisville, Ky., spent several
days in this city while visiting his grandparents at
Fort Thomas. He dropped in to see jobbers.

The expanding department store which hastened
the migration of a wholesale house to other
quarters about a month ago is now crowding out
The Crown Jewelry Company's retail store on
Vine street near Fifth. The jewelry store's lease
expires in a couple months and cannot be renewed
and so an auction sale is being advertised.

The case of Max J. Greenwald, charged with
selling jewelry that was not as represented, has
been set for October 8. Greenwald has been
arrested several times on similar complaints. He
operates a continuous auction house on Fifth
avenue and has been hailed into court half a dozen
times by buyers who claimed his wares had been
grossly misrepresented.
Robert Cowden, as receiver in bankruptcy of

B. A. Butcher, jeweler of Dayton, filed his applica-
tion in the United States District Court for com-
pensation in the sum of $26 for services and
expenses as receiver.
Mr. and Mrs. William S. P. Oskamp have

announced the engagement of their daughter
Adele to Mr. Hoadly Ryan. The wedding will
take place November the 6.

No little concern was felt by officers of the
Homan Manufacturing Company over the condi-
tion of their books shortly after the withdrawal of
T. A. Macklin, former vice-president, early in
September. A letter was sent out to all their
customers asking for assistance in straightening
out a tangle in the company's accounts. Dominick
Cloude, an expert accountant, was employed to
go over the books and officers said he would be
permanently retained. After an audit of the books
with the assistance of Mr. Macklin affairs have
been put back in shape. The letter said that " the
party in charge of our office and accounts has
conducted his department with considerable

irregularity."- In the audit no evidence of wrong-
doing was found and the books are again in order.

Charles A. Werrman Jr., has opened a new
store at 3709 Eastern avenue. Mr. Werrman was
formerly associated with his father in the East End
as a member of the firm of Charles A. Werrmann &
Son. Mr. Werrmann, senior, continues the old
store.
F. B. Folsom, manager of the Randolph & Co.

store at Bluefield, W. Va., stopped off in this city
for a visit with jobbers while on his returning
trip from French Lick, Ind., where he spent several
weeks' vacation.
Louis May, with A. & J. Plaut, and Miss Obera

McCarthy were married September 11. They will
make their home in Norwood.

Albert Fearnaught is the proud father of a 93.'
pound boy; the infant was born the 19 and is most
lusty.

John and Robert Holland, John Holland Gold
Pen Company, are back at work after a fishing
trip in Michigan. James E. Holland is spending
some time in Chicago.
We reproduce herewith a photograph of the

new quarters of the Oskamp-Nolting Company,
at 26 West Seventh avenue. The building was
put up especially for the jobbing house which will
occupy all but the first of its six floors.

The sales and display rooms are on the second
floor. It is well lighted and nicely arranged.
The optical department has been installed at the
front of the fifth floor and enlarged. The other
floors are used for billing, warerooms, store rooms
etc., the whole establishment making one of the
largest wholesale houses in the country.
Edgar Noterman, son of Joseph Noterman, has

returned to Miami Military Institute where he is
in his senior year. The Noterman factory force is
being increased from time to time as fall progresses.
J. B. Osthoff returned late in September from an
Ohio trip and sets out soon for the west.
Ezra Kendall, Richter & Phillips, who has been

traveling for several months in the western states
has had several tempting offers to become a pro-
fessfonal ball player. Mr. Kendall has pitched a
number of games while west on this trip and mana-
gers have been quick to recognize the possibilities
in his pitching. Sam Young will travel in Indiana
and Kentucky the first of October. Harvey
Phillips will visit the West Virginia trade.
The Clemens, Oskamp street clock which was

wrecked a couple months ago during the passage
of a heavy truck has been replaced. Immediately
after the old clock was demolished the Oskamp
company took measures to have a duplicate of
their old trade mark in place as soon as possible.
The iron work was turned over to the L. Schreiber
Company, and August Mundhenk, a local sculptor,
was selected to model the figures which adorn the
top of the clock. The work of the sculptor—three
figures symbolic of Morning, Noon and Night—
was done in bronze. The new clock was in its
place September 20.
L. C. Eveslage, of Ripley, was in this city on

the 19 to attend the wedding of his son, a sales-
man with a local shoe-firm.
The September meeting of the "Entre Nous

Club " of Oskamp, Nolting & Co., was held the
12 of the month at the home of Miss Myrtle
Rhonemus on Eastern avenue. A rehearsal of a
play on which members have been working
followed the business meeting. It is now planned
to present the play in connection with a reception
or like social gathering immediately after the
holidays. There was full attendance at the meet-
ing. Miss Nora Davis, of Newport, is the club's
next hostess.
The mystery of the theft of the $1,600 pay roll

from the safe of Oskamp, Nolting & Co. last
July was cleared up this month with the arrest
and confessions of Arthur McCann and Howard
Hilberg. The young men had hid in the store
until after closing hours and had worked the coin-

bination of the safe, with which McCann was
familiar. A search of McCann's home revealed
about $300 worth of cut glass which he had stolen
a piece at a time. A second search by detectives
then brought to light rings valued at $275. Still
other valuable goods are miming but may soon be
located. Besides this jewelry a part of the money
has been recovered and the company is seeking
to attach a deposit in a bank. McCann has been
in jail in Kentucky, across the river, charged with
selling stolen goods. Hilberg is being held in
Cincinnati. Dishonest employes have several
times attempted similar tricks with local whole-
salers but occasions have been rare in which they
have actually escaped with their loot.

Dealers calling on the jobbers during the past
fortnight were: H. W. Curtiss, Knoxville, Tenn.;
T. L. Candel, Frenchburg, Ky.; C. H. Bowen,
Winchester, Ky.; J. B. Rovenhorst Jr., Green-
wood, Miss.; Mrs. Charles H. Ingman, Apalachi-
cola, Fla.; L. C. Deifenbaugh, Lewisburg; Her-
man Bernstein, Hamilton; A. A. Laforest, Web-
ster Graves, Mo.; Albert Zoellner, Portsmouth;
John H. Schmith, Clinton, Ill.; Mr. Davis,
Bluefield, W. Va.; Mrs. Douglas, Brewton, Ala.

ST. PAUL AND MINNEAPOLIS

Improved Conditions Evidenced in Crowd of Visit-

ing Jewelers in Search of Stock Ideal Weather
now Prevails and all Conditions Favorable

St. Paul, Minn., September 21.—A small army
of jewelers from over the northwest were seen in
the Twin Cities during the past two weeks, most
of them coming here to attend .the state fair,
which was the largest thus far held. Many of the
jewelers spent time enough to see the fair and also
visit the jobbers and manufacturers and buy goods
for their stock.

All seem to be of the opinion that business will
be good this fall, and many are getting their stock
and stores in readiness so when the time comes they
will not be unprepared to supply the demands.
The weather conditions have been more comfortable
during the past two weeks than they have been
all summer, and everybody hopes for an ideal
autumn.
The traveling salesmen are all very busy at

present taking orders for the Fall trade.
T. Modsen, formerly with A. M. Anderson,

jeweler on Cedar avenue, Minneapolis, has re-
cently taken a position at Croswell, Mich.

R. G. Winter, of the R. G. Winter Jewelry Com-
pany, Minneapolis, is away on his vacation.

George Leussler, who is with the Birkenhaver-
Thomsen Company, of Minneapolis, is spending
his vacation in the country with relatives.

Sischo & Beard, wholesale jewelers and opticians
of St. Paul, Minn., have recommenced keeping
their store open Saturday afternoons. They will
continue this during the winter months.

E. J. Moore, formerly traveling salesman for
Sischo & Beard, wholesale jewelers and opticians,
of St. Paul, Minn., recently purchased the jewelry
store of F. M. Smith, South St. Paul. Mr. Moore
has had several years' experience in the jewelry
line, having been connected with both the retail
and wholesale business. Mr. Smith will be in the
trade watchmaking business with his son Mell
Smith, the well-known St. Paul trade watchmaker.

Mr. and Mrs. Eugene Princen recently passed
through the Twin Cities en route to Roseberg,
Wash. where Mr. Princen has accepted a position
as watchmaker. Mr. Princen stopped in the
Twin Cities and purchased a few new tools.

Arthur Williams, of Sischo & Beard, St. Paul,
recently left for his vacation.
C. J. Anderson and his brother, Henry Anderson,

are making preparations to form a partnership,
and open optical parlors in connection with the
jewelry store at Merriam Park, St. Paul. C. J.
Anderson formerly conducted a jewelry store
alone. Henry Anderson will have charge of the
optical parlors.
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Build Your Business on Quality
Made Attractive by Low Prices

You can buy and you may be able to sell once a class of rings that look almost as good
as the quality kind, but you lose customers and money in the end.
The best way to build sales year after year is to give people more value for the money
than they can buy anywhere else.
Sell a line that looks and wears many times better and costs only a trifle more than
the cheap kind.

No. 2420

Ruby
No. '1720

Emerald and Pearls
No. 2200

Amethyst
No. 497 G
Garnets

No. 2475
Sapphires

Queen City
Trade-Mark 

Rings
Rings sold only under our guarantee, that if any stone (except
d'amonds) is lost from setting at any time, the Queen City Ring
Mfg. Co, will replace stone without any charge whatsoever.

THE QUALITY STANDARD YOU WANT
Price does not always determine comparative quality. You must get down to the
material and workmanship. Then price may help you to prove value.
The enormous volume of our business, the wonderful machinery and perfect work-
manship enables us to give quality at unheard of prices.
Don't be misled by rings that look almost the same for a lower price. Our line cannot
be made cheaper. The name is your safeguard.

QUEEN CITY RING MFG. CO.
Buffalo, N. Y.

Queen City Q. C. Rings are sold only by this Company through its own traveling representa-
tives. There are no branch offices or other concerns that have the right to sell the Q. C. line.

WRITE FOR OUR PRICES TO YOU
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Plan for Your Holiday Trade
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Make this season
the best you ever
had by getting
after your share
of business early
and hard.

Send this free
Booklet Catalog
to the people in
your locality,
that you would
like to make
your customers.

Nv, • /7

We furnish these Catalogs free to you in desired quantity with your firm name printed on the
cover. Notice from the illustration herewith that the Catalog shows bracelets, chains, lockets,
fobs, glass and silver specialties which are the natural leaders for Holiday business in addition
to nearly 100 different illustrations in color of the famous

Queen City C RingsSE 

Trade-Mark

Rings sold only under our guarantee, that if any stone (except
diamonds) is lost from setting at any time, the Queen City Ring
Mfg. Co. will replace stone without any charge whatsoever.

If you will send the coupon today our representative will explain how to use these catalogs to
best advantage. Let him tell you how we will give you special advertising help—designed
to meet your particular requirements.

SEND THE COUPON TODAY

QUEEN CITY RING MFG. CO.
Buffalo, N. Y.

Queen City Q. C. Rings are sold only by this Company through its own
traveling representatives. There are no branch offices or other concerns
that have the right to sell the Q. C. line.

Queen City
Ring Mfg. Co.

BUFFALO, N.Y.

Without obligating
myself, have your rep-

resentative call and ex-
plain use of Booklet Catalog

for Holiday Trade.

Name 

Address  
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1912 Harvest the Best Ever !
Plenty of Money to Spend.

Are you prepared to meet demands for
Diamond or Semi-preeiouS Settings? Our new
Fall Line is a Sure Sales- Maker

BAUMAN!MASSA
COMMERCIAL BLDG. JEWELRY G0 5AI NT LOUIS
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Jewelers Interested in Big Carnival—Local Firm Secures Nice Order from Theatrical
Star—Prominent Jewelry House Leases New Quarters—Flood of Trade Visitors

St. Louis, Mo., September 21.—Great prepara-
tions are being made by the Franklin Avenue Mer-
chants and Manufacturers' Association for their
annual carnival, which opens on September 30, and
lasts a week. All the presidential candidates will
be impersonated. All the jewelers in this district
are active members and will participate.
An impressive cermony at midnight on the night

of September 11 marked the breaking of ground
for the new $150,000 home of the Moolah Temple
of the Mystic Shriners on Lindell boulevard.
Shortly before the time set for the ceremony an
assemblage of 200 automobiles and 1,000 persons
gathered. A number of our prominent jewelers
are members of this temple.

J. M. Friede, first vice-president of the Eisen-
stadt Manufacturing Company, returned Septem-
ber 16, from a week's business trip to New York.
Samuel Kober, who was recently made a member

of the Harris Diamond Importing Company, has
been elected vice-president and secretary of the
firm. E. H. Epstein, who was secretary has been
elected treasurer. L. K. Harris continues as
president. Mr. Harris left September 17 on a
several weeks business trip through the south.

Joseph Auer, traveler for the Bauman-Massa
Jewelry Company, arrived home September 16
from a six weeks' southern trip. He will leave Oc-
tober 1 for a several weeks' trip through the same
territory.

Charles S. Erber, president of the Gerhard,
Eckhardt Jewelry Company, returned September
9 from a week's business trip to New York. This
concern is conducting a 25 per cent off sale.
A. J. Lee, secretary and treasurer of the Lee &

Helmerich Jewelry Manufacturing Company,
returned September 23 from a ten days' fishing
trip at Leesburg, Mo.
Louis Robin the engraver, returned September

28 from a week's trip to the Illinois River with a
party in his motor boat.
M. Stiffelman, of M. Stiffelman & Co., returned

September 10 from a several weeks' trip through
the west. B. Stiffelman, of the same firm, will leave
October 1 on a month's trip through southwest.
W. A. Gill, the well-known jeweler, is expected

home about October 1 from a month's fishing
trip in Wisconsin.
The Remoh Jewelry Company, now at the north-

west corner of Broadway and St. Charles street,
expects to move into their handsome new store
at the southwest corner of Washington avenue and
North Sixth street about October 1.
S. R. Culbertson, vice-president of the Hess &

Culbertson Jewelry Company, is expected home
about October 1 from Wallon Lake, Mich., where
he has been spending the summer. Leo J. Vogt,
director and manager of the silverware depart-
ment of this firm returned September 1 from a
month's visit at the Colorado resorts. He was
accompanied by his wife. A. 0. Grime, salesman
for this concern, accompanied by his wife re-
turned September 16 from a four weeks' sojourn
at Walloon Lake, Mich.
F. W. Hoyt, president of the Hoyt Jewelry

Company, left September 17 on a two weeks'
trip through the southwest. C. M. Fairley,
traveler for this concern, left September 19 on a
long trip through Texas. I. T. Fuller, traveler
for same concern left September 16 on a month's
western trip.

Morris Bauman, who represents several con-
cerns, returned September 13 from a three months'
western trip. He left on September 20 for a several
weeks' trip through Oklahoma and Kansas.
H. W. Sippel, of the Sippel-Hyke Jewelry Com-

pany, returned to his duties September 13, after
being confined at home account of sickness.

J. Silberman, traveler for M. M. Burnstine,
returned September 14 from a two weeks' and a
half southern trip. He left September 18 on a two
weeks' trip through the north.
While G. J. Hess, president of the Hess & Cul-

bertson Jewelry Company, was going home in
his automobile about 6 p. m., September 16,

driven by his chauffeur, the car ran down a boy
riding a bicycle on Washington avenue, near
Eleventh street, crushing him so badly that he
died at the hospital a short time afterwards. The
accident was caused by the boy being a novice on
the bicycle, and by a sudden swerve due to lack
of command of the wheel. He tried to cross the
street in front of the automobile which struck
him. Mr. Hess promptly had the boy conveyed
to the city hospital and returned to the boy's home
and notified the parents. Miss Hess, daughter of
Mr. Hess, was one of the passengers in the auto-
mobile, and the affair affected her very much.
Goodman King, president of the Mermod, Jac-

card & King Jewelry Company, is expected home
from Europe about October 20. W. J. Hencke,
secretary to Mr. King, returned September 24,
from a two weeks' trip to Chicago and other points.
W. B. Lauman, salesman for this concern, returned
recently from a two weeks' vacation.
L. W. Braun, manager of the S. Ruby Jewelry

Company, while in New York some few weeks ago
took a handsome order from Julie Ring, the star
in the Yankee Girl. The order was for a diamond
bracelet and ring. This firm received a letter
from Indianapolis dated September 1, acknowl-
edging the receipt of her selections, which she
spoke very highly of, and enclosing a check for
$1,765.00, the price of the articles. The letter
was reproduced in an advertisement carried in a
local paper by the firm, and as Miss Ring is play-
ing here this week, it made a hit.
A number of our leading business men attended

the convention of the Lakes-to-the-Gulf Deep
Waterway held at Little Rock, Ark., September
24, 26 and 26.

George L. Weber, formerly manager here for
Loftis Brothers & Co., has returned from a trip east.
He has not as yet announced his future plans.
The Maschmeyer-Richards Silver Company, now

occupying part of the second floor of the Carleton
Building, have leased the second and third floors
of the new fireproof building in the course of erec-
tion at 312 and 314 North Sixth street, which is a
few doors north of their present quarters. They
will move into their new place about January 1.
This firm is an extensive dealer in all kinds of
sterling silver, silver plate, glassware, cutlery
and novelties, and has extensive territory connec-
tions. Their salesmen on the road cover the
entire west and south. The new location will more
than double the space in their present quarters.
This firm started six years ago in a small room on
the third floor of the Carleton Building.
Frank Scholl, traveler for Weiss & Fassett, left

recently on a two weeks' trip through Arkansas.
The Loftis Brothers & Co., time payment con-

cern, recently made a sale to a customer who made
his first payment in pennies. The money was in a
bag weighing nine and one half pounds. It took
four clerks thirty minutes to count the contents.
F. W. Drosten, president of the F. W. Drosten

Jewelry Company, has won considerable distinc-
tion here this summer on the golf links, and is con-
sidered one of our strongest local players.
E. H. Meier, traveler for the Weidlich Jewelry

Company, returned September 16 from a six weeks'
trip through the south.

George Oberting, formerly a member of the firm
of Blankenmeister, Oberting & Co., has accepted a
position as traveler with this firm. He left
September 17 on a several weeks' trip through
Illinois.
T. R. Coffey, a merchant of Irving, Ill., has just

added a jewelry department to his store and was
here recently buying his opening stock.
Well-known buyers in this market recently

were: Charles Mosby, Batesville, Ark.; T. H.
Vinyard, Granite City, Ill.; Martin Wolff, Wolff
Brothers, Murphysboro, Ill.; F. 0. Leidel, Troy,
Ill.; Charles S. Miller, Fort Smith, Ark.; H
Brodkey, Fort Worth, Tex.; T. H. Edwards,
Clarksville, Ill.; S. E. Brady, Reno, Okla.; Fred
Marcus, Denison, Tex.; W. H. Jahn, Pacific, Mo.;
E. R. Heuston, New Athens, Ill.; Mr. Leffler,
Leffler Jewelry Company, Gainesville, Tex.
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Jeweler Neatly Traps Thief—Henry Hyman Starts

in Business for Ilimself—T. M. Mason takes

Partner.—E. W. Reynolds, Los Angeles, Whole-

saler, Visits City

San Francisco, Cal., September 19.—Edward
Allen was arrested while attempting to steal two
watches from the jewelry store of Charles Wein-
stock, 389 Kearny street. Weinstock was in the
rear of the store when Allen entered and reached
into the showcases for the watches. The jeweler
came forward. "What do you want?" he asked.
"I thought of buying some watches," said Allen,
hiding two watches behind his back. "What kind
do you want?" Allen pointed to a watch in the
case. Weinstock stooped as though to pick it up,
but instead took a revolver from under the case
and held Allen up. He marched the man to the
door and blew his police whistle.
M. Barborka announces the opening of a new

store at Santa Monica, Cal. Mr. Barborka was
formerly located in Osnard, Cal.
Henry Hyman, who was formerly associated

with G. Grossman, the Market street jeweler,
now wishes to advertise himself as a dealer in
diamonds, watches and jewelry with his office
located at 17 Fourth street. Mr. Hyman will
also make watch work and jewelry repairing a
specialty.

Melville Nordlinger and Charles Green, of the
S. Nordlinger & Sons, of Los Angeles, Cal.,
have recently returned to their place of business
after a busy time in the east where they purchased
extensively for an anticipated lively business.
W. A. Persey, who was formerly in the retail

jewelry business in Washburn, North Dakota, has
opened a new store on North Commercial street,
Salem, Oregon.
On account of rapidly growing business and a

bright outlook for future business, Durfee, the
retail jeweler of Antioch, Cal., hag' recently in-
stalled a couple of new sets of wall and show cases.
These new features will be an addition to the ap-
pearance of his place of business.
M. Pollack, one of the Pollack boys of Eugene,

Oregon, has sold out his interest in the business to
his brother. Mr. Pollock will move to Payne,
Ohio, where he contemplates opening a store of his
own.
At Long Beach, Cal., will be found a new retail

jewelry store which has recently been opened and
which will be operated by E. Freedheim.
E. Gerson, the South Broadway, Los Angeles,

retail jeweler, has of late increased his watchmaking
force by the addition of C. R. Oakes.
The Alexandra Jewelry Company, who have

been located on Market street, since the fire, have
opened a very attractive new store at 8 Kearny
street, San Francisco.
F. M. Mason has taken into partnership Mr.

Hooper who was formerly connected with the
retail jewelry firm of Smith Brothers, Visalia, Cal.
The new firm in the future will be known as Mason
& Hooper, and the new store in this town which has
been enlarged will be open for business under its
new management about October the first.
Graham & Victor, the new retail jewelers of

Seattle, Wash., are open for business. Their new
establishment which is fitted throughout in marble,
mahogany and French plate glass, presents a very
high-class appearance and adds to the growing
number of first-class stores in this city.
E. W. Reynolds, the wholesale jeweler of South

Broadway, Los Angeles, accompanied by the
manager of his optical department, Charles Snell,
paid their friends a visit in San Francisco a few
days ago. While here they closed up a working
agreement with the balance of the manufacturing
opticians of the Pacific Coast.

Morris Friedberger, the retail jeweler of Stock-
ton, was among the out-of-town dealers on a
buying trip in this city.
Lou Berger, the retired retail jeweler of Los

Angeles, paid a social visit to a number of his
friends in San Francisco last week.
B. L. Gates is erecting a new four dial street

clock in front of his new retail jewelry store at
1326 Second avenue, Seattle. This new street
ornament stands at least thirty-five feet high, and
will enable the host of pedestrians on this busy
thoroughfare to read the time as they run.
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Pointers for the Buyer—
How to Avoid Overstocking

One of the first essentials of the success-
ful storekeeper today, irrespective of the
line he may be engaged in, is the ability
to buy his stock sensibly and conserva-
tively, writes Ralph E. Ferguson in Busi-
ness Equipment Journal. Strange as it
may seem, the tendency to overstock, or to
buy unsalable lines, is found, not only in
stores noted for careless management, but
in many of the most up-to-date establish-
ments doing business today, with reputa-
tions for progressiveness and system.

Overstocking is one of the weaknesses
of the average buyer. Even the best of
buyers will at times makes this error, and
it requires a constant vigilance to escape
this fault, and to keep the amount of stock
carried in proper ratio to the demands
of the trade. The tendency of many
buyers to take advantage of special dis-
counts or big price reductions on certain
lines result only too of ten in the loading
down of their shelves with a stock utterly
out of proportion to the demands of trade,
and a certain amount of such stock must
be consigned to the dumping station.

Shelf-worn goods and old goods must
either be sold at a sharp discount or con-
signed to the waste-pile, as customers will
not buy a shop-worn article when a fresh
one can be had at the same price from a
competitor.

Failures Due to Overbuying

That many failures result from this
expensive habit is not to be doubted.
Attend any sheriff's sale, and amid the
piles of stock that are sacrificed will be
found a vast accumulation of these "over-
stocked " goods, which have deteriorated
through age and wear. In nine cases out
of ten no allowance has been made for
deterioration of these lines in the annual
inventory; they appear on the merchandise
debit account together with the latest
goods purchased, and it is this deceptive
method of accounting that leads the store-
keeper to believe he has value when in
fact he has been carrying almost worthless
stock on his shelves.

Another serious mistake made by many
dealers is the buying of duplicate lines of
goods. Even in stores where there is but
the most limited demand for certain
articles you will find this expensive habit
of duplicating lines.

Storekeepers who overbuy learn only
too late that the job of introducing an
unknown product in a new district—a
product that has not been widely adver-
tised by the manufacturer—is a herculean
task, and that the retailer can not afford
to undertake it.
On the contrary, the standard, estab-

lished lines that have had the advantage
of wide publicity in the trade press and
other channels are salable, and find a
buyer at all times, even at sheriffs' sales.
They never become a drug on the market.
It is only the obscure products that nobody
has heard of and that nobody cares to
experiment with that find the junk-pile.
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Only those who have tried to introduce
an unadvertised, unknown product realize
the task involved in getting the trade to
adopt or even to experiment with a new
line of inks, a loose-leaf ledger of doubtful
origin, or a new staple of any kind that
must be sold in competition to standard,
well-advertised lines. True, the clerk
may induce customers to try the new arti-
cle. But the job of " trying out" the goods
on established trade is an expensive one in
the long run, even where the goods give
satisfaction. Let them turn out unsatis-
factory, and it means a loss of customers
besides the loss of the profits on the goods.
The tempting margin of profit offered

by the manufacturer of the unknown arti-
cles is wiped out by the returned or unsold
stock, and the loss of trade makes the
experiment one of the most expensive the
storekeeper can make. Worst of all, by the
time the store-owner has learned, that the
goods are unsalable the manufacturer has
in all probability gone out of business—
They are a dead loss.

How the Wide-awake Retailer
Gets the Mail Order Trade

In many, if not every shopping center
in the country, the question of getting the
mail order trade is receiving as much dis-
cussion as was given to the question of
holding "Sales" in reputable trade estab-
lishments some 20 years ago.
The fact remains that the mail • order

business is both well established and pros-
perous. Every mail order house in the
country is increasing its business and the
steady growth of this new form of retail
trade leaves the local retailer with but
one answer which fully meets every side
of the question. And that is to get the
mail order trade in his locality himself
before it is too late.
What this article proposes to bring out

is that the local retailer in any community,
whether of large or small population, can
add a mail order department to his busi-
ness profitably and permanently.

It is a curious fashion of human nature
that the business man in any line looks
with suspicion upon the ways of those who
have achieved immediate or overly large
success through any particular plan. For
this reason many who would take up the
mail order business get the idea that
because the methods used by the large
mail order houses have been immensely
successful, there must be something corres-
pondingly dishonest or at least unethical
about them. ,
The success of a retail mail order de-

partment depends absolutely upon the
exact fulfillment of just what is precisely
stated in the correspondence between the
mail order house and the purchaser. If
such were not the case, the post-office de-
partment would have acted long before this.
The most profitable returns are had

from letters which, although made up in
quantities are yet so prepared as to appear
to the customer as having been individu-
ally written for his or her benefit. For
some lines of business it is also necessary
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to have a catalogue, but in a great many
branches of retail trade profitable results
can be gotten from letters accompanied by
circulars.
The question of just what to say in

these letters and just when to say it, is
purely a matter of judgment and common
sense. It is, however, necessary to plan
the entire mailing of any given letter or
series of letters, sufficiently in advance, so
that when the right moment arrives there
will be no delay.
Success in the mail order business con-

sists of being sufficiently ahead of time.
For the most part, those who once begin

to make purchases through mail order
solicitation continue to send in their orders
and respond profitably to announcements
sent out at regular intervals, so that
the principal requirement of a successful
mail order business is a system of corres-
pondence that will keep every customer on
the list alive to every essential detail of
what is selling.
So far as getting up a mailing list of

names is concerned, and buying of mer-
chandise is concerned, the preparations
are very simple and require no change in
the regular running of any retail business,
but the matter which is to be mailed can
only be successfully handled by the retailer
himself.
Date lines must be changed and portions

of the mailing list have to be handled in
groups, so that in some instances, in send-
ing out a letter to 1,000 persons on the
same subject, it is frequently necessary to
make material changes in some of the
letters sent out, so that by the time the
entire thousand are mailed, there are
practically from M a dozen to 20 or 30
different letters run off in lots of from a
score to a couple of hundred each.
To do this economically is not at all

difficult or beyond the time and ability of
the regular force of help in any ordinary
retail establishment. It is, however,
necessary to have some form of printing
equipment that will produce typewritten
letters in which changes can be readily
made and it is also necessary to have a
sufficient equipment of filing cabinets,
letter files, etc., to have the entire corres-
pondence within immediate reach. There
is great opportunity in the mail order
business at the present time for the far-
sighted manufacturer who will get up
a complete mail order printing and filing
equipment on a unit basis which will
accommodate itself to any size business.
Simple filing systems are being used in

many of the credit account registers which
could be adapted to mail order purposes.
And machines like the Writerpress, which
can be run without the use of electric
power and are so practical that they an
be operated by the cheapest kind of help
are well within the reach of any retail
establishment.
Whatever the first cost may be, the

mail order department of a retail business
should be looked upon just the same as the
delivery wagon, the passenger elevator,
or any other necessary equipment to the
healthful growth of the business.—Retail
Equipment.
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A Plea for Honesty in Business

By GOVERNOR GEORGE W. HUNT, of Arizona, in Business

After twenty-five years of business life,
I believe that corner-stone of business
success is common, ordinary honesty.
With this, all things are possible.
Without it, no success is permanent.
I have seen many men, in that twenty-

five years, who had every other quality
which men admire and believe necessary.
They failed. They were not inherently
dishonest, but when the time came for a
deal to be made on a basis of honesty and
fair dealing, or when there was an oppor-
tunity for a temporary financial advantage
through "sharp practice," they took the
wrong road.
A business relation can only exist be-

tween two or more individuals, firms or
corporations. If one is defrauded, even
within the metes and bounds of the law,
aiid even without open public condemna-
tion, the seed is surely planted for dis-
content. In the events which must follow
that transaction in the great world of
commercial activity, that discontent ripens
and bears fruit. Some day it comes back.
Usually it is recalled when some trans-
action is about to culminate, and in which
confidence in the other party, as well as
cash, must be a determining factor.

There is always a time when, in the
quiet of his office, the man who is to decide
the matter goes carefully over each step,
weighing every factor, for and against,
acceptance or rejection of the proposi-
tion on which the deal is to be based.

If he is alone, he decides alone. If he is
interested with others, he calls them in to
weigh each step with him. Somehow, and
somewhere, no matter what the char-
acter of the transaction may be, if the
other party to it has a shady business re-
cord, even in small things, that record and
that incident crops up.
A business man must use his reason—or

he will soon be out of business. So he
reasons this way:
"Jones took an unfair advantage of

Smith in that deal two years ago. It was
a trifling matter, but if it had been larger,
would he not have done the same?"
Right then and there he begins to look

for "the bug under the chip." In other
words, suspicion replaces confidence. And
confidence is the basis of every commercial
transaction of every character.
So, the "deal is off." And the reason

given for not closing it may not be the most
weighty reason, for business men must use
diplomacy in their relation with other
business men, even although they really
distrust them.
My own commercial training began as a

clerk in a store which sold many lines of
goods—groceries, clothing, drygoods, boots
and shoes, and furnishings for men and
women. The company was also engaged
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in the banking business. We were in a
locality which was growing, and where the
trade was largely among working people.
As these men were paid on the tenth to

the fifteenth of the month following the one
in which they earned their money, it was
necessary for them to ask merchants for
credit. Our store, therefore, was often
confronted with the problem of to whom
to extend this credit and how much.
As a clerk, I was bound by the judg-

ment and decision of the owners. Right
there I began to understand why one man
working in a mine could have anything he
asked for, while another following the
same occupation and getting his pay on the
same day had to be held down or refused
outright. The difference was one of in-
dividual honesty.
One man would not buy unnecessary

things, even though we had them in stock;
and when pay day arrived, he would show
up at the cashier's window, often before
going home, and pay every dollar he owed.
The -other man was likely to go off on a
debauch, forget his obligations until he
had spent a part or all he had earned. A
firm which discounts its bills cannot allow
its customers to neglect to pay for what
they have bought, and then double the
obligation on promises.
Nor did the honesty of the working man

stop there. Many men who traded with
us were also depositors in our bank. It
was convenient and one business transac-
tion led naturally to another. Some day
some of those men, engaging in various
enterprises of their own, would need a loan.
The amount of their deposit was one factor
but their record for honesty always out-
weighed the cash balance.
As the years passed I came to learn, as

every progressive business man of experi-
ence well knows, that the largest security a
bank can have, other things being equal,
is the personal integrity of the borrower.

I have seen loans made which aggre-
gated large amounts, sometimes many
thousands of dollars, to different men
whose material security alone would not
have entitled them to the money. I have
seen two men, each with securities of nearly
the same actual monetary value, apply
for loans at almost the same time. One
would have behind him the record for fair
dealing and personal honesty. The other
would fall short of the test in these re-
spects. Even if the commercial appraise-
ment of the security offered were equal
to the cash desired, I do not recall an in-
stance where the honest man failed to get
the money, if the bank was loaning. But
I remember many times when collateral,
otherwise "gift-edged," was not deemed
"a good loan" because of some circum-
stance which impaired confidence of the
discount committee in the individual
applying for it.

Business men, therefore, whether they
recognize the fact or not, have come to re-
gard individual honesty as the keystone of
the arch of business success. For per-
sonal honesty is an expression of the life of
the man—not something which he can put
on and off like a mask. It is not alone a
certificate of his commercial worth, it is

also a self-evident guarantee of right
habits of life. A man will not be per-
sonally honest and defective in other
standards, commercial or ethical. He will
not be the soul of honor in business life,
small transactions and great ones, and be
"a rounder." He could not be "a
rounder" and he honest with himself.
Nor could he be dishonest with himself
and be honest with others.

The Making of Business-
Bringing Show Cards

A Drug Clerk Who Is an Amateur Show-Card
Writer Tells How He Learned the Art

The object of this article is to show
the dealer and his clerk how easily little
pieces of cardboard may be converted
into neat and attractive show cards which
will attract the eye and speak louder than
words to the prospective customer, writes
G. T. Patterson, in the Druggist's Circular.
Some one has observed that one blow of
the hammer will not drive a nail. Neither
will one card placed in some remote corner
of the store bring trade. But when a
number of cards are artistically printed
and displayed around the store on cases,
on the walls, on the fountain, and in the
windows, one or more is going to attract
some one and probably make him or her
a customer.
The show card placed in a window filled

with sundries attracts the passerby; he
stops to look; it calls his attention to the
article he wants, points out its excellent
features, draws him into the store, and—
he buys. All the clerk has to do is to
wrap up the article and make change.

Special Purpose of Cards

Some people go to a drug store to buy,
knowing just what they want; but the
majority are out to buy, not knowing just
what they want until they see some article
that appeals to them. Right here is
where the show card proves of greatest
value. When a druggist begins to make
his own cards he pays more attention to his
window trims and takes quite a pride in
making them attractive. Any one can
take an old paint brush and daub "10
cents a dozen' on a scrap of card or paper
to place on a fruit stand, but such a card
would never answer for a drug store.
Cards for drug stores must be neat and
artistic. They must be brief, and every
word must count.
Now some one asks, "How is it done?"

Let me answer by telling how I have suc-
ceeded in learning to print cards and signs
which have brought business to our store.
To begin with, I am such a poor penman

that sometimes I can hardly read my own
writing. This proves that it is not neces-
sary to be a good penman in order to be-
come a successful card writer. When I
started I worked with a brush, and made
such slow progress that I became dis-
couraged and gave it up. Shortly there-
after, however, a grocer nearby who

(Continued on page 1993)
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Pointers for the Buyer—
How to Avoid Overstocking

One of the first essentials of the success-
ful storekeeper today, irrespective of the
line he may be engaged in, is the ability
to buy his stock sensibly and conserva-
tively, writes Ralph E. Ferguson in Busi-
ness Equipment Journal. Strange as it
may seem, the tendency to overstock, or to
buy unsalable lines, is found, not only in
stores noted for careless management, but
in many of the most up-to-date establish-
ments doing business today, with reputa-
tions for progressiveness and system.

Overstocking is one of the weaknesses
of the average buyer. Even the best of
buyers will at times makes this error, and
it requires a constant vigilance to escape
this fault, and to keep the amount of stock
carried in proper ratio to the demands
of the trade. The tendency of many
buyers to take advantage of special dis-
counts or big price reductions on certain
lines result only too of ten in the loading
down of their shelves with a stock utterly
out of proportion to the demands of trade,
and a certain amount of such stock must
be consigned to the dumping station.

Shelf-worn goods and old goods must
either be sold at a sharp discount or con-
signed to the waste-pile, as customers will
not buy a shop-worn article when a fresh
one can be had at the same price from a
competitor.

Failures Due to Overbuying

That many failures result from this
expensive habit is not to be doubted.
Attend any sheriff's sale, and amid the
piles of stock that are sacrificed will be
found a vast accumulation of these "over-
stocked " goods, which have deteriorated
through age and wear. In nine cases out
of ten no allowance has been made for
deterioration of these lines in the annual
inventory; they appear on the merchandise
debit account together with the latest
goods purchased, and it is this deceptive
method of accounting that leads the store-
keeper to believe he has value when in
fact he has been carrying almost worthless
stock on his shelves.

Another serious mistake made by many
dealers is the buying of duplicate lines of
goods. Even in stores where there is but
the most limited demand for certain
articles you will find this expensive habit
of duplicating lines.

Storekeepers who overbuy learn only
too late that the job of introducing an
unknown product in a new district—a
product that has not been widely adver-
tised by the manufacturer—is a herculean
task, and that the retailer can not afford
to undertake it.
On the contrary, the standard, estab-

lished lines that have had the advantage
of wide publicity in the trade press and
other channels are salable, and find a
buyer at all times, even at sheriffs' sales.
They never become a drug on the market.
It is only the obscure products that nobody
has heard of and that nobody cares to
experiment with that find the junk-pile.

Only those who have tried to introduce
an unadvertised, unknown product realize
the task involved in getting the trade to
adopt or even to experiment with a new
line of inks, a loose-leaf ledger of doubtful
origin, or a new staple of any kind that
must be sold in competition to standard,
well-advertised lines. True, the clerk
may induce customers to try the new arti-
cle. But the job of "trying out" the goods
on established trade is an expensive one in
the long run, even where the goods give
satisfaction. Let them turn out unsatis-
factory, and it means a loss of customers
besides the loss of the profits on the goods.
The tempting margin of profit offered

by the manufacturer of the unknown arti-
cles is wiped out by the returned or unsold
stock, and the loss of trade makes the
experiment one of the most expensive the
storekeeper can make. Worst of all, by the
time the store-owner has learned that the
goods are unsalable the manufacturer has
in all probability gone out of business—
They are a dead loss.

How the Wide-awake Retailer
Gets the Mail Order Trade

In many, if not every shopping center
in the country, the question of getting the
mail order trade is receiving as much dis-
cussion as was given to the question of
holding "Sales" in reputable trade estab-
lishments some 20 years ago.
The fact remains that the mail • order

business is both well established and pros-
perous. Every mail order house in the
country is increasing its business and the
steady growth of this new form of retail
trade leaves the local retailer with but
one answer which fully meets every side
of the question. And that is to get the
mail order trade in his locality himself
before it is too late.
What this article proposes to bring out

is that the local retailer in any community,
whether of large or small population, can
add a mail order department to his busi-
ness profitably and permanently.
It is a curious fashion of human nature

that the business man in any line looks
with suspicion upon the ways of those who
have achieved immediate or overly large
success through any particular plan. For
this reason many who would take up the
mail order business get the idea that
because the methods used by the large
mail order houses have been immensely
successful, there must be something corres-
pondingly dishonest or at least unethical
about them. ,
The success of a retail mail order de-

partment depends absolutely upon the
exact fulfillment of just what is precisely
stated in the correspondence between the
mail order house and the purchaser. If
such were not the case, the post-office de-
partment would have acted long before this.
The most profitable returns are had

from letters which, although made up in
quantities are yet so prepared as to appear
to the customer as having been individu-
ally written for his or her benefit. For
some lines of business it is also necessary
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to have a catalogue, but in a great many
branches of retail trade profitable results
can be gotten from letters accompanied by
circulars.
The question of just what to say in

these letters and just when to say it, is
purely a matter of judgment and common
sense. It is, however, necessary to plan
the entire mailing of any given letter or
series of letters, sufficiently in advance, so
that when the right moment arrives there
will be no delay.
Success in the mail order business con-

sists of being sufficiently ahead of time.
For the most part, those who once begin

to make purchases through mail order
solicitation continue to send in their orders
and respond profitably to announcements
sent out at regular intervals, so that
the principal requirement of a successful
mail order business is a system of corres-
pondence that will keep every customer on
the list alive to every essential detail of
what is selling.
So far as getting up a mailing list of

names is concerned, and buying of mer-
chandise is concerned, the preparations
are very simple and require no change in
the regular running of any retail business,
but the matter which is to be mailed can
only be successfully handled by the retailer
himself.
Date lines must be changed and portions

of the mailing list have to be handled in
groups, so that in some instances, in send-
ing out a letter to 1,000 persons on the
same subject, it is frequently necessary to
make material changes in some of the
letters sent out, so that by the time the
entire thousand are mailed, there are
practically from M a dozen to 20 or 30
different letters run off in lots of from a
score to a couple of hundred each.
To do this economically is not at all

difficult or beyond the time and ability of
the regular force of help in any ordinary
retail establishment. It is, however,
necessary to have some form of printing
equipment that will produce typewritten
letters in which changes can be readily
made and it is also necessary to have a
sufficient equipment of filing cabinets,
letter files, etc., to have the entire corres-
pondence within immediate reach. There
is great opportunity in the mail order
business at the present time for the far-
sighted manufacturer who will get up
a complete mail order printing and filing
equipment on a unit basis which will
accommodate itself to any Size business.

Simple filing systems are being used in
many of the credit account registers which
could be adapted to mail order purposes.
And machines like the Writerpress, which
can be run without the use of electric
power and are so practical that they dan
be operated by the cheapest kind of help
are well within the reach of any retail
establishment.

Whatever the first cost may be, the
mail order department of a retail business
should be looked upon just the same as the
delivery wagon, the passenger elevator,
or any other necessary equipment to the
healthful growth of the business.—Retail
Equipment.
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A Plea for Honesty in Business

By GOVERNOR GEORGE W. HUNT, of Arizona, in Business

After twenty-five years of business life,
I believe that corner-stone of business
success is common, ordinary honesty.
With this, all things are possible.
Without it, no success is permanent.
I have seen many men, in that twenty-

five years, who had every other quality
which men admire and believe necessary.
They failed. They were not inherently
dishonest, but when the time came for a
deal to be made on a basis of honesty and
fair dealing, or when there was an oppor-
tunity for a temporary financial advantage
through "sharp practice," they took the
wrong road.
A business relation can only exist be-

tween two or more individuals, firms or
corporations. If one is defrauded, even
within the metes and bounds of the law,
aild even without open public condemna-
tion, the seed is surely planted for dis-
content. In the events which must follow
that transaction in the great world of
commercial activity, that discontent ripens
and bears fruit. Some day it comes back.
Usually it is recalled when some trans-
action is about to culminate, and in which
confidence in the other party, as well as
cash, must be a determining factor.

There is always a time when, in the
quiet of his office, the man who is to decide
the matter goes carefully over each step,
weighing every factor, for and against,
acceptance or rejection of the proposi-
tion on which the deal is to be based.

If he is alone, he decides alone. If he is
interested with others, he calls them in to
weigh each step with him. Somehow, and
somewhere, no matter what the char-
acter of the transaction may be, if the
other party to it has a shady business re-
cord, even in small things, that record and
that incident crops up.
A business man must use his reason—or

he will soon be out of business. So he
reasons this way:
"Jones took an unfair advantage of

Smith in that deal two years ago. It was
a trifling matter, but if it had been larger,
would he not have done the same?"
Right then and there he begins to look

for "the bug under the chip." In other
words, suspicion replaces confidence. And
confidence is the basis of every commercial
transaction of every character.
So, the "deal is off." And the reason

given for not closing it may not be the most
weighty reason, for business men must use
diplomacy in their relation with other
business men, even although they really
distrust them.
My own commercial training began as a

clerk in a store which sold many lines of
goods—groceries, clothing, drygoods, boots
and shoes, and furnishings for men and
women. The company was also engaged
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in the banking business. We were in a
locality which was growing, and where the
trade was largely among working people.
As these men were paid on the tenth to

the fifteenth of the month following the one
in which they earned their money, it was
necessary for them to ask merchants for
credit. Our store, therefore, was often
confronted with the problem of to whom
to extend this credit and how much.
As a clerk, I was bound by the judg-

ment and decision of the owners. Right
there I began to understand why one man
working in a mine could have anything he
asked for, while another following the
same occupation and getting his pay on the
same day had to be held down or refused
outright. The difference was one of in-
dividual honesty.
One man would not buy unnecessary

things, even though we had them in stock;
and when pay day arrived, he would show
up at the cashier's window, often before
going home, and pay every dollar he owed.
The -other man was likely to go off on a
debauch, forget his obligations until he
had spent a part or all he had earned. A
firm which discounts its bills cannot allow
its customers to neglect to pay for what
they have bought, and then double the
obligation on promises.
Nor did the honesty of the working man

stop there. Many men who traded with
us were also depositors in our bank. It
was convenient and one business transac-
tion led naturally to another. Some day
some of those men, engaging in various
enterprises of their own, would need a loan.
The amount of their deposit was one factor
but their record for honesty always out-
weighed the cash balance.
As the years passed I came to learn, as

every progressive business man of experi-
ence well knows, that the largest security a
bank can have, other things being equal,
is the personal integrity of the borrower.

I have seen loans made which aggre-
gated large amounts, sometimes many
thousands of dollars, to different men
whose material security alone would not
have entitled them to the money. I have
seen two men, each with securities of nearly
the same actual monetary value, apply
for loans at almost the same time. One
would have behind him the record for fair
dealing and personal honesty. The other
would fall short of the test in these re-
spects. Even if the commercial appraise-
ment of the security offered were equal
to the cash desired, I do not recall an in-
stance where the honest man failed to get
the money, if the bank was loaning. But
I remember many times when collateral,
otherwise "gift-edged," was not deemed
"a good loan" because of some circum-
stance which impaired confidence of the
discount committee in the individual
applying for it.

Business men, therefore, whether they
recognize the fact or not, have come to re-
gard individual honesty as the keystone of
the arch of business success. For per-
sonal honesty is an expression of the life of
the man—not something which he can put
on and off like a mask. It is not alone a
certificate of his commercial worth, it is

also a self-evident guarantee of right
habits of life. A man will not be per-
sonally honest and defective in other
standards, commercial or ethical. He will
not be the soul of honor in business life,
small transactions and great ones, and be
"a rounder." He could not be "a
rounder" and he honest with himself.
Nor could he be dishonest with himself
and be honest with others.

The Making of Business-
Bringing Show Cards

A Drug Clerk Who Is an Amateur Show-Card
Writer Tells Flow lie Learned the Art

The object of this article is to show
the dealer and his clerk how easily little
pieces of cardboard may be converted
into neat and attractive show cards which
will attract the eye and speak louder than
words to the prospective customer. writes
G. T. Patterson, in the Druggist's Circular.
Some one has observed that one blow of
the hammer will not drive a nail. Neither
will one card placed in some remote corner
of the store bring trade. But when a
number of cards are artistically printed
and displayed around the store on cases,
on the walls, on the fountain, and in the
windows, one or more is going to attract
some one and probably make him or her
a customer.
The show card placed in a window filled

with sundries attracts the passerby; he
stops to look; it calls his attention to the
article he wants, points out its excellent
features, draws him into the store, and—
he buys. All the clerk has to do is to
wrap up the article and make change.

Special Purpose of Cards

Some people go to a drug store to buy,
knowing just what they want; but the
majority are out to buy, not knowing just
what they want until they see some article
that appeals to them. Right here is
where the show card proves of greatest
value. When a druggist begins to make
his own cards he pays more attention to his
window trims and takes quite a pride in
making them attractive. Any one can
take an old paint brush and daub "10
cents a dozen' on a scrap of card or paper
to place on a fruit stand, but such a card
would never answer for a drug store.
Cards for drug stores must be neat and
artistic. They must be brief, and every
word must count.
Now some one asks, "How is it done?"

Let me answer by telling how I have suc-
ceeded in learning to print cards and signs
which have brought business to our store.
To begin with, I am such a poor penman

that sometimes I can hardly read my own
writing. This proves that it is not neces-
sary to be a good penman in order to be-
come a successful card writer. When I
started I worked with a brush, and made
such slow progress that I became dis-
couraged and gave it up. Shortly there-
after, however, a grocer nearby who

(Continued on page 1993)
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STOUFFER'S
FINE CHINA

E9 MSuperior Assortment M
Ui
M 19 Inches High, 151/2 Inches Long M
M M
,M 8 Day, Half Hour Strike, 6 inch Dial. ,M

M Golden Oak and Mahogany Finish ruEM
M Cases. (Packed six to a case. Three M
,M Oak, three Mahogany, assorted patterns.) ,M
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8-Day Strike $3.80 List Price M
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SIMPLICITY is in

high favor in all

lines of Table Service

—our Dinner Ware

reaches the height of

perfection—our pat-

terns reflect the cor-

rectness to be found

in true aristocratic

homes.

Jewelers handle noth-
ing more attractive or
saleable. Every sale
makes for you a regu-
lar and profitable cus-
tomer. No surplus
stock accumulates.

We import the best
China offered by the
European market and
decorate exclusively
bY hand in our own
studios.

Write us now for a
Sample Line from
which to take Christ-
mas orders.

AN odd bit of

China is ad-

mired by every

woman, but when it

bears a stamp mean-

ing "the best" it is

greatly coveted.

"Stouffer" China

arouses admiration

and satisfies indi-

vidual artistic de-

mands.

"Stouffer China"
means the most artis-
tic design and the best
workmanship applied
to the most desirable
shape. Our wares
include everything to
be desired i n size,
beauty a n d utility.
Our designs range
from the most simple
natural and conven-
tional effects to the
most elaborate.

OUR PRICES
ARE RIGHT

Write us today.

3225-3231 CALUMET AVE.
CH ICAG 0,u. s..

974

368/97 Outfit

CHAFING DISHES
COFFEE PERCOLATORS

CASSEROLE DISHES
TABLE KETTLES

PRIZE

Trade

MANNING-BOWMAN & CO.
NEW YORK CHICAGO

Virning-
owman Quality

Mark

TROPHIES
RELISH DISHES, ETC.

MERIDEN, CONN.
SAN FRANCISCO

64
Curate Stand

66
Curate Stand

These goods are advertised in a list of leading publications that are read monthly by upwards of twenty-five million people,
which means that they reach your customers

1991
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Will you be one of 50
new customers who
will share in this lim-
ited unusual offer?

We do not know of any offer as

liberal as this having been made

the trade before !

I N a discussion among members of the clock and
watch trade the ceinversation came round to the
subject of Cuckoo clocks, and one gentleman

expressed the opinion that if the retail clock and
watch dealers throughout the country could only
know of a reliable make of Cuckoo clocks, that were
accurate time keepers, guaranteed, and whose parts
were interchangeable, there would be a big demand
for them among retailers, because the drift of senti-
ment among the public was distinctly in their favor
as unusually attractive and novel gifts for home,
office and club decoration and use. There has al-
ways been something fascinating to young and old
in a cuckoo clock, and now that the imported clocks
with the warping, splitting and general short-
coming as satisfactory time-pieces have had their
day, the staunch well-made, domestic, fully
guaranteed, and artistically hand carved clock
would come into greater demand. But said he,
the retailers are very much afraid of handling
cuckoo clocks, because most of them that have
been imported come from unknown sources, and if
something goes wrong with the "innards" it is often
an expensive or hopeless job to get them going again.
That he was right in his opinion is attested by

the fact that we are today selling more Cuckoo
Clocks than ever before and in anticipation of the
coming demand we have been running our factory
quite steadily on the production of American Cuc-
koo Clocks. We have secured pretty good distrib-
ution for them, and have for years been known in
the trade as making good every claim we make for
those made by us, and now that there is such a de-
mand for them, we want to enlarge our distribution
and therefore have a special proposition to make to
the first 50 retailers who will get in touch with us
and with whom we do not now have any business
relations. Our proposition is one that has no string
attached to it, but is going to mean something very
gratifying to you if you will overcome your skep-
ticism and write us at once to send you full par-
ticulars. We are certain that as a retailer you are
naturally interested in anything that means dollars
to you and that will enable you to serve your
patrons well. Here then we offer you an opportu-
nity that is bound to interest you, and what is
more, will help you pile up the dollars that you
may buy that six cylinder car you've been wanting
to get for the family. Will you be one of those
who will share in this limited and unusual offer?

Look for
the

American
Cuckoo
Clock

label on
the clock

You protect yourself and your customer by
selling American Cuckoo Clocks, because you
can always renew any parts through us. They
are made by us in the U. S. A.

American Cuckoo Clock Company, Inc., Manufacturers, Importers and ExportersCuckoo Clocks and other Unusual Clocks
PHILADELPHIA Station R PENNSYLVANIA

xx.D4.7.110,,,,,,,49,1,1,"4400.74,141VOCVV“...0,41.14004•041,,00.0.404,44440,,..6..C.4440C0,90•,0,04,2440060000,0000,41.00.04,,V90440.6.000,•0•00.000V,0044,,00,01,0,C4440(.0,0.004444.74441,2444.74.,,,06.V001,”04,..004.1100.0301
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Unprecedented Railroad Prosperity
Railroad Men and Railroad Watch Inspection are most im-
portant factors in the watch business and industry—more
important this fall than ever before. We are headquarters for
railroad watch stock in regulation grades in

1111111111110111 ,

Elgin
Waltham
Howard and

Hamilton
Movements

also standard lines of dust and damp-proof cases, especially
adapted to railroad service.

H. 0. Hurlburt & Sons, MI Chestnut PsI r eAt
,

UnVeq,,,,1,104.1,04.,411•444,C.
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Manufacturers and Jobbers Can Help the Retailers

One of the most serious questions facing
the manufacturer and jobber is the moving
of goods from the retailers' shelves into the
hands of the consumer, says a writer in
The Hardware Reporter. Thousands of
dollars are spent annually in magazines
and newspapers to create a demand for
certain goods. Very frequently we hear
the complaint that the retail merchant
does not help the advertiser after the ad-
vertisement has brought forth an inquiry
for prices. In most cases, however, the
lack of understanding between the manu-
facturer and the dealer is the cause of the
lost sale.
The successful sales manager must

necessarily keep in close touch with his
customers. He must help them move the
goods. He must help create a demand for
the goods he is selling, and the only thing
that will move goods in a big way is
advertising—publicity. You must help
your customers advertise. Now I can see
some of my readers throw up their hands
and say: "I can't afford to spend a suffi-
cient amount of money for advertising
for all my customers." Yes, but you can.
The retail merchant usually spends a
certain amount of his sales for advertising.
Your part in this is not in paying for this
advertising space, but in showing the mer-
chant how to use this money so that it becomes
an investment to him rather than an expense.

Salesman's Advertisements Get the Business

To illustrate: One of the most suc-
cessful enameled ware salesmen I know
attributes his success to the assistance he
has given his customers in interesting the
consumer in the goods. Each month he
gets up four well-written display adver-
tisements, with cuts of various items.
They are catchy and appealing—just the
kind that appeals to the dealer and to the
consumer as well. When visiting his
customer he opens up like this: "John,
I have something here that I believe will
help you sell my enameled ware. While
I had a little time I wrote four ads for you
that I think will bring the business if
you use one each week this month. How
do they strike you? My house will send
the cuts and with this lay out' the printer
can make an attractive ad." Sometimes
the dealer suggests changes but generally
they go through just as they are written.
The same ad was just as good for the
dealer in the next town and the next,
and so on. It was written to fit his case.
In fact the same ad was good for nearly
all the dealers on this salesman's ter-
ritory.
Any other enameled ware salesman could

probably have done the same thing but
he did not. So this salesman gets the
business. Month after month he writes

enameled ware ads for each particular cus-
tomer's needs.

Following out this same idea on a larger
scale, many manufacturers and jobbers
have prepared ads in electrotype form
covering all their special lines. If you
are not using helps of this kind you are
overlooking this method of helping your
customers move goods from their shelves.
If you make ads of this kind be sure al-
ways to make them even columns in
width, i. e., either one, two, three or four
columns wide. Usually the single column
cut is the most desirable. By making
them in these widths a number of small
ads can be combined into one ad of larger
dimensions.

Newspapers and Circulars Profitable

Another way to help your customer is
to get up attractive monthly circulars
showing goods they can easily sell. By
having a large quantity run at one time
the expense is very slight. Print the
dealer's name on them. Furnish a certain
quantity for so many dollars' worth of
purchases. The larger the purchases the
more circulars you furnish. If you select
the right goods and make these circu-
lars interesting they will prove a most
profitable and trade-building investment.
Several large concerns are printing news-
papers for their customers. They show
advertisements of various items, have
national news, and are as interesting to the
general public as an ordinary country
weekly. The same paper will do for
hundreds of different dealers, it only being
necessary to change the dealer's name for
each lot.
The merchant is always willing to

buy your goods in sufficient quantity
to get these papers provided you make
them of sufficient attractiveness to interest
his customers. When making circulars or
papers only show live, up-to-date and
quick-selling merchandise. Don't let the
buying department "jolly" you into put-
ting in some of their "stickers." The
safe rule is for the sales manager to do his
own selecting, leaving the buying depart-
ment out of his calculations as far as
selections are concerned. If you show
goods that sell readily it will appeal to the
merchant, because that is the kind of
goods about which his customers want to
read.

Successful Selling Stunts

One sales manager has what he terms a
"Trade Scheme Bureau." He has a book
in which are written out various schemes
for making successful retail sales. He has
been collecting these for years. Every
time he learns of a good sales plan he
enters it in his book. He makes frequent
use of these schemes and by their use he
has largely increased his usefulness to his
house and won the gratitude of his cus-
tomers. Suppose you start a book of this
kind, first enter in it all the schemes you
know. Then write each of your sales-
men to write you of any new sales ideas

they run across. In a short time you will
have a fair assortment. Then next year
suggest one scheme each month to all
your live dealers and you will sell more
goods and cause your customers' sales
to increase and their loyalty to your
house as well.

The Making of Business-
Bringing Show Cards

(Continued from page 1989)

makes all his own signs told me the best
way to start was with a pen. He gave me
the address of a manufacturer of pens, inks
etc., for card writing. I bought marking
pens, and once more started at what I
thought a hopeless task, but was surprised
at the headway I made after a few at-
tempts.

Cards, Inks and Pens

I bought cardboard of different colors,
usually white or drab. The kind I use is
known as railroad board, and the best
for use is 6, 8, or 10-ply. Any printing
office will sell it at a very reasonable price.
I usually cut it into cards 7 x 9 or 7 x
11 inches for the fountain and cases, and
5 x 7 or 4 x 5 for price tickets, etc.
On the white cards I use black ink for
lettering, underline my letters with red
(one or two fine lines), and make a quarter-
inch border of yellow or purple around the
edge of the card. On drab csrds I use
white ink, underline with black, and place
a black margin line around the card about
three-quarters of an inch from the edge.
The red and white ink I buy, as I cannot

make either and get satisfactory results.
All the other inks I make by dissolving
aniline dyes (for Wool and the required
color) in water and adding enough a.cacia
to make a fairly thick mucilage.
The marking pens I use mostly are

numbers 0, 1, 2, 3 and 4. I also have
numbers 0, 1, and 2 plain pens for shading,
and tone number 5 automatic shading pen
for fancy ;corners, etc. These pens make •
a solid evenline of different widths!? the
.width depending upon the size of the pen.
They are like two chisels placed in ai pen-
holder, and the ink is placed between the
two chisel edges. They cost ?0 Pents
each, and I would advise any one td buy
them, as it will save later troubles if one
starts with the proper. tools.
The rest of my outfit consists of a soft

pencil fdr making guide lines, a piece of
art gum for erasing them, a ruler, a drink-
ing glass (partly: filled with water), the
prescription counter or an old box for a
work bench, and the cardboard.

Before starting I place my pens in the
glass of water. This prevents the ink
from drying and clogging the pen. Next
I select the pen I am going to use, fill it or
charge it with ink by placing the ink be-
tween the two points with a match or
splinter, try it on a scrap of paper to see
that it is working properly, then go ahead
with the card. We save all cards by
putting them in a packing case in which
we have nailed shelves.
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Nothing rtoo Difficult for Us !!!
Our facilities for the origina1in5 and ppoduc-
ins of clever and artis+ic jewel designs are
unlimited.
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The HOWARD WATCH

BETTER than any other article in your stock,
HOWARD Watches will repay every inch

of window or store display, every ounce of per-
sonal influence you invest in them.

Their prestige is nation-wide—heaped up by seventy years of service.

In every community, this selling force belongs to the HOWARD
Jeweler who identifies it with his store.

Make your townsfolk conscious that you are the HOWARD
Jeweler.

Keep your assortment full, well rounded, generous.

Advertise it.

With the coming Holiday trade especially in view—make your orders frequent
and liberal.

Any representative jobber will supply you.

E. HOWARD WATCH WORKS
WALTHAM, MASSACHUSETTS
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Saves Cost of Lenses Many Times
Eliminates the Dangling Chain

or Cord Annoyance
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A Few New Styles That Will Brighten

Manufacturers
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There is a steady every-day demand for eyeglass holders. ;
No jeweler's stock is complete without them.
Our holder is of such excellent workmanship and so 2
attractive in design that it will appeal quickly to any +
user of eyeglasses.
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acter of work is portrayed
in our product. For fourteen
years we have consistently en-
deavored to so build our clocks
as to reflect an enviable reputa-
tion for our entire output. How
well we have succeeded is
shown by our continuous
growth. We make a very High-
grade line of Regulators, Bank
and Balcony Clocks, Willard
Banjo Clocks, Etc.
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The Diamond and Its Characteristics

World-famed Scientist Lectures on the "King of Gems"—A Most Instructive
Contribution to the Literature of Precious Stones—Valuable Information for
Jewelers

By SIR WILLIAM CROOKES, F.R.S.

Speculations as to the probable origin of the dia-
mond had been greatly forwarded by patient
research, and particularly by improved means of
obtaining high temperatures, an advance we owed
principally to the researches of Professor Moissan.
Until recent years carbon was considered abso-
lutely non-volatile and infusible; but the enormous
temperatures at the disposal of experimentalists—
by the introduction of electricity—showed that,
instead of breaking rules, carbon obeyed the same
laws that governed other bodies. It volatilized
at the ordinary pressure at a temperature of about
3,600 deg. C., and passed from the solid to the
gaseous state without liquefying. It had been
found that other bodies, such as arsenic, which
volatilized without liquefying at the ordinary
pressure would easily liquefy if pressure were
added to temperature.

It naturally followed that if along with the re-
quisite temperature sufficient pressure were ap-
plied, liquefaction of carbon would take place,
when on cooling it would crystallize. But carbon
at high temperatures was a most energetic chem-
ical agent, and if it could get hold of oxygen from
the atmosphere or any compound containing it,
it would oxidise and fly off in the form of carbonic
aeid. Heat and pressure therefore were of no
avail unless the carbon could be kept inert. For
the manufacture of an infinitesimal diamond, the
first necessity was to select pure iron—free from
sulphur, silicon, phosphorus, etc.—and to pack it
in a carbon crucible with pure charcoal from sugar.
The lecturer then described the process, which

was, he said, in parts extremely tedious. In the
result, along with numerous pieces of black dia-
mond, were seen transparent colorless pieces,
some amorphous, others with a crystalline appear-
ance. All appeared shattered, as if on being liber-
ated from the intense pressure under which they
were formed they burst asunder. A fine piece of
artificial diamond, carefully mounted by him on a
microscopic slide, exploded during the night and
covered the slide with fragments. Moissan's
crystals of artificial diamond sometimes broke a
few weeks after their preparation, and some of the
diamonds which cracked weeks or even months
after their preparation showed fissures covered
with minute cubes. This bursting paroxysm was
not unknown at the Kimberley mines. The largest
artificial diamond was less than one millimetre
across. In lustre, crystalline form, optical pro-
perties, density, and hardness, they were identical
with the natural stone. In several cases Moissan
separated ten to fifteen microscopic diamonds
from a single ingot. The larger of these were
about 0.75 mm. long; the octahedra being 0.2 mm.

The Graphites

Intermediate between soft carbon and diamond
came the graphites. The name graphite was
given to a variety of carbon, generally crystalline,
which in an oxidizing mixture of chlorate of potas-
sium and nitric acid formed graphitic oxide. This
varied in color from green to brown or yellow, or it
was almost without color, according to the com-
pleteness of the reaction. Graphites were of vary-
ing densities, from 2.0 to 3.0 and generally of
crystalline aspect. Graphite and diamond passed
insensibly into one another. Hard graphite and
soft diamond were near the same specific gravity.
The difference appeared to be one of pressure at the
time of formation. Some forms of graphite
exhibited the remarkable property by which it was
possible to ascertain approximately the tempera-
ture at which they were formed, or to which they
had subsequently been exposed. Sprouting gra-

phite was a form frequently met with in nature
which on moderate heating swelled up to a bulky,
very light mass of amorphous carbon. Moissan
had found it in blue ground from Kimberley; his
own results verified this. The resistance of a
graphite to oxidizing agents was greater the
higher the temperature to which it had previously
been exposed. Graphites which were easily at-
tacked by a mixture of fuming nitric acid and
potassium chlorate were rendered more resistant
by strong heat in the electric furnaces. After deal-
ing with the boiling and milling point of carbon
and a new formation of diamond, Sir W. Crookes
said that, sensational as was the story of the dia-
mond industry in South Africa, quite another
aspect fixed the attention of the chemist. The
diamonds came out of the mines, but how did they
get in? How were they formed? What was their
origin? Gardner Williams, who knew more about
diamonds than any man living, was little inclined
to indulge in speculation. In his fascinating book
("The Diamond Mines of South Africa,” p. 150:
Macmillans, 1902), he frankly said: "I have been
frequently asked, 'What is your theory of the ori-
ginal crystalization of the diamond?' And • the
answer has always been, 'I have none'; for after
seventeen years of thoughtful study coupled with
practical research I find that it is easier to 'drive
a coach and four through most theories that have
been propounded than to suggest one which would
be based on any non-assailable data.' All that
can be said is that in some unknown manner car-
bon, which existed deep down in the internal
regions of the earth, was changed from its black and
uninviting appearance to the most beautiful gem
which ever saw the light of day."

Meteoric Diamonds

Another diamond theory appealed to the fancy.
It was said the diamond was a gift from Heaven,
conveyed to earth in meteoric showers. The sug-
gestion was first broached by A. Meydenbauer, who
said: "The diamond can only be of cosmic origin
having fallen as a meteorite at later periods of the
earth's formation. The available localities of the
diamond contain the residues of not very compact
metoric masses which may, perhaps, have fallen
in prehistoric ages, and which have penetrated
more or less deeply according to the more or less
resistant character of the surface where they fell.
Their remains are crumbling away on exposure to
the air and sun, and the rain has long ago washed
away all prominent masses. The enclosed dia-
monds have remained scattered in the river beds,
while the fine light matrix has been swept away."

According to this hypothesis, the so-called
volcanic pipes were simply holes bored in the solid
earth by the impact of monstrous meteors—the
larger masses boring the holes, while the smaller
masses, disintegrating in their fall, distributed
diamonds broadcast. Bizarre as such a theory
appeared, he was bound to say there were many
circumstances which showed that the notion of the
heavens raining diamonds was not impossible.
The most striking confirmation of the meteoric

theory came from Arizona. Here, on a broad
open plain, over an area of about five miles in
diameter, had been scattered one or two thousand
masses of metallic iron, the fragments varying in
weight from half a ton to a fraction of an ounce.
There was little doubt these masses formed part
of a meteoric shower, although no record existed
as to when the fall took place. Curiously enough,
near the center, where most of the meteorities had
been found, was a crater with raised edges three-
quarters of a mile in diameter, and about 600 ft.
deep, bearing exactly the appearance which would
be produced had a mighty mass of iron struck the
ground and buried itself deep under the surface.
Altogether ten tons of this iron have been collected,
and specimens of the Canyon Diablo meteorite
were in most collectors' cabinets. An ardent
mineralogist—the late Dr. Foote—cutting a section

of this meteorite, found the tools were injured by
something vastly harder than metallic iron. He
examined the specimen chemically, and soon after
announced to the scientific world that the Canyon
Diablo meteorite contained black and transparent
diamonds.
This startling discovery was afterwards verified

by Professors Moissan and Friedel, and Moissan,
working on 183 kilogrammes of the Canyon Diablo
meteorite, had recently found smooth black dia-
monds and transparent diamonds in the form of
octahedra with rounded edges, together with green
hexagonal crystals of carbon silicide. The pres-
ence of carbon silicide in the meteorite showed that
it must, at some time, have experienced the tem-
perature of the electric furnace. Since this revela-
tion, the search for diamonds in meteorites had
occupied the attention of chemists all over the
world. He was enabled to show his hearers
photographs of true diamonds he himself had
extracted from the Canyon Diablo meteorite.

Crystallization

The diamond belonged to the isometric system
of crystallography; the prevailing form was octahe-
dral. It frequently occurred with curved faces
and edges. Twin crystals (macles) were not
uncommon. The use of diamond in glass cutting
he need not dwell on. So hard was diamond in
comparison to glass, that a suitable splinter of
diamond would plane curls off a glass plate as a
carpenter's tool would plane shavings off a deal
board. Diamond crystals were generally perfect
on all sides. They showed no irregular side or face
by which they were attached to a support, as did
artificial crystals of chemical salts; another proof
that the diamond must have crystallized from a
dense liquid. It was not uncommon for a diamond
to explode soon after it reached the surface; some
had been known to burst in the pockets of the
miners, or when held in the warm hand, and the
loss was the greater because large stones were
more liable to explode or fly in pieces than small
ones.

Valuable stones had been destroyed in this
way, and it was whispered that cunning dealers
were not averse to allowing responsible clients to
handle or carry in their warm pockets large crystals
fresh from the mine. By way of safeguard against
explosion, some dealers imbedded large diamonds
in raw potatoes to ensure safe transit to England.

Hardness

Diamonds varied considerably in hardness, and
even different parts of the same crystal differed in
their resistance to cutting and grinding. Beauti-
fully white diamonds had been found at Inverel,
New South Wales, and from the rich yield of the
mine and the white color of the stones, great things
were expected. In the first parcel which came to
England the stones were found to be so much
harder than South African diamonds that it was
at first feared they would be useless except for
rock-boring purposes. The difficulty of cutting
them disappeared with improved appliances, and
they now were highly prized.
The famous Koh-i-noor, when cut into its present

form, showed a notable variation in hardness. In
cutting one of the facets near a yellow flaw, the
crystal became harder and harder the further it
was cut, and after working the mill for six hours at
the usual speed of 2,400 revolutions a minute, little
impression was made. The speed was increased to
more than 3,000, when the work slowly proceeded.
Other portions of the stone were found to be com-
paratively soft, and hardened as the outside was
cut away. Although not directly bearing on the
subject, he would introduce the only serious rival
of the diamond as regards hardness. It was the
metal tantalum, a fine specimen of which he owed
to Messrs. Siemens Brothers. A hole had to be
bored through a plate of this metal, and a diamond
drill was used revolving at the rate of 5,000 revolu-
tions per minute. This whirling force was con-
tinued ceaselessly for three days and nights, when
it was found that only a small depression Yi mm.
deep had been drilled, and it was a moot point
which had suffered most damage—the diamond or
the tantalum. In another respect tantalum was
likely to rival graphitic carbon, as it had rivalled
adamantine carbon. Its thin wire was extensively
used for filaments of incandescent electric lamps; it

(Continued on Page 1999)
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Our holder makes a useful Christmas gift. We are
showing many new designs. Look for our name on
every holder.
We furnish attractive newspaper cuts and advertising
copy for use in your local papers. Send for them.
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The Diamond and Its Characteristics

1 World-famed Scientist Lectures on the "King of Gems"-A Most Instructive
Contribution to the Literature of Precious Stones-Valuable Information for
Jewelers

By SIR WILLIAM CROOKES, F.R.S.

Speculations as to the probable origin of the dia-
mond had been greatly forwarded by patient
research, and particularly by improved means of
obtaining high temperatures, an advance we owed
principally to the researches of Professor Moissan.
Until recent years carbon was considered abso-
lutely non-volatile and infusible; but the enormous
temperatures at the disposal of experimentalists-
by the introduction of electricity-showed that,
instead of breaking rules, carbon obeyed the same
laws that governed other bodies. It volatilized
at the ordinary pressure at a temperature of about
:3,600 deg. C., and passed from the solid to the
gaseous state without liquefying. It had been
found that other bodies, such as arsenic, which
volatilized without liquefying at the ordinary
pressure would easily liquefy if pressure were
added to temperature.

It naturally followed that if along with the re-
quisite temperature sufficient pressure were ap-
plied, liquefaction of carbon would take place,
when on cooling it would crystallize. But carbon
at high temperatures was a most energetic chem-
ical agent, and if it could get hold of oxygen from
the atmosphere or any compound containing it,
it would oxidise and fly off in the form of carbonic
aeid. Heat and pressure therefore were of no
avail unless the carbon could be kept inert. For
the manufacture of an infinitesimal diamond, the
first necessity was to select pure iron-free from
sulphur, silicon, phosphorus, etc.-and to pack it
in a carbon crucible with pure charcoal from sugar.
The lecturer then described the process, which

was, he said, in parts extremely tedious. In the
result, along with numerous pieces of black dia-
mond, were seen transparent colorless pieces,
some amorphous, others with a crystalline appear-
ance. All appeared shattered, as if on being liber-
ated from the intense pressure under which they
were formed they burst asunder. A fine piece of
artificial diamond, carefully mounted by him on a
microscopic slide, exploded during the night and
covered the slide with fragments. Moissan's
crystals of artificial diamond sometimes broke a
few weeks after their preparation, and some of the
diamonds which cracked weeks or even months
after their preparation showed fissures covered
with minute cubes. This bursting paroxysm was
not unknown at the Kimberley mines. The largest
artificial diamond was less than one millimetre
across. In lustre, crystalline form, optical pro-
perties, density, and hardness, they were identical
with the natural stone. In several cases Moissan
separated ten to fifteen microscopic diamonds
from a single ingot. The larger of these were
about 0.75 mm. long; the octahedra being 0.2 mm.

The Graphites

Intermediate between soft carbon and diamond
came the graphites. The name graphite was
given to a variety of carbon, generally crystalline,
which in an oxidizing mixture of chlorate of potas-
sium and nitric acid formed graphitic oxide. This
varied in color from green to brown or yellow, or it
was almost without color, according to the com-
pleteness of the reaction. Graphites were of vary-
ing densities, from 2.0 to 3.0 and generally of
crystalline aspect. Graphite and diamond passed
insensibly into one another. Hard graphite and
soft diamond were near the same specific gravity.
The difference appeared to be one of pressure at the
time of formation. Some forms of graphite
exhibited the remarkable property by which it was
possible to ascertain approximately the tempera-
ture at which they were formed, or to which they
had subsequently been exposed. Sprouting gra-

phite was a form frequently met with in nature
which on moderate heating swelled up to a bulky,
very light mass of amorphous carbon. Moissan
had found it in blue ground from Kimberley; his
own results verified this. The resistance of a
graphite to oxidizing agents was greater the
higher the temperature to which it had previously
been exposed. Graphites which were easily at-
tacked by a mixture of fuming nitric acid and
potassium chlorate were rendered more resistant
by strong heat in the electric furnaces. After deal-
ing with the boiling and milling point of carbon
and a new formation of diamond, Sir W. Crookes
said that, sensational as was the story of the dia-
mond industry in South Africa, quite another
aspect fixed the attention of the chemist. The
diamonds came out of the mines, but how did they
get in? How were they formed? What was their
origin? Gardner Williams, who knew more about
diamonds than any man living, was little inclined
to indulge in speculation. In his fascinating book
("The Diamond Mines of South Africa," p. 150:
Macmillans, 1902), he frankly said: "I have been
frequently asked, 'What is your theory of the ori-
ginal crystalization of the diamond?' And the
answer has always been, 'I have none'; for after
seventeen years of thoughtful study coupled with
practical research I find that it is easier to 'drive
a coach and four through most theories that have
been propounded than to suggest one which would
be based on any non-assailable data.' All that
can be said is that in some unknown manner car-
bon, which existed deep down in the internal
regions of the earth, was changed from its black and
uninviting appearance to the most beautiful gem
which ever saw the light of day."

Meteoric Diamonds

Another diamond theory appealed to the fancy.
It was said the diamond was a gift from Heaven,
conveyed to earth in meteoric showers. The sug-
gestion was first broached by A. Meydenbauer, who
said: "The diamond can only be of cosmic origin
having fallen as a meteorite at later periods of the
earth's formation. The available localities of the
diamond contain the residues of not very compact
metoric masses which may, perhaps, have fallen
in prehistoric ages, and which have penetrated
more or less deeply according to the more or less
resistant character of the surface where they fell.
Their remains are crumbling away on exposure to
the air and sun, and the rain has long ago washed
away all prominent masses. The enclosed dia-
monds have remained scattered in the river beds,
while the fine light matrix has been swept away."

According to this hypothesis, the so-called
volcanic pipes were simply holes bored in the solid
earth by the impact of monstrous meteors-the
larger masses boring the holes, while the smaller
masses, disintegrating in their fall, distributed
diamonds broadcast. Bizarre as such a theory
appeared, he was bound to say there were many
circumstances which showed that the notion of the
heavens raining diamonds was not impossible.
The most striking confirmation of the meteoric

theory came from Arizona. Here, on a broad
open plain, over an area of about five miles in
diameter, had been scattered one or two thousand
masses of metallic iron, the fragments varying in
weight from half a ton to a fraction of an ounce.
There was little doubt these masses formed part
of a meteoric shower, although no record existed
as to when the fall took place. Curiously enough,
near the center, where most of the meteorities had
been found, was a crater with raised edges three-
quarters of a mile in diameter, and about 600 ft.
deep, bearing exactly the appearance which would
be produced had a mighty mass of iron struck the
ground and buried itself deep under the surface.
Altogether ten tons of this iron have been collected,
and specimens of the Canyon Diablo meteorite
were in most collectors' cabinets. An ardent
mineralogist-the late Dr. Foote-cutting a section

1997

of this meteorite, found the tools were injured by
something vastly harder than metallic iron. He
examined the specimen chemically, and soon after
announced to the scientific world that the Canyon
Diablo meteorite contained black and transparent
diamonds.
This startling discovery was afterwards verified

by Professors Moissan and Friedel, and Moissan,
working on 183 kilogrammes of the Canyon Diablo
meteorite, had recently found smooth black dia-
monds and transparent diamonds in the form of
octahedra with rounded edges, together with green
hexagonal crystals of carbon silicide. The pres-
ence of carbon silicide in the meteorite showed that
it must, at some time, have experienced the tem-
perature of the electric furnace. Since this revela-
tion, the search for diamonds in meteorites had
occupied the attention of chemists all over the
world. He was enabled to show his hearers
photographs of true diamonds he himself had
extracted from the Canyon Diablo meteorite.

Crystallization

The diamond belonged to the isometric system
of crystallography; the prevailing form was octahe-
dral. It frequently occurred with curved faces
and edges. Twin crystals (macles) were not
uncommon. The use of diamond in glass cutting
he need not dwell on. So hard was diamond in
comparison to glass, that a suitable splinter of
diamond would plane curls off a glass plate as a
carpenter's tool would plane shavings off a deal
board. Diamond crystals were generally perfect
on all sides. They showed no irregular side or face
by which they were attached to a support, as did
artificial crystals of chemical salts; another proof
that the diamond must have crystallized from a
dense liquid. It was not uncommon for a diamond
to explode soon after it reached the surface; some
had been known to burst in the pockets of the
miners, or when held in the warm hand, and the
loss was the greater because large stones were
more liable to explode or fly in pieces than small
ones.

Valuable stones had been destroyed in this
way, and it was whispered that cunning dealers
were not averse to allowing responsible clients to
handle or carry in their warm pockets large crystals
fresh from the mine. By way of safeguard against
explosion, some dealers imbedded large diamonds
in raw potatoes to ensure safe transit to England.

Hardness

Diamonds varied considerably in hardness, and
even different parts of the same crystal differed in
their resistance to cutting and grinding. Beauti-
fully white diamonds had been found at Inverel,
New South Wales, and from the rich yield of the
mine and the white color of the stones, great things
were expected. In the first parcel which came to
England the stones were found to be so much
harder than South African diamonds that it was
at first feared they would be useless except for
rock-boring purposes. The difficulty of cutting
them disappeared with improved appliances, and
they now were highly prized.
The famous Koh-i-noor, when cut into its present

form, showed a notable variation in hardness. In
cutting one of the facets near a yellow flaw, the
crystal became harder and harder the further it
was cut, and after working the mill for six hours at
the usual speed of 2,400 revolutions a minute, little
impression was made. The speed was increased to
more than 3,000, when the work slowly proceeded.
Other portions of the stone were found to be com-
paratively soft, and hardened as the outside was
cut away. Although not directly bearing on the
subject, he would introduce the only serious rival
of the diamond as regards hardness. It was the
metal tantalum, a fine specimen of which he owed
to Messrs. Siemens Brothers. A hole had to be
bored through a plate of this metal, and a diamond
drill was used revolving at the rate of 5,000 revolu-
tions per minute. This whirling force was con-
tinued ceaselessly for three days and nights, when
it was found that only a small depression ,34 mm.
deep had been drilled, and it was a moot point
which had suffered most damage-the diamond or
the tantalum. In another respect tantalum was
likely to rival graphitic carbon, as it had rivalled
adamantine carbon. Its thin wire was extensively
used for filaments of incandescent electric lamps; it

(Continued on page 1999)
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"American Beauty"
Table Case No. 490 for
Jewelers is designed and made
by the Grand Rapids Show
Case Company—one of a com-
plete line of equipment for
every department of the pro-
gressive Jewelry Store,
adopted by the leading men of
the trade all over America.
GRAND RAPIDS SHOW CASE COMPANY
The Largest Show Case and Store Equipment Plant in the World

GRAND RAPIDS, MICHIGAN
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Our Correspondence Course in OPTICS
The difference between all achievement and the
level of no progress is Knowledge. You have
the power to increase your earning capacity with-
out limit in the profession of OPTICS. Begin
today and know how to become a successful
optician. A one-cent postal addressed to us will
bring you full particulars of how you can get our
complete college course in Optics by
correspondence from the oldest and best cor-
respondence school of optics in the world. No
time from your regular duties. Men and women
alike are entering this profession and winning
success. Address

AMERICAN OPTICAL COLLEGE
Department A. DETROIT, MICH. •
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TO THE TRADE
IF you break a stone or need one to match ; IF you have one to be fitted or IF you have
any stones in the rough and want them cut for mounting ; IF your setter chips a diamondor IF your customer has a cushion diamond to recut round ; IF you have a call for anything ina real or imitation stone and IF your customer wants a crest, date, name or monogram

engraved or incrusted in a stone, send to us and we will send it to you by return mail.

KLEIN BROS. LAPIDARY CO.
No. 7 West Madison Street CHICAGO, ILLINOIS

October 1, 1912 T H E

The History of the Chronometer

Magnificent Prize Offered by British Govern-
ment Two Hundred Years Ago Won by
John Harrison

An interesting address was given recently before
the Manchester branch of the National Association
of Goldsmiths, by Mr. J. H. Hobbins, on "The
Chronometer; Its History and Use in Navigation."
Mr. Hobbins said that the history of the chrono-

meter in some respects was, perhaps, one of the
most romantic stories in the whole realm of
invention and science. But before entering into
that he asked them to first consider what the
chronometer had to do. That might seem a simple
kind of question to ask in a company composed of
men who were familiar with its details. Still,
he thought it desirable for the purposes of his
lecture.
Having explained shortly but clearly by means

of slides shown on the screen how the mariner is
able when on the open seas to determine by the
use of the chronometer his longitude and by calcu-
lation his latitude, Mr. Hobbins proceeded to say
that it was only during the last century that con-
siderable progress was made in the application of
the time-piece for the purpose of discovering one's
longitude. Of course, there were various other
methods of determining longitude without the
chronometer, and which need not be mentioned in
detail, but every man who went to sea was not
versed in astronomy and therefore the chronometer
was used, because by it the mariner could determine
right away—without any calculation whatever
beyond the simplest arithmetic—his exact longi-
tude, and, of course, from that find out his position
at sea.

Taking the Longitude

It was about 200 years ago, that the Govern-
ment of this country, after many representations
had been made, appointed a commission to con-
sider what could be done so that the mariner could
more easily and accurately discover his longitude,
and the Board of Longitude, as it was designated,
offered a considerable reward for a timepiece
that would enable the navigator and the mariner
to discover their longitude at sea. A sum of
£20,000 was offered to the person who devised the
most simple method which would enable the mari-
ner to ascertain his longitude to half a degree,
or two minutes of time; a sum of £15,000 to be
paid for a system which would enable the mariner
to determine his longitude to two-thirds of a degree;
and £10,000 for one degree. There were a number
of conditions attached to the offer made by the
Board of Longitude, one being that the test would
have to be made on a vessel making a voyage
to the West Indies.
The incentive of the large reward, of course,

brought many schemes forward to be considered
by the committee over which Sir Isaac Newton
presided. Some of these were practical schemes
and some were so complicated as to be quite useless
for the average mariner. Just to show how the
matter was then regarded, Mr. Hobbins had thrown
on the screen extracts from pamphlets of the period,
and also specimen pages from a book published
by Richard Locke in 1730, entitled "The Circle
Squared," and "How to discover longitude both
at land and sea by means of a new instrument."

Evolution of the Chronometer

Now when one came to seriously consider the
evolution of the chronometer, proceeded Mr.
Hobbins, it could not be done without mentioning
the name of John Harrison, who after 40 years'
ardent and assiduous labor succeeded in producing
a machine which enabled the mariner to determine
his longitude with such accuracy as to be really
remarkable considering the period. Harrison was
the son of a Yorkshire carpenter, and not a
Lincolnshire man as sometimes stated, and as a
young man, when not engaged in assisting his
father, filled in his time by making and repairing
clocks. As a young man he constructed a clock
which was said not to have varied in time for a
period of ten years more than one minute. There
was no reason to doubt the truth of the story and
it was certainly a remarkable achievement in those
days. In addition young Harrison devised a
number of other appliances, and one of his inven-
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tions was the compensation pendulum, known as
the gridiron.

It was some little time after the Board of Navi-
gation had been appointed that Harrison probably
attracted by the large reward, turned his attention
to the matter, and 14 or 15 years later he consulted
George Graham, an eminent horologist of the time,
with regard to a machine he had devised, and there
was no doubt that Graham was of considerable
assistance to John Harrison and in bringing him
to the notice of the Board of Longitude. It was in
1736, something like 15 years after the passing of
the Act that Harrison submitted his first machine
—a very bulky machine undoubtedly—first to
the Royal Society and then to the Board of Longi-
tude. It was tried on a voyage to Lisbon and with
considerable success, and Harrison was paid £500
on account although under the Act the machine
had to be tested on a voyage to the West Indies.
Some years later Harrison produced another
machine, which was much less in bulk, and then
commenced the construction of a third machine.

High Honors for Harrison

The whole matter had been exciting considerable
attention in scientific circles year by year, and in
1749 Harrison was considered worthy to be made
the recipient of the complimentary medal of the
Royal Society. About that time he began to
construct a fourth machine, which was now de-
scribed as a watch. In 1661, after considerable
delay on the part of the Admiralty Board and the
Board of Longitude, a vessel was commissioned—
the " Deptford "—to make a voyage to the West
Indies to test the invention of Harrison who was
now getting old and infirm. As he could not
make the voyage his son William was appointed
to take his place and have charge of the instrument.
In addition to the man-of-war "Deptford," another
vessel the "Beaver " was sent out with instruments
for the purpose of testing the accuracy of the new
machine of Harrison. From the documents pub-
lished at that time it was shown that Harrison's
instrument was only in error on the voyage five
seconds of time which was about a geographical
mile. When it was remembered that the "Dept-
ford" was not a modern ship, that was a great
success for Harrison, and he became entitled to
the large reward of £20,000 offered by the Govern-
ment.

The Diamond and Its Characteristics

(Continued from page 1997)

showed a much higher efficiency than did the old
carbon filament. The melting-point of tantalum
was about 2,300 deg. C., a temperature seldom or
never reached in an ordinary lamp.

Refractivity

But it was not the hardness of the diamond so
much as its optical qualities that made it so highly
prized. It was one of the most refracting sub-
stances in nature, and it also had the highest
reflecting properties. In the cutting of diamonds
advantage was taken of these qualities. When cut
as a brilliant the facets on the lower side were in-
clined so that light fell on them at an angle of 24
deg. 13 min., at which angle all the incident light
was totally reflected. A well cut brilliant should
appear opaque by transmitted light except at a
small spot in the middle where the table and culet
were opposite. All the light falling on the front
of the stone was reflected from the facets, and the
light passing into the diamond was reflected from
the interior surfaces and refracted into colors when
it passed out into the air, giving rise to the light-
nings, the effulgence, and coruscations for which
the diamond was supreme above all other gems.
In vain had he searched for a liquid of the same
refraction as diamond. Such a liquid would be
invaluable to the merchant, as on immersing a
stone the clear body would absolutely disappear,
leaving in all their ugliness the flaws and black
specks so frequently seen even in the best stones.

Phosphorescence of Diamond

After exposure for some time to the sun many
diamonds glowed in a dark room. Some diamonds
were fluorescent, appearing milky in sunlight. In
a vacuum, exposed to a high-tension current of
electricity, diamonds phosphoresced of different

colors, most South African diamonds shining
with a bluish light. Diamonds from other locali-
ties emitted bright blue, apricot, pale blue, red,
yellowish green, orange, and pale green light.
The most phosphorescent diamonds were those
which were fluorscent in the sun. One beautiful
green diamond in his collection, when phosphores-
cing in a good vacuum, gave almost as much light
as a candle, and you could easily read by its
rays. But the time had hardly come when
diamonds could be used as domestic illuminants!
Diamonds which phosphoresced red generally
showed the yellow sodium line superposing on a
continuous spectrum. In one Brazilian diamond
phosphorescing a reddish yellow color, he detected
the citron line characteristic of yttrium. By
permission of Mrs. Kunz, wife of the well-known
New York mineralogist, he would show perhaps the
most remarkable of all phosphorescing diamonds.
This prodigy diamond would phosphoresce in the
dark for some minutes after being exposed to a
small pocket electric light, and if rubbed on a piece
of cloth a long streak of phosphorescence appeared.
The rays which made the diamond phosphoresce
were high in the ultra-violet. A thin sheet of glass
cut them all off.

Action of Radium on Diamond

The B-rays from radium having like properties
to the stream of negative electrons in a radiant
matter tube, it was of interest to ascertain if they
would exert a like difference on diamond. The
diamond glowed under the influence of the B-radia-
tions, and crushed diamond cemented to a piece
of card or metal made an excellent screen in a
spinthariscope —almost as good as zinc sulphide.
Some fine colorless crystals of diamond were em-
bedded in radium bromide and kept undisturbed
for more than twelve months. At the end of that
time they were examined. The radium had caused
them to assume a beautiful blue color, and their
value as "fancy stones" had been materially in-
creased.

Sir W. Crookes showed his audience a couple of
diamonds originally of the same purity of water.
One had been colored by radium, the other was
in its natural state. The color of the radium-
tinted stone was very pronounced. This blue
color was persistent and penetrated below the sur-
face. It was unaffected by long continued heating
in strong nitric acid and potassium chlorate, and
was not discharged by heating to redness. To
find out if this prolonged contact with radium had
communicated to the diamond any radioactive
properties, six diamonds were put on a photo-
graphic plate, and kept in the dark for a few hours.
He would project the image of the result after
development. The three on the upper row were
the diamonds which had had a prolonged sojourn
with radium, the three below were similar diamonds
picked out for comparison, which had not been
near radium. It would be seen how strangely
the upper ones had acted. They would notice
also that by mere contiguity to the others the lower
diamonds also shone with an induced, factitious
radio-activity. He would throw on the screen
a magnified image of one of the blue crystals, and
they would see in how regular and geometrical a
pattern the radio-active emanations radiated from
the crystal. This observation had only been made
a short time, and was still under investigation.
Like the blue tint the radio-activity persisted after
drastic treatment.
A diamond that had been colored blue by

radium, and had acquired strong radioactive pro-
perties, was slowly heated to dull redness in a dark
room. Just before visibility a faint phosphores-
cence spread over the stone. On cooling and
examining the diamond it was found that neither
the color nor the radio-activity had suffered
appreciably. The diamond was remarkable in
another respect. It was extremely transparent
to the Rontgen rays, whereas highly refracting
glass, used in imitation diamonds, was almost
perfectly opaque to the rays. He exposed for a
few seconds over a photographic plate to the X-rays
the large Delhi diamond of a rose-pink color,
weighing 313/ karats, a black diamond weighing
23 karats, and a glass imitation of the pink dia-
mond. On development the impression where the
diamond obscured the rays was found to be strong,
showing that most rays, passed through, while
the glass was practically opaque. By this means
imitation diamonds could readily be distinguished
from true gems.
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Wewi-Caven @lock Co.
SERVICE SATISFIES BUILDS BUSINESS

Study the Window Display, Analyze Your Profits, Weigh and consider
the value of the

)09.ft 7:477-Go g,414-fiLx
Quality Alarm Clocks Beautiful as a step forward in the Jewelry Business

yOU already know Junior Tattoo, but do you know the members of the Junior Tattoo Family? They are all
represented in the picture. Look at .them-every one convenient in size, artistic in form, handsome in f rash.
There is a style for every taste, a design for every room.

These are the clocks
Assortment''B" 

Name

1 Alcove Tattoo
1 " "

66

/ 66 61

1 Study Tattoo
.. 61

I /1 66

16
1

1 Library Tattoo
2 6.

1 61 11

1 Desk Tattoo
.. 66

2 Traveler Tattoo
11

1 Bureau Tattoo
66 64

2 Guest Tattoo
2 Boudoir Tattoo

Finish

Old Brass  
Satin Silver  
Rich Gold  
French Bronze 
Old Brass  
Satin Silver  
Rich Gold  
French Bronze
Gun Metal  
Rich Gold  
Old Brass  
Rich Gold  
Old Brass  
Black Leather
Tan Leather  
Red Leather  
Solid Mahogany .
Golden Oak  
Solid Mahogany •
Solid Mahogany •

• •
•

retail
Cost you selling
(List) pike
$3.90 $3.25
3.90 3.25
3.90 3.25
3.90 3.25
3.90 3.25
3 90 3.25
3.90 3.25
3.00 3.25
4.95 4.00
4.35 4.00
4.95 4.00
5.05 4.00
5.05 4.00
4.20 3.50
4.20 3.50
4.20 3.50
5.80 4.50
5.80 4.50
5.110 4.50
5.30 4.50

Free Advertising Service
1 Window Salesmen No. 2
2 Window Display Pennants
1 4-Color Window Transparency
2 Store Cards

50 Junior Tattoo Booklets

Higher quality brings better profits.
Why allow your alarm clock business to drift slowly down to low

standards? Habit is the fault. Dealers have been in the habit of
showing just the cheap clocks, instead of "talking up" alarm clocks
that are an ornament to the room, and a pleasure to the eye.

By the creation of the Junior Tattoo Family we were enabled
without advancing trade prices to offer co-operative sales service that
quickens the sale of quality alarm clocks.

These clocks are Nationally advertised
in the leading magazines.

Free window display outfits are included with complete assort-
ment orders. As indicated above we offer service that gets atten-
tion arouses interest and creates desire. Window Fixture 2 is a
real salesman. It shows 8 members on shelves and then "talks "
about them revealing their value and suggesting their utility. It is
the most elaborate window salesman ever offered free to help the
retail merchant.

Write today for full partieu!ars.

Sole Manufacturers

THE NEW IJAVEN CLOCK CO.
IIEW HAVEN UONN.

U.S.A.
New York Office, 92 William Street

(Near Maiden Lane)

Chicago Office, 163-165 Wabash Ave.

)ctober 1, 1912
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Model Rules of a Model Store

Conduct for the Army of Employes of Marshall Field & Co.,Chicago-

Basis of Success Is Satisfying Customers

Of the mammoth retail stores of the world

he largest and probably the most famous is that
f Marshall Field & Co. of Chicago. This immense

establishment is not only noted for its gigantic
proportions, but also for the model merchandising
methods which it has evolved. It is noted also
or its exceptionally intelligent management which
has cultivated a degree of efficiency and a spirit
of fidelity among the employes that are of im-
measurable value to the institution. The new
employe is thoroughly trained in a code of ethics
and rules, which makes him or her very promptly
an effective part of the human machinery. These
rules were carefully drawii up by the experienced
management and are as important and interesting
to the store employes in any other line of business
as to those in the big Chicago house. For the
benefit of our readers we reprint them as follows:

Creating a Business Character

Many employes of this store have become well
known throughout the city because of their pleas-
ant manners, special ability, or other qualities.
You will further create character for yourself by
impressing customers with your enjoyment in the
work upon all occasions. There should be no
change in the manner when you discover that a
person approaching the counter is not an actual
buyer, but is simply looking at goods. On the
contrary, if the person looking will allow you to be
of assistance in showing the merchandise, and this
is done carefully and cheerfully, she may often-
times be led to become a purchaser. Whether or
not this be accomplished, another result (and
perhaps a more important one) is inevitable in that
any good opinion which the customer may have
of the house, or of the high standard of our em-
ployes, is emphasized and strengthened.
Many sales people seem to think that the house

holds them so strictly to account in the matter of
sales that it is not always easy to allow the desired
time to particular customers, or carry out the
above instructions and at the same time place the
required amount in sales to their credit. We can
see how such a feeling might arise, but would say
that while, of course, large sales are very important
factors in fixing the value of salespeople, they do
not alone form the basis upon which salaries are
paid. Polite attention, interest in one's duties,
and care in waiting upon customers are also im-
portant factors; and it must be remembered that
these are very largely responsible for producing the
much other desired results, viz.: large sales. These
points, and all others, will be carefully considered
in estimating the excellence of employes.

Confidence in Employes

It is impossible to conduct a large business like
this and not trust a great number of people. Every
employe is in a position of more or less trust, and
owes to himself and to his employers a faithfulness
to that trust. To fail in that trust, and to be
detected (and detection almost always follows), is
to pay an awful price for a very small thing. One's
good name and the confidence of friends and
endorsers; one's feeling of strength in himself-
all go when one proves faithless to that trust. We
mention this as a warning to any possible offenders,
and very much hope that if there are any in the
house who at this moment are so far forgetting
themselves as to take that which does not belong
to them (either in money, merchandise, or what
not), they will instantly determine that such wrong
doing is worse than madness, and will never do it
again.

Satisfied Employes

It is the wish and purpose of the house that no
employe, no matter how unimportant his position,
shall be forgotten or lost sight of; but that every-
one whose name is on the pay roll shall be recog-
nized as a part of this great force, and that his
individual efforts shall be carefully and frequently
considered.
More and more we wish you to be intelligent,

loyal and progressive. We propose that this great

store shall be even more than ever a field for em-
ployment in which "merit shall win," and we desire
that the possible careless, temporary overlooking
of any employe shall never prevent that person
from obtaining the fair recognition which has been
earned.
We appreciate the fact that that spirit is recipro-

cated by a great majority of the employes in their
loyalty to the house, and we wish that with the
constant development of this store and business,
this delightful spirit between the house and its
great army of splendid employes may become
stronger and stronger.

Should you at any time feel forgotten or over-
looked, do not hesitate to call the attention of the
manager or one of his assistants to the fact, and
you may be sure that the matter will be investi-
gated carefully.
In accordance with an unwritten but well under-

stood rule you are always at liberty to call the
attention of the Management to your remunera-
tion, or your desire and ability to occupy a higher
position, and any act of this kind shall under no
circumstances be to your disadvantage.

Manner of Dress

Be cleanly and neat in appearance, avoiding
extravagance and display. Women and girls of
all sections, workrooms, offices, etc., will be re-
quired to wear black skirts at all seasons of the
year. No exception can be made to this rule, even
to the wearing of large or specially made black
aprons over colored skirts. In fact, when any of
our women leave their individual sections, they
will remove their aprons and scissors. From
March 15 to October 16 each year they may wear
shirt waists in white or black (white preferred),
white with black stripes or dots, black with white
stripes or dots (stripes narrow and dots small), or
natural color pongee or linen. From October 15
to March 15 we prefer that they wear black waists
but will not object to shirtwaists as above. During
extremely warm weather, round neck, collarless
waists may be worn, the neck to be finished with
an edge of insertion. Square or V shape collars
must be avoided. Waists of sheer, unbusinesslike
material over colors, or with a great amount of
insertion, and black waists with piping, plaitings, or
bands of color must not be worn. Only full length
sleeve waists will be allowed during business
hours. Sleeve protectors may be worn by sales-
people only during the time that stock work is
being done; and this should never be later than
10.30 a. m. Office help and others who do not
come in contact with customers may wear sleeve
protectors during the day, but will remove them
whenever they leave their desks; white protectors
will be worn with white waists and black with
black waists.
We prefer a becoming and business-like arrange-

ment of the hair. Our girls and women will avoid
all extreme styles of hair dressing.
Men will avoid unusual combinations of hosiery

and neckwear and loud, flashy apparel. When not
wearing vests in warm weather they will always
keep their coats buttoned.

Flowers, Presents, etc.

The spirit which prompts the starting of a sub-
scription for the benefit of an employe in distress,
for flowers, or for the purpose of purchasing a
present for someone in the house is commendable
in every way but we must be mindful of the fact
that there are those who will give under such
circumstances who are not financially able to do
•so. If for any reason such a subscription seems de-
sirable or wise, employes will first consult the
section manager or assistant who will place the
matter before the management.

Borrowing or Loaning Money

The borrowing or loaning of money is strictly
prohibited. So keenly do we realize the importance
of this rule that we shall not hesitate, if we find it
being broken, to discharge both the borrower and
the lender. We also wish to caution you against

borrowing money from loan agents. Should it
seem to you necessary to borrow money, you will
first consult the management.

Questionable Investments

Any employe found to have advised another
employe or a customer (without the consent of the
house) to buy, invest in, or otherwise become
interested in any stocks and bonds of mineral and
oil mining ventures, or become a stockholder in or
an officer of such corporation, thereby involving
the name of the employe as being with Marshall
Field & Co. will be immediately discharged.

Objectionable Expressions

It is preferable to use the word "we" instead of
"I" in cases of other than a strictly personal
nature, as "We have it in three styles," and not
"I have it in three styles."

Avoid using the single word " busy " when re-
sponding to a call that cannot be attended to at
once.

In speaking of men's goods, you will refer to
them as "men's goods," and not as "gents' goods."
Always use the word "madam" instead of

"lady," in addressing women who visit the store
when not familiar with the visitors' names.
Saleswomen waiting upon other women will not

use the expression "my dear," or anything similar.
The word "flat" as applied to an apartment

house is not pleasing and you will substitute the
word " apartment."
The question "charge or cash?" will n,,t be

used. It is preferable to say, "Have you a
account?" assuming that otherwise the cash will
be presented.

Misrepresentation and Guarantee

Misrepresentation of merchandise is suicidal to
any business. We must insist that you never mis-
represent any article under any circumstances.
Such action on your part will subject you to instant
dismissal. Neither will you guarantee wear or
color.

Measuring Merchandise

The careless measuring of merchandise is no
doubt responsible for a large annual loss. Many
yards of merchandise are carelessly run off, and
if the width of the thumb is allowed (as is often
the case), the percentage of loss becomes a very
serious matter. Another faulty method is holding
in the right hand the goods which are already
measured. The measure must not run short
under any circumstances, but there is no good
reason for allowing it to run over.

Sales Checks

The salesperson in selling the goods does only a
part of the necessary work. Equal thoughtfulness
and care must be exercised in issuing the sales-
check and completing each transaction. The name
and address will be written on single item cash-
checks in every instance when goods are to be
sent, and on all purchase checks whether goods
are sent or not.

Fairly good handwriting is one of the necessary
qualifications of every salesperson, and when one
fails in this point, he fails in that which is suf-
ficiently important to receive at least serious atten-
tion. The number of the inspector, or when the
goods are delivered by the floorman, his name in
full must be written on every sales-check.
In taking the names of customers, salespeople

should be very careful to see that they are correctly
spelled and that addresses are equally correct.
To that end, the names of all customers should be
spelled out while being written and all house or
street numbers should be called back as individual
figures, as nine-one-five and not nine-fifteen.
Never use the customer's initials, when the full
name is given to you.

Promises

We wish to emphasize the necessity of making no
promises which cannot be absolutely fulfilled.
From the standpoint of the customer a promise
which is made only to be broken is worse than no
promise at all; and while customers sometimes
press us for definite information, we must not allow
that fact to lead us into agreeing to do something
which will not be executed. It is far better to lose
a sale than to secure it on any such basis.
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Before altering your present or installing new

Show Cases, Show Windows or General Illumin-
ating System, investigate I he economy in current,
low cost of lamp renewals, length of lamp life,
low temperature and even distribution of light of

J-M
LINOLITE
Catalog No. 410 illustrates and describes the .1-A1

LINOLITE System, and our Illuminating En-

gineering Department will give you good service.
Waher Powell & Sons Co., Cumberland, Md.,
Show Window Lighted with J-M Linolite Lamps

Communicate with Our Nearest Branch.

Manufacturers of Asbestos
and Magnesia Products

Albany
Atlanta
Baltimore
Birmingham

Cleveland
Dallas
Detroit
Duluth

Toronto

11561.5fGSa
Houghton Los Angeles
Houston Louisville
Indianapolis Memphis
Kansas City Milwaukee

For Canada:—THE CANADIAN
Montreal

Asbestos Roofings, Packings,
Electrical Supplies, Etc.

Minneapolis Oklahoma City Portland, Ore.
Newark, N. J. Omaha Richmond, Va.
New Orleans Philadelphia Rochester
New York Pittsburgh St. Louis

H. W. JOHNS-MANVILLE CO., LIMITED
Winnipeg Vancouver

St. Paul
San Francisco
Seattle
Syracuse

CHOOSE YOUR SILVER POLISH

AS YOU CHOOSE YOUR SILVER
Good Silver Polish goes hand in hand with good silverware.
The performance (wearing qualities, lustre, etc.) of your
silverware will be judged by the ability of the Silver
Polish you sell to always keep it in a new state.

CIINIDO SILVER POLISH
is a polish that is every ounce good. Made of the best
ingredients and positively will not scratch.
Prove this last statement for yourself. You can by ask-
ing for our FREE SAMPLE.

Dust-
Proof
Joints
Mean
Clean
Stocks
in a
Store.

Permanent.

Artistic.

Attractive.

Fire-Proof and Fire-Retardent Ceilings are
Good Insurance at a Low Price.

Inexpensive and Economical.

G. 8 PAT•0

THE ANSWER

Wheeling Ceiling and Side Walls
Estimates Free of Charge

Vermin-
Proof
Plates
Mean
Safety
from
Rodents.

Quickly
Erected.

No Repah s

No Worry.

Among Jewelry Advertisers

Sententious Sayings Clipped from Je
Press—Sample Advertise

welers' Announcements in the Public

A show of silver. No other jewelry or silver
,tore in northeastern Pennsylvania has ever made
t display of silver surpassing that now being made
in our establishment. In our show windows and
in our cases is now to be seen the most handsome
and artistic pieces in silver and high-grade plated
ware that has ever been shown before. Attrac-
tive moderate cost pieces for the Thanks-
giving table.—Chas. B. Engel, Scranton, Pa.

The 

"Fairfa• 

x" pattern possesses real Colonial
beauty and artistic merit combined—graceful
in outline and possessing a quiet distinction
with which few can compare. The "Fairfax"
simplicity is different and such a relief from
flatware with the usual scrolls and embellish-
ments.
Extra heavy in weight, yet extremely reas-

onable in price.
Knives, Forks, Spoons and all the necessary

requirements in the various pieces for correct
dinner service.—Albert Pfeifer & Bro., Little
Rock, Ark.

Our silverware department has some new
and unusually attractive things in pierced
silver and glass to show you.—C. L. Ruth
& Son, Montgomery, Ala.

Silverware supremacy depends upon design
and quality; two factors which mark with great
distinction the new styles now offered at
Braun's. Those who demand a table service
of originality and extreme beauty will find in
them the finest examples of triple-plated ware
ever exhibited to people of a refined taste and ar-
tistic temperament.—R. Braun, LaCrosse, Wis.

A rich but simple elegance characterizes the
Silverware we are now displaying. There are
thousands of beautiful pieces wrought entirely
by hand—every design absolutely exclusive.
Upon each piece the taste of the most re-
nowned silversmiths of the world has been
expended lovingly.—Reed & Barton Company,
New York, N. Y.

An eastern jeweler having on hand a small
stock of lockets in the half-made-up state, and
no order in sight, our buyer dropped in
upon him just at the psychological moment
to get them set and to secure his own way
as to the matter of prices. As a result these
extraordinary values.—The T. Eaton Company,
Limited, Winnipeg, Canada.

ments in Reduced Form

We have an exceptionally large assortment of
these 'goods in Brooches, Pendants, Neck Pieces,
Chains, Stick Pins, etc. They are more popular
than ever, and we are selling them at very attractive
prices. Come in and see these beautiful genuine
garnets. Never before have we had such a beautiful
assotment.—Herman Hiss & Co., Bay City, Mich.

[ Specially designed border for

gift advertisement used by

Welte & Wieting, Peoria, Ill.]
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Don't ship that lot of sweepings
until you have thoroughly inves-
tigated the methods employed by
US, as, everything considered, we
believe you will agree with us
that you cannot do better than
ship to our concern.

Enough metal is ofttimes lost through
carelessness in reduction to cover the
cost of refining, but if you will ship to us
you will get full value for your sweepings.
We employ the most scientific methods
known. Send your waste to us for re-
fining and meet the expense out of the
surplus that is ordinarily lost.

CONLEY & STRAIOHT
Refiners, Assayers and Smelters of Gold and Silver Assayers and Sweep Smelters-
Dealers in Fine Oold, Silver and Platinum. All Kinds of Oold and Silver Anodes
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Watch movements in a large assortment of
reliable makes—mind that reliable—in every size
or style that an average person could desire are
here. It is a gathering of watches that have
merit in every point. We are sure of that.—H. A.
Dillon, Gloversville, N. Y.

The very new "Black and White" Jewelry—
The latest conceit in personal adornment. This
season's very newest and strongest novelty. Bar-
rettes, brooches, long and short strands of beads,
pins. This color scheme promises to be the most
popular and lasting of any so far announced. A
large line of articles all priced very moderately.—
J. A. Jodoin & Co., Spokane, Wash.

Your holiday shopping will be doubly a pleasure

if done now before the crowds come. The Bee
Hive Store is full of beautiful gifts, ready for your

choice. Here you will find a varied and attractive
assortment of Diamonds, Jewelry, Watches and
Silverware at moderate prices. Operating six

stores, we buy in such large quantities that you'll

find our prices lower than elsewhere.—Bee Hive

Jewelry Co., Scranton, Pa.

The selection of Dinnerware is made especially

safe and easy here for all. The experienced shop-

per finds here the most complete assortments and

those who are making initial purchases find only

goods of assured quality and—experienced ad-

vice, if they wish it.—Hall's Springfield, Mass.

One of the greatest
purchases of novelty
jewelry we ever made TONE 
has just been completed,
and tomorrow it will
bring, without any ques-
tion, the most extraor-
dinary jewelry values
that were ever possible.
—Frederick Loeser &
Co., Brooklyn, N. Y.

Attractive jewelry
has seldom been gath-
ered in such an extensive

display as the one
we are now showing.
We know you will
become interested not P.oO.s 504

only in the odd de-
signs, but in the
prices that we have
placed upon the
articles. If you want to see the prettiest
chains, lockets, brooches, pins and stone-set
Jewelry ever shown in this town, come now.—
Klein's, Montgomery, Ala.

Once a year in the readjustment of our sil-
verware stocks all odd pieces and discontinued
patterns come out and are marked at new
prices for quick riddance. The collection
this year is small and people who wish to
take advantage of it should come today.—
Wanamaker's, Philadelphia, Pa.

An enticing offering in the exquisite im-
ported jewelry just inside our store. Laval-
hers, coral chains, coral set brooches, sash
pins, hat pins, buckles and a striking assort-
ment of stick pins.—R. B. Maxwell & Co.,
Mansfield, Ohio.

We are agents for the W. W. W. Guaran-
teed Birthstone Ring; new styles and designs
just in. The stones are guaranteed to stay in
and will be replaced free of charge if they ever
come out. We have them for every month in
the year.—William Chapman, Portsmouth, Va.

Buy a flawless diamond of the first water
and you have an investment whose value
can never depreciate through time or circum-
stances.--E. J. Faust, Allentown, Pa.

4

Clocks of all kinds are shown here. They
are dependable timepieces and in a variety of
sizes and styles, from the compact little auto-
mobile clocks to the great hall clocks, designed
to be handed down from generation to gen-

eration as cherished heirlooms growing in value
as they are revered for associations.—Frank C.
Toepp, South Bend, Ind.

Don't buy haphazard. Look the ground over
carefully and buy where you get the very best,
most stylish, most reliable jewelry for your money.
—Wetteroth Jewelry Company, St. Joseph, Mo.
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Bride's Presents
Diskinson's 4 the silver mire par an•

ntlence for wedding preaentation—it ha.
been accepted ao the stendard for Wedding
Sting by Buffalo families for over 60 yews.

For the June Wedding Season we aro
showing Starling Silver Toilet and .Tahle
Ware in almost endless patterns and design.
with • mice male to meet ail requirements.

Sterling Tea Soh of 5 pieces. Is graceful
dmigms, are $1316005, $350.00.

Thremplece All., Dinner Coffee Soth
$4000 to $105.00.

Toilet Was begins at $1.75 for • single
phi.. and (0•I1 from $29.50 te 655.00, far
• ••■ a eight One..

Vases. Centerpiece., C.andioetleke,
effective pattenm.

72.pieoe Trunks of Flat Wan from
997.76 Is $162.75.

See Our Bargain Table. Second Floor.



2004 THE KEYSTONE

From Credit to Cash

How One Merchant Put a Losing Business on a Paying Basis by
Charge Accounts

I had been doing the biggest business of
any general store in our town, and had
enjoyed that distinction for more than
two years. But please make a note of the
fact that the biggest business is not always
the most satisfactory nor the most profit-
able. Mine was neither.
In a town of less than 1,000 people, with

some three or four competitors, I was doing
an annual business of nearly $30,000 on a
stock of about $6,000, which looks like
a good volume, yet my bills payable kept
me scraping the last dime out of the cash
drawer to pay up near enough to the 30
and 60 days to keep my creditors from
writing too insistent duns. I scrimped
on personal expenditures that I might
have every dollar possible to cut down
bills, but in spite of all, the totals kept
looming a little higher every month, and
the scrambling became just a little more
furious.
Sometimes when the jobber pressed too

hard I would make a loan of $100 or $200
from my bank, promising myself that I
would take it up again when things took a
turn. But they didn't turn and the loans
thus made were never taken up. Some
way when the due date rolled around there
seemed nothing to do but pay the interest
and renew the loan.

Where My Profits Were Going

There wasn't any mystery about it to
me, and hadn't been for a long time. I
didn't need to call in a business expert to
tell me why my business was running
farther and farther behind and nearer and
nearer to the bankruptcy court. It was all
as plain as day. For years I had known
it—my wife had known it, my friends had
known it.
I had started into business on a meager

capital—a capital so small that it was
necessary to turn back every cent into
the business in order to keep it prospering.
But from the first I had done a big credit
business. I had always been an easy mark,
even before I entered business for myself,
and had enough money coming to me
from little personal loans to run up into
several hundred dollars. The old weakness
had pursued me into my business. I
didn't have the keenness to see that lend-
ing goods is the same as lending money,
and that I couldn't hope to do either
with my capital, and succeed.
So I adopted a liberal policy on credits

at once and was soon doing a big business.
That's the one big feature of a loose credit
system, the man who ties up to it always
increases his sales. It is the feature that
blinds so many of us to its dangers.

I Decide Upon a Change of Method
For the past five years my wife had kept

at me in a vain but never ceasing effort
to get me to forsake_the credit business

Cutting Off

entirely and adopt a strict cash standard.
In a way I felt she was right and yet I was
afraid. Afraid that I wouldn't have the
nerve to turn down the credit applicants
and afraid that my sales would drop to
nothing.
Without keeping you waiting another

moment I want to say right here that I
did adopt a strictly cash business policy,
adhered to it rigidly, and in the end pulled
my shaky business up into the ranks of
the profit payers.

How I Profited by Others' Mistakes

Before I took this step, however, I did
some careful thinking and managed to
remember that two other merchants in our
town had tried the " cash " system at
different times in the past few years and
had abandoned it after a short trial. I
determined to go to these men and learn
from their own lips why they had not made
a go of it, then I would try and avoid their
mistakes.
The first man, a meat market proprie-

tor, told me that he believed he might
have made a success of the plan if he
hadn't made the mistake of starting before
he was ready. Some time in December
he conceived the idea that the new year
would be an opportune time for making
the change, and posted up a placard
notifying the public that after January 1
his terms would be strictly cash. But he
hadn't had time to educate his trade to
the new order of things, and he . hadn't
the nerve to stick in the face of loud
protests, so by noon of the second day
of January his strictly cash policy was
shattered beyond recognition and the
sign came down.
The second man, a grocer, said his

principal trouble had been the fact that
he had allowed half a dozen of his best
customers to continue their accounts sub
rosa. Their trade was very desirable, and
their credit gilt edge, and he hadn't
the nerve to turn them down. The
result was that others soon learned of this
partiality and questioned the dealer's
good faith. In a short time he, too, went
back to the ledger.
I resolved to profit by these mistakes.

First, I would give my customers long
advance notice of the change. I would
even go to the extreme in this matter
of time so that I would have time to
educate my customers to the virtues of
the cash system and show them how they
would be benefited by it. So I promptly
put up a notice that three months from date
we would adopt a strictly cash system.
From that moment forward I worked

daily to get things in the very best shape
possible for the expected change. I talked
to all my credit customers personally about
the intended change, told them frankly
that it was a necessary one, and also why
I thought it would be the best policy for
them. In these talks and also in a little
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booklet and in newspaper advertismenets
I brought out the following points:
That the customer who pays cash is not

apt to spend so much foolishly and cannot
live beyond his means.
That he feels free to shop around and

get the benefit of special prices that dif-
ferent merchants are obliged to make on
overstocked lines, or for other reasons.
That the credit customer is usually a

month behind, the cash customer a
month ahead.
That the merchant who sells on time

must necessarily sell at a higher price in
order to make up for losses due to bad
accounts.
That the "good pay" credit customer

must pay for the living of the dead beat
and the incompetent.
And lastly that, by adhering to a

strictly cash basis, we would be able to
sell nearly all lines of merchandise on a
smaller margin of profit.

Getting Rid of Bad Accounts

Another preliminary move was to im-
mediately form a plan for cutting off all
questionable credit accounts. In some
cases I got a settlement and then refused
to re-open the account. In other cases I
chopped off the credit without waiting for
a settlement—suiting my method to the
customer. At the end of thirty days I had
my open accounts reduced to just such
people as paid regularly each week or
month according as their pay day fell due.
My next task was to try to convince

these people that it was to their advantage
to stick with me after the new system
took effect. I made the appeal personal
and varied it to suit the case. In many
cases I suggested that instead of paying
up their account I would carry over the
old balance until later, permitting them
to keep this money and use it to trade on
in the cash way. They might pay the
old in small payments weekly until it
was taken care of. I urged them to at
least make the trial and promised that my
prices should be lower under the new re-
gime.
Some of these customers told me frankly

that the new arrangements would not be
acceptable to them, and that they would
be obliged to leave me as soon as the new
system took effect. Among these were
some of my best customers, both from the
standpoint of volume of purchases and
promptness of payment. They were the
gilt-edged kind that always pay on the day
agreed. At first I was tempted to com-
promise and to keep some of these best
accounts on a credit basis. But I re-
membered the experience of the grocer I
had interviewed and said good-bye to
business as cheerfully as possible. As
future events proved, a strict adherence
to this principle was the one big thing
that carried me through safely.

When We Went Over to a Cash Basis

The day for the change drew near. I
made a gala day of it, advertising it far
and wide, and serving refreshments free.
Here is a point I want to emphasize,

and I think it is also responsible for a
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"Crown"
The Smallest Watch in America

to Sell at a Popular Price
The New 3/o-size Complete Watch

T
HE Crown Watch
shows its better
value.

In material,workmanship,
performance it lives up
to the promise of its class
and style.
It will put your trade in
this kind of goods on a
new and better footing.
It will stretch the purse
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strings of many a woman
who meant to buy a cheap
watch.
And it gives you a better profit
than any other timepiece sell-
ing at the price.

The Crown Watch is made both
Hunting and Open Face-7-jewel
movement in bascine gold-filled case:
Plain Polished, Engine-turned and a
striking series of Fancy Engraved de-
signs—cased and timed at the factory
and sold complete.

If you are already carrying Crown
Watches, fill out your assortment.
The Holiday demand will soon be
pressing.
If you are not there could not be a
more favorable time to begin.
Any representative jobber will sup-
ply you.
The KEYSTONE WATCH CASE COMPANY

ESTABLISHED 1853

PHILADELPHIA
NEW YORK CHICAGO CINCINNATI SAN FRANCISCO
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great measure of the success I attained
with the cash system. I advertised the
change—made a business asset of it, and
showed that I was enthusiastic about it as
a system that was not only better for me,
but better for the public. I have seen
other merchants make the change before
and since who have acted as though they
were ashamed of it and kept it in the back-
ground while I made it my feature. To
carry this idea to the limit I changed the
title of the firm to The Spot Cash Store.
When the store swung open its doors

under the new name and the new regime I
made a strong point of the lower prices I
had promised. I had made a careful esti-
mate of how much I could shade the price
for cash payment, and so far as possible
every article on the shelves was marked
with the old and the new price. Then I
had three or four rousing cash leaders with
big piles of these goods in the windows.
The first day, thanks to the special fea-

tures and the free refreshments, I regis-
tered the largest total cash sales of any day
in my five years' retail experience. The new
system had gotten away with a rush and I
was much encouraged.
But the next month or two was hard

sledding. Many of my old credit custom-
ers refused to stay with me and sales were
gradually falling farther and farther below
the old record. Still I stuck and kept up
my missionary work. I had one clerk who
was full of good ideas for special sales and
we ran a lot of them with different angles
and appeals. Then we began featuring a
cut price on some one article every Satur-
day, which was our best trading day.
We advertised more than had been our
custom, and kept hammering away on
the benefits to the public of the cash
system and featuring our lower prices.

Little by little the trade came back, not
all of it, but enough to assure the success
of the cash standard, and we began to add
many of the customers who had previously
traded for cash at the other stores.
Our first year was a few thousand behind

. the credit year preceding, but that didn't
warp my faith in the new system, for
never had the business been in as good
shape financially. I had cleaned up quite
a lot of our outstanding accounts and the
fact that I wasn't making any new ones
gave me that surplus to work on. The
fact that I was doing a strictly cash busi-
ness gave my wholesalers more confidence
in me and they were far less hasty in
calling for settlements.

Summing Up—After Three Years

Some of the advantages of the cash
system are obvious, but I want to point
out one or two that strike me with par-
ticular force.
The variable element is thrown out

and it is possible to know to a penny
where you stand every night when you
close up shop. All your assets are tangible
and unvarying. You do less work to get
the same money. I was invariably sur-
prised to find out, after a seemingly quiet
day, how much cash we had taken in, the
difference being in the fact that previously
we had done half of our work for stuff
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that had gone on the books and so of
course the figures were no larger on the
cash register.
You are able to discount bills, pick up

cash bargains, and gain the increased con-
fidence of the wholesaler. But best of all
I was relieved of a worry that had been
with me since the starting of the business,
and it was surprising how much more zest
I had left to put into sales promotion work
and business building in general.
Today, three years after making the

change, I am discounting all of my bills and
doing the biggest business of my career.
The notes have been cleaned up, and I am
spoken of by traveling men in my territory
as " the man who changed to a cash system
and got away with it."—Alfred Cook in
Business.

Stretching the Capital

By A. M. BURROUGHS

Study the methods of the banana man
and the peanut vender, who make a living
on $10 capital.
A northern Indiana furnishing goods

concern went out of business a few months
ago. When the stock was inventoried
some caps were found which were made
especially for the Grant-Colfax presi-
dential campaign in 1872.
Think of that! Stock forty years old!
The caps cost about 25 cents each and

there were three dozen of them, costing
$9 in all, wholesale.

Charge up a percentage equal to the cost
of doing business against that $9 worth
of dead stock for forty years and see what
it cost the merchant to keep it on his
shelves.
Ask the banana man who stands at the

corner how much he could make on that
$9 in forty years in his business. Then
you will know what it would have profi-
ted this clothing concern had it not kept
that stock on the shelves—if it had used
the capital right.

This banana man buys a cart load of
bananas every morning, costing him about
$9, and sells them before night for $20.

Since he works every day, holidays and
Sundays, he turns his capital every day,
30 times a month.
On a capital of $9 he does a gross busi-

ness of more than $5,000 in the nine
months he is able to work.
In forty years he could do a gross busi-

ness of nearly $300,000 on that little capi-
tal—without increasing his capital a
single penny over that original $9.
What would he make if he had $9,000

capital and applied the same principles?
Any wonder the chain store fellows can

keep buying more stores and undersell
the "good-enough-for-me" one-man
store?
The owner of a chain of six stores has

never put a single dollar of his own money
into the last four stores he opened.
When he opened his second store, he

began buying in small quantities, stocking

.6 Copyrighted by Burroughs' Adding Machine Company.

up every day and selling the goods before
the bills came due.

In a short time he opened his third
store, without putting any of his own
money into it. Soon he increased his
chain to six stores.
Now he is doing business almost en-

tirely on the other man's capital. He
buys in very small quantities and dis-
counts his bills with the proceeds from the
sales of the goods.

If the retailer provides himself with ac-
curate and complete detail information
about his sales and his stock on hand, he
can practically do business entirely on the
capital of the houses from which he buys—
and make those houses glad to let him
do it.
Buying in small quantities may make

the cost price a little higher, but the in-
creased sales will make the expenses
lower and the reduced profits on each sale
will rapidly multiply into a bigger dividend
at the end of the year.
One per cent profit 52 or 100 times is

better than 10 per cent five or six times.
Of course this is possible only by keeping

such close tab on sales and purchases that
the merchant can buy in very small quan-
tities.
But isn't is better to stand the expense

of adequate records and do a big profit-
able business on little capital, than to
worry along without record i and do a
small unprofitable business on the most
capital you can rake and scrape?

Retaining the Store's Customers

Cheap help is often found to be the
most expensive kind in the long run. Low-
salaried men are usually worth just what
they demand—often less.
In the handling of help it is often far

better policy to pay a good salesman a
few dollars extra from time to time—to
increase his salary to a point where he
can show a real enthusiasm in his work—
than to break in a new man, even though
the new worker offers his services at a
much lower figure than the clerk who
wants the raise.

Service has become an important item
in the eyes of the customer nowadays.
The busy customer who has been trading
at a store for months or years doesn't
want mistakes made or bungling service
when he gives an order. It may not mean
anything to the new clerk that he makes
an error in sending out the wrong size of
loose-leaf sheets, or that the punchings are
not of a kind that will go into the particu-
lar binder which that customer has, but it
makes a big difference to the book-
keeper who is handling the accounts of
that concern, and a delay which means
nothing to the new clerk may result in
all kinds of inconvenience to the business
man whose office work is held up by the
bungling mistake.

This "knowledge of the trade" is an
asset for every clerk who has been in a
store for several years.—Business Equip-
ment Journal.
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THE NEW CENTURY is used in every civilized part of
the world, and when you purchase one of these machines,
you are sure of big dividends on your investment and an
asset that will not deteriorate with age..
In perfecting THE NEW CENTURY we have kept in mind three

essential points that are not found in other machines of this type on the
market, viz.: rigidity, convenience of operation and accuracy.
THE NEW CENTURY is elaborately finished, is made of best

materials obtainable and high-grade workmanship, and the design is
simple and mechanically correct.

(if THE NEW CENTURY is easy to learn to operate and willsave you tithe and money.
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Artistic Hand-Made Banquet Rings
SILVER, WITH GOLD ORNAMENTATION

REAL STONES OF ALL KINDS

IKKO MATSUMOTO, Manufacturing Jeweler
Room 316 American Central Life Building, INDIANAPOLIS, IND.

CATALOG
0010ALSOok*

GORDON 4
MORRISON
WHOLESALE

JEWELERS AND

OPTICIANS
KSTAB. 092

Chicago, Ill.

THE JEWELERS, WATCHMAKERS
and OPTICIANS will do well by

writing for our 1912 CATALOG,
MAILED FREE. It contains a full line
of WATCHES, DIAMONDS,
JEWELRY, OPTICAL GOODS,
WATCHMAKERS' and OPTICIANS'
TOOLS, MATERIALS and MA-
CHINERY of the best makes the
American and Foreign markets afford.
It will pay you to have our catalog.

Gord & Morri Wholesale Jewelers and Opticiansson, 210 W. Madison Street, CHICAGO, ILL.on 

THE JEWELERS' HANDY SHOP
We Repair and Replate any Article in Jewelry and Silverware

FOR THE TRADE ONLY
EXPERT WORKMANSHIP

Mesh Bags Refinished, Repaired and Relined from

$1.00 to $1.25
Gold, Silver and Platinum Plating, Coloring, Finishing

and Polishing Silverware

Write For Our Catalogue
Packages enclosed with ours for other city firms will be delivered free of expense to you

JOSEPH LANDSMAN, 51 Maiden Lane, NEW YORK
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INDIANAPOLIS

Retailers Now Making Liberal Purchas
Assured—Jobbing Houses Report a
Future Delivery

Indianapolis, Ind., September 20.—Indications

from all parts of Indiana point to a good fall and

holiday trade for the jewelers. Retailers have

bought accordingly. Business with the city
retailers has showed a marked improvement since

the vacation season is over. The jobbing houses

are all busy, especially on goods for future delivery.

Fritz Fromm, who has been traveling for the
material branch of Baldwin-Miller Company,
will in the future remain in the house, in the re-
gular watch and jewelry branch. He will take
the position formerly filled by Harry A. Sebel.
Fritz is well-known and a great favorite on the
road, where he will be greatly missed, but his
friends will always receive a hearty welcome and
courteous attention from him when they visit
the house.

If the contemplated improvements for the store
of J. H. Reed, 38 West Washington street, are
carried out that old established business will,
before the holiday season, be housed in one of the
most modern and beautiful jewelry stores in the
city. Improvements costing several thousand
dollars and including the finest mahogany fixtures
and a complete re-arrangement of the ground floor
are planned.
R. R. Green, formerly in the manufacturing

jewelry business in this city, has accepted a posi-
tion with Leo Krauss, 45 North Illinois street.

Charles Peeke, formerly with the Indianapolis
Manufacturing Jewelry Company, has been added
to the shop force of the A. P. Craft Company.

"To Kalon Shop" (The Beautiful Shop), 106
North Pennsylvania street, has been incorporated
with a capital stock of $10,000, to do a domestic
and foreign merchandise business. The directors
are Lauren J. Drake, Edith L. Drake, Jeannette C.
Love and others. Miss J. C. Love is the manager.
The business was started a few years ago, in a small
way and in a small room. Since removing to the
present large and well located quarters on Pennsyl-
vania street the stock has been enlarged and the
business has shown a gratifying increase.

John D. Day, with Henry C. Schergens, 331
East Washington street, has returned from Ohio,
where he attended a reunion of the Day family.
Mr. Day recently finished an order for seven solid
gold scarf pins, from a customer in Panama. In
each pin was mounted a tooth from a 32-foot long
shark that had been caught, in Panama waters,
after a hard day's fight. The immense fish had
bitten through a heavy steel chain. The teeth
which were white and well shaped mounted up
well, making unique and interesting souvenirs.

Louis Feller, 420 East Washington street, has
enjoyed a very fair trade all summer, but is espec-
ially proud of his clock and watch repair record.
This branch of his business is away ahead of last
year which had been his banner year.
Through its president Otto Graf, of the jewelry

firm of Berg & Graf, the "Indianapolis Lieder-
krantz Society" has purchased a splendid piece
of property on East Washington street, for its
meetings and entertainments. Berg & Graf were
awarded the contracts to furnish a large number of
badges for both the "German Day" and the
"Canstatter Volksfest" celebrations recently given
by the German societies of this city.
A. E. Sipe, a well-known jeweler of Buffalo, has

been visiting his brother J. C. Sipe, diamond
merchant of this city.

Charles Mayer & Co., conducted a "Sterling
Silverware Sale" during the first week of September
that was an immense success.
Hal J. Breen, auctioneer, spent his vacation at

his home in this city and left the first of last month
for Cincinnati where he had an engagement to
close out "The Crown" jewelry store at Cincinnati.
Mr. Breen has two absorbing hobbies—business
and golf—but he never allows the one to interfere
with the other.

es—Prosperous Fall Season Seemingly
Great Inflow of Orders, Especially for

Julius Bloom, formerly with J. C. Sipe, is now
in the A. P. Craft manufacturing shop. E. M.
Craft covered a good many miles in his auto this
summer, taking trips over the state and to the
lakes.
Emil Mantel, a West Washington street jeweler

and pawnbroker, has returned from a European
trip that covered several months of steady travel.
A pretty home wedding recently occured at the

home of Charles R. Kluger when his daughter
Lillian was married to William Von Speckelsen of
this city. The bride is the daughter of C. R.
Kluger, "The Fountain Square" jeweler, and a
niece of Max Kluger of the manufacturing firm
of Kluger & Geyler.

Charles R. Kluger has recently installed a large
burglar and fireproof safe in his store on Fountain
Square.

Clyde Gabbert, watchmaker with E. C. Stokes,
in the State Life building is back from a fishing
trip.
H. A. Comstock's big street clock is looking fine

in a new coat of paint with gold trimmings.
William Beatty, who recently sold his jewelry

business at Lebanon, Ind., to J. S. De Laney,
has decided to locate in this city. He has opened
a watch and retail jewelry store on the ninth
floor of the State Life building.

William Huff, watchmaker with F. M. Noe,
North Illinois street, has returned from a vacation
spent at his old home in Rensselaer, Ind. Previous
to locating in Indianapolis Mr. Huff conducted a
jewelry store of his own at Rensselaer.

Claud Allen, bookkeeper and salesman for Carl
L. Rost, visited his parents at Salem, Ind., last
month. He was accompanied by his wife.

William Espey, Baldwin-Miller Company's
popular bookkeeper, took a short vacation last
month.
Mr. and Mrs. Charles B. Dyer spent a part of

last month at Lake Maxinkuckee, in the northern
part of Indiana. The summer work at the Dyer
shop had been unusually heavy. A very large
number of orders for society pins, badges and
prizes had been executed.

Clint Wallace, house salesman with Baldwin-
Miller Company, has closed his summer camp on
Broad Ripple and taken an apartment in the city.
Samuel Epstein, one of the proprietors of the

Eppert Jewelry Company, 13 North Illinois street,
which also operated a jewelry store on South
Illinois street, was arrested September 14, in a
warrant charging him with obtaining money by
false pretences. C. F. Munish testified that he had
purchased a ring from Epstein for which he paid
$18. Upon examination it was found that the
stone setting which was supposed to be a diamond
was only glass. Only the day before Epstein had
been sent to the grand jury from police court on
a charge of selling a ring for $5.50, which the
purchaser said was worth only 39 cents.
Leo Markowitz, traveling representative of the

F. & M. Jewelry Company, left September 22,
for a ten weeks' trip over his Texas territory, with
a complete new outfit, new trunks and grips and the
largest and best line he has ever shown his trade.
Nor is that all—Mr. Markowitz carried with him
the promise of Miss Irma Lipman, of this city, to
be his bride in the near future.

I. M. Solomons, recently from Cincinnati, has
joined the F. & M. Company's traveling force.
His territory will be Kentucky and Tennessee.
Mr. and Mrs. Wylie R. Curtis, Madison Ind.,

have returned from their wedding trip to New
York. Mr. and Mrs. John Chapman, who sold
their jewelry store to Mr. Curtis, took charge of
the business during the latter's eastern trip. The
Chapman's departed last month for the Pacific
coast where they will shortly re-enter the jewelry
business as retail merchants.
The Indianapolis Bank & Store Fixture Corn-

pany have completed an order for mahogany show

and wall cases, of modern and beautiful design,
for the jewelry and optical establishment of H. C.
Klein & Son Company, Muncie, Ind. This is the
original Klein store established over seventy years
ago by the late H. C. Klein.

The Indianapolis Bank & Store Fixture Com-
pany has also refitted the jewelry store of F. Pen-
nington, at Knightstown, Ind. With up-to-date
fixtures and furniture the Pennington store is one
of the attractive jewelry stores that Indiana is
justly proud of.

Alfred Phaud and Charles W. Lauer, Jr., will
make alternate road trips this season for the job-
bing house of C. W. Lauer & Co. Both young men
are popular on the road.
Frank Burton, of the Burton Jewelry Company,

spent most of last month in Kokomo, Ind., where
he is winding up the branch store which the
Burton's have conducted in that city.
David S. Gribben, of Gray, Gribben & Gray,

has returned from a six weeks vacation spent in
Canada. He returned in fine health and more in
love with his own country than ever.

During Mr. Gribben's absence his partners had
the store redecorated and brightened up, a plesant
surprise for him.

Gragg Brothers, Brook, Ind., are selling out the
jewelry branch of their business and will devote all
their time to pianos and sewing machines.

J. E. Ruffing, Delphi, Ind., will retire from the
jewelry business and to that end is selling out his
entire stock and fixtures.
John R. Bovard, an Indiana man, who has been

conducting a successful jewelry business at New
Castle, Ky., for several years, spent his vacation,
last month, with his father, John Bovard, at Madi-
son, Ind.

J. H. Rhorer, Bloomington, Ind., was a recent
visitor to the material department of Baldwin,
Miller Company, when he purchased materials
and tools for the watch repair shop which he re-
cently opened at Bloomington.
W. F. Hall has opened an exclusive jewelry busi-

ness at Chrisman, Ill. Mr. Hall purchased his
opening stock from Fritz Fromm, Illinois repre-
sentative for Baldwin, Miller Company.

S. M. Day has purchased the stock of George
Currier, Hartford City, Ind. Mr. Currier re-
cently made an assignment.
The hottest weather of the entire summer struck

Indianapolis during State Fair week, a fact that
materially lessened the attendance both at the
fair and at the wholesale houses. The jewelers
who braved the heat were all happy and prosper-
ous. The general opinion was that a fine holiday
trade would be enjoyed. Politics were not affect-
ing business.
The following retail merchants were among the

buyers at Baldwin, Miller Company: J. A. Pick-
ett and wife, New Castle; S. G. Kersey, Darling-
ton; F. J. Hutson, Cambridge City; M. L. Heaton
and wife, Manilla; W. W. Ulery, New Palestine;
Alton Evans, Spiceland; Agee Wilson, Plainfield;
W. E. Inman, Bloomfield; C. B. Spohn, James-
town; Carl Rost, Columbus; George L. Spahr,
Lebanon; C. F. Clawson and wife, Clayton;
George C. DeCamp and wife, Shirley; Miss Flo
Dennis, Westfield; G. V. Brown, Flora; Mark Wall,
Spiceland; Harry Short, New Palestine; Claud
Howard, Frankfort; I. H. Barnes, Greenfield; C.
N. Hetzner, Peru; Aaron Pursel, Noblesville;
H. H. Bowers, New Ross; E. E. Mosiman, Bluff-
ton.
Among the buyers at Charles W. Lauer & Co.,

were: John L. Duncan, Wingate; J. E. Ward,
Worthington; W. E. Inman, Bloomfield; H. H.
Nutter, Martinsville; J. H. Barns, Greenfield;
E. G. Bouslog, Moreland; E. S. Dickey, of Dickey
& Morris, Edinburh; R. H. Hayward, Rosedale;
E. E. Smeltzer, Carthage; M. Jenson, Clay City;
J. F. Kiser, Muncie; A. B. Johnson, Sheridan;
A. A. Garner, Lebanon; J. F. Harding, Brownstown
W. C. Klein, Connersville; R. McCarty, Hope; F.
Pennington, Knightstown; McClure Smith, Bed-
ford; L. 0. Ingram, Hillsboro; Frank Haseltine,
Kokomo.
The trade friends of M. L. Heaton, Manilla, Ind.,

were much pleased to see him during the State
Fair week. Mr. Heaton has almost entirely re-
covered from the serious illness that caused his
family and friends to be very apprehensive of the
result.
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No. 179. 12 size. The newest thing in New York Standard movement.
12 size American made at a low price has come to fill a long felt want, just
what the retailer jeweler needa, a cheap boy's size watch, hunting or open
face nickel, polished and damaskeened plates, breguet hairspring, 7 jewel
white glass enameled dial, positively the cheapest 12 size American move-
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HOLSMAN & ALTER
179 Madison Street

HUNTING OR OPEN FACE

CHICAGO, ILL.

F. C. JORGESON & CO•
159 to 167 Ann Street :: CHICAGO, ILLINOIS

MAKERS OF HIGH-GRADE

JEWELERS' FIXTURES
No. 46465

SPECIAL No. 107B

COUNTER CASE AND TABLE

MADE IN ALL KINDS OF WOOD
OAK AND BIRCH IN STOCK

Write for our new catalogue

Peerless Belts and Buckles
are the best selling goods we have put on the market during
our 20 years' experience in the monogram business.
Are your getting your share of the profits in this line? If not,

WRITE FOR CATALOGUE No. 14 AND DISCOUNTS

CHICAGO ART METAL WORKS
CHICAGO, ILL.

October 1, 1912

Law for the Retail Jeweler
(Copyright by ELTON J. BUCKLEY)

(A series of articles specially compiled by a
well-known lawyer for the better education of
the retail dealer in the law and its relation to the
different phases of his business.—ED.)

XXXI.—Important to Every Business Man Who
Rents His Store

A few months ago a large retail business
man was confronted with a matter which
may arise in the experience of any com-
mercial man who rents his place of busi-
ness. If he has not protected himself
against it, it may go so far as to wholly
ruin him. There is a way of protecting
himself at least in part, and a compara-
tively easy way, and. it is the object of this
article to explain the entire situation.
The case which I refer to was this:

Up to about six months ago the retailer
in question had occupied one building,
upon a long lease, for about fifteen years.
His business had been built up there, and
was therefore associated with the location
in a way which invariably makes the loca-
tion an asset.
The building was to be torn down and a

new one built for another purpose, so the
retailer was notified to remove. Removal
was somewhat of a problem, as the loca-
tion was a choice one, and was already
much crowded. Vacant stores were at a
premium, but by a piece of rare good luck,
he was able to find one within half a block
from his old stand. That, however, was
literally the only vacant place available
within a radius of several squares. He
signed the lease at once and drew a huge
sigh of relief when the landlord agreed
to give him a five years' tenancy.
Moving and refitting the new store cost

the tenant a considerable sum, but he was
glad to pay it under the circumstances.
He had been in there only about five
months, when he was advised that some-
body who held a mortgage on the building,
on which the interest had been allowed to
default, had begun foreclosure proceed-
ings. He at once saw the landlord, who
admitted that he was in serious financial
difficulties, and could do nothing; he
would be obliged to let the property go,
as the mortgages and other liens against
it would eat up practically its entire value.
The property was sold at foreclosure

sale, all efforts to stave this off having
failed. It was bought in by a competitor
of the retailer's, who at once served notice
on the latter that his lease was at an end,
and that he should vacate within thirty
days. And the latter was obliged to do
it, for under the law there was no way he
could escape. At the present time he is
in a small and highly undesirable store on
a side street, where he is trying to hold his
business together, but with almost all his
former large transient business gone.

It is fundamental that when real estate
wifich has been leased is sold at private sale,
the buyer takes it subject to the lease.
In other words, A owns a property which
he leases to B. Before the lease expires
A sells it to C. C must allow B to stay
out his lease. The law is entirely differ-
ent, however, where the sale is on fore-
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closure proceedings, or on execution or
something like that. In such a case, if
the mortgage or the judgment on which
the sale was held, was against the property
when the tenant signed the lease, he can be
ousted if the mortgage is foreclosed while
he is in there, or if the judgment creditor
issues execution and sells the property.
As soon as the property passes into other
hands, the lease is ended and the new
owner can take possession at once.
That was exactly what happened in the

above case. The mortgage which was
foreclosed was dated two years ahead of
the tenant's lease. In addition, there were
several judgments entered before the lease
and execution could have been issued
under any of these, the property sold and
the tenant ousted. In other words, he
took his five years' lease subject to the
right of at least six people to do something
at any time after he moved in, which
would oust him. Of course he knew
nothing about this chance when he signed
the lease, though he could have known.
To make this situation worse, the new

buyer in a sale of this sort need not give
the tenant any notice to remove. He can
insist upon immediate possession.
How can a tenant protect himself

against such a fate? In many cases he
can protect himself absolutely; in some
cases he cannot. When a business man
is contemplating renting a property,
particularly when so much hinges upon
it as in the case I have related, he should
examine the records to see whether there
are any mortgages against the property
or any judgment against the man who
owns it. If there are, he should go to the
mortgagees, or the judgment creditors,
and request them to sign the lease with
the real owner. If they will do this, it
means that if execution is issued against
the property by any of these, and it is
sold while the tenant occupies it, and the
mortgagee or the judgment creditor himself
buys it in, as very frequently happens, the
tenant cannot be ousted until the end of
his lease, because the new owner has
signed that lease. Of course this method
of protection will not serve in every
case, because often the property will not
be bought in by the mortgagee or the
judgment creditor. It will go to a
stranger, who has not signed the lease, and
he can oust the tenant at once. This
however, and the refusal of some mort-
gagees or judgment creditors to sign the
lease, are the only contingencies against
which the plan will not protect. It is
therefore eminently worth trying.
The tenant is fully protected against

judgments and mortgages dated after
the lease, because he cannot be ousted
through them. It is only against mort-
gages, judgments and other liens dated
before his lease that he is helpless.
I should also say that when a sale under

a mortgage or judgment is held and the
owner himself buys it in, the lease is not
affected; the tenant can still hold on, for
while the buyer is a new owner, strictly
speaking, he is also the former owner, and
the law does not consider it equitable that
he should disown his own lease.
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The Purpose of Window Trimming

What is it?
To please art-lovers?
To keep idle clerks busy?
To imitate competitors?
To take care of superfluous stock?
Or just to sell goods?
Any window that does not sell goods is

a space, time and money waster.
A clerk who sells no goods is summarily

dealt with.
Why be more tender to a show-window

that refuses to earn its pay. Ladle out
justice equitably. Don't have all your
kicks aimed at unproductive clerks and
none at the window which fails to pay its
own rent.

It would not be far from the truth to
say windows are as important as human
salesmen. They are the advance guards
of the store's forces; the first representa-
tive seen by a passer-by.
They are as momentous as the first

volley in a battle; as vital as the opening
words of a salesman's "approach."
They should always sound the keynote

of the store's selling system and say
nothing that is not borne out by the evi-
dence produced by the interior of an estab-
lishment.

Their merchandise contents should al-
ways be seasonable and adapted to the
needs of the prospective customer, and
every item should be plainly price tic-
keted. To most consumers the most in-
teresting thing about merchandise is its
price. Therefore, a simple card heralding
a special price is often more effective
than a whole window full of unpriced
goods.
Windows should not resemble ware-

houses. To fill them with goods is to
lessen the appeal of each separate item.
One item in a window is seen because it
has no competition.
Ten items in a window all compete with

each other for attention. However, if
all these goods are of one kind, for example,
if the window is trimmed exclusively with
dish-pans, the appeal is multiplied many
times.

Nevertheless, no merchant should go to
extremes. All people do not like the same
kind of goods. Therefore, to maintain
a trimming policy where moderate variety
is emphasized is a very safe path to
follow.

Since the purpose of a window is the
selling of goods, a merchant should care-
fully check the lines placed on show. A
wise plan is to try out several different
items, which can be seen only in the win-
dows. Display them nowhere else in the
store. Allow no salesmen to talk about
them. Place the whole burden on the
window. Then if no sales result, your
methods need investigation.
Since all merchants who read this talk

may not have a complete mastery of the
science, the writer will be glad to design
sample trims for any readers who request
his assistance. Anderson Place in Hardware
Reporter.
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TOOLS MATERIALS

OPTICAL GOODS

MEYER JEWELRY CO.
12th and Walnut Streets

Boley Building

KANSAS CITY MISSOURI

Jewelry Manufacturing

and Repairing

WASCHAU'S AUTOMATIC STOP
FOR DISK GRAPHOPHONES

The one thing needed
to perfect the mechan-
ism of the grapho-
phone is the

AutomaticStop
which is used with a
pin on under side of
the disk and the stop
is screwed on to the
side of the machine, as
shown in illustration.
The record is played
and the stop shows
exactly how many
revolutions it has
made. This number
is scratched or cut on
the record, then when
it is played again you
merely set the stop to
the desired number
and start your piece—
it stops automatically without scraping or scratching the record. This stop is
made of brass, nickel or gold plated, and the figures are finished in enamel,
making an attractive addition to the graphophone.

Price for Nickel Finish—to the dealer—$4.00 list. Retails, $3.50 net
" Gold Plated " 6.00 " " 5.00 "

Edwards-Ludwig-Fuller Jewelry Co.
Formerly EDWARDS & SLOAN JEWELRY COMPANY

KANSAS CITY, MISSOURI

ds) 

THE FACT IS

Goods Well Displayed
Are Half Sold

Neat, well-made Cases and Fixtures are absolutely
necessary. You will be interested in Our Line.

WRITE US TO-DAY

A. R. JACKSON, KANSAS CITY
SHOW CASE WORKS CO.

KANSAS CITY DEPT. L MISSOURI

WOODSTOCK-HOEFER
WATCH & JEWELRY CO.
Keith & Perry Building
9th & Walnut Streets Kansas City

Complete Lines of

Diamonds, Watches,
Gold and Filled Jewelry,
Silverware, Clocks, Cut
Glass and Novelties

Orders filled from any legit-
imate catalogue published

Give Us a Trial Wholesale Only

October 1, 1912 Ti-IE KEYSTONE
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Pressure of Farm Work Causes Lull in Retail
Activity—Big Business Confidently Expected.
Wholesalers Urge Early Ordering to Prevent
Disappointment Later

Kansas City, Mo., September 20.--Jewelry
houses report a lull in business during the past ten
days and collections are a little slower. This
situation is explained by the fact that the travelers
have covered practically all of the Kansas City
trade territory and the orders have been unusually
heavy. The country merchants have filled out
their stocks and farmers have been too busy with
their crops to do much retail buying. But the
jewelers are confident that this lull is only tempor-
ary as the country is bursting with prosperity and
the demand will set in strong in a short time.
Present orders are for better grades of jewelry
and diamonds. Kansas City wholesalers urge
merchants to get all their orders in early as it is
evident the late trade will find a depleted market
and the wholesalers and manufacturers may be
unable to supply the goods in time for the holiday
trade.

George H. Edwards, president, and Leo H.
Ludwig, vice-president of the Edwards-Ludwig-
Fuller Jewelry Company, spent the last two weeks
of September in New York and other jewelry
markets of the East. Mrs. Ludwig accompanied
her husband.

Frank Granier, the Kansas City, Kans., pawn-
broker who was convicted of dealing in stolen
jewelry nearly a year ago, has been paroled.
Granier, according to the evidence, was a sort of
Fagin. He was charged with teaching boys who
were employed by the wholesale jewelry houses of
Kansas City, to steal and he disposed of their
goods. The chief witnesses against Gamier were
the Woodstock-Hofer Watch & Jewelry Company,
C. B. Norton Jewelry Company and Nevins
Brothers. Granier was sentenced to spend a year
in jail on the charge of Nevins' Brothers and the
other cases are still pending. It is not known
at this time whether the remaining charges will
be pushed or not.
A voluntary petition in bankruptcy was filed

September 15 by Harry Carswell, a jeweler in
business at 927 Walnut street. Under the order
of the United States district court, Joseph M.
Jones, trustee in bankruptcy, sold all of the Cars-
well stock and fixtures at public auction Monday,
September 23. Carswell formerly was a clerk for
the Jaccard Jewelry Company and has been in
business for himself for about ten years.
The supplementary catalogue of the C. B.

Norton Jewelry Company for the fall trade has
been issued. It it more complete than any sup-
plementary catalogue ever issued by this enter-
prising house.
C. B. Clyde, a jeweler at Twelfth and Walnut

streets, was victimized by a middle-aged stranger
about the middle of September, who represented
himself to be a marine engineer. He became
acquainted with Mr. Clyde by claiming mutual
friends in another city, and after several days of
this acquaintance the stranger borrowed $140 in
cash from Mr. Clyde and also secured a diamond
ring valued at $235. The stranger gave the name
of Harry Wilson and said his home was in Scot-
land and that he had been an engineer of the
White Star Line. He exhibited a medal which he
said was given to the men of the S. S. Baltic three
years ago for bravery. The name on the medal was
H. C. Hamilton. Mr. Clyde reported the matter

to the police and gave an excellent description of

the man. He walks with a slight stoop, wears a

keystone emblem and a blue lodge watch emblem,

speaks with a decided English accent and has two

fingers missing from his left hand. Mr. Clyde
got the diamond on a memo from the Meyer
Jewelry Company. A state warrant has been
issued.
Frank Bangs, traveler in Kansas and Oklahoma

for the Edwards-Ludwig-Fuller Jewelry Company,
will be married October 3, to Miss Dorothy Sim-
rail, of Sweet Springs, Mo. After a short honey-
moon the couple will go to Hutchinson, Kans.,
where they will make their home, that being Mr.
Bangs' headquarters. Mr. Bangs is a graduate
of the University of Kansas and is very popular in
that state.
The following new students have been registered

in the Kansas City Watchmaking & Engraving
School, 815 East Twelfth street: W. C. Etzbach,
Sedalia, Mo.; A. R. Roberts, Collinville, Okla.;
Carl Barrier, Wichita, Kans.; H. H. Coggemyer,
Leavenworth, Kans.; Harry Miller, DeWitt, Mo.;
I. F. Piper, Queen City, Iowa; Rex Scholes and
Van Scholes, Council Grove, Kans., and W. E.
Woody, Bloomington, Neb. The Kansas City
Watchmaking & Engraving School has entered
upon its new season with every prospect of break-
ing all previous records. It has grown in popular-
ity steadily for years.

Miss May Cobleigh, for ten years cashier of the
Edwards-Ludwig-Fuller Jewelry Company, was
married September 18 to H. L. Ford a jeweler of
Pleasant Hill, Mo.
E. L. Donaldson, southern traveler for the

Edwards-Ludwig-Fuller Jewelry Company, who
has been sick in El Paso, is again on the road.
G. Rothfelder, formerly of Axtell, Kans.. has

opened a store in Tonkawa, Okla. He has made
several trips to Kansas City recently where he
purchased his opening stock.
Fred Cateron, Nebraska traveler for C. B. Nor-

ton Jewelry Company, has been spending several
days in the house. He reports much better
business than at this season a year ago.

Al. Tully, for several years with the Edwards-
Ludwig-Fuller Jewelry Company, has taken a
position with the Woodstock-Hoefer Watch &
Jewelry Company.

J. 0. Otis, of Harvey & Otis, Providence, R. I.,
visited the Kansas City houses recently.

Leslie Wallace, manager of the clock and silver-
ware department of the Edwards-Ludwig-Fuller
Jewelry Company, has returned from his vacation
in Excelsior Springs, Mo.
"The Red Book," the catalogue of the Edward-

Ludwig-Fuller Jewelry Company, will be distri-
buted early in October. It is considerably larger
than any former catalogue issued by this house.
Edwin B. Wiser, of the Porter & Wiser Jewelry

Company, has returned from the east where he
spent his vacation visiting manufacturers in New
York, Providence and other jewelry centers.
L. J. Baker, traveler for the Hoefer Jewelry

Company; is reporting splendid business from
southern Missouri. This is the first time travel-
ers for this new house have been south.
Among the out of town jewelers who visited the

Kansas City wholesale and manufacturing houses
recently were: 0. P. Templeton, Fairfax, Mo.;
Mr. and Mrs. F. W. Pennington, Wymore, Neb.;
J. H. Barret, Concordia, Kans.; J. H. Fuoss,
Brookfield, Mo.; Mrs. A. L. Hamm, Garland,
Kans.; W. T. Price, Harrisonville, Mo.; G. W.
Belt, Columbus, Kans.; R. W. Emery, Spring-
field, Mo.; J. R. Amerine, Orrick, Mo.; B. L. Sey-
bold, McLouth, Kans.; F. W. Sellers and wife,
Wellington, Kans.; B. C. Hall, Lebo, Kans.; E. B.
Van Ness, Mound City, Kans.; W. H. Meyers,
Lawson, Mo.; J. H. Whiteside, Liberty, Mo.;
D. C. Kelly, Bonner Springs, Kans.; L. E. De-
lanty, Parkville, Mo.; J. 0. Stott, Paola, Kans.;
M. R. Smith, Lathrop, Mo.; H. J. Morrell, Cana-
dian, Tex.; F. R. Crocker, Green River, Wyoming;
E. V. Nye, Protection, Kans.; D. D. Johnson and
wife, Sedgwick, Kans.; W. J. Henson and wife,
Stark, Kans.; G. A. Howe and wife, Duncan, Okla.;
W. A. Syring, White City, Kans.; A. Zurcher,
Marcelline, Mo.; G. A. Fagin, Lathrop, Mo.
J. A. Mosher, Burlington, Kans.; 0. E. Dell, Vi-
vian, La.
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Trade Prepared for Busy Fall--One Jeweler
Bravely Rescues Another from Drowning.—
A. A. Gillespie Purchases Beautiful New !tome

Pittsburg, Pa., September 20.—With a large
majority of the leading jewelers home from Euro-
pean trips, the seashore or mountain resorts, and
their salesmen and engravers revigorated by pleas-
ant outings in many spots, Pittsburgh dealers
in jewels are at their usual places of business. The
vacation season was one that brought many
pleasures to most of the fraternity, and indications
are that they will enjoy the increased business for
which they are prepared.

Friends in the trade and acquaintances else-
where are congratulating P. A. Ward, a salesman
in the Hardy & Hayes store, by reason of his
escape from drowning, and they also are commend-
ing W. J. Buckwalter, an engraver employed by
Hardy & Hayes, for his part in aiding Ward. Re-
cently during the high waters in this region they
boarded a motorboat and were being taken to
Buckwalter's camp, near Oakmont, the house and
grounds being damaged by the water. An inex-
perienced engineer seemed to lose control of his
motor and a sudden lurch occurred, which jolted
Ward from his place on a camp stool and threw
him into the swollen stream. He went under once
and then, upon returning to the surface, kept him-
self afloat, a task which was quite difficult as he
swims but little and was handicapped by his
clothes. The motorboat had gone on its course
fully 60 feet before it could be stopped, and then
came another danger as the engine "was dead."
Buckwalter used his hands and a club for paddles
in accelerating the craft's slow trip to the side of
Ward, but his work was fruitful and the rescuers
pulled Ward into the boat. It was necessary to
secure a skiff from land to get them safely ashore.
Ward suffered from exposure and shock and was
off duty several days.
H. Terheyden and Maurice W. Rihan are in

New York this week buying diamonds and other
stock for the H. Terheyden Company. Of late
Mr. Terheyden has been investing in real estate
as an investment, another purchase having been
made by him last week.
Owing to a press of other duties and to a few

of the "star" players being out of the city the
married men and the single men of the Twenty-
four Karat Club have not gotten together on the
diamond, their match having been prevented by
rain that blocked part of the program at the annual
outing Labor Day. The fraternity noted with
pleasure the attention and prominence THE
KEYSTONE gave the story of the affair.
The fashionable Squirrel Hill residence district

has drawn A. A. Gillespie, of Gillespie Brothers,
he having exchanged his dwelling in Dunmoyle
Place for one of the new Ira K. Watkins houses
in Murray avenue, near Northumberland avenue,
a district in which the Laughlins, Spears and other
Pittsburg millionaires are having spacious man-
sions constructed. Mr. Gillespie paid $18,500
for his house, the Dunmoyle Place dwelling for-
merly occupied by him going into the deal at a
valuation of $9,500. The new residence occupies
a lot 40 by 25 feet, is of stone and brick material
and is erected in English living room style.
Many interesting incidents concerning life in

Berlin, Vienna, Berne and other cities in central
Europe are being told friends by Otto E. Heine-
man, a north side jeweler, and Henry Dotzenroth,
a manufacturing jeweler with offices in the Wabash
building, both of whom returned this week from an
extended stay abroad.

J. A. Hardy is a business visitor in New York for
a fortnight.

Albert Blumlein, of L. Straus & Sons, New York
importers, circulated among Pittsburg trade this
week.

After a long illness from a complication of dis-
eases, Albert Weegman, aged 60 years, died Tues-
day at his home, 310 Broad street, Johnstown, Pa.
He was a watchmaker by trade, and served his
apprenticeship in Germany where two brothers
and two sisters reside. Thirty years ago he lo-
cated in Johnstown, being employed by Louis
Luckhardt. After the great flood in 1889 he
engaged in business for himself and prospered.
His widow survives.
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The Phenomenal Sale of this
Case Proves its Usefulness

Jewelers with a keen eye in every case relating to their business saw at once
the beauty, utility and cheapness of our 'IDEAL' CASE.

It is made of solid Oak, or other wood desired, highly polished, beveled plate-
glass top, double strength glass front, ends and doors, has two highly polished
shelves of same wood as case, supported by Tom's adjustable brackets, metal
legs six inches high, and doors run on steel tracks.

DIMENSIONS :—Length as ordered, 28 inches wide, 43 inches high, upper
shelf 12 inches wide, lower shelf 16 inches.

The construction of this case is first class. It has a nicely molded top,
ornamented with egg and dart,

A BEAUTIFUL CASE

Made and sold by •u Salesroom, Office and Factory

Wall Cases. Solid Oak. 8 feet long, 8 feet 4 inches high, 1 foot 4 inches deep
inside. Doors slide iip, fistened to Morton's steel chains and weights. Inside of case and
shelves lined with black felt. Made to ship the knock down.

Net price, $58.00. Worth $70.00

II Show Case Co. 401CCorner 7K N. inzle Street. 
TLincoln
Take Grand

StPACvelljeCCAGO

EASTERN STAR JEWELS WE DO THE BEST
MINIATURE PORTRAITS

ERICHSEN, KRAUSE a co.
Manufacturing Jewelers

37 South Wabash Avenue - Chicago, Illinois

01-1

Watches
Dials
Brooches
Lockets
We copy any portrait,

group or scene.
We also make high-

grade hand-painted
Miniatures, in colors,
for brooches or lockets
on ivory.

PRICE-LIST SENT ON REQUEST

BECAUSE
Our Photo-minia-
ture work is the
only kind that gives
perfect copy of
original and that
will not fade or
peel off.
Photos returned

in good conditions.

GOLDSTEIN ENGRAVING CO.
45 Maiden Lane, NEW YORK, N. Y.

LEARN ENGRAVING

FOR FIVE DOLLARS
A complete course of lessons by an expert engraver, a
set of engraver's tools and practice material, and a book

of monograms, alphabets and Text Book for $5.00

One book of "1,220 Monograms and Alphabets," $1.00

Our "Text Book of Instruction in Engraving," $1.00

American School of engraving
45 Malden Lane ININ,V YORK, N. Y.

Send fdr Circ:ular and Pull 11-1.articular*4

Silver-plating of German Silver,

Brass, Casket Hardware, etc.

By HERMAN H. REAMA, in 7'he Metal Industry

In presenting this subject I desire to illustrate

clearly the different methods by which best results

can be obtained in handling these various lines of

goods in the plating room, and I will first take

up the subject of caske,, hardware. The work is

first placed on racks that are usually made of iron

wire; it is then quickly immersed in the potash

and immediately rinsed off in clean water; after

that it is nickel-plated for about 5 minutes then
rinsed in clean water and put into the silver strike

solution and handled by the ordinary method;
it is then placed in a silver solution where it should
hang for 5 minutes. Five minutes in the silver
solution seems to be ample for all of this class of
work except when made of Britannia metal, and
which is not nickel-plated. This, I believe, should
have about 10 minutes' time. From the plating
tank the work should be taken and rinsed in cold
and hot water and immediately hung in the oven
until it is thoroughly dry, when it is ready for the
buff room. This character of work must come out
of the silver solution just as bright as possible, and
free from stains so that it is only necessary to color
buff.
Now I desire to make clear to you the character

of the various solutions that this work is handled
in. In the first place the potash should stand 5
Beaume, being a weak solution. This nickel solu-
tion contains about 34 pound of double nickel salts
per gallon, and occasionally it is necessary to add a
little boracic acid to brighten and whiten the pro-
duct. The silver strike solution should contain
about 8 or 10 ounces of cyanide of potassium per
gallon and ounce of chloride of silver per gallon.

Silver Plating of German Silver, Brass or Copper
Hollow Ware

If the work is being satin finished and burnished
in certain parts, it is first dipped in the potash
standing about 15 Beaume, then rinsed in clean
water and scoured with pulverized pumice by a
tampico hair brush or wheel, allowing a steady
drip of water to flow on the wheel while the work is
being handled. It should then be rinsed or sponged
off thoroughly in clear water so as to leave the work
perfectly clean until it is ready to plate. The
article should then be hung in the clear water bath
until the plater is ready to handle it, when it should,
on removal, be immersed in potash that stands
about 10 Beaume, rinsed thoroughly in clear
water, and then put into the mercury dip, after
which it is again rinsed in clean water, then in the
potash, and next into a weak cyanide dip. From
this into the silver strike, where it is handled in the
ordinary way, and then directly into the silver
solution, where it remains until the desired amount
of silver is deposited.
Now, hollow ware that is only to be buff finished

should come out of the solution bright and without
stain, as it is only necessary to hand burnish it
on such parts as cannot be readily reached by the
buff. This work should be cleaned differently
from the satin finished, or burnished work, and
to do so, it should be immersed in a Kalye solution
in which about 8 ounces of Kalye to one gallon
of hot water is used. The work should be hung
in this bath for a minute or two, then washed off
with a cotton flannel brush, after which it should
be scoured only on the parts that are not to be
buffed, and then plated in a bright silver bath.
The bright silver solution should be composed of
2 ounces of silver per gallon, 12 ounces of cyanide
of potassium per gallon, to which add bisulphide
of carbon in the usual manner, either in its natural

state or cut with chloroform. It is added for the
purpose of making the product of the solution
bright. Care should be taken in adding the bisul-
phide of carbon, as too much would- produce bad
results.

Steel Knives

If steel knives are very oily, clean with benzine
and shake through sawdust before placing in the
potash, and if Kayle is used the benzine is not
necessary. The potash should stand from 12 to
15 degrees Baume, and the Kalye about 8 ounces
to 1 gallon of hot water. If the knives are etched

they should be immersed quickly in a dilute solu-
tion of sulphuric acid, composed of 1 part of acid
to 8 parts water. After taking them from the
potash they should then be rinsed thoroughly
to free them from acid. The knives should next
be placed in carbonate of soda solution to prevent
rust, then scoured with pulverized pumice and
dipped in the dilute sulphuric dip in proportion of
1 to 8, then rinsed in clean water, potash, and again
rinsed and hung into the steel strike.
The steel strike is composed of carbonate of

copper 10 grains, chloride of silver 5 grains, to 1

gallon of water. You use a copper anode 2 x 8
inches placed in a cloth bag, and a silver anode 1
inch. At the end of each week, 2 quarts of strike
solution should be removed from the same, and
1 quart of silver solution added. Care should be
used to never add any copper after the first making,
and always cyanide enough to make the solution
stand 10 Beaume. After striking the knives in
the steel strike they should be struck in the
ordinary silver strike, and from there into the
regular silver solution. The silver solution should
contain from 4 to 43/ ounces of silver chloride
per gallon, and 15 to 18 ounces of cyanide per
gallon. It is desirable to always keep the knives
in motion while plating.
As a rule the negative pole is attached to a swing

frame which is holding the knives, and which is
In constant motion. There is also a scale attach-
ment which will register the amount of silver that
is being deposited.

Testing Platinum

In answer to a subscriber who asks if there is
any method by which platinum may be tested
so as to distinguish the real article from dental
alloy, the Jeweler and Metalworker says, that
pure platinum may be easily recognized by an
application of hot nitric acid, free from hydro-
chloric acid, and a very little water is best added,
as follows:—

Pure nitric acid, 4 drachms.
Water, 1 drachm.

The small addition of water causes the liquid
to act with more energy, but if the metal is real
platinum, the acid will stand upon it like water
and have no more effect. No discoloration or
boiling up takes place, while with a platinum and
silver alloy a slight discoloration takes place, and
this is the darker the more silver there is existing
in the alloy. It cannot; however be dissolved
by the above mixture as silver would be, on account
of the protecting influence of the platinum over
the silver. A blow-pipe test made upon a small
fragment cut off the metal submitted for sale,
when, if platinum, it cannot be melted with the
gas flame and mouth blow-pipe. If alloyed with
silver it can be melted, in some cases quite easily,
depending entirely on the amount of silver with
which it has been adulterated. Thus, the testing
of platinum may be fairly accurately ascertained,
as there are no metals like it that will withstand
these tests. Silver, nickel, and aluminium look
something like it, but the first two can be dissolved
in nitric acid, and very easily, whereas pure
platinum cannot, and the aluminium is so light a
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metal compared with that of platinum that a
mistake in distinguishing the one from the other
could scarcely be made. Platinum is the heaviest
commercial metal, being heavier than pure gold,
bulk for bulk, whereas aluminium is the lightest
commercial metal. Aluminium may change the
color of yellow gilding to red, after it has left the
yellow gilding solution, and without making a
special solution for effecting a red deposit, Pro-
ceed as follows:
Take of

Fine crocus, 4 parts.
Acetate of copper, 1 part.
Yellow beeswax, 2! 2 parts.
Oil, 2 parts.

Put the beeswax into the oil, warm until it is all
dissolved, then add the crocus and acetate of
copper, both in fine powder, stir until thoroughly
mixed. Next, dip the work into the mixture and
agitate it about for a short time while in the
mixture, then place it on a piece of sheet iron and
heat over a clear fire to enable the paste attaching
to the surface to burn itself dry, when the work is
plunged into weak oil of vitriol pickle to dissolve
the coating formed. Finally, remove from the
pickle, rinse well in clean water, and scratch-brush
with a solution of ale and water, when a much
deeper tinge of gold will be the result of the opera-
tion. If a still redder shade is required, sulphate
of copper may be used in place of the acetate of
copper. The heating on the iron sheet must not
be carried too far, or some of the. gold may be
removed from the surface of the work. A good
deposit of gold is necessary to be put on the work
before practicing this method. Thin deposits do
not come out well.

Volatility of the Rare Noble Metals

Sir William Crookes in the Proclamation of the
Royal Society publishes his results on the volatility
of the rare, noble metals including platinum.
These metals were heated below their melting
points for some time, from 20 to 30 hours, and the
effect noted. The results obtained are as follows:

Platinum 30 hrs  0.245%
Iridium 22 hrs  7.297%
Palladium 30 hrs  0.745%
Ruthenium  8 hrs 25.000%
Rhodium 30 hrs  0.131%

The effect of the heating was as follows: The
temperature used was 1,300° C. The platinum
had not sensibly changed in appearance. The
palladium had lost its polish and had become
crystalline and mottled, and the iridium showed
the same effect. The rhodium was darkened, but
did not become crystalline. The ruthenium be-
came dull black and was coated with oxide.
The results of these experiments seem to

indicate that platinum when free from iridium will
stand heat better when used in the form of plati-
num laboratory utensils. Experience has also
demonstrated this fact and it has been found that
pure platinum crucibles last long and do not show
signs of becoming crystalline and brittle like that of
a platinum crucible that has been heated for some
time. Pure platinum in the form of a crucible
will stand heating for years without showing any
sign of cracking or becoming crystalline; but a
crucible made of platinum and iridium, particu-
larly if the iridium contained in it is considerable,
will shows signs of deterioration within a year or
less. The bottom of the crucible becomes dark
and gray and finally the metal becomes crystalline
and cracks.

Sir William Crookes states that the volatility
of the metals, particularly in the case of ruthenium
and iridium, is due to the formation of oxide, as
these metals become blackened. When heated
in a vacuum, the loss, in the case of these two
'metals was extremely slight. Platinum and rho-
dium, however, appear to volatize as metal.
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No. 424. MICROMETER STOP
To be used in connection with staking T3 tools. With this device a wheel, pallet,T or pinion may be driven an exact distance.

This stop may also be used as a micro-
-- meter to measure thickness. Special 

%

T shaking.punch No..424-A, with neat chuck hold-
ing simple cutters may be used for end %

% 
Reading directly 1-50 M.M.; 1-100 M.M.

% Price $350 
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No. 309-A. AUTOMATIC JEWEL TWEEZERS

Same as No. 309 except jaws are shaped parallel to hold %

P

Latest improvement in bench key. Made

jewels in setting. Very convenient tool.

%
rice $1  25

% 
No. 147. TURRET BENCH KEY 

%
% with three different size pipes, three different

size squares, all in one tool. Locks automati- 
cally and position of turret can be changed by 
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rubber handle and steel parts nickeled.
pressing button on end. Finely made, chased %

% 
bS%

% 
%

M
% 

%

T T
New and convenient tool for the

watchmakers' bench. It can be used 

T

for staking on the roller table and hair
spring and for many other purposes in I %
place of large staking tool with as %

% good results and more speed.

No. 523, enamel finish . . . . $1.50

No. 524, nickel " . . . . 2.00 %

_ -- i %

SEND FOR OUR NEW CATALOGIt OF TOOLS AND STAKING TOOLS 
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% 

.... is Agents

%
• .% %

%%%%%%%%%%%%%%%%%%%%%%%%%%%%%%%%%%%%%%%%%

PAT. APPLIED FOFL

No. 423. MICROMETER SCREW DRIVER

Screw driver designed for turning timing screws of watches
through exactly equal angles. This tool has graduated disk
located near the blade, where it is in plain view while one is oper-
ating on a screw.

Price $1  00

ri

No. 424 A. Price 50 cents
Special punch with chuck for holding cutters to be used with Micrometer Stop.

No. 309. AUTOMATIC JEWEL TWEEZERS

Designed for holding roller pins, unset hole jewels or end
stones. Jaws close automatically. The jewel is held securely
when the tool is laid down. Gun metal handle, neatly knurled in
diamond pattern; hard rubber head; jaws of finely tempered steel.

Price $1  00

ii I -in! -

No. 131. JEWEL HOLDER
Made for holding jewels in setting for cleaning. Also will hold jewels securely whilefitting pivot. Jaws close automatically. Made in two sizes: No. 131 for large sizes,No. 131-A for small sizes. Price   75 cents

The best staking tool money
can buy. 120 punches, 26Price 85 cents stumps. Punches may be in-
verted, passed through the
largest hole in the die-plate
and used as stumps, giving
the WIDEST RANGE OF
WORK. Put up in fine
mahogany case.

Price . . . . $35.00

HANDY STAKING
TOOL

ktober 1, 1912 THE

elected Replies to Queries
of General Trade Interest

Of the vast number of queries sent us

oy subscribers, there is naturally much

repetition, many of them, however, are of

such general interest that their publication

with our replies may prove valuable to

quite a number of our readers and obviate

the necessity on their part of sending us

similar queries.
Some of the queries and replies now

before us of more general interest are as

follows:

"S. J. R."—In a watch left by a customer
I find among other troubles a rusty
hairspring. Can you tell me how I can
remove the rust from the spring?

Answer .—A familiar query, truly. A
watch containing a rusty hairspring will
never give satisfaction, therefore it is
always advisable to put in a new spring as
the rust cannot successfully be removed.
We have just received a communication
from Charles T. Higginbotham, consulting
superintendent, South Bend Watch Com-
pany, South Bend, Ind., which we give as
an answer by a well-known authority to
our subscriber's query. Mr. Higginbotham
writes:
" Quite recently, this question of a

rusty hairspring was brought up at a
jewelers convention, and some methods
were suggested, more or less satisfactory.
Assuming that the subject may possess
interest for your readers, I will proceed
to give my plan for treating a rusty hair-
spring. Provide a block of any hard, close
grained wood. If the inside of a coil of
the spring is to be operated upon, the
upper side of the block may be flat: if
the outside of a coil, the block should be
curved : but in either case it should be
cut across the grain. Lay the coil to be
treated, on the block with the rusty side
uppermost. Hold it firmly in position with
a piece of pegwood—never use steel, as
it would be likely to mar the spring.
Take a nicely sharpened graver and care-
fully scrape off the rust, avoiding scraping
the adjacent steel more than is absolutely
necessary. When every vestige of rust is
removed throw the spring away and fit
the watch with a new one."
We commend the advice of Mr. Higgin-

botham to all who labor under the delusion
that they can accomplish a successful
repair job by endeavoring to remove the
rust from a rusty hairspring.

"F. L. C."—What are the proportions
in making cyanide of potassium solution
for removing stains from silverware?

Answer.—This solution is composed of
from two to four ounces of the salt to a
gallon of warm water. It is sometimes
necessary to employ an electric current
to facilitate the operation in which case
the article being cleaned acts as the anode.
This is a reversal of the process of electro-
deposition.
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"B. M. S."—Please inform me as to the
revised birthstone list to which you
referred editorially in your last issue.

Answer.—As we have received a great
number of queries similar to the above, we
reprint the list as adopted by the Kansas
City Convention, as follows:

Accepted Stones Additions

January Garnet
February  Amethyst
March Bloodstone
April Diamond
May Emerald
June Pearl
July Ruby
August Sardonyx
September .  Sapphire .
October  Opal
November . •  Topaz
December . . .  Turquoise

Aqua Marine

Moonstone

Peridot

Tourmaline

Lapis Lazuli

"G. W. N."—Please tell me the proper
method of polishing pearls?

Answer . Almost all pearls are in perfect
condition for setting when they are found;
all that needs to be done is to rub them
with a damp or moist cloth or with a
powder of finely pulverized small or broken
pearls and they are then ready for the
succeeding processes. If there are any
blemishes, these can be removed by peeling
or " faking" although few fine pearls
require any such treatment; and then the
gems may be drilled, strung, and set, and
all that is necessary for their preservation
is due care and attention." Polishing adds
no lustre to the surface of a dull pearl, nor
can the form of an irregular pearl be made
more regular by grinding without destroy-
ing its lustre. An imperfect polish on the
shells can be brought up by varnishing
with collodion lacquer.

"R. E. H."—What is the melting point of
platinum and how is it fused?

Answer.—Platinum melts at about
3,200° F., and for its fusion the highest
temperature of the oxy-hydrogen flame
is required. When melted, the metal does
not oxidize; but it absorbs oxygen gas,
which it gives off again upon rapid cooling,
with a curious "spitting" action. At a
dull red heat platinum also absorbs
hydrogen gas readily.

"F. W. K."—I have been recommended to
ask you whether you or your readers
could suggest any remedy for sweaty
hands which bother me considerably in
my work.

Answer.—We know of no perfect cure
for this annoying healthy condition of
the skin, yet there is consolation for all
so troubled in the fact that it denotes the
skin is in a very healthy condition.
About the best thing to do is to wash the
hands quite frequently with pure soap
(castile is quite preferable) and water,
adding a half teaspoonful of spirits of
ammonia for each quart of water.
Some workmen claim that wetting
the hands with alcohol is beneficial;
while others assert that the benefit derived
from the use of alcohol exists only in the

imagination. It has been said that an
occasional dry wipe, without washing, on
an old, soft linen towel that has been rinsed
in water made slightly alkaline with wash-
ing soda, is efficacious. Be careful in
preparing the towel to see that you do
not get too much soda in the water, as
this would tend to irritate the skin. After
the towel is prepared, it can be so hung
that you can each it and wipe the hands
free of moisture without getting up from
the bench. The use of such a towel, in
connection with the frequent washings
above referred to, will obviate to a great
extent the annoyance you complain of.
A workman who is troubled with sweaty
hands, should not venture to handle the
parts of a watch without tissue paper.
There are quite a number of prepara-

tions advertised in the daily press and
sold by druggist for which the claim is
made that they will prevent perspiration.
We are unable to advise you, however, as
to their efficiency or harmlessness.

"F. C. T."—Do you know of any case in
which the jewelers of a town made an
agreement in regard to charging for all
engraving and whether any such agree-
ment proved successful?

Answer.—The question of free engraving
has been discussed from time to time by
local associations but we have never known
of any particular instance in which the
problem was satisfactorily solved. This
is one of the things on which it would
seem impossible to secure an agreement
among the trade or to have them keep the
agreement after it is made. If your local
jewelers persist in trying to reach an
agreement on this question, we would be
much pleased to publish the facts con-
cerning same in our journal as an encour-
agement to the jewelers in other cities.

"T. E. S."—Can you give me a solution
for cleaning brass?

Answer.—Prepare a mixture of very
fine powdered charcoal, 4 parts, essence of
turpentine 2 parts, spirits of wine, 3
parts, and to this add water in which one-
third of its weight of oxalic acid has been
stirred. Rub the articles with this mix-
ture.

"0. A. K."—Does the best form demand
that the engagement ring be a solitaire
diamond which now seems to be the
customary gift, or would a birthstone
ring or band ring, for instance, serve
the purpose equally well?

Answer.—Any ring which you may
choose to select is appropriate and ortho-
dox, although a set ring or seal ring would
be preferable to a band ring, which, of
course, is the accepted style for a wedding
ring. The diamond ring fad for engage-
ment purposes is founded on the sentiment
(delusion it may be) on the part of the
young man that nothing is too good for
the lady at this particular time—an idea
which is quite pleasing to the second party
in the case, but the custom is not based
on any special decree of fashion.
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WHOLESALE DISTRIBUTERS OF
THE AMERICAN WATCH TOOL CO. have
added new and especially designed machinery
to insure accuracy in every detail of manu-
facture. It has taken years to organize and
develop a force of workmen, whose long
experience in the operation of special
machines is a guarantee of quality and
perfect workmanship.

THE
STANDARD
LATHE

The
Lathe
of

Quality
Backed by Years
of Development
and Experience.

WEBSTER-
WHITCOMB

PAT. APPLIED FOR

GROBET SWISS FILES  
'he Standard of File Excellence for Over 100 Years. All Genuine Grobet Swiss Files Have the

abbit Trade-mark. Made in all Shapes and Cuts for Watchmakers, Jewelers, Silversmiths, etc.

THE Duplex Base
Engraving Block

N E W
STYLE Culman Balance Chuck

`"(LiAl LOOK FOR STAMP

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

Nickel Plated—Complete including 26 attachments, leather pad, etc., $5.50.

A HIGH-CLASS BLOCK made of the best material.

THE GENUINE are stamped AD. MUEHLMATT, Maker, CINCINNATI, U. S. A.

Beware of Imitations.

OVER 20,000 NOW IN USE
Accepted as the standard lathe for watchmaking and
repairing. Special attention paid to the selection and
treatment of material used in all wearing parts. Lathes
are constantly reported doing service 15 to 20 years with-
out repairs. All workmanship guaranteed.

Actual
Size of

Webster-
Whitcomb

SELVYT

Made with three interchangeable screw-on plates, drilled with No. 8, 10 and

12 holes.
Plates are made like the screw bezel on a watch and can be changed instantly,

they increase the holding capacity of the chuck ten-fold, making it 
practical

for many train wheels now difficult to chuck.

Over 7000 in use every day Price, $4.00

Send for Circular of the Latest Culman Time Saver

mrd b3) C..CULMAN, Maple and Hazel Avenues, Maplewood, Missouri

LATHE, with Taper Chuck, Screw Chuck, 6 in. Cement Chucks,
Tipover T Rest, 9 ft. Round Belting and Chuck Box  $31.00LATHE, as above and 6 Wire and 2 Wheel Chucks (10 Chucks)  39.00LATHE, as above and 10 Wire Chucks (12 Chucks)   4100LATHE, less Tallstock, deduct $6.50 from the above prices.

Wire Chucks, each $1  00 Wheel Chucks, each $1  00Snyder Chuck   . 8.00 Universal Face Plate . . . . 9.00

IMPROVED

JEWELING SWING REST

CO INGHr 191I BY AMR ICN WA, GIBOOL COMPANY

Price plain without cross feed or
With cross feed
Complete with depth 

• 

bar

An entirely new tool, not
built over, but a new design
embodying all that is good ;n a
jewel-setting tool, a wide arched
post to support caliper jaws, a
low pivot for the swing and a
detachable cross-feed screw. Can
be set snug up to the face plate
when working; there are no pro-
jections to strike the work. When
swung open there is plenty of
room for the hand to test or
remove work from the face plate.

The illustration shows the
tool with the new depth gauging
bar which governs the depth of
the hole as well as the diameter.
Unexcelled for recessing, for flush
bushings, settings or countersunk
screw heads.

Send for circular, fully illus-
trated, explaining how to use this
unique attachment.

depth bar
• • .

•

. $30.00

. 35.00

. 40.00

IMPROVED

WEBSTER-WHITCOMB
PIVOT POLISHER

Has all the features necessary for rapid pivot polishing.

(I This pivot polisher, when mounted on a lathe as illustrz.ted inabove cut, is especially adapted to finishing or polishing pivots ofwatches. The enlarged portion of the illustration shows a balancestaff and section of a lap formed on the corner to give a proper roundto the pivot. The polisher-spindle is mounted on a swivel headwhich can be set at any angle desired, and is driven by a round belt
running over a set of idler pulleys to a regular countershaft. Samecan be quickly adjusted to any position, and is very sensitive in itsoperations.
cif Price complete, including 2 laps • •

FOR SALE BY JOBBERS

. $11.00

SUSSFELD/ LORSCH & CO. 90..94 mWahiodleensaLleanDeistNriEbuterysORK

BETTER THAN CHAMOIS OR

OTHER SUBSTITUTES FOR

POLISHING Jewelry, Silverware,

Glass and all Bright Metals.

It is as good as new after washing.

Does not get greasy. Does not

scratch. Lasts longer than chamois.

Beware of Imitations.
Registered Trade Mark

SIZE: 0 A

INCH: 53.ixö3.i 101 x 10,A

It
14 x 14 1732" x 14 21 x 17 21 x 20

PRECISION TRANSFER PRESS
ACCURACY

RAPIDITY
CLEARNESS

This press enables the engraver
to transfer repeated impressions on
precisely the same spot as the original,
whether it be on knives, forks, spoons,
spoon bowls, etc. The press has a
guide which insures absolute pre-
cision of location. This uniformity ot
position is not obtainable by any
other method. The press is full nickel
plated and has three interchangeable
gelatin pads for gold, silver and
plated ware, one of the pads being
convex, making it especially suitable

for the inside of spoon bowls. The
gelatin pads are of a special quality

Pat. Jan. 14, '08 and can be interchanged in a trice.

Full Nickel Plated—Boxed ready for shipment, 7% x 5 x 334 inch.

'rice, complete including 3 pads - $5.00

)IRECTIONS FOR USING : Wipe a clean white powder or printer's ink into the 
engraving ; press

acne on to the pad, and, in turn, press the pad on to the article to be 
engraved. Repeat this operation

s often as necessary. Copies can be taken on paper for reference.

OPEN

Patent AppliediFor

FOR SALE BY JOBBERS

Hale

Watch Protector
Pat. Feb. 2, 1909

SIZES: 0, 6, 12, 16 and 18
COLOR: Tan Shade
FITS LIKE A GLOVE
Made of fine, soft leather

Price 
{ $ 10.00 Per Gross

1.00 Per Dozen

Bifocal Eyeglass
Two Loupes in One

The Most Convenient Eyeglass for
Watchmakers and for Examining

Precious Stones, etc.

A bifocal loupe combining the regular

focus you require for ordinary work,

and a high power focus for close and

critical examination.
Always ready for either power. In

hard rubber frames Made in all foci:

2, 214 3, 31A and 4.

Price - - - - $1.25

LIQUID AMBER
The strongest cement yet
discovered. The best
thing of the kind known.

Is made by a special process, requiring

from four to six months. Unexcelled for

fastening roller, pallet and impulse

jewels, watch glasses, pearls, and for

repairing valuable pieces of cut glass

or china.

Price per bottle - 25 cents

7

Wholesale Distributers 

SUSSFELD LORSCH & CO. 
90_94 m 
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ALEXANDER H. REVELL & CO.

NO. 600. WALL CASE

High-Grade

Jewelry Store

Fixtures
A SPECIALTY

No. 600. Wall Case. Carried
in stock. Lengths: 6-ft., 8-ft.
and 10-ft. Mirror Recess,
3-ft. long. Birch, Mahogany
Finish, Oak, Golden Finish.

Write for Prices 

Rees, Dayton, Eastman
and Hawthorne Streets
CHICAGO, ILLINOIS

THE

W. W. OLIVER MANUFACTURING CO.
1490 NIAGARA ST. BUFFALO, N. Y.

THERE is but one entirely satis-

factory method of polishing or

buffing, and it requires the use of the

electric motor polishing head.

There is but one electric motor

head that will run day in and day out
with the minimum amount of care
and attention, that will use the small-

est possible amount of current, and

that will cost practically nothing for

maintainence. The only head is the

Oliver Quality Electric Motor Polish-
ing Head.

Bulletin No. 13 free for asking

October 1, 1912 TH.E KEYSTONE 2019

Charms, Ancient and Modern

Superstition and Symbolism in Jewelry—The Scarab, Swastika, Cross and Other

Emblems, Pagan and Christian—Fraternal Charms of Modern Times

The widespread interest manifested by the

press and public in the birthstone question since

the discussion of the subject at the National

Convention, has established to the satisfaction of

the trade the strong hold which superstition and

symbolism still have on humanity at large, irre-

spective of education or condition of life. In view

of this fact, the following article by Spartan in the

London Watchmaker, Jeweler, Silversmith and

Optician will have a business as well as a senti-

mental interest for our readers:

It may be confidently asserted that no article of
jewelry is so rich in interest as the Charm. One
symbol or another touches life at every point.
They enshrine the religious belief of the pre-
historic savage equally with that of the modern
Christian or Buddhist, and almost every one of
them embodies some fragment of ancient lore
which throws light on the mind of our ancestors.
Even today, many charms are worn with the same
intense belief in their purpose and efficacy. The
Christian with his cross, the Jew with his mezuza,
the Maori with his jade tiki, the Freemason with
his emblem, and the gambler with his chosen
mascot, all alike bear witness to the hereditary
belief in the sanctity or special efficacy of their
chosen emblem.

Nothing illustrates so well as the charm the
essential "oneness" of the human mind. It is a
curious fact that the belief in the power of charms
is absolutely universal, and wherever we find a
tribe of human beings, we find the charm in some
form or another. Nor is the belief confined to
savages, for charms were worn by all the ancient
civilized nations of the East, and are still revered
by their modern descendants. As for example,
the "Lolist," the emblem of the God of Thoth,
mentioned in the "Book of the Dead," B. C. 1450,
the attributes of which are long life and strength.
Even so comparatively a scientific man as Lord
Bacon seriously tells us that "wearing on the
finger rings made of sea-horse teeth" will cure
cramp. After this, we find nothing strange in a
Labrador Indian believing that toothache can be
cured by wearing a haddock's bone round the
neck, or in the modern Russian using the stones
taken from crayfish as a cure for abdominal
complaints.
The Bible itself gives encouragement ' to the

belief in the reality of witchcraft, and we cannot
wonder that the teaching of centuries is still deeply
impressed on the minds of thousands. So in New
England, the Puritan State, we find the saying
"Carry a lucky bone, and nothing will harm you."
This particular lucky bone is obtained from the
head of a codfish. It is about three-quarters of an
inch long, and of a shell-like form, with notched
edges. The color is pearly white. Two bones
from the same fish are supposed to be doubly
efficacious.

Derivation of the Word

The very word Charm indicates the supposed
mystic nature and properties of the article itself.
It is derived from the Latin carmen, a song, or
alternatively a form of rhymed words, which was
supposed to possess some occult power to hurt,
heal, or protect, as the case might be. From the
form of words its application to any other article
which was supposed to possess some occult power
was an easy transition. Thus the ornament of
today reveals its origin as a magic amulet which
conferred some power or protection on the wearer.
Undoubtedly, the earliest charms were supposed to
protect the wearer from evil spirits or malign
deities, and the majority of charms worn by
uncivilized or semi-civilized peoples today are
found to be of a protective nature. Sometimes
they consist of a piece of bone, as in the instance
we have given above, at other times, they may be
a piece of stone or a gem. In short, there is
hardly anything which has not served as a charm
to someone or Other; but our purpose now is to

examine those things which have appealed to the
imagination of the more advanced and better-
known peoples, rather than to deal with the fetish
of the pure savage. Even with this limitation,
our subject takes us into periods of which our
knowledge is scanty.

The Scarab

Perhaps the oldest civilization of which we have
any knowledge is that of ancient Egypt. Amongst
them we find the well-known scarab in general
use as a charm, from very remote ages. More
than 4,000 years ago it was the custom of the kings
and nobles of Egypt to exchange New Year
greetings in the form of small scarabs and tablets
on which were engraved hieroglyphic wishes for
"Good Health," "Happiness," "Long Life," etc.
Professor Maspero tells us that "The Egyptians
worshipped the scarab from the most remote anti-
quity, for it seems that, in the beginning, it was
considered as being one of the shapes of the soul,
if not the soul itself, which crawled into the body
at the birth and crawled out of it at the death, and
came readily to signify all that exists, or causes to
exist, the organ without which man could not be.
So the image of it was multiplied, in order to assure
to the living and dead alike the continuance of
being, and, like all religious emblems held in general
esteem, it was used as a motif of ornamentation in
jewelry. Scarabs were set in rings, seals, or pen-
dants, those who wore them thus having not only
an amulet but an ornament, and were made of
every size and material. A whole class of scarabs
bore good wishes for the New Year. 'May
Amon, or Isis, or Basit, or Ra, give thee a
happy beginning of the year.' Others wished
him to be provided with the aura of life, or with
life itself. Pious formulw were multiplied, in the
hope that they might be realized by means of the
scarab on the finger, on the wrist, on the neck, or
any place about the body."
Thousands of scarabei have been recovered from

Egyptian tombs. They are made from almost
every kind of material, of jade, amethyst, carne-
lian, lapis, granite, etc. A cheaper kind was made
from limestone, and glazed blue to imitate a better
article. Many others were made of pottery. The
greater number of them are quite plain, but many
bear hieroglyphics on their base. These consist
of the figures of deities and sacred animals, the
names of kings, the name of the wearer, etc. Some
found on mummies are engraved with texts and
prayers. The whole subject of scarabei is very
interesting, and well worth investigation, but is too
long to be entered into here. We may just note
that the real sacred scarabmus of the Egyptians is
a native of Ethiopia, where living specimens have
been found.

Scarab in Etruria

There was evidently communication between
the ancient Egyptians and the Etrurians, who
populated the central portions of Italy, for we find
them also using the scarabmus as a charm or orna-
ment. It is curious to observe that all the Etrus-
can engraved gems, which are very numerous,
are in intaglio on the base of a scarab. Except
as to the use of the scarab itself as a motif, there are
radical differences between the scarabs of Egypt
and Etruria. "The Egyptian are truthful repre-
sentations of the insect; the Etruscan are exag-
gerated resemblances, especially in the back,
which is set up to an extravagant height. The
flat, or under part of the stone, which is always the
side engraved, in the Egyptian bears hierogly-
phics, or representations of deities; in the Etruscan,
though sometimes with imitations of Egyptian
subjects, it has generally figures or groups taken
from the Greek mythology. More rare are figures
of the Gods, and of the chimer Ee and other symbols
of the Etruscan creed. The frequent representa-
tions from the Greek mythology prove them to
have no very early date. They are nearly all of the
same size, seldom exceeding an inch in length.
Etruscan intagli may be recognized by the follow-
ing distinctive marks:-1. The form of the scars-

beaus, which is the form usually adopted. 2. The
milled border, formed of small strokes set close
together; the granulated border, resembling a
string of beads; and the guilloche, resembling a
loosely-twisted cable. Etruscan scarabs are all
perforated in their length, and were usually worn
set in rings, or introduced as ornaments or amulets,
entwined with beads as necklaces." There is a
noticeable difference in the technique of the
Etruscan scarabs, so much so that they are clearly
divided into two classes. The one class is rude in
design and execution, and may possibly be the
work of the Tyrrhenians, who came from Lydia
and settled in Umbia. The other class is that
taking its subjects from the Greek mythology,
and these exhibit marked vestiges of the extensive
employment of the diamond point. It has been
inferred that these were engraved by Greek artists
living in the Greek colonies in Southern Italy;
but against this supposition we must set the state-
ment of Castellani that in his search among the
Greek tombs in Italy he had never found a single
engraved gem. For the present, then, these must
remain to the credit of the Etruscan engravers,
and be accepted as evidence of their advance in
art.

The Swastika

One of the most worn charms today is that
known as the Swastika, and in view of its present
popularity, it is interesting to note that it is one of
the most ancient (if not actually the most ancient)
symbols we know of. But, stranger even than its
persistence in time is the fact of its world-wide use
as an emblem of religion. As a piece of decoration
it is simply a Greek cross with an arm bent back
at each extremity—generally to the right—or
sometimes enclosed in a circle, and as such it must
inevitably have been discovered as soon as men
began to make ornaments of any sort; but the
mysterious thing is that in all countries it seems to
have had a religious significance. Why this
should be so has not yet been satisfactorily ex-
plained, and it may well be questioned whether
it ever will be, but the fact itself cannot be doubted.
Ignatius Donnelly, of note as the discover (?) of a
cipher in Shakespeare's plays, has written a book
entitled "Atlantis, " in which he seeks to prove that
the Swastika was a religious emblem in the lost
continent of Atlantis, which is reasonably supposed
to have once existed in the Atlantic Ocean, and
that it was diffused from there over the world.
This, naturally happened in very remote antiquity,
for even in the days of Plato, Atlantis was a legen-
dary country. Our word is a Sanskrit one, mean-
ing "well-being" or "good luck," and the Swastika
is intimately associated with the Buddhist religion
as a symbol of the Buddha. The famous foot-
prints of Buddha at the Amaravati Tope show ten
Swastika among other symbols. We find a liberal
use of the Swastika in Buddhist art, both among
the Hindoos, Chinese, and Japanese. But the
Swastika is older than Buddhism. It is an emblem
common to all races of Aryan descent. It is
usually considered to be intended to represent the
sun—the bent arms symbolizing the apparent
movement of the sun round the earth—and from
that it became associated with the worship of the
various Aryan sun-gods, such as Apollo and
Odin or Thor. Here we come close home, for
Thor, the Thunderer, was the great god of those
Scandinavian Vikings who were so long the terror
of our coasts. Thor was always represented with
his hammer, and his always as the swastika or cross
cramponnee. "It was with this hammer that
Thor crushed the head of the great Mitgard ser-
pent, that he destroyed the giants, that he restored
the dead goats to life which drew his car, and that
he consecrated the pyre of Baldur." So we find
the Swastika appearing as a symbol on the Scan-
dinavian coins and in Scandinavian art. Among
the relics which have been discovered are stone
cruciform hammers with the hole for the haft at
the intersection of the arms of the cross, which
were evidently used at the sacrificing of victims
to Thor.
The cross of Thor is still used in Iceland

as a magical sign in connection with storms of
wind and rain. With the Scandinavians, as !with
the Christians, the sign of the cross was equally
made.
The Heimskringla Saga describes King

Hakon "blessing the full goblet in the name of
Thor,_by making the sign of his hammer over it,"

(Continued on page 2023)
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Don't Let Your Profits Get Away

" FROM WORK BENCH TO SMELTER"

is the way Jewelers are now routing their Old Gold,
Silver, Platinum and Sweeps. It's the system that puts
two profits in your pocket where one went before—the
middleman got the other.

WE VALUE AND SEND CHECK THE DAY YOUR SHIPMENT ARRIVES

If check is not up to your expectations, shipment
returned at our expense in same condition it left you.

Give us a chance to make you an offer

Goldsmith Bros.
NEW YORK
20 John St.

Smelting and Refining Company
(Established 1867)

CHICAGO - SEATTLE
Heyworth Building Arcade Building

Madison and Wabash Ayes.
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Fitting a Mainspring

Perhaps the most general repair to a watch is a

new mainspring. "Mainspring and cleaned" is

frequently hailed as easy, but how many know

how to fit a mainspring properly. From the

experience I have had at the board I must candidly

iay comparatively few,—writes Expertus, in The

Jeweler and Metal Worker.

There seems a tendency with many to fit

the strongest motive power possible, rough
pivots, wheels foul of each other, faults in the
escapement, all causing friction; and this extra
friction is overcome by fitting a mainspring
stronger than was in the barrel originally. What is
the result? We not only find a greater strain on
the barrel, which often splits when the spring
breaks, but the life of the watch is shortened and
an inconsistency in the record of timekeeping
created.
I have discarded by far a greater percentage

of mainsprings too strong than too weak. The
cylinder watch is noticeable in this respect, and
when brought in for regulation, with over two-
thirds of a turn vibration, a weaker mainspring

is often all that is necessary to get the watch to
time.
"Mainspring and cleaned" is a phrase I have

often heard watchmakers use to denote anything
which is easy. I remember once playing in a
cricket match, and was acting as captain to a team
of young watchmakers; one of our side had just
hit up a good score. On his retiring, I being the
next to bat, asked him what the bowling was like.
"Mainspring and cleaned" was his reply. I am
afraid the spring was too strong—it had a 'break."
I know I was clean bowled first ball.
The barrel of the fusee watch should make

about four turns. The going barrel with stop work
should make at least five, using the four equal
turns for driving the train. Occasionally a sample
of the first form of English-going barrel appears,
and I know in this case it is not possible to get
more than four and a half turns from the barrel,
which were made too small, and for this reason
they were a failure.
I frequently see half a coil or more of main-

spring softened at the outer end to form the eye.
This piece of spring has not only lost its elasticity,
but the space it occupies is taken from the barrel
space required to give the necessary number of
turns. Barrel space is also wasted by a large hook,
which sometimes occupies space equal to three or
four thicknesses of mainspring. The height of the
barrel hook should be equal to the thickness of the
mainspring.
I have often wondered why so many fit an

unnecessarily large barrel hook, protruding far
towards the center of the barrel, often taking up
as much as one-fourth of the barrel space. They
are made regardless of theoretical rules, and any
piece of odd metal is employed; sometimes, as a
last resource, solder is used to fix it to the barrel.
These unsightly projections not only make the
actual space of the barrel utilized smaller, and
therefore a lesser number of turns of mainspring
possible, but they weaken the barrel.

There are many who imagine the larger the
hook the stronger it will hold. No, my friends, this
is a great mistake. A large hole drilled for the
purpose of a hook not only weakens the barrel
but permits a smaller number of threads in the
hole for the hook to hold. It is a common occur-
ence to find a mainspring broken which has been
fitted too strong, a hook . too large, knocked right
out, and the barrel split at the hole. A number
12 or 13 size tap is large enough for any barrel
hook, and when properly fitted is strong enough
to stand the breaking strain of any spring.

It is really easy to fit a barrel hook, and it
takes about 5 minutes. Drill a hole in the barrel
small enough to be able to tap it with a number
13. File a piece of steel pallet wire, taper and
thread it in the screw-plate with a full thread,
nip the wire off on the side which has not
been tapped close enough to make a hook. Now
file the hook with the wire in the screw-plate;
undercut the hook for the eye of the spring to
grip with a slitting file, and file the top of the
hook back away from the undercut. Now
unscrew the hook with a pair of pliers the same way
it was screwed in, and screw it in the barrel

from the inside, holding the small piece of wire
which has no thread on and will pass freely through
the hole with a pair of pliers, and screw home to
the hook. Nip off the piece on the outside, and
file it flush with the barrel.
Where no stop work is fitted, or the stop work

has been removed, a yielding attachment is
preferable, and relieves the strain on the hook.
There are many such forms of attachment. The
pivoted brace is now quite general, and when the
"brace spring" is not in stock the old brace is
easily fixed to the new spring. Knock the rivet
out, holding the brace over a hollow punch or
stake held in the vice. Punch a hole in the main-
spring and file the end until it fits against the
shoulder of the brace. Now rivet the two together.
The best form of yielding attachment for no

stop work, and where the brace has not been
employed, is the loose piece. Hold the mainspring
in a pair of pliers with the left hand about half-
an-inch from the end, let the end rest in a flame
until it gets red, holding a small pair of old pliers
in the flame at the same time to get hot with the
right hand, fold the end of the spring over, heat
it again, and press the folded piece down nearly
flush. Now file a nick across the folded piece with
a slitting file near the end, and break it off. Wind
the mainspring in the barrel. Now break a piece
off the old spring about three times its width,
file each end to a knife edge, and pull the end of
the mainspring round from the hook with the
point of the tweezers far enough for the loose
piece to drop in between the hook and the end of
the mainspring.

The Deposition of Nickel on Nickel

A correct method of renickeling work has never
been described in any of the text books on plating
and the opinion prevails among many platers that
it is impossible to plate nickel on nickel so that it will
adhere in a perfect manner. Occasionally this state-
mentappears in print and the self-styled experts
maintain that it is impossible to deposit an adherent
coating of nickel on nickel. They are responsible
for spreading considerable misinformation and it is
with the hope of imparting correct instruction
on the subject that this article is written. After
so many years of progress in all branches of elec-
tro-deposition it would be a sad reflection on the
ability of the American plater if he were unable
to deposit nickel on nickel as readily as on steel or
brass, and with the same good results.
The deposition of nickel on nickel is not a diffi-

cult matter when the proper method of preparing
the work for plating is pursued. New work that
is partly cut through in buffing, or old work that is
required to be refinished without removing the
previous deposit of nickel may be replated without
danger of peeling, and the deposit may be made to
adhere as perfectly as the original coating.
The method to be followed in cleaning nickeled

work for plating is to remove the buffing composi-

tion and grease, as far as possible, by running the
work through an electric cleaner or a potash solu-
tion. The work is then preferably run through a
hot muriatic pickle and again put through the
potash. The work should then receive a very slight
coating of copper, just enough to cover it, rinsed
in water and put through the following dip:

Sulphuric acid 5 parts
Nitric acid 1 part.

This dip is used cold and as little water as pos-

sible should be allowed to enter, when running
work through it. It will be found that this dip will
remove the copper deposit, but will have little or

no action on the nickel. When this dip is new it

will require but a fraction of a minute to remove the
copper, and the work should never be allowed to
remain in it longer than is necessary to remove
the copper deposit. When the work is removed
from the dip it is rinsed in water and given a final

deposit of copper, and after again rinsing it is

immediately transferred to the nickel bath. By

following the operations described the second coat-
ing of nickel will adhere perfectly, and it will

stand bending, and filing, or any other mechanical
operation that it may require. It will adhere as

well as the original deposit.

On first class work where a close inspection of

the deposit is made, there will frequently be found
pieces that are cut through owing to the care-

lessness of the buffer, or the difficult nature of the

2021

work to be buffed, or possibly on account of the
deposit being too light. The expense of removing
the nickel by stripping and polishing from work
that is cut through is considerable. and by such a
method the work is generally refinished at a loss
to the manufacturer. Stripping and repolishing
is too expensive and unnecessary, and all such work
may be refinished as described in this article. Job
shops frequently receive work to be refinished with
the nickel worn off a little, on the edges, such,
for example, as stove trimmings. Such work may
be refinished by brightening the deposit on a buff
wheel and smoothing down the spots that are cut
through with tripoli. This is the most economical
way, to say nothing of the desirability of having
two coats of nickel on the article instead of one. A
deposit of nickel on nickel, on such work as stove
trimmings, may be made to adhere sufficiently
well, by brushing the surface with slacked lime
and copper plating lightly previous to nickeling.
On all large pieces that do not require a severe test
it is unnecessary to use the dip described in this
article. The dip should be used on all small work
where brushing is too expensive or difficult and a
perfectly adherent deposit is required.

Nickel may be deposited on nickel successfully
without copper plating, and the method subse-
quently described may be followed if no copper
solution is available, or it is undesirable to copper
plate the work. This is accomplished by running
the work as the cathode, in a concentrated muri-
atic acid dip and using carbon anodes. This dip
is made as follows:

Muriatic acid 10 parts.
Water  2 parts.

This dip may be used cold, but usually better
and quicker results are obtained if it is heated to
about 100 degs. Fahr. The work to be replated
should be attached to the cathode rod for a few
seconds only, immediately rinsed in clean water and
transferred to the nickel bath. It is not necessary
to use the dip previously described in -connection
with this method, although it may be used, if
desired, to ensure against failure. The work
should be chemically clean previous to treatment
in the muriatic acid solution. Four to six volts
are used in working this solution. In conclusion
it may be stated that nickel may be deposited on
nickel, with little danger of peeling, by removing
the grease in a potash solution and vigorously
brushing with pumice stone. The objection to this
method is that pumice stone scratches the nickel,
and the finished article, when buffed, would be
covered with scratches. It is also expensive and
difficult to brush certain classes of work. The
point to remember in renickeling work is that the
surface should be acted upon very slightly by a
dip such as described in this article, when a per-
fectly adherent deposit will be produced. Em-
manuel Blassett, Jr., in The Metal Industry.

A Movement in Silver

"Silver is now selling at the highest price
reported since 1907, the recent advances having
been due in part to speculative activity, and in
part to an actual demand for the metal from
India, and to the probable increase in the demand
for China," says the Engineering and Mining
Journal. "The speculative activity has been
based largely on the belief that the Indian govern-
ment would soon be obliged to buy largely for
coinage purposes, the reserve of silver rupees
having been drawn down to a point which seemed
low in view of the probable demand for money to
pay for the good crops of the present year. This
anticipation has proved to be correct, but the
result has not been altogether pleasing to the
powerful group of eastern speculators which has
been carrying heavy stocks of silver in London and
in India for some time. It now appears that the
Indian government, with unusual shrewdness, had
been anticipating its needs and had been buying
silver quietly on the open market for some time.
There were some suspicions as to its action, but
the fact was not fully known or accepted until a
week ago, when the steamers to Bombay and
Calcutta carried out shipments amounting to
1:750,000—about 6,050,000 ounces—on govern-
ment account. It is understood in London also
that further large shipments will be made soon.
This movement has caused some surprise, but it
has entirely frustrated an attempt by the Indian
speculators to corner the market.
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Learn in Lancaster
Watchmaking
Engraving
Jewelry Work

Our city is a great and long-established
centre of trade and manufacture in the watch
and jewelry industries; this makes an ideal
environment for students.

You can live here for less money, and live
better, than in any other city as large or larger;
we are in "the garden spot of the United States."

OUR SCHOOL offers you unequalled ser-
vice; costs less and is more thorough; established
24 years; over 1,000 successful graduates; come
here and get greater value for your money.

WRITE FOR CATALOGUE -

The Ezra F. Bowman
Technical School

of Watchmaking and Engraving
LANCASTER, PA.
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YOUR SIDE
PARTNER
You can free yourself

from foot bellows bondage
if you want to. Any time
you say the word, there's

a servant ready and willing to become your
side partner in your repair shop. Its name
is the

VERNON
ROTARY COMPRESSOR

and it has always made good. Your dealer
will sell it to you for $7.50, or if you're
from Missouri, you can have one on ten
days' trial.

LEE S. SMITH & SON CO.
PITTSBURGH, U. S. A.
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THERE IS A REASON
why our Superior Service line of Rolling Mills is invariably specified §
by the wide-awake purchaser. Correspondence and Trade Solicited. 111

Buffalo Machine Manufacturing Company
1354 WEST AVENUE, BUFFALO, N. Y. 4(
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OLD PLATED WARE, BRONZE FIGURES, STERLING SILVER, ETC.,
REPAIRED AND REPLATED TO LOOK EQUAL TO NEW

GOLD PLATING, SILVER PLATING, OXIDIZING,
POLISHING, LACQUERING

We furnish any size new BRISTLE
BRUSHES, CELLULOID COMBS,
CUTICLE KNIVES, BUTTON
HOOKS, NAIL POLISHERS ETC.,
and fit same to any shape mountings.
CHATELAINE BAGS repaired and

relined with Silk, Chamois, Suede or
Kid.
DESIGNS AND ESTIMATES for

special Sterling Silver pieces furnished.

Before Repairing Work called for and delivered. After Repairing

LOUIS J. MEYER,
pao4ILVArETLITREIE, 't

ESTABLISHED 1892

If You are Looking for Service
you can make no mistake in
purchasing a Foot Blower
bearing " B. D. M. CO."
stamp in the wood, for you
are sure to get the best the
market affords. Hard kiln
dried maple boards. Full
sheep skin leather body—no
split leathers allowed—and
pure Up-River Para Rubber
Disks, combined with skilled
workmanship and over thirty
years' experience in their
manufacture.
ENOUGH SAID.
and appliances of necessity to the

No. 9 Foot Blower. $5.00
Write for our catalog "B. K." filled with tools

work-shop and tool room.

Buffalo Dental Mfg. Co. Buffalo, N. Y., U. S. A.
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Charms, Ancient and Modern

(Continued from page 2019)

while Longfellow shows us King Olaf keeping
Christmas with his Pagan lords—

"O'er his drinking horn, the sign
He made of the Cross Divine,

As he drank, and mutter'd his prayers;
But the Berserks evermore
Made the sign of the Hammer of Thor

Over theirs."

But the action of both was the same--only the
purpose differed.

The Hammer of Thor

Mr. Baring Gould notes that church bells were
often marked with the hammer of Thor, "espec-
ially where the Norse settled, as in Lincolnshire
and Yorkshire. Thor's cross is on the bells of
Appleby, and Scotherne, Waddingham, Bishop's
Norton and West Barl.with, in Lincolnshire, on
those of Hathersage in Derbyshire, Mexborough
in Yorkshire, and many others." A ball of the
Stone Age, which was dug up by Dr. Schliemann in
his excavations on the site of the city of Troy, has a
Swastika cut on it, and it is found on Greek pottery
five or six centuries before the Christian era. As
far back as the fifth century B. C., it is found on
Greek coins of Syracuse, Corinth, and Chalcedon,
also on an ancient clay image which was discovered
in Cyprus. It is frequently found on the ancient
Etruscan cinerary urns, and perhaps most remark-
able of all, it appears on a number of bronze ingots
which were found in Coomassie, the capital of
Ashanti, in the war of 1874.
When the Spaniards invaded Mexico and Peru,

they were astonished to find that the Swastika was
a sacred emblem in both countries, and was held
in great veneration. Although the American
native races are now nominally Christians, the
Swastika is still largely worn by them as an orna-
ment, brooches, and such like, and it is pretty
certain that they still retain a belief in its power
of protecting them from evil spirits. A proof
of the widespread knowledge of the Swastika and
belief in its virtues is afforded by the discovery of
five copper Swastika in the Hopewell Mound, Ross
County, Ohio. These are of prehistoric Indian
origin, and confirm the fact that this object must
have attained its position on the American conti-
nent many centuries ago. It is still used as an
ornament and in decoration by some of the Red
Indian tribes.

The Cross

The consideration of the Swastika leads us na-
turally on to the subject of its successor, namely,
the Cross. This, again, is a very ancient symbol,
and was venerated in various forms many centuries
before it became specifically the emblem of Chris-
tianity. In fact, the Cross did not become a Chris-
tian charm until comparatively late (Sixth cen-
tury), very largely because forms of it were dis-
tinctive of some pagan cults. Indeed, one of the
early Fathers of the Church, Minutius Felix,
writing in 211 A.D., says:—"Crosses, moreover, we
Christians neither venerate nor wish for. You,
indeed, who consecrate gods of wood, venerate
wooden crosses, perhaps as parts of your gods.
For your very standards, as well as your banners
and flags of your camps, what are they but crosses
gilded and adorned? Your victorious trophies
not only imitate the appearance of a simple cross,
but also that of a man affixed to it."
The oldest of the Pagan crosses is perhaps that

known as the crux ansata, which has a loop or
handle in place of the top arm. It is generally
believed to be the mark alluded to by Ezekiel,
IX., 4, "Set a tau upon the foreheads of the men."
It is said to have symbolized "the Life to Come,"
and is seen on all the ancient buildings of Egypt.
Most of the greater gods of Egypt are represented
holding a sceptre surmounted by the sacred tau,
or holding it in their hand, but it seems to have
been more especially the attribute of Isis and
Osiris. When, in Egyptian pictures, Osiris is
represented as holding out the crux ansata to a
mortal, it means that the person to whom he pre-
sents it has put off mortality, and entered on the
life to come.

It is curious that the crux ansata was a sacred
symbol amongst the old Babylonians and Assy-
rians, and is frequently represented on the old
cylinders of clay or gem stone. Sometimes the
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symbol is held by an attendant of the god or king
represented, and sometimes the god himself holds
it. On one cylinder, the god is represented be-

tween two handled crosses, while behind the at-
tendant is a Maltese cross. Another depicts the
god holding out the cross by the long arm.

Various Phcenicean antiquities—coins, etc.—
bear representations of the crux ansata, associated
with one or other of the gods or goddesses. It
seems to have been principally associated with the
goddess Astarte, or Venus. She appears on coins,
holding a long staff with a cross at the top.

A variety of the cross depicted as springing from
a bulb or heart was frequently painted over the
entrance to Egyptian houses. The heart was the
emblem of goodness, and the combination signi-
fied "The Good House." There is little doubt that
in the majority of cases these emblems were con-
sidered to be of a protective or luck-bringing na-
ture. The vestments of the priests of Horus
are covered with crosses of simple rectangles,
and actual crosses of this design have been dis-
covered at Thebes and other places in Egypt.

Cross 835 B.C.

Very notable is the pectoral cross which is de-
picted on the stone statue of Samsi-Vul, IV., a
king of Assyria, who reigned B.C. 835. It is a
Maltese cross with a round center, and approxi-
mates very closely in its outline to the pectoral
crosses worn by popes and other modern ecclesi-
astical dignitaries.
In India the great gods Vishnu, Siva, Brahma,

and others are all represented with crosses which
have various significations according to the deity
bearing them.

Christian Crosses.—It has been shown above
that the early Christians did not use the cross as a
symbol at all, simply because it was already appro-
priated in various forms by pagan cults. Constan-
tine the Great was the first emperor to officially
countenance the Christian religion, but what is
often called the cross of Constantine is in reality
nothing of the sort. Prior to his conquest of the
Roman throne, Constantine ruled in Gaul and
Britain. Probably for political reasons, he adopted
the sign of the Gaulish sun-god for his crest and
standards. This consisted of a sort of monogram
XP, and is known as the Chi-Ro. The standard
itself was called the Labarum, a word derived from
the Breton, lab, to raise or lift up. These symbols
of the sun are found on all the coins of Constantine
and his successors, but it was the Emperor Valens
(378 A.D.) who first used a cross alone on his
standard. His brother Valentinian is represented
with a sceptre in the form of a double cross on a
globe. Theodosius I had a jeweled cross for a
sceptre, and from this time-395 A.D.—onwards,
the cross is an invariable accompaniment of
Roman royalty.
The early Christians shrank from directly de-

picting the instrument of our Lord's passion, and
it was only when the religion became officially
recognized that the idea—probably under pagan
influences—began to be accepted that the cross was
a suitable Christian emblem.

Early Christian Signs

The feeling of the primitive Church upon this
point is clearly expressed in the directions which
Clemens Alexandrinus, writing in the middle of the
second century, gives to his flock concerning what
signets they ought to use. He restricts their
choice to a few simple emblems—the anchor, the
lyre, the ship under sail the dove and the fisherman.
In somewhat later times the Good Shepherd ap-
pears as an established emblem of the faith. The
most common emblem of Christianity, however,
was the fish. It was replete with mystic signi-
fiance. Dagon, the god of the Phceniceans, was
the fish-god (dag, a fish), and was so represented.
Then the Kabalists assigned the name of Dag
to the expected Messiah, because the sign of his
coming was to be the conjunction of Jupiter and
Saturn in the sign of Pisces, the fish. Then comes
the singular coincidence that the Greek word for
"fish" forms the initials in Greek of the sentence
"Jesus Christ, the Son of God, the Saviour." So
we get in addition the sacred monogram XP,
containing all the elements of the name XPICTOC.

Abraxas Stones

In the second century A.D. we find a wide range
of charms in use among the Christian sect known

as Gnostics, which claimed to have a key to the
transcendental knowledge hidden in the rites of
religion. Their symbolism was principally drawn
from the Egyptian religion and from Mithraism,
which was a form of Zoroastianism. These survive
in the form of engraved gems of a very curious
description. They are known as Abraxas stones,
from the word "Abraxas," meaning "The Blessed
Name." The god-charm was made up of four
elements—the serpent, the eagle, the human trunk,
and a scourge. The sum of the letters of the name
gave the solar number 365, and was held to fore-
shadow Christ as "the Sun of Righteousness."
They also used Belus on his dragon and the mystic
figures of the genii of the planets. From the
Hebrew Kabala they obtained many mystic
inscriptions, such as JAW, Jehovah, which they
also engraved on the stones. Apart from the
tangle of gross superstition which their system re-
vealed, their charms have no artistic merit what-
ever, and are nearly all executed in a barbarous
and careless style. The Gnostic heresy seems to
have died out during the third century, but the
faith in charms still persisted in spite of the efforts
of the chruch. In the fourth century the clergy
were forbidden to make or sell charms, but ap-
parently without much effect for so late as 721
A.D., we find the Church solemnly condemning the
wearing of them. It seems clear that the people
were resolved to make use of anything which
might conceivably be of benefit, whether strictly
legal or not. A well-known historic talisman is
the Lee-penny. This is a heart-shaped dark red
jewel, which is now set in a shilling of Edward I,
with a silver chain and ring attached. It is said
to have been brought from Spain by Sir Simon
Lockhart, who set out with Sir James Douglas to
convey the heart of Robert Bruce to the Holy
Land for burial. Another well-known charm is
the so-called Luck of Edenhall, which is reputed
to safeguard the fortunes of the Musgraves of
Edenhall. This, however, is not an article of
wear. It is a glass drinking-cup of Venetian or
Saracenic manufacture. It is made of greenish
glass, ornamented with a raised pattern in blue
and white enamel, relieved with a little gold and
crimson.

Coral for the Evil Eye

A belief in the Evil Eye, or the power possessed
by the glance of certain individuals to injure, is
very widespread. In Italy it is known as the
jettatura, and the wearing of coral is supposed to
avert its influence. For this purpose, hands of
carved coral are regularly sold in Italy, and worn
as charms. Very curiously, the Nicaraguans wear
pieces of coral for the same purpose, but with the
addition of an alligator's tooth. In India the pro-
tection is afforded by a tiger's tooth, while in the
northeast of Scotland a heart-shaped brooch is
supposed to shield the wearer from the evil eye
and fairies.
The grotesque masks which figure so largely on

ancient carved gems and in other forms of art
were also a form of charm against witchcraft.
Plutarch tells us this much definitely, and adds that
they "derive their efficacy from the fact that they
act through the strangeness and ridiculousness of
their forms, which fix the mischief-working evil
eye upon themselves." In one type of charm, the
head of an elephant is made up out of several
masks, thus forming a combination of symbols.
Sometimes the grotesque is accompanied by a
companion picture of a comic or beautiful charac-
ter. Some measure of the importance attached to
these charms may be gained from the fact that
under the early emperors of Rome the very highest
skill of the gem engravers was lavished on their
production.
The flint arrow-heads of the Stone Age, which

are known in Britain as elf shots, were frequently
mounted as charms. There are two Etruscan gold
necklaces in the British Museum, which have
pendants of these flint arrow-heads, doubtless
with the same object in view.

The Horse-Shoe

The luck of the horse-shoe, now so much worn
as a gold ornament, no doubt derives from the
time when the men of the Iron Age dispossessed
those of the Stone. To them the metal was the
source of power, and as such believed to be effec-
tive against such vague dangers as witches and

(Continued on page 2027)
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LEIMAN BROS.
COMBINATION

Polishing Dust Collecting Outfit

Suction at both hoods
Dust does not go through blower

with a powerful suction of air for
drawing the dirt and dust into the
cabinet underneath the bench.
The motor is direct connected to
the blower-shaft, saving power,
and belted to the polishing head on
bench above. It pays for itself in
power saved and in the increased
value of the sweeps saved. Can't
clog up-better than a large mul-
tiple outfit where a number of
polishers are employed. The
blower does not have to suck
through long lengths of piping,
hence a better suction and better
results are obtained. Furnished
complete as shown, ready for
operation.

CATALOG No. 1

LEIMAN BROS.

INDIVIDUAL MOTOR DRIVE

Rolling
Mills
for rolling gold, silver,
brass, copper, etc. Com-
pact and powerful. Easy
running. Also furnished
without motor for oper-
ating from a shaft. Does
the work of a table roll
without its unwieldiness.
For flat wire or half round.

CATALOG NO. 256

LEIMAN BROS.

Positive Pressure
Blowers
for melting, soldering, annealing, sandblasting, etc.
Used by jewelers everywhere because they require
very little attention. They can't get out of order.
The pressure is smooth and even without any fluc-
tuation and therefore they are ideal for use with
blowpipes : Also used for

VACUUM CLEANING
Clean your shop or home with them.
CATALOG No. 2 (Blower); No. 31 (Vacuum)

LEI MAN BROS

AUTOMATIC, CONTINUOUS FEED

Sand Blast
for frosting and mat finishing on all metals, jewelry,
watches, novelties, glass, etc. These sandblasts cannot
clog up or get out of order because they use both the
pressure and suction of the air. All pipes are short
and straight, requiring little power. No long curved
pipes that wear out easily and are expensive and

4* difficult to replace.

CATALOG No. 3

LEIMAN BROS. 62C JOHN STREET
NEW YORK
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What the Cassriel System
Will Do for You

It will pay more for your old gold and silver and
floor sweeps, Mr. Jeweler, than you ever got before.
It's because it gets more out of them that it is willing
to pay more for them.

q No matter whether your shipments reach us in the
form of bench sweeps, floor sweeps, polishings, filings,
grindings, handwash, etc., or whether they weigh a
pound or a ton, "Cassriel System" will get every grain
of value out of them and send you a check that will
surprise you. It guarantees a satisfactory check in
from five to eight days.

q It will make immediate returns on old gold, silver,
platinum, etc., and hold Your shipment ten days. If

the check is not satisfactory "Cassriel System" will re-
turn your shipment prepaid. What could be more on
the square?

q All that we ask is a trial shipment. That is chance
enough for "Cassriel System" to demonstrate that it
will give you better returns than you ever got before.
It goes the dollar and cent limit whether it's your first
or hundredth shipment.

q Remember, it handles anything containing precious
metal.

Alexander Cassriel Company
Refiners and Smelters

68 W. Madison Street
Chicago

We will buy for cash your entire stock or any part of it, no
matter what it may be, including old movements or watches.
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I Recent Patents of Interest to the Jewelry Trade

Patents of interest to the trade, recently issued,

especially prepared for this journal by William

N. Moore, patent attorney, Loan and Trust build-

ing, Washington, D. C.

1,037,742. Hair-spring-stud-holding means. Wil-
liam W. Dudley, Lancaster, Pa., assignor to
Hamilton Watch Company, Lancaster, Pa.
Filed April 19, 1911. Serial No. 622,072.
(Cl. 58-115.)

1. In a device of the class described, the com-
bination of a balance cock, a hair spring stud, a
cap overlying the hair spring stud, a pivotal con-

nection between the cap
and the balance cock on
which the cap swings in
a plane parallel with the
axis of the balance wheel
staff, and a screw passing
through a laterally elong-
ated opening or slot in the
cap and into the side of

/3 I \ I the balance cock.
/2 AT 2. In a device of the

class described, the combination of a balance cock,
a hair spring stud and a cap overlying the hair
spring stud, the cock having a stud-receiving notch
in one side, the cap extending across the open side
of the notch, the cap and stud having surfaces in
contact that lie in the same plane, and screws
passing through said cap into the side of the
balance cock on opposite sides of the notch, the
cap being provided with holes for the passage of
said screws, one of said screws and its hole forming
a pivotal connection between the cap and the
balance cock on which the cap may swing in a
direction parallel with the balance staff, and one
of said holes being extended to one side of the cap
and opening thereat.

/19

opening in one of the end plates of the outer link
and to within a short distance of the other end plate
of the inner link, and a spring coiled around said
guide bar and having one end impinging against
one end plate of the inner link, and the other
against one end plate of the outer link, substan-
tially as described.

1,037,555. Lock-work for clock-movements.
Charles B. Simmons, Bristol, Conn.

' 
assignor

to The E. Ingraham Company, Bristol, Conn. a
Corporation. Filed March 4, 1912. Serial No.
681,480. (Cl. 58-16.)

In lock-work for clock-movements, the combina-
tion with a flat sheet-metal verge-arbor formed
with integral trunnions located at its ends and with
an integral verge consisting of two arms arranged
in line with each other, and pierced to form two
assembling-openings respectively located upon
opposite sides of the said integral verge; of a
sheet-metallhammer-arm provided'at its inner end
with an assembling-lug for entrance into one of

4

1,035,909. Setting for articles of jewelry. Meyer
L. Robbins, New York, N. Y. Filed January
30, 1912. Serial No. 674,409. (Cl. 63-26.)

1. A setting for an article of jewelry comprising
a case, a plurality of strings of jewels located one
above the other, each successive upper string being

2' 
smaller than and impinging upon the
next lower string, the lowermost string

-R resting upon said base, and a central
, mounting passing through said several
1 strings of jewels and having its lower
/ end secured to said base, the upper

end being flared to rest upon said
uppermost string of jewels to assist in holding
the said several strings thereof in place.

2. A setting for an article of jewelry comprising
a base formed with a flat plate, a string of jewels
resting on said plate, a mounting, the lower end
of which is secured to said plate and has its upper
margin flared, the flaring portion resting on said
string of jewels to assist in holding the latter in
position on said plate.

3. A setting for an article of jewelry comprising
a flat plate provided with a perforation, a string
of jewels resting on said plate, a central mounting,
the lower end of which passes through said per-
foration and is secured to said plate, the upper end
of said mounting being flared whereby to rest
upon said string of jewels and hold the same in
position upon said plate.

1,036,716. Bracelet. Meyer L. Robbins, New
York, N. Y. Filed April 6, 1912. Serial No.
688,831. (Cl. 63-5.)

1. An expansible bracelet
comprising assembled
outer and inner links, each
of the outer links com-
prising an outer and inner
plate and perforated end
plates, and each of the
inner links comprising two

-• side plates connected by
end plates, said side

JO plates fitting across the
opening between the outer and inner plates of said
outer link; a guide bar rigidly secured to one end
plate of the inner link, and extending through the

SI

the said openings for the attachment of the
hammer-arm to the flat sheet-metal verge-arbor,
and a sheet-metal stop-arm provided at its inner
end with an assembling-lug for entrance into the
other of the said openings for the attachment of
the said stop-arm to the said verge-arbor whereby
the use of wire is avoided.

1,037,741. Balance cock. William W. Dudley,
Lancaster, Pa., assignor to Hamilton Watch
Company, Lancaster, Pa. Filed April 19, 1911.
Serial No. 622,071. (Cl. 58-107.)

A balance cock for time keeping instruments
having a clamping finger at the side of the balance
cock integral with the balance cock at the inner
end, and thence outward being separate from the

balance cock and hardened contiguous to its point
of connection with the balance cock and forming
a spring that at the free end of the finger tends
normally away from the balance cock, and a screw
to draw the free end of said finger inward to perform
its clamping function.

1,037,527. Clock. Wilson E. Porter, New Haven,
Conn., assignor to New Haven Clock Company,
New Haven, Conn., a Corporation. Filed June
10, 1912. Serial No. 702,750. (Cl. 58-9.)

In a-clock striking once in 24 hours, the com-
bination with a 24 hour wheel, of a 24 hour cam
carried thereby, means for rotating the said wheel

and cam once in 24
, „ hours a lifting lever

engaging with the said
cam, a warn-lever
mounted with the said
lif ting lever and operated
thereby, and provided
with a warn-finger and
a lifting finger, a stop-
pin wheel carrying a
stop-pin co-acting with
the warn-finger of the
warn-lever, a pivotal
stop-lever provided with
a stop-finger co-acting

with the said stop-pin, with a rack-retaining
pin and adapted to be operated by the lifting-

finger of the warn-lever, a rack the teeth of which
co-act with the said rack-retaining pin, a gathering
hub, a gathering-pin co-acting with the rack, and
a rack-stop pin located in position to arrest the
falling of the rack when a pre-determined number
of rack teeth have been presented to the action of
the gathering-pin.

1,037,740. Center wheel for watches. William W.
Dudley, Lancaster, Pa., assignor to Hamilton
Watch Company, Lancaster, Pa. Filed April 19,
1911. Serial No. 622,070. (Cl. 58-137.)

13

464,/

/4

,o.

As an improvement in time
pieces, the combination of a
center wheel having a round
central opening with a notch
extending outward from the
opening and a center arbor
passing through said opening
having a collar larger than the

wheel opening provided with an outwardly extend-
ing tooth or lug that enters said notch, the arbor
having adjacent said collar a portion fitting the
round center opening in the wheel, a pinion on the
side of the wheel opposite said collar, and a
threaded connection between said pinion and said
arbor.

1,037,196. Jeweler's Appliance. Leon E. Bing,
Indianapolis, Ind. Filed September 1, 1911.
Serial No. 647,213. (Cl. 81-4.)

1. A device of the class
described comprising a
base having upwardly ex-
tending spaced walls, a
ring interposed between
said walls, means to hold
said ring in adjusted posi-
tion between said walls,
and adjustable work
clamping means carried
by said ring.
2. A device of the class

described comprising a
base having upwardly
extending spaced walls, a
ring interposed between
said walls, said ring hav-
ing a circular groove
around one side, a plural-
ity of pins extending inwardly from one wall
into said groove for guiding and supporting said
ring, means extending through the other of said
walls for clasping said ring in adjusted position
between said walls, and adjustable work clamping
means carried by said ring.

3. A device of the character described compris-
ing a base, said base having spaced vertical walls,
the upper edges of said walls being curved, guiding
and supporting means carried by said walls, a
ring carried by said guiding and supporting means,
and means carried by said ring for holding work.

1,037,643. Driving mechanism for clocks. Joseph
Kuhn, Seattle

' 
Wash. assignor to Joseph Mayer

& Brothers, Seattle, Wash., a Corporation of
Washington. Filed January 11, 1912. Serial
No. 670,610. (Cl. 58-46.)

1. In driving appara-
tus for clocks, a chain
operatively engaged with
a driving shaft, and a weight
including a motor suspended
from said chain, and means
engageable with said chain
and operable by said mo-
tor capable of raising the
weight relative to the chain.
2. Driving apparatus for

clocks, consisting in com-
bination with a pair of
sprocket chains operatively
engaged with a driving
shaft,of a weight suspended
from said chains compris-
ing a frame, an electric
motor in said frame, a pair of
oppositely rotatable toothed
wheels locked against reverse rotation enmeshed
in each said chain, power connections between said
motor and wheels, an electric circuit including said
motor, and a switch interposed in said circuit opened
or closed by movement of said weight.
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HARDINGE BALANCE CHUCK, Price fitted, each 83.75

Fitted to No. 38 or BO Wire Chuck

Brass Jeweling Chuck, per set, $1.50
Steel Jeweling Chuck, per set, 2.50

THESE ARE REAL TOOLS AND ARE
WORTHY OF YOUR CONSIDERATION

Explained in our No. 5 Catalogue
WRITE FOR IT

HARDINGE BROTHERS =MUD
3133-3141 Lincoln Ave. CHICAGO, ILL.

Improved Roller Remover
Price. - each. $1.75

Trued Pivot Drill Chuck
Price each, 75c.
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Watchmakers, Attention!

The following is a

formula for a

Perfect
Watch and
Clock Oil

'N11111111111111111111111

RIME

Specific Gravity 15.5° C . . • 0.9219
Saponification Value . . . . • 278
Iodine Number   • 29
Viscosity (130° F)   • 61 Seconds

This has been determined by a large number of tests, and is the first scientific
information ever given to the watchmaker.

Purchasers of Watch and Clock Oil can verify this by any reliable chemist, or
by any of the large Watch Manufacturers of the country.

Pure Porpoise Jaw Oil is the only known Oil in the world that will meet this
chemical requirement. We are the only Manufacturers who produce this Oil
from the porpoise to the watch pivot.

Porpoise Jaw Oil is the only known Oil that will stand three years in the jewel
of a watch without evaporation, creeping or oxidizing.

WILLIAM F. NYE
New Bedford, Mass.
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"25 Years Old and Better Every Day"

F. H. REES, Director

I WANT YOU TO KNOW
the merits of the oldest, highest
grade and finest equipped

Engraving, Watch
and Jewelers' School

I want to send you a catalogue of the
"Rees School" and special tools that
will be a great help to you.

The catalogues are free. Ask for them.

In the Rees School you learn in a thorough manner and
above all practical. We use theory only in so far as practical.

Our students do practical work. Our students are of the
highest grade workmen. They know how and why and can do
the work rapidly. They are taught to do any job. They are
all-around workmen learning in a school where the finest work is
being done every day. A practical factory.

Such is

THE REES SCHOOL
Cor. East Main &
St. Paul Streets Rochester, N. Y.
"25 Years Old and Better Every Day"

WATERBURY ROLLING MILLS
We manufacture High Grade GERMAN SILVER, Bronze, Gilding Metal, Platers' Bars, Low Brass and
other special alloys in sheets and rolls. Our deliveries are prompt and accurate. Write for particulars.

WATERBURY ROLLING MILLS, Inc. Waterbury, Connecticut

Prentiss' Patent Jewelers' Vises
For more than 30 years the Best and Handsomest Vises made

.PRENTISS VISE COMPANY Lalayette
10 
St ,

106-1
New York, U.S.A.

ASK YOUR JOBBER TO SHOW YOU THIS VISE

Large Illustrated Catalogue of all kinds of vises mailed free
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Charms, Ancient and Modern

(Continued from page 2023)

lemons. Of course, the majority of horse-shoes
vorn today are a result of the love of horse-racing
ind hunting, but we may suspect that a propor-
ion is also worn with an eye to the protection
vhich they are said to afford the wearer.

Hebrew Charms

The Hebrews were always strongly imbued with
t belief in the supernatural, and it is clear from
he Old Testament that their early rulers had a
,ong and stern task to make them confine their
worship to Jehovah. Even so late a ruler as David
,eems to have placed a certain amount of reliance
ati his household gods—perhaps a sort of second
tine of defence. Seeing that the Hebrews formed
tine of the branches of the semitic races and were
in close touch with the Egyptians, Babylonians,
And Assyrians, it was manifestly impossible that
hey could have radically different beliefs from
hem. Even after they became pure monotheists

I he belief in sorcery remained, as we may see from
its denunciation in the New Testament. From
the belief in witchcraft to a belief in remedies or
Protective charms is a natural step, and so we
find that for centuries the Hebrews kept their
teraphim, or household gods, and also wore amu-
lets. These latter seem to have been earrings in
the case of the women and, probably, also among
the men. It is worth noting that the Syrian
equivalent for earrings, "kedasa," means "a
holy thing," and the same idea occurs in the old
Yemenite word for pearls, kadis. These latter
apparently were supposed to have some protective
Influence. The phylacteries of the Pharisees were
no doubt also a form of charm worn with the
same idea which prompts the modern Jew to fasten
small parchments, called Mezuras, displaying
the name "Shaddai " on his door-posts. There
is even now a large business done in charms of
this description, which are put up in little gold
eases for personal wear. Sometimes the name of
Shaddai, Mozul (good luck), or similar terms are
engraved or enamelled on gold as pendant charms,
and we have seen elaborate charms bearing the
Decalogue in Hebrew script, and sometimes with
pictures of Moses thereon. It is a fact that
numbers of Hebrews attach great value to these
charms, and really believe that they have a
beneficent influence on the wearer, much as the
devout Roman Catholic believes in the virtues of
a cross or relic.

Chinese Jade

The majority of Chinese carry charms known as
luck pieces, which are made from jade or one of
the precious metals and assume a variety of forms
such as watch chains, pendants, necklets, bracelets,
rings, ornaments to tobacco pouches or spectacle
cases, or as decorative ornaments pure and simple.
The basic idea embodied in the decoration is the
Chinese word Fu, or Fuh, meaning "happiness."
It is constantly seen on doorposts, vases, and other
articles. The Chinese attach great value to jade,
which is called Yu, the gem par excellence, and
considerable sums are paid for fine specimens. The
species so prized is of the green and white variety
which comes from the mountain ranges of Tibet—
no other kind has any value, but imitation jade is
largely used by those who cannot afford the
genuine article. Rings, bracelets, vases, and other
articles are made from this stone, and all are
supposed to have valuable mystic properties. It
is considered to be emblematical of most of the
virtues, and the word itself is extensively employed
in ceremonious conversation as a synonym for
"honorable." The Joo-ee, a kind of sceptre which
is seen in the hands of Chinese idols, is also fre-
quently given as a present. It means "as you
desire," and is supposed to assist the recipient in
obtaining his wishes. The Buddhist Mani, a
gem which is said to remain always brilliant, is
called the Joo-ee Pearl, and is reckoned as one of
the Seven Precious Things.

The Tai of Japan

In Japan a fish called the tai is perhaps the most
general emblem of good fortune. On this account
it figures largely at wedding ceremonials, and is also
given as a parting dish at farewell dinners. They
have also what they term the four animals of good
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fortune. The first of these is the ho, or howo, which
is a sort of phcenix, a combination of pheasant,
bird of paradise, and peacock. The principal
characteristics give the idea of a peacock, and it is
thus generally called the Japanese peacock. A
more favorite emblem is the mythical dragon—
tatsu—a sort of scaly, snaky animal figure with
a fierce face. This is the figure which appears on
Imperial arms and coinage. It came to Japan
from China, where it is called a riyo, and is the
emblem of strength and vigilance. The third is
a creature called the ki-rin. It has the head of a
dragon, the body of a dog and a lion's mane and
tail. It is often, but incorrectly called a Chinese
lion. This is the figure so often seen on the tops
of vases, etc. Like the tatsu it is a symbol of
perfect good. The remaining animal is the kame,
or turtle, which is much esteemed, especially the
mantle-turtle—mino kame—a species with long
green fervw attached to the shell. This is an
emblem of peaceful old age and happiness. Dai-
koku, the god of wealth, is also one of the favorite
luck-bringers. He is usually depicted accompanied
by a miner's mallet, bales of rice, and a ledger,
symbolizing mineral, agricultural, and commercial
prosperity. He is frequently accompanied by a
rat, which indicates the idea of plenty. The Jap-
anese wear little jewelry, so that their charms
have to take other forms. They are generally
found embodied in the decoration of articles of
use, or on vases, but a great many are in the
form of netsukes, the toggle or button at the end
of the cord by which the Japanese carries his
tobacco pouch and other articles in general use.
Sometimes we find the emblems of good luck on
the sword guards or other of its furniture. To
us the chief attraction consists of the beauty of
the workmanship and design. Whether in wood,
ivory, or metal, the productions of the Japanese
craftsman have rarely been approached by those
of other nations. Their technique is absolutely
perfect in its command over the material they
use, while in their metal work they obtain a variety
of effects by the use of gold, silver, and bronze
alloys of various kinds, which were a revelation to
the western artist. Everyone who has seen a
collection of Japanese metal work or ivory carvings
must allow that their art is unique and unapproach-
able.

Masonic Charms

A consideration of the emblems used amongst
the Freemasons is hardly apropos to our subject,
but they are so much in evidence that it is im-
possible to ignore them entirely. The best known
of them is the square and compasses, which, by
the way, is worn by many who have no connection
with the craft. This emblem with the addition
of a G in the center is also used as the badge of
the Free Gardeners' Society. Very impressive
is the all-seeing eye in the irradiated triangle
which forms the center of the grand master's
jewel. The past master's jewel consists of a square
from which depends a plate on which is engraved
a diagram of the Forty-seventh Proposition of the
First Book of Euclid. Very noticeable is the use
made of the five-pointed star or pentagram. This
appears as a simple pentagram on the jewels of
the deputy grand master and the provincial
grand masters. It is used as a five-pointed star
on the chains of the officers in numbers varying
according to the rank of the wearer. The penta-
gram is found on many old Greek coins and early
engraved gems. Amongst the Pythagoreans,
Neoplatonists and Gnostics it was the symbol of
mystery, perfection, or of the universe, and it was
probably adopted by the Freemasons with the
same significance. It figures largely in the old
sciences of magic and was held to be the sign by
which Solomon held dominion over the demons
and powers of darkness. It was also looked upon
as a safeguard against the entrance of fiends into
houses. Goethe makes use of this belief in the
early part of Faust, where Mephistopheles as a
dog follows Faust into his study, and on resuming
his proper form finds himself imprisoned by "the
Druid foot upon the threshold traced . . . and
now can find no way of leaving it." He puts Faust
to sleep and then summons a rat to eat away
the angles of the charm he cannot pass intact.
Another masonic charm which is worn by Mark
masons is the Keystone. These are usually cut
out of carnelian with a lifting-piece of gold, and
are engraved with a series of emblematic letters
in English and Hebrew.

Scissored Information
from Our Exchanges

From The Metal Industry

Question.—Kindly give me a formula for a cheap
14-karat solution.

Answer.—Use a solution prepared as follows:
In one gallon of boiling water dissolve 3 ounces
of cyanide of potassium; then add 1 ounce of
chloride of gold, WI ounce of carbonate of copper,
Vi ounce of carbonate of nickel, ounce of bisul-
phite of soda. Boil the solution, replacing the
water lost by evaporation. Use anodes consisting
of fine gold, 14 parts; copper, 6 parts; nickel,
4 parts. Use a current of 3 volts pressure and a
hot solution. After plating, color the deposit with
canton flannel buffs, using fine gold rouge mixed
with alcohol. If a lighter gold is required increase
the amount of nickel in the solution.

Question.—We have great difficulty in polishing
articles bright for gilding because the rouge con-
tained in the articles spoils the gilding solution.
Will you kindly let us know through your Shop
Problems what is the best method of getting rid
of the rouge from the articles we desire to gild.

Answer.—Articles to be gilded, that have been
previously polished with rouge compositions,
should be cleansed by boiling in a soap solution
containing a little ammonia. In the United States
it is customary to use soap chips, borax soap or any
good neutral soap. Whale oil or fish soap can also
be used in quantities of about two ounces to each
gallon of water, and the articles boiled for fifteen
to twenty minutes. After some time, if the solu-
tion produces a reddish film, it should be replaced.
Articles may be placed in wire baskets or strung
upon wires when cleansing, and should afterwards
be cleansed by the usual methods to remove the
thin film of grease that may develop frail the soap
solution.

Question.—Will you please give me a formula
for oxidizing or blackening aluminum.

Answer.—The following formula can be used for
oxidizing aluminum:

Chloride of zinc  1 lb.
Sulphate of copper  1 oz.
Hot water  gal.

Add a small amount of muriatic acid to clear the
solution. Immerse the articles until sufficiently
black; then dry out and lacquer in the usual man-
ner. If the action of the dip is too slow add more
sulphate of copper.

Question.—Is there any new or improved for
reducing the temperature of plating solutions?

Answer.—We are not aware of any new method
of reducing the temperature of plating solutions.
It appears to us that the ammonia process, similar
to the cold storage proposition could be utilized
by passing the freezing mixture through lead or
iron coils placed in the baths.

Question.—We have been shipping pocket
knives in leather cases and our customer complains
that the silver plated scales had turned black and
the steel parts had all rusted. Can you give us any
information as to what causes the trouble?

Answer.—Your trouble is one that is frequently
met with by firms in your line. The reason is as
follows: The leather cases were made from what
is termed in the leather trade, salt tanned leather,
that is the salt becomes impregnated in the leather,
and then during the humid weather becomes damp
and throws off chlorine. This coming in contact
with the steel rusts it. The tannic acid also used
in tanning probably acts in conjunction with the
chlorine and sets up oxidizing influences which
blackens the silver-plated surface. Manufac-
turers, who produce such a class of goods, should
use nothing but oil-tanned buckskin for their
leather cases. This material costs a trifle more
but the difficulty noted will never be experienced.
Waxed tissue paper will prevent such an occurrence
so long as the metal does not come in contact with
the leather, but as soon as the consumer removes
the waxed tissue the same trouble would occur.
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Take a Course in Engraving or Improve your Condition as a Watch Repair Man 
.:
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Group of students in attendance at the Horological Department of Bradley Institute. Taken May I. 1912.

The Horological Department of Bradley Polytechnic Institute- offers you a chance to get Watchwork, Jewelry, Engraving and Optics
in a thorough and up-to-date manner. Every student is advanced alongthe line of work as rapidly as his ability and application will permit. You can take any of the above studies, or all of them, as you may think best. Write todayfor one of our latest catalogues. A postal card addressed Horological, Dept. K., Peoria, Ill., will get it. Do not put it off. It means money in your pocket.If you cannot arrange to come with us within the next two months, arrange to enter immediately after the holidays.
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Sheff Patent Ring Forging Machine
THIS ring stretching machine is for jewelers or any one who repairs

or sells rings. It is the only tool on the market for the purpose that
will do perfect work. It stretches all kinds of rings—wide, narrow,

oval, flat, plain or set. A light ring can be sized three sizes and a heavy
one six sizes and do it perfectly. Anyone can easily work it and you
cannot spoil a ring under any circumstances. The ring comes out of the
machine perfectly round and straight and requires no refinishing. You
can size a ring while the customer waits and he cannot tell by appearances
that it has been stretched and will not know how you did it unless you
tell him. This machine is not built on the roll principle but the ring is
pressed into the die and you can put as much or as little pressure as you
wish and you can see exactly what you are doing. It is thoroughly
guaranteed, will never wear out. The most successful jewelry houses in
the country are using this machine. We have had a wonderful sale of it
and do not know anyone who has one who would do without it. Give
it a trial for ten days. Any jobber will furnish one.

Order from your Jobber or send to us Direct. Price, $16.00, ',7„cluddrees, amnalkr,bie,

PENN AVENUE J. SHEFF & CO. : pAswizr 

26TH YEAR OF THE ST. LOUIS
WATCHMAKING SCHOOL

5815 EASTON AVE., ST. LOUIS, MO.

WILL you grasp your opportunity
this year to attend the St. Louis
Watchmaking School? You can

greatly improve yourself—learn how the
practical work is done in all branches of
the jewelry business—and get ready to
take advantage of the fine chances to
make money as they come your way.
You can do all this and more; this very year, in
the St. Louis Watchmaking School.
You take no chances by attending the St. Louis
Watchmaking School. The best is the cheapest
in the end.
The size of your salary depends upon your _Malty
your Knowledge, your Skill; and these depend
upon the school you attend.
We are making it possible and easy for you to
secure full information about our courses, by
simply asking for our catalog.

"WILL YOU ACT NOW ? "—TODAY ?
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Workshop Notes

Subscribers wishing inquiries answered in this department
must send name and address—not for publication, but as an
evidence of good faith. No attention will be paid to anonymous
communications. Questions will be answered in the order in
which they are received.

FRICTIONLESS.—Please tell me in the workshop
notes what two metals would wear least, work-
ing together like bearings of any kind that do
not have a high speed. Nickel and copper it
seems to me would not wear very fast; I mean
where no oil can be used. Steel and iron wear
very fast on account of the rust. Something
that does not rust and will wear but little, if
any to speak of, is what I want.

There are numerous ..,Aloys made on secret or
patented formulas, with various properties
anti-friction, anti-rust, etc. Which one would
be best to use will depend on the design and pur-
pose of your machine, which you do not mention.
You can find out what each of these alloys is re-
commended for by writing to Montgomery & Co.,
105 Fulton street, New York, and J. H. Jolley &
Co., 40 North Fifth street, Philadelphia. Explain
fully the use you want to make of the metal, when
you write to these firms. They will advise you.

ENQUIRER.—a. What is best solution you know
of that will restore gold nearest to its original
color after soldering and how to use same.

b. What is best method in oiling watch?
Should the pivots all be in place when oiled or
is it better to put the least oil possible in the
pivot holes before assembling watch together?
About how much oil should go to each pivot?

(a) The time to act is before you do the solder-
ing. Use an anti-oxidizer, which is a liquid you
can buy from any supply dealer. It prevents
discoloration of the gold by heat. Directions for
using accompany each bottle of anti-oxidizer.
The above refers to cases in which the gold to be
soldered is bright polished or natural color—not
gilded. Pieces which are gilded, such as Roman
or English finish, must be regilded after they are
soldered.

(b) We recommend oiling the pivots after the
watch is put together, except the acting surfaces
of the barrel arbor. The oiled area on the latter
is so large that it is safer to insure its being well
supplied by putting a drop of oil on the upper and
lower bearing-shoulders of the arbor before put-
ting the barrel and cover together. The latter
also applies to broad surfaces in the winding and
setting mechanism. The train pivots should be
oiled so that the oil in the cup of the jewel or bear-
ing comes almost to the top of the pivot—the oil
should be visible in the bottom of the cup, but
the cup should not be filled, else the oil will run
away from the pivot by reason of excessive weight.

GRAVES.—(a) Do you have to use any different
style gravers or any other way of preparing same
to use on the celluloid stuff that is being used so
much now? Also how is the colored fillings
applied to the finished work?

(b) Am called on frequently to open locks to
which keys are lost. How can I make new ones
to fit without old one for pattern. How would I
go at it to make a set of skeleton keys or better
still where could I purchase same.

(a) The gravers used on celluloid or "Parisian
Ivory" are the same as for engraving metal. On
this class of work, the letters are generally very
broad and are made by cutting a series of lines.
somewhat similar to filling in ribbon letters, only,
of course, the cuts are made deeper. For filling
in the letters, you can buy the substance called
" Monofil" from any supply dealer. This material
is put up in assorted colors. It is simply rubbed
into the engraving. The series of lines forming the
engraved letters in the shaded parts, makes a

rough surface which is very effectual in holding
the colored filling.

(b) To answer your question about making keys
would be going outside of the purpose for which this
department is conducted. The subject is a pretty
complicated one, and we do not know how you
could get the information you desire without rely-
ing on your own ingenuity, or taking lessons from
a locksmith. Any good locksmith can make you
whatever you want in his line. There are lock-
smiths in every city of any size; you could find
out the addresses of some, no doubt, by consulting
your nearest hardware dealer.

FLUX.—We are desirous of obtaining the formula
of a gold solder flux and an anti-oxidizer, all in
one. There is such a thing on the market known
as "Ezyflo," but the people withhold the
formula.

It is out of the question for us to give the formula
of a proprietary article regularly advertised and
on the market for sale. The proprietor would
naturally not reveal his secret, since it is his by
right of discovery or purchase. The only way we
could possibly get hold of the formula, would be to
get it by stealth, which of course, we would not do.

PILLING IN.—Will you kindly advise me if possible,
what material is used for filling in black and
colors the engraving of small brass plates and
signs and the method of baking in this material
to get the best results.

For a fine job on small work, hard enamel is
used; this is quite expensive, and must be done by
a man of experience, with full equipment of fur-
nace, power air-blast, etc. On large and cheaper
work may be used black Japan, or Asphalt varnish.
dried on in an oven. The cheapest way to fill in
letters is to rub over them a piece of black "heel
ball" which may be bought at any leather store,
or from a shoemaker if there is no leather store
convenient. This heel ball is a rather soft waxy
substance, and of course is not durable like hard
enamel or even Japan or Asphalt varnish. A quite
satisfactory filling can be had by heating the plate
and rubbing over the letters a piece of black
"Bottum's wax"; this wax can be bought of
dealers in watchmakers' supplies. After the letters
are filled and the plate cooled, you will have to rub
off the surplus wax with emery paper; this will
gray the wax in the letters, but they can be brought
to a glossy black again by warming the plate;
after the plate cools again, the letters will be nicely
filled and the filling will last quite well. This
Bottum's wax filling is much harder than heel ball,
although not as hard as hard enamel, nor as tough
as the varnish mentioned above.

GOLD PLATING.—Would you please advise me if it
is possible, to get a fairly good plate by using
two dry cell batteries with the "No-Battery"
solution now on the market. How can I get a
14-karat bright finish direct from the plating
solution without polishing or burnishing same
(a) In making N gold filled stock I have

trouble with the gold cracking on the base metal.
Will you tell me what causes this. I use copper
for the base metal, and 10 karat and sometimes
14 karat separate. In rolling it out I anneal
frequently, but this does not seem to do any
good.

(a) The only way you can determine the effect
of using the batteries you mention with the solution
named, would be to try it. Experimentation is
the only genuine instructor in such cases.
(b) To get a 14 karat bright finish direct from a

plating solution, first, polish the article highly;
wash it thoroughly in cyanide of potassium solu-
tion, and don't touch it with the fingers after this.
Add to three quarts of regular gold solution, five
drops of carbon bisulphide. Plate as usual. Some-
times you will get the bright plate without trouble,
but if a scum should appear on the work, polish it
lightly with a soft cotton buff using powdered
rouge in water, applied with a camel's hair brush.
Resume the plating. As in all other work of this
kind, experience is necessary in order to have
success.
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Rock Crystal Jewelry

Effective Ornaments That Have Come Into Favor
in Europe

For those seeking something new and different
in jewels nothing is more effective than the crystal
jewelry that has lately come into favor in Paris and
London. It is made of cut rock crystal mounted in
platinum and embellished with diamonds, or black
enamel may be used further to emphasize the clear-
ness of the crystal. Such ornaments are supple-
mented with black velvet or ribbon.
Among the handsome pieces brought over here

are crystal neck chains with glimmering pendants,
bracelets, earrings, brooches, pins and some re-
markable hair ornaments. A crystal tiara which
attracted particular attention by its scintillating
gleam and fairylike appearance had diamonds
mounted on a crystal background. A becoming
ornament is this with the perfectly arranged coif-
fure showing through the almost invisible crystal
and the gems glittering and dancing like fire-
flies about the head.
A neck chain formed of cut crystal cylinders with

links of platinum openwork studded with diamonds
has a pendant of crystal on which diamonds are
set en applique. The platinum setting of the dia-
monds scarcely shows, but raises the gems in a
dainty flower design above the smooth surface of
the crystal foundation.

Another necklace of crystal combined with dia-
monds, the gems in this case being set directly in
the underlying crystal, and a pair of bracelets to
match form a very handsome set. From the neck-
lace, which is of the length that Paris has decreed
shall be worn, reaching past the waist line of an
Empire gown, hang three crystal prisms, each two
inches long. They are cut with facets on the sides,
are sharply pointed and at their widest-part in each
prism four large diamonds are set.
Pendants of this form are found in earrings also,

and when they catch and reflect the light as they
swing they are exceedingly fetching.
Enamel is used effectively with crystal in some

earrings of finely cut drops. From the bar of the
crystal two graceful prisms are suspended, and the
upper part of each one is capped with black enamel,
which is also seen at either end of the bar.

It was with gowns of black that crystals was
worn at the beginning of this, its latest revival, and
especially is it appropriate for wear with gowns of
black and white combined, But the beauty of
crystal in conjunction with colors deep and rich,
such as violet and blue, or with pale and delicate
tints, has been realized and now crystal is seen
on gowns of diaphanous chiffon of canary hue, or
on nile green meteor. What, for instance, could
be more effective than a corsage ornament of dia-
monds and crystal in a natural flower spray of
gleaming light? The flowers—many petalled
daisies, with crystal petals and diamond centers—
are mounted with platinum, and the flower stems
are rows of the very smallest diamonds. Such an
ornament would add beauty and charm to a cos-
tume of any color.
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Good Snappy
Illustrations
will make your newspaper
ads doubly effective. We
have a new series of cuts St
for the best jewelers in the
country. Sold in electro-
types or matrix. Strong,
clever copy included without
extra charge.

WRITE TODAY FOR PROOFS

THE AL. BRUCKHER-SHAFER 
SCHILLER BLDG. CHICAGO, ILL.
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I Old Gold

KANSAS

OTTAWA, KANS.
Draft for $76.22 in payment of old

Gold and Silver we sent you came this
morning. The same is entirely satis-
factory. Will remember you in the
future.

Yours respectfully,
J. C. ARMSTRONG, jeweler.

KANSAS

LEBANON, KANS.
I just received your check for $8.73.

Am more than pleased with the results
as it is more than the other firm has
been giving.

Respectfully,

Skaggs Jewelry Co.

MAINE

NEW SHARON, ME.

Received your check for $8.96 and
same was satisfactory. With thanks.

Yours truly,

W. B. TAYLOR, Jeweler.

PENNSYLVANIA

CORRY, PA.
I write to acknowledge receipt of

your check for $79.25, and state that
your offer meets with my entire satis-
faction. Thank you.

Yours truly,

JAMES B. WRIGHT, Jeweler.

I Sweepings

 0 

INDIANA

TERRE HAUTE, IND.
Your remittance for $40.10 for old

Gold and Silver shipped to you is
satisfactory to me. I like the itemized
statement idea, it lets a person know
what is what.

Respectfully,
H. ScitmiuT, Jeweler.

0  

What Many Jewelers Say
You Can Believe
'THEY tell their own story here. During the

past six months we have received enough
testimonials (unsolicited) that would more than
fill this Journal, and every one carries with it the
"ring of satisfaction" and approval of our straight-
forward method of doing business.
13 Do you wonder that our business grows?
gi Turn your dead stock into Cash and ship us
anything you have in the way of—
Old Gold, Old Silver, Gold Filled
Cases, Gold Frames, Scrap Platinum,
Bench and Floor Sweepings.
(11 Our returns to you are based on actual values.
It is to your interest to get acquainted with us.
q Cash for Old Gold and Silver by return mail.
Satisfaction guaranteed. If our offer is not up
to your estimate, we will return shipment intact,
charges prepaid.

Thomas J. Dee & Co.
Gold, Silver and
Platinum Refiners

OFFICE

24 and 26 W. Washington St.

Chicago, Ill.

 It  I I

WORKS

317 E. Ontario St.

MICHIGAN

CORUNNA, MICH.
Yours of the 24th instant con-

taining check for $15.15 received.
The amount is very satisfactory. The
next time I have Gold Scraps shall be
pleased to send it to you.

Very truly yours,
R. A. HOUGHTON, Jeweler.

 In

 In

-----
I Old Silver I

NEW YORK

ROCHESTER, N. Y.
Your check of the 22nd instant for

$7.72 received, and would say that
your price on Gold exceeds that of
any other company ever dealt with.

Very truly yours,
WALTER G. LAUTERBACH, Jeweler.

LOUISIANA

MONROE, LA.
Your check for $20.53, just received

thia A. M. I beg to state that your
estimate is entirely satisfactory, also
the promptness.
In future, when I have anything I

will be glad to send it to you.
Yours truly,

J. E. LARKIN.

ALABAMA

UNIONTOWN, ALA.
Your check of recent date for $21.96

received, and would thank you very
much for same.
Be assured that we are entirely

pleased and thank you for your
promptness. I shall remember in the
future where you are.

Yours truly,

J. B. MACKEY, Jeweler.

WASHINGTON
WALLA WALLA, WASH.

Received check today for $10.40.
Thank you for promptness and hon-
esty. Hope to favor you with a large
order soon.

Yours respectfully,
JOHN HARDEWICK, Jeweler.

Platinum
•••■■••••••
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AMONG THE TRADE

Colorado

Miss Rose King, formerly with the Schwartz
Jewelry Company, Denver, is now connected with
J. C. Bloom & Co., same city. Miss M. M.
Schmoeger, with J. C. Bloom & Co. has gone to
Boise, Idaho, on an extended trip.

J. C. Bloom & Co., Denver, have sold quite a
number of trophy cups for prizes that were awarded
at the Handicap Shooting Tournament held in
Denver during the week of September 9. Among
the trophies was a very elaborate one which was
three feet in height and presented to Ambrose
McKenzie for his efficient services rendered
in the management of the Tournament.

S. E. Arscott and wife, Denver, have returned
from a two months' vacation spent at Vancouver,
British Columbia.
Mr. Lock, of F. F. Whitting, Jeweler of Long-

mont, was in Denver purchasing a supply of tools
and material and will in the future have charge of
the repairing department of that firm.

James E. Lewis, of the Lewis Jewelers' Supply
Company, Denver, will leave about September
22 on an extended trip throughout the northwest
in the interests of the firm.

Walter Shaperio, watchmaker, of Denver, has
accepted a position with Sam Mayer the Fifteenth
street jeweler, that city.
Dan S. Park, of the Dan S. Park Jewelry Corn-

pany, Cheyenne, Wyoming, has been visiting
Denver on business.
Ray Moorhead, of the Lewis Jewelers' Supply

Company, Denver, will leave on an extended
hunting and fishing trip in the mountains near
Hayden, Colo. Members of the firm and other
employes are anticipating a feast of venison and
fish upon his return.
L. D. Troutfetter, formerly of Monte Vista and

Denver, has bought the stock and fixtures of the
Nelson Jewelry Company, Longmont, Colo.,
where he will continue the business.
C. B. Lewis, president of the Lewis Jewelers'

Supply Company, Denver, was appointed aide to
General Kelley at the annual manoeuvers of the
State Troops at the Rifle Range.
C. D. Anderson, of Syman Brothers, Denver,

has returned from a two weeks' vacation which he
spent at the Sportsman's Inn, in Platte Canon.

Miss Gertrude Hirt, daughter of George Hirt
of the Denver Watch Case Company, Denver,
was united in wedlock to George Schmidt, jeweler
of Portland, Oregon, which city will be their future
home.

Carl Judd, formerly of Denver, is starting in
business in Mitchell. Nebr.
L. C. Honeyman, watchmaker for W. E. Mount,

Pueblo, is visiting in Denver and Estes Park.
J. Freshman, of the J. Freshman Jewelry Com-

pany, of Victor, was a recent business visitor in
Denver.
Mr. Gottberg, of Gottberg and Rudman,

Cripple Creek, was also a business visitor in
Denver.
George Hirt, of the Denver Watch Case Corn-

pany, Denver, has returned from a fishing trip
in Platte Canon. He brought very few fish, but
brought a beautiful assortment of boils and rash,
contracted by coming in contact with some
poison ivy vines, and naturally feels rather sore as
a result of the trip.
A. Rapin, of Central City, is visiting in Denver

on business.
C. L. McLaughlin, of the W. W. Hamilton

Jewelry Company, Denver, has just returned from
a week's outing in Platte Canon and reports that
the less said about fish the better he will be pleased.
Frank P. Allen, of the Bohm-Allen Jewelry Com-

pany, has gone east on an extended trip combining
business and pleasure.

I. 0. Glazier, of Greeley, was in Denver recently
attending the Grand Lodge of the Masons.
W. S. Charles, watchmaker and engraver,

formerly with Louis L. Cohn, Denver, has gone
into business for himself at Cripple Creek.
W. J. Connaton, of Denver, is spending a two

weeks' vacation at Iola, on the Gunnison River,
angling for trout.

The visitation of the stork to the home of Mrs.
Lillie Grant, daughter of William Muckle of the
Denver Watch Case Company, Denver, has made
that gentleman extremely happy and he is now
known for the first time as Grandfather Muckle.
Edward Lehman, of the Edward Lehman Jew-

elry Company, Denver, who has been confined to
his bed for the past few weeks, with a severe attack
of fever, is able to be about and will be found at his
old place of business.

Delaware

C. F. Rudolph, Wilmington, lost by substitu-
tion on the 13 a $300 diamond ring, 74-r', karat
a fine Jaeger's perfect, Tiffany mounting, scratched
inside "dub" and the number 670 or 686. The
two men are thought to have been following
the races which were in town that week, and
it has been found that they were in four other
places besides Mr. Rudolph's, in two of them
apparently looking for tags like his, but did not
succeed in getting any as the ring left lacked one.
Their scheme was to select a ring, pay a deposit of
a dollar and have it laid aside, saying they would
be back in a few minutes with the size. The thieves
are described as follows: One is about 5 foot 1 or 2,
stocky build, low-browed with heavy eyebrows,
wore derby hat. The other is a little taller, weight
130-135 pounds, and had slightly Roman nose
with center between nostrils lower than sides.

Illinois

Charles Jorgenson, Chicago Heights, on Sep-
tember 16 bought the stock and good-will of Axel
Kling.
Werner Von Burg and Frank X. Hellmer,

Quincy, recently opened a jewelry store in the
Stern Building, that city.

Albert Scheidt, Freeport, who formerly con-
ducted the Senate hotel in that city, and his
brother, Antone Scheidt, of Joliet, Ill., have
embarked in the jewelry business at Lewiston,
Mont., their store having been opened some two
weeks ago.

Massachusetts

The jewelry store of F. S. Hall, Fitchburg, which
has been entirely transformed by a complete
rebuilding process that has been under way since
the middle of June, was recently reopened at
194 Main street, the old stand where this busi-
ness has been located since 1867. While the
remodeling of the store building was in progress,
Mr. Hall was located in the store next door,
192 Main street. The store has been widened one-
third by tearing out a stairway that formerly
separated the two stories at that location. The
walls and ceiling have been covered with handsome
decorated steel paneling and a new floor has been
laid. A new modern lightning system has been
installed and down the full length of the store, in
the center of the ceiling, are arranged bronze
shower fixtures, from each of which hang four
electric bulbs on chains. In each of the two large
show windows there are four chain drop electric
lights. The interior of the windows are handsomely
backed up with mahogany-finish paneling which
make most attractive settings for the stock, etc.

Michigan

Harry Lowmiller, formerly of Ishpeming who for
the past few years has been engaged in the jewelry
and drug business in Escanaba, is to be part owner
of one of the finest jewelry stores in the northwest.
Of the store to be fitted up by Mr. Lowmiller and
his business associate, the local paper said:
"As a striking evidence of the success in business
of the firm of Farrell & Lowmiller, who for a num-
ber of years have conducted the West End Drug
& Jewelry store in this city, that firm is to open
what will prove easily one of the most beautiful
exclusive jewelry stores in the northwest at 1123
Ludington street, early in next month.
"The new quarters are to be magnificently

fitted out with mahogany and plate glass fixtures
to make the store one of the most attractive of
its kind in the northwest.

"Special plans for the interior arrangement of the

store and for the fixtures were drawn by an archi-
tect representing the M. Winter Lumber Com-
pany, who came here for that express purpose.
Beautiful mirror-backed display windows are to
be arranged in the front of the store. Immediately
in front of the entrance will be placed a monster
horseshoe show case constructed of mahogany and
plate glass and extending down through the center
of the store will be the remaining show cases. At
the sides of the room will be erected heavy mirror-
backed wall cases, fronted with plate glass and
with no show cases at the sides carrying out a new
idea in store furnishing never before introduced
here. The rear of the show room will be filled in
with mirrors extending to the floor. At the right
of the entrance will be arranged a spacious watch
repair department and in the repair will be the
firm's especially arranged optical department.

Minnesota

J. F. Sullivan, of Blackduck, has been visiting
the Twin Cities on a return trip to his old home in
Canada. Mr. Sullivan visited the Minnesota
State Fair while in the Twin Cities.

Will Brown, who was formerly a prosperous
retailer of Ortonville, and is now located at Los
Angeles, Cal., recently visited the Twin Cities,
enroute for Chicago. Mr. Brown had been spend-
ing some time visiting with his old friends in
Ortonville.
W. J. Churchill, recently bought the jewelry

store of G. F. Tryom, at Wabasha street &
Minnesota street, St. Paul.
John H. Vluntach, formerly of Marble, recently

moved to Bovey.
A new jewelry and repair shop will be opened by

John Langsland, at Rothsay.
George Cook Jr., formerly with P. Salvolainen,

of Virginia, has accepted a position with A. P.
Stebbins, of Thief River Falls.
P. Salvolainen, of Virginia, recently purchased

a block in that city for $30,000 and is fitting up
another store which will be opened under the
management of his brother, Alex. Salvolainen.
A. Stearns will open a new jewelrir store at

Chandler.
Gerald Styles, will soon open a new jewelry

store at Wells.
G. A. Kropp has sold his jewelry establishment

at Gaylord, to Joseph J. Amboy, who has been in
his employ for the past year.
Crane Brothers, of Lake City, recently sold their

jewelry business at that place to A. E. Kaiser.
Swedenburg Hoglund, jeweler of Cannon Fall,

was one of the out of town jewelers seen in the
Twin Cities recently buying goods and attending
to other business matters.
B. Peterson, of Ortonville, made a trip to the

Twin Cities during the past two weeks, attending
the state fair and buying goods.

Nebraska

Scott-Parr Company, Omaha, is the name of a
new firm recently incorporated and which will
open in that city about October 1 with a fine line
of jewelry and novelties, in the City National
Bank Building. The incorporators are Roy M.
Scott and E. A. Parr, who were formerly with
Albert Edholm, Omaha.

New Hampshire

J. W. Russell, of Franklin, has sold out his busi-
ness to Earl L. Lawrence, formerly manager for
True & Blanchard, of Newport, Vt. Mr. Russell
was obliged to sell out on account of poor health.
Mr. Wolfe, with A. J. Potter, of Lebanon, spent

two weeks' vacation in Nova Scotia.
J. S. Shaw, of Franklin, was a recent visitor in

Nashua.
Mr. Gates, of Pawtucket, R. I., recently pur-

chased the business of Doe Brothers, at Woods-
ville.
N. D. Sawyer, of Laconia, has been quite ill for

a few weeks but is improving.
Mr. Bruce, of Laconia, has quite recovered from

a very severe illness which kept him from his store
for several weeks.

Ohio

The first fall meeting of the 24 Karat Club of
Toledo was held on September 24 in the parlors
of the Commerce Club in the Nicholas Building.
This was the first meeting of the organization since
the refurnishing and enlarging of the Commerce

(Continued on page 2033)
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ROCKFORD COMPLETE BRACELET WATCHES
FITTED IN

PERMANENT and SOLID GOLD CASES
SOLID GOLD

Equipped with

ENGLISH LEATHER STRAPS

Assorted Colors
with

Buckles to Match

Permanent Quality

Equipped with

EXTENSION GOLD FILLED

Bracelets

STANDARD MAKE

Fully Guaranteed

The Rockford Watch Co., Ltd.
ROCKFORD, ILLINOIS

DESIGN

PAT. 4PRIED

FOR

THAT WILL

BOOST YOUR

SALES AND PROFITS

BEWARE
OF

UNSCRUPULOUS COMPETITORS
and the lowest forms of competition
with which we must contend. Do
not accept a substitute or one-just-
as-good--but insist upon

GENUINE C. W. T. CO. SIGNS
Permit us to send you our complete

G1A55ES
MILD

FOR SALE BY YOUR JOBBER
We are the originators of these new designsand they are manufactured by us from theraw material to the finished article and fully
guaranteed.

CHICAGO WATCH
TOOL CO.

Grand Ave. & Robey Stn., Chicago, III.

DESIGN

PAT. APPLIED

FOR
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Among the Trade

(Continued from page 2031)

Club quarters. No business of special importance
was booked for the meeting. Officers for this
organization are elected in the spring.
"Our 'Hasten to Heeson' slogan still holds

good," said Mr. Heeson, Toledo jeweler, "and our
business has been fine during the past few weeks.
We have had an unusually good business during
the first fall months and the prospects for holiday
trade are of the best. We have already laid away
quite a few Christmas presents including gold
watches and some fine diamond pieces."

W. H. Ricaby & Co., Toledo, have leased new
quarters at 411 Adams street, and will move into
the new location from Monroe street about the
middle of October. The new rooms are being
remodeled and it is expected that the new store
will be as handsome as modern art can make it.
President Ricaby, while long rcalizing that a move
was necessary, has been loath to move from the
old stand as he has been located there for aquarter
of a century and has witnessed the growth of the
town in the other direction. He remembers a
time when Monroe street was the great business
center of Toledo, but it has now deteriorated into
a commission house center.
The Merrill-Broer Company, Toledo, reports a

splendid business in diamonds of a fine quality.
The same report is being made by nearly all
jewelers. The George Kapp Company, reports the
sale of some extra beautiful diamond pieces recently
and large stones are also being sold. The same is
true at the J. J. Freeman Company store, and in
fact nearly all jewelers who make any sort of a
specialty of diamonds are reporting a good business.

M. A. Bell, of the optical department of the
George Kapp Company, Toledo, has purchased a
fine new home on Lawrence avenue.

0. L. Altenberg, of the L. Beckman Company,
Toledo, read a paper on "Physiologic Optics"
before the Michigan State Association at its
annual meeting in Detroit recently.

George Adamson has opened up a new wholesale
store in Toledo and expects to cater largely to the
habberdashery supply trade. He is located at
846 Ohio Building and has elegant quarters.
C. K. Merrill has returned from a two weeks'

business trip through Ohio towns.
The delivery motor truck used by the J. J.

Freeman Company, Toledo, was run into by a
street car. The car was ruined and the chauffeur
badly injured.

Albert Perry, of the Merrill & Broer Company,
Toledo, has returned from a delightful two weeks'
vacation spent at Springfield, Dayton, Cincinnati
and Michigan. Mr. Perry attended the ceremonial
at Antioch Shrine at Springfield which was also
visited by a number of other Toledo Masons.
Mr. Perry feasted on frog legs while in Michigan
declaring that 100 Of these delicacies were among
his spoils.

Business at the Wolcott & Kapp Company store,
Toledo, is fine. "We are more pleased every day
we are in this new location" said Charlie Kapp.
"We have more business here in a week than we
had in a month in the old place which shows just
how much depends upon location in the jewelry
business. There we were on the wholesale side
of the street and when any one came to the store
it was because for some reason he had singled out
this particular establishment for some particular
reason. Here dozens of ladies 'just happen' in
every day. We are surrounded by stores that
attract women and it is the women who do the
buying. They pass by going on some other errand,
are attracted by something displayed in our win-
dow, or just want to come in out of curiosity and
once there become buyers."

Mrs. Garyn, an actress playing at the Lyceum
theatre in Toledo, had a splendid gold watch
begemmed with diamonds stolen from her dressing
room one night during the progress of the play.
The home of M. N. Isenberg, Toledo, was entered

during the absence of the family, and some valuable
rings and a small sum of money stolen. Mr.
Isenberg is head of the Isenberg Brothers Com-
pany.
Ira Dresbach, a Tiffin jeweler, is planning a

hunting and fishing trip through Michigan in the
near future. He will visit Toledo friends on his
way to the Michigan lake region.
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L. Comlossy's Madison avenue store, Toledo
will be headquarters for Ansco cameras, films and
photographic supplies in the future, Mr. Comlossy
having put in this new department recently.
Wilbert Kinker is in charge of the developing and
printing department.

Sheriff Heald and Deputy Shoecraft, of Bowling
Green, are developing reputations as regular
Sherlock Holmes detectives and are kept busy
hunting missing jewelry. Last week they ran to
earth a youth who stole a diamond stickpin and
two diamond rings, worth about $300, from the
residence of Mr. and Mrs. Clarence Potter where
he had been visiting. The jewelry was recovered
and the lad's name withheld from the public.
The amateur detectives are this week at work on
the theft of a number of rings and a fine gold
watch from the Court street home of Mrs. Jesty
Hooker. The house was entered through a window
which had been forced open. The rings belonged to
Miss Frederica Hooker and were quite valuable.

C. C. Cobb, sales manager for the Conklin
Fountain Pen Company, Toledo, is confined to his
home by illness. Mr. Cobb suffered severely with
a carbuncle on his neck and it is thought that he
is still suffering from the effects.

Joseph Welf, jeweler of Cleveland, recently pur-
chased the property of Thomas Quinn, located on
the northwest corner of Superior avenue, N. E.
and East One Hundred and Twenty-fifth street, in
the new business district. The land has a frontage
of 134 feet on Superior avenue, N. E. and 120
feet on East One Hundred and Twenty-fifth
street, and is said to be one of the most attractive
pieces of business property in the East End.
Chase Hofman and Leslie Green, of the Arcade

Jewelry store, Springfield, have returned home
from New York City and other eastern points,
where they spent the past ten days selecting
Christmas goods for the store. A large assortment
of new lines were purchased for the holiday trade.

Oregon

Emil Brophy, Ashland, has severed his connec-
tion with the Whited Jewelry Store and is suc-
ceeded by Mr. Carr a young man from Greenboro,
N. C., and a friend of Mr. and Mrs. F. Whited.
Mr. Brophy expects to move to San Francisco
where he will enter the business of watchmaker
with a friend.

Pennsylvania

Albert Weegmann, the well-known jeweler of
Cambria City, died on September 16 at his home,
310 Broad street, after a long illness of a com-
plication of diseases. The deceased was born in
Germany August 12, 1852, and was a watchmaker
by trade, having served his apprenticeship in
Germany,. where two brothers and two sisters
reside. Mr. Weegmann came to Johnstown about
30 years ago to work for jeweler Louis Luckhardt,
now deceased, going into business for himself soon
after the Great Flood of 1889. Besides his brothers
and sisters, Mr. Weegmann is survived by his
widow.

Vermont

Mr. Brown, with Phillips & Lucas, of Mont-
pelier, spent his vacation at the Lakes Champlain
and George.
W. H. Goodfellow, Jr., of W. H. Goodfellow gr

Son, of Barre, spent his vacation at Lake Champ-
lain and Mr. Morrison of the same firm spent his
vacation touring Maine via auto.

Gordon Riddell, of Barre, has moved his office
from up stairs to a new location on the street floor.
E. 0. Holmes, of Barre, spent his vacation

making short trips in his auto.

Washington

It has been recommended through communica-
tion to the City Council of Tacoma, that $1,660
be included in the next budget, to give the City
Hall Clock an overhauling.
W. J. Fritz, of Fort Townsend, is enjoying a

three weeks' camping trip in the mountains.
Omar Johnston, of Colfax, recently lost some

money through a transaction with a ranch hand.
It seems that he sold the ranch hand $6 worth of
merchandise, and gave $19 cash, change for a
check of $25, which was reported to have been
drawn by St. Peter & Co. in favor of Henry
Kryman. The man had been harvesting at the St.
Peter ranch and was given a small check.

Washington, D. C., Jeweler
Cleverly Robbed by Girl

Had Visited Store Many Times and Purloined Six
Rings Before Being Suspected

Washington, D. C., September 24.—Two pretty
and well dressed young women of sixteen years
appeared before Judge DeLacey on charges of
petit larceny preferred against them by Mr. C. F.
Karr, jeweler, 614 Thirteenth street, N. W., from
whom they had obtained rings to the value of a
little over $100.
When taken before Inspector Boardman, at

Police Headquarters, the girls broke down and
confessed to having visited Mr. Karr's store a half
dozen times, each time getting away with a ring.
It is said that their methods of operation were those
of substitution known as the "pennyweight"
game. They would enter the store together, look
at a tray of rings and when an opportunity is
presented, substitute a cheap ring for one of more
value, and depart before the theft could be dis-
covered. That they were adepts at the game is
shown by the fact that they got six rings before the
thefts were detected.
Remembering that the girls had been in the

store a number of times previously, when they last
visited the store Mr. Karr became suspicious and
on looking over his stock of rings found the six
substitutes. He immediately notified the police,
giving them a good description of the girls and
Detectives Howlett and Pratt soon picked them up.
Two of the rings were found upon them, three

more were found in pawn shops, while no trace
can be had of the sixth one.
The girls who gave their names as Helen Wood-

ward and Lottie Lohl, with residences in this city,
have been released under bonds.

Letter to Jewelers
Number 28

George H. Tucker (first V P Illinois
Retail Jewelers Association), 731 West
47th Street, Chicago, sending check $24.75,
writes: "Send twenty Vatti. If they are
as good as your advertising, they'll sell."

Later: "Vattis received, I like them;
they'll go." (Bear in mind, Vatti is only
a few months old.)
Joe Neubeiser, Belle Plain, Minnesota,

sends $5 for four; then $14.85 for a dozen
(this minute here comes $5 for four more);
and he writes: "They're better than mine
that cost $1.35 each with 10-year guarantee;
I get $2.50 for them; too good for $2."

Vasaly & Wetzel, Little Falls, Minnesota,
ordered a dozen as sample February 24;
and, on March 28, they ordered more and
wrote: Well pleased with advt-helps.

A. W. Kesler, New Albany, Indiana;
"Rosaries here; satisfactory. Send 50
each Nos 1 and 2 letters." Two weeks
later, orders another dozen.

Nail & Sigler, Shelbyville, Indiana,
writes, "I have the Vattis. Send 350
letters each Nos 1 and 2, and 200 Little
Mary books." (When a jeweler sends for
a book or a letter, he's going to pay the
postage on it. That means more business.)

These men are not going to let the
department stores gobble-up the rosary
business nor Catholic jewelry business.

Vatti Rosary Co.,;106 Fulton Street, New York
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Dozen $1?-r,
or all makes Gross islZED

Each 4 . 25
Dozen 421P

The highest attainment in The manufacture of Mainsprings a. Oil.
Fully Guaranteed

SWARTCHILD & COMPANY
Write for our latest catalogue No. B.I4 the largest- publication ever issued.

Unequaled at any price.

HEYWORTH BLDG., CHICAGO
COR. MADISON Sr. a WABASH AVE.1
Sent free upon app licaflon.

Save all Your Filings, Floor Sweeps,
Scraps and Sink Waste

IT PAYS!
You may think it is not worth the time

and trouble required to take care of it but

There Are Thousands of Dollars Lost

each year through waste in the jewelry stores. A part of that loss
is yours unless you save every bit of old jewelry, scraps, floor
sweeps, sink waste, filings, etc. and have them refined.

Gold, Silver and Platinum are precious metals.

If you will send what you have in this line to us at once, we
will refine it for you at a low charge or buy it of you and pay high-
est prices as we need more metals for our manufacturing purposes.

W. E. MOWREY, 1435 University Ave., St. Paul, Minn.
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The Black Opal

How Australia's Unique Gem Is Mined in

New South Wales

About 500 miles north-west of Sydne
y, and near

the Queensland border, is Lightn
ing Ridge, the

home of the black opal. The work
ings stretch for

miles around. The only semblance of order is

where the scrub has been cleared
 away to make

room for a couple of streets, along 
which are the

hotel, post office, police station a
nd a few wood

and iron stores.

At present there are about 300 
men working

on the field, but few of them are
 on opal. The

shallow workings of the field, where the opal

was got from the surface downwards
, are all worked

out. Those were the good times, whe
n a shaft

could be bottomed in a couple of
 days, the opal

taken out, cleaned, faced and s
old within a fort-

night—that is, if the miner was l
ucky enough to

"bottom" an opal. The men are 
now working on

what is known as " The Hill," w
here the depth of

a shaft varies from 40 to 60 fe
et, and parties of

two, three and four now work 
together.

The claim, consisting of 100 by 10
0 feet, is first

pegged out as close to a payable cl
aim as possible.

A site is erected for the shaft, and wo
rk commences.

The shaft is about 5 feet long by 2 w
ide, and usually

goes through solid sandstone from the start.

Given good sinking, two men w
ill bottom a 40-foot

shaft easily in a fortnight, usin
g explosives when

necessary.
When the sandstone stratum ha

s been gone

through, the opal dirt, which is
 really fairly soft

rock, commences. It is generally 
separated from

the sandstone by a thin, very
 hard band of rock,

varying from 2 inches to a foot in 
thickness. The

miners call this the "steel band
."

" The Steel Band"

When the miner reaches this b
and he begins to

speculate. Will it prove another duffer? Or will

his pick unearth a nest of th
e beautiful gems that

he has been spending months
, or even years, of

hard work seeking?

In the "steel band" have been
 found some very

beautiful opals, but it is usual
ly underneath it,

pressed hard between the opal dir
t and the band,

that the best opals are found.
 At times they cluster

like oysters, so close to one 
another that the blade

of a pocket knife can hardl
y be pushed between.

Sometimes the opal is a couple
 of feet below the

band; often it is more, and ha
s been mined as far

as 20 feet down. Potch an
d color are the only

traces the miner can go by. 
Potch is in reality

poor opal, but it often leads
 on to good opal. A

dark reddish tint running th
rough the opal dirt is

the other guide. But there is no certainty of

striking opal. Whole claims have b
een worked out

on potch and color, but never 
an opal found.

If potch or color shows whe
n the miner, or

"gouger," as he is usually ca
lled, sinks through

the opal dirt for a depth of abo
ut 6 feet, he gener-

ally starts a drive about 4 feet
 high by 3 wide and

burrows his way in for 20 or 3
0 feet, following the

colors as they twist and turn, u
ntil they ultimately

"cut out" or lead him on to 
opal.

Where the opal may be at any 
depth the men

usually work in a 6-feet high dr
ive and tunnel their

way in for 40 or 50 feet, and of
ten more. Much of

this driving is done on the " bli
nd," that is, working

without a single trace of either 
potch or color—

just a bare wall of rock in front
. As the men work

their way in they shovel the mu
llock into the bot-

tom of the shaft, where it is 
piled up ready for

hauling. Hauling the mullock is
 the worst part of

the work, and takes place twice
 a day.

Men may drive a shaft in all 
directions, even on

the best of traces, and finally
 have to give it up

without finding a single opal. 
The drives stretch

out from the mouth of the 
shaft very much like the
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tentacles of an octopus. Some are low 
and narrow,

some run so far that their end is lost in
 darkness.

A Gem Find

In a low drive the gouger, stripped t
o the waist,

sits in a crouching position, the ca
ndle shedding

its feeble light around him and sho
wing in relief

the "face" at which he is workin
g. Using his

light driving-pick carefully, the gou
ger's whole

attention is concentrated on the face 
of the rock

immediately before him.
"Crack!" A sound exactly like the bre

aking of

glass. The gouger drops his pick and, be
nding

forward, seizes his candle and holds it
 at the face.

In the rock is a splendid black gem, a fie
ry bar of

color running through the inky potch.

It is a moment of great excitement for the
 gouger

as he informs his mates of his find. 
Then they

hurriedly join him below to view th
e beautiful

thing. And a good black opal seen in the f
ace

down below by candlelight, the sand 
and potch

just chipped off the edge by a lucky 
blow of the

pick, is indeed a beautiful sight. The colors

flash and scintillate as the candle is he
ld before it,

bright orange melting into liquid red and 
again into

dancing green.
Then the men enter into eager consul

tation.

" Is it solid, or is it sandy?" One holds
 the candle

while the other gently gouges above
 and below

the precious stone.
"Click!" The gouger utters an exclamation,

mostly a bad one, and holds the candle
 at the face.

He has struck another stone, a smaller
 stone, and

through the sand and dirt can just se
e the bright

colors of another opal. They are "on it"—no

doubt of it this time.
The first stone is safely got out, and ea

gerly the

men clean the sand from its edges an
d examine it.

With the aid of a pair of snips the p
otch is cut

away from its edges, each snip reveal
ing further

color and disclosing the value of the st
one.

The first stone is put carefully away,
 and the

gouger sets to work again. If he is on 
a big potch,

with the opal clustering very closel
y together, he

may drive for three weeks or more an
d cut away

only about 6 inches of ground a da
y. He works

very carefully and slowly, never q
uite knowing

where the next opal will be and always 
on the look-

out against smashing a good stone.

Mine " Ratters"

It is customary when an opal is fo
und for the

men to work all night. This has been brought

about by the " night-shifters," or "
 ratters "—men

without the slightest principle, w
ho live on the

miners by finding out who is getting o
pal, watching

them to their camps at nigh
t, and then going

down the claim and working 
like demons all

night. Many a gouger has knocked off work

in the afternoon after stri
king opal, and, going

round the stores and among th
e camp-fires at

night, excitedly told of his good luck
, only to find

on going below next morning a
 7-foot drive where

he had knocked off the night bef
ore, a great heap

of mullock, broken potch and fragm
ents of smashed

opal, evidences of the ruthless ha
ste with which

the " ratters" had worked in his 
absence.

Dynamite caps are often placed in 
the face by

miners when on opal for the benef
it of "ratters";

so that if they visited the claim i
n the night and

commenced working, they would very likely

strike a cap with the pick and cau
se an explosion.

But, so far, they have been too 
cunning to fall

into the trap.
In cutting an opal out, another is of

ten dislodged

by the pick and falls to the floor 
unnoticed. When

the mullock is sent to the surfac
e eight or nine

men are often seen sprawling all 
over the dump,

examining every piece of potch an
d breaking the

lumpy opal dirt on the look out for 
a stray stone.

From one dump recently over 100
 pounds' worth

of opal was thus secured in a mo
nth, and the loss

to a careless gouger is often cons
iderable.

Three Grades

Opal is classed ready for sale in thr
ee grades and

is sold either "in the rough" or 
"faced." In the

rough the opal is just as it was wh
en dug out of the

ground, except that it is snipped r
ound the edges

so as to give a better idea of t
he quality of the

gem. The buyers, as a rule, pre
fer the opal in

the rough. For though it is a ga
mble, they have a

better chance of securing a valuable
 stone at a

ridiculously low price. A stone, or a parcel of

stones (opals are mostly called stones on th
e field),

may look to be worth, say, £80, in the rou
gh, but

when faced prove to be worth £150. On
 the other

hand, when put on the "wheel" a sto
ne may

diminish in price to a third of its estimate
d value.

A stone may look beautiful before being
 faced,

but when put on the wheel prove to be
 full of

sand cracks, or its colors obscured by po
tch, or

the face of the stone "scummy."

But mostly it is the other way. Stones have

been purchased by the buyers for $25 in th
e rough

and sold for $150 to $200 when face
d. Quite

recently one of the buyers bought a pa
rcel for

under $100 in the rough. One of the sto
nes when

faced turned out to be a beautiful bla
ck gem,

for which $900 was offered. But stones l
ike that

are scarce.
As the buyers give very poor prices for s

tones

in the rough, the gougers generally have th
eir opal

cleaned and faced, and sell the parcel on its
 "face"

value. Facing opal is the process of grindin
g

away the potch and sand from a stone, t
hus show-

ing the opal at its best and ready for the 
jeweler.

The facing machine is similar to a den
tist's

lathe, and is worked by foot with a treadl
e wheel.

On the lathe head is a rapidly-revolving 
carborun-

dum wheel. The opal is first held to the
 revolving

wheel until all waste matter is removed
, leaving

the colors of the opal showing to their
 best ad-

vantage. The wheel is then removed and
 replaced

by a wheel of coarse and fine emery pap
er, which

takes any scratches out of the opal and 
helps to

brighten the colors. The stone is finel
y polished

with jewelers' rouge on a revolving felt
 wheel, and

after being valued is ready for sale.

Cutting the Gem

Though there are professional opal cut
ters on

the field a number of gougers have the
ir own

machines and do the cutting themselve
s. Con-

siderable experience of opal and the m
achine is

necessary before a man becomes a successful

cutter, as one turn too many of the w
heel may

easily spoil a good stone and take money
 off its

value.
The gouger, if he is an old hand, generall

y values

his opal himself. When a buyer comes
 to the field

the gouger takes his parcel to him. T
he buyer

generally does his buying in an ill-li
ghted room

and spreads a piece of newspaper on th
e table so

that the opal may show to the wor
st possible

advantage.
Some of the sellers will ask the price the

y think

their opal is worth; and not all the ba
rgaining in

the world will get it from them for a
 penny less.

On the other hand, one or two of the 
buyers offer

a price and will come very little higher
.

There are four resident buyers always 
on the

filed; and buyers from Sydney, Mel
bourne and

Adelaide make occasional visits. Every now and

then a buyer from London, America,
 Berlin, or,

at times, France, visits the field; and 
the gougers

look forward to their visits. As a rul
e they bring

a decent amount of capital and give a be
tter price

for the opal than the local buyers.

The highest-priced stone ever obtaine
d on the

field by a buyer was secured for $510. 
There have

been a few stones that brought $500
 apiece. One

stone in its rough state was sold for $
500. Another

black stone when brought to the sur
face, fell into

five separate pieces, but proved to b
e beautiful

opal. The five pieces were sold for $
1,275.

About the biggest potch ever mined i
n Lightning

Ridge was struck by a party of th
ree. For years

they had had very indifferent luck. 
They were on

the point of leaving the field disgu
sted, when one

suggested tossing up to see if the
y would sink

one more hole. The shaft won the
 toss, and in the

bottom of the forlorn hope they took
 nearly $5,000

worth of opal. In two months' time
 they mined a

little over $15,000 worth.
The most surprising fact concernin

g the black

opal is its low price compared wit
h that of other

precious stones. The dazzling beaut
y of the black

opal has not yet attained the high 
place in popular

favor it deserves. For though the black opal is

found at Lightning Ridge and now
here else in the

world, there is a general belief tha
t it is not rare.

As a matter of fact, really good s
tones are more

rare than almost any other preci
ous stone. And

the fact that the black opal cannot
 be successfully

imitated is another reason why it s
hould command

higher prices. By I. L. Idriess, in 
the Lone-Land.
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Do You want
a Big Holiday
Business?

If you do —send
us your order at
once—

You can pay for
the clock January
1, 1913.

It works for you day
and night and will
pay for itself in in-
creased trade and
will last a life-time.

This is a trade-getter
and to be up to the
times you should
have one.

Any lettering in gold
leaf on dial or signs
you wish—no extra
charge.

Clock fitted with
opal ribbed dial
like above

$1502"

It's up to You

Brown Street Clock Co.
MONESSEN, PA., U. S. A.

A thorough Correspond=
ence Course in the best
known Optical College in
the world for only $15.00

When we say that the South Bend College of Optics
is the best known optical college in the world we are
stating a real truth.

We have a larger number of graduates in the field
than any two other colleges combined.

Our students are in every State and Territory in the
United States: in every province of Canada; in Mexico,
Central America, West Indies, South America, Europe,
Asia, Africa, Australia, New Zealand and Hawaii,
Bermuda and the Fiji Islands

We have testimonial letters in praise of our system
from all of these States and Provinces and Countries.

We have letters from prominent oculists and medical
professors saying our correspondence course is the most
thorough of any they have ever seen.

Several thousand students have paid us ft5.00 for
the same course that you can now secure for only $15.00.

When the leading oculists and opticians all over the
world endorse our system—men whose testimony could
not be bought at any price—you will surely take no
chance in enrolling with us. We simply offer you the
best that is to be had in optical instruction.

We would like to send you free our 64-page prospectus
which tells all about our course of study and contains the
names and addresses of scores of our students and what
they say of us.

It tells why we can afford to give you this course at
less than two-thirds of the regular price.

It will only take you a minute to write us a postal and
it will bring full particulars by return mail.

The South Bend College of Optics
(CHARTERED)

ESTABLISHED 1893

Suite I, Kamm Bldg., South Bend, Ind., U. S. A.
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Washington, D. C., Notes

Washington, D. C., September 23.—Business

during the last month has been very quiet. There

has been little jewelry sold although repair work

of all kinds continues to come in. Many of the

retailers of Washington are confident of a good

Fall business regardless of the fact that this is a

presidential election year.
Miss Tanena Desio, with Victor E. Desio, 1107

F street, N. W., was a visitor in New York and

Boston last month.
H. M. Jacobson, of H. M. Jacobson & Son, 927

G street, N. W., who has been spending a part of

each week at Atlantic City is back on the job

permanently due to the ending of the Summer

Season.
J. A. Whitman, with Berry & Whitmore,

Eleventh and F streets, N. W., spent a very

enjoyable vacation at Asbury Park, N. J.

A. S. Heller, buyer for the jewelry department

of the Palais Royal, was in New York recently

purchasing goods for his department.
George W. Spier has been appointed a member

of the committee composed of 100 business men of

Washington who will co-operate with the national

committee (congressional) in its efforts to establish

a world's permanent exposition in the national

capital. This proposed exposition would consist

of a group of buildings, one being erected by each
state, wherein would be exhibited samples of the
natural and manufactured product of the states.
Each state would care for its individual building.
Mr. Spier is president of the Retail Jewelers'
Association of the District of Columbia, a promi-
nent member of the Retail Merchants' Association
of Washington and of the Washington Chamber of
Commerce and is very active in all commercial
matters.
M. J. H. Ketner, a salesman with Charles

Schwartz, late last month met with the sad loss
of his son Albert J. Ketner. Young Mr. Ketner,
who was an electrician met his death through
contact with a live wire while at his work. He
was twenty-four years old, a popular member of
the District National Guard and in addition to his
father he is survived by a wife and baby.

Morris Blumenfield will shortly occupy his
new store in the block above the one in which
he is now located. His present address is 2914
Fourteenth street, N. W.

Laurence Heller has left for Philadelphia where
he will attend the University of Pennsylvania.
Upon his graduation from the Central High School
young Heller was awarded a four years' scholarship
in that University. He is the son of Sidney Heller,
jewelry buyer for the Palais Royal, and a nephew
of Joseph Baum.

J. F. Jarvis, dealer in souvenirs and jewelry
novelties, will give up his store at 1431 Pennsyl-
vania avenue, N. W.

' 
and remove the stock to his

other location at 135 Pennsylvania avenue.

Lawrence Wehrheim has opened a jewelry store
at 508 Ninth street, N. W., under title of the
Lorenz Jewelry Company.
About seventy-five of Washington's most promi-

nent retail dealers participated in the meeting of
the Retai Merchants' Association, called for the
purpose of effecting the reorganization of that body.
In view of the fact that the association is now
starting out as an independent organization, having
severed its connection with the Chambers of Com-
merce, an increased number of officers, a new
constitution and bylaws, and a definite policy of
procedure is necessary.

After considerable discussion, it was decided
to divide the members into trades committees,
each with a chairman who will also be on the board
of governors and A. D. Prince, of R. Harris & Co.,
was accordingly selected to head the jewelry trades
committee, and M. A. Leese, the optical com-
mittee. In all thirty-one chairmen, one from each
trade represented by the membership, were elected.

On the jewelry committee are: Mr. A. D.
Prince, of R. Harris & Co., chairman; Lewis

Callisher, Edwards & Zanner Co.; Horace M.
Fulton, Galt & Brother; John Hansen, of Schmedtie
Brothers; Andrew 0. Hutterly, J. S. Kann,
Henry C. Karr, Isidore Saks and Charles Schwartz.
Duhn and Martin, who carry a large line of silver-
ware; S. N. Meyer, who handles novelties, and
the various department stores will be interested
more or less in the work of this committee.

Reorganization of the
New England Watch Company

The New England Watch Company, Water-
bury, Conn., is being reorganized with all possible
dispatch under the competent direction of Franklin
A. Taylor, who is manager for the receivers. The
reorganization, as now in process of completion,
will mean general and material improvement in
the product, the plant and the policy of the com-
pany, greatly to the benefit of all concerned, in-
cluding the jewelry trade. Particular attention is
being paid to the perfection of the watches now
being turned out, the timing and inspection of
which are being given the greatest care and skilled
attention. An innovation in the policy of the
company which will meet with the approval of the
entire trade is its plan to market its product hence-
forth through the jobbers only. Under the new
management some of the movements have been
standardized and their special merits are meeting
with general trade approval. The jewelers will be
gratified to learn that the company, strengthened
and reinvigorated by the reorganization, is now
starting on a new era of prosperity, the factory at
present running full time with a most encouraging
outlook.

Good Times Boom
Jewelry Business in Texas

Dallas, September 20.—The prosperity which is
now spreading over the country generally is much
in evidence in this city and state. The jewelers,
after a long period of comparative depression,
have been much encouraged by recent develop-
ments and are looking forward to a prosperous
Fall and Holiday trade.
The local wholesale trade look forward to an

unusually busy time during the Texas State Fair
which will be held here beginning October 12. This
fair has become a regular annual institution and
achieves greater success each succeeding year. It
is expected that the visiting crowds this fall will
surpass in numbers all previous records and a
goodly proportion of these will doubtless be mem-
bers of the retail jewelry trade.
The wholesale house of Shuttles Brothers &

Lewis is making elaborate preparation to take care
of the visiting trade and will continue their custom
of serving meals to patrons. This firm reports the
following out-of-town customers as having made
their regular fall visit for the selection of holiday
stock.
Texas:—J. P. Woods, Bastrop; W. F. Tritt,

Bishop; A. R. Bailey, Brenham; M. 0. Curry,
Brownwood; A. F. Bartisch, Edna; R. M. Duffy,
Franklin; E. Meyer, Groesbeck; V. Hafner,
Hillsboro; W. P. Baumgartner, Goliad; I.
Tendler, Schulenberg; D. B. Seib, Teague;
Thomas Nolen, Thorndale; A. P. Ellis, Thornton;
J. C. Mansell, Trinity; S. R. Glidewell, White-
wright; J. J. Crundwell and wife, Morgan; Dennis
Newton, Waxahachie; H. S. McGregor, Ferris;
J. B. Otto, Kingsville; C. E. Bowman, Bonham;
W. H. Denson, Bowie; Clyde Moore, Ennis;
S. T. Wilhoit, Forney; A. A. Blasengam, Kemp;
J. P. Good, Kilgore; George E. Cordill, Lone Oak;
Swift Brothers & Smith, Nacogdoches; B. L.
King, Palmer; W. R. Jay, Rockwall; E. Johnson,
St. Joe; Glen A. Coulson, Greenville; George Tay-
lor, Terrell; Kennedy Brothers, Wolf City; W. H.
Gumm, Van Alstyne; Gus Schorsch, Abilene;
Knox Pittom, Ansom; H. H. Cassels, Canyon;
W. F. Dietrich, Cleburne; R. W. H. Hamilton,
Comanche; Mrs. J. T. Johnson, Colorado; H. D.
Monroe, Grandview; Charley Abbott, McKinney;
W. H. Wentland, Manor; J. I. King, Mason;
A. Weatherford, Plano; R. E. Strange, Sherman;
H. G. Towle, Snyder; J. B. Looney, Teague;
W. E. Davis, Winters. Oklahoma:—M. Gott-
lieb, Frederick; W. F. Johnson, Holtis; R. H.
Kilgore, Marietta.
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ITEMS OF INTEREST

Alto L. Johnson, formerly of Donaldsonville,
Ala., recently bought the entire store of H. J.
Tippett, Ozark, and has taken possession of same.

A. E. Beauregard, Danielson, Conn., will open
for business in that city on October 1. Mr.
Beauregard, for the past six years, has been em-
ployed by Goffe and Son, of Pawtucket, R. I.

On September 9 the wife of R. E. Grigsby, a
jeweler of Winfield, Iowa, presented him with
triplets. Mr. Grigsby is the third jeweler of this
town to have triplets arrive in his family during
the past year.

The Leffler Jewelry Company, Gainesville,
Texas, was dissolved sometime ago but the business
will be continued in the name of H. S. Leffler, he
having purchased all of the outstanding stock. The
other men of the firm not being familiar with that
line of business, were interested only from a
monetary standpoint.
The Spencer Optical Company, New York,

are issuing a very neat little booklet of twenty-four
pages which will be interesting to all purchasers
of optical goods. If you have not already received
one, they will be pleased to send you one free
of charge on application. Some reductions have
been made and other goods listed.
A. G. Bedford, Ionia, Mich., has decided to close

out his business. Bedford's has been a landmark
in Ionia for forty-five years. The business was
originally established during the old lumber day
of 1867 by Allison & Bedford. Later Mr. Allison
withdrew and Mr. Bedford's father, R. H. Bedford
continued alone for a number of years.
M. Flatau & Son, Chickasha, Okla., on September

9 sustained a loss of between $400 and $500, when
a burglar broke off the moulding around their plate
glass window, making a hole large enough to admit
his hand. As he placed the bits of broken moulding
between the screen door and store door, the broken
window was not noticed until 6.30 a. m. when a
passerby notified the owners and police. The
diamonds usually on display had been placed in the
safe.

Stinson Brothers, New Decatur, Ala., have
favored us with a photograph of an interior view
of their handsome store. This establishment is
conceded by the traveling men who have oppor-
tunities for comparison to be one of the prettiest
in the state. The new fixtures are in mahogany
and designed after the very latest models approved
by experts in jewelry store furnishing.
One of our subscribers offers $25 reward for

the return of an 18 size, solid gold, open face,
Patek, Philippe watch, with both movement and
case numbered 69,264. The watch was stolen
March 1, 1910 from an Indianapolis man while
in St. Louis, his room being robbed and several
other articles of value being taken at the same
time. It is possible that this watch may have
come under the attention of some of our readers
for repairs. Information may be forwarded to
this office.
The Major Fountain Pen Company, Toledo,

has moved from their former location in the
National Union Building to new and larger quarters
at 1206 Adams street. This concern manufactures
their well-known fountain pens under a special
filling device patent. A jewelry store is operated
in addition to the manufacturing establishment.
The concern was incorporated about a year ago
with a capital stock of $50,000 for the manufacture
and sale of fountain pens and jewelry. The officers
are: president, Major F. Skidmore, vice-president,
D. W. Bliss, secretary-treasure,r E. L. Skidmore.
E. L. Skidmore also acts as sales manager for the
concern. Agents have been established in the
near-by territory and there is a special representa-
tive covering Florida, Georgia and South Carolina.
Said Mr. Skidmore: "Our business is growing
nicely. We have a splendid device and have every
confidence that in time it will take hold and be a
money maker. It takes time to develop new
things. If we had the money to place thousands
of dollars worth of advertising immediately it
could be done more quickly, but we are working
more slowly and conservatively, but quite as
surely."
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"The Force That Makes a Leader
Maintains a Leader '

"Those who follow know what the Leader
has DONE, but they do not know what

1  he is going to do next"

t Have just finished the most extraordinary sue-: cessful midsummer sale.
Closing out the entire stock of Howe Bros.,i of Clinton, Iowa. This firm has been established

1 for over fifty years and carried one of the finesti 

• 

jewelry stocks in the state of Iowa, amountingl to sixty thousand dollars..

,,,.........,—..,-.............................................„......,-.....,—...,-........
i Ii Quality—Finish—Originality j•
I THE IV 11 NEWNIEYER ■••i ■• SCHOOL OF ENGRAVINGi. • • • • CLEVELAND • • • •• „
/

i•• Catalog and Pupils' Plates Forwarded on Request 
a
i

i
i'g•-•s•-••-■..••-....••-...••-■••■•...••-..-••■••■••-•• ■••■••-■•x

A MECHANIC OR,. 
There is big money in expert
watch repairing. The demand

for good workmen is larger than the supply.
Don't be a mere mechanic, a drudge at

your work. Be an expert watch
repairer. We have helped more than

i .600 young men to get an expert know-0 ledge and training as watch repairers—
we can help you. It is easy by our

method. Our experience,DeSelmsPatented
Chas, text books, special methods and equipment giveour students unusual advantages, quick a n d sure ad-vancement. We will give you more knowledge and training Ina few
months than you can possibly get In a store apprenticeship in asmany years. We will put you In a position to select
your own Job and name your own salary. Deelderight
now to be an expert watch repairer. Come to our $2004school at your earliest convenience or If you cannot
conic to us WO Will COMO to you by mall in your own A 50010
home. You can employ your evenings or any spare 44
time learning without giving up your present
employment A little time and money spent AWEEKnow wili get you a larger salary later.

Write for our booklet telling you how we will makea trained expert watch repairer of you. It is MEE. Iit_M:

The DeSelms Watch School _c_t

Attica, Indiana EXPERT 293 Perry Street

Let us solve this question for you

WE DO!!!
The graceful style of the Alliance Ring is rapidly supplanting the use of the old-style wedding ring.
Its mysterious construction is another reason for its increased demand.

We have thus far supplied the entire demand, and we take these 
means to inform you that should

you need them we can supply you.
These rings are most carefully adjusted; the joints are barely perceptible, 

except by a magnifying glass.

Whenever engraving is desired, it is done in the inside flat surface. They are easily opened as shown

on illustration by inserting a sharp instrument, for instance a pin, in 
the inside pin hole.

They should not be pried open, as this would destroy their adjustment.

14 karat, 3 dwts., $1.30 per dwt. net ; in dozen lots, $1.25 per dwt. 
net.

18 karat, 3 dwts., $1.45 per dwt. net ; in dozen lots, $1.40 per dwt. net.

Manufacturingleweler, Canal & Exchange Place, NEW ORLEANS, LA.

Watchmaking—Engraving—Jewelry Repairing
Scores of young men owe their success to the thorough and

practical training received at the W. I. of H., the

Official School of the Wis. Retail Jewelers' Association

WHAT WE DID FOR OTHERS WE CAN DO FOR YOU

0./ 
The originality of my methods that have made usleaders in our line of work are at your command to

- 

I assist you.

I I conduct all sales personally, assisted by the best

/
• talent obtainable, giving the services of two of the best

auctioneers for the price of one.

t
.1 I can give references from over five hundred dealers

throughout America.For more than twenty years have been acknowledged by theI Trade as the Leading Auctioneer of America.Remember, my pleased patrons are my friends, and they are a: "Unit" in recommending my methods and ability.All correspondence strictly confidential.
" EVERY SALE A SUCCESS"

Write or Wire Me If You Contemplate Having a Sale

■

Long Distance Phone

4607 MICHIGAN AVENUE

Our Home Study Course in Watchmaking
There are thousands of young men working in stores who are surrounded by all the oppor-

tunities for learning watchmaking except the proper system of instruction. Aware of this fact,

the W. I. of H. has established a Home Study Department, with a view of teaching watch
repairing by correspondente. ThiVsystem of instruction is as thorough as it possibly can

be, embracing Mechanical, Practical and Theoretical Horology. The course consists of 43
printed lessons, containing nearly 400 illustrations and other special features, making it an
excellent substitute for an attendance course to those unable to leave home or their position

and is incomparably less expensive.

Send for Prospectus and state if Attendance or Home Study Course is desired

Wisconsin Institute of Horology
Stroh Building MILWAUKEE, WISCONSIN

Big Profits in Engraving
Fine engraving is now in universal demand, and commands highprices. If you cannot engrave and wish to master the art, procure acopy of the well-known treatise—

The Art of ■

This practical treatise was the sole education (4 hundreds of skilledengravers. The book was written by a master engraver and anexperienced teacher of the art and covers the subject from A to Z,leading the student from the most elementary processes to the mostcomplicated intricacies of the art. Over 200 original illustrationselucidate the text.

Sent ieostftaid to any 'Sart of the world on rece?Ibt of firice, $1.50 (6s. 3d.)

PUBLISHED BY

THE KEYSTONE PUBLISHING CO.809-811-813 North 19th Street, PHILADELPHIA, PA.

I PAY THE HIGHEST PRICES 
for Diamonds, Watches and Jewelry.

Send stocks at once, no matter how large 
or small, and get money by return mail.

National bank references upon request. If offer is 
not satisfactory will return goods

EMIL NOEL, 541 E. 46th Place, CHICAGO, ILL.

If you should be in Chicago with your 
stock, make appointment with me

by residence telephone Drexel 5323, or 
office telephone Randolph 1418

The LUX MODEL WORKS
Make practical working and manu-
facturing models of clocks, watches,
meters, novelties, etc. Experimental
Work. Wheel and pinion cutting
to order. Manufacturing.

CLOCK REPAIRING FOR THE TRADE

!DICKSON'S

RING SHANKS
Save time and money.

No waste in sawing and shaping.
Assorted finger sizes 5% to 7.
Assorted sizes for different weight and shaped stones.

Write for brass samples and prices.
H. L. DICKSON,

106% Field St., DALLAS, TEX.

When writing to advertisers kindly onention Thc Keystone

Watchmaking, Engraving
and Jewelry Repairing

DREXLER

TRADE SCHOOL

For Watchmaking

Retail Jewelers' Association

WRITE
FOR PARTICULARS

and find out all
about our

TRIUMPH
LIGHTS

System, Stand and  
Portable Lamps
300 Candle Power Shadowless Light that

can be turned up and down like gas. They
meet all requirements of Jewelry
Store and work bench, Home,
Church or business lighting, in or
out doors, at less than half the cost

lli of kerosene or Electricity, Write
for KS catalog.

Brilliant Gas Lamp Co.
Dept. 9 182 North State St.

Chicago, III.

Personal instructions by practical

specialists. Enter any time. No age

limit.

I-perm -The

WRITE TODAY FOR OUR FREE CATALOGUE

CHICAGO
SCHOOL OF WATCHMAKING

Dept. T

59 East Van Buren St. CHICAGO, ILL.
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DIAMONDS ttricl PRE'CIOUS STONES

130U0 HIT AND SOLD
FOR SPOT CASH

Appraisemente made for estates or individuals

J. J. COHEN
1011 Chestnut Street, PHILADELPHIA, PA.

Established 1891
Write for further information

THE J. D. EWING COMPANY
Manufacturing Jewelers. Jewelry Repairing.

EXPERT REPAIRING ON WATCH SATIN FINISH AND COLORING,CASES, ENGINE TURNING ENGRAVING, ENAMELING
 TRIAL ORDER SOLICITED 
122-124 SOUTH 8th STREET PHILADELPHIA

ERAfished 1881 The Largest, Most Centrally and Conveniently Located Telephone North 562
NABSTEDT MANUFACTURING COMPANY

RING AND CLASS PIN MAKERS
MANUFACTURING JEWELERS

JEWELRY REPAIRING
Factory and Office, 110 EastThird Street

DAVENPORT, IOWA

NEWARK BRUSH 
COMPANY

BRUSHES
253 

MULBERRY STREET 
NEWARK, N. J.

Polishing Set Complete, 
$2.00, Prepaid.

COTTON, BRISTLE AND 
FELT WATCH 

CASE BUFFS

FELT AND 
COTTON RING BUFFS

BRISTLE WASH AND 
END BRUSHES

FELT AND 
COTTON BUFFS

BRISTLE POLISHING 
BRUSHES

SAI 1St ACTION 
GUARANTEED OR MONK" 

REFUNDED

POLISHING AND BUFFING MOTORS
Alternating or Direct Current

•t11 SPEED
LEVER

41 We manufacture polishing
motors you can afford to buy
and if you are a dealer, that you
can afford to handle.

T. We manufacture A, 4, m,A H. P. and larger if desired.
Also a New Patent Watch-

makers' Lathe Motor. We have thousands
in successful operation. Write and tell us
your requirements, for we have a motor
to suit you at the right price.

I S H. P., A. C. or D. C. Polishing Motor
Variable speed and 2 attachments . . .

FIDELITY ELECTRIC CO., LANCASTER, PA., U. S. A.

• .--

rin1411* II
••memamiss

FRED A. HASKELL Letter, Jewelry & Souvenir
ENGRAVER

206 Weybesset St., Providence, R. I.

ENGRAVED SOUVENIR SPOONS
Send us Spoons and we will Engrave

Buildings, $3.50 doz. Names, $1.20 doz. STONE SETTING

Trade Watch Repairing
A Well Equipped Shop

Skillful Workmen
Right Prices and Prompt

Returns

C. H. KNIGHTS-
THEARLE CO.
Columbus Bldg., CHICAGO

HORACE J. SMITH
WATCH REPAIRING

FOR THE TRADE

416 Des Moines Life Building
DES MOINES, IOWA

The Proof of highest class practical
training—the watches our students
make. Send for circular.

Canadian Horological Institute
S. W. Cor. Church and Wellesley Sts.

TORONTO, ONT.

REFINERS 1 of Gold,Silver and
ea I Platinum in auy

shape—solids or
Sweep Smelters I 81 w rpls,desti,tri guegohr

filings. PromptEstablished 1889. returns.
THE W. L. ROBERTSON CO.

13 and IS Franklin Street, Newark, N. J.

A QUICK JOB,
A FACTORY
FINISH AND
A PLEASED
CUSTOMER

ARE ALL YOURS
IF YOU USE
SANGER'S
EMERY RING
BUFFS

  Wheels, Pinions and Parts
Expert Watch Repairer
Maker of Special Watch Parts,
Adjuster of Complicated Move-
menta. Our work is Prompt and
Satisfactory. Our Prices are Rea-
sonable. GIVE US A TRIAL

M. LIEBERMAN
71-73 Nassau Street New York

PATENTS
Write at once for the most liberal offer ever

made for securing patents, designs and trade-
marks. Send sketch for free opinion as to
patentability and ask for the " Inventors'
Ljuide," the finest book published for inventors.

Best references. Established 20 years.
WM. N. mooRe

Loan and Trust Bldg.. Washington, D. C

MRS?

CATCHY
ENGRAVING
in SPOON BOWLS at
Popular Prices

LET US ENGRAVE
A SAMPLE

A rt istic Monogram and Letter
Engraving. Gilding.
Send for price-list.

Ll1_,L,STRONI ek
Ashland NebroLskts

AN EXPERT ADVISER ON
WATCH WORK

is always valuable to the repairer.
A book which admirably serves
this purpose and which you can
have always at hand for reference
in case of doubt or difficulty is

The Watch Adjuster's
Manual

the standard treatise on adjust-
ments and higher watch work.

Sent postpaid to any part of the
world on receipt of price,

$2.50 (ros. sd.)

Published by
The Keystone Publishing Co.

8094311-813 North 10th Street
Philadelphia, Pa.

For Complicated Watches, Clocks, Chro-
nometers, etc., of every size and descrip-
tion, made and finished to order.
FINE REPAIRING and ALTERATIONS

Winding and Setting Material

E. H. MATTHEY, 83   NASSAU fvS STREETI:..

of

TOWER an STREET CLOCKS
For particulars, write its, mentioning

nth: KEYSTONE
E. HOWARD CLOCK CO.Est'd 1842 BOSTON, MASS., U.S.A.

EXPERT
Watch Case Repairing

and

Watch Case Manufacturing

Gold and
Silver
Plating,
Satin
Finishing,
Engraving
lid

Engine-
Turning

Old English
and
Swiss Cases
changed to fit
American
Stem•Wind
Movemects

Special Cases made to order in Gold and Silverfor English, Swiss and American Movements
OLD CASES MADE NEW

F. H. JACOBSON CO.
209 State Street Chicago

Send for Our /Wu' Price-List

For a Thoroughly Trained "KNOW-HOW-NESS"
in any business or profession whatever, the demand is just as certain as
"death or taxes." The world is ever ready to liberally reward the man
who does BEST what many do but fairly well. We will guarantee as the

result of a course of instructions in our college to make you a
F1RST-CLASS WATCHMAKER, ENGRAVER, JEWELRY REPAIRER

and OPTICIAN, which will give you a recognized and greatly
increased earning power in any Jewelry Store.

If you feel that you would like to materially better your
present condition and future prospects, write and ask us for
some further "light" concerning our college. We will send
you free a booklet that explains everything; write for it to-day.
It might open your eyes to great possibilities.

THE PHILADELPHIA COLLEGE OF HOROLOGY

F. W. SCHULER, Principal Broad and Somerset Sts., PHILADELPHIA, PA,

Established 1894 See oar large Ad. in Iloli■lay issue, Oct. 15

Earnest, Ambitious, Economizing %Meets
Prefer the

Winter School of Engraving
"Unquestionably the best," honest

and reliable
Course Three Months, $60.00

W ito today fo- Catalogue and
Reset rations.

Powers Bldg. Chicago, Ill.

SOUVENIRS
Automobile Name Plates, Watch Fobs,
Flag Pins, Seals, Tie Clips. Prompt
Attention Given to Special Orders.

WRITE FOR ESTIMATES
All shadesof Enamel constantly on hand.

CARPENTER & WOOD, Manufacturers
14 Calendar St., Providence, R. I.

INDISPENSABLE TO THE RETAIL JEWELER
An asstirtment of Wells' Perfect
Self-Conforming Ring Adjusters.
Ask your jobber for them, or 1
will send prepaid at once (only
Ott receipt of price) sizes as
assorted in each unbroken
dozen at the following prices:
1 doz. 10 K. (old, $3.75; 1 doz. gold
tilled, $2.00;1 doz. metal, 85c.

Samples of one small and one medium-large gold
filled and one metal adjuster will be sent for
He., stamps or M. 0. Address

CHESTER WELLS. Meshoppen, Pa.

DALLAS TEXAS
Expert Watch Repairing for the Trade

Any part of a watch will be
made to order.

A. ZIMMERLI, 1514 Main St.

High-Grade Work Our Specialty

ON

FineWatch Case Repairing
Manufacturers of Special Cases
Gold and Silver Plating, Satin and
Roman Finishing, Rose Coloring.

ENGRAVING
ENAMELING and
ENGINE TURNING

Swisa and English
cases changed to fit
American move-
mentsandallkindsof

RAISED COLORED
GOLD WORK.

The Largest and
Promptest Repair
Shop in Chicago.

SEND FOR PRICE-LIST

J.C.HOWARD &CO.
116 & 118 N. State Street. CHICAGO. ILL.

rhe Massachusetts School of Optometry
Klein School of Optics

The Former Incorporated and Registered with
the New York State Board of Education

Day and night courses throughout the
year. Students prepared for state
examinations.
Cataloguesand particulars on application.

The Massachusetts School of Optometry
168 Massachusetts Ave., BOSTON, MASS.

Established
1889

CROUCH dr, FITZGERALD

Jewelrg Sample Trunks an Gases
Extra Deep Trunks and Cases Always in Stock

In Broadway 154 Fifth Avenue
Bet. Cortlandt & Dey Sts. Corner 20th Street

723 Sixth Avenue
Between 41st and 42d Streets

NEW YORK

HIGH GRADE

WATCH AND CLOCK REPAIRING
FOR THE TRADE
Experts on com-
plicated watches
and clocks, chro-
nometers, wheel
and pinion cut-
tings. Work on
antique clocks
and watches a
specialty.

Twenty years' experience as practical
watchmakers. Thoroughly aquainted
with all foreign and American move-
ments. Formerly with the watchmaker
to the Emperor of Germany.

MAIDEN LANE WATCH REPAIR CO.
9 MAIDEN LANE, NEW YORK

I BUY JEWELRY STOOKS
kalson pays liberal cash prices for Diamonds, Watches and Jewelry.
Send stocks no matter how large or small and get immediate returns. Goods will be
returned if offer is not satisfactory. National Bank references given if desired.

M. IRALSON, Masonic Temple, Chicago, Ill.

Small Advertisements
No advertisement inserted for less

than 25 cents.
Under heading "Situations Wanted."

ONE CENT per word for first twenty-
live words. Additional words and ad-
vertisements, THREE CENTS per word.
Under all headings except "Situations

%'anted," THREE CENTS per word.
Name, address, initials and abbrevia-

tions count as words, and are charged
for as part of the advertisement.
To insure insertion, send remittance

with orders for advertisements. Copy
must reach us by the 26th of each
month for the Issue of the 1st of the
following month, and by the 10th of
the month for the Issue of the 15th of
the same month.
Send bank check or draft, or postal

or express money order for $1.00 and
over, or postage stamps for smaller
amounts.
If answers are to be forwarded

send TEN CENTS In postage stamps
with order.
The real name and address of every

advertiser must accompany the copy of
I he ad vertisemen t.
Advertisers who are not subscribers

should send 10 cents (sPc('ial 'Fumes 25
cents) If they desire a copy of the paper
In which their advertisement appears.
Address,

THE KEYSTONE PUBLISHING COMPANY
809-811-813 N. 19th STREET, PHILADELPHIA, PA

SITUATIONS WANTED

under this heeding, ONE cp:N r per word.
for first twenty-five words. Additional words
and advertisements, THREE CENTS per word.
No advertisement inserted for less than 25
cents.

It will facilitate matters and result to
the advantage of advertiFers under this
classification if they will indicate their local-
ity in their advertisements.

POSITION wanted November 1 by first-class
watchmaker, jeweler and plain engraver;

married; thirty-four years old, strictly honest
and reliable, of good habits and appearance;
central Atlantic or New England States pre-
ferred; eight years' store experience; own all
tools; best of references. "R 863," care Key-
stone.

BY a young man, twenty-one years of age, as an
engraver and jewelry repairer; unquestion-

able references. "W 870," care Keystone.

BY a young man, nineteen years of age, as an
engraver and jewelry repairer; unquestion-

able references. "B 869," care Keystone.

SKILFUL watchmaker, with seven years' ex-
perience in Stockholm, Sweden and twelve

years in United States, America; thoroughly
competent on high grade Swiss and American
watches; expert on escapement, hairspring, rat-
ing and position adjusting; age thirty-four; sal-
ary $30 week; unquestionable references; wish
position with first-class house; am now in Eu-
rope on my vacation, will return to New York
first part of October. "S 876," care Keystone.

BY watchmaker, engraver and Indiana re-
gistered optician; railroad experienced; age

thirty years; $18 to start; no night work. W. E.
Wooley, St. Paul, Indiana.

BY watch and jewelry repairer; 18 years'
experience. Box 90, Bloomfield, Iowa.

STEADY position by industrious, conscien-
tious, married man as watchmaker and plain

engraver; own tools; $18. H. L. Larsen, care
winters' School of Engraving, Powers Building,
Chicago.

YOUNG man wants position as watchmaker,
clock and jewelry repairing; plain engraving;

age twenty-one; no bad habits. Henry
Halverson, Box No. 242, Black River Falls, Wis.

PERMANENT position as manager; am all
round man; 9 years' experience in my own

store, twenty-eight years old, habits good,
gilt edge references; will be open about October
16. "R. 881," care Keystone.

BY good watchmaker and salesman; can work
in the capacity as all around man; best re-

ference as to character and ability; southwest
or Canada preferred. Address 0-4418 Walnut,
Spokane, Wash., giving salary, etc.

WATCHMAKER, jeweler desires position at
once seven years experience, single, age 25

years; good recommendations; own tools.
Charles M. Pickett, Box 288, Keene, N. H.

ENGLISH watchmaker wants position; 11
years' experience on English, Swiss and

American watches; can do ordinary jewelry
repairs; age twenty-seven; best references
furnished. T. Coltman, Fonda, Iowa.

WATCHMAKER and engraver, 25 years' ex-
perience, 9 year. in R. R. time inspection

service; wish to locate in Washington, D. C. or
Baltimore, Md.; references. S. A. Stigleman,
72 You at, N.W., Washington, D. C.
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YOUNG man, as second watchmaker; seven
years' experience, can do engraving and

jewelry work. "V 879," care Keystone.

BY first-class watchmaker, jeweler and sales-
man; Pennsylvania preferred; can furnish

best of reference; not a school graduate, but
business man. "G 871," care Keystone.

POSITION in first-class jewelry store or jew-
elry department in Los Angeles, Cal., by

thoroughly experienced saleslady. "B 867,"
care Keystone.

OPTOMETRIST and watchmaker, 14 years'
experience on time-pieces, by November 1;

Wisconsin preferred; best reference; please give
full information. W. G. Landt, 7631 Normal
avenue, Chicago, Ill.

HIGH grade watchmaker and jeweler is open
for engagement at $25 per week; total ab-

stainer; no bad habits; 20 years' experience;
southeast Florida preferred. Box 546, Payne,
Ohio.

BY watchmaker and plain engraver; four
years as watchmaker; student of Winter's

School of Engraving; good references.H. F.
Coalburn, Platteville, Wis.

GOOD watchmaker, engraver and clock re-
pairer, take charge of watchwork; age twenty-

nine, married, sober and reliable. Watchmaker
P. 0. Box 187, Waterbury, Conn.

HIGH grade watchmaker and engraver, thor-
oughly competent on complicated and rail-

road watches, 20 years' experience; graduate op-
tician; salary $35 per week. "L 889," care
Keystone.

GOOD watchmaker and optician, willing to do
jewelry jobbing and clock work if necessary,

who thoroughly understands same; employed
at present at $25 per week. Every proposition
considered; could arrange to report on short
notice if necessary, married, age 30, no bad
habits; reference. Address Box 213, Battle
Creek, Mich.

FIRST-CLASS watchmaker, salesman and
all around workman with ability to manage;

with last firm five years; no butcher, but a clean
thorough man. Address "Watchmaker" 87
East Alexander street, Atlanta, Ga.

IF you wish a position we have a large list of
inquiries for help and shall be glad to send you

same. Henry Paulson & Co., 37 South Wabash
avenue, Chicago. •

REAL first-class quick watchmaker and expert
adjuster and isochronist on high grade railroad

American and Swiss watches, capable to take
entire charge of repairing department with
best of prices; 20 years' experience with good
appearance, wishes to change, only with good
class jewelers and steady position; best of habits,
excellent morals and fine references. A. R. P.
Box 1073, Tucson, Ariz.

YOUNG lady engraver wishes to make a change
Pennsylvania, New Jersey or Maryland pre-

ferred; samples of engraving submitted on re-
quest. "Y 890," care Keystone.

BY watchmaker, engraver and jeweler; 15
years' experience; married, thirty-five years

old; own tools; reference; want place good for
a long time, not afraid of work. "W 882,"
care Keystone.

YOUNG lady, finished engraver, knows a
little watchmaking; sawed out work a spec-

ialty; can furnish reference on request. "F
885," care Keystone.

BY lady-watchmaker, three years' experience;
optometrist, registered in Nebraska; Ne-

braska preferred; other places considered.
Phebe K. Peck, 507-9 Clapp Blk., Des Moines,
Iowa.

YOUNG man, 23 years, desires position as
second watchmaker, engraver, jewelry repair-

ing; can wait on trade; best of references.
"B 834," care Keystone.

EXPERIENCED traveling man would like
to make a change beginning January 1, with

some good jewelry novelty lines; salary or
commission; am traveling at present. "K
840," care Keystone.

A YOUNG lady; first-class engraver; some ex-
perience; references exchanged. Address

Miss A. E. Holland, Holland, Va.

GOOD watchmaker wants steady psoition on
high-grade work; have all tools, single;

age twenty-nine; best of reference; salary; $20
"W 853," care Keystone.

ENGRAVER, experienced in salesmanship
and window trimming desires position No-

vember 10; with good house; no bad habits.
Sigfried W. Englund, 827 Forty-first street,
Rock Island, Ill.

YOUNG man, engraver, second watchmaker;
optometrist desires position by October 21;

good references. "H 894," care Keystone.

YOUNG man, American, twenty, wishes posi-
tion as watchmaker or assistant; New Eng-

land preferred; can do all ordinary watch re-
pairing and hard soldering. "S 891," care Key-
stone.

(Continued on page 2042)
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(Continued from page 2041)

WATCHMAKER or aecond watchmaker;
age twenty-one; 3 3- years' practical experi-

ence; can wait on trade; best references. Ad-
dress Comb. Box 84, Kilbourn, Wis.

MANAGER, experienced in every branch of
the retail jewelry store, desires position with

first-class jewelry store in western states; can
furnish best reference; salary $2,000. Address
L. Miller, 1804 Locust street, Milwaukee, Wis.

FIRST-CLASS jewelry designer, engraver
and salesman of wide experience, ability and

social qualifications desires position with
responsible firm as manager, buyer and corres-
pondent; speaks and writes several languages
fluently; is ambitious to assist in building up a
fine trade. Address respective offers to G. L.
1413 Keener Building, Chicago. 

ENGRAVER wishes to locate in south or west,
long experience and capable of doing best

kind of work; steady and reliable. "U 899,"
care Keystone.

YOUR chance to get a thoroughly reliable
watchmaker, optician, engraver; eight years'

practical experience; southern states, east of
Mississippi preferred. Address "M 897,"
care Keystone.

PERMANENT position by watchmaker and
graduate optician; can do some jewelry re-

pairing and engraving; own tools; west pre-
ferred. A. I. 24, 1201 Heyworth Building,
Chicago. 

STRICTLY first-class watchmaker and en-
graver, at present employed; desires to make

change; competent on It. R. and complicated
watch work; do artistic engraving, have all
tools; single; 15 years' experience; highest
reference. "L 901," care Keystone. 

WATCHMAKER, clock and jewelry repairer;
twenty years' experience at the behch, would

like steady position by November 1; refer-
ences. F. T. Hirst, 1410 Sixth avenue, Moline,

HELP WANTED
UNDER THIS IIEADING THREE CENTS PER WORD

It will facilitate matters and result to
the advantage of advertisers under this
classification if they will indicate their local-
ity in their advertisements.

WATCHMAKER and engraver; $20 per week;
send references and samples of engraving.

Gilbert Jewelry Company, LaGrange, Ga.

WATCHMAKER and jeweler, must be cap-
able of waiting on trade; state salary ex-

pected; give references and full particulars in
first letter. W. R. Bell, Murfreesboro, Tenn.

WATCHMAKER, optometrist and engraver,
at once; steady position to right man; climate

cannot be beaten. Box 1129, Bisbee, Ariz.

FIRST-CLASS watchmaker and engraver;
Bend samples of engraving, references and

salary wanted in first letter. Knowles &
Haney, Bismarck, N. D.

AT once, first-class engraver and assistant
watchmaker, one that can do hard soldering

preferred; must come well recommended; state
salary and all particulars in first letter. Green-
wald & Adams, Tucson, Ariz.

FIRST-CLASS watchmaker and engraver,
who can do clock and jewelry repairing;

state age, experience, reference and salary
expected in first letter; permanent position to
the right man; best store in an Ohio city of
10,000. "G 868," care Keystone.

SECOND watchmaker, engraver preferred;
fine position for young single man; open

at once in best store in New England city of
25,000. "H 864," care Keystone

AT ONCE, second watchmaker who is a first-
class engraver, steady position at good

salary; state experience and give references.
Barmen Bros., Oklahoma City, Okla.

FIRST-CLASS watchmaker at once; $18 a
week; town in Connecticut; no school gradu-

ates wanted. "N 888," care Keystone.

IF you are looking for a man we have a large
list of applicants and shall be glad to ac-

commodate you with same. Henry Paulson
& Co., 37 South Wabash avenue, Chicago.

FIRST-CLASS engraver, clock and jewelry
repairer; position permanent; desire refer-

ences. Jacob Wendel, Piqua Ohio.

WATCHMAKER, jeweler, engraver and sales-
man; must be Al in engraving; permanent

position; $30 per week; must have best of ref-
erence. D. A. Tobias, Inc., Atlanta, Ga.

WANTED: A first-class watch and clock
repairer, or one who desires to work under

Instructions. C. Aug, Carmany, Coatesville,
Pa.

ASSISTANT watchmaker, one or two years'
experience; good proposition to right party;

state salary and reference in first letter; position
open at once. E. L. Moore, Golden, Ill.

HELP WANTED

WATCHMAKER and salesman, one capable
to take charge of watch department; state

salary with full particulars and recommenda-
tions. J. Herbert Hall Company, Pasadena,
Cal.

RELIABLE watchmaker and store help. C.
M. Bankston, Winona, Miss.

AT once first-class watchmaker, jewelry re-
pairer, and engraver, also willing to wait on

trade if necessary; salary $25 per week; send
copy of references and sample of engraving in
first letter. George L. Flaherty, Missoula,
Mont.

GOOD watchmaker and engraver, one that is
competent and reliable. M. Golding, Waco,

Texas.

PROMINENT New York state jewelry store
requires the services of a competent sales-

man, one who can direct the entire sales force;
straight salary or opportunity to invert if
desired; correspondence Confidential. "T 874,"
care Keystone.

AT once, young man; must be good at engrav-
ing, job work, stone setting and clock work;

fine light to work by; permanent position;
must have good reference. B. H. Cheydleur,
Norwich, N. Y. 

JEWELER and clock repairer; young man neat
appearance, good chance to learn watch re-

pairing and engraving under first-class man;
permanent position at once. J. C. Peers &
Son, Rockford, Ill.

WATCHMAKER and plain engraver, perm-
anent position to the right party at moderate

salary; reference and all particulars in first
letter. T. A. Mauch, Yazoo City, Miss.

FIRST-CLASS watchmaker, jeweler and en-
graver at once; salary $20 to $26 per week;

steady position for satisfactory man; send sam-
ple of engraving and reference in first letter.
Palace Jewelry Store, 605 Garrison avenue,
Fort Smith, Ark.

ENGRAVER by October 1, who can also do
watch and jewelry work; work light; want a

single man of good character and willing to
work; a fine chance for an ambitious young
man to learn optics under a competent optom-
etrist; state salary wanted. L. B. 279, Charles-
ton-Kanawha, W. Va.

LAPIDARY wanted; good all-round man on
facet work; steady position. H. E. Alster-

lund & Co., 387 Washington street, Boston,
Mass.

SIX first-class watchmakers; rapid and accurate
on all classes of watches; trade and retail

work; no boozers. Box 552, Waterloo, Iowa.

GOOD engraver, or engraver and jeweler, who
wishes to learn watch repairing under a good

workman, at once or not later than Nov. 1st.
"F 862," care Keystone.

FIRST-CLASS watchmaker who can do en-
graving for permanent position in the south;

good salary to right man. A. I. 26, 1201
Heyworth Building, Chicago.

WANTED by one of the largest instalment
and retail jewelry houses in the northwest

a first-class salesman and window trimmer;
also capable of assisting the management; none
but first-class man with experience need apply;
good position for the right man; apply stating
salary expected, etc. "A 895," care Keystone.

OPTICIAN, watchmaker, jeweler; take charge
of optical and assist with other work; per-

manent position; chance to advance. Lovett-
Alliance, Ohio. 

ENGRAVER and second watchmaker at once;
state wages. G. E. Fatzinger, Janesville,

Wis.

WANTED
UNDER THIS HEADING THREE CENTS PER WORD

EXPERIENCED demonstrating salesman;
having space in largest department store

in Buffalo; sold 30,000 Removable Buttons in
three months and 14,000 Bow Clasps in six
months; wants good specialty; pays C. 0. D.
Rush. William J. Gilchrist, 592 Niagara
street, Buffalo, N. Y.

SALESMAN wanted: To carry as a side line
a legitimate and good selling article; good

commission; see advertisement page 1940 c,
this issue.

WANTED to buy jewelry stock; send surplus
stock to me and get money by return mail.

Emil Noel, 541 East Forty-sixth place, Chicago,

WANTED to buy a good second-hand jewelers'
safe. L. E. Heaps, Sheridan, Ind.

WISH to buy a jewelry store for cash in New
England. "G 875," care Keystone.

JEWELRY and kindred lines on consignment
Insurance and indemnity bonds furnished.

"P 838," care Keystone.

WANTED

WATCHMAKER'S roll top bench. Johnston,
182 Pearl street, Cambridge, Mass.

PARTNER with $3,500; 18 years in the busi-
ness; the only jewelry business in the town

of 20,000; high waged workmen; big store
28 x 46; new fixtures; reason, aged and the
death of two sons. "Y 865," care Keystone

No. one or one by two genuine Moseley Slide
Rest, 621 Raymond street, Elgin, ill.

FOR SALE
UNDER TIIIS HEADING THREE CENTS PER WORD

Stores, Stocks and Businesses

JEWELRY store, moving picture theatre,
combined or separate, growing town 1,200,

two railroads, good repair and optical business.
Address Altavista Jewelry Company, Alta-
vista, Va.

IN one of the principal cities of Mississippi,
an old established jewelry store, under pre-

sent ownership forty years; owner wishes to
retire; stock and fixtures invoice $12,000.
A. I. 18, 1201 Heyworth Building, Chicago.

JEWELERS' safe, show cases, trays; good
stand, low rent; large plate glass window;

county seat, no opposition 25 miles; healthy
climate; good stand. Address J. E. Briggs,
Fayette, Miss. 

GOOD-PAYING established jewelry and op-
tical business in live Nebraska county seat

town, 8,000 population; stock and fixtures
Invoice $6,000; can reduce to suit, rare oppor-
tunity. Address Box 56, Schuyler, Nebr.

ONLY jewelry store in best Mississippi town
of 3,000; stock and fixtures $4,500, can reduce,

business averages $8,000 per year; railroad
watch inspector. "J 880," care Keystone.

ONLY jewelry store in town of 3,000, northern
Wisconsin; invoice about $2,500; all work one

man can possibly do; work runs about $150 a
month poor health and other business reason
for selling; easy terms. "L866," care Keystone.

JEWELRY store in central Iowa; population
18,000, city growing fast and bumper crops

in county; stock and fixtures invoice $18,000;
can reduce; now is the time to buy, just before
the Christmas harvest; stock is up-to-date
and a grand opportunity for a live man; store
owned by the same parties over thirty years
and has a gilt edge reputation; the only reason
for selling is the death of partner. "C 878,"
care Keystone.

JEWELRY and optical business; price $5,000;
best town in west, great future; all work one

man can do; optical business $100 a month;
population 5,000. "R 886," care Keystone.

ONE of the prettiest jewelry establishment
in Michigan, new marble front, enclosed

plate glass windows, corner store in the very
business center; annual business $25,000 to
$30,000; established 45 years; long lease at $75
a month; city now booming with railroad shop
and manufacturing; richest farming country
in middle west; a great bargain and unusual
opportunity. Address at once. A. G. Bed-
ford, Ionia, Mich. 

ONE of the nicest and best paying jewelry
stores in the state of Iowa; best location in

town; 5 years' lease; will sell, or keep tools;
established quarter century, about $10,000
will give possession, either now or January 1;
want to change climate; county seat, town of
3,500 population; very best schools; very
wealthy town. "C 872," care Keystone.

STOCK of jewelry, watches, watch materials
and tools, safe and regulator, lathe and attach-

ments, Clement combined lathe attachment,
polishing lathe, engraving tools, soldering outfit
and optical outfit. Good opening for an optician
and watchmaker, no other in this town and one
is in great demand. Population over 1,000; four
mills, pulp, paper, excelsior and knitting.
Will sell cheap. Mrs. A. C. Leigh, Port Ley-
den, N. Y. 

IN Los Angeles, Cal., on account of outside
interests, I am obliged to sell my manufac-

turing and repair jewelry shop, established over
4 years; have,plenty of work and customers;
all good pay; business can be increased with
very little effort, will make some sacrifice for
quick sale. Address J. Franklin, 6109 Massa-
chusetts avenue, Los Angeles, Cal.

IN San Francisco, Cal., stock, fixtures and good-
will; good opportunity for optometrist and

watchmaker. I. Povelsen, 178 Church street.

IN Missouri town, a good paying jewelry store
stock and fixtures, invoice about $4,000;

full investigation offered. Address "H 843,"
care Keystone.

JEWELRY and optical business in good town
5,000, oil and gas belt, southeastern Kansas,

fine location, invoice $7,000; will sacrifice;
good reason for selling. "K 884," care Key-
stone.

ONLY jewelry store in rich farming community

work, small investment, ve possession 
in central Illinois; salestood, plenty bench

Jan-
uary 1. "L 900," care Keystone,

FOR SALE

Stores, Stocks and Businesses

SICKNESS; optical and jewelry store in live
Maine town 3,000, established 8 years; busi-

ness $3,600 per year. Rent, light and heat $126
per year; cheap for cash. "P 883," care Key-
stone.

EXCEPTIONAL. An established jewelry
business in western Colorado City, has two

railroad street and interurban electric lines;
mountain water and paved streets; chief in-
dustries fruit raising, farming, lumber, mining
and sugar factory. Government irrigation
project to be started in about 6 weeks, expend-
ing about $3,000,000; good opportunity; cash
discount stock and fixtures about $6,000;
good reason for selling. Address Harry A.
Floaten, Telluride, Colo. 

JEWELRY store complete; established trade;
chance to get into manufacturing and farm

center, 9,000 population; doing a splendid busi-
ness; will stand closest investigation; inventory
$6,000; can be reduced; good 'honest party can
buy with small payment down, balance conven-
ient; first time advertised; other business makes
quick sale necessary; communicate at once.
"R 893," care Keystone.

ESTABLISHED store, good sales, good re-
pairs; invoice $4,000; will reduce to suit to

quick buyer if sold before Oct. 1, before buying
holiday goods; fine fixtures, 6-foot Moder safe;
come to see it. M. Hodes, 16 S. Main street,
Port Chester, N. Y. 

OPPORTUNITY for good jeweler; good pay-
ing well established, fully equipped busi-

ness in Washington, D. C., will be sold for less
than half year's profit. H. L. Woodward,
Washington, D. C. 

LONG established jewelry and optical business,
good class of trade, no competition; in town

of 3,000, good surrounding country. "F 892,"
care Keystone.

ONLY legitimate jewelry store, in town 4,000,
best section of central Texas; two railroads;

stock $5,000; fixtures $1,200; Rep. dep't. $500;
established trade; will sell at reasonable price.
Address "M 873," care Keystone. 

ON account of sickness the best jewelry store
and stock in northwestern Iowa; elegant

town of 1,500; will bear closest investigation;
books open for inspection. Big money maker,
in the richest farming country in the world.
Gold mine for one who has money to handle it.
R. G. Pierce, Odebolt, Iowa.. 
A FIRST-CLASS up-to-date manufacturing

plant in city of 235,000; doing a business of
$25,000 to $30,000 a year; cheap rent; ma-
chinery, tools and fixtures cost price $11,500;
will sell for $9,000; this proposition will bear
investigation; can give good reason for selling.
"W 299," care Keystone. 

HERE is a snap; old-established jewelry
and optical business in north Missouri, near

Iowa line; best reason for selling; will give big
discount if sold at once; $3,000 profit last year;
will be more this year as crops are much better;
write at once for full particulars. "M 828,"
care Keystone.

JEWELRY, stock and fixtures, best town in
Iowa, population 30,000; inventory $2,500;

fine location, reasonable rent, good reason for
selling; snap for some one; act quick. Box 501
Waterloo, Iowa. 

GOOD clean jewelry stock in the Great Lead
Belt of southeast Missouri; population about

$8,000,• competition very light; pay roll about

i100,000 every two weeks; invoice between4,000 or $5,000, but can reduce to about
2,500 or $3,000; good reason for selling, do
not overlook this. "T 839," care Keystone. 
JEWELRY stock, fine fixtures, large safe, best

location; large store; 2,000 inhabitants;
owner must be more in the open. T. W. Smith,
Denton, Maryland. 

RICHMOND, MAINE; am sick and must
sell stock, fixtures, tools, material; about

$2,100; will sell for $1,500 cash; old stand,
run seventy-five years; about 2,500 inhabitatns;
shoe factory, saw mill, cotton mill. A. F. Wil-
liams.

JEWELRY store, fixtures and stock $5,000;
population 4,000 in good location; the best

in North Alabama; good bench work; rent
cheap. "S 898," care Keystone.

OIL town jewelry store for sale; southwestern
New York; stock $2,000, can reduce; busi-

ness $4,000 annually; good diamond sales.
Address 244 N. Main, Wellsville, N. Y.

FOR SALE
UNDER THIS HEADING THREE CENTS PER WORD

Miscellaneous Merchandise and
Equipment

DIAMOND 4 karats perfect, fine white for
$600.  The Emporium, Fort Wayne, Ind, 

10 FT floor case, crystal and lens cabinet for
sale cheap, crystals $3 gross; state size

wanted. Neuenschwander, Payne, Ohio. 
TRAIL came Benj. Allen & Co. No. 2074, as

described in catalogue; bargain $12. E. 0.
Hoel, Centreville, Ohio.

FOR SALE

Miscellaneous Merchandise and
Equipment

SECOND-HAND work benches, hand and
power, flat and wire rolls, anvil and block, .

small foot and screw presses, one Oliver foot
power lathe, one bar annealer (American),
one grindstone, one electric polishing head, small
pressure blower, sand blast, one polishing dust
collector, ring bender, scale stools, foot-power
polishing machine, also other tools. Lehman
Brothers, 62 F. I. John street, New York.

GENUINE C. W. T. Company out-door
electric watch sign at bargain. "C 508,"

care Keystone.

SHIP chronometers for sale, in fine condition;
price $50, $75, $100. W. H. Enhaus & Son,

31 John street, New York City. 

FINE mahogany floor regulator with Swiss
Movement; 10 feet high, 36 inches wide; cost

$125 will sell for $45. H. L. Lang, Staunton,
Va.

52 PRACTICAL advertisements for busy
jewelers, only $1, time savers, your time is

valuable. Garner Ads Service, Lebanon, Ind.

$80.00 GENEVE Opthalmo-Retinoscope, with
carrying case; in first-class condition, will go

to the highest bidder. "C 896," care Keystone.

FOR SALE OR EXCHANGE
UNDER THIS HEADING THREE CENTS PER WORD

WHOLESALE stock medium priced jewelry
in exchange for 240 acres rich Arkansas land,

valued at $6,000. Address C. A. Robinson,
Ghio Building, St. Louis, Mo.

FINE Poole Marine Chronometer. Want
watch glasses. C. S. Apple, Charlottesville,

Va.

CITY block to trade for good set of jewelry
fixtures, 619 Main street, Rapid City, So.

Dak.

160 ACRES of improved land, in Brown Co.,
S. D., to exchange for good clean jewelry and

optical business. Box 193, Aberdeen, S. D.

TO trade for electric polishing lathe and a pair
of rolls, one new Century engraving machine,

with all attachments. Gilpin & Cook, Freder-
ick, Okla. 

WANT to retire; one of the finest jewelry stores,
northern Illinois; will sell fixtures $1,600 and

move stock to son's store; will trade stock and
fixtures for central Illinois real estate. Don't
answer if you can't swing the deal. F. Over-
street, Dixon, Ill.

A FINE Neill Brothers' Belfast chronometer
in fine mahogany case, inlaid brass; the case,

brass and chronometer in excellent condition;
price $150; will trade for a diamond equal that
amount. George W. Fisher, jeweler, Sharon,
Pa.

FORD runabout in perfect condition, new
tires; a bargain for $250, or jewelry stock to

amount. Address for particulars C. L. Spencer,
Blanchard, Iowa. 

GOOD paying jewelry, optical and music busi-
ness; am going into banking business, north-

ern Kansas County seat town; splendid crop;
clean stock jewelry, cut glass, china, pianos,
Victor Talking Machines, violins, sheet music,
watch and jewelry repairing; fine optical prac-
tice; stock $5,000; fixtures $1,200; Equity in
building $1,300; all deductions made; can reduce
$600 or $1,000; will trade part cash, balance
real estate; write or call at once. M. H. Hill,
Smith Center, Kans.

ONE hundred and forty-nine acre New Mexico
ranch; four room house, good barn and out-

buildings; five hundred fruit trees; three and
four years old; finest climate in U. S. for persons
with weak lungs; will trade all or part for jew-
elry stock; price $3,000. 0. G. Cady, Alamo-
gordo, N. Mex.

$107.50 worth of modern tools: Hardinge New
Style Pivot Polisher; complete Wheel-cutting

Outfit for Moseley No. 2 Lathe; will sell cheap
or exchange for Moseley Slide Rest and Jewel-
ing Rest. Write for particulars. W. T. Ray,
care A, H. Kerr, Corsicana, Tex.

SPECIAL NOTICES
UNDER THIS HEADING THREE CENTS PER WORD

I PAY 20 per cent more than any one else
for your surplus diamonds, watches and

jewelry; money sent by return mail; bank
references. Emil Noel, 541 East Forty-sixth
place, Chicago, Ill.

$25 REWARD for the return of an 18 size
solid gold, 0. F. Patek Philippe watch, both

movement and case numbered 69264, was stolen
March 1, 1910. Examine all watches left for
repairs. "M 376," care Keystone.

HIGHEST cash prices paid for diamonds
and watches; immediate returns made, bank

references given. M. Iralson, Masonic Temple,
Chicago, Ill.

SPECIAL NOTICES

COMPLETE finished escapement models in
running order, $15; the best window attrac-

tion for jewelers. For particulars write the
St. Louis Watchmaking Schools, St. Louis, Mo.

BUSINESS NOTICES
UNDER THIS HEADING THREE CENTS PER WORD

WANTED-Every one desirous of improving
himself in watch work, jewelry work and

engraving to address Bradley Polytechnic
Institute, Peoria, Ill., for one of their latest
catalogues. A postal card will get it. See ad.
inside back cover.

NOTICE-I have removed from 727 San-
som street to 807 Sansom street, Phila-

delphia, where I will continue to buy all kinds
of gold and silver; also refine all kinds of jew-
elers' waste containing gold and silver. Send
by mail or express and receive prompt attention.
J. L. Clarke, established 1870. 

FOR first-class work and prompt service try
Art Watch Case Company, Champlain

Building, 8 North State street, Chicago. 

OLD English and Swiss key-wind cases changed
to take American stem-wind movements;

hunting cases changed to open-face. Art
Watch Case Company, 8 North State street,
Chicago. 

I WILL buy your diamonds and watches and
pay you liberal spot cash; money by return

mail. M. Iralson, Masonic Temple, Chicago.

PEARLS wanted; ship direct to me and get
the highest market price; largest buyer of

slugs in Unied States; prices quoted. W. L.
Gardner, Le Claire, Iowa, western pearl head-
quarters. 

DIAMONDS at great bargains, $45 per karat
and up; mounted rings and other diamond

jewelry bought from private people sold at
half the regular price. Sent on memo, bill to
rated dealers. Sold for cash only. Dan I.
Murray, Broker, 3 Maiden Lane, New York.

ELGIN Horological School, the oldest and most
practical school for watchmakers, send for

catalogue to Elgin Horological School, Elgin,

SEND your watch-ease repairing to Art Watch
Case Company, 8 North State street,

Chicago.

I PAY the highest prices for watches, diamonds
and jewelry. Send stock at once, no matter

how large or how small, and get money by
return mail. All kinds of references furnished
upon request. Emil Noel, 541 East Forty-
sixth place, Chicago, Ill. 

OLD cases restored to look like new; Roman
and satin finishing. Art Watch Case Com-

pany, 8 North State street, Chicago. 

HAVE proved for many years that we have no
superiors as instructors in watch repairing or

optical work; our instructions are thorough and
up-to-date; we can refer one to many successful
business men who received their training here.
Our next optical course commences October 15.
This is the most pleasant and profitable part
of the profession. Jewelers and prospective
students should avail themselves of this op-
portunity. Yours for business. Tarbox &
Gordon.

LEARN
'JEWELERS
ENGRAVING
"The School that Graduates Experts"
A fascinating trade that pays big salaries,
easily learned, taught thoroughly and prac-
tically by correspondence. We will teach
the beginner better engraving than he can
gain in years of rigid apprenticeship. We
will improve the skill of any engraver and
make him master of the trade. The demand
for competent engravers far exceeds the
supply. Send for handsome illustrated
prospectus, mailed free.

PAGE-DAVIS SCHOOL

Suite 10, Page Bldg. CHICAGO

ifisioX
akiwork

-THE • KIND1OU • CALLYOUR • OWN •

Room 1112, Masonic Temple, Chicago, III.

KANSAS CITY
Watchmaking and
Engraving School
This is the school you should attend.
Investigate it I Send for our new art
catalogue, its free for the asking and
explains fully our courses and methods
of instructions, together with some
excellent samples of engraving. : :

OSCAR W. DREYER, Principal
815 E. 12th St. : Kansas City, Mo.

EXPERT WATCH REPAIRING
TO THE TRADE

ERICHSEN, KRAUSE & CO.
1006-37 S. Wabash Ave., CILICACIO, ILL,

Powers Building
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Lupien, A. A 1942
Lux Model Works 2039
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Manning Co., The J. H 1944
Manning, Bowman & Co 1991
Massachusetts School of Optometry  2041
Matsumoto, Ikko 2006

Meyer,
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Louis J 2022
Moore, Wm. N 2040
Morgan Jewelry Co  1932
Mowrey, W. E 2034
Nabstedt Mfg. Co 2040
Nassau Lighter Co 

21903404Newark Brush Company 
New England Watch Co 1962
New Haven Clock Co., The 2000
Newmeyer School of Engraving, The W. L  2038
Noel, Emil 2039
Nooney, "Billy" 2044
Norris, Alister & Co 
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Oliver Manufacturing Co., W. W., The 21909188
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Onken Co., The Oscar 1940c
Oskamp-Nolting Company, The  

back cover

1940c
Osmera, Dougherty Co 
Ostby & Barton Co 1979
Page-Davis School 2043
Paul Manufacturing Co 2002
Philadelphia College of Horology, The .  2041
Place & Sons Co., Oscar E 1932
Prentiss Vise Company 2026
Queen City Ring Mfg. Co 1984, 1985
Racine & Co., Jules 1940f
Rajah Co., The 

432110992367Rees The 
Revell & Co., Alexander H 2018
Richter Mfg. Co 1943
Richter & Phillips 1942
Robertson Co., The W. L 2
Rockford Watch Company 
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Schwab & Sons, A. G 

1094900
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Sheff & Co., A. J 22200023428
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Tyler & Gregory inside back cover
Ullstrom & Co 2040
Union Show Case Co 2012
Vatti Rosary Co 

0Walker Co., The Albert 
Wallace & Sons Mfg. Co., R 

192114990435i
Wachter Mfg. Co 

Waltham Clock Company 1996
Waltham Watch Company 1952
Warwick Sterling Co 

ur 21902626Waterbury Rolling Mills, Inc 
Weidlich Bros. Mfg. Co 1933
Wells, Chester 2041
Wheeler & Co., Hayden W 
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LOOKING AHEAD The commercial activity and productive sources of the country show a healthy and most en-
couraging condition. Anticipate your wants. Our patrons inform us that they are making good

money on our goods. We have positive proof that this is true for they are continually sending us repeat orders. Our goods are attractive both
as to quality and price, this makes them winners. The quality is dependable and the best of workmanship is what produces great results. If
you wish to be progressive, handle our goods as your customers will not be slow in recognizing their merits.

0

ct)

ANOTHER REDUCTION IMPROVED "ILIKIT" SANITARY ORIN PRICE SHELL GUARDS
In Gold and Gold-Filled Mountings and With Rim or Frames.

SPECIAL OFFER.-One sample set of gold-filled 12 "Ilikit" mountings, etched on lenses, in
neat velvet-lined case for fitting, $'7.50 net.

What you
want is a profit-
able sale.
Then in justice

to yourself, em-
ploy o n1 y those
persons who can
positively prove at
the last six or
eight sales they
conducted that
the jeweler
whom they sold
for will recom-
mend them.
That is the

best and most
honorable refer-
ence.
WRITE US,

and let us send
you many refer-
ences to prove we
made from 23 to
42 per cent. profit.
We will guar-

antee you pro-
fits.
We then ask,

can any person
do more.

the reliabl e

Auctioneer for

reputable and

established

Jewelers. No

one can write

or tell you all

the benefits of

an auction. But

we Missourians

can Show you,
and then as

thousands of

others you will

call onus again.

Gold-Filled Rimless 111042 K. • • •
Gold-Filled 12 K. 110 ILIKIT Shell Guards

1202 Commerce Building
KANSAS CITY, MO.

This frame, the "Flex° Bo" is manufac-
tured with a special view to the comfort of
the wearer, to avoid all irritation of the ears,
undue pressure on nose and temples when
fitted with extra large or heavy lenses and
to produce a neat, becoming and stylish
frame for any face, no matter what the
shape of it may be.

In the make-up of the above illustration
of the "Flexo Bo" you will see that the
ear-pieces of the temples are wound around
with fine Gold-Filled or Alumno thread,
which makes it soft and pliable, and
removes all disagreeable pressure from the

use heface, such as is cad by t old style of stiff temples. For comfort always the " Flex° Bo."

"Flex., Bo" Alum no frame which is made from extra white fine metal, per doz. . . . $3.10
12 K. 1/10 Gold-Filled "Flexo Bo"   . . 7.50

Don't Buy a Trial Case Until You See The

AUDEMAIR 10 Per Cent Dis-
count for Cash

Send for Our Complete Catalogue of Other Styles

THE ACME OF PERFECTION. FROM $10 to $89

Over Twelve Thousand (12,0001 Satisfied Owners of the Aude-
mak Prove Our Claim for the World Renowned Trial Case.
For office, in Oak and Leather, also traveling, with divisions for
Stock and Lenses, we offer a Trial Case known as the Special,
$29.70 net.
No. 1030. 168 lenses and discs.

P

ALUMNO ILIKIT Sanitary Guards  $ :
e:45D..500o Per. Pr.00z. 

1.40

P4
3.0 $ .45

Gold-Filled Rimless 1/30-12 K.   

Emi

Solid 10 K. Gold, Rimless  

When one dozen or more are purchased at one time we allow 10 per cNeentt.$off3.focior cash.

Retsner's Improved Lens Measure at 

GOLD-FILLED SPECTACLE FRAMES c)
No. 1, 0, 00 Eye. Made by the IMPROVED METHOD. CD

EXTRA FINISH, WELL TEMPER RED, HIGHLY LUSTEED.
V5525. 12 K., 1-10 Frames, "Elexo I30" Cable Temples   Per dozen, $,.. a
5524. 12 K., 1-10 Riding Bow Frames   5.60 r,)
5525. 12 K., 1-10 Riding Bow Cable "  

0 0 7.00 r"

1,564. 10 K., 1-10 Riding Bow  
0 0 5.40 r.

5354. 10 K., 1-30 Riding Bow  
41 0 

6.60 g
4.00

F565. 10 K., 1-10 Riding Bow,Cable "  
 0

5355. 10 K., 1-30 Riding Bow Cable "  
0 0 5.00

QUALITY GUARANTEED, same

Eye Glass Cases, highly polished,
lined with velvet and spring back
at $17.50 per gross. Spectacle cases
at $21 00 per gross.

Genuine spring back leather cases, $12.00 per gross
Imitation " " " 10.00 " "

Gold and Gold-Filled Riding Bow Mountings Per iloz rx4).4

10 K., Gold, Riding Bow Mount ings  . 821.75 tr)
1-10 12 K., Riding Bow Mountings 85  60 *; Cable, 6.75
1-10 10 K., Riding Bow , fountings   . ; Cubic, 6.60

1-30 10 K., Riding itow Mountings . . .  4.00 ; Cable, 5.00
1-40 10 K., Riding Bow and Rimless Mott n'tincs 3  00 674

INTERCHANGEABLE EXTRA WHITE
Per dozen

1st Qual. 2d Qual.

Double Convex, 1 eye . . . $ .91 $ .77
Periscopic Convex, 1 eye . 1.27 .91
Periscopic Convex, 0 eye . 1.33 1.00
Periscopic Convex, 00 eye . 1.47 1.12

SKELETON OR RIMLESS
Periscopic Convex, let Quality

0 Eye . f 2-hole 3-hole 4-hole
00 Eye . $1.54 $1.61 81.69 per dozen

Periscopic Convex, 2(1 Quality
0 Eye 2-hole 3-hole 4-hole
00 Eye . $1.19 $1.26 $1.33 per dozen
All prices quoted on lenses from 0.12 to 4.25. raral

Usual advance on strong numbers.
Cemented Bifocals, let Quality,

"Interchangeable." Cfl
1 Eye, $3.00 0 Eye, $3.10 00 Eye, $3.25 g

per dozen '
r•T4

From 8 D. up

cash discount 10 per cent.

it, Work. Kryptoks and Stevens Quality, 6q Cash Only : Agents for Stevens & Co., Inc.,
Gold-Filled Goods at Factory Prices.

Where not otherwise stated, we will allow

eks000000ixsocstoctc.42.4.4).00•000-,o-000000-cs000<s000•cs000<s000•cso

NEW CATALOGUE No. 17 CAN BE HAD FOR THE ASKING MANUFACTURING AND IMPORTING OPTICIANS

ESTABLISHED 1886
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JEWELRY 1111011011FEBS OF NOTION'. BOINTION

I I and me your sales and I will (1 et you the money.

To WHOM IT MAY CONCERN:
We wish to say Mr. Billy

Nooney has just closed an eight
weeks auction sale, after several
other auctioneers had failed.

He took the sale and with
his great personality and abil-
ity, he made our sale a grand
success, being able to hold the
crowd during the entire sale.

His system of working
brings the price for the goods
and pleased the people. Were
we to have another auction
sale, we surely would employ
Mr. Nooney as our auctioneer.

Yours truly,
HENDRICKSEN JEWELRY CO.

A. L. Hendrickaen.

Hand me your sale and I will get you the money. Cr Correspondence strictly con-
fidntiaI. Please write for terms and dates as I can only be one place at a time

BILLY NOONEY, L. Box 564, Detroit, Mich.
1914 ELEVENTH STREET, SUPERIOR, WIS.

Let us show why we can give the best service, the very
best. Two high class auctioneers for the price of one. No
substitute to fill dates, help or finish our sales. Original
ideas in advertising and selling. Profitable for the reason
of the prices we make stock bring and the amounts we sell
in a day. Ability to sell your stock, the goods you wish
sold. Methods which protects clients reputation. Twenty
years of real success and unsolicited testimonials from
largest and best jewelers. We invite investigation. All
letters treated confidentially. Should we be out of
Chicago, a few days delay may occur before you receive
reply, but we always answer. When writing always give
amount of stock and size of store.

A few references from late sales, firms who are still in business:

Anderton & Son, Dayton, Ohio.
Pickart & Moss, Jamestown, N. Dak.
J. J. Devine, Salt Lake, Utah.
Kinsel & Petri, Columbus, Ga.
Stapf & Son, Dunkirk, N. Y.
W. P. Hanna, New Castle, Pa.
Wm. A. Rogers, Ltd., Chicago, Ill.
M. C. Weyer, Faribault,
Jess E. Yohe, Decatur, Ill.

Shaver & Krziza, Dowagiac, Mich.
Geo. F. Blackslee, Los Angeles, Cal.
J. H. Flower, Ashtabula, Ohio.
A. C. Becken Co., Chicago, Ill.
J. H. Wallace, St. Catherines, Can.
Bouder Bros., Columbus, Miss.
C. M. Schnell, South Bend, Ind.
John C. Pierik, Springfield, Ill.
Brooks & Chapman, Madison, hid

TYLER:lz GREGORY, Room 1102, 37 S. Wabash Avenue, CHICAGO
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JEWELERS, DON'T BE DECEIVED 494}41.004/.0.1911:•04)0•

9

0

0

0

0
0

•9■91,31.41.494C•43,49,3:41-1,31-04-45,41C-IDOSDIK10-1.4■0041,19.41,11,3■041,11,310114141.11,*9.11.001,1141

What you
want is a profit-
able sale.
Then in justice

to yourself, em-
ploy o n1 y those
persons who can
positively prove at
the last six or
eight sales they
conducted t hat
the jeweler
whom they sold
for will recom-
mend them.
That is the

best and most
honorable refer-
ence.
WRITE US,

and let us send
you many refer-
ences to prove we
made from 23 to
42 per cent. profit.
We will guar-

antee you pro-
fits.
We then ask,

can any person
do more.

Tel. Rand. 882

GOTTLIEB & O'NEIL
AUCTIONEERING CO.

ESTA BUSHED 1886

811-812 Ashland Block, CHICAGO, ILL.

For Over

Twenty

Years
the reliable

Auctioneer for

reputable and

established

Jewelers. No

one can write

or tell you all

the benefits of

an auction. But

we Missourians

canShow you,

and then as

thousands of

others you will

call onus again.

D. 0. HERNDON
Home Phone, Main 2341

1202 Commerce Building
KANSAS CITY, MO.
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"BILLY" NOONEY
DIAMOND AND JEWELRY

Auctioneer

n and use your salea and I will get you the money.

All sales personally
conducted

One of the many unsolicited
letters:

SUPERIOR, WIS.,
JULY 30TH, 1912.

TO WHOM IT MAY CONCERN:
We wish to say Mr. Billy

Nooney has just closed an eight
weeks auction sale, after several
other auctioneers had failed.

He took the sale and with
his great personality and abil-
ity, he made our sale a grand
success, being able to hold the
crowd during the entire sale.

His system of working
brings the price for the goods
and pleased the people. Were
we to have another auction
sale, we surely would employ
Mr. Nooney as our auctioneer.

Yours truly,
HENDRICKSEN JEWELRY Co.

A. L. Hendricksen.

Hand me your sale and I will get you the money. 41 Correspondence strictly con-
ficlintial. (1 Please write for terms and dates as I can only be one place at a time

BILLY NOONEY, L. Box 564, Detroit, Mich.
1914 ELEVENTH STREET, SUPERIOR, WIS.

LOOKING AHEAD The commercial activity and productive sources of the country show a healthy and most en-
couraging condition. Anticipate your wants. Our patrons inform us that they are making good

money on our goods. We have positive proof that this is true for they are continually sending us repeat orders. Our goods are attractive both
as to quality and price, this makes them winners. The quality is dependable and the best of workmanship is what produces great results. If
you wish to be progressive, handle our goods as your customers will not be slow in recognizing their merits.

0ANOTHER REDUCTION IMPROVED "ILIKIT " SANITARY ORIN PRICE SHELL GUARDS
In Gold and Gold-Filled Mountings and With Rim or Frames.

SPECIAL OFFER.-One sample set of gold-filled 12 "Ilikit" mountings, etched on lenses, in
neat velvet-lined case for fitting, $7.50 net.

Gold-Filled Rimless 1/10-12 K. . .
Gold-Filled 12 K. 1 10 ILIKIT Shell Guards

Per Doz.
 $ 6.00

6.00

Per Pr.
$ .60
.00

"FLEXO BO" This frame, the "Flexo 130" is manufac-
tured with a special view to the comfort of
the wearer, to avoid all irritation of the ears,
undue pressure on nose and temples when
fitted with extra large or heavy lenses and
to produce a neat, becoming and stylish
frame for any face, no matter what the
shape of it may be.

In the make-up of the above illustration
of the "Flexo Bo " you will see that the
ear-pieces of the temples are wound around
with fine Gold-Filled or Alumno thread,
which makEs it soft and pliable, and
removes all disagreeable pressure from the

face, such as is caused by the old style of stiff temples. For comfort always the " Flexo Bo."

"Flexo Bo" Alumno frame which is made from extra white fine metal, per doz. . . $3.10
12K. 1/10 Gold-Filled "Flexo Bo"   . . 7.50

Don't Buy a Trial Case Until You See The

AUDEMAIR 10 Per Cent Dis-
count for Cash

Send for Our Complete Catalogue of Other Styles

THE ACME OF PERFECTION. FROM $10 to $89
Over Twelve Thousand (12,0001 Satisfied Owners of the Aude-
mak Prove Our Claim for the World Renowned Trial Case.

For office, in Oak and Leather, also traveling, with divisions for
Stock and Lenses, we offer a Trial Case known as the Special,
629.70 net.

No. 1030. 168 lenses and discs.

Special-Aluminum
Eye Glass Cases, highly polished,
lined with velvet and spring back
at $17.50 per gross. Spectacle cases
at $21 00 per gross.

Genuine spring back leather cases, $12.00 per gross
Imitation " " " 10.00 " "

ROCKING AND

RIGID GUARD
0

Per Doz. Per. Pr. E4
,7ALUMNO mxxrr Sanitary Guards $ 3.50 $ .45
1.T4

Gold-Filled Rimless 1/30-12 K.   4.00
15.00 1.40Solid.w1OheKn. Gold, Rimless 

dozen
nleosr  

smore are purchased at one time we allow 10 per cent. off for cash. 0
14Reisner's Improved Lens Measure at   Net, $3.00 each

GOLD-FILLED SPECTACLE FRAMES
No. 1, 0, 00 Eye. Made by the IMPROVED 51ETHOD, 0

EXTRA FINISH WELL TIOIPERED, HIGHLY LUSTERED.
V5525. 12 K., 1-10 Frames, "Flexo Bo" Cable Temples   Per dozen, $7.50 ai
5524. 12 K., 1-10 Riding Bow Frames
5525. 12 IC., 1-10 Riding Bow Cable "
1564. 10 K., 1-10 Riding Bow

5354. 10 K., 1-30 Riding Bow 
" 6.60g
" 4-00

F565. 10 K., 1-10 Riding Bow ,Cable "

5355. 10 K., 1-30 Riding Bow Cable " " 5.00
QUALITY GUARANTEED, same as BILLED

Gold and Gold-Filled Riding Bow Mountings
i..4Per doz 04

1194 10 K., Gold, Riding Bow Mountings . . . 82E75 6,1
F5594 1-10 12 K., Riding Bow Mountings   Iiiti.60 ; Cable, 6.75

1,594 1-10 10 K., Riding Bow Mountings   ). , (able, 6.600
5194 1-30 10 K., Riding !low Mountings . . . .  4.00; Cable, 5.00
5154 1-40 10 K., Riding Bow and Rimless Mountings 3  00 [if

.60
r•T4

  "
,, 7.00

" " 5.40

f=1

INTERCHANGEABLE EXTRA WHITE
Per dozen

1st Qual. 2d Dual.
Double Convex, 1 eye . . . $ .91 $ .77
Periscopic Convex, 1 eye . 1.27 .91
Periscopic Convex, ()eye . 1.33 1.00
Periscopic Convex, 00 eye . 1.47 1.13

SKELETON OR RIMLESS
Periscopic Convex, 1st Quality

0 Eye . 2-hole 3-hole 4-hole
00 Eye . $1.54 $1.61 $1.68 per dozen

Work. Kryptoks and Stevens Quality, 6q Cash Only : Agents for Stevens & Co., Inc.,
Gold-Filled Goods at Factory Prices.

Periscopic Convex, 2i1 Quality
0 Eye . I 2-hole 3-hole 4-hole
00 Eye . 1 $1.19 $1.26 $1.33 per dozen

All prices quoted on lenses from 0.12 to 4.25.
Usual advance on strong no tubers.

Cemented Bifocals, 1st Quality,
"Interchangeable."

1 Eye, $3.00 0 Eye, $3.10 00 Eye, $3.25
per dozen '

:Froin 8 D. up
Where not otherwise stated, we will allow
cash discount 10 per cent.

SPENCER OPTICAL COMPANY,
5-7 Maiden Lane (Near Broadway)

NEW YORK
NEW CATALOGUE No. 17 CAN BE HAD FOR THE ASKING MANUFACTURING AND IMPORTING OPTICIANS

E-1
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I JEWELRY 1111CTIONEERS OF NOTIONEI HERMON -
Let us show why we can give the best service, the very
best. Two high class auctioneers for the price of one. No
substitute to fill dates, help or finish our sales. Original
ideas in advertising and selling. Profitable for the reason
of the prices we make stock bring and the amounts we sell
in a day. Ability to sell your stock, the goods you wish
sold. Methods which protects clients reputation. Twenty
years of real success and unsolicited testimonials from
largest and best jewelers. We invite investigation. All
letters treated confidentially. Should we be out of
Chicago, a few days delay may occur before you receive
reply, but we always answer. When writing always give
amount of stock and size of store.

Now dating for Fall and Winter

A few references from late sales, firms who are still in business:

Anderton & Son, Dayton, Ohio.
Pickart & Moss, Jamestown, N. Dak.
J. J. Devine, Salt Lake, Utah.
Kinsel & Petri, Columbus, Ga.
Stapf & Son, Dunkirk, N. Y.
W. P. Hanna, New Castle, Pa.
Wm. A. Rogers, Ltd., Chicago, Ill.
M. C. Weyer, Faribault,
Jess E. Yohe, Decatur, Ill.

Shaver & Krziza, Dowagiac, Mich.
Geo. F. Blackslee, Los Angeles, Cal.
J. H. Flower, Ashtabula, Ohio.
A. C. Becken Co., Chicago, Ill.
J. H. Wallace, St. Catherines, Can.
Bonder Bros., Columbus, Miss.
C. M. Schnell, South Bend, Ind.
John C. Pierik, Springfield, Ill.
Brooks & Chapman, Madison, Ind

TYLER.:& GREGORY, Room 1102, 37 S. Wabash Avenue, CHICAGO E
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Every woman to whom you sell a piece of

she becomes an enthusiastic sales-woman
for your store.

NEW YORK : 15 Maiden Lane CHICAGO: 10 S. Wabash Ave.
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Every woman to whom you sell a piece of
-

/ •
""-""

could be added to your salary list, since
she becomes an enthusiastic sales-woman
for your store.

NEW YORK : 15 Maiden Lane CHICAGO : w S. Wabash Ave.
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New4a_fier Advertising for

Retail Jewelers
'THE Elgin Service Bureau will furnish
I free to every jeweler who sends in the at-

tached coupon, a book of sixteen newspaper Ad-
vertisements.

0 you should advertise—that'sa business fundamental—
but it is hard sometimes to write
your advertisements because of
the constant pressure of number-
less details.

During the coming months
your time will be fully occupied
with the many duties of a store
proprietor.

0

0
0
I
,1

BETTER prepare yourself now
for the newspaper man's call

by sending for the Service Bureau
Advertisement Book. We will be
glad to furnish it if you are really
interested.

THESE Avertisements are
k written in convincing, attrac-
tive fashion and advertise watches
for jewelry stores.

They are set in single and
double columns and will meet your
own special requirements.

There are enough of them to
give one change each week from
now to the holidays.

TTHESE advertisements are prin-ted in duplicate--you tear out
one for the printer, retaining the
other copy in the book to record
upon it the results secured. We
also furnish free the cuts needed
to illustrate the advertisements.

g ELGIN NATIONAL WATCH COMPANY
ELGIN, ILLINOIS

dtematuaut...mu u

1912

ELGIN NATIONAL WATCH CO.
Elgin, III.

Please send me the Service Bureau Advertise-
ment Book and electrotypes, free of charge to me.
I agree to return them if not used.

I expect to advertise in

(name of paper)  

Name.

Address

2045

THE REVOLUTION IS COMPLETE
The old style top bell clock has been deposed

THE INDIAN REIGNS SUPREME

THIS IS THE INDIAN
"The Clock With The Bell Inside"

PRICE TO RETAIL TRADE
Case Lots (50 clocks) . . . Each, 52 cts.
Small Lots . . . . • Each, 53 cts.

Subject to 6 per cent 10 days

These prices apply only to the territory east of the Rocky Mountains

Name of dealer printed on tht dial (cart lotr)without additional charge

Ingraham Clocks sold only through jobbers. If your reg-
ular jobber does not stock INDIAN Clocks, write us.

The old fashioned

top bell clock be-

longs to the stage

coach era— a dead

one.

Stem Shut-off

THE 'STEM SHUT OFF
PAT. PDt3.

Alarm released by raising ball
Alarm stopped by pressing ball down

The Inside Bell

and Stem Shut-off

clock is of the auto-

mobile and aero-

plane age—a live

one.

THIS CUT ACTUAL SIZE OF CLOCK

Diameter of case 4A inches. Nickeled and highly polished. Bell enclosed within the case.

Every clock is thoroughly tested before it leaves the factory and is warranted a first-class timekeeper.
Packed 50 clocks in a box, each clock in a separate pasteboard box.

THE E. INGRAHAM COMPANY
BRISTOL, CONN.
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LINK YOUR STORE

TO OUR NATIONAL ADVERTISING CAMPAIGN

41S10
111111.0C.1111r Egg Cup and Egg Cutter
A novelty originated by us and unique in every
particular. Holds egg of any size, and 'cuts top
without disturbing yolk. Easily taken apart for
cleansing. A sanitary comfort for travelers. Can
be used for soft or hard boiled eggs. Makes an ideal
holiday or wedding gift. It's one of the many
attractive novelties we make in

Bristol Silver
a fine white metal, heavily silver-plated.
Looks exactly like sterling silver—costs half
as much. Never wears dark—always keeps
a high silver polish.

If you can't get Bristol Silver at your jew-
eler's, write us and we will see that you are
supplied. Write for booklet, anyway.

Look for this 20-YEAR Guarantee Tag.
It Identifies Genuine BRISTOL SILVER.

0
BRISTOL SILVER

Is Guaranteed for 20 Years. We will
replace any article which shows any
defect in material or workmanship.
I3RISTOL JEWELRY CO., Inc.

44,4, e r3,77

BRISTOL JEWELRY CO.

Mfg. Jewelers, Attleboro, Mass.

Half dozen, in silk
Case . . . $15.00

Set of Three, in Silk
Case . . . $8.00

Individuals . $2.75

Send for our illus-
trated booklet.

The above will appear October 20

THESE BRISTOL

SILVER ADS. WILL

APPEAR IN THE

SUNDAY MAGA-

ZINE OF THE FOL-

LOWING PAPERS:

Chicago Record- Herall

Philadelphia Press

New York Tribune

St. Louis Republic

Pittsburgh Post

Boston Post

Washington Star

Rocky Mountain News

Detroit News-Tribune

Minneapolis Journal

Buffalo Courier

Baltimore Sun

REACHING OVER

ONE MILLION AND

A HALF HOMES

The People in Your Own Town are Going to Ask for

BRISTOL SILVER

Bristol Silver
"Sterling Finish"

Combination Match and Cigarette Case
Complete with Matches, $5.25

Write for Booklet

The Bristol Silver line is full of clever, in-
genious novelties that you would be glad
to own or give. It includes Toilet Ware,
Manicure Articles, Vanity Sets, Cigarette
Cases, Match Boxes, Candle Sticks, Picture
Frames, etc., that look and wear like
Sterling Silver and cost half as much.

Bristol Silver is a fine white metal, heavily
silver-plated. Never wears dark. Always
keeps the high polish of sterlingsilver. Let
us know if you have any difficulty getting
it at your jewelers. It is always stamped
" Bristol Silver," and bears our tag guar-
anteeing 20 years of satisfactory service.
Write for booklet anyway.

BRISTOL JEWELRY CO.,
Manufacturing Jewelers, Attleboro, Mass.

The above will appear November 3

These advertisements telling them why they should buy BRISTOL SILVER will appear in the 
papers that go right into

their homes. Each advertisement describes one of our clever specialties and invites the reader to send for our 
illustrated

booklet. When we mail the booklet to the thousands of people who will write for it we're going to tell t
hem the names

of the nearest dealers who sell BRISTOL SILVER. And them we're going to follow up 
these inquiries until we succeed

in turning as many of them as possible into sales for the dealers.

If you're not a BRISTOL SILVER dealer, get busy—Send for our Trade Catalogue

It will show you some of the best sellers in BRISTOL SILVER Toiletware, Manicure Articles, Vani
ty Sets, Cigarette Cases, Match Boxes, Candle

Sticks, Picture Frames and other exclusive novelties. Every one of them bears OUR 20-YEAR GUARANTEE TAG—the best selling point you have

ever been offered in silver-plated novelties.

BRISTOL SILVER is a fine white metal, 22% pure nickel, heavily silver plated. It wears and looks like sterling silver and costs about half as much.

It never wears dark, but always keeps the high polish of sterling silver even after the plating has worn off.
BRISTOL SILVER is made with the same equipment necessary for the production of the finest sterling silver. The process of engraving and finishing

it is exactly the same as that employed by the makers of sterling silver. It takes three times as long to finish as "Britannia" ware and "German"

silver, and although it is only about 10% higher in price, it is worth at least 100% more.

The People in Your Town are Going to Buy Bristol Silver. Are You Going to Sell It to Them?

BRISTOL JEWELRY CO., Inc.

STERLING FINISH

Silversmiths, Makers of Jewelry and Novelties ATTLEBORO, MASS., U.S.A.
NEW YORK OFFICE, 3 Maiden Lane CHICAGO OFFICE, 811 Heyworth Building

BRISTOL SILVER is a fine white metal, heavily silver plated, sterling finish, not easily dented. More durable than sterling silver.
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STERLING FINISH

BRISTOL SILVER
is a fine white metal, heavily silver
plated, sterling finish, not easily
dented. More durable than sterling
silver.

STERLING FINISH

An
Extensive
Toilet
Ware
Line

WE ILLUS-
TRATE one
of the many
fine designs
we are offer-
ing this sea-
son.

Our Line of Toilet and Manicure Articles
is most complete and varied. It will pay
you to look the line over. Our men are
now out.

WE MAKE

TOILET WARE

MANICURE ARTICLES

JEWEL BOXES

PIN CUSHIONS

COMPOTE DISHES

PICTURE FRAMES

TAPE MEASURES

CANDLESTICKS

DRINKING CUPS

TEA STRAINERS

CIGARETTE CASES

MATCH BOXES

CIGAR CASES

EYE-GLASS CASES

BRACELETS IN GOLD

PLATE AND

BRISTOL SILVER

LEATHER AND

SILK FOBS

A GENERAL LINE OF

JEWELRY

BRISTOL JEWELRY CO.
ATTLEBORO, MASS.

Silversmiths and Makers of

Sterling Plated Ware, Leather Fobs, Novelties, etc.
NEW YORK OFFICE, 3 Maiden Lane

CHICAGO OFFICE, 811 Heyworth Bldg.
108

BTERLING FINISH
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EMBLEMS
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.EMBLEMs.
EMBLEMATIC NOVELTIES

Twenty-Five New Designs in Floral Pins

A
NEW AND DISTINCT line of em-

blems for ladies wear. So vastly

different from anything ever hereto-

fore put on the market.

gEvery design original; an evolution from
the "arts and crafts room'' of the W. & A.

plant. Come in sterling silver and solid

gold and in all colors of exquisite and deli-

cate hues.

(IIThe finishing touch to woman's apparel is

one of these original Floral Pins.

gIMade in two qualities, Sterling Silver

plated with 24 Karat Gold, and Solid Gold.

Silver quality . . $18.00 per doz.

Gold quality . . 54.00 per doz.

KEYSTONE KEY

CfLet us tell you more about them

arwl the rest of our extensive em-

blem line. A postal to us will

bring you further information.
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A most complete line that is made right,
priced right, quality right. Me offer
the opportunity to save from 20 to
335i%, on the same class of goods
bought through any jobber.
Our LOCKET LINE has had
many new designs added. It
will pay you to ask for a
selection.

Emblematic Knives
WITH STERLING SILVER ENAMELED 

HANDLES

Every
piece of
A & Z Chain
Co. Jewelry
backed by a rigid
guarantee. It's to
YOUR interest,
Mr. Retailer, to
investigate our line.

For all the

Leading Fraternal

and Secret Organizations.

Designs shown carried in

stock.

Price $5.0

each
Keystone key

MADE EXCLUSIVELY BY

THE WILLIAMS & ANDERSON CO.

MANUFACTURERS OF SOCIETY 
EMBLEMS

23-33 BROAD ST., PROVIDENCE, 
R. I.
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"HL" JEWELRY for EVERYONE
THERE'S a piece of "HL" JEWELRY for every man, woman or child. The line is

exceptionally extensive and varied. The quality indisputably of the very highest.
The trade mark "HL" stands for the very HIGHEST QUALITY, FINE FINISH and
EXQUISITE DESIGNS. We realize that GOODS MADE WELL ARE HALF SOLD.

"Reliable Jewelry for Reliable Jewelers"
is our motto.

We are showing something of vital interest to your trade—an EXPANSIBLE BRACELET
—a sure seller for the HOLIDAYS called

The "Lederer"
It's mechanically and artistically
correct. The variety of DESIGNS
makes it possible to more nearly
meet all tastes. We are show-
ing some very dainty effects with
LOCKETS and ADJUSTABLE
WATCH ATTACHMENT.

Our regular BRACELETS, with
the PATENT SPRING JOINT
and CATCH, which prevents
breakage and precludes losing,
are exceedingly extensive this
Fall.

Every BRACELET we produce has a real locket joint fashioned by hand, thus making it the superior of any on the market. We
take especial pride in making the best BRACELET on the market. We do not skimp on metal or gold and offer an extra heavy
tubing bracelet which prevents denting. Every bracelet we make contains more gold than any other bracelet of its size on account
of the thickness of our tubing. We stand ready to prove this at any time. Made 1-8, 1-4, 3-8, 1-2, 5-8, 3-4, 1" in width.
We also make a very large line of split bracelets with nobby stone effects.
All our NECK CHAINS are HAND-SOLDERED, which assures every link being soldered perfectly, which is not true of machine-
made chains. There's a charming grace and finish to our goods that reflects the dignity and character of an original house.
When worn by a wcman she feels the ease and charm of being adorned with proper and correct styles.

FOR WOMEN WE MAKE 

CHATELAINES LOCKETS LA VALLIERES
PATENT BRACELETS BEAD NECKLACES NECK CHAINS
EXPANSION BRACELETS

FESTOONS

GUARDS

OPERAS 13-15-16-20 INCHES

We would also direct your attention to our line of Jewelry for the " MAN THAT KNOWS."
This line is of very broad scope and there can always be found some piece of "HL'' Jewelry for
the most fastidious person.

q\ Just now Waldemar and Vest Chains are selling. Anticipating this demand we have formulated
a Special Proposition for your consideration. We call it Our No. "A" assortment. It consists
of 12 of our best sellers in Chains-12-Karat 1/10 Gold Filled, put up on an attractive
velvet chain roll. Write us for further particulars.

SCARF PINS

VEST CHAINS

FOR MEN WE MAKE

COAT CHAINS FOBS (Metal and Ribbon)
WALDEMAR CHAINS DICKENS

I. Our business has been far beyond our expectations and we wish to thank the entire trade for their patronage.
For a Successful Holiday Business Stock "HL" JEWELRY.

HENRY LEDERER & BRO., Inc., PROVIDENCE, RHODE ISLAND150-160 CHESTNUT STREET
NEW YORK OFFICE, 6 MAIDEN LANE

MAKERS OF HIGH-GRADE GOLD-FILLED AND STERLING SILVER CHAINS, BRACELETS AND NOVELTIES

"HL" JEWELRY is made of HIGH-GRADE HARD-FINISH GOLD-FILLED STOCK

Send for our booklet on "IlL'' lerrelru. It's full of FACTS. GOODS stamped "IR." are live sellers
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DESIGNS IN

NEW AND ATTRACTIVE

BROOCHES

LINK BUTTONS

LOCKETS

SCARF PINS

CUFF PINS

BAR PINS

CROSSES

BELT PINS

WAIST SETS

FOBS

TIE CLASPS

HAT PINS =—

LORGNETTE CHAINS

NECK CHAINS

PENDANTS

■■•

A 10 Karat Line that is 10 Karat

THE KELLER JEWELRY MFG. CO.
Salesroom : 64 NASSAU ST., NEW YORK Factory : 251 N. J. R. R. AVE., NEWARK, N. J.
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1093 $17.00

741 $30.00
1021 $ 20.00

30 $3.00

1046 $8.00

802 $50.00
781 $20.00

324
708 $22.00

4441 $50.00

162 $4.00

752 $22.00 1077 $ 24.00
28 $3.00

'Om 1084 $7.00

7.00

PLATINUM

81 $ 7.0 o
1081 $ 9.00

911 $80.00

828 $44.00

1

4466 $100.00

712% $22.00

1085 $6.00

1088 $7.50

784 $20.00
812 $25.00

1056 $ 230.00

1089 $7.00

1034 $13.00

1061 $16.00 20446 $32.00

THE SCRIBNER 4) LOEHR CO
MAKERS OF FINE GOLD EMBLEM ODDS

CLEVELAND, OHIO.

Six Splendid New Designs. Actual Size. Perfect Gold Edge.

SIMMONS TIE CLIPS

Can be Retailed for $1.00 each

Fully up to the Simmons standard a recognized

superiority in quality, design and finish.

Wonderful value your customer will see it at once.

Subject to the usual catalog discounts.

R. F. SIMMONS CO., ATTLEBORO, MASS.
Established 1873

Wholesale Jewelry and Optical Houses Dirtributers

SIM1..ONS
ckulins
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1021 $ 20.00

708 $22.00

4441 $50.00

162 $400

752k $22.00 1077 $24.00
28 $300

828 $44.00

784 $20.00
812 $25.00

1085 $6.00
Nr 4.1ra.

4466 $100.00
1061 $16.00

1056 $230.00

20446 $32.00

DE SCRIBNER 01) LOEHR CO
MAKERS OF FINE GOLD EMBLEM ODDS

CLEVELAND, OHIO.

L._

if

Six Splendid New Designs. Actual Size. Perfect Cold Edge.

SIMMONS TIE CLIPS
Can be Retailed for $1.00 each

Fully up to the Simmons standard a recognized

superiority in quality, design and finish.

Wonderful value your customer will see it at once.

Subject to the usual catalog discounts.

R. F. SIMMONS CO., ATTLEBORO, MASS.
Established 1873

Wholesale Jewelry and Optical Houses Distributers

S I M(.0 SADC 
CHAINS

2053
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PRISCILLA BAR PIN

Rogaialegozaz:4‘

The Very Latest

WE have applied for a patent on the "Priscilla"
which means that it will not be copied.
It is a splendidly made pin, heavy, rich in its

Engine Turning, beautifully finished, giving protection
to the whole pearls that ornament it.
It's a fitting successor to the

EDGEWOOD BAR PIN
whice we originated and patented three years ago
and which has never been made in any metal but

FOURTEEN KARAT GOLD

Therefore the success of the

PRISCILLA BAR PIN
is unquestioned,

DON'T YOU WANT A SAMPLE LINE

NOW WHILE IT IS BRAND NEW ? ??

Buy 14 Karat and Platinum

Goods bearing this Trade Mark Akir

TRADE MARK

The Harvey J. Flint Company
Makers of Fourteen Karat Gold Jewelry

Fifty-nine Page St., Providence, Rhode Island

St CI CI ==3 CI CI 1=3 L

0

0
il

II
il

11
0

il

il
II

II
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HAND

Metal

Close Set

With White Stone

148

Two-thirds Size

SAWED

Barrettes

Close Set

With White Stone

Two-thirds Size Two-thirds Size

Popular, Nobby Designs with Platmoid Finish.

Price $1.50 to $3.50 each. Come in individual boxes neatly cased. Also have combs
to match.

14

0 We are also showing a very fine line of Mounted Combs and Barrettes set
JOSEPH W. HELLER CO. with Brilliant White Stones.
144 Pine St., Prov., R. I. '°/

GENTLEMEN:

Please send me a selection
of your Platinold Finish Hand
Sawed Metal Barrettes.

NAME  

STREET  

CITY 

STATE  *.•••■00■41...fts1..011■10,41 le•war.4 peleab..5 • vollta.40■00■ 111■41•01■410■111.40■1$ • 111■40■•■•.00■015■411■11...its■Alt

SEND FOR SELECTION PACKAGE

JOSEPH W. HELLER CO

144 PINE STREET

Manufacturing Jewelers
White Stone Novelties

PROVIDENCE, R. I.
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i CLARENCE F. BAYER BYRON L. STRASBURGER ALBERT PRETZFELDER 
i

i OPERA GLASSES 
E, 4 

CLOCKS i

SMOKERS' ARTICLES 1
i 

GUN METAL GOODS

CIGARETTE CASES 
IIMSfa BRASS GOODS

1 
LORGNETTES LAMPS

i

i BAYER & PRETZFELDER CO: 
i

i 

5 EAST 17th STREET Between Broadway and fifth Avenue NEW 

i

i Notice to the Trade: 1
i i
i 

We still have on our files many large orders now due to be shipped which were placed withus several months ago for the holiday trade. You will agree they must have precedence in our i.

i 

shipping department.
You can well understand our extensive facilities are being taxed to the limit by the splendid i

i 

appreciation of the trade of our line of sellers.
We take this means of begging your kind indulgence in our delivery which may seem slow,

i
i 

but our assurance is that all orders are having our very best attention, and everything possible willbe done to give you continued satisfaction.
I

I 

We feel quite positive in assuring you that within twenty days all open orders on our fileswill be filled and shipped with all possible haste. 
i

i 

We take this means of extending to the trade our sincere appreciation of the many past favors.

1

1 
SOLE AGENTS — La Vogue Lorgnette Lines ; La Vogue Binoculars ; Lisbeth Indestructible Pearls — SOLE AGENTS
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Cash Buyers and Wholesale Dealers in

OLD SQUARE CUT EAST

INDIAN and BRAZILIAN or

" OLD MINE DIAMONDS

"OLD MINE" diamonds are the diamonds of history, legend, story and romance. Some
of them are less than fifty years old and others have passed through our hands with

an authenticated history of more than 300 years. In many ways they are more interesting
than the ordinary modern cut diamonds of commerce.

When you have a customer for such a stone send to us for it, but above all think of
us when you have customers who wish to dispose of any old square cut or "Old Mine
diamonds, or antique jewelry of merit, as the house to send to for cash offers. We will
respond promptly.

10-1CHAS. S. CROSSMAN & CO. Three Maiden Lane, New York
_
MRIWEIR1 ES_ SE RIRIBE1 .R11E0RIR  R 
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oak

What Every Jeweler
Should Know

HERE IS WHAT IS OFFERED THE JEWELERS IN THE

PL1
A

atl
Eat

Name, famous for nearly a century.
New Prices that distance all competition.
Designs that are the ripest inspirations of artist-modelers.

Absolute Honesty in every ounce of plate manufactured.
Wearing Qualities that are a guarantee of satisfied customers,

and last, but not least,

PROTECTION TO THE TRADE BY RE-
FUSING TO SELL DEPARTMENT STORES, 
DRUGGISTS AND " OUTSIDE " DEALERS. 

To sell Reed & Barton Plated Flatware is to be sure of big business,
for where it is offered no competition is possible. All you have to do is to
let the public know you sell Reed & Barton Silverware. The rest is easy.

Write today for our new price schedule

Reed & Barton, Silversmiths, Taunton, Mass.
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The

• 

MAIN OFFICE

• 

Attleboro, Mass.

Our New

Marathon Armlets %
are made with 2, 3, 4 or 5 bands each, held together by signets and stone-set ornaments, %
so constructed as to allow these bands to turn, but at the same time holding them in %place at the top, allowing the rest of the armlet to adjust itself to any part of the forearm.

%Made from 12K 1/20 Gold Filled, plain and fancy wire in many beautiful patterns;
polished, Roman and Old English finish. Very popular for evening and full dress occasions. %

%

Our New Line

Faceted Bracelets
are so constructed as to make them very strong and durable as well as light and dainty.

Every facet perfect in shape and uniform in size, which gives a rich and brilliant
effect. Made from 12K 1/20 Rolled Gold Plate oval-shaped tubing, from VI to inches
in width; polished, Roman and Old English Finish. Fully protected by our registered
trade mark A. C. Co.

NEW YORK OFFICE
9 Maiden Lane

Line

Sold Through Jobbers Only

&glory_ _}etteilbte

CHICAGO OFFICE SAN FRANCISCO OFFICE
Heyworth Building 104 Market Street

010.101g51E0E1010.15.-E

"THE BEST"

Eal0 rg

NEW HIGH GRADE GOLD FILLED BRACELET!
Three Quarter Inch Bracelets in one—producing a three bangle effect. Has a joint and catch.

IT'S THE NEWEST YET SHOWN

PAT.B_.1365
SIZE 71/2IN W IDII-13/41N•

THE ABOVE PATTERNS ARE ENGRAVED

Made Plain, Hand Engraved, Chased, or Etruscan Stone Set. EVERY BRACELET GUARANTEED as to
WEARING QUALITIES. ORDER BY NUMBER OF YOUR JOBBERS

BATES 8z BACON

F-
RIFIESERR  Ea

Attleboro, Mass.
NEW YORK, 9-11 Maiden Lane CHICAGO, 31 North State Street

B_EFE STESIEB-RMEM ERIE

-atiwaal,e4hA,u.
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IMITATION ORIENTAL PEARL NECKLACES

0 WING to certain Oriental Qualities
these goods are hardly distinguishable

from natural Oriental Pearls.

Also
Indestructible Pearls

In All Grades
Diamond and Fancy Clasps

Largest Dealers in Diamonds, Precious,

Semi-Precious and Imitation Stones

LORSCH
BUILDING

37-39 Maiden Lane
NEW YORK

3:43J,1„).11:3.1.11.33a.:.031,1:314
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Only One of a Thousand of Our Snappy Holiday Sellers

BANGLE BRACELETS
They Come Gold-Filled and In Sterling Silver They Are Dirt Cheap, But Mighty Showy

It's a

You will

Don't Miss a

Big Bet.

Send For Some

of These

BRACELETS

At Once.

WATCH BRACELETS

We Have Them in
14K and Gold-Filled.

Put some in stock.

You will certainly have
numerous calls for them soon.

Better send your order along now.
Our supply is limited.

C. & B. CATALOG
SOON OUT

big book filled from cover to cover with snappy big sellers.

find nothing but up-to-date goods in this catalog. That's

the only kind we carry. Some of these goods you can't find elsewhere.

Send us your name for one of these Catalogs.

The edition is limited.

CROSS & BEGUELIN
NEVV YORK
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THE HOUSE EMBLEMS

3550 x

$48 Doz.
3517 x

$96 Doz.

SUPPLEMENTING THE CATALOG

THE BEST EVIDENCE of the live character of the Emblem Business
as represented by this house, is that it does not rest on past performances

but keeps interest alert by a constant stream of new desings.
Yet we never depart from the correct and traditional emblematic forms;

but seek to take those forms and make them a little better, a little truer and
richer in effect and finer in their decorative setting than is usual in
Emblem Goods.

It is running water that keeps fresh, and it is this policy that keeps our
stocks always fresh, live and interesting. Thus the Catalog, compendious as
it is, can hardly be quite complete so long as our designers continue to have so
many interesting inspirations.

Nevertheless the Catalog still remains a treasure-house of Emblems
of every order.

PRICES SUBJECT TO KEYSTONE DISCOUNT

IRONS & RUSSELL COMPANY
Specialists in the Manufacture of Emblems

Three Complete Stocks in Three Convenient Centers

NEW YORK OFFICE:
11 Maiden Lane

MAIN OFFICE AND FACTORY: CHICAGO OFFICE:
Providence, R. I. 10 S. Wabash Ave.

3549 x

$18 Doz.
3547 x

$42 Doz.
2675

$114 Doz.
3556 x

$48 Doz.

SOME AUTUMN OPPORTUNITIES

THE REGULAR ORDER of business is now being taken up by the
various fraternal orders all over the country. Items regarding their ac-

tivity are constantly appearing in the daily press. Why not get up a mailing
list of all the lodge members in your town and get in touch with them on the
emblem proposition.

In many instances new Lodge Rooms and even New Buildings are being
secured, and banquets and entertainments are being arranged. The members
will be interested in what you have to show in the Emblem line. You can
show nothing more attractive or more profitable than the goods we make.

And then there are the Class and College Pins. A good business can
be worked up in them, too. It is easy to interest the young enthusiasts.

We are your neighbors wherever you live. Three complete stocks in
three handy burgs.

EVERYTHING IN EMBLEMS

IRONS & RUSSELL COMPANY

NEW YORK OFFICE:
11 Maiden Lane

Specialists in the Manufacture of Emblems

Three Complete Stocks in Three Convenient Centers

MAIN OFFICE AND FACTORY: CHICAGO OFFICE:

Providence, R. I. 10 S. Wabash Ave.
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Does Your Business Need Speeding Up?
WE ARE STRONG ON BIG SELLERS!
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Here is a list of articles needed in every jewelers' stock. Check the l'st, then order from our Catalog. Mark articles wanted thus "X"
Black Jewelry _ Diamond La Vallieres Match Boxes, Gold and Silver Rings, Filled
Baby Bracelets _ Diamond Ear Screws Medals Rosaries

_ Baby Pins _Diamond Bracelets Medicine Cases
_
_Safety Pins

_Beads,
_Belt

Baby Rings
Gold

Pins

_ Diamond Tie Holders
Diamond Studs
Diamond Rings

Mesh Bags
Military Brushes
Mirrors

_
Scarf Pins, Gold and Filled
Scarf Pins, Diamond
Scissors

Bracelets, Gold-filled Dress Pin Sets Mourning Jewelry Shaving Sets
Brooches, Diamond _Dumb-Bell Links, Gold Nail Files, Polisher _ Signet Rings

_
_

Brooches, Gold and Filled
Chains, Coat

_Dumb-Bell Links, Gold-filled
Ear Drops

Napkin Rings
Neck Chains _

Silk Fobs, Gold and Filled
Spoons—Berry, Sugar, Bon Bon,

Chains, Vest, Gold-filled Ebony Sets _ Necktie Holders, Gold, Silver Olive, Salad
_ Chains, Nickel _Emblem Pins and Buttons _ Nickel Chains Studs, Gents
_ Chains, Ladies' Guard _Emblem Charms Novelties _Tape Measures
_ Chatelaine Pins, Gold and Filled Emblem Rings _ Parisian Ivory Tea Bells
— Cigar Cutters Embroidery Scissors _ Pearl Necklaces Tea Strainers
_ Clocks, Ivory _ Eye Glass Chains _ Pearl Links

_
Thimbles

_ Coat Chains _ Festoons, Neck _ Pendants, Diamond Tie Clasps
_Coin Holders _Flatware _Pendant Earrings

_
_Toilet Sets, Ladies'

Collar Buttons _Fob Chains, Gold and Filled _Photo Frames Toilet Sets, Ivory
_ Collar Pins Fobs, Leather _Pocket Knives, Gold Tooth Brushes
_
_

Combs, Ladies'
Combs, Dressing

_ Fountain Pens
German Silver Purses

_
_

Pocket Nail Files
Pepper anti Salt Shakers

Tooth Powder Bottles
Traveling Sets

_ Comb and Brush Sets Guard Chains, Ladies _Puff Boxes Tie Holders
Crosses _ Hair Brushes _ Rings, Baby, Misses Umbrellas

_Cuff Pins Hat Pins, Gold and Filled _ Rings, Emblem Vanity Purses
_Cut Glass Jewel Cases Rings, Initial

_
Veil Pins

_Diamonds Knives, Pocket, Gold and Sterling _ Rings, Men's, Ladies Vest Chains
Diamond Brooches La Vallieres Rings, Diamond Waist Pin Sets
Diamond Scarf Pins _ Lorgnette Chains, Gold and Filled _ Rings, Signet, Masonic Watch Bracelets

_ Diamond Lockets Manicure Sets Rings, Misses' Whisk Brooms
_ Diamond Cuff Links Masonic Pins, Rings and Charms

"IF YOU HAVEN'T GOT 'EM—YOU CAN'T SELL'EM"

M. J. AVERBECK, Manufacturer—Importer, 10 Maiden Lane, NEW YORK
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M. J. AVERBECK'S

NEW 1913 CATALOG

This mail is bringing to you a copy of our New 1913

Catalog, describing our Fall and Holiday and All

Year Round Sellers.

The Catalog will tell you what to buy and the

Net Prices Order Blanks Return Envelopes make

the matter of ordering easy. It will relieve you of

the expense of going to market it will save the time

you usually spend looking over Salesmens'

Sample Lines.
Don't you want to order your Fall and Holiday Stocks

now? Don't you think the saving of time well worth

while? If so sit right down now and make out

your order.
Don't put it oif. Send your order right along, and if

you are not pleased with any or all ofthe goods, return

at once for credit that's fair isn't it?

THE FALL BUYING RUSH IS ON! ORDER TO DAY!

..■1116.

It is a Splendid Book! It is a big time and Money Saver!

It is worthy of your confidence! It is clever and interesting to order from.

It is worth your while to order ALL your needs from AVERBECK'S CATALOG. 

M. J. AVERBECK, Wholesaler—Importer, 10 Maiden Lane, NEW YORK
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Black Jewelry
Baby Bracelets
Baby Pins
Baby Rings
Beads, Gold
Belt Pins
Bracelets, Gold-filled
Brooches, Diamond
Brooches, Gold and Filled
Chains, Coat
Chains, Vest, Gold-filled
Chains, Nickel
Chains, Ladies' Guard
Chatelaine Pins, Gold and Filled
Cigar Cutters
Clocks, Ivory
Coat Chains
Coin Holders
Collar Buttons
Collar Pins
Combs, Ladies'
Combs, Dressing
Comb and Brush Sets
Crosses
Cuff Pins
Cut Glass
Diamonds
Diamond Brooches
Diamond Scarf Pins
Diamond Lockets
Diamond Cuff Links

Diamond La Vallieres
Diamond Ear Screws
Diamond Bracelets
Diamond Tie Holders
Diamond Studs
Diamond Rings
Dress Pin Sets
Dumb-Bell Links, Gold
Dumb-Bell Links, Gold-filled
Ear Drops
Ebony Sets
Emblem Pins and Buttons
Emblem Charms
Emblem Rings
Embroidery Scissors
Eye Glass Chains
Festoons, Neck
Flatware

_ Fob Chains, Gold and Filled
Fobs, Leather
Fountain Pens
German Silver Purses
Guard Chains, Ladies
Hair Br-ashes
Hat Pins, Gold and Filled
Jewel Cases
Knives, Pocket, Gold and Sterling
La Vallieres
Lorgnette Chains, Gold and Filled
Manicure Sets
Masonic Pins, Rings and Charms

Match Boxes, Gold and Silve
Medals
Medicine Cases
Mesh Bags
Military Brushes
Mirrors
Mourning Jewelry
Nail Files, Polisher
Napkin Rings
Neck Chains
Necktie Holders, Gold, Silver
Nickel Chains
Novelties
Parisian Ivory
Pearl Necklaces
Pearl Links
Pendants, Diamond
Pendant Earrings
Photo Frames
Pocket Knives, Gold
Pocket Nail Files
Pepper and Salt Shakers
Puff Boxes
Rings, Baby, Misses
Rings, Emblem
Rings, Initial
Rings, Men's, Ladies
Rings, Diamond
Rings, Signet, Masonic
Rings, Misses'

Rings, Filled
Rosaries
Safety Pins
Scarf Pins, Gold and Filled
Scarf Pins, Diamond
Scissors
Shaving Sets
Signet Rings
Silk Fobs, Gold and Filled
Spoons—Berry, Sugar, Bon Bon,

Olive, Salad
Studs, Gents
Tape Measures
Tea Bells
Tea Strainers
Thimbles
Tie Clasps
Toilet Sets, Ladies'
Toilet Sets, Ivory
Tooth Brushes
Tooth Powder Bottles
Traveling Sets
Tie Holders
Umbrellas
Vanity Purses
Veil Pins
Vest Chains
Waist Pin Sets
Watch Bracelets
Whisk Brooms

"IF YOU HAVEN'T GOT 'EM—YOU CAN'T SELL 'ENE"

M. J. AVERBECK, Manufacturer—Importer, 10 Maiden Lane,

This mail is bringing to you a copy of our New 1913

Catalog, describing our Fall and Holiday and All

Year Round Sellers.

The Catalog will tell you what to buy and the

Net Prices Order Blanks Return Envelopes make

the matter of ordering easy. It will relieve you of

the expense of going to market it will save the time

you usually spend looking over Salesmens'

Sample Lines.
Don't you want to order your Fall and Holiday Stocks

now? Don't you think the saving of time well worth

while? If so sit right down now and make out

your order.
Don't put it otT. Send your order right along, and if

you are not pleased with any or all ofthe goods, return

at once for credit that's fair isn't it?

THE FALL BUYING RUSH IS ON! ORDER TO DAY!

It is a Splendid Book! It is a big time and Money Saver!

It is worthy of your confidence! It is clever and interesting to order from.

It is worth your while to order ALL your needs from AVERBECK'S CATALOG.

M. J. AVERBECK, Wholesaler—Importer, 10 Maiden Lane, NEW YORK
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ARE YOU A PROGRESSIVE? L
The fundamental principles of

PROGRESSIVENESS
are to overthrow precedent and tradition and incorporate
better methods into business dealings. We have always been

PROGRESSIVE
from the beginning of our business career.
In The Keystone of March, 1910, we announced to the trade
that we were

"A YOUNG HOUSE"
"WITH PROGRESSIVE IDEAS"

We stated at that time that we did not boast of being ancient
nor did we wish to be.
This shows that we did not believe in antiquity with anti-
quated methods as a plea for favorable consideration from the
jewelry field, but that we believed in overthrowing tradition
and precedent and offering the entire trade ideas radically new.

LOCKETS THE LINE THAT MADE US FAMOUS
LOOK FOR TRADE MARK
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CASTIGLIONI COMPANY
Factory, 116 Chestnut Street, PROVIDENCE, R. I.

NEW YORK OFFICE: 71 Nassau St., Room 1204
Representative, CHARLES ALTSCHUL M. NEUBURGER

MANUFACTURING JEWELERS 
CHICAGO OFFICE: 505 Powers Bldg. Pacific Coast Office: SAN FRANCISCO, CAL., 710 Jewelers' Bldg.

J. H. MERRILL
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B LET PROGRESSIVENESS BE
YOUR MOTTO

A

This motto of

"PROGRESSIVENESS"
has caused this house to take front rank in the matter of furnishing
new ideas in

LOCKETS and BRACELETS
It has in truth made a reputation for us as .a locket house with lockets

THE LINE THAT MADE US FAMOUS

We anticipate about December 15 showing the trade our new line of

GENTS' LOCKETS
comprising some absolutely new designs. In the meantime get
in line with the

PROGRESSIVE
movement.

ASK YOUR JOBBER TO SHOW OUR LINE OF LOCKETS
AND.BRACELETS WHICH IS ABSOLUTELY PROGRESSIVE

LOOK FOR TRADE MARK

CASTIGLIONI COMPANY
Factory, 116 Chestnut Street, PROVIDENCE, R. I.

 MANUFACTURING JEWELERS 
NEW YORK OFFICE 71 Nassau St., Room 1204
Representative, CHARLES ALTSCHUL

CHICAGO OFFICE: SOS Powers Bldg. Pacific Coast Office: SAN FRANCISCO, CAL., 710 Jeweler: Bldg.
M. NEUBURGER J. H. MERRILL
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M DAME LINE
2:9 of Quality"
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Patented April 23, 1912

54/343 48/602 COLONIAL DAME BRACELET

HAND ENGRAVED
COLONIAL DAME LOCKETS

48/600

HAND ENGRAVED
COLONIAL DAME LOCKETS

48/338
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Quality Mark Quality Mark 4765 485934

I

i 

4846M 4756 DAME LINE REPRESENTS EXCLUSIVE
STYLE, QUALITY, FINISH,

Ii WRITE FOR PARTICULARS ON OUR WORKMANSHIP

f FREE PENNANT OFFER

i
I ASK YOUR JOBBER FOR

SOLD ONLY THROUGH JOBBERS "THE LINE OF QUALITY"
I•

1 4486 4683 1

1

i
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i Ask your jobber to show you our line. If he does not carry the "LINE OF QUALITY" write us and selections will be sent yov and billed through any reputable jobber specified

CHARMS
SCARF PINS

I BUTTONS HEYWORTH BUILDING
CHICAGO, ILL. 

SILVERSMITHS' BUII.DING CHRONICLE BUILDING
NEW YORK CITY SAN FRANCISCO, CAL.

BLISS BROTH ERS COMPANY
A'TTLE BO RO, MASSACH USETTS

LOCKETS
BRACELETS
FOBS

2061

Always specifY W. B.
goods of Your jobber.
Write for illustrations.

This beautiful new and original W. B. creation is by far the most popular showing this season in Art Metal Novelties.It's a glossy white silver plate, hand tinted and burnished and harmonizes with the desirable white lines so much in favor.It's something entirely new and different from anything ever before shown in metal.

Be the first in your citY
to display.
Write for illustrations.

w-B
M FG. CO

Look for this mark
on all W-B goods

......___:....„ _ . ,...k,
pA--*--A N
(---SILvEll--,

FOR

GUARANTEED tom HEAVILY I
PLATED Ants PURE SILVER ,

AND WAND TINTED ,
----------NP--- --

Facsimile of tag
attached to each article

SUPERIOR TO ENAMEL
THE WEIDLICH BROS. MFG. CO

MAKERS OF SILVER, GOLD AND BRASS PLATED WARE
New York Salesroom-15 Maiden Lane BRIDGEPORT, CONN.
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  ESTABLISHED 1868  Do m 

BIRMINGHAM
- BRANGNES:

YodtTerracetiockley Hill.

SAN FRANCISCO, CAL.

BOMBAY
704 Market Street.

--, 
New Markurs' Illttg.

TRitli .:;../L-..'. Apollo Street
MILAN

% FACTORY Al- NAGOLO. Via G. Bazzoni, 6.

Et Nanking Road.
SHANGHAI i

WARSAW
Krowlewska 47.

%

AUTOMATIC CHAIN MANUFACTURERS OF

PATENT

SINGLE SOLDERED CABLE and CURBbR%%% CHAINS in GOLD FILLED, SILVER and
GOLD.%
OUR IMMENSE, UP-TO-DATE, PRAC-
TICAL EQUIPMENT ASSURES QUICK

%%HR SERVICE, LOW PRICES, HIGH CLASS
%HR QUALITY and BEST FINISH. 

%LT 162 Clifford Street Providence, Rhode Islandal

FACTORIES AT PFORZHEIM

'

Telegramm•address: KETTENDEL
A. B. C. Code 5th. Edition.

rITIMTIrriTIPTII,747rtff•Tnit
iMu'rtr4 7=11 irlEr

F. SPEIDEL COMPANY
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WE ILLUSTRATE A FEW OF THE

BEST PATTERNS WE PRODUCE.

PERFECT AS TO EVERY DETAIL.

bS
bS

n: I Ea E WE Mi 7(%a: Pa Tv.q M Irrg ri
' 0531,115M,1019:., r)P11)". 545

,11 0737:051501:51.5rAVV.51W, 0•VAV:150.1

"7=ZZ

IMEEIMITEIM

1P541911PPOOPPAIPPOPPlay •10.0.0 0510.005.05Mi519,50001.1410NOIMIPA KO A 0,50:107310P0A.11,

W.e Wr I5 751115E.M1,11PMPionbit.K.VmPfg*,119-9.10'',1MINWPP505.100 1114VOit PPP'

oIrtw „501(4-4,4[400,11AV,M410DPIr .154103TO .411,W IF000441000-04114Vv OtfklYNK ' PPY*OffirtftiOtnW., .40141 .00-1.:151.,

trttr 4450.0.049-.0101.511"14.15. 51/34410541 M.1.090.0%1051.50PP.VAAPSWW. fLf.04,11~0 ,Altar,OPte!AN

...0P1100.0 '1.90.05MPRIvm Ppriovir , INV 4040: P YIP.P0 4.0.PANW P AO/

tmILIP,M , .9f v.VMASSAXiV■03%,,,Wa.(044"0,4 .:m4Sq.SIMIORAPOSIMPAP , .~3.4%A..11, r4,11,./.1401,fi 1,1,1401,POPPAPPPW‘. MVAre.

ore 'gao,, AVO,VOPP fq)--1,10:3.340'. ..■!VYMPYWArff005111N,V,■,:el..55:■±1. fgg■Ikr 0015,X1,05.1:gb)M7.5..0,

AUTOMATIC CHAINS ABSOLUTELY

F. SPEIDEL COMPANY
AUTOMATIC CHAIN MANUFACTURERS

162 Clifford Street Providence, Rhode Island
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A. R. TUCK
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THE T. & M. TRADE *0 MARK STANDS FOR
By this sign we win
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E. W. BLEAKIE

Modern Methods, Experienced Workmen, Highest Quality Gold Filled Stock
and Thousands of Prosperous, Satisfied Customers

The ten bracelets we herewith illustrate are all quick sellers, selected from a line of over three
hundred distinct patterns.

1224/ g4 1224/93 1233/97 1223/91 1223/89 1222/88 1222/92 1221/95 1221/90

These bracelets are formed in such a way that the stock becomes exceedingly hard thereby elimi-
nating all trouble arising from denting. Our joints and catches have been tested for years and proven
by experience to be the strongest and most simple. The finish on these goods is best appreciated by
comparison. When comparing our goods with other so called "High Quality Goods," examine the
inside as well as the outside, for it is a poor article where the finish is all on the surface.
With every bracelet that we put out, there is a guarantee that protects you and assures your customer
of greater value at less cost than any other bracelet on the market.
There is only one reason why you should handle this line, that is because they are the acknowledged
leaders.

We wish to state that we will be unable to send out memorandum packages, for we are rushed with
orders, and it is hard for us to keep stock enough on hand to assure our customers of prompt delivery.

You run no risk in buying goods for if they are not as we represent

them, we will REFUND YOUR MONEY or accept for credit

N. B. If credit is desired send references, otherwise cash must accompany order.

TUCK & McALLISTER CO.
Manufacturing Jewelers

131 Washington Street, •••• PROVIDENCE, R. I.
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J973—Camilla (patented)
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J985—Camilla (patented)

.11

G282/L3073

CIGAR CUTTER AND
PERFORATOR

F2355 F2362

OOOOOO OOOOOO 0.011,0000000 OOOOOO 000000

To perforate the cigar press
the self-adjusting plunger two
or three times, turning the
cigar and you get a splendid
draft. End of cigar and wrap-
per undisturbed. Big sellers.

0400004•00 OOOOOOOO OOOOOOO 00•00 OOOOOOO 00

J986—Camilla (patented)

Our "CAMILLA" brace-
let is the leader over all other
makes of extension bracelets,
from the fact that it is un-
breakable. It is made of wire and has the
appearance of solid gold. The only wire
extension bracelet upon the market. The
sales on it are rapidly increasing. Ask your
jobber for the "CAMILLA" bracelet.

.1946—The newest thing out, the "CAM-
ILLA" extension bracelet attached to locket
with TIME REMINDER or SCORE
KEEPER on face. Has every appearance
of a genuine watch.

Our one-eighth gold filled chains look and
wear like solid gold. The stamp of S. O. B.
CO., stands for HIGH QUALITY. The
WHOLESALER knows it, the RE-
TAILER knows it, and the consumer is fast
becoming acquainted with this fact.
The increasing demand for our goods is

an evidence of their durability.

J946—Camilla with Locket Open

ii

G243/L3296

Factory, ATTLEBORO, MASS. SAN FRANCISCO Office, 717 Market Street
NEW YORK Office, 3 Maiden Lane CHICAGO Office, 811 Heyworth Building

.11
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Diagram 1 shows actual 1 4 Gold, in proportion to the base metal, in all Barrows
One Quarter Gold Chains.

Diagram 2 shows proportion of gold to base metal in other chains of various makes.
A-B 1,20, A-C 1,16, A-D 1 / 10, A-E 118.

There's More Profit In It
BECAUSE

There's More Gold In It
Not only more gold but more profit for both Jobber and Jeweler alike—
and not only more of both but also satisfied customers who are the biggest
of the Retailer.

Barrows' Quarter Gold Chains
Vest, Neck, Guard, Waldemar, Coat and Dickens
Vest Chains.
The Barrows' kind is the quality kind—
the brand that YOU, Mr. Jeweler, needn't hesitate
to recommend to your most particular customer—
the brand that YOU, Mr. Jobber, can afford to offer
to your trade because you know beforehand that they
are really the best at the price on the market.
Our Quarter Gold Guarantee
is broad and sweeping to you both, Messrs. Jobber
and Jeweler.
It assures you that Barrows' Chains, when they reach
your hands, ARE ACTUALLY one quarter gold,—
that they contain from one and one half to five times
as much gold as other standard makes—
and the above diagram makes plain the difference.

asset

Moreover, they take the highest finish and keep it
permanently.

Quality—Durability--Price
Barrows' Chains are perfect examples of the manu-
facturing jeweler's art,
Their prices are so low for such high quality,
that, once a jeweler begins buying them from the
jobber, he keeps it right up.
They sell quickly and stay sold.
Mr. Jeweler, tell your jobber you want Barrows'.
Mr. Jobber, tell your trade to try Barrows'.
Both of you will be selling better goods at bigger
profits.

Send for a copy of the Barrows' Quarter-Gold Chain
Book—it's both interesting and free.

We sell exclusively to Jobbers thruout the country.

TRADE ;40.13. MARK

H. F. Barrows & Co.
15-19 Maiden Lane, New York City

STERLING
BENS

TRADE MARK

ATHENA
Grecian Effect

Pattern

Here is a new design taken from the Grecian
Classics. Another evidence of BENS pro-
gressiveness.

It's a charming, appealing pattern, simplicity
itself, with a dainty touch of figure work as
a relief, which accentuates the value and
beauty of the pattern as a whole.

Comes in the various combinations of Toilet
and Manicure sets.

A pattern for which YOU will have a demand.

2069

STERLING ••

TRADE MARK

•

BENS

ATHENA
Grecian Effect

Pattern

We have many other new patterns, all illus-
trated in our

•

•

1913 BENS SILENT SALESMAN

BETTER consult it at once and order NOW
before it is too late.

William Bens Company

1.*

•

PROVIDENCE, RHODE ISLAND 
.•

BRANCHES AT •
NEW YORK CHICAGO SAN FRANCISCO i
396 Broadway The Wellington Jewelers' Building

DETROIT CANADA •
Cadillac Hotel New Glasgow, N. S. •

i

1: is ••••■ It 

II ...ea..* 

11■11■4 

1 -.111■41 

01••■■• II ••••■• • II -.111■11 0 'web. 4 1■1111■41■11.411■111■411.6 0 •■■•Ii 0 •••■■• 11■111■1111.11111■111■■ ro■-tf..11111041■1111■611■111■411•••■■•••••••■•••1111.114
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BRACELETS
AN EXTENSIVE AND VARIED LINE

LET US QUOTE PRICES
e

SOLD THROUGH JOBBERS ONLY ee•  e•
E. A. SLADE & COMPANY 

6e666eManufacturing Jewelers

Illustrations two-thirds size. ATTLEBORO MASSACHUSETTS 6
6•00000011,110-01.•01■04101•0040000,10•44101■1■9■00.000011104A0.0.0000-,000011 ■00041.041.4•0.G11.400,AGG)-4-0.00-,000.1.11.00-3.4,00-,G0.41-,0411-)041.00,114)

LET US CONVINCE YOU THAT

2,24111400t,.. Sealing Wax
Is best suited to the needs of the discriminating jeweler.Made from standard formulas, Dennison's Sealing Waxpossesses those qualities adapted to store and factory use,—Rich Color, Easy Flow, Quick Adhesion.

Safezuarti your shipments by usinz Dennison's Sea/inz Wax.

2enttioon Aianinfaelitunci SO'
ru E TA“ MA K ERS

Boston New York Philadelphia Chicago St. Louis
_ smes offices in thirty - three leading cities.

Fob No. 90564

1882 1912

We have been in the
Ring business

OVER 30 YEARS. OUR LINE IS COMPLETE

Oscar E. Place & Sons Co.
PROVIDENCE, R. I.

P&S Trade Mark P & S

Men's Belt Buckle No. 44128 Men's Belt Buckle No. 46—Shrine

MANY JEWELERS ARE MAKING MONEY
with our monogram and emblem novelties. Why not you?
They sell all the year round and the margin of profit is
pleasing. Our catalogue No. 15 (just issued) is sent to the
trade with discounts on request. Write for it today.
CHICAGO ART METAL WORKS, 302 W. Lake St., Chicago, Ill.

INCORPORATED 1892 Fob No. 90647

Tubing Bracelets

• 

Extension Bracelets
"Queen Louise"

h "Olivia"
VINT4Z' Coat Chains

• 

NECK CHAINS

Made in gold filled only.

A LARGE VARIETY OF PATTERNS

Write for samples of "THE KLASSIE,"
naming YOUR JOBBER.

c• 

pc(E-Loor. R. & G. COMPANY

• 

Al■

• 

911IP

• 

R&G
Co

• 

T4DE

THE

AS E
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One-Piece
Collar Buttons

Studs bS

Waldemar Chains

Manufacturers to the Jobber ONLY

Attleboro, Massachusetts

ONE
PIECE

The Original One-Piece Solderless Link Button
First introduced November, 1909.
Antedates any similar button by nearly 3 years.
The strongest link button made.

Points for your careful consideration:
1. The back, post and bean are one piece.

2. Made by the Original Hammered Process.

3. Positively Solderless.

4. Absolutely Unbreakable.
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01111111111111111111,111111 Let Us Send You Samples Through Jobber

Our line is acknowledged superior in design and
variety. The Finish stands pre-eminently prominent.
If your trade can use Gold Shell Goods better
investigate our Quality and Prices. We make:

ALBERT BROTHERS CATALOGUE
FOR 1913 - JUST OUT

If your alive to opportunity you will send immediately
for a copy of the 1913 edition of ALBERT BROTHERS
CATALOGUE. It's just off the press. Those who have
seen it say it is the "best ever." We're not only sat-
isfied with it, but extremely proud that our name is on
the front cover. It will run a heavy favorite and you
ought to have one at your elbow as soon as you can get it,

Gold Shell Seamless Rings, Studs, Emblems, Ear Knobs, /41'■\
Scarf Pins, Link Buttons, Etc.

#911111teillintigi%

THROW YOUR OLD ONE AWAY
GET THE 1913 EDITION

This new edition is snappy, complete and right-up-to-
the-minute. Of course, there are some changes, but
they are all for the better. More than ever before have
we adhered to our determination to make ABSOLUTE
RELIABILITY, and QUICK SERVICE the keynote
of this edition.

Listen to the glowing praises that are being sung for all
the other jewelry catalogues, but when you come to
making your selection look for RELIABILITY, COM-
PLETENESS and the "SQUARE DEAL." You'll
sure decide on ALBERT BROTHERS CATALOGUE.
But don't wait. Send for one right away and see

what it will do for you towards winding up the:year right.

Wholesale Jewelers

Office and Salesrooms, Merchants Bldg., Sixth Ave., between Vine and Race

CINCINNATI, OHIO

121111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111E

e•ee•ee•00•e00ee00e g..........................,.,..,......,.................,...).0iO e e0 . o0 • i 0
0• g Just Another of the splendid procession of Bassett crea- t

: ! tions Courts comparison in design, workmanship and ie

e• : 
general effectiveness with goods costing much more. Add i

ee ti it to your line of Men's Jewelry. Display it. Made in I 0- 9
0

.
0

•
to 

• 

. Karat, and can be retailed satisfactorily for about $24.0u :
• t .0 •14.0.043.11)1D04)00000004).44000113,004)000004,43-00•004)00011)1001:047,0,0•0000113000000004)0K

• ....11■1111■1■411■1■41111"• 1111.11,■1■111■116.0 W.1111■6 r••■•411■11■01■11■1{1■ 1111.41■■■41.•■■■0 -•■■■111,"■■ 1■4111•••■■{11,■• t11■1■4111■1111.41■11■41.•■■■• ••••1■11111■1111.4111■11■1

i 
THE ROSARY IN FINE JEWELS i

This is the Space to Watch for Brand is i
i i
i i
I
i 

i
i

i i

I!

•

i
is i
i   i

ABORN AND MASON STREETS i i

1 :: Ecclesiastical Art Metal Workers i

i 
PROVIDENCE, RHODE ISLAND

i

•,-.......-.....-......-......-.....,-.....-.....-............,-.....................•-■-••-....-....,-.....-.....,-......•-■..,-.................•-■..-......-......•

For the Holidays
OUR LIST OF REAL STONES

Agate, Amethyst, Bloodstone, Carnelian, Coral, Crystal,
Garnet, Jet, Topaz, Olivene.

Mounted in Solid Gold and Rolled Gold Plate

New Goods at Popular Prices

No. 4854

Rolled Gold Plate.
Guaranteed 20 years.
Length, 21 inches.

Beveled edge cross with well modeled figure.

THE STANDARD AND MOST POPULAR MODELS

Five Year Ten Year Twenty Year Guarantee

IMITATION STONES
Good Composition, Hard Durable Facets

Cut nearly as good as the real stone and colors perfect

LIST OF COLORS:

Amethyst Catseye Jade Lapis Onyx Sapphire
Crystal Emerald Jasper Moonstone Mother of Pearl Topaz
Carnelian Garnet Jet Opal Rose Turquoise

Finish—Chain and link connections polished. Center emblem and crucifix roman gold.

..111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111117:

Our
Production
Represents
The Best

in
Ecclesiastical

Work

c_A
Lifetime

Devoted to

This Class

Work

Jewelers and Silversmiths

182-203 Eddy Street
NEW YORK OFFICE-341 Fifth Avenue

Pacific Coast Representative, HENRY M. ABRAMS, 717 Market St., SAN FRANCISCO, CAL.
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WARNING TO TO RETAIL JEWELERS
We want to WARN the retail Jeweler against the consequences

of delivering poorly done and botchy Repairing to their customers.
Every repair job sent out in other than first-class shape makes

a knocker against your store.

Low price is no apology for poor work. Satisfied customers
are the best asset a merchant has. First class repairing satisfies.

For twenty years we have made a study of repairing. WE
KNOW HOW. Every man in our employ is an expert in some line.
Maybe he is only expert at sweeping the floor, but he must be
expert at that, or we can't use him. Send us your next package
and see the difference between repairing and patching.

THE A. P. CRAFT CO.
10 N. Penn St., Dept. C

L,  .1-1=:11-1
INDIANAPOLIS, IND.

0

II

111

II

C=I=I=11=I=11=1 =31=11=11=11=1=3C/ =31=11=h---51

GEORGE L. BROWN COMPANY Attleboro,
Massachusetts

NAPKIN MARKERS
Send for FREE SAMPLE and PRICES

We are Showing:—

Some very classy effects in machine soldered Necks, absolutely perfect in detail. An original
extensive assortment of La Vallieres, stone set, some new designs, (exquisite creations)

for the Fall are worthy of your inspection. Illustration is but a fair example
taken from our regular stock. Also a Pendant Line extensive to the

extreme. One of the most favorite styles of Lockets for the FallFobs Locketswill be a bevel edge design. Correct, nifty and appealing. The

Chains design illustrated is but one of many original designs we are Bracelets
showing this season. Ask your Jobber to showTie Clasps you our entire line. It will be a revelation to you. La Vallieres

They are made in white metal, heavily plated with either silveror gold, and we guarantee them to wear better and longer thanthe cheap and light sterling pieces, at a cost one half as great.We ship them mounted on plush pads, each in an individualbox. 12 boxes in a carton. Assorted finishes—Rose, Roman,Polished Silver, Satin Silver, London Gray, Old English —if desired.
WRITE AT ONCE TO

ENTERPRISE JEWELRY CO.
Dept. K 10-15 ATTLEBORO, MASS.

1
 0000 47.1.4.0004.00•0000-011)0.0.00400,11. 00000000 0000 400000000

THE

LEZAH
EXPANSIVE BRACELET

(Another "Inman" Invention)

(Actual Size)

Cut illustrates LEZAH bracelet with
VANITY CASE. This POPULAR
PRICE bracelet is made in STERLING
SILVER and GOLD FILLED with either
a VANITY CA SE or COIN HOLDER. 
This latter is a unique original "INMAN"
feature first exploited by us.

As we LED in the first instance of
combining the VANITY CASE or COIN
HOLDER with an EXPANSION
BRACELET so we LEAD in offering a
PRACTICAL EXPANSIVE bracelet, an
article of jewelry at a most moderate
price.

The bracelet clings gracefully yet
easily to the wrist without undue pressure
and stays wherever placed.

Each comes cased in a beautiful Box

ORDER A SELECTION TODAY

J. T. INMAN & CO.
Jewelers' and Silversmiths'

Novelties, Etc.

ATTLEBORO MASSACHUSETTS
N. B. SEND FOR A SELECTION OF THE "INMAN"

JOINTLESS PATENT LINK MESH BAG. SURE TO BE
A BIG SELLER THIS FALL.

Made in Sterling and German Silver

01#

4.
•
4.•

0-6.60004.0004.04.11.0004100000004.00041.410l 000004.0000000000
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uII 1111
WHAT ARE YOU GOING TO DO?

The jewelry business has been very bad
for the last four or five years ; in fact, all
business has been hard hit, but it's all
over now ; the wave of prosperity that is
sweeping our good old country is going to
extend from one end to the other ; it can no
more be stopped than the incoming tide.
Your old customers are coming back and

new customers are coming to you. What are
you going to do about it ? Will you put in
stock enough to satisfy your customers, or are
you going to let them go home and send to
the mail-order houses for their goods ? It's
up to you, Mr. Jeweler. We have got the
goods — have you got the courage ?

•

+4.641CiOla 4700.0

Al1111111111111111111.11.111./1.,,
'4•• o .  941,1•1k,, ,o

""••••••=101.11Nammr

za.. pa. At oroke,

, 4"
• :911110.

.44 •

400ilo
Apjuip

ii —

NVAP• ,
4,44116 4 ta

I .
•

I Nis

THE HUSSEY CO.
Manufacturing JewelersILIMILIIIIIMILIAIIII

PROVIDENCE - RHODE ISLAND.

!Ma (LIM
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High-Grade Gold Filled

Wearing Quality 111■1■11M111■11■ 1

TRADE. MAP
REEIVIIR

mom.

ri Marsh Expansible Bracelet STRENGTH
OF

Joint and Catch

BEAUTY
OF

DESIGN

Hand Carved

TRADI-MARK

TRADE-MARK

D I 651 20 yr. Line
D1655

1■•

•■•1

■■■Il

NI■

1■■•

••••■

•P■

■•■

wm■

TRADE MARK
DROIST.ED

C. A. MARSH & CO. :

(if The only bracelet made in HIGH-GRADE GOLD FILLED
that can be considered a piece of jewelry; an article of adornment.

gr Where there is a demand for an artistic expansible bracelet at a
popular price that looks and wears like gold, the

MARSH EXPANSIBLE BRACELET
will be found to fill this demand.

If It is not a makeshift so called expansible bracelet made in gold-filled to competewith price. But an artistic creation that is absolutely perfect as to WORKMAN-SHIP, MECHANICAL ACTION, FINISH and QUALITY. 
If The mechanical features have been reduced to the very simplest form; no unneces-sary springs to encumber its action are to be found in its construction.
If The Springs are made of the best material obtainable and seldom (if ever) break.
(ll All Progressive Jobbers carry

MARSH EXPANSIBLE BRACELETS
ORDER BY NUMBER

In case your Jobber does not carry our line, write us and we will tell you thename of one who does.

LOOK FOR OUR TRADE GAV MARK ON EVERY PIECE

ATTLEBOR 0
MASSACHUSETTS

THE LINE THAT RESISTS WEAR
111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111

\Lks
40,14004/

0111Pri

20 yr. Line

- ■■■■=11

In the Bracelets
TRADE- ARK

YOU have Joint and Catch Trouble???
NOT

If you use the " Manning Line"
No gaping Joints or flimsy Catches. A SOLID GOLD Finish on

a GOLD FILLED Line. Strength where strength is needed and
WEARING QUALITY GUARANTEED to YOU and YOUR
TRADE 20 YEARS.

Our trade are unanimous in saying that our line is the largest and
most satisfactory line they have ever used.

Protect your trade from all Bracelet
Troubles. and SHOW THEM the LINE
that GUARANTEES THEM ABSOLUTE
SATISFACTION ! ! !

Our trade mark and literature will be in
the hands of every responsible retailer in
the country ! I We more than half sell
your goods by our efforts among your
trade. STOP AND THINK. "There's a
Reason."

GA
711A0E MARE

Sold Through Jobbers Only

THE J. H. MANNING CO.
100 Stewart Street

Bracelet Specialists

PROVIDENCE, RHODE ISLAND
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THE MIDDLETOWN SILVER CO.
Salesrooms

15-17-19 MAIDEN LANE, N. Y.

Specialization
makes

for economy in
production

Factory and Offices
MIDDLETOWN, CONN.

We Specialize

876

NV% V% V% %AN VN, yO•A

4$4,*••■#74"" N_Nyi V't %AN
V% V% ■A VOA V%

**," ."000,00Arorro;r:VrfrAV:Are:
4!,•$*"4,+#7;r374+̂."'"■"̂..r4"- "4% sdrv't

8927—Oval and Round (4)

879

The more economical the
factory the lower the
price at which its pro-
ducts can be sold.

875

722 718

7.21;17. 777N, 7? ws
11. ez sat. wat

ear

953

Largest Line of Pierced Metal Silver Casseroles,
Trays, Pie Plates, and Domino Sugar Holders on

1 " Silver Deposit on Nickel Silver, p
F. If you can buy in quantity we can amaze you. Our prices will make you sit up and take notice anyway

877

717

Sandwich
the Market

WRITE FOR ILLUSTRATIONS AND PARTICULARS
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SEND

INLAID IVORY BRUSHES AND MIRRORS

2076c

FOR CATALOG

IT'S

FREE

Examination of our EGYPTIAN IVORY NOV-
ELTIES, BRUSH, COMBS, MIRRORS and
VANITY CASES will reveal that for QUALITY,
FINISH and WEIGHT they surpass all others.

THIS CUT ILLUSTRATES PAGE 16

The entire CATALOG is
most profusely illustrated
with good SALABLE,
ORIGINAL IDEAS. IT
WILL BE TO YOUR AD-
VANTAGE TO SEND
FOR ONE.

NEW YORK OFFICE
33 UNION SQUARE WEST

INLAID IVORY BRUSHES AND MIRRORS

SHOWING A FEW OF OUR VANITIES

THE HOME OF EGYPTIAN IVORY

THE LARGEST LINE

OF

INLAID COMBS

THE INLAID CO., Inc.
Manufacturers

FACTORY
PROVIDENCE, R. I.
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SHOWING CASE CLOSED

Vanity Cases
Coin Purses
Mesh Bags

and

Sterling Novelties
Some of the MOST ORIGINAL
GOODS ever offered. Engine
Turned, Engraved and Plain,
embodying a wide r an ge of
selection. It will pay any live
Retail Jeweler to investigate our
line.

Send for SAMPLES OF

THE GOODS ILLUS-

TRATED ON YOUR BUSI-

NESS LETTER HEAD

We make
Sterling Bracelets
Gold Filled Bracelets
Sterling Soldered Mesh Bags
Sterling Soldered Mesh Purses
German Silver Soldered Mesh Bags
German Silver Mesh Bags
German Silver Mesh Purses
Sterling Belt Pins
Sterling Belt Biickles
Gold Filled Belt Pins
Gold Filled Belt Buckles
Sterling Hat Pins
Gold Filled Hat Pins
Gold Filled Cuff Pins
Sterling Brooches
Gold Filled Brooches
Sterling Bar Pins
Gold Filled Bar Pins
Sterling Waist Sets
Sterling Cigarette Cases
German Silver Vanity Boxes
Sterling Pocket Knives
Sterling Scissors
Sterling Souvenir Spoons
Small Sterling Novelties
Sterling Manicure Articles

SHOWING CASE OPEN

WE SELL DIRECT

CODDING & HEILBORN CO.
Makers of Most Up-to-Date Novelties in

Sterling Silver and Gold Filled
NORTH ATTLEBORO MASSACHUSETTS

New York Office, Room 1301, 13 Maiden Lane
STERLING SILVER WATCH HOLDER

A Useful, Fast Selling Novelty

TRADE

MARK
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2462—Brooch I377—Brooch 3282—Pendant3763—Platinum, Pearl and Diamond Collar 32I4—Pin 3765—Bar Pin
DESCRIPTION AND PRICES FURNISHED IJPON APPLICATION

3302—Pendant
3266—Pendant

PLATINUM 
JEWELRY 
1 he toughness and strength of Platinum give

our designers and craftsmen their opportunity
and as will be seen, the result is the most filmy
and delicate designs—Veritable lace work in
metal.

Osmers-Dougherty designs are beautifully
conceived and executed. In proportion and
detail they are perfect.

Every year a member of the firm visits Paris,
in order to keep in touch with the latest French
ideas and adapt those that seem worthy of the
Osmers-Dougherty line.

Our designers are at the disposal of our
customers, and we shall be pleased to execute,
in first-class manner, all special order work in
an original and exclusive manner. Repairing is
also promptly handled.

The Osmers-Dougherty Company makes a
specialty of re-mounting stones from old pieces
into modern styles. For this we submit designs
and estimate before proceeding with work.

Osmers-Dougherty Co.
293 Seventh Avenue

New York City
SEND FOR OUR FOLDERS ON SEED PEARL JEWELRY
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WATCH FORM CIGAR LIGHTER BRUSH BRASS WRITING SETFull size is IN inch

Cut is half size

Send 75c for sample in nickel
Dozen price is $7.00

Set $13.50 including pad 19x24",
tray 93,V, pen brush 2 WI, letter opene

L. W. LEVY & CO.

plate

BEST FINISH
$1.75 for set complete including pad with brass cornerssize 12x19". Ink stand 4^. Rocking blotter 5^, pen tray75, letter opener 73-i".

Set $4.75 including pad 16x21", ink 5', tray 84' blotter
6, payer holder 65,61, pen brush 245, letter opener 10".

Set $6.75 including pad 19x24", ink 43,0, tray 9W, paper
rack 63,V, blotter 5W, calendar 5", pen brush 23/a'. stampbox 33.4", knife 93,0.
Set $10.75 including pad I9x24", double ink 10", paper

rack. 8", letter opener 834', stamp box 33.', paper clip 35,
rocking blotter 5", calendar 51.

vy ink 6, paper rack 8", blotter 6", calendar 4 WI, stamp box 3 30,r 8%5, clock 33/a".

Salable Novelties
For Jewelers 6 West 22d St New York

Monograms Made to Order
For any Purpose, and in all Metals and Finishes
We enumerate a few ideas in which a monogram can
be combined to advantage.
AUTOMOBILES -BOOKENDS—BOOK MARKERS—LEATHER
GOODS—TOILET ARTICLES—WATCH FOBS—BELT BUCKLES
AND PINS—and hundred, of other novel ideas.
We are specialists in monogram making and designing,
and can execute the most difficult combination of
initials, in a satisfactory manner.
DON'T WASTE VALUABLE TIME MAKING THESE MONO-
GRAMS IN YOUR LIMITED SHOP SPACE. LET US SAVE
YOU TIME AND MONEY BY MAKING THEM FOR YOU.
Designs and full information cheerfully furnished on
request.
THERE IS LARGE PROFITS IN MONOGRAM SALES. CUTS
AND PRICES ON REQUEST.
HAVE YOU SEEN A SAMPLE OF OUR POPULAR MADE
WHILE YOU WAIT, MONOGRAM BELT PIN?

J. W. COLGAN CO. Sudbsry Building Boston,Mass.

Is Your Name on the Mail
G OD STOREKEEPING is the new Trade Review forO

Retail Merchants who sell Nationally Advertised Goods.
You may have your name placed on the complimentary mailing
list and receive the paper without charge, on application
GOOD STOREKEEPING gives photographic reproductions in
miniature of all recent full-page advertisements in Good
Housekeeping Magazine. It also gives name, address and

product of all advertisers using quarter pages and upward.
This information enables retailers to know what products are
being actively advertised and having demand created for them,
making it advisable and profitable to push them locally. The
advertisements cover goods sold in hardware, furniture, dry
goods, drug, grocery, jewelry and music stores.
You pay nothing, promise nothing and incur no obligation by

Good Housekeeping Magazine Guarantees all its Advertisements

rl
11

11

II

II
[1
11
II

1=11=11=11=11=31=1C1C=C11=11=11=11=1=31=11=1=311=1C11=cd

THIN MODEL TRAVELERS' LINE

ii
LOOK FOR TliE WORD "TRAVELER"

Gift Articles of Use ancl Beauty

The best line of leather goods novelties suitable for gift articles
for men and women, in Sterling, Parisian Ivory or Ebony. All
articles in the "Travelers' Line" are compact in order to occupy
smallest possible space.

FOLDING GARMENT HANGERS AND
TROUSERS HANGERS

in attractive leather cases containing two, four or six hangers.

THIN MODEL BRUSHES

Useful in the home, but especially convenient to slip into a bag
or trunk. The back of the brush measures only 14 of an inch
in thickness.

TOILET CASES

for men and women.
Combinations of from two to nineteen pieces of "Thin Model"
toilet ware conveniently arranged in handsome leather cases.
Also Manicure Sets, Shaving Sets, etc.
A large selection at a wide range of prices.

The Travelers' Line includes many novelties, such as Drinking
Cups, Shoe Horns, etc., in leather cases.

THE TRAVELERS' LINE IS PROTECTED BY PATENTS

Send for Catalog mid Price Lit-it. Dept. E

TILDEN=THURBER Corporation

RE:PRESENTATIVES

PROVIDENCE, RHODE ISLAND
New York

1-1. H. COLLARD
17 Maiden Lane

Dallas

MARCUS 131AE:RWAL.,0
1013 ?Slain St.

Sa n Franc isco
Lewis E. FAN,
704 Market St.
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ing List to get Ooo#5 offeiepiug ?
getting your name on the free mailing list. Publishing this paper
IS part of our Service to our advertisers. It helps them and
helps you.
Being on the list also entitles you to receive, without charge, cuts
for local advertising, moving picture slide bearing your name, plate
for post-card announcements and other practical helps to selling
nationally advertised goods.

Good Housekeepin8

Ma8azine
381 Fourth Avenue New York City

GOODThis coupon will bring
/ HOUSEKEEPING,the paper at once. 

MAGAZINE

SEND FOR .381 Fourth Ave., New York
Please enter the name of myIT TO- 00' establishment (Store Name Here)

DAY

el°
Name

on the compliinentary mailing list kr
40°. Good Storekeeping, without obligation on

,/
my part. carry a fair assortment of &dyer-

timed goods in my line

Address
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HIGH-GRADE IMPORTED CLOCKS

LORRAINE No. 952

Height, 10% inches, width 22 inches, white enamel dial 5/ inches. Genuine mahogany case, domestic make, with
high-grade French clock movement. Fourteen:day half-hour and hour strike on cathedral gong.

OOOOOOOOOOOOOOOOOOOOOO OOOOOO JOOP..00.000000

Westminster Chime Mantel Clocks

Quarter-Hour Strike Mantel Clocks
Wall Chime Regulators

French Gilt Crystal Regulators

French Marble Clock-Sets

French Clocks in Wooden Cases

French Traveling Clocks

Four Hundred Day Clocks

Cuckoo Clocks

Cuckoo and Quail Clocks

OOOOOO oe•eoe000000000.l00000seousee.0000s00000000t.ro OOOOOOOOO

Our

5

AUCKLAND No. 7249

Leather Folding Clocks

Automobile Clocks

Luminous " Radium" Clocks

Nickel Alarm Clocks

Musical Alarm Clocks

Desk and Novelty Clocks

Show Window Attractions

Marble and Glass Clocks

Porcelain Clocks

Half-Hour Strike Mantel Clocks

40•04.0000000.0000.04,.00004.004.•40044404009 OOOOO ./}0.1.2

Genuine mahogany case. Height 163/ inches, width 13 inches. Silver plated dial, bevel glass, solid brass bezel.
Full Westminster chimes on five straight gongs. Eight day quarter-hour strike movement.

A LARGE ASSORTMENT OF WESTMINSTER
CHIME CLOCKS ALWAYS ON HAND

Clock Catalogue, with 1912 supplement, showing the most
line of imported clocks, will be mailed on request

SUSSFELD, LORSCH & CO. Maiden Lne
PARIS IMPORTERS AND MANUFACTURERS' AGENTS

complete

New York
BERLIN
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LARTER
One-piece-post-and-bean

Stiff Bar Button

Sectional View
Showing Straddle Post

The increased strendth and decreased
prices are not the onily attractive features
of OUT Mew one-piece-post-and-bean stiff
bar button.s. Raustration shows t h e
straddIle post construction which supports
front of button in two pRaces, doublie
the strength of those with the straight wire
bar or centerized p© — feature u©t
found n any her one-piece-post-and-
bean button.

This diag'ram h©w yiou h©w the
Larter straddlie post fits the but-
U:D nho The and thus prevents button
from turnin °—Once in the cuff, fie
aIlways sets in proper position—a
feature that appeaIls to every man.

Here's an illustration of the ordi-
nary cuff button with the SITCMight
wire bar construction, which in-
variablly turns in the cuff, as shown
above. This annoyance the Laree7
Sts-addlle post positively eliminates.

Aside from this stront; selling point, these hi fh drade buttons are
ganalrarMeed adafinst breaRage, and in case of accident from any cause,
a new one will be cheerfully gliveaa in exKchande.
We offer you the Ilargest variety of patterns in the market to seIlect
from. An made of II411S. eoad th70%.,Ighout.

FROM $2060 PER PARR UPWARD

Consult °Qua- vepnenenqatfivea or wee falr a selecailorm pacR.age

Pacific Coast Rep.

A. I. HALL & SON
Jewelers' Building

150 Post Street
San Francisco, Cal.

LAR,_ ER, & SONS
TRADE 

Niq

R.‘,

,,,,=

p _s_RT MkARK

MMOMMMOSIMMWMMM5MMMN9MNISOMMEEMMM

211 et 23 Mad© Lane
NEW YORK
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WE ARE SPECIALISTS IN

BEAUTIFUL (LUCKY) BLACK OPALS
DIRECT FROM THE LIGHTNING RIDGE FIELDS

IN AUSTRALIA AND CUT IN OUR NEW YORK SHOP.

BUY

FROM

THE

CUTTERS

Cutting Black Opaulin,the Shop of American Gem & Pearl Co.

FROM

MINES

TO

MARKET

These splendid stones have won out on sheer merit—they are a riotous mass
of colors blending harmoniously together, producing cloud effects, sunsets,
wonderful lights and shadows and innumerable color combinations
which set these gems apart as examples of nature's finest handiwork.

THEY COMPEL ADMIRATION AND ATTENTION.
THEY SELL ON THEIR MERITS.

AMERICAN GEM & PEARL COMPANY,
LONDON, 14-16 CHURCH STREET, PARIS,16 Holborn Viaduct. 39 Rue de Chateaudun.NEW YORK.

• 0000•000•0004,•000000.0.400.011,43,0•004.0000004)0•000•001D1111,00011)0000000•00••43.04•04100000•4)0000000000000000000004
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TRADE MARK

444

On Under Side
of Middle Bar

FROM THE CELEBRATED MANUFACTURER

LEMAIRE

PARIS

For Sale Through
Jobbers

1913 TRADE CATALOG READY FOR DISTRIBUTION

SUSSFELD9 LORSCH & CO.
Importers and Manufacturers' Agents

90-94 Maiden Lane
NEW YORK BERLIN
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Sterling Silver Salt  and Pepper Shakers

3393 (Glass Lined)

There is always a demand for Salt
and Pepper Shakers. We have several
attractive designs which should appeal
to you.

You should also look to us for:
TOILET WARE
PURSES
CARD CASES
MESH BAGS
VANITY CASES
POCKET KNIVES

CIGARETTE CASES
MATCH BOXES
JEWELRY
TRINKET ARTICLES
EYE GLASS CASES
LORGNETTES, ETC.

All made in Sterling Silver

R. Blackinton & Company
GOLDSMITHS, SILVERSMITHS and JEWELERS

Factory and Main Office, NORTH ATTLEBORO, MASS.
New York Salesrooms - - - 15-17-19 MAIDEN LANE

CI CI CI CI CI CI CI CI I= CI CI CI 1=1=1=1 CI I=1 I=1 CI 1=1=1 1=1=1=1=1=1 CI I=1

2081

ESEESEMEEMI5IE

0

RAJAH STERLING SILVER JEWELRY
MADE BY SKILLED PLATINUM WORKMEN—OF PLATINUM DESIGN, CONSTRUCTION AND FINISH

THE VICTORIA
BOW PIN

'Pin easily
unclasped,
allowing
different
colored
bows to
be worn.

Ribbon slides
through loops,
thus various
colored ribbons
can be worn to
match attire.

A most dainty
and exquisite
effect in a Bow
Pin. The latest
rage and a sure
seller.
Order now while
the demand is
big.
Made by skilled
platinum work-
men—of plat-
inum design,
construction and
finish.
Our prices are al-
ways lower than
the market price.

WRITE NOW FOR PRICES AND SAMPLES

THE RAJAH COMPAN MAKERS OF
17.9 STERLING JEWELRY, 59 Page St, Providence, R. I.

5 MI 51 SE.1 EE1EEMBIgEreMBEEESEIM

'FRADE MARIC
RLG.U.S.PAT.OFF.
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Make More Customers
Make More Profits

and Save More Time

By just saying BACK-RACK when you sell COLLAR BUTTONS 2 for 25 cents.

ONE PIECE GOLD FILLED
CAN'T BREAK WARRANTED

SIXTEEN

SHAPES

E Ask your jobber to show you both Back-Rack beautiful display cabinets
E
pi Tree with either one or three gross orders.

M If your jobber does not handle Back-Rack Buttons, write us, and we
E will give you the names of plenty who do.

If no salesman showing Back-Rack Collar Buttons reaches you, we will,
upon request, send you a style card showing sixteen shapes of Collar
Buttons, also illustrated circulars showing both Back-Rack beautiful
display cabinets, free with either one or three gross Collar Button order.

BACK-RACK COLLAR BUTTON CO.

Providence

EMBEIS.E ffEall

Makers

OM-Riga:HE OE

10_

-0]

-0_

[g]

-0_
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Rhode

-

Rhode Island R-
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POLITICS AND BUSINESS
The presidential election has been completely snowed under by an avalanche

of prosperity which is sweeping over the entire country. The boom will become
greater as the holidays approach. From all indications retail jewelers won't have
time to pay very much attention to such a mere incident as a presidential
election. They will have all they can do to look after their own little boom
in their own business.

But this great wave of prosperity is going to pass you by unless you are
prepared to convert it into actual dollars and cents. The best way to do that
is to have the stocks the people want. There are a hundred and one new
things for your store which manufacturers have produced in anticipation of these
good times. We have them all. Our buyers, enthused by the glowing crop
reports, prepared for these good times. We are better equipped today than ever
before to handle all your orders with accuracy and dispatch. Our travelers will
call on you and our clerks will fill your mail orders.

LINDENBERG, STRAUSS & CO.
Carew Building

CINCINNATI
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TO

SELL

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

SPOT CASH OFFER

and save all trouble and worry. I pay all express
charges and insure the goods in transit. I have
been in the business right here over 19 years,
and can give the very best references as to
responsibility on application. Offers and valua-
tions furnished promptly. See ad. on page 2225
of this issue.

Write for further information.

J. J. COHEN
1011 Chestnut St., PHILADELPHIA, PA.

Established 1891

Amsterdam, Sarphatlstraat 29-31 London, Audrey House, Ely Place
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12 REASONS WHY YOU SHOULD USE

RUECKERT'S BUSINESS STIMULATORS
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TO SELL WELL—YOU MUST DISPLAY
Rueckert's Jewelry Sample Cases
Pads and Trays Solve the Question

Illustrations are as follows,

OA Leather Sample Case 706 Locket Tray with Hinged Padded Cover
705 Velvet Lined Locket Tray 193 l'atent Lock Ring Tray
707 Leather Covered Ring Case 233 Velvet Hat Pm Pad
R15 Patented Climax Tray 347 Bracelet Case, Adjustable Slides with
708 Patented Climax Adjustable Par- Cover

tition 701 Velvet Covered Sear( Pin Pad
702 Bar Pin Pad It5 Victor Sample Case Tray

Write for Prices and further Particulars

WELL

RUECKERT MANUFACTURING CO. E

E
E

Manufacturers of Cases, Trays and Display Novelties,
for Jewelry Jewelry and Silverware ri

162 Clifford Street :: PROVIDENCE, R. I. 
LE:
F.

I =
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Phenomenal Grain Deliveries Standard to be Fixed National Association President
Boom Western Trade for Commercial Platinum Announces Committees

Grain Receipts Extraordinary, Releasing Abundant
Cash for Farmers' Use—All Lines of Trade
Stocking up Liberally

St. Louis, Mo., October 9.—Throughout the
crop sections adjacent to St. Louis, trade is being
greatly helped by the extraordinary movement of
grain from the important distributing points. The
The records now being made are phenomenal and
show that deliveries of wheat, corn and oats from
the chief centers of the west are very much the
largest on record. For the third week of Sep-
tember, grain receipts at the primary points
reached virtually thirty one million bushels, which
was about double the movement in the corres-
ponding week of last year, and nearly three million
bushels above the previous high record total for a
single week. This unprecedented movement is
releasing a great deal of money and in the end will
be immensely beneficial to the farming classes.
The rapid marketing of the crop is a good sign

and will be of great help in bringing real pros-
perity to the crop districts. All lines of trade are
restocking their shelves with the result that the
jobbing houses of St. Louis are growing more
active each day and feel confident that trade is
growing more healthy each week. To market the
crops with such dispatch, however, requires a
great deal of ready money which the banks in
the wheat and corn belts are being called upon to
supply. It is perfectly natural that this inquiry
should broaden and that during the next few weeks
money rates for short and long term loans should
rule at the highest level of the year. Money is in
good demand throughout the southwest at rates
close to 6 per cent and these conditions will con-
tinue for some time to come.
The jewelry trade is participating in the general

business betterment, and all reports are quite
favorable with a general belief that the balance of
the year's trade will be very satisfactory.

New Form of Swindle
Reported from Metropolis

A Trick that the Trade Should Beware of—Man
and Woman Get Away with $1,000 Worth of
Diamonds

New York, October 3.—Louis Ross, 49 Maiden
Lane, was the victim on September 28 of two clever
crooks who called at his office about 12.15 p. m.,
on that day and before leaving succeeded in ex-
tracting, from his wallet, a package containing
seven one carat stones valued at $1,000.
Mr. Ross says that he was expecting a call from

a man named Kaplan, a hat manufacturer on Canal
street, when a man and a woman came in, the man
giving the same name as that of the hat manufac-
turer. They asked to see some diamond earrings
and later looked at some loose stones. Mr. Ross
had his wallet on the table containing some forty-
seven packages of loose diamonds. He had oc-
casion to turn to turn his back for a moment and
thought he saw the man snatch one package from
the wallet. Rather than falsely accuse the man he
started to count the packages in the wallet. Before
he had succeeded in doing this, however, the man
and woman arose, said they were going out for a
moment and would return at once. They left
hurriedly. Ross called to his son, who was pre-
sent, to follow thm. Young Ross, however, upon
reaching the corridor of the building could find
no trace of the missing couple.
Mr. Ross describes the woman as between thirty

and thirty-five years of age, about five feet four
inches high, dark complexion, pok-marked face,
wearing a dark dress, large black hat, black
feathers and yellow shoes.

Board of Trade Committee Fix on a Standard Fine-
ness—The Question of Legislation to Enforce
the New Standard

New York, October 3.—A committee appointed
by the National Jewelers' Board of Trade met on
September 27, at the headquarters of the board,
16 Maiden Lane, to consider the question of the
marking of platinum. After a lengthy discussion
regarding a definite standard for commerical
Platinum which will hold in law, the conclusion
was reached that commercial platinum must be
composed of metal 950 1000 fine and embracing
only metals of the platinum group, of which metal
65 per cent must be pure platinum. Of the remain-
ing 35 per cent not more than 30 per cent of any
one metal of the platinum group must appear.
The remaining 5 per cent was allowed for all other
members of the group.

Before the meeting adjourned a committee, corn-
posed of Henry Blank, T. Edgar Willson and Al-
bert M. Kohn, was appointed to consider the
feasibility of having a law for the stamping of
platinum jewelry framed, having as a basis the
definition of commercial platinum as outlined.

Gorham Co. Officer Celebrates
Seventy-fifth Birthday

Brother Officers, Heads of Departments and many
Friends Extend Felicitations—With the Gorham
Company Fifty-four Years

Providence, R. I., October 2.—An unusual tri-
bute to over half a century's identification with
one company was paid to John E. P. Lawton,
secretary-treasurer of the Gorham Manufacturing
Company on Thursday September 26, on the oc-
casion of Mr. Lawton's seventy-fifth birthday.
The officers and heads of departments at the plant
saw to it that the event was not passed without
formal recognition. The birthday celebration
was marked by unusual occurrences at the great
Elmwood plant.

Because of a slight attack of illness, Mr. Lawton
was somewhat late in reaching his office and this
circumstance gave ample time to his co-workers
and friends for the setting of the stage for the
greeting. Handsome floral tributes and other
tokens were placed most artistically about Mr.
Lawton's office, including bouquets or other testi-
monials to their esteem for Mr. Lawton from Vice-
president John S. Holbrook, Assistant treasurer
William E. Keyes, Superintendent Fred C. Lawton,
Superintendent of Designing William C. Codman,
E. Frank Aldrich and William Gorham Lawton
and from the clerks on the first floor of the offices
and the foremen of the plant.

Telegrams of congratulation and felicitation
were also received from Abraham Shuman, of
Boston, Chapman & Peckham, of Albany, N. Y.,
and from Edward Holbrook, the president of the
Gorham Company, who had just arrived in New
York from a tour in Europe, but who had not been
able to reach Providence in time for the celebra-
tion.
Mr. Lawton was the center of a whirl of felicita-

tions and good wishes when he arrived. William
C. Codman took the part of an informal master
of ceremonies and was a moving spirit in the recep-
tion tendered to the veteran secretary-treasurer.
Mr. Lawton's connection with the Gorham

Company covers a period of fifty-four years. He
is the sole survivor of the original firm and was the
man who gave to the concern its present name of
"Gorham Manufacturing Company," which now
occupies so high a niche among the world's biggest
manufacturing establishments.

2085

President T. L. Combs makes official announce-
ment to the trade—One thousand New Members
to be Added to the Roll this Year

Omaha, Neb., October 10.—President T. L.
Combs, of the American National Retail Jewelers'
Association, has issued the following announce-
ment to the jewelry trade:

I desire to announce the standing committees
for the current administration of the American
National Retail Jewelers' Association, trusting
that each committeeman will consider his name
and efforts important in association work and that
his appointment is a recognition of his fitness for the
work. Each committee is urged to actively assume
its responsibility assured that appreciation and
thanks are obtained from the entire membership
as well as myself.
A deep sense of pleasure over the excellence and

largeness of the Kansas City Convention just past,
the warmth of our welcome and the wonderful
spirit and effort of our sessions as well as the highest
personal honor conferred upon the officers, prompt
me to express words of appreciation to the member-
ship at large and the trade in general. The per-
sonal words and messages of congratulations, good
cheer and success that keep pouring in from all
quarters, give great confidence in the year's pro-
mise and prospect for harmony and progress in the
trade.

One Thousand Members This Year

The combined knowledge and needs of the retail
trade of the United States can be gained only by
the membership of all dealers in our association
and consequently getting more members is almost
our principal work and is truly said to be "our
greatest need."
We have practically pledged 1,000 new members

for this year and we shall get them easily if the
spirit of animation and effort of the entire Conven-
tion attendance lives through this year as I feel it
will and I hope to have the honor of announcing
an increase of over 1,000 new members at next
year's convention at Chicago. The affiliation
of the state of Maine, at their September meeting,
was a splendid and ominous beginning toward our
goal.
Our only hope of changing the plans and efforts

of former administrations is to intensify them with
experience and work. Our administration plat-
form need not be long if strong. Our hopes need
not be unreasonable or our efforts in vain if we are
more careful than skeptical—more enthusiastic
than egotistic—and as courageous as we are con-
vinced.
We want to issue our bulletin list of Non-

Retailing Jobbers at once to our entire member-
ship, and if any have been missed by our letter of
last May or if any have been skeptical or timid
about declaring themselves on this important
question, we hope they wll decide favorably, ad-
vise our national secretary Claud Wheeler, Colum-
bus, Missouri, or myself at once, so we may not
prevent anyone's trade declaration or do any
one an injustice. Every member is to receive a
list and may be influenced materially by it in their
future buying. Immediate attention should be
given this matter. We hope for the good will and
fraternity of the entire trade from first to last and
hope to merit it.
Let us strive to make each national convention

a great Annual Trade Show that shall draw buyers
and sellers from everywhere and prove profitable
to everybody. Lets strive to improve ourselves,
our business service, and our credits—while en-
larging our membership. Lets strive to revive
the age of handmade jewelry craft work. It is
due to come agin and it will return to us the day of

(Continued on page 2086)
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A National Convention
of Retail Merchants

St. Louis Meeting to be a Great Congress of Retail
Interests—The Objects of the New Organiza-
tion

St. IJouis, Mo., October 12.—The National
Federation of Retail Merchants will hold its First
Annual Convention at the Planters Hotel, No-
vember 19, 20 and 21.
This meeting will not be confined to retailers only

who represent the various retail associations of the
country, but will be a gathering of all those in-
terests in the country who are particularly in-
terested in and dependent upon the retail trade.
This will include retail associations of every class,
including local, state, and national, and the repre-
sentation will not be limited. Every organization
will be welcome to send as many delegates as they
desire, whether they have affiliated with the Feder-
ation or not, and in addition thereto, all members
of such organizations will be welcome to partici-
pate, whether delegates or not.
The association invites to this meeting the edi-

tors and representatives of trade papers, officers
of the various country newspaper organizations,
editors of the country and daily press, representa-
tives from the traveling men's associations, com-
mercial clubs, and jobbers' and manufacturers'
associations throughout the country.
The convention will be addressed by the talent

of national reputation, who will discuss the big
questions now confronting the retail merchants
of the country.

This organization was formed at the beginning
of the present year, when the reasons for its exist-
ence were stated as follows:

Because, in the great revolution in business
now going on in this country, we must unite for
our protection or lose ground as a heretofore neces-
sary part of our national economy.

Because all other lines of successful endeavor are
organized nationally, including the farmer, laboring
man, manufacturer, educational and charity asso-
ciations and political parties.
Because it will foster, strengthen, preserve

and in nowise minimize the state and local asso-
ciations.

Because, just now, the retail merchant is the
object of attack from every quarter as being the
cause of the high cost of living and an unnecessary
cog in the business world.
Because certain interests are attempting to con-

centrate the distribution of merchandise into
the hands of the few.

Because legislation, both state and national,
results in damage to those who are the least or-
ganized to oppose it and is just now especially
directed against the retailer.
Because the anti-trust laws are being per-

verted to the extent that the little man in busi-
ness is the one who bears the odium and feels
the effects of the efforts of law officers and courts
rather than those for whom they were intended.

Because a campaign of denunciation and mis-
representation has been so waged against us that
we are bound to engage in a counter-campaign
of education to remove the prejudice of the public
mind against us.
Because in matters of legislation we are the

least regarded, and the time seems opportune
for the retailer to assert his political rights and
independence.

Because a hostile public sentiment, fostered
by most of the daily press, the farm journals,
subsidized by mail-order advertising, and the poli-
ticians, is against us. Therefore, we must either
fight, run or hide.

KEYSTONE

Jewelry Store Robbery
Frustrated by Employe

Seemingly Well Planned Attempt to Rob Cleve-
land Store—Workman Gives Alarm and Burg-
lars Escape

Cleveland, Ohio, October 2.—A bold attempt to
rob the repair and stock department of the Cowell
& Hubbard Company, in the Garfield Building,
was frustrated last night about 8 o'clock.
Three men were taken up to the third floor of the

Garfield Building, at the rear of which is located
the repair and stock department of the jewelry
store, shortly before 8 o'clock, by Fred James,
night elevator man.
Ten minutes later the three men rushed down the

two flights of stairs and out the front entrance of
the building. James saw them run out, but his
suspicions were not aroused.
In the meantime they had gone to the door lead-

ing into the rooms occupied by the repair and stock
department. There was a light inside, and the men
saw Joseph Sylva, one of the repair men at work.
"Open the door," a gruff voice demanded.
When Sylva did not obey, the demand to open

the door was repeated, accompanied by threats to
break it open.

Sylva, thoroughly frightened, rushed to a win-
dow, and shouted at the top of his voice, "Burg-
lars! Police! Help!"
The calls evidently frightened the would be

burglars. They scampered down the two flights
of stairs, ran out through the entrance lobby of the
building and escaped.
James, the night elevator man, told about the

attempted burglary about ten minutes later, then
remembered taking the men up in his elevator and
later seeing them run out of the building.
The burglars had timed their attempted rob-

bery to a nicety. The patrolman ordinarily on
duty at Euclid ave. and East Sixth street, was in
front of the Star theatre for half an hour taking
care of the crowd. The patrolman usually at the
back of the building ordinarily would have been
a block away at the moment.

Jewelry Robber Caught
After Long Search

Trial Presents Unusual Features—Arrested Con-
federate Betrays Accomplice—Notables in Court

Kansas City, Mo., October 11.—The trial of
John C. Walton, charged with helping to rob the
Franklin Jewelry Company the morning of July
20, 1911, developed several features of unusual
interest. Walton was arrested recently in Chicago
and was brought to Kansas City where he has been
positively identified as the man who was with
William Rock when the tray of diamonds valued
at $4,100 was taken from the Frankling store on
West Ninth street. Rock and Walton were said
to be partners.

Previous to the robbery of the Franklin store
Walton is said to have entered it several times
and talked with B. J. Franklin, the proprietor,
about matching a two-karat diamond for his wife.
The morning of the robbery Walton and Rock
entered the store and it is alleged that they both
attacked Mr. Franklin and then ran out of the
store with the diamonds. Rock ran down an
alley and into a department where he was captured.
In the scrimmage while the men were making their
way out of the store a revolver carried by o'ne of
the men was discharged hitting a man who was
passing on the side walk and injuring him severely
although he recovered. When Rock was taken
to the police station he confessed and implicated
Walton who had made his escape. Rock was
sentenced to the Missouri state penitentiary where
he is now serving a twenty year sentence. Walton
was not heard of until his arrest in Chicago.
An odd feature of the trial is the fact that Walton

was defended by Jesse James, son of the famous
Missouri bandit, and one of the most interested
spectators was Frank James, uncle of the young
lawyer and brother of the elder Jesse. Frank
James, with his gaunt figure, his white hair and
his lean, close-shaven face, attracted as much at-
tention as the trial itself.

October 15, 1912

National Association President
Announces Committees

(Continued from page 2085)

pleasure and profit and widen the avenue between
the "trafficer" and the jeweler. Personally, we
are strong for the change and desire to make it an
issue of retail jewelry business of America. The
new committees for the ensuing year are as follows :

RESOLUTIONS
Keller, Gustave, E., Appleton, Wis.; Silver-

thorn, H. T., Lynchburg, Va.; Sunderlin, Charles
E., Rochester, N.Y.; Keith, Orr L., Iowa City, Ia.;
Powell, Walter, Cumberland, Md.; Boswell, A.Y.,
Tulsa, Okla.; Rushmer, Gorton, Pueblo, Colo.;
French, F. M., Albany, Ore.; Edgar, Fred L.,
Eldora, Ia.; Hull, A. B., Belding, Mich.; Everts,
A. A., Dallas, Texas; Hutchins, Warner, J.,
Philadelphia, Pa.

TRADE MARK AND ASSAYING
Mazer, Joseph, McAlester, Okla.; Jolley, D. R.,

Raleigh, N. C.; Pittman, C. B., Ennis, Texas;
Jaeger, J. P., Portland, Ore.; Weiting, Richard W.,
Peoria, Ill.; Janke, A. H., Jr., Richmond, Va.;
Garman, Ira D., Philadelphia, Pa.; Ash, Benj. J.,
Binghamton, N. Y.

MEMBERSHIP
Craig, T. H., Champaign, Ill.; Fanske, E. B.,

Pierce, Neb.; Blanton, Anderson, Paris, Mo.;
Stecher, H. F., Milwaukee, Wis.; Ausman, F. D.,
St. Mary's Ohio; Worrell, R. D., Mexico, Mo.;
Studer, Fred Waco, Texas; Goodhue, A. F., Far-
field, Maine; Reighart, W. H., NorthDakota.

ADVERTISING AND FASHIONS
Robertson, Frank N., Blackwell, Okla.; Thome,

A. L., Piqua, Ohio; Stoessel, A. J., Milwaukee,
Wis.; Bernam, R. C., Greensboro, N. C.; Evans,
C. T., Utica, N. Y.; Jones, W. L., Martinsburg,
W. Va.; Warren, Charles W., Detroit, Mich.

TRANSPORTATION
Manahan, C. F., Chicago, Ill.; Paegel, A. E.,

Minneapolis, Minn.; Gilbert, Robert J., Kansas
City, Mo.; Franks, M. D., Omaha, Nebr.; Hansen,
John, Washington, D. C.; Tucker, George,Chicago,
Ill.; Heitkenper, Frank A., Portland, Ore.

CREDENTIALS
Anderson, A. W., Neenah, Wis.; Wiley, C. S.,

Pittsburgh, Pa.; Carmichael, C. H., Boonville,
Ark.; Starke, Walter, Junction City, Kans.;
Williams, C. R., Conden, Ore.

AUDITING AND FINANCE
Bancraft, R. A., Columbus, Ohio; Damuth, C.

R., Redfield, S. D.; Hess, John F., Fond du lac,
Kans.; Paxton, C. H., Paola, Kans.; Lackritz,
Paul, Chicago, Ill.

LEGISLATION
Barker, A. E., Minneapolis, Minn.; Zilliken,

Hon. Henry, Wheeling, W. Va.; Range, Claud
Trenton, Mo.; Artes, Charles E., Evansville, Ind.;
Frasier, W. C., Durham, N. C.; Archibald, J. P.,
Blairsville, Pa.; Kent, Frank V., Grand Forks,
N. D.

TRADE INTERESTS
Roberts, Steele F., Pittsburg, Pa.; Kohn, Emil,

New York City, N. Y.; Connelly, Hugh, Detroit,
Mich.; Freeman, J. J., Toledo, Ohio; Edholm,
Albert, Omaha, Nebr.; Johanson, A. W., Chicago,
Ill.; Mauch, Herman, St. Louis, Mo.; Hudson, J.
B., Minneapolis, Minn.

WIRELESS TIME SERVICE
Hutterly, H. 0., Washington, D. C.; Hurlbut,

Mack, Fort Dodge, Ia.; O'Donnell, W. A., Utica,
N. Y.; Stark, A. J., Denver, Colo.; Lock, August,
Pittsburg, Pa.; Marean, T. A., Belvedere, Ill.

CONSULTING EXPERT
H. E. Duncan, Waltham, Mass.

SKILLED EMPLOYMENT
Stebbins, J. R., Ashtabula, Ohio; Howe, Charles
H., Syracuse, N. Y.; Syman, Fred F., Denver, Col.;
Squires, 0. P., La Porte, Ind.; Lewis, E. A., De
Moines, Ia.

DECEASED MEMBERS
Sheldon, H. 0., Grand Forks, N. D.; Taylor,

E. E., Houston, Texas; Nelson, N. Harlan, Ia.;
Smelzer, John, Centralia, Ill.; Pfaeffle, W. C., Enid,
Okla.; Dielschneider, W. F., McMinnville, Ore.
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National Jewelers' Board of Trade Warned Against
Trade and Its Achievements New Form of Swindle

Secretary Stone Presents an Interesting Brief for
the Board—Its Rapidly Increasing Membership
—The Good It Has Accomplished

New York, October 8.—General betterment of
the jewelry business through co-operation of mer-
chants which has gradually eliminated fraudulent
practices and prevented waste is the summary of
constructive achievement by the National Jewelers'
Board of Trade, as catalogued by Edmund N.
Stone, secretary of the Board.
The National Jewelers' Board of Trade was

organized thirty years ago, owing to the far-
sightedness of representative jewelry manufactur-
ers, whoesalers, and importers of precious stones
who realized the benefits to be derived through
co-operation in commercial lines.
From a small beginning it has grown until today

it has a membership of nearly 900, located in every
jewelry center of the United States, with a chain
of offices from coast to coast, enabling it to antici-
pate and meet every demand of those engaged in
this line. It is not profit producing in any sense
of the word and its policy is outlined by practical
jewelers to meet their requirements, not only to
safeguard their commercial credits and minimize
their collection losses, but also through its powerful
organization to take up all lines of prosecution work
which will eliminate fraud and uplift the trade.
We direct attention to the following specific

constructive results of its co-operative efforts:
First. The gradual elimination of fraudulent fail-

ures. In connection with its regular work the
board maintains a fund for the investigation of
failures and the prosecution of frauds. Owing to
the difficulty in procuring convictions by the indi-
vidual merchant on account of expense, trouble,
and time necessitated, heretofore a large percentage
of well-conceived frauds have gone unpunished.
At the present time this board has made it an

expensive proposition for those who would defraud
jewelry merchants. This is evidenced, during the
past few years, by the large number of jail convic-
tions which have been secured.
Second. Progress in the Recognition of the

Stamping Laws.—Although the Federal govern-
ment and many of the states have placed upon their
statute books laws to prevent the fraudulent
stamping of jewelry, these enactments practically
remained "dead letters" until the board began a
crusade of prosecution for its violation.
Through its efforts, during the past year, the

board has been successful in nine cases; seven
were heavily fined, one sentence suspended, and one
violator was fined and received a jail sentence.
This is the first instance of a jail sentence being
imposed for the violation of these statutes.

Third. Co-operation in Commercial Credits
and Collections.—With the education of the jew-
elry merchant has come the mutual assistance
which might be rendered through such a great
organization as this, in the protection of credits
and the efficient handling of collections. The
jewelry trade is now able to expand its commercial
activity with greater safety than ever before, owing
to the board's far-reaching investigations of the
credit-seeker and the information assembled
through co-operation, which could never be done
by any profit-producing organization.
Fourth. Saving of Bankruptcy Assets.—The

wasting of assets in bankruptcy cases, as noted by
the Department of Justice, is astounding to the
ordinary merchant. This is to a large extent due
to the unorganized condition of creditors, where
each one is fighting through individual attorneys,
and in many instances endeavoring to secure an ad-
vantage for himself, and the adjusting of the bank-
rupt's estate is done by those not experienced in the
particular line in which the insolvent was engaged.
The board, in the jewelry line, has produced

wonderful results, through co-operation. It con-
trols, in most instances, a large majority of the
claims of creditors, who act in unison, and are
therefore able to secure the appointment of a
receiver who practically administers the estate
and secures from the wreckage the largest possible
dividends. The increase of dividends through
practical administration and composition, by the
board's effort, during the last few years have been
from 10 to 70 per cent.

Successful and Daring Operator Finally Captured
—Wanted, it is said, in Many Cities—An Orig-
inal Scheme

Council Bluffs, Ia., October 2.—A man giving
his name as W. Richard Wade was captured at a
hotel here recently while attempting to carry out a
swindle which he had worked successfully in sev-
veral large western cities within the last three
months. His latest attempt was made in Omaha
a few days before his arrest, when he narrowly
escaped capture.

Wade's work was unique in the annals of crime.
He registered at the best hotel in the city, and his
stay was usually short. From his suite he would
call up a prominent jeweler, to whom he confided
that he, Wade, was a former customer, and asked
him to come to the hotel prepared to make a large
loan on some diamonds. When the jeweler ar-
rived, Wade relieved him of his money at the
point of a revolver and escaped.
In trying the swindle on W. C. Flatau, of Omaha,

the latter overpowered Wade, who made his escape,
while Flatau was calling the police.
Wade, who is thirty years old, is wanted, it is

said, by the police of Seattle and several Colorado
cities.

Jewelers' Unique Displays
at Industrial Exposition

Retail House Shows Imposing Cut Glass Exhibit—
Interesting Fountain Pen Display

Toledo, Ohio, October 6.—Several members of
the local trade have unique displays at the local
Industrial Exposition, which are much admired by
the visiting crowds. The J. J. Freeman Company,
has a Libbey cut glass display at its booth which
is worth coming far to see. The new Rock Crys-
tal glass being put out by the Libbey Company, is
being featured, and an engraver is at work at a
copper wheel by which the fine engraving is done.
Surrounding the booth is a glass fence specially
constructed by the Libbey Glass Company, for
the purpose. Immense pillars adorn the booth in
which are set large circular disks of red, green and
white. A feature of the display which has at-
tracted wide attention is a punch bowl and twelve
glasses valued at $2,000. An electrolier worth
$600 and a cut glass table worth $700 is also dis-
played. These it is stated were specially made for
the magnificent new home of one of the officers
of the Libbey Company. A table beautifully
set for four people using Lenox china and Rock
Crystal cut glass is valued at nearly $300.
The J. J. Freeman Company have a wonderful

line of china and glass in the department in their
store specially set aside for these goods, and the
elaborate stock is a marvel to many who are sur-
prised to find such a store in Toledo. This concern
makes a specialty of pattern table showing just
how a table should be set, using the different
accessories.
The Conklin Pen Company also has a unique

display at the Industrial Exposition. The famous
automatons of the company are the central fea-
tures, one showing a man with pained expression
worrying away with an old style pen, face, clothes
and fingers bespattered with ink as he struggles to
fill the fountain with a dropper. The other shows
a man of spick and span appearance and smiling
countenance who uses a self-filling Conklin pen.
A cardboard moving advertisement shows one man
distressed over ink-besplattered books while his
companion, who is explaining the beauties of the
Conklin pen, has a desk in perfect order. This
display is attracting a great deal of attention.
The Merrill-Broer Company has on display in

their booth the President Taft and the Governor
Harmon cups which were presented to the Toledo
Yacht club as prizes. The President Taft cup is
especially handsome and is worth $800. It was
presented to the club by the president to be used
as a cat-boat regatta prize, the Governor Harmon
cup to be used for the cruiser class. These cups
were designed and made by the Merrill-Broer
Company.
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Delegates from All Nations
Visit Watch Factory

Foreign Delegates International Congress of
Chambers of Commerce Piloted Through De-
partments—Marvel at the Immense Plant and
and Enjoy Lunch Served by Waltham Company

Waltham, Mass., October 3.—Delegates to the
International Congress of Chambers of Commerce
held in Boston, representing eleven nations, were
guests of the Waltham Watch Company, on
September 27, and through the courtesy extended
by the company the party of visitors, largely
foreigners had the opportunity of seeing opera-
tions in what many termed the most widely
known watch factory in the world.
The visit of the delegates, some seventy-five

in number, was arranged through representatives
of the Waltham Board of Trade, and that organiza-
tion was represented by President George A.
Parmenter, Secretary Hiram Tuttle, and Past
President George A. Fiel, while a number of others
associated with the local organization were with
the party.
The great treat for the delegates was the oppor-

tunity to see the processes in the manufacture of
Waltham watches, and the visitors, who were
piloted through the shop in groups, were deeply
interested in the work.
Through the kindness of Waltham auto owners,

transportation was provided for the delegates.
E. E. Jennison was at the head of the line of twenty-
five autos which arrived here shortly after 11
o'clock and the train of autos passed down Moody
to Crescent street and thence to the factory.
Upon the arrival there the cars were lined

along the street in front of the factory and pictures
were taken. Then the delegates remained in the
vicinity of the factory until the noon hour, when
they gathered in Robbins Park and watched the
employes leaving the shop.
Many had kodaks and a large number of pictures

were taken by the visitors when the employes were
leaving. After the noon dismissal the delegates
adjourned to the office building and enjoyed an
excellent collation, served by the company.

While at lunch the delegates were presented with
copies of the well compiled booklets giving pictures
and description of the factory, and interesting
data regarding the institution and its product.
When the last ices had been served, President

George A. Parmenter called the gathering to order
and he introduced President Fitch, of the Waltham
Company.
President Fitch spoke briefly, saying that it

gave the officials of the Waltham Watch Company
much pleasure to receive the delegates to the
Chamber of Commerce convention, and he ex-
tended a hearty welcome to all present. He said
that at 1 o'clock the tour around the factory would
be started and he gladly extended courtesies to
the visiting delegates.
Mr. Fitch told the delegates that there were

about 4,000 people in the employ of the company
and that the men and women were in about equal
proportion. The company, he said, has a payroll
of approximately $9,000 daily and the output is
about 3,000 watches per day. The product of the
company was watches from the smallest size to the
marine chronometer.
An interesting feature in the dining room was an

exhibition of all types of watches made by the
company.
A. Taylor White, a delegate from Wakefield,

England, offered a motion that the thanks of the
party be extended to the company for the courtesies
and hospitality. The vote was given and was fol-
lowed by cheers.
Then the trip through the factory was started

and after the inspection the delegates returned to
the office, exchanged greetings with Mr. Fitch and
the other officials and then enjoyed a trip around
Waltham in autos after which they returned to
Boston.
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We suggest that you give more than usual attention
to the Waltham Riverside in buying for the Holiday
trade. You will have an increased call for the Riverside in both ladies'
and gentlemen's sizes. Why? Because we are going to devote our
every advertising energy to forewording its sale over your counter.
Because we will launch an aggressive, continuous advertising cam-.
paign beginning with the September magazines that will feature the
Riverside as the practical, sensible timepiece for every man and woman to buy.
Because our advertising will send Riverside customers to your store.

We especially recommend that you
make the watch here illustrated a
leader. It has strong selling attri-
butes which make it a good watch to
push. It is the 12 size and comes in
special pattern gold-filled cases, guar-
anteed for twenty-five years. In
designing these cases, all the latest
features in fine case-making have
been followed. Note the stamping
on the lid. This sort of marking
is only found on high-grade watches.

No. 1240— Contract Selling Price $40.00

WALTHAM WATCH CO. - Waltham, Mass.

THE

Golden Anniversary Tribute
to New Orleans Jeweler

August Baumann Celebrates Fiftieth Anniversary
of His Business Career—Gift and Congratula-
tions from Trade Friends

New Orleans, La., October 2.—Commemorating
the celebration of the fiftieth anniversary of one of
the most prominent jewelers in the city, a delega-
tion of New Orleans jewelers called at the business
establishment of August Bauman on .the evening
of September 28 and presented him with a beauti-
fully engraved gold plaque, the handiwork of the
Leonard Krower Company, appropriate cere-
monies being carried out during the short reunion
and celebration. The aged jeweler was so affected
at the honors bestowed on him by his eminent
associates that he could scarcely utter
his brief words of acceptance.
The jewelers met in a body and pro-

ceeded to his establishment, 1825
Magaznie street, where, after a general
reception from the surprised jeweler,
Mr. Krower uncovered the beautiful
tribute and in a short but much-appre-
ciated address made the presentation.
"My dear Baumann," said Mr.

Krower, in making the presentation,
"I trust that this assembly of your
friends, and the absent ones, who are
at this moment centering their minds
on this occasion and tribute to you,
will convince you of the sincerity of
our sentiments and the loving respect
which emanates from our hearts.
"To those present who may not

have had the opportunity of knowing
you as well as I do, which pleasure I
have had since 1878, permit me to relate
to them in a few words the cause of
your business success.
"In 1853 Mr. Baumann arrived in

this country, and notwithstanding the
serious crisis which prevailed in New
Orleans and the entire south at that
time, he still had the courage to start
into business in 1862. The sturdiness
and solidity of his character and his
ability brought him to the front rank of
the New Orleans jewelers, as his career
of fifty honorable years has fitly proven.
"To me by dear Mr. Bauman, it is a

great privilege to have been selected
by your associates to make this address
to you, which opportunity I highly
prize. Your business friends in New
York and New Orleans, although it may
be against your wish, to show you their
appreciation, not for the business done
with them, but for the honor of having
been counted among your friends, celebrate this
golden anniversary of your business career with
a small token of their esteem.
"It is, therefore, that I have the honor to pre-

sent you this golden tablet, (which, by the way,
Was made in New Orleans), surrounded by a laurel
wreath. The names on the tablet perpetuate the
friendship of those inscribed, the laurel wreath as a
fitting crown of your eventful and honorable life.
"Mr. Baumann, in their names and in mine, I

extend to you and your family our heartiest con-
gratulations. May the Almighty protect you and
your dear ones, and let us hope that you and
your family will celebrate the seventy-fifth
anniversary."
In touching tones, almost pathetic, the pioneer

jeweler attempted to express his appreciation, but
words choked him and he was only capable of
warmly shaking the hands of his numerous friends
who were present for the occasion and separately
thanking them for their kindness and thoughtful-
ness in remembering him on such a happy occasion.
Words, he said, were unequal to the occasion.
Following the presentation, refreshments were

served and a love feast among the jewelers took
place. Most of the donors were present for the
occasion and each personally heartily congratu-
lated the pioneer on his success.
The plaque as here shown was a beautifully en-

graved gold shield and tablet, connected with a
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wreath of gold leaves which encircled the tablet.
The tablet bears the list of donors, while on the
shield is the following inscription:

TO
AUGUST BAUMANN.

A TOKEN OF ESTEEM AND REGARD

FROM HIS FRIENDS

ON THE

GOLDEN ANNIVERSARY

OF HIS BUSINESS CAREER,
1862-1912

On the tablet are the following names: Kohn &
Co., Fox Brothers & Co., Allsopp Brothers, C. G.
Alford & Co., A. Wallach & Co., W. E. Taylor &
Co., Albert Lorsch & Co., Adolph Goldsmith &
Sons, The W. J. Johnston Company, E. G. Webster
& Son, Adrain Morais, Carter Howe & Co., F. J.
Boesse & Co., George Boehm, Charles Marx,
Alex Bozant, J. B. Bowden & Co., Louis W. Gery,
Joseph Traverse, Eisenstadt Manufacturing Corn-
pany, Ingomar Goldsmith & Co., Enos Richardson
& Co., William Kinscherf & Co., Kreis_& Hubbard,
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Manufacturing Jewelry Industry
Opposed to Tariff Negotiation

Rumored Revive' of Treaty Negotiations with
France—Opposition Successful on Previous
Occasions — Magnitude and Importance of
Jewelry Industry

Attleboro, Mass., October 10.—Trade gossip has
it that the settlement of the porcelain tariff dif-
ficulty with France will involve the making of a
new treaty such as was attempted in 1900 and
only halted by a strenuous fight on the part of the
jewelers. Paris cables say that M. Jules Jusserand,
French ambassador to Washington, sailed recently
on board La Provence and will upon his arrival at
Washington take up the Limoges porcelain rate.
It is understood in commercial circles that France

is ready to arrange a rate list satisfac-
tory to the United States, but it is also
understood that the changes will involve
a tariff treaty which will again affect
jewelry.
The president is charged with the duty

of making treaties, subject to the ap-
proval of the senate. The former French
treaty was provisionally signed in July,
1909, but only after its publication in the
New York Journal of Commerce in the
following December did its contents
become known to the jewelers.
E. A. Sweeney at once aroused the

trade to the importance of the project,
and effective measures were taken to
impress the senate with the necessity of
protecting the jewelry industry. That
proposed treaty would have cut from 35
to 20 per cent the duty on amber,
mother-of-pearl, shell and meerschaum,
reduce the tariff on jewelry and parts
from 60 to 55 and reduce the duties on
buckles 5 per cent, brushes 10 per cent,
penholders 10 per cent and imitation
jewelry, beads, etc., 10 per cent.
The jewelers pointed out that there

was boasting in the French chamber of
deputies that the treaty would benefit
that country five times as much as it
would this, and that it would be per-
fectly feasible to ship jewelry from Ger-
many through France to take advantage
of the lower rates.

After continued negotiations, the
United States senate finally extended
the time of ratifying the treaty for one
year and thus practically and effectively
killed it.

a,

GOLDEN ANNIVERSARY PLAQUE WITH NAMES OF DONORS

Champenoise & Co., The James E. Blake Company,
The Keller Jewelry Manufacturing Company,
Leonard Krower.

The Keystone Watch Case Company
Wins Point in Government Suit

Philadelphia, Pa., October 11.—The Keystone
Watch Case Company won a victory in the action
brought by the Government against it, when
Judge Thompson, of the United States District
Court at Philadelphia made an order directing
Albert M. Dueber, of the Dueber Watch Case
Manufacturing Company of Canton, Ohio, to
answer the questions of the attorneys for The Key-
stone Watch Case Company in their cross-examina-
tion which he had refused to do at a hearing before
the examiner. Mr. Dueber was a witness for the
Government, and the defense desired to obtain
from him information in rebuttal of the evidence
he had given on behalf of the Government. Judge
Thompson, in ruling in favor of the defendant
said, that if Mr. Dueber wanted to plead privilege
he should have done so before he testified on behalf
of the Government, and that it would be a danger-
ous thing to permit a witness to testify in favor of
one side and refuse to produce the evidence called
for by the other side.
An order to the same effect has been entered by

the court upon C. L. M. Stark, of the North Amen-
can Watch Company.

Little is known of the present attempt
to secure concessions under the maxi-
mum and minimum clauses of the
tariff, but steps have already been taken

to ascertain from the state department just what
is contemplated.
Those familiar with Parisian papers say that the

topic is being widely discussed there, and are of the
opinion that the subject will be formally opened
here upon the return of the French ambassador.
The magnitude of the jewelry industry and the

vital importance of protecting it are well shown in
the report of the industries of Massachusetts just
issued by the State Bureau of Statistics. Attleboro
is practically a jewelry town and it contains, accord-
ing to the report, 68 concerns with a capital
of $7,273,534 devoted to production. The value of
stock and material used is $3,155,185 and the sum
of $2,196,056 was paid out for wages during the
past year. The average wage of the jewelry worker
per year was $616.35. This is one of the highest
averages in the state, in any industry. The
average number of male employees was 2,224 and
1,329 women.
The North Attleboro figures show that there are

forty establishments in the town and the sum of
$4,186,235 was capital devoted to production. The
value of stock and material used was $1,627,629
and the amount of wages paid during the year was
$1,486,186. The average earnings of jewelry
workers was $653.26, somewhat higher than in
Attleboro. The average number of male employes
was 1,605 and 670 women. The value of the
North Attleboro jewelry produced was $4,483,080.
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For Discriminate Persons THE RICHELIEU PEARL For Pearl Lovers

A Great Scientific Pearl with a Natural Skin.
The only Artifical Pearl that bears a Guarantee to wear a Life Time.

We can mate any Genuine Pearl Strand with their variegated colors and shapes.
Oriental Colors—Everlasting—No Peeling—No Discoloring—Insoluble—Beautiful Lustre.

Have you sold your trade the Richelieu?
Then there will never be any complaints from your trade.

Colors—White, Rose, Light Cream, Cream"Salmon, Greenish Black
Richelieu Pearl Necklaces—Quality A

(Selected for fine lustre and perfection.)
Tapered or straight to No. 24 centre pearl, 15 inches each
Tapered or straight to No. 30 centre pearl, 15 inches each
Tapered or straight to No. 36 centre pearl, 15 inches each
Tapered or straight to No. 42 centre pearl, 15 inches each
Tapered or straight to No. 50 centre pearl, 15 inches each

Each strand has our guarantee attached

$18.
$24.
$32.
$40.
$48.

Richelieu Pearl Necklaces—Quality B
Tapered or straight to No. 24 centre pearl, 16 inches each
Tapered or straight to No. 30 centre pearl, 15 inches each
Tapered or straight to No. 36 centre pearl, 15 inches each

Each strand has our guarantee attached

Diamond Clasps, mounted in platinum with precious stones from $10 to $150.
Loose pearls all shapes, sizes and colors. Can be mounted same as genuine pearls.

SEND FOR OUR DISPLAY CARD AND CIRCULAR

AICHER BROS
Middle and Far West

and South

Jos. H. Meyer Bros., Cif

ALEX. C. CHASE
Agent, 6 Maiden Lane

New York City,
Boston, Portland,

Philadelphia, Baltimore
and Canada

SELECTION SENT UPON REQUEST

The Sketch-Book House,"

$10.

$12.

$15.

B. J. MEYER
New York State and

Middle West

59 Nassau Street, Cor. Maiden Lane
NEW YORK
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A semi-monthly journal published on the 1st and
15th of each month, devoted to the Interests of
the Watch, Jewelry and Kindred Trades. The
purpose and policy of this journal are the pro-
tection and promotion of all trade interests. A
rigid censorship assures the reliability and worth
of all reading matter. and the exclusion of all
that is not trustworthy or relevant. We decline
to insert advertisements that are unreliable, or
misleading in representation, defamatory in state-
ment or detrimental to the welfare of the trade.

Subscription—One Dollar per year, postpaid, to all
parts of the United States, Hawaii, Porto Rico.
Philippines, Gmun, U. S. Island of Samoa, Cuba
and Mexico; single copies. regular issues, 10 cents;
special issues, 25 cents. To Canada, $2.00 per year.
To Foreign countries, $3.66 (15 shillings) per year ;
S ingle copies, 25 cents (1 shilling).

Payment for "The Keystone " when sent by mail,
should be made by Postohice Aloney Order, Bank
Check or Draft, or Express Money Order. When
neither or these coi, be procured, send the money ill
a Registered Letter. All remittances should he
made payable to The Keysloae Publishing Com-
pany.

Change of Address —Subscribers desiring their ad-
dress changed should give the old as well as
the new address.

Advertisements-- Advertising rates furnished on ap-
Plicntion. Copy for Advertisements must reach
us by the 23d of each month to Insure Insertion
In the Issue of the 1st of the to month.
and by the 8th of the month for insertion in the
issue of the 15th of the same month.

Address all communications to

THE KEYSTONE PUBLISHING' COMPANY
NEW YORK 809-811-813 N. 19th Street1102 JEWELERS BLDG.

PROVIDENCE. R. I. Philadelphia, Pa.
824 HOWARD BLDG.

CHICAGO LONDON. STEVENAGE SOUSE
1201 HEYWORTH BLDG 40-44 HOLBORN v.Aouer, C C

President Combs' Bugle Call
to the Organized Trade

Elsewhere in this issue President T. L.
Combs announces the personnel of the
committees of the national associations
for the ensuing year. A glance at the list
will promptly convince those intimate with
the situation that the selections are
founded on good judgment and will be
most satisfactory to the members. These
committees comprise nearly 100 organiza-
tion-men who believe in the cause and
who are willing to give of their time and
substance to hasten its triumph. The wide-
awake, experienced and forceful general
now at the head of the organization has
in those men an ideal force of captains,
but it must be kept in mind that the
army is a primary essential. President
Combs informs the trade through our
columns that practically one thousand
new members are pledged for the ensuing
year, and it is not improbable that this
estimate may fall short of the reality.
In either case the president will have made
a notable record for his term of office. The
recent affiliation of the Maine association
with the national body was an excellent
start in the new campaign for membership.

While it is true that the trade is now
entering on a season when attention to
their business will monopolize their time
and energy, their duty to their organiza-
tion must not be forgotten, even tern-
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porarily, nor their enthusiasm in the cause
be dampened by the prosperity which
promises to be theirs during the next few
months. For the first time they will
experience to the full in the coming
season the fruits of organized effort, but
eternal vigilance is the price not only of
future fulfilment of their program, but of
retaining the advantages which they now
possess.

Crop Values Estimated
at Ten Billion Dollars

What we conservatively designated in
our last issue as a wave of prosperity has
since developed into a titanic, tidal surge
that has swept away every trace of
pessimism and has placed within reach
of the world of trade a harvest of business
and profits that promise to surpass all
the records of the past. The basis of this
extraordinary prosperity is the large
grain crops, practically all of which
materially surpass the highest yields of
past years. The government reports
estimate the corn crop at over 3,000,000,-
000 bushels; the wheat crop at over
720,000,000 bushels; the oats crop at
nearly 1,500,000,000, and other crops
accordingly. The states in the northwest
are now harvesting the greatest crops
ever grown in that section. North Dakota
boasts of a spring wheat crop of nearly
150,000,000 bushels, the greatest spring
wheat harvest ever harvested by any
state. The yield per acre in that state,
we are informed, increased from 8 bushels
last year to 18 bushels this year. In
oats, Iowa, with 219,780,000 bushels;
Illinois, with 182,726,000 bushels; Minne-
sota, with 122,932,000 bushels and North
Dakota with 96,138,000 bushels, were the
principal producers. In each of these
states the yield per acre this year was
almost double last year's yield.

It would be impossible for the human
mind to conceive the magnitude of the
wealth represented in these enormous
crops, and statisticians are amusing them-
selves with efforts to convey some idea
of it by comparisons. The total value of
the crops is calculated at between $9,000,-
000,000 and $10,000,000,000, but this
takes no account of the profits of the
railroads in carrying the crops to the
market nor of those who handle the crops
between the farms and consumers.

Little wonder that the sudden material-
ization of so much wealth has caught
merchants and manufacturers napping.
Bradstreet's latest report says: "Jobbers
and manufacturers in most parts of the
country are enjoying more business than
has been known in years; various lines

report unprecedented sales, and shipping
departments in the principal centers are
being rushed in order to cope with insistent
demands for deliveries." Dun's Review
says that in the principal trades " the
demand is so keen that it tests the
capacity of productive and transporting
facilities. Shortage of cars and labor,
and in some cases even shortage of plant
capacity, are now the most embarassing
problems confronting business men.".
But what more impressive evidence of

the new conditions could we offer our
readers than this magnificent Holiday
number ? Issued on the threshold of the
Holiday season, its 216 pages may well be
interpreted as the final assurance that a
new era has dawned for the trade. It is
not merely the herald of better times,
but rather a proclamation of prosperity
already arrived.

Adoption of Metric Carat
Submitted to the Trade

Preliminary steps have been taken to
submit to the jewelry trade at large the
question of adopting the metric carat in
preference to that now in use in this coun-
try. Back in 1908 the international
committee of Weights and Measures,
adopted the recommendation of the vari-
ous European Associations of jewelers
and diamond merchants and officially
sanctioned the fixed uniform weight value
of 200 milligrams for the carat. This is
what is known as a metric carat and it
has since been legally adopted in many
nations of the European continent.
Judging from letters received many of

the trade have a somewhat confused idea
of this carat question. For the benefit
of such, let us explain that heretofore the
weight value of the carat, the unit of mass
of precious stones, varied slightly in dif-
ferent countries. For instance in Amster-
dam its weight was 205.1 milligrams, in
Antwerp 205.3, in London 205.5, in Lisbon
205.8, in Vienna 206, and in Venice 207.
In the United States a carat is calculated
at 205 milligrams or 3 2/13 grains. While
this difference in the weight of the carat
was of little importance to the public,
it was and continues to be, in this country,
a source of considerable confusion to the
diamond dealers.

While the word "carat" is in common
use, few understand its actual significance.
The derivation of the word is traced to
the Arabic " quirrat" the name of the pod
of a leguminous plant, the seeds of which
were credited with the peculiar character-
istic that once dried they never changed
in weight. Thus it was that the carat
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came to be used in the East in weighing
gold, just as our English "grain," derived
from a grain of wheat came to be used
as a weight. The carat, as a weight, is
now used only for weighing precious
stones and pearls, the grain being too
small for this purpose.
A trade conference has been formally

called to receive detailed reports on the
question of adopting the metric carat and
to take such action as may be determined
upon. The meeting, to which all are
invited, will be held on Tuesday, October
29, at 3 p. m., at the rooms of the National
Jewelers' Board of Trade, 15 Maiden lane,
New York. This call has been signed by
over a score of the leading gem importing
and wholesale houses.

The International Congress
of Chambers of Commerce

Suggestive of the now recognized leader-
ship of the United States in the world of
commerce and industry, was the recent
International Congress of Chambers of
Commerce and Industrial Associations
held in Boston. The representatives of
the various countries present on the occa-
sion numbered 700, all recognized as mas-
ter minds in the nations which they repre-
sented. All of the leading countries of
Europe, South and Central America,
Mexico, India, Australia, New Zealand,
South Africa, Japan and China sent dele-
gates, some of the European countries
being represented by delegates from many
different Chambers of Commerce in their
large cities.

These foreign representatives took ad-
vantage of their visit to study American
industries—the watch industry included—
and the advanced systematization so far
peculiar to this country. They also
studied our commercial machinery and
business methods, and expressed them-
selves as pleased, edified and instructed by
their investigations. The event on this
account has taken on the character of a
world-wide advertisement for American
industry and commerce.
The Congress was as suggestive of the

brotherhood of man as it was of commer-
cial advancement. The avowed object
of the gathering was the promotion of
international comity and of co-operation
in commercial affairs, but its effect will
be much wider than this purpose indicates.
Such a gathering will be most powerful in
removing international prejudice and jeal-
ousy, in creating a more fraternal feeling
and in driving home the conviction that
the purpose of civilization is not the selfish
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advancement of the interests of a single
country, but the good of humanity at large.

It was fortunate alike for the inter-
national delegates and for the industrial
fame of our own country that one of the
plants visited was a great watch factory
which employs about 4,000 people, form-
ing an ideal industrial colony where
prosperity has been steadily maintained
and labor disputes have been unknown.
This visit alone should mean much in
increasing the prestige and extending the
fame of the American watch.

The Courts Continue
to Safeguard Trade Marks

As our readers have doubtless observed,
recent court decisions in the matter of
trade marks have rigidly upheld the
rights of the proprietors of such marks.
Many ingenious forms of infringements
have been devised from time to time, but
the courts no longer allow mere technical-
ity or subterfuge to stand in their way, in
the manner of affording ample protection
to trade mark owners. The most recent
decision was handed down in the United
States District Court for the Southern
District of New York, and still further
strengthens the position of trade-mark
proprietors. The court in this instance
issued an injunction in a suit brought by
the complainant company against a manu-
facturing company and its selling agency
restraining the latter from making or
selling merchandise which in appearance
simulates the appearance of the merchan-
dise of the complainant company or from
using in connection with any similar
merchandise the trade-mark of the com-
plainant or any simulation thereof, and
further from imitating the advertising
matter of the complainant. This decision
is important to manufacturers and manu-
facturers' agents. In brief it is to the
effect that one who has as a manufactur-
er's agent offered for sale and sold the
goods of a manufacturer for and on ac-
count of the manufacturer, must not
after the account is taken from him offer
for sale similar goods bearing trade-
marks like those of the manufacturer or
use in connection with such goods adver-
tising matter such as he formerly used in
selling such goods.

This decision is strictly in accordance
with previous decisions of different courts
in similar suits. Such litigation has been a
source of vexation and expense in the past
to honest manufacturers, but these, in the
future, may feel absolutely secure against
any transgression of their rights.

Need of United Action
by All Retail Merchants

Next month there will be held in St.
Louis the first annual convention of an
organization known as the National Feder-
ation of Retail Merchants, which was
organized at the beginning of the present
year. The purpose-in-chief of the promo-
ters of this association is to unite into one
body all the various state and national
organizations of retailers with a view to
concentrating their power for the better
protection and advancement of their
interests. The necessity of such a national
body as this becomes more pressing each
year. Let us take, for instance, the matter
of the parcels-post. The new law, which
will go into effect January 1, was passed
against the wishes of the retail trade,
whose interests were supposed to have been
amply protected by the so-called zone
system which made the rate dependent on
distance. It was expected that the retail
dealers within each zone would thus have
an advantage over the mail order houses
located one or more zones distant. While
the bill was in course of passage, the mail
order interests were very loud in their
protestations that the new law would be of
no particular benefit to them, but we find
since its passage that they are laying their
plans very systematically to take full
advantage of its provisions.
The mail order journal informs us that

when the agitation for a parcels-post
started, one of the two big mail order
houses of Chicago, with their usual enter-
prise and foresight, made Kansas City one
of their distributing points in order to be
nearer the great and growing southwest,
which affords an outlet to millions of dol-
lars worth of merchandise each year. Now
the other large Chicago mail order house is
said to have acquired extensive property in
Kansas City for the erection of a mammoth
building from which it is intended to
handle the business tributary to that
city. This company had already a plant
in Kansas City but concluded that with
the parcels post available, it would be
unequal to their increased needs in that
territory.
Had the retail interests of the country

been thoroughly organized, it is not
improbable that the mail order houses
would for some years have been deprived
of the advantage which the new parcels-
post law has given them. It would seem
to be to the interests of the jewelers'
organizations to act in harmony with the
new federation for their better protection
and to avert other legislation which may
be similarly detrimental to their interests.

R. Wallace Sterling Silver Toilet Ware
A new thin model, engine-turned toilet ware pattern,

No. 9000/4.
This pattern without the engine turning was introduced a short
time ago, and we are now ready to supply it both plain and

engine-turned.
The beauty of the pieces is considerably enhanced by the added
decoration which consists of groups of fine straight lines.
Though the decoration is graceful and delicate, the sterling
stock is very strong and substantial.
The 9000/4 consists of a most complete equipment of toilet

and manicure articles — all the
4, 1. fittings being of high
r quality suitable for use 

with sterling. 
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Prices of pieces shown

Mirror . $17.50
Hair Brush . 9.00
Comb . 2.50

Subject to usual discounts

Write for full information

New York

R. WALLACE & SONS MFG. CO.
Box 140

WALLINGFORD, CONN.
Chicago San Francisco London
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Bergen Rich American Cut Glass

MANUFACTURED BY

The J. D. Bergen Company

FOR THE
FALL TRADE
Our line of C U T,

ROCK CRYSTAL and

ENGRAVE D
GLASS sur-
passes any-
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so far put on
the market,
consisting of
the latestshapes
and a variety of
new and origi-
nal patterns.
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tion to our new
line of JEWEL CASES, PUFF
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CASES, HAIR RECEIVERS,
CARD CASES, ETC.
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CONNECTICUT

LOOK FOR BERGEN TRADEI MARK

OUR
SALESMEN

are now on the road
with our new line, and
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our samples
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placing your

FALL ORDER
or call in at our

different Sales-

rooms where
we keep a full

line of samples
on display at

all times, or

send for one of
our latest

CATALOGUES.

We have also added to our
line a number of new ELEC-
TROLIERS which are en-
tirely different from any yet
put on the market by other

cut glass manufacturers.
Send at once for illus-

trated sheets.

We manufacture this line in
both ENGRAVED and CUT.

New York Salesroom
38 Murray Street

ONE OF OUR LATEST PATTERNS Chicago Salesroom
we guarantee evor)' niece of glass that leaves our Factory

San Francisco Salesroom
303 Jewelers' Building, 150 Post St.
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No. 300 PATTERN

ONE OF THE MOST POPULAR PATTERNS
Trade Mark

STERLI PICT
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FINE.
1000

THIN MODEL, LONG HANDLE MIRROR AND HAIR BRUSH
SIMPLE AND PLEASING IN DESIGN
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5/6 SIZE

MADE BY

SIMPSON, HALL, MILLER CO.
International Silver Co. successor

SILVERSMITHS
WALLINGFORD, CONNECTICUT, U. S. A.

NEW YORK
CHICAGO

Send for Price List 138 T
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TORON'TO
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THE NEW MARGARET
The latest model of the Ever-

Popular Margaret Pattern, re-

taming all all of its Attractive Qualities

with many new features added.

Beautiful in its Symmetry,
Strong in its Construction
and Greater in its Efficiency
the New Margaret presents a per-
fect example of the highest
attainment in Modem Silver
Flatware making.
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The Work of Albert Wehde, Craftsman and Traveler
6

By IRENE SARGENT

ALBERT WEHDE

The art metal
workers of the
United States
may be divided
into two classes.
The first division
is composed al-
most wholly, of
men of foreign
birth or paren-
tage, who have
risen to distinc-
tion by force of
creative ability,
or by skill in
handicraft. The
second and, per-

haps, larger division is formed of women
whose instruction in the Schools of Design
existing in our larger cities, has been sup-
plemented, in many cases, by a
very short residence, or period of
travel, abroad.
Numerous members of each of

these classes have been already
represented in THE KEYSTONE,
and the subject of the present
article would appear, at first,
simply to hold a place among
the first named. But after con-
sideration of his biography and
of his work, one must grant him
a position which is somewhat
apart and unique.
The quality which separates

Mr. Wehde so distinctly from his
competitors has been developed
from wide experience in many
countries, and, in itself, makes
an argument for the broad
instruction of such workers, be-
yond the training of the hand,
which, however essential it may
be, seems, at present, on the way
to usurp the rights of all other
elements of their education. A
bitter enmity has arisen among
the advocates of the so-called
vocational. subjects of study, toward in-
fluences which they regard as purely cul-
tural and, therefore, of problematical
value. But these partisans would cer-
tainly, if allowed their will, dry the stream
of creation at its very source. They would
rob the student of the legacy which has
been accumulating for his use and profit
since the opening of the "Age of Bronze,"
when the rude stone axe was discarded
and the love of ornament, characterized
by Carlyle as "the first spiritual human
want," began to express itself articulately
through the use of finer, more responsive
tools. For the attainment of success in
the industrial arts manual training and
the understanding of the properties of
materials are not the sole requisites.
As the carpenter, or the engineer, is not

the architect, whose function is to "build
beautifully," through his knowledge of
historic types and in obedience to his own
sentiment of the fitting, so the workman in
the crafts must provide for the presence of
the permanently beautiful in everything to
which he sets his hand, if he would assure
the survival of his work and keep himself
within the legitimate line of producers.

The ,Esthetic and Practical

This necessary interaction of the msthe-
tic and the practical, of cultural with
vocational interests, is recognized by the
Glasgow School of Industrial Art, whose
workshops are associated with the great
Museum, wherein, as in the Luxembourg,
small, exquisite objects of utility are neigh-
bors to the statues of Rodin . and the
canvasses of the greatest modern painters.

Therefore, Mr. Wehde holds certain
advantages over those who have been more
regularly instructed, and these advan-
tages are such as derive from the widening
of the horizons of thought, as may be
seen by following the course of his ad-
venturous life.

The Artist's Career

He is by birth a Prussian, a native of the
province of Westphalia, and, up to the
age of sixteen years, he was trained in the
Technological Institute at Dortmund and
in the Military School of Spielwigge.
But while thus on the borderland

between the boy and the youth, he
emigrated to America, and here, leaving
the populous cities of the seaboard which
usually attract those who are industrially
trained, he traveled very broadly in the

northwestern portion of our own
country and, later, in the States
of Mexico, especially Yucatan,
and the old Spanish Dominions
of Central America.
For this young traveler, seek-

ing a livelihood and eager for
strange experiences, neither the
picturesque nature of these re-
gions, nor the romantic quality of
the historical associations attach-
ing to them, offered stronger
allurements than did the unre-
strained life there necessitated,
which was threatened on all sides
by dangers, but by this very
fact made exhilarating and full
of fascination.

During a period of sixteen
years he followed the call of his
imperious desire to roam, re-
maining always "four-square to
the blows of Fortune," and show-
ing a temper quite as capricious
as that of the mistress of human
destinies herself. No phase of
Vagabondia seems to have been
unknown to him at this time and

he recalls types like those of "Gringoire "
and "Don Cesar de Bazan," whom Victor
Hugo created upon historical bases.
Sometimes, as a painter of signs, he scat-
tered the country through which he passed
with advertisements, fitted to the crude
taste of the degenerate descendants of
the civilized pre-Columbian Americans;
mingling, at intervals, this occupation
with the more exciting labor of placer-
mining; passing to the climax of his ad-
ventures when serving as a Soldier of
Fortune in several divisions of Central
America, and ending this period of his
life by a two years' residence in the an-
cient palace-district of Yucatan. Indeed
it would be difficult to imagine a setting
more adapted to the action of a hero of
melodrama, whom we might picture as

Necklace in 20 karat gold repousse, set with carved turquoise. The stones, the
technique, and the motifs are East Indian

The gratifying results of this dual sys-
tern of training appear in the later, indepen-
dent work of the students of the Glasgow
School, who, under the guidance of this
institution, become, at once, designers and
executants; possessing that co-equal train-
ing of the head and the hand for which
modern science so strenuously argues.
Such development as that which is

offered by one of the finest existing schools
of it kind, Mr. Wehde has reached by
following his own instincts, after having
mastered the practice of his craft in the
early years of his life. But his museum
has been the earth teeming with relics
of past civilizations, rather than a series
of halls and corridors arranged sym-
metrically with objects removed from
their proper environment.
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Good Yesterday Good To-day Good To-morrow
We are making more Mount Vernon Tableware this year than ever before. Jewelers are selling
more Mount Vernon Tableware to-day than yesterday. The demand for this pattern is ever-
increasing, because people who have become owners of this tableware purchase more, and con-
tinually add and add from time to time (and so do their neighbors.)

MOUNT VERNON PATTERN "THE SILVER THAT SELLS"

Just get the people in your community interested in Mount Vernon Tableware to-day
tomorrows will bring you good returns. Write for Catalogue "R."
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Brooch : triangular crimson agate, set beneath a framework
of pierced gold, with bars and floral tracery, suggestive
of a late Gothic window

a portrait-figure of Franz Hals, bril-
liantly self-confident, the memories of his
experiences scintillating in his eyes, and
smiling at the threats of perils yet to come.
But with the ending of the years of

adventure, this portrait ceases to be true
to life and as a man of much more familiar
type, developed from the soldier and
explorer, Mr. Wehde returned to the reg-
ular organized life of a city. Then,
being permanently weakened through
illness, he set himself to learn engraving
at an age when he might have had a son
quite old enough to be his fellow-worker.
In this situation his bravery took a new

form, when he acted upon the advice of
the commercial firm to whom he had ap-
plied in response to an advertisement for
an apprentice. Living, at that time, in
the middle west, it was easy for him to
avail himself of the advantages afforded
in Chicago, and, for the second time in
his life entering a trade-school, he sup-
plemented the instruction there received
by attendance upon the evening classes
offered at the Chicago Art Institute; then,
having acquired the technique of his craft,
for nine years and in the same city, he
gained wide experience in various branches
of metal work by being successively em-
ployed in several large industrial houses.
At present, under his own control, he

is still developing, although now entirely
in the artistic di-
rection. Already,
he has made him-
self felt by the
individuality of
his productions,
which tell in elo-
quent symbol-
ism the story of
his adventurous
years ; since the
ornament which
he employs is that
of the countries
once so thor-
oughly traversed
by him.
But beyond

and above the
historical element
so pronounced in
Mr. Wehd e's
work, there is
an indefinable
attraction, t h e

Scarf-pin in carved gold, set with
a moonstone and green tourma-
lines. The design represents a ser-
pent's head and is the principal
decorative motif found in nearly
all Maya temples. Enlarged

source of which is best explained in his
own words when he writes:
"The object of all my efforts is to create

something which shall act upon the emo-
tions, after the manner of religion or of
music. But I realize the great difficulty
of my attempt, and even to explain my
purpose is not an easy thing. In order
to do this, I will take an illustration from
the savage, who may be driven to religious
frenzy through fear of the unknown,
which is an elemental passion or emotion.
"But ascending the scale of develop-

ment, we find that civilized man has no
need of such fear, in order to be made to
adore the Creator. The mere observation
of things created will cause him to worship
the Force which brought them into being.

Pendant : cameo in turquoise matrix; set in gold with pear
drops; leaves and clusters wrought separately and applied
to a rustic framework

And the more closely the man observes,
the greater will be his sentiment of adora-
tion. Many are the agents capable of
awakening this sentiment, but the most
effective of all such means is music, in
comparison with which the arts of form
are weaker. However, the difference be-
tween them is one of degree, rather than
of kind, and that expression is most effec-
tive in architecture, sculpture, painting,
or decorative design, which most ap-
proaches music, by evidencing rhythm,
harmonic proportions, and that subtle,
strong, indefinable quality which corres-
ponds to melody."

This quotation certainly represents Mr.
Wehde's most intimate and personal
thought, since it relates to the employment
for which he has made an instinctive,
life-long preparation. It, therefore, has
the ring of truth and carries conviction
with it. It corresponds to the qualities
found in his work and recalls the artistic
enthusiasm of a Cellini, just as his ad-
ventures suggest a brotherhood of spirit
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Brooch in carved gold; center shows a reticulated pattern and
squirrel motif, over a triangular green agate. Enlarged

with that unique draftsman whose auto-
biography is one of the most valuable
existing documents of the Renaissance
period, because it is filled with the lusty
joy of living.
The impression of the kinship which

reaches through the centuries to unite
these two craftsmen increases, as one
examines more closely the work and the
words of the one now living, who, owing to
an infinitely enlarged field of travel and
thought, is enabled to choose his subjects
from widely differing periods and civiliza-
tions.

Mayan Art

Of these subjects the most attractive
are those drawn from the mythology of
the Mayan peoples, for to the strong
and strange quality of the designs is added
the present very active interest which at-
taches to all ancient American art.

Like the Aztecs, the Mayas have left
extensive ruins, calendar stones, and
hieroglyphs to tell of their science and
arts, but to these evidences the records of
their civilization are confined. They ap-
pear to have reached Yucatan during
the fifth Christian century, to have
advanced slowly from savagery, and to
have created a period of culture which
lasted five hundred years and was already
in decadence at the time of the Spanish
Conquest, early in the sixteenth century;
this decadence probably being due to an
exhaustion of the soil, or to epidemics
caused by
insanitary
habits.
The art,

language,
manners
and cus-
toms of
the Mayas
have been
made the
subject of
much in-
vestigation
and writing
by French,
German,
Spanish,
and English
travelers ;
their con-

Brooch-pendant, set with green agate
elusions be- and rose-colored tourmaline
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Brooch: Light red agate, set beneath gold lattice work;
the design is intended to show the ductile quality of the
metal. Enlarged

ing epitomized by an American author
who says of the Aztecs that "on one
side, their society touched the South Sea
Islands, while on the other it almost rose
to ancient Egypt and was above Homeric
Greece."
This comparison, it will be seen, in-

cludes two of the most imaginative and
artistic peoples that have lived; the
Egyptians who, with their symbolic lotus,
were the real founders of decorative art
and the early Greeks, who attained rare
excellence in the working of the precious
metals; mention being made also of those
savages whose paddles, basketry and other
articles of primary necessity are repre-
sented in every grammar of design.
Therefore, it might not be a conclusion
without weight to infer that the purest
and most prolific sources of ornament
are to be sought among races who still
retain a large share of what is primitive
and elemental in man and, consequently,
are without those hesitations which mar
the spontaneity of artistic effort; who
instinctively obey the laws of rhythm and
harmonic proportions, which, like the
Tables of Moses, seem to be the mere
expression of the highest human sense
of right.

A Worthy Choice

If this argument be founded on suffi-
cient reason, Mr. Wehde has been happy
in choosing for treatment several of the
most distinctive of Mayan motifs, and,
in so doing, he has certainly opened a
path which it will be profitable for crafts-
men working in various mediums to fol-
low; since by developing, as so many prob-
lems, even these few unfamiliar motifs, a
rich fund of combinations may be added
to the working capital of historic orna-
ment; while the developments or "simpli-
fications" so produced may be further

Pearl, set in gold chased with Chinese Gingko motif
Amethyst, set in gold; the details of the design being separately

wrought and applied to the framework

combined with derivatives from other
racial sources with which they are capable
of being harmonized. - •
In the life history of designs, as in that

of animate beings, three periods are re-
cognized: those of birth, growth, and
decay, the first, in the case of a design,
being represented by the picture of a real
object. In the second period the pic-
ture becomes a pure symbol. In the
third both realism and symbolism disap-
pear, leaving in their place the sole artistic
element having no significance beyond
that which is afforded by form, line and
color.
In this last stage of development, we

find the most sacred symbols of primitive
peoples affording the ornament by which
we are daily surrounded; instances of
such use occurring in the lotus patterns
familiarly seen in metal-work, textiles,
and wall-hangings, in the rosettes of
coffered ceilings, and, if we confine our-

Pendant: frame of carved gold, set with cat's eyes and enclosing
large turquoise carved with Maya god. Actual height
of piece, two and one-eighth inches

selves to our present subject, in the
Mayan motifs so frequently employed by
Mr. Wehde.
These last are especially the serpent—

and the frog—motifs, which, as symbols,
hold a special significance, since, prevail-
ing in the ornament of the Mayas and
representing animal types, they evidence
restricted capabilities of civilization on
the part of those who selected them; such
types being the favorites of savage artists,
because of their aggressive qualities; the
use of plant-forms showing higher powers,
and that of purely linear combinations,
such as those found in the Mycenaean
Greek gold work, revealing the highest
natural capacities. Indeed, the adept
may enroll the great facts of history by
following the evolution of ornament and,
in the case of the Aztecs and the Mayas,
the noxious animal types employed by
them in their decorative designed, their
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Ring: opal matrix; the gold setting is carved with a fragment
of mural decoration, found in a ruin, at Chichenitza, Yucatan,
and representing, it is probable, a frog. The design chased
upon the cuff-button occurs, in the original mural decoration,
on either side of the frog motif. It is, presumably, a variant
of the familiar feather-motif of old Mexican ornament.

cruelties, and their cannibalism may be
as many different expressions of the
same primitive impulse.

The Mayan Motifs

The serpent motif, which constitutes
the principal decorative feature of nearly
all the Mayan temples of Yucatan, is in-
stanced by Mr. Wehde in a most skilful
way; careful provision being made for the
natural qualities of the precious metal and
for the requisites of the object which is a
scarf-pin. As for the treatment of the
motif, it is an illustration of the slow and
far-advanced progress of a design from
realism to conventionalism. The gaping
jaws of the serpent—the original of which
struck with terror the beholder and was,
for that reason, imitated in sione—have
become mere lines lending themselves
to fine chiseling; while the form of the
frontal bone indicating the venomous
type of reptile, serves here as an excuse
for the display of a small feather-motif,
peculiar to Mayan and Aztec ornament.
To this clever design and execution is
added a fitting choice of gems; the mouth
and the eyes of the serpent being set with
a moonstone and green tourmalines which
lend a mysterious, almost malevolent,
character to the piece and cause one to
forget its smallness.

Another interesting ornament in the
Mayan style is a pendant set with a large
carved turquoise; the figure being that of
a racial god, represented according to the
principle followed in all primitive relief
sculpture: namely, that of presenting the
head in profile and the body in full front.
The head dress is that of an aboriginal
American, as are, also, the features, while
the crossing of the legs might equally
well indicate an idol of the Buddha type.
The frame work surrounding the stone

Pearl and two brilliants, set in gold, with applied floral motif
In silver

Diamond and table sapphire, set in gold, with applied floral
motif in silver
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has as its first object the display of the
qualities of the metal in which it is exe-
cuted, while, as a design, it is most inter-
esting; for, although showing a close study
of historic art, the reminiscences of several
styles are welded together in an original
whole. The Egyptian winged sphere,
the Greek honey-suckle, and the Mexican
feather-motif are all component elements
of the design, yet so adroitly is their
fusion effected that the separate factors
can be detected only by the close student
of ornament. Nor is a final subtle accent
wanting to give an imaginative, even grim,
quality to the piece, which seems almost
like an amulet. It is produced by the use
of the "cat's eyes," which serve a similar
purpose to that of the moonstone
and the tourmalines in the serpent com-
position; all these gems suggesting the
power of animals hostile and perilous to
men.

Still another Mayan design of similar
character is treated in the ring set with
opal matrix, the gold work of which is
chased with conventional lines, evolved
from a frog-motif and nearly as remote
from its original as the herring-bone and
dot pattern of Oriental rugs is remote

Brooch, set with Spanish topaz, in frame of chased gold to
which are applied bands of chased silver

from the alligator with bristling spine and
manifold scales, which is acknowledged
to be their parent. Here, once again, the
effect is completed by the use of a sugges-
tive gem, which, in this case, is the opal,
dreaded by the superstitious as the bringer
of evil fortune and disaster.

East Indian Motif

Quite otherwise interesting is the highly
decorative necklace, typically East In-
dian in material, technique, and design.
In striking contrast to the compositions
already described, this piece makes an
impression of quiet, in spite of the real
splendor of its substance and color and,
by this very fact, proves itself a result
of true Oriental inspiration. The large
area of almost pure gold surface chords
admirably with the opaque, shining blue
of the turquoise and the union of these
complementary colors produces on the
eye of the spectator an effect comparable
with the calmness and immobility of
eastern thought. The decorative motifs,
as in the Mayan pieces, are all significant,
although in a different sense, since their
interest is historical, rather than mytho-
logical. They are the lotus-flower and
the Graeco-Roman acanthus pattern,
which to the student of ornament indi-
cate the paths made through the Orient
by religion and commerce; the lotus-
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flower having been adopted as a symbol
by the Buddhists and the acanthus, in
some one of its numerous forms, having
been carved or painted upon almost every
utensil fashioned by the Greeks or the
Romans. The workmanship of the neck-

Ring • gold with platinum inlay and hair-lines of red enamel;
set with a fine specimen of moonstone

lace, which shows irregularities and the
clear mark of the tool, is most sug-
gestive of native Hindu methods, as is,
also, the silk rope which serves the pur-
pose of a clasp. In fact, the illusion of
genuineness in all details is carried so
far that the piece would be more at home
in a bazaar at Bombay than in an
American shop.

Other effects, equally successful and
based upon wholly different traditions
show Mr. Wehde's extreme versatility,
an instance of which is found in the
pendant composed of a cameo set in a
framework of foliage. In this ornament,
although the materials, the design and
the technique recall the Italian Renais-
sance and especially the work of Cellini,
there is a modern flavor of boldness and
strength which is redolent of life rather
than of the musty museum.
Very original also is the treatment of

brilliant gems set beneath a lattice or
floriated work of gold, and suggestive of
those late Gothic windows in which the
stone tracery and the glass combine to
produce mosaic-like effects. These, per-
haps, are the most adaptable of all the
objects illustrated in this collection of
designs, for, to be worn, they do not
demand the background of a costume
somewhat difficult to arrange and har-
monize. They also complete an argu-

Brooch, set with large, round Carnelian placed beneath a
widely pierced floral motif in gold

ment to show that Mr. Wehde appreciates
the art of the European, as well as that
of the Asiatic and the American, and
that he studies not as a "dry-as-dust,"
but as a man to whom nothing that is
human -is foreign.

Map Composed of Precious Stones

There is exhibited in the Louvre one of
the most extraordinary international gifts
of which any record exists. It is a map of
precious stones presented by Russia to
France. This wonderful map is forty
inches square, and is composed entirely of
gold and precious stones framed in slate-
colored jasper. The gold is all Siberian,
and every gem that stars the map came
from the Imperial Russian mines in the
Urals.
This map was designed, with the per-

sonal approval of the Emperor of Russia,
by the famous Russian engineer De
Mostovinko, who superintended its pro-
duction and completion. It was put
together at the imperial factory at Ekater-
inburg, a process that occupied a period
of eight months. So pleased was the Czar
with De Mostovinko's achievement that
he presented him with a decoration in
honor thereof. In this jeweled map of
France the sea is represented by a pale
and precious marble, and portions of
foreign countries necessarily included,
such as England, Germany, Italy and
Spain, are in dark gray onyx. The whole
of France is shown entirely in polished
jasper, and each province, or depart-
ment, has been cut from stone of a
different color, although the whole blends
without the slighest affront to.the artistic
eye.
Almost every mine in European and

Asiatic Russia was ransacked for the
necessary material, some of the gems
being found only in mines appropriated
by the Emperor and never figuring in
commerce at all. The jasper employed
is some of the most beautifully veined
that ever has been found, while the
polishing is a marvel to behold. So
exquisitely do the lines of each section
meet that they are invisible to the naked
eye.
No fewer than 106 of the more im-

portant towns of France are given, their
names being wrought in letters of gold,
while the towns themselves are represented
by lovely jewels. Thus Paris is repre-
sented by a ruby of enormous size and
value. Havre boasts a superb emerald
under its golden name; Rouen is a sap-
phire; Lille is a chrysolite; Lyons is a
tourmaline; Nantes is a beryl; Bordeaux
is an aquamarine; Marseilles is an emer-
ald; Nice is a garnet; Cherbourg is an
alexandrite from the Urals (green by day
and reddish-blue by artificial light).
Twenty-one other towns are represented
by amethysts, thirty-five by tourmalines
and thirty-eight by quartz crystals. And
the rivers are represented by sinuous
bars of precious platinum sunk in the
jasper.
The courses of the rivers had first to be

cut in the stone and the platinum laid in
afterward and then polished. The entire
cost of the map was defrayed by the Czar
himself, and Parisian jewelers of the first
rank estimate that not less than $500,000
was expended in the production of this
costly international compliment.
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Electrolytic Silver

Deposit Cut Glass

YOU have never seen such a beautiful line such exclusive
hand-wrought designs, dainty shapes, flawless crystal and
expert craftsmanship! Backed by this word honest guar-

antee.

You can guarantee our Deposit Ware to your customers to the
limit.

" We guarantee that the silver deposit will not
crack or loosen, and that the background will not
yellow. Any piece found thus defective will be re-
placed without cost to dealer or customer."

Your customers are entitled to such a guarantee as this when
purchasing Silver Deposit Ware. Why not sell the best at a
moderate price ?

Allow us to personally present for your inspection this line of
ABSOLUTELY GUARANTEED Electrolytic Silver Deposit Cut
Glass. We will take the liberty to have one of our representa-
tives call on you before many days, and instruct him to demon-
strate the faultless quality, quick-selling power and ample profit
margin of these unmatchable goods.

Write for our Illustrated Catalogue

The Electrolytic Art Metal Co.
Beatty and Adeline Streets Trenton, N. J.

Makers of 999 1000 Fine Silver Deposit
and Manufacturing Silversmiths
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EYEGAILZS"ZtDeR
Saves Cost of Lenses Many Times
Eliminates the Dangling Chain

or Cord Annoyance

There is a steady every-day demand for eyeglass holders.
No jeweler's stock is complete without them.
Our holder is of such excellent workmanship and so
attractive in design that it will appeal quickly to any
user of eyeglasses.

413

Our holder makes a
showing many new d
every holder.

--a We furnish attractive
-E copy for use in your

416

useful
esigns.

417

Christmas gift. We are
Look for our name on

newspaper cuts and advertising
local papers. Send for them. -a

a -a
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GOLD and SILVER THIMBLES
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Just a Few from the
MACDONALD LINE

SEASONABLE

SUGGESTIONS

for

Holiday Trade

IT WI LL PAY YOU
82/3

Ask
Your
Jobber
to Show
Our
Line

82/5

Look for Trade Marks
as shown

QUALITY

FINISH

PRICE
is

RIGHT

tJ/o 61:1ESI
GTFF PINS
CROSSES

111 STICK-PINS COAT-CHAINS CUFF-BUTTONS

82/8

1094/1
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II
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958/6
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958/4

1186/4

82/J

241/11 236/5 E 223/H E 242 A 243/G

THE BEST LOW PRICE LOCKET ON THE MARKET
243/F

m R. B. MACDONALD
========= 
& COMPANY, = ATTLEBORO, MASS.
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Buying for Profit*

The Goods It Pays to Handle are the Goods

which Go Fast

By A. M. BURROUGHS

A haberdasher in Chicago has built his

business to the point where he averages

a thousand sales a day in a little store 40

feet square—a gross business of more than
$200,000 a year. In this little store he
keeps a wider variety of goods, and makes
more real net profit, than most stores with
five times his space and ten to fifteen
times his capital and expense.
The secret of his success is in the small

amount of stock which he carries of each
line and the frequency with which he
turns his capital. He plans to keep just
one day's supply of stock on the shelves
and in the show cases. Every night his
stock is replenished just enough to replace
the goods removed by the day's sales.

Accurate records for several years have
enabled this merchant to know almost
exactly how much he will sell of every line
each day, and to make arrangements in
advance for this sale. He keeps a two
weeks' supply of each line in his stock
room on the fourth floor, where rents cost
him very much less than he pays on the
first floor. Each night he sends down to
the store just enough of each kind of
stock for one day's business.
By knowing almost exactly how much

goods he will be able to sell of each line, he
is able to make quantity contracts with
his jobbers on many lines, at quantity
prices, with semi-monthly deliveries and
monthly bills. He pays after he sells.
If his records show, for instance, that he
will need 1,000 shirts of a certain size, his
order to the jobber or manufacturer will
be for 1,000 shirts, delivered in quantities
of three dozen every other week.
Every month he gets a bill from the

manufacturer or jobber for six dozen
shirts. But, he has probably sold five
dozen of them before the bill comes, so he
can take the discount with money he has
already received from the sale of the goods.
He invests $10 a week in salary for a

young woman who gives her whole time
to tabulating sales and expense figures.
The report this young woman gives him
every day shows not only the number of
sales for that day of every line of goods
carried, but it shows also a comparison
with the preceding day, with the same
day of the preceding week and the same
day of the preceding year. If you ask
him, " How's business," he can tell you, for
he knows. He doesn't guess at his figures.
It costs him $10 a week, a sum which
would scare some retailers, but it enables
him to do a gross business of $4,500 a
week on a capital that is less than some
retailers use to do a business of $100 a
week.
The Maypole Dairy Company, with

742 stores scattered all over England,
handles its vast business in exactly the

*Copyrighted by Burroughs Adding Machine Co.

same way. Every night each of the 742
stores telegraphs or telephones the exact
amount of sales of each line to the home
office in London.
The home office immediately ships to

each store just enough goods to put the
stock back where it was before the previ-
ous day's business. When this company
opens a new store it puts $1,000 into care-
fully assorted stock, limited to the lines
which records show will sell readily. Then
an amount is added each day to keep the
total up to the original stock. If, at the
end of the day, the manager wires that he
has sold $500 worth of goods—his message
giving the amount sold in each line—
the home office will immediately ship him
$500 worth of goods, bringing his total
back to $1,000.
This wonderful chain of stores turns its

capital more times in a week than the
average retailer turns his capital in a year.
Starting with an original investment of
$1,000, some of these stores do a business
aggregating $200,000 a year—one hundred
and thirty or more complete turns of the
original capital in a year.
With very small profits on individual

sales, enabling the stores to take business
away from competitors, this company
last year paid dividends on all its capital of
two hundred per cent. Every one of these
stores is required to keep exact records of
the sales of every kind of goods carried.
They are very simple records—just a
number of each kind of goods and another
number for the amount of each sale—but
they are a wonder of completeness.
A certain cigar store in New York has

one customer who likes a particular kind
of cigar, the retail price of which is $4,75
a box. This store carried only two boxes
of those cigars in stock, at first until the
demand increased. When this customer
bought one of the boxes, which he did
regularly every two weeks, another box
was ordered. This kept the stock always
at two boxes.
On this one customer this one store did

a gross business of $123.50, in one brand
of cigars, with an investment of $6.50—
supposing each box of cigars to cost $3.25
wholesale. This is about thirteen com-
plete turns of the capital invested. If
this store hadn't kept records so that it
could always know where it stood, it
would likely have bought a dozen boxes
at a time—increasing the investment,
reducing the number of times the capital
could be turned, and letting the cigars
get stale.
There is a chain of furnishing goods

stores in St. Louis which, through careful
buying, succeeded last year in turning its
entire capital fifteen times. This is an
impossibility except under scientific man-
agement—which means simply the keep-
ing and using of facts instead of theories.
This chain of stores buys all of its goods
in St. Louis where it can get quick delivery
and can buy in small quantities. Some of
the lines are turned every week; several
more every month, and the entire capital
at least fifteen times a year.
A big wholesale house in St. Louis esti-

mates that fully 95 per cent of all retailers

overbuy. This wholesale house, unlike
many others, urges its customers to buy in
small quantities and buy often.
A bright salesman with his eye only on

the orders, urges the retailer to stock up in
anticipation of a raise in prices, or to get
an extra 5 per cent discount. The over-
head charge against the eleven dozen cans
of tomatoes on the shelves which don't
move, quickly eats up the 5 per cent extra
discount on the eleven dozen, and the 10
per cent which the merchant makes on the
one dozen he succeeds in selling.

If a merchant buys in very small
quantities, he can't lose much if the goods
don't move. If they do move, he has the
money in hand with which to discount
the bills when they come due.
The man who started in business with

$5,000 and buried half of it in the ground,
was better off than the man who buries
half his capital in dead stock which don't
move.
The man who buried his money in the

ground didn't pay out the profits he made
on the other half to keep it in the ground;
the man with half his capital in dead stock
has to pay rent and all of his cost of doing
business to keep this dead stock on the
shelves.

Not More Expensive

While the initial cost of a good inside
window equipment and finish is more
than where you cover old boards with crepe
paper, cheese cloth, cambric, or some
such device, any of which must be fre-
quently renewed, if you keep track of the
expense, you will find it will not be long
until the expense of the continual re-
trimming will cost as much as a good per-
manent finish, and you will have nothing
to show for it.
A liberal application of elbow grease,

both summer and winter, is absolutely
essential, both inside and outside the
windows, to keep them in clean, bright
condition that adds so much to the ap-
pearance of the store and the attractive-
ness of the goods displayed.
One of the most important economies

effected by properly built windows and
good ready made fixtures is the saving
of time. With your backgrounds always
in shape, as they will be if the windows are
finished as I have suggested, almost any
kind of a window display can be arranged
in an hour or two, whereas, if you have to
cover your backgrounds, boxes, slats, etc.,
with crepe paper, cambric or something
else of a makeshift nature, it will take
half a day to a whole day to dress the win-
dow, and the effect will be cheap.

I am not interested in any way in the
sale of any outfit of window fixtures, either
wood or metal, but I say that such fixtures
are a good investment for any country
storekeeper who does not feel able to put
much into store fixtures, and yet who wants
to make his windows look right, and wants
something that will be durable and practical.
Of course, it is assumed that the city mer-
chant is equipped with all these fixtures,
though in some cases I fear he is not.—
The Merchants' Journal.
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JEWELRY Trade

The SUCCESS of this company in producing
10 AND 14-KARAT SOLID GOLD JEWELRY
has been due to high ideals directed along artistic lines—

progressively carried out—with QUALITY and FINISH
the paramount issues. The I inei s ever increasing with

the very latest STYLES and DESIGNS.
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Festoon Neck Chains
are the latest

We are showing a very
extensive line now to the
Jobbers

The jewelry illustrated has been liberally stocked by
JOBBERS in anticipation of your HOLIDAY WANTS.
It's up to YOU, MR. RETAILER, to ask for an inspection of
the DIAMOND "F" line.
THIRTY YEARS of consistent endeavor has produced a line of
SOLID GOLD JEWELRY that cannot be excelled in QUALITY
and FINISH.

Bar Pins

Scarf Pins

Circle Brooches

Ruffle Pins

Reversible Tie Clasps
etc.

Trade

7468 Opal
7830 ENO

7536 S

LOOK
FOR
THIS
MARK

ORDER BY NUMBER SOLD THROUGH JOBBING TRADE

T. G. FROTHINGHAM & CO.
NORTH ATTLEBORO MASSACHUSETTS

Look for Trade-Mark as shown Diamond "F"

7596 P

ctober 15, 1912 THE K YTONE 2109

leath of George W. Wells,
President American Optical Company

Irominent New England Manufacturer Succumbs to Neuritis After an Illness Last
ing

Twenty Months—Was Head of the Largest Industry of Its Kind in America

Southbridge, Mass., Sept. 30.—George W. Wells,
ho, as president of the American Optical Com-
any, was widely known in the optical world, died
,day at his home in this city.
Mr. Wells had been a sufferer from neuritis,
hich originally developed while at his Florida
ome in February, 1911. The efforts of physicians

rid specialists at Hot Springs, New York and Mt.
;1emens failed to give substantial relief, and this

.diliction, together with complications that later
developed as a result are said to have been fatal.
As president of the American Optical Company,

the leading industry of its kind in the world, and as

an active officer and director in many banks and
corporations, Mr. Wells formed a wide circle of busi-

ness acquaintances both in Europe and America.
The particular business of which he was

the head and one of the founders is favorably
known throughout the world by the wide
distribution of its products, and the plant
where these goods are manufactured is
typical of the most modern ideas in building
and organization. Many authorities have
pronounced it a model of its kind, and it
remains an impressive monument to his
foresight, genius, and wonderful business
capacity.
George W. Wells was born at Woodstock,

Connecticut, April 15, 1846. He was des-
cended from English stock, his ancestors on
both sides having come from England less
than a score of years after the historic land-
ing of the Mayflower.
The boyhood days of Mr. Wells were

spent on the farm at the family homestead
in Woodstock. Here also he attended the
district schools and Woodstock Academy.
His youth was largely spent in farm work,
and when he was sixteen, his father being
disabled, the responsibility of carrying on the
farm rested wholly upon his shoulders for
two seasons. At the age of seventeen he
started out for the first time to earn his
own living. In the winter of 1863-1864 he
taught school for twelve weeks at Naversink
iIighlands, N. J. Returning home in the
,pring of 1864, having evidently inherited
the patriotic spirit of his forebears, he offered
his services to the Union but was rejected,
having failed to qualify up to the physical
requirements because of the weakness of
one limb.
From early youth he had acquired a
ecided inclination for mechanical pur-

suits, which led to his seeking positions
,vhere he could obtain experience and
levelop his ability along those lines. On
1pril 2, 1864, he went to Southbridge and en-
ered the employ of Robert H. Cole & Co., as one
)f eleven employes in their optical shop. In this

work he developed special fitness in machine de-
igning, to which occupation he applied himself for
the next few years. He was a close student of

mechanics and investigated fully all matters per-
taining to his particular line of work.
In 1869 the American Optical Company was

incorporated with Mr. Wells clerk (secretary) of
the corporation.
The genius of Mr. Wells is ably attested by the

wonderful growth that the American Optical Corn-
pany has enjoyed during his service as clerk,
treasurer and later as president and director. He
was elected treasurer in 1879 and president in 1891,
holding both of these offices until 1908, when one
of his sons was chosen treasurer. Mr. Wells gave
Practically all of his time to the upbuilding of the
American Optical Company and met with excep-
tional success, having built up a business ranking
with leading commerical enterprises of the nation,
whose products are well-known throughout the
optical trade in every country on the globe.
Mr. Wells' mechanical ability and ingenuity

have been shown in many important inventions
that he has given to the optical art. These ac-

tivities, directed mainly toward improving and

increasing the production of optical goods, have

given a great impetus to the optical industry as a
whole.
The genet al offices and factories of the American

Optical Company are located in Southbridge with
important branches in New York, Chicago, San
Francisco and London.
Mr. Wells had always been a student of political

economy, and rendered an important service to the
optical trade in the United States by his active
support of protective tariff legislation. Several
times he personally appeared as a representative
of the American Optical Company and of the In-
dustry before the Finance Committee of the Senate
and the House Committee on Ways and Means,
arguing a protective tariff that would merely
equalize the labor cost of home products with those

simple elegance and good taste. Nearby are the
attractive homes of his three sons, whose children
have been almost as much at home in their grand-
father's house as in their own. The devotion of
his sons to business and their efficiency in the vari-
ous departments are among the triumphs which
Mr. Wells contemplated with solid satisfaction
in the ripeness of his career.
The interests of the American Optical Company

took Mr. Wells into almost every state in the
Union, and these trips together with frequent visits
abroad, gave him a most extensive acquaintance
with optical people of both America and
Europe. Mr. Wells' prominence in business is
ably reflected by naming some of the offices he
has held:
President:—American Optical Company; Har-

rington Cutlery Company, Central Mills Co.,
Southbridge National Bank, Southbridge, Mass.
Home Market Club, Boston, Mass.; Southbridge
Club; Worcester South Agricultural Society.
Director:—American Optical Company; South-

bridge Water Supply Company; Southbridge
National Bank; Harrington Cutlery Company;
Central Mills Co., Southbridge, Mass.; Warren

Steam Pump Company; Worcester Trust
Company; Worcester Manufacturers Mutual
Insurance Company; Southbridge Gas &
Electric Company; National Shawmut Bank,
Boston.

Trustee:—Worcester Academy; Worcester
Insane Asylum; Southbridge Savings Bank.
Member:—Squantum Club, Providence;

Grasse River Outing Club, Adirondack
Mountains; American Academy of Political
and Social Science, Philadelphia; Worcester
County Republican Club; Worcester Conti-
nentals(Honorary) ; Optical Society, London;
Quinebaug Historical Society.

GEORGE W. WELLS

of foreign make. Mr. Wells always kept in active
touch with the tariff situation and for a number of
years was president of the Home Market Club.
While never aspiring to political office, Mr. Wells

took active interest in affairs of his home town, his
county and state. He became a member of the
Baptist church of Southbridge on May 1, 1864,
and has always been a supporter and leader in
church affairs. In the work of the Young Men's
Christian Association he acted on the State Corn-
mittee for ten years and was president of the
Southbridge Y. M. C. A. during the first eleven
years of its existence.
He was a member of the local lodge of Masons,

as well as the Worcester Commandery and Massa-
chusetts Consistory.
On September 27, 1869, George W Wells mar-

ried Mary E. McGregory of Southbridge. He
leaves three sons, Channing M., Albert B. and J.
Cheney, and one daughter, Mary E. ,who married
Frank F. Phinney, treasurer of the Warren Steam
Pump Company, Warren, Mass. He and his
three sons, together with his first cousin Henry C.
Cady, formed the Board of Directors of the Amer-
ican Optical Company.

Overlooking the river and valley of the Quine-
baug, and the extensive works that he has been so
largely instrumental in building up, Mr. Wells and
wife enjoyed a beautiful home, characterized by

Death of Stephen C. Howard

Veteran of the Jewelry Industry Passes Away

—A Career of Continuous Activity Ends in

Fifty-seventh Year

Providence, R. I., October 2.—Stephen C.
Howard, formerly one of the city's best
known manufacturing jewelers and at one
time one of the most extensive makers of lever
cuff-buttons in the United States, died on
Tuesday, September 24, at a sanatorium
near Hartford, Conn., where he had been
under treatment for some time. His illness
was of about three years' duration. Death
came in Mr. Howard's fifty-seventh year.
Mr. Howard was a native of Providence

and was born January 21, 1856, the son of
Hiram and Mary Howard. He received his
education in the public schools of his native
city and was still a boy when he entered
his father's shop to learn the jewelry busi-
ness. He was twenty-eight years old when
he was admitted to partnership with his

father under the firm name of Howard & Son,
this firm succeeding Howard & Scherrieble. The
latter firm was established here on January 1, 1878,
and was well-known throughout the country as a
manufacturer of lever collar and cuff buttons.
Stephen Howard's entry into the firm resulted

soon afterward in the addition of a line of sterling
silver goods, comprising a variety of sleeve-
buttons, corsage and lace pins, etc The demand
for the lever buttons soon began to wane and the
company gave more of its time to the silversmith-
lines. The burning of the Aldrich building, on
February 16, 1888, deprived the firm of its quarters
temporarily, but soon afterward the concern took
shop room in the then new Enterprise Building, on
Eddy street. The entire attention of the firm was
given to the manufacture of silver novelties and
articles of similar nature. The firm name was
changed to the Howard Sterling Company, which
continued for several years.

It was late in the 90's when the Howard Sterling
Company discontinued business and Mr. Howard
went to New York where he accepted a position
with Dominick:W Hail land later was identified
with the Wilcox & Wagoner Silver Company, also
of New York. He was actively employed until
about three years ago when his poor health com-
pelled his retirement to the Connecticut sani-
tarium, where he died.
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The SUCCESS of this company in producing
10 AND 14-KARAT SOLID GOLD JEWELRY
has been due to high ideals directed along artistic lines-

progressively carried out—with QUALITY and FINISH
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The jewelry illustrated has been liberally stocked by

JOBBERS in anticipation of your HOLIDAY WANTS.

It's up to YOU, MR. RETAILER, to ask for an inspection of
the DIAMOND "F" line.
THIRTY YEARS of consistent endeavor has produced a line of
SOLID GOLD JEWELRY that cannot be excelled in QUALITY
and FINISH.
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)eath of George W. Wells,
President American Optical Company

'rominent New England Manufacturer Succumbs to Neuritis After an Illne
ss Lasting

Twenty Months—Was Head of the Largest Industry of Its Kind in America

Southbridge, Mass., Sept. 30.—George W. Wells,

ho, as president of the American Optical Com-

any, was widely known in the optical world, died
'day at his home in this city.
Mr. Wells had been a sufferer horn neuritis,

hich originally developed wnile at his Florida

ome in February, 1911. The efforts of physicians

lid specialists at Hot Springs, New York and Mt.
'lemens failed to give substantial relief, and this
aliction, together with complications that later
developed as a result are said to have been fatal.

As president of the American Optical Company,

the leading industry of its kind in the world, and as

an active officer and director in many banks and

corporations, Mr. Wells formed a wide circle of busi-

ness acquaintances both in Europe and America.
The particular business of which he was

he head and one of the founders is favorably
known throughout the world by the wide
distribution of its products, and the plant
where these goods are manufactured is
typical of the most modern ideas in building
and organization. Many authorities have
pronounced it a model of its kind, and it
remains an impressive monument to his
Foresight, genius, and wonderful business
capacity.
George W. Wells was born at Woodstock,

Connecticut, April 15, 1846. He was des-
cended from English stock, his ancestors on
both sides having come from England less
than a score of years after the historic land-
ing of the Mayflower.
The boyhood days of Mr. Wells were

spent on the farm at the family homestead
in Woodstock. Here also he attended the
district schools and Woodstock Academy.
His youth was largely spent in farm work,
and when he was sixteen, his father being
disabled, the responsibility of carrying on the
farm rested wholly upon his shoulders for
two seasons. At the age of seventeen he
started out for the first time to earn his
own living. In the winter of 1863-1864 he
aught school for twelve weeks at Naversink
lighlands, N. J. Returning home in the
pring of 1864, having evidently inherited
he patriotic spirit of his forebears, he offered
uS services to the Union but was rejected,
,aving failed to qualify up to the physical
equirements because of the weakness of
1-ie limb.
From early youth he had acquired a
ecided inclination for mechanical pur-
uits, which led to his seeking positions
, here he could obtain experience and
evelop his ability along those lines. On
+pril 2, 1864, he went to Southbridge and en-
ered the employ of Robert H. Cole & Co., as one
if eleven employes in their optical shop. In this
york he developed special fitness in machine de-.

Agning, to which occupation he applied himself for
he next few years. He was a close student of
nechanics and investigated fully all matters per-
wiling to his particular line of work.
In 1869 the American Optical Company was

incorporated with Mr. Wells clerk (secretary) of
he corporation.
The genius of Mr. Wells is ably attested by the

wonderful growth that the American Optical Com-
pany has enjoyed during his service as clerk,

treasurer and later as president and director. He
was elected treasurer in 1879 and president in 1891,

holding both of these offices until 1908, when one
of his sons was chosen treasurer. Mr. Wells gave
Practically all of his time to the upbuilding of the

American Optical Company and met with excep-
tional success, having built up a business ranking
with leading commerical enterprises of the nation,
whose products are well-known throughout the
Optical trade in every country on the globe.
Mr. Wells' mechanical ability and ingenuity

have been shown in many important inventions
that he has given to the optical art. These ac-

tivities, directed mainly toward improving and
increasing the production of optical goods, have

given a great impetus to the optical industry as a
whole.
The genei al offices and factories of the American

Optical Company are located in Southbridge with
important branches in New York, Chicago, San
Francisco and London.
Mr. Wells had always been a student of political

economy, and rendered an important service to the
optical trade in the United States by his active
support of protective tariff legislation. Several
times he personally appeared as a representative
of the American Optical Company and of the In-
dustry before the Finance Committee of the Senate
and the House Committee on Ways and Means,
arguing a protective tariff that would merely
equalize the labor cost of home products with those

simple elegance and good taste. Nearby are the
attractive homes of his three sons, whose children
have been almost as much at home in their grand-
father's house as in their own. The devotion of
his sons to business and their efficiency in the vaH-
ous departments are among the triumphs which
Mr. Wells contemplated with solid satisfaction
in the ripeness of his career.
The interests of the American Optical Company

took Mr. Wells into almost every state in the
Union, and these trips together with frequent visits
abroad, gave him a most extensive acquaintance
with optical people of both America and
Europe. Mr. Wells' prominence in business is
ably reflected by naming some of the offices he
has held:
President:—American Optical Company; Har-

rington Cutlery Company, Central Mills Co.,
Southbridge National Bank, Southbridge, Mass.
Home Market Club, Boston, Mass.; Southbridge
Club; Worcester South Agricultural Society.

Direetor:—American Optical Company; South-
bridge Water Supply Company; Southbridge
National Bank; Harrington Cutlery Company;
Central Mills Co., Southbridge, Mass.; Warren

Steam Pump Company; Worcester Trust
Company; Worcester Manufacturers Mutual
Insurance Company; Southbridge Gas &
Electric Company; National Shawmut Bank,
Boston.

Trustee:—Worcester Academy; Worcester
Insane Asylum; Southbridge Savings Bank.
Member:—Squantum Club, Providence;

Grasse River Outing Club, Adirondack
Mountains; American Academy of Political
and Social Science, Philadelphia; Worcester
County Republican Club; Worcester Conti-
nentals(Honorary) ; Optical Society, London;
Quinebaug Historical Society.

GEORGE W. WELLS

of foreign make. Mr. Wells always kept in active
touch with the tariff situation and for a number of
years was president of the Home Market Club.
While never aspiring to political office, Mr. Wells

took active interest in affairs of his home town, his
county and state. He became a member of the
Baptist church of Southbridge on May 1, 1864,
and has always been a supporter and leader in
church affairs. In the work of the Young Men's
Christian Association he acted on the State Corn-
mittee for ten years and was president of the
Southbridge Y. M. C. A. during the first eleven
years of its existence.
He was a member of the local lodge of Masons,

as well as the Worcester Commandery and Massa-
chusetts Consistory.
On September 27, 1869, George W Wells mar-

ried Mary E. McGregory of Southbridge. He
leaves three sons, Channing M., Albert B. and J.
Cheney, and one daughter, Mary E. ,who married
Frank F. Phinney, treasurer of the Warren Steam
Pump Company, Warren, Mass. He and his
three sons, together with his first cousin Henry C.
Cady, formed the Board of Directors of the Amer-
ican Optical Company.

Overlooking the river and valley of the Quine-
baug, and the extensive works that he has been so
largely instrumental in building up, Mr. Wells and
wife enjoyed a beautiful home, characterized by

Death of Stephen C. Howard

Veteran of the Jewelry Industry Passes Away

—A Career of Continuous Activity Ends in
Fifty-seventh Year

Providence, R. I., October 2.—Stephen C.
Howard, formerly one of the city's best
known manufacturing jewelers and at one
time one of the most extensive makers of lever
cuff-buttons in the United States, died on
Tuesday, September 24, at a sanatorium
near Hartford, Conn., where he had been
under treatment for some time. His illness
was of about three years' duration. Death
came in Mr. Howard's fifty-seventh year.
Mr. Howard was a native of Providence

and was born January 21, 1856, the son of
Hiram and Mary Howard. He received his
education in the public schools of his native
city and was still a boy when he entered
his father's shop to learn the jewelry busi-
ness. He was twenty-eight years old when
he was admitted to partnership with his

father under the firm name of Howard & Son,
this firm succeeding Howard & Scherrieble. The
latter firm was established here on January 1, 1878,
and was well-known throughout the country as a
manufacturer of lever collar and cuff buttons.
Stephen Howard's entry into the firm resulted

soon afterward in the addition of a line of sterling
silver goods, comprising a variety of sleeve-
buttons, corsage and lace pins, etc The demand
for the lever buttons soon began to wane and the
company gave more of its time to the silversmith-
lines. The burning of the Aldrich building, on
February 15, 1888, deprived the firm of its quarters
temporarily, but soon afterward the concern took
shop room in the then new Enterprise Building, on
Eddy street. The entire attention of the firm was
given to the manufacture of silver novelties and
articles of similar nature. The firm name was
changed to the Howard Sterling Company, which
continued for several years.

It was late in the 90's when the Howard Sterling
Company discontinued business and Mr. Howard
went to New York where he accepted a position
with DominickrA Haff and later was identified
with the Wilcox & Wagoner Silver Company, also
of New York. He was actively employed until
about three years ago when his poor health com-
pelled his retirement to the Connecticut sani-
tarium, where he died.
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OPEN LETTER TO THE RETAIL JEWELER, #3
Dear Sir:-

Every great invention, every great discovery, has made it
possible for people to enjoy life better. The greatest inventions
have benefited the largest number of people.

The Japanese, in trying to find a way of raising pearls
scientifically, have succeeded in making it possible to give the
enjoyment of wearing pearls to thousands, where before only very few
could indulge in this luxury.

Says the "Independent" in its editorial on the triumph of
science: --

"This is the dawn of the day of man's independence. No
longer need he rob the flower of its perfume or the silkworm of its
painfully spun cocoon. He is freeing himself from Nature's bonds,
and will be able to develop such arts and sciences as his tastes may
dictate, adding new pleasures to life and bringing within reach of
the humblest, treasures such as once were borne to distant lands to
be laid at the feet of kings, attar of roses and robes of shimmering
silk, strange dyestuffs and all manner of precious stones." We
should add—also the beautiful pearl. 

The oyster produces the pearl because some grain accidentally
gets into its body and causes irritation. In trying to eject this
grain, the oyster deposits the nacreous substance around it, and this
way we get the pearl.

The Japanese were not satisfied to depend on chance, and
have learned how to insert the grain in the larger form of a ball,
and the oyster by coating this ball produces the Japanese Pearl.

There is many a customer of yours with the taste for the
refined, who cannot afford a high-priced Oriental Pearl--is there
anything that would suit him better than a Japanese Pearl? It has
the same coating as the Oriental; it is as beautiful in its soft
iridescent luster, and will wear as long. It also has that one great
quality which the natural pearl has not, and that is its popular price.

Yours truly,

Underscoring is Ours. L. HELLER & SON.
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NEW YORK LETTER

NEW YORK OFFICE OF THE KEYSTONE,

OINI 1102 JEWELERS' BUILDING, 9-11-13 MAIDEN LANE,

NEW YORK, October 12.

Ten thousand million dollars! That is the
timated value of the crops of this country for
lis year. We have never in our history seen any-
ling like it. It ought to help boost the average
asiness man's courage. It certainly has helped

10 make the jeweler jubilant. Myriad lights
urning late o'nights in Maiden lane offices, with
'hristmas many weeks away, would indicate that
he jewelry trade is particularly active this year.
And it is. Manufactures and jobbers in every
branch of the industry are talking big sales despite
the proximity of the national election. It is not a
question of obtaining, but of filling orders now.
Many factories are several months behind in their
shipments and several houses have been com-
pelled to call their travelers off the road.
"Our factory has been working full capacity

for weeks," said Mr. Robbins, of Untermeyer,
Robbins & Co., a few days ago, "but it is a hope-
less task. We cannot possibly keep up with our
orders. Some orders we have been compelled to
turn down completely. Orders from some of our
oldest and largest customers we will in many cases
be unable to fill for one or two months."
Jobbers are talking the same. H. R. Beguelin,

of Cross & Beguelin, one of the oldest and best
known of the wholesale concerns, said, "This has
been the most successful Fall we have ever en-
joyed. Every department of our business has
shown an increase over previous years. In the
jewelry department our great difficulty now is in
obtaining the goods. We have been fortunate up
to date in filling most orders promptly, but re-
newals are coming in so fast from our customers
( hat we may soon be at the mercy of the manu-
facturers."
Recent visiting buyers have evidently been

impartial in their purchases. Silverware, gold-
lined and solid gold jewelry and diamond dealers
.1re all talking most optimistically.
So, if any meek and mild jeweler in any part of

' he country should still be hesitating and question-
ng and debating about the time to buy and the
luantity to be bought for his Holiday trade, let
dm take heart by what they are saying in New
■"ork and get busy at once.

Proof of Prosperous Conditions

Don't depend on our word for it. The circula-
Ion statement for October, issued by the secretary
if the treasury, shows that the greatest amount
If all kinds of money ever in circulation in this
ountry was recorded for that period. The general
tock of money, $3,671,370,591, was nearly seven
nillions greater than on September 1, when the
ugh record up to that time was held. Further-
fore, here is what other authorities have to say
Mout other lines of trade:
The Dow-Jones bulletin of general business says:
Every week presents a more glowing condition of

teneral trade. There is a constant increase of
'onsumption and production. Merchants are
i.eginning to anticipate future wants for the first
. line in a great many years. Manufacturers are
werrun with orders.
"All this is the result of our immense agricultural

vealth coming after a long period of liquidation
Ind economy, which has reduced our stocks of
nerchandise to the lowest point for years.
"In practically every industrial line the same

'onditions prevail. Wheat is moving to market
in large volume, shipments from Chicago breaking
dl records. The government report on cotton
.ndicates a crop of about 14,700,000 bales."
The Financial Chronicle says: " The expansion

of trade is more uniform than ever. The industries
,tre active. The demands of traffic are so great
that a shortage of cars is complained of. Bank
clearings continue to make a handsome exhibit.
rhe indications point to a larger cotton crop than
at one time seemed probable. The grain harvests
are bountiful. Securities have advanced. Money

continues strong. The activity and cheerfulness
in the iron and steel trade continue to be note-
worthy features."
The Jewelers' Taft and Sherman Club have

opened headquarters at 31 Maiden lane. A large
banner with an American flag attached has been
strung across Maiden lane at Nassau street. It is
the intention of the club to hold noon-day rallies
every Tuesday, Thursday and Saturday until
election day. The executive officers of the club
are as follows: A. K. Sloan, president; Ludwig
Nissen, first vice-president; Edward Holbrook,
second vice-president; Leopold Stern, third vice-
president; F. R. Appleton, fourth vice-president;
Louis Kahn, fifth vice-president; Leo Wormser,
treasurer, and William F. Ackerman, secretary.
L. J. Brown, of Stroudsburg, Pa., was a recent

visitor to New York on his annual buying trip.
While in town he made his headquarters at Cross
& Beguelin, 23 Maiden Lane.
H. R. Beguelin, of the firm of Cross & Beguelin,

returned recently to New York after a two months'
vacation at Racquette Lake, New York.
C. W. Koehler, representing Cross & Beguelin

in New England and New York State, returned
recently after a six weeks' trip and reports excellent
sales.

Louis Selig, Elizabeth City, N. C., was recently
seen on Maiden Lane.

Fred Wolfhegal will sever his connection with
Garland-Fisher Company on January 1, 1913, and
join the sales force of the Eastwood-Park Company.

Death of Jacob Bernheim
Jacob Bernheim, senior member of the Woodside

Sterling Company, 170 Broadway, died at his
home 255 West Ninetieth street, on October 2.
Mr. Bernheim, who was seventy years of age, had
been suffering for some months from diabetes.
His death was not unexpected. He was born in
Montgomery, Ala., in 1842. Before coming to
New York City he lived in various cities in the
south. It was in 1901 that he purchased the Wood-
side Sterling Company. which was originally a
co-partnership, composed of David and Henry
Untermeyer and August Soffell. The deceased
was a mason and belonged to many Jewish societies.
He is survived by his widow and three sons, two
of whom are members of the Woodside Sterling
Company and will continue the business.
Among the visiting buyers seen in Maiden lane

recently were: Mr. Scott, W. Filene's Sons Corn-
pany, Boston, Mass.; C. J. Weltz, Marshall, Field
& Co., Chicago, Ill.; T. F. Finnin, S. Kann Sons
& Co., Washington, D. C.; T. C. Bunch, William
Hengerer Company, Buffalo, N. Y.; N. C. Collins,
Adam, Meldrum & Anderson Company, Buffalo,
N. Y.; A. J. Mair, J. C. MacInnes Company,
Worcester, Mass.; Miss K. W. Dwyer, McAuslan
& Wakelin Company, Holyoke, Mass.; 0. S.
Balzer, A. Hamburger & Sons, Los Angeles, Cal.;
L. Metzenberg, Sears, Roebuck & Co., Chicago,
Ill.; A. S. Heller, A. Lisner, Washington, D. C.;
H. G. Kinne, D. McGrath, Grand Rapids, Mich.;
S. Mayers, Rosenbaum Company, Pittsburgh, Pa.;
Mazer J. McAlester, Oklahoma; A. F. Odell,
Quincy, Ill.; J. K. Lemon, J. K. Lemon & Co.,
Louisville, Ky.; F. Koerber, Trenkley & Koerber,
Fort Wayne, Ind.; G. C. Henriot, Frederick &
Nelson, Seattle, Wash., D. C.; W. E. Stone,
Stone & Thomas, Wheeling, W. Va.; R. Rolan,
Newson-Hawisher Department Store Company,
Lima, Ohio; E. B. Goldstein, L. Goldstein & Sons,
New Orleans, La., and L. W. Howland, Crowley,
Milner Company, Detroit, Mich.
Schedules of Rabinovich & Brown, dealers in

jewelry, 36 Avenue A, show liabilities of $9,317
and assets of $7,904.
E. Bixby, Ironton, Ohio, and A. W. Gilbert,

Canandagua, New York, were in New York
recently on buying trips.

William J. Durfey, formerly of Durfey & Perley,
has opened offices at 7 Maiden lane where he will,
henceforth, do business in his own name.
George Richman of 111 Second avenue, was

held in $1,000 bail for further examination by
Magistrate Breen in the Tombs Court recently
on the charge of obtaining $1,042 worth of dia-

monds on false pretenses. It was Richman who
a few weeks ago reported to the police that he
had been bound and gagged in a store and robbed
of $1,000 worth of jewelry and about $800 in cash.
Solomon Silberfeld, 71 Nassau street, and Morris
Landau, 25 Maiden lane, two of Richman's
creditors, were not satisfied with his story and
charged him with fraud.

Ira Jones and Fred Mounts, of Jones & Mounts,
37 Maiden lane, left recently for long southern
trips. They are not expected to return to New
York until after December 1.
The Western Clock Manufacturing Company,

La Salle, Ill., with offices at 375 Broadway was
one of the concerns recently elected as members
of the Merchants' Association, New York.

Charles A. Jacques, manager of the clock de-
partment of Bawo & Dotter, returned recently
after an extended purchasing trip through Europe.

Jeweler's Relatives Arrested
The National Jewelers' Board of Trade reports

the arrest of several relatives of B. G. Kaplan, a
Williamsport jeweler, who are charged with collu-
sion with him to conceal his property and defraud
his creditors. The parties arrested are Mrs. Anna
Kaplan, wife of the bankrupt, Benjamin Lichten-
stein, a jeweler of Lancaster, Pa., who is a brother-
in-law of Kaplan, J. Zachs, a clothier of Steelton,
Pa., another brother-in-law, and a party by the
name of I. Sarawaky, also of Steelton, who is a
cousin of the bankrupt.
The above mentioned parties were arraigned on

Monday, September 30, at Williamsport and all
were held in $1,500 bail each, with the exception of
Mrs. Kaplan, who was held in $500 bail, for their
appearance for trial at the December term of the
Quarter Sessions Criminal Court at Williamsport,
Pa. B. G. Kaplan has not as yet been appre-
hended. The trial of the civil end of the case at
Harrisburg, Pa., will probably occupy several days,
before Special Master Middleton and a large num-
ber of witnesses from New York and Providence
will attend.
Award for observation reports sent in by mem-

bers of the National Jewelers' Board of Trade and
their representatives from September, 1911, to
August 31, 1912, were made by the sub-committee
of the good and welfare committee of the board,
which met October 1 for this purpose. Some 1,800
observation reports were accepted as of value dur-
ing the year, and in accordance with the record
and the decision of the committee, the following
awards were made: 0. H. LeRoy, of the Western
Clock Company, La Salle, Ill., 455 reports, first
prize $100; F. D. Maher, of J. R. Wood & Sons,
New York City, 423 reports, second prize $50;
Miss Addie Larson, of George Meikle, Springfield,
Ill., 302 reports, third prize $50.
The following were awarded $5 each, having

sent in more than 50 reports which were accepted
as of value: R. G. Giesler, of Norris, Alister Corn-
pany; Miss F. W. Hofman, of The Keystone
Watch Case Company, E. H. Swain, of Waltham
Horological School, H. G. Greenzweig, of George
Greenzweig & Co.
Committee in charge were: Mr. Harry Larter,

of Larter & Sons, Mr. Arthur Reichman, of
Reichman Brothers, Mr. James H. Neilson, of
Harris & Harrington, and Mr. E. N. Stone,
secretary.
A large attendance is expected at the first Fall

luncheon to be given on October 16 at Kalil's
Restaurant under the auspices of the National
Jewelers' Board of Trade.

Dividends paid recently according to the
National Jewelers Board of Trade are the follow-
ing: A. B. Cohen, Scranton, Pa., 15 per cent
composition dividend; M. J. Hess, Lexington, Va.,
second dividend of 4 per cent plus; A. Mandelberg,
Omaha, Nebr., first dividend 15 per cent; T. Y.
Maynard, Albuquerque, N. M., first dividend
10 per cent, and Max Spies & Son, Lestershire,
N. Y., second and final dividend 16% per cent.
When Frank Jay Gould arrived on the French

liner France on October 4 with his wife and her
three sisters, the Misses Hattie, Mabel and Tille
Kelly, he declared his baggage as a foreign resident,
as he had been accustomed to do on his previous
visits to New York. Hitherto he had been
allowed to bring in his personal effects free of
duty on that declaration.

(Continued on page 2116 h)
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Every good Diamond that you sell enlarges your possi-
bilities for future sales; the buying public appreciates the
value in a Diamond more than the value in any other
article that you sell. Our long experience in the purchase
and grading of Diamonds has resulted in a stock on hand
that meets the most exacting requirements. Your orders
whether for stock or for special sales will receive prompt
and thoughtful attention.

Every page of the B. A. & Co., 1913 Catalogue, just sent out

will prove of interest to the Jeweler who wants reliable

goods at reasonable prices. The best book for you. .
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[ CHICAGO LETTER

WESTERN BUREAU OF THE KEYSTONE,
ROOM 1201 HEYWORTH BUILDING,

CHICAGO, October 12.

;eldom, if ever has such increasing business
ill/ay been condensed into so short a period of

t le as it has during the past six weeks. On every
ad, from small and large jobbers, from retailers
the small town and retailers in Chicago, come

ri iewed expressions of implicit confidence in the
:iness outlook. Not a voice is heard to still the

p ous acclaim with which the jewelry trade is
h raiding the approach of the Fall and Holiday
Non. Even those who insisted that business

v, aid not continue to be good throughout a
presidential campaign have become convinced
that the damage to business operations caused by
the political campaign will be so small as to be
unworthy of attention. In spite of all the uproar
of partisanship and wild and riotous appeals to
political prejudices, business has continued and is
fontinuing to expand, prices have continued to
advance on steel, iron, copper and manufactured
articles and live stock, while the bumper crops
realized and promised are bringing about a con-

kiderable reduction in the prices of grain, fruits
and vegetables.
In the minds of the masses this has brought a

teeling of security that the advancing high cost
of living has been finally checked. This will work
a rapid change in the minas of the general public.

long has it endured the excessive expences of
livelihood that its mind has become set against any
hope of prosperity so long as it was compelled to
ahide by the advancing prices on the common

. necessities of life. The bumper crops, whether
they be grains, fruits or vegetables, have forced
prices down. It is the general opinion among
Chicago commission dealers that from now on
there will be an appreciable decrease in the cost of
living. It would be interesting to study a statisti-
, al report of the decrease in the price of food stuffs
tiring the past six weeks, if it were possible to

-enure one. Both the retail and wholesale markets
how that the decrease has already been consider-

Some there are who seem unduly concerned
regarding the number of failures in all lines of
ommerce. While figures show a considerable
'crease during the past six weeks or two months,
v tracing down conditions surrounding most of
nese failures we find that many of them actually
ecurred months ago and some a year or more ago.
laity of them had been struggling under a heavy
'ad for several years and found the scarcer money
iid higher interest rates this Fall a handicap which
'ley could not overcome. While such news is
ithout cheer, we nevertheless believe that it
'cans a clearing un of the general business condi-
ons. Therefore they are a benefit rather than a
isaster. So much for general conditions.

Jobbers Pleased with Situation
Chicago and western jewelry jobbers could
iarcely hope for better conditions. Orders are
■)ining in very satisfactory and already some of
lie Chicago jobbers are working evenings to keep
P with them. Travelers are sending in excellent
ports. Out-of-town buyers have been numerous.

'hey have made their purchases with a spirit of
tithusiasm which has been a minus quantity for
everal years. One indication which speaks very
‘'ell for the outlook is the fact that no one particu-
,tr department is enjoying a boom to the exclusion
if the others. All lines seem to be making about an
ven advance. The better grades of jewelry are in
demand. Watches have struck their old gait.
1. heady the movement and case factories are con-
idering a shortage as very probable.
The retail trade in Chicago is reporting prospects

oxcellent. The large downtown stores are experi-
-ncing an unusual amount of early "shopping"
which is bound to have its effect when the buying

season sets in. Owners of retail stores in the out-
lying sections of the city can perhaps give better
expression to local conditions than the large stores
down town, because with them the large transient
trade which forms so large a volume of the trade
of the down town stores, is lacking. Without ex-
ception these stores report prospects excellent and
they .Ere making their arrangements accordingly.
We have yet to hear of a Chicago retailer who is
not enthused over the outlook for the remainder
of the year. Truly, business continues in tri-
umphant ignorance of political Americana, which
is as it should be.
W. H. C. Rudd, who was one of the old travelers

for Otto Young & Co., this city, and latea em-
ployed by the C B. Norton Jewelry Company, of
Kansas City, died recently in Kansas City at the
age of sixty-five years
Mark Engleman, a Chicago manufacturing

jeweler, is now foreman of the manufacturing
department of the Meyers Jewelry Company of
Kansas City.
Elmer Smith, a member of the firm of Walter

E. heywood Company, of Attleboro, Mass., was
in Chicago for several days the middle of the month
on business.

Joseph Homan, president of the Homan Manu-
facturing Company of Cincinnati, was in town
several days last week on business in connection
with the local office.
W. H. Rotcher has opened a new jewelry store at

418 South Fortieth avenue.
S. Barry, who hails from Boston Mass., has

opened a new store at 4155 South Ashland avenue.
Jones-Brown Jewelry Company is the name of a

new store at 3433 Southport avenue. Mr. Jones
has been connected for the past fourteen years with
Swartchild & Co. and is very well and favorably
known to the retail trade.
A. M. Gambitto has discontinued his old store

at 605 West Taylor street and opened a new one
at 851 South Halsted street.

Frederick Laue, who for many years conducted
a retail store at 11,439 Michigan avenue, South
Chicago, died October 4 following an operation.
He was one of the best known retail jewelers in
Roseland and had been located in that section
of the city for many years.

J. E. Leiserowitz, who was formerly with Edward
Jensen at South Halsted street, has opened a new
store at 2550 Division street.

Steffick & Wilimovisky have installed a hand-
some new front in their store at 1840 Blue Island
avenue.
Freeman, Jewel & Eixler Manufacturing Com-

pany, is the name of a new corporation licensed to
do business in Illinois. It will deal in watch ma-
terials and tools. The incorporators are James E.
Bixler, H. H. Boysel and Freeman R. Butts.
F. N. Wood, local manager of the National

Jewelers' Board of Trade, was called to Denver
last week on business.
Fred G. Thearle, of C. H. Knights-Thearle

Company, and secretary of the National Wholesale
Jewelers' Association, returned early in the month
from an extended eastern trip, during which time
he visited Cleveland, Pittsburgh, New York,
Rochester and other eastern points. He was ac-
companied by George Edwards, president of the
association.
Frank Priestmeyer, who but recently purchased

the business interests of Herbert W. Allen Corn-
pany from Mrs. Allen, has sold his entire interest
to Rob ert C. Abt, who will conduct the business in
the future.
John A. Hesselborn, a retail jeweler in Garfield

Boulevard, returned early in the month from an
extended three months' trip in Europe.

Rollo Peck, who was recently employed as trav-
eler for Sproehnle & Co., is now with J. W. For-
singer & Co.
Ea' Lewis of Lewis, Van Sickle & Co., of Des

Moines, Iowa, was in Chicago early in the month
making his Fall purchases. He was accompanied
by Mrs. Lewis.

I. S. Richter, western traveler for Doran, Bagnall
& Co. and the N. Barstow Company, spent the
early part of the month at the companies' factories.

Adolph Schwob, of New York, was in Chicago
the early part of the month on business. He ex-
presses himself as very confident of an unusual
good Fall and Holiday business.
R. J. Jensen, of the firm of Jensen Brothers,

retail jewelers, at 2351 Milwaukee avenue, died
recently at the age of sixty-two years after an
extended illness.
The Chicago Art Metal Works, 302 West Lake

street, has just issued a handsome new and fully
illustrated catalogue of their monograms, and fine
leather goods. It is the most complete catalogue
they ever published. It shows a most excellent
array of monograms for belt buckles, fobs and
coat chains, slippers, etc. A complete line of the
better grades of leather goods, more especially in
purses and toilet sets, is also shown. The line is
manufactured especially for the jewelry trade.
Retail jewelers not receiving a copy will do well
to make application for same.
Among the new students at the Jewelers' School

of Engraving, conducted by Richard 0. Kandler,
are Miss Fostrom, daughter of J. Fostrom, a retail
jeweler of this city, and B. J. Soderlund, a manu-
facturing jeweler of Denver, Colo.
B. C. Allen, of Benjamin Allen & Co., of this

city, has purchased a home on the north side at
1446 North State street and will make his home
there in the future.

Jobbers have been notified of the death of Henry
Turnnell of the firm of Weber & Turnnell, of
Danville, Ill.

J. W. Housman has purchased the business of
Martin Shaver, of Kansas, Ill., and will have
charge of it in the future.
Meyer Joseph & Co. and the Sterling Deposit

Manufacturing Company, both of this city, have
been admitted to membership to the National
Jewelers' Board of Trade.
The annual art and craft exhibit was held at

the Art Institute, Grant Park, during the past
month. Many of the Chicago retail jewelers were
attracted to it by the unusual showing made in
the jewelry department. Albert Wehde, some of
whose work is described elsewhere in thi issue, had
a very striking collection of silver slipper buckles
which has attracted a great deal of attention.
The entire collection was purchased by F. E.
Foster & Co. of this city. The Jarvie shops
submitted a number of specimens of hand
hammered silverware, most of them trophies
for the International Stock Show and the
recent Aero meet. There were also a number of
exhibits from the shop of Mrs. Laveron. The
exhibit this year was a great success and a great
improvement over any of its predecessors.
Edward Hume, who for several years has repre-

sented Scoffield, Melchor & Scoffield, has resigned
his position. W. Bosselman, who was formerly
with T. Quail & Co., has been engaged to fill the
vacancy and made his initial trip for the house last
week.

Swartchild & Co. are mailing to the trade the
twenty-fifth edition of their Black Shield Watch-
man. It is one of the best books they have ever
published. It contains many new things for the
jeweler, watchmaker and engraver which have
heretofore not been on the market. Special space
has been given to jewelry display boxes and window
displays which are at this time of the year so
important to the retail jeweler. A copy of this
edition will be sent to any dealers interested who
have not as yet received a copy.
James Burke, president of the Brooks Jewelry

and Optical Company, was in Chicago on business
the early part of the month.
A. W. Levy, who formerly represented Louis

Strasburger's Son & Co. in the west, has been
appointed manager of the Chicago office of the
Star Watch Case Company of Ludington, Mich.
Mr. Levy has many friends in the trade who
will wish him all kinds of success in his new posi-
tion. His connection with the watch case company
begins the first of the year.

Charles C. Chase, 1822 Wilson avenue, has pur-
chased the jewelry business formerly conducted by
Frank L. Giesey, taking possession of same on
October 2. Mr. Chase is a man of experience in
this line of business having been formerly with the
firm of Cole & Young, at South Chicago, for nearly
three years as watchmaker and before that, for
thirteen years, was in business at Elroy, Wis. He
is adding more fixtures and has enlarged the stock
greatly.
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"NACO" Crown Ring Mountings the Standard of Perfectio
NEW AND LATEST STYLES-EASY TO SET-EASY TO SELL

14 Karat, Ready to Set, made expressly to display to the very best advantage the beauty and brilliancy of diamond
Cold) !Forged, One-Piece Shank (not cast), Prongs will not break off when setting Stones. ALL PROM;

THE SAME THICKNESS. No uneven Prongs Push down the Points, that's all
KEYSTONE LIST PRICES

No. 5101. Arch Crown Mounting

The "Naco" Arch
Crown is more Popular
than ever. Durability,
Security, Artistic Merit
and Graceful Outline, all
combined. The new im-
proved long tips let more
light under the stones.

Plain 14k. Platinum Tip.
Each Each

Mc $3.50 kgc $5.00

Pc  3.75 
e 

 5.25
4.00
4.25 1%   

5.504:  5.75

'Oa  
4.50
4.75 

1,64c  6.00c 
  6.25

ke  
5.00 4: 6.50c 5.25   6.75

lc  5.50 lc  7.00
13‘c  6.00 1 Mc  7.50
13,6c  6.50 1 Ac  8.00
1 840  7.00 1 Vic  8.50
2c  7.50 2c  9.00

No. 99. " Naco " Crown Mounting

The " Naco " Crown
"Tiffany" with the
Ready to set feature,
OUR LEADER. Re-
member this is not a
cast ring. Sells because
of its style and finish
a 1 s o distinctly popular
Price.

Plain 14k. Platinum Tip.
Each Each

3..&1q3  $2.75 14 & -P,s c . . . .$4.25

.4:  3.00 e  4.503.25 4 4.75
1 c  3.50 5.00
8 c  3.75 

gcc 
  5.25

rr& 1 e  4.25 
4.00 .1:c 

7 X 1   
5.50
5.75

1 Xc 450 13.c  6.00
134c  4.75 14c  6.25
1 %c  5.00 1 ,4c  6.50
2c  5.25 2c  6.75

No 5724. " Naco " Corinthian Crown Mounting.

The " Naco " Corin-
thian Crown is just
Enough Different f rom
the tiffany to compel
attention. Beautiful
Graceful, Strong and
Durable.

Plain 14k. Platinum Tip.
Each Each

ii.c A  
$4.50 4: $6.00

c 4.75 6.25
Mc  5.00 c  6.50
4c  5.25 

4e  6.75
4e c  

5.50
5.75 

ke 7  00c 
  7.25

lc  5.75 lc  7.25
134c  6.00 1%c  7.50
1 Vic  6.25 1 Ric  7.75
1 %c  •  6.75 1 34c  8.50
1 3.4'c  7.00 1 %c  8.75
2c  7.50 2c  9.00

No. 5677. "Naco" Colonial Crown Mounting

The " Naco " Colonial
Crown to show off Dia-
monds to the best advan-
tage has no equal, makes
the stone look larger. A
Desirable modern Ladies'
Ring. Artistic, Ornamen-
tal Shank, Good Weight.

Plain 14k. Platinum Tp.ch
Each

Ace  $1.gg Ace 
$25 'uC  41.75
  6.00

4:   4.75 he c  
6.25

5.00 6.50

: 4   5.25
gee  

6.75
5.50 7.00

',me  6.00 E4c  7.50
lc  7.00 lc  8.50
13c  7.50 Uge  9.00
134c  8.00 134e  9.50
13,ic  9.00 132.c 1050

Prices on "Platinum Head", "Platinum Lined" and "Platinum Tipped and Lined"
Quoted on Application

DIAMOND OPPORTUNITIES CERTAINLY ARE AT HAND
Even though the market is showing great activity and prices are advancing, there is no necessity of your paying the advanced

prices if you act quickly. We have just made one of the largest diamond purchases in our history. It was a spot cash transaction.
The price was right. The advance was not counted in. In size the assortment ranges from X-carat to 23 -carats. Every stone
is a perfect crystal white gem. At the price we offer them they are a better investment than government bonds. The offer we
make cannot be reproduced anywhere. Get in while you can. It is another case of where we offer you a positive good dividend
paying investment.

Get busy. Let us know what you want. You will pay from 15 to 20% more for your diamonds within the next thirty days.

NORRIS, ALISTER & CO. Heyworth Building CHICAGO, ILL.
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PROVIDENCE AND THE ATTLEBOROS

NEW ENGLAND OFFICE OF THE KEYSTONE,

324 HOWARD BUILDING,
PROVIDENCE, R. I., October 12.

Night employment and the appearance of many
ivertisements in the daily newspapers for help

Ir the city's jewelry manufacturing establishments
f rnish a criterion to the prosperous condition of
te trade in Providence. The manufacturers in

many cases have orders enough at the present
tune to keep their shops busy for weeks, with no
apparent indication of any cessation of the present
elcouraging conditions. The work being done
here reflects a healthy condition of trade through-
out the country.
Some of the stone dealers, however, complain

somewhat about decreased business and say that
at present the tide of demand is running lower
than at any time during the last two years. The
stone men advance the claim that the producers
of such staples as bracelets, chains and lockets and,
in fact, all engine turned and chased goods, have
pushed the stone goods to one side. There is,
however, no despondency over the outlook, the
stone trade believing that the ascendancy of the
staples will not be long maintained.
Among the manufacturers of the staples goods,

however, the business is so pressing that they have
temporarily discontinued the closing of their
plants at noon on Saturdays and are running them
up to the customary evening closing time.
The weekly meetings of the New England

Manufacturing Jewelers and Silversmiths' Asso-
ciation are much taken up with a discussion of the
new workingmen's compensation act which be-
came effective on October 1. The last opportun-
ity for filing returns with the State Commissioner
of Industrial Statistics expired on that day and
any employes who do not accept the provisions of
the new law if their employer does, and failed to
file notice of their refusal with the commissioner,
forfeited all redress under the new statute between
the first of October and the time of making known
his acceptance or rejection of the new statute. If
injured, of course, he has the redress which was
formerly his under process of law. Up to the
time of closing on October 1, approximately 500
individuals had refused to abide by the new law.
In case they should be hurt they will have to seek
damages under the general law. Those who ac-
cepted the law will receive compensation under a
fixed scale provided in the new act.
Jacob S. Bright was arrested on October 1 on a

harge of stealing 16 ounces of silver scraps,
,'alued at $7.50, the property of the Kinney Com-
pany, manufacturing jewelers, 14 Blount street.
rhe man was arrested by Inspector George H.
lonahan, of the Providence police and Detective
ernard M. Goldowsky of the Jewelers' Pro-
'ctive Association, who had investigated the
ase. When arraigned in the Sixth District Court
efore Judge H. B. Gorham, Bright, who is forty-
ighth years old, pleaded guilty to the charge.
Ie was sentenced to serve a sentence of three
nonths in jail.
Mrs. Freelove A. Williams, wife of Charles H.

Williams and mother of Wade H. Williams, of
Warren & Williams, jewelers, of 36 Garnet street,
lied September 29. Her funeral was held from
he Central Congregational Church on October 3.
Frederick Yorkery, for twenty-seven years an

omploye of the Ostby & Barton Company, died
at his home at 121 Dudley street, on September
!8, after an illness of a year and a half. He was
oorn in New York May 20, 1872, the son of the late
Frederick and Catherine Yorkery and came here
with his parents when a child. He had been in
the employ of Ostby & Barton since he was
thirteen years old. He leaves a widow, Mrs.
Mary (Smith) Yorkery. He was prominent in
the Ostby & Barton Company's Employes' Mutual
Aid Association, the Foresters of America and
the New England Order of Protection.

Charles C. Mackey, of Mackey & Elias, is active
as a member of the Barrington Republican town
committee preparing for the coming campaign.
Mr. and Mrs. Leo Samuels and their daughter,

Clare J., after closing their summer home at Narra-
gansett Pier, made an automobile tour to the

White Mountains. They have returned to their
home in Edgewood.
Senator R. Livingstone Beeckman, of Newport,

one of the officials of the Silverware Company, re-
cently personally fought a fire in his summer home
at Newport. The fire, due to defective insulation,
was between the walls and did little damage.
Splashing vitriol, spurting out of a jug which he

was carrying in the shop of Parks Brothers &
Rogers, manufacturing jewelers, at 7 Beverly
street, resulted in serious burns to Harry G. Davis,
an employe, on September 24. The handle of the
jug broke and the acid splashed over his right
sleeve and began to eat into the arm. Other
employes quickly plunged the man's arm into cold
water and called a physician. The man was later
taken to a hospital and at last accounts was pro-
gressing favorably toward recovery.

Vincent Sorrentino, a manufacturing jeweler,
paid fines of $20 and costs in each of three charges
of violation of the new "Child Labor Law" in the
Sixth District Court, before Judge H. B. Gorham,
on September 26. Mr. Sorrentino admitted suffi-
cient evidence to convict on each charge and
settled the court's assessment. The complaints
were brought by Chief Factory Inspector J. Ellery
Hudson and were based on the employment of a
thirteen year old girl named Mary Renzi. The
alleged violations of the law were charged as having
occurred September 29. It was claimed that the
respondent was employing a minor under fourteen
years without the proper certificate; that he
allowed a minor under sixteen to work more than
ten hours a day, and that he employed a woman
after 8 o'clock at night.
Mr. Sorrentino was represented by Philip V.

Marcus, of Barney & Lee as counsel. Mr. Marcus
said that his client admitted sufficient evidence to
convict. He explained that Mr. Sorrentino had
no intention of breaking the law. When he had
learned the girl was under sixteen, he said, Mr.
Sorrentino discharged her. She pleaded to be
retained on the ground that she needed the money
and, out of pity for the child, had allowed her
to stay in the shop. The court was asked to exer-
cise clemency. Factory Inspector Hudson said
he had nothing to say except that the law had been
broken.

Colin D. Barrett, of the Gorham Manufacturing
Company, has charge of the jewelry department
at the Technical Evening High School.
The George H. Fuller & Son Company, of Paw-

tucket, is taxed for $35,000 personal property in
the 1912 Pawtucket tax list, just compiled.

Ground has been broken for the foundations of a
new garage and store house to be erected for the
A. T. Wall Company, manufacturing jewelers,
of Clifford street. The structure is to be one story
high, 40 by 40 feet and, it is expected will be ready
for occupancy in about a fortnight. It is to be
located on the easterly side of the Wall factory
or on the further side of the driveway which was
recently cut through from Clifford street to Bas-
sett street.
The Dresden Sales Company, which will engage

in the sale of jewelry and other articles incidental
thereto, filed articles of association with Secretary
of State J. Fred Parker at the State House re-
cently. The new concern has a capital of $10,000.
The main office of the firm is to be in this city and a
branch office in Boston. Those named in the
articles of association are Lewis C. Luther, the
Attleboro jeweler, David Isaacson, of Boston, and
Washington R. Prescott of this city, the latter
acting as attorney. The local offices will be at Mr.
Prescott's office in the Industrial Trust Corn-
pany building here for the present at least.
The W. H. Coe Manufacturing Company has

been granted an injunction in its suit against the
American Roll Gold Leaf Company and Charles E.
Smith of Cranston, a former Coe employe for
infringements upon the Coe Company's patent
rights in the use of a machine for packaging de-
corative films and a package roll of metallic leaf.
The decision was given by Judge A. L. Brown in
the United States District Court. The machine
was invented by W. H. Coe of this city, who won
a good-sized fortune through its manufacture.

It was designed for winding up upon a supporting
strip and into a package roll a continuous strip of
gold leaf formed from a succession of gold leaves.

City Republican Assembly candidates nom-
inated on the night of OctoberA2, included Frank
T. Pearce, of the F. T. Pearce Company, and
Frank P. Eddy of Pembroke S. Eddy & Son.

J. Perry Carpenter, of The Ford & Carpenter
Company, was a delegate to the First Congressional
Republican convention on October 9, as were
George H. Grant and Frank P. Eddy.
Mayor Henry Fletcher, of the Fletcher-Burrows

Company, and Mrs. Fletcher have closed their
summer home and have returned to town. Three
of their sons have gone away to college or school,
Edward G. Fletcher to Harvard Law, R. Leslie
Fletcher to Massachusetts Institute of Technology
and Paul W. Fletcher to Phillips, Andover.
Mayor Fletcher was the recipient on October 2

of a handsome picture of the Fabre Line Steam-
ship "Madonna," presented by Cypriano Fabre,
head of the line in recognition of the hearty wel-
come accorded to the company's ships by the
mayor and citizens of Providence.
Henry Lederer & Bro., and the George W. Dover

Company, were among the manufacturing jewelers
who had miniature jewelry plants in operation
at the industrial exposition which was held re-
cently in the Greenhut-Siegel-Cooper Company's
New York store. Henry Lederer was a visitor
to New York during the exhibit.

Assistant Superintendent Browning, of the
Reed & Barton Silver factory, at Taunton, Mass.,
formerly in the Gorham Company's factory here,
has become superintendent of the factory of Samp-
son, Hall & Miller, at Wallingford, Conn.

Frederick D. Carr, president of the Manufac-
turing Jewelers' Board of Trade, Frederick A.
Ballou and Harold E. Sweet, were present as dele-
gates to the International Congress of Chambers
of Commerce which was held at Boston during
the week of September 23.

Dividends disbursed by the Manufacturing
Jewelers' Board of Trade during the last week or so
include Howland, Hickock & Davis; Chicago,
third and final dividend of 8 per cent; E. F. Mayer,
of Butte, Mont., 5 per cent; George A. Benoit,
Springfield, Mass., first dividend, 4 per cent and
the Des Moines Department store, Des Moines, Ia.,
third and final dividend of 49 per cent.
Horace M. Peck, trustee, has declared the first

dividend in the matter of Wolk-Gertsacov Jew-
elry Company, to be payable on and after Sep-
tember 28. Mr. Peck spent his vacation in At-
lantic City, N. J., recently.
The recent convention of the American Bankers'

Association at Chicago, was attended by Albert
A. Remington, of H. Remington & Son, in his
capacity as a director of the Union Trust Company.

William A. Schofield of Schofield, Battey & Co.,
is the chairman of the special city council com-
mittee which is investigating charges of graft in
the city highway department, particularly that
street sweepers have had to pay money to get work.
The first hearing was held on the 2.

William Loeb, of the Rhode Island Ring Com-
pany, has closed his summer home at Riverview
and will make his home with Mrs. Loeb at the
Crown Hotel for the winter. Soon after returning
from the shore, Mr. Loeb left on an extended busi-
ness trip to the Pacific Coast.
Robert E. Budlong, of the S. K. Merrill Com-

pany, is among the highest taxpayers in East
Providence with an assessment of $8000. Edith
M. Budlong is assessed for $6,500.

William C. Codman, has assigned to the Gorham
Manufacturing Company his patent right on a
design for a handle for spoons, forks and similar
articles.

Recent New York visitors from Providence
included Henry Wolcott, of the Wolcott Manufac-
turing Company, and Everett L. Spencer, of the
E. L. Spencer Company.

Joseph Frank, who is an employe of the Alpha
Jewelry Company at 35 Garnet street, sustained
severe injuries to his right leg near the hip on Sep-
tember 23, when he fell from a bench in the jew-
elry shop. He was taken to the Rhode Island
Hospital.

Louis Lyons, proprietor of the Lyons Manufac-
turing Company of 101 Sabin street has returned
to his Congress avenue home after a summer spent
with Mrs. Lyons at Narragansett Pier.

(Continued on page 2116 a)
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DIAMONDS
Mounted and Unmounted

— Our Fall line of Diamond mounted goods comprises en-
tirely new designs.

Send now for a selection of these goods for your Holiday
Trade.
We make a specialty of filling special orders promptly.
We will gladly send you any article on memorandum for

your customer's inspection.

•■•

In Diamond Mounted Goods
We Have always on Hand

Rings Brooches Pendants Lockets Scarf Pins
Bracelets Cuff Links Ear Screws Studs Bar Pins

And Many Other Mounted Pieces

Loose Diamonds
In loose stones we have on hand some very fine perfect and slightly

• OM.= imperfect Blue Wesselton and Blue Jaegers, American cutting, in sizes from 1/1
to 3 carats; also a few up to 6 carats. We also carry a stock of Top Crystals,
Crystals and Melees in all sizes.

We make a specialty of carat goods and have at present a large stock
of exceptionally fine stones of this size.

Send for a memo package of our goods at once and compare them as to
quality and price with what you can obtain elsewhere.

■■•

■••■
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■••

=M.

MN.
.•■•

MM.

1=Ers■

CROSS & BE( UELIN
23 MAIDEN LANE, NEW YORK.
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(Continued from page 2115)

Providence jewelers are on the lookout for
-ounterfeit half dollars of the mintage of 1907
which are said to be floated in large numbers in
Providence. In fact the bad coins are so fre-
4uently found that it is thought that they are
being made here. The face of the counterfeit is
well done but the reverse side and the edge-milling
ire crude.
Classes in jewelry and silversmithing are pro-

vided in the Rhode island School of Design which
opened its academic year September 23. The
local jewelry makers are co-operating in the tech-
nical training which is thus being supplied.
Mr. and Mrs. Theodore W. Foster have re-

turned from a motor trip to Hanover, N. H., where
they were the guests for a few days of Professor
and Mrs. Fred Parker Emery.
Mr. and Mrs. Harry C. Lindol and Miss

Olga D. Lindol, their dr.ughter, have returned
from a four months' stay at Lake Winnipesaukee,
N. H.
Fred Mansfield, proprietor of the Crown Hotel,

is receiving congratulations over the birth of a
daughter on September 24.
Edward B. Hough, of Wightman & Hough, has

been elected as Vice president and director of the
Anawan Club in Rehoboth.
Ralph E. Kettlety, of Woonsocket, and Miss

Hannah Louise Johnson, also of Woonsocket, but
formerly of this city, were married at their new
home in the Northern City on September 25.
Both were formerly connected with the Metal Pro-
ducts Corporation of this city, Mrs. Kettlety being
bookkeeper.
James A. Foster, of J. A. Foster & Co., has

bought a tract of 16,000 feet on Federal, Merrill
and Cory streets, where he intends to erect a
building onto an existing structure, the recon-
structed building to be used as an automobile
service station.
The Pawtucket police have been asked to aid

in the identification of a "Mr. Hayes," representing
himself as a Pawtucket jeweler, who recently ob-
tained $276 worth of platinum of Stumpf & Binder,
of Newark, N. J., and gave a worthless check on a
Pawtucket bank. There is no clue as yet to his
identity or whereabouts.
E. B. Wiser, of the Porter & Wiser Jewelry Com-

pany, of Kansas City, Mo., was a recent visitor
upon the trade here.
James 0. Otis, of Harvey & Otis, and T. K.

Benton, of the G. W. Parks Company, are covering
the western territory for their firms.
E. Laffy, of the Gorham Company, is traveling

in the Ohio Valley.
Frederick S. Waite, Fred D. Carr and Edwin L.

Baker are members of the new Republican City
committee, while Charles E. Hancock is a nominee
for school committee and also served as a delegate
to the city convention to nominate a mayor and
city officers.
Frank Kelley, who is calling on the trade in the

interests of the Manufacturing Jewelers' Board
of Trade, recently made a trip to New York and
Newark, N. J.
George M. Baker, refiner, of 77-91 Page street,

is busily engaged in making repairs and alterations
to his building which will furnish more room for
the company's work.
The Progressive Jewelry Company, of 77 Page

street, has also taken the shop at 9 Calender
street, recently vacated by Thomas McGrath, as
additional shop room to take care of the increasing
business.
The New England Glass Works is now estab-

lished at 9 Calender street, with more commodious
quarters than they enjoyed at 86 Page street.
Henry A. Kirby, of 85 Sprague street, has re-

turned home from a voyage abroad.
Ira G. Whittier, of the Whittier & Tanner Dia-

mond & Jewelry Company, who has been spending
the summer with Mrs. Whittier and his family at
Charlestown Beach, has opened his Edgewood
home for the winter.
A considerable amount of jewelry was stolen

from a trunk in the jewelry shop of Isaac Marks,

K EYST ONE

of 213 Blackstone street a few nights ago. The
thief is still at large.
Mr. and Mrs. Alaric R. Tuck (Tuck & MacAl-

ister) are receiving congratulations on the birth
of a daughter, Olive Tuck.
Announcement has been made of the marriage

September 16 of Miss Katherine E. Enzinger,
daughter of Mr. and Mrs. George J. Enzinger, to
Robert A. Weidman. The bride's father is a
chaser at the Gorham Company and she also
formerly was employed there. Mr. Weidman is a
designer at the Brown & Sharpe Manufacturing
Company.
Dunn and Rodenberg, chain manufacturers, of

14 Blount street, are planning to build a factory
on Eddy street, near Baker street in the near
future. Already plans have been made and ap-
proved and the ground is being brought down to
grade prior to starting the foundations.
The French Import Company has removed from

50 to 52 Exchange place and now have increased
space and better facilities in the Brownell building.

George E. Munson and Joseph E. Deering are
now in business together as the G. E. Munson
Company at 19 Calender street.
The E. A. Eddy Machinery Company, corner of

Eddy and Clifford streets, which purchased the
plant of the Wolk-Gertsacov Jewelry Company,
now bankrupt, at 80 Clifford street, is offering the
same for sale.
Thomas McGrath, plated ring manufacturer,

who was located at 9 Calender street, is now in a
larger shop at 3 Brayton avenue, near West
Exchange street, where he has more room and light
from all sides. The shop is equipped completely
with electricity. His employes sprung a surprise
upon him by the donation of a set of office furniture
of quartered oak.

Charles F. Markham, of Peacock, Stone &
Markham, has been granted a patent on a pin.
Hamilton & Hamilton are assignees of James A.

Fyller, who has been granted a patent on a watch
protector.
Robert E. Budlong Jr., of the S. K. Merrill

Company, and Frederick Stark, designer at Gor-
ham's are back from a week's automobile tour
through New York state and the Berkshires.
Adamo R. Aiello is a candidate for nomination on

the Democratic ticket as a member of the Legisla-
ture from the Seventeenth Assembly District. He
is also a member of the Democratic committee on
legislative nominations, together with Arnold C.
Messier of this city and Pawtucket.
A. I. Russell, E. W. MacAllister, G. W. Briggs

Jr. and G. H. Kettlety played in the president's
gold cup tourney at the Wannamoisett Country
Club on September 28.
John A. Cranston has left the Rhode Island

School of Design here to take charge of the
Washington School of Arts and Crafts' jewelry
and silversmithing departments.
Henry G. Thresher, of the Waite-Thresher

Company, and Ralph Wilson, of Theodore W.
Foster & Brother Company, were among the wit-
nesses at the hearing held on September 28 by
the General Board of Appraisers, based on protests
against certain assessments of duty on imported
pins, chains, etc.

William E. Keyes, assistant secretary of the
Gorham Manufacturing Company, is back at his
desk after a vacation trip spent in Canada.
Mr. and Mrs. Frederick A. Ballou are home from

a White Mountains' automobile tour.
H. Zetlin, of the A. & Z. Chain Company visited

New York last week.
F. L. Odell, local manager for the National

Jewelers' Board of Trade made a business trip to
Buffalo, N. Y. recently.

Miss Mary Louise Austin, sister of Charles E.
Austin of C. E. Austin Company, paper box
manufacturers, was married on October 1 at her
present home to Sidney A. Ley of this city.

J. L. Cunningham, of the E. L. Spencer Com-
pany, and Robert C. Curran, of Arnold & Steere,
are sending home orders from their customers in
Missouri and thereabouts.

Col. Harry Cutler, of the Cutler Jewelry Com-
pany, was named for state senator from Providence
at the city convention held on October 5. Archi-
bald Silverman

, 
Charles H. Baxter, Edmund A.

Truelove and Morton F. Winsor were among the
delegates to the convention which named Col.
Cutler.
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Attleboro, Mass., October, 11.—Business is
going on with a steadiness that indicates a pros-
perous Fall season. A fortnight ago the factories
showed a great increase in business and it is con-
tinuing. All of the manufacturers report that
orders are coming in steadily, and they are now
commencing to receive re-orders which follow the
first shipment of goods. There is a strong demand
for bracelets, and staple lines show a marked im-
provement. The general tendency is towards a
very busy Fall, and none of the jewelers feel that
the presidential election will have a serious effect
on business.

Representatives of the New England Jewelers'
and Silversmiths' Association and a prominent
attorney recently visited several of the Attleboro
jewelers to secure information in regard to several
matters connected with the tariff schedule on jew-
elry. An important movement is on foot in this
connection, but the jewelers state that the time
for announcing it is not yet ready as a premature
publication might injure the cause. Just at pre-
sent the officials are gathering information and
making their plans. The matter will probably
be broached at a future meeting of the executive
council of the association.
The jewelers who were delegates to the Massa-

chusetts Republican convention recently were:
Sidney 0. Bigney, Clarence L. Watson, David E.
Makepeace and George H. Snell.

Jewelers who own their own factories will be
interested to know that the Water Department
officials are considering a plan whereby each fac-
tory will be charged an annual amount for water
furnished for the sprinkler service in each factory.
This service has been supplied free in the past, but
the water officials feel that it ought to produce a
revenue, especially on account of the financial
condition of the department at the present time.
Henry B. Richardson of the firm of Smith &

Richardson, has secured patent papers for a
polishing tank, with two or more apartments. He
has also applied for a patent on a new form of dry-
ing tank.
The plant of the P. J. Cummings Company has

not been re-opened. Mr. Cummings is now
managing the Damase Gosslin plant in Chartley.

Bliss Brothers are having big demands for the
product of their plant and they expect the year to
be one of the best they have had in some time.
At the present time their factory is taxed to its
capacity.
H. T. Inman, of the J. T. Inman Company, re-

cently had his automobile smashed when it was
struck by an electric car near his factory. Mr.
Inman was backing out of the factory yard and
went across the car tracks. The electric struck
the rear part of the machine, but Mr. Inman was
not hurt.
The committee which has charge of drawing lip a

new form of government for Attleboro has nearly
finished its work and will have the charter ready
to be submitted to the voters of the town by the
last of October. The charter provides for a board
of supervisors to have general charge of the town's
afi airs and the finances will be in the hands of a
council of forty-five members. It is proposed
to call the town a city if the charter is accepted.
The voters will have a month in which to consider
the charter.
Edward L. Gowen, of the Standard Button Corn-

pany, and Aldro A. French, of the D. E. Make-
peace Company, recently presented two handsome
cups to the Highland Country Club, to be played
for by the golfers. The first of these events was
played Saturday October 5, and among the jew-
elers who took part were: Arthur A. McRae,
George L. Shepardson, Charles P. Keeler, Ernest
M. Bliss, Herbert C. Bliss. William H. Saart, Jesse
Carpenter, Edward L. Gowen, Eden F. Wilde,
Maurice and Lawrence Baer, and others.
The Attleboro Mutual Fire Insurance Compary,

which carries policies on several Attleboro fac-
tories, reports a fire loss for the past year ol $11,300.
A great part of this loss was on farm property as
there was a disastrous fire some time ago which
destroyed three large farm houses. There has
been very little jewelry-shop loss this year by fire.

(Continued on page 21160
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(Continued from page 2116a)

Samuel M. Einstein, of the Attleboro Chain
'ompany, is head of a committee from the local
odge of Elks to have charge of erecting a new home
or the lodge. There is already a large fund on
land with which to start the work.
Raymond L. Wells, of the Wells Novelty Corn-
any, and Elmer Scott have returned from a New
iork business trip.
Many of the jewelers find it, difficult to secure

ood help during the rush season in order to get out
, heir orders. This is a serious handicap, and is
)ften responsible for delays in shiping orders. The
nanufacturers figure to keep their regular em-
ployes the year round, but in the rush season it is
necessary to hire many others. This accounts
for the large want ad section carried in the local
newspapers.
J. L. Sweet, of the R. F. Simmons Company,

was a recent visitor in New York on business.
The Y. M. C. A. industrial school will open in the

near future and will offer a special class in jewelry
designing and modeling. Last year this school
had about 35 pupils and the work that was ac-
complished was very successful. Engraving,
modeling and many other branches of the in-
dustry will be taken up. It is possible for jewelry
workers to secure excellent instruction at a very
moderate cost. In order to help the work this
year the association has added to the equipment of
a jewelry work room, and it is now on a par with
any instruction room in the state. The room
contains a number of jewelry work benches, tools,
engraving outfits and everything needed in the
instruction of jewelry making.

Charles F. Fisher, Robert C. Bennett and
Thomas P. Caroll have incorporated the Bay State
Silver Company, of Taunton, with a capital stock
of $35,000 in 1,400 shares. Mr. Fisher is president
of the concern, Mr. Bennett is treasurer and all
three compose the board of directors.
Peter Birch, an employe of C. 0. Sweet & Son,

recently lost a finger as a result of getting his hand
caught in one of the presses used in the concern's
factory.
Harry D. Lincoln, of J. M. Fisher & Co., has

announced himself a candidate for the office of
State Senator on the Progressive ticket. Mr.
Lincoln is a well-known jeweler and has been prom-
inently identified with secret orders for some time
past.
Although William H. Saart, of the W. H. Saart

Company, has been busily engaged turning out
silver novelties at his factory he has also had a
little time to devote to a big chicken farm at Lake
Mirrimichi, where his summer home is located.
At the Brockton fair recently, Mr. Saart was
awarded some handsome prizes for his poultry.
William L. King, of the E. D. Gilmore Company,

recently entertained the Men's Sunday Evening
Club of the Congregational Church and the feature
of the evening was an address by Edgar A. Rem-
ington, salesman for Carter, Qvarnstrom & Reming-
ton. His subject was his recent automobile trip to
the White Mountains, and it was very interesting.
The retail jewelry store of W. C. Fuller & Com-

pany in Mansfield was recently robbed of about
$60 worth of goods. Entrance to the store was
gained at night and the store was ransacked. The
police are now at work on the robbery and have a
clew which they expect will lead them to the party
responsible.
George Roberts, of Freeman, Daughaday Com-

pany, Chartley, is home from an extended business
trip in the interest of his concern.
The old Sturdy jewelry shop at Chartley, which

was recently destroyed by fire, has been completed
and is soon to be occupied. The shop offers ex-
cellent facilities for jewelry concerns and will prob-
ably be engaged for that purpose.

Plainville is to have an experimental mail de-
livery service and it will be appreciated by the
jewelers of that town as it will probably mean
better mail serivce than is at present afforded.
Harold E. Sweet, treasurer of the R. F. Simmons

Company, has been elected treasurer of the Wood-
row Wilson Club which was recently organized
in Boston. Mr. Sweet was one of Attleboro's
original Wilson men. In his new office he will
assist in the organization of several Wilson clubs
in this vicinity.
About 150 jewelry manufacturers of the Attle-
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boros and vicinity attended one of Frank 0. Emer-
son's famous duck dinners October 10 at his sum-
mer cottage at Lake Mirrimichi. It was a com-
plimentary affair, and has become an annual
event. Mr. Emerson had a menu fit for a king
and the jewelers thoroughly enjoyed the dinner and
outing which followed. The dinner was served in
a big pavilion, and Mr. Emerson received many
compliments for its success.
John M. Fisher, of J. M. Fisher & Co., has

received his certificate as candidate for the office
of presidential elector at large for the Prohibition
party in Massachusetts. He has been one of the
most ardent Prohibitionists.
The school authorities have opened the night

schools in Attleboro and they will include a special
course of drawing and jewelry designing. Last
year this course was very popular and the results
accomplished were excellent. It is expected that
there will be a big enrollment as the course offers
good opportunities for young men and women to
get good instruction in the elementary work of
making jewelry.
E. A. Anthony, of E. A. Anthony & Co., has

returned from an extended business trip in the in-
terest of his concern.

Walter L. King, a well-known jewelry worker,
died recently. He had been employed in Attle-
boro factories for a number of years, holding re-
sponsible positions.
The E. A. Anthony baseball team which played

a series of successful games this summer was re-
cently entertained at Mr. Anthony's summer home
at Rocky Point. A banquet was served and after-
wards there was a general good time.
George Livingston, of the Watson Company, is

home from a business trip.
The newly printed stationery and bill heads of

the Watson A. Newell Company announce a
change in the name of the concern. It is now the
Watson Company, owned by Clarence L. Watson.
The concern was formerly partly owned by Fred A.
Newell but he retired some time previous to his
death which occurred about a year ago. The
change in the name of the concern was recently
made.

Charles D. Lyons, of the C. D. Lyons Company,
is an enthusiastic Bull Mooser and has been elected
chairman of the Progressive Town Committee
in Mansfield.

Ralph Hoxsie, one of the well-known salesmen
for Mason, Howard & Company, has been confined
to his home in Providence with illness for some time.
Dan Lamon, who carries the sample cases of the

E. A. Anthony Company, has returned from an
extended trip. Dan says he got so much business
on his last trip that he can take a rest for several
weeks.
Overtime schedule is in effect at the Freeman,

Daughaday Company plant at Chartley, as the
concern has an unusually large volume of business
on hand.
John Osterburg, a well-known designer, has

entered the employ of the C. D. Lyons Company
of Mansfield.
W. E. Hayward Company report that their fac-

tory is very busy getting out an exceptionally
large number of orders.
D. E. Makepeace of the D. E. Makepace Corn-

pany, has started an over time schedule at his plant
in order to fill the demand for plate and wire, a
fact which indicates the present condition of busi-
ness in the Attleboros.

NORTH ATTLEBORO
North Attleboro, Mass., October 11.—North

Attleboro factories have felt the boom in business
and nearly every plant has all it can do at the pres-
ent to fill orders and get them to the trade on
time. Re-orders are coming in from goods shipped
a short time ago and there are indications of one
of the busiest Fall seasons had in some time.
Many of the factories are running overtime and
there is a problem in getting help enough to fill the
demand.
The jewelers have been notified through Harry

D. Hunt that mail will be distributed to box
holders on Sundays hereafter, although the post-
office will be closed. This will be a convenience
because many jewelers have been in the habit of
going to the office on Sundays, during the busy
season, to get their orders and have them listed

in the factories for Monday morning. Under
the new post-office closing law it was expected that
no mail would be available on Sunday.

William Peckham, of J. H. Peckham & Sons, is
receiving congratulations on the birth of a daugh-
ter. Mr. Peckham is the New York representa-
tive of his concern.
Harry Fisher has gone on the road with the

sample cases of Swift & Fisher.
Charles Peckham one of the salesmen for J. H.

Peckham & Sons was a recent visitor at the factory.
H. H. Curtiss is home from an extended trip with

the sample cases of H. H. Curtiss & Co.
Charles Miller, employed by Whiting & Davis,

was injured a few days ago when a wrench flew off
a piece of machinery and struck him in the head,
inflicting a painful wound.

Plainville has had quite a building boom during
the past year. The new factory which houses
Maintein Brothers & Elliot and Schofield, Melcher
& Schofield, is completed and in full operation,
and Charles A. Whiting has built two large plants,
one as an addition to the plant of Whiting &
Davis and the other to house new concerns. These
are now occupied.
The Whiting Chain Company, of Plainville,

has been incorporated to deal in the manufacture
of chain and other articles of jewelry. The capi-
tal stock of the company is $100,000 and the mem-
bers of the concern are: Charles M. Whiting,
Frank E. Whiting and Rosie A. Whiting. The
concern will start business immediately and will
occupy one of the floors in the new Whiting iactory
just erected.

Albert Totten, a retired jeweler, is home from a
trip through Canada, extending over several
weeks.

Charles H. Clark, salesman for the W. G. Clark
Company, is home from a business trip. His con-
cern is busy getting out orders for Fall goods.

George A. Chisholm, salesman for the Bugbee
Niles Company, formerly of this town and now of
Providence, greeted a number of his old friends
here a short time ago.

Cliff Emerson, salesman for the W. H. Bell
Company, has returned from a business trip.

George L. Paine is on the road with the samples
of his company which has been busy this Fall with
good orders.
John H. Peckham, of J. H. Peckham & Sons,

was a recent visitor in New York and called on the
trade in that city.

Several machines for making soldered chain will
be installed in the newly organized Whiting Chain
Company in Plainville.
A. L. Lindroth and Andrew Flagg, salesmen for

A. L. Lindroth Company, have returned from a
business trip.
The North Attleboro Republican Town Corn-

mitte for 1913 will include the following jewelers:
Orrin Clifford, John Thompson, William H. Bell,
Walter Ballou and Edwin R. Wilmarth. Ben-
jamin S. Freeman of the B. S. Freeman Company
was the jeweler who acted as a delegate to the
state convention.

Louis Freeman, of Straker & Freeman, together
with a number of other jewelers, have been ac-
tively engaged in the preparation of a petition ask-
ing for the pardon of Edwin A. Hancock who is
now serving a term for the South Attleboro auto-
mobile accident which happened two years ago.
Hancock has been in jail about a year. The peti-
tion was freely signed by business men and clergy-
men of both towns and has been presented to the
governor's council.
A new concern, known as the Dyer Machine

Company, has located its plant at 46 Broad street
and will engage in the making of special machinery
for jewelry shops. Mr. Dyer is a well-known
machinist and was formerly with the Dyer Button
Company.

Herbert J. Straker, of the firm of Straker &
Freeman, was in an automobile accident recently
in Easton, but was not hurt. The machine in
which he was riding was struck by another
machine, driven at a high rate of speed by a nine
year old boy who was learning to drive.
F. L. Shepardson & Co., are busily engaged get-

ting out an unusually large volume of business.
W. H. Bell, president of the Board of Trade and

proprietor of the W. H. Bell Company, attended
the banquet of the congress of International
Chambers of Commerce at the Plaza Hotel,
Boston, recently. Harold E. Sweet, of the R. F.
Simmons Company, Attleboro, was also a guest.
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DIAMONDS
WE can furnish any size or grade of Diamonds and are always

ready to send you liberal assortments to choose from. You
can depend upon any statement we make concerning a stone.
Sixty years of fair dealing is your guarantee against misrepre-
sentation.

MOUNTED PIECES
Primarily quality and design, then price—that is our rule in making mounted
pieces. It means distinctive goods that you can sell on their merits and
guarantee with confidence.

HAYDEN W. WHEELER & CO., Inc.
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HE election excitement will soon be over and it is essential
that the business man devote himself to business. Replen-

ishing of stocks can be deferred no longer and it is high time
that the dealer prepares himself for the holiday demands. We
have anticipated the requirements of the trade and are fully
equipped to furnish anything desired in Jewelry, Watches or
Diamonds. Remember, we sell "Sellers" and are headquarters

for Fraternal Goods of all kinds.

HENRY FREUND 0 BRO. DIAM.OndNDJES,wWELA RT yCHES
Our Trade Mark
stands for quality

ititfr "The Rose,"
and excellence 71 Nassau St., New York
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Jewelry of Personality

,rts and Crafts Devotees Have Coined a New
Title for Their Work

Arts and crafts jewelry has a name at last. It

s called the "jewelry of personality." The one
vho makes it for you studies you before designing

our necklace or your belt buckle or your bracelet,
ust as if the work of art was to be a bookplate, or

-yen a soul picture of you. In the coloring and
,he lines and metals of the jewelry of personality

you find the artist's impression of you. If you are

full of abounding youth you are likely to call forth

a symbol of budding springtime. If you are psychic
you are sure to find yourself possessed of a piece

of jewelry having the mystic symbols of the orient
worked out in enamel in designs which your soul
sense interprets for you. Up to date there is
nothing that has ever struck the popular note like
the jewelry of personality. It is a distinct success,
and the craftsmen (they are all women) are as busy
as bees this Fall filling orders and getting ready
for exhibitions. There is a class in Teachers'
College also, and it looks as if the crafts would
shortly be taught in the schools.
" There is an amusing commercial side to the

jewelry of personality," said a young artist who
is a graduate of New York schools of painting,
sculpture and crafts, "for, whenever you wear
something beautiful that you have just made you
are likely to sell it before you get home."
She said it often happened that some one bought

the necklace right off her neck and that now she
has learned how to meet such a splendid financial
emergency. She just puts an extra necklace or
two in her pocket when she goes out to a reception,
and when she sells the one she has on she whips
out the other. In the event of her selling that she
adorns herself with the third in the reserve pocket
stock supply. And as for taking orders, that is the
simplest thing ever. These necklaces represent
$35 at the least, and some of them twice as much.
She said it was really carrying your studio around
with you. Of course the business transaction is
carried off in the shape of a joke, but it is a trans-
action of which any artist might approve.

A Fascinating Occupatoin

It seems that some artists study in the school of
arts and crafts longer than others. Some learn to
use the little forge more speedily than others.
There are makers of this jewelry of personality
who have only studied about three months and
feel the call of the muse especially when the orders
come tumbling in. Then there are others who study
painting and sculpture, music, and even join the
poets and finally discover their place among the
fascinating jewels, the tools and the little forge
which glows and melts and fashior s the metal after
the designs which are first worked out on paper.
"But one rarely follows the original design,"

confessed the craftsman. "There are so many
chance effects which seem to come in out of the air,
and the artist is quick to grasp them and fashion
them, often with the rarest results."
The reason why there is a rush of Fall work is

because the jewelry of personality has put milady's
diamonds back in their velvet cases and she is
having these soul expressions made to fit her
gowns, her moods, and the various social functions
of the coming season even to suffrage parlor meet-
ings, where she is to make speeches, as well as for the
Greek dancing she is to do for charity. Topaz
and silver is a favorite combination for a dark
brown street costume, and with a green gown
amethyst and silver. For youth there is tur-
quoise along with sapphires and rabies Opals are
fashioned with silver in a way to make a diamond
look flashy and out of place. These are stones only
heard of in the description of the walls and the
streets of the New Jerusalem, as detailed by St.
John in the book of Revelation—chalacedony,
jasper, charysocola, and such as those, stones that
would make a Fifth avenue jeweler stare if you
were to demand them as you make known your
wants leaning over the great show case glittering
with priceless gems which you do not even see.
"Jewelry of Personality!" He hasn't heard of
it! What does he know of an old pendant in which
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a Spring day bursts forth in wild carrot against a
field of emerald?

Expression in Jewelry

The girl who is making her way to fame in this
story says that the only way in which the savage
in her nature can find expression is in the jewelry
of personality. That there is something far greater
back of it than mere fashion. She says in this
art expression we are beginning to produce heir-
looms, things we can hand down to posterity,
things that mean something besides money;
jewels that will make your granddaughters wonder
IN hat sort of person you were, as they regard their
legacies, which really must have a meaning, even
the design is a combination of silver lines in
which are set nautilus shells, gray blisters, moon-
stones or curious gems in peacock colors in enamel
and silver.
" I do not believe that a student can study a few

months and produce great results," she said,
unless she is a great genius, for I have studied

with the best teachers in New York ever since I
was large enough to handle a brush. Then, after
all, I have taken up this work and find my enthu-
siasm at full tide, for I can express more in it than
in any other field"
She said it was the final unfoldment of her whole

art education, and her teachers of portrait work
think she is making all kinds of a mistake. It is
like an airship maker going in for paper pinwheels,
in their estimation but the "jewelry of person-
ality " is her refuge for expression, for after all that
is what she is aiming at—to exrress herself in what
she sees in another.
In this craft the girl of wealth and leisure finds

opportunity for expression, and can work from
sunrise to sunset with absolute disregard of labor
union laws without losing caste. So at the curb-
stone of the New York Art School up on Broadway
near Eightieth street there is a line of automobiles
waiting for amateur jewelers who go in for the
jewelry of personality. When they sell a necklace
for $75 they send the check to their favorite
charity and feel that they have done something for
somebody. Then there are also lamp shades, in
silver and copper, and jewel boxes that are going
down to posterity. The heirloom makers plan
that you may have your soul expressed in a lamp
shade the same as you do in a book plate. That
you may have your character worked into a jewel
box the same as the protrait artist brings you out
on convas. They say that how you look has very
little to do with real art. It is how you feel.
It is how the artist feels about you when she is
working her soul and yours into the common
ground of a piece of copper.
"The jewelry of personality," said this gentle

maker of jewelry to hand down to coming genera-
tions, "is the outward manifestation of feeling
It is metaphysical and psychic, and that is why
there is such a rage for it.'

Jade Market in China Depressed
[From CONSUL-GENERAL GEORGE E. ANDERSON, Hongkong]

Due either to inherent merits of the stone or to
stimulation from returned tourists increased inter-
est has been shown by American jewelers and their
patrons in Chinese jade and jade jewelry, and a
considerable increase in trade to the United States
and Europe is noted. Apparently much of the
trade with the United States is carried on via
Europe. The Chinese, and other countries through
the Chinese and as patrons of Chinese art, take
practically the whole of the jade output of the
world, nearly all of which comes from Burmah.
Canton and Hongkong as Trade Centers—

Value of Imports
For many years Canton has been the center of

the jade business of China and of the world and
at present an entire street or district in the city is
given over to the business. Nearly all of the
imports of the stone into China, however, are
handled through Hongkong and by Hongkong
importers and middlemen. Imports of the stone
into China in recent years vary in value from
$130,000 to $400,000 gold per year, the imports
into all China in 1907 for example being valued
at $348,987 gold, while those for 1909 amounted
to only $131,443 gold. The value rose again to
$186,236 in 1910 and fell to $106,611 in 1911. Of
these total imports 80 per cent went to Canton
through Hongkong, and 86 per cent of the whole

was imported through Hongkong. The balance
of the imports came into China over the Chino-
Burmese border and were entered at Tengyueh.

While the values given show the general drift
of the trade it is probable that the figures are not
conclusive, however, and the full value of the trade
into Hongkong including imports of the stone into
China carried by passengers and not entered for
duty may often reach approximately $500,000
per annum—a general figure sometimes given as
indicating the value of the annual output of the
jade mines in Burmah. It is significant that while
imports of jade into China are large, there are
practically no reported exports of jade from China.
While Canton, for example, imported from Hong-
kong about 232,000 taels worth of jade stone in
1910 according to the figures of the Chinese
Maritime Customs, it exported to Hongkong and
all other ports and points only about 12,000 taels
worth.

Effect on Market of Change of Dress and National
Customs

There seems to be a general feeling among Chi-
nese jewelry dealers that the change in Chinese
dress and national customs will seriously and
adversely affect the trade in jade. Present demand
for the stone among the Chinese is falling off, and
of course the change from old to new style cere-
monial dress of Chinese officials alone will probably
make a great difference in the demand for the stone
in China. At all events the present jade market
in China is depressed and so far the increased
demand for jade from Europe and America does
not seem to have favorably affected values to any
material extent.
Jade is being mined in New Zealand, and de-

posits of the stone are known in other portions of
the world, but the main supply comes from Burmah
where the privilege of mining it has been possessed
by the same Indian or Shan tribe for many genera-
tions. The mining is still carried on in a crude
way, but experts here say it is probable that the
introduction of modern methods would not be
successful, and in case they were successtul, would
probably defeat themselves by demoralizing values.
The vast bulk of the imports into China come

in the shape of large pieces or chunks of the stone
in which the various colors are mingled. These
large pieces are split and cut into smaller pieces
so as to separate the various shades, qualities, and
grades.

Preference to Green—Values

The Chinese prefer jade which is of a dark green
color, free from all mottles, and jade of this par-
ticular grade is worth, in a general way, its weight
in gold The lighter shades, running into white
jade, and pieces mottled with white, areless valuable
and white jade and jade of other shades have only
nominal value as semi-precious stone, being used
mostly for the manufacture of carved figures,
insignia of office under the old regime, and similar
purposes. The general run in values wholesale,
as pieces are imported here, may be indicated by
a recent advertisement in a Hongkong paper
announcing that a certain Canton firm had on
hand for inspection " the center part of a block of
valuable green jade stone of the famous and popu-
lar Lo Hang quality, very transparent and of first
water. It weighs 76 pounds, of which 9 pounds
are bright chrysoprase. Its total value is esti-
mated to be $100,000 odd," or about $50,000 gold.
The least variation from the full specifications

for the highly valued stone may render the stone
of small value and the valuation of jade is a matter
of great difficulty and only judges of great experi-
ence can be relied upon.
This matter of valuation is so difficult that

Chinese dealers in Hongkong complain that trade
with the United States direct has been all but killed
owing to the inability of customs authorities to
distinguish between very valuable and ordinary
grades of jade, with the result that the ordinary
grades have been assessed duty at the same rate
as the higher grades.
There are imitations of jade on the market,

generally produced in Europe, which only experts
can detect, and a large amount of this imitation
stone manufactured into jewelry in Hongkong and
Canton is sold to tourists as jade. This imitation
stone is popular among the Chinese, and many a
pair of jade earrings or other piece of jewelry is
now worn by Chinese women who could never hope
to have the genuine stone
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5ioperate the most important Diamond-Cutting 5i

Establishments in America, fitted with
most modern equipments, thus enabling them
to offer advantageous values to Importers
and large dealers.

STERN BROS. & CO.

68 NASSAU STREET, NEW YORK
Cutting Works, 136-146 West 52nd Street, New York

and 33 34th Street, Brooklyn

CHICAGO
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31 No. State Street
AMSTERDAM
10 Tulpstraat
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prove our theory to be a fact. Simply Order Samples

VEIL PINS

FISHEL & COMPANY.
Manufacturing Jewelers
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Canadian Gold and Silver Marking Act

''ext of the Amended Bill as Approve
Jewelry Manufacturers,

Since the jewelers of the United States at the
arious conventions, state and national, decided
hat the guarantee system should be abolished,
,iuch attention has been given to the matter of
tamping legislation. Many of our readers are
tamiliar in a general way with the gold and silver
stamping law which has been in operation in
Canada for some time, and which has proved
sufficiently satisfactory to the trade to make it
permanently desirable. As time, however, gener-
ally reveals defects in all such laws, as first drafted
and as the Canadian stamping law has been no
exception, an amended bill has now been framed
which, it is expected, will give absolute satisfaction
to manufacturers, wholesalers and retailers as
well as the general public. This we infer from the
fact that the proposed amendments have been
endorsed by all three branches of the jewelry
trade. Following is a draft of the new bill as
it will be presented to the Canadian Parliament for
adoption.

"An Act respecting the manufacture, marking and
sale of articles of Gold and Silver, and of Gold and
Silver Plated Ware."

His majesty, by and with the advice and consent
of the Senate and the House of Commons of Can-
ada, enacts as follows:

SHORT TITLE

1. This Act may be cited as The Gold and Silver
Marking Act, 1912.

INTERPRETATION

2. In this Act, unless the context otherwise
requires—
(a) " article" means an article of merchandise, and

includes any portion of such article, whether a
distinct part thereof, or not;

(b) "gold" includes any alloy of gold;
(c) "silver" includes any alloy of silver;
(d) "mark" includes any mark, sign, device,

imprint, stamp, brand, label, ticket, letter,
word, figure, or other means whatsoever of
indicating or of purporting to indicate, quality,
quantity, or weight of gold or of silver, or
quality or kind of gold or silver plate;

(e) "apply" and " applied" include any method or
means of application or attachment to, or of
use on, or in connection with, or in relation
to an article, whether such application,
attachment or use is to, on, by, in, or with—

(i) the article itself, or
(ii) anything attached to the article, or
(iii) anything to which the article is attached, or
(iv) anything in or on which the article is, or
(v) anything so used or placed as to lead to a

reasonable belief that the mark on that thing
is meant to be taken as a mark on the article
itself;

(f) " dealer " means any person who is a manu-
facturer of, or a seller of or dealer in, whether
by wholesale or retail, any of the articles to
which this Act applies; and whether such
person is an individual person, or a corporate
or unincorporated body of persons, or a
director, manager, officer or agent of any such
body;

(g) " to sell" includes to dispose of for valuable
consideration to offer to sell, to offer to dispose
of for consideration, and to have in possession
with of for valuable intent to sell or intent
to dispose of for valuable consideration.

APPLICATION OF ACT

3. This Act applies to the following articles
when made in Canada by, or sold in Canada by,
or imported or otherwise brought into Canada by
dealers, that is to say—
(a) The articles hereinafter called " gold articles,"

being articles wholly or partly, or purporting

d by the joint Committee of Canadian
Wholesalers and Retailers

to be, wholly or partly, composed of gold;
(b) the articles hereinafter called 'silver articles,"

being articles wholly or partly, or purporting
to be, wholly or partly composed of silver;
the articles hereinafter called " plated articles,"
being articles composed of an inferior metal
upon the surface of which there is deposited
or plated by means of any chemical, electrical,
or other metallurgical process, or by means of
any combination of such processes, a layer or
plating of gold or of silver; or being articles
composed of an inferior metal to the surface of
which there is affixed by brazing, soldering, or
by any mechanical means, a covering or sheet
of gold or of silver.

4. This Act shall not apply to any article made
in Canada before the first day of October, 1908,
nor to any article imported or otherwise brought
into Canada before the said date, nor to any article
which, by regulation made under the authority of
this act, is exempted from the application thereof.

5. When an article is composed of mechanism,
works or movements and of a case or cover con-
taining the mechanism, works or movements, a
mark applied to the article shall be deemed not to
be, nor to be intended to be, applied to the
mechanism, works or movements.
6. This Act shall not apply to such parts of

articles as require adaptation to the use of the
trade and are exempted from the application
thereof by regulation made under the authority
of this Act.

7. The Governor in Council may, from time to
time, make such regulations as to him seem neces-
sary or expedient for declaring articles to be ex-
empt from the application of this Act under the
provisions of the last three preceding sections.

(c)

GOLD AND SILVER

8. This section applies only to gold articles and
to silver articles.

2. If such an article has applied to it any mark it
must have applied to it the following marks:—
(a) a trade mark or trade marks registered in

accordance with The Trade Mark and Design
Act; and also

(b) a mark or marks truly and correctly indicat-
ing, in the manner required by this Act, the
quality of the gold or silver, hereinafter called
a "quality mark."

3. If the article—
(a) is hall-marked in accordance with the laws of

the United Kingdom of Great Britain and
Ireland, and all the other provisions of this
Act have been complied with as regards the
article; or—

(b) has applied to it a mark or marks authorized
to be applied under the laws of any foreign
country, and indicating, truly and correctly,
the quality of the gold or silver, and all the
other provisions of this Act have been com-
plied with as regards the article; then the
provisions of subsection 2 of this section shall
not apply to the article.

4. If the article has applied to its marks con-
forming with the requirements of either subsection
2 or subsection 3 of this section, it may also have
applied to it any or all of the following ,marks,
provided that they are not incorporated with the
quality mark, hall-mark, or mark applied under
the laws of a foreign country,—
(a) numerals intended to identify the article or

pattern, and not calculated to mislead or
deceive;

(b) the name or initials of a dealer;
(c) any mark not calculated to mislead or deceive.

GOLD

9. This section applies only to gold articles.
2. As respects gold articles—

(a) marks indicating the quality of gold in the
article shall state the fineness of the gold in
karats, thus: 12K, 18K, or as the case may be;

(b) the number of karats so stated shall bear the
same proportion to twenty-four karats as the

weight of the pure gold in the article bears to
the gross weight of the article, except such parts
thereof as are mentioned in sections 5 and 6 of
this Act; that is to say, 18K shall be deemed
to mean that eighteen twenty-fourths of the
gross weight of the article, with the exceptions
herein provided for, are of pure gold, and six
twenty-fourths of other ingredients; and—

(c) The actual fineness of the gold in the article
shall not be less than the said proportion—
(i) by more than one-half of a karat, if solder
is used, or
(ii) by more than one-quarter of a karat, if
solder is not used.

3. There shall not be applied to a gold article
any mark indicating or purporting to indicate the
gold in the article to be of less than nine karats in
fineness.

4. There shall not be applied to a gold article
any mark consisting of or including words purport-
ing to describe the quality of the gold in the article,
except however that the words "gold" or "solid
gold" may be applied to a gold article if—
(a) the article is composed of gold of not less

than nine karats in fineness; and—
(b) the quality of the gold is truly and correctly

indicated in the manner required by subsec-
tion 2 of this section, thus, 14K solid gold, or
as the case may be.

SILVER

10. This section applies only to silver articles.
2. There shall not be applied to any silver

article any mark indicating, or purporting or
intended to indicate, that the silver in the article is
of higher quality than it really is, nor any mark
which contravenes the provisions of subsections 3
and 4 of this section.

3. The marks, "Silver," "Sterling" or "Sterling
Silver," "Coin" or "Coin Silver," or any color-
able imitation thereof, or any other mark intended
to suggest such a quality, shall not be applied to
any silver article, if the silver in the article contains
pure silver in less proportion than 926 parts of
pure silver in every 1,000 parts of such silver.

4. As respects articles composed in whole or in
part of silver of a lower quality than sterling
silver—
(a) any marks indicating the quality of silver used

in such articles shall state truly and correctly
the fineness of the silver in decimals, thus:
.800, .900, or as the case may be;

(b) the decimal quality mark, so stated, shall bear
the same proportion to unity as the weight of
the pure silver in the article bears to the gross
weight of the article, except such parts thereof
as are mentioned in sections 5 and 6 of this
Act; that is to say, .900 shall be deemed to
mean that nine hundred one-thousandths of
the gross weight of the article, with the excep-
tions herein provided for, are pure silver, and
one hundred one-thousandths are other ingre-
dients, or as the case may be;
the actual fineness of the silver in the article
shall not be less than the said proportion—
(i) by more than 25 parts in 1,000 when solder
is used; or—
(ii) by more than 10 parts in 1,000 when solder
is not used.

(c)

GOLD PLATED AND SILVER PLATED ARTICLES

11. This section applies only to plated articles
wholly or partly composed of the materials known
to the trade as "rolled gold plate," "gold filled,"
" gold electro-plate," "rolled silver-plate," " silver-
plate," "silver filled," "silver electro plate," or
of such materials of like nature as are defined and
designated by regulations made by the Governor
in Council.

2. There shall not be applied to any such article
any mark other than a mark authorized by this
section.

3. If any such article has applied to it any mark
it must have applied to it a trade mark registered
in accordance with The Trade Mark and Design
Act.
4. In addition to such trade mark there may be

applied all or any of the following marks:—
(a) a mark indicating truly and correctly, in

accordance with the provisions of subsection
1 of this section, the designation, as known to
the trade or as established by regulation afore-
said, of the material;
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(b) numerals intended to identify the article or
pattern and not calculated to mislead or
deceive;

(e) the name or initials of a dealer.
5. The Governor in Council may make such

regulations as he deems necessary or expedient
for defining the plated articles to which this section
shall apply and for designating materials of which
such plated articles are composed.

SILVER ELECTRO-PLATED FLAT WARE AND HOLLOW
WARE

12. This section applies only to plated articles
which are plated with silver and known to the trade
as "electroplated flat ware" and "electro-plated
hollow ware," and to such other articles of like
nature as are defined and designated by regulations
made by the Governor in Council.
2. There shall not be applied to such an article

any mark other than a mark authorized by this
section.

3. If such an article has applied to it any mark,
it must have applied to it a trade mark registered
in accordance with The Trade Mark and Design
Act.
4. In addition to such trade mark there may be

applied a mark indicating truly and correctly the
grade or quality, as known to the trade, of the
plating; but if such mark be applied there must
also be applied a mark indicating truly and cor-
rectly the metal upon which the plating is de-
posited.

5. In addition to the marks required or author-
ized by subsections 3 and 4 of this section, there
may be applied any or all of the following marks,
provided that they are not incorporated with the
grade or quality mark,—
(a) numerals intended to identify the article or

pattern and not calculated to mislead or
deceiv e ;

(b) the name or intials of a dealer;
(c) any mark not calculated to mislead or

deceive Such marks as "quadruple,"
"triple," "standard plate," and the like, shall
be deemed to be misleading; as shall also such
marks as are defined as misleading by regula-
tions made by the Governor in Council.

6. A grade or quality mark applied under the
provisions of subsection 4 of this section shall not
be deemed to indicate truly and correctly the
grade or quality as known to the trade, of the
plating, unless it indicates truly and correctly the
number of ounces, pennyweights, or as the case may
be, of pure silver upon twelve dozen articles exactly
the same in size, design and plating as the article
to which the mark is applied

7. The word "silver," either alone or in a corn-
pound word, or in any combination of words, shall
be deemed to be a mark not authorized by this
section, except in the words "nickel silver" and
"German silver" then applied as marks in accord-
ance with the provisions of subsection 8 of this
section

8. A mark consisting of or containing the words
"nickel silver" or the words "German silver" shall
not be applied unless the base of inferior metal
upon which the plating of silver is deposited con-
tains at least 10 per cent of pure nickel.

9. When the base of inferior metal upon which
the plating of silver is deposited contains less than
10 per cent of pure nickel there shall be legibly
stamped upon the article the word "brass."

10. The Governor in Council may make such
regulations as he deems necessary or expedient for
defining the plated articles to which this section
shall apply, for designating such plated articles,
and for what marks thereon shall be deemed:to be
misleading.

MARKS ON PLATED WARE

13. The following marks when applied to articles
of gold or silver plate or electro-plate shall be taken
to mean respectively as follows: "R.P." rolled
plate: "E.P.," silver electro plate; "G.F." gold
filled; "GILT," gold electro plate; "N.S."
nickel silver; "G.S.," German silver; "B.M."
Britannia metal: " W.M." white metal.

2. The Governor in Council may make such
regulations as he deems necessary or expedient for
designating and defining the meaning of other
marks for such application.

OFFENCES AND PENALTIES
14 Every one is guilty to an indictable offence,

and liable on conviction thereof to a fine not ex-

KEYSTONE

ceeding one hundred dollars for each article or
part of an article in respect of which the conviction
is had, who, being a dealer within the meaning of
this Act,—
(a) applies to an article any mark not authorized

by this Act, or by regulation made under the
authority of this Act, to be applied thereto;

(b) applies to an article any mark in a manner not
so authorized;

(c) omits or neglects to apply to an article any
mark required by this Act, or by regulation
made under the authority of this Act, to be
applied thereto;

(d) makes in Canada, sells in Canada, or imports
or otherwise brings into Canada, an article to
which any mark not authorized by this Act or
by regulation made under the authority of this
Act, is applied, or to which a mark is applied in
a manner not so authorized, or which has not
applied thereto any mark required by this Act,
or by such regulation, to be applied thereto;

(e) in any other way contravenes any provision of
this Act, or of any such regulation, as to the
application of marks to articles;
attempts to commit any offence described in
the foregoing paragraphs of this section.

15 Every one is guilty of an indictable offense
and liable on conviction thereof to a fine not ex-
ceeding one hundred dollars, who, being a dealer
within the meaning of this Act,—
(a) applies to a plated article any mark which

guarantees or purports to guarantee, or
induces or tends to induce a belief, that the
gold or silver with which the article is plated
will wear or last for any time whether specified
or not;

(b) makes in Canada, sells in Canada, or imports
or otherwise brings into Canada any plated
article to which any such mark is applied;

(c) in Canada prints, causes to be printed, issues,
publishes, or otherwise makes use of, any
printed or written matter of the nature of an
advertisement guaranteeing or purporting to
guarantee, or inducing or tending to induce a
belief, that the gold or silver with which a
plated article is plated will wear or last for any
time whether specified or not;

(d) imports or otherwise brings into Canada any
such printed or written matter;

(e) attempts to commit any offence described in
the foregoing paragraphs of this section.

16. Every article in respect of which a conviction
is had shall be so broken or del'aced as to be un-
saleable otherwise than as metal; and all printed
or written matter in respect of which a conviction
is had shall be destroyed.

(1)

INSPECTION OF ARTICLES

17. Any officer appointed under this Act, or
under any regulation made under the authority of
this Act, shall have power at any time during
business hours to enter the premises of any dealer
and to require the production for inspection of
any article upon the premises of such dealer.

EVIDENCE

19. An official certificate by the Ottawa Branch
of the Royal Mint that any article to which this
Act applies has been assayed by the said Branch,
shall be prima facie evidence that the ingredients
and quantities stated by the certificate to be con-
tained in the article are contained therein, and in
all legal proceedings had in pursuance of this Act
shall be receivable as evidence of the facts set
forth in the certificate

REGULATIONS

20. In addition to the regulations hereinbefore
provided for, the Governor in Council may make
such regulations as to him seem necessary or
expedient—
(a) to secure the efficient administration and en-

forcement of this Act, including the imposition
of penalties, not exceeding fifty dollars, upon
any dealer contravening any such regulation,
to be recoverable on summary conviction;

(b) for the appointment, powers, and duties of
officers employed in such administration and
enforcement;

(c) generally for the purposes of this Act.

REPEAL

21. The Gold and Silver Markin° Act. 1908,
chapter 30, of the statutes of 1908, is hereby
repeated.

October 15, 1912

New York Letter

(Continued from page 2111)

To his surprise, he was informed by one of di,
Acting Deputy Collectors on the pier on Frida
that he could not enter as a foreign resident of tip
United States, as he was registered from 834 Fiftl
avenue, with an office at 165 Broadway. He woulc
therefore be treated as a resident of this country
and could only bring in belongings to the value o
$100 for each member of his party, he was told
Mr. Gould was allowed to take away all hi:

jewelry, and that of Mrs. Gould, worth more thai
$300,000 with the exception of three small pieces
worth some $250, on which he will pay duty to.
morrow. The jewels were released on the grount
that some pieces were bought in this country, and
others had been bought abroad, and the duty for
them had been paid on previous trips The Misses
Kelley were allowed to take their baggage and
jewelry without payment of duty, as they proved
they resided in England.
The members of the 14 Karat Club recently held

a meeting at Reisenweber's, at which time it was
decided to hold the next annual dinner of the
organization about January 20, 1.913.

Philip Jacoby, a well-known retailer at Kalispell,
Mont., was a recent visitor at the New York office
of THE KEYSTONE. Mr. Jacoby was in New York
making the purchases for his Holiday business.
The America Bead Company was defeated on

October 1 before the Board of United States
Appraisers when it was decided that necklaces
of glass beads and shells strung on cotton thread
with metal clasps, valued at more than 11 marks
per gross, were duitable at 60 per cent ad valorem
as jewelry, under Paragraph 434 of the Tariff act
of 1897

Valuable Jewelry Stolen

The theft of sixteen pieces of jewelry valued at
about $40,000 is being investigated by the Burns
Detective Agency. A reward of $1,000 is offered
for the recovery of the jewelry, which was stolen .
in July at a Summer resort near New York The
agency refuses to reveal the name of the victim.

It is feared the thieves will not attempt to pawn
the goods as they are, but will break the stones
from their settings and dispose of them through
fences The stolen articles are: Woman's large
pearl ring, the pearl surrounded by diamonds set
in platinum. Woman's large two-diamond plati-
num ring. One pair large pearl earrings. One
pair baroque pearl earrings, pearls very clear and
perfectly matched. Diamond chain two feet long,
with pendant of two pear-shaped diamonds.
Woman's diamond horseshoe pin. Horseshoe-and-
bit diamond pin. Corsage brooch of platinum, set
with nine large pearls, with diamonds in the
filigree among the pearls. None of the pearls is
pierced and all are very valuable. Large heart of
diamonds set in platinum. Woman's diamond-
studded open-faced watch, oval in shape. Dia-
monds are set about the face and the swivel is
studded with diamonds. Diamond bowknot, good
sized, two and a half or three inches across;
black ribbon inserted, and small diamonds pendant
from the edge of the ribbon.
A man who said he is John O'Neil, twenty-two

years old, went into Police Headquarters recently
and told Lieutenant Fogarty that he wanted to
give himself up on a charge of burglary. He said
he was wanted by the police of Springfield, Mass.,
for a burglary committed in that city April 7th last.
He said he was cold and hungry..
O'Neil said he served five years in the Charles-

town, Mass., prison for burglary and was, released
last January. He got a job with a circus, and on
April 7 in Springfield committed the burglary,
getting away with five diamond and five emerald
rings. The rings, he said he pawned in Boston
for $150.
He was held as a fugitive from justice. The

Springfield authorities asked headquarters to hold
the man.
The Board of United States General Appraisers

dismissed several protests, among them being one
by the A. T. Lewis & Son Dry Goods Company
of Denver, who asked that certain beaded hand-
bags for women be admitted at 45 per cent under
either Paragraph 199 or 332, instead of at 60 per
cent under Paragraph 421, Tariff act of 1909, as
assessed by the collector. Judge Sharretts
gave the decision.

'

There's Solid Merit
in

LK RINGS
Quality of material, quality of workman-
ship, and beauty and distinctiveness of
design all go to determine the value of a /

\ ring. In every one of these respects you /
will find

LK RINGS /
Far Ahead of the Standard

let

THE EL K,Alf.ANigyff"RI.,BUTTON
THE ONLY ONE PIECE CUFF BUTTON

Entire button, Post Bean and Front, is made of one piece of
continuous metal.

The lines and shape are scientific

The Post is not centered, but close to the edge of both
Bean and Front.
It is inserted easiest, sets easiest and is removed easiest.

JOSEPH L. HERZOG a CO.
Makers of LK 1hii,..)s

facceezi c4e.e.;-%!zellzax .494.
45-51 ROSE STREET (Cor. Duane) NEW YORK
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cA few EXAMPLES of
the justly celebrated
8-Day, HIGH-GRADE

66
2119

C7,0CIME)
2111rOver 1000 Styles
in Bronze and Brass,
Highly and Refined
Finished Cases, etc.,
to select from.

Tambour—Style 1 Tambour—Style 2-

Gothics (also Dorics)

Windsor

CLOCKS of QUALM

Yacht-Wheel Clock

The Sustily CELEBRATED 
6-Day, EIfigh-Grade

CLOCKS
Used and DEALT in by those DeaTraanding the BEST

DIV ON SALE BY LARGEST HIGH-CLASS RETAIL JEWELRY HOUSES
Very large variety. Sizes (dials) from 2;:( to 12 inches in diameter; cases in proportion. Prices from $21to $250. Mantel, Boudoir, Ship's Bell and Auto Clocks, especially desirable for Wedding, Holiday and General

IPIRE5ENTA1R PURPO5M5
Kir Outside of the large cities there are innumerable buyers who want for their own homes, or forpresentation purposes, a few Exclusively High-grade Clocks each year.

3111r To dealers in such places we suggest buying a 2'A.-inch Boudoir clock, listed at $21. This will showthe general high character of the "Chelsea " clocks, and from our Catalogue, furnished onrequest, you can sell other models. TRY IT.

YOU want the BEST? Ask for the "CHELSEA" clock

CHELSEA CLOCK CO.
Largest makers in America of exclusively 8-DAY, HIGH-GRADE CLOCKS

16 State Street : :
BOSTON, MASS., U. S. A.
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The Herschede Hall Clock Co.
Manufacturers of Superior Quality

HALL AND MANTEL CLOCKS
Cases

The well known standard of elegance and
superior quality of the cases made by us in the
past, are embodied in the many new and beau-
tiful designs of the "Adam'' "Colonial" and
other periods, which we added to our exten-
sive line this Fall.

Movements
"Herschede" made Tubular chiming move-
ments, made in our own extensive movement
factory in Cincinnati, have set a new high
standard in modern and scientific construction
and finish, containing important and patented
improvements not to be had in any any other
make Tabular chiming clocks of European or
American make. Our five and nine tube move-
ments are "Standardized" to the smallest
details, the great importance and benefit of
which are obvious to every discriminating
buyer wanting the best clock movement.

Our enlarged facilities enables us to fill all
orders without delay.

CATALOG ON REQUES7

The Herschede Hall Clock Co.
Office, Showrooms and Factories

1007-1015 Plum St. Cincinnati, Ohio, U. S. A.

A. I. HALL & SON
No. 87 Pacific Coast Agents
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THE new Hawthorne pattern with

its combination of grace, beauty and
simplicity has made an instantaneous suc—
cess with dealers in every part of the
country.

Its excellence of design, added to
our substantial plating of 20 to 50 per
cent `` heavier than standard" brands,
gives it a value your customer will
appreciate. 

Rockford Silverware is sold to the
retail jeweler exclusively and thousands
of dealers know what it means to buy
silverware like the Hawthorne pattern
that possesses greater wearing qualities
than other brands and carries with it a
protection from annoying competition.
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WHEN you fail to get satisfaction elsewhere —
when W when you want better service and quicker
attention send your order to the Knights-

Thearle Service.
You will need our service sometime—

you will use it sooner or later. Why not corn-
mence now and get the full benefit?

You get what you want when you order it
here and you get it quickly. We never sub-
stitute and we aim to fill every order the same day
its received. We can show a complete line of
the dependable kinds of jewelry and our supply
department can meet every emergency.

C. H. Knights-Thearle Co.
Columbus Memorial Bldg.

31 N. State St. CHICAGO

I 3

32 21
esEml

—4111211ki
'NH lig ill

7;31:i 3; 71 1"

DIAMONDS
WATCHES
JEWELRY
SILVERWARE
CLOCKS

TOOLS & MATERIALS

of the Briggs' Jewelry ads
that are reaching the eyes
and the minds of over
twenty-five million read-
ers of the national
magazines this Fall.
Do you grasp the
full significance
of this?
Do you rightly
U
what it means

to you and
your
store?

Do you
realize that

vo.v?I 
55 every jeweler• who carries and

displays Briggs'
Jewelry is going

to have the goods
of greatest and quick-

est salability ?
This advertising is going

to set thousands of men and
women asking for Briggs' Car-

men Bracelets, Chains and Fobs.
They are going to write to us and

we're going to send them to their
nearest dealers. Does that meanyou?

Dor We sell only to jobbers. Your
jobber has or can get Briggs' Jewelry

THE D. F. BRIGGS CO.
ATTLEBORO :: MASSACHUSETTS

•
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use it!
—when you order from our catalogue you are sure of reliable

goods--the right price quick sellers and exactly what you order.

We do not substitute because our stocks are so large we don't

have to. We fill orders promptly because we have an organiza-

tion that is large and competent.

Nearly half a century of experience has taught us how to give

our customers complete satisfaction.

Fifteen thousand jewelers buy from our catalogue because

it pays!
Do you ? Our new 1913 catalogue has been sent to the trade.

If you have not received one, write for it—then use it.

We strongly recommend buying early—as this promises to be

the busiest season the trade has had in years. A scarcity of

certain lines is very probable later.

OTTO YOUNG & CO.
Heyworth Building CHICAGO, ILL.

"THE HOUSE THAT REALLY PROTECTS THE JEWELER"

0 tober 15, 1912 THE

Japanese Sword Guards

A Interesting Branch of Artscraftmanship in
Nhich the Japanese Designers and Metal
Workers Excel

In the current issue of the interesting
lii tie organ of the Arts and Crafts So-
cities aptly entitled "Handicraft" the
p!ace of honor is given to an article on
panese sword guards by Francis Steward
ershaw, of the Department of Chinese

and Japanese Arts in the Museum of Fine
Arts, Boston. Mr. Kershaw treats the
subject of the Japanese sword guard or
tsuba, as it is called by the natives, under
four headings; the use for which it is
devised, its design, the technique involved
in its production and its color.
The portion of the article most interest-

ing to our readers is that which deals with
the process of manufacture, and is as
follows: The method of making a sword
guard is similar to the processes of smith-
ing, wood-carving, and inlaying in wood.
Whatever the metal used in making a
tsuba, it has in the first place to be beaten
into shape (good, serviceable guards have
never been cast) and if the forging is to
appear in the finished guard—as it does
in some of the iron tsuba, for instance—
that appearance has to be provided for
from the beginning. Irrespective of any
such intention, however, this initial pro-
cess requires skill and deep knowledge of
the properties of the metal which is being
forged; for upon the uniformity with
which the metal is compacted depends the
strength and the serviceability of the com-
pleted guard. In the case of steel guards
(and most "iron" tsuba are steel) the
strength is increased by a final tempering
the softer metals, such as copper and the
alloys of which copper is the foundation,
are hardened in the process of being beaten
into shape. Thus prepared, the disc is
ready for the design which it is to bear.
)or working out this, the tsuba-maker
I urns from smith to carver, and, if neces-
tary, inlayer. As carver, his method is
similar to that of a carver in wood; he
.'orks with chisels, driving them with a
ammer, and with files, saws, and drills.
)wing to the ductility of the material on
/hich he works, he also uses punches for
laanipulating the surface—heaping it up,
smoothing it, stretching it—but with this
mportant exception his technique does
iot differ from that of a carver in wood.
■s inlayer, on the other hand, his method
tiffers fundamentally from that of the
inlayer in wood; for he need not always
nake his inlay follow the exact pattern of
he bed, and he never uses solder or cement
0 hold the inlay in the place prepared
or it. He need not shape his inlay in the
xact pattern of the bed (except when its
exposed surface is to be level with the sur-
rounding surface) because the material
with which he works is ductile: he can
i:Iread it to fill every cranny of the bed.
rhe same quality enables him to dispense
yvith solder or cement in fixing his inlays
in place. For instance, in nunome inlay—
which is, properly speaking, a method of
laying gold or silver foil on, rather than in,

KEYS'TONE 2125

a metal surface—the tsuba-maker tools the
surface upon which he wishes the foil to lie
in such fashion as to provide it with nu-
merous tiny claws which hold the foil
firmly when it has been skilfully burnished
into them. Similar tiny roughnesses
tooled into the bottom of a bed in which
thick metal is to be laid, will serve to hold
it fairly well; but by far the best method of
inlaying metal is to undercut the sides of

SUSUKI RUSH AND FULL MOON-IRON PERFOR-

ATED AND CARVED

the bed, and, after roughening the bottom,
to drive in and spread the inlay. The
result, in section, is a dovetail—to borrow
an .apt word from the cabinet-makers—
and all good inlaying of metal by Japanese
workers (except nunome, which must be
made by its own slighter method) is done
in this secure and permanent fashion.
Whether the inlay is in relief or flat, the
dovetail holds it firmly, and allows it to be

FISHES AND BAMBOO-IRON PERFORATED

AND CARVED

carved freely. It also allows of inlaying
in inlaid metal,—a complication extremely
useful in working out intricate designs.
In this connection it must be remembered
that the inlay should always be softer
than the bed-metal, and that the purer the
metal the easier it is to use as an inlay.
Pure gold, pure silver, and pure copper,
consequently, are favorite metals with the

inlayer, though he uses wonderful alloys
as well. These I shall speak of more fully
later; just now their interest lies in the fact
that they are all suitable for inlaying in
iron, and equally fitted as bed-metals for
inlays of gold, silver, or copper.
One quality of all good tsuba, and es-

pecially of all iron tsuba that have been
well cared for, should be noted in con-
nection with the technique of the sword
guard maker, and that is their beauty of
surface. It is, perhaps, the loveliest
thing about them. Smooth like lacquer,
firmly soft, pitted, grained, or lustrous,
as the case may be, their surfaces are al-
ways left as they should be—delightful
to the eye and to the touch. They de-
clare, as nothing else could, the tsuba-
maker's knowledge of the properties of
metal, his deftness in handling tools, and
the patient skill with which he works.
I have left consideration of the color

which appears in Japanese sword guards
to the last because in the use of color in
metal work the Japanese can teach west-
ern craftsmen most. No one can have
seen the wonderful tones on iron tsuba—
tones of old leather, rich ruddy browns,
and blue blacks—or the patina of the
brazen and copper guards, without won-
dering by what magic the Japanese call
forth such beauty and such variety.
When7we learn what the magic is, our
wonder is changed to admiration for the
patient search for beauty which these
tones of metal evince and for the planned
and orderly life, both national and in-
dividual, which made the patient search
possible. The magic is nothing more nor
less than a hastening and fixing of the
process of oxidation. In the case of iron,
they rust it rapidly and watchfully by
means of frequent bakings in wet ferru-
ginous clay, and fix the color by successive
rubbings with oil. A hundred bakings
and a hundred applications of oil may be
none too many to secure the quality of
color sought. In the case of copper and
its alloys—brass, shakudo (copper and
two- to five-hundredths of gold) and
shibuichi (copper and six- to thirty-two
hundredths of silver)— the oxidation is
accomplished by means of a hot iron in a
solution of a copper salt, oiling, another
slight heating, and a final gentle rubbing
with the hand. The colors so obtained
are permanent except under friction. In
case of gold the Japanese have a similar
hot bath process, which instead of oxidiz-
ing, cleans and brings out the natural
Guinea gold color of the metal.
With a knowledge of these processes,

Japanese tsuba-maker has a rich and
wonderful palette to use in his designs,—
yellow of gold, white of silver, and a vari-
ety of orange tones in copper, of ruddy
browns and blacks in iron, of soft, lus-
trous purple blacks in shakudo, of delicate
grays and olive grays in shibuichi, and
olive yellows in brass. With them he can
produce the effect of brush drawings, give
distinctness to tiny details of relief work,
and enhance the pictorial value of his
designs. Above all he can give lovely
tones to his work and produce exquisite
and beautiful schemes and metallic color.
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DALLAS AND THE LONE STAR STATE

13 g State Fair Opens October 12—Attendance Expected to Surpass All Records—
Premiums and Purses Aggregate $75,000—Fifty-seven Counties Have Exhibits
in Agricultural Building

Dallas, October 8.—Launched twenty-six years
) it would be impossible to write of the un-
ralleled strides of Texas along all material and

moral lines for more than a quarter of a century
without writing a history of the State Fair of

xas. Like every other institution of great
m ignitude the State Fair of Texas has developed
from a very humble beginning. In 1872 the first
regular fair in this section was held. Out of this
grew the State Fair of Texas of today, recognized
now as the "Fair Without An Equal." Since
1886, when J. B. Simpson was president and Cap-
tain Sydney Smith was secretary, the manage-
ment of the fair association has distributed more
than $1,000,000 in cash premiums among the
farmers and livestock breeders of Texas. A com-
parison between the first fair and the fair of 1911
will but illustrate the wonderful benefits of this
educational campaign conducted by the manage-
ment. The Lone Star State is now termed the
" Garden of the Lord" by no less an illustrious
American than Theodore Roosevelt, and the home-
seekers of America are finding it out.
Texas has now the finest equipped fair grounds in

America. From the humble beginning of twenty-
six years ago it has steadily developed to what is
now the greatest annual fair on the continent of
North America. The value of the buildings and
grounds is now placed at $1,500,000, the result
of years of effort, civic patriotism and untiring
enterprise. Unlike other great fairs of the country
the State Fair of Texas does not receive a dollar
in support from the state government. It is owned
by the people and every cent of net income is put
back into the grounds in the shape of permanent
buildings and park features.
The fair without an equal will open in Dallas

Saturday, October 12, and will continue until the
night of October 27. Premiums and purses for
1912 aggregate $75,000, and the demand for space
by exhibitors is greater than ever before.
G. D. Squyres, formerly of Honey Grove, has

aocepted a position with P. Denitz, of Elgin.
James Sharp has accepted a position with Hough-

ton-Reardon Company in the tool and material
department.
E. G. Kennedy, of Kennedy Brothers Drug

Company, Wolfe City, was a recent visitor.
A. Burton who has been working for Saunders

I‘rug Company, Bonham, has opened a store at
Is hitesboro.
D. R. Peevey, of Farmersville, was a recent visi-

t ,r and purchaser in Dallas.
C. L. Norsworthy Company have added to

t left traveling force R. S. McCarley, a brother of
I 1 McCarley, vice-president of the firm, and indi-
c ,tions are that he will make equally as good a
t tveling salesman, if not a better one, than the
(1 reliable "Mc."
W. R. Jay, of Rockwall, was in the city buying

s,,me fill-in orders, he reports fine crops and he says
he will do a big business in his town.
A. G. Stevens has opened a repair shop at

DeLeon.
A. G. Moorefield, Waco, spent a few days in

Dallas replenishing his stock.
A handsome gold watch and chain is now in the

hands of the Shreveport police waiting identifica-
t on. The watch evidently was stolen, as a police
(Aker got it from a little negro boy about twelve
Yoars of age just as he was in the act of selling it
to a peddler for one dollar. The watch is a valuable
one, and the chain is heavy and attached is an
Odd Fellow charm. The watch is being held await-
ing an owner.
Oscar Gaston has accepted a position with Swift

Erothers & Smith, Nacogdoches.
D. C. McCarthy, has become associated with

G. W. Haltom, Fort Worth.
G. E. Cordell, Lone Star, spent several days in

lianas recently.
C. E. Purdom, bearing the title of "Silk Sox"

salesman for C. L. Norsworthy Company, has just
returned from one of the most successful and profit-
able trips that he has ever made during all of his

experience on the road, which has been for the
past twelve years. Mr. Purdom intends being in
Dallas during the fair, where he will be pleased to
meet all of his friends.

J. L. Welborn, the Akard street jeweler of this
city, recently made a trip to West Texas, con-
templating the purchase of a large tract of land.
Mr. Welborn is due to return in a few days.
Mr. Carden, formerly with Klar & Winterman,

Dallas, has been compelled to give up the bench on
account of his health.
C. E. Anderson, Pflugerville, has moved his busi-

ness to Hutto, a larger town, and we are sure he
will meet with better success.

J. N. Sanders, of Kemp, was in the city buying a
few fill-in orders; he reports trade good in his
vicinity.
B. L. Patterson has opened a repair shop in

Lancaster, purchasing his opening bill from Nors-
worthy-Frey Company.

Miss Belle Rounsaville, of Kansas City, Mo.,
expert engraver has become connected with the
Matthewson-Pelz Jewelry Company, Marshall.
Windt & Dwyer, formerly with Matthewson-

Pelz Jewelry Company, Marshall, have formed a
partnership and are opening a new store in Mar-
shall. Here's wishing them success in their new
venture.
Miss Jack, niece of T. M. Cave, Thorndale, who

has been receiving instructions in engraving at the
Dickson-Plath Jewelers' School has returned home,
having finished her course and is now awaiting
employment.
John R. Jones, extreme southern representative

of C. L. Norsworthy Company, has just returned
from a very extensive trip throughout that section
of the state and opened up a very nice business.
While on this trip Mr. Jones had the pleasure of
attending one of the famous Mexican Bull Fights,
and he claims that it was the most exciting occur-
rence he ever witnessed. Mr. Jones is now in
Dallas, and will be until after the fair.
In custody of Sheriff A. R. Anderson, of Harris

county, Texas, Marie Kelley, a young white
woman, arrested in Shreveport two days ago by
Patrolman D. D. Bazer, left the city Friday morn-
ing for Houston to face a charge of stealing costly
diamonds. She did not demand requisition papers.
Officer Bazer arrested the woman, who was stop-
ping in St. Paul bottom, on complaint of a Houston
woman, alleging the theft of a number of small
diamonds and pieces of jewelry, worth several
hundred dollars. To Custodian Dockery she stated
that she thought she was wanted by the Houston
authorities in connection with the disappearance of
some diamond ear screws she bought, on install-
ment plan, from a jewelry firm, for over $1,000.
The screws, she claimed, were stolen from her while
on a visit to New Orleans, and she displayed a scar
on one ear, saying it was made when the thief made
the robbery. She hadn't finished paying for the
jewelry, she stated.

Ell McCarley, vice-president of C. L. Nors-
worthy Company, has recently purchased a beauti-
ful home on Thomas avenue, in this city. Ell
McCarley Jr., is getting to be such a big man that
it was necessary for father to secure ample space
for him to play.
A. H. Leavitt, a prominent jeweler of Marietta,

Okla., was in Dallas recently, making large pur-
chases for his Fall trade. Mr. Leavitt is known to
his most intimate friends as "Major," and is at
this time enjoying splendid health.

J. H. Huff, Comanche, recently suffered by fire.
He is now in Dallas making purchases restocking
and furnishing his store.
W. T. Rogers, Madisonville, was a recent visitor

in Dallas.
J. S. Tunstill, Roscoe, was a purchaser in the

local markets.
W. R. Harsley recently with P. S. Park, of

Bryan, who has been very ill for the past three
months is now recuperating at Mineral Wells.
R. D. Sanders, of Paris, was in the city looking

after some extra workmen, for he stated he would

be compelled to increase his force owing to the
increased business.
M. Glick, formerly with Linz Brothers' whole-

sale department, now located in New York City,
was in town and reports conditions highly satis-
factory throughout the country and more particu-
larly in Texas.
M. L. Barnett, secretary and treasurer of C. L.

Norsworthy Company, has recently moved his
family from Dallas to cool Oak Cliff, where he is
very pleasantly domiciled at 600 West Twelfth
street.
Gus White, of Commerce, Texas, was recently

in Dallas, buying his opening stock. Mr. White
has been employed by Dee Wheatley, a jeweler of
that place, for years, but is now branching out for
himself.
R. L. Reese, an old jeweler, formerly of Corsi-

cana, was in Dallas recently, investigating a
location. Mr. Reese closed out his business in
Corsicana several months ago, and has been since
that time looking for another location.
C. W. Goodin, a prominent jeweler of McKin-

ney, Texas, was in Dallas recently, making some
Fall purchases.
At a reception and dance at the home of Mr.

and Mrs. Z. Glick, on Sunday in Terrell, the en-
gagement of their daughter, Bessie, and Sam
Sharfstein was announced. The wedding will take
place November 17.
Earnest Brockett, Itasca, recently created quite

a sensation in his town by having a South Bend
watch baked in a loaf of bread in his show window
for three hours. S. W. Rauch across the street
froze a watch of the same company's make in a
cake of ice in his window.
M. W. Walker, Waxahachie, is the proud father

of a little girl, born September 27.
Clyde Rhoads, Hillsboro, partner Rhoads

Brothers, was a member of a recent trade excursion
from his town.

Frank Miesch, popular jeweler, Clarksville, has
just returned from an extended trip through the
east visiting Chicago, Detroit and New York.
E. K. Clarke, watchmaker for Frank Miesch is

taking a special course in Optics in Kansas City,
Mo.
Fred Frye, manufacturer for N. C. Hall, Fort

Worth, was in Dallas recently.
P. D. Fudge accepted position as head watch-

maker with Henry Iversen & Co., Corsicana.
C. E. Bowman, was in Dallas recently purchas-

ing new fixtures and stock, as he is enlarging his
store.
W. H. Fields, record clerk, H. H. Hawley Com-

pany, has just returned from a visit to his home in
Brownsville.
H. H. Hawley, president, H. H. Hawley Com-

pany, has just returned from a visit to his west
Texas Ranch, near Plainview, where he is having
an irrigation plant installed for the purpose of
taking care of the 1,600 acres which is to be planted
in alfalfa, etc.
C. L. Meek has opened a new store in west,

Texas.
B. M. McGregor and Wife, Ferris, were recent

visitors in Dallas.
W. J. York, traveling representative for Hough-

ton-Reardon Company, spent a few days in Dallas
replenishing his stock and reports the most suc-
cessful trip he has ever made for his house.

J. H. Tobin, formerly with George F. Flynt,
Mineola, is now with Haden & Whitney, Tyler.
The firm of Whitney & Haden seem to be in

hard luck, as Mr. Haden is down with an injured
ankle and bursted blood vessels, and Mr. Whitney
is down with a fever.
Houghton-Reardon Company are moving into

their handsome new large quarters on the second
floor of the Commonwealth Bank Building across
the street from their present location.
A. A. Nilson, Denison, has accepted a position

with the Art Loan Company, Wichita Falls.
C. L. Norsworthy, president of C. L. Nors-

worthy Company, has recently purchased a new
1913-Model 'Benzine Buggy.' Mr. Norsworthy
states that it runs as fine as can be and hopes to
have the pleasure of having his friends enjoy his
new car with him.
E. M. Reardon Jr., secretary-treasurer, Hough-

ton-Reardon Company, was injured about the
head recently in cranking his car, several stitches
having to be taken in his scalp.

(Continued on page 2181)
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Pearl Mussel Culture and the Pearl Button Industry

Localities Where Pearl Mussels are Found—Middle West Supplies Greatest
Number—Mussel Culture Station of Government Located at Fairport, Iowa—
Biologists Have Devoted Years to the Subject

Almost every Washington employe of the bureau

of fisheries has, at some time in his or her experi-
ence—especially her experience—been asked what
sort of work was done in that old red brick building
down in the Mall, says a writer in the New York
Herald. The inquiry is, moreover, usually made
in a tone which indicates the deepest mystification
in the mind of the questioner. One good lady
was much distressed in behalf of a friend whom she
pictured as engaged in the disagreeable task of
handling slimy fish all day long.
In truth, however, the activities of the bureau

of fisheries are often somewhat unexpected. It
hardly occurs to the average man to connect this
branch of the federal service with his collar button,
for instance; and his wife probably does not think
of it when she buys dozens of the white disks sewed
in their neat rows on cards and lying on the notion
counter.

Mussel Culture Station

The notion counter and the more elaborate
button counter as well will be considerably affected
by some recent activities of the government fisher-
ies service. Most of the pearl buttons are made
of fresh-water pearl, which is yielded by the shells
of fresh-water mussels. The mussel fishery, sup-
porting as it does a manufacturing industry with
an animal output of millions of gross of a very
necessary article is so important a matter that
the bureau of fisheries has built and equipped a
laboratory and mussel culture station especially
in its behalf.
Up to twenty years ago, however, this industry

did not exist. Except the expensive "real" pearl
buttons, made from ocean shells, any pearl buttons
used in the United States had to come from abroad
—where they were cheap enough in the markets,
but were subject to prohibitive duty in the Ameri-
can custom houses. Then, in 1891, an enter-
prising German named Boepple, came to this coun-
try and built a button factory at Muscatine, Iowa.

This was the beginning of the mussel fishery
of the Mississippi valley and of the fresh-water
pearl button industry of the United States. These
ordinary mussels, or fresh-water clams, familiar
to every youngster who ever waded the creeks, had
remained in their abundance all those years un-
utilized. Today they support 150 factories, which
employ some 5,400 people and represent nearly
$3,300,000 of capital. Their products are worth
about $5,000,000 a year.

Varieties of Pearl Buttons

Except Connecticut none of the eastern states
produces the kind of mussels that possess shells
suitable for buttons. The productive region is the
Mississippi valley, chiefly the great river itself,
and the Ohio, Wabash and Illinois. This throws
the biggest part of the industry, fishing and manu-
facturing combined, to the states of Iowa, Illinois
and Indiana. But New York has the largest but-
ton factories, with an output worth nearly $2,000,-
000 a year, made from raw material furnished by
the Mississippi region. New Jersey manufac-
tures buttons to the value of $481,000, and Penn-
sylvania, $333,732.
The pearl button industry, however, like every

other enterprise dependent upon a natural re-
source, developed its conservation problem. There
were still all the mussels that were needed, but it
was plain there would not always be. The mussel
fishermen, with their crowfoot dredges and the
cheerful improvidence that characterizes the whole
fishing brotherhood captured small mussels along
with the large ones, and though the thin, immature
shells are valueless for buttonmaking, they were
seldom put back in the water to mature. The
future supply was imperiled, and remedy must
be sought in one or both of the two possible ways—
protection of the beds by legal restriction of fishing,

or increase of the supply by some method of culti-
vation if that should be practically possible.

Government to the Rescue

So the government was appealed to by the pearl
button manufacturers, and the result is today a
mussel culture station at Fairport, Iowa, which it is
intended shall restock the depleted streams and
establish new mussel beds in suitable localities.

This kind of achievement has necessarily been
chiefly the work of biologists, and was naturally the
task of the United States bureau of fisheries.
That bureau employed specialists who have given
several years to the problem, and though admit-
tedly they have made but a beginning, it is a begin-
ning which makes practical results. Prof. George
Lefevre and Prof. Winterton C. Curtis of the
University of Missouri have done the chief part of
the work, experimenting in their laboratories at
Columbia and at the laboratories of the govern-
ment.

Varieties of Pearl Buttons

The first step in an attempt toward artificial
propagation of any kind of animal is to discover
the most hazardous period of its life. And if the
animal brings forth young in large numbers the
point of attack is clearly indicated to be in the
early stages of the animal's growth.. The fresh-
water mussel carries in its brood pouch hundreds
of thousands, or even millions, of embryo young
—so many that if all reached maturity there would
be nothing known like their numbers in all the
animal kingdom. Somewhere, obviously, in the
young mussel's life, a wholesale destruction occurs,
and it is there that man's agency can effectively
intervene.

Fortunately for early practical results, Dr.
Lefevre and Dr. Curtis did not have to work out the
natural history of the fresh water mussels from the
beginning. All of the 400 species existing in the
Mississippi valley belong to families well known
to European biologists, and the dozen or so kinds
of shells that are fit for button making had been
studied in a general way at least. So it was known
that the minute larvae thickly embedded in the
fluted edges of the mussel's gills were not parasites,
as once supposed, but the offspring of the mussel
itself, whose gills function as a marsupium or
brood pouch, and do not discharge the embryos
until the latter have come out of the egg membrane
and are ready for a new mode of existence. It was
also known that the succeeding stage of these larvae
was passed in parasitism, after which the young
mussel issued forth for an independent career.

Safeguarding the Larvae

It was to the details of this life history, what
practical opportunities it offered, that Dr. Le-
fevre and Dr. Curtis bent their energies. The
most critical period for the young mussel was ob-
viously just after birth, in the chances encountered
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between, on the one hand, smothering in the san 1
of the bottom or being devoured as a microscop
particle of food by one of its myriad enemies, am,
on the other hand, securing safe lodgment on th
fin or in the gills of some passing fish. For witl •
out fish the young mussel cannot live. Blac
bass, rock bass and sunfish are this frail creature'
best friends, and once it secures a hold upon fi
or gills it is safe until able to look after itself. Bu
there is such a great chance of no fish being acceH
sible at the crucial moment that millions of th
newly emerged larval mussels die for the lack of I
host. Thus the necessity of the case and at th
same time the culturist's opportunity are to pro-
vide the host.
The bureau of fisheries can easily do that, of

course. In the Mississippi region its principal
work is the collection of millions of young bass and
sunfish every spring and summer, when, after the
annual floods, the overflowed streams have re-
turned to their banks and left these young fish
in sloughs and pools where they would die when
the dry weather comes. This is in itself a very
nice work of conservation. It will become a really
prodigious economy when these same fish are made
to serve as carrier of the parasite mussels.
The mode of procedure, however, was not ar•

rived at without study and continued experiment.
Indeed, there are many aspects yet to be studied.
It was not known at first, for instance, that one
kind of fish was not as good as host as another, or
that all were not equally good hosts for all species
of mussels. It proved, though, that carp and the
catfishes resist the infection with some kinds of
larvae, and that some kinds of fish, on the other
hand, are so susceptible that they may be easily
killed by the process of infection. Even the black
bass and sunfish, the best of all, will not bear over-
infection, and it was of course desirable for econ-
omy's sake to determine just what was the proper
degree, both with reference to number of mussels
and survival of fish.

Interesting Microscopic Study

Besides which, and before which, in fact, must
be known just how the larval mussels attach them-
selves and how to facilitate the process of contact
with the fishes. This involved the study of some
interesting microscopic details.
The larva that emerges from the brood pouch,

its mother's gills, is called a glochidium, and it is a
few tenths of a millimeter in diameter. According
to the species of mussel, however, the glochidia are
of two types—with hooks on their tiny valves, or
without. Those with hooks can clutch at a sub
stantial surface; those without must choose a more
delicate membrane upon which to close their tigh
little shells.

It follows very naturally that the hooked gloc-
hidia may be found upon the fins of the fish, while
the hookless type will fasten upon the gills—fo:
a fish breathes by opening its mouth, the glochi
dium is carried with the water into contact witl
the gills, and there it takes its hold upon the deli-
cate filaments. Once the clutch is accomplished
the tissue of the fish reacts and within a few hour
has formed a covering over the mussel. Thu
encysted the little parasite, visible to the naked ey,
upon close examination, remains for a period whicl
may be from nine to thirty-six days, living upo:
the tissues of the fish.
At the end of that time the cyst is ruptured, the

larval shell, now developed into a young musse
with a rim of adult growth and full-fledged adul
habits, drops off and settles upon the bottom for a:
independent existence. If it falls upon unsuitabli
bottom it will die, of course, and here again are
tremendous chances to encounter. The musse
beds are records of survivals—millions of th(
meta-morphosed glochidia fall on unsuitabb
bottom and are lost. Wherever the condition;
are good, survivals are numerous and the musse'
beds are the result.

It is to this point that the investigations of th(
bureau of fisheries have carried the problem. They
have proved that the first great crisis of the youn:
mussel's life can be successfully overcome by anti-
ficial aid, and even if the second critical period
should never be conquered, an enormous saving
has been accomplished.
So the work of the Fairport station at present

is this: To secure the spawning mussels, to secure
the fish which shall serve as carriers, to bring about

(Continued on page 2129)
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Pearl Mussel Culture and the Pearl Button Industry

Localities Where Pearl Mussels are Found—Middle West Supplies Greatest
Number—Mussel Culture Station of Government Located at Fairport, Iowa—
Biologists Have Devoted Years to the Subject

Almost every Washington employe of the bureau
of fisheries has, at some time in his or her experi-
ence—especially her experience—been asked what
sort of work was done in that old red brick building
down in the Mall, says a writer in the New York

Herald. The inquiry is, moreover, usually made
in a tone which indicates the deepest mystification
in the mind of the questioner. One good lady
was much distressed in behalf of a friend whom she
pictured as engaged in the disagreeable task of
handling slimy fish all day long.
In truth, however, the activities of the bureau

of fisheries are often somewhat unexpected. It
hardly occurs to the average man to connect this
branch of the federal service with his collar button,
for instance; and his wife probably does not think
of it when she buys dozens of the white disks sewed
in their neat rows on cards and lying on the notion
counter.

Mussel Culture Station

The notion counter and the more elaborate
button counter as well will be considerably affected
by some recent activities of the government fisher-
ies service. Most of the pearl buttons are made
of fresh-water pearl, which is yielded by the shells
of fresh-water mussels. The mussel fishery, sup-
porting as it does a manufacturing industry with
an animal output of millions of gross of a very
necessary article is so important a matter that
the bureau of fisheries has built and equipped a
laboratory and mussel culture station especially
in its behalf.
Up to twenty years ago, however, this industry

did not exist. Except the expensive "real" pearl
buttons, made from ocean shells, any pearl buttons
used in the United States had to come from abroad
—where they were cheap enough in the markets,
but were subject to prohibitive duty in the Ameri-
can custom houses. Then, in 1891, an enter-
prising German named Boepple, came to this coun-
try and built a button factory at Muscatine, Iowa.
This was the beginning of the mussel fishery

of the Mississippi valley and of the fresh-water
pearl button industry of the United States. These
ordinary mussels, or fresh-water clams, familiar
to every youngster who ever waded the creeks, had
remained in their abundance all those years un-
utilized. Today they support 150 factories, which
employ some 5,400 people and represent nearly
$3,300,000 of capital. Their products are worth
about $5,000,000 a year.

Varieties of Pearl Buttons

Except Connecticut none of the eastern states
produces the kind of mussels that possess shells
suitable for buttons. The productive region is the
Mississippi valley, chiefly the great river itself,
and the Ohio, Wabash and Illinois. This throws
the biggest part of the industry, fishing and manu-
facturing combined, to the states of Iowa, Illinois
and Indiana. But New York has the largest but-
ton factories, with an output worth nearly $2,000,-
000 a year, made from raw material furnished by
the Mississippi region. New Jersey manufac-
tures buttons to the value of $481,000, and Penn-
sylvania, $333,732.
The pearl button industry, however, like every

other enterprise dependent upon a natural re-
source, developed its conservation problem. There
were still all the mussels that were needed, but it
was plain there would not always be. The mussel
fishermen, with their crowfoot dredges and the
cheerful improvidence that characterizes the whole
fishing brotherhood captured small mussels along
with the large ones, and though the thin, immature
shells are valueless for buttonmaking, they were
seldom put back in the water to mature. The
future supply was imperiled, and remedy must
be sought in one or both of the two possible ways—
protection of the beds by legal restriction of fishing,

or increase of the supply by some method of culti-
vation if that should be practically possible.

Government to the Rescue

So the government was appealed to by the pearl
button manufacturers, and the result is today a
mussel culture station at Fairport, Iowa, which it is
intended shall restock the depleted streams and
establish new mussel beds in suitable localities.

This kind of achievement has necessarily been
chiefly the work of biologists, and was naturally the
task of the United States bureau of fisheries.
That bureau employed specialists who have given
several years to the problem, and though admit-
tedly they have made but a beginning, it is a begin-
ning which makes practical results. Prof. George
Lefevre and Prof. Winterton C. Curtis of the
University of Missouri have done the chief part of
the work, experimenting in their laboratories at
Columbia and at the laboratories of the govern-
ment.

Varieties of Pearl Buttons

The first step in an attempt toward artificial
propagation of any kind of animal is to discover
the most hazardous period of its life. And if the
animal brings forth young in large numbers the
point of attack is clearly indicated to be in the
early stages of the animal's growth.. The fresh-
water mussel carries in its brood pouch hundreds
of thousands, or even millions, of embryo young
—so many that if all reached maturity there would
be nothing known like their numbers in all the
animal kingdom. Somewhere, obviously, in the
young mussel's life, a wholesale destruction occurs,
and it is there that man's agency can effectively
intervene.

Fortunately for early practical results, Dr.
Lefevre and Dr. Curtis did not have to work out the
natural history of the fresh water mussels from the
beginning. All of the 400 species existing in the
Mississippi valley belong to families well known
to European biologists, and the dozen or so kinds
of shells that are fit for button making had been
studied in a general way at least. So it was known
that the minute larvae thickly embedded in the
fluted edges of the mussel's gills were not parasites,
as once supposed, but the offspring of the mussel
itself, whose gills function as a marsupium or
brood pouch, and do not discharge the embryos
until the latter have come out of the egg membrane
and are ready for a new mode of existence. It was
also known that the succeeding stage of these larvae
was passed in parasitism, after which the young
mussel issued forth for an independent career.

Safeguarding the Larvae

It was to the details of this life history, what
practical opportunities it offered, that Dr. Le-
fevre and Dr. Curtis bent their energies. The
most critical period for the young mussel was ob-
viously just after birth, in the chances encountered
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between, on the one hand, smothering in the san
of the bottom or being devoured as a microscop
particle of food by one of its myriad enemies, an
on the other hand, securing safe lodgment on th
fin or in the gills of some passing fish. For witl
out fish the young mussel cannot live. Blac
bass, rock bass and sunfish are this frail creature
best friends, and once it secures a hold upon fi
or gills it is safe until able to look after itself. Bu
there is such a great chance of no fish being acce. •
sible at the crucial moment that millions of th •
newly emerged larval mussels die for the lack of t
host. Thus the necessity of the case and at th
same time the culturist's opportunity are to prc-
vide the host.
The bureau of fisheries can easily do that, c,

course. In the Mississippi region its principt I
work is the collection of millions of young bass an,
sunfish every spring and summer, when, after th
annual floods, the overflowed streams have re-
turned to their banks and left these young fish
in sloughs and pools where they would die when
the dry weather comes. This is in itself a ver
nice work of conservation. It will become a really
prodigious economy when these same fish are mad(
to serve as carrier of the parasite mussels.
The mode of procedure, however, was not ar-

rived at without study and continued experiment.
Indeed, there are many aspects yet to be studied
It was not known at first, for instance, that one
kind of fish was not as good as host as another, or
that all were not equally good hosts for all specie,
of mussels. It proved, though, that carp and the
catfishes resist the infection with some kinds of
larvae, and that some kinds of fish, on the other
hand, are so susceptible that they may be easily
killed by the process of infection. Even the black
bass and sunfish, the best of all, will not bear over
infection, and it was of course desirable for econ-
omy's sake to determine just what was the proper
degree, both with reference to number of mussels
and survival of fish.

Interesting Microscopic Study

Besides which, and before which, in fact, musi
be known just how the larval mussels attach them-
selves and how to facilitate the process of contact
with the fishes. This involved the study of some
interesting microscopic details.
The larva that emerges from the brood pouch,

its mother's gills, is called a glochidium, and it is
few tenths of a millimeter in diameter. Accordim
to the species of mussel, however, the glochidia ar,
of two types—with hooks on their tiny valves, o
without. Those with hooks can clutch at a sub
stantial surface; those without must choose a mor,
delicate membrane upon which to close their tigh
little shells.

It follows very naturally that the hooked gloe
hidia may be found upon the fins of the fish, whil,
the hookless type will fasten upon the gills—fo
a fish breathes by opening its mouth, the glochi
dium is carried with the water into contact witl
the gills, and there it takes its hold upon the deli
cate filaments. Once the clutch is accomplished
the tissue of the fish reacts and within a few hour
has formed a covering over the mussel. Thu
encysted the little parasite, visible to the naked ey.
upon close examination, remains for a period whicl
may be from nine to thirty-six days, living upoi
the tissues of the fish.
At the end of that time the cyst is ruptured, tin

larval shell, now developed into a young musse
with a rim of adult growth and full-fledged adul
habits, drops off and settles upon the bottom for at
independent existence. If it falls upon unsuitabb
bottom it will die, of course, and here again ar,
tremendous chances to encounter. The musse
beds are records of survivals—millions of th(•
meta-morphosed glochidia fall on unsuitabh
bottom and are lost. Wherever the condition,
are good, survivals are numerous and the musse
beds are the result.

It is to this point that the investigations of th(
bureau or fisheries have carried the problem. The
have proved that the first great crisis of the younl
mussel's life can be successfully overcome by anti
ficial aid, and even if the second critical perio(
should never be conquered, an enormous savin[
has been accomplished.
So the work of the Fairport station at presen'

is this To secure the spawning mussels, to secure
the fish which shall serve as carriers, to bring aboul
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le Action of Radium Rays
on Blue Sapphires

and Blue Rock Salt

By DR. A. MIRTH% in Prometheus

Lt is well known that radium–rays produce
p. 'uliar changes of color in many minerals. I
w -11 here to describe some experiments which
a pear to indicate a remarkable connection be-
t, een the coloration of blue sapphires and that of

. so-called blue rock salt.
-;apphires belong to the class of gems which are
1st changed in color by radium rays. In the
.t five years I have exposed to these rays many
ndreds of sapphires of various origin and also

Si ne artificial blue sapphires made by the Dent-
s( iie Edelstein-Gesellschaft.

Ceylon Sapphires

Natural sapphires of diffet ent origin behave very
di Iferently under the dichroscopic lens. As,
hi wever, the origin of cut stones is often uncertain
I prefer to classify the stones by their behavior,
rat her than by their origin. One group is composed
of the colorless pale yellow or pale blue sapphires
whose origin is usually given as Ceylon. I have
examined a great many of these stones, both cut
and uncut, which undoubtedly came from Ceylon.
In accordance with their light color they showed
scarcely any appreciable dichroism under the
dichroscopic lens.
Dark yellow natural stones show traces of dich-

roism in the form of a lighter yellowish-green and
a darker orange-colored image. The pale blue
Ceylon sapphires show either no dichroism or a
\ cry feeble one, in which the two images differ only
ill brightness but not in color. Dark blue Ceylon
sapphires usually show a deep blue and a violet
image, less frequently a deep blue and a light gray-
blue image. The Australian sapphires behave
ory differently. These stones, which are always
ary dark cyan-blue, gray-blue or green blue or
.,llow-blue and frequently show yellow or greenish
ellow patches, exhibit under the dichroscopic lens

a deep blue and a light yellow-green, gray or
g• een-blue image.

Cashmere and Burmah Sapphires

Still different phenomena were shown by blue
ipphires, supposedly from Cashmere and Burmah,

• ime of which, like the dark Ceylon stones, gave
, blue and a violet, or a very dark blue and a light
t. ay-blue image.
The paler artificial sapphires usually give two
ue images differing in brightness, but very little

I color, while the darker stones show a very deep
I ue image beside a lighter gray-blue one. Among
,e artificial stones, however, are found many
filch resemble the Ceylon sapphires and a gem
hich resembles the Australian sapphires in behav-
r under the dichroscopic lens.
As all the artificial stones were made by the
tine process, so far as I know, it appears probable
tat these differences are caused by impurities in
le clay used in their production.
Similar impurities probably account for the
triety in the behavior of natural stones. Nothing
rutin is known of the cause of the color of natural
Imes; some authors attribute it to iron and
itnium, others to organic ingredients.

Three Classes of Sapphires
In regard to their behavior under radium rays
atural sapphires may be divided into three classes.
he first class consists of colorless, pale blue or
ht yellow stones, and includes all the light

Mored Ceylon sapphires. In this class strong
reparations of radium intensify the yellow tint
ih extraordinary rapidity: pale yellow stones
ecoming deep yellow, colorless stones straw
olored or golden, and pale blue stones light yellow
r yellowish-green. These changes are not per-
tanent. For example: the yellow tint produced
the pale blue stones by from twelve to twenty-

tor hours radiation vanishes rapidly in daylight
slowly in darkness, and in four to eight weeks

Ile original bluish tint is completely restored.
milarly the changes produced by radiation in
he colorless and pale yellow stones disappear,
hough less rapidly. The last-named stones are

also deepened or darkened in tone by cathode rays

and by ultra-violet rays, and these changes likewise
gradually disappear.

Quite different is the behavior of the dark blue
sapphires whether obtained from Ceylon, Australia,
Siam, or Central Asia. These stones can be divided
in two distinct classes; those which show a pure
blue and a violet image, and those which show
a blue and a yellow-green image under the dich-
roscopic lens. The former, which are never found
among the Australian stones, are very refractory
to the action of radium rays. In a few of them a
trace of a violet coloration may be observed, but
the rest remain absolutely unchanged in tint, even
after weeks of radiation. The stones of the other
class are altered slowly, but in a very striking
manner by radium rays. Often they appear to
shade toward violet after a few hour's radiation,
but after two or three days a greenish tint appears,
and in eight or ten days the color has become a
dirty dark-green. This change of color, in contrast
to the very fugitive change of the pale Ceylon
stones, appears absolutely permanent at ordinary
temperature even in bright sunlight, but the
original color is restored by heating to about 200
deg. Cent.

Artificial Sapphires

The behavior of the artificial sapphires is still
different. The colorless stones become grayish
yellow, but never assume the brilliant color which
radiation produces in the pale natural Ceylon
stone. The color disappears quickly in the light
and persists only a few weeks in darkness. The
pale blue artificial stones never become yellow, but
only assume a greenish tint, which is not affected
by light, but is quickly destroyed by heating. The
dark blue artificial stones either show no change
under radium rays or become slightly greenish.
From all these observations I conclude that both

artificial and natural sapphires can be divided in
two distinct classes; the dark blue stones, upon
which radium rays exert very little or no effect and
the pale stones which are very easily affected by
radium.

It is a very remarkable fact that the same phe-
nomena are repeated in the case of the so-called
blue rock salt. In many salt mines small masses
and single crystals are found which show a blue
color throughout or in spots. By close examination
it is possible to recognize two distinct varieties, in
one of which the crystals have a uniform pure
sky-blue tint, while the other variety is charac-
terized by deep indigo-blue spots or even dark
blue entire crystals. In some cases the color is so
deep that light passing through a section 1/25
inch thick is colored deep blue. These two varie-
ties show typical differences in their behavior
toward radium rays. The sky-blue salt becomes
paler after a few hours radiation, and its color is
changed to a brownish yellow by twenty-four hours
radiation. This variety, therefore, resembles the
pale Ceylon sapphire in behavior. If, on the other
hand a thin section of the indigo variety of rock
salt is laid upon a strong radium preparation, no
change of color is observed in the first few days.
After about two weeks, the color shades toward
violet and it finally becomes a deep claret. A
specimen, originally very dark in color, showed no
change even after six months' radiation while a
slightly paler specimen exposed at the same time
showed the deep claret hue in some places and
retained its original indigo color in others. The
dark variety of rock salt, therefore, behaves
essentially like those varieties of sapphire which
are little affected by radium rays. It resembles
such sapphires also in the fact that its color is not a
bright, but a grayish blue. It would be rash to
infer from this analogy an idenity in the source of
color of the sapphire and the blue rock salt, but
these observations may ultimately aid in explaining
this peculiar coloration of rock salt. Translated by
Scientific A rican Supplement.

Pearl Mussel Culture
and the Pearl Industry

(Continued from page 2128)

the contact of glochidia and fish with optimum
effect, and to release these fish in streams where
both fish and mussels may be expected to thrive.
For this purpose ponds are provided for the fish,
and tanks, in the station buildings, are especially
equipped for performing the infection process.
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Numerous small jets of water from the bottom of
the tank keep the glochidia suspended in the body
of water, in order that contact with the fish may
more readily occur.
The program of the Fairport station is, more-

over, peculiarly practical in other respects. Mem-
bers of its staff and other specialists have examined
various streams to discover their present mussel
supply, or the possibilities of restocking. So far
such exploration has been made in the Maumee
river, Ohio; the Kankakee river, in Indiana and
Illinois; Big Buffalo Fork of the White river, Ar-
kansas; the Cumberland river, in Tennessee and
Kentucky, and some other streams. And not only
does the work look to replenishment of the mussel
beds, but the experts of the bureau of fisheries ap-
praise the streams as to their value from the stand-
point of the fisherman or the manufacturer—this
especially in the case of newly found mussel-pro-
ducing areas.
In the Kankakee river, for instance, it has been

found that upon certain beds the mussels are of
specific kinds and grades, which are worth at ex-
tremes $11 to $64 a ton, but for the most part range
from $30 to $40 per ton. Elsewhere, perhaps, the
shells are thin or ill-shaped, and worth much less.
It is an interesting fact that the government's
expert who has so far made such appraisements
was J. F. Boepple, who died recently in Muscatine,
the man who established the first fresh-water
pearl button factory in this country, but, through
misfortune in the industry which he had turned
into fortunes for others, spent his last years depen-
dent upon the salary the government pays for such
services.

Location a Factor

The quality of the mussel shell for button pur-
poses is a matter not only of the species, apparently
but has some relation to the abundant limestone in
the soil of the Mississippi river beds. At all
events, the eastern states, except Connecticut,
produce no mussel shells sufficiently hard or thick
to be useful. It takes the "niggerhead" and
"mucket," chiefly, of the middle west, with also
the "sand shell" and "deerhorn," to furnish suit-
able white or cream-colored nacre, suitable thick-
ness and sufficient toughness to withstand the saw-
ing and grinding without splitting and to undergo
polishing without being left too thin for the button.
The pearl button factories have a special kind of
machinery which itself supports a not inconsider-
able manufacture for this sole market.

Besides the common pearl buttons, which sell
in the stores for 5 to 75 cents a dozen, according
to size, the mussels yield incidental products of
considerable value. Some shells which cannot be
economically cut into button blanks, as the first
rough disks are called, can be advantageously used
for knife handles, buckles and such things. Others
contain, in the hinge of the valves the irregular
pieces of nacre called slugs, or baroques, which
are used for scarf pins, hat pins, brooches and vari-
ous other kinds of inexpensive ornament. Still
others occasionally contain pearls of genuine value.
As everybody knows, the famous fresh-water
pearl, worth $20,000, which was set for the Em-
press Eugenie, came from a mussel in a Wisconsin
river.
There is, indeed, a pearl fishery associated with

the mussel fishery proper, as well as independent
of it and sporadic. It is a very uncertain calling,
naturally and very destructive to mussel beds,
since quantities of shells must be opened without
finding a pearl. There were, however, $300,000
worth of pearls found in 1908, which compares
somewhat closely with the $392,000 earned by the
mussel fishermen for their 81,869,000 pounds of
shells. Of both shells and pearls, far the largest
total value comes from Illinois streams.
The mussel experts of the bureau of fisheries are

collecting data as to the species of mussel's most
prolific of pearls and expect to apply this informa-
tion in connection with the environment in the
different localities. A worm parasite is known to
be the cause of the pearl by means of the irritation
its presence occasions to the mussel. It may be
possible eventually to inoculate mussels with this
parasite for the purpose of producing pearls, or
to plant them in a locality known to be infected
with this organism. The similar problem in the
case of the pearl oyster of the orient has not yet
been fully solved, but there seems reason to be-
lieve the difficulties might be less in the case of the
fresh-water mussel.
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'I he Action of Radium Rays
on Blue Sapphires

and Blue Rock Salt

By Da. A. MIETHE, in Prometheus

Et is well known that radium:rays produce
culiar changes of color in many minerals. I

w 4h here to describe some experiments which
appear to indicate a remarkable connection be-
tween the coloration of blue sapphires and that of
the so-called blue rock salt.
Sapphires belong to the class of gems which are

most changed in color by radium rays. In the
last five years I have exposed to these rays many
hundreds of sapphires of various origin and also
some artificial blue sapphires made by the Deut-
sche Edelstein-Gesellschaft.

Ceylon Sapphires

Natural sapphires of different origin behave very
differently under the dichroscopic lens. As,
however, the origin of cut stones is often uncertain
I prefer to classify the stones by their behavior,
rather than by their origin. One group is composed
of the colorless pale yellow or pale blue sapphires
whose origin is usually given as Ceylon. I have
examined a great many of these stones, both cut
and uncut, which undoubtedly came from Ceylon.
In accordance with their light color they showed
scarcely any appreciable dichroism under the
dichroscopic lens.
Dark yellow natural stones show traces of dich-

roism in the form of a lighter yellowish-green and
a darker orange-colored image. The pale blue
Ceylon sapphires show either no dichroism or a
very feeble one, in which the two images differ only
in brightness but not in color. Dark blue Ceylon
sapphires usually show a deep blue and a violet
image, less frequently a deep blue and a light gray-
blue image. The Australian sapphires behave
very differently. These stones, which are always
very dark cyan-blue, gray-blue or green blue or
yellow-blue and frequently show yellow or greenish
yellow patches, exhibit under the dichroscopic lens
a deep blue and a light yellow-green, gray or
green-blue image.

Cashmere and Burmah Sapphires

Still different phenomena were shown by blue
sapphires, supposedly from Cashmere and Burmah,
some of which, like the dark Ceylon stones, gave
a blue and a violet, or a very dark blue and a light
gray-blue image.
The paler artificial sapphires usually give two

blue images differing in brightness, but very little
1 color, while the darker stones show a very deep
aie image beside a lighter gray-blue one. Among

t ie artificial stones, however, are found many
hich resemble the Ceylon sapphires and a gem
hich resembles the Australian sapphires in behav-

1 tr. under the dichroscopic lens.
As all the artificial stones were made by the
tine process, so far as I know, it appears probable

i't at these differences are caused by impurities in
I le clay used in their production.
Similar impurities probably account for the
ariety in the behavior of natural stones. Nothing
ertain is known of the cause of the color of natural
;ones; some authors attribute it to iron and
tanium, others to organic ingredients.

Three Classes of Sapphires

In regard to their behavior under radium rays
atural sapphires may be divided into three classes.
'he first class consists of colorless, pale blue or

1 ght yellow stones, and includes all the light
colored Ceylon sapphires. In this class strong
Preparations of radium intensify the yellow tint
with extraordinary rapidity: pale yellow stones
becoming deep yellow, colorless stones straw
colored or golden, and pale blue stones light yellow
or yellowish-green. These changes are not per-
tnanent. For example: the yellow tint produced
in the pale blue stones by from twelve to twenty-
lour hours radiation vanishes rapidly in daylight
and slowly in darkness, and in four to eight weeks
the original bluish tint is completely restored.
Similarly the changes produced by radiation in
the colorless and pale yellow stones disappear,
though less rapidly. The last-named stones are
also deepened or darkened in tone by cathode rays

and by ultra-violet rays, and these changes likewise
gradually disappear.

Quite different is the behavior of the dark blue
sapphires whether obtained from Ceylon, Australia,
Siam, or Central Asia. These stones can be divided
in two distinct classes; those which show a pure
blue and a violet image, and those which show
a blue and a yellow-green image under the dich-
roscopic lens. The former, which are never found
among the Australian stones, are very refractory
to the action of radium rays. In a few of them a
trace of a violet coloration may be observed, but
the rest remain absolutely unchanged in tint, even
after weeks of radiation. The stones of the other
class are altered slowly, but in a very striking
manner by radium rays. Often they appear to
shade toward violet after a few hour's radiation,
but after two or three days a greenish tint appears,
and in eight or ten days the color has become a
dirty dark-green. This change of color, in contrast
to the very fugitive change of the pale Ceylon
stones, appears absolutely permanent at ordinary
temperature even in bright sunlight, but the
original color is restored by heating to about 200
deg. Cent.

Artificial Sapphires

The behavior of the artificial sapphires is still
different. The colorless stones become grayish
yellow, but never assume the brilliant color which
radiation produces in the pale natural Ceylon
stone. The color disappears quickly in the light
and persists only a few weeks in darkness. The
pale blue artificial stones never become yellow, but
only assume a greenish tint, which is not affected
by light, but is quickly destroyed by heating. The
dark blue artificial stones either show no change
under radium rays or become slightly greenish.
From all these observations I conclude that both

artificial and natural sapphires can be divided in
two distinct classes; the dark blue stones, upon
which radium rays exert very little or no effect and
the pale stones which are very easily affected by
radium.

It is a very remarkable fact that the same phe-
nomena are repeated in the case of the so-called
blue rock salt. In many salt mines small masses
and single crystals are found which show a blue
color throughout or in spots. By close examination
it is possible to recognize two distinct varieties, in
one of which the crystals have a uniform pure
sky-blue tint, while the other variety is charac-
terized by deep indigo-blue spots or even dark
blue entire crystals. In some cases the color is so
deep that light passing through a section 1/25
inch thick is colored deep blue. These two varie-
ties show typical differences in their behavior
toward radium rays. The sky-blue salt becomes
paler after a few hours radiation, and its color is
changed to a brownish yellow by twenty-four hours
radiation. This variety, therefore, resembles the
pale Ceylon sapphire in behavior. If, on the other
hand a thin section of the indigo variety of rock
salt is laid upon a strong radium preparation, no
change of color is observed in the first few days.
After about two weeks, the color shades toward
violet and it finally becomes a deep claret. A
specimen, originally very dark in color, showed no
change even after six months' radiation while a
slightly paler specimen exposed at the same time
showed the deep claret hue in some places and
retained its original indigo color in others. The
dark variety of rock salt, therefore, behaves
essentially like those varieties of sapphire which
are little affected by radium rays. It resembles
such sapphires also in the fact that its color is not a
bright, but a grayish blue. It would be rash to
infer from this analogy an idenity in the source of
color of the sapphire and the blue rock salt, but
these observations may ultimately aid in explaining
this peculiar coloration of rock salt. Translated by
Scientific American Supplement.

Pearl Mussel Culture
and the Pearl Industry

(Continued from page 2128)

the contact of glochidia and fish with optimum
effect, and to release these fish in streams where
both fish and mussels may be expected to thrive.
For this purpose ponds are provided for the fish,
and tanks, in the station buildings, are especially
equipped for performing the infection process.
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Numerous small jets of water from the bottom of
the tank keep the glochidia suspended in the body
of water, in order that contact with the fish may
more readily occur.
The program of the Fairport station is, more-

over, peculiarly practical in other respects. Mem-
bers of its staff and other specialists have examined
various streams to discover their present mussel
supply, or the possibilities of restocking. So far
such exploration has been made in the Maumee
river, Ohio; the Kankakee river, in Indiana and
Illinois; Big Buffalo Fork of the White river, Ar-
kansas; the Cumberland river, in Tennessee and
Kentucky, and some other streams. And not only
does the work look to replenishment of the mussel
beds, but the experts of the bureau of fisheries ap-
praise the streams as to their value from the stand-
point of the fisherman or the manufacturer—this
especially in the case of newly found mussel-pro-
ducing areas.
In the Kankakee river, for instance, it has been

found that upon certain beds the mussels are of
specific kinds and grades, which are worth at ex-
tremes $11 to $64 a ton, but for the most part range
from $30 to $40 per ton. Elsewhere, perhaps, the
shells are thin or ill-shaped, and worth much less.
It is an interesting fact that the government's
expert who has so far made such appraisements
was J. F. Boepple, who died recently in Muscatine,
the man who established the first fresh-water
pearl button factory in this country, but, through
misfortune in the industry which he had turned
into fortunes for others, spent his last years depen-
dent upon the salary the government pays for such
services.

Location a Factor

The quality of the mussel shell for button pur-
poses is a matter not only of the species, apparently
but has some relation to the abundant limestone in
the soil of the Mississippi river beds. At all
events, the eastern states, except Connecticut,
produce no mussel shells sufficiently hard or thick
to be useful. It takes the "niggerhead" and
"mucket," chiefly, of the middle west, with also
the "sand shell" and " deerhorn," to furnish suit-
able white or cream-colored nacre, suitable thick-
ness and sufficient toughness to withstand the saw-
ing and grinding without splitting and to undergo
polishing without being left too thin for the button.
The pearl button factories have a special kind of
machinery which itself supports a not inconsider-
able manufacture for this sole market.

Besides the common pearl buttons, which sell
in the stores for 5 to 75 cents a dozen, according
to size, the mussels yield incidental products of
considerable value. Some shells which cannot be
economically cut into button blanks, as the first
rough disks are called, can be advantageously used
for knife handles, buckles and such things. Others
contain, in the hinge of the valves the irregular
pieces of nacre called slugs, or baroques, which
are used for scarf pins, hat pins, brooches and vari-
ous other kinds of inexpensive ornament. Still
others occasionally contain pearls of genuine value.
As everybody knows, the famous fresh-water
pearl, worth $20,000, which was set for the Em-
press Eugenie, came from a mussel in a Wisconsin
river.
There is, indeed, a pearl fishery associated with

the mussel fishery proper, as well as independent
of it and sporadic. It is a very uncertain calling,
naturally and very destructive to mussel beds,
since quantities of shells must be opened without
finding a pearl. There were, however, $300,000
worth of pearls found in 1908, which compares
somewhat closely with the $392,000 earned by the
mussel fishermen for their 81,869,000 pounds of
shells. Of both shells and pearls, far the largest
total value comes from Illinois streams.
The mussel experts of the bureau of fisheries are

collecting data as to the species of mussel's most
prolific of pearls and expect to apply this informa-
tion in connection with the environment in the
different localities. A worm parasite is known to
be the cause of the pearl by means of the irritation
its presence occasions to the mussel. It may be
possible eventually to inoculate mussels with this
parasite for the purpose of producing pearls, or
to plant them in a locality known to be infected
with this organism. The similar problem in the
case of the pearl oyster of the orient has not yet
been fully solved, but there seems reason to be-
lieve the difficulties might be less in the case of the
fresh-water mussel.
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"St. Louis Has The Goods"  
-

Floor Space, 12,500 Square Feet Absolutely Fireproof

Has been
distributed.
If you have
not received
it, ask for one
OUR NEW HOME

ll This building was
constructed under our
supervision, especially
for the requirements of
our business. We oc-
cupy 12,500 square
feet floor space and
are the only Jobbing
Lwelry House in the
West that carries a
complete stock of
every item catc-
logued. All ship-
ments are made
from St. Louis. If
prompt and accura e
service appeals to yo
why not always ser ;d
our orders to us.
When in the cit',
visit us.

"St. Louis Has The Good

Concrete and Steel Construction

St. Louis Clock & Silverware Co
EXCLUSIVELY WHOLESALE JEWELERS

410 and 412 N. Seventh Street (tt-JieiraZug'ttr:Ttd.) ST. LOUIS, MO
We Solicit your orders We guarantee prompt attention
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PHILADELPHIA

1) mising Outlook for Fall and Holiday Trade—
lovelers to be Represented in Fourth Annual
Excursion of Trade Expansionists—Philadel-
Alan Has Succeeded in Combining Phono-
graph and Moving Picture Machine

The prospects for Fall and Holiday business in
ti jewelry trade are becoming brighter as the
s( (son advances. Present conditions, industrial
a (I commercial, in this city, are most favorable.
1 (ere is abundance of employment for skilled labor

• 

lich means a liberal supply of spendable cash for
tl e Holiday season. The wholesale houses report
d at out-of-town conditions are also very promis-
il g, and a prosperous season is confidently expected
throughout what may be termed Philadelphia
territory.

The fourth annual excursion of the local trade
expansionists through Virginia and North Carolina
ill November will be under the auspices of the vari-
ous trade organizations of the city instead of the
Merchants' and Manufacturers' Association, as
heretofore.

Desiring to widen the scope of the excursions
the association decided to invite the various trade
organizations to participate in the annual expan-
sion tours. Although the excursions in the past
were successful in every particular, the one to be
taken this November is expected to eclipse all
previous ones. More than 200 merchants and
manufacturers are expected to spend a week in the
southern states soliciting business for this city.
The coming excursion has the approval of Mayor

Blankenburg, who has announced that he will
accompany the expansionists as far as Richmond,
Va., "to show that my heart is in the words when
I -;ay that I believe that it is a movement promising
great good to Philadelphia."
Dr. Isadore Kitsee, the noted scientist and
ventor of this city, has recently experienced the

Crowning effort of his honorable and useful career
his invention, the Chrono-Kinetograph, was

r( rently put to a thorough test which has proved to
b eminently satisfactory.
In perfecting this wonderful apparatus, Dr.
itsee labored not only for himself, but as well for

t I e benefit of humankind and the monetary reward
\\ iich he will realize is therefore all the more
(1 served. His chief aim was the perfection of a
achine which would enable the moving picture

living public to have pictures with voice as well
a movement and action which his ingenuity has

• 

'omplished and the popularity and profit that will
b low the consummation are natural sequences.
ithal, it is one of the most practical and most
tertaining pieces of apparatus that has been

II vented in this twentieth century of wonders and
tl ere is no doubt but that in the very near future
ae of the larger and better class moving picture
eatres throughout the country will equip their

n whines with this special apparatus which bids
omise of completely revolutionizing the moving
ture world of today.
The idea of synchronizing the phonograph and

ti e projecting machine has long been the dream of
H any experimenters, but it remained for the master
It Ind and inventive genius, Dr. Isadore Kitsee, to

rfect this apparatus.
This synchronization is accomplished by electro-

n. agnetic means and the horn of the phonograph is
SI t uated directly back of the screen, the projecting
(I vice being placed in the rear of the hall, after the
u ual method. In taking the pictures the sentitive
film and the phonographic record are made simul-
taneously.
, The jewelry store of Lieb Vernick, 434 North
v'uurth street, was broken into September 30 by
thieves who secured $250 in cash and $460 worth

of jewelry. Detectives working on the case think
the work was done by professionals. Entrance. to
the store was effected through a rear door which
opens into a yard. The money and jewelry was in
a small safe in one corner of the store. A hole in
the door of the safe and a shattered combination
showed how the money and jewelry had been
secured.
A partnership has been formed by M. Mintz

and D. Weintzweig who have already opened for
business at the northeast corner of Eighth and
Sansom streets as jewelry manufacturers, diamond
setters, etc., their specialty being the still most
popular la valliere. Mr. Mintz was formerly with
the Artistic Jewelry Company, 214 South Twelfth
street, and Mr. Weintzweig was at 116 South
Eighth street with I. D. Sagorsky.

Alfred Vauthier, formerly at Forty-eighth street
and Woodland avenue, has re-engaged in busi-
ness in this city, having opened a new store at
4142 Market street. Mr. Vauthier has just
returned from France, having spent the past year
there.
F. G. Grover, a jeweler formerly at 2806 Girard

avenue, sometime ago sold his store to Frederick
Straub, who has since made many improvements
to the place.
The Sansom Street Business Men's Association

held a meeting on the evening of September 24 at
740 Sansom street, the offices of the president,
D. V. Brown. As this was the first Fall meeting,
the directors had hoped for a large attendance but
owing to weather conditions, they were doomed to
disappointment. The meeting, therefore, ad-
journed early to meet again in the near future.
R. F. Duval, watchmaker at 729 Sansom street,

has secured the services of Alvin Thomas who was
formerly employed by I. Weiss, 711 Sansom street.

S. W. Hart, Kennett Square, Pa., was a recent
visitor among the wholesale trade, making pur-
chases for the fall season.
H. H. Watkins, who represents R. M. Cooper &

Son, 713 Sansom street, has recovered from his re-
cent indisposition and is now out among the trade
in his territory.
H. F. Freeman, West Chester, Pa., has been on

an automobile trip throughout the state. He took
advantage of the opportunity which this trip
afforded him to attend the annual convention of
the Pennsylvania Optical Society, which was held
in Pittsburg on October 8. Mr. Freeman has been
treasurer of this organization for many years and
was again re-elected.
E. B. Kelley, of Chester, Pa., was a recent

visitor among the wholesale trade in this city.
A. H. Landis, of Lansdale, Pa., recently suffered

from a serious attack of acute gastritis, but has
now fully recovered.
W. J. McKee, 4086 Lancaster avenue, is re-

fitting his repair shop and adding to the equipment.
George Price, 826 Sansom street, recently had a

very welcome visitor in the person of his son, who is
engaged in the optical business in Oklahoma.
B. B. Topping, of Milford, Del., was among the

recent trade visitors in this city.
E. L. Thomas, Phoenixville, Pa., was recently

seen in the wholesale houses purchasing stock for
Fall trade.

I. C. Vaiden, 427 East Girard avenue, recently
returned from a trip to his old home in Virginia.

George Waters, 2924 Frankford avenue, the
well-known member of the trade and an accom-
plished musician, has been conducting a production
of "Pinafore" at the Church of St. Johns.
B. A. Bell, Beaufort, N. C., visited this city

recently and purchased goods for Fall stock.
F. L. Davis, 5143 Market street, was laid up for

sometime with an abscess of the eye, but has now
fully recovered.

J. C. Demmert, 504 Federal street, Camden,
N. J.., has greatly improved his optical department
adding a lense grinding machine and other neces-
sary equipment.

J. S. Downie, of Hatboro, has been buying Fall
stock in this city.
F. W. Eberle, of Manayunk, reports an indus-

trial boom in that section with abundance of work
for all who seek employment. This means a brisk
business for the jewelers and a prosperous holiday
season is confidently expected.
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Dallas and the Lone Star State

(Continued from page 2127)

J. W. Witt, formerly with Art Loan Company,
Wichita Falls, is now with G. W. Holton, Fort
Worth.
H. H. Gerdes, who recently opened at Alvarado,

returned to Dallas to make larger purchases to
meet the unexpected demands on his stock.
Owing to the press of business H. J. Ritter,

manager of H. H. Hawley Company, has been
unable to take his annual fishing trip at Galveston.
This occasion has been one of yearly interest to
his many friends who await the accustomed
shipment of fish, large and small.

Wilbert Peterson, Plainview, was an attendant
at the National Jewelers' Convention in Kansas
City.
Miss Iona Burgess, of Dallas, has accepted a posi-

tion as stenographer with the Norsworthy-Frey
Company.
N. R. Dunnavan, formerly with W. J. McCray,

Denton, is now located at Venus, having laid in a
stock of jewelry.
M. A. Smith has purchased the business owned

by L. Dinelli, Granite, Okla. Mr. Dinelli will
remain with Mr. Smith until about January 1.
L. A. Pyman, watchmaker for Houghton-

Reardon Company, has just received sad news that
his little daughter is very ill. Mr. Pyman has left
for Michigan. We hope for a speedy recovery.

George & George, Crandall, were in Dallas mak-
ing purchases.

J. C. Mansell, proprietor, Mansell's pharmacy,
Trinity, has installed jewelry cases and fixtures
and is laying in a supply of high grade stock; he
has engaged the services of D. E. Atkinson as
watchmaker.
W. P. McFarland, Orange, is being sued by his

creditors.
W. L. Wigmore, special representative of the

Walthan Watch Company, is in Dallas for the
fair.

Shuttles Brothers & Lewis have called in the
following traveling salesmen to help care for their
State Fair visitors: Edward Weil, L. S. Patterson,
H. V. Baker, W. B. Pinney, R. L. Mayer, A. W.
Payne.

Joe Goldston has bought out C. C. Witchell,
Clarendon, Texas.
R. W. H. Hamilton, Comanche, has just closed

an auction sale conducted by Emmett Mitchell.
H. J. Ritter, manager H. H. Hawley Com-

pany, is hobbling around on a game leg. Last
week a foot wheel tried to justify its title and
located on his left foot.
C. R. Sims, of Kaufman, has been on the sick

list but is out again.
Tunsil & McCauley have removed from Roscoe

to Van Alstyne.
S. R. Glidewell, Whitewright, is conducting an

auction and reporting results to be very satis-
factory.

Shuttle Brothers & Lewis report the following
buyers: J. 0. Adams, Athens; Kruger Brothers,
Fort Worth; G. W. Haltom, Fort Worth; S. W.
Kennedy, Greenville; Charles W. Abbott, Mc-
Kinney; Kellog Spence, Sulphur Springs; A. L.
Jones, Waco; Price & Grimland, Clifton; Coakey
Evans, Jewett; T. J. Morris, Lindale; H. L. Voss,
Miles; L. W. Van Pelz, Royse; C. A. Blann,
Leonard.

Zodiac Jewelry
Zodiac jewelry is the latest notion. The sign of

the zodiac which belongs to the month in which
one's birthday occurs is delineated on a pin or some
other article, with a background of enamel in
color. Scarfpins for men are done in this way on
silver. An elaborate necklace shows many of the
signs and in several tones of color in the enamel.
Between the pendant symbols is a pendant of
Egyptian design. One may have such pieces made
to order, including the special signs for one's
month; but the question is, who would care to
wear such a badge of superstition?
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Humanity's Love for Jewels

Savage and Civilized All Yearn for Gems and
Jewelry—In Every Age Humanity Manifested an
Innate and Irradicable Love of the Precious
Baubles

The love of jewelry is very deeply
rooted in human nature. It is, perhaps,
difficult to decide whether it is its orna-
mental side or its symbolical character
which has usually made the more direct
appeal. Nowadays it is generally frankly
worn for its beauty, except such things as
medals and orders civic chains and
Masonic and ecclesiastical jewels. In
former times, however, a very large pro-
portion of personal ornaments had also an
element of meaning.
Sometimes they were charms to ward

off ill-luck, or amulets endowed with
magic powers. Often they were insignia
of rank, or had a religious significance.
But whether they were worn simply as
ornaments or as possessed of mystic
powers, in almost every age one of the
best decorative art of the day has been
lavished upon them. Often when house-
hold furniture and other things that we
now deem necessities of existence had
sunk to a very low standard, the jewelry
and metal work were still of the most
exquisite character.

Old Jewelry Treasured

The field is a wide one wherein we may
search. Treasure trove may be found in
the trinket boxes of old ladies, who,
having grown up in the days when "solid
gold" reigned supreme, do not value the
pretty trifles on which capable craftsmen
of former times displayed their powers,
and are quite willing to part with them to
those who do.
Sometimes a find is made among the

oddities of a provincial jeweler, put aside
to be broken up for the gold which they
contain. Even of more splendid things the
collection must not despair (though being
over-sanguine, may lead him into the toils
of the forger), and he should keep his eyes
open, and know all he can of all sides of
his subject, so as to be ready for any
chance that may come his way.
Was not the "Tara" brooch, now the

pride of the Dublin museum, offered to a
metal dealer for 36 cents—and refused?

In the Roman Age

The Roman had an enthusiasm for
precious stones amounting almost to
madness. Many instances of this love of
gorgeousness occur in Roman history.
Servilla, the mother of Brutus, received a
gift from Julius Cmsar, a pearl valued at
$150,000. Cleopatra's earrings alone were
valued at $805,000 of our money. Lolli
Paulina, the wife of the Emperor Caligula,
adorned herself for an ordinary betrothal
feast with emeralds and pearls worth
nearly $1,750,000. This extraordinary
extravagance is noted again and again, and
we find that over $1,000,000 was given for
a single piece of jewelry.

Very few people probably have ever
made a collection of nineteenth century
jewelry from the point of view of the curio
hunter. The period is too close behind us
for one thing, and for another it cannot
honestly be said to have much to recom-
mend it artistically. But perhaps in the
future some of that made in the first half
of the century may be sought after and
prized. Some of it is very dainty and
charming, though now the very words
"nineteenth century jewelry" seem to
bring before our eyes a hideous vision of
hair bracelets, slabs of moss agate in
coarse settings and heavy gold chains,
almost massive enough to retrain an
unruly elephant. Such thing certainly
form a very large part of the ornaments
which appealed to pre-rebellion taste, but
also we find other classes of work which,
while it never reaches a very high stand-
ard, yet has merits of its own.

Antiquity of the Ring

The ring is not only One of the most
ancient of personal ornaments, but also
at various times it has been endowed with
all kinds of mystical and emblematical
qualities. It has been associated with
religion, with law, with love, with death;
in one form or another, in fact, it seems
to be bound up with most of the phases
of life. It has not always been worn in
the same way. Some of the ancient na-
tions, the Egyptians, Phcenicians and
Babylonians, wore it on the third finger
of the right hand; it was also sometimes
carried on a string worn round the neck so
that it hung down on to the chest. The
Greeks and Romans wore it on the left
hand and they generally used a ring which
also served as a signet, the bezel often
consisted of a gem. But all these antique
peoples frequently wore several examples,
sometimes every finger was adorned with
one or more.
Under the Roman empire the extrava-

gance in wearing rings verged on the
ludicrous. Men and women wore them
on all the fingers of both hands except
the middle finger, and further wore them
on nearly every joint. There were light
rings for summer and heavy rings for
winter; in fact, there was no end to the
foolishness displayed. Heliogabalus never
wore the same set twice.
There are very few Anglo-Saxon rings

surviving, one of the most noteworthy
being the ring of Ethelwulf. It is made
of gold with niello ornamentation, and is a
beautiful specimen of workmanship of
that period. This is an example of the
extraordinary way in which beautiful
things may come to light after being
hidden for many years. It was discovered
in the rut of a cart track, or rather in the
wet mud squeezed out by the passage of
the vehicle. It was sold by the laborer
who found it for the value of the gold to a
jeweler, and after various vicissitudes was
purchased by the British museum.

Medieval Rings

During the middle ages rings were made
in a very high bezel, the sides often orna-
mented with fine filigree work and enamels,
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and a small stone set in the top. The ie
rings are the most common objects 4
jewelry to have survived from medievil
times and almost the only pieces of what
one may call the ornaments of every& y
wear as distinguished from "crown 4
ecclesiastical" jewelry. The Renaissan,e
type of ring was, like the rest of the
jewelry of that period, very elaborate am'
adorned with enamels, cameos and figun
worked in full relief. During the seven-
teenth century faceted stones of mixed
colors were very much used for ornamenta-
tion.
A word of warning concerning imitation

stones. Intending buyers should not
imagine that they are likely to get many
bargains. They are much more likely to
be taken in if they buy them on their own
responsibility, unless they have sufficient
experience to make them more or less
experts. This is especially so in the case of
travelers in the east, who are often offered,
by wily orientals "stones" which they
imagine must be cheap because they are
obtainable locally. These often turn out
to be simply glass.

Making Things Interesting
As a Means of Profit

In the book "Imagination in Business,"
Lorin F. Deland lays down the principle
that special prices do not move goods
unless a reason is given for the reduction.
"Reduce your fur-lined overcoats from
$100 to $60," he says, "and your liberal
discount attracts little attention. But
announce that owing to expiration of your
lease and the imperative command that
you vacate your present store within two
weeks you will reduce the price of your
fur-lined overcoats from $100 to $60, and
you may sell easily all you have to offer.''
The underlying secret is that anything

which makes prospective customers thin
and brings one's products into the focus
of conscious attention leads to that form
of action known as buying. Even s)
slight a thing as a joke, if it is a joke that
starts a train of thought, may be worth
money, as the manufacturers of Uneecla
biscuits found to their infinite satisfaction.
One clever retailer sends a regular

monthly statement to customers who hav
not traded with him for some time and
whose accounts have been settled in full
long previous. Following the conven-
tional line "To Bill Rendered" is th3
terse statement: "You don't owe us
dollar—we wish you did."

Co-operative bargain days are a feature
of retail business in the west, certain days
being picked for the concerted offering of
bargains, each merchant booming a dif-
ferent article.
"Schemes" like these are innumerable,

but if the most successful ones be analyzed
it is invariably found that they interest
people. Thought, gossip and discussion
center attention upon the store and its
offerings. When any scheme, however
good, ceases to be a novelty its pulling
power wanes.—Good Storekeeping.
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Humanity's Love for Jewels

Savage and Civilized All Yearn for Gems and
Jewelry—In Every Age Humanity Manifested an
Innate and Irradicable Love of the Precious
Baubles

The love of jewelry is very deeply
rooted in human nature. It is, perhaps,
difficult to decide whether it is its orna-
mental side or its symbolical character
which has usually made the more direct
appeal. Nowadays it is generally frankly
worn for its beauty, except such things as
medals and orders civic chains and
Masonic and ecclesiastical jewels. In
former times, however, a very large pro-
portion of personal ornaments had also an
element of meaning.
Sometimes they were charms to ward

off ill-luck, or amulets endowed with
magic powers. Often they were insignia
of rank, or had a religious significance.
But whether they were worn simply as
ornaments or as possessed of mystic
powers, in almost every age one of the
best decorative art of the day has been
lavished upon them. Often when house-
hold furniture and other things that we
now deem necessities of existence had
sunk to a very low standard, the jewelry
and metal work were still of the most
exquisite character.

Old Jewelry Treasured

The field is a wide one wherein we may
search. Treasure trove may be found in
the trinket boxes of old ladies, who,
having grown up in the days when "solid
gold" reigned supreme, do not value the
pretty trifles on which capable craftsmen
of former times displayed their powers,
and are quite willing to part with them to
those who do.
Sometimes a find is made among the

oddities of a provincial jeweler, put aside
to be broken up for the gold which they
contain. Even of more splendid things the
collection must not despair (though being
over-sanguine. may lead him into the toils
of the forger), and he should keep his eyes
open, and know all he can of all sides of
his subject, so as to be ready for any
chance that may come his way.
Was not the "Tara" brooch, now the

pride of the Dublin museum, offered to a
metal dealer for 36 cents—and refused?

In the Roman Age

The Roman had an enthusiasm for
precious stones amounting almost to
madness. Many instances of this love of
gorgeousness occur in Roman history.
Servilla, the mother of Brutus, received a
gift from Julius Caesar, a pearl valued at
$150,000. Cleopatra's earrings alone were
valued at $805,000 of our money. Lolli
Paulina, the wife of the Emperor Caligula,
adorned herself for an ordinary betrothal
feast with emeralds and pearls worth
nearly $1,750,000. This extraordinary
extravagance is noted again and again, and
we find that over $1,000,000 was given for
a single piece of jewelry.

K EYS T ONE

Very few people probably have ever
made a collection of nineteenth century
jewelry from the point of view of the curio
hunter. The period is too close behind us
for one thing, and for another it cannot
honestly be said to have much to recom-
mend it artistically. But perhaps in the
future some of that made in the first half
of the century may be sought after and
prized. Some of it is very dainty and
charming, though now the very words
"nineteenth century jewelry" seem to
bring before our eyes a hideous vision of
hair bracelets, slabs of moss agate in
coarse settings and heavy gold chains,
almost massive enough to retrain an
unruly elephant. Such thing certainly
form a very large part of the ornaments
which appealed to pre-rebellion taste, but
also we find other classes of work which,
while it never reaches a very high stand-
ard, yet has merits of its own.

Antiquity of the Ring

The ring is not only one of the most
ancient of . personal ornaments, but also
at various times it has been endowed with
all kinds of mystical and emblematical
qualities. It has been associated with
religion, with law, with love, with death;
in one form or another, in fact, it seems
to be bound up with most of the phases
of life. It has not always been worn in
the same way. Some of the ancient na-
tions, the Egyptians, Phcenicians and
Babylonians, wore it on the third finger
of the right hand; it was also sometimes
carried on a string worn round the neck so
that it hung down on to the chest. The
Greeks and Romans wore it on the left
hand and they generally used a ring which
also served as a signet, the bezel often
consisted of a gem. But all these antique
peoples frequently wore several examples,
sometimes every finger was adorned with
one or more.
Under the Roman empire the extrava-

gance in wearing rings verged on the
ludicrous. Men and women wore them
on all the fingers of both hands except
the middle finger, and further wore them
on nearly every joint. There were light
rings for summer and heavy rings for
winter; in fact, there was no end to the
foolishness displayed. Heliogabalus never
wore the same set twice.
There are very few Anglo-Saxon rings

surviving, one of the most noteworthy
being the ring of Ethelwulf. It is made
of gold with niello ornamentation, and is a
beautiful specimen of workmanship of
that period. This is an example of the
extraordinary way in which beautiful
things may come to light after being
hidden for many years. It was discovered
in the rut of a cart track, or rather in the
wet mud squeezed out by the passage of
the vehicle. It was sold by the laborer
who found it for the value of the gold to a
jeweler, and after various vicissitudes was
purchased by the British museum.

Medieval Rings

During the middle ages rings were made
in a very high bezel, the sides often orna-
mented with fine filigree work and enamels,
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and a small stone set in the top. The ie
rings are the most common objects )f
jewelry to have survived from medley ii
times and almost the only pieces of what
one may call the ornaments of every& y
wear as distinguished from "crown )f
ecclesiastical" jewelry. The Renaissance
type of ring was, like the rest of the
jewelry of that period, very elaborate and
adorned with enamels, cameos and figums
worked in full relief. During the seven-
teenth century faceted stones of mixed
colors were very much used for ornamenta-
tion.
A word of warning concerning imitation

stones. Intending buyers should not
imagine that they are likely to get many
bargains. They are much more likely to
be taken in if they buy them on their own
responsibility, unless they have sufficient
experience to make them more or less
experts. This is especially so in the case of
travelers in the east, who are often offered,
by wily orientals "stones" which they
imagine must be cheap because they are
obtainable locally. These often turn out
to be simply glass.

Making Things Interesting
As a Means of Profit

In the book " Imagination in Business,"
Lorin F. Deland lays down the principle
that special prices do not move goods
unless a reason is given for the reduction.
"Reduce your fur-lined overcoats from
$100 to $60," he says, "and your liberal
discount attracts little attention. But
announce that owing to expiration of your
lease and the imperative command that
you vacate your present store within two
weeks you will reduce the price of your
fur-lined overcoats from $100 to $60, and
you may sell easily all you have to offer. •'
The underlying secret is that anything

which makes prospective customers thin
and brings one's products into the focus
of conscious attention leads to that form
of action known as buying. Even s )
slight a thing as a joke, if it is a joke that
starts a train of thought, may be worth
money, as the manufacturers of Uneedt
biscuits found to their infinite satisfaction.
One clever retailer sends a regular

monthly statement to customers who hay
not traded with him for some time and
whose accounts have been settled in full
long previous. Following the conven-
tional line "To Bill Rendered" is the
terse statement: "You don't owe us ,1
dollar—we wish you did."

Co-operative bargain days are a feature
of retail business in the west, certain days
being picked for the concerted offering of
bargains, each merchant booming a dif-
ferent article.
"Schemes" like these are innumerable,

but if the most successful ones be analyzed
it is invariably found that they interest
people. Thought, gossip and discussion
center attention upon the store and its
offerings. When any scheme, howevee
good, ceases to be a novelty its pulling
power wanes.—Good Storekeeping.

El
II

II
II
Iii

El

2133
1=1

Solid Gold Front Goods for the Holidays
0

11
•

02141

146

Tie Clips
Cuff Links
Coat Chains
Coat Chain Tops
Fobs

TRADE

93

T HIS

313 362

411111P UP
30360 O3

372 369

111111111P IMP WO
368 336 319

MARK

Registered in the United States and Canada
GUARANTEES THE PRODUCT

Stamped on all Cards and Goods Manufacturing Jewelers AT'ITEBORO, MASSACHUSETTS

o=1=1=1 CI CI Cl 1=3 CI CI CI CI CI

Holiday

Suggestions

For

YOUR
Holiday
Trade

Lockets
Bar Pins
Scarf Pins
Cuff Pins
Collar Pins
Waist Sets
Crosses

1516 1491 SOLD THROUGH LEADING JOBBERS 1511

If Your Jobber Cannot Supply You Write Us and We Will Give You the Name of One Who Can

SYKES & STRANDBERG

74

fi

0

El



2134

3393 368/97 Outfit 4293

CHAFING DISHES

COFFEE PERCOLATORS

CASSEROLE DISHES

TABLE KETTLES

PRIZE TROPHIES

RELISH DISHES, ETC.

Trade
Manning-
- Quality

Mark

MANNING-BOWMAN 8z CO. MERIDEN, CONN.
NEW YORK CHICAGO SAN FRANCISCO

'These goods are advertised in a list of leading publications that are read monthly by upwards of twenty-five million people,
which means that they reach your customers

11111111t111111111111It11101113111t101111111111I3111111111111C/111111111111t3111111111111t311111111111R)111111111111C111111111111R3111111111111[3111111111111C311111111111111111111C3111111111111C1111111111111E1111111111111C7111111111111I111101111111(1111111111111C3111111111111(1111111111111CIIMM11111[7111111111111(311111111thittg

I

:.3.

milinc3IIIIIIIIIIIIE]mmussruminisscismismormswisinussmoscumismsr3ussuisiciumnisur]ssonsiirminssint3sumnisimmiumnsummilimislirmslissiiruisissiscummosirmsmissrmiismisr]smnimicmionsinirmsnisiiirlimumiliER

Adventures of the French Crown Jewels
History of the Collection — Historic Deals in Which the Gems Were Involved — Rifling the Treasure

The Revolution and the Gems — Additions by Napoleon

By AUG. 0. CARLYLE

More or less romance attaches to the
crown jewels of almost every nation and
in nearly every instance there are asso-
ciated with the regalia, tales of adventure,
of crimes or ambitions, in many instances
reflecting the vicissitudes of fate that
have checquered the history of their royal
or imperial owners. The acquisition of
some of the gems and other precious
articles, has often been the center of events
that have changed the fates of nations and
given rise to important historical happen-
ings.
In the case of the crown jewels

of France, these adventures involve more
than the ordinary interest, owing to the
kaleidoscopic changes that have occurred
in her government, as it has
varied from kingdom to ire-
public, to empire, etc., the
changes in government and
personnel following one an-
other in quick succession.

Remnant of the Treasure

Phe jewels that remain to
nation after these many

nsitions, of the once superb
alia, while pitifully few
number, remain as relics
former royal splendor, a
arkable source of attrac-
n for the citizens of repub-
n France, as was recently
ealed, when the custodians
the Louvre Museum, de-
ing to ascertain, which
tion of the famous'collec-
n had the greatest attrac-
n for visitors, found, by
nstaking observation,
t the Apollo Gallery (the
d and silver room of the Louvre) had the
;est number of visitors and that the
istant presence of crowds about the
e containing the remnants of the
lous French crown jewels demonstrated
t it was this particular feature that
to the gathering.
4uite some time ago,—in 1887, to be
ct—after having the entire accumula-
n appraised by experts, the republican
,Ternment disposed of the greater por-
n. of the regalia at public auction, on
ich occasion connoisseurs and collectors
'e afforded a rare opportunity to acquire
ns of great value and unique historical
ociations. On sentimental and histori-
grounds, however, some of the most
ous, interesting and valuable objects

'e retained and it is these, guarded con-
ntly by vigilant gensdarmes and lowered
night, without removal from the show-
e, into a security vault for safe-keeping,
at visitors are so fond of admiring.
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They include the great Regent diamond;
the military sword of coronation of
Charles X, the hilt of which is of diamonds,
a wonderful piece of setting; a jewel
known as the reliquary, dating from the
fifteenth century and encrusted with
diamonds. These are the objects to which
the chief historical interest attaches, others
are the elephant of Denmark, the watch of
the Dey of Algiers presented to Louis
XIV, foreign orders and decorations and a
number of crowns, coronets and diadems
of sapphires, rubies, pearls and one of the
" Mazarius," a legacy from the great car-
dinal. One of the crowns, that of Louis
XIV, contains imitation stones, sub-
stituted for the real gems during the

Portugal. On assisting at Bordeaux, on
his way from Paris to Bayonne, where
he was to meet his bride, desiring doubtless
to impress her with the splendor and
riches of the royal house of France, he
made a gift to the state of the most
valuable half of his diamonds, the deed
of gift containing a clause that they should
be held by his successors as crown prop-
erty. The treasure thus instituted, con-
sisted of a large collar and six jewels,
representing a value of 272,242 sun-
crowns equivalent now-a-days to 3,675,267
francs ($693,200).
Most of these stones came from Anne

of Brittany, who had received them from
Marguerite de Foire. Here was first of

all a magnificent diamond,
known throughout the six-
teenth century as La Belle
Pointe and a ruby, even more
famous, weighing 206 karats
and bearing the name of Cote
de Bretagne. This last stone
had a very diversified history.
When included in the

treasure, it was set in a neck
pendant, having the form of
a Roman A. Catherine de
Medicis had it remounted
with eleven pearls and from
this date its history is bound
up with two other large
rubies, one styled, on account
of its shape, the Roman A,
the other the Naples egg.
The crown jewels did service
as security for various loans
made to the royal house
and on one occasion, in
1576, were placed in the
keeping of Jean Casinior,

Count Palatine, who had entered France
with 25,000 German "riders," taking ad-
vantage of the civil war. He refused to quit
French territory unless allowed to remove
to Heidelberg, his capital, the crown jewels.
On reaching that city he placed them in
a glass coach and exposed them to the
gibes of the rabble. They thus did con-
stant service as security for various loans
made to the royal house, until in 1583,
Henry III pledged them with a Sieur
Legrand for a sum of 340,700 pounds
Tours currency. Legrand died without
having been repaid, but in 1670, a decree
of council, issued at the instigation of
Colbert, provided for the reimbursement
of Legrand and ordered the gems restored.
During the reign of Louis XV, the

King's council decided to hand the Cote
de Bretagne to Sieur Jacquemin, master
goldsmith, to be mounted in the insignia
of the order of the golden fleece. It was

(Continued on page 2137)

SURVIVING REMNANT OF CROWN JEWELS

Revolutionary period. The others are,
the crown of Napoleon I and one wrongly
styled the crown of Charlemagne. Taking
into consideration the fact that the
French crown jewels were at one time
valued at upwards of 30,000000 of francs,
it will be evident that they have had a
somewhat severe experience, and a brief
recital of the facts connected with their
acquisition and the events that have
resulted in their reduction to the present
comparatively scant collection, will doubt-
less be of interest to our readers.

Beginning of the Collection

The beginning of the crown jewels of
France must be credited to Francis I,
who, in accordance with the treaty of
Cambria, entered into after his disastrous
defeat at Pavia with his conqueror,
Charles V, as a pledge of friendship
received in marriage, the sister of Charles,
Eleanor of Austria, dowager queen of

2135



The Howard Watch
THE American business man,

it is said, never writes when
he can "wire." He sends 500,000 tele-
grams every working day, keeping fifty-
nine thousand offices busy and nearly
two million miles of wire.

It is an index of the national spirit of "put-
ting the thing across"—getting it done. The
same spirit of punctuality and practical time-
saving that leads so many men to select the
HOWARD Watch.

Whether a man realizes it or not—his working activities
don't escape being judged by HOWARD standards.

There are HOWARD Watches in the pockets of his
superiors and his associates—and probably some of his
subordinates.

Not every HOWARD owner is a moneyed man, by any
means. The most eager purchasers of HOWARDS are the
earnest young fellows who have to strain a point to get one—
like any other special effort they make to get ahead.

Any way you look at it, to the man who really cares, a
HOWARD Watch is always worth what he pays for it.

The price of each watch is fixed at the factory and a
printed ticket attached—from the 17-jewel (double roller) in a
Crescent Extra or Boss Extra gold-filled case at $40, to the
23-jewel at $150—and the EDWARD HOWARD model at
$350.

Not every jeweler can sell you a HOWARD Watch.
Find the HOWARD jeweler in your town and talk to him.
He is a good man to know.

Admiral Sigsbee has written a little book, "The Log of the HOWARD Watch," giving the record of his own
HOWARD in the U. S. Navy. You'll enjoy it. Drop us a post-card, Dept. H, and we'll send you a copy.

The above announcement appears in the leading magazines and periodicals for October. It reaches 7,500,000 subscribers (about 30,000,000 readers). Irwin he
seen by every man in your community who can afford to buy a watch. Some of them will be interested. Are you a HOWARD dealer? Do the people of

your locality know that they can find the HOWARD at your store?
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le Adventures of the French Jewels
(Continued from page 2135)

bsequently entrusted to Gay, Madame
mpadour 's famous engraver of cameos

w 10 gave it the form of a dragon, holding
tie fleece in its jaws. The Cote de Bre-
1.1 gne was worn, in this form, by Louis
V and by Louis XVI.
In 1564 Catherine de Medicis offered

te the English a diamond bought by Fran-
cis I for 65,000 crowns, in exchange for
Calais, the surrender of which had been
promised under the treaty of Chateau
( ambresis. The negotiations were tedi-
ously prolonged, the English ambassadors,
sent to the court of France to obtain the
execution of the treaty, finished by quarrel-
ing among themselves and fell on one
another, dagger
in hand. Cather-
ine caused their
separation and
conducted the
negotiations so
skillfully that she
kept both the dia-
mond and the
city, by paying a
small sum of
money.
For the next

few years, the
jewels were ped-
dled about from
one money lender
to another and in
1588, there could
not have been a
single piece in the
treasury, for at
this time Henry
III discharged
the women em-
u 1 oyed to take
care of these
jewels, which he
Lad used, he said,
'' to guarantee
loans made by his
rder."
Henry IV made

Ft effort to re-
s tab 1 ish the

C..edit of France
ii rid to recover the jewels scattered in all
trections. Sieur Devetz succeeded, during

I lese troublous times, in saving a large
I umber of the stones of the treasure, which
1 e placed in the hands of Sully at his castle

Rosny. At this period occurs the first
tention of a name that is inseparably con-

] ected with the history of the French crown
.1 wels, Nicolas Harlay de Sancy. Some-
times diplomat and sometimes financier,
but always owner of valuable diamonds, he
endered the king valuable service, having
irought to him, at St. Cloud, after the
,eath of Henry III, 12,000 mercenaries
rhorn Switzerland, the nucleus of the

I amous Swiss Guard.
He borrowed considerable sums on his

diamonds which he placed at the disposal of
the king and among them was the famous
stone that bore his name, which he sold
to James I of England in 1604. When his
son Charles I was driven by the English

KEYSTONE 2137

from his throne, his wife, Henrietta
escaped and carried away with her, the
Sancy diamond and another fine jewel, the
Mirror of Portugal. She pledged them
with the duke of Epernon for 360,000
livres, and as she failed to redeem them,
the two stones were sold in 1657 to
cardinal Mazarin, who left them at his
death, with 16 other fine stones to
Louis XIV. In the inventory of his
jewels they are described as the 18
Mazarins. The king had them mounted
in a great chain and on buttons which he
frequently wore. In 1792, with other
jewels, the Sancy and the Mirror were
stolen. The Sancy was recovered in
Spain and sold to meet the necessities of
war; in 1829 it was in the possession of

perts, at the time of the appraisement of
the crown jewels, prior to their sale at
auction valued it at $2,400,000.
The Regent was first placed in the center

of the band of the royal crown, made by
Ronde and at the coronation of Louis
XIV, this crown was surmounted by a
fleur de lis, the central stone of which was
the famous Sancy diamond. At his coro-
nation as emperor, Napoleon I wore the
Regent diamond set in the hilt of his
sword.

Another famous diamond included in
the French crown jewels was the Tavernier,
which was brought from India to France
by the well-known traveler Tavernier, and
sold by him to Louis XIV for a large sum.
In addition to its great size, it was unique

by reason of its
azure color, and
was the only
distinctly blue
diamond in
Europe.
Poor Queen

Marie Antoinette
loved to deck
herself in the
crown jewels and
was particularly
partial to a ruby
ornament, valued
at 145,000 francs.
She undertook
to have it re-
modelled and
to enhance its
beauty, added,
with the king's
consent, a num-
ber of diamonds
that belonged to
her. On the com-
pletion of the
work, it was
found impossible
to distinguish the
jewels belonging
to the queen
from the crown
gems and she
sought to have
the entire piece
given to her.

The king thought it proper to submit
the matter to his council and the gift
was confirmed by a decree dated
March 13, 1783.

The Revolution and the Gem

The revolution changed the proprietor-
ship of the jewels. The National Assembly
decreed that in accordance with the condi-
tion imposed by Francis I, they should
become the property of the nation and
all the articles were deposited in the royal
storage, where on certain days, the public
was admitted to see and even to touch
them. A gang of thieves made their
way into the place of deposit in September
1792 and carried away the entire collection
leaving of the 30,000,000 francs worth of
gems hardly 500,000 francs worth.
The occurrence was the cause of much

accusation and counter-acmsation among
(Continued on page 2139)

CROWN JEWEL ROOM IN LOUVRE MUSEUM

the Demidoff family and is now supposed
to be owned by the Astors.

"Regert" or "Pitt" Diamond

The great "Regert" or "Pitt" diamond,
the most valuable of the crown jewels
remaining in the possession of France
today, is one of the most famous of the
world's great stones, by reason of its
magnitude—its weight being 13634 karats
—its perfect form—its depth and diameter
being nearly equal—its superb cut and
brilliance and the proxity of its water.
Of Indian origin, this famous gem was
found by a slave, who sold it, for a mere
pittance, to the skipper of an English
merchant vessel. Thomas Pitt, the fam-
ous English statesman purchased it, had
it re-cut in London and sold it, as the
Pitt diamond, for $648,000 in 1717,
to the duke of Orleans, then regent of
France, whence its name, Regent. Ex-
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Adventure of the French Jewels

(Continued from page 2137)

the patriots, but several of the thieves were
apprehended and executed, after having
betrayed their associates, and a number
Of the pieces were recovered but the three
big diamonds, the Regent, the Sancy and
the Travernier were not so easily found.
Finally the former was discovered, a year
later in a wine shop in Paris, where the
thieves had deposited it for safe keeping,
while the thief who had stolen the Sancy
confessed that he had given it to a con-
federate, who had fled. The Tavernier, on
account of its peculiar color, was even
more difficult to dispose of and it is
believed that it was finally broken into
several pieces, and re-cut for sale.
The largest fragment turned up in

1830, 40 years after
Marie Antoinette had
worn the great blue
stone at her throat,
on the way to the
guillotine. It was
then owned by a
dealer named Eliason,
who claimed to have
purchased it from a
starving French ref-
ugee, in Soho. Eliason
had it re-cut and
subsequently sold it
to Henry Thomas
Hope, a banker of
London, after whom
it has since been
known as the Hope
diamond. His profli-
gate grandson, whose
marriage with May
Yohe, the actress was
a society sensation,
sold the diamond and
an English broker by
the name of Weil
purchased it and for
some time was its
owner. In 1901, he
sold it to Simon
Frankel, head of a
firm of jewelers in New York. The ill-luck
that had been reputed to follow every owner
of the stone, ever since it had been worn by
Madame de Montespan, at one time mis-
tress of Louis XIV, seemed to assert itself.
Frankel found himself in financial diffi-
culties and sold the stone to Colot, a
French broker, for $300,000 who in turn
sold it to Prince Ivan Kamtorski who was
soon afterwards assasinated by revolution-
ists. Through a Greek dealer it was sold to
Abdul Hamid, Sultan of Turkey and was
found bathed in blood on the bosom of one
of his harem favorites, whom the sultan is
supposed to have killed in a fit of jealous
rage, when the young Turks stormed the
palace. The next reported owner of the
gem was Selim Habib, who was drowned
when the steamship " Seyne " was sunk
off the coast of Ceylon and it was sup-
posed that the Hope diamond, with other
valuable gems in Habib's collection, was
at the bottom of the Indian Ocean. But
it did not happen to be with him and was
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subsequently found in the safe of a
Parisian firm and through a Fifth avenue,
New York, jeweler was subsequently
acquired by Mr. Edward McLean, of
Washington, who after having engaged
to buy it withdrew his offer and was
compelled by suit-at-law to complete the
purchase. Mrs. McLean is now wearing
it on many occasions, despite its hoodoo
reputation.

Napoleon I Adds to Treasure

Napoleon I materially added to the
French crown jewels, purchasing with
funds obtained by special decree, dia-
monds to the value of 6,000,000 francs.
In 1814, on his abdication, Marie Louise
carried all the crown jewels off to Blois,
but Francis II, of Austria, restored them
to Louis XVIII, when he reascended the
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in a sealed safe and placed, for safe-
keeping in the hands of the governor of
the bank of France. Here they remained
until 1875 when a special committee was
appointed to catalog them and 10 years
later those that were not regarded as of
sufficient national interest to be worth
keeping, were sold at public auction, the
remainder being placed on public exhi-
bition in the Apollo Gallery at the
Louvre, where, under constant and vigor-
ous guard, they are available for public
inspection.

Jeweler's Handsome Booth
at Local County Fair

On this page we reproduce a picture
which was designed and used by H. E.

Wethey, of Chilli-
cothe, Ohio, at the
Ross County fair held
sometime ago. Mr.
Wethey has estab-
lished a reputation
in this particular line
as he was first prize
winner one year ago
in the contest for the
best display. Our
readers must keep in
mind that it is ab-
solutely impossible to
do justice to a display
of this -kind in a pho-
tograph, the picture
merely giving a vague
idea of its general
plan.

This booth was 16
feet wide by 14 feet
deep and the colors
used were white and
purple. For the over-
head portion, crepe
paper was used while
the sides were made
from accordion
plaited cheesecloth.
In front, as shown in
the picture, was a

show case filled with the select wares of the
jeweler and a white fence prettily com-
pleted the booth effect. Flowers were
lavishly used to add to the decorative
effect, but the most impressive feature
which cannot be reproduced in the picture
was the illumination. The show case, the
sides and the top were furnished with
numerous electric bulbs while an imposing
chandelier was suspended in the center.
The goods displayed comprised selec-

tions from all the lines handled by the
average jeweler, including art China, cut
glass, etc. The booth was very much
admired by the visiting crowds and doubt-
less proved a most effective advertisement.
The fair is primarily an advertisement

and the fact that it is becoming more
popular each year seems to prove its suc-
cess. Not all of the fairs held are, of
course, successful, but the failures, we
believe, are comparatively few and doubt-
less are generally due to mismanagement
rather than a lack of local interest.

FAIR BOOTH OF H. E. WETHEY, CHILLICOTHE, 01110

Throne in March, 1815; on Napoleon's
return from Elba, Louis carried them to
Gand, Austria, where he kept them. On
the accession of Charles X all the stones
were re-set for his coronation and remained
thus until 1854 stored in caskets in the
strong boxes of the civil-list at the Louvre,
Queen Amelia making no use whatever
of them. During the disturbances in
1848, it was proposed to remove them, for
safe-keeping, to the headquarters of the
National Guard, where they were to be
deposited in the public treasury. In the
course of the transfer, two diamond
ornaments, valued at 292,000 francs were
stolen. The general who had charge
of the transfer, Comtais, was accused, if
not of direct complicity in the theft, of
carelessness in the transportation of the
jewels at such a disturbed period, with
inadequate protection.
Between 1854 and 1870, at different

periods, the crown jewels were re-set and
in August of that year, they were enclosed
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Parent and
Child

In order that you derive the full benefit from the National
Advertising that we are doing, it is necessary that you let
the people know that you sell the W. W. W. Guaranteed
Advertised Ring.

It is not sufficient that you display these rings attractively—
it is not sufficient that you occasionally tell the people about
them. If you wish to make the most of the opportunity
that we are creating for you, it is necessary that you ever-
lastingly and continually connect your store with our
National Advertising.

It matters little how much advertising we do—it matters

little how well we do this advertising—it cannot and will
not bring the desired results for you, the retailer, unless
you tie your windows and your store to this advertising.
Let the people of your community know that you sell the
W. W. W. Guaranteed Ring—the ring that they see
advertised.

Show them in your windows—display them conspicuously
and beautifully in your showcases. Instruct your clerks
and yourself regarding this advertised ring.
Feature them, advertise them and suggest them as appro-
priate gifts for each and every occasion.

Makers of Rings in Which the Stones Do Stay

When your customers are in doubt as to what to buy,
Sk ggest a W. W. W. Guaranteed Ring. There is nothing
iI your store easier to sell—nothing in your store that
ciuses less trouble after being sold—nothing in your store
tl'at brings the same return of profit for the amount invested
as a W. W. W. Ring.

You will sell more rings and make more money if you will
ti your windows and your store to this National Adver-
ti!,ing campaign of ours. Use our window attractions.
I' se our lantern slides, newspaper cuts and other

features. Take advantage of our personal advertising
service which is yours without cost.

Fourteen National magazines with a reading circulation of
so million are telling the people of your community about
the W. W. W. Ring.

Those who co-operate with us—those who let the people
know that they have the W. W. W. Rings for sale—
will be the ones who will derive the profits, the pres-
tige and the benefits from this huge National Adver-
tising policy.
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What Is Time?

)rigin of the Term and Its Varied Definitions—Solar and Sidereal Time—Standard

Time and Its Distribution—Meaning of Greenwich Time—The International

Date Line By HERBERT HEATH HELMAN

The question, " what is time," is as old

,s the world itself, and its actual solution

S as far off today as it was when man first
oegan to note the passage of the sire of the
,easons—the sun.
Even the origin of the word "time" is a

mere conjecture, and has been dug out of
old Sanskrit—the sacred language of India,

in vogue more than 2,000 years ago.

The Hindoos, it seems, had a word they
called da, or dai, the meaning of which
agrees with our common English word

" divide " ; and from this Indo-Germanic
root has been evolved the now-familiar
word "time." But what the term posi-

tively means and what it actually repre-
sents in the economy of worldly affairs is
absolutely indefinable to the human mind;
we have only a vague and an approximate

idea of its significance.
We cannot touch, taste nor handle it,

therefore it does not appeal to our senses;
yet it is a fact, and the supreme fact of
the world's social system, around which all
other facts revolve. And so closely is it
identified with human affairs that Dean
Swift declared "no other preacher is
listened to but time," the philosophical
observations of Cicero lead him to say
that "time destroys the speculations of
man but it confirms the judgment of
nature," and one of Shakespeare's charac-
ters declares that "time is the old justice
who examines all offenders."

Its value, too, must be inestimable, for,
" as every thread of gold is valuable so is
every minute of time and almost the
first mental observation of a child is the
flight of time, while the last dying sigh
of the nonagenarian is for one more
moment of time.

Its Varied Definitions

Perhaps it is the commonable position
of that which for want of a better word we
call " time" that makes it so confounding
to philosophers and sages. Hegel, Spinoza,
Mill, and others, all widely differ in their
conceptions and definitions of the term.
One claims it is an illusion, another says
it is merely a form of phenomenon but not
a characteristic of ultimate variety, and
the third claims it to be a "reality, but
with a qualified sort of reality,"—whatever
that may mean.
Probably the most comprehensive defin-

ition is that promulgated by Noah Web-
ster : " duration considered independently
of any system of measurement." In other
words, just as space is the distance between
objects and can only be defined as a
mental phenomenon, so, time, being a
nonentity, also exists without tangibility;
and yet, while it has no independent exist-

ence, it is real because the real world is
timed.

Some Divisons of Time

By equalization, or the process of equa-
tion, the astronomer divides it into
numerous parts, so to speak, and classifies
and names each one of these parts in so
comprehensive a manner that the simplest
person nowadays will have no difficulty in
differentiating, provided a little study is
given the matter.
We have, then, as a result of the work of

astronomers and " time-takers," the well-
known terms, " mean time," " apparent
time," "sidereal time" and "standard
time" ; and upon these scientific divisions
the world's daily affairs depend. But
however familiar these terms may be, it is
doubtless safe to say that the significance
of the unassuming adjectives " mean,"
"apparent," etc., are not as well under-
stood as they should be by many people
who use them in connection with the word
"time.;" though if opportunity is taken to
learn the etymology of the words describ-
ing the different kinds of time it will well
repay the searcher. As an example, we
will quote the words " mean " and "ap-
parent," and we will see that the former is
derived from the Latin word medianus
(meaning "little"), and the latter comes
from apparens (the Latin for "visible").

Mean Solar Time

Now, as everyone knows, the unit of
time is arbitrary and that it is derived
from the length of the day—from sunset
to sunset. But these sun-days are not all
of the same length; the daylight grows
longer or shorter as the seasons of the year
come and go. For business purposes,
then, time is reckoned in days of an equal
length, regardless of the time the sun rises
and sets—from 12 o'clock noon of one
day to 12 o'clock noon of the next day.
This is called mean solar time. By
astronomers it is called the astronomical
day, because it begins at noon; but the
civil day begins its existence exactly
12 hours earlier, taking its reckoning
from midnight.

All good watches and clocks are sup-
posed to record mean solar time, though
with the absolutely correct mean solar-
time-recorder—the sundial—solar time
agrees but four times a year. This occurs
on April 15, June 14, September 1 and
December 24. The difference is called by
astronomers the equation of time, and it
can be followed from day to day by refer-
ring to any complete almanac.

Parentically it may be stated the great-
est divergence in mean solar time occurs
about the beginning of the month of
November and about the middle of the
month of February. In November it is
approximately 15 minutes faster than the

so-called correct watch or clock, and at
about the ides of February it is very
nearly 15 minutes slow of the clock.

Apparent Solar Time

In apparent solar time we have some-
what of a different proposition in assigning
or placing it in its true position among the
divisions of time; although there would
seem to be, at first sight, comparatively
little essential difference between mean
time and solar time. There is, however, a
difference, as we shall see.
As is recognized the world over, the sun

is primarily the great regulator of all
affairs of life, and therefore time (appar-
ent) is recorded by him. We divide the
time between 12 o'clock noon of one day
and 12 o'clock noon of the next day into
hours, minutes and seconds respectively.
We distinctly see the shadows approaching
and receding as the sun mounts and de-
scends the heavens, and we know, by this
apparent motion, that time with unremit-
ting speed is passing by. We therefore
call this "apparent solar time," because it
is passing and because we can readily dis-
cern the evidence of its passage.
Any sundial that is accurately adjusted

will record apparent time, and every day
when the sun is at the meridian the owners
of watches can adjust them to true time
by observing the sundial, provided the sun
is not hidden by clouds. But even though
these little primitive time-recorders—the
first method, perhaps, by which man began
to scientifically observe time—are theo-
retically recorders of true time, the solar
days do not absolutely agree with them
throughout the period of the earth's
orbital revolution. There is a slight dis-
crimination, which astronomers attribute
to the earth's inclination toward the
equator, and also on account of the seem-
ingly oval character of the earth's orbit.
By reason of the two causes just men-

tioned that account for the "slight dis-
crimination," expert horologists claim
that a watch or clock cannot be adjusted
to keep undeviating pace with the sundial.
But, like the mediaeval alchymist, some
modern scientists in their endeavor to
construct a timepiece that will overcome
this trifling difference have played "such
fantastic tricks before high heaven as to
make the angels weep." Hence, it will
be seen that apparent solar time is only
practicable where timepieces in the form
of watches and clocks are scarce, and the
dial or some similar recorder must be the
means of noting the passage of seconds,
minutes and hours.
Of recent years these primitive—but

correct—time recorders have been revived
to a considerable extent, though more for
their novelty than for their practical use.
They are often to be seen on the lawns of
suburban residences and in the parks of
private individuals. Their uniqueness and
antiquity furnish amusement and instruc-
tion to those who take an interest in them.
There are also in various parts of the world
what might be called natural sundials;
that is, features in the conformations of
rocks and promontories which conform to

(Continued on page 2146)
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(Continued from page 2143)

the principles of a dial and by the observa-
tion of which true time can be noted. The
most notable of these natural sundials is
perhaps that one known to mariners which
is located in the Aegean sea. Here a
promontory 3,000 feet high towers above
the water, and as the sun rises the shadows
of the huge mountain every hour touches
a succession of tiny islands that are
exactly oue hour apart.

Sidereal Time

This is another of the various terms by
which " duration " is known and, doubt-
less, describes the most important division
of time. It is a term, however, that be-
longs to the astronomers exclusively.
They alone have use for it, because they
note the passage of time by the stars, as
the word "sidereal" implies. In fact,
sidereal time is the only strictly uniform
motion that is known and its recognition
by present-day scientists has supplanted
much of the old Ptolmaic and Copernican
methods of astronomical calculation. But
on account of the transit of a star across
the meridian being such a seemingly in-
significant event, "star-time," as it is
often called, is not as applicable for regu-
lating commercial and social affairs as
solar time. It would create no end of con-
fusion and discord were it adopted, be-
cause, as those who study the stars by
night tell us, its noon must necessarily
come at " all hours of the day and all
hours of the night at different seasons of
the year."
The method by which sidereal time is

observed and the delicate scientific instru-
ments used for the purpose are well worth
recording here, because they are un-
familiar to the average reader. And also
because most people in the United States
are of the opinion that we get our time
from the sun; that is, the time of day is
dependent upon the position of the sun.
That is a common mistaken belief. The
The standard for American time is calcu-
lated absolutely by the stars, and the sun
is positively ignored by the official time
recorders.

It is at the United States Naval Obser-
vatory, Washington, where the transits
are taken, and the daily signals that are
sent throughout the country from that
observatory are calculated from star obser-
vations only. Here are located the scien-
tific instruments referred to, the principal
ones used for " taking" the time being
the 9-inch and the 6-inch transits. But
it must not be inferred that the instru-
ments here used are identical with the
transits used by civil engineers—the
instrument familiar to most every one.

Observing the Transit

The transit instrument used by the
operator at the Naval Observatory con-
sists principally of a telescope that is
fixed to an east and west axis; and it
revolves in the plane of the meridian.
As may be supposed, the axis is the
most essential integral part of the instru-

ment, yet it is no thing more than a
hollow cube having fastened to its oppo-
site sides cones, in the tips of which pivots
are screwed. The telescope is placed in
the sphere and securely adjusted to the
axis at right angles. The artificial light
is reflected into the telescope tube through
one of the pivots mentioned, which is
hollow for this purpose; and thence, by
means of a reflector, the light is conducted
to the eye-piece.
When the observer wishes to find inter-

vals of time between the passage of a par-
ticular star across a meridian he takes his
place at the miniature eye-piece of the
transit and complacently waits for the
passing star—a heavenly body that may be
millions of miles away from the earth.
One horizontal and two vertical spider
threads are dexterously stretched across
the focus of the eye-piece before which
he sits, and upon these tiny lines his vision
is intently directed as the time approaches
for the transit of the far-off twinkling star.
As he watches he sees a point of bright

light that seems to be floating through the
great mysterious universe. Very often
unaccountably numerous bright vibrating
rays displaying beautiful colors accompany
the approaching star—for that is what the
swimming "bright light" will soon prove
to be. With sublime majesty and awe-
inspiring wonder it gracefully sweeps
through the star-paved heavens and veH-
fies the immensity of space. Its luster
silently pierces the fathomless darkness
and with no less wonder surrounds the
vision of the entranced observer at the
small instrument through which he is
looking. No sound is heard, no anthems
resound through the " gorgeous arch with
golden worlds inlaid "; there is no turmoil
nor confusion noticeable in the solar
system, yet it is a world—perhaps far
greater than our own—that is so silently
and so sublimely approaching. An Alex-
ander or a Caesar or a Napoleon would
have been heralded by loud acclaims from
the faint voices of vainglorious followers.
But not so the advent of a world rolling
through space : only one human eye
detects its presence and watches its jour-
ney over the royal apsis to perihelion.
How marked the contrast and how true the
contemplation of the once-proud Walpole
that our world is a comedy to those who
think and a tragedy to those who feel.
Soon the shadow of the star under ob-

servation is outlined on one of the gleam-
ing threads upon which the eye of the
operator is so earnestly fixed, and at that
instant his finger lightly taps a button
and a dot is made on a paper cover of
the nearby chronograph. A few seconds
later another star has passed the second
wire, and its transit is also recorded on the
same chronograph; and so on until the
transit is over.

It must not be understood that this
star-time is the actual time we "go by,"
as the common expression has it. As has
already been stated, it would not be applic-
able; nevertheless, it is the absolutely cor-
rect time. To make it practicable for
watches and clocks, however, it is con-
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verted, or, more properly speaking, trans-
lated into solar time. This translated time
is then telegraphed all over the United
States every day at noon by means of the
signal clock at the observatory being
connected with the 100,000 or more
timepieces on the vast circuit. And so
rapid is the transmission that it is almost
incomprehensible, for it requires but one-
fifth of a second to flash it from the city of
Washington to the city of San Francisco,
more than 3,000 miles away. Once a
year (midnight December 31) it is tele-
graphed clear around the world, and the
entire circuit of the earth is made in the
phenomenally short time of 10 seconds.

Where the World's Day Begins
As is well known, the meridian of the

sun is the world-wide accepted standard
of time, because it is the only means
by which the common observer may get
his reckoning or compute his progress in
whatever sphere of action he may be
engaged. We say, for instance, when
24 hours have expired—counting from
midnight to midnight—another day has
ended and another begun. We note this
observation 365 times and then say an-
other year has gone by and another one
begun. But, so far, they are only local
days and local years, for when it is 12
o'clock midnight at New York, for ex-
ample, it is approximately but 9 o'clock
p. m. at San Francisco. Therefore, the
New York day does not correspond with
the San Francisco day, although both com-
prise the relatively same number of hours;
yet there is an apparent loss of time some-
where.
Now this " apparent " loss of time is ac-

counted for by the well-known fact that
the earth moving from east to west on its
axes requires 24 hours to expose its
whole surface to the beneficient light of
the sun. It can be seen, then, that at
the rate of loss of time in going from New
York to San Francisco there naturally
would be a location on the earth where a
depreciation of 12 hours of time would
prevail; and in going from west to east
there would necessarily be a correspond-
ing gain of 12 hours. In consequence,
this phenomenon would suggest that there
be some line of demarcation where a day
agreeing with the diurnal revolution of
the earth should begin and end.

There is such a place or designation, but
because the English-speaking world have
for hundreds of years reckoned time east
and west from Greenwich, many people
think the day begins and ends there;
but it does not, as we shall see.

It is because Greenwich, the suburban
borough of London, was the royal resi-
dence from the thirteenth to the seven-
teenth century, and where, also, the
Royal Observatory was established in
1675, that English time began to be reck-
oned from that place. The captains of
ships passing down the Thames river on
their way to the open sea invariably ad-
justed their timepieces so as to conform
to the observatory time at Greenwich. It
became a sort of fixed starting point, and
British, German, and Holland mariners
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a , early as the seventeenth century desig-
n ited time recorded at this point as
" Greenwich time." British astronomers
aid geographers calculated their longi-
t [des from this meridian, which is now
known as the prime meridian, and the
s,, me custom was adopted by all English
colonies. France, also has at last sacrificed
her pride to convenience, and has officially
.cepted Greenwich time.

The International Date Line

For a long time navigators, in sailing
around the earth, lost and gained their
day at "any old place" in the Pacific
ocean. Some islands had American time
that lay farther west than others that had
Asiatic time that lay farther east, and the
result was constant confusion among
mariners. This confusion, though pre-
vailing for a long time, has been gradually
eliminated and now there is a tentative
understanding among maritime countries
that the change of time should occur at the
one hundred and eightieth degree of longi-
tude in the Pacific ocean. Strictly speak-
ing, it is not an international date line, but
merely a custom that has become as fixed
as a law.
For practical purposes the line does not

follow the one hundred and eightieth
degree, because it would split in half some
of the islands and this would necessitate
two different standards of local time—a
condition altogether unnecessary. A cur-
sory glance at the map will reveal that it
diverges so as to make all American inter-
colonial possessions in the Pacific ocean
(except the Philippines) come within the
scope of one day.
It is very clear, then, that this quasi

date line must occupy an important and
at the same time a decidedly unique posi-
tion in connection with all maritime affairs;
but the cause for its strict observance by
sea captains is not generally understood
!:13r those who are only casually interested
in navigation. A few words on the subject
Is well worth the time it takes to relate
them, and they will perhaps show the
practical necessity for the imaginary loca-
tion we are discussing.
As every school boy knows, the world is

round and is revolving on its axes at the
rate of one revolution in every 24 hours.
Now let us suppose a traveler to start at
the date line or one hundred and eightieth
degree of longitude and continue his jour-
ney around the entire earth. If he were
going east it could be consistently said
he was traveling against time, because the
actual speed of time has diminished by one
for the traveler) the number of revolu-

t ions made by the earth when he shall have
reached his starting point. He has, there-
f ore, actually gained 24 hours or one whole
day. If he were going west the same line
of reasoning would obviously declare the
traveler to have lost one day when he
arrived at the point from which he started,
because he would have been traveling with
lime. And if two travelers were to start
Tnultaneously at the international date
line—the one going east and the other
going west—it is not difficult to understand
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that at the end of their journey around
the world there would be an actual
difference of two days in their combined
time reckonings.

It was this faulty computation, so to
speak, that made it imperative that some-
where on the earth's surface there should
be a commonly understood or mutually
recognized longitudinal line where dates
in time could be changed. The one hun-
dred and eightieth degree of longitude
being considered the most convenient
and virtually agreed upon by geographers
of all nations, because it practically inter-
sects no habitable location in the Pacific
ocean, it is now the "place" where the
world's official day begins and ends.
When, therefore, a vessel sailing from

any port on the western coast of the United
States and bound for Asia reaches the
imaginary line referred to on, say, Wednes-
day 12 o'clock noon, the navigator turns
the hands of his watch back 24 hours and
he calls the day Tuesday 12 o'clock noon.
On his return trip, at the same point, he
will set his watch one day or 24 hours
ahead. And this is the manner in which
the mariner's timepiece keeps pace with
the morning sun.

Standard Time

Here in America everybody is familiar
with the term "standard time " ; in fact,
it has become a hackneyed phrase, though
in use but a comparatively short period.
And, too, like many modern designations
that imply a great amount of latency, its
full significance is only partially under-
stood by a large proportion of the people
who use the term frequently. Yet it is
safe to say that inasmuch as there is more
interoceanic travel in America than in
any other country, there is therefore a
larger percentage of people in the United
States than anywhere else who realize the
importance and understand the full signifi-
cance of American standard time.

Before the adoption of the standard
time system in this country great incon-
veniences and misunderstandings con-
stantly arose to harass the traveling pub-
lic and, through the absence of it, frequent
railroad accidents occurred on lines run-
ning east and west. But as the railroad
system grew in extent the necessity for
some uniform standard of time by which
traffic could be more orderly conducted
became so imperative that it could no
longer be deferred.
The long-perplexing difficulty was finally

overcome and permanently settled when
the Prime Meridian Conference, held at
Washington in 1884 at the suggestion of
the American Congress, recommended an
international standard of time. This con-
ference was convened, as its name implies,
" to fix and recommend for universal adop-
tion a common prime meridian." The
adoption of an international standard of
time was altogether beyond its province; it
could only recommend. Twenty-six coun-
tries were represented at this gathering of
scientists, and they finished their work
according to the instructions given them;
yet, mainly through the petty jealousies of

some of the European delegates, a unani-
mous agreement as to where the origin
of longitude should be was not reached.
A majority, however, favored Greenwich
as the prime meridian, and now all coun-
tries of the world reckon from that
place.
As can be seen, the work of this conven-

tion cleared the way for the adoption of an
intelligent and systematic standard time
system that could be applied to any coun-
try—using Greenwich as the unit or start-
ing point. In conformity, therefore, with
the wise recommendation of the Meridian
Conference the United States and Canada
conjointly were the first to make it
practicable. They at once adopted, or
rather selected, a series of meridians that
should be known as standards for the regu-
lation of time all the way across the
American continent. As a result of the
initiative taken by this country in the
matter of fixed meridians we are now
living and doing business in America
under five different standards of local
time—a system that is well-nigh per-
fect so far as it relates to commercial
affairs.
The five standards are counted in mul-

tiples of 15 degrees each of longitude
(15 degrees equaling one hour of mean solar
time), beginning at the prime meridian
and going west. American standard time,
then, begins at the sixtieth degree of
longitude west, which extends from Nova
Scotia to about the city of Philadelphia,
where the seventy-fifth meridian begins;
and this is called Colonial time. From
the seventy-fifth to the ninetieth it is
termed Eastern time; from the ninetieth
to the one hundred and fifth it is known as
Central time; from the one hundred and
fifth to the one hundred and twentieth
is Mountain time, and from the one hun-
dred and twentieth to the one hundred
and thirty-fifth, which embraces Sitka in
Alaska, it is called Pacific time.
The lines of these time-zones, though,

are not arbitrarily drawn; if they were,
they would, in many cases, divide an
important city or town. For practical
purposes, therefore, the railroad companies
have caused them to theoretically recede
or go forward, as in the case of the inter-
national date line. This tacit under-
standing precludes two different time-
schedules in any one place of commercial
importance.

It will be noticed also that the actual
difference of time embraced in the United
States proper is practically five hours, a
condition that is only possible in one other
country of the world, namely, Russia.
This great difference of time represents
75 degrees of longitude or more than
5,000 miles of the earth's surface. So that
when the morning rays wake the fisher-
men off the coast of Maine the vessels
lying in the harbor of Sitka, Alaska, will
have still 5 hours of darkness to cover them
ere their crews are awakened by the same
sun. And if this same time reckoning is
extended farther west, to include the Phil-
ippine Islands, it can be truthfully said
the sun never sets on the American flag.
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AMONG THE TRADE

California

Dupen & Son, Chico, the well-known jewelry
rm, which for several years has been located in
lain street, will change its place of business from
S present headquarters to the Waterland-Bres-

1 tuer building, where it will Move into the store
formerly occupied by Broyles.
0. F. McCarthy, the Modesto jeweler, recently

opened a jewelry store in the Toggery. Mr. Mc-
Carthy owns a lot on Yosemite avenue and will
probably build during the winter.
The Lomax jewelry store, Portersville, opened

in its new location in the Frame building last
month. Manager Woertendyke is in charge of the
Lomax interests in that city.
The jewelry business of Walter Belling, Vallejo,

has been purchased by N. Fink, the lower Georgia
street tailor and clothing man, by whom it will
be conducted in the future. He has ordered a
stock of watches and diamonds, and will have a
competent watchmaker and jeweler in charge.
It will be known as the Naval Jewelry Store.

Colorado

H. H. Frumess and family, of Denver, enter-
tained an auto party at Manitou recently.
W. C. Wolfe, Montrose, has moved his stock

to a new location at 419 Main street.
Paul Kley, Denver, is building a log summer

residence on his ranch near Palmer Lake.
L. Petry, Denver, lapidist, is now located at 1526

Champa street, where he has opened a new shop
for cutting precious stones.
Jacob Sherley, Jr., who is still in jail here, will

be taken to Brighton for arraignment in the Dis-
trict Court, on the charge of murdering John
Zebransky, known as the "Hermit Jeweler" of
that place.
Frank P. Allen, Denver, is again at his place of

business with the Bohm-Allen Jewelry Company,
after spending a few weeks in the east on business
and pleasure.
Out-of-town jewelers recently visiting Denver,

were the following: John Daynes, Salt Lake;
C. C. Stone and V. E. Blake, Fort Collins; A. W.
Clark, Colorado City; J. S. Bently, Boulder; L. E.
Gardner, Longmont; Robert Swanson, Littleton;
Mr. Morgan, Pagosa Springs; George A. Smythe,
Waft° Springs; John Owsley, Creede; J. Freshman,
Victor; E. W. Eddy, West Cliffe; S. C. Morgan,
Longmont; E. S. St. John, Fort Lupton; Charles
J. Yardley, Greeley; C. P. Pettingell, Boulder;
Dan S. Park, Cheyenne.
Ben Cohn, Spokane, is visiting his brother,

Morris Cohn, of Denver.
Julius Weiss, the thirteen year old son of Paul

Weiss, died September 11, of spinal meningitis,
tfter a week's illness.
A. F. Wehrle, formerly of the A. F. Wehrle

rewelry Company, Denver, is engaged in business
in Los Angeles, Cal.
E. L. Peisar, pioneer jeweler of Glenwood Springs

has purchased the Woods' Lake summer resort
and furnishes the state fish hatchery at Leadville,
with about 3,000,000 trout eggs annually, for which
he receives one-half of the fish hatched with which
he stocks the streams of the resort, thus furnishing
t he best fishing ground in the country.
Business conditions of the city of Denver and

the state, as well as the entire western country are
showing decided improvement in all lines of busi-
ness owing to the splendid conditions of the crops.
It is estimated that the sugar beet crop alone will
yield approximately $3,500,000 and all are looking
forward to a splendid fall and holiday business.
H. L. McLaughlin, Denver, representing the

W. W. Hamilton Jewelry Company, has started
on a trip through western and central Nebraska.
Edward Lehman, of the Edward Lehman

Jewelry Company, Denver, is making a trip
throughout Nebraska, in the interest of the firm.
John J. Brady, formerly of Fort Dodge, Iowa,

Is now connected with J. C. Bloom & Co., of

J. C. Bloom, of J. C. Bloom & Co., Denver, a
member of the local committee for the L. 0. 0. M.

has just received some very encouraging news from
the members of the committee of the Supreme
Lodge regarding the establishing of the General
Sanitarium for that order in Denver. While the
matter has not been definitely settled, it looks very
favorable for the locating of same at this point.
Further developments will be closely watched and
every thing done by the local organization that is
in its power to do.
On account of the National Bench Show being

given in Denver, starting October 3, at the Audi-
torium, a great many loving cups have been sold
by the Denver jewelers to be awarded as prizes.
Syman Brothers Jewelry Company, Denver,

furnished a very beautiful loving cup three feet
high which was presented to George J. Kindel,
candidate for Congress by the Denver retail auto-
mobile dealers for his untiring and successful
effort in securing lower freight rates to this city.
Paul A. Haberl and A. F. Haberl, Denver, have

obtained a lease on the vacant store in the middle
of the block between York and Josephine streets
and have been granted a license to open a moving
picture theatre. They are engaged in the jewelry
business in this city and the moving picture show
will be managed for them by A. T. Stahl.
Three hundred dollars worth of jewelry was

stolen from the Haberl Lapidary and Jewelry
Company's store at 613 Seventeenth street, by a
burglar who gained entrance through a window in
the rear of the building. The jewelry taken in-
cluded a tray of turquoise rings set in gold bands
and several gold bracelets. This, so far as the
proprietors of the store are able to tell, is the ex-.
tent of the loss. Entrance was gained by the use
of a glass cutter, with which the burglar cut a hole
in a back window near the catch large enough to
admit his hand.
The Mountain and Plain Festival Association,

which is to hold a very large and elaborate carnival
in Denver during the week of October 15, has asked
for designs for an elaborate crown for the Queen
of the Festival from the different jewelers in the
city who have contributed towards the funds
for holding the carnival. The competition is very
keen, but it is agreed that the crown be made by
home industry. A great many of the jewelers are
working up elaborate decorations for the coming
Mountain and Plain Festival, and a great many
of them will have floats. As this is the first carni-
val held here for several years, all business men are
vieing to excel one another in the matter of special
displays and decorations. Residents of Denver
and adjacent towns are looking forward to the
coming event with anticipation of much pleasure
and a royal good time is promised to all who come.
John Slemmons, otherwise known as the famous

Pencil-Man, representing The Bowden Ring Corn-
pany, of New York, after close association and
study of Elbert Hubbard, decided that he would
add to his generous gift of pencils, a very unique
little blotter with one of his original mottos upon
it as follows: I believe that 50 per cent of the
worries and troubles in the world, are foolish and
unnecessary; 25 per cent more might be avoided.
The remaining 25 per cent we absolutely need for
discipline. So please smile and blot out a few, and
oblige, Yours Truly.
G. L. Strawman, formerly of Denver, is engaged

in the jewelry business for himself in Helena,
Mont.
E. L. Deacon, formerly of the E. L. Deacon

Jewelry Company, of Denver, has removed with
his family to Los Angeles, Cal., which place he
expects to make his future home.

Connecticut

W. H. White, who has been with the Lake &
Strobel Company, of Waterbury for the last few
years, has bought the optical department of that
concern and will carry on the same with a general
jewelry business in a new store of his own located
at 26 North Main street, Waterbury.

George J. Fisher, a Middletown jeweler, has
leased the store on Main street, formerly occupied
by Clark & True, the jewelers. Mr. Fisher en-

tered the employ of Clark & True, when they
started in business, and in 1898 left them to go into
business for himself at his present stand where he
has since been located.

District of Columbia

A. D. Prince, of the firm of R. Harris & Co., has
purchased the property at Ninth and H streets,
N. W. He will make various alterations, turning
the lower floors of the buildings into stores. It is
said that $75,000 changed hands as a result of this
transaction.
Edwards & Zanner furnished fifty gold, silver

and bronze medals, six large cups and four plaques
for the Railroad Y. M. C. A. The medals were
exceptionally handsome. They were enameled in
red and green, the colors of the association and
bore its crest and monogram.
The new store of M. Blumenfeld, at 3010 Four-

teenth street, N. W., is far superior to the one
formerly occupied by him at 2914 Fourteenth
street, N. W. It is located in a building just com-
pleted, has a mosaic flooring and large electric
chandeliers. At the rear is a good sized work room.
At present the store is equipped with three wall
cases and three show cases and Mr. Blumenfeld
plans to add one more of each. The window is
laid with a parquetry flooring and five inset electric
bulbs illuminate the window at night. All told
the store is a very pretty one.
W. S. Tappan, 803 G street, N. W., is again

able to attend to his business. Mr. Tappan spent
three weeks in the hospital following an operation
but has now fully recovered.
S. A. Stigleman, a watchmaker and engraver

who was formerly a watch inspector for a large
western railroad, has opened up at First street and
Rhode Island avenue, N. W.
S. N. Meyer has returned from a long visit to his

daughter in Baltimore.
In an indictment returned against them by the

grand jury, Warren E. Talbert, Ralph Harris,
Charles A. Norris and Kitty Brown are charged
with conspiracy to defraud Charles Schwartz,
jeweler, 824 Seventh street, N. W., out of jewelry
to the value of several hundred dollars. Talbert
represented himself to Mr. Schwartz as a jewelry
salesman and told him that he had a number of
prospective customers. The supposed customers
are alleged to have been his confederates to whom
he turned over the goods he obtained from Mr.
Schwartz to be sold or pawned. The scheme
dates back to October 1, 1911, and continued
until January, 1912. Some time after that, not
receiving payment for the goods he had turned over
to Talbert, Mr. Schwartz started an investigation
with the result that considerable stock was found
in local pawnshops.
Gerome Desio, of the firm of Victor E. Desio &

Co., 1107 F street, N. W. has returned from a two
months' vacation in the iVhite Mountains of New
Hampshire.
A. D. Kronstadt, formerly of 107 Chrystie

street, New York, has removed to 1736 Fifteenth
street, N. W. He is at present looking for suitable
quarters in the down town section in which to
carry on a retail jewelry business in addition to his
already well-established jobbing business.
The Kahn Optical Company, doing a combined

jewelry and optical business at 625 Seventh street,
N. W., have had the interior of their store re-
decorated, added two drop light chandeliers of
five Tungsten lamps each and have otherwise
made their store more attractive. In the optical
department they have installed new equipment in-
cluding two edge grinding machines and new in-
struments.
H. C. Bergheimer, of Galt & Bro.; Charles E.

Berry, of Berry & Whitmore; T. C. Dulin, of
Dulin & Martin; A. D. Prince, of R. Harris &
Company, and George W. Spier, president of the
Retail Jewelers' Association of the District of
Columbia were members of the special committee
of the Washington Chamber of Commerce ap-
pointed to assist in looking after the delegates
to the fifth International Congress of Chamber of
Commerce who came to this city from Boston
where they have been in session. A sight-seeing
trip by automobile about the city, a boat trip to
Mount Vernon, with luncheon upon the boat, and
a reception at the Pan American Union were among
the entertainments provided for the delegates.

(Continued on page 2148c)
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AMONG THE TRADE

California

Dupen & Son, Chico, the well-known jewelry
rm, which for several years has been located in
lain street, will change its place of business from
S present headquarters to the Waterland-Bres-
viler building, where it will rhove into the store

formerly occupied by Broyles.
0. F. McCarthy, the Modesto jeweler, recently

opened a jewelry store in the Toggery. Mr. Mc-
Carthy owns a lot on Yosemite avenue and will
probably build during the winter.
The Lomax jewelry store, Portersville, opened

in its new location in the Frame building last
month. Manager Woertendyke is in charge of the
Lomax interests in that city.
The jewelry business of Walter Belling, Vallejo,

has been purchased by N. Fink, the lower Georgia
street tailor and clothing man, by whom it will
be conducted in the future. He has ordered a
stock of watches and diamonds, and will have a
competent watchmaker and jeweler in charge.
It will be known as the Naval Jewelry Store.

Colorado

H. H. Frumess and family, of Denver, enter-
tained an auto party at Manitou recently.
W. C. Wolfe, Montrose, has moved his stock

to a new location at 419 Main street.
Paul Kley, Denver, is building a log summer

residence on his ranch near Palmer Lake.
L. Petry, Denver, lapidist, is now located at 1526

Champa street, where he has opened a new shop
for cutting precious stones.

Jacob Sherley, Jr., who is still in jail here, will
be taken to Brighton for arraignment in the Dis-
trict Court, on the charge of murdering John
Zebransky, known as the "Hermit Jeweler" of
that place.
Frank P. Allen, Denver, is again at his place of

business with the Bohm-Allen Jewelry Company,
after spending a few weeks in the east on business
and pleasure.
Out-of-town jewelers recently visiting Denver,

were the following: John Daynes, Salt Lake;
C. C. Stone and V. E. Blake, Fort Collins; A. W.
Clark, Colorado City; J. S. Bently, Boulder; L. E.
Gardner, Longmont; Robert Swanson, Littleton;
Mr. Morgan, Pagosa Springs; George A. Smythe,
Idaho Springs; John Owsley, Creede; J. Freshman,
Victor; E. W. Eddy, West Cliffe; S. C. Morgan,
Longmont; E. S. St. John, Fort Lupton; Charles
J. Yardley, Greeley; C. P. Pettingell, Boulder;
Dan S. Park, Cheyenne.
Ben Cohn, Spokane, is visiting his brother,

Morris Cohn, of Denver.
Julius Weiss, the thirteen year old son of Paul

Weiss, died September 11, of spinal meningitis,
after a week's illness.
A. F. Wehrle, formerly of the A. F. Wehrle

Jewelry Company, Denver, is engaged in business
Los Angeles, Cal.
E. L. Peisar, pioneer jeweler of Glenwood Springs

has purchased the Woods' Lake summer resort
and furnishes the state fish hatchery at Leadville,
with about 3,000,000 trout eggs annually, for which
he receives one-half of the fish hatched with which
he stocks the streams of the resort, thus furnishing
the best fishing ground in the country.
Business conditions of the city of Denver and

the state, as well as the entire western country are
showing decided improvement in all lines of busi-
ness owing to the splendid conditions of the crops.
It is estimated that the sugar beet crop alone will
Yield approximately $3,500,000 and all are looking
forward to a splendid fall and holiday business.
H. L. McLaughlin, Denver, representing the

W. W. Hamilton Jewelry Company, has started
on a trip through western and central Nebraska.
Edward Lehman, of the Edward Lehman

Jewelry Company, Denver, is making a trip
throughout Nebraska, in the interest of the firm.
John J. Brady, formerly of Fort Dodge, Iowa,

Is now connected with J. C. Bloom & Co., of
Denver.

J. C. Bloom, of J. C. Bloom & Co., Denver, a
Lmember of the local committee for the L. 0. 0. M.

has just received some very encouraging news from
the members of the committee of the Supreme
Lodge regarding the establishing of the General
Sanitarium for that order in Denver. While the
matter has not been definitely settled, it looks very
favorable for the locating of same at this point.
Further developments will be closely watched and
every thing done by the local organization that is
in its power to do.
On account of the National Bench Show being

given in Denver, starting October 3, at the Audi-
torium, a great many loving cups have been sold
by the Denver jewelers to be awarded as prizes.
Syman Brothers Jewelry Company, Denver,

furnished a very beautiful loving cup three feet
high which was presented to George J. Kindel,
candidate for Congress by the Denver retail auto-
mobile dealers for his untiring and successful
effort in securing lower freight rates to this city.
Paul A. Haberl and A. F. Haberl, Denver, have

obtained a lease on the vacant store in the middle
of the block between York and Josephine streets
and have been granted a license to open a moving
picture theatre. They are engaged in the jewelry
business in this city and the moving picture show
will be managed for them by A. T. Stahl.
Three hundred dollars worth of jewelry was

stolen from the Haberl Lapidary and Jewelry
Company's store at 613 Seventeenth street, by a
burglar who gained entrance through a window in
the rear of the building. The jewelry taken in-
cluded a tray of turquoise rings set in gold bands
and several gold bracelets. This, so far as the
proprietors of the store are able to tell, is the ex-
tent of the loss. Entrance was gained by the use
of a glass cutter, with which the burglar cut a hole
in a back window near the catch large enough to
admit his hand.
The Mountain and Plain Festival Association,

which is to hold a very large and elaborate carnival
in Denver during the week of October 15, has asked
for designs for an elaborate crown for the Queen
of the Festival from the different jewelers in the
city who have contributed towards the funds
for holding the carnival. The competition is very
keen, but it is agreed that the crown be made by
home industry. A great many of the jewelers are
working up elaborate decorations for the coming
Mountain and Plain Festival, and a great many
of them will have floats. As this is the first carni-
val held here for several years, all business men are
vieing to excel one another in the matter of special
displays and decorations. Residents of Denver
and adjacent towns are looking forward to the
coming event with anticipation of much pleasure
and a royal good time is promised to all who come.
John Slemmons, otherwise known as the famous

Pencil-Man, representing The Bowden Ring Com-
pany, of New York, after close association and
study of Elbert Hubbard, decided that he would
add to his generous gift of pencils, a very unique
little blotter with one of his original mottos upon
it as follows: I believe that 60 per cent of the
worries and troubles in the world, are foolish and
unnecessary; 25 per cent more might be avoided.
The remaining 25 per cent we absolutely need for
discipline. So please smile and blot out a few, and
oblige, Yours Truly.
G. L. Strawman, formerly of Denver, is engaged

in the jewelry business for himself in Helena,
Mont.
E. L. Deacon, formerly of the E. L. Deacon

Jewelry Company, of Denver, has removed with
his family to Los Angeles, Cal., which place he
expects to make his future home.

Connecticut

W. H. White, who has been with the Lake &
Strobel Company, of Waterbury for the last few
years, has bought the optical department of that
concern and will carry on the same with a general
jewelry business in a new store of his own located
at 26 North Main street, Waterbury.

George J. Fisher, a Middletown jeweler, has
leased the store on Main street, formerly occupied
by Clark & True, the jewelers. Mr. Fisher en-

tered the employ of Clark & True, when they
started in business, and in 1898 left them to go into
business for himself at his present stand where he
has since been located.

District of Columbia

A. D. Prince, of the firm of R. Harris & Co., has
purchased the property at Ninth and H streets,
N. W. He will make various alterations, turning
the lower floors of the buildings into stores. It is
said that $75,000 changed hands as a result of this
transaction.
Edwards & Zanner furnished fifty gold, silver

and bronze medals, six large cups and four plaques
for the Railroad Y. M. C. A. The medals were
exceptionally handsome. They were enameled in
red and green, the colors of the association and
bore its crest and monogram.
The new store of M. Blumenfeld, at 3010 Four-

teenth street, N. W., is far superior to the one
formerly occupied by him at 2914 Fourteenth
street, N. W. It is located in a building just com-
pleted, has a mosaic flooring and large electric
chandeliers. At the rear is a good sized work room.
At present the store is equipped with three wall
cases and three show cases and Mr. Blumenfeld
plans to add one more of each. The window is
laid with a parquetry flooring and five inset electric
bulbs illuminate the window at night. All told
the store is a very pretty one.
W. S. Tappan, 803 G street, N. W., is again

able to attend to his business. Mr. Tappan spent
three weeks in the hospital following an operation
but has now fully recovered.
S. A. Stigleman, a watchmaker and engraver

who was formerly a watch inspector for a large
western railroad, has opened up at First street and
Rhode Island avenue, N. W.
S. N. Meyer has returned from a long visit to his

daughter in Baltimore.
In an indictment returned against them by the

grand jury, Warren E. Talbert, Ralph Harris,
Charles A. Norris and Kitty Brown are charged
with conspiracy to defraud Charles Schwartz,
jeweler, 824 Seventh street, N. W., out of jewelry
to the value of several hundred dollars. Talbert
represented himself to Mr. Schwartz as a jewelry
salesman and told him that he had a number of
prospective customers. The supposed customers
are alleged to have been his confederates to whom
he turned over the goods he obtained from Mr.
Schwartz to be sold or pawned. The scheme
dates back to October 1, 1911, and continued
until January, 1912. Some time after that, not
receiving payment for the goods he had turned over
to Talbert, Mr. Schwartz started an investigation
with the result that considerable stock was found
in local pawnshops.
Gerome Desio, of the firm of Victor E. Desio &

Co., 1107 F street, N. W., has returned from a two
months' vacation in the White Mountains of New
Hampshire.
A. D. Kronstadt, formerly of 107 Chrystie

street, New York, has removed to 1736 Fifteenth
street, N. W. He is at present looking for suitable
quarters in the down town section in which to
carry on a retail jewelry business in addition to his
already well-established jobbing business.
The Kahn Optical Company, doing a combined

jewelry and optical business at 625 Seventh street,
N. W., have had the interior of their store re-
decorated, added two drop light chandeliers of
five Tungsten lamps each and have otherwise
made their store more attractive. In the optical
department they have installed new equipment in-
cluding two edge grinding machines and new in-
struments.
H. C. Bergheimer, of Galt & Bro.; Charles E.

Berry, of Berry & Whitmore; T. C. Dulin, of
Dulin & Martin; A. D. Prince, of R. Harris &
Company, and George W. Spier, president of the
Retail Jewelers' Association of the District of
Columbia, were members of the special committee
of the Washington Chamber of Commerce ap-
pointed to assist in looking after the delegates
to the fifth International Congress of Chamber of
Commerce who came to this city from Boston
where they have been in session. A sight-seeing
trip by automobile about the city, a boat trip to
Mount Vernon, with luncheon upon the boat, and
a reception at the Pan American Union were among
the entertainments provided for the delegates.

(Continued on page 2148 e)
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JEWELERS'
SHOW CASE TRAYS

BRACELET
An Expansion Bracelet made

in Gold Filled

TT'S the
I ONLY

unsold-
eredbrace-
let on the
market, no
heat ever
touches it.
Hence the
gold re-
tains its
original
hardness.

It's Flexible and Elastic
comes in a most exquisite case, velvet lined, which
helps to sell it.

Lower in price than any other and it will wear
as well.

We positively GUARANTEE this bracelet as to
workmanship, QUALITY and WEARABILITY.
Mr. Retailer, GET BUSY!—ask YOUR JOBBER to

show you some of these for $1.75 up.

Don't Get Talked Into Some Other Make, Believing That
They're Better Because They Cost More. Ours Are Surely
As Good As The Best And Cost Less.

We Sell To The Jobbing Trade Only
IF YOUR JOBBER CANNOT SUPPLY YOU WRITE US

ROLLED GOLD BRACELET DEPT.

Size 11N x 11% in.

A most handsome, substantial and practical
tray for displaying

 LOCKETS, LINKS, RINGS, 
BROOCHES, PINS, WATCHES, Etc.

Has an oak frame, is velvet
lined and made to stack

WE MAKE

SCARF PIN PADS

BROOCH PADS

TIE CLASP PADS
ETC., ETC.

JEWELRY BOXES

MAILING BOXES

SILVERWARE CASES

ROSARY BOXES

Write For Prices and Further Particulars

Attleboro Manufacturing Company
ORIGINATORS. OF NEW AND CLEVER IDEAS IN LADIES' JEWELRY

WORKS, ATTLEBORO, MASSACHUSETTS
SALESROOMS, 9 MAIDEN LANE, NEW YORK CITY

Ii Chicago Office : 1006 Heyworth Bldg.

ILIC=11=11=1 CI CI

San Francisco. Cal. : ISO Post Street'

YOUNG BROS.
II DISPLAYOLOGISTS
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Illinois
A. S. Higbee, of the jewelry firm of Higbee &

.■ len, Rood House, sold his interests in the firm to
'I tomas Allen, father of his partner, B. ,T. Allen,
d the name of the firm has been changed to

\ len & Co. Mr. Higbee has accepted a position
th J. I. Chappell, the St. Louis optician.
Joseph H. Bauer, of Alton, has moved into his

Ii ndsome new store in the Luer. Building.
The E. H. Goulding's Sons Company, of Alton,
11 move shortly into their attractive new store on

V est Third street.
William M. Osborne has opened a new jewelry
)re at Keyesport.
John Osborn Byron, is building an addition to his

j■ welry store which will give him more show room.
C. A. Florey, Kenney, who has conducted a

ji welry store there for the past six years, has de-
cided to move his stock of goods to Finley and
open a jewelry store in that town. Finley is a
much larger town than Kenney and has been with-
out a jewelry store for several years.
T. E. Obermeyer, of Peoria, has purchased J. L.

Brooks' jewelry and repair shop and will take pos-
session at once. Mr. Obermeyer is a practical
jeweler and watchmaker, and expects to put in a
stock of jewelry in the near future.

Indiana
A. Van Rie has recently opened a jewelry store

at Mishawaka. He will do a retail jewelry and
watch repair business.
Levi Beaver, formerly in the jewelry business at

Hillsboro, is now located at Newport.
Will Davis, well-known to the trade through

his long association with J. E. Ruffing, at Delphi,
has recently taken a position with C. H. Thompson,
at Greensburg, Ind.
Ed Otto, watchmaker with his brother. L. W.

Otto, Crawfordsville, made a recent visit to In-
dianapolis on Indian National Guard business.
Mr. Otto is first lieutenant of the Crawfordsville
I. N. G. company.
Mark Wall, jeweler and optometrist of Advance,

was a recent buyer on both the jewelry and op-
tical markets of this city, the first of the month.
Eldo C. Hamilton recently removed his jewelry

business from Hillsboro, Ind., to Waynetown.
I. Crawford, retail jeweler of Marion, has re-

turned from a vacation spent in touring through
lichigan in his fine new motor car. Mr. Crawford

drove the car and no mishaps were reported—
jilst a rare good time from start to finish.
W. J. Rooda, a base ball fan and a retail jeweler

a Gary, presented a silver bat and ball to the
members of the Gary team who made the highest
I atting and pitching average during the season
ist closed.
Frank Reber, formerly in the manufacturing

1 tisiness in Indianapolis, is now located with
Walter C. Davis, jeweler and optician at Elkhart.
Aloys Van Rie, Mishawaka, opened his jewelry

Sore at 126 North Main street last month. He
b as a very neat store with a clean, new stock, and

ill do watch and jewelry repairing and engraving.
e has a novel way of advertising his engraving

cepartment with engraved copper plates in the
E tow window.

Iowa
Julius and George Krebs, formerly jewelers of
artley, have traded their stock of jewelry for

I nd. They are not fully decided whether they
' ill quit the jewelry business but think if they
nd a desirable location that they may start again.
The store of Crowley E. Cole & Co., Atlantic, is

1 eing remodelled and greatly improved. The
I "ont store room is being enlarged by the changing
I a partition, which is to be set back about eigh-

t •en feet. The work rooms in the rear of the store
re being being remodeled and improved, as well,

ii nd there have also been some new display cases
mid other fixtures ordered.
J. Sherratt, the Ackley jeweler, has rented the
dom on the east side of the Exchange Bank Build-
] and will remove his jewelry business into it
oon.
J. Stelpflug, of Pocahontas, has purchased the

Morrison jewelry store at Fonda and has moved it
to Pocahontas.
The business of the late L. E. Burris Elliott,

will be continued by his wife in her name, with
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E. 0. Greene as manager. Mr. Greene is com-
petent to handle all branches of the business, hav-
ing had twenty years' experience both city and
country. He came to Elliott in the employ of the
late Mr. Burris, who died at Pine City, Minn.
Mr. Burns had been in poor health for more than a
year and had gone to Minnesota a week previous
to his death, thinking the change might benefit
him.

Oskaloosa has a new business institution, the
new jewelry store of A. C. Erdice, No. 124 High
avenue west, which was thrown open to the public
recently. Mr. Erdice made his reputation in con-
nection with watch repair work with the old Lewis
& Van Sickle store on the south side. He next
came in contact with the public as the manager of
the Smith jewelry store and now he is in business
for himself and he needs no introduction. With
new furniture and new fixtures and a new room Mr.
Erdice is starting with one of the neatest and
prettiest trade places in town. Wall cases and
woodwork are of solid mahogany and plate glass.
They are the "last word" in jewelry equipment and
the best the market produces. Show cases are of
mahogany and glass, substantial and elegant.
The room is splendidly lighted with electricity and
the fixtures are new and attractive in style. The
location of the store is advantageous and the pre-
diction is made that the new store will be one of the
favorite trade places of the city. It is a shop to be
proud of.

Kansas

Joe Gray, until recently manager of the A. & A.
Jewelry store at Great Bend, has bought the
jewelry store of the A. A. Drug Company at
St. John.
Owen G. Smith, who has been employed by G.

W. Graybeal at Lamed, has bought the Switzer
Jewelry Company of that place.
H. C. March, of Bucklin, has enlarged his busi-

ness and moved into new quarters.
E. L. McDowell, of Arkansas City, is the first

Kansas jeweler to install a wireless time service,
and he now receives the time every day from
Washington. Mr. McDowell has been in business
for nearly forty years and has always been up-to-
date.
H. C. Carpenter has bought the business of

George Pierce, of Sterling.
Charles Mossbacker, of Wichita, is now with the

Stairs Jewelry Company. Mr. Mossbacker
started in the jewelry business in Wichita thirty
years ago and is probably the best known jeweler
in southern Kansas.

J. K. Venable has opened a new jewelry store at
Emporia.

Louisiana

Jules J. Mugnier, New Orleans, one of the oldest
watchmakers in the city, died at his residence,
2908 Camp street, last month, after an illness of
five weeks. Mr. Mugnier was born in Paris,
February 13, 1831, and was a resident of New Or-
leans for about fifty years. After leaving the city
of his nativity he went to London, where he spent
some time learning the English language. He then
sailed for America and landed in New York,
whence, after a year he came to New Orleans and
entered the employ of H. P. Buckley, the jeweler,
with whom he was connected for forty years.
Upon the death of Mr. Buckley, about eight years
ago, Mr. Mugnier engaged in the watchmaking
and repairing business for himself. This business
during the last few years of his life, he conducted
at his residence. Some of his customers he had
been serving for twenty years, and it was with
pride that he handled the watches of his old friends.
He was considered one of the finest watch repairers
in the south.

Maine

Foxcroft recently celebrated its one-hundredth
birthday, by having parades, dancing and a dedica-
tion of a new bridge. Among the merchants to
take part in the day's exercises was Elmer R.
Blethen who was on the committee for the Trades
and Historical Parades.

Lester D. Clark, of Springvale, has rearranged
his store by moving his examination room and
building his safe back into the repair room leaving
the front of the safe flush with the wall and opening
into the store. The store is thoroughly renovated
and is greatly improved.
C. W. Clifford, Jr., of C. W. Clifford & Son, of

Bath, recently cruised from Bath to New York

accompanied by three or four friends in his 55 foot
motor launch. They made stops at New Bedford,
Mass., and New London, Conn.
0. E. Davies, of Rockland, has been quite ill with

bad cold and had a very narrow escape from having
pneumonia. Mr. Davies is much improved.

J. Wentworth, son of A. M. Wentworth, Port-
land, has resumed his studies at college where he
will finish his course in medicine.
G. E. Chase, of Bangor, was a recent visitor to

Boston.
Massachusetts

C. F. Pettingill, of Quincy recently had burglars
pay him a visit and steal a lot of jewelry.
That the work was done by more than two men

and that it was done by persons from out of town,
is the belief of Chief of Police Burrills. The rob-
bers got away with a number of bracelets, rings and
chains, estimated to be worth several hundred
dollars. Ingersoll watches, silverware and other
articles were scattered about the place, and their
work indicated the robbers were either inexperi-
enced or were frightened away before they had
completed their mission.
Edward A. Chandler, Gardiner, after a period

of twenty-five years in business as a jeweler and
watch repairer, has sold his stock in trade to Louis
Segal of Boston. Mr. Segal, the purchaser of Mr.
Chandler's stock, came to Gardner, took an ap-
praisal of the jewelry and other stock, made Mr.
Chandler an offer which was accepted and the deal
was completed September 30, Mr. Segal taking
immediate possession of the store in the Brazell
block on Vernon street. The new owner plans to
dispose of the jewelry by auction.

Michigan
R. E. Gillette, Lake Linden, local jeweler, whose

headquarters are opposite the city hall in the
Sarazin building, has decided to rent the structure
known as the Hermann Building, which was
formerly used by John Hermann, a jeweler, who
has since moved out west, and move his stock of
goods there. Contractor Ernest Myers has already
started work on the interior, will make a partition
across the large room reducing the size of the
storeroom proper. The rear room will also be
fitted up for other purposes. The work of re-
modelling the place will be completed within a
week or ten days and shortly after that time Mr.
Gillette will move from his present location.
There was not even a suggestion of the law's

delay in the cases of Charles Demente and L. S.
Tedd, the two Chicago men who pleaded guilty
to burglarizing the Titus and Boone stores in
Zeeland. In less than the space of a week they
committed the burglary, made their getaway to
Chicago, were traced by detectives, arrested,
brought back to Grand Haven, arraigned, pleaded
guilty, sentenced and taken to their cells in Jackson
prison. The sentence imposed on them by
Judge Cross in Circuit court was that they serve
in Jackson prison for a term of not less than three
years and not more than fifteen with a recommen-
dation of three years.

Minnesota
The firm of Crane Brothers, jewelers of Lake

City, having been established in 1872 and after
forty years of active business life they are no longer
listed among the business houses of that city, the
entire interests of the firm having been purchased
last month by Al. Kaiser, of Winona, who will
continue the business at the old stand. With the
passing of this firm, one of the oldest business
houses in the city, in fact the oldest having the
same continuous firm name and management,
passes out of existence. The firm was established
by Charles and Theodore Crane, in March, 1872,
and since the death of the latter some years ago,
has been continued by C. E. Crane up to the
present time. Mr. Kaiser, the new proprietor,
comes to Lake City with the best of recommenda-
tions and is known in his home city of Winona as
a hustler and a young man with ability. For
eight years, he was connected with the jewelry
firm of Beinhorn & Meier of Winona and is
thoroughly versed in the jewelry business.
H. S. Ball, of Faribault, who has been taking a

course in Stone School of Watchmaking has ac-
cepted a position with Johnston & Taylor of Pipe
Stone.

(Continued on page 2148 e)
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Fountain pen
trade is a de..
sirable and in-
creasing bus-
iness. There is
a good margin of
profit in Water-
man's Ideals.
They require only
small display space,
are an attractive
stock and every per-
son that enters your
store is a possible
purchaser. Every
demand can be ful-
filled from this stan-
dard line; no matter
what kind of a gold
pen is required, the
size of the holder, or
whether in the Reg-
ular, Safety or Self-
Filling type.We per-
fected the fountain
pen,created demand,
and now deal care-
fully with the trade
n supplying t h e
writing public.
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Fountain pen
business is
still a young
industry, and

requires the ed-
ucational and
publicity adver-
tising which we

are constantly giving
it to aid dealers in in-
creasing the use in all
localities. We main-
tain the quality and so
the confidence of the
consuming wo r 1 d,
and guarantee every
Waterman's Ideal that
any dealer sells. We
loan show cases for
displaying the line,
supply catalogue and
advertising electro-
types, handsomely
printed booklets and
folders, bearing deal-
er's name, attractive
window displays, and
help to educate clerks
in the selling.

115 So. Clark Street, Chicago

17 Stockton St., San Francisco

24 School Street, Boston 5. Write For Catalogs

173 Broadway, New York

107 Notre Dame St., W. Montreal

Kingsway, London

6 Rue de Hanovre, Paris
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Minnesota—Continued

rank F. Williams, of Waterville, made a trip to
II Twin Cities during the past two weeks for the
1), pose of buying goods and attending to other
I), mess matters.

roorge H. Lang, of Mankato, was in the Twin
is during the past two weeks on business.
red Green, of Buggalo, was in the Twin Cities

(I, Nig the past two weeks. Mr. Green reports
1)1 ,iness as being good.

John Arnadt, of Detroit, recently made a busi-
Ill trip to the Twin Cities.
P. L. Lillie, of Spring Valley, made a trip to the

T ,vin Cities recently in his automobile and re-
ported having had a very pleasant trip as the roads
ere in good condition.
Mr. and Mrs. A. Lucas, of Sanborn, passed

through the Twin Cities enroute to Whitefish,
Mont., where he has accepted a position with S. S.
Si acey as watchmaker and engraver. Mr. Lucas
■.■ as formerly in business for himself at Sanborn.
Mr. Hastings, of Hastings

Brothers, of Winona, was in the
Twin Cities during the past two
weeks on business matters. Mr.
Hastings reports business has been
all that he can expect.
W. G. Churchill of Wabasha,

made a business trip to the Twin
Cities during the past two weeks
buying goods and looking after
°I her matters.
F. W. Harper and family, of

Delano, recently visited the Twin
Cities.
Guy Harper, son of F. W. Har-

per, of Delano, is taking a
course of engraving with William
Peterson in Minneapolis.
J. L. Williams, who recently sold

his business at Zumbrota, Minn.,
was in the Twin Cities recently on
his way to California.
G. M. Stiles & Co., as successors

to the Rentz Manufacturing Com-
pany, will continue the business
of the latter at Wells, Minn.

Missouri

Henry M. Heckert, who has
lien in business in Springfield
lor many years, has made an
:Ksignment for the benefit of his creditor by a
deed of trust. Mr. Heckert has been in ill health.
The Range Jewelry Company, Trenton, recently

I 'stalled a handsome new front in a style now
'garded as the ideal for jewelry store purposes.

'Jr. Claude E. Range says in regard to it: "This
I our second front and it is similar to the old one
axing the double deck effect, but it is also an
nprovement as our first windows were stationery,

I ut these are adjustable so that displays can be
lade on the lower base without the upper fixture,
lus making it possible to display large pieces,

) :eh as chests on stands, whole silver services
laced on tables with the tables properly set, etc.,

, Lc. Then again if it is necessary to display jewelry
r other small goods the platforms can be set in
lid adjusted in place by brackets of gas pipe fitted
'om lower base to top where it is fastened by set
Tews and holds the upper floor sufficiently firm
0 allow a display of heavy goods if necessary. To
et the best effect from the windows there should
,e two sets of curtains and complete coverings of
11 the same material. By having your windows
rranged this way each display will appear different

lass."
Dave 

and lower deck are used there is an
y can be alternated each week, and when both

he u
'Pportunity to display four different lines of goods,
or instance, jewelry, silverware, china and cut

Dave Ellman, of St. Louis, has purchased the
owelry business of R. P. Dickerson of Springfield.
Henry Heinrichs, a jeweler of Jefferson City,
as just returned from a trip to Colorado resorts.

Montana

The wall in the Leys jewelry store at Butte, fell
recently, doing considerable damage to the store
and structure. A fire in the adjoining building
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had weakened the wall. The building inspector
had notified the owner an hour previously. Jew-
elry and other valuables had been removed a few
minutes before the accident.

J. W. Dresser of the Lavina, Mont., has moved
his stock back into his own building which has been
occupied by another line for some time.

New IIampshire

A. R. Watson, of Dover, has been making ex-
tensive alterations in his store by widening the
store and making an examination room for testing
the eyesight.
Mr. Le Gro, son of Edwin Le Gro, of Farming-

ton, has gone back to a Law College where he will
finish his course in law.

North Dakota

L. S. Johnson, of McVille, has remodelled his
store and installed new fixtures.
The store of Christian J. Belles, 220 North

Broadway, Fargo, was recently entered and
looted. Mr. Belles, who lives over the store was

planned after a design which was the result of the
collaboration of Mr. and Mrs. Stone and includes
many original ideas.
Ed Boles, Toledo, who has been serving an ap-

prenticeship with C. R. Parker, Superior street
optician, will go to Chicago, where he will enter
college and take an optical course. Upon his
return he will be employed by C. R. Parker in
optical work.
H. C. Clary, optician for the W. H. Broer Com-

pany, Toledo, reports an excellent business with
prospects of a splendid Holiday trade.

While the families of 0. H. Haalbedel and Nic-
holas 'tittle, of Upper Sandusky, were taking in
the sights at the county fair, thieves entered their
home and made away with a number of rings and
gold watches.
Three years in the penitentiary was the sentence

drawn by Charles Welsh, aged twenty-four years,
and Fred Johnson, thirty-five, in the Bowling
Green Common Pleas Court when they pleaded
guilty to robbing a Cygnet, Ohio, jewelry store
last July.

Grover McMann, of the Dempsey & McMann
Company, Toledo, reports optical business excep-
tionally good throughout Ohio and Michigan.

Mr. McMann has just returned
from a Michigan trip.
S. C. Nofzinger, Archbold,

jeweler, was a recent caller in
Toledo.

William Hill, of the Swigart
Watch & Optical Company, To-
ledo, has returned from a recent
selling trip in foreign parts. He
was gone about thirty days. He
reports a successful trip.

Miss Cain has accepted a posi-
tion with the W. R. Ford Gift
Shop, Toledo. This concern which
is a new venture, is having a fine
line of trade. Mr. Ford who was
formerly with the Swigart Watch
& Optical Company, and for a
time operated an optical store here,
has opened up an optical depart-
ment in connection with his store.
The Isenberg Brothers Com-

pany, Toledo, are enlarging their
store and expect within the next
two weeks to have one of the finest
stores of its kind in the city. The
room formerly occupied by the
Teipel Umbrella Company, and
J. Frame, manufacturing jeweler,
has been leased by the Isenberg
Brothers Company. Arches con-

necting this room with the present store of the
jewelry concern, are being cut and many im-
provements made. The new room will be used
for the Ready-To-Wear suits, the entire room
now occupied by the two branches of this con-
cern's business will be used for jewelry only. A
fine new line recently ordered by M. N. Isenberg,
head of the company, will be put in and a splendid
Holiday business is anticipated.
Paul Frederick Braun, proprietor of an Upper

Sandusky jewelry store died October 1, of Bright's
disease after an illness covering eight months.

Oregon

Fritz Abendroth, Portland, returned from an
extended outing in southern Oregon. Mr. Abend-
roth was accompanied by his mother and brother
and they visited all the principal sightseeing
places by automobiles.
0. D. Cravens, who recently came out to Oregon

from the east, has opened up a place of business at
Parkdale.
C. L. Bender, of Thirty-fourth and Belmont

streets, Portland, recently sold his jewelry and op-
tical business to F. E. Endicott, Myrtle Point.
Mr. Bender has accepted a position with his former
employer Isaac Staples and will have charge of
Mr. Staples new branch store at 2483/i First
street, Portland.

S. Arenson, formerly manager of the Highland
Jewelry Company, of Portland, was in Winlock,
Washington, recently with a view of locating
there.
The bankrupt stock of George H. Baker, The

Dallas, has recently been purchased by W. H.
Turick and closed out at retail sale.

New style store frontrwith double-deck display arrangement in store of

Jewelry Co., Trenton, Mo.

assaulted by two men who escaped. The po-
lice have been unable so far to capture the
marauders.

Ohio

The Oak Harbor Business Men's Association
drove from that city to Toledo to visit the Toledo
Industrial Exposition in the Terminal building.
The Oak Harbor people made the trip in automo-
biles. A. E. Roose and C. R. Tschuny, prominent
jewelers of Oak Harbor, were members of the
party.
W. H. Ricaby, Toledo, is getting ready to move

into his new location which will be ready about the
fifteenth of the month.
N. E. Hascall, of the J. J. Freeman Company,

Toledo, is spending a couple of weeks in New York
on a stock buying expedition.
James Taylor Knot, an engraver for the W. H.

Broer Company, Toledo, has gone into the chicken
business. He has stocked up on Plymouth Rocks
and expects his hens to lay the magical golden egg
for him this winter.
W. R. McFadden, Toledo, reports repair busi-

ness exceptionally good. The general jewelry
line is also good for this season of the year.

Rudolph Broer, of the W. H. Broer Company,
Toledo, has returned from Cleveland where he has
been visiting. Mr. Broer toured from Toledo to
Cleveland in the car with his brother-in-law Ray
Munn, of the Ransome Randolph Company.
H. B. Stone, Superior street jeweler, Toledo,

has removed with his family into his handsome
new bungalow, 720 Islington street. The new
home is located in the choice residence district
of the city and is up-to-date in every respect being
provided with interior hardwood finish, soft water
plumbing, hot water heat, etc. The house was

the Range

(Continued on page 2148 g)
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Hair Ornament
are once more in vogue. At the the in
and restaurants combs, bandeaux in,
barrettes are much in evidence. "X
had anticipated this demand and r()
have ready a most beautiful and con,
plete line of exclusive patterns in combs
barrettes, puff pins, bandeaux, etc. Som,
set in Aluminum and others in Sterlini
Silver.

WE WOULD BE GLAD TO
SEND YOU A FEW SAMPLES

Fishel Nessler Company
Manufacturing Jewelers

184 Fifth Avenue : New York Cit
ESTABLISHED OVER A QUARTER OF A CENTUR)
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Make More Profit

1701' '.1771 713 712 7111 71 70917081 707 761 1 719[1757[561 .

10 AND 14K NECK CHAINS
Made and Soldered Automatically. Each Link Soldered

QUALITY AND FINISH UNSURPASSED

EXCELLENT VALUES Write for Samples and Quotations

GOLD, SILVER AND GUN METAL LONG CHAINS

STERLING MESH BAGS, PURSES, GUN METAL MESH
BAGS, PURSES, NOVELTIES

Trade Mark

VISITING BUYERS CORDIALLY INVITED TO CALL

Ernst Gideon Bek .15EMVDEllsrls:LAIN!

14441a

RING-TRAY
THE ONLY AUTOMATIC LOCKING
RING TRAY ON THE MARKET

LOX-EM-ALL a three in one tray:
Automatic, locking all by removal of one.
Universal locking, preventing the removal of any.
Ordinary, allowing the removal of all.

This cut shows a three hook section of the locking device
A" represents hook thrown back by the removal of ring
B" represents hooks in position, showing rings lock,' a

ima‘incar py rselortes.
sents locking bar which is pushed back 13' 11,1

shoulder on hook "A," thus engaging the lower arms of hooks 'fi."
thereby locking she rings held by them.

Pushing hook "A" down releases hooks "B" by allowing sth
ing bar "C" to spring back, disengaging the lower arms of loon
"B" and releasing rings.

This cut shows the regular three quarter size tray with part of
the covering and the top removed to exhibit the locking device in
its relation to the remainder of the tray.

The middle portion of the cut shows part of the aluminum top
exposed and one row of ring slots.

The remaining portion of the cut shows the finished part of
the tray with its silk velvet cover.

We manufacture the LOX-EM-ALL ring tray in seven standard
sizes, with frames in any finish and upholstered in silk velvet of
any color.

You should have the LOX-EM-ALL because:
I. It is perpetual ring insurance.
2. It increases your profits by decreasing your losses.
3. Your salesmen need watch only one ring ; Lox-Ern-All looks after the rest.
4. Honest people take no offence at the Lox-Ern-All ring tray.
5. Dishonest people take no rings from the Lox-Em-All ring tray.

Descriptive pamphiel and price list sent on request

DAHL MANUFACTURING and SALES COMPAI'

MINNEAPOLIS
Office and Factory:

314-316-318-320-322-324 FIFTH AVE., SO. MINNESO FAUptown Offices 505 PLYMOUTH BLDG.

0 tober 15, 1912 T1-IE KEYSTONE

Among the Trade
(Continued from page 2148 e)

Oregon—Continued

l'he Clark, Newhause Jewelry Company, The
III lies, is advertising a dissolution of partnership
sa Mr. Newhause has withdrawn from the
lii n, and will locate in some other town, while Mr.
Cl Irk will continue in the old location, but in the
01 ical business only.

toy & Molin of the new jewelry firm which was
lo ated at 260 Alder street, Portland, has moved
in o a new store at 240 Alder street.
Louis W. Miller, formerly a watchmaker for

tl L. C. Hewrichsen Company, Portland, has
a( Tpted a position as watchmaker for F.
Fr. tedlander.

Isaac Staples, who has his main store at First
and Morrison streets, Portland, has opened a new
place of business at 2483/ First street near Madison
street.

Turick, who was connected with H. S. Fut-
hid & Co., for several years has purchased the
stock of a jeweler at Dallas, Oregon, and will con-
tinue the business.
G. E. Warner, who was formerly located in Cali-

fornia and recently in Seattle, Wash., has gone into
the jewelry business at Sherwood, this state.
W. F. Wooster, who recently sold his jewelry

business at Suisun, Cal., stopped in Portland for
several days on his way to Chewelah, Wash., where
he will establish himself in the jewelry
business.
W. H. Lesh, who has been in the jewelry business

for a number of years in the Dekum Building,
Third and Washington streets, Portland, has re-
cently removed to the second floor of the new
building Sixth and Alder streets.
L. W. Hernick, who for many years was the lead-

ing jeweler in Aberdeen, Wash., and who retired
several years ago, has gone to Portland from his
home in Ashland, Oregon, in order to obtain
skilled treatment for a bad case of blood poisoning
in his left hand. Mr. Herrick's hand is now prac-
tically paralyzed.
Many friends and acquaintances are sympathiz-

lug with Abe Delovage in his bereavement caused
by the death of his wife. Mrs. Delovage was ill
but a short time. She died in southern California
(of tuberculois) where she had been trying to regain
her health. The remains were brought to Port-
hind for interment.
Seth Laraway and Mrs. Laraway have recently

arrived home in Eugene, Oregon, after a six weeks'
tip in the middle west. They visited in Chicago
a ad various places in Iowa, Indiana and Michigan,
hiving a very pleasant outing.

Rhode Island

The firm of Jalbert & Farrington, of Woon-
icket, has been dissolved but J. B. Farrington

v ill continue business at the same address, 160
l\lain street. Mr. Jalbert, with his son, Gabriel
3 will open a new store at 297 Main street.

Tennessee

Joseph Perel and William Lowenstein now have
ie of the prettiest jewelry stores in the south, at
;8 South Main street, after having completely

1 modelled their place installing new mahogany
Ktures. The new fall displays are most attrac-

t vely shown in artistic settings. Messrs. Percel
rid Lowenstein have been in Memphis but two
'ars, but already enjoy the confidence and good

\ ill of many out-of-town as well as local patrons.
B. J. Lamb, Rockwood, has bought out the in-

t rest of T. D. Boyd in the jewelry store formerly
,)erated under the firm name of Hinds & Boyd.

I is father-in-law, W. F. Millican, formerly bought
it Mr. Boyd's undertaking business, which was
mducted in the rear end of the jewelry store, and
Mr. Lamb is in charge of both in connection
ith W. J. Hinds, who principally conducts the

Jmelry department.

Texas

E. D. Thomas, San Antonio, has removed his
.welry business to Commerce street, where he has
tcreased his fixtures to meet the demands of his
law quarters and fine location.

Nathan Becker's jewelry store, San Antonio,
occupied by him for twenty years past, has been
torn down and a new building is being erected on
the old site to suit his increasing business. The
new building will have a tile floor and steel ceiling
and it is expected to be finished for an opening on
November 15.
A new firm by the name of Baumgartner & Co.,

expect, at an early date, to open a jewelry store
at Coliad. They will be located in the old First
National Bank Building, to which improvements
are now being made. William Baumgartner, of
Refugio, is the head of the firm and Patton Baum-
gartner, his son, will be manager.

Washington

John Dreessen, of Metaline Falls, has purchased
the D. M. Shreve jewelry business at Newport.
Mr. Shreve will locate on a 10-acre tract
near town.
F. C. Shork, Reardan, who has been in business

there for two years, has disposed of a large part of
his stock and will leave soon for Genesee, Idaho.
where he has purchased a similar business.
The Auburn Optical Company, with S. H. Noel

optometrist in charge, has opened for business in
the Rainey Building, Auburn.
The Neft Jewelry Company, of Seattle, whose

stock was damaged by smoke, water and chemicals
in a recent fire in the building is conducting a fire
sale.
W. F. Wooster, who was engaged in business in

Suisun, Cal., for several years, has exchanged lo-
cations with W. E. Loomis, of Chewelah. Mr.
Wooster owns a 80-acre farm near Chewelah and
will make his home on it doing some farming, be-
sides conducting his jewelry business in town.
L. W. Herrick, who was for many years the lead-

ing jeweler in Aberdeen, and who retired several
years ago, and made his home at Ashland, Oregon,
had gone to Portland, Oregon, for treatment of a
case of blood poisoning in his left hand, which is
practically paralyzed.
An attempt was made early one morning re-

cently to rob the store of R. L. Woodman, of Fre-
mont. The burglar had started to cut a hole in the
plate glass window, large enough to thrust his
hand through, when he was frightened away.
The police pronounced the work that of an ama-
teur.

S. Arenson, of Portland, Oregon, was recently
in Winlock, this state with a view to locating
there.
A. J. Heilstad recently resigned his position as

watchmaker for Butterfield Brothers, Portland,
Oregon, and has accepted a position in the same
capacity with Edward B. Leckey, North
Yakima.
Dutcher & Carlquist is the name of a new firm

recently located in room 210 Globe Building,
Eleventh and Washington streets, Portland,
Oregon, besides doing a general jewelry and repair
business they will open a school for watchmakers.
F. E. Dutcher was formerly located in the Ger-
linger Building and J. A. Carlquist is from
Seattle.

Wisconsin

C. E. Masters, Fort Atkinson, has installed in his
jewelry store a number of new glass show cases of
the latest design, made by the Lemke Manufactur-
ing Company of that city.

Otto J. Goeldner, Watertown, who has been in
the jewelry business in that city the past thirty-
three years, has decided to retire from business
December 1, having leased his store room for a
term of ten years to the George Kraft Company
of Chicago, who will occupy the same as a five and
ten cent emporium.
C.Y. Dunbar, Wausau, being a pioneer resident

jeweler and later merging the name into a company
concern, has begun to make some alterations and
improvemnts in its present place of business.
There will be a new store front put in, making a
more modern entrance to the building, and French
plate glass show windows will be installed. The
firm will remodel and redecorate the interior in
more convenient and artistic style than heretofore,
making it one of the handsomest and most attrac-
tive retail establishments in the city. Business in
its line, however, will be carried on just the same
as usual during these improvements.
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Jewelry for Schools

Ornaments of Various Kinds Have Class Emblems
on Them

In schools and colleges the demand for novelty
in pins and jewelry generally to mark membership
in classes and societies grows every year. The
idea of class jewelry has so taken the fancy of
girls at boarding schools that the pupils seek pen-
dants, rings, waist sets, cuff links, scarf pins and
belt buckles of matching designs. In one boarding
school the members of the freshman class had
chosen the sweet pea as their class flower and
purple to be their class color, and when they de-
cided to have a gem of their own the amethyst
became their unanimous choice. Their rings were
signets with the class insignia engraved on
amethyst, and for the other useful pieces a simple,
serviceable pattern was chosen, but for the pendant
they were all anxious to own they could not decide
what to do.
At this school it is the custom for each class to

have a mascot, and the lion being their mascot the
freshmen were perplexed until helped out of the
difficulty by a clever jeweler. The representatives
sent by the class to the jeweler asked, "However
can a lion be used as a motif for a pendant?"
"Why, this way, of course," he answered

without a moment's hesitation as he rapidly
sketched the head of a lion. "And for the eyes
shall be two amethysts," he explained. "I will
make up a sample to show you."
But there was no question in the girls' minds

about the design. "It will be just exactly right,"
they told him, and they hastened to tell their
classmates of the new jewel. The idea made a hit,
not only with the class, but the pendant of a gold
lion's head with amethyst eyes has become noted,
and other schools and colleges are following the
lead and ordering rings, bracelets and even watches
bearing the class or club emblems and set with
representative gems.

Never Sold Any
Man's first experience; never sold

any rosaries.
Chas H Ingham, jeweler, Apa-

lachicola, Florida, saw our advertise-
ment in December, sent $5 for
four.
He might have returned them, you

know, and got his $5 back.
We didn't send him four. He

wrote so good a letter, we sent him
a dozen and outfit, all advertise-
ment-helps, with bill for $9.85 more.
He wrote another good letter and
sent the money. (No letter is good
without money when money is due.
We don't mean to say that that
money was due though.)
In ten days, he ordered ten more,

and more since.
That's how to do business. We

know a good man when we get a
good letter from him.
January 18, he wrote: "I have

had great success with your rosar-
ies: Have one left. Send ten more.
I thank you for helps; they do help."

Vatti Rosary Co 106 Fulton Street New York
—Advertisement
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Hair Ornaments
are once more in vogue. At the theatr
and restaurants combs, bandeaux aril
barrettes are much in evidence. W.
had anticipated this demand and now
have ready a most beautiful and com-
plete line of exclusive patterns in comb:,
barrettes, puff pins, bandeaux, etc. Some
set in Aluminum and others in Sterling
Silver.

WE WOULD BE GLAD TO
SEND YOU A FEW SAMPLES

Fishel Nessler Company
Manufacturing Jewelers

184 Fifth Avenue : New York City
ESTABLISHED OVER A QUARTER OF A CENTURY
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Make More Profit
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10 AND 14K NECK CHAINS
Each Link SolderedMade and Soldered Automatically.

QUALITY AND FINISH UNSURPASSED

EXCELLENT VALUES Write for Samples and Quotations

GOLD, SILVER AND GUN METAL LONG CHAINS

STERLING MESH BAGS, PURSES, GUN METAL MESH
BAGS, PURSES, NOVELTIES

Trade
ti

Mark

VISITING BUYERS CORDIALLY INVITED TO CALL

Ernst Gideon Bek 'N'EMvAIDE11,4 ..LtNIE

ILO WANIA
RING -TRAY

THE ONLY AUTOMATIC LOCKING
RING TRAY ON THE MARKET

LOX-EM-ALL a three in one tray:
Automatic, locking all by removal of one.
Universal locking, preventing the removal of any.
Ordinary, allowing the removal of all.

This cut shows a three hook section of the locking device.
"A" represents hook thrown back by the removal of ring.
"B" represents hooks in position, showing rings locked n

A • D Imaginary slots.
'C" represents locking bar which is pushed back by tl e

shoulder on hook "A," thus engaging the lower arms of hooks '13
thereby locking the rings held by them.

Pushing hook "A" down releases hooks "B" by allowing Inc -
Ing bar "C" to spring back, disengaging the lower arms of boo 5
"B" and releasing rings.

This cut shows the regular three quarter size tray with part of
the covering and the top removed to exhibit the locking device in
its relation to the remainder of the tray.

The middle portion of the cut shows part of the aluminum top
exposed and one row of ring slots.

The remaining portion of the cut shows the finished part of
the tray with its silk velvet cover.

We manufacture the LOX-EM-ALL ring tray in seven standard
sizes, with frames in any finish and upholstered in silk velvet of
any color.

You should have the LOX-EM-ALL because I
I. It is perpetual ring insurance.
2. It increases your profits by decreasing your losses.
3. Your salesmen need watch only one ring; Lox-Em-All looks after the rest.
4. Honest people take no offence at the Lox-Ern-All ring tray.
5. Dishonest people take no rings from the Lox-Em-All ring tray.

Descriptive pamphlet ani price list sent on recta&
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DAHL MANUFACTURING and SALES COMPANY
Office and Factory

314-316-318-320-322-324 FIFTH AVE., SO. MINNESOTA
Uptown Office: 505 PLYMOUTH BLDG.

MINNEAPOLIS

October 15, 1912 TI-IE 1KEY8TONE

Among the Trade
(Continued from page 2148e)

Oregon—Continued

The Clark, Newhause Jewelry Company, The
Dalles, is advertising a dissolution of partnership
sale. Mr. Newhause has withdrawn from the
firm, and will locate in some other town, while Mr.
Clark will continue in the old location, but in the
optical business only.
Roy & Molin of the new jewelry firm which was

located at 260 Alder street, Portland, has moved
into a new store at 240 Alder street.
Louis W. Miller, formerly a watchmaker for

the L. C. Hewrichsen Company, Portland, has
accepted a position as watchmaker for F.
Friedlander.

Isaac Staples, who has his main store at First
and Morrison streets, Portland, has opened a new
place of business at 2483/ First street near Madison
street.

J. Turick, who was connected with H. S. Fut-
hial & Co., for several years has purchased the
stock of a jeweler at Dallas, Oregon, and will con-
tinue the business.
G. E. Warner, who was formerly located in Cali-

fornia and recently in Seattle, Wash., has gone into
the jewelry business at Sherwood, this state.
W. F. Wooster, who recently sold his jewelry

business at Suisun, Cal., stopped in Portland for
several days on his way to Chewelah, Wash., where
he will establish himself in the jewelry
business.
W. H. Lesh, who has been in the jewelry business

for a number of years in the Dekum Building,
Third and Washington streets, Portland, has re-
cently removed to the second floor of the new
building Sixth and Alder streets.
L. W. Hernick, who for many years was the lead-

ing jeweler in Aberdeen, Wash., and who retired
several years ago, has gone to Portland from his
home in Ashland, Oregon, in order to obtain
skilled treatment for a bad case of blood poisoning
in his left hand. Mr. Herrick's hand is now prac-
tically paralyzed.
Many friends and acquaintances are sympathiz-

ing with Abe Delovage in his bereavement caused
by the death of his wife. Mrs. Delovage was ill
but a short time. She died in southern California
(of tuberculois) where she had been trying to regain
her health. The remains were brought to Port-
land for interment.

Seth Laraway and Mrs. Laraway have recently
arrived home in Eugene, Oregon, after a six weeks'
trip in the middle west. They visited in Chicago
and various places in Iowa, Indiana and Michigan,
having a very pleasant outing.

Rhode Island
The firm of Jalbert & Farrington, of Woon-

socket, has been dissolved but J. B. Farrington
will continue business at the same address, 160
Main street. Mr. Jalbert, with his son, Gabriel
J. will open a new store at 297 Main street.

Tennessee
Joseph Perel and William Lowenstein now have

one of the prettiest jewelry stores in the south, at
168 South Main street, after having completely
remodelled their place installing new mahogany
fixtures. The new fall displays are most attrac-
tively shown in artistic settings. Messrs. Percel
and Lowenstein have been in Memphis but two
years, but already enjoy the confidence and good
will of many out-of-town as well as local patrons.
B. J. Lamb, Rockwood, has bought out the in-

terest of T. D. Boyd in the jewelry store formerly
operated under the firm name of Hinds & Boyd.
His father-in-law, W. F. Millican, formerly bought
out Mr. Boyd's undertaking business, which was
conducted in the rear end of the jewelry store, and
Mr. Lamb is in charge of both in connection
with W. J. Hinds, who principally conducts the
jewelry department.

Texas
E. D. Thomas, San Antonio, has removed his

jewelry business to Commerce street, where he has
Increased his fixtures to meet the demands of his
new quarters and fine location.

Nathan Becker's jewelry store, San Antonio,
occupied by him for twenty years past, has been
torn down and a new building is being erected on
the old site to suit his increasing business. The
new building will have a tile floor and steel ceiling
and it is expected to be finished for an opening on
November 15.
A new firm by the name of Baumgartner & Co.,

expect, at an early date, to open a jewelry store
at Coliad. They will be located in the old First
National Bank Building, to which improvements
are now being made. William Baumgartner, of
Refugio, is the head of the firm and Patton Baum-
gartner, his son, will be manager.

Washington
John Dreessen, of Metaline Falls, has purchased

the D. M. Shreve jewelry business at Newport.
Mr. Shreve will locate on a 10-acre tract
near town.
F. C. Shork, Reardan, who has been in business

there for two years, has disposed of a large part of
his stock and will leave soon for Genesee, Idaho.
where he has purchased a similar business.
The Auburn Optical Company, with S. H. Noel

optometrist in charge, has opened for business in
the Rainey Building, Auburn.
The Neft Jewelry Company, of Seattle, whose

stock was damaged by smoke, water and chemicals
in a recent fire in the building is conducting a fire
sale.
W. F. Wooster, who was engaged in business in

Suisun, Cal., for several years, has exchanged lo-
cations with W. E. Loomis, of Chewelah. Mr.
Wooster owns a 80-acre farm near Chewelah and
will make his home on it doing some farming, be-
sides conducting his jewelry business in town.
L. W. Herrick, who was for many years the lead-

ing jeweler in Aberdeen, and who retired several
years ago, and made his home at Ashland, Oregon,
had gone to Portland, Oregon, for treatment of a
case of blood poisoning in his left hand, which is
practically paralyzed.
An attempt was made early one morning re-

cently to rob the store of R. L. Woodman, of Fre-
mont. The burglar had started to cut a hole in the
plate glass window, large enough to thrust his
hand through, when he was frightened away.
The police pronounced the work that of an ama-
teur.

S. Arenson, of Portland, Oregon, was recently
in Winlock, this state with a view to locating
there.
A. J. Heilstad recently resigned his position as

watchmaker for Butterfield Brothers, Portland,
Oregon, and has accepted a position in the same
capacity with Edward B. Leckey, North
Yakima.
Dutcher & Carlquist is the name of a new firm

recently located in room 210 Globe Building,
Eleventh and Washington streets, Portland,
Oregon, besides doing a general jewelry and repair
business they will open a school for watchmakers.
F. E. Dutcher was formerly located in the Ger-
linger Building and J. A. Carlquist is from
Seattle.

Wisconsin
C. E. Masters, Fort Atkinson, has installed in his

jewelry store a number of new glass show cases of
the latest design, made by the Lemke Manufactur-
ing Company of that city.

Otto J. Goeldner,. Watertown, who has been in
the jewelry business in that city the past thirty-
three years, has decided to retire from business
December 1, having leased his store room for a
term of ten years to the George Kraft Company
of Chicago, who will occupy the same as a five and
ten cent emporium.

Dunbar, Wausau, being a pioneer resident
jeweler and later merging the name into a company
concern, has begun to make some alterations and
improvemnts in its present place of business.
There will be a new store front put in, making a
more modern entrance to the building, and French
plate glass show windows will be installed. The
firm will remodel and redecorate the interior in
more convenient and artistic style than heretofore,
making it one of the handsomest and most attrac-
tive retail establishments in the city. Business in
its line, however, will be carried on just the same
as usual during these improvements.
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Jewelry for Schools

Ornaments of Various Kinds Have Class Emblems
on Them

In schools and colleges the demand for novelty
in pins and jewelry generally to mark membership
in classes and societies grows every year. The
idea of class jewelry has so taken the fancy of
girls at boarding schools that the pupils seek pen-
dants, rings, waist sets, cuff links, scarf pins and
belt buckles of matching designs. In one boarding
school the members of the freshman class had
chosen the sweet pea as their class flower and
purple to be their class color, and when they de-
cided to have a gem of their own the amethyst
became their unanimous choice. Their rings were
signets with the class insignia engraved on
amethyst, and for the other useful pieces a simple,
serviceable pattern was chosen, but for the pendant
they were all anxious to own they could not decide
what to do.
At this school it is the custom for each class to

have a mascot, and the lion being their mascot the
freshmen were perplexed until helped out of the
difficulty by a clever jeweler. The representatives
sent by the class to the jeweler asked, "However
can a lion be used as a motif for a pendant?"
"Why, this way, of course," he answered

without a moment's hesitation as he rapidly
sketched the head of a lion. "And for the eyes
shall be two amethysts," he explained. "I will
make up a sample to show you."
But there was no question in the girls' minds

about the design. "It will be just exactly right,"
they told him, and they hastened to tell their
classmates of the new jewel. The idea made a hit,
not only with the class, but the pendant of a gold
lion's head with amethyst eyes has become noted,
and other schools and colleges are following the
lead and ordering rings, bracelets an4 even watches
bearing the class or club emblems and set with
representative gems.

Never Sold Any
Man's first experience; never sold

any rosaries.
Chas H Ingham, jeweler, Apa-

lachicola, Florida, saw our advertise-
ment in December, sent $5 for
four.
He might have returned them, you

know, and got his $5 back.
We didn't send him four. He

wrote so good a letter, we sent him
a dozen and outfit, all advertise-
ment-helps, with bill for $9.85 more.
He wrote another good letter and
sent the money. (No letter is good
without money when money is due.
We don't mean to say that that
money was due though.)
In ten days, he ordered ten more,

and more since.
That's how to do business. We

know a good man when we get a
good letter from him.
January 18, he wrote: "I have

had great success with your rosar-
ies: Have one left. Send ten more.
I thank you for helps; they do help."

Vatti Rosary Co 106 Fulton Street New York
—Advertisement
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Price-Cutting----
A Restraint of Trade

Probably no branch of retail trade is so deeply
interested in the matter of price maintenance than
the jewelers. The up-holding of prices and profits
has been a leading plank in their platform of
reform for many years, and they hail with gratifica-
tion the advent of the fixed selling price policy
now in force by many of the manufacturers who
cater to their needs. kdvocating the extension of
this policy, they naturally regard with vexation
and dismay the proposed legislation in the form
of patent law revision which would destroy their
hopes of trade stability established on price main-*
tenance. By way of impressing on the trade the
importance of the fixed selling price and the
ruinous results of price cutting we have published
many articles in our columns. Supplementing to
hese we reprint the folio wing extracts from an
article on the subject by Eldridge R. Johnson,
president of the Victor Talking Machine Company,
Camden, N. J.:

Price Cutting is Not Competition
Price-cutting is generally confused with com-

petition and, while it may be so classed, there is
a very great and important difference, as many
forms of price-cutting are unquestionably un-
healthy competition. It benefits no one save a
class of price-cutters who could very well be dis-
pensed with, for they live and grow rich by break-
ing into and diverting to themselves the good-will
of a trade that others have created. They never
build up a business, but invariably appropriate
that which some one else had created. The
foundation on which their business stands is not
constructive, but destructive and monopolistic.
They sell at less than an ordinary percentage of
profit if, by so doing, the trade that is going to
many others can be diverted to themselves. This
is the whole story. There would, of course, be a
public gain in this were it done fairly and in good
faith, but more than often it is not done fairly, or
even decently, and is but the means to an end that
has aroused so much indignation in this country—
monopoly. There are many legitimate occasions
to reduce prices, but such occasions are temporary
and have no relation to professional price-cutting.
There is no intelligent citizen in this country

who has not seen the operations of price-cutters;
who has not seen them drive responsible and honest
enterprises out of business without in any possible
way benefiting the public. As a matter of cold
facts, a decided injury has been done through a
general deterioration of product due to the inevi-
table squeezing down of profits clear back to
manufacturer and the workingman, and then in
turn squeezing the public after the legitimate
trader has been driven out.

The Inventor Entitled to All, and Even Greater
Benefits Than He Now Receives

Even the proverbially poor inventor comes in
for a share of chastisement. The patent laws,
which have been on the statute books for more
than one hundred years, and under which this
country has become more prosperous than any
other country in the world, are to be torn apart
and used as new material to reduce the cost of
living. The patent laws of this country are not
perfect, but they are better than those of any other
country. They do not give inventors any greater
reward than that class of public benefactors de-
serve. No doubt some amendments would be
beneficial, but such amendments should be directed
to the purpose of a more practical administration
of the principles which the present law so clearly
sets forth, and should not be aimed at radical
changes; at least, not without more deliberate
and intelligent consideration than seems to be in
sight at present. Some of the amendments
now suggested would greatly injure and discourage
the inventor and would benefit no one.

Every Decade of Progress Due to Discovery by
Some Poor and Obscure Inventor

Few people stop to realize that every art and
industry, now so familiar to us as to be taken as a
matter of course, had to have a beginning. We

are not likely to remember that the basic principle
of weaving, of making edged-tools from stone and
other materials, of making bows and arrows, or
the conception of the wheel and axle, are great
inventions which have grown into the great
industries of today. It is the old story of Columbus
and his egg again—easy enough after you see it
done, but no one could possibly have imagined
how to do it before the man who did it made the
demonstration. It is no idle boast to say that the
inventor has led the way in all progress from the
beginning; nor is it an idle boast to say that on
the inventor depends the future progress of this
country and every other country. As a profit over
the total sum of hard-earned compensation to the
inventor, the people of the United States have
gained a million fold.

Increase the Reward to the Inventor. Give Him
Encouragement to Invent Something New

One of the greatest mistakes and backward
steps that can possibly be made is to take away
from the inventors any of the rights to an inven-
tion. They have more difficulties to encounter
in securing proper compensation for their product
than any other class. Certainly, the inventor
should have the right to fix the price at which
goods are sold until they reach the hands of the
consumer. The inventor is supposed to have
temporarily an extra profit over the ordinary
manufacturing profit, as this is all the reward that
the patent law has to offer, even though the device
may save the country many millions. If deprived
of the right to fix prices, the inventor cannot
possibly secure anything more than an ordinary
manufacturing profit which, under most conditions,
is very inadequate compensation for the years of
hardship and preparatory work which are necessary
in order to perfect even simple inventions. In"
more than the majority of cases it would be difficult
for him to develop his inventons at all or to make
any profit. To leave inventors to the scant mercies
of cut-price sharps would be base ingratitude and
bad policy.

Honest Manufacturers Entitled to Right to Control
the Sale and Distribution of Their Goods

Manufacturers should have the right to regulate
the prices at which their goods are retailed in any
case, whether they are patented or not. If they
are denied this right, the quality of goods in general
must deteriorate. There is no possible help for
it unless humanity in general can be cured of
selfishness. Suppose, for instance, a manufacturer
makes an article to retail for a dollar and decides
to advertise it all over the United States. It must
be a good article and it must be worth a dollar, or
the maker cannot hope to sell it in any great quan-
tities. It takes an honest proposition to pay for
extensive advertising. The manufacturer may
decide to spend half a million dollars in advertising
it and by the force of this advertising, if the article
is satisfactory, and the distribution of profits to
wholesalers and retailers fair, he may succeed in
marketing five million articles at one dollar each.
This is a good thing all around for the manufac-
turer, the merchant and the consumer. But what
generally happens is that, as soon as the market
has been established for the one dollar article,
some concern that makes a specialty of price-cut-
ting attempts to appropriate the good-will, and
advertises the article at 76 cents. This, of course,
brings a tremendous trade to the cut-price store,
but it discourages all the other dealers in the
vicinity until they, too, reduce the price to 75
cents, which no longer yields them a satisfactory
or paying profit. They then apply to the manu-
facturer and say, cut-price man and all, "Unless
you can quote us a lower price, we cannot afford to
sell your article." By this time the cut-price man
has lost his advantage through the fact that the
other merchants have met his reduction.. The
manufacturer must then quote a lower price to
enable the merchants to continue the sale of his
article, or he must go out of business. Of course,
the manufacturer reduces the price, and it might
be said that all is well as the public have secured
an article for 75 cents for which they previously
paid one dollar. But right here in the matter is
where the public get fooled; at the beginning
they may secure for 75 cents a few articles that are
worth one dollar, but it generally turns out that
they get a less percentage of value than they
received when they paid one dollar. The quality

of the article is reduced, but the old price printed
on the label remains to deceive the purchaser.
Or the story may be different. The responsi-

bility of price-cutting does not always rest with
the merchant. The producer may use it as a means
of absorbing a chain of retail stores, or to concen-
trate the sale of some line of goods in one large
store. There are many other schemes employed,
and new ones are being concocted every day, which
all depend on price-cutting. No explanation of
these schemes is necessary. Every one knows
about them; every one has seen them and every
one has heard the sorrowful tales of their victims.
Every line of trade has suffered, and where trades
have not combined to resist the degrading influ-
ence of price-cutting, deterioration of product has
been the result. And yet the price-cutter is pro-
tected by law, and is working for further changes
in the laws that will give more victims to the
senseless sacrifice!

Goods Priced by Manufacturer Fixes Certain
Value, by Which Value of All Similar

Goods Are Measured
One of the greatest difficulties encountered in

economical living in this country is to know where
to purchase goods that are worth the money paid
for them. Low prices have been dangled before
the public to such an extent that few realize what
a fair price is, and therefore purchase two or three
articles of a second quality instead of purchasing
one of the first quality, thereby spending a greater
amount of money for less results. The manufac-
ture of first quality goods has become a lost art
in some lines of trade. We are drifting backward
to a condition that Germany is struggling so hard
to get out of.

Price-Cutting Makes Monopoly Possible
Price-cutting is the father of monopoly. All of

the great trusts and combinations have been
brought about through the operation of drastic
price-cutting wars. Give the merchant and the
manufacturer a chance to defend themselves
against this pernicious practice, and the formation
of great combinations for the purpose of controlling
trade will cease in many lines of trade. Manu-
facturers and merchants do not join a trust be-
cause they want to; they all prefer to be indepen-
dent even at a low profit; they join because they
are forced to by destructive price wars.

The Jobber or Middleman an Absolute Necessity
in a Country Like the United States

New laws interfering with price control will
handicap and annoy the very large class of manu-
facturers and merchants who have never been
guilty of abusing it, but who have always used it
for the general benefit. The great bulk of trade
must, for a long time to come, be reached through
jobbers and dealers—the jobber buying from the
factory and selling to the dealer who, in turn,
sells to the consumer. It may look like a round-
about way to those who have had no practical
experience with trade, but it is the only practical
way at present. There is a lot of senseless talk
about cutting out the middleman, but if the jobber
were not a necessary factor he would not be in
existence. No sane producer ever sold to a middle-
man if he could reach the consumer without doing
so. Many manufacturers and producers have tried
over and over again to market their own goods
direct, and they have succeeded where the condi-
tions were such as to permit them to succeed, but
by far the greater proportion of those who have
tried have failed, having found that the middleman
and jobber can do it for them at a less cost. This
country is far too big to get along without jobbers.
The jobber performs a service in the matter of
credit not generally recognized. On account of
his practical knowledge of the commercial value
of the merchandise that he handles and his intimate
acquaintance with the personal characters of the
merchants to whom he sells goods, the jobber is
able to extend credit to a better advantage than
can either the manufacturer or the banker. The
jobber usually well earns the profit secured and in
many cases the elimination of jobbers would have
the effect of raising prices. All manufacturers
should have the right to market their goods under
contracts regulating prices and conditions. Only
the responsible manufacturer would care to take
advantage of the opportunity. Only honest goods
will stand advertised prices and price maintenance.

THE 1KEY8TONE 2149

Tourmaline Mining in California

Where and How the New October Birthstone is Mined—Tints and Names of the
Gem—Birthstone Distinction a Boom to Its Popularity

By JOHN L. COWAN

The gem tourmaline which has been steadily
gaining in favor in recent years has had its popu-
larity given an impetus by the decision of the
Kansas City Convention to make it the alternate

SORTING THE GEMS

of the opal as a birthstone for October. The
superstition which prevails in regard to the opal be-
ing unlucky will also help to popularize the
tourmaline. The following article, there-
fore, descriptive of tourmaline mining in
California is opportune and will be especially
interesting to our readers.

Of the numerous "native stones" that
are cut and polished and used for the pur-
poses of the jeweler in the west, none is
more beautiful than the tourmaline. Its
hardness (varying from 7 to 8 in the scale
in which the hardness of the diamond is 10)
is sufficient to enable it to retain its polish
indefinitely when used for any purpose for
which gems are ordinarily employed. It is
found in a great number of attractive
colors, and is steadily gaining in popularity,
although its use as a low priced gem is far
from being as common as its merits appear
to warrant.
Tourmaline is found in Burmah, India,

Siberia, Germany, Brazil, Maine, Massa-
chusetts, Connecticut, New York and Cali-
fornia; but in most regions its occurrence
is haphazard and uncertain, not justifying
systematic mining operations. Until within
recent years the finest tourmalines were
obtained from Brazil. A large quantity
of this material is also obtained incidentally
from the ruby mines of Burmah, but prac-
tically all of this is marketed in the Orient.
But the largest tourmaline mine in the
world, yielding gems of this kind of the
greatest beauty and in the largest quan-
tity, is the Himalaya mine, located in southern
California, 60 miles northeast of San Diego,
near the hamlet of Mesa Grande.

Discovery of the Crystals
How, when or by whom tourmaline crystals

were first found in the neighborhood of the present
site of the Himalaya mine is not known. Crystals
of this nature have been taken from Indian graves
of unknown antiquity all through the surrounding
country. Evidently the material was prized for
its beauty by the aborigines. Mexican and
American cowboys have been familiar with the
glittering baubles for two-thirds of a century,
without knowing what they were or suspecting
that they possessed any more value than the color-
less quartz crystals with which they were assoc-
iated.
Up to fifteen years ago, or thereabouts, the

children of Mesa Grande were accustomed to go to
the summit of Angell mountain (so called because
a man named Angell owned a ranch near its base)
and search for the glittering pencils and crystals.
Heavy rains washed away the sand and clay, so
that the time preferred by the youngsters for con-

ducting the search was immediately after a storm.
From time to time crystals of all sizes and many
colors were picked up—some no larger in diameter
than a slate pencil, and others two inches or more
across. Most of the large crystals, and many of
the smaller ones, were simply quartz crystals, as
colorless as glass, but others were found in beauti-
ful shades of red, pink, green and blue.
Sometimes one of the children sold the teacher

of the district school a particularly fine specimen,
and considered himself fortunate if he got a dime.
In the summer, tourists frequent a resort about
five miles distant from the spot where the shining
stones were found, and these were considered good
customers. Often one of these would give any-
where from a dime to a quarter for a handful of
crystals of assorted colors. But as a rule the chil-
dren played with their treasures until they lost
them, or until they grew tired of them and threw
them away.

Their Value Discovered
Of course the idea occurred to more than one

person that crystals of such beauty ought to be of
some value, and from time to time specimens were

A TOURMALINE MINE

taken to jewelers in San Diego for examination.
Strange to say, none of the jewelers then in San
Diego knew what the material was, but when told
that it had been picked from the surface, like or-
dinary pebbles, they were quite sure that it was
entirely worthless.
However, at last some one sent specimens to

New York, where the nature of the crystals was
instantly recognized. The New Yorkers sent
representatives to San Diego at once, to find out
where the tourmaline came from and to make an
examination of the neighborhood with a view to
determining whether or not the material existed in
sufficient quantities to justify mining, and soon
the summit and sides of Angell mountain were
staked out in mining claims.
The Himalaya mine has been the most exten-

sively developed, and is said to have yielded the
finest tourmaline that has ever been found any-
where. The San Diego mine, on the adjoining
claim, has also yielded some fine gems and is
steadily operated. The Esmeralda mine, a mile
and a half distant, has produced gem material
of good quality, but has not been extensively
developed. Numerous other prospects have been

located all through the surrounding mountains,
but the value of these is doubtful.

The Tourmaline Mine
Externally, there is nothing about a tourmaline

mine to excite particular interest. It is as corn-
monplace and uninteresting as a coal mine. From
1898 until 1905, operations at the Himalaya mine
were carried on by surface or bench digging. Then
the overburden of earth became so great that its
removal was unduly expensive, and in the rainy
season trouble was experienced from the caving in
of the sides, so that tunneling was resorted to.
The tunnel has been driven for several hundred
feet, following the vein the whole way. The vein
varies from eighteen inches to nearly four feet in
thickness. The tourmaline occurs in irregular
pockets, mingled with talc, hydrous mica and an
extraordinary variety of other minerals. Among
these are lepidolite, quartz crystals, orthoclase,
spodumene, muscovite, beryl, hornblende, spess-
arite, and essonite garnet.
The entire mass of material in the pockets is

removed, taken outside in mine cars and con-
veyed to the washing plant, where the clay, sand
and talc are washed away. The materials left
are then carefully sorted by hand, and the various
gem stones picked out. These are sorted with re-
spect to size and quality, varying from small,
pencil-like crystals up to those of large size, dis-
playing almost all the colors of the rainbow.
Most of the tourmaline possesses little or no value,
beyond that later imparted by grinding and polish-
ing and making into brooches, sleeve buttons, stick
pins, scarf pins and similar articles. However, a

a small percentage is of the finest gem
quality, suitable for cutting in facets, the
same as the diamond. It is claimed that
the finer material, when cut and polished,
is worth anywhere from $5 up to $36, or
even more, per karat.

Tourmaline is known by various names,
depending upon the color. The red or pink
transparent varieties are called Rubellite; the
violet red, Siberite; the blue or bluish black,
Ind icolite; Berlin blue, Brazilian sapphire;
green, Brazillian emerald; yellow or amber,
Ceylonese Peridot ; colorless, A chroite ; black
with resinous fracture, Aphrizite; and brown
or greenish black, as Dravite.
A large part of the output of the Mesa

Grande mines is sent to New York to be cut
and polished. A number of skilled lapi-
daries in San Diego are engaged in tourma-
line cutting all, or nearly all, of their time.
Considerable quantities of the rough gem
material are sold to jewelers in all the large
California cities and beach resorts, where
it is worked up into articles designed for the
tourist trade. Great quantities of pink
tourmaline are exported to China, where
this stone is held almost sacred, and the
bearer of good luck and good fortune to its
possessor.
In common with most other highly

colored stones, tourmaline is steadily coming
into greater favor in this country. One
advantage it possesses as a gem lies in the
fact that it cannot be successfully imi-
tated, owing to certain peculiar optical

properties. Plates cut from transparent crystals,
parallel to their length, are much used in experi-
ments in optics, on account of their remark-
able polarizing action on light.

A WASHER.Y
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The Round Card with Rings Moves. The Hands with Rings Move

HAVE YOU GOT YOUR WINDOW
DISPLAY CASE READY FOR XMAS?

You can make your Xmas business bigger if you will write us for this free display case and

C Rings
Trade-Mark

Rings sold only under our guarantee, that if any stone (except
diamonds) is lost from setting at any time, the Queen City Ring
Mfg. Co. will replace stone without any charge whatsoever.

They have quality that your customers cannot find
elsewhere for a great deal more money.

Get booklet 16 pages 4 x 6 inches printed in colors.
Just what you want to send out to your town people

We Give You These Booklets
With Your Name Printed On Them

Send out this beautifully printed catalog of Lockets,
Pins, Brooches, Silver, Glass and Q. C. Rings. The
catalog is in every sense of the word your own and
will give you a chance to get business now going to
the mail order houses. ••• • • • •• ••••  • • •• •••

SEND THE COUPON TODAY

Queen City Q. C. Rings are sold by this Company through its own traveling representativesto legitimate retail jewelers only. There are no branch offices or other concerns that havethe right to sell the Q. C. line

WRITE FOR OUR PROPOSITION

Queen City Q. C. Rings are sold only by this Company through its own
traveling representatives to legitimate retail jewelers only. There are no
branch offices or other concerns that have the right to sell the Q. C. line.

Queen City
Ring Mfg. Co.

BUFFALO. N.Y.

Without obligating
myself, have your rep-

resentative call and ex-
plain use of Booklet Catalog

for Holiday Trade. and how I
may get free Moving Window Dis-
play Case.

Name

Address  
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IN BUILDING A HOUSE
M you purchase the services of a skilled architect, one who has specialized in designingand building homes such as you wish and who will give you the greatest value foryour money, but when you want a chicken coop built you call in the local Jack-of-all-trades and master-of-none, who will nail some boards together, slap on a coat ofyg whitewash and call it his masterpiece.

The same principle applies in purchasing baroque pearl jewelry. If you wish

M jewelry for which you do not ' need to apologize to your customers but which you can
recommend, buy from the house and the only house that has
specialized for over ten years in designing and making baroque
pearl jewelry of merit to sell at a popular price.
We make a complete line of Baroque and Seed Pearl Jewelry, consisting ofPendants, La Vallieres, Brooches, Earrings, Bar Pins, Scarf Pins and Chains.

Let us send you a selection on memorandum.

GROSSMAN COMPANY E
3 Maiden Lane •• • NEW YORK• 

MMMEOMMMMMMMMMMMMMaiMMMMMMMMMEMMMMMMMMMMMMMMEIMMMMMME1

The Leading Manufacturers of Baroque and Seed Pearl Jewelry

Fine Cameos in Coral
and Onyx

Cameos Mounted for the Trade
Pendants Scarf Pins

Tie Clasps
Hat Pins Bar Pins

Brooches
Including New Circles

Link Buttons
in Gold and Pearl
Platinum Pendants
Platinum Scalf Pins
Platinum Bar Pins

POSITIVELY LOW-
EST PRICES ON
THE MARKET
FOR 14-KT. AND

PLATINUM GOODS

THEY WONDER HOW WE DO IT BUT WE DO!
Top Goods at Bottom Figures

EFIE SELLING arguments are all on the side of these lines.Actual 14-karat goods at the prices usually charged for l 0-karat articles. The 14-karat looks, class, design, appeal—is allthere. Nothing is slighted or skimped. We court comparison.
These creations satisfy the tastes of the discriminating con-sumer, and are easily within his means. They unite luxury witheconomy—an important point these days when living is so high.While consumers get such full value, dealers also reap ampleprofit; so everyone is satisfied.

We have simply specialized Low Priced 14-karat Jewelry;and have done it successfully. Special processes, facilities,machines, etc., admit of many economies. You get the benefit.Test these claims. Find out for yourself. The proof is in theorder. Send it along.

IRADe

Cad! ThrDD
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Compan2
401-407 Mulberry Street Newark, N. J.
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.7,nterprising Watchmaker's
Unique Advertising

■ $5,000 a Year Repair Business Built Up by
Publicity and Skilled Workmanship—A Good
Example for the Trade to Follow

The success of the advertising plans of
G. Bixby, of Buffalo, N. Y., chronicled

n these columns a year ago, has attracted
great deal of interest among the trade

luring the last twelve months.
'Ir. Bixby's ideas of service and
publicity have interested many
)ther stores handling watch re-
pairs, and a number of them have
adopted similar advertising tac-
tics with excellent results. A
well known advertising journal
recently re-printed one of the
letters originated for Mr. Bixby,
with the report that it had been
used by a large retail jewelry
house to bring in old customers
whose watches should be re-
cleaned after a certain period,
and that this letter had brought
direct business from fifty per
cent of the people it was mailed
to. The letter was commented
on in an interesting way and the
incident is cited here merely as
an indication of the appreciation
that this kind of advertising wins
not only in the jewelry trade, but
in the advertising fraternity as
well, where the psychology of
business appeal is carefully
studied.
We are printing in this number

a copy of an advertising idea
used by "The Watch Doctor" to
advertise his recent removal to
a new location. The photograph
of Mr. Bixby was used princi-
pally to carry out his trade mark
idea, as thousands of Buffalo
people know his face even better
than his name. This particular S.

piece of advertising attracted
much favorable local attention
and response.
"The Watch Doctor's" busi-

ness is watches exclusively, and
until a short time ago he carried
no stock, doing repairing only.
His annual business reached five
thousand dollars on repairs alone.
Since adding a fine but not large
stock of watches, the business has been ma-
terially increased over this figure, producing
added evidence of the efficiency of this kind
of advertising—the "personality touch."
There is plenty of testimony to the

fact that the retail jeweler and the watch-
maker can invest profitably in advertising,
and more in the trade are finding it out
every day. But the wise dealer looks
first to his service, to make sure it is
thorough and in every way his best, for
service comes before advertising. Ad-
vertising does its work well only when
fully backed up by "the man behind."

It is opportune here to reiterate the
reasons to which Mr. Bixby attributes his
success.

" I attribute the growth of my business
both to service and to advertising, but
principally to service, because only through
serving my trade to perfection can I be
sure of holding the patronage once ac-
corded.
" I mention this strongly, for it is

brought to me very forcibly nearly
every day that the trade has many prac-
titioners who through incompetence or
carelessness constantly turn out work

Bixby Valches 1;7. r o.Bixby. TheWetchDocaor

Unique Illustration Adverusing Mr. Ilixey's New Quarters

which creates trouble and in many cases
almost ruins the timepiece.
" I feel that I can not take too much

pains. I consider my method of taking in
work an extremely important factor.
When a patron brings his watch in to
learn what is wrong with it it is my cus-
tom to take down the movement while he
waits, and to invariably show him any
broken part or other trouble, handing
him my glass when necessary, and mean-
while explaining all about the trouble
and what must be done to correct it. This
shows the customer, beyond any doubt,
that there is no juggling of facts. The
average customer knows that his knowl-
edge of watch mechanism is very limited

and that a designing workman can readily
fool him, charging him for work that does
not exist, and such practice is, of course,
by no means, uncommon. The customer
is usually very much interested in the
explanation, too, and many have said
that 'nobody ever told them that before.'
They appreciate being taken into my con-
fidence and treated as though they had
some understanding of things.
" Keeping delivery promises is another

point I take particular care of.
I make my promise carefully
and, once made, keep it re-
ligiously, never failing to have
the timepiece ready at the
agreed time.
" I believe that my standard of

work can not be too high. I
charge prices that cover the most
skilled workmanship, and I de-
liver full value. I use the best
materials obtainable, and never
slight even the cheapest job in
the slightest particular. Very
often I find troubles that I did
not notice in taking in the job,
and in such cases if a definite
price was set for the work I
correct the additional trouble
without adding to the price,
except in cases where I can
advise the owner and counsel
with him to his entire satisfac-
tion. I will not leave unturned
any point of service that will add

in to the effectiveness of *my work
or the satisfaction of my cus-
tomer.
" I make a strong point of

getting the customer to bring
his watch to me repeatedly for
regulating after I have delivered
it to him. This is often hard to
accomplish, though the customer
is quick to blame the watch re-
pairer if his timepiece loses or
gains a little as he carries it, not
realizing that it can not be per-
fectly regulated to the condition
under which he carries it when
it is hanging peacefully on my
rack. When delivering I make
him promise to come in eight
or ten times. In addition, I am
now preparing a card explaining

Si the reasons why the watch must
be regulated as carried, and in
the future I will give each cus-

tomer one of these cards when I deliver
his watch, as a reminder, and to educate
him to the need of it.
"A good many in the trade have ques-

tioned my policy of free service on all
matters that require only a moment to
adjust, but I know that it pays, know that
it has won for me scores and scores of
customers, some of them the very best
ones on my lists. By free service I mean
doing any little thing without charge that
can be attended to while the customer
waits, without using any material. To
have a watch handed back without charge
in a moment, when to all appearances
something serious may have been wrong,
is a very pleasant surprise to a customer.
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WHEN ORDERING BY MAIL

THE JEWELERS' HANDY BOOK

1912 1913

ILLUSTRATED CATALOGUE

Contains complete lines of Diamonds,
Watches, Solid Gold and Gold Filled
Jewelry, Silverware, Clocks, Cut Glass, Etc.

We make a special feature in our stock of goods in the well-known
reliable makes, and are headquarters for

Fahy's WatchliCases Waltham Watches
1847 Rogers Bros. Silver Plated Flatware

and the following makes of Gold Filled Jewelry, that every jeweler knows
for quality
R. F. Simmons Co. S. 0. Bigney & Co. Bates & Bacon W. & S. Blackinton Co.
C A. Marsh & Co. Dagget & Clap Wightman & Hough Co. Smith & Crosby

Plainville Stock Co.Geo. L. Paine Co. Riley & French Also many others

About November 1 st we will send to our customers

Illustrated Catalogue Supplement "A"

containing the latest and best items of the season. Opposite to this we show a
sample page from supplement.

If your name is not on our mailing list, send us a card

Prompt service is our strongest argument for your business. We give all orders our personal attention, fill
them correctly and ship same day as received. Give us a trial.

SLADE, TENNEY ei WEADLEY
Wholesale Exclusively 37 South Wabash Avenue, Chicago, Ill.

„I, mimilliiiimmlimilli DIA MON D 
We do a Large Diamond Business because our goods and prices are right.

We illustrate below a few choice items from our large and well selected stock.
DIAMOND RINGS—Fine White Brilliants, Accurately Cut, and Full Value Guaranteed. Prices ars based on Exact Weights.

ately. Fine Hand Made 14K Gold Mountings.

•

111111111111111111111111111111111111

Satisfaction guaranteed
Any Variation will be Priced Proportion-

1111111i1m111,1111Inillilt11111,11

No. A1000 $405.00 No. A1002 $266.00 No. A1004 $150.00 No. A1006 $98.50 No. A1008 $51.00
No. A1001 ex. qual. $455.00 No. A1003 ex. qual. $320.00 No. A1005 ex. qual. $170.00 No. A1007 ex. qual. $119.00 No. A1009 ex. qual. $66.00

1 Carat % Carat I Carat ,34'3 Carat 34 Carat
Our Extra Quality Diamonds are absolutely perfect in every way, finest color and furnished with Platinum lined mountings.

SPECIAL LOT FANCY DIAMOND RNIGS
Sold in Assortments of Six at a Very Low Price. Unusual Values.

1111111111111111111111111111111
1111111111

No. A1010 $32.50

Tl i Carat

11881118118111111111111911 ililifilonlii11111111811111111 111111111111111111111111111111111111111111
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No. A1011—Six Diamond Rings as illustrated. Extra Fine White Perfect Stones, Very Snappy, Karat each (full weight) in 14K Gold, Finely Finished heavy mountings.
No. A1012---Single Rings, any of above designs. Each  

Per Lot $140.00
25.00

DIAMOND AND PEARL PENDANT NECKS
Fine White Brilliant Cut Diamonds, Mounted from our Own Stock. Genuine Whole Pearls. Solid 10K. Gold Mountings and 15 inch Chains.

No. A1013 $15.25
Whole Pearls

No. A1018 $21.00
Large Diamond

14K Mtg.

No. A1014 $16.25
Whole Pearls and 13 Half Pearls

No. A1019 $19.00
Large Diamond

14K Mtg.

No. A1015 $16.50
Whole Pearls

DIAMOND SCARF PINS
Fine Brilliant Cut Diamonds, Mounted from our Own Stock.

No. A1016 $18.75
Whole Pearls

;NV:Tr—A

9

No. A1020 $11.00
iniamond and
Whole Pearls

No. A1021 $11.00
Diamond and
Whole Pearl

No. A1022 $9.50
Diamond and
Whole Pearl

No. A1023 $9.00
Diamond and
Whole Pearls

Above are List Prices—Subject to "Keystone Key." Send orders to

No. A1017 $19.25
Whole Pearls

No. A1024 $9.50
Diamond and
Whole Pearls

==

==

==

==

SLADE, TENNEY 0 WEADLEY =
37 South Wabash Avenue, Chicago

11111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111
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Jeweler's Economic Method
of Making Advertising Cuts

By JOSEPH ELLIS, Ellis Jewelry Co., Vandalia, Mo.

In compliance with a request from
THE KEYSTONE I am sending herewith
copies of advertisements used last
Christmas, and will explain for the
benefit of my brother jewelers how
the illustrations were gotten up. In
the first place I will say that the
large ad. was prepared with the idea
of illustrating a great many articles
at a very small expense.
The engravings are what are called

half tones, 65 line screen, suitable
for printing on ordinary newspaper.
The price on this grade of work is
10 cents per square inch or a mini-
mum charge of 75 cents for each
engraving of 2 x 3M inches.
The illustrations were cut out of

jewelry catalogues and mounted on
white artist's board, and were slightly
touched up by the photo-engraver.
However, better work can be accom-
plished by sending all small jewelry
to the photo-engraver, who will
mount and reproduce direct. For
larger pieces very good results can
be obtained as stated above.
These engravings are far from

being perfect, but I do believe they
are improvement over the ordinary
zinc etching-pen drawing process,
very few of which are good repro-

Christy'
Our line offers
Shop Early.

ductions. A great many of the mail-
order houses are using this style of
illustrating in their advertising and there
is no doubt that it catches the eye of the
reader.
For the small jeweler who must limit

his Christmas advertising appropriation

October 15, 1E12

we believe he will get excellent reso
from this advertising.

Our subscriber, Mr. Ellis, to whom ye
are indebted for the above informati( n,
suggests that such advertisements as
those here reproduced should be used in

connection with window displays of
the goods with price cards attach( (I.
He submits to us a sample of the
price cards which he uses and whi .h
were gotten up by his local print i.
Each card, he states, should haw a
description of the article as well as t ne
price. Many customers are, inded,
too timid to ask many questions
as to prices, and this card syst( m
would enable them to Make th,ir
own selection without questioning.
We will gladly welcome other

views on this matter of Christmas
advertising from our subscribers.
Experience is the best teacher and a
large proportion of the jewelers have
had sufficient experience in recent
years to have formed definite and
accurate conclusions. We will re-
produce any advertisements which
may be sent us.
The upper illustration shows a

group of pictures of articles cut from
the jewelry catalogues and pasted on
cardboard for reproduction. The
lower advertisement is a Christmas
announcement of the Ellis Jewelry
Company reduced one-half and con-
taming illustrations made in thisway.

and lasting gifts.
Shop Early.

You'd better begin to buy now while our stock is complete If you have not already seen our line we suggest that you come in and see it at once. Our jewelry is beautiful and well
selected. Our Cut Glass is the most sparkling and artistic we have ever shown, and our Hand Painted China will certainly please you. In fact, our entire stock is pp to the minute in
every respect. You can't fail to find the gift you want here. Remember the early shopper gets the benefit of complete lines. Buy early.

imtn?.:^:"""' Knives .d Forks $13.00 leorr is,s li,;da,nilsome $8 1307 0;47 Coe,wc raT
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THE MAURAN EXPANSIBLE BRACELET
(Patented Aug. 20th, 1907, July 9th, 1912, Patents Pending)

5704

5736

.,__ ..4.4rarjattitk■ .-/
...,,•••=."."-,;---itt, },

'----z-----. -412WringNiMe.7e---%-di■
""1" VAV41.041r7_ ........ ,,,

5705

5737

5745

116 ',dim ile,l, rig 2 
117 51erl %ine nt, h'   1.00 1 75 Toth Booth Bottle  .50

On Si,,,, Bracelet. .  32 10 108 Coat Chain, wilid told  • see 118 Thin Model Watch 316 DO 126 Ramr Strop 
101. Tie Clasp gold lilted   k  I. 0

.50 109 Belt Pm. told Idled • , 2 25 119 Bran Smoker's Stand  ZOO 127 lial Pori.   b2. 0 34 Sall Sr., sterling  
101 Tie Clasp. told tilled   .50 110 Slick pin ' • , n 120 Book 11.k  1.50 I 8 Carvinc Set  2. 5 35 Tic Clasp 
103 Locket   3.00 III Pocket Knife. 'lutist uhe•• 41 n 121 Silk Umbrella, told and 1 9. Beam Fern Bowl  ' . 0 ' 36. Nail Itle. sterling
04. Pm Cushion Slipper  .30 112 Baby Spoon. sterling  • I 00 pearl handle. 5 00 130. lockei  
01 Gold Cull Buttons 200 113 Bac Pin   1.25 122. Souvenir Spoms  .75 I 1 Stmeint Set
06. SW: Scissors, gold plated  .75 114 Salve Boa    .50 123. Souvenw Lpoon  70 1,2 Gold /cord C.. .. .. .
107. Gold Jewel Bo,  . 30 115 Gold Fillet MO, Fob  3.75 lit Souvenir Spoon  75 133. Toilet Set, quadruple plated .,

Both Price and Quality
Ara Attrective Hero

.2 141 Podket Knife. pearl handle.   2.00
142 Slw Cul Glasses and lot, set  2.25

) 143. Colonial Spoon  1.25
Slew .75

1 5 37 'Brass limiting Fern Bowl  2 7
3  00 38 PaW Military Brushes, sterling  4.50
2 00 .19 Silvir 11.1 Brush .I.2 Child's Loeket and Chain 

s5 DO 40 Bracelet  .4.,20 Engraved Locket 

$2.50

2.50 La ics. Fob  005
125 Dr se Pins, valid gold 
5.00 sn ea., sel'.3 I  00

,T:abraet.C.,a:re.,1 eo.1.1, $1.80 el:1,1:n I deal Fou n. $2.50

ELLIS-Jeweler VANDAL IA, MO
Let Llti Urge You to Moho

Your Selection. Early

7!P

NEW YORK, No. 3 Maiden Lane

5706

The Bracelet That Made the Bracelet
Watch Possible

It is a beautiful piece of jewelry and is the
ONLY bracelet fulfilling ALL of the
requirements for use on watches.

Like all successful articles the M auran
Expansible Bracelet is being widely imitated,
but the retailer will avoid trouble and annoy-
ance by using only the genuine Mauran
Bracelet. He will make his sales more
readily, both on account of the beauty of the
article and its great expansion. Thus no
sales will be lost on account of size. It is
constructed in such a manner that it will
stand very rough usage.

YOUR CUSTOMERS WILL BE SATISFIED

JOHN T. MAURAN MANUFACTURING CO.
MAKERS OF 10K SOLID GOLD JEWELRY

Scarf Pins, Bar Pins, La Vallieres, Link Buttons, Bracelets, Baby Pins, Tie Clips, Lockets, Full Dress Sets, etc., etc.

PROVIDENCE, R. I.
CHICAGO, No. 1111 Heyworth Building SAN FRANCISCO, 150 Post Street

Established 1850
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FONTNEAU 6... COOK.  Co. 'ATTLEBORO MAS5.

BL1245

BL124

BL1221

BL1222

BL1237

L123t

L1223
BL1238

BL1224

FREE

BL1239

BL1240 BL1225

To the first 1000 jewelers who send for our Cata-logue E and tell us where they saw this ad we willsend ABSOLUTELY FREE OF t CHARGEone of these beautiful souvenir mirrors, printedin three colors.
If you have already received the catalogue tell us where you saw the ad andwe will send you the mirror just the same. If you see the ad in more thanone place kindly name all the papers in which you saw it.
This catalogue consists of 144 pages with an eight page supplement just off thepress, showing thousands of patterns of up-to-the-minute Bracelets and Locketsin 12k 1/20th stock only, Vests and Dickens Chains, Guard and Neck Chains,from decent rolled plate to solid gold ; Pendants, La Vallieres, Chatelaines,Waist Pins, Collar Pins, Coat Chains, Fobs, Waldemars, Minerva and MidgetBracelets, everything that constitutes an up-to-date Chain Line.
Make a dollar by using this catalogue early and often—get the habit—weare the prompest shippers in the business.

NEW YORK
ROOM 1907

15 MAIDEN LANE

SAN FRANCISCO
ROOM 413

704 MARKET ST

FACTORY
ATTLE SORO

M ASS.

CH ICAG 0
ROOM 1104

HEYWORTH BUILDING

BL1241
BL1226

BL1233

BL1227
BL1242

BL1243

BL1234

BL 1244

BL1228

BL1229

You can't go wrong on any bracelet on this page. They represent the very

latest ideas in the bracelet field. The new inch wide, both square and

oval, the new combinations of engine turned effects with hand engraved
centres, two popular shapes of beautifully hand cut
pink cameos, signets, sterling silver trimmed white
stone set, three stone and bevelled edge. BL 1231 is
Minerva adjustable back. BL 1238 and BL 1223 are
two of the best selling bracelets we ever produced.
We have sold thousands of them and the stone setters
are still working nights to fill our orders.



Patented

Safety Guard Bracelets

Rings
Scarf Pins
Hat Pins
Studs
Screw Earrings
Bead Neck Chains
Charms
Neck Chains
Vest Buttons
Collar Buttons
Fob Seals
Silver and Gold

Thimbles
Cameo Goods
Brooches
Fobs
Crosses
Baby Pins
Ring Mountings
Festoons
Emblem Goods
Pocket Knives

LAPIDARY

FINE PLATINUM WORK of

Silver and Gold
Match Boxes

Coat Chains
Vest Chains
Watch Bracelets
Bib Holders
Lingerie Clasps
Sautoir Chains
Vanity Sets in
Gold and Silver

Gold and Silver
Cigarette Cases

Lockets
Bracelets
Link Buttons
Veil Pins
Tie Clasps
Locket Rings
Cigar Cutters
Lapel Buttons
Rope Chains
Class Rings
Lorgnette Chains

WORK

EVERY DESCRIPTION
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edges
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The
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Triple
Bracelets
essential
providing

The 0.
MADE

simplicity and strength
attachment to the watch.

of repair trouble.

B. Watch
OF TRIPLE CROWN

Ip

N o.
U.

GOLD

Bracelet
FILLED

Triple Crown Gold Filled.

dependable gold plate backed

by over thirty years' use.

A

of

(0 B)...cC7:A /
'1■111t■

.• 01

- V
.....-..

P at.
Aug. 20, '07,

.
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I \'
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863836
S. Pat. Off.

holes to coll an
o
d

solder. 

rivet
ect dirt 

heads r No exposed rivet heads or brass

e d ges t o endanger weit/ ing

quality and appearance.

round fashioned

conforming to the lines

a NIS atc h.

Rounded symmetry and easy

flexibility that make beauty and

comfort.

tempered compres-

springs. No links or parts

pinch arm.

Bracelet, supplementing
Watch mounting. A
other extension or collapsible

all others will stay

A Good Selection
Supplied with

The quality of every Bracelet

backed by the oldest and largest

Ring house in the world.

is made especially
very much superior to

and contracts at will and

to the Purchaser.
Mounting.

our well-known
light, beautiful, practical

Bracelet on
wherever placed on arm.

of Patterns—Giving
or without Findings

line

the

gold
and

stock
Crown

porn

of Triple Crown Bracelets,
and durable Bracelet,
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Will fit snugly
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or Engraved. position without creeping.

secret of making a serviceable bracelet in
when tarnished, will affect its appearance
Crown Gold Plate, removing every possibility

it is necessary that the same 20 year
for hest use in watch cases. Triple
a Watch Bracelet made of the same stock

Na one can adequately judge the merits oft/us beautifid, captivating

Ire therefore urge every jeweler to order samples

plate lies in having no exposed brass edges
sale. The 0. B. Watch Bracelet is made

of doubt on this score. With Watch
be used as watch manufacturers consider
Gold Plate meets this demand perfectly—

as the cases used on the best known watches.

Bracelet unless he can personally see and handle it.

his jobber and give same careful  inspection.

sTBy
PROVIDENCE,R,HODE

s' MAIDEN LANE 424 SOUTH
' YQR.K. N.Y. LOS ANGELES,'' ' ',  .-,;i• . , ‘;

.,.
ISLAND

BROADWAY 31NORTH STATE. 0
C CHICAG . .. 1

' .'"' . — ,, • ikj, .:, ' ', 't. s' .ii.v,:.: '.,. ' 4— 'ft'

A ii(e\AW(We\li(Clirkiahilf&irAiial\liaNi(kil 6 linli ifhiff&i(ihj(kilrkiriAlifiVIA-hii li(kiiiihil , li(kii(jWiliirCirAlirkirgi-, lriih„

2161



2162

A bright and attractive store front assures

SUCCESS

For

Every

Jeweler

no matter how small his business, the
Genuine C. W. 1'. Co. Electric Flash-
ing Sign is the cheapest and most
effective means of outdoor publicity.
A few pennies each day for lighting
is surely a small expense, and you
simply cannot fail to attract new
customers.

It impresses vividly in the minds of the
buying public that you are a progressive
merchant and will burn your name, your
location and your business on the mind
of every passerby.

Will Increase Your Sales
Mr. Merchant, suppose you were a cus-
tomer instead of a store owner, wouldn't
you trade, other things being equal, where
the stores look most inviting? That is the
way the public leels about it, too.

Now, really, don't you think a good sign
will help build up your business? Why
not start right now by decorating your
store front with one of the new designs
we show in catalog?

Attractive and Inexpensive

FOR SALE BY YOUR JOBBER

READY FOR DELIVERY

Catalog Is Ready Too
Better send for it today.

CHICAGO WATCH TOOL CO.
Grand Ave. and Robey St., Chicago, Ill.

  1.0.0.0.404•04. OOOOOOO .00004■110...•0.04.140)4

PUBLIC TASTE
IN ENGRAVING

HE gift-purchases of the wedding? 

season revealed unmistakably the

critical taste of the public in the matter g
of letter engraving. Only the best di(1,1 ..6 Nt vhoeuml d 

commonplace

lea please.   Thef claynlon oo -f. 4 •

1111111.
one 

1 4.
1 

41 

is 

) and it will pbay the jeweler'

11 to keep the fact in muncl. i
4 r The new engraving era

110calls for the use in every jewelry store of

Hornikel's
Engravers' Text-Book

a new edition of which
...,has just been issued. ,- ,..,
l'. •;:a.

This wonderful compila- ,;N• . nlk .
tion ofletter, monogram i 0 "- ' t

_ , 1 ; 
and inscription models is . 

•, . , 
t ,

largely responsible for 

the monogram fad, as IV - 12 ,• 1 .i? .4` c

the lettering is of an :,,, .!■\Ti\ 7- ,'„-..-4 .::.

artistic character hereto-

fore unknown. It furnishes instruction and ideas to

the engraver and assures satisfaction to his customer.

No matter what form of letter engraving may be

called for, this book furnishes

many models of unexcelled
k, . ,

, . beauty.
n

Procure a copy at once
-

and make certain to please the
'

- (4,.. present purchaser.

A copy will be sent postpaid to any part of the world
on receipt of price, $6.00 (11 5s.)

FOR SALE BY

The Keystone Publishing Co.
809-811-813 North 19th Street, PHILADELPHIA, PA.

1201 Heyworth Building, CHICAGO, ILL.

:

Wm. Reiman's Stock Long
Noted for Its Uniform Excel-
lence.

—New York Herald, Aug. 17th.

Fifth Avenue, N.Y., Auction!
The most famous shopping street of America

At Auction. Diamonds & Pearls
....Noted for Its Excellence....
Wm. Reiman's Stock.

—The World, New York, Aug. .25th.

THIS SENSATIONAL SALE NOW IN ITS NINTH WEEK
The Talk of All New York

For what other reason except proven ability was I selected to make the retirement from business auction sale ofWm. Reiman, 328 Fifth Ave., New York City—established over 30 years three doors from the Waldorf—a stock inven-
torying over $750,000, consisting of the highest grade Diamonds, Pearls and precious stones. This rare and beautifulcollection by one of America's most famous Gem Merchants, comprises single pieces costing away up in the thousands.The sale is a phenomenal success. In fact it is a magnet that has drawn the interest of the Metropolis' best people—and caused an epidemic of enthusiasm—was not selected by guess work to conduct this all important sale—was recom-mended by the largest diamond importing houses in America.

A Few of Over 500
References

Mermod, Jaccard & King, St.
Louis, Mo.

Sheff Bros., Wheeling, W. Va.
Burt Ramsay, Cleveland, 0.
Welte & Weiting, Peoria,
Hight & Fairfield, Butte, Mont.
The F. B. Lewis Co., Cleve-

land, 0.
T. R. J. Ayers & Bro , Keokuk,

Ia.
Kingsbacher Bros., Pittsburgh,
Pa.

A. Rothschild, Brunswick, Ga.
W. H. McKnight Sons, Louis-

ville, Ky.
A. Kurtzborn & Sons, St. Louis.
W. F. Kirkpatrick & Co., St.
Joseph, Mo.

A. J. Renkle, Augusta, Ga.
Knickerbocker Co., New York

City.
L. J. Marks, Pittsburgh and
Kansas City.

Burns, Barry Co., Memphis.
William Gill, St. Louis, Mo.

Made sales for the U. S.
Government, being employed
by the Collector of the Port, on
account of knowledge as an
Appraiser and Auctioneer.

A Few of Over 500
References

R. Van Kuren, Savannah, Ga.
Lippman Bros., Altoona, Pa.
Geneva Watch & Optical Co.,
Los Angeles, Cal.

Chas. S. Stifft, Little Rock,
Ark.

Sigler Bros. leveland, 0.
B. Wingerter, 

Co.,
Aron, 0.

Henry Schaul, Atlanta, Ga.
A. Schirmer, Saginaw, Mich.
The Pairpoint Corporation.
White & McNught, Minnea-

polis, Minn.
Duhme Bros., Cincinnati, 0.
King, Moss & Co., San Fran-

cisco.
Rushmer Jewelry Co., Pueblo,

Colo.
P. H. Latchicotte, Columbia,
S. C.

Carl Von Suitter, Jackson,
Miss.

Keil & Hettich, Chicago.
L. Luckhardt, Johnstown, Pa.
Bolland Jewelry Co., St. L01.118.

Made sale at Williams,
Barker & Severn, of Chicago, of
over 1,600 pieces of Diamond
Jewelry to the trade, valued at
over $300,000.

It has been my privilege to make the sales of the most valuable stocks in the leading cities, making a higher aggre-
gate of goods sold, a wider scope of territory covered than any other auctioneer in America. Never separate the oppor-
tunity from the salesman's ability. I am a specialist in this calling. After you state to me the conditions, will give a
bond as to results.

Over 500 credentials of successful sales from Coast to Coast; $5,000 to charity if I can not prove that I have been
engaged in making the largest and most successful sales by auction of Jewelry Stocks in this country for over 20 years.

WILL BUY FOR CASH WHOLE STOCKS
Gentlemen:—Having a number of very important sales to make in several of the leading cities, when it will be necessary to support the stocks,am desirous of securing on a spot cash basis or consignment anything in the way of samples, discontinued goods, seconds, odds or ends, or jobswhich for any reason you are desirous of closing out—more particularly Diamonds, Precious Stones, Small Diamond Jewelry, Gold Jewelry, Novel-ties, Toilet and Manicure Pieces, Sets, Mesh Bags, Vanity Cases, Fine Cutlery, Small Clocks, Corals, Fine Leather Goods, Opera Glasses, Lorg-nettes, Pencils, Fancy Goods, Jewel Cases, etc., etc., etc. What have you? Am at present in a position with better facilities for disposing ofgoods and to offer better prices than can be obtained elsewhere. Correspondence strictly confidential. This request is made for immediate action,not based on subterfuge, by an Auctioneer of over twenty years' establishment, with unquestioned financial standing and business integrity—Best possible references furnished in New York, Chicago and elsewhere.

Wm. Reiman's Auction. Stupen-

dous Opportunity...StockValued

$750,000.
—7'he .'Vele York 7'rihune, A up. 181h.

HERMAN G. BRIGGS
New York Address 5113 Kimbark Ave.
37 Union Square West Chicago, Ill.
Correspondence solicited Phone 4745 Hyde Park

Have associated with me THOS. R. REID

Entire Stock of Wm. Reiman....
Noted for Its Uniform Excellence,
Exclusiveness and Refinement of
Designs...At Auction.

—The Times, New York, Aug. 19th.
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Our Latest Production

O'ertops Them Alfum16.

An ABSOLUTE GUARANTEE in back of all

Tavannes Watches
(TA-VAN) 

RIGHT WITH THE SUN

In order to meet the wide demand for a popular-priced watch we
shall soon place on sale one made in 7 and 17 jewels and fitted in

20 and 25 year gold-filled cases. Hitherto this watch was made in 19 and 21 jewels only and fitted in 14 and 18 karat,
and 25 year gold-filled cases. Interchangeable finished mate! ials, made by American machinery always ready to use.
Escapement and Train which permits full freedom of balance. Ask your Jobber or write us

Office
CHICAGO

10 So. Wabash Ave.

ADOLPHE SCHWOB, Sole Agent
2 & 4 Maiden Lane .•. NEW YORK CITY

Office
SAN FRANCISCO
704 Market St.

HALL CLOCKS

THE highest type and character of work is portrayed
in our product. For fourteen years we have consist-
ently endeavored to so build our clocks as to reflect an

enviable reputation for our entire output. How well we
have succeeded is shown by our continuous growth. We
make a very High-Grade line of Regulators, Bank and
Balcony Clocks, Willard Banjo Clocks, Etc.

Our Catalogue will serve to show you all
If you haven't one, write us

WALTHAM CLOCK COMPANY
WALTHAM, MASSACHUSETTS
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ST. LOUIS

Prospects Grow Brighter as Season Advances—Fair Brings Host of Trade
Visitors—Franklin Avenue Association Carnival a Great Success

St. Louis, Mo., October 9.—The revival of the
)1d St. Louis Fair took place here the week of
September 23 to 28 inclusive and it brought a
large number of visitors to the city including a
number of jewelers. On Thursday, September 26,
practically all the leading stores in every line of
business closed at 1 o'clock to let their employes
attend the fair that afternoon. Over 100,000
people were on the fair grounds during the after-
noon. On Tuesday night, October 8 the Veiled
Prophet made his annual visit here, and this event
also brought large numbers of out-of-town visitors
to the city.

Morris Eisenstadt, president of the Eisenstadt
Manufacturing Company, left Saturday, October
5 on a two weeks' trip to New York and other
points.
Goodman King, president of the Mermod,

Jaccard & King Jewelry Company, returned Sep-
tember 24 from a six weeks' trip to Europe. W. J.
Hencke, secretary to Goodman King, returned
September 23 from a ten days' vacation trip to
Chicago. This firm had the formal opening of
their magnificent new Sheffield plate department
on Tuesday, October 1. This firm furnished the
souvenirs that went with the invitations for the
Veiled Prophet's ball, which took place Tuesday
night, October 8. They were in the shape of an
inkstand clock. The inkstand is on a broad,
solid base of brass, the material of which the ink-
stand is made. The raising of the top brings into
view a tiny clock which is wound and set by the
handle by which the inkstand is opened. They
are engraved with the V. P. monogram.
Goodman King, president of the Mermod,

Jaccard & King Jewelry Company, George J.
Hess, president of the Hess & Culbertson Jewelry
Company, F. W. Drosten, president of the F. W.
Drosten Jewelry Company, and Morris Eisen-
stadt, president of the Eisenstadt Manufacturing
Company, were all appointed members of the St.
Louis Publicity Committee in connection with the
annual Fall festivities, which were held the first
week in October.
The McCoy-Weber Jewelry Company, the

members of which are J. C. McCoy, well-known
to the jewelry trade here for a number of years;
George L. Weber, who has been manager of the
Loftis Brothers & Co., branch here for a number of
years, and M. A. Jacques, formerly with Loftis
Brothers & Co., here also, has been organized and
incorporated with a capital stock of $15,000.
George L. Weber is president, J. C. McCoy, vice
president and treasurer and H. A. Jacques, secre-
tary. They have opened an attractive place of
business on the second floor of the Oriel Building
southeast corner of North Sixth and Locust streets.
The Franklin Avenue Merchants' and Manu-

facturers' Association had their annual carnival
week from September 30 to October 5 inclusive,
and they dispensed the finest kind of entertainment
to their many friends during this entire period.
The features of the affair was a women's suffra-
gist parade the first day, vaudeville shows in each
block in their district at certain hours each day and
evening, grand burlesque parade of the various
presidential candidates and numerous other at-
tractions. Herman Mauch, G. R. Stumpf, presi-
dent of the Stumpf Jewelry Company, and J. L.
Freund, well-known jewelers in this territory were
particularly active in making the week a great suc-
cess.
S. R. Culbertson, vice-president of the Hess &

Culbertson Jewelry Company, returned October 1
from a three months' sojourn at Walloon Lake,
Mich.

G. V. Stieffel, formerly connected with the F. W.
Drosten Jewelry Company, has accepted a posi-
tion with the J. Bolland Jewelry Company.
Mr. and Mrs. T. Ben Turnbaugh, Bloomfield,

spent several days here recently.
On the evening of September 23, Miss Ethel

Bauman, first daughter of S. H. Bauman, president
of the Bauman-Massa Jewelry Company, was
married to Paul Ullman, a well-known young busi-
ness man of this city. The wedding took place at
the Columbian Club, and was a very elaborate
affair. The happy couple left the same evening
on a several weeks' honeymoon trip to the Pacific
Coast.
Ralph Loewenstein, of the R. Loewenstein Jew-

elry Company, left October 2 on a three weeks'
trip through the southwest and south. Samuel
Loebner, confidential clerk for this firm, returned
from his wedding trip on September 23. He was
gone two weeks and the time was spent on an
eastern trip.
Ralph J. Haase, traveler for M. M. Burnstine,

left October 4 on a four weeks' trip through the
northwest.
L. Harris, president of the Harris Diamond

Importing Company, returned September 30 from
a two weeks' trip through the south.
B. Stiffelman, of M. Stiffelman & Co., left Oc-

tober 1 on a month's trip through Oklahoma and
Texas.
Frank Scholl, traveler for Weiss & Fassett, re-

turned, September 28, from a two weeks' trip
through the southwest.
L. H. Rudolph, head engraver for the E. Maritz

Jewelry Manufacturing Company, returned to his
duties September 26 after being confined at home
account of blood poisoning in his right arm.
G. C. Lemley, traveler for the Weidlich Jewelry

Company, returned September 30 from a three
months trip through the west. He left October
3 for a ten weeks trip through the same territory.
The Carton Mold and Jewelry Company, has

been incorporated with a capital of $5,000. In-
corporators Ernest Esmueller, Lester I. Heyman,
Walter H. Voss, Adolph Herman. The first
named holds twenty shares and the three latter ten
each. They will make and deal in machinery,
jewelry, moulding apparatus.

Jacob Good, a jeweler and pawnbroker at 825
Market street, reported to the police on September
25 that while he was at lunch burglars had entered
his store through a skylight and stole diamonds
worth $800 and $65 in cash.
The first Fall meeting and dinner of the St.

Louis Credit Men's Association was held on Wed-
nesday night, September 25, at the Mercantile
Club, with a large attendance. The establish-
ment of a bureau of interchange of credit informa-
tion by the association was announced. The
bureau is for the 600 members of the association
who desire to know the "paying records" of per-
sons and firms who do a credit business in St.
Louis.
W. B. Munroe, president of the association,

spoke on the "Life of the Association." About
twenty-five new members were admitted.
F. W. Drosten, president of the F. W. Drosten

Jewelry Company, has purchased the northwest
corner of Twentieth and Locust streets, improved
with a three brick building. Mr. Drosten will
have the building remodelled into a handsome
structure to be used for automobile, wholesale and
jobbing purposes. Mr. Drosten returned Sep-
tember 26 from a business trip of several days
to Dallas, Texas.
C. E. Roy, formerly connected with A. C.

Becken Company, Chicago, and later with W. J.
Johnston Company, of Pittsburg, Pa., has pur-
chased an interest in the Aller-Wilmes Jewelry
Company, and is now connected with the firm.
M. Singer, of the Aller-Wilmes Jewelry Company,
has been assigned to cover the territory formerly
looked after by W. F. Wilmes, who died recently

Mr. Singer returned recently from a trip through
Kansas and Oklahoma, and left September 29
on a month's trip through this same territory.

Jeremiah Murphy, formerly connected with the
Brooks Jewelry & Optical Company, has resigned
to accept a position with the Geneva Optical Com-
pany in Chicago.
G. C. Kleinecke, of the Bauman-Massa Jewelry

Company, returned recently from a two weeks'
vacation spent in the Ozarks of this state.
The engagement of Miss Elsa Griesedieck, a •

popular young lady of this city and William G.
Drosten, treasurer of the F. W. Drosten Jewelry
Company, was announced here on October 1.
The wedding will take place in the spring.
H. F. Hines, western representative of the Weid-

lich Brothers Manufacturing Company, returned
October 5 from a long trip through his territory.
He will leave shortly on another trip.
F. W. Hoyt, president of the Hoyt Jewelry Com-

pany, returned October 5 from a three weeks' trip
through the southwest. F. J. Bross, traveler for
this firm, left September 30 on a two weeks' trip
through Illinois and Arkansas.
The lease on the new store of the Whelan-

Aehle & Hutchinson Jewelry Company, at the
southwest corner of Tenth and Olive streets, which
they have just recently moved into is for seven-
teen and one half years. The store is one of the
most up-to-date establishments in every detail.
Everything is thoroughly modern and up-to-date.
The window display fixtures are a special feature.
In effect they are cabinets in which may be dis-
played singly or in groups examples of unusual
and artistic wares. This firm celebrated its ele-
venth anniversary on October 3, when the new
store was formally opened to their many friends
and customers.
The Robbins Jewelry Company, of which Mrs.

Annette L. Robbins is the owner and manager, will
on October 15 celebrate their fifth anniversary by
moving into much larger quarters on the sixth
floor of the Holland Building, they now being on
the fifth floor. Their new place will occupy the
entire front and about half of the entire floor,
which is many times a larger space than that oc-
cupied now. The new location has been equipped
in a very modern manner, including very high-
class fixtures and woodwork.
Mrs. Robbins returned recently from a business

trip to Chicago where she spent ten days on a buy-
ing visit, meeting representatives of eastern con-
cerns and making the selections for the firm's new
location. The cut glass department will be
greatly enlarged. Mrs. Hoyt was with the Hoyt
Jewelry. Company, here for a number of years
before going into business for herself. She has
built up an excellent trade. A wholesale and
retail business will be carried on in diamonds,
watches, cut glass and a general jewelry line.
Handsome announcement cards were sent out to
the public notifying them of the new location
extending an invitation to visit "Robbins Nest."

Robert E. Fritschle, son of Robert P. Fritschle,
jeweler at 2716 Market street, died September
29 at El Paso, Texas, suddenly. The funeral took
place here October 3.
The following visitors were in the city recently:

F. A. Copeland, Elgin, Ill.; Anton Schmerman,
Effingham, Ill.; C. F. Miller, Cairo, Ill.; W. R.
Haselwood, Bardwell, Ky.; C. A. Hough, Cald-
well, Kans.; C. F. Gauen, Excelsior Springs, Mo.;
Enno Dick, New Baden, R. L. Falk, Bowling
Green, Mo.; J. H. Keadle, Warrenton, Mo.; Mrs.
H. J. Linn, Atchison, Kans.; M. Wronker, Hel-
ena, Ark.; C. Mikesell, Winchester, Ill.; E. D.
Jahn, Nowater, Okla. • G. Russ, Leolie, Ark.; J. J.

'
James Marshfield, do.; A. S. Fonville, Wichita
Falls, Texas; J. A. Hartmiller, Lebanon, Mo.; W.
W. Johnson, Doniphan, Mo.; J. F. Stewart, Albion,
Ill.; Oliver Greenstreet Owensville, Mo.; Edgar
Herrick, Paragould, Ark.; L. P. Budenholzer, Port-
ageville, Mo.; R. G. Rutherford, Mt. Vernon, Ill.;
F. 0. Leidel, Troy, Ill.; A. West, with M. T.
Graham, Fort Smith, Ark.; Wm. M. Osborne,
Keyesport, Ill.; H. A. Heinrichs, Heinrichs &
Chambers, Jefferson City, Mo.; A. Blanton, Paris,
Mo.; J. H. Geer, Jackson, Tenn.; Mr. Kimber and
wife, Excelsior Springs, Mo.; T. H. Vinyard, Pied-
mont, Mo.•

' 
J. B. Huddle, Caseyville, Ill.; J. H.

Booth, Alton, Ill.; H. Jahn, Pacific, Mo.; Mr.
McMillen, of McMillen & Millsap, Lebanon, WI'
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11 The Parker "Mammoth" Alarm
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(CUT ACTUAL SIZE)

HAS the following "exclusive" "PARKER" features : Double
Roller Ratchet Tooth Escapement, Solid Steel Highly
Polished Pallets, Cut Steel Pinions and Cut Hard Brass

Wheels, Oil Reservoirs on all Pivot Bearings, Easy Winding Keys
and Easy Turning Sets, Light Non-Breakable Main Springs. Also
has attachment so alarm can be used either as an Intermittent or
Long Alarm.

ONE DAY TIME ALARM.

THOROUGHLY TIMED AND INSPECTED BE-
FORE LEAVING FACTORY.

Packed 24 and 48 in a case Each clock in a separate paper box ; 12 packedin a dust and waterproof carton ; two and four cartons packed in a case.No charge for printing dealers' names in lots of 24 or more.
Heavily nickel-plated brass case and trimmings.
The Clock of Quality—Height 7Y, in.; Dial 5 in.; Gong 4 in.

Furnished with Arabic dials only.
In broken lots, $3.23 each. In case lots of 24, $3.13 each. Subject to regular jenuelers' catalogue discount.

NOT TO BE RETAILED FOR LESS THAN $2.50 EACH.

Manufactured by THE PARKER CLOCK CO., MERIDEN, CONN., U. S. A.
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J( velers Impatient for Opening of Fifth Avenue—
laim that Trade is Being Diverted—Automo-
t)lde Regulations Opposed by Merchants

Pittsburgh, Pa., October 7.—Pittsburgh jewelers
ar interested in two movements which are in-
te It:led to promote business, and in both the city

horities are concerned. One project now before
tl trade is to urge the city solons to make speed
in opening Fifth avenue, following the elimination
of the hump, while the other is a concerted protest
af ainst a city police order that automobiles are not
al iwed to stand more than twenty minutes in
fr tnt of downtown stores.
Last May Pittsburgh tackled a $1,000,000 civic

jot) in cutting 18 feet off the hump in Fifth

• 

enue and materially reducing the grade. This
w,,rk has progressed satisfactorily, many think, but
ill doing so trolley cars were removed from down-
tuwn Fifth avenue, and the rerouting took shoppers
outside the main business district. Led by Hardy
& Hayes a number of business men have protested
through the press, urging the city to open traffic
speedily and restore former conditions. The im-
proved highway is now open to pedestrians but no
movement has been made to restore the larger car
lines to the old route, and this despite the fact that
interested persons believe the city is decidedly
backward in finishing this part of the work.
Tradesmen in the central part of the city, and

jewelers especially, object to the recent police order
limiting the time automobiles may stand in front of
stores. When the cars remain longer than 20
minutes and a vigilant officer is on the beat, the
patrolman takes the machine to the public safety
building, the owner then having much trouble and
inconvenience in securing his car. In many cases,
jewelers say, the persons who will suffer from the
new regulation are women, and salesmen say that
it takes them close to an hour to select silverware
or other stock. Many will declare that the new
regulation is meant entirely for bankers and men of
affairs who have quarters in office buildings,
but the storekeepers say that while these men
undoubtedly are their customers they mean to
fight the measure for their own protection. Pro-
tests have been made to minor officials but in the
mar future a committee of merchants doubtless
will take the matter before the council of nine.
Miss Henrietta Meyer, who has charge of the cut

glass department of the Hardy & Hayes store, was
one of the half hundred Pittsburghers injured
Thursday, October 3, when an inbound trolley car
rcn away in Greenfield avenue, Hazelwood, and
crushed into a telephone pole, the top of the car
121 ing torn off and every passenger hurt or otherwise
lured, one man being killed and probably two

p rsons fatally hurt. The car was crowded and the
O ly warning given the passengers was the unusual
st eed at which the car plunged down the Green-
hid avenue grade, a steep one. Along with other
y,,ung men and women, all of whom were coming to
e city for their day's work, Miss Meyer was

h ,rled to the bottom of the car when the seats
oke loose and the people were thrown into a

h lpless mass. She sustained severe cuts on the
h tad, her face being lacerated several places, and
a io chest injuries. After being helped to her feet
a ,t1 assisted to the sidewalk adjoining she told a
d tctor, who had arrived in the meantime, to look
a ter the more seriously hurt. Her injuries were
81 ch that she was taken to Passavant hospital,
N‘ here she remained until she was able to be taken
h )me. It is feared an ear drum will be affected but
O herwise she doubtless will recover soon, although
d tetors say she will not be able to resume her work
fI r three weeks. Miss Meyer lost her watch, glasses
a id pocketbook in the accident.
Steele F. Roberts, former president of the Na-

ti mal Association of Retail Jewelers, returned last
3ek from an enforced vacation at Cambridge
otings, where he entirely regained his health.

1 he rest was made necessary because of Mr.
oberts having been in a recent automobile acci-

d ,nt.
One of the important measures adopted at the
itional convention at Kansas City last summer,

0 Jer which Mr. Roberts presided, was that a uni-
form system of birth stones be followed by manu-
facturers and trade. Since that time the manu-
facturers have issued cards calling attention to the

new list, and it isllearned this list is generally
accepted by jewelers throughout the United
States.

Since Gillespie Brothers moved into new quar-
ters in the Jenkins Arcade building February 1
business has increased and today the firm further
improved its salesrooms by changing the offices
about. The offices are now in the front of the store-
room, affording more direct connection with the
sales counters and the interior has been improved
generally. The firm has added to its force two
salesmen and an additional shipping clerk.
The jewelry store of F. W. Berkley, at 217

Eighth avenue, Homestead, was robbed of about
$300 worth of jewelry recently. The thief broke
the glass of a front window with a brick and took
the articles on display, which consisted of twenty
gold bracelets and a diamond sunburst.

Accused of systematically robbing the jewelry
store where he was employed, Andrew Rem, aged
seventeen years, is under arrest. His friend,
Anthony Magewski, is under arrest on suspicion of
being implicated in the affair. Rem was employed
in the store of William Tobin, of 706 Smith-
field street, and Mr. Tobin says the missing jewelry
is worth about $300.

KANSAS CITY

Retailers Purchasing More Liberally in Anticipa-
tion of Heavy Demand—Conditions in the
Southwest Better than for Many Years—Pros-
perous Season Assured

Kansas City, Mo., October 11.—Kansas City
wholesale houses are reporting good business, al-
though collections are only fair. Country mer-
chants are increasing their stocks in anticipation of
heavy demand later on when the farmers realize
on their crops. There is every indication of a
satisfactory Holiday trade according to the reports
sent in by traveling men. Financial conditions in
the southwest are better than they have been for
several years and there has been a revival in all
commercial lines.

Thieves recently broke the front show windows
of the George B. Peck Dry Goods Company and
stole thirty-three silver mesh bags valued at $3
apiece. No trace of the robbers or the loot has
been found.
W. H. C. Rudd, 66 years old, a jeweler at 418

Westport avenue, died recently. He was well-
known all over the southwest having been a
traveler for the C. B. Norton Jewelry Company for
many years and later being on the road for Otto
Young & Co., of Chicago.
Governor Hadley recently paroled Earl T.

Williams who, April 10, 1910, pleaded guilty to
forgery in the second degree. Williams passed a
forged check drawn on his uncle for $40, and which
was cashed by the Harris-Gore Jewelry Company
of Kansas City. He had a wife and crippled
mother.
James M. Scott, manager of the Woodstock-

Hoefer Watch & Jewelry Company, is receiving
the congratulations of friends on account of re-
ceiving the third prize offered by the Country Club
Improvement Association for the third best lawn
in that fashionable residence district. The prize
was $35 in cash. Mr. Scott lives at 17 East
Fifty-third street terrace.

J. Russell Mercer has returned from Danville,
N. Y., where he and Mrs. Mercer have been taking
the rest cure. Mrs. Mercer will remain in New
York until October 15, when Mr. Mercer will
return east to accompany her home.
The goods of the Joplin Watch & Jewelry Com-

pany, of Joplin, Mo., were bought under the ham-
mer a few days ago by Harry Hershfield, of Kansas
City. Mr. Hershfield distributed this stock between
his two Kansas City stores.
Mr. and Mrs. Luther T. James, have returned

from a European trip.
The Porter & Wiser Jewelry Company has just

presented a handsome fire badge to Harry Kimber,
for many years with S. J. Huey of Excelsior
Springs, Mo., and who has been appointed chief
of the Excelsior Springs fire department.

J. T. Bruner recently bought an opening stock
in Kansas City which was shipped to St. Paul,
Texas, where Mr. Bruner will make his future
home having removed there from Brashear, Mo.

Joe E. Tucker, city salesman for the Woodstock-
Hoefer Watch and Jewelry Company, is on a short
trip through southern Missouri.

George H. Edwards and Leo H. Ludwig, presi-
dent and vice-president of the Edwards-Ludwig-
Fuller Jewelry Company, have returned from New
York. While in New York Mr. Ludwig made
arrangements for marketing one of his recent
patents.
The Meyer Jewelry Company has enlarged its

watch case department and has now a number of
new workmen at the benches. Mark Engelman,
formerly of Chicago, is now foreman of the manu-
facturing and repair department.

J. R. Delaplain, for many years with the Merry
Optical Company, has bought out the jewelry busi-
ness of J. H. Williams, of Marion, Kans.
G. H. Hardway, of Fort Smith, Ark., was in a

Kansas City hospital for several weeks where he
underwent an operation. He has returned to his
home completely cured.
W. C. Schumann, Oklahoma traveler for the C.

B. Norton Jewelry Company, was in the house last
week replenishing his trunks. He reports a
general revival of business throughout Oklahoma.
R. H. Gillies is a new traveler for the Edwards-

Ludwig-Fuller Jewelry Company. He has been
sent to Texas where he will help E. L. Donaldson
cover that territory.
W. C. Vandel, Missouri traveler for the Edwards-

Ludwig-Fuller Jewelry Company, replenished his
trunks last week and is back on the road. J. H.
Whitney, Nebraska traveler for the same house,
was also in Kansas City several days last week on
the same mission.
F. T. Cateron, Nebraska traveler for the C. B.

Norton Jewelry Company, paid a visit to the house
last week.

J. T. Morrison, of Hayes City, Kans., was in
Kansas City last week, buying new fixtures. Mr.
Morrison is making important changes in his
store which will soon be one of the handsomest
retail establishments in western Kansas.
R. A. Kettle, Chicago manager for the Waltham

Watch Company, paid a visit to the Kansas City
wholesalers the early part of October. .
G. J. Goens, formerly a watchmaker in several

Kansas City houses, is now connected with B. H.
Beatte & Son, of Woodward, Okla.
James M. Scott, manager of the Woodstock-

Hoefer Watch & Jewelry Company, spent a week
in Chicago early in October.
L. J. Baker, traveler for the Hoefer Jewelry

Company, has returned from a trip through
Nebraska.
L. W. Kennedy, who comes to Kansas City from

St. Louis, is now in charge of the optical depart-
ment of the Margolis Jewelry Company, 1027
Main street. This company recently suffered a
$60,000 fire at its old location, 1007 Main street.
In its new quarters it has a wholesale and manu-
facturing department.
H. J. Bethel is a new employe of the C. A. Kiger

Jewelry Company.
H. Rothen, who has been in the watch case de-

partment of the Meyer Jewelry Company, has
gone into business with his son, A. R. Rothen, the
firm name being Rothen & Son, in the Arlington
Building.
W. R. Connor has been made manager of the

watch department of the Craven Diamond Shop.
Gail B. Douglas, formerly of Boise, Idaho, is also
a new employe of that concern.

William Lewis, of the manufacturing department
of the Margolis Jewelry Company, has returned
from his vacation in the far west.

Robert Smart, with the Hassig Jewelry Com-
pany, is being congratulated as the father of a
ten pound baby girl.
Among the out-of-town jewelers who have

visited the Kansas City wholesale and manufac-
turing houses re _ently were: M. R. Wanamaker,
of Harding & Wanamaker, Sumner, Mo.; J. 0.
Stott, Paola, Kans.; L. J. Poteet, Walnut Grove,
Mo.; F. Ritter, Leavenworth, Kans.; E. H. New-
house, Red Cloud, Neb.; L. Megede, Richmond,
Mo.; W. H. Meyer, Lawson, Mo.; Harry Engel,
Trenton, Mo.; C. E. Durr _11, Kincaid, Kans.;
C. A. Howe and wife, Duncan, Okla.; 0. E. Dell,
Vivian, La.; Walter Sperling, Seneca, Kans.;
A. D. Zimmerman, Warrensburg, Mo.; J. C. Arm-
strong and wife, Ottawa, Kans.; G. F. Gaven,
Excelsior Springs, Mo.; Ray Buhrman, of Buhr-
man and Emery, Springfield, Mo.; R. E. Lofincke,
Manhattan, Kans.
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OUR CATALOG JUST OUT! 
FILLED FROM COVER TO COVER

WITH N EW D ES I RAB LE UP -TO -DATE GOODS,
MAKES SELECTIONS OF FALL and HOLIDAY GOODS EASY

IF YOU DO NOT

RECEIVE A COPY OF

OUR CATALOG
(And are interested)

WRITE US
TO- DAY.

The ILLUSTRATIONS ARE CORRECT REPRESENTATIONS
OF THE ACTUAL GOODS

THE DESCRIPTIONS ARE CONCISE AND TRUTHFUL
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CINCINNATI

' raveling Men Send Good Reports of Business Conditions—Situation in the

South Particularly Favorable—The Proposed School for Watchmakers and

Jewelers at Ohio Mechanics' Institute

Cincinnati, Ohio, October 10.—Opinions on

ade vary widely according to the section of the

)untry in which the salesmen have been working.

' he travelers in the south seem generally to have

)und good business and a promise of fall trade

hat has rarely been excelled. The political situa-

I ion does not seem to have interfered there to any
reat extent. Good reports, too, come in from the

\ est and north but the middle states seem some-
hat depressed, principally, it seems, on account
a the situation in politics.

Several houses have already indulged consider-
iibly in night-work but this is for the most part
ill preparation for business which they see on
he way. Although the weather has been very

fair city retail business is not particularly
strong; jobbers and manufacturers, however,
" have nothing to complain of."
The projected school for watchmakers and

lowelers at the Ohio Mechanics Institute is
How "up to the jewelers." The Institute has
,et down the terms under which it will take up
he work and is now waiting for the several
Factions to come to center on the proposition.'
The institute has for some time maintained a
wwelry designing school in connection with its
drawing department and so the taking in of the
other branches would not be an entirely new
departure.

October 9 was the date set for the wedding
of Charles Reinstatler, Jr., and Miss Agnes
Tieman, Mr. Reinstatler is the son of the well-
known Central avenue jeweler while the bride
is a niece of Joseph Kenkel, Main street retailer.
John Williams, of Rising Sun, Ind., was a

visitor here the first of October. Mr. Williams,
former New Orleans man, is contemplating
returning to that southern city after the
Holidays.
G. F. Ireland and his son, J. H. Ireland,

were visitors in this city the first of the
month. The young man has taken charge of
the optical department which has been installed
in his father's store at West Milton.
Following the installation of new machinery

for several kinds of work, the Gustave Fox
Company is now furnishing a big plating room.
The new catalogs of this company were mailed
early this month.
Barney Itkof, watchmaker with Max Scha-

piro, has been in the Jewish Hospital for a
week following an operation made necessary by
the return of an old trouble.
Ezra Kendall, Richter & Phillips has re-

turned from a three months' trip to the far-
western states and will call on the Ohio trade
about the middle of October. J. H. Phillips is
calling on the West Virginia trade.
Ferd Phillips has made a standing offer of $100

to head the list of contributors to the fund for the
establishment of a jewelers' engraving and horo-
logical school at Ohio Mechanics' Institute. The
organization of the school has been discussed for
some time and it seems probable now that the con-
summation of the movement is not far distant.
Several thousand dollars will be necessary to fur-
nish the equipment, and as soon as this can be
collected from interested parties the Institue will
adopt the new course.
Harry A. Neumeister, who has been a stone-

setter with Joseph Noterman & Co. for twenty-
seven years, has given up his position with that
firm preparatory to going into business for himself.
He has engaged rooms in the Perin Building where,
by the middle of October, he will do stone setting
and repairing. He learned his trade with the Gus-
tave Fox Company before he became connected
with Notermans.
William Pflueger, Joseph Noterman & Co., was

forced to abandon his Ohio trip and return home
the last of September. An attack of malarial
fever which caused his return has kept him con-

fined to his home for more than a week. John B.
Osthoff is visiting the trade of the states in the
northwest. The Noterman company has added
several new employes to its factory force.
S. Gitnick, formerly in the manufacturing busi-

ness in New York, and more recently in trade on
Vine street in this city, has taken quarters in the
Excelsior Building and will do order work and
repairing. He will specialize in 10 and 14-karat
bracelets.
We show herewith an illustration of the new

building of the Oskamp-Nolting Co., at 26 West
Seventh avenue, which was described at some
length in these columns in the issue of October 1.

NEW BUILDING OF OSKAMP-NOLTING CO.

Milford Fox, of the Gustave Fox Company, is on
the Pacific coast combining business and pleasure
in an extensive trip. William Courtney is spending
some time in the big cities of the eastern coast.
James Holland, vice-president of the John Hol-

land Gold Pen Company, in pursuance of a new
policy of the firm has just put on the road four
young men comparatively fresh in the trade. Mr.
Holland's idea, which is shared by many others, is
to employ young men who have not become set
in their ways and who will readily adapt themselves
to the individuality of their firm. The addition to
the force of these men now leaves the company
without a regular representative in only one sec-
tion of the country, and this territory will soon be
covered by another new man. The new roadmen
are: E. H. Stamm who will cover West Virginia,
Maryland and the Carolinas. He is a new man
at road work but already has made many friends.
E. A. Good will cover Kentucky, Tennessee,
Georgia and Alabama; he is a man of pleasing
personality and is also new on the road. H. A.
Young will look after Indiana, Illinois and Michi-
gan; he is experienced in selling on the road.
W. H. Lease, a son-in-law of Mr. John Holland,
completes the list and will cover Ohio and western
Pennsylvania. He has been in the candy business
for some time. Of the veterans, A. D. Roettinger
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is on the Pacific coast; H. G. Speidel is in the
northwest; and A. D. Lamb is in New York
state.
Thoma Brothers Company has been installing

new fixtures for the handling of a greatly increased
line of stock. Carl Benkeser, formerly with the
Clemens-Oskamp Company, has accepted a posi-
tion with Thoma Brothers.

Eli Gutmann, L. Gutmann & Sons, will spend
the latter half of October at French Lick Springs.
Mr. Leubusher, who covers the northwestern
states for the firm, has been in the city for a few
days resting before returning to his territory; he
reports the outlook the best in many years.
Charles Paine is in the city after completing a trip
in Ohio and Kentucky and will leave shortly on
another visit to the trade in his territory.

The new quarters of the Herschede Hall Clock
Company on East McMillan street, near Reading
Road, will hardly be ready for occupancy before
December first although the company had expected
to move earlier in the Fall. The building which is
one story in height covers a large area and necessi-

tated a vast amount of concrete work which
has taken much time.
G. M. Braham, A. & J. Plaut, has left for

the southern states where he will call on the
trade until early November.

Charles Seifert, Joseph Mehmert Company,
has made several short trips to northern Ohio
recently; during the grave illness of Otto
Mehmert he has been forced into the breach
and is calling on Mr. Mehmert's customers.
M. Morris, Main street jeweler, has further

improved the "grip carriage " which he invented
some time ago, by the addition of rubber tires
and a brake or "wheel lock." Although he will
not push the sale of the article until a patent
has been granted he already has orders for sev-
eral dozen of them. Mr. Morris has installed
new fixtures and lights in his store and is
handling a big stock of cut glass and silverware.
W. W. Murdock, of Middletown, has had a

new front built on his store and has installed
new show cases and fixtures. His shop is now
one of unusual attractiveness.

Charles Heisterman, of Heisterman & Zech-
man, Germantown, is at home in the best of
health after his long sojourn in Colorado and the
west. His firm is stocking up with new and
larger lines for the Fall trade.

Charles Keller, of M. A. Selbert & Co., Frank-
fort, Ky., stopped off in this city early in October
while on his way to spend a vacation with rela-
tives in the country near here.
A. C. Jacobs, D. Jacobs Sons Company, spent

the first week of October in Louisville. He
leaves shortly for the west where he will travel
for about four weeks. J. Hirschfield is prepar-
ing to set out for Tennessee and Georgia on a
long trip.

Jacob Volk, the watchmaker with Joseph
Smith, at Elmwood Place, has decided to with-
draw from trade and spend his life in a Monas-
tery. A The trade will be sorry to lose him, as

he had made many friends in his career. At dif-
ferent times he had been in the employ of Herman
Lange, Joseph Kenkel, Barker & Friesens and
finally, Joseph Smith.

John Francis, E. & J. Swigart, is traveling in the
southern states from Florida to Texas.

Dealers who have visited among the jobbers
during the past two weeks are: W. L. Jennings,
Watertown, Tenn.; Henry Kraus, Springfield;
I. M. Goldberg, St. Paris; George Becker, Mur-
freesboro, Tenn.; D. B. Bracken, Huntington,
W. Va.; Grant Lusader, Pennsboro, W. Va.; C. S.
Baron and wife, Delaware; E. E. Mosiman, Bluff-
ton, Ind.; J. W. Roop, Dayton; W. W. Bradley,
Phil, Ky.; F. Fullilove, Owenton, Ky.; Arthur
Seidenstricker, Hamilton: F. B. Cary, Lebanon;
Albert Dearth, Camden; F. A. Schweeting, Oxford;
Charles G. Seiderberg, Milford; Ed. DeVoss, Wilm-
ington; C. W. Schaible, Troy; John D. McCorkle,
Hinton, W. Va.; C. G. Schlenker, Eaton; H. M.
Whittington, Richmond, Ky.; Charles Leive,
Aurora, Ind.; J. N. Calvert, Russellville; A. Blama,
Greenfield; Harrison Joseph, Mattoon, Texas;
R. E. Scott, Muncie, Ind.; D. Adler, Lexington,
Ky.; M. A. Selbert, Frankfort, Ky.; J. F. Marshall,
Columbus, Ind.; Charles B. Sigler, Knightstown,
Ind.; Samuel Horrowitz, Alabama City, Ala.;
Franklin Gossard, Springfield.
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Three Quar er Size
Edge View Qdarter Vie

"Only half as thick as the ordinary watch, yet guaranteed accurate and even more durable."

When your friends compare watches, see with what pride the owner ofa Gruen Verithin shows his. He is proud of its beauty, and proud be-cause it combines with that beauty the highest accuracy and the mostenduring service.
For the Gruen Verithin is indeed a triumph of watchmaking.
Only half as thick as the ordinary watch — light, compact,
perfectly proportioned — yet guaranteed as accurate, and
even more durable because of its compactness.
Our ten years' success has brought many
imitations into the market —thin appearing
watches produced by cutting down and
crowding parts, by fitting ladies' size movements to men's size
cases, etc.—resulting in thin watches that are inaccurate andunreliable.
The Gruen Verithin is built up as a thin model watch,with a new, mechanically perfect arrangement of wheels (see
illustration) which reduces the required movement space one-half, yet retains full strength of parts.
How American inventive genius utilized Swiss skill toaccomplish this, and how one word from a woman's lips
made it possible for you, in America, to choose this watch

Atlanta, Ga.
Maier & Berkele

Augusta. Ga.
Wm. Sell welgert

Berlin Germany
Conrad Felsing

Birmingham, Ala.
F. W. Bromberg.

Boston, Mass.
Bigelow-Kennard Co.
John .1. Kingsley.
Schreve.Crutop & Low.
S,nith-Pctt.or,on Co.

Bridgeport, Conn.
Davis & Hawley.

Buffalo, N. Y.
T. & E. Dickinson.

Butte, Mont.
J. D. Loge.
Towle-Winterhalter-
Remnant, Co.

Chicago, Ill.
Ilytnan & Co.
C. D. Peacock.

CiSnPegndtiat,
Frank Het ached°.
Geo. Newxted‘
Oskamp Jewelry C.
Barker & Frelsens,

Cleveland, Ohio.
Cowell & Hubbard
Sigler Bros.
Bowler & Burdick Co.

Columbia, S. 0
Sylvan Bros.

Columbus, Ohio.
Goodman Bros.
H. .1. Helmberger.

for your life's timepiece is told in the interesting "Story ofthe Gruen Verithin." Write for your copy today.With this booklet we will send you the names of one orsnore leading jewelers in your town who are our bonded

vERn 
agents, and who will be proud to sell

iuggirliwl"" you a Gruen Verithin with their guaran-
7:-.7:4 tee added to ours.

These and  leading jewelers everywhere sell Gruen Watches

--
Prices—Gruen Verithin model acejurted, $25 to $60. Gradesmarked "Precision." $45 to $250. Lady Verithin models,$45 up. Lady Gruen, $17.50 up. Highest perfection attainedin grades marked "Precision."

GRUEN WATCH MANUFACTURING Co.
57 East Fifth Avenue Cincinnati, Ohio

Makers of the famous Gruen Watches since 1876
Duplicate parts always on hand in every city and at Cin-cinnati, insuring prompt repairs in cases of accident,

Dallas, Texas,
Lin, Bros.

Dayton. Ohio.
A. Newsalt..

Denver, Colo.
Bolun-Allen Co.
A. J. Stark.

Dec Moines, Iowa.
F. Seltiampp.

Detroit, Mich.
Grainger-Hannan.Kav.
Traub Bros. & Cu.

Dubuque, Iowa.
Berg-A rdosea Co.

Durham, N. 0.
Janes & Frasier.

El Paso, Texas.r w. T. Frisson.
Fargo, N. D.
Hagen-Newton Co.

Ft. Worth, Tex.
.1. E. Mitchell

Grand Rapids, Mich.
J. C. Herkner

Hartford, Conn.
1.im, Bond A Lux.
C. H. Case,

Holyoke, Mass.
Thos..). Morrow.

Houston, Texas.
J. .1. Sweeney.

Indianapolis, Ind.
C. I.. Rost.

Jacksonville, Fla.
Greenleaf & Crosby.

Kansas City, Mo.
Cady & Olmstead.
.1. It. Mercer,

Knoxville, Tenn. Memphis, Tenn.
lingo Bros. Geo. T. Brothmx.Little Rock, Ark. W. C. Graves & Bro.Chas, S. Stifft. Molford Jewelry Co.Los Angeles, Cal. Milwaukee, Wis.Brock & Co. Alsted-Kasten Co.
Luckenbach & Co. Bond° & Upmeyer.Lucerne, Solite. C. Premmer Jewel ry Co.E. Gubelin. Mexico City, Mex.

Manchester, N. H. Diener Herman. andC. W. Anderson. others.

The Gruen "Wristlet" Watch
Every woman wants one the moment she sees it. All Europe iswearing them now and their practicability and convenience, asWell as their beauty, is rapidly making them the most popularwatch in America. Slave the Gruen Jeweler show it to you. Prices*16 to WO. Caution, lie sure you see the name Gruen on the dialand on the box, as On r sweetie! has already bronght on the marketa host of cheap ?jewel bracelet watches with bracelets and boxessimilar to the Gruen.
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Minneapolie, Minn,
S. Jacobs &
White, & MacNaught.
R. O. Winter.

Nashville, Tenn,
Geo. it, Calhoun.

Newark, N. J.
J. Wise .4 Sons.
New Orleans, La.
A. B. Griswold.
T. FIansmann & Sons.
L. Jansen.
New York, N. Y.
Win. Bartlunann.:
Lebolt & Co.
Theo. B. Starr & others

Norfolk, Va.
Paul-Gale-Greenwood

Oakland, Cal.
R W. Edwards.
Geo. Fake.
W. N. Jenkins,

Oklahoma City, Okla,
Hartwell Jewelry Co.

Omaha, Neb.
T. L. Combs.
A. Edholm,
Ryan Jewelry Co.

Philadelphia, Pa.
Bailey-Banks-BiddleCo,
S. Kind & Sons.

Pittsburg, Pa.
Hardy & Hayes
F.. P. Roberts &Sons.
H. Terhoyden,

Portland Me.
Carter Bros. Co.

Portland, Ore.
Marx & Block,
Jaege Bros.

1111111 
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Richmond, Va.
J. F. Kohler.
C, & Sun

Bt, Louis, Mo.
J. Holland
F. W. Drosten.
Theo. A. Ebeling.
Kortkamp Jewelry Co.
Mermod.JaccartIkKing

Sacramento, Cal.
nine & Floberg.

San Antonio, Texas.
A. Levytansky.
E. D. Thomas.
E. J. Hmtsberg.

San Francisco, Cal.
Deremer & Co.
A. Hirschman.
Redke & Co.
Shreve & Co.

Savannah, Ga.
R. Van litter.,
A. L. Deshonillons.

Seattle, Wash.
Hardy & Co.
L. L. Moore.

Spokane, Wash.
Geo. R. Dodson,

Springfield, Mass.
F. A. Robbins.

Tacoma, Wash.
R. Vaeth,

Toledo, Ohio.
.1. J. Freeman.
Troy, N. Y.
C. B. Alexander.

Washingto
Berry & Whitmore.

n, D. C.
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One of the series of advertisements advertising Gruen Watches and Gruen Agents, to appearthis Fall in such prominent magazines as the Literary Digest, Saturday Evening Post,

Country Gentleman and Woman's Home Companion, etc.

0 tober 15, 1912 THE

'I le Campaign
Against Bargain Sales

The campaign against bargain sales in
(1 partment stores inaugurated by the
I .y Goods Economist is meeting with
(.( atifying support. An interesting contri-
b Ition to that journal from a prominent
(1 ygoods man is as follows:

The evil you call attention to is part of
tl:e general trouble that goes by the name
o "up-to-date advertising," "competitive
a( lvertising," "aggressive advertising," or
whatever adjective you may employ for
the determination to force an increase in
the volume of sales—which pretty nearly
all advertising has come to mean.
All argument about the viciousness of

the system is lost labor. As long as any
one party in a community finds, or thinks
he finds, an advantage in such methods
he will not voluntarily abandon them.
And the rest of the community will be
compelled to employ the same methods
or abandon the field. Can there be doubt
about this?
The question then is: Are there ways

to abate the evil without, or against, the
consent of the unwilling parties? Since
they will not mend their ways volun-
tarily, can they be made to do it invol-
untarily?
Looking over the field we find the offend-

ers of two classes: (1) Traders who expect
by aggressive advertising to eventually
citablish a supremacy akin to monopoly,
and (2) Traders "riding for a fall "—
(1 etermined to handle large quantities
bought on credit, conceal a part of the
Proceeds and at the last minute let the
( reditors do the best they can. This
1 ttter class can partially be checkmated by
tringent laws and efficient credit-mana-
ers. If the desired end cannot be
1tade, the incentive will no longer exist.
lloth helps together will not fully
( over the ground. The power of public
( pinion, in the shape of severe and
nrelenting judgment on cases of doubt-
al, or undoubtful, nature can be made
deterrent. Some of the trouble will

: lways remain.
But you are thinking of the other class

t‘f traders, those who want to force their
vay to the head of the column, otherwise
)aying their way honestly. How can we
each them?
As pointed out in your article, a large

)art of the price reduction advertisements
n the earlier season are reductions from
maginary prices—fakes. Against such
he law can do something, quite a deal. In
,ome other countries, such fakes are coy-
bred under the head of laws " against un-
air competition." In Germany, for
.nstance, such laws are very stringent. In
)ur own country the trend of legislation
of late years is in the same direction, as
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exemplified by the pure food laws and
laws against short measures and weights.
Here in Massachusetts the following law
has been enacted this year:

Act 1912, Chap. 489.

An Act Relative to Untrue and Misleading Adver-
tisements.
Section 1. If any person, firm, corporation or as-

sociation, or any employe thereof, in a newspaper,
circular, form letter or other publication published,
distributed or circulated in this commonwealth, or
on any billboard, sign, card, label or other adver-
tising medium displayed on, in or near a street,
electric car, show case, store or other place in this
commonwealth, knowingly makes or disseminates
or causes to be made or disseminated any state-
ment or assertion of fact concerning the quantity,
the quality, the method of production or manufac-
ture, the cost of production, the cost to the adver-
tiser, the present or former price, or the reason for
the price of the merchandise of such person, firm,
corporation or association, or concerning the man-
ner or source of purchase of such merchandise, or
the possession of rewards, prizes or distinctions
conferred on account of such merchandise, which
statement or assertion has the appearance of an
offer advantageous to the purchaser and is untrue
or calculated to mislead, the person or corporation,
or the member or members of a firm or association,
causing such statement or assertion to be made or
disseminated, also the employe making or dissem-
inating such statement or assertion shall be guilty
of a misdemeanor, and shall be liable to a fine of not
less than ten nor more than five hundred dollars for
each offence

If there was a regular vigilance corn-
mittee of merchants at work in a corn-
munity, to investigate the bargain adver-
tisements with this law in mind, how much
good could not be done toward breaking
up the systematic exaggeration of values
advertised as temporarily reduced!
The main impediment of all effort

against the fake advertisement is our
national weakness—the admiration of
success. We do not ask much about how
the man has done it as long as he has done
it with success. If we could break our-
selves from this weakness, many a good
man would be saved from himself. Can
we do it?
The minister, the lawyer, the physician

does not advertise bargains. Often enough
he would like to hurry his opportunities by
an advertisement. But he does not dare
to offend against the ethics of his
profession. The tradesman—shoemaker,
weaver, carpenter, whatever he may be—
does not advertise his work at a bargain-
price. His work is his merchandise. It is
against the ethics of the union.

Is it quite impossible to establish some
more or less similar ethical standard in
the mercantile profession? Here, after all,
is the crux of the situation.
Mind, I do not advocate restraint of

trade or restraint of competition as a part
of such ethics, only restraint of lung-
power, of market-crier methods.
Preaching is useless. Scolding is useless.

Can we organize mercantile public opinion
into a power greater than the power of
individual greed?
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Selling Goods with Moving Pictures

The trouble with getting buyer and
goods together when the goods are mas-
sive and immovable has always been that
in this case the buyer must go to his
sample; the latter can not be brought to
him. As the buyer is a busy man, this
is an annoying restriction. If the
manufacturer who desires to buy a heavy
and costly machine wishes to see it in
operation, says the Literary Digest, he
may have to travel five hundred miles
to do so. Now, however, it has been
found that a moving picture will answer
all purposes. Homer Croy, who writes in
System on "Sales Demonstrations by
Moving Pictures," tells us that the mo-
tion-picture has steadily advanced as an
agent for taking big machinery to market
—that the industrial film has become an
important branch of photography, and
that many concerns are now using it to
help sell their wares. He says:
"For some time the motion-picture has been

explaining the wonders of a factory to the public,
how a fountain pen is made, or how the bristles
are set in a tooth-brush—campaigns to enlighten
the public as a whole. But it is only recently that
it has been found that it would pay to spend
thousands of dollars in making a reel for an au-
dience of half a dozen.
"The size of a dredge or of a derrick precludes

its being moved to the would-be buyer, but a reel
and a projection machine can be brought in a suit-
case to a possible buyer. The film gives a good
working idea of the machine as it appears on the
railroad or the canal. The machine is seen as a
whole; in a second the point of view swings from
the rear so that the path of the load is followed
from the place where it is scooped up to the flat car.
The film jumps and the eye is focused on any part
of the big machine—on a clutch or a safety point.
In five minutes the man who has dirt to move
can see the machine at work in Oklahoma or on the
Panama Canal, or some other job exactly parallel
to that he has in hand himself.
"One large company in Ohio which manufactures

brick-setting machines, sand dryers, sand-lime
brick and cement machinery has been using motion
pictures for the last six years to demonstrate its
goods to direct buyers of this kind of machinery.
Its products and processes are departures from the
common types used throughout the country, so
that its machinery is beyond the capacity of the
average brick manufacturer and is used only by
the larger plants producing ten or twenty times
the number of brick made in the ordinary plant.
"Motion films are being used to sell a most in-

teresting variety of things. Not only can a travel-
ing crane be sold by moving pictures, but also stove
blacking. A borax company has demonstrated for
the past two years that a household commodity
can be pushed by this means. In fact, this com-
pany thought so well of the proposition that it
sent out five crews to disseminate biograph in-
formation. Films were exhibited in 331 cities to a
total attendance of 947,479 people at a total cost
of two and nine-tenths cents a person.
"Films have been made to exploit laundry ma-

chinery, hop-picking, machinery, marble quarrying
outfits, powder machines, excavating outfits,
derricks, water sluices, rubber-manufacturing
machinery; and, by way of contrast, to sell golf
balls, automobile tires, soap, and fountain pens."

It is not difficult, Mr. Croy assures us,
to get films made of a machine or of the
manufacture of a product. Most film
manufacturers are willing to make a film
for an outside concern. But already
there are specialists in the field of making
"industrial pictures," as they are called.
Sometimes several days are needed to get
a satisfactory film, owing chiefly to the
weather and the artificial lighting arrange-
ments.
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Our Advertising
fHE facts that we are telling the public in

our advertisements of the Hamilton Watch
in the leading magazines are little short of
remarkable.

It makes the reader want a Hamilton when
he learns that over one-half (almost fifty-six•
per cent) of the men on American railroads
maintaining Official Time Inspection carry the

••

44'•
•

Four Reliable Men on Limited Trains and the
Reliable Watch They Carry

3fi
The 
amilton attit

Th, Railroad Tionefeeper of Alarrina

%mita.
Plc 1192

(I) E11,111,03111. Dempsey
of the Chicago, Milwaukee le
Shibild Railway's fine train,the
"Southwest Limited." Mb
Dempsey says he would not
.11 his Hamilton at any price
if he could not buy another.

121 Engineer C. S. Conklin of
the Chicago & A hou Railroad's
fast train, the "Red Illinuner."
At the thrie this picture was
taken ahnost every man of this
Intin's crew carried a Hamilton
Watch.

Over one half—almost 56 of the Con-
ductors. Engineers, Firemen and Train-
men un American Railroads where
Official Time Inspection is enforced.
carry Hamilton Watches.
IVe are always glad to receive letters

from Railroad Men who have been
pleased with the service they have re-
reused from the Hamilton Watch.

111 Conductor F. M. Kelley
of Me Chicago, Milwaukee St
St. Paid Railway His train im
the "Southwest Limited."
We thank Mb Kelley both
for his picture and Nome com-
pliments he paid his watch.

(4) Conductor I L. Sends of the
"Golden State Limited" train
of he Rock Island Liner. Mr.
Servio' .ys his Hamilton has
kept Perfect time from he day
of purchase—not requiring the
slighteet setting or readjuennent.

Write for grim Timekeeper,"
a book about the Hamilton Watch that illus.
trate. and describe, the various models.
Price. of Hamilton movements are $12.25 to
$60.00. Complete watches, timed and adjusted
in Me cases at the factory, from $11.50 to
$12S.00. 12-Size sold complete only. Lead-
ing jewelers ran supply a Hamilton movement
to fit your present watch case if you desire

Hamilton Watch Company Lancaster, Pennsylvania

One of our Magazine Advertisements

zunifton
"The Railroad Timekeeper of America"

You have probably been familiar for years
with the superlative accuracy of the Hamilton
Watch, but the effect of this news on the
public is going beyond our anticipations.
Remember that we are pioneers in establish-

ing fixed prices for watches—that we sell only
through legitimate retail jewelers.

A complete price-list furnished to
retail jewelers upon application

HAMILTON WATCH COMPANY
Lancaster, Pa.
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The best way to advertise is with a Grout Watch Sig
100 Styles to Choose From

BE SURE AND SEND FOR CATALOGUE—FREE

GROUT'S EXCELSIOR SIGN CO.Established 35 Years
Watch Signs, Street Clocks, Jeweler Signs

14 N. Dearborn Street, CHICAGO

WINTER FIXTURES
CHEAPER THAN THE CHEAPEST IF QUALITY IS CONSIDERED

ANYTHING FROM A STORE STOOL TO A COMPLETE OUTI IT

" PEER-OF-ALL " JEWELER'S CASE and TABLE, No. 7

If it's practical arrangements, correct designs, QUALITY of material, work
manship and finish, at RIGHT PRICES, that you are looking for '-we cii
suit you. Not how cheap, but how good, at prices that are right, is tit
Winter Idea. Ask our customers.

WINTER CATALOGUES—The Books That Show You
Catalogue 12A. Sent upon request.

The M. Winter Lumber Co.
HIGH-GRADE FIXTURE MAKERS

ESTABLISHED 1865

SHEBOYGAN, WISCONSIN, U. S. A.
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p eparing for a Big Holiday Trade—A. P. Craft Co. to Move into Handsome New
Quarters—Jewelers Sued for Misrepresentation of Quality—Happenings Among

the Local Trade

indianapolis, Ind., October 8.—From the view-

dit of the Indianapolis jobbers and manufac-

twers, the Holiday trade for 1912 promises to be

III;hly satisfactory. The retailers have been slow

III reporting a very marked increase in Fall business

but have prepared liberally for a busy Christmas

tsTcre. old and widely known manufacturing firm

(A The A. P. Craft Company, have leased splendid

fliW quarters in the Wulsin Building on East Ohio

street. This thoroughly modern, fire-proof build-

ing is rapidly nearing completion. The lease on the

old quarters does not expire before January 1,

1913, but before that time Mr. Craft expects to be

vs ell settled in the fine new shop (142 x 25 feet)

OR the eighth floor of the new building, where he

will have every modern convenience, including

electric lights and power, elevators, hot and cold

water and ideal light. If the new quarters are not

entirely finished before the busy Holiday season,
arrangements will be made to run both the old

and new shops so that every customer can be

assured that his smallest as well as his largest order
will receive prompt and careful attention. Special

attention will be given to all repair jobs and special

order work.
Charles Mayer & Co. have been awarded the

contract to furnish all the flat and hollow silver-
ware for the new Washington Hotel, on East

Washington street, which is rapidly nearing com-

pletion. All the silverware is of the Mission

design, one of R. Wallace & Sons' Manufacturing

('ompany's most pleasing hotel designs.
Albert Zoller, manager of the silverware depart-

Inent, reports daily additions to the line of silver-
ware carried by Charles Mayer & Co. Much of the
,tock now being received is the imported line
.,elected by Mr. Zoller upon his last European
mying trip.
October was a busy month for the watch force

if George S. Kern, that being the time for the
eneral inspection of all watches for the C. H. & D.
tnd Monon railroads and the Indiana Union Trac-
ion Company.
Samuel J. Mantel, son of Emil Mantel, has en-

ered Phillips Exeter Academy to prepare for Har-
fard College. Young Mantel spent the Summer
ooking after his father's jewelry business, on West
Washington street, while the senior Mantel was
,njoying a European trip.

A. P. Craft, president of The A. P. Craft Com-
)any, has been appointed by Mayor Shank, a dele-
;ate to represent the city of Indianapolis at the
American Mining Congress, which meets at Spo-
kane, Wash., November 25 to 28. Mr. Craft is
tnterested in mining, being president of the
Optomo Mining Company of Wisconsin.

B. Goodman, of the wholesale house of Goodman
& Co., Majestic Building, was met last week just
prior to taking a trip through Ohio. Mr. Goodman
reported business excellent with fine prospects
for the holiday season, his house was carrying better
goods than ever before and meeting with gratifying
success.

J. C. Walk & Son's street clock, which was tem-
porarily left in front of the old store when the firm
moved on the south side of Washington street, is
keeping time in front of the Pennsylvania ticket
office until the clearing away of building material
In front of the Merchants Bank Building gives a
clear space in front of the Walk store for its
permanent erection.
City councilman, George B. Rubens, has been

informed that nineteen cities in the United States
have adopted ordinances restricting the length of

hatpins, similar to the measure which he intro-
duced in this city. A short time ago he received a
copy of a hatpin ordinance recently adopted in
Varel, Germany.
A most imposing exhibit of German applied

arts is an important feature of the annual opening
of The Herron Art Institute, in this city, October
first. The exhibit consists of many pieces exempli-
fying types of the finest modern German work in
gold, silver, jewelry, medals, bronzes, pottery,
porcelain, glass, wood and ivory.

C. B. Dyer has added to the sales force in his
Arts and Crafts Shop. Trade has been very good
all Summer and as the Holiday trade draws nearer
an increase in the number of clerks was imperative.
A number of orders for Christmas goods have been
received.

L. G. Linnaman, jeweler with Ikko Matsumoto,
has returned from a vacation spent in Cincinnati.
Mr. Linnaman will reenter the designing class
at the Herron Art Institute, this Winter.
C. R. West has returned from a prolonged trip

through the south. He is now located with The
Hossier Jewelry & Loan Company, 242 Massa-
chusetts avenue, working at the bench.

Kennith Fornham, a professional shoplifter
from Boston, has been sent to the State Reformi-
tory for from one to eight years. Fornham's
operations in this city were run down through the
identification of a locket, found by the police in a
pawn shop, that had been "lifted " from the jewelry
store of George S. Kern, on North Meridian street.

W. C. Hutsel has removed his watch repair shop
from Virginia avenue to 1239 Brookside avenue.

David Hokins, who owns an interest in two
jewelry stores, on Illinois street, with Samuel
Epstein, was arraigned in police court September
25 charged with petit larceny. A man named
Haugh claimed that he had bought a watch from
Hokins for $4.12 and that the case was guaranteed
for ten years but that it turned to brass in a day.
Before the case was called Hokins refunded the
money, though Haugh said he had refused to do
so before that time. The case was continued thirty
days by the judge. Samuel Epstein, the other
partner, is before the grand jury charged with
obtaining money under false pretenses. Epstein
sold two rings that were not what they had been
represented to be.
The L. R. Douglas School of Engraving has in

its correspondence course a large Fall class.
Among the new pupils are Eric Lundin, Sioux
Falls, S. Dak.; A. G. Prouty, Napa, Cal.; Miss
Jewel Fauske, Pierce, Nebr.; W. E. Davis, Win-
ters, Texas; L. M. Taylor, Marshall, Minn.
W. C. Sentman, a watchmaker and telegraph oper-
ator of Indianapolis, has entered the school with
the determination to add another trade to his list.

J. C. Davenport has removed his plating estab-
lishment from North Delaware street to 349
Massachusetts avenue where he does a big business
in a small one story building, crowded in between
two high modern buildings. Mr. Davenport is a
believer in the power of printers ink; he advertises
extensively and in a unique way. Every few days
he has in front of his shop an announcement,
worded in some catchy way that the public have
grown used to looking for. He does a general gold
and silver plating business and solicits trade work
from " everywhere."

Fletcher M. Noe, retail jeweler on North Illinois
street, has been confined to his home by a serious
attack of illness that began while he was on his
vacation in August. His many trade friends are
hoping for his speedy recovery.

Harry Major, accompanied by his wife, made a
recent business trip to this city, purchasing goods
for the firm of Major & Sheldon, Crawfordsville,
Ind.

J. W. Thompson, Danville, Ind., a regular buyer
on this market, had been missed for some time but

upon a recent visit explained that sickness had
kept him at home. Earlier in the Summer Mr.
Thompson made a business trip to Florida, re-
turning home ill and continued so for several weeks.
His friends were all glad to welcome him back, nor
did he forget the boys " coming in with a generous
supply of fruit from his famous paw-paw orchard."
Mr. and Mrs. Enrique C. Miller have issued invi-

tations for the marriage of their daughter, Marian
to Randall Felix Geddes, to take place Tuesday
evening, October 15, at their home. Miss Miller is
the only daughter of E. C. Miller, president of the
Baldwin-Miller Company. Mr. Geddes is a son of
Robert Geddes, of the wholesale drygoods firm of
Havens & Geddes of this city.

Charles H. Baldwin, state entomologist, recently
returned from a visit in Brown County, Ind. He
brought home flakes of gold that he had panned
from the streams and two small rubies that he had
found in the same region.
M. H. Douglas, a well-known material man of

this city, has returned from several weeks' sojourn
spent in and around Kokomo, Ind. Mr. Douglas
had charge of C. K. McCain's store at Kokomo
while Mr. McCain was making an extensive tour
of California and the Pacific coast.

Charles M. Hunnicutt, a well-known jeweler of
Tockville, Ind., called at the jobbing house of
Baldwin Miller Company last week. Mr. Hunni-
cutt, and his wife were motoring, in a pleasant
leisurely style, to Richmond, Ind.

George T. Ritter, Cayuga, Ind., is nicely settled
in his new room. New walnut fixtures have been
installed and a display window added.
T. S. Biggs, Terre Haute, Ind., has taken up the

art of engraving under the correspondence course
of the L. R. Douglas School of Engraving at Indian-
apolis.

A Defect in Our Patent System

What seems to some a defect in the patent sys-
tem appears to have been overlooked by Congress-
man Oldfield and other recent investigators says
a writer in the Scientific American. I say defect in
the patent system, because while the defect ap-
pears in the procedure before the Patent Office, no
remedy is suggested except through the change in
the law itself.
I refer to the practice, that permits the issue of

patent with claims dominating a prior patent with-
out the prior patentee's having been afforded an
opportunity of contesting the question of priority
with the later patentee. This condition of affairs
is found, when A issues a patent on limited claims,
and B in an application pending concurrently
with A's or filed subsequently to the issue of A's
patent secures the issue of his patent with claims
broader than A's. Suppose for instance, A shows
one specific form of a generic invention and issues
his patent on claims specific to his form. B then,
after the issue of A's patent files his application
for patent for a different specific form of the same
generic invention and issues his patent subse-
quently to A's on broad claims for the generic
invention by making oath to the completion of his
invention prior to the filing date of A's application.
B may delay the issue of his patent so long as to
defeat A's right to a reissue or A." may in other
ways fail of reissue rights. How shall it be reme-
died? Possibly by providing special reissue privi-
lege to A under the circumstances and by requiring,
on the allowance of broad claims to B, that the
patentee A, shall be notified and given the oppor-
tunity of filing reissue application containing the
broad claims. Such notice might secure one of
two results. In the first place, the patentee might
assert a claim to the invention and file proper
papers toward the enforcement of his claim. On
the other hand, he might be in possession of some
facts, which would show that the invention cov-
ered in the claims suggested and allowed to the
subsequent applicant were not patentable, and in
this way, the action might not only result in pre-.
venting an injury to a patentee, but, might also
be of service to the public in preventing the issue
of a patent for claims which were not, in fact,
patentable.

Possibly some better remedy can be suggested.
I do not feel capable of suggesting the full remedy,
but only call attention to something that seems to
demand remedial action.



2174

1111111111111111111111111111111111111IIIIIIIIIIIIIIIIIIIIIIIIIMM1111111111111101111111111111111111111M111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111

Wrist and Bracelet Watches
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Not in a generation has an article of personal adornment wonpopular favor to such an extent as Wrist and Bracelet Watches.What appeared at first to be "a popular craze" or "a merenovelty" must now be considered a staple article.No retail jeweler's stock is complete without a few samples.

We a r e showing
the very latest in

Wrist Watches in

Nickel, Silver, Gold

Filled, Gold and

Platinum with leath-
er straps. They are

useful for men, wo-

men a n d children

f o r automobiling,

horse-back rid in g,

driving, traveling

and all outdoor

sports. They come
in several sizes and

are excellent time-

pieces.

We have Bracelet Watches in Silver, Gold Filled, Gold and
■••II

Platinum. The bracelets are adjustable extension spring, ex-quisitely carved and in a variety .of patterns. We have them alsoenameled in all colors. Likewise set with diamonds and otherprecious stones.
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ED MOND E. ROBERT, IMPORTER OF WATCHES3 Maiden Lane, New York EL:
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'I he Jeweler and the Muckraker

A Magazine Writer Denounces a Large Pro-
portion of the Trade as " Dishonest " and
Dangerous"

The leading editorial in the "Up and
'own the World" section of the monthly
agazine "Everywhere" for August was

a somewhat sensational attack on what
tile author describes as "Dangerous Jew-
e ers." While it would be useless to main-
tain that the jewelers as a body are
immune from the ordinary human weak-
nesses, it can, we believe, be fairly argued
triat the proportion of honest men in this
trade is larger than in any other branch
of retail business. Incompetents there
are, and perhaps always will be, as in any
other sphere of human activity, but they
are by no means sufficiently numerous to
be a serious menace to the public.
The character of the jewelers calling

makes it imperative that he should be like
Caesar's wife, "above suspicion," and the
public is naturally exacting both as to his
honesty and his skill. One dishonest
or incompetent jeweler can work greater
injury to his fellow business men or crafts-
men than a much larger proportion in any
other calling. It is perhaps well, there-
fore, to reprint the criticisms of this maga-
zine writer, if only as an object lesson on
the necessity of the strictest integrity in
the jewelry trade. The article referred
o is as follows:

A common menace which we often
.neet with when we wish watches repaired,
our diamonds cleaned or reset, is the dis-
Ilonest jeweler. When we leave our watch
o be repaired, we naturally do not think
'mt what the work will be done properly,
tnd a fair charge will be paid willingly for
he work done. We trust the jeweler, take
lin' on his honor, and oftentimes we do so
o our misfortune, sometimes never know-
ng that while the watch has been repaired
,o that it now runs properly, some of the
ialuable parts may have been removed
md inferior parts substituted for them.
The writer had the sad misfortune to

ake his watch to a quack jeweler a few
'ears ago, and left it in his possession
or a few weeks because it seemed nec-
essary to send to the factory for certain
ewels. Notice that it was in the jeweler's
)ossession for a time sufficient so that
inferior pieces might be substituted should
rie desire to do so. However, I received
he watch in due season, and it kept
perfect time and the charge was very
,'easonable, as I remember it. A year
or so later the watch fell from my pocket
and the stem was crushed in and the
case badly bent. So I repaired to the
jeweler who had done such good work
before, but his store was now occupied
by a fruit-dealer and he was nowhere to
be found. Waiting until I reached my

K EYSTONE 2175

home city, I took the watch to the
jeweler who had always done my work
before, and told him to fix it up as best
he could. A few days later the watch
was finished, but I also learned that at
some time before cheap material had
been substituted and several exchanges
made where there would be a gain for
the jeweler, and immediately I thought of
the last repairs made by the watchmaker
in the neighboring town.
An excellent way to make one's living,

by deceitfully taking you into his con-
fidence, so to speak, and then, unknown
to you, of course, making substitutions
so that he would gain at your expense
and no one would be the wiser. Very
little chance of detection, to be sure, and
this makes it all the more a sneaking,
cowardly, despicable act. Most of us
would rather know at least when we were
being robbed, and in a way, we have a
respect (if you call it such) for the man
who open and above board takes some
valuable from us. A highwayman, single
handed, holding up a west-bound express
train is taking great chances for his stake;
but a thieving jeweler, being more or less
a specialist in his trade, may easily
delude an ignorant public and therefore
is to be condemned for his low-lived
actions. He has little chance of being
caught, and even if the substitutions are
detected, the accused man could still say
that he left the watch as he found it and
it would be very difficult to prove other-
wise.
This class of men are usually to be

found in our larger cities where they
can ply their trade without being detected
so easily; in the smaller cities, how-
ever, it does not take a long time for the
all-wise public to discover that the
jeweler is dishonest. This may be due
to the concentration of his business, and
the public in some subtle way will in a
short time discover that it is being de-
luded. In the large city the customers
are many, but they do not always con-
sult the same jeweler and do not get to
know him as well as the people in a
smaller town. He is not in such close
contact with them and so can be more
free in his operations and still remain
undetected. Usually we find him on the
side street where rents are lower, as he
realizes that he is engaged in a risky
business and so plays the game as eco-
nomically as possible, using just enough
capital to keep his business going while
his illegitimate savings may be invested
elsewhere. He realizes that exposure
may come sooner or later, and so he is
prepared for any emergency.

Usually he is not even well informed
concerning his trade, but if we talk to
him he seems very fluent regarding any
phase of his business, and the technical
terms he uses are a blind to convince
us that he is well informed in his special
line. He is an apt conversationalist and
seems so pleasant that we do not doubt
his sincerity. Give him a diamond and
offhand he can tell us its true worth and
go into great details as to the causes of
its value. Be it a perfect cut, he might

suggest that we leave it so that he might
examine it further. Nine cases out of
ten we might do so to our sorrow, if
he thought that we were at all ignorant
as to its real value, for he could easily
substitute a stone from his own stock
which to our untrained mind would
appear to be the same one which we had
left to be examined. Large trays of
diamonds, so called, usually are to be
found in a conspicuous place in the show-
window, and are always marked down
or at odd prices.
The dishonest jeweler is in a class with

the dentist who advertises his profession
by street-corner exhibitions, or the quack
doctor who is a great believer in patent
medicines. He cannot make a living
by legitimate means, so he takes advantage
of your confidence and makes up for his
ignorance of the jewelry business by slyly
preying on his innocent customers. If
he really knew the jewelry business, the
chances are he would be a reliable person
and one whom you could trust; but as
his knowledge of the business is limited,
he must rely on dishonest means to make
a livelihood for himself.

There should be a law against such evil
doers: but even if there were, it would be
very difficult to enforce, as the proof is
very hard to obtain. The accused could
easily say that he returned the watch
just as he found it, save for the repairs,
and his statement would be very hard to
disprove.
The best way to eliminate these para-

sites of our modern life, is to deal only
with the long-established and reliable
houses. It may cost a trifle more to have
the work done by an experienced man,
but we can rest assured that the work
will be done as requested, and no unfair
advantages taken over us. The cheap
jeweler will tempt us with the lower
charge, but he expects to make his profit
by making substitutions unknown to us.
It seems rather unfair to the honest
jeweler who conducts his business with
justice to all, while his dishonest com-
petitor may cut prices so that all of the
business will come to him and he will
be repaid because of the dishonest tactics
he may employ. However, in the long
run, the public begin to see things as they
really are, and the business of the dishonest
man will slacken materially.

While the final paragraph of the above
removes the sting to some extent from the
preceding criticism, we cannot feel that the
latter is, to any material extent, justified.
There are still those so unacquainted with
watch mechanism that they attribute
tempting values to watch jewels, being
mislead by the name of these diminutive
and inexpensive bearings, but the public
at large are now better informed. There
is a lesson, however, for the trade at large
in such criticism as the above. All who
wish to build up a reputation for honesty
should cleave to the truth, in dealing
with customers.
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SOUTH BEND

cientlernaKs WCitCK

T HAS taken full three years to bring this•new
12 size to the point of perfection we desired before
offering it to the retail jeweler. And during this
entire time our organization of factory experts—

watch experts of a calibre such as no other watch factory
can boast—have been working and experimenting with
the production of a 12 size that would be at once extreme-
ly thin in size and an accurate timepiece.

We could have rushed the Chesterfield through to
completion, but it would then have been only a little better
than the•average 12 size and we were not satisfied with
this --

It was our desire to offer the retail jeweler a 12 size
that would far surpass any other 12 size.

So, despite the fact that our customers were clamoring
for our 12 size and notwithstanding that we were losing
thousands of dollars' worth of business by not having it
upon the market, we turned a deaf ear to all and continued
to work and experiment towards its improvement.

And now our day has come—we are to be repaid for
our patience, for, as a result of out- continued experiments
and improvements, we are now able to offer you in our
Chesterfield series a 12 size that excels in every respect
all others.

Elegantly finished, feathery of weight and of a thin
and graceful design, its appearance conveys all that the
name Chesterfield implies.

While the Chesterfield will be the thinnest American
made 12 size, do not get the impression from this that we
have sacrificed accuracy in order to obtain beauty.

Any watch factory can build a thin watch of beauti-
ful design, but its another thing to make it keep accurate
time continuously.

After three years of experimenting and exhaustive
tests we are able to guarantee the Chesterfield watch to
keep as accurate time as our high grade 16 size movements.

Think of it—a thin model 12 size watch that will
keep as accurate time as a railroad watch!

The Chesterfield series are now ready for delivery.
They are being made up in grades from 15 to 21 jewels.

Owing to the thinness of design the Chesterfield watch
requires a special case and therefore all Chesterfields will
be sold complete.

We have been able to make up only a limited quantity
of the Chesterfield
series for the holi-
day trade and it will
therefore be neces-
sary for you to order
immediately if you
desire your order
filled before the holi-
days.

In pursuance of
our selling policy the
sale of our Chester-
field series win be
limited to the legiti-
mate retail jewele
only.

SOUTH BEND WATCH COMPANY
MAKERS OF MASTER TIMEPIECES
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SAN FRANCISCO

cral Purchases by Visiting Retailers Reflect
onfidence in Good Holiday Trade—Wall &
)ougherty Hold Formal Opening--Interesting
'acific Coast Items

an Francisco, October 10. — Business pros-
1)) ts in this section of the country are very good,

al 1 a prosperous Fall and Holiday trade is con-

tit tntly anticipated. The wholesale houses of this
have had quite a large number of trade visitors,
the unusual liberality of their purchases re-

led their confidence in the coming season.
rhe L. E. Lomax Company, whose main estab-

Ii is located on South Spring street, Los
geles, has added another store to their chain.
,e new establishment is located in Yuma, Ariz.

Rittigstein, retail jeweler of 540 South Broad-
y, Los Angeles, is about to move into a new store

a 555 South Spring street.
Walter P. Treat, of the retail jewelry firm of
reve, Treat & Eacret, is now visiting the menu-

t, luring centers in the east and contemplates
doing some extensive purchasing Fall business
while there.
Joseph Schwartz, the president of Jos. Sch-

,k trtz, Ltd., wholesale jewelers of Honolulu, T. H.,
s tiled into this port on September 30 after having
silent a three months business trip to the Islands.
fie contemplates making his headquarters in the
Jowelers' Building, San Francisco, and will be here
until some time in January, 1913.
Chas. Wright, the pioneer jeweler of Eureka,

Pumboldt Company, accompanied by his son
, lied upon his wholesale jewelry acquaintances
few days ago. These two gentlemen motored to
Ie. State Fair at Sacramento and back home mak-

ing a trip of about two thousand miles.
R. & L. Myers Company, jobbers of jewelers'
tidings, have accepted the services of W. H.

I arilcin, who was formerly with the Lewis Jewelry
apply Company, of Denver, Col.
C. 0. Hiles, an engraver and designer for the

.ade, has opened a workshop in the Kamm Build-
g, 717 Market street, San Francisco.
Joe Davis, who was associated with the Nordman

,rothers Company, for a number of years, has ac-
tpted a position as head salesman with M. J.
hoenfeld the retail jeweler whose store is located
n Broadway and Twelfth street, Oakland.
0. L. Wuerker, who has been located on South
pring street Los Angeles, for the last fifteen
ears, is moving into a very desirable location on
outh Broadway.
Staples the jeweler, the enterprising merchant

f Portland, Ore., whose main store is located on
'irst street, near Morrison, is about to open an-

, ther new store at 248 First street. The new
,tablishment is near the Morrison street bridge
hich takes care of the traffic of about one third

1.trhe.e population on the east side of the river.
W. F. Wooster, who was formerly located in the
tail jewelry business in Suisun, Cal., contemplates
loving to Chewelah, Wash., and opening a new

0 

THE KEYSTONE wishes to join in extending its
teartfelt sympathy to A. Delovage, the retail
eweler of Portland, Ore., in his bereavement.
vIrs. Delovage passed away suddenly in southern

a short time ago.
•A. F. Connard, accompanied by his wife, paid a
9sit to this city last week and purchased exten-
)ively for their retail jewelry store in Taft, Cal.
George E. Warner has opened a new retail jew-

iry store in Sherwood, Ore.
0. D. Cravens has opened a very attractive

low jewelry shop in Parkdale, Ore.
Wall & Dougherty, the youngest retail jewelry

irm of Honolulu, T. H., whose store is located in
he Alexander Young Building, had their formal
pening on September 14. They had two distinct
teriods, one in the afternoon and another in the
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evening during which time, their high-class wares
were on exhibition only, no sales being made until
Monday morning September 6. THE KEYSTONE
joins in wishing these young men every success in
their new venture.
A. I. Hall & Son are about to issue their new

Pacific Coast Jewelers' catalogue No. 19. This
new edition we are given to understand is to be
mailed about the first of October.
H. W. Foster, jewelry repairer to the trade, has

opened a new complete shop in the Rothschild
Building, Portland, Ore.
Baronov & Oullette have started in the retail

jewelry business by opening a very attractive new
store on Fifth near D street, San Diego, Cal.
E. B. Ebner, the credit man of the wholesale

jewelry firm E. W. Reynolds Company, of South
Broadway, Los Angeles, passed through San
Francisco a few days ago en route home from a
three weeks vacation trip. While away Mr.
Ebner made a very delightful visit with his mother
in Portland, Ore.
Roy & Molin are now nicely situated in their new

jewelry store at 240 Alder street, Portland, Ore.
George E. Feagans, of Feagans & Co., passed

through San Francisco a few days ago en route for
the manufacturing centers in and around New
York City. This is Mr. Feagans' usual semi-
annual trip to headquarters in search of high-
class novelties for his Holiday trade.
The Nordman Brothers Company, are mailing

to their friends their annual catalogue "The West-
ern Jeweler" for 1913.
H. B. Sullivan, of Sullivan & Francis, Ltd., of

Manila, P. I., is back in the states again. He
contemplates making his headquarters with Mor-
gan & Allen, 150 Post street, until further notice.

William A. Howell has bought out the old estab-
lished retail jewelry business of Hervey Symonds,
of Long Beach, Cal.
H. F. Wichman, the progressive retail jeweler of

Honolulu, T. H., spent four or five days in San
Francisco the latter part of September and re-
turned home early in October. Mr. Wichman's
trip was an urgent one and the shortness of his
stay was entirely due to the need of his being home
as soon as possible to take care of his Fall trade.
G. C. Wilkins, the retailer from Red Bluff, Cal.,

found it necessary to visit the wholesale district
a short time ago to replenish his stock.

AV. C. Lean the retail jeweler of San Jose, Cal.,
was among the out-of-town tradesmen who was in
attendance at the last meeting of the Pacific Coast
Gold and Silversmiths' Association, which was
held in San Francisco on September 26.
A. Snow is the newest retailer to open a store in

San Francisco. The new establishment is located
at 34 Powell street.
H. W. Shuler, the retail jeweler of Fortuna,

Humboldt Co., California, was seen buying
a Christmas stock in the wholesale jewelry district
a few days ago.
The Albert Samuels Jewelry Company, of Mar-

ket and Fifth street, San Francisco, have added a
new fire and burglar proof safe to their store equip-
ment.
E. Marks, who has been in the employ of M.

Schussler & Co., the wholesale jewelers of San
Francisco for a number of years, has accepted a
position with Mayer & Weinshenk, of San Fran-
cisco.
Bert Small, who has been identified with the

wholesale jewelry business in San Francisco for the
past twenty years, has accepted a position as road
salesman with the new firm of Leon Nordman &
Son.
A. Brenner, the retail jeweler of Santa Barbara,

Cal., has sold his stock and fixtures to Troyl &
Wetmore who will carry on the business in the
future.
G. C. Bowden & Co., are the newest arrivals in

retail jewelers' field in Los Angeles, Cal.
L. Carrau, the son of Leon Carrau, the whole-

sale diamond merchant of Kearney street, San
Francisco, is rapidly recovering from a serious
accident. Lonnie suffered a very painful fracture
of his collarbone via the football route and was in a
plaster caste for about three weeks.
The Alexandra Jewelry Company, who have

been located on Market street, for the last twelve
years, are closing out their high class stock at auc-
tion having a very desirable location on Kearny
street, in the Chronicle Building, which is one of the
busiest centers in the city.
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MINNEAPOLIS AND ST. PAUL

Autumn Weather Rules with Frost and Rain—
Thrashing Delayed and Possible Loss in Grain
Crops—Prosperous Season Assured Notwith-
standing

St. Paul, Minn., October 11.—This section of the
country has been enjoying ideal autumn weather
during the past two weeks with several killing
frosts. Reports from North Dakota are not so
good on account of the rains which have caused
much delay in the thrashing of crops. It is feared
that a great deal of the grain may yet be lost, but
not to an extent that is at all alarming to the
merchants.

Business is the best it has been for several years
taken as a whole. A great deal of building has
been done in the Twin Cities during the last eight
months. The contractors say they have not, in
several years, found it so hard to get help of all
kinds as they do at the present time. There are
several new building's to go up during the next
year which will mean employment for a large
number of men.
The jewelers in the Twin Cities anticipate one

of the largest Falls they have ever had from a
business standpoint. A great many merchants
are already making their plans for the Holiday
trade.
Beard Brothers, of St. Paul, have been making

several changes in the arrangement of their quar-
ters owing to their increase in business. They
report trade as being all that they can expect and
hope to make a respectable increase over their last
year's business.
Fred Hansen, engraver, formerly with George W.

Woaley, St. Paul, has gone to St. Louis, Mo., to
work, but it was not learned with whom he has
taken a position.

Mell Smith, the well-known St. Paul trade
watchmaker, is going to take a trip to California
accompanied by his wife, father and mother. Mr.
Smith wants to make the trip for the benefit of
his parents' health. He will settle down in the
west somewhere if he finds something that suits
him. Mr. Smith has been in the Twin Cities for
several years and had a good business built up.
His father F. M. Smith, is also well-known to the
Twin Cities trade, having just recently sold his
store at South St. Paul to E. J. Moore.

It is said that the St. Paul police are searching
for a woman who is said to have made away with
several thousand dollars worth of jewelry and a
large sum of cash which she took from her patrons
as a clairvoyant and electric healer. It is said
that one of her schemes was to stage an elaborate
fake wedding to which her patrons were induced to
send wedding gifts and then disappeared at the
time of the ceremony was to have been held.

Sischo & Beard, of St. Paul, have just issued a
new jewelry catalogue of all their new fall lines
which is larger than ever. They have added a
large line of diamond rings, brooches and other
diamond jewelry.

Australian Product of Black Opals

The mines producing black opals in Australia
are situated at the head of the River Darling, in
northern New South Wales, about sixty miles
from the village of Walgett. They were dis-
covered nearly nine years ago. The ouput for the
first three or four years was very small indeed, only
an occasional black stone being found, but some
larger finds were subsequently made, and attracted
a large number of miners at one time, a thousand
or more being at the field, The output then of
black opal was from 30,000 to 40,000 per annum.
The black opal is confined within very small

limits and the supply has gradually lessened, until
during the last nine months the output has been al-
most nil.
The Australian opal production of all descrip-

tions is now seventy-five per cent less than has been
known at any other time during the last twenty
years, and black opal in particular has temporarily
ceased to be produced. It is hoped, however, that
new exploration work will result in fresh finds.
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T HAS taken full three years to bring this new
12 size to the point of perfection we desired before
offering it .to the retail jeweler. And during this
entire time our organization of factory experts—

watch experts of a calibre such as no other watch factory
can boast—have been working and experimenting with
the production of a 12 size that would be at once extreme-
ly thin in size and an accurate timepiece.

We could have rushed the Chesterfield through to
completion, but it would then have been only a little better
than the average 12 size and we were not satisfied with
this --

It was our desire to offer the retail jeweler a 12 size
that would far surpass any other 12 size.

So, despite the fact that our customers were clamoring
for our 12 size and notwithstanding that we were losing
thousands of dollars worth of business by not having it
upon the market, we turned a deaf ear to all and continued
to work and experiment towards its improvement.

And now our day has come—we are to be repaid for
our patience, for, as a result of our continued experiments
and improvements, we are now able to offer you in our
Chesterfield series a 12 size that excels in every respect

! all others.
Elegantly finished, feathery of weight and of a thin

and graceful design, its appearance conveys all that the
name Chesterfield implies.

While the Chesterfield will be the thinnest American
! made 12 size, do not get the impression from this that we

have sacrificed accuracy in order to obtain beauty.

Any watch factory can build a thin watch of beauti-
ful design, but it's another thing to make it keep accurate
time continuously.

After three years of experimenting and exhaustive
tests we are able to guarantee the Chesterfield watch to
keep as accurate time as our high grade 16 size movements.

Think of it — a thin model 12 size watch that will
keep as accurate time as a railroad watch!

The Chesterfield series are now ready for delivery.
They are being made up in grades from 15 to 21 jewels.

Owing to the thinness of design the Chesterfield watch
requires a special case and therefore all Chesterfields will
be sold complete.

We have been able to make up only a limited quantity
of the Chesterfield
series for the holi-
day trade and it will
therefore be neces-
sary for you to order
immediately , if you
desire your order
filled before the holi-
days.

In pursuance of
our selling policy the
sale of our Chester-
field series will be
limited to the legiti-
mate retail jewele
only.

SOUTH BEND WATCH COMPANY
MAKERS OF MASTER TIMEPIECES
SOUTH BEND INDIANA
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SAN FRANCISCO

ieral Purchases by Visiting Retailers Reflect
2onfidence in Good Holiday Trade—Wall &
)ougherty Hold Formal Opening—Interesting
'acific Coast Items

an Francisco, October 10. — Business pros-
tS in this section of the country are very good,

ar 1 a prosperous Fall and Holiday trade is con-
fluently anticipated. The wholesale houses of this
ci y have had quite a large number of trade visitors,
ai d the unusual liberality of their purchases re-
fiteted their confidence in the coming season.
The L. E. Lomax Company, whose main estab-

liliment is located on South Spring street, Los
A ageles, has added another store to their chain.
The new establishment is located in Yuma, Ariz.
J. Rittigstein, retail jeweler of 540 South Broad-

way, Los Angeles, is about to move into a new store
at 555 South Spring street.
Walter P. Treat, of the retail jewelry firm of

Shreve, Treat & Eacret, is now visiting the manu-
facturing centers in the east and contemplates
doing some extensive purchasing Fall business
while there.
Joseph Schwartz, the president of Jos. Sch-

wartz, Ltd., wholesale jewelers of Honolulu, T. H.,
sailed into this port on September 30 after having
spent a three months business trip to the Islands.
He contemplates making his headquarters in the
Jewelers' Building, San Francisco, and will be here
until some time in January, 1913.
Chas. Wright, the pioneer jeweler of Eureka,

Humboldt Company, accompanied by his son
called upon his wholesale jewelry acquaintances
a few days ago. These two gentlemen motored to
the State Fair at Sacramento and back home mak-
ing a trip of about two thousand miles.
R. & L. Myers Company, jobbers of jewelers'

findings, have accepted the services of W. H.
Rankin, who was formerly with the Lewis Jewelry
Supply Company, of Denver, Col.
C. 0. Hiles, an engraver and designer for the

I rade, has opened a workshop in the Kamm Build-
ing, 717 Market street, San Francisco.
Joe Davis, who was associated with the Nordman

Brothers Company, for a number of years, has ac-
t.epted a position as head salesman with M. J.
,hoenfeld the retail jeweler whose store is located
in Broadway and Twelfth street, Oakland.
0. L. Wuerker, who has been located on South

Spring street, Los Angeles, for the last fifteen
ears, is moving into a very desirable location on
outh Broadway.
Staples the jeweler, the enterprising merchant

(I Portland, Ore., whose main store is located on
Pirst street, near Morrison, is about to open an-
ther new store at 2483/i First street. The new
stablishment is near the Morrison street bridge
hich takes care of the traffic of about one third
I the population on the east side of the river.
W. F. Wooster, who was formerly located in the

[tail jewelry business in Suisun, Cal., contemplates
loving to Chewelah, Wash., and opening a new
tore.
THE KEYSTONE wishes to join in extending its

ieartfelt sympathy to A. Delovage, the retail
eweler of Portland, Ore., in his bereavement.
Ars. Delovage passed away suddenly in southern

a short time ago.
A. F. Connard, accompanied by his wife, paid a

visit to this city last week and purchased exten-
tvely for their retail jewelry store in Taft, Cal.
George E. Warner has opened a new retail jew-

try store in Sherwood, Ore.
0. D. Cravens has opened a very attractive

new jewelry shop in Parkdale, Ore.
Wall & Dougherty, the youngest retail jewelry

firm of Honolulu, T. H., whose store is located in
the Alexander Young Building, had their formal
opening on September 14. They had two distinct
Periods, one in the afternoon and another in the
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evening during which time, their high-class wares
were on exhibition only, no sales being made until
Monday morning September 6. THE KEYSTONE
joins in wishing these young men every success in
their new venture.
A. I. Hall & Son are about to issue their new

Pacific Coast Jewelers' catalogue No. 19. This
new edition we are given to understand is to be
mailed about the first of October.
H. W. Foster, jewelry repairer to the trade, has

opened a new complete shop in the Rothschild
Building, Portland, Ore.
Baronov & Oullette have started in the retail

jewelry business by opening a very attractive new
store on Fifth near D street, San Diego, Cal.
E. B. Ebner, the credit man of the wholesale

jewelry firm E. W. Reynolds Company, of South
Broadway, Los Angeles, passed through San
Francisco a few days ago en route home from a
three weeks vacation trip. While away Mr.
Ebner made a very delightful visit with his mother
in Portland, Ore.
Roy & Molin are now nicely situated in their new

jewelry store at 240 Alder street, Portland, Ore.
George E. Feagans, of Feagans & Co., passed

through San Francisco a few days ago en route for
the manufacturing centers in and around New
York City. This is Mr. Feagans' usual semi-
annual trip to headquarters in search of high-
class novelties for his Holiday trade.
The Nordman Brothers Company, are mailing

to their friends their annual catalogue "The West-
ern Jeweler" for 1913.
H. B. Sullivan, of Sullivan & Francis, Ltd., of

Manila, P. I., is back in the states again. He
contemplates making his headquarters with Mor-
gan & Allen, 160 Post street, until further notice.

William A. Howell has bought out the old estab-
lished retail jewelry business of Hervey Symonds,
of Long Beach, Cal.
H. F. Wichman, the progressive retail jeweler of

Honolulu, T. H., spent four or five days in San
Francisco the latter part of September and re-
turned home early in October. Mr. Wichman's
trip was an urgent one and the shortness of his
stay was entirely due to the need of his being home
as soon as possible to take care of his Fall trade.
G. C. Wilkins, the retailer from Red Bluff, Cal.,

found it necessary to visit the wholesale district
a short time ago to replenish his stock.
W. C. Lean, the retail jeweler of San Jose, Cal.,

was among the out-of-town tradesmen who was in
attendance at the last meeting of the Pacific Coast
Gold and Silversmiths' Association, which was
held in San Francisco on September 26.
A. Snow is the newest retailer to open a store in

San Francisco. The new establishment is located
at 34 Powell street.
H. W. Shuler, the retail jeweler of Fortuna,

Humboldt Co., California, was seen buying
a Christmas stock in the wholesale jewelry district
a few days ago.
The Albert Samuels Jewelry Company, of Mar-

ket and Fifth street, San Francisco, have added a
new fire and burglar proof safe to their store equip-
ment.
E. Marks, who has been in the employ of M.

Schussler & Co., the wholesale jewelers of San
Francisco for a number of years, has accepted a
position with Mayer & Weinshenk, of San Fran-
cisco.

Bert Small, who has been identified with the
wholesale jewelry business in San Francisco for the
past twenty years, has accepted a position as road
salesman with the new firm of Leon Nordman &
Son.
A. Brenner, the retail jeweler of Santa Barbara,

Cal., has sold his stock and fixtures to Troyl &
Wetmore who will carry on the business in the
future.
G. C. Bowden & Co., are the newest arrivals in

retail jewelers' field in Los Angeles, Cal.
L. Carrau, the son of Leon Carrau, the whole-

sale diamond merchant of Kearney street, San
Francisco, is rapidly recovering from a serious
accident. Lonnie suffered a very painful fracture
of his collarbone via the football route and was in a
plaster caste for about three weeks.
The Alexandra Jewelry Company, who have

been located on Market street, for the last twelve
years, are closing out their high class stock at auc-
tion having a very desirable location on Kearny
street, in the Chronicle Building, which is one of the
busiest centers in the city.
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MINNEAPOLIS AND ST. PAUL

Autumn Weather Rules with Frost and Rain—
Thrashing Delayed and Possible Loss in Grain
Crops—Prosperous Season Assured Notwith-
standing

St. Paul, Minn., October 11.—This section of the
country has been enjoying ideal autumn weather
during the past two weeks with several killing
frosts. Reports from North Dakota are not so
good on account of the rains which have caused
much delay in the thrashing of crops. It is feared
that a great deal of the grain may yet be lost, but
not to an extent that is at all alarming to the
merchants.

Business is the best it has been for several years
taken as a whole. A great deal of building has
been done in the Twin Cities during the last eight
months. The contractors say they have not, in
several years, found it so hard to get help of all
kinds as they do at the present time. There are
several new building's to go up during the next
year which will mean employment for a large
number of men.
The jewelers in the Twin Cities anticipate one

of the largest Falls they have ever had from a
business standpoint. A great many merchants
are already making their plans for the Holiday
trade.
Beard Brothers, of St. Paul, have been making

several changes in the arrangement of their quar-
ters owing to their increase in business. They
report trade as being all that they can expect and
hope to make a respectable increase over their last
year's business.
Fred Hansen, engraver, formerly with George W.

Woaley, St. Paul, has gone to St. Louis, Mo.
' 

to
work, but it was not learned with whom he has
taken a position.

Mell Smith, the well-known St. Paul trade
watchmaker, is going to take a trip to California
accompanied by his wife, father and mother. Mr.
Smith wants to make the trip for the benefit of
his parents' health. He will settle down in the
west somewhere if he finds something that suits
him. Mr. Smith has been in the Twin Cities for
several years and had a good business built up.
His father F. M. Smith, is also well-known to the
Twin Cities trade, having just recently sold his
store at South St. Paul to E. J. Moore.

It is said that the St. Paul police are searching
for a woman who is said to have made away with
several thousand dollars worth of jewelry and a
large sum of cash which she took from her patrons
as a clairvoyant and electric healer. It is said
that one of her schemes was to stage an elaborate
fake wedding to which her patrons were induced to
send wedding gifts and then disappeared at the
time of the ceremony was to have been held.

Sischo & Beard, of St. Paul, have just issued a
new jewelry catalogue of all their new fall lines
which is larger than ever. They have added a
large line of diamond rings, brooches and other
diamond jewelry.

Australian Product of Black Opals

The mines producing black' opals in Australia
are situated at the head of the River Darling, in
northern New South Wales, about sixty miles
from the village of Walgett. They were dis-
covered nearly nine years ago. The ouput for the
first three or four years was very small indeed, only
an occasional black stone being found, but some
larger finds were subsequently made, and attracted
a large number of miners at one time, a thousand
or more being at the field. The output then of
black opal was from 30,000 to 40,000 per annum.
The black opal is confined within very small

limits and the supply has gradually lessened, until
during the last nine months the output has been al-
most nil.
The Australian opal production of all descrip-

tions is now seventy-five per cent less than has been
known at any other time during the last twenty
years, and black opal in particular has temporarily
ceased to be produced. It is hoped, however, that
new exploration work will result in fresh finds.

4



2178
X000-0 000000 00000000000004D 00000000 00.0000000004) 000000000000 000.0 0000 00000•000000 0004D 004)0 0000 011%00 0000004),

LARGEST PLATING WORKS IN COUNTRY
And We are Still Growing

A SURE PROOF THAT OUR WORK AND OUR PRICES SATISFY OUR CUSTOMERS

WITHOUT having first ob-
tained the confidence

of our customers, we could
never have built up our busi-
ness to its present proportions.
To-day we have the largest
and best equipped room in
the country. Yet present in-
dications are that we shall
soon have to further increase
our floor space. We try al-
ways to give our customers—

Prompt Service
Finest Workmanship
Lowest Prices

WE manufacture, repair

and replate everything

in jewelry for the retail jewelry

trade. Gold and Silver plating,

coloring, finishing and polish-

ing gold and silverware. Re-

pairing, replating and relining

mesh bags of any description

a specialty.

6

6

0

6
6

6

6

0
6
a
6

6
0

6
6

6

Our Work Will

Please You

A Section of The Jewelers Handy Shop

JOSEPH LANDSMAN, 51-53 Maiden Lane, NEW YORK
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We feel that it would be insulting the
intelligence of the trade to add even one
argument beyond the fact that the M. P.
SAFETY CATCH

ELECTRO-PLATERS.

JEWELRY COLORING
14-KARAT SHADING
IMITATION PLATINUM
OLD ENGLISH
ROMAN
GREEN
ROSE

ALSO
BRASS

.*. SILVER
COPPER PLATING
NICKEL PLATING

BRONZING AND OXIDIZING
GRINDING, POLISHING, LACQUERING

78 FRIENDSHIP ST. PROVIDENCE, R. I.

requires no assembling. A sample in
your hand will talk more forcibly to you
than we can, and you'll find it mighty
profitable conversation.

THE SAMPLE IS YOURS FOR THE ASKING

The Metal Products Corporation
Manufacturers of JEWEL SETTINGS, METAL
ORNAMENTS and JEWELRY COMPONENTS

Thurbers Avenue PROVIDENCE, R. I.
NEW YORK OFFICE, 611 BROADWAY, ROOM 605

BALL BEARING
(PATENTED)

After September 15th—write foi
our colored poster—size 22x14 in

Licensed Under Our U. S. Patents
DUBOIS WATCH CASE CO., Brooklyn, N. Y.
THE STAR WATCH CASE CO., Ludington, Mich.

Demand watch cases with the
Wachter Bow.

THE WACHTER MFG. CO.
HARTFORD, CONN.
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;itate and Federal Governments
to Co-operate in Good Roads Movement

:otable Progress Made in Recent Years—Much Yet to Be Accomplished—Appro-
priations for Improvement a Profitable Investment

For many years in–these–columns we
ave endeavored to convey to our readers

1ie vast importance of good roads to the
3tail interest of the country. Meanwhile
ood road reform has made material pro-
ress and the people generally now fully
ppreciate the immeasurable value of

I ighways of modern improved construc-
tion. Many of the states have made
I tberal appropriations for the improvement
f the roads within their borders, and the

effort is now being made to enlist federal
participation in the gigantic task. All the
people, whether their life work is agricul-
ture, merchandising, manufacturing, dis-
t ribution, or mere pleasure-seeking should,
without exception, work harmoniously in
the interest of good highways. That this
I oint has now almost been reached we are
assured by Logan Waller Page, Director
of the Office of Public Roads of the
United States Department of Agriculture,
who writes as follows in the current issue
of the World's Work:

The enthusiasm for good roads is now
widespread among all classes of society.
The farmer knows that they will decrease
his cost of transportation, increase the
value of his farm, and add much to the
comfort and convenience of his home. His
wife and family can reach the church, the
school, and their neighbors at all times,
and in consequence will be content to re-
main on the farm. The resident of the
,ity realizes that improved roads will give
nm a better and more uniform supply of
arm products, open up to him a formerly
elosed pleasure ground, and will lead to a
loser relation between town and farm and
o greater business activity everywhere.
n short, the whole country is awake.

National Aid Not the Solution

The feverish desire, however, of nearly
!very one to obtain the roads by national
tid shows a lack of careful consideration
)f the probable consequences. The clamor
irises partly because certain of our states
Ind many of our counties have borrowed
arge sums of money on long term bonds
or the construction of roads, without
rovision for their maintenance. In other
words they have built roads on bond issues
from thirty to fifty years' duration, only

,o allow them to fall into disuse from neg-
lect at the end of four or five years. Such
I course is obviously unfair to future gener-
Itions, who must help to pay for these
roads without receiving any benefit from
them. Moreover, most counties in all the
states have the road supervisor system,
which places the care of the road and the
expenditure of road funds in the hands of

unskilled men, who are selected every year
or two solely for their political affiliations.
Such conditions, of course, discourage the
local construction of roads, but the tax-
payer has nevertheless no right to try to
shift the burden of expense to the national
revenue. If he would but realize that
this revenue is annually only about
$600,000,000, that merely to sprinkle with
water our 2,250,000 miles of road for one
summer season would cost approximately
$178,000,000, that to construct this mile-
age properly would require at least
$22,500,000,000, and that to maintain
these roads after construction would cost
about $1,125,000,000 yearly—it would
then be evident to him that any distribu-
tion of Federal funds among the states for
road work would necessarily be inade-
quate unless the government resorts to new
sources of revenue. Before experimenting
with Federal aid in any form, it would be
wiser to reform and modernize our pre-
sent state, county, and township systems.
We have approximately 2,250,000 miles
of public roads, more than 90 per cent
of which are nothing more than ways,
unsurfaced, bad at all times, and dur-
ing certain portions of the year impas-
sable. On this great mileage, we are
expending, during the present year, from
state and county appropriations, from
statute labor, and from bond issues,
about $150,000,000—little more than the
United Kingdom is expending to keep in
repair its 150,000 miles of well constructed
road. Of this sum, New York state
will spend more than $20,000,000 this
year, and Pennsylvania about $4,000,000.
California has $18,000,000 available. New
York, Pennsylvania, and Ohio, are each
contemplating bond issues of $50,000,000,
and Colorado and Maine will probably
issue bonds for $10,000,000 and $2,000,000,
respectively.

Our Follies in Road Management

Experience has shown that money spent
under state auspices has produced far
better results and that roads have been
much better maintained than under the
county or township system. The state
work, however, has been very much
hampered by its connections with politics.
On account of the general change in the
political situation two years ago, the
highway departments of the following
states were interfered with: Maine, New
Hampshire, Massachusetts, Rhode Island,
Connecticut, New York, New Jersey,
Pennsylvania, Maryland, West Virginia,
Ohio, and Washington. We may not
hope that state road building can progress
very satisfactorily until the work is re-
moved from politics and apportioned
according to the merit system.
In the counties and townships, the

system is even worse. It consists in the

appointment, every year or two, of about
140,000 petty officials without knowledge
and without experience. The qualification
for the appointment to the position of
road supervisor is almost entirely political.
The position is not sought after by com-
petent men because so little compensation
goes with it. This method of administra-
tion was introduced during the reign of
Queen Elizabeth, but was abolished by
Cromwell. We, however, have maintained
it ever since throughout the greater por-
tion of the country, with the result that
not a county in the United States has
obtained a good road system under this
obsolete plan.
In most of the western states the county

road supervisor is supplemented by the
township road supervisor, a complication
that leads to further distribution of author-
ity and consequently to endless confusion.
It can readily be seen that, with this great
number of officials, changing every few
years and working when, where, and how
they please, no adequate road system of
any kind can be evolved. The New Eng-
land township system, which consists cf
three " selectmen," elected annually for
each town, works satisfactorily in thickly
populated and wealthy communities,
where almost a municipal government
exists, but in the more sparsely settled
sections it has no advantages over the
county system. If, instead of employing
this vast army of incompetent officials, one
or more counties or townships would secure
an experienced highway engineer and
would allow him to select his own laborers,
a great transformation would take place in
the condition of our highways.

The Hope of the Highways

This is briefly the situation in which we
find our road management today: The
state highway departments, with skilled
engineers, using in the main the best
materials and methods of construction,
are building roads that are unsurpassed in
the world. They are gradually bringing
about systematic methods of maintenance;
indeed, more investigative work with new
materials and methods is being carried
on by the state highway departments in
the United States than is being done in
other countries. It is to these depart-
ments, therefore, that we must look for
real progress, and the scope of their work
should be enlarged and their appropria-
tions should be increased. All important
highways should be placed under the juris-
diction of the state departments, for
otherwise they are not likely to be im-
proved, certainly not in a uniform manner.
We can never look for any general better-
ment in our county and township ad-
ministration until the work is placed
under one responsible administrative head.

The Patrol System of Maintenance

The actual difficulties of building and
construction also are very serious. The
old broken stone and gravel roads, suited
to horse-drawn traffic, rapidly disinte-
grate under swiftly moving motor traffic.
The dust, worn from stone and gravel by

(Continued on page 2181)
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itate and Federal Governments to
Co-operate in Good Roads Movement

(Continued from page 2179)

horse vehicles (so essential for binding
the surface), is violently thrown into the
air by the propelling thrust of the driving
wheels of motor vehicles and is carried
away by the wind. The soft pneumatic
tire wears off no dust from the stones of
the road-bed to take the place of that
which is produced by horse traffic, and in
consequence the road surface loosens and
disintegrates. To meet this situation,
highway engineers throughout the world
are experimenting with every known
binding material. Of these there are
already in use: stone blocks, wood blocks,
vitrified brick, sheet asphalt, portland
cement, concrete, macadam cemented with
asphalt, oil asphalt, the various residual
oils, coal tar, water gas tar, waste sulphite
liquor from the paper pulp mills, molasses
and lime, and numerous other combina-
tions. Although most of these materials
are serviceable, their expensiveness either
entirely precludes their use on country
highways, or greatly adds to the cost of
construction.

Maintenance of the Roads

More important than the actual cost
of building roads is a provision for their
continuous maintenance. In Europe, a
road once built is kept in a constant state
of perfection. In our country, however,
it is rarely touched after it is built. This
neglect with us is not due to any lack of
knowledge—in our engineers, but to the
ignorance of the public, which prompts
them to limit their appropriations to con-
struction only. If we would only adopt
a patrol system such as France has, by
which every five or six miles of road is
under the care of one man who is held
responsible for its condition at all times,
probably not more than 20 per cent of our
roads would require actual construction.
We should, therefore, begin our re-

form with maintenance, and resort to
construction only when investigation
shows that a harder surface is necessary.
We can never hope to have all our roads
surfaced with hard materials; such a step
would not only require more money than
we can afford to spend, but would be un-
necessary. For about 20 per cent of the
roads of any district carry about 90 per
cent of the traffic. If then we could
construct the 20 per cent of important
roads as rapidly as funds would permit,
and maintain all roads by the patrol
system, every requirement would be met.
And this is not a fanciful idea. There are
few counties in this country where the
patrol system of maintenance could not
be adopted at the present annual ex-
penditure and give vastly better results.
The Office of Public Roads of the United
States Department of Agriculture is will-
ing at all times to demonstrate this fact
to any reasonable number of counties for
the asking.

The Money Value of Good Roads

It is rather difficult to demonstrate in
dollars and cents just how valuable im-
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proved roads are to a community. The
United States Office of Public Roads is
just now engaged in studying a number of
counties where the roads are undergoing
improvement, with a prospect of obtain-
ing soon some interesting figures. For the
present, however, a few general illustra-
tions must suffice. Prior to 1890, the
value of agricultural lands in Massachu-
setts was steadily decreasing. In 1900,
Massachusetts led all the states in the
percentage of increase in land values; the
gain began about the time that state
aid in road construction became effec-
tive.
The rate of increase in this interval has

been estimated at from $2 to $10 per acre,
but numerous examples could be shown
of far greater rises occurring. Take the
typically northern state of Ohio for illus-
tration: Forty-five agricultural counties
have more than 10 per cent of the roads
improved, and sixteen counties have less
than 10 per cent of the roads improved.
The average value of land in the forty-five
counties is $65.79 per acre, whereas in the
sixteen counties the average value per acre
is $45.50-35 per cent cheaper than in
the counties with good roads. In the
typically southern state of North Caro-
lina, seventeen counties have more than
10 per cent of the roads improved, and
seventy-four have less than 10 per cent
improved. The average value in the
seventeen counties is $15.62 per acre, and
in the seventy-four counties it is $10.57 per
acre. This means nearly 50 per cent in-
crease caused by the good roads.

Educating the Public

Nothing speaks better for a community,
or draws people to it more irresistibly,
than well kept roadsides and attractive
home surroundings. These things prob-
ably enhance the value of property as
much as the excellence of the road
itself.
This work of beautification can rarely be

done with public funds, and it rightly
belongs to abutting property owners.
It is a task that should interest all self-
respecting and public-spirited citizens
particularly the women, who could be of
great service in this way.
What is being done to bring before the

public the reforms so necessary to give us
a better road system? Until November,
1910, nothing had been done. There had
never been in this country a national
organization having for its sole object the
betterment of the public highways. There
have been organizations for dealing with
the technical side of the subject—the
American Automobile Association has
done much good work, there are some good
state associatious, and there is a so-called
"national organization," run for the profit
of individuals. Not, however, until the
formation, in 1910, of the American As-
sociation for Highway Improvement, was
the long felt need of a truly national
association satisfied. In the councils of
this organization are the foremost en-
gineers of the country, railroad presi-
dents, editors, professional and busi-
ness men.

The Retailer and the Manufacturer

In the course of a thoughtful and
interesting speech recently made by C. B.
Hamilton, advertising manager of the
Berkey & Gay Company, on the effect of
advertising in the relations between manu-
facturers and retailers, he said:

"Now suppose we look at the manu-
facturer's side. In the old days he was
practically unknown except to the retailer.
Today the manufacturer is rapidly becom-
ing known and the retailer is less a factor
in determining what shall be sold. Ad-
vertising is responsible for the change.
"If you had noticed, as I have, the

developments in business that aim at
national distribution—if you had seen the
constant speeding up of sales forces with
salesmen trained as never before, the
economies in management, the scientific
elimination of waste in every department,
you would realize that it was inevitable
that the manufacturer should go further
than simply press the retailer to buy more
goods. The manufacturer was logically
obliged to go to the consumer and, by
modern constructive advertising, stimu-
late and increase demand. Today the
manufacturer approaches the retailer with
a created consumer demand for his goods.
This does not add to the independence of
the retailer, but, on the whole, he has
gained by the change. He has seen big
business succeed on a smaller percentage
of profit by increasing the volume. He
has been instructed by experts in better
methods of display. The manufacturer
has made 'Mrs. Smith' dissatisfied with
her present furniture, though good enough
for many years, from the utility stand-
point, and brought her to the furniture
store with a desire for something more
up-to-date and in style and more in keep-
ing with the architecture of the home.
"Everywhere you turn the manufac-

turer has made the consumer spend his
money, and on every sale the retailer has
made a legitimate profit.
" If I have made my point, the relations

between the manufacturer and the retailer
should be friendly. There is an oppor-
tunity for working together in a profitable
way. I refer to the 'good will' that exists
in every community for certain articles.
There's Dunlap Hat good will, and Hart,
Schaffner & Marx good will in every city
in this country. A retail dealer can annex
this to his own store by proper publicity,
and he doesn't need to make his own
individuality secondary to the manu-
facturers to do it.
"But the manufacturer must play fair.

He cannot expect the retailer to grow en-
thusiastic over pushing his goods where the
retail price is established and the margin
of profit is not sufficient to pay expenses.
The manufacturer must allow the retailer
to make a profit that more than covers
expenses and still leaves something for the
right side of the ledger.
" Proper relations between manufac-

turer and retailer are all laying a founda-
tion for the growth of business beyond
our best hopes and which will insure the
survival of those entitled to survive."
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Advertising and Advertising

The Value of the Merchant Injecting His Per-

sonality into His Advertisements

In the fruit and vegetable season, the
frugal housewife debates whether to can
and preserve her own fruits and vegetables
or to depend on the grocer for her supplies.
If she submits the question to the family
the verdict always favors home canning.
There is that "back to childhood days"
flavor in mother's jam and preserves that
is lacking in the ready-to-use grocery
store brand.

Without any great stretch of imagina-
tion this same argument may be applied
to advertising.

There are also two kinds of advertising
—the home grown kind, and the canned or
so-much-per-yard variety. We believe
there is even more difference between these
two kinds of advertising than there is
between mother's and the grocer's jam.
Home-made jam always tickles the palate
in a most pleasing way. In like manner,
home-grown advertising is the most effec-
tive in loosening the public's purse strings.
In its final analysis no one seems to

know just what advertising is. There
are about as many different opinions as
there are so-called advertising experts.
That advertising of the right sort pays,
few, if any, wise merchants question.
Advertising, therefore, becomes a matter
of methods. As the concensus of opinion
seems to favor newspaper advertising we
will confine ourselves to a discussion of
that method.

The most neglectful advertiser is the
one who would profit most by this service,
viz., the retail merchant in the smaller
cities and towns. There are few mer-
chants, even among the smaller ones, but
who are kindly disposed toward this
method of increasing business. Mer-
chants when asked why they do not ad-
vertise, invariably give as a reason their
inability to write good advertisements.
The best merchants are those who can
and do inject their personality into their
business methods. We like to believe that
newspaper advertising is the expression of
business sense in type. If a merchant with
$300 to $500 to spend annually on adver-
tising were to consult with ten advertising
experts, he would get ten opinions as to
the best way to use this money. We do
not believe the small advertiser should
have any use for expert service. We
believe he has still less use for canned or
ready-to-use advertisements.

Advertising will not fit New York,
Georgia and California equally well.
Again, this sort of advertising copy is stiff
and formal. It somehow lacks that human
touch so noticeable in "Bill Smith's"
self-written appeals to reason.
The average consumer is not so much

interested in the beautiful language used
in an advertisement as he is in knowing
what "Bill Smith" has to sell and "Bill's"
reasons for thinking the public ought to
buy the article advertised at his store.
The buying public are acquainted with
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"Bill," they are familiar with his manner-
isms and mode of expression, and when
expressed in an advertisement they are
accepted as a personal invitation from
"Bill" to visit his store. Personal invi-
tations are always appreciated. No one
but " Bill " himself can inject his person-
ality into his advertisements.
The consumer is just as much interested

in the " why " of merchandise as he is in
the price. There must always be a reason
why he should purchase, other than the
price. A good advertisement always com-
bines a "reason why" with the price.
Mail order catalogues furnish a concrete
example of the value of this combination
in advertising.—Hardware Reporter.

Immortalizing the
Memories of '47

"The Silver Standard" Furnishes a New Budget
of Happenings in the Birth Year of the Silver-
plated Ware Industry

"The Silver Standard " is a unique form
of advertising, issued by the International
Silver Company, containing, in addition
to information in regard to the company's
products, a compilation of interesting
happenings in the year of 1847, made
memorable by the birth of the silver-
plated ware industry. This little publica-
tion has, in truth, immortalized in a
special sense this particular year, which
in consequence seems to have had more
than its share of the great events of the
past century. Some of the events chron-
icled in the latest issue shows the
progress that has been made since the
year the Rogers Brothers made their
famous discovery, while other items reveal
contrivances on which the present shows
little improvement. We are told for
instance that at a Boston exhibition that
year there was on display an ingenious
umbrella handle. "In the head is a small
key, which fits a spring in the handle.
The head is small and screws on, and by
a turn or two can be taken off and con-
veyed to the pocket. By the act of un-
screwing the head the umbrella is locked
so that it cannot be used by the unauthor-
ized appropriator."

This invention would appeal most
favorably to the umbrella owners of our
own time, as would also another invention
in the shape of a rotary heel to be applied
to boots and shoes so that when run down
on one side by uneven treading the heel
can be twisted around, thus producing a
more even surface and easier locomotion
for the wearer. There are few of us who
would not at some period or other have
been convenienced by this rotary heel.
We are told that in May, 1847, a three

masted schooner loaded with 18,000 bush-
els of wheat sailed from Chicago direct for
Liverpool, this being the first clearance
ever made from the inland waters of the
Great Lakes for a European port, an
event in truth well worth recording. But
most remarkable of all, the country had
in that year only 3,500 miles of railroad,
while the latest issue of "Poor's Manual"

credits the United States to-day with
nearly 250,000 miles.

It would appear that the wonderful
processes in use in the pork packing in-
dustry had reacted an advanced stage of
perfection in that year. " It is quite a
sight, visiting some of the stupendous
curing establishments of St. Louis, to
observe the gigantic scale on which they
are carried on, and the new and curious
contrivances employed in the process by
which a pig is killed, scalded, cut up, and
reposing in salt, in the twinkling of an
eye, so that the echoes of his last grunt
have not well died away ere he is trans-
muted to bacon."
The cooling office fan of our own time

finds its prototype in 1847 in a contrivance
used by a Boston photographer, who placed
in a corner of his studio "a fan made on
the principle of the wind-mill," which
being set in rapid motion by the steam
engine used in the preparation of his plates
gives a current of air equal to a strong
nor'easter. In February, 1847, was an-
nounced the completion of a cut glass
candelabra manufactured at Birmingham,
England, which seems to have been of
dimensions not since exceeded. The
description states: "It is seventeen feet
six inches in height, and stands on a
crystal vase upwards of three feet in
diameter. It realizes the idea of an eastern
dream, and looks like a tall palm of an
oriental tale converted into crystal by
the wand of a magician. Though appar-
ently one entire whole, it consists of
upwards of 500 pieces; yet the minutest
scrutiny fails to detect a single metallic
fixing in the whole candelabra. The
shaft supports 24 arms,-16 in the lower
tier, and 8 in the uppermost."
An interesting invention of that year

which seems to have died a natural death,
was known as a "revolver shirt." This
garment had nothing to do with firearms,
but was so made that by turning a little
to the right and to the left, it displayed
in succession, first, a colored front, second
a plain front, third, a dress front, and
,fourth, a dishabille front, thus combining
four shirts in one. In that year also was
exhibited a novelty at an agricultural
affair in England which created great
curiosity. This novelty was the cooking
of beef by means of gas, which appears
to have been the first time in the annals
of cookery that gas was used for this
purpose.
That the merchants of the time were

well posted on trade schemes we infer
from the announcement that "New York
shopkeepers hire fashionably dressed
young ladies to walk in and out of their
stores once every ten or fifteen minutes
during the day, thus attracting attention
and customers."
An important announcement of May,

1847, is the following: "New York and
St. Louis are now within gossiping dis-
tance, the telegraph between these two
cities having just been opened.

These are but a few of the interesting
paragraphs which the reader will meet
with in the latest issue of this quaint
historic-advertisiug publication.

a
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Cuts suggestive of the goods themselves are
the best advertising illustrations. Universal
experience has proved this. A watch cut will
catch the eye of the person who needs a
watch, and it is so with other lines.
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"Bucking Against Fate"

A True Story With a Consoling Moral—An Every-day Incident Logically Analyzed
and Entertainingly Told by a Philosophic Member of the Trade

It is often that jewelers invade the domain of
literature, although the immortal Cellini estab-
lished a precedent which affords ample justification.
Occasionally, however, a member of the trade takes
his pen in hand to good purpose. The following
veracious tale by a southern jeweler has a special
interest for the jewelry brethren of the author:

PART I

There are very few persons entirely free from
the taint of superstition, and I had flattered my-
self of being one of these fortunate "exceptions
to this general rule," when a strange adventure
dispelled the illusion.
It came about in this way. I had heard that

the Jews entertain a queer superstition concerning
the first person who enter; their store on Monday
mornings. If it is a comely girl or a young woman
who leaves some of her "skekels" at their place of
business it augurs a splendid trade for the_whole
week. If it is a person of ordinary appearance who
leaves but an insignificant amount of the precious
"root of all evil" with them, they look for an average
week's trade, but if an old and decrepit individual
first crosses their threshold they feel as though
they might as well shut up shop and go fishing.
Now I got to pondering over this strange no-

tion until my curiosity was aroused to a sufficient
extent to see whether there was anything in it or
not. So whenever Monday morning came around
I would make a note of the appearance or "char-
acter" of the first individual who entered, and
whether he, she or it left some of his, her or its
"lucre" at my place of business where I was at that
time carrying on a jewelry trade on quite a large
scale. Then at the end of the week I would see
whether the receipts tallied with the prognostifica-
tion. Singularly enough, the results seemed to
verify it. But this I explained on the ground that
implicit faith in this superstition would be, very
naturally, instrumental in producing the expected
results. Thus, a good augury would necessarily
have such an exhilarating effect upon the trades-
man's spirits that he would be "all smiles" to the
next customers who entered, which would greatly
enhance his selling qualities, and his "good nature"
would be communicated to his clerks with the
same results. If the personality of the first cus-
tomer denotes an average week's trade, his and
his clerks' spirits would be correspondingly de-
pressed, with the result that their customers
are not particularly "charmed" to trade with
them, hence only an average week's trade may
be expected. But if an antiquated and forlorn
looking individual first enters, the outlook appears
so gloomy to the tradesmen that they don't half
try to please their customers, with the result that
their week's trade is reduced to a minimum.

Well, after I had thus made my observations
for several weeks, and acted upon them from
sheer curiosity, I decided to pay no further at-
tention to a foolish notion, the results of which
could be explained on perfectly rational grounds.
But, alas, I "had reckoned without the host."
The superstition had taken such firm root in my
mind that I coul not rid myself of it—try as I
might. Like Banquo's ghost, "it would not
down." Whenever Monday morning was ushered
in I looked with fear and trembling upon the
first person who entered, lest it be some one whose
personal appearance might augur the ruination
of my whole week's trade. Sunday's I would
wrestle with the demon superstition the whole
live-long day, hoping to exercise him with logic
and reason galore, so that the next day might find
me forever free from the incubus under which my
mind was laboring. But it was "no go"—the
harder I tried to free myself from this demon the
firmer became his grasp on me.

This, then, was the state of my mind when the
"shocking" (?) events I am about to relate, trans-
pired.
On this fateful Monday, then, imagine my con-

sternation, if you can, when, on opening the

store, in rushed a female of most hideous aspect.
With her only eye ominously blinking at me (in
the place of the other one appeared a vacuum)
she rattled off such an incoherent gibberish about
wanting to get a cross mended but for this
emblem of Christianity I would have taken her
for the devil's own grandmother) that it fairly
made my head swim. First entering into the
minutest details of how it got broken, she com-
menced to relate how it had been a priceless
heirloom in her family for generations. Then
she switched off into telling me her whole family
history, and not satisfied with this, she told me
the whole rigmarole over again "with variations,"
until I could stand it no longer, but rushed out
of the back door calling for the police, verily
believing that my first customer of that week was
an escaped lunatic.

PART II

After I had recovered my mental equipoise
somewhat I ventured back into the store to
reconnoiter to see if the coast was clear. It was.
The destroyer of my whole week's trade (ac-
cording to Hebrew tradition) and of my conse-
quent peace and happiness had departed,leaving her
cross on the showcase for repairs. I was "master
of the situation"—at least for the time being.

It is said that "coming events cast their shadows
before," hence no wonder that in my sadly per-
turbed state of mind I should see in the great
event of that morning a shadow that might re-
sult in some calamity before the week was out.
In fact I was on the "tip-toe of expectation" that
whole Monday for some catastrophe that might
befall me at any moment. But trade kept me on
in the even tenor of its way until about 7 o'clock
in the evening, after my clerks and apprentice
had departed, leaving me alone, when a rather
rough looking stranger entered who asked me if
I could clean his watch in time for the 8.30 train.
I told him I could if nothing untoward happened.
So I straightaway went to work, the owner
leaving, saying he would be back at the appointed
time. Now whether from nervousness caused
by the incident of the morning and its lugubrious
augury, or some inattention to my work, I dropped
the escape wheel, one of the most delicate parts of
the watch.
Now, the first thing a jeweler generally does

in such cases is to place his feet on the rounds
of his stool to keep from stepping on the article,
and with a whisk broom kept handy for that
purpose he proceeds to sweep everything that
lays around him on the floor into a little pile
wherein the article is generally found. While in
this position he dares neither to put a foot on
the floor nor allow any one to approach him;
nor is he over anxious for customers about that
time. In fact, he wants to be left "severely alone"
until the lost piece is found.
While I was in this predicament, with my feet

squatted on the rounds of the stool, in anything
but a graceful or romantic attitude, with no part
of the floor brushed up yet, whereon I could
stand with safety, who should rush in with the
impetuosity of a cyclone or tornado but the
one-eyed beldame of the morning demanding her
cross right off, as her folks were waiting for her
in the wagon ready to start for home. Here I
was in a nice dilemma, as I could not see the
cross anywhere within my reach, and to get off
my stool to hunt for it dared not, owing to that
unlucky escape wheel which I might smash into
smithereens.
Then all at once the situation flashed upon

me in all its horrors. The prognostifi cation of the
morning was about to be fulfilled in the first
calamity of the week, with many more to follow
—perhaps. A superstitious fear seized me and
paralyzed all my energies. Until that moment
nothing had occurred to disturb the serenity of
the day, and I had already began to breathe
easier, fondly hoping that the first day of the
week at least would pass without an incident de-
noting the fulfilment of the evil augury. But
now inexorable fate seemed to have decreed other-
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wise, for here I was, perched on my stool, with
no alternative but to either crush that wheel in
my search for the cross or to incur the wrath
of that irascible virago for not handing it to her.
And then—oh horror! if I should damage the

wheel of a watch which must be in tip-top run-
ning order within less than an hour now, this
awful verification of a superstition I had been
vainly combating for months would make me a
hapless slave to it for the rest of my life!

All this passed through my mind in an instant.
Words are utterly inadequate to portray the state
of my feelings, while not daring to stir from
my seat lest I bring on the catastrophe I stood
in dread of. I felt like one between two fires—
nay, conflagrations. On one side I felt inexorable
fate grinning at me with fiendish glee at my
helpless "posish" and discomfiture, and on the
other hand I saw the termagent of the morning,
who was beginning to explode with wrath for my
seeming inattention to her wants, for she now
began to threaten me with all manner of dire
consequences if I did not "fork over her cross
right away quick."
Of these two evils, then, I had to choose the

least, but both being of about the same magni-
tude, I decided not to choose either, but to hold
the fort where fate had placed me at all hazards,
let the consequences be what they may.
"This is the time that tries men's souls," I said

to myself, but before I try my soles on that wheel
I'll squat on this stool all night, for how can I
deliver that watch minus one of its most essential
parts? So with almost superhuman efforts I
maintained my imperturbable position despite the
flood of billingsgate that irate female now began
to pour over my devoted head to see if she
couldn't make me vacate my perch. But nary
an inch did she make me budge since I saw in
her explosions of wrath nothing but inexorable
fate beckoning me and that wheel on to destruc-
tion. So, like Grant I decided to "fight it out
on that line if it takes all" —night.
Thus while the beldame was belaboring me

with her tongue for all it was worth—and its
capacities were certainly phenomenal, as I had
already discovered that morning—I remained as
indifferent to her onslaughts as I would to a
political harangue. She had now got to that
pitch where I did not dare resume looking for
that wheel lest her fury would overleap all
bounds. Fortunately I was out of her reach,
being safely barricaded behind a strong railing
abutting on a long line of counters and show cases.

While she was thus tongue-lashing me this
is what I said to myself (for life had too many
charms for me yet to utter it out loud): "See
here, old lady (or poor excuse for one, rather),
I won't smash that wheel for your ten-cent job
—bet your life on that! I am now engaged in a
desperate struggle with that bugaboo "fate," and
all depends upon my nerve as to who will come
out ahead in this fearful struggle. If I should
yield to your impetuous objurations and anything.
but gentle pleadings to look for your charm (her
"charms" were most conspicuous by their ab-
sence) and step on that unfortunate wheel, my
fate would be sealed—nevermore would my soul
be free from the bondage of superstition. I
shall, therefore, keep on bucking against the hor-
rible, monster, "Fate," until either he, it, or I
will be placed hors du combat. Neither at your
nor at "its" behest shall I relinquish my position
and you may "put this in your pipe and smoke it."

PART III.

But while the now fairly enraged virago born-
barded me with redhot shell from her well-
stocked arsenal of billingsgate, to which I sub-
mitted with a meekness worthy of a better cause.
I consoled myself with the thought that her prin-
cipal stock in trade would soon be exhausted
and then she'd have to rest to recover her "wind"
In this I was not disappointed. Finding that her
ravings had no more effect on me than a "pup
barking at the moon," she decided after a brief
pause to try the last resort of feminity—tears,
though they might have been of a crocodile char -
acter. Be this as it may, I heaved a great sigh
of relief at this change in her tactics, for I felt as if
Fate had granted me a new lease of life, being
satisfied that if I had ever got within her reach my
fate would have been sealed in short order.

(Continued on page 2187)
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Patent UR "Uniset" Pearl Combination Rings
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" Bucking Against Fate"

THE

(Continued from page 2186)

Yet while she was spasmodically touching her
litary optic with what at one time might have
en a handkerchief, I was wondering whether
,p was really able to extract some of the
chrymose liquid from her withered anatomy.

'I hese movements were evidently intended to
.ouse responsive chords in my innermost heart-
rings and make them vibrate in unison with
n. outraged feelings, but nary a sympathetic
ne did they elicit. My heart had become totally

(Rtadened, calloused, to all human sentiment dur-
ing my struggles with the monster—Fate.
Her entreaties to hand her the charm so she

could go on her way rejoicing—but which I in
my superstitious fear interpreted as a beckoning
of the monster to lead me to certain destruction
(of my peace of mind)—assumed something like
this form. First, she begged me to put myself
Ill her place—of which I inwardly beged to be
excused. Then, that she was many, many miles
from home—probably somewhere near uncom-
fortably warm regions. That her folks would
probably leave without her--for which I wouldn't
blame them. That she would then be left to the
tender mercies of a cold, cruel world—being used
to a hotter climate perhaps. That she hadn't
two bits left to pay for a night's lodging—doubted
if she could get one at any price; not to say any-
thing about breakfast—wondered if they eat down
there.
Such heartrending appeals would almost melt

a heart of stone, but the demon, inexorable Fate,
had transmogrified mine into adamant, or the
next thing to it, so that her pleadings proved as
ineffectual in making me "get a hustle on myself"
as her invective had been. But seeing her in a
more complacent mood, I made a move to look
for that wheel, which so exasperated her that I
verily believed she intended to make an angel
of me before I was prepared for the metamor-
phosis.
At this juncture, my star which had fallen

clear out of sight, seemed to rise again, for she
suddenly beheld on the bench, in a little box, her
cross, which I thought I had placed with other
completed jobs in a drawer quite out of my
reach. Handing it to her with a sigh of relief
no pen can describe, I fancied that all my troubles
for that day were over, and that I could yet
find that wheel in time for its owner to take this
train, when instead of a dime she handed me
a quarter, "all the money she had in the world"
—and I, not a cent of change in my pockets!
So my star had barely risen before it dropped

clear out of sight again, for I could not get to
the cash register without danger of crushing
that unlucky wheel. What was to be done in
this new dilemma? Tell her to take her cross,
quarter and all and betake herself to the regions
from whence she had evidently emerged? No!
No! a thousand times NO! Never would I
"plead the baby act" by making such a concession
to the demon of superstition. I would show
the world that he or it is an unmitigated fraud.
I had defied it to its worst and was willing to

abide the consequences to see who came out
victorious. But to get off my perch and perhaps
crush that escape(d) wheel would be contrary
to all sense and reason—contrary to all estab-
lished rules and precedents, and was I not now
engaged in a fearful struggle to determine whether
reason or superstition would prevail? So I resolved
that my female tormentor might wait for her
change till doomsday for all I cared to the contrary.
If reason got vanquished in the struggle, which had
now assumed the magnitude of a test case, would
I not be an abject slave to superstition for the
whole remainder of my life?
And yet, something must be done in this

emergency, for the beldame began to exhibit an-
other revulsion of feeling which promised any-
thing but happy results. If I didn't give her her
change instanter she would call for the police
to make me come to terms. As this was more
than I had bargained for I must needs make
some kind of a move to get myself out of the
threat en ed scrape.
A brilliant idea then suddenly illumined the Egyp-

ha darkness of my mental horizon—an idea, alas,
which must have been inspired by the enemy of
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man, but not being gifted with supernormal fore-
sight, I failed to see the snare that was laid for
me. This was nothing more nor less than to
raise myself with one foot resting on a rung of
the stool, and with the other make a long step
towards the money drawer to get the change
without endangering the wheel. Then all my
troubles would be over, the demon of supersti-
tion would be routed and "made to hunt his hole
and pull it in after him." Glorious idea! Happy
thought!

Slowly and carefully, then, I raised myself on
a rung, and was already congratulating myself
on having outwitted that inexorable monster,
Fate, when — — Crash ! ! ! went the rotten
rung from under me, and down I went like a thous-
and of bricks, measuring my full length on the
floor, while that old one-eyed beauty almost split
her sides a-laughing at my sudden discomfiture.

PART IV
There's fate for you with a vengeance! No

use bucking any longer, I thought, as I picked
myself up, glad that no bones were broken and
that I was not disfigured for life. "Where there's
life there's hope" I handed the one whom I
held responsible for all my troubles her change,
and wishing her a speedy return from whence
she came, saw her no more.
And then—oh with what dire forebodings did

I commence the search for that wheel, or rather,
for its mangled remains, for that it was crushed
beyond all semblance to its former self I had
not a particle of doubt. What chance was there
that the escaped wheel which had escaped me
could have escaped the irrevocable fate with
which I had been wrestling? Not one in a thou-
sand, and I was not sanguine enough to enter-
tain this one chance for one moment. How
could it possibly have passed through that terrible
ordeal and come out whole? Thus I reasoned
while I continued the reach, for satisfy myself
of its condition I must, if only "to make assur-
ance doubly sure."

While I was thus engaged in came the owner
of the watch to see how I was getting along
with it. I told him that considering a fearful
encounter I had had with an imaginary monster
during his absence, in which I was knocked out
in several rounds, I was doing fairly well, as I
now felt at liberty to act as I saw fit in the premises,
etc.
To make a long matter short, I found the

wheel at last, or rather, what was left of it, but
in what shape? Can the reader depict to himself
the inexpressible sensations with which I con-
templated all that was left of the wheel of a
watch which had to regulate the sun, moon and
stars within the next fifteen minutes ? Can he
portray to himself the indescribable feelings
when its remains finally came within range of
my vision? Can he imagine the transports, nay
—delirium with which I found it to be, after
carefully examining it through my glass — — —
As sound as the day it came out of the hands of

its maker ! ! !
Hip! Hip! Hurrah! Hurrah! Hurrah! The

demon of superstition is routed—driven from
his lair! Inexorable fate is a humbug—a delusion
and a snare! The goddess of reason sits once more
snugly ensconced upon her throne!

But the sequel to this o'er true tale is not yet
told, and this happened to be the best part of it.
What appeared to be an unlucky accident to me,
was right the reverse to the owner of the watch,
since I did not get it together in time for him
to catch his train. And "thereby hangs another
tale." The 8.30 train had just pulled out when
he arrived at the depot. Anything fortunate in
that? To be sure, for he had not been in the
store five minutes to while away the time chat-
ting over that funny incident when the alarm
was given that "his" train had been wrecked a
few miles out, and that many passengers were
killed or wounded. The look of horror, mixed
with gratitude at the contemplation of the dread-
ful fate he had so narrowly escaped I shall never
forget. If he had got hold of that irascible female
then she would, no doubt, have received the
only real good squeeze she ever got in her life,
though "tastes are different," as the boy said when
he kissed the cow.
This was my first and last encounter with the

demon of superstition, who insinuates himself
wherever he finds a weak spot through which he
can enter and debauch one's intellect. If I had
reduced that wheel into fragments those who see
an immutable destiny in every trifling incident
would have taken that as evidence that there is
no use in trying to escape what fate has in store
for us. If such is the case, of what use is our
reason?
But it remains to be told that I had an ex-

ceptionally good trade during the whole re-
mainder of that week, despite its inauspicious
augury at the beginning, which (fine trade) was
probably owing to the high spirits I was in for
having freed myself from the incubus of super-
stition, and consequently was in the very best
trim for pleasing everybody who entered the store.
This is, indeed, the real "moral" of this o'er true
tale, from which all who are engaged in any kind
of trade or profession may profit.

Washington's Professional
Clock Winder

Man Who Keeps Senate and Supreme Court
Clocks in Order Winds 400 Every Week

A. Walter winds 400 clocks a week. A. Walter
has the contract to keep the timepieces of the
United States Senate and the Supreme Court in
perfect working order says the Washington, D. C.,
Correspondent of the Brooklyn Eagle. In addi-
tion, he performs the same services in the District
of Columbia court houses, the Bank of Washington
and in the homes of numerous and sundry mil-
lionaires in Washington and has the clock and
watch-winding art down to a T.
Many years ago Walter was born in Germany.

He apprenticed himself to a watch-maker, boarding
and clothing himself the while and paying the
watchmaker for the privilege of being taught.
He kept this up for three years until he had learned
all there was to know about the tick. Then he
came to Washington. For the past seven years
he has made the rounds of the Senate and Supreme
Court clocks twice a week. When the Senate
office building was completed it was added to his
route. He starts on his rounds armed with a bunch
of a hundred or so clock keys in one hand and an
equal number of cumbersome door keys in the
other. He keeps a close eye on each clock. The
minute it shows signs of any indisposition—a run-
down feeling, as it were—he takes it to his clock
hospital on F street, tones it up and puts it back
in shape.

Walter draws $40 a month for "winding and
regulating," and "extras" for trips to the "hospi-
tal." In addition, he has built up a nice little
practice among senators, supreme court justices,
secretaries, clerk and stenographers. He, more
than any other, keeps the wheels of Congress
moving on time. These semi-weekly trips to the
Capitol are made on Tuesdays and Fridays, al-
though when Congress is in session, he's there
looking at the clocks in the Senate chamber every
morning.
"The janitors are careless," he explains, "and

they wouldn't care if they knocked two or three
seconds off those clocks when they are dusting.
Then I'd get the blame."

This clock doctor draws from $1.50 to $6 a
month for keeping the timepieces of many million-
aires on the straight and narrow path.
"I don't care very much about this work for

wealthy people," says Walter, "They're too
finicky. Everything has got to bend to their con-
venience. They set definite hours for me to come
and then when I go there they've got company and
I have to make another trip. Then there's the
head butler and the chief housekeeper to reckon
with. They're generally more stuck up than their
masters and mistresses, and they cause you a lot
of trouble. One place I go there are a house-
keeper, six chambermaids and two lady's maids.
They all have clocks and I have to wind them.
Occasionally, I come across some wealthy person
who has good common sense. At one home, it
doesn't make any difference if they're having a
banquet; they tell me to come right in, wind the
clocks and go about my business. If they were all
like that, I wouldn't mind millionaires.
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Will you be one of 50
new customers who
will share in this lim-
ited unusual offer?

We do not know of any offer as

liberal as this having been made

the trade before!

I
N a discussion among members of the clock and
watch trade the conversation came round to the
subject of Cuckoo clocks, and one gentleman

expressed the opinion that if the retail clock and
watch dealers throughout the country could only
know of a reliable make of Cuckoo clocks, that were
accurate time keepers, guara,nteed, and whose parts
were interchangeable, there would be a big demand
for them among retailers, because the drift of senti-
ment among the public was distinctly in their favor
as unusually attractive and novel gifts for home,
office and club decoration and use. There has al-
ways been something fascinating to young and old
in a Cuckoo clock, and now that the imported clocks
with the warping, splitting and general short-
coming as satisfactory time-pieces have had their
day, the staunch well-made, domestic, fully
guaranteed, and artistically hand carved clock
would come into greater demand. But said he,
the retailers are very much afraid of handling
Cuckoo clocks, because most of them that have
been imported come from unknown sources, and if
something goes wrong with the "innards" it is of ten
an expensive or hopeless job to get them going again.
That he was right in his opinion is attested by

the fact that we are today selling more Cuckoo
clocks than ever before and in anticipation of the
coming demand we have been running our factory
quite steadily on the production of American Cuc-
koo clocks. We have secured pretty good distri-
bution for them, and have for years been known in
the trade as making good every claim we make for
those made by us, and now that there is such a de-
mand for them, we want to enlarge our distribution
and therefore have a special proposition to make to
the first 50 retailers who will get in touch with us
and with whom we do not now have any business
relations. Our proposition is one that has no string
attached to it, but is going to mean something very
gratifying to you if you will overcome your skep-
ticism and write us at once to send you full par-
ticulars. We are certain that as a retailer you are
naturally interested in anything that means dollars
to you and that will enable you to serve your
patrons well. Here then we offer you an opportu-
nity that is bound to interest you, and what is
more, will help you pile up the do.lars that you
may buy that six-cylinder ear you've been wanting
to get for the family. Will you be one of those
who will share in this limited and unusual offer?

American Cuckoo Clock Company, Inc

Look For
the

American
Cuckoo
Clock

label on
the clock

You protect yourself and your customer by
selling American Cuckoo Clocks, because you
can always renew any parts through us. They
are made by us in the U. S. A.

Manufacturers, Importers and Exporters
• Cuckoo Clocks and other Unusual Clocks

PHILADELPHIA Station R PENNSYLVANIA

ARTS AND CRAFTS

Case No. 90

Beautifully Quartered Oak; leaded glass
doors and sides; can also be had with

plain glass; silvered dial.
• 7 ft. 5 in. high. 24 in. wide. 15 in. deep.

Christmas is coming Are you
ready with the new things?

HALL CLOCKS WILL FIND READY SALE

EVERY WOMAN has an inborn desire for a Grandfather's Clock. In most
cases the prices for these ornate affairs are out of reach of the ordinary buyer.
The Arts and Crafts and Combination Mission Hall Clocks made by us supply

this demand, in fact when placed in your store they practically sell themselves.
Where a buying community is such that full cash cannot be secured, these

clocks have been found to be splendid for CLUB PLAN selling. If you have
been working such a plan, you will find these clocks a desirable addition to your
stock, because experience has shown that women are captivated by these articles
and readily buy them.

They have all of the impressive appearance of the old-fashioned Grandfather's
Clock. They are beautiful in their architectural design and finish, have the best of
materials in their make-up, and so well and carefully made that you can with every
confidence recommend them, and their moderate price puts them in reach of
most any family.

Success in selling is not always a matter of clever salesmanship, but rather
is due to having the things that by their merit and worth make a silent sales
appeal that is bound to find response.

-gm Arts and Crafts Clocks
Modern home embellishment calls for

just such a clock, and the line of which
the illustration shown is a sample has
proven popular wherever placed on sale.
Their general effect is Mission, the sides
being enclosed with either plain or
beveled glass, leaded. They can be
furnished with either an eight-day chain
movement, hour and half-hour strike on
a Cathedral Gong, or with a fine im-
ported movement that strikes West-
minster Chimes each quarter hour on
harmoniously toned rods.

Mission Combination Hall Clocks
Absolutely unique. Nothing like them

on the market. Examine the illustration
closely. You will note that this type of
clock is really SIX SEPARATE PIECES
OF FURNITURE IN ONE. A Grand-
father's Clock, Coat and Hat Rack, Urn-
brella Stand, Ornamental Mantel, Hall
Table and Hall Shelf. The workman-
ship is the best of cabinet construction.
The works are fully warranted; eight-day
spring movement, with hour strike on a
Cathedral Gong and half-hour on a cup
bell.

Write today for information and prices

American Cuckoo Clock Company, Inc.
Manufacturers, Importers and Exporters
Cuckoo Clocks and other Unusual Clocks

PHILADELPHIA Station R PENNSYLVANIA

MISSION

Patent
applied for

6 feet high

Style P—Mission Combination Hall Clock
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Electricity as a Factor in Civilization

El fluence of the Mysterious Fluid in Industry, Commerce, Agriculture and in the
Home—Interesting Illustrations of Its Varied Uses

Abstract of Lecture by DR. J. SIEGEL, before the Society of Electricians, Berlin

Phenomena that strike us as new and novel,
ii rigs we meet for the first time, are apt to produce
it us a certain felling of awe, curiosity and surprise,
lo the same time of gratification. They first enter
ni r existence as merely personal experience, mani-
Aing themselves as sensations. Not until these
.lings have died away is reflection added—

tl.at intellectual faculty by which we appreciate
tile value, or otherwise, of the new phenomenon,
each of us at first only insofar as his own person-
ality is concerned. It is only some considerable
tine afterwards, when novelty has given place to
habit, that we begin to think of the importance
the new fact is likely to have for the community.
II• in this connection we find it to be of import-
ance for our life and to exert a favorable effect,
we call it a " factor of civilization," thus meaning
that the new fact assists us in satisfying our
vital heads, permeating and ennobling them,
ith a less expenditure of energy and matter

than had previously been possible.
May we in this sense term electricity a factor

of civilization, may we assert that it permeates
iind ennobles our vital needs? Can we prove
that electricity, more than any other means at
our disposal, enables us to practice economy in
I he household of the individual, as well as in the
household of the nation, and the household of
nature?

First Application of Electricity

The existence of moderdman fluctuates between
ork and leisure, between the hustle of business
id the quiet of home life. What important part
ectricity is called upon to play in this connection,
superficial glance will show. You will doubtless
;ree with me in saying that a really exhaustive
iscussion of the influence of electricity on the
■rm of our civilization is neither necessary nor pos-
hle in the short time at our disposal. Let it,
lorefore, suffice, in order to form an opinion,
discuss the fundamental importance of elec-
icity in these fields and to examine a few
vpical instances. It is only as regards its
omestic uses that electricity does not enjoy
ndisputed recognition; many a prejudice has
't to be overcome, many a distrust to be
moved; before the importance of electricity
civilization becomes generally acknowledged
this field which perhaps touches us most

I osely.
Looking back we see the first important
pplication of electricity in the field of trans-
,ortation. Electrical telegraphy and later on
elephony enabled us to solve the fundamental
,roblem of inter-communication, the over-
oming of time and space in a manner such as
0 satisfy the most optimistic dreams. The
,afety and rapidity in the transmission of news
vere thus improved to a degree unknown and
iardly thought of, and as all civilization is
lased on co-operation, which in turn depends
In an exchange of views and ideas as rapid
Is possible, we at once realize the cultural
mportance of electricity in this field. I have
)nly to remind you of the marvelous rescue
)f ships in distress by wireless telegraphy,
I he rapid and effective aid made possible of

by electricity in the case of great catastrophies
or of the prompt and successful warnings and pre-
ventive measures in the approach of epidemics, to
show how well electricity is capable of assisting the
most primitive and original of all human impulses,
that of self-preservation. So far, however, from

SHEARING SHEEP BY ELECTRICITY

being limited to this "defensive" part, it aids most
actively in the development of active traffic.

Use in Traffic

The enormous condensation and increase of
traffic produced by the adoption of steam power
would not have been possible, had not electricity,
by an accurate and rapid transmission of news as
well as by other arrangements, such as electric
lighting systems, electric loading plants, turn-
tables, etc., improved at the same time the condi-
tions under which this traffic is prepared, effected

SEALING LETTERS BY ELECTRICITY

and ensured. Electricity announces the approach
of trains and anticipates their departure; elec-
tricity controls the signals and regulates the shunts,
guides the trains into their paths and bids them
stop if there is any danger, in fact, electricity safe-
guards and controls the whole of traffic, and the
fine network of wires it requires on its way has
become its nervous system. However, in spite of
the undoubted importance of a well-working ner-
vous system for any living organism, this would be
dead but for its heart and muscles, powerless with-
out any driving force. Electricity has also been
able to undertake this function—at first in tram-
way operation. Electric tramways more than any

other means of communication combine speed
and safety, frequency of trains and cheapness of
travel. Other important factors are the central
regulation (and accordingly high economy) in
the production of power, the adaptability to the
requirements of traffic, elimination of smoke,
soot and dirt, economy of time and possibilities
of an adequate separation between residential
quarters and centers of business. The same
reflections apply to the electrification of the
trunk railways: Concentration in power produc-
tion and accordingly, lower working costs; the
noise and dirt are reduced to a minimum, and
the work of the personnel is limited to a
few manipulations. The speed of travel and
the frequency of trains can be increased,
and the comfort of travel enhanced; in fact,
electricity, more than any other agent, ministers
to the satisfaction of our wants with a less
expenditure of material, force, and energy.
However, in spite of its undoubtedly import-

ant role in modern civilization, traffic only fulfils
intermediary functions, creating no new values
intellectual or material. In order to appreciate
the cultural value of electricity we should, there-
fore, attach more importance to an investigation
whether electricity has pentrated and transformed
not only the means of communication, but the
whole professional life, agriculture as well as indus-
try, commerce and trade, art and science, creating
new values everywhere.

Electricity in Agriculture

To agriculture electricity has proved a boon,
eliminating the drawbacks connected with the
scarcity of manual labor. Electricity has, in
fact, not only yielded a cheap, convenient,
and safe means of lighting, but in the electro-
motor, supplied an agent working more
reliably, rapidly and cheaply than man or
animals, which has given rise to the construc-
tion and adoption of small and light machinery.
The extent to which electricity now controls

agriculture can be inferred from the use of elec-
trical machinery for many operations which
had previously been done exclusively by
manual labor with a considerable expenditure
of time and energy. The adoption of elec-
trical sheep-shearing machines, has, for
instance, increased six-fold the output of each
operator, while reducing to one sixth the time
required for a process so irksome to the animal.
Milking is now done mechanically by electric
means, thus sparing the animal and insuring
a cleanliness hitherto impossible.

If electricity in these fields has been a useful
helpmate, it has become a mighty ruler in the
realm of industry and trade. The concentra-
tion in the production of energy, simplicity
of power transmission and possibility of power
distribution down to the smallest units have

(Continued on page 2191)
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Aller-Wilmes Service is Suprem€

ATOU retail jewelers who want to get the most outof the coming Fall and Holiday season, get in
harmony with the prosperity that awaits you. Brushup, clean up, scurry around, put on your best "bib andtucker," for business is going to be great.

It is an absolute certainty that the business isgoing to be there, but it is up to you to ring it up onyour cash register. You are going to get in profitsjust about what you go after,—no more, no less—sobe up and doing. Do not be caught short.
We have had extra steam • on for the past twomonths, improving our service and our ability to giveyou just what you want at the time you must have itand, you retail jewelers who want to make themost out of this prosperity, tuck this under your

bonnet: ALLER-WILMES SERVICE will be supreme.There will be nothing to compare with it for theFall and Holiday Rush.

If you have underestimated your Fall and Holi-day opportunities, get busy to-day. Connect with
ALLER-WILMES SERVICE. It's a live wire and,like all live wires, produces results.

When the real rush comes you'll find the lights
burning all night in our shipping rooms, becaus(
ALLER-WILMES SERVICE never waits for to 

to do to-day's work. It's always Johnny -on-the-spot.

Aller-Wilmes Jewelry Company
Diamond Importers, Wholesale and

Manufacturing Jewelers
OFFICE AND SALESROOMS

GLOBE-DEMOCRAT BUILDING St. Louis, Missouri

0( tober 15, 1912

El 3ctricity as a Factor in Civilization

(Continued from page 2189)

m, le possible this victorious career of electricity.
T1 ; impetuous winds are harnessed to perform
re; Aar duty, the sun's heat stored in coal for
th usands of years is converted into brilliant light,
cri dive energy, useful warmth; rushing waterfalls
ar, compelled to convert their roaring violence into
in, °fatigable work spent in useful activity, and the
ye y motion of the tide is subjected to its power.

Economic Production

rhe present tendencies of specialization and
pr ,duction on a large scale in a series of successive
st: ges have been promoted by electricity, while
the reduction in the cost of operation, elimination
of manual labor, improvement in the social and
hygienical condition of all branches of industry
have brought about more powerful developments
than had ever been witnessed in so short a time
in any field of human activity.
Nor is the electric motor less im-

portant to the artisan than to
industrial workmen. Many branches
of the small industries, which, in view
of the powerful development of fac-
tories were rapidly nearing extinc-
tion, the electromotor has again
placed on a working basis, so that
they are able now to hold their own.
Tailors employed in wholesale pro-
duction formerly delivered at most
eight suits per week, electrically
operated cutters, electrically driven
sewing machines, and electric flat-
rons now enable them to earn many
times more than previously with less
physical exertion and in healthier
surroundings.
Bakers have provided for our in-

creased hygienical and social require-
ments and for the general tendency
towards a better utilization of
energy, by adopting electrically
driven kneading machines. The car-
p( liter, instead of transporting heavy
los into his workshop with a con-
siderable expenditure of time and
w. ges, or working them laboriously
I) : hand on the spot, is now enabled

means of portable electric drills
to perform his work on the building site much

,re rapidly, conveniently and satisfactorily.
T e same kind of remark applies to butchers,
le ksmiths, joiners, in fact, there is no artisan

o could not advantageously replace human
loot by electric motors, while increasing the
01 tput, improving his sanitary and social conditions,
al d thus raising the standard of his art.

KEYSTONE

Apart from its own intrinsic interest as a separate
branch of science, it has stimulated and led to
successful work its older sister sciences, expanding
the realm of chemistry and physics, endowing
them with new means of observation and more
efficient arms, and thus preparing new and im-
portant results. Thus, for instance, the discovery
of electro-magnetic waves has resulted in the
development of wireless telegraphy; then we have
such special branches as electro-chemistry, the
determination of high speeds and high tempera-
tures, etc. Electricity has furnished the mathe-
matician with new problems, and the lawyer with
new tasks. Electricity has not only supplied medi-
cal men with new means of diagnosis (X-rays, etc.),
but has done direct service in the cure or relief of
many complaints.

Comforts and Amusements

As in all phases of our daily work electricity is
our faithful companion in our leisure time, also
telephones have become an all-important factor

2191

with its manifold advantages. There is the elec-
trically operated vacuum cleaner, electrical flat
irons, knife polishers, laundry machines, sewing
machines, bread slicers, and many other devices
increasing the comfort of our home.
These manifold minor applications of electricity

are by no means useless refinements of civilization
or manifestations of an undesirable luxury. Each
one of them is, in fact, connected with a saving
of time, force and energy, and accordingly with an
increase in well-being, enabling us more joyfully to
do our work and to face more effectually the
struggle for life. In fact, the tendency for comfort
promoted by the uses of electricity has been a
factor of enOrmous cultural importance in the
history of mankind, as those improving their stand-
ard and fulfilling their task more speedily are more
valuable members of society than those wasting
their energy in trifles and performing their work
only reluctantly.
Wherever electricity has been adopted, there has

been increased safety and efficiency, with less
expenditure of material and a sub-
stitution of mechanical labor for
human and animal muscular work.
There is thus an increasing spiritual-
ization of labor which, commenced
by the steam engine, has been
promoted more and more by
electricity and we must expect
this tendency to extend even farther
in the future.—Scientific American.

Electricity in Commerce

After this appreciation of the influence of
el, ctricity on modern industry, we should similarly
a( Knowledge its importance in the field of com-
01 All progress achieved by electricity in
c( nnection with traffic by a safe and rapid trans-

ssion of news and a considerable acceleration and
sf'nplification in the transport of passengers and
ods is, in fact, of the same importance to corn-

Tri vce. The enormous extension in the volume
of business and the simplification of transactions
would not have been possible without the aid of
telegraphy or telephony.
Less striking, though of no smaller importance,

Is the function of electricity in the realm of science.

DRYING A POODLE BY ELECTRICITY

in our social life, and the modern theater without
electricity would be unthinkable. Electricity not
only affords safety against fire, but yields a most
effective aid to the whole technical service of
theaters. The brilliant effects of light and decora-
tion which excite our admiration have been created
by electricity, and a new and important theatrical
branch, the moving picture show, is indebted
to electricity for its very existence.
There is only one important realm of the human

activity which is not closely connected with
electricity, that of fine arts. It is true that
electrical industry has resorted to art in improving
its products and that the mutual effects between
architecture and electric lighting are becoming
more and more intimate.

Electricity in the Home

Among the manifold applications of electricity
probably its domestic uses are least appreciated,
though the most various electric machines calcu-
lated to facilitate household duties have been
designed of late years. Not to mention electric
lighting and heating, there is the electric kitchen

"Faked" Fountain Pens
Americans who have also been

" faked " with fountain pens will
read with interest the following
concerning our English cousins:
London has for some years been

flooded with "fake" fountain pens,
in boxes marked "10s. 6d." or some
other fancy price, which the makers
of well-known pens allege are not
worth is. each. It is common
knowledge that such articles have
usually been disposed of at cheap
bazaars, fairs, and traveling sales.
In the west end of London the

writer was recently approached by
a man who offered to sell a fountain
pen. This would have had no interest
to him, but in the course of the same

afternoon he was offered pens by two other men, and
this caused him to make exhaustive inquiries into
the matter. In each case the pen was marked on
the pen itself "10s. 6d." and bore the name of a
well-known make of pens, which obviously was a
fraud to any regular user of a good fountain pen.
The tales told by the men varied. One was a clerk
out of work and wanted the money, therefore
he was willing to sell his half-guinea pen for 5s.,
which was subsequently reduced by easy stages to
is. Another man had just "found the pen on the
pavement," and it was of no use to him as he had
no writing to do. He, however, was more modest
and only wanted 4s. for it, but he, too, came down
to is., and became abusive when the pen was not
bought at that price. The third man was a traveler
who had forgotten to bring his purse out with him,
and wanted 4s. for his pen to provide him with
money to get home with.

Investigations led to the discovery that there
are over a hundred of these men in London who
make a living by approaching people in the streets
and by various tales selling fountain pens which
they describe as "genuine half-guinea pens."
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THE NEW CENTURY is used in every civilized part of
the world, and when you purchase one of these machines,
you are sure of big dividends on your investment and an
asset that will not deteriorate with age.
In perfecting THE NEW CENTURY we have kept in mind three

essential points that are not found in other machines of this type on the
market, vtz.: rigidity, convenience of operation and accuracy.
THE NEW CENTURY is elaborately finished, is made of best

materials Obtainable and high-grade workmanship, and the design is
simple and mechanically correct.

THE NEW CENTURY is easy to learn to operate and willsave you time and money.

be Eat •.)n
Write for Catalogue and Easy Terms

()ver Co.
Sayre, Penna.
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Our New Catalog

For Jewelers is Ready for You
This book shows the most complete line
of high grade all plate glass and wood
frame show cases and wall fixtures ever
offered the trade. Copy of it should be
in the hands of every jeweler contem-
plating the purchase of store equipment.

WILMARTH SHOW CASE COMPANY
1528 Jefferson Ave. Grand Rapids, Mich.
New York Salesrooms

732 Broadway

Boston Salesrooms
21 Columbia St.

Chicago Salesrooms
233 West Jackson Blvd.

.■11111011MIlla. 

San Francisco Salesrooms
515 Market St.

Tampa Salesrooms
206 Zack St.

St. Louis Salesrooms
1118 Washington Ave.

Pittsburgh Salesrooms
7th Fl. House Bldg.

Minneapolis Salesrooms
100 Kasota Bldg.
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Dust-
Proof
Joints
Mean
Clean
Stocks
in a
Store.

Permanent.

Artistic.

Attractive.

Fire-Proof and Fire-Retardent Ceilings are
Good Insurance at a Low Price.

Inexpensive and Economical.

4SZ •kf1/4/e,

(71 1 It417

tLINC6
4' a PAT • 0,c'

THE ANSWER

Wheeling Ceiling and Side Walls
Estimates Free of Charge

Vermin-
Proof
Plates
Mean
Safety
from
Rodents.

Quickly
Erected.

No Repai

No Worry

WHEEIRIG Comanla CompArly. wHEELIkww.
NEW YORK
ST. LOUIS

BRANCH OFFICES AND STORES:

CHICAGO PHILADELPHIA
KANSAS CITY CHATTANOOGA
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There's no question but fl
that you should carry 11
Watch Keys. The 5
question is, ARE YOU? g.
If not, ASK YOUR §
JOBBER to send you an g
assortment of

CLARK'S LOOP
WATCH KEYS

Send for Sample

A. N. CLARK & SON
PLAINVILLE, CONNECTICUT i300170101011131=11000000000013111=001
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Among Jewelry Advertisers

Sententious Sayings Clipped from Jewelers' Announcements in the Public

Press—Sample Advertisements in Reduced Form

Jewelry.—Some very neat new sterling silver
ollar and jabot pins are now being shown in the
ewelry section. A pretty round style about the
ize of a half dollar; floral and conventional de-
igns; gray satin finish.—The Crescent, Spokane,
Wash.

Our jewelry assortment is very broad, and
It 25 cents you may choose the pretty, brilliant
,tudded hatpins, beautiful beauty pins in enameled
.)ird, floral and conventional designs.—Zenner-
Bradshaw Co., Huntington, W. Va.

One of the finest values in these dainty jewelry
styles that we have captured this season. They
are sterling silver Lavallieres mounted with bril-
liant rhinestones in three effective designs; some
have mother of pearl pendant in a soft pink tint;
others of all rhinestones altd all have ornamental
ring set with single rhinestone.—Frederick Loeser
& Co., Brooklyn, N. Y.

So popular and fashionable are Bracelets that
many ladies are wearing them on both wrists.—
Henry Birks & Sons, Ltd., Ottawa, Can.

A handsome locket makes a most acceptable
gift for a birthday or anniversary present, and
the ones we are showing this week are especially
attractive as they are in the new designs. Stop
in and see them and select one for your own use,
or as a gift for someone you wish to please.—
Hope Bros., Knoxville, Tenn.

Jewelry proclaims the refinement, dignity and
character of the wearer. By the jewelry you wear
you are judged. The choicest assortment of rich
fashionable jewelry, the dignified, elegant kind,
are here—and all moderately priced.—Harring-
ton's, Columbus, Ohio.

Buchanan's Jewelry has a character, a style, an
artistic charm, a pleasing, satisfying completeness.
It is the acme of the jeweler's art—the conception
of a master—the work of a genius.—D. Buchanan
& Son, Inc., Norfolk, Va.

To add to the happiness of the bride what is
more pleasing than some pretty piece of jewelry—
a signet ring, a gold chain, a dainty bit of silver-
ware, a locket, all these make attractive gifts.—
Friend Jewelry Co., Springfield, Ill.

You take no chances here in buying your
Men's and Ladies' Jewelry, Belt Phis, Fobs, Hand
Bags, Bead Chains of every description, Purses,
Hat Ornaments, Sash Pins, Novelties, etc., because
you are not obliged to keep them if they do not
meet your expectations.—C. L. Ruth & Son,
Montgomery, Ala.

Young man, has Cupid, the "god of Love,"
pierced your heart with one or more of his many
arrows? If the shaft has found lodgment and can-
not be eradicated—if the day has been set, bring
"her" to our store and let us show you as fine a
line of Wedding Rings as you could possibly wish
to see.—E. J. Faust, Allentown, Pa.

We show a picture of a solitaire diamond en-
gagement ring in solid 14 karat gold mounting at
$26, and another at seven times that amount.
They do not represent extremes of prices, because
we sell single stone diamond rings as low as $10
and as high as $1,500. Every one is a saving
purchase and a resplendent value for the money,
no matter what you pay.—Lambert Bros., New
York, N. Y.

These are the most attractive pins you've seen
yet. The very latest thing. Just unpacked them
Monday. Rhinestones, exceptionally fine cut,
with colored brilliants, cartwheel, sunburst and
many other designs.—Johnson, Milwaukee, Wis.

High grade Tumblers that will please partic-
ular people; full size pure thin blown crystal
glass, decorated with 3 large cut flaring stars with
rays; either bell shape or straight These glasses
cannot usually be purchased for less than double
our special price.—Ira M. Smith, Department
Store, Grand Rapids, Mich.

THERE'S fashion in chains
and fobs same as in.hats,

clothes and neckties. We
carry the very latest—at all iprices.
Call in and look over our extensive
and beautiful stock.

E. MARCHAND
Watchnudcer and Jewelet - MILTON.

As one of the reasons why you cannot afford
to buy diamonds without investigating our offer-
ings, we direct your attention to the fact that we
offer beautiful crystal white diamonds 1 Vi karats
less 3/64 karat in size, for only $180. This price
is materially lower than the present market.

Nunrii=uat

THE PRICES OF THESE WATCHES are cut so flne NMI VIII
startle you Every variety of watch the, every variety of person

I. Illeely to need-i-al every variety of mice.

'Her, are two spectate tor lee1r Week

Fine 17 Jewelled movement It Gentlemen'. Pontine (Iola Pilled
case. resular 811.60 SPECIAL ...$111.00

-Fine 16 Jewelled movement in Gentlemen's Fortune Gold Filled
,cue, Motet' 612.00 SPECIAL sg.00

B. C. CRICHTON
Wetehmeker and Jeweller

so MAIN STREET MOOSE JAW

Madame's jewel box must be replenished with
many new and beautiful jewels, for the social
season about to open is to be of unusual brilliancy.
The unusually beautiful jewelry on display at

T. & E. Dickinson 8z Co.'s will delight you—and
for all its beauty and worth it is very moderately
priced. Earrings, for pierced or unpierced ears, $4
to $600.—T. & E. Dickinson & Co., Buffalo, N. Y.

We give you a special invitation to inspect
our stock of Diamonds and Gem-set Rings and
Pendants. Many beautiful pieces of jewelry are
displayed at most moderate and tempting prices.
No compulsion, whatever, to buy. Just ask to
look at any tray of Rings, Pendants, Lockets, etc.,
you fancy. We will be pleased to acquaint you
with the completeness of our high-class selection.
These are just a few items, chosen for their

beauty and splendid value. Any one of them
would make a lovely gift.—The Hudson's Bay
Company, Winnipeg, Man.

Our complete illustrated Fall catalogue sent on
request. On selection packages of diamonds, the
charges are prepaid both ways, and will be sent to
responsible parties anywhere on request.—W. C.
Graves & Bro., Memphis, Tenn.

Diamonds—always a wise investment, are
unusually so at this time. Ours are imported
under auspices so favorable as to enable us to
offer you better values than we believe you'll
obtain elsewhere.—The Johnson Jewelry Co.,
Colorado Springs, Colo.

There are just as distinctive styles in Jewelry as
in any other department of dress, and at this season
of the year the Jewelry section is beginning to
blossom out in freshness, beauty and brightness
from the brilliant array of new goods arriving
almost daily, representing all the latest novelties in
Jewelry.—Warren M. Crosby Co., Topeka, Kans.

Make Her Happy by a gift of jewelry. Then she
will have an enduring token of your regard. We
have an assortment of rings, brooches, hat and stick
pins, fancy combs, etc., that any woman would
be glad to own.—Hope Bros., Knoxville, Tenn.

We show the proper styles in wedding rings and
one of our fourteen or eighteen karat solid gold
rings insures you a ring that will wear for a life-
time. Our prices are moderate. We sell them by
actual weight. A splendid heavy ring.—Clint E.
Dice, Joliet, Ill.

* -
That was a gorgeous display of Gems, Jewels and

Jewelry at the Charity Ball the other night and
we don't know how to better emphasize the exten-
siveness or the fine grade of our lines of Jewels and
Jewelry than to make the general statement that
there wasn't a piece in all that wealth of Jewelry
but what could have been bought in Camden and
at this Gift Store. We're more than glad to say
that thousands of dollars worth of beautiful gems
that were admired on this great society occasion
came from here, but every week a great many dol-
lars drift outside the city mainly because of the
wrong impression, possibly, that Camden can't
supply out-of-the-ordinary wants of this kind.—
Wallen, Camden, N. J.

If the Day Has Been Set bring " her " to
Buechner's and let us:show you as fine a line of
Wedding Rings as you will find anywhere in the
West. Engraved right in our own manufacturing
department by an expert engraver of many years ex-
perience.—Buechner Jewelry Co., Cheyenne, Wyo.

French Dinnerware direct from Limoges, France,
to "The Big Store" minus the makers' profits as
well as the "middle-man's." Decorated in com-
bination pink and green border, with dainty spray
and coin gold trimmings. Sold in open-stock
at just Half regular prices.—Kaufmann's, Pitts-
burg, Pa.

It is interesting to study the merits of a real
good watch. Many points that perhaps you will
not discern alone can be shown you by one of our
salesmen. Let us have that pleasure.

' *
Diamonds—Take care of your Diamonds. They

are rapidly increasing in value. Watch the set-
tings—if you find a prong slightly raised, have it
attended to at once. We have expert Diamond
setters. Consult us about your Diamonds. We
will gladly give you any information free of charge.
We make Diamond mountings to order. When you
grow tired of your old-style settings, bring them
to us. We will use your old gold and make new.—
Mulford Jewelery Co., Memphis, Tenn,

4
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The original creators and developers of gold and fountain pens
announce unqualified success for their latest pen triumph.

John Holland Safety
Self-Inking PensEach

fitted with a
genuine John Holland gold
pen, standard of world for 71 years, and
patent elastic feed which insures steady, even
flow at all times. John Holland fountain pens areguaranteed as to satisfaction and durability.

combine in one holder these two greatly
desired types without sacrificing ink

capacity. They are the last
word in fountain pens.

Plate glass show cases
furnished free with 1 o ts of 1-12
dozen pens that greatly add to salesWith 16 dozen and up to 36 dozen, we installcomplete outfits for a pen department. Specialterms to dealers opening a new account or to thoseincreasing the size of stock

Write for catalogue showing most complete lineof all constructions, assortment circular, etc.
The Fountograph (dropper filled) Eureka (self-filling) Safety Fountograph are popularpriced pens, to retail at from $1 00 upward, are produced in our factories and are of unequalledquality for their price. Should be carried with best pens to meet all wants. Fountain PenInk of superior quality in 2 oz. to 2 qts. Holland Grip Cap secures pen fast to pocket.

bt !obit Tip ollanb dr•

1■81•!1!

alb en of0•Jo

8 color
cut-out
for
window

alum Cincinnati
.0040.(00.00 00000 .00 000000 4000000000000 0000000000000000000 0 00000 00000000000000 0000000 

00000000000000000000000ni000000 
040.0.040.0000210  

Hand Made 14 K. Emblem Ring
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ERICIASEN, KRAUSE ec CO., Manufacturing Jewelers, 37 South Wabash Avenue, Chicago, Illinois
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FOREIGN CLOCKS
e

Chime Clock ,)4

: No. 7040 
ill),15.
: '-8 

U4 00 (Labrador) 70 issued. If you are looking for a style of Clock you cannot find elsewhere, send for 4
i 

Design Patent
applied for our Catalogue. A copy will be mailed to any legitimate jeweler on application. 4
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0KUEHL CLOCK COMPA! NY 0
Manufacturers and Importers of BLACK FOREST CLOCKS :

1 125 North Wabash Avenue, CHICAGO 
•
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ome Facts About
the Metric Carat

Now that the question of adopting the metric
\ rat is to be formally presented to the jewelers
' the United States the following article by Lud-
\ ig Schroder in the London Watchmaker, Jeweler,
ilversmith and Optician has a timely interest:
The carat is a very ancient unit of weight, as Mr.

1,eonard J. Spencer, M. A., F. G. S., Assistant in
ne Mineral Department of the British Museum,

I dorms us in his "Notes on the Weight of the
'ulliman diamond," and was formerly used for
eighing gold, as well as diamonds and precious
tones. The Greek weight "keration," and also
he Roman "silique" were equivalent to 1-114
■unces, or 3% grains of our present weights; that
Is only slightly more than the present value of the
carat (about 33 grains).
Boetius de Boodt, Tavernier, and other writers in

the seventeenth century, mention that the carat
is divided into four grains. In 1760 David Jeffries
states that 150 carats make about one ounce troy,
this value of the carat is equivalent to 207,367
milligrams; T. Maive in 1820, gives 151% carats =
one ounce troy; and P. Kelly, in 1835, gives 151
carats = one ounce troy. There thus seems to
have been a tendency for the carat weight to de-
crease slightly in value in the course of time, and a
further slight decrease will bring it to the metric
carat.
The carat weight had its origin in the use of

certain hard leguminous seeds, fifty seeds of Cera-
tonia Siliqua taken at random and weighted to-
gether, gave an average weight of 197 milligrams
per seed, thus approximating very closely to the
present value of the carat weight, which is 206,304
milligrams. I have compared eight different sets
of carat weights, obtaining values for the carat
varying from 203,200 to 206,300 milligrams, the
majority being, however, 206,300 milligrams.
This is not surprising when considered that the
weights are not handled with any degree of care,
and that, being cheap commercial weights for
weighing only 1-64 carat, they are not accurately
adjusted.
The above-mentioned Ceratonia Siliqua is the

carob or locust tree, the fruit of which is the well-
known locust-bean, or St. John's bread. The
Greek name "keration," refers to the horn-like
shape of the fruit-pods; and carat is an obsolete
English name for the seed. The seeds are remark-
ably constant in weight. Attempts to stand-
ardize the carat-weight have so far not met with
much success. An international carat of 205,000
milligrams was proposed in 1871 by the Synlical
Chamber of Jewelers, etc., in Paris, and the Asso-
ciation of Diamond Workers in Amsterdam
adopted on October 17, 1890, a carat weight of
206,128 milligrams. So far Mr. Spencer in his
"Notes."
The question of the carat became very important

some eight years ago, when in Germany, as well as
in France, the police seized, in different towns,
carat-weights used by jewelers, because they were
not legal weights, and not in any way connected
with or controllable by the legal metric weights.

The German N. A. G. in 1905 or 1906 petitioned
the German Reichstag, in order to get official
permission for the use of the carat weight for dia-
monds and precious stones, but did not succeed,
and as at that time the question was much dis-
cussed in the German trade journals, whose ar-
ticles were translated by the Swiss Journal d'Horlo-
genie," their contents came to the notice of M. Ch.
Ed. Guillaume, director of the official Interna-
tional Bureau of weights and measures in Sevres
(France). The bureau preserves standard metric
weights for all countries which have introduced
the metric system, it constantly supervises the
exactness of these weights and measures, and exer-
cises considerable influence upon the further deve-
lopment of the metric system.
Now, M. Ch. Ed. Guillaume may be justly

called the father of the metric carat of 200,000
milligrams, now officially used in many countries.
He was the very first who proposed the carat of
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200,000 milligrams, for the very simple reason,
that this would mean a very slight difference
against the old carat of 205,300 milligrams, and
would at once bring the carat weight in close
approximation with the metric system, without
altering materially the cherished habits of the
diamond trade.

All the calculations and taxations of the dealers
in precious stones, and of the jewelers all over the
world, were based on the carat, and this could not,
many way, have been replaced by any other weight
without seriously injuring the interests of a trade
dealing with the most costly material in the world.
M. Ch. Ed. Guillaume took the matter in hand

with untiring energy. Every year he read papers
on the subject before the International Committee
for Weights and Measures, meeting every year in
Paris. He published pamphlets, and constantly
urged the different Governments to adopt his
reasonable reform, in which endeavors I had the
pleasure of assisting. During a visit to Milan
in 1908 I managed to interest the Italian N.A.G. in
question, whose president at once acknowledged
the reform as "eminently logical."
Owing to the constant efforts of M. Guillaume,

the first country to introduce the new carat of
200,000 milligrams was Spain, Italy shortly after-
wards followed, then Bulgaria and Denmark (1910)
Norway (1910), Japan (1909), Portugal (1911),
Roumania (1911), Switzerland (1909), Sweden
(1911).

France, whose capital may be considered as a
center for the diamond trade, adopted the new
carat by the Act of June 22, 1909, and it was des-
tined to be used from January, 1911. At the re-
quest, however, of the jewelers and dealers in dia-
monds, and because the manufacturers of weights
could not supply the trade quickly enough with the
new weights, the reform was postponed until Jan-
uary 1, 1912, since when the metric carat is the
only legal weight for precious stones in France.
Belgium and Holland, two countries equally

important for the diamond trade, have not yet
officially adopted the reform, but the suggested
acts or laws are already being discussed by the
authorities, and ere long they will be brought be-
fore the legislative chambers, and there is no doubt
that they will be adopted, as the trade of both
countries have declared themselves in favor of
the reform.
Germany has been the last country to introduce

the new weight for precious stones, a new Act for
weights and measures having been operative
since April 1, 1912, by which all old weights (in-
cluding the old carat) were strictly abolished, the
metric system enforced, and the denomination
of carat allowed for the unit of 200,000 milligrams.
There was, of course, and most naturally, some

resistance offered to the reform by the older mem-
bers of the trade, not only in Germany, but in al
other countries; the opponents being chiefly those
stickler for the old-established customs who would
still travel in coaches, if more progressive minds
had not invented railways.
I will quote Mr. Spencer again, who at the end of

his "Notes" comes to the conclusion that the adop-
tion of the metric carat would be an excellent
solution of the problem, and by its universal adop-
tion the existing confusion would be avoided. The
difference between the old and the new units is
only slight, the metric carat being approximately
2% per cent less than the present carat. This
means that the weight of a particular stone would
be expressed by a slightly larger number when
weighed against metric carats than when it is
weighed against the present carat weights. At
the same time, a further advantage would be gained
by discarding the awkward fractions A, VI, A,
1.16, 1.32, 1-64, in favor of decimal fractions
(tenths and hundreds). For example, a stone of
2% 1-16 1-64 English carats = 0,452 gram. = 2.26
metric carats, and a stone of 100 English carats
205,304 gram. = 10,265 metric carats. Unfortu-
nately, the movement for the general adoption of
the metric carat receives little support in England.
It may be added, that the English carat is not a
legal unit of weight under the Weights and Meas-
ures Act of 1878, but that presumably the metric
carat would be covered by the Weights and Meas-
ures (Metric System) Act of 1897.
And now the National Association in Annual

Convention at Scarborough has unanimously re-
solved that the Metric Carat should be the Stand-
ard Weight, another force is added to the business
people who recognize its value.

Fads and Novelties in Jewelry

Fads and novelties are to play a large part in the
jewelry trade in the fall season, which is starting
with a rush.
Two fads of recent years are to be more popular

than ever before, the jewelers say, despite proph-
ecies made last year that each had nearly run its
course. These are the fads for mesh bags and
bracelet watches.
The manufacturers cannot make the mesh bags

fast enough to meet the demand. New and in-
genious machinery is being hurried into place at a
number of factories where it has been found quite
impossible to make enough of the bags by hand.
The bags are now being made in countless sizes,
shapes and designs, and the materials range from
solid gold and silver to plated and cheaper metals.
Diamonds, pearls and other gems are used in the

ornamentation of some of the costly bags made of
solid gold and platinum by handcraft in original
and exclusive designs. The purchaser may pay
several hundred dollars for the more expensive of
these bags, but if a cheap bag is desired there is a
wide range down to the German silver article to be
had for a few dimes.
Watch manufacturers have been predicting the

end of the fad for bracelet watches, but the season
now starting finds the demand at its liveliest, and
the manufacturers, whether they like it or not, are
obliged to push the work on this specialty in order
to keep their share of the trade.
The fair sex are not the only buyers of bracelet

watches. This year the importers are selling
similar watches for the men, but the men will call
them wrist watches. These watches are for the
man who goes motoring, for the civil engineer in
the field, for the hunter and fisherman, and others.
The importers say that the wrist watches are
meeting with much favor in Europe, but they
do not expect the novelty to supplant the regular
pocket timepiece to any great extent among
American men.
The variety in the designs of the bracelet watches

will greatly surpass all preceding seasons, the
jewelers say.

Show Cards
Illustrated In Water Colors

WE produce a line of high-grade, at-
tractive Cards that are just what you

are seeking for your windows and display
cases. They are original in design and
stunning in appearance—hand painted
and hand lettered. Made especially for
jewelers. You'll be proud to have them
advertise your goods. We desire to sell
to only one jeweler in a town. Prices
range from 25 cents up. Write for our
catalogue to-day.

Williams Brothers
Specialists in Show Cards and Adver-
tising Matter for Jewelry Stores

902 Marshall Field Bldg. CHICAGO
Studio, Sterling, Ill.

--Advertisement.
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WHEN you
say: ``This

is Libbey Cut
Glass," you at
once add to the
popularity of
your store the
powerful influ-
ence of Libbey
reputation.

Salesroom at Factory

The Libbey
Glass Co.

Toledo :-: Ohio
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No. 400. Jewelers' All-Glass Table Case

"First Appearances Count Most"
That's a true proverb. No matter how fine your
goods are, the first impression the visitor receives
when he enters your store is the real factor in
tempting him to purchase. The

TRADA--

Jewelers' All-Glass Table Case
is the kind that compels the immediate attention of your
visitors. It interests them by its rich beauty, and fastens
their attention on the goods, because every article stands
out clear and plain. No dark corners, no frames, clamps,
angles or screws to obstruct a perfect view. Nothing is
hidden in this case. No wonder so many jewelers tell us it
pays its cost in a few short months.

No. 401. Jewelers' All-Glass Show Case

Consult
Us

About
Your
Show
Case

Needs
Besides the styles we show in this advertisement,

we manufacture wall cases, and all-glass cases, for both
indoors and out.

We are also sole manufacturers of the celebrated Petz
Bars, accepted by leading architects and merchants every-
where as the standard bar for use in building a modern
store front.

Write us about any kind of show case. We are
specialists, and are glad to advise, whether you are ready
to buy or not.

Write for Booklet today. .4ddre8s Dept. C

DETROIT SHOW CASE COMPANY
Show Case Makers to Progressive Merchants

476-490 FORT ST., WEST DETROIT, MICH.
New York Salesroom, 738 Broadway.

LEO A. FELDMAN, Selling Agent
Get Our Book on Modern Store Front Construction
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Digging for a Great Meteor Diamond

Arizona's Alleged Treasure—Incredible Size of Supposed Diamond—Meteor Moun-
taM and Crater—A Fantastic and Unique Undertaking

Several years ago a syndicate of mining men
commenced sinking a shaft in Arizona to reach the
largest diamond in the world, believed to be no
less than half a mile thick. This shaft is now
1,500 feet deep. 300 or 400 feet more, it is
expected, will reveal the great prize, says the
New York American.
The scene of this most wonderful mining opera-

tion is Meteor Mountain, Arizona. The mountain
is such in name only, as it is little more than a
butte, rising 200 or 300 feet above the desert,
about 10 miles from Canyon Diabolo Station,
on the Santa Fe Railroad.
Viewed from a distance Meteor Mountain looks

little different from the countless other buttes
that rear their heads above the southwestern
desert. But as soon as one begins to climb its
sides, strewn with meteoric fragments, he realizes
that he is on the threshold of one of the world's
greatest scientific mysteries.
From the top of the "mountain" one gazes into

a bowl-like depression in the earth 600 feet deep
and a mile across. It is in appearance like a vol-
canic crater.

The Bed of a Meteorite

Scientists agree that this crater marks the place
where a giant meteorite, as large as the circum-
ference of the bowl would indicate, struck the
earth in ages past, perhaps a million of years ago,
and buried itself deep into the bowels of the earth—
just how deep it is the purpose of the mining
syndicate to find out.
When this giant mass struck the earth there

was no butte there; the butte was created when
the meteorite struck, its tremendous weight dis-
placing strata of rock, sending huge clouds of
dust into the air and forming the "mountain" as
it exists today.

After the meteroite sank into the earth the sand
and dust settled into the depression. The drift
of ages sifted over the edges of the huge bowl and
assisted in the work of covering the meteorite.
But the most remarkable thing about this

meteorite, apart from its prodigious size, is the
fact that in all probability it consists of one huge
diamond! This is inferred from the fact that
numerous large fragments of the meteorite found
in the crater, and which are unusually heavy, were
found, upon investigation, to contain, besides
meteoric iron, large, hard, black diamonds of
great value.
Even if the meteor itself consists only of black

diamonds its value would be quite inconceivable,
for a good black diamond, though worthless as a
gem, is worth even more than a white one for
mechanical purposes. It is quite probable, how-
ever, that the bulk of the meteor consists of white
diamond, in which event there would not be enough
wealth in the world to pay for it at the current
price of the precious stone.

Supposed Gigantic Size

The largest _diamonds in the world, including
the Kohi-noor, the Cullinan, the Great Mogul of
Russia, the Orloff, the Great Premier diamond,
the Tiffany diamond, the Etoile Polaire, and a
dozen others of the same standard, worth in the
aggregate hundreds of millions of dollars, might
all be placed together in an ordinary derby hat
and not reach the top. This meteoric diamond,
scientists believe, must be at least half a mile
thick! The significance of this comparison is
apparent.

It has long been supposed that all diamonds
might be of meteoric origin, the scientists being
unable to agree whether the bottomless bores in
which they are found and which are known as
" diamond pipes" are the result of ancient volcanic
action—explosions of subterranean laboratories
which are nature's diamond factories, or of meteors
which are themselves the crucibles from celestial
regions in which the diamonds are produced.

The latter theory has many distinguished sup-
porters, of whom the most eminent perhaps„ is
Sir William Crookes, the great English scientist.
Sir William examined one of the fragments of the
great Arizona meteor and found it to contain
diamond crystals. Speaking of the "pipes" in
which diamonds are found at Kimberley, Sir
William said:

Where Diamonds Are Found

"They are irregularly shaped round or oval
pipes extending vertically downward to unknown
depths, retaining about the same diameter through-
out.
" How these great pipes were originally formed

it is hard to say. They were certainly not burst
through in the ordinary manner of volcanic erup-
tion, since the surrounding and enclosing walls
show no signs of igneous action."

It is well known that meteors are in an incan-
descent state when they reach the surface of the
earth, brought to white heat by friction with our
atmosphere. It has been suggested that the
meteor thus becomes a crucible which furnishes
both the intense heat and the tremendous pressure
necessary to liquify and then to crystallize carbon.

Scientifically, therefore, there is every reason
to believe that the Arizona meteor is well worth
the years of effort and the hundreds of thousands
of dollars that have been spent in trying to locate
it; the only question being whether it is imbedded
so deeply that all human efforts to dislodge it will
prove fruitless.

Weighing possibly a million tons and falling
hundreds of thousands of miles, the giant mass
must have been travelling at an inconceivable rate
of speed when it struck the earth, yet the engineers
who have been directing the mining operation
believe that it could not have penetrated more
than 2,500 feet at the utmost.

If this estimate proves correct, the recovery of
the mammoth diamond should be a matter of only
a few months now, for there is less than 1,000 feet
further to dig before that depth is reached.
For many years Meteor Mountain has been the

subject of Indian tradition.

Meteor Mountain

The Mokis have a tradition of a blazing star
which fell ages ago, when Old Man Coyote was a
talking animal and when the oldest of the aban-
doned cliff houses in the southwest was new. The
legend tells how the Mokis had offended the Great
Spirit, and finally a warning was sent in the shape
of a blazing star which lighted up the earth for
hundreds of miles around and whose shock was so
terrific that several Moki villages were all but
ruined. The Mokis heeded the warning, and since
the falling of the blazing star they have so walked
in the path of rectitude that they are among the
favored peoples of Manitou.

Aside from mere curiosity and speculation, the
spot where the great meteor fell was of little interest
to humanity until a wandering sheep-herder, who
had been grazing his flocks in the vicinity of
Meteorite Mountain, picked up a fragment of
meteorite which, besides meteoric iron, proved to
contain hard, black diamonds of great value for
mechanical purposes.
The earth in the vicinity of Meteorite Mountain

is strewn with fragments, evidently loosened from
the main body by the terrific impact as the heav-
enly messenger struck the earth. The herder
picked up a large fragment and was about to toss
it aside when its great weight appealed to him as
something peculiar. He took it to camp and turned
it over to a collector, who in turn took it to an
eminent English scientist.

Search was made for more fragments of meteo-
rite in the vicinity of Meteor Mountain in the hope
that other discoveries of gems would result. The
sides of the mountain and the desert for miles on
all sides were thoroughly prospected and enough
gem carrying specimens were found to indicate
that the main body of the meteorite must have
been heavily laden with the valuable carbon.

News of the discovery on Meteor Mountain
soon leaked out, in spite of strenuous efforts to
keep it quiet, and a syndicate was formed to ascer-
tain the position of the great meteorite, if possible.
Mining operations were begun at the bottom of the
crater, and a shaft was soon being sunk.
There are about 40 acres in the bottom of this

so-called crater. On all sides a sloping wall rises
to a height of from 500 to 600 feet. The wall is
sandy, and climbing to the top is difficult. The
bottom of the depression is covered with huge
rocks, some of which weigh many tons, and which
are evidently portions of rock strata displaced by
the falling meteorite.
The nearest settlement is at Volz's trading post,

a few miles from the mountain, in the heart of the
desert. Mr. Volz, the trader at Canyon Diabolo,
has lived in the vicinity of Meteor Mountain for
years, and has been interested in the work of
mining for the meteorite. All the settlers in that
part of the southwest believe that the main body
of the meteorite will be discovered at some not
distant day, and that science will be immeasurably
enriched, even if the investigators do not find as
large a proportion of valuable carbon as fragments
have indicated.

If the main body of the meteorite is located all
other discoveries along that line will be dwarfed.
Science is always on the alert for meteoric dis-
coveries. One of the most valuable things brought
back by Commander Peary from his last trip of
polar discovery was a large meteorite, which was
sold for several thousand dollars. Fragments of
varying size and weight are picked up from time
to time, it being a theory generally accepted that
the average meteorite bursts when it strikes the
belt of dense atmosphere surrounding the earth.
Generally this bursting is so thorough that the
meteorite is scattered into dust, and sifts to earth
in that form. Only occasionally do larger frag-
ments survive.
In the case of the Arizona meteorite, however, it

would seem that the falling body was so large that
the usual process of disintegration did not take
place when the dense atmosphere of earth was
struck. The giant meteorite kept on falling in a
solid, blazing mass, until it was extinguished in
the sands of the desert, hundreds of feet below the
surface of the earth.
The largest showers of meteors occur in August

and November, and exhibit their greatest brilliancy
every 33 years. Most of these recorded showers
are of the smaller variety of meteorites. Nothing
approaching the Arizona meteorite has ever been
recorded, and all traditions regarding these aerial
messengers may be upset when the secret of
Meteor Mountain is finally penetrated.

Check to Gold Production

The New York Times quotes H. C. Hoover,
who, our contemporary says, is an engineer of
much international authority, as making the
point that the recent great increase in gold pro-
duction is due to the discovery of a process, not
to discovery of mines. "The enlarged supply
comes from the old sources, and is constantly
lessened as the old material is worked over
with the resources of modern science. To be
sure, there may be a discovery of either still
another process of extraction, or of unimagined
mines, but one is as little likely as the other.
Meanwhile, with the constant cheapening of
gold, there is a constant tendency to lessen the
frenzy of the attack upon the old stock of raw
material of what may be called the manufac-
tured article. For, in fact, the new processes
are almost processes of manufacture. So many
yards of material, so much cost for working, so
much profit, and ultimately an end. This is
not such an alarming economic factor as the
old discoveries in Alaska or Africa or Cali-
fornia, each with the threat of still other dis-
coveries and with unsettlement of all prices as
a consequence. Not in 10 years have there
been such discoveries as are necessary even to
maintain the present rate of production, whose
culmination seems past, and whose decline
approaches with speed proportioned to the
amazing output, and to the decline of prices
associated with it in a degree regarding which
authorities differ, even though all attach some
importance to it."

4
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THIS IS HOLSMAN & ALTER'S PAGE OF
NEW WATCH BARGAINS

ANOTHER NEW ONE
The new Hayword movement. This is a 1 5 jewel American made movement.
The lowest priced 1 5 jewel movement ever put on the market in 0 and 1 6 size,
hunting or open face. Stem wind and pendant setting. This movement should
fill a long felt want for the retail jeweler, giving him a high grade American
made movement that he can sell at a little price.

No. 325. 0 size. 15 jewel Hayword move-
ment, hunting or open face, plate, patent
breguet hair springs; the cheapest 0 size 15
jewel movement ever put on the market.
White glass enamel dial. Each . . $3.75

No. 225. 16 size. 15 jewel Hayword move-
ment, hunting or open face, stem wind and
pendant setting, nickel damaskeened plates,
breguet hair springs, fancy or plain dial.
Each   $2.75

THIS FILLS

• 

a long felt want, the cheapest American movement on the market that will fit a full 12 size Open Face or Hunting

• 

Case. A 6 size nickel New York Standard pendant set movement with a band around it making it fit a 12 size case.
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11
12 SIZE

$1 85 
1 100
EACH
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A

PENDANT

SETTING

HUNTING OR OPEN FACE
No. 179. 12 size. The newest thing in New York Standard movement.12 size American made at a low price has come to fill a long felt want, justwhat the retail jeweler needs, a cheap boy's size watch, hunting or openface nickel, polished and damaskeened plates, breguet hairspring, 7 jewelwhite glass enameled dial, positively the cheapest 12 size American move-ment on the market. Each 

HOLSMAN
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12 SIZE

85
1 100
EACH
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P. S.—Write for our late ct Optical and Jewelry Catalogue. Mailed on application only

Jewelers' and Opticians' Floats

Many Ideas for this Outdoor Form of Advertising
—The Automobile, the Latest Float Accessory

In this age of street fairs, industrial
parades, etc., the advertising float has
become quite an important factor in local
publicity. We are frequently requested
for ideas for such floats and out of the
number with which we have been favored,
we reproduce on this page two which,
we have been informed, proved
exceptionally successful. As
the automobile is in the present
age the most convenient and
easily handled vehicle to convert
into a float, it is in special favor. •

We reproduce herewith such a
float designed by one of our sub-
scribers which proved very
attractive.
In the lower illustration, we

show a type of optician's float,
which the designer also informs
us proved to be an effective ad-
vertisement. Four Greek columns
supported the four corners of a
canopy, each column surmounted
by a big glass ball, bearing an
open eye, while beneath rode a
little boy emerging from the in-
terior of the float. Attractively
arranged decorations in white
and yellow, with an elaborate
display of chrysanthemums, completed
the exhibit.
For the benefit of our readers, we will

recall a few designs which were described
at various times in our pages and which
were found to serve their advertising pur-
pose most satisfactorily.
One of the most beautiful floats ever

designed or used by the jewelry trade,
formed a part of an annual festival parade
in Cincinnati some years
ago. This float was entitled
"The Birth of the Pearl,"
and consisted of an immense
shell-20 feet long, 10 feet •

wide and 14 feet high—made
of plaster, with mother-of-
pearl colors. On the top of
the shell was a golden throne,
on which was seated a queen
of rare beauty. Father Time
and a female figure of
Industry were seated on the
back, while in the mouth of
the shell a graceful figure
held in extended hands a
massive pear-shaped pearl.
The shell itself was upheld
by sea-nymphs. The queen
was bedecked with jewels,
which, in this particular case,
represented a fortune. This
float, however, would be
rather too expensive and elaborate for an
individual jeweler.
A cheaper and very effective float was

one used by an Ohio jeweler. It consisted
of a huge watch made of picture backing,
on a light, wooden framework, and be-
decked all around with flowers. The
surrounding scroll work was made of heavy

wire, wrapped with green tissue festooning.
The crown of the watch was a large urn-
brella holder, gilded and ornamented with
flowers, and the bow of the watch was
made from a piece of hose-pipe, gilded.
On the front of the float was a large shield,
made of knives, forks and spoons, and at
the back was a large pair of eyeglasses,
made of flowers. What chiefly attracted
the attention of the crowd, was the fact
that the immense, improvised clock kept
good time and kept up with the procession

AN AUTOMOBILE FLOAT

without any visible motive power, the
power being furnished by an immense
negro, who was entirely concealed from
view by the float. This we ourselves con-
sider one of the most effective floats which
has come under our notice.
Very often the chief feature of the float

is the jeweler's work bench, with a great
array of watches on the rack, and the
watch repairer at work, with his eyeglass

AN OPTICIAN'S FLOAT

in place. This is by no means an ineffective
float from the advertising point of view,
but nowadays the public generally look
for something more novel and impressive.

Another float which we recall consisted
of a common hay rack, on which was a
large mantel clock seven feet long by six
feet high and proportioned after the man-

ner of the ordinary mantel clock case.
The framework was made of lath strength-
ened by braces and corner pieces, in order
to give it the necessary strength to stand
the jar of hauling. The clock itself was
first covered with plain white cheesecloth
and next was trimmed with the same
material puffed very full and deep.
About 200 yards of this material was used
in all, the rig on top being puffed in the
same way. Everything was in white
except the autumn-colored leaves and the

posts or columns, which were
four ordinary stove-pipe sections
covered with gold paper. Inside
the stove-pipe columns were
wooden posts, which kept the
top of the clock from swinging.
The snowy whiteness of the en-
tire float added materially to the
attractiveness of the effect.
Another float which we recall

had as its chief feature a mam-
moth pair of spectacles. These
spectacles were made at a local
blacksmith's from a piece of new
iron and were painted a bright
yellow. They were made on the
scale of one foot to a half inch on
the ordinary 00 eye riding-bow

FI
spectacle frame. The monster
spectacles were borne on a spring
wagon, the banner with the
jeweler's name on either side being
in close prombcity. The jewelers

watch business was represented by his large
watch sign, which he temporarily removed
from over his store door to use on the float.
There was a liberal amount of bunting
and a grotesquely-dressed personage
equipped with a duster, large screwdriver,
hammer, immense eyeglasses, etc., con-
tinued to work industriously on the
watch, winding it up, listening to its
tick and indulging in other humorous

antics which kept the crowd
amused and attracted atten-
tion to the display. The
entire outfit, we are informed
by the jeweler, cost less than
$5. It was much talked
about and proved an excellent
advertisement.

Another float had as prom-
inent features Father Time,
who was properly gowned
and bewhiskered, and an
immense hour glass. There
is practically no limit to the
ideas that may be used to
advantage.
As to the question of dis-

tributing advertising matter
from floats, this is doubtfully
judicious. The spectators on
such occasions pay little
attention to printed matter
and those who would be suf-

ficiently interested to preserve it for future
perusal are very few. In fact, such dis-
tribution is practically a waste, although
it has been freely used on occasions. The
fact that the float is typical of the trade
is sufficient advertising for occasions of this
kind. Good illustrations of such appropri-
ately designed floats appear on this page.
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Quality—without style will not sell.
Style—without quality will not give satisfaction.
The BRYANT RINGS have both Style and Quality, and will help

your reputation as a Jeweler.
We guarantee every ring we make.

M. B. BRrANT & CO.
7 Maiden Lane, New York

Trade-Mark
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$10 00 Reward will be paid Sr
to any Jeweler

who can prove that we failed to make

00 "good" any article bought from usand which did not wear satisfactorily.

BUFFALO JEWELRY MFG. CO•
BRISBANE BUILDING BUFFALO, N. Y.

We sell to the legitimate Jewelry Trade only

BRACELETS
LOCKETS
FOBS
CHAINS

HAVE OUR STAMP

XXX
GOLD FILLED
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Selling

Pianos
Doubles the

Profit
of Many Briggs Piano Company

Merrill Piano Mfg. Company Esta1b8l4s5hedJewelers Norris & Hyde Piano Co. Estaibeed

IT Pianos are the most profitable of all lines for hustling Jewelers,
and often pay better than their regular stock-in-trade. With our

agencies every requirement can be fully met in price and quality from medium
grade to the artistic. A full line of Grand, Upright and Player Pianos of distinctive
quality. Reliable houses solicited and small accounts welcomed.

Owners and Operators of

Established
1868

National
Piano Co.
BOSTON

41'

NO. D DIAMOND BALANCE

HERMAN KOHL,BUSCIHI, SR.
MANUFACTURER 05

Fine Balances and Weights
FOR EVERY PURPOSE WHERE ACCURACY IS REQUIRED

170 Broadway

SEND FOR
CATALOGUE

(Corner Maiden Lane) New York, N. V.
114

UPRIGHT POCKET
DIAMOND SCALE

October 15, 1912 THE KEYSTONE

Law for the Retail Jeweler
[Copyright by ELTON J. BUCKLEY]

[A series of articles specially compiled by a
well-known lawyer for the better education of
the retail dealer in the law and its relation to the
different phases of his business.—ED.]

XXXIL—The Law of Preferred Claims

The following letter, which comes from a
wholesale firm in Tennessee, is worthy of
consideration:—

If, in your opinion, the subject is worth while,
why not discuss the subject which claims that a
merchant or manufacturer would make against
debtors, including bankrupt or insolvent debtors,
are preferred and which are not. This firm pre-
sents claims for merchandise sold many times a
year, and always has trouble to know whether
any of them are preferred or not. Doubtless many
others of your readers are in the same doubt, and
something lucid and practical on this subject
ought to be of service.

As it happens, I have a memorandum in
my note book to take this subject up
sometime, and since it has been brought
up, I may as well do it now. The law of
the subject should be of pretty general
interest, because all grades and classes of
business men are called on from time to
time to present claims against bankrupt
debtors.
As a matter of fact, the question

whether a claim is preferred can only
arise when it is against a bankrupt or
insolvent estate, because preferred means
paid in full when there isn't enough money
to pay all in full. If there is enough to
pay all in full, they are all preferred, so to
speak.

It can be set down as a rule without
much exception that in all cases of bank-
ruptcy, insolvency or assignment for the
benefit of creditors, the claims of men who
have sold goods to the defunct concern or
loaned it money, are never preferred.
Only in one case where goods are supplied
a bankrupt estate is a claim for goods
preferred, and that I will discuss further on.
The very first claim paid out of a bank-

rupt estate is the cost of settling up the
case. This includes all fees and costs,
including attorney's fees. The rent up to
the day of bankruptcy is also preferred
and is paid in full out of the fund whether
anybody else gets any or not.
Rent is a preferred claim under the laws

of all states.
Wages are also universally preferred,

both under the Federal bankruptcy law
and the laws of all the states as to in-
solvency, assignments for the benefit of
creditors, etc. Not unlimited wages, how-
ever. Under all laws wages are made pre-
ferred for stated periods; under the
Federal bankruptcy law this period is
three months before the commencement
of proceedings.
Workmen, clerks or servants are given a

preference as to wages; in other words,
wage-earners employed about the place.
This does not include workers who have
made a contract to do certain work about
the place for a certain price; they are
not being paid wages at all. For instance,
in a recent bankruptcy case the
bankrupt was a grocer who had a

considerable number Of clerks and
other employes, all of whom claimed
delinquent wages as preferred claims and
received them. Among these employes
appeared the name of a plumber who
shortly before the bankruptcy had made a
contract to do certain work about the
grocer's house and store for $220. He
contended that he was entitled to be paid
this amount as wages, but the court in-
stantly threw his claim out, on the ground
that he was not a wage-worker but a
contractor.
The one case in which goods sold to a

bankrupt estate are a preferred claim is
when the bankrupt's business is being run
by the receiver or trustee, and has to buy
goods to carry itself along. In such a case
the receiver or trustee must settle his own
bills in full no matter what the other
creditors get.

I was interested in a recent bankruptcy
case in which this rule of law ate up a very
large part of the estate. The trustee of
the bankrupt estate had been ordered by
the court to keep the business going until
certain contracts could be completed and
collected for, thus realizing more money for
the estate. In completing the contracts
the trustee had to buy a lot of stuff, all of
which had to be paid for in full. The par-
ties with whom these partly completed
contracts had been made, themselves went
bankrupt before any money was collected
on them, and when the trustee of the first
bankrupt paid all the bills for materials
used in completing the contracts he had
very little left.

It is always a good thing, in such a case,
to have the order of the trustee, or receiver,
or assignee who is conducting a business
under the above conditions in writing.

Breezy Advice to Traveling Salesmen

" The trouble with most men is that
they don't know their own power," said a
well-known merchant addressing a meeting
of traveling salesmen. " They haven't the
confidence to go to it as they should.
They work too much with their hands and
feet and too little with their heads.
" They don't think.
"There isn't a salesman in this room

who doesn't know more about this business
—the way your merchandise is made—
where it ought to sell—to whom and at
what price—than any man he calls on—
and yet when he gets on the road he lets
his customer—the man who knows less
than he—dominate him from the time he
enters his store till he leaves it.
"And why does he do this? Because

he lacks confidence in his own ability—
because he doesn't realize the actual length
of his own backbone.
" It is as true as Gospel that the man

who buys should seek an interview with
the man who sells—and he would if the
man who sells would cease to be an order-
taker, assert his position, uncover what
is in him and carry his message into the
enemy's camp.
" I caught the curl of the lip of a Beau

Brummell in the third row—perhaps the
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least successful salesman in the bunch, and
I said this:
"I may be wrong. I'm only trying to

give you what I have in me. What I have
to say may not interest you all, but it
may interest, it may help, one or two, and
for their benefit be patient. There isn't
a man here that I can make a bit bigger
man than he is. What a man has he was
born with. Sometimes it never develops.
There are many big men working for a
dollar a day—many small men are making
thousands—and the big men are small
and the small men are big because the
small men made the most of what they
had and the big men didn't have the spark
to start the explosion.
"Every man can get something from

every other man, if he'll think. It may
merely be a knowledge of the things to
avoid, but, if he'll think, he'll grow.
" If you get this thought fixed firmly in

your mind and go into a customer's place
of business not to ask favors, not to ask
him to buy goods, but ready to deliver the
message that will add a figure or two to
his bank account, you'll find him waiting
on the doorstep the next time you come
to town.
"And above all, have confidence in your

product—don't pack your trunk till you've
satisfied yourself that your line is right. A
man who can sell a thing he doesn't
believe in, could sell ten times as much of
something he does believe in—so why work
at 10 per cent efficiency when there's a
job waiting for you somewhere worth ten
times as much to you and the 'man who
wants you.
"And if you have this confidence in

your line, don't let the first turndown you
meet shatter your confidence. Don't
blame your merchandise, blame yourself—
you're not putting it over right—you
haven't thought out your argument—you
didn't fit it in advance to the man to be
called on.
"Mental attitude has everything to do

with success in salesmanship.
"Success in salesmanship doesn't mean

selling enough merchandise so that the boss
is afraid to fire you. Success in salesman-
ship means getting the maximum amount
of business out of a given territory or a
given customer. If you leave a store
without selling as much merchandise as
the customer should wisely buy—if you
leave a town with fewer orders than the
size and character of the town entitles you
to—you have failed in successful salesman-
ship.
"Make up your mind before you call on

a customer first, that he ought to buy;
second, what he ought to buy; third, how
much he ought to buy.
'Some salesmen say, How can I tell
what a man wants till I talk to him?' It
isn't a question of what he wants, it's
what he can sell, and what he can sell he
should buy.
"The Al salesman, the salesman who

thinks, makes up his mind from the char-
acter of the town, from his knowledge of
the people, from the appearance of the
streets, from prepared information, from
his last season's order-book—he thinks.
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Make a Study of Store Fronts
Before You Remodel

CICICICII=1=:11=11=1=211 -1C11=1

DON'T start
tearing out

your old Front,
preparatory t o
installing a new
one, until you
have gone into
the subject ex-
haustively. The
possibilities are
too big in a new
Store Front to
go ahead blind-
folded.

You expect
to show an in-
crease in sales
through your
new Store Front
—y o u expect
new life in your
business — the
old Front has
served its time,
now you are
ready to mod-
ernize. There
have been, and
are, thousands
of merchants in
your same con-

dition—each one out for more business. During the last
seven years, hundreds thousands of merchants have
accomplished this result only by putting in new, efficient,
trade-pulling Kawneer Store Fronts. Some have
accomplished greater results than others for the simple
reason that they studied their own situation without
leaving one stone unturned. We have a book, "Boosting
Business No. 15," which shows photographs of several
of these trade-making Store Fronts and want you to have
a copy. It will interest you—there are suggestions in it
that you will like—they are money-making ideas.

1==11===11=1 C11===1 ==I I=I

Just say, "Send Boosting Business No. 15"

Kawneer Manufacturing Co.
Francis J. Plym, President

Factory and
General Offices

LI=
Branches inNiles, Michigan. all Principal Cities
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P- The Great American

▪ 

For

E Nineteen Thirteen
Is Out 01.■=1

IT FILLS ITSELF
Upon that strong, bold, smashing headline
is built all of our magazine advertising
this Fall, telling millions
of people (your customers,
too) about
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Get busy with a postal
card if you don't receive
a copy of the Great
American Retail
Jewelers' Catalogue
by the last of the month.
It's now being sent out
to the trade. It's the
greatest book we ever
got out. You'll think
so yourself when you
look it over. Get one
and use it. You take
absolutely no chances.
Style, quality and prices
are right. A house with
a national reputation
stands behind it. Every
time you use any other
catalogue you miss an
opportunity. Be sure
and get one.

It's now a National
Catalogue.

The Oskamp-Nolting Co.
Cincinnati, Ohio
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Self-Filling

ita Fountain Pen

We'll show you how to link
up your store with this national
advertising of ours. Our new
folder "We Are
Making Dollar Signs
At You " tells how
to do it. This folder
is the biggest, hand-
somest thing we
have ever produced.
It's FREE—and it
doesn't obligate you to
buy either. Write
today—a postal will
do.

THE CONKLIN
PEN MFG. CO.

137 Conklin Bldg.

TOLEDO : OHIO

NEW YORK
366 Fifth Avenue

CHICAGO
700 N. American Bldg.

BOSTON

59 Temple Pl.

TPADE
MARK
Reg.U.S.
Pat. Off.
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Hundreds
Letters

iikeThis
are Received.

Unsolicited

changeable

The Most

from Purchasers of My Inter-

YOU N I T Window Fixtures.

Wonderful Set of Patented
Interchangeable Window Fixtures Ever Made for the

Jewelry Store Windows
For Your Own Satisfaction, Read This Letter.

A. H. SETRON
JEWELER

T11$: OSCAR ONKEN CO., Cincinnati, Ohio Parkersburg, W. Va., Dec. 26, 1911
Gentlemen:—! take great pleasure in sending you herewith my check to cover invoice for set

of ONKEN WOOD wiNDow rixTuRE YOUNITS shipped Nov. 270 last.
I feel that every d3Ilat I am sending you has made me $10.00 profit during my Christmas Trade.
Our Christmas Trade this year was beyond my expectation and I attribute a great deal of it to

the fine window displays made with your Fixtures.
Wishing you a prosperous New Year, I remain Yours respectfully, A. II. SETRON.

Patented 1911 in the United States and Foreign Countries

The Full Set
The above illustration shows entire set of No. 11 JEWELRY YOUNITS com-

prising 100 YOUNITS to the set There are 18 distil.ty slabs made of vvell-
seasoned oak lumber. All slabs are fitted a ith tilting metal adjustments on
back for holding them in different positions. The 18 slabs are covered with
velvet. The remaining 82 YOUNITS consist of BASE BLOCKS, UPRIGHTS,
CROSS ARMS and EXTENSION YOUN1TS, in assorted lengths and sizes
which will enable you to make HUNDREDS and HUNDREDS of Window Trims
and as many odd and standard fixtures.

You Never Need a Tool

Set No. 11.
set No. 

My Two Jewelry Sets:
1...taorfee.7eough for two windows10a0n4iun4ldr–

Large enough for one window. 46 YOUNITS

$26.00

I 5.00_

F. 0. B. Cincinnati Factory.
These two sets will display box goods, silverware, brie a bate, jewelry and fancy goods, novelties, etc.
The display boards are covered with velvet in either purple, black or green, and each is equipped with
a metal adjustable and tilting attachment. When ordering be sure and state color of velvet scanted.
Purple color is sent when no color is designated in order.

Finish wnale of select Oak in one stock finish, Weathered Oak, and in a soft, mellow,
xed finish.

Storage Chest Each set is put in a HARDWOOD HINGED-LID STORAGE CHEST(oiled finished/. A place to keep the unused YOUNITS.
A beautiful book of photographs showing large madeBook of Designs wtntyYOUNfISsetRFEiiiUiefiSet. 

size trims

Every Set Guaranteed to Give Satisfaction. Shipments Made at Once.

THE OSCAR ONKEN CO.
Established 32 Years

No. 758 Fourth Avenue
Cincinnati
Ohio
U. S. A.

v.x.`G.% 
Ple.! 0.0

e

.ç5Y.. "
Co., , 9405 --e .1 0

°:: :A:: 0 .,t -' . ' '  ' ' ' :0 16

1,

o`‘;``'
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0 The Umbrella Your
Customers Know0

fI National Advertising has connected the name
II HULL to UMBRELLAS in the minds of the

American public for style, quality and wear.
V

Be sure and see
0 that the name
0 HULL is on the0

Button
•

•

The National Advertising of the HULL Detachable
Handle Umbrella will be extended through such

so mediums as the Jewelers' Christmas issue of

4 
0 Colliers' Weekly and the December issues of The
Z. Ladies' Home Journal, Woman's Home Companion

and Good Housekeeping, so that every jeweler who

i is carrying the Hull line this Christmas will be
able to satisfy the customers in his community.

1a9999
:9

If you are not prepared to supply these customers
who are bound to call at your store, write for

our new circular illustrating our exclusive
jewelers' line.

9

HULL BROS.,
Toledo, Ohio

Send information
9
• about yotir Jewelers'
; line of umbrellas.

Hull
Brothers

Umbrella
Co.

TOLEDO, OHIO

New York Office and Salesrooms
5th Avenue & 23d St.

90040*••••••••••••••••••••••••••••••••••••••410•0••••••••••■•••••
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E--7 Will You Spend a Dollar to Make Two?

Every dollar expended in proper store fixtures and show cases
will yield a return of more than 100 per cent! Because fine
fixtures make fine stores, and fine stores draw the best trade.
Surely it is to your advantage to get the better class of people—
the moneyed people—into your store. And you can do it if you
give them a store they'll be glad to trade at.

"QUINCY SPECIAL" Cases
will put your place into the "A- class—will enable you to make a
larger number of sales per month than you ever made before.
You'll be pleased with these cases. They'll give you better
service and less upkeep cost than any other kind.

Write for Catalog 'Aro. 20 showing our various models

QUINCY SHOW CASE WORKS

QUINCY ILLINOIS

Chicago, Jackson Blvd. and St. Joseph, Mo., 313-23 So. 3d St.
Franklin St. Dallas, Tex., 907 Commerce St. =

Wichita, Kans., 301 Beacon Bldg. Jacksonville, Ha., 20-28 Julia St. =

.17111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111
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THE BEST THE CHEAPEST

SOLID GOLD CHAINS
They stand the test of time and TRADE

have done so for 60 years. Su- 1850
premein Qual ity, Design, Finish,
Workmanship.

We sell direct. We have no sales-
men. Eliminating all unnecessary
expenses in making and selling
enables us to sell at the lowest
possible price. Send for catalogue.

Alois Kohn & Co.
1912

MAnA

16-18 Maiden Lane, NEW YORK
Makers of GOLD CHAINS of every kind

ELK TEETH
JUST AS THEY COME FROM
THE INDIAN AND HUNTER

ALL SIZES, white and colored tips.
Any number wanted. On selection to
manufacturers. Come to the right
source for supplies.

Mt. Lion, Lynx and Eagle Claws
for Emblem Work

DIMENSION, CABOCHON GEMS FOR RINGS, SCARF PINS, ETC.
Every sort of fine Gem Minerals in the rough for Gem Cutters.

ALL STRICTLY WHOLESALE PRICES

Largest Dealer of Elk Teeth in the World. Importer of Gem Goods 

Price-list free L. W. STILWELL., Deadwood, So. Dak.

The Fine Art of Pivoting

Whereon the Workman's Success Depends in
Putting in a Pivot—Information of General
Trade Interest

Among the queries from subscribers now
before us is the following: I want to know
something about pivoting—how must I do
this work, that is, how can I get the center
of the staff and how must I drill a hole in
same. I can turn the pivot allright but
I have trouble in getting the center and
drilling the hole for a new pivot. I have a
Geneva lathe, and will you please tell me
how to feed the drill to the article that I
am drilling. Is there any kind of screw
feed that I can get? Must the temper be
drawn from the staff before it can be
drilled? How can you tell when the
temper is out?
The success of the whole job of putting

in a pivot rests first on getting a true, clean
center turned in the end of the staff.
The steel must be softened before center-
ing and drilling. For this purpose you
can either buy a " detemperer," or can
very easily make the tool shown in Fig. 1.
Take a piece of copper or silver wire three
or four millimeters diameter and three-
fourths inches long. Drill a hole centrally
in one end, about the diameter of the lower
end of the average balance-staff. Bevel
the edge of this hole. Saw a slit down
through the hole, separating the front end
of the wire into two sides.
In the other end put a piece of steel

wire about No. 55 Stub's gauge, for a
handle. If desired a small wood handle
can be put on the end of the steel wire.
To use this softener, heat it red-hot in the

FIG. 1

flame of an alcohol lamp or Bunsen
burner, then press it on over the part of
the staff which is to be drilled. The slit
will allow it to be used on a variety of sizes
of staffs, as the two halves can be opened
or closed together. Draw the steel to a
blue-black or gray-blue color, to a some-
what greater depth than the hole will be
drilled. After softening it put the staff in
the lathe, in either a split chuck or a
cement brass; true it by the shoulder
next to the cone of the pivot. Now
flatten off a space on which to turn the
center for drilling. This is best done with
a hard Arkansas oilstone slip, rubbing it
gently over the stump of the broken pivot
until all the roughness is removed. Now
comes the work of centering.
Much of the trouble in drilling the hole

for a pivot, results, from having an im-
perfect center to start with.

In Fig. 2, at a is shown in full lines, a
perfect center, and in dotted lines is
shown the position the graver must be in,
to produce a perfect center. Note that the
point of the graver is exactly in line with
the dot and dash line which represents the
axis (center of rotation) of the staff.

a

---------

--------------

FIG. 2

At b is shown an imperfect center (with
a projection at the bottom) ; in dotted lines
show in the correct position the graver
is in, which results in the fault shown.
Observe that the trouble is caused entirely
by the one fault of getting the point of the
graver out of the center of rotation of the
staff. We advise first practicing centering
on a piece of brass or soft steel wire, mak-
ing the centers quite large, until they can
be easily made at every attempt. Flatten
the surface of the wire, then lay the point
of a perfectly sharpened graver lightly
on the surface while the lathe is running.
Use a double eyeglass, and try to place the
point of the graver exactly in the center
of the surface. If you do not accomplish
this you will know it by seeing the graver-
point cut a ring on the surface. Remove
the graver and replace it with the point
exactly in the center of this ring. You will
soon get the knack of placing the graver-
point exactly in the center. Now press the
graver into the metal, and if you keep the
point in the center line, you will have a
perfect center. The deeper you make the
center the more difficult it is to avoid
getting the graver-point out of the center-
line, so it is good policy in actual work to
make the center no larger than is just
sufficient to take in the width of the drill-
blade. (c, Fig. 2.) If you practice on the
above principles you will soon have no
trouble at all in centering.
With the broken pivot-part flattened

and centered, you are ready to drill the
hole. Answering your question as to using
some sort of mechanical attachment to
help in drilling, let us say that anything
you try will be a disappointment. The
only satisfactory way to drill is by hand.
The drill should be held in a light pinvise
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of the style a or b, Fig. 3. Rest the cutting
point of the drill in the center you have
turned in the staff, and "line up" the
handle of the pinvise by eye so it is parallel
with the lathe-bed. Keep the pinvise
steady by resting the hand on the lathe-
bed. Run the lathe at moderate speed,
and press the drill into the metal just
firmly enough so that it "bites," no more,
else it will break. But the vital thing is
to keep the drill going straight into the
hole—the tending to gradually slant it to
one side, or up or down, must be watched
for and avoided. When you have had
experience in drilling you can feel it when
the drill gets out of line; you can feel
whether or not it is cutting properly, and
it is just this sensitiveness which is the
advantage possessed by drilling by hand
over drilling by any sort of mechanical
drill-guide. Some good watchmakers wet
the drill by touching it to the tongue
before commencing to drill. It is better
to keep the drill in action steadily until
the hole is finished, rather than to need-
lessly withdraw and replace it, because
when the latter is done it is sometimes dif-
ficult to get it started cutting again with-
out risk of breaking it. Another thing we
warn you against is this: when the drill
is cutting well and everything going along
finely, there is an odd but common temp-
tation to just keep on drilling, even though
the proper depth of hole has already been
reached. Besides wasting time, this makes
a great risk of breaking the drill; the risk
of breakage always increases as the
hole goes deeper. Of the total length of
finished pivot (including the plug which

a

c== =====enenr=t4C0

FIG. 3

fills the hole) there should be somewhat
more than half inside the hole in order to
give it a secure hold. The wire from which
the plug is filed may be a sewing needle,
drawn to a bright blue temper and filed with
a No. 5 or No. 6 cut file. A narrow file
is best—say 34 inch wide—the style known
as a "pillar" file. File the plug with a
very slight taper, and so that the end just
sticks in the hole, then cut it off with a
cutting plier and drive it as far as it will
go with taps of a medium weight hammer
landed squarely on the end of the plug.

With the oilstone slip grind down the
length of the plug until just a little more
than the length of the finished pivot;
turn, grind and polish the pivot. A job
of pivoting skilfully done leaves the pivot
as strong as the original one.
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I KNOW THAT
it is human nature

and the ambition of every young man to be successful. There is no easy
road to success in any line of business but the least failures and the most
successful men are the ones that have a thorough, practical knowledge of
their business. Very often you will hear about a man worth a million
dollars, who will place his son in the machine shop at a few dollars per week,
SO as to learn the practical part of the business from the ground up. Why

don't you become successful ? Become a man worth while. You can do
it with little expense and in a short time if you will attend our college.
The opportunities in the jewelry business are increasing every day.
Good, practical workmen cannot be found. There is not enough of
them in this country to supply the demand. Become a thorough, prac-
tical Watchmaker, Engraver, Jeweler and Optician and your success is
assured. You will be a man worth while. Your services will be in
demand at a good salary by hundreds of jewelers. We have been
making successful men of our students for over eighteen years and we
feel proud of our record. Remember, the kind of instructions we give
you cannot be had at any other college. We have the teachers, who
are experts, up-to-date methods, tools and appliances. Our prospectus
explains everything. Send a postal for it to-day. It will be a penny
well invested. Mention what branches you are interested in.

Est ab lished 1894

THE PHILADELPHIA COLLEGE OF HOROLOGY

F. W. SCHULER, Principal

ORFEBEEM

Broad and Somerset Streets

MEE

PHILADELPHIA, PA.

The Sam'! A. Crocker Co.
IMPROVED ROLLING MILLS

A Rolling Mill is an Absolute Necessity

Our Mills give universal satisfac-
tion and meet every requirement
of the Jeweler, Manufacturing
Jeweler and Artisan.

Best for 25 Years

Write for catalogue.

Our Mills are warranted both as
to material and workmanship.
Ring rolls and square grooved
wire rolls supplied.

ASK YOUR DEALER

Jewelry

and for

Sold by all
Supply Houses

Manufactured
sale by

The Sani'l A.
Established 1872

35-37-39 W.

CINCINNATI

  ['OUTMAN

Incorporated 1911

5th Avenue

Is OHIO For particulars write for Catalog

JEWELRY FIXTURES
are the kind of fixtures that help most to
give the Progressive Jewelry Store its name.

Hofman quality anticipates the needs of to-
morrow while catering to the needs of to-
day ; that's why the leading stores are
Hofman equipped.

You'll become a Hofman enthusiast too,
when you know our service.

A catalog or a representative on request.
Which shall it be?

John Hofman Co.
94 Leighton St., Rochester, N. Y.

New York Office, 806-807 W. 34th St.

I 'OUTMAN  
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Workshop Notes

Subscribers wishing inquirien answered in this department
must send name and address—not for publication, but as an
evidence of good faith. No attention will be paid to anonymous
communications. Questions will be answered in the order in
which they are received.

HARD SOLDERING.—I want some instructions on
hard soldering: first I will tell you how I try to
do this work. We will take for example a plain
gold band ring. I first clean the broken parts
with a file and make the joints come together
closely; then I make a paste of borax and water
and apply this paste to the joint; then I lay
a small piece of gold solder over the joint and I
first heat each side of the joint before I put the
flame on the solder and when I do this the solder
either balls up or gets red hot and will not melt
at all. Now can you tell me the cause. All the
books I have on this subject tell me to heat
each side of the ring red hot. Now when I
heat one side red hot, it gets cool before the
other side is hot; and does the ring have to be
red hot? Should I put the solder on before I
begin to heat the ring or wait till the ring is red
hot and then put the solder on? What kind of
a self-blowing lamp could I get for this work, one
that will heat a large band ring red hot? Is there
any danger of melting any kind of solid or gold
filled goods?

We believe that your trouble is due, first, to
using too small a volume of flame on your work.
In the first place, we recommend the use of the
simple mouth-blowpipe. The next consideration is
the source of your flame. You must have a good
big " torch " of fire, whether you use gas, alcohol, or
kerosene. A jeweler's gas lamp is the most con-.
venient, but if you have no gas supply, use an
alcohol lamp with a round wick about inch in
diameter, and keep enough of the wick exposed to
give you a flame not less than five inches high.
An easy and effective substitute is to put a piece
of rag, well soaked in kerosene, in a tin watch-
movement box; light it, and when you want to
extinguish it, simply lay a flat piece of metal on
the box as a cover. At any rate, use your blow-
pipe with sufficient flame, and use a charcoal solder-
ing block instead of an asbestos block and you will
have no trouble soldering the largest and heaviest
rings. Then here is another important suggestion:
instead of directing the flame against the outside
of the ring, and thus first against the solder, blow
it against the joint on the inside of the ring; then
the ring will get thoroughly heated before the solder
flows, which will cause the solder to flow readily
into the joint, and prevent its " balling."

Outside of the above modifications, your method,
as you explain it, is correct.

PLATE ENGRAVING.—What method do card plate
engravers use to design their work? Do they
have an alphabet of the letters reversed? What
kind of gravers do they use, square or diamond
point? Where would be the best place to learn
copper plate engraving and what is the salary
while learning?

Most experienced card-plate engravers draw
their lettering backward on the plate in the same
way as the jewelry engraver draws his lettering—
that is, they draw it without using any special
method or process to change the lettering from
obverse to reverse—simply draw it directly on the
plate. Constantly working on this class of work
makes it easy to do what would be impossible to
a beginner in it, or to one who only does such
work occaFlonally.

It is v:ell, however, for the jewelry engraver
who wishes to get into card-plate work to use at
first some method by which he can draw the work
first obversely, and then apply it to the plate so
that it will appear on the latter, reversed. The
simplest way we know of is to draw the lettering
with a very soft lead-pencil, on a piece of paper,
then turn the paper upside down over the copper
plate (which has been previously coated with
Chinese white) and rub the blank side of the paper,
at places where there is lettering drawn under-
neath, with a broad-surfaced burnisher. On re-
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moving the paper, the lettering will be seen reversed
on the surface of the plate, ready for engraving.
To do this trick successfully requires that the
pencil used shall be very soft, and the plate must
be well coated with the Chinese white, so as to
present a clear white surface, without streaks of
copper showing through.

After this method has been followed for a while,
you will begin to get accustomed to reversed letters,
and a beginning may be made in drawing directly
on the plate instead of transferring lettering from
paper. It is a great help to now use a small
engravers' T square with an adjustable head, set
on the edge of the plate so that the blade can be
used to mark any desired number of parallel slant-
ing lines across your horizontal guide-lines, so
that you will have no difficulty in maintaining an
even slant to all your letters.
The copper used by card engravers is made up

especially for the purpose. Copper such as is
used by engravers for practice-work, will not
do. Card-plate copper is about twice as thick,
and the surface is finely polished, with slightly
rounded top corners. This copper and other
supplies for the work can be had of Ezra F. Bow-
man's Sons, Lancaster, Pa. The gravers used are
lozenge-shaped, because card-plate work requires
deeper cutting than ordinary letter engraving.
Some card-plate engravers use simply the

ordinary Swiss turning gravers. Concerning
learning card-plate work, we would suggest that
you write to all the schools whose addresses you
can get from their advertisements in THE KEY-
STONE. Doubtless some of them teach this kind of
work. Or, you might arrange with some one who
is in that line of business to teach you, or start
practicing in the way we have suggested, and see
what skill you can develop yourself; to do this it is
a pre-requisite that you are a good engraver on
regular letter-work; it not, you had better not
attempt the other work until you are.

GILDING.—After hard soldering with gold such
articles as gold filled carded jewelry, how do
you re-color it to the proper color as before? For
instance, I soldered with gold solder the head on
a cheap scarf pin. I put the work while hot
in the soldering fluid which drew it to color, but
it did not have that bright gilded appearance
which it had before. This is what I want to pro-
duce; a coloring that will hide the traces of all
soldering.

Gilded jewelry generally loses its color even if
you use an anti-oxydizer. It must nearly always be
regilded by electro-plating with pure gold, which
is what gives it its bright yellow color. If you want
to do your own electro-gilding, we would advise
you, to go, if possible, into an establishment where
they have a good gilder, and take instruction;
or write to the schools you see advertised in THE
KEYSTONE, and arrange to take a special course
in gilding. If you cannot arrange to do this, read
the articles on the subject which we publish from
time to time, and many of which you can find by
looking through back numbers of this magazine.
Buy books on the subject (all tool and material
houses sell them) and study it. We suggest all
this because electro-plating is a big subject, and
cannot be imparted to the would-be plater in a
few short paragraphs. We gladly answer questions
on details of the subject, in "Workshop Notes,"
but it would not be possible to present here a
treatise on electro-plating such as the beginner
would need.

HECLAMPING.—Kindly inform me through "Work-
shop notes" how to build up a prong on a
diamond setting that is worn off even with the
stone.
If the setting is on a Belcher mounting, file the

worn clamp (prong) down until the flat surface
your filing produces, will be wide enough to make a
firm base for the block of gold from which the new
clamp is to be made. The latter is to be of ample
size, so that it contains metal enough from which
to file out a clamp the same shape as the original
one. Solder the block to the base you have filed
on the mounting. File the block to nearly the
same form and size as the clamp is to be when
finished, leaving it long enough at its tip to allow
plenty of metal to close over the stone in setting.
Cut a bearing-shoulder to match the other ones on

the old clamps, then put the stone in; close the
tip over the stone, and trim the tip so it will not
catch clothing. Polish the ring with tripoli and
rouge. The joint between the block and the filed
base must be fitted so closely that it cannot be
seen after the ring is polished.
In reclamping Tiffany settings, follow the same

procedure, except that the defective clamp should
not be filed off to a base which is parallel to the
width of the stone; it should be filed slanting
so as to give greater solder-surface.

CLOCK REPAIRING.—I have a very old clock here
which a customer has given me. Do you people
do any such work? If so I will send it to you
after I have given you a more definite descrip-
tion. It is in very bad condition but is prized
very highly by owners, who desire very much to
have it repaired. I do not have the proper equip-
ment for the work. If you will do it I will write
you more fully after I hear from you.
Look through the advertisements on the last

few pages of THE KEYSTONE; you will see a num-
ber of trade repairers represented among them.
Write to any or all of them and explain the work
you want done. Most of them do clock repairing
as well as watchwork. We have no department for
doing repair-work.

SOFT SOLDER.—What is the formula for making
soft solder solution, the one which contains
nitric acid, glycerine, water and alcohol? Please
give proportions.

We recommend the following for making sof t-
soldering solution: Dissolve zinc in pure hydro-
chloric acid until bubbles cease to form. Pour off
clear solution, free from any bits of zinc, into
another vessel, and add one-third its quantity of
spirits of sal-ammoniac. The solution may be
diluted with water to some extent and yet be
effective. We would suggest adding, say, about
one-fifth water. We have never had any experi-
ence with a soft-soldering solution composed of
the ingredients you mention.

Iridium a Rare Metal
The smooth writing qualities possessed by gold

fountain pens may be attributed to the tiny bit
of white metal—iridium—fastened to the tip of
the pen. Iridium is an exceedingly rare metal,
according to the United States Geological Survey,
not more than 5,000 ounces being produced each
year, of which perhaps about 500 ounces are
recovered in the United States, mostly from im-
ported platinum sand and from copper ores and
bullion. The price demanded for iridium has been
increasing rapidly, and in 1911 it ranged from $60
to $64 an ounce for pure metal.
Owing to its unique qualities, iridium finds a

fairly extensive use. Most of the metal produced
is probably used for hardening platinum. It is
further used for various scientific and technical
purposes, such as standard weights, pivots, contact
points, and as previously stated, for gold-pen
points. Iridium black, an oxide of the metal, is
highly valued as a pigment for decorating china-
ware.

Another Aluminum Solder
Another aluminum-solder has been added to

the already long list now in existence. This
time it has been patented by Charles R. Erkens
of the Simplex Aluminum Solder Company Inc.,
of New York City. The solder is composed of the
following:

Tin  60 lbs.
Zinc  15 lbs.
Lead  10 lbs.
Antimony  5 lbs.
Bismuth  5 lbs
Chromium  5 lbs.

The metals are melted, according to the in-
ventor and then treated with "35 grams of salicylic
acid and 10 grams of calcium to each 5 lbs. of the
alloy; and for a like amount of material 2 grams of
sulphur." The inventor states that the sulphur
acts as a "binding agent." The solder is used with
the ordinary solder fluxes for soft solder and in the
same manner.
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Alexander Cassriel Company
NOTHING FOR SALE

WE BUY
Rockefeller
and make it

The United
gold, stamp
That's mone

can write a few words on a sheet of paper
worth $50,000. That's capital.

States can take an ounce and a quarter of
an "eagle" on it, and make it worth $20.
y.

A mechanic can take material worth $5 and make
watch springs worth $1,000. That's skill.

A ditch digger works ten hours a day and handles
several tons of dirt for $1.25. That's labor.

And—

Your shipment of old gold, silver, platinum, gold filled
and plated scrap, sweeps, polishings, etc., in our hands,
means the most prompt attention. That's business.

Our check will be satisfactory. That's logic.

Alexander Cassriel Company
68 West Madison Street, Chicago

Refiners, Assayers and Sweep Smelters

COLONIAL WALL CASE No. 123
8 ft. long 8 ft. high ou, side
Upper part is 18 inches deep inside

SPECIAL No. 107
Counter Case and Table

IN STOCK IN OAK AND BIRCH

F. C. JORGESON & CO.
159 to 167 Ann Street, CHICAGO

Makers of High-Grade

JEWELLERS' FIXTURES
THE BEST IN CONSTRUCTION AND FINISH

"THE BEST OP EVERYTHING"

J. V.
MOROSS

Jewelers'
Auctioneer

Bric-a-Brac and
Art China

"I am the only auc-
tioneer today that
will guarantee you
a profit on all sales;
I have never in-
vented any schemes
to sell goods only
to get the money
in the cash box. I
will pay the highest
cash price for any
stock and fixtures,
no matter how
large nor how
small. I have the
services of a good
auctioneer, when a
firm requests two men and it costs you no extra money. I will gladly
pay my own expenses to any place of business to examine and see
what can be done; I have sold mcre high-class goods than any
other auctioneer in the business today. I guarantee profit on
my services."

J. V. Moross : NEW BALTIMORE
MICHIGAN

UNIVERSAL COMBINATION TRAYS (lotieFLoot:0

AN ENTIRELY NEW DEPARTURE.

2209

GIVES INNUMERABLE DESIGNS FROM THE SAME PIECES
May be arranged to fit any size window

Illustration No. 1

UNIVERSAL COM-
BINATION TRAYS
adaptable to any
window or space

Illustration No. 3

UNIVERSAL COMBINATION TRAYS
are interchangeable and they give the widest scope, the greatest variety,
the most pleasing combinations yet retain that attractive symmetry essen-
tial in successful window display.

UNIVERSAL COMBINATION
By spreading these displays you can change the entire effect and yet

retain the same universality or wholeness. With the Universal outfit you
can arrange pieces to suit the goods you have to display. Illustration
No. 5 shows a combination 36% inches in length consisting of 36 pieces.

Price complete as illustrated, net $24.50
Extra Silk Velvet to match, per yard, $1.50

These pieces may be had separately.

These beautiful trays are made in propor-
tionate sizes and in designs to match and har-
monize so as to make beautiful combinations.
Changes are quickly made and an entirely new
effect is produced with each change.
The above display consists of 76 pieces,

makes a very large and magnificent outfit.
The entire length of combination is 53 inches,

depth 15 inches, and height 21 inches.
This is a compact and large display and the

dimensions can be easily reduced or increased
by spreading or rearranging the designs to suit
requirements.
The above outfit contains one tray partitioned

and fitted with pads for link buttons, one tray
fitted with pads for studs, one large tray fitted
with pads for brooches, one large tray fitted
with pads for scarf pins.

No. 1910. Price complete as illus-
trated, 76 pieces, including stairs,

$67.50 net.

No. 1911. Same outfit, but with plain trays
without pads, $56.25 net.
No. 1912. Stairs, consisting of 4 pieces,

largest piece measuring 30 in., complete,
$1net.3

Other
.5 0 si

e stairs to order as desired. May
be had in brown, purple or black silk velvet.
Specify which is wanted.

It is to your interest to study these outfits because they represent the
most progressive ideas in window display. Their popularity has increased
the output enabling us to produce quantities and thereby offer unequaled
values.

This illustration to the left represents only one design; innumerable
designs may be created from the same pieces. Any number of trays
judiciously selected can be arranged in innumerable ways to suit any
kind of goods you may have to advertise, and to suit any window space.

May be had in Brown, Purple or Black Silk Velvet. Specify which
is wanted.

Silk Velvet for window trimming, 17 inches wide, per
yard, net, $1.50.

Illustration No. 3 consists of 46 pieces including stairs covering a
space of 32 inches in length.

Price complete, $28.25
Set of stairs, 8 pieces, largest piece measures 15%x2% in. high, as

shown. Price $12.25.
These stairs may be made in any sizes. Give us the size of stairs or the

dimensions of your windows and we will make you quotations accordingly.

Illustration No. 5

CHICAGO'S U N RIVALLED MATERIAL HOUSE
37 South Wabash Avenue (POWERS BUILDING) CHICAGO
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If we buy another

it will be a "Brown" 

This Style $150.00

That's what W.
A. Hamilton,
Kalamazoo,
Mich., tells us.

He now has
four of our
clocks.

He ought to
know that they
are right.

If you buy now
you can pay
January
1st, 1913

Brown Street Clock Co.
MONESSEN, PA., U. S. A.
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Favorites-_

NICHOLSON EXTRA FINE

[XIJ']

SWISS PATTERN FILES

Give Longest Wear For Lowest Cost.

The expense per year of service
is the only true test for judging your
File cost.

It discloses the absolute superiority
of NICHOLSON Swiss Pattern Files.

That is why in the finest Manufac-
turing plants, where costs are carefully
computed, these files are almost invari-
ably used.

Both buyers and workmen know
that they give the best service, and
that the NICHOLSON FILE CO.,
has carefully studied the particular
needs of Manufacturing Jewelers,
Die Sinkers and Tool Makers.

Sold by the leading supply houses and
hardware dealers everywhere.

. FOR YOU

A forty-eight years' edu-
cation on files in an hour.

It's all in our booklet,
"FILE FILOSOPHY"
Sent FREE on request.

Nicholson File Co.,
Providence, R. I.
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Recovery of Silver from
Photographers' Solutions

Inasmuch as one of the largest single uses

of silver is in photography, it is natural that

a considerable amount should find its way into

the silver refining and sweeps trade through

photographers. It may be said, however, that

very much less is • obtained from this class of

trade than should be produced for the reason

that many photographers make no attempt to

save their solutions and throw them away regularly.

This is quite true of a very large proportion of

those who work dry plates ( as the very large ma-

jority, of course, now do) as they are not familiar

with the method of saving the silver or disposing
of it after saving it. With the old wet plate pro-
cess, photographers were always accustomed to
save their silver wastes, for the reason that it
amounted to a very large quantity and was of a
character that could readily be reclaimed. While
the wet plate process is used today to only a
limited extent and is almost confined to the photo-
engravers trade, practically every professional
photographer now employ the well-known dry
plates which have, as everyone knows, been the
cause of the present popularity and enormous
growth of both professional and amateur photo-
graphy. Had it not been for the advent of dry
plates, the art of photography would never have
been what it is today.
The methods herein given for recovering silver

from photographers' solutions apply only to dry
plate work, as the wet plate process is used so
rarely that it is unnecessary to consider it as a
factor in the matter of silver saving when carried
out according to the method herewith described.

"Hypo" Solutions the Only Ones Worth Saving

The modern photographer, who uses dry plates,
has quite a number of solutions, but the principal
ones are the two following:

1. The Developer.
2. The Fixing Solution.
The other solutions are of little importance

as they are seldom used and contain no silver.
They are employed for reduction or intensification
of the silver image on the plate and cannot be
considered.
The developer is the solution used to bring up

the image upon the exposed dry plate and contains
no silver when fresh and unused. After using, it
contains traces of silver but not of sufficient
quantity to warrant saving.

The Developer, Therefore, Is of No Value and

Should Not Be Saved

After the developer has brought out the image
on the dry plate, there still remains the bromide of
silver that has not been acted upon by the light
during the exposure of the plate through the lens
in the camera. The portions of the plate that have
been acted upon by the light are reduced by the de-
veloper and are converted into metallic silver
which constitues the image. The portions un-
acted upon by the light are not reduced by the
developer and thus remain as bromide of silver.
When the developer has been used, the dry plate

must be "fixed" and this consists of soaking it in a
solution of hyposulphite of soda or "hypo" as it is
usually called. This material has the property of
dissolving the bromide of silver, but does not dis-
solve the black metallic silver formed as the image
by the developer. In this manner, therefore, all
the silver unacted upon by light and which is in the
form of bromide of silver is dissolved from the
plate by the hyposulphite of soda, leaving the
black, reduced silver comprising the image, un-
touched. The plate, of course, is coated with
gelatine for the purpose of holding the silver corn-
pound used on it in place; and through the various
operations of developing and fixing, this gelatine
remains on the surface of the glass. A glass ne-
gative, therefore, that has been developed and
fixed, as well as washed and dried, contains the
image in the form of finely divided silver imbedded
in the gelatine.
The "fixing solution" or that used to dissolve

the unacted bromide of silver from the plate, is the
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only one that contains sufficient silver to be worth
saving. This fact should be impressed upon photo-
graphers, many of whom save all solutions, so that
only the fixing bath will be retained If this is
done, the operations is somewhat simplified.

What the "Hypo" Solution Is

The so-called "hypo" solution, used for dis-
solving the bromide of silver on the dry plate
that has been unacted upon by the light, con-
sists of a nearly saturated solution of hypo-
sulphite of soda (sodium thiosulphite) in water.
It is frequently used alone, but more often con-
tains alum. The alum is used in connection with
it to harden the gelatine on the glass plate and pre-
vent it frilling at the edges. The use of alum is
now extensive and nearly all photographers em-
ploy it. In addition to the alum (either ordinary
alum or chrome alum may be used) small quanti-
ties of acetic acid, sulphuric acid, sulphite of soda,
oxalic acid or other weak acids are employed to
render the solution slightly acid. The principal
ingredient, however, is the hyposulphite of soda
and it is this substance which dissolves the bromide
of silver.

It is customary for photographers to use their
"hypo" solutions until nearly "exhausted," so to
speak, or until it works slowly. They are then
discarded and a new one made up.

Recovering the Silver from the "Hypo" Solution

As the "hypo" solution is the only one used
by photographers which contains sufficient silver
to pay for treatment, it is upon this therefore,
that we must concentrate our attention. The
removal of the silver is simple.
The first thing to do is to render the "Hypo"

solution slightly alkaline by the addition of a
little carbonate of soda solution. Add just enough
to make slightly alkaline. In other words, red
litmus paper should turn blue when wet with it.
Now add a little of a solution of liver of sulphur

in water to this "hypo" solution and allow it to
stand in a warm place for a short time. The liver
of sulphur will precipitate the silver in the hypo
solution as sulphide. The silver does not usually
precipitate immediately, but takes a few minutes
to form, and if warmed the formation takes place
more rapidly. Its formation can be seen by
the presence of black flocks of sulphide of silver
which settle down to the bottom of the vessel.
When the top of the solution is clear, add some
more of the liver of sulphur solution and see if a
sufficient quantity has been added to precipitate
all the silver. If not, add more. The idea is to
avoid adding too large an excess of the liver of
sulphur, although a moderate excess is not harm-
ful.
When enough liver of sulphur has been added

to precipitate or "throw-down" all of the silver
in the "hypo" solution, the whole should be al-
lowed to stand in a warm place for about an hour
to give it an opportunity to settle. At the end
of this time, the black sulphide of silver will be
found on the bottom of the vessel. The clear
solution at the top should be tested with liver of
sulphur to make sure there is no silver left, and if
this is the case, it may be siphoned off and thrown
away.
The sulphide of silver on the bottom should be

washed with water, stirring up with clear water,
and then allowed to settle. The clear liquid is
again siphoned or poured off and the washing
operation repeated. This may be carried on
several times and finally the whole poured on to a
filter paper in a large glass funnel and the silver
sulphide filtered out. While on the filter it should
be washed several times with clean water.

If everything has been done well, there is ob-
tained a mass of fairly pure sulphide of silver in the
moist state. This should be dried. Pure sul-
phide of silver contains 87.09 per cent of metallic
silver.

If one desires to reduce this to metallic silver,
the best way is to dissolve it in dilute nitric acid,
filter off the sulphur that separates and precipitate
the metallic silver by means of copper sheet or
wire. Such a procedure, however, is not advisable
as the sulphide of silver is always salable and is
readily purchased by silver smelters and refiners.
They do not however, as a usual rule, like to pur-
chase the hypo solution for the reason that it usu-
ally does not contain sufficient silver to pay the
transportation charges to any distance. By pre-

cipitating the silver in the manner described
therefore, the silver sulphide obtained, even when
wet, is so rich that it will pay transporting to a
long distance. The operation of precipitating
it is so simple that photographers can do it at fre-
quent intervals and gradually accumulate the sul-
phide of silver so that, when it has reached a suffi-
cient amount, it can be sold to silver smelters. Or,
if it is not desired to sell it, the silver can be re-
duced as previously mentioned. It will, it is
believed, be found preferable to sell the sulphide
of silver for the reason that there is no use for
either metallic silver or nitrate of silver in the
photographic studio when dry plates are em-
ployed.—The Brass World.

Sundial Which May Be Readily Set Up

A sundial which can be readily set up without
the aid of a compass and level, and used without
the otherwise necessary involved calculations, has
been constructed in England, says Popular
Mechanics. The essential part of the instrument
is the flexible, reversible dial, which, in fact, is
the part which obviates all calculations and allow-
ances when the time is read. For an instrument
of its class it is of such unusual accuracy that it
has been termed a solar chronometer. Briefly
described, the instrument, which is made of metal,
consists of a rectangular frame attached to a
curved plate which carries a flexible dial. The dial
is reversible, and is marked on its two faces with
specially curved "hour lines" and straight "date
lines," each face containing dates for six months.
A polar axis is fixed to the frame and formed so as
to project the shadow indicating the time, its
special shape conducing to great accuracy. Lati-
tude is indicated on a graduated arc by a freely
suspended pointer. The instrument is attached
to its base by a ball and socket with clamp, by
means of which it can be adjusted and set in any
position and at any inclination. The possibility of
placing the solar chronometer in the meridian by its
own indications has been taken advantage of for
utilizing the instrument as an astronomical com-
pass. For this purpose a simple attachment is
provided, by the aid of which a line can be run
true north and south independent of local or mag-
netic influences. This attachment consists of the
usual graduated circles with a double sight fitted
at each end for sighting backward or forward.
It can be placed horizontally at right angles to the
rectangular frame, which lies east and west when
the instrument is in position. It follows that
a line through the sighting vanes runs north and
south.
To adjust the instrument for latitude before

taking an observation, it is placed on any surface
in the sunshine; the pendulum suspended above
the latitude arc is allowed to swing free while
the dial holder is tilted until the pendulum points
to the latitude of the place on the arc, the latitude
having been obtained from an atlas. In order,
next, to place the instrument in the meridian, the
shadow of the meeting points is brought on to the
date line of the day by turning the whole instru-
ment with its base round bodily. Careful adjust-
ing is required here.
The position of the shadow of the meeting points

on the dial will then indicate the correct time with-
out any calculation or allowance. The time indi-
cated will be either standard time or local mean
time, according to the setting of the flexible dial
in the metal curve. The hours are indicated by
thick, continuous curved lines marked with Roman
numerals and each hour is subdivided to ten min-
utes by fine and dotted curved lines. The ten
minutes can be subdivided mentally, the shape of
the shadow rendering it easy to estimate time to
within one or two minutes. The most favorable
time for an observation is before 9 a. m. or after
3 p. m. As to accuracy obtained in latitudes
between 30 degrees north and 30 degrees south of
the equator, observations made between 7 a. m.
and 8 a. m., and between 4 p. m. and 5 p. m. will
give results to within about one minute of true
time, while in more northerly or more southerly
latitudes, observations made at the same hours
will give the correct time within about two min-
utes.
The instrument can be set to indicate either local

mean time, or the standard time of any country.
For example, a dial in use in Dublin could be set to
indicate Greenwich time.
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Trueing a Balance Wheel

One of our subscribers, E. M. Wilkinson,
Pomona, Cal., states that the question of the proper
method of trueing a Howard balance wheel has

caused considerable discussion among some of the
trade in his vicinity and wishes for further en-
lightenment on the subject. As this is a matter of
very general interest on which we are often inter-
rogated, we reprint by way of reply the following
from a previous issue:
The first thing to consider is the truing caliper

best to use. The older method is to hold the bal-
ance in a caliper of the Swiss variety, generally
made of light-weight brass; the working ends of
the caliper arms are filed flat and a slight V-center
punched or countersunk in each. These centers
support the pivots by their ends. The caliper is
used to hold the balance in while rotating it to
detect where it is out of true; when the place and

FIG 1 a

amount of error is noted, the balance is taken out

of the caliper to bend it true. The newer (Ameri-

can) method is to use a stout caliper made of heavy
metal and having steel heads on the ends of the
arms, so shaped that instead of running on the
ends of the pivots the balance runs in the caliper
supported by the faces of the pivots. The Swiss
caliper points are shown in cross-section at a and
the American at e (Fig. 1).
The advantage in the American type is that

the bending of the balance can be done without
removing it from the caliper, thus saving a great
deal of time.
Two necessary adjuncts to the caliper are the

"index" and the bending bar. The index is the
pointer which is held against the caliper arms
and brought up close to the balance rim to show,
when the balance is rotated, where the error is.

FIG. 1 b

Some calipers have the index fastened adjustably
to them; with others the index is separate and
is simply laid against the caliper each time it is
used. There is hardly any advantage in one kind
over the other, although some workmen claim
there is, but it is simply a matter of getting ac-
customed to the use of either kind. The bending
bar is a small piece of flattened brass or German
silver wire with two notches cut in near the end,
about 2 mm. deep, and wide enough one of them
for the rim of the balance and the other for
the arm.
To true a cut or expansion balance put it

in the caliper and bring the index near to the
top of the rim. Rotate the; balance with light
pressure from a finger, keeping the caliper very
firmly closed. Hold the caliper so there is a
background of light color, say a piece of white
paper on the bench, and observe how the rim
alternately comes toward and away from the
index as you rotate it. When it is nearest the
index stop turning the balance, and with the
bending bar applied to one of the arms of the
balance bend downward the high part of the rim
and try again with the index, repeating this until
the balance is true "in the flat." The first trial
with the index should be directed to the two
parts of the rim at the ends of the arms, beside
the cuts, to see whether the arms are of equal
height. If not, bend them equal before truing
elsewhere. When you are sure the rim segments
are equally high at the arms, take each segment
and true it, either up or down, until the index
shows that the entire rim is true in the flat.
Try using the fingers first to bend the rim up or
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down before resorting to-using the bending bar
on the balance arms.
Now we are ready to true the balance "in the

round." Put the index close to the side of the
rim, just clear of the screws-of course, we mean
that the point of the index is to almost touch
the side of the rim (not the ends of the screws).
Rotate the balance and observe, by the index,
where the rim deviates from a true circle. If the
error is the result of a bend at the place where
the segment is united with the arms, or a very
gradual, even bend is noticed, it can generally
be best corrected by bending with the fingers.
If a short, decided bend is necessary, the wide
slot in the truing bar must be used. If the rim
is bent badly or in an angular manner, or in a
compound curve, take out all the screws before
truing; care must be taken that they are replaced
in the same holes when the job is finished.
Sometimes it can be seen at a glance that the

balance is badly out of true in the round and
not much so in the flat. In this case, first true
it roughly in the round, then perfectly in the flat,
then finish truing it in the round. Ordinarily,
true first in flat and then in round. After each
truing, whether in flat or round, verify the other,
because sometimes to true in the flat will "knock
out" the balance in the round, and vice versa.
One condition must be noted in using Ameri-

can calipers-the pivots must be perfectly true
(in the same axis) with the shoulders which bear
in the caliper tips, else the balance will run true
in the caliper but untrue in the watch.
A good plan is to have, in addition to the

American caliper, one of the Swiss style (which
cost only about 15 cents), because it shows the
trueness, or otherwise, of the pivots right from
their ends. To "spin" a balance in the Swiss
caliper for this purpose it is best to strike
it_with a soft brush, • which will not injure it as
a smart blow with a finger might do.

Over-concentration a Danger
in Nickel-Plating Solutions

While nickel plating can be carried out in a
saturated solution of double nickel salts, it is not
advisable to use a degree of concentration and
it is believed that many nickel-plating difficulties
are caused by the employment of such a strong
bath. In this connection it should be known that
the danger of using such a strong solution lies not
in the fact that it is strong, but that the concentra-
tion changes the conditions of electro-deposition
and these conditions are not altered to suit the
case.
A nickel plating solution standing from 9 to 10

degrees Beaume is practically saturated and unless
heated, there can be no more double nickel salts
dissolved. It is a very common occurrence that a
nickel plating bath will arrive at this degree of
concentration by-evaporation on standing. It may
have originally been 6 degrees Beaume and every-
thing was arranged for this strength.

Platers are careful to maintain a constant voltage
and it is in this that the real • danger will occur
in employing a concentrated nickel-plating solu-
tion. With the solution standing at 5 degrees
Beaume, from 2 to 3 volts may be used. If the
solution, through evaporation, has become so
strong that it stands at 9 degrees, then at the same
voltage nearly double the quantity of current will
pass. This means that the current density is
greatly in excess and the nickel deposit is burned.
The whole subject follows Ohm's Law in that with
increase in the conductivity of the solution and the
maintenance of the voltage at the same amount,
the amperage or quantity of current passing must
correspondingly increase. In other words, the
quantity of current increases as the nickel solution
becomes stronger.
The effect of increasing the current is well

known to platers and results in the "burning"
of the deposit or, if it falls short of it, to produce
an off-color nickel plate. To be sure, the condition
can be arranged satisfactorily by changing the
resistance so that the amperage is the same for the
strong or the weak solution, hilt this is -bothersome
and cannot be done in practice with any degree
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of precision. The best method by far is to keep
the solution at a certain degree of concentration
(say 5 degrees Beaume) and always use the same
voltage. In thisrrnanner the current density will
invariably be the same and the amount of amperage
passing will be uniform under all conditions
It will be appreciated, therefore, that the

danger in concentration in a nickel-plating solu-
tion, is not so much in the actual strength of the
solution, but in the increased electrical conduc-
tivity which completely alters the standard quan-
tity of current that is passing. The Brass World.

Silver Cyanide and Its Properties

Although closely resembling silver chloride
in many of its properties, silver cyanide differs
from it in others. As it is used in silver plating
to a large extent, its properties, compared with
those of silver chloride, may be of interest.

Silver cyanide, when freshly precipitated by
potassium or sodium cyanide from a silver nitrate
solution, is white and curdy and does collect in
flocks as readily as silver chloride. Silver cyanide,
however, has a flocculent nature, but does not col-
lect in large flocks when agitated like silver chlor-
ide. Those who are experienced can usually
distinguish between the cyanide and chloride by the
difference in the character of the flocks. Ordinary
observers, however, cannot usually detect any
difference.
The white, curdy silver cyanide is insoluble

in water and dilute nitric acid. In strong nitric
acid, particularly when hot, it is soluble with libera-
tion of hydrocyanic acid gas. In this respect it
differs from silver chloride.

Silver cyanide may be dried at 100 C. (212 F.)
without decomposing or changing it in any way.
Upon ignition at a low red heat or higher, cyanogen
is given off and pure silver containing a little para-
cyanide of silver remains.

Silver cyanide is quite soluble in potassium
cyanide and also in ammonia; and in . these re-
spects it resembles silver chloride. By boiling
with equal parts of water and sulphuric acid, it is
dissolved with the formation of silver sulphate and
hydrocyanide acid gas is given off.

Silver cyanide is always preferable to silver
chloride in making up a silver solution as it has
been found that the iron hooks and anode rods are
not as readily attacked on account of the freedom
from any liberation of chlorine gas at the anode.
There is no foreign salt like sodium or potassium
chloride formed, like that which takes place in the
use of silver chloride. In other words, silver
cyanide is the logical silver salt to use in making
up a silver solution. The reason why it is not
universally used is the fact that it is much more
difficult to make than the chloride on account of its
solubility in potassium or sodium cyanides and,
therefore, care must be used in the precipitation
or the silver cyanide will redissolve.
When the method of making silver cyanide is

understood, however, it is not difficult and but
slightly more troublesome than the manufacture
of silver chloride. One great difficulty encoun-
tered by many platers is the presence of an excess
of acid in the silver nitrate used as the starting
point. This liberates large quantities of hydro-
cyanic acid gas when the precipitation is com-
menced and renders the operation dangerous. To
make silver cyanide in the right manner, fused
nitrate of silver should be used.
The fused nitrate of silver contains no free acid

and is dissolved in water and a solution of potas-
sium or sodium cyanide added. The white, floccu-
lent precipitate of silver cyanide is thrown down
The cyanide is added little by little and care used
to ascertain that more silver cyanide is precipi-
tated after each addition. When the cyanide fails
to precipitate any more, stop as a further addition
will dissolve the silver cyanide already formed.

Filter off the silver cyanide, wash well with
hot water and do not allow to dry. Dissolve
in the necessary quantity of cyanide for the solu-
tion at once if possible. If the silver cyanide is
allowed to become dry, it dissolves with more
difficulty.

Silver cyanide contains 80.66 per cent of metallic
silver. Silver chloride contains 76.27 per vent of
metallic silver. The Brass World.
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New Metallizing Process

By DR. ALFRED GRADENWITZ, in Scientific American

Dr. Schoop, of Zurich, Switzerland, was watch-
ing his children at play with a Flobert rifle when
he chanced to note that the bullets striking a wall
were crushed thereon, producing a strongly adher-
ing lead coating. This led him to make some ex-
periments with small shot, which brought out the
fact that the grains of lead on being crushed form a
practically homogeneous layer, provided their sur-
f ace is cleansed and freed of any trace of graphite.

Although this metallizing process was announced
some time ago, the details of the process and the
apparatus it requires have only just been made
public. In the first metallizer constructed by Dr.
Schoop, molten metal was pulverized by a jet of
high pressure steam, and projected in a stream of
spray upon the object to be coated with metal.
This, however, required a stationary apparatus.
In the portable apparatus, the molten metal is
replaced by a metal powder, which is carried along
by a jet of steam or of compressed gas. The jet
of gas is heated either by means of a flame or an
electric resistance or are. The particles of metal
powder are shot out of the apparatus by means of a
jet. The object to be coated with the metal is thus
bombarded with a hail of fine metallic particles.
At the moment they strike the surface there occurs
a transformation of live energy into heat, and this
heat contributes to liquefying the particles so as
to solder them to one another.

A very convenient form of portable apparatus
is represented in the diagram. The mouthpiece C,
from which the jet heated by a gas flame is blown
forth, is fixed at the end of a flexible tube. The gas
enters through the valve 2, into an inner tube fitting
concentrically with the passage 7. The air, which
is generally at a pressure of five atmospheres,
passes through the tube (1) into a chamber fitted
with two valves (3) and (4). By turning the
valve (3) compressed air is admitted directly into
the passage (7), and by operating the valve (4) it is
led into the lower half of the apparatus, where it
produces a whirl of metal powder, carrying along
some of the powder into the conduit (6), then into
the conduit( 7), and finally into the flexible tube
connected with the mouthpiece. The apparatus is
mounted to turn on a horizontal axis, so that the
last traces of metal may be removed by the com-
pressed air, by tipping the apparatus on its axis.
The apparatus is started by opening the gas

valve (2) and igniting the gas. The compressed
air admission having been opened, the valve
(3) is adjusted until a satisfactory flame is
obtained. Then the valve (4) is opened so as to
introduce the metal powder. In order to insure
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a really homogeneous layer, it is essential that no
oxide film covers the particles. This is why an
inert or even reductive gas and electric heating are
used in connection with highly oxidable metals.
A striking feature of the operation is that the ex-
pansion of the gas is attended by a strong cooling
which solidifies the metal rapidly, while the sur-
face temperature remains low; in fact, with such
metals it is below 60 deg. Cent. (140 deg. Fahr.).
This is why inflammable substances, such as cellu-
loid, as well as flowers and fruits can be metallized.
The thickness of the deposit may vary between a
hundredth of a millimeter and several millimeters,
depending upon the surface to be coated, and on the
relative speed of the jet. The latter also governs
the hardness and density of the metal coating.
This system of metallizing has been used for form-
ing accumulator plates; constructing resistances
in the form of a metal thread of zig-zag shape;
obtaining electric contacts instead of soldering
them; and metallizing the clothes of electricians.
This last is a very interesting application. If the
clothes of electricians are metallized they are pro-
tected against high tension current, as in the event
of a contact the current would pass through the
metalized surface and not through the electrician.

The Cause and Prevention
of Firecracking in German Silver

By THOMAS CLARE, in The Metal Industry

When making German silver, either for sheets
for hollow ware or for strips for flatware, the metal
is poured into iron moulds which are made in
two parts and camped together, top and bottom,
with wrought iron clamps and wedges. These
molds vary in width anywhere from 33 inches
to 6 Wi inches. To break down the ingots, which
are about 1% inches thick, one must have very
strong rolls with thick necks and strong housings;
then the metal can be given sufficient draft to
prevent firecracks. The best way is to give it a
few good heavy drafts, then more lighter drafts.
In giving the heavier drafts you are sure to close
the grain to the center of the ingot, which is abso-
lutely necessary to prevent firecracking, whereas
when giving lighter drafts you are liable to leave
the center of the grain left untouched and then
firecracks are a dead certainty, because, when you
anneal the metal, the outside or the compressed
part expands, and the center, which has not been
compressed during the process of annealing„
stands still, which cause firecracks. Thus you see
that had the whole body expanded together there
would not have been any firecracks. The grain
of the ingot that received the heavy draft will
stand the fire all right and will go through the rolls
the second time without a crack or blemish.

Great care should also be exercised by the an-
nealer when taking a piece of German silver out
of the muffle, whether it is a sheet or in ingot form,
to get a firm hold of the piece to prevent it from
falling to the floor so that it may be placed where
it will cool off by itself. Do not, on any account,
put water on it while hot as that will cause it to
crack. If the metal is taken from the muffle
red-hot and thrown or dropped on the floor it
will shake the metal and small cracks will show up
the next time it goes through the roll, even if it
has had a full draft and the grain is closed to the
center. You must keep your metal right and use
every care while handling red-hot German silver.
Then again when making German silver you

must have your formula right and also must use
only good, clean, new stock, for if you use old nickel
anodes or any old nickel that has been used before,
its nature is partly destroyed and you cannot get
good metal out of it. When it is rolled and an-
nealed you will find cracks in it. The same is true
of old copper. Take, for instance, old trolley
copper wire that has seen service, exposed to the
action of all kinds of weather for a number of years.
The electricity passing through it must have taken
some of the good out of it. Then there is a lot of
composition sold as old copper which is not safe
to use. Zinc is about the same; there are old
zinc plates used in batteries charged with quick-
silver, old zinc of any kind is no good for this work.
All of these things will cause cracks in German
silver. Some of these old metals contain tin,
antimony, skimmings, floor sweepings, filings, etc.,

and should be refined before they are used and
then only used in small quantities.
The only way to obviate firecracks and ensure

good, clean metal is to use new stock, such as
Lake copper, nickel, straight from the refiner, and
pure Berthan zinc. If after the sheets have been
rolled down to the gauge that is required and are
in the hands of the silversmith the metal is
cracked, for some cause or other, which the silver-
smith lays to the metal, it is a matter of fact that
the metal has not had the proper treatment. For
example; when a man is spinning a body of any
kind he will get down so far that it gets hard and
then he has to anneal it; then when it is red-hot
in the muffle and ready to take out he should close
all doors and windows before opening the door
of the muffle. As to let cold air in on the work he
is annealing cracks it just the same as dropping
it into cold water.
In making German silver wire it is cast in. iron

molds 6 feet long, 3 IA  inches wide and 1 M inches
thick. It is then rolled in the usual way, care being
taken to give it draft enough to close the entire
grain to prevent firecracks when annealed. It is
then rolled down to the size required, then put
through the slitting machine and the strands are
wound up on a drum into coils. The coils are then
bent two double to take out the spring, it is an-
nealed and is then ready for the wire drawer,
who draws it through a steel plate to the required
gauge onto a drum. After this operation the wire,
which is very springy, is tied up into bundles and
banged on the floor. This is to take out the spring
and is necessary before annealing to prevent
firecracks. When thick wire or small bolts are
wanted they are cast into bars 1M inches square,
which are then rolled down to 'Hi or % of an inch,
so as to stand the fire without cracking. After
annealing they are put through groove rolls,
square or round as required. It is a hard matter to
thoroughly close the grain in round grooved
rolls, but to prevent firecracks the rods are put
under a drop hammer, faced with wood, and
hammered for about 15 minutes.

Dry Cleaner for Windows,
Mirrors and the Like

It is frequently desirable to clean glass in win-
dows, mirrors, picture frames, show cases, and
the like, without the use of water or other liquids
which are liable to drop or be spattered in the
operation. An inventor has recently hit upon the
scheme of cleansing the window with a dry cleans-
ing material, which is rubbed over the glass and

qIii;12111111111111111111N1111111111911111
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Dry Cleaner for Windows, Mirrors and the Like

which removes all dirt from the surface. The
cleansing material is placed on a band of cloth
supported in a frame similar to that shown here-
with. The cloth band is wound on two rollers and
may be fed from one to the other whenever it is
desired to bring a fresh surface into play. At the
point of application the cloth passes over a felt-
covered plate. Directly back of this plate is a
knife, which may be used for scraping such particles
of dirt as adhere very strongly to the glass. With
this device the glass can be cleansed without the
use of any liquids—Popular Mechanics.
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How to Make an Electric Furnace

A small electric furnace that will be very service-
able in a laboratory may be made as follows:

First procure a small clay flowerpot, about 4
inches in diameter at the bottom, and also a small
clay crucible, about 2 inches in diameter at the
bottom and at least 1 inch less in height than the
flowerpot, and having as nearly as possible the
same slope to its sides as the pot. Now obtain a
small quantity of asbestos compound and pack it
around the small crucible inside the flower pot.
Make sure the crucible is in the exact center of the
flowerpot and that their tops are even with each
other. Assuming that ordinary electric-light
carbons are to be used, which are about M inch
in diameter, drill two 5/8-inch holes, exactly
opposite each other, through the walls of the
flowerpot and asbestos compound so that they
enter the crucible about M inch above its bottom
on the inside. A suitable lid for the furnace may
be made from 3/i-inch sheet asbestos and should be
large enough to cover the top of the flowerpot.
The feeds and supports for the carbon electrodes

are constructed as follows: Procure two pieces of
1/8-inch brass, 1 inch wide and 9 inches long.
Cut a 1/8-inch groove lengthwise in the center of
these pieces to within 1M inch of each end, as
shown in Fig. 1. Drill four 1/8-inch holes, AA,
in each piece, a 3/8-inch hole, B, in one end and a
3/16-inch hole, C, in the other end. Now bend the
ends up at right angles to the remainder of the
piece along the dotted lines shown at D and E.

KEYSTONE

to place under the flowerpot so as to raise it to
such a position that the holes in its sides will be on
a line with the carbon rods. Three long screws
should now be placed in the board, forming the
base, in such a position as to hold the flowerpot
always in place. This completes the furnace

2217

20 times, making the distance between the turns
equal to the diameter of the wire. After winding
on the 20 turns, attach a short piece of wire to the
main wire and fasten the free end of the short
piece to one of the other binding posts. Wind on
20 more turns, and make another connection to

no.3

This furnace consists of a flowerpot in which a crucible is set, and on either side the carbon holders are fastened to the base]

proper, which is shown in Fig. 6. The furnace can
now be put into operation provided there is a
suitable current rheostat to connect in series with
the carbon arc to prevent an excessive current
being taken from the line. If such a rheostat is
not available, a serviceable one may be made as
follows: Obtain two pieces of 1/16-inch sheet iron,

•

ra•.2

o" 8 F10.3

Details of the base, rod and handle for each carbon feed, which is attached to the large base on one side of the furnace

Next obtain two 3/8-inch rods, 10 3/16 inches long.
Turn one end of each down to a 3/16-inch diameter
for a distance of 3/8 inch. From that point thread
the same end of the rods for a distance of 6 inches.
Drill a 1/16-inch hole in each end of the rods a
little less than 1% inch from the ends. The dimen-
sions of the rods are given in Fig. 2. Two small
rubber or wooden handles, similar to the one shown
in Fig. 3, should now be made and fastened to the
large ends of the rods by means of 1/16-inch steel
pins. Obtain two pieces of brass of approximately
the following dimensions: 1 inch by 1 inch by
3 inches. Drill four holes in each of these pieces
as shown in Fig. 4. The hole H should be just large
enough to allow the carbon to enter, or about JA 
inch in diameter. The hole G should be tapped
to take a 3d-inch machine screw, the hole F should
be threaded so that the threaded rods will enter,
and a small binding post should be mounted on a
lug fastened in the hole J. Cut away one end of
this piece as shown in Fig. 4 until it is a little less

than 1/8 inch in thickness, or so
it will enter the grooves cut in
the brass strips.
The parts of the furnace are

now ready to assemble, which
may be done as follows: Procure
a piece of well seasoned board,
hard wood if possible, about 1 inch
thick, 8 inches wide and perhaps
20 inches long. Cover one side of
this board and the edges with
some 1/8-inch sheet asbestos.
Now place the flowerpot in the
exact center and then mount the
grooved brass strips one on either

Fica side of it with the longest dimen-
sion parallel to the longest di-

mension of the board and the inside end about
1 inch from the side of the pot. The end with
the 3/16-inch holes should be next to the pot.
Assemble the parts of the carbon feeds and
then cut out some circular disks of asbestos

6 by 6 inches, that are to form the end
plates. Cut off the corners of one piece so as
to form an octagon and drill a number of 1/8-inch
and 3I-inch holes in it, as shown in Fig. 6. Bend
the corners of the other piece down along the
dotted lines marked L, Fig. 7, and then make a
second bend in each corner along the dotted lines
K, so that the outermost portion of the corner is
parallel to the main portion of the piece. Drill a
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FIG. 6 FIG. 7
Detail of upper and lower end plates that are used in

making a rheostat

number of 1/8-inch holes in this piece as indicated.
A 3-inch opening should be cut in the center of
this piece to give access to the interior of the com-
pleted rheostat. Now obtain eight 3/8-inch iron
rods, 10 inches long. Drill and tap each end of
these rods to accommodate a 1/8-inch machine
screw. Wrap several layers of thin sheet asbestos
around each rod and tie it in place with some
thread. These rods should now be fastened be-.
tween the end plates by means of a number of iron
machine screws. Mount four back-connected bind-
ing posts on the plate shown in Fig. 6, making
sure they are insulated from the plate by means of
suitable bushings and washers.

Procure a small quantity of No. 14 gauge iron
wire. Fasten one end of the wire under the head
of the screw holding one of the binding posts in
place and then wind it around the rods about

the third binding post, then complete the winding
and attach the end to the remaining binding
post. Different amounts of this resistance can
now be connected in series with the arc by changing
the connections from one binding post to another.
The rheostat may be located on a bracket fastened
to the wall, but care must be taken not to place
it in such a position that it will come into contact
with inflammable material. As an extra precau-
tion, the circuit should be properly fused.—
Popular Mechanics.

The Electric Motor
as a Substitute for the Brain

That the function of the human brain can
in certain cases be fulfilled by mechanical devices
has long been understood and has led among other
things to the construction of various calculating
machines, which are of the highest practical utility,
to say nothing of such scientific curiosities as the
"logical machine." But the ordinary calculating
machine still requires a human agent to manipulate
it. It is a rather obvious step to eliminate this
feature and render the device entirely mechanical;
by working it with the aid of an electro-motor.
This, indeed, is now a fairly common practice,
though, of course, it still leaves it to the operator
to perform the actual setting up of the figures to be
added, multiplied or the like. The possible im-
provements do not, however, end here. Machines
have been made which do a great deal more; upon
being fed with the requisite data in the form of
perforated bands or cards, they will tabulate such
data, total them up, and perform other operations.
One such machine will add fifty thousand seven-
figure numbers in one hour without any human
assistance of any kind. Machines of this kind
found extensive application during the last census
in Germany.—Die Welt der Technik.

Rubber Cement
To" impart to the cement somewhat greater

hardness, gutta-percha is substituted for a por-
tion of the caoutchouc; a recipe especially
adapted for the production of a cement for
stopping holes in the outer cover of automobile
tires is prepared, according to Technische Rund-
schau, as follows: 160 parts sulphide of carbon,
20 parts gutta-percha, 40 parts caoutchouc, 10
parts isinglass. The last should probably be used
in a thick, water-swelled condition. Some also
recommend the addition of rosin, especially gum
damar or rosin, which imparts greater adhesive-
ness to the cement, The solution of caoutchouc,
in sulphide of carbon, serves usually only as an
adhesive for the attachment to the damaged spot
of a piece of fabric. A very strongly adhesive
mixture is obtained from 4 parts caoutchouc, 16
parts benzine, 8 parts rosin, and 6 parts Japan wax.
It is advisable to coat the places repaired with the
cement with a diluted solution of chloride of sul-
phur in benzol, as this effects the vulcanization of
the upper stratum, i. e., hardens it.
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How to Make an Electric Furnace

A small electric furnace that will be very service-

able in a laboratory may be made as follows:

First procure a small clay flowerpot, about 4
inches in diameter at the bottom, and also a small
clay crucible, about 2 inches in diameter at the
bottom and at least 1 inch less in height than the
flowerpot, and having as nearly as possible the
same slope to its sides as the pot. Now obtain a
small quantity of asbestos compound and pack it
around the small crucible inside the flower pot.
Make sure the crucible is in the exact center of the
flowerpot and that their tops are even with each
other. Assuming that ordinary electric-light
carbons are to be used, which are about inch
in diameter, drill two 5/8-inch holes, exactly
opposite each other, through the walls of the
flowerpot and asbestos compound so that they
enter the crucible about 34 inch above its bottom
on the inside. A suitable lid for the furnace may
be made from Vi-inch sheet asbestos and should be
large enough to cover the top of the flowerpot.
The feeds and supports for the carbon electrodes

are constructed as follows: Procure two pieces of
1/8-inch brass, 1 inch wide and 9 inches long.
Cut a 1/8-inch groove lengthwise in the center of
these pieces to within 1 Vs inch of each end, as
shown in Fig. 1. Drill four 1/8-inch holes, AA,
in each piece, a 3/8-inch hole, B, in one end and a
3/16-inch hole, C, in the other end. Now bend the
ends up at right angles to the remainder of the
piece along the dotted lines shown at D and E.
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to place under the flowerpot so as to raise it to
such a position that the holes in its sides will be on
a line with the carbon rods. Three long screws
should now be placed in the board, forming the
base, in such a position as to hold the flowerpot
always in place. This completes the furnace

20 times, making the distance between the turns
equal to the diameter of the wire. After winding
on the 20 turns, attach a short piece of wire to the
main wire and fasten the free end of the short
piece to one of the other binding posts. Wind on
20 more turns, and make another connection to

F10.5

This furnace consists of a flowerpot in which a crucible is set, and on either side the carbon holders are fastened to the base)

proper, which is shown in Fig. 5. The furnace can
now be put into operation provided there is a
suitable current rheostat to connect in series with
the carbon arc to prevent an excessive current
being taken from the line. If such a rheostat is
not available, a serviceable one may be made as
follows: Obtain two pieces of 1/16-inch sheet iron,
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Details of the base, rod and handle for each carbon feed, which is attached to the large base on one side of the furnace

Next obtain two 3/8-inch rods, 10 3/16 inches long.
Turn one end of each down to a 3/16-inch diameter
for a distance of 3/8 inch. From that point thread
the same end of the rods for a distance of 6 inches.
Drill a 1/16-inch hole in each end of the rods a
little less than Yi inch from the ends. The dimen-
sions of the rods are given in Fig. 2. Two small
rubber or wooden handles, similar to the one shown
in Fig. 3, should now be made and fastened to the
large ends of the rods by means of 1/16-inch steel
pins. Obtain two pieces of brass of approximately
the following dimensions: 1 inch by 1 inch by
3 inches. Drill four holes in each of these pieces
as shown in Fig. 4. The hole H should be just large
enough to allow the carbon to enter, or about 34
inch in diameter. The hole G should be tapped
to take a 14-inch machine screw, the hole F should
be threaded so that the threaded rods will enter,
and a small binding post should be mounted on a
lug fastened in the hole J. Cut away one end of
this piece as shown in Fig. 4 until it is a little less

than 1/8 inch in thickness, or so
.J it will enter the grooves cut in

the brass strips.
The parts of the furnace are

now ready to assemble, which
may be done as follows: Procure
a piece of well seasoned board,
hard wood if possible, about 1 inch
thick, 8 inches wide and perhaps
20 inches long. Cover one side of
this board and the edges with
some 1/8-inch sheet asbestos.
Now place the flowerpot in the
exact center and then mount the
grooved brass strips one on either

FIG.4 side of it with the longest dimen-
sion parallel to the longest di-

mension of the board and the inside end about
1 inch from the side of the pot. The end with
the 3/16-inch holes should be next to the pot.
Assemble the parts of the carbon feeds and
then cut out some circular disks of asbestos

6 by 6 inches, that are to form the end
plates. Cut off the corners of one piece so as
to form an octagon and drill a number of 1/8-inch
and '4-inch holes in it, as shown in Fig. 6. Bend
the corners of the other piece down along the
dotted lines marked L, Fig. 7, and then make a
second bend in each corner along the dotted lines
K, so that the outermost portion of the corner is
parallel to the main portion of the piece. Drill a

c/O4-e 0 0
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FIG. 6 FIG. 7

Detail of upper and lower end plates that are used in
making a rheostat

number of 1/8-inch holes in this piece as indicated.
A 3-inch opening should be cut in the center of
this piece to give access to the interior of the com-
pleted rheostat. Now obtain eight 3/8-inch iron
rods, 10 inches long. Drill and tap each end of
these rods to accommodate a 1/8-inch machine
screw. Wrap several layers of thin sheet asbestos
around each rod and tie it in place with some
thread. These rods should now be fastened be-
tween the end plates by means of a number of iron
machine screws. Mount four back-connected bind-
ing posts on the plate shown in Fig. 6, making
sure they are insulated from the plate by means of
suitable bushings and washers.

Procure a small quantity of No. 14 gauge iron
wire. Fasten one end of the wire under the head
of the screw holding one of the binding posts in
place and then wind it around the rods about

the third binding post, then complete the winding
and attach the end to the remaining binding
post. Different amounts of this resistance can
now be connected in series with the arc by changing
the connections from one binding post to another.
The rheostat may be located on a bracket fastened
to the wall, but care must be taken not to place
it in such a position that it will come into contact
with inflammable material. As an extra precau-
tion, the circuit should be properly fused.—
Popular Mechanics.

The Electric Motor
as a Substitute for the Brain

That the function of the human brain can
in certain cases be fulfilled by mechanical devices
has long been understood and has led among other
things to the construction of various calculating
machines, which are of the highest practical utility,
to say nothing of such scientific curiosities as the
"logical machine." But the ordinary calculating
machine still requires a human agent to manipulate
it. It is a rather obvious step to eliminate this
feature and render the device entirely mechanical;
by working it with the aid of an electro-motor.
This, indeed, is now a fairly common practice,
though, of course, it still leaves it to the operator
to perform the actual setting up of the figures to be
added, multiplied or the like. The possible im-
provements do not, however, end here. Machines
have been made which do a great deal more; upon
being fed with the requisite data in the form of
perforated bands or cards, they will tabulate such
data, total them up, and perform other operations.
One such machine will add fifty thousand seven-
figure numbers in one hour without any human
assistance of any kind. Machines of this kind
found extensive application during the last census
in Germany.—Die Welt der Technik.

Rubber Cement
To impart to the cement somewhat greater

hardness, gutta-percha is substituted for a por-
tion of the caoutchouc; a recipe especially
adapted for the production of a cement for
stopping holes in the outer cover of automobile
tires is prepared, according to Technische Rund-
schau, as follows: 160 parts sulphide of carbon,
20 parts gutta-percha, 40 parts caoutchouc, 10
parts isinglass. The last should probably be used
in a thick, water-swelled condition. Some also
recommend the addition of rosin, especially gum
damar or rosin, which imparts greater adhesive-
ness to the cement, The solution of caoutchouc,
in sulphide of carbon, serves usually only as an
adhesive for the attachment to the damaged spot
of a piece of fabric. A very strongly adhesive
mixture is obtained from 4 parts caoutchouc, 16
parts benzine, 8 parts rosin, and 6 parts Japan wax.
It is advisable to coat the places repaired with the
cement with a diluted solution of chloride of sul-
phur in benzol, as this effects the vulcanization of
the upper stratum, i. e., hardens it.
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BULLION SOLICITED

SMELTING FOR
THE TRADE

SWEEPINGS
OUR SPECIALTY

" Chappel "
Cutting Plier

Plied. Nov. 8th 1910

Price, $1.50 each

NOTICE

We have information that imitations of the
above pliers have been sold to the trade and
we intend to prosecute all infringers. The
trade is hereby warned against selling or using
any nippers or pliers with lugs except the
genuine Chappel,

Worthington & Raymond
454749 John St. NEW YORK

Prompt attention given to
Old Gold and Silver forwarded to us

by mail or express

Southwest Co viler
Halsey an Marshal I Stag.

Newark, N. J.
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HOW ABOUT ACIDS?
Do you know that acid will cause no end of trouble in a Watchor Clock? It will corrode the pivots and eat the metal. Are yousure that the oil you are using does not contain acids of some kind?

There is positively ONLY ONE OIL for
Watches and Clocks ever produced that is
ABSOLUTELY FREE FROM ACIDS of
all kinds and that is

111111111111.1111111111111 FULCRUM OIL
This is a broad statement but WE CAN
PROVE IT.

Fulcrum Watch, Clock and Chronometer
Oils are guaranteed not to gum, not to evap-
orate, not to discolor or become rancid in
any length of exposure.

Are you using the best oil you can buy?
There is only one oil that will perfectly
lubricate a Watch or Clock, and that is
Fulcrum Oil.

Watch and Clock Oils

• 

35c. a bottle. $3.75 per dozen

II FULCRUM OIL COMPANY
FRANKLIN, PA., U. S. A.

u 

• 

HENRI PICARD & FRERE, London, Eng., Sole Export Agents
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Chronometer Oil
50c. a bottle

FOR SALE BY ALL MATERIAL JOBBERS
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Don't ship that lot of sweepings
until you have thoroughly inves-
tigated the methods employed by
us, as, everything considered, we
believe you will agree with us
that you cannot do better than
ship to our concern.

Enough metal is ofttimes lost through
carelessness in reduction to cover the
cost of refining, but if you will ship to us
you will get full value for your sweepings.
We employ the most scientific methods
known. Send your waste to us for re-
fining and meet the expense out of the
surplus that is ordinarily lost.

CONLEY & STRA101-IT
Refiners, Assayers and Smelters of (bold and Silver Assayers and Sweep Smelters--Dealers in Fine (iold, Silver and Platinum. All Kinds of Gold and Silver Anodes

236 EDDY STREET
PROVIDENCE, R. 1.
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Recent Patents of Interest to the Jewelry Trade

Patents of interest to the trade, recently issued,

especially prepared for this journal by William

N. Moore, patent attorney, Loan and Trust build-

ing, Washington, D. C.

1,038,740. Watch-protector. James A. Fuller,
Providence, R. I., assignor to Hamilton and
Hamilton Jr., Providence, R. I. Filed April 13,
1912. Serial No. 690,506. (Cl. 63-25.)

1. In a device of the type set forth, a hollow
housing having a hook at one end and having its
opposite end open, a hollow slide in said open end

of the housing having a yoke at one
end and oppositely disposed in-
terior shoulders spaced from the
yoke, a pair of prongs pivoted to
the casing on the exterior thereof
and having bell-crank levers with
rounded inner ends which extend

-45 on the interior of the housing and
in the yolg, of the slide in over-
lapping relation with each other,
said yoke having the inner face
of its bottom of convex form to

3 engage the rounded inner ends of
the bell cranks, a presser member
in the hollow slide having shoulders
to engage the shoulders of the slide
having its bottom concave to en-
gage on top of the rounded ends of
the bell cranks, arms projecting

upwardly from the presser member in spaced rela-
tion thereto, a pin carried by the housing and ex-
tending through the hollow slide at the outer end
thereof, and a spring arranged in the space between
the arms of the presser member and engaging said
pin.

1,038,750. Watch-holder. Eugene W. Hill, San
Francisco, Cal. Filed November 21, 1911.
Serial No. 661,460. (Cl. 224-4.)

1. A watch holder comprising a body portion,
consisting of a continuous length of wire bent upon

itself to form co-operat-
ing U-shaped clamping
sections adapted to re-
ceive a supporting part
there-between, the
arms of one of said
clamping sections be-
ing curved outwardly
and inwardly to form

'0 eyes, a frame mounted
in said eyes for move-

24 ment to positions sub-
stantially at right
angles and substan-
tially parallel to the

clamping sections, a watch receiving casing
carried by said frame, and a connection between
the frame and one of the clamping sections for
supporting the former substantially at right angles
to the latter, said connection being shiftable to
permit the movement of the frame to a position
substantially parallel to the clamping section.

1,038,945. Hat-pin-point protector. Blazej Olas,
Chicago, Ill., assignor of one-half to Maciej
Malacina, Chicago, Ill. Filed January 2, 1912.
Serial No. 668,912. (Cl. 24-155.)

1. In combination a hat pin
provided with a head, a spring
actuated drum carried by said pin
in proximity to said head, a flex-
ible member connected to and
normally wound upon said drum,
and a guard for the pointed end
of the pin connected to the free
end of said member.

2. In combination a hat pin
r  • , having a head at one end and

the opposite end pointed, a
stationary casing fixed to said
pin in proximity to said head,

a spring controlled actuated drum mounted
upon the pin and arranged within said casing, a

flexible member normally wound upon said drum,
and a guard for the pointed end of said pin con-
nected to the outer end of said member.

1,038,575. Watch-securing device. John F. H.
Heide, Chicago, Ill. Filed January 20, 1912.
Serial No. 672.487. (Cl. 2-153.)

1. In a device of the class described the com-
bination of a base adapted to be secured in position
in a pocket, a lever pivotally mounted on said base

adapted to be closed upon the bow of a watch in-
serted thereon, and a shoulder for preventing the
bow from slipping off of said lever when the lever
is closed, there being a recess below the lower end
of said lever adapted to receive the stem of the
watch.

1,038,392. Safety-catch for jewelry. Edmund
P. Kohn, Newark, N. J. Filed April 17, 1912.
Serial No. 691,391. (Cl. 24-158.)

1. In jewelry, or the like, a pin-receiving catch
comprising a pair of post-like elements and a con-
necting piece, arranged to form a pin-point re-
ceiving socket, said post-like elements being pro-
vided with longitudinally extending slots, a pin-

F

a

retaining slide disposed between said post-like ele-
ments and intermediate the base of said post-like
elements and said connecting piece, and end-lugs
connected with said slide, said end-lugs extending
into and being slidably disposed in the slots of said
post-like elements, and the free end-portions of said
lugs being bent to prevent lateral displacement of
said slide, substantially as and for the purposes
set forth.

1,038,634. Winding-indicator for timepieces.
Olof Ohlson, Newton, Mass., assignor to Wal-
tham Watch Company, Waltham, Mass., a
Corporation of Massachusetts. Filed October
6, 1910. Serial No. 585,581. (Cl. 58-85.)

1. A time piece comprising an arbor, a pointer
disk fast on one end thereof and provided with a
sight opening, an indicator disk loose on the arbor
and provided with indicating means adapted to be
displayed through the pointer disk opening, said

indicator disk being provided with peripheral
teeth, a toothed wheel fast on the opposite end
of the arbor, a winding wheel provided with lugs
for engaging the teeth of the indicator disk to in-
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termittently rotate said disk, and a main wheel pro-
vided with arms for engaging the teeth of the
toothed wheel to intermittently rotate the arbor.

1,039,268. Bottle-stopper. William G. Gadue,
Burlington, Vt. Filed January 2, 1912. Serial
No. 668,879. (Cl. 215-14.)

A bottle provided in its 0
neck and near the rim edge
thereof with a circular re-
cess, the walls of which pro-
ject outwardly in an up-
wardly inclined direction,
the inner circumference of
the upper wall being of
greater diameter than the
inner circumference of the
lower wall and the interior
wall of the bottle neck being
beveled outwardly in all
directions from the upper
wall of the recess to the rim
edge of the bottle, and a
stopper of pliable material
embodying a dished body
portion with its convexed
side facing downwardly and
a rim extending around the body portion and an-
gularly disposed in relation thereto and projecting
upwardly and outwardly therefrom, the normal
diameter of the body portion being equal to the
diameter of the interior circumference of the bot-
tom wall of the recess and the normal diameter
of the entire stopper including its rim being
normally less than the extreme diameter of the
recess, the body portion of the stopper fitting on
the ledge formed by the bottom wall of the recess
and the rim of the stopper engaging the upper wall
of the recess, as and for the purpose set forth.

1,039,093. Vibration-recorder. William Hiram
Brown, Cleveland, Ohio. Filed March 26, 1912.
Serial No. 686,379. (Cl. 234-36.)

1. A vibration recorder
comprising a support, a
recording marker held non-
vibratible relatively to said
support, and a clock oper-
ated support for a recording
surface vibratible relatively
to said recording marker.

2. A vibration recorder
comprising a support, a re-
cording marker held non-
vibratible relatively to said
support, and a clock me-
chanism provided with an
hour shaft carrying a dial
plate for supporting a re-
cording surface, said clock
mechanism being vibratible
relatively to said recording
marker.

1,039,439. Case for Marine Clocks. Wilson E.
Porter, New Haven, Conn., assignor to New
Haven Clock Co., New Haven, Conn., a Cor-
poration. Filed June 17, 1912. Serial No.
704,124. (Cl. 58-54.)
1. In a clock-case, the combination with a sheet-

metal inner shell closed at the back, open in front,
and provided at its forward end with a positioning-
flange; of assembling-hubs
mounted upon the periphery of
the said inner shell, an outer shell
adapted in diameter to fit over the
said assembling-hubs and formed
with a vertical positioning-shoulder
for co-action with the positioning-
flange of the said inner shell, means
passing through the outer shell
into the said assembling-hubs for
securing the two shells together,
a concentric bell fastened to the
inner shell and extending forward
into an annular space formed between the two
shells, a clock-movement secured to the closed back
of the inner shell, a dial-plate secured to the posi-
tioning-flange of the inner shell, and a glass and
mat positioned in the inner shell by means of the
said dial-plate.
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Anything and Everything in the Holiday Supply Line
JEWELRY BOXES of Paper, Velvet, Plush, Kid, Leather, Leatherette—All colors and kinds.
WINDOW AND SHOW CASE DISPLAYS—The latest designs—The ones that PULL business.
HOLIDAY SUNDRIES such as Cards, Tags, Paper, Cotton, Holly Ribbon, Etc.
FIXTURES, SHOW CASES, WALL CASES, TRAYS, SIGNS, Etc.

1.1!1177.7
I. • •

TIE CLASP
RING LONG BAR PIN

The above illustrations are a few of our latest NEW BROWN DOMED LINE WITH CHAMPAGNE COLOR SILK LINING—The Very Acme of Beauty and Excellence.
We do all of our own printing—running our own presses. Best of service and workmanship assured.
Write for our large 60 (double size) page Special Holiday Issue—The Black Shield Watchman No. 20. Contains everything you need in the
Jewelers' Supply Line to carry on a successful holiday business. This special issue sent free of charge.

S1WA  R   T CHILD & COMPANYTHE LARGEST JEVIL4.vouaA;;1.Ar 
'

HEYWORTH BUILDING. MADISON ST. 5c WABASH AVE. CHICAGO, ILL.
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WE ARE SPECIALISTS IN DIFFICULT

JEWELRY REPAIRING
GOLD, SILVER AND PLATINUM PLATING

We Can Do Repairs That Others Refuse

Silverware of every description
repaired and made like new.

Monograms removed.
Parts furnished.

Our Prices Are The Lowest Our Workmanship The Best

MESH BAGS
Repaired, Resilvered
and Relined, $1.00

BRESLAVSKY BROS. Established 1886 51 Maiden Lane, New York
Copyright June, 1912, by Breslavsky Bros.
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ITEMS OF INTEREST

C. A. Rock, of the Scribner & Loehr Company,
Cleveland, Ohio, has been receiving congratula-
tions on the recent arrival at his home of an 83/
pound baby girl.
The Williams Brothers Manufacturing Corn-

pany, of Glastonbury, Conn., are building a two
story modern brick building. This new building
will be known as the administrator building in
which will be concentrated all of the office force.
This concern reports business as exceptionally
good.

Abbott Ball Company, of Hartford, Conn., have
just completed a two story brick factory. The
expansion of this concern's business has necessi-
tated their taking over a new building of this
character which practically triples their floor
space and makes their capacity of production
nearly five times as great.
Herman G. Briggs, the well-known jewelry

auctioneer, of New York and Chicago, is now in his
ninth week conducting the sale of the $750,000.
stock of William Reiman, of 328 Fifth avenue,
New York, three doors from the Waldorf. This
sale is attracting more attention than any held
in the metropolis in recent years.
L. F. Rosenberg and S. H. Prince, of The Inlaid

Company, of Providence, R. I., left Monday,
September 16 for a six weeks' trip. They will call
on all the trade in the leading cities throughout
the country and will display an exceptionally fine
line of Egyptian ivory novelties and vanity cases,
together with a very extensive line of inlaid combs
for which this company is noted.
The Hull Umbrella Company, Toledo, Ohio,

reports a splendid business with jewelers and
predict a heavy Holiday trade for the retailers.
Said an official of the concern to a Keystone
representative: " We are expecting the retail
jewelers to have the biggest Holiday trade they
have ever known and we are exerting ourselves to
the utmost in order to be in a position to help them
out. Our national advertising campaign will be
put on during December with a view to helping out
the retail jewelers and the jewelers will be asked to
supplement the advertising with window displays."

Ostby & Barton Company, Providence, R. I.,
have just issued their new catalog C, seamless
gold-filled rings. In this catalog they emphasize
the fact that they are the largest makers of solid
gold rings in the world and also manufacture
a complete line of solid gold card jewelry and the
famous triple crown gold and silver extension
bracelets. Having over 6,000 patterns constantly
in stock, ready for immediate delivery, every
jeweler should have a copy of this catalog which
may be had by writing the Advertisement Depart-
ment, Main Office, 118 Richmond street, Provi-
dence R. I.
We hasten to correct an erroneous item which

appeared in our September 15 issue stating that
the popular traveling salesman, Mr. E. L. Donald-
son, representing the Edwards-Ludwig-Fuller
Jewelry Company, of Kansas City, Mo., was ill at
El Paso from tuberculosis. We are imformed that
there was no foundation whatever for this latter
statement, his illness being due to a slight attack of
pleurisy. Mr. Donaldson, in the enjoyment of
perfect health, is now busily visiting the trade in
his territory and we are glad to know anticipates
making this a record season. We hasten to give
this assurance to his numberless friends in the trade,
some of whom may have been misled by the
erroneous statement.
The receivers appointed to conduct the business

of the New England Watch Company, Waterbury,
Conn., have met with most gratifying success,
the profits in the interval reaching a very sub-
stantial amount. This was made public in the
superior court of Waterbury recently, when several
motions pertaining to the affairs of the company
were presented for judicial sanction. Franklyn
A. Taylor, manager of the concern since the ap-
pointment of the receivers, explained the conditions
to the court, which granted all the motions pre-
sented, and there was much favorable comment
on the capable management which was producing
such excellent results. The reorganized company
has evidently before it a new era of prosperity.

KEYSTONE 2221

One of the largest and most attractive cata-
logues sent out to the trade recently is that of
M. J. Averbeck, the well known jobber, manufac-
turer and importer at 10-12 Maiden lane, New
York City. For twenty-two years this firm has
been sending out catalogues every Fall and it is
the endeavor of Mr. Averbeck each year to have
his catalogue superior to every previous one. The
catalogue this year comprises 128 pages and is pro-
fusely illustrated throughout. While many pages
are devoted to the latest up-to-date novelties, it is
well to note that fully one-third of the book is de-
voted to expensive jewelry and diamond mounted
goods. Almost every article required for any pro-
gressive jeweler's stock is here illustrated in many
styles and patterns. This house has made an
enviable reputation for low prices and prompt
service.

A recent issue of the Cleveland Athletic Club
Journal pays a well deserved tribute to Mr.
George W. Scribner, of the Scribner & Loehr
Company, Cleveland, Ohio, who is one of the most
active spirits in the club. Mr. Scribner has been
at all times an ardent devotee of out-door sports
and was for many years an amateur baseball
player of no little prowess. He is also a noted
bridge player, a good golfer and an enthusiastic
automobilist. With the organization of the Cleve-
land Athletic Club Mr. Scribner at once became
an enthusiastic member. As a director during the
construction of the new home, and as a member
of the House Committee he has been faithful and
eager to promote every good feature of the club.
Thirty-five years ago Mr. Scribner went to Cleve-
land and was for many years traveling salesman
for Bowler & Burdick, and eighteen years ago
organized the Scribner & Loehr Company, of
which he is the very capable and successful
manager.

G. A. Spies, 805 Warrington avenue, Pittsburgh,
Pa., asks our assistance in helping to prevent the
escape of a man, who on September 28, gave him
two worthless checks in payment for two diamond
rings. The man had won the confidence of a
number of the business men of that city. The
description of this man, whose name is Steven
Letinski, alias Harry Wolkenstein, is as follows:
He is a young man about twenty-five years

old, five feet eight inches in height and weighs
about 140 to 150 pounds, with blond hair combed
pompadour, very fair complexion, gray blue eyes
and large turned up nose. He wears German
style gold-rimmed nose glasses and is very near
sighted. He may wear a new, dark blue, double-
breasted suit or a gray striped suit which has been
worn for some time and usually carries a grayish
Norfolk overcoat or a tan raincoat. His shoes
look like ladies' shoes and he may either have a
cap or a soft velvet hat on. Particular attention
may be attracted by his wearing many ladies' rings
and his general appearance is very noticeable by his
nervous actions. He is very well schooled and
speaks other languages but speaks very broken
English. He may be found in German company.
He is fond of automobiling, is a great cigarette
smoker and very much of a lady's man in general.

An involuntary petition in bankruptcy was filed
against M. Newman, manufacturing jeweler and
diamond dealer in the Masonic Temple, Chicago,
October 6. The petitioning creditors were George
G. Cox, D. Goodman and Arthur G. McAboll of
Chicago. Newman admits that his liabilities are
about $96,000 and his assets less than $7,000.
The Central Trust Company has been appointed
trustee. The failure did not come as much of a
surprise in some quarters, while in others it came
as a shock. It has been the one subject of gossip
in Chicago jewelry circles, owing to the large
amount of liabilities with practically no assets.
The largest creditors are diamond houses, several
of whom have claims ranging from $14,000 to
$18,000. A short time before the crash came Mr.
Newman sold the business to Dan Newman, his
son, for a consideration of $500. Immediately
following this sale all the stationery, order blanks
and bill heads and likewise the name on the door
was changed from M. Newman to D. Newman.
This gave rise to suspicion among the Chicago
trade, but as the son was well known here nothing
was thought of the transaction until the petition
was filed. Attornies for the National Jewelers'
Board of Trade are endeavoring to straighten out
Newman's affairs.

Standard Time by Wireless
The South Bend Watch Company, of South

Bend, Ind., are installing a wireless station which
will enable them to get the correct time direct
from the government time observatory located at
Arlington near Washington, D. C.

Arlington is 543 miles from South Bend, Ind.
Owing to this distance, it has been necessary to
erect a receiving station with powerful antenna.
The station is 116 feet high and over 1,200 feet of
phosphor bronze cable have been used in its con-
struction.
The average person will wonder what lapse of

time there will be between the sending of time at
Washington and its receipt at the South Bend
Watch Company and how this lost time is taken
care of.

Wireless waves travel at a speed which would
enable them to make nine circuits of the globe in
one second and therefore the elapsed time be-
tween the sending and the receiving is such an
infinitesimal amount that it is not worth reckoning
with. The waves, when sent from Washington
are four and one-half miles in length.
This wireless station is characteristic of the enter-

prise and progressive methods of the South Bend
Company.

Death of Edward Wolfstein
Edward Wolfstein, age thirty-seven, vice-presi-

dent and one of the founders of the American
Thermo-Ware Company, Inc., New York City,
died at 1126 Lake street, Los Angeles, on October
4, 1912, and was buried on October 6.
Mr. Wolfstein's health had been failing for

the last six months and at the beginning of Sep-
tember he left with his family in the company
of a trained nurse for Los Angeles, their birthplace,
in the hopes that the healthful climate of Southern
California would restore his health. Unfortunately
his illness was one that as yet, medical skill has
found no means to cure.
Mr. Wolfstein had the respect and admiration

of the trade at large for his fearless and straight-
of great methods of doing business. He-has been
of great assistance in building up a business that
is favorably known from Maine to California.

Letter to Jewelers
Number 29

Here's a jeweler's judgement on
what sells rosaries and what don't.
T C Kreamer, Phoenixville, Penn.,

had no rosary trade; Had had three
rosaries several years and hadn't
sold one.
Bought Vatti; sold 11A dozen, one

man bought several; sold those three
old plugs too!
Says the easel did it. People saw

it across the street, and came-over
to see what it was.

There are three other jewelers
there, no one of them having much
rosary trade, and two having none.

If it wasn't the easel, what was it?
Vatti sells itself if you give it a
chance.
Those four jewelers stand for all

the jewelers in the United States.
One in four sells Vatti; three don't.
(We wish we had one in four! but
wait; or, rather,don't wait.)

Vatti Rosary Co 106 Fulton Street New York
—Advertisemen
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SOLDERING MADE EASY
By Using

TRY IT

JEWELRS' FINDINGS
WITH THE

BRAND ARE GOOD

ALWAYS ASK YOUR

JOBBER FOR BRAND

Gold or Silver Solder with Eurema

'7757,r,r,

EUREMA
U. S. Patent Office

Jan. 31, .03. April 2,07

BRUMER BROS.
Mannfactures..

CLINTON, IOWA

HARD SOLDERING
SOLUTION

All AIITI.CTIDIZZIL PIMA
Will adder Gold, loll 1111p1,

Oily., Bram Poe, Ctul, Nickel
Atomic° or Plated article.
without the aid of Graz.

LOMA will do. Gold Boll.
an A. Alcohol home.

Go ou 10. Bola/ oh Bk. gab

POISON
4 OUNCE BOTTLE 50c

H.NOBLESCO
GEN.DISTRIBUTF

CHICAGO ILL.

BEST ON EARTH

CLASS PINS

BADGES

MEDALS

AND EMBLEMS

MADE TO ORDER

F. H. NOBLE & CO. Manufacturers
CHICAGO, U. S. A.
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Higher Wages
for Skilled
Watchmakers

The trade cry is for greater
competency in repair work.
Railroad time service and
more expensive time-pieces
have made repair skill im-
perative.

This means greater demand,
higher wages and increased
opportunity for the men who
are thorough masters of their
craft. All such find a most
valuable adviser in the
standard treatise-

The Watch Adjuster's Manual
This book is a complete and practical guide for watchmakers in ad-
justing watches and chronometers for isochronism, position, heat and
cold. It contains a thorough exposition of the principles on which
adjustments are based and methods followed in practice. By refer-
ence to it, the watchmaker can immediately solve any difficulty that
may confront him in his work.

Sent postpaid to any part of the world on receipt of price, $2.50

PUBLISHED BY

The Keystone Publishing Company
809-811-813 N. Nineteenth St. :: PHILADELPHIA, PA.

1201 Heyworth Building, Chicago
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"No More Broken or
Loose Catches"

HERE, Mr. Jeweler, is a New SAFETY HOOD CATCH
Catch for Barrettes that you can retail at 30 cts. Shell No. 411 Amber No. 104H per doz. .. $0.75
or more, each, and will also add to your reputa- :: .:„",

tion in the eyes of your patrons. and in all other colors

ZYLOLOID CEEMNT—A thoroughly efficient and rapid drying cement,
suitable for all goods, made of Parisian Shell, Ivory and Celluloid, in all colors.

Shell

Small bottle No. 1
Large bottle No. 2

Enoughfor150rep'rs

Silver
or Ivory JetAmber Pearl White Black

IGrey 

101 201 I 01 401
102 202 302 402

^

Golden
Shell or Tur- Sap- Emer-

quoise phire aidTier-
6 Blue Blue GreenEye

601 601 701 801
602 602 702 802

Coral Per
Red bot-

tie

901 25c.
902 50c.

OF ALL JOBBERS and the ZYLOLOID CO. 988 Amsterdam AvenueNew York City, U.S.A.

CHOOSE YOUR SILVER POLISH

AS YOU CHOOSE YOUR SILVER
Good Silver Polish goes hand in hand with good silverware.
The performance (wearing qualities, lustre, etc.) of your
silverware will be judged by the ability of the Silver
Polish you sell to always keep it in a new state.

CANDO SILVER POLISH
is a polish that is every ounce good. Made of the best
ingredients and positively will not scratch.
Prove this last statement for yourself. You can by ask-
ing for our FREE SAMPLE.

Paul Manufacturing Co., Boston, mass.

October 15, 1912 T H E

A New Cigar Lighter

A new cigar lighter will soon be put on the mar-
ket by The Belscript Company, Inc., Munroe
Building, 45 Rose street, New York City. It was
patented August 6, 1912. The Belscript Com-
pany calls the new cigar lighter "The Imp," and
say that it is intended not to please a passing

KEYSTONE

made for the most discriminating of people the
jewelry trade, cannot fail to be interesting.
The new Dennison store fronts on Fifth avenue,

but has five large windows and an entrance on
Twenty-sixth street. The large basement con-
tains ample stock room. The company plans to be
in this new store about the middle of November.
The company will also have on display a large

number of their well-known ac-

111 cessories for window and store
decoration, the trade are now
well-acquainted with the possi-
bility of crepe paper in the con-
struction of handsome window
trims, being economical and

effective, its use is being more popular and general
each year.

fancy, but to fill a wide popular demand for a
lighter that is at once practical, servicable and
ornamental.

It is about the size of a fountain pen. It is
easily filled with benzine from a glass dropper by
unscrewing the cap at its base with a pen knife.
Its wick is twelve inches long and with ordinary
usage will last a long time. The Belscript Corn-
pany will replace the wick free of charge upon
receipt of the lighter together with return postage.

"The Imp" will be manufactured in sterling
silver and gold front, and vAll be sold by jewelers
exclusively.

The Pearling Industry in Japan

At the meeting of the British Association at
Dundee, Scotland, on September 5, in the zoolog-
ical section, Dr. H. Lyster Jameson contributed
a paper in which he reviewed the scientific work
that has been done up to the present with a view
to rendering the pearl and mother-of-pearl pro-
ducing industries more profitable. He said,
in part:
The Japanese pearl-farming enterprise, inaug-

urated under the guidance of the late Prof.
Mitsukuri, the real pioneer of modern work in the
application of biological knowledge to this in-
dustry, is concerned with conserving and culti-
vating the little Japanese pearl oyster, a close ally
of the Ceylon species, and with causing it to pro-
duce pearly excrescences or "blisters," which are
known in the trade as "culture pearls." These
culture pearls are produced by a method analogous
to that which had been known to the Chinese
for ages, and to that invented by Linnmus. The
Japanese culture-pearl industry is now an old-es-
tablished one, giving employment to a great num-
ber of people; and Japanese culture pearls are well-
known objects in European jewelry. The Jap-
anese industry is the only instance known to me
of the application of biological knowledge and
theory to the improvement of this industry that
has proved an unquestionable business success.
[The paper gave an account of the scientific work
done on the Ceylon pearl fisheries during the past
10 years, and discussed the causes which have led
to the failure of biological science to yield such re-
sults as were foreshadowed by experts and ex-
pected by the Government and the promoters of
the Ceylon company of pearl fishers now in liquida-
tion. Dr. Jameson thought that the popular
press and the business man as represented by the
directors and shareholders of the company were
perhaps hardly just in their sweeping assertions
as to the failure of science or scientists in this
case.]

Notable Display of Jewelry Boxes

A display of handsome jewelry boxes, cases,
etc., may be seen in many a window on Fifth
avenue, New York, for every jeweler nowadays
uses such fine accessories that they are almost
as beautiful to look on as the jewelry itself, but
when the Dennison Manufacturing Company
moves its Twenty-seventh street store to the
newly rented premises on Fifth avenue, corner
of Twenty-sixth street, there will be found the
largest and finest collection of jewelers' boxes,
cases and findings in the country. As styles in
jewelry change and fads come and go, appropriate
containers must be made for them; as jewelers
become more proficient in window dressing, more
blocks, forms and window banks are demanded;
and, as people in general become more cultured
and familiar with the best, so a product that is

"Gumbai Sen" or War Fan

The original of the "Gumbai Sen," here illus-
trated, was brought from Korea to Japan, about
300 years ago and was possessed by Toyotomi
Hideyoshi, a noted Japanese hero. "Gumbai

Sen" was used by generals when giving military
orders in former times. After being kept in the
Myohoin Temple, Kyoto, it was presented to H.
I. M. the Emperor, on July 13, 1880, and was ex-
hibited in the Tokyo Imperial Museum in 1901.
Mr. Mikimoto, having seen it, conceived the

idea of making an exact copy of it, using Japanese
pearls. He spent many years in selecting speci-
mens of exquisite shape and lustre, and through
the kindness of Mr. Matano, President of the
Imperial Museum and Viscount M. Inaba, he was
enabled to make a perfect re-
production of it.

This war fan is embroidered
with gold threads on a ground
of a "Tsuzureno Nishiki" silk,
of purple-antique on both sides,
and there are 515 natural
pearls and 290 culture pearls
of splendid color and lustre
mounted on it, and the handle,
rim, etc., are of pure gold,
being in width 11 inches and
the length 22 inches.

It is now kept in Miki-
moto's store, Ginza, Tokyo,
as his unequalled treasure, and
he is ready to show it to any
visitors who desire to see it.
The fan here shown evi-

dences the well-known genius
of the Japanese craftsmen for
accurate imitation and artistic
deftness.
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A Handsome Jeweler's Catalogue

A. G. Schwab & Sons, wholesale jewelers,
Cincinnati, Ohio, have been very busy for the past
ten days, sending out their new illustrated cata-
logue to the retail jewelers in nearly every state
in the Union. Already they have received num-
erous flattering letters complimentary to the cata-
logue's appearance.
The book is printed on an extra fine quality of a

white enameled paper, from excellent half-tones
and special care was taken in the "make ready",
the press work being exceptionally good. The
binding is excellent; an extra strip of muslin pre-
vents the book falling apart on account of hard
handling or constant use. It is bound in a "stiff"
cover and has a very neat design printed in white
on a beautiful "Robin's Egg Blue" background.
The design was made especially for this edition by
a Boston artist.
The first large catalogue was issued by this firm

two years ago, using a supplement last year, but
so many insistent requests were received for a
larger book, that it was decided to issue a regualr
catalogue this year and follow it up annually.
And while the present book contains nearly 500
pages, it will be increased the next issue, it it is
found expedient.
The habit of ordering goods from a catalogue

is increasing and should, because where the illus-
trations and descriptions truthfully represent the
goods, it is just as satisfactory to make your selec-
tion from the catalogue as from the actual goods,
especially where the firm issuing the catalogue has
the standing of A. G. Schwab & Sons.

It is certainly one of the finest catalogues that
has come to our attention. There is no question
that it will be appreciated by all retail jewelers,
especially those living in towns not easily acces-
sible, and also by such as are in the habit of order-
ing their goods by mail. A copy will be mailed to
all interested jewelers who have as yet not received
one.

A New Window Display Fixture

Now that the jewelers fully appreciate the
limitless possibilities of window advertising, they
will be interested in a new fixture especially in-
tended for this purpose which is known as the
"Universal" display, and which has been placed
on the market by Henry Paulson & Co., 37 South
Wabash avenue, Chicago. The "Universal" is so
constructed that it is equally serviceable to every
jeweler, whatever the size of the window. As
shown in our illustration, it is composed of a
number of units and any number of these units
may be used, as in every instance they can be
arranged to form a harmonious whole. The fixture
can be installed or removed without in any way
interfering or destroying the character of the dis-
play. It will suggest numberless ideas to the
jeweler for effective variety in arrangement, being
especially intended for a jewelry stock. At this
season when more than usual attention is devoted
to the window, the trade will find it worth while
to make themselves acquainted with this new
outfit.
In planning special trims for Fall and Christmas

trade the time to begin is right now, immediately
after the new stock is installed.



SELLS LIKE HOT CAKES
(ORDER TO-DAY)

AN EXTRAORDINARY SELLER
A SPECIAL PRICE!

GOLD PLATED SAFETY PINS
d.5_°PER GROSS
NETCASN ‘1,4

MMERBECK-raca-1012MAIDEN LANE .Y
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The NEW MOSELEY AUXILIARY
SLOTTED CONOIDALWIRE CHUCK
The Most Recent and Valuable Improve-

ment in Wire Chucks

The NEW MODEL MOSELEY
A Recognized Standard of Accuracy, Convenience, Durability,

Efficiency and Style.

YOUR
LATHE'ClIUCKS

APE THE

HEART
Of-YOUR- EFFICIEN(Y

BE SURE-YOU-BET
TM F.

BEST

If you have not already received The NEW
MOSELEY CATALOG-INSTRUCT I ON-
REFERENCE-BOOK No. 11 and The
Special Circular on The NEW MOSELEY
AUXILIARY SLOTTED CONOIDAL
WIRE CHUCKS write your Jobbers for
them or

THE MOSELEY LATHE CO., Elgin, Ill.

I refer to Jewelers from all parts of the United States,
Wholesale Jewelers of Buffalo, N. Y. and Pittsburgh, Pa.

E. J. FORD
474 NORTHAMPTON ST., BUFFALO, N.Y.

Jewelry Auctioneer
All Sales Personally Conducted Correspondence Strictly Confidential

MR. JEWELER:—If you are interested in having an
auction sale it would be worth while to read the following
letter from Cowles tit Co., of Flint, Mich.

FLINT, MICHIGAN, Sept. 30, 1912.
E. J. FORD, Buffalo, N. Y.

Dear Sir:-1 wish to extend my appreciation to you for the way
in which you conducted my sale (the 4th you nade for me).

Before I engaged you for this sale, I journeyed to several towns and cities to find an auctioneer that could do
the work better than you, in all that I heard I did not find one that would even be a comparison, therefore
I engaged you feeling secure that you would work for my interest as well as your own.

Any Brother Jeweler that has an idea of having an auction will make no mistake if you are given
the job. Respectfully,

V. COWLES & CO.

The above is one of many letters I have received from Jewelers for whom I have
made successful sales. I can refer to more than two hundred other Jewelers, if you
desire a sale wherein your interest in every way will be taken care of and get a
square deal, write me for particulars.

FREDA. HASKELL Letter, Jewelry & Souvenir
ENGRAVER

206 Weybosset St., Providence, R. I.

ENGRAVED SOUVENIR SPOONS
Send us Spoons and we will Engrave

Buildings, $3.50 doz. Names, $1.20 doz. STONE SETTING

OUR superior facilities for the remounting of family jewels, and keeping
in touch with the latest styles and designs, enables us to turn out special

order work with a nicety of precision and exactness of detail and finish that
is unsurpassed.

CELLINI MFG. COMPANY, NEW HAVEN, CONN.
Manufacturers of Platinum and 14 kt. High Grade Staple Jewelry

DICKSON'S

RING SHANKS
Say. time and money.

No waste in sawing and shaping.
Assorted finger sizes 5 to 7.
Assorted sizes for differed weight and shaped stoma.

Write for brass samples and prices.
H. L. DICKSON,

IOWA Field St., DALLAS, TEX.

PHORD

NiKurs EMS.

KEVSTO.

.Z■.7.:•••■■

Profits in the Repair Department
q System is the first essential of a profitable repair
department and the basis of system is a complete
record of repairs.
q If you would begin the year to best purpose, you
should procure first of all The Keystone Record
Book of Watch Repairs.
di This book has space for 1600 entries of repairs
with printed headings and it takes only a few
moments to make each record.
q Such information is necessary both for the jeweler
and his customer but particularly for the jeweler.

q Sent postp.iid to any part of the world on receipt of price, $1.00.

Published by THE KEYSTONE PUBLISHING CO.
809, 811, 813 North 19th Street, Philadelphia, Pa.

1201 HEYWORTH BLDG., CHICAGO

Established 1881 The Largest, Most Centrally and Conveniently Located

NABSTEDT MANUFACTURING COMPANY
RING AND CLASS PIN MAKERS
MANUFACTURING JEWELERS

JEWELRY REPAIRING
Factory and Office, 11O4-1123.4 EastThirdStreet

DAVENPORT, IOWA

Telephone North 562

t-4A(4

R. P. JAHNKE
GONZALES TEXAS

o PAT APPLIED F6IE

EY ,N • H-1-•-41.c.71-4-6

A new and indispensable device for
cleaning paint stains, dirt, varnish, signs,
or an y like substance from glass, windows,
show cases, etc., in the shortest possible
time and most efficient manner.

Price 50c. by mail
Extra blades 3 for 25c.

THE THIN FLEXIBLE BLADE DOES THE WORK

OUR NEW ENGRAVERS' TOOL CATALOGUE
IS READY TO MAIL

It will be valuable to you. It is free. Write for it.

THE REES SCHOOL
GRANITE BUILDING ROCHESTER, N. Y.

WATERBURY ROLLING MILLS
We manufacture High Grade GERMAN SILVER, Bronze, Gilding Metal, Platers Bars, Low Brass andother special alloys in sheets and rolls. Our deliveries are prompt and accurate. Write for particulars. 

Waterbury, Connecticut
WATERBURY ROLLING MILLS, Inc.

INDISPENSABLE TO THE RETAIL JEWELER
An itssort meet of Wells' Perfect
Self-Conforming Ding Adjusters.
Ask your jobber for them, or I
will send prepaid at once (only
Ott receipt of price) sizes as
assorted in each unbroken
dozen at the following prices:

1 doz. 10 K. gold, $3.75; 1 doz. gold
filled, $2.00; 1 doz. metal, 8,5c.

Samples of one small and one medium-large gold
filled and one metal adjuster will be sent for
50c., stamps or M. 0. Address

CHESTER WELLS Meshoppen, Pa.

WE CAN REFINISH
any old thing except a tarnished
reputation.

Call me up and you won't
have occasion to call me down.

BEST PLATING CO.
Gold and Silver Platers

349 Massachusetts Ave., INDIANAPOLIS, IND

PATENTED
NOV.7.1911

THE TURGEON UMBRELLA HOOK

"ON to stay on." Your trouble with broken
show eases, etc., are over if you use the
TURGEON HOOK. Sold in 3,4, and Gro.
lots, at $6.00 Gro. net cash with order.

GEO. V. TURGEON
LEWISTON, MAINE

SYRACUSE
School of
Engraving

A School where Engraving only is
taught, this is the school where a
Watchmaker, Jeweler or Clerk who
wishes to be more successful should
attend. Send for our Catalogue explain-
ing our Course. : : : :

L. J. SENNOTT, Instructor
63 Weiting Blk. Syracuse, N. Y.

ON

FineWatch Case Repairing
Manufacturers of Special Cases
Gold and Silver Plating, Satin and
Roman Finishing, Rose Coloring.

ENGRAVING
ENAMELING and
ENGINE TURNING

Swiss and English
cases changed to fit
American move-
mentsandall kindsof

RAISED COLORED
GOLD WORK.

The Largest and
Promptest Repair
Shop in Chicago.

SEND FOR PRICE-LIST

J.C.HOWARD &CO.
116 & 118 N. State Street. CHICAGO. ILL.

DIAMONDS and 'PRECIOUS STONES

BOUGHT AND SOLD
FOR SPOT CASH

Appraiaements made for estates or individuals

J. J. COHEN
1011 Chestnut Street, PHILADELPHIA, PA.

Established 1891

Write for further information

THE J. D. EWING COMPANY
Manufacturing Jewelers. Jewelry Repairing.

EXPERT REPAIRING ON WATCH SATIN FINISH AND COLORING,

CASES, ENGINE TURNING ENGRAVING, ENAMELING

 TRIAL ORDER SOLICITED 

122-124 SOUTH 8th STREET PHILADELPHIA

la04■16.

re' SPOT CASH for Jewelry Stooks-WIZ
I PAT THE HIGHEST PRICES for Diamonds, Watches and Jewelry.

Send stocks at once, no matter how large or small, and get money by return mail.

National bank references upon request. If offer is not satisfactory will return goods

EMIL NOEL, 541 E. 46th Place, CHICAGO, ILL.
If you should be in Chicago with your stock, make appointment with me
by residence telephone Drexel 5323, or office telephone Randolph 1418

SOUVENIRS
Automobile Name Plates, Watch Fobs,
Flag Pins, Seals, Tie Clips. Prompt
Attention Given to Special Orders.

WRITE FOR ESTIMATES
All shades 0f Enamel constantly on hand.

CARPENTER & WOOD, Manufacturers
14 Calendar St., Providence, R. I.

PARISIAN IVORY
and EBONY GOODS

J. B. ASH ROCKFORDILL.

DALLAS TEXAS
Expert Watch Repairing for the Trade

Any part of a watch will be
made to order.

A. ZIMMERLI, 1514 Main St.
High-Grade Work Our Specialty

neouaoeov000 00000 eeeeee

Main Springs
For over 50 years the name "COOPER"

has signified quality in Main Springs.

If you are dissatisfied with the Spring

you' are nowl using order the"COOPElt"

Spring—$1.25 the dozen. Every Spring

guarantee 

Just received a full line of

OMEGA AND ROSKOPF WATCH

MATERIAL

Watch Repairing for the Trade

Skilful Workmen

Accurate and Prompt Work

Send Trial Package

Cooper & Son
713 Sansom St., Philadelphia

ig...o.eool000s000000...0000.o. 00000 o•eoecreween

Trade Watch Repairing
A Well Equipped Shop

Skillful Workmen
Right Priests and Prompt

Returns

C. H. KNIGHTS-
THEARLE CO.
Colombo' Bldg., CHICAGO

HAVE YOU SEEN?
AVERBECKS NEW CATALOG
IF YOH ARE A RETAIL JEWELERAND
WANTSELLERS SEND FOR IT —

GOODS OF THE UNCOMMON SORT

MJAYERBECKIVAIRTIORMAIDEN1ANINY

Watch Case Paper Boxes
FOR THE

Manufacturing Trade

WALTER P.MILLER,452 York Ave.,Phila.

When writing to advertisers kindly mention The Keystone
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Small Advertisements
No advertisement inserted for less

than 25 cents.
Under heading "Situations Wanted,"

ONE CENT per word for first twenty-
five words. Additional words and ad-
vertisements, THREE CENTS per word.
Under all headings except "Situations

Wanted," THREE CENTS per word.
Name, address, initials and abbrevia-

tions count as words, and are charged
for as part of the advertisement.
To insure insertion, send remittance

with orders for advertisements. Copy
must reach us by the 25th of each
month for the Issue of the 1st of the
following month, and by the 10th of
the month for the issue of the 15th of
the same month.
Send battle check or draft, or postal

or express money order for $1.00 and
over, or postage stamps for smaller
amounts.

If answers are to be forwarded
send TEN CENTS In postage stamps
with order.
The real name and address of every

advertiser must accompany the copy of
the advertisement.

Advertisers who are not subscribers
should send 10 cents (special issues 25
cents) If they desire a copy of the paper
in which their advertisement appears.
Address,

THE KEYSTONE PUBLISHING COMPANY
809-811-813 N. 19th STREET, PHILADELPHIA, PA

SITUATIONS WANTED

Under this heading, ONE CENT Per word,
for first twenty-five words. Additional words
and advertisements, THREE CENTS per word.
No advertisement inserted for less than 25
cents.

It will facilitate matters and result to
the advantage of advertisers under this
classification if they will indicate their local-
ity in their advertisements.

BY a young man, nineteen years of age, as an
engraver and jewelry repairer; unquestion-

able references. "B 869," care Keystone.

BY a young man, twenty-one years of age, as an
engraver and jewelry repairer; unquestion-

able references. "W 870," care Keystone.

AT once by strictly first-class watchmaker,
jeweler and optician, of good appearance,

can wait on trade; reference from present em-
ployer. Address Watchmaker, care of Frank
Smith & Son, Pontiac, Ill.

BY strictly high-grade watchmaker, who hasn't
had years of experience, but is right up to

the minute, and can do the work; also fine jew-
elry repairing, good engraving, plating and
stone setting, own tools; photo and reference.
S. F., 123 N. Underhill, Peoria, Ill.

YOUNG man, four years' experience as watch-
maker and engraver; would also accept a

position where stone setting, optical and jew-
elry repairing can be learned; west coast pre-
ferred. Frank Gooden, Marshall, Minn.

BY high-grade railroad watchmaker, good
salesman and jewelry repairer, a fair engraver,

$25 to start; permanent position only wanted.
Watchmaker, 228 N. Sacramento Blvd.,
Chicago, Ill.

YOUNG man of good address, age twenty-four,
desires a position in a retail store as salesman,

stock man and clock and jewelry repairer; ten
years' experience in a retail store. "K 902,"
care Keystone.

ABOUT January; good watchmaker, engraver
and optician; married man; age twenty-six;

salary wanted $23 to $25 weekly; over five
years' experience; can furnish reference. "B
908," care Keystone.

BY watchmaker, can do engraving and jewelry
repairing also, willing to wait on trade;

steady worker, sober and no bad habits; state
salary in first letter. "S 912," care Keystone.

WATCHMAKER and jewelry repairer, fair
engraver, single, age twenty-four; best ref-

erences; two years' experience; wages reason-
able, own tools; central states preferred. H.
J. McCracken, Bolivar, Mo.

LADY watchmaker, three years' experience;
desires to advance in jewelry repairing;

optometrist, registered in Nebraska; tools and
trial-case; references. Phebe K. Peck, Swede-
borg, Mo.

HIGH-CLASS all round retail man, expert ad-
vertiser, salesman, buyer, optician, watch-

maker and decorator, wishes to connect with
firm doing not less than $75,000 or $100,000
business with view to buying into firm. "C
910," care Keystone.

A-1 WATCHMAKER, clock and jewelry re-
pairer, wants position, in the beat of standing;

can give the best of references. G. R. F. D.,
care of A. J. Miles, Lyndonville, Vt.

(Continued on page 2234)
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SITUATIONS WANTED

(Continued from page 2233)

A POSITION in or near Philadelphia, as a
plain engraver, where I can learn watch re-

pairing under a good instructor. "L 911,"
care Keystone.

YOUNG man desires position by first of month,
as second watchmaker, engraver and jeweler.

Art Weidman, 300 S. University, Peoria, Ill.

YOUNG man desires position as second watch-
maker and engraver. Address R. E. D.,

2612 Main street, Peoria, III.

YOUNG man twenty-one, desires rogation as
second watchmaker, jewelry repairer and

engraver by November 15. Address T. T.,
2422 Main street, Peoria, Ill.

BUYER and manager, (10) years' experience
In buying jewelry, also mechanic; now lo-

cated in the south; wish to make immediate
change; best of reference. "F 905," care Key-
stone.

GOOD watchmaker, clock and jewelry repairer
and plain engraver; five years' experience;

age twenty-two; good references; own tools.
Carl Mattison, Black River Falls, Wis.

WATCHMAKER and optician wishes position
at once; has had experience as manager of

store; single; Va. or N. C. preferred; good
reference. W. M. Turner, South Hill, Va.

AS second watchmaker; seven years' experience;
presently employed; want permanent posi-

tion. Address 605 North Third street, Fred-
erick, Okla.

FIRST-CLASS watchmaker; twenty-five years'
experience on high-grade American and Swiss

watches; thirty-eight years old, married, salary
$25 per week. "H 903," care Keystone.
- -  
YOUNG man as watchmaker, jeweler, plain

engraver, clock repairer, wants position;
have own tools; furnish references; central
states preferred; others considered. L. A. M.,
300 Fredonia avenue, Peoria, Ill.

HELP WANTED

FIRST-CLASS watchmaker and engraver for
town in Iowa; must come well recommended.

H. F. Hahn & Co., Powers Bldg., Chicago.

AT once jeweler, clock repairer, and assist on
watches; state experience and salary expected

in first letter. Nelson Brothers, Luverne,
Minn.

GOOD, plain watchmaker, thoroughly efficient
on American watches; no optician or en-

graver; single man preferred. Address P. 0.
Box 388, Worcester, Mass., giving age, experi-
ence and salary expected.

COMPETENT jeweler and engraver; must
have own tools; state salary and send refer-
ences. Fenn & Ellison, Tampica, Ill.

FIRST-CLASS man as second watchmaker.
Address Goodman Brothers, 98 North High

street, Columbus, Ohio.

WANTED an ambitious young man who under-
stands A-1 jewelry and clock repairing; good

opening for right party; Michigan. Address
H. F. Hahn & Company, 37 South Wabash
avenue, Powers Building, Chicago.

SECOND watchmaker, plain engraver, and
jobwork; to the right young man, a good

chance to work up; give full particulars and
reference in first letter. Clay Henry & Son,
Ironton, Ohio.

WATCH and elockmaker, with four or five
years' experience, good opportunity to learn

trade. A. Rodelius, 827 Davis street, Evans-
ton, Ill.

WANTED man who is capable of selling jew-
elry, silverware, etc., and has some knowledge

of bench work; for town in Iowa; permanent
position for right man; salary or commission.
H. F. Hahn 8c Co., Powers Building, Chicago.

ENGRAVER, beginning any time' before De-
cember 1, to stay until January 1, capable

of handling work in retail store; could use man
with knowledge of watch or jewelry work.
W. B. Gardner, Titusville, Penna. •

SALESMAN, experienced in every branch of
the jewelry business, desires position with a

first class retail store on the Pacific coast or
southwestern states, as salesman, buyer, and
systematizer; unquestionable references; per-
manent position. Address Miller, care of
Waltham Watch Co., Chicago.

PERMANENT position by watchmaker and
engraver in town of not less than 5,000;

Kansas or Missou,i preferred. Address Box
392 Waynoka, Okla.

WATCHMAKER-Jeweler, thoroughly ex-
perienced in railroad watch adjusting, desires

change of location; six years in present loca-
tion; references. Address Box 23, Groveton,
Texas.

HELP WANTED

UNDER THIS HEADING THREE CENTS PER WORD

It will facilitate matters and result to
the advantage of advertisers under this
classification if they will indicate their local-
ity in their advertisements.

AT once, first-class engraver and assistant
watchmaker, one that can do hard soldering

preferred; must come well recommended; state
salary and all particulars in first letter. Green-
wald & Adams, Tucson, Ariz.

SIX first-class watchmakers; rapid and accurate
on all classes of watches; trade and retail

work; no boozers. Box 652, Waterloo, Iowa.

LAPIDARY wanted; good all-round man on
facet work; steady position. H. E. Alster-

lund & Co., 387 Washington street, Boston,
Mass.

WATCHMAKER and plain engraver, perm-
anent position to the right party at moderate

salary; reference and all particulars in first
letter. T. A. Mauch, Yazoo City, Miss.

AN all-round workman, single, one who does
plain engraving and can wait on trade; new

store to work in; good climatt ; board reasonable.
J. B. Otto, Kingsville, Texas.

AT once watchmaker, jeweler and fair engraver;
wait on trade, permanent position for the

right man, send samples of engraving, and re-
ferences and salary expected to start. Trip-
lett, Ironwood, located in the northwestern
corner of Michigan.

FIRST-CLASS watchmaker and engraver,
who can do clock and jewelry repairing, wait

on trade; state age, experience, reference and
salary in first letter; permanent position to the
right man; population 3,500; three railroads;
two colleges; watch inspection. C. H. Allen,
Jacksonville, Texas.

ENGRAVER on jewelry, etc., trade shop;
permanent position to right man; state

salary. William Lowe, Norwood Building,
Paterson, N. J.

WATCHMAKER, engraver, jewelry repairer at
once, $15 a week. Roll R. Lusk, Utica, Ohio.

HEAD watchmaker at once, full charge of de-
partment, thorough and experienced, who

can repair and adjust to rating; must also be
good plain engraver; none but first-class need
apply; salary $25; position permanent. The
Lanyon Jewelry Company, Pittsburg, Kans.

WATCHMAKER and jeweler for town of
16,000 in North Carolina, salary $25; single

man preferred. Address A. Green, care M. J.
Averbeck, 10 Maiden Lane. New York City.

AT once young man, good watch repairer and
salesman, permanent position; $20 to start.

Apply Cohens Jewelry Store, Steubenville,
Ohio.

CLOCK and jewelry repairer who wishes to
finish watchmaking; permanent position.

Dan S. Jones, Independence, Iowa.

ASSISTANT watchmaker and engraver, fine
chance for young man to finish trade under

a fine Swiss workman; write at once with re-
ferences and state salary. Theodore Shaffer,
Cordele, Ga.

ASSISTANT watchmaker; must be good en-
graver; state salary wanted in first letter;

steady position to right man. Harry Downs,
Bellevue, Ohio.

YOUNG man, watchmaker and salesman to
handle railway time inspection on road;

good salary and commission to the right party.
The A. Graves Company, Memphis, Tenn.

GOOD watchmaker and fair engraver; wages
$20; reference. W. H. Appel, Allentown, Pa.

A THOROUGHLY good watchmaker; perm-
anent position and good wages; state refer-

ences and ability. Albert Zoellner, Ports-
mouth, Ohio.

ENGRAVER, young man who has some ability
and wish to improve under an expert; steady

work and chance for advancement for the right
man; state age, experience and salary expected;
send samples. Drawer 1127, Kansas City, Mo.

FIRST-CLASS jeweler and engraver, at once,
single, send samples of engraving in first

letter. August Jacobs, Jewelry Store, Quincy

FIRST-CLASS clockmaker of good appearance
for progressive city in the south; must be

experienced on chiming and French hall clocks;
no drinker; state salary required and full in-
formation first letter. Arthur A. Everts Co.,
Dallas, Texas.

AT once a good watchmaker and plain engraver,
as manager of a branch store in a live town

of 3,000 population in central Georgia; have
to invest $1,000 in stock; will get the benefit
of bench work and percentage on sales, or salary.
Branch store has a stock over $5,000; all new
goods; well assorted and opened up last April.
for particulars to S. Finn Jewelry Company,
(Incorporated), Walterboro, S. C.

HELP WANTED

WATCHMAKER and engraver, one who can
do clock and jewelry repairing and wait on

trade if necessary; give reference and amount
of salary required. "B 918," care Keystone.

WATCHMAKER-position Jacksonville, Fla.,
only expert steady workmen wanted. Ad-

dress immediately or call 6 to 7 p. m., at the
Prince George Hotel, Twenty-eighth street, New
York City. J. H. Crosby.

ENGRAVER-Expert, steady general letter,
position Jacksonville, Fla., address or call

immediately 6 to 7 p. m., Prince George Hotel,
Twenty-eighth street, New York City, J. H.
Crosby.

COMPETENT watchmaker and engraver;
elderly married man preferred; send photo

and sample engraving, wages wanted, no
drinkers wanted. Write 126 E. Forty-fifth
street, Portland, Oregon.

GOOD watchmaker, engraver and jeweler;
permanent position. John E. Lewis, jew-

eler, Little Falls, N. Y.

GOOD clock and jewelry repairer, second
watchmaker. H. L. Rost & Son, Columbus,

Ind.

JEWELER, with reference; wanted for general
new work and repairing; good opportunity

for the right man; room 32, 612 Race street,
Cincinnati, Ohio.

WATCHMAKER and plain engraver, with
tools. Conley's Store, Louisa, Ky.

WANTED

UNDER THIS HEADING THREE CENTS PER WORD

WANTED to buy jewelry stock; send surplus
stock to me and get money by return mail.

Emil Noel, 541 East Forty-sixth place, Chicago,

WANTED cast aside watches and movements
of every description; Americans preferred;

cash. Broadbent, 4 South Forty-second street,
Philadelphia, Pa.

SALESMAN wanted: To carry as a side line
a legitimate and good selling article; good

commission; see advertisement page 2203 this
issue.

REGULATOR with mercuriel pendulum that
beats seconds; give full description or send

photo. S. A. Weaver, Ticonderoga, N. Y.

FOR SALE

UNDER THIS HEADING THREE CENTS PER WORD

JEWELRY and book store, whole or half in-
terest; reason for selling more work than one

can do. Address Box 7, Colchester, Ill.

A FIRST-CLASS up-to-date manufacturing
plant in city of 235,000; doing a business of

$25,000 to $30,000 a year; cheap rent; ma-
chinery, tools and fixtures cost price $11,500;
will sell for $9,000; this proposition will bear
investigation; can give good reason for selling.
"W 299," care Keystone.

IN one of the principal cities of Mississippi,
an old established jewelry store, under pre-

sent ownership forty years; owner wishes to
retire; stock and fixtures invoice $12,000.
A. I. 18, 1201 Heyworth Building, Chicago.

JEWELRY and optical business in good town
5,000, oil and gas belt, southeastern Kansas,

fine location, invoice $7,000; will sacrifice;
good reason for selling. "K 884," care Key-
stone.

A FINE jewelry store in a live Michigan cowl,
of 35,000 inhabitants, stock and fixtures all

new, failing eyesight and poor health require
change of business; chance of a lifetime for
some one. Address "B 904," care Keystone.

JEWELRY store and fixtures, cheap, Michigan
town of 900; full particulars, write No. 41

Rowland Building, Detroit, Mich.

JEWELRY and optical business in the best
fruit and farming district in the Sacramento

Valley; town 12,000 inhabitants; stock will
invoice $20,000; fixtures $3,500, can reduce;
have a good jewelry and optical business, also
good run of bench work; must sell on account
of sickness; business well established. "D
915," care Keystone.

LISTEN to this. The only jewelry, music
and optical store in the county, located in the

Kansas wheat belt, am the only watchmaker,
the only optician; a growing county seat town,
electric lights, fine high school, eight other small
towns to draw from, good crops this year, store
has been in same location for eighteen years,
clean stock, bench work will run $100 per month
rent $10 per month, stock and fixtures will in-
voice $3,500; $1,500 cash will handle this, bal-
ance can be carried back at $50 per month at 8
per cent. Going to California on account of
parents' failing health who live there, only
reason for selling. E. A. Gaston, Ness City,
Kans.

FOR SALE

Stores, Stocks and Businesses

DRUG and jewelry store in Minneapolis,
doing about $20,000 business per year, low

rent, good location, will require about $9,000 to
buy. "B 906," care Keystone.

MUST GO before cold weather on account of
poor health; will sacrifice on one of the best

jewelry and optical businesses in southern
Michigan, an exceptional opportunity. "M
916," care Keystone.

FINE jewelry and optical business in a live
growing manufacturing town in eastern

Pennsylvania, about 4,000 population, good
schools and seminary; water works, gas and
electric lights; established thirty-four years;
good repair trade; clean stock, light competi-
tion; invoice $3,000; can reduce to suit or give
terms. "G 913," care Keystone.

$1,000 WILL buy a thoroughly equipped
manufacturing and repairing jewelry shop;

established fifteen years. Box 984, Sacramento,
Cal.

SMALL jewelry business in a religious college
suburb of a city of 100,000 people, just the

thing for a member of the Christian church,
who wishes to educate his children, largest
church of this denomination; will take from
$1,200 to $2,500 cash. All the work a man can
do. E. S. Slayton, 1215 Twenty-fifth, Des
Moines, Iowa

STOCK that will invoice from $1,200 to $1,500
in 900 town; good trading point three rail-

roads; no competition. H. L. Gordon, Brigh-
ton, Iowa.

$250 BUYS jewelry and repair business includ-
ing tools, materials, bench, etc., no competi-

tion; fine place for small investment. C. 0.
Spurling, Ellenboro, N. C.

PAYING jewelry business ; best town in
southern Ill., railroad division, coal mines,

factories, big payroll, watch inspection two
roads, about 400 men under inspection; in-
voice about $5,000, will ask bonus as this is no
job lot; reason lung trouble; refer you to J. W.
Forsinger, Chicago or New York. Address
Fayette Kerr, Murphysboro, Ill.

JEWELRY stock, material, tools, safe and
fixtures in northern Wisconsin City of 1,500;

with or without lease at $15 per month; of
excellent location; poor health reason for sell-
ing. H. D. Wipperman, Barron, Wis.

$4,000 WILL buy a good paying jewelry store
in Missouri; if sold at once, you get the rich

harvest of Christmas business, but must be sold
before November 1; good run of bench work,
little competition, act at once. "H 917,", care
Keystone.

FOR SALE
UNDER THIS HEADING THREE CENTS PER WORD

Miscellaneous Merchandise and
Equipment

SECOND-HAND work benches, hand and
power, flat and wire rolls, anvil and block,
small foot and screw presses, one Oliver foot

power lathe, one bar annealer (American),
one grindstone, one electric polishing head, small
pressure blower, sand blast, one polishing dust
collector, ring bender, scale stools, foot-power
polishing machine, also other tools. Leiman
Brothers, 62 F. I. John street, New York.

GENUINE C. W. T. Company out-door
electric watch sign at bargain. "C 508,"

care Keystone.

SHIP chronometers for sale, in fine condition;
price $50, $75, $100. W. H. Enhaus & Son,

31 John street, New York City.

COMPLETE set of watchmakers' tools, over
$200 worth; will sell for $100. N. J. Nelson,

Washburn, Wis.

NEW CENTURY engraving machine, same
as new; complete with all attachments and

four sets of type, cost $100, sell for $47.50.
F. N. DeHuy & Sons, DeLand, Fla.

OAK curtain top bench, ball bearing foot
wheel, watch repair case and some material;

all in fine condition. Address R., 69 W.
Park street, Butte, Mont.

VERGE bridges 60 cents each. Broadbent,
4 South Forty-second street, Philadelphia, Pa.

TWO electric polishing machines in good con-
dition. Stern Brothers & Co., 33 Gold

street, New York City.

WATCHMAKER'S regulator movement only;
good order; bargain at $16.00. Howard

Williams, Delevan, Wis.

SPECIAL tools for difficult watch work, no-
where else to be had; price list free. Ford

FreistAter, Waltham, Mass.

NEW CENTURY engraving machine, style A,
type outfit No. I, only used a few times;

$50 buys it. D. M. Bowers, Lawton, Okla.

FOR SALE OR EXCHANGE
UNDER THIS HEADING THREE CENTS PER WORD

20 BOOK watchmaking course; cheap; cash or
what? Hermes, 402 Central avenue, Hot

Springs, Ark.

AN exclusive optical business, in one of the best
cities in Iowa; fine location; elegant office
equipment with grinding plant; $5,000 will
handle it; would trade for land or jewelry stock
worth the money. "D 907," care Keystone. 

WHAT have you to trade for Wurlitzer 600
Automatic Piano? Will earn from $200 to

$500 a year. F. A. Beckman, Ottawa, Ohio.

SPECIAL NOTICES
UNDER THIS HEADING THREE CENTS PER WORD

I PAY 20 per cent more than any one else
for your surplus diamonds, watches and

jewelry; money sent by return mail; bank
references. Emil Noel, 641 East Forty-sixth
place, Chicago, Ill. 

HIGHEST cash prices paid for diamonds
and watches; immediate returns made, bank

references given. M. Iralson, Masonic Temple,
Chicago, Ill. 

OPPORTUNITY for American house in jew-
elry or silverware business desiring office in

Paris at nominal expense. Small office or
desk room with firm in kindred lines. Service
of telephone, cleaning, etc., most central and
convenient location. Further particulars on
application. "W 909," care Keystone.

$100 REWARD, we will pay for the name of
any jeweler whose unsold rings, of our make,

we refused to exchange for other set rings.
Block Ring Company, 254 Pearl street, Buffalo,
N. Y.

BUSINESS NOTICES
UNDER THIS HEADING THREE CENTS PER WORD

FOR first-class work and prompt service try
Art Watch Case Company, Champlain

Building, 8 North State street, Chicago.

WE buy American pearls and slugs, fine large
pearls and slugs our specialty. Send goods

for an estimate and we will report same day
goods are received; references, any bank in this
city. Plank & Co., Jewelers, 328 West Second
street, Davenport, Iowa.

OLD cases restored to look like new; Roman
and satin finishing. Art Watch Case Com-

pany, 8 North State street, Chicago.

DIAMONDS at great bargains, $45 per karat
and up; mounted rings and other diamond

jewelry bought from private people sold at
half the regular price. Sent on memo, bill to
rated dealers. Sold for cash only. Dan I.
Murray, Broker, 3 Maiden Lane, New York.

ELGIN Horological School, the oldest and most
practical school for watchmakers, send for

catalogue to Elgin Horological School, Elgin,

SEND your watch-case repairing to Art Watch
Case Company, 8 North State street,

Chicago. 

I PAY the highest prices for watches, diamonds
and jewelry. Send stock at once, no matter

how large or how small, and get money by
return mail. All kinds of references furnished
upon request. Emil Noel, 641 East Forty-
sixth place, Chicago, Ill. 

OLD English and Swiss key-wind cases changed
to take American stem-wind movements;

hunting cases changed to open-face. Art
Watch Case Company, 8 North State street,
Chicago.

I WILL buy your diamonds and watches and
pay you liberal spot each; money by return

mail. M. Iralson, Masonic Temple, Chicago.

The LUX MODEL WORKS
Make practical working and manu-
facturing models of clocks, watches,
meters, novelties, etc. Experimental
Work. Wheel and pinion cutting
to order. Manufacturing.
CLOCK REPAIRING FOR THE TRADE

53 East Farm St., Waterbury, Conn,

KANSAS CITY
Watchmaking and
Engraving Schoci
This is the school you should attend.
Investigate it! Send for our new art
catalogue, it's free for the asking and
explains fully our courses and methods
of instructions, together with some
excellent samples of engraving. : : :

OSCAR W. DREYER, Principal
815 E. 12th St. : Kansas City, Mo.

$25 REWARD
for the return of an 18 SIZE SOLID GOLD
0. F. PATTEK PHILLIP WATCH, both
movement and case numbered 69264,
was stolen March 1, 1910. Examine all
watches left for repairs.

" 375," care Keystone.

Four More Gold Medal
Students

MN.. MOM

Miss Elsa Puckett, Mr. S. M. Dekle,
Las Vegas, Nev. Statesboro, Ga.
F. W. Anderson, E. J. Meyer.

Aurora, Ill. Grand Island, Neb.

We have ten other studentswho will be ready soon to
Qualify for their Gold Medals, and they
do engraving on actual work and not on
copper plates.

A School built upon the confidence
of its students

By enrolling now you can reserve date most convenient
to you for your course. Send today for catalogue.

Winters School of Engraving
Powers Bldg. Chicago, M.

M R RETAIL JEWELER e

DO YOU WANT
. SELLERS

The Un-Common Sort
at Manufacturers Prices

IF SO CALL OR WRITE

M.J.AVERBECK
Manufacturer Importer

sb 10-12 Maiden Lane. N.Y. City e

BECKER & HECKMAN
(Successors to G. F. Wadsworth)

WATCH CASE MANUFACTURERS
AND REPAIRERS

  Everything in the line of  

Watch Case Repairing, Gold and Silver Plating, Satin
Finish Engraving and Engine-Turning

Changing Old English and Swiss Cases to take American
S. W. Movements My Specialty. OLD CASES MADE NEW

Silversmiths' Building
10 South Wabash Ave. : CHICAGO

EXPERT WATCH REPAIRING
TO THE TRADE

ERICHSEN, KRAUSE & CO.
1006-37 S. Wabash Ave., CHICA00, ILL.

Powers Building

When writing to advertiser's kindly mention
The Keystone

ELECTRIC
-SIGN-

CLOCKS
Bulletin free.

GILLETTE ELECTRIC CO.
728 BUCKINGHAM PL. CHICAGO. ILL.
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JEWELERS, DON'T BE DECEIVED

What you
want is a profit-
able sale, con-
ducted by the
right man. Then,
in justice to your-
self, employ only
those who can
positively prove at
the last six or
eight sales they
conducted that
the jeweler
for whom they
made sales will
recommend
them; that is the
best and most
honorable refer-
ence.

WRITE US,
and let us send
you many refer-
ences to prove
that we made
from 23 to 42 per
cent. profit.

We will guar-
antee you pro-
fits.

We then ask
you, can any per-
son do more.

GOTTLIEB & O'NEIL
AUCTIONEERING CO.
ESTABLISHED 1886 TEL. RAND. 288

811-812 Ashland Block, CHICAGO, ILL.
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MAKING PROFIT
OUT OF DEAD STOCK
That's Our Business
Twenty-five years active service

in the auction business for the
leading jewelers throughout the
country makes us capable of rend-
ering the highest class service
obtainable.

We appeal to you on strictly a
business basis to write us if you
intend to hold an auction sale or
have thousands of dollars tied up
in stock that you cannot move.

We guarantee results and fur-
nish references from hundreds of
jewelers.

Sales solicited from legitimate
jewelers only.

All business transacted on
strictly a high class basis.

Capable, reliable and trust-
worthy auctioneers.

Fall sales now being booked.

Write today for our terms and
information.

BANIGAN & MOLLOY
THE AUCTIONEERS OF TODAY

5 So. Wabash Ave., Room 1005 CHICAGO, ILL.
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Percy H. Greer
AUCTIONEER AND APPRAISER

19 YEARS IN SAN FRANCISCO

I sell only for merchants who
have a reputation and wish
to maintain same.

I carry no stock of any des-
cription.

MY MOTTO
A square deal to buyer and seller

I have, to my credit, the rep-
utation of having conducted
(without any assistance)
the Largest Sale of Dia-
monds and Solid Gold Jewel-
ry ever made in the State of
California, for Mr. S. Con-
radi, the pioneer jeweler of
Los Angeles.

References for reliability and
financial standing:

Messrs. M. Schussler
Co., 704:Market Street,

San Fran., California Jewelry Co., 704 Market Street, San Fran.,
Morgan & Allen Co., 150 Post Street, San Fran., Central National
Bank, Los Angeles, Oakland Bank of Savings, Oakland, Cal., Savings
Union Bank & Trust Co., San Fran. and hundreds of satisfied clients

Sales made an'ywhere in United States or Canada

PERMANENT 150 Post Street, San Francisco, Cal.ADDRESS
1   It
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"Why, dear, they must be real!"
"What, You paid only that much!"

IgtA

mARK

are the perfect,

advertised and guaranteed

string pearls.

SUCH exclamations are heard whenever a woman wearing La.
Tausca Pearls appears among her friends. The_clelicate:c

lustrous beauty of these string pearls never -,fail§ljo, excite \
admiration, which, when 1 the possessar—re7ifeals-thf pfice quickly_ 
changes to astonishment land 'a rmination to.1:4i1y, ,, ■ , ,

Do you, recognize this profit opportunity, Mr, Pealei ?- _.-/1 . , 
Do you see the benefits that will accrue 'to' Your stOre in selling jewelry that
every member of the fair sex is, egg& ,t,i-' Purc-Kase.
oFridveel:st.housand dealers are (lisp aying Lai. ralusca Pearls and duplicating

- _,. ..) 1-- 1f ,T) 7 r ,- ,, 

their

Your' holiday exhibit is incomplete without hese perle t,-a Alertisect apd goaranteed
. i

string pearls. 
,

The La Tausca line includes 20 qualities and eleven sizes, selling from $2 to
$100 a string.
Write today for samples, prices, and the selling suggestions contained in our new
booklet.

ToCA
A PEARLS

't'rade Mark Reg.

This trade mark tag

on every strand
identifies the genuine.

THE LOW-TAUSSIG-KARPELES COMPANY
Providence

Importers of Precious Stones and Pearls. Manufacturers of Imitation Precious Stones

Paris
( Address all Communications to Providence)

New York

THE HOUSE THAT MADE STRING PEARLS POPULAR

Gentlemen: Without obligation or expense on my part send me samples and price of La Tausca
String Pearls and your booklet of selling helps.

Name  Town or City 



JEWELERS, DON'T BE DECEIVED

What you
want is a profit-
able sale, con-
ducted by the
right man. Then,
in justice to your-
self, employ only
those who can
positively prove at
the last six or
eight sales they
conducted that
the jeweler
for whom they
made sales will
recommend
them; that is the
best and most
honorable refer-
ence.

WRITE US,
and let us send
you many refer-
ences to prove
that we made
from 23 to 42 per
cent. profit.

We will guar-
antee you pro-
fits.

We then ask
you, can any per-
son do more.

GOTTLIEB & O'NEIL
AUCTIONEERING CO.
ESTABLISHED 1886 TEL. RAND. 288

811-812 Ashland Block, CHICAGO, ILL.
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MAKING PROFIT
OUT OF DEAD STOCK
That's Our Business
Tvventy-five years active service

in the auction business for the
leading jewelers throughout the
country makes us capable of rend-
ering the highest class service
obtainable.

We appeal to you on strictly a
business basis to write us if you
intend to hold an auction sale or
have thousands of dollars tied up
in stock that you cannot move.

We guarantee results and fur-
nish references from hundreds of
jewelers.

Sales solicited from legitimate
jewelers only.

All business transacted on
strictly a high class basis.

Capable, reliable and trust-
worthy auctioneers.

Fall sales now being booked.

Write today for our terms and
nformation.

BANIGAN & MOLLOY
THE AUCTIONEERS OF TODAY

5 So. Wabash Ave., Room 1005 CHICAGO, ILL. g
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Percy H. Greer
AUCTIONEER AND APPRAISER

19 YEARS IN SAN FRANCISCO

I sell only for merchants who
have a reputation and wish
to maintain same.

I carry no stock of any des-
cription.

MY MOTTO
A square deal to buyer and seller

I have, to my credit, the rep-
utation of having conducted
(without any assistance)
the Largest Sale of Dia-
monds and Solid Gold Jewel-
ry ever made in the State of
California, for Mr. S. Con-
radi, the pioneer jeweler of
Los Angeles.

References for reliability and
financial standing:

Messrs. M. Schussler
Co., 704:Market Street,

San Fran., California Jewelry Co., 704 Market Street, San Fran.,
Morgan & Allen Co., 150 Post Street, San Fran., Central National
Bank, Los Angeles, Oakland Bank of Savings, Oakland, Cal., Savings
Union Bank & Trust Co., San Fran. and hundreds of satisfied clients

Sales made anywhere in United States or Canada

PERMANENT 150 Post Street, San Francisco, Cal.ADDRESS
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"Why, dear, they must be real!"
"What, You paid only that much!"

50k \st
0.1k TALL,.

TRADE MAR.( /

are the perfect,
advertised and guaranteed

string pearls.

SUCH exclamations are heard whenever a woman wearing LaTausca Pearls appears among her friends. The,4elicale,1
lustrous beauty of these string pearls neves— fajta jo, excite 1
admiration, which, wheni the possessor—re e-als_th, price quickly \
changes to astonishment !and-Ta e rmin tion to buy.

Do your recognize this profit opportunity, Mr, Deale
Do you see the benefits that will accrue to'
every member of the fair sex is egg-6,W- pnr
Frders. _Five dea_Ikrs are dilaying Lo a

oY ho iday exhibit is incomplete without
string pearls.
The La Tausca line includes 20 qualities and eleven sizes, selling from $2 to
$100 a string.
Write today for samples, prices, and the selling suggestions contained in our new
booklet.

TAti5CAA PEARLS
Trade Mark Reg.

This trade mark lat;
on every  sirand
identifies the genuine.

oar -sfore in selling jewelry that
ase.
usca Pearls and duplicating their

hese
j TT,

perlie yertistot.apt gtyaranteed

THE LOW-TAUSSIG-KARPELES COMPANY
Providence

Importers of Precious Stones and Pearls. Nlanufacturers of Imitation Precious Stones

Paris
(Address all Communications to Providence)

New York

THE HOUSE THAT MADE STRING PEARLS POPULAR

Gentlemen: Without obligation or expense on my part send me samples and price of La Tausca
String Pearls and your booklet of selling helps.

Name  Town or City 
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COMMUNITY SILVER
• • • •

-A CASE OF LOVE AT FIRST SIGHT" 01912, By ONEIDA COMMUNITY, LTD.

LOUIS XVI DESIGN

.A2your Service or 50 Years 

CHESTS of Community Silver range in price from '$20 to $200
6 Teaspoons, $2Q9 (Lngraving extra) Guaranteed for 50 Years.

ONEIDA COMMUNITY, LTD., ONEIDA, N.Y. IN CANADA, $2.50

'PS We also make Oneida Community RELIANCE PLATE. It offers exceptional value-6 Teaspoons, $192 Guaranteed for 25 Years.

kir The above Advertisement will appear this Fall in the Ladies' Home Journal, Saturday Evening Post, Delineator and other leading magazines.
If you would like a copy of above Advertisement for your Window Display fill out your name and address here, tear off, and send to Oneida
Community, Ltd., Oneida, N. Y.
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Trade to Adopt Metric Carat

An Advance in Price of Silver Spoons

Helping to Safeguard Fixed Selling Price

Jewelry Workers Soon to be Educated on Tariff

Milwaukee Jewelers Seek Prosecution of Fake Dealers

New England Mfg. Jewelers' & Silversmiths' Association
Undergoes Radical Reorganization

Washington, D. C., Jewelers Will Appeal to Congress

Jewelry Workers' Wages in America and Europe

Advance in Price of Diamonds and Other Gems

Clock Company Float Awarded First Prize

Quality Standard for Platinum
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LECT the Elgin line your leader for
the holidays and always. It is the line that is

advertised, that the public know best, that sells the easiest. Everything
you need in watches can be found in the Elgin line. Especially attrac-
tive for holiday use are the following:

G. M. WHEELER
18-10-12 Sizes

Est aldished price of $17 00i\lovement  •

LADY ELGIN 10-0 SIZE

15 jewels-17 jewels
Solid Gold Cases $4000 uponly, retail at.. . 

LORD ELGIN SERIES
17 jewels adjusted, 17 jewels. 15 jewels, Filled and
Solid Gold Cases. Established prices of complete
Lord Elgin Watch- $55.00 to $25.00es from 

ELGIN 0 SIZE WATCHES
Have double roller escapements. IS
and 17 jewels, especially suited for
holiday gifts. Established mice of
movemen Is

LADY ELGIN 5-0 SIZE
15 jewels

Filled and Solid
(told Cases, re- $30.00 uptails at 

$30.00 and $17.00

E have a large supply of folders, lithographed in seven colors,
descriptive of these watches. Send for a supply now. Their dis-

tribution now will stimulate your Christmas Watch Business.

ELGIN NATIONAL WATCH COMPANY
ELGIN, ILLINOIS

I I Key.
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THE REVOLUTION IS COMPLETE
The old style top bell clock has been deposed

THE INDIAN REIGNS SUPREME

THIS IS THE INDIAN
"The Clock With The Bell Inside"

PRICE TO RETAIL TRADE
Case Lots (50 clocks) . . . Each, 52 cts.
Small Lots . . . . . Each, 53 cts.

Subject to 6 per cent 10 days
These prices apply only to the territory east of the Rocky Mountains

Name of dealer printed on the dial (tate lots) without additional charge

Ingraham Clocks sold only through jobbers. If your reg-
ular jobber does not stock INDIAN Clocks, write us.

The old fashioned

top bell clock be-

longs to the stage

coach era—a dead

one.

Stem Shut-off

THE"STEM SHUT OFF
11

PAT. P DO.
Alarm released by raising ball

Alarm stopped by pressing ball down

THIS CUT ACTUAL SIZE OF CLOCK

The Inside Bell

and Stem Shut-off

clock is of the auto-

mobile and aero-

plane age—a live

one.

Diameter of case 4 inches. Nickeled and highly polished. Bell enclosed within the case.

Every clock is thoroughly tested before it leaves the factory and is warranted a first-class timekeeper.
Packed 50 clocks in a box, each clock in a separate pasteboard box.

THE E. INGRAHAM COMPANY
BRISTOL, CONN.
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VANITY CASES
11

,rRADE

SHOWING CASE OPEN

C.13.&H.MARK

SHOWING CASE CLOSED

Some of the MOST ORIGINAL GOODS ever offered. Engine Turned,
Engraved and Plain, embodying a wide range of selection. It will pay
any live Retail Jeweler to investigate our line.

Send for Samples of the Goods Illustrated on Your Business Letter Head
WE SELL DIRECT

COIDDING & HEIL,E3ORN CO.
Makers of Most Up-to-Date Novelties in Sterling Silver and Gold Filled

New York Office,
Room 1301, 13 Maiden Lane North Attleboro, Massachusetts
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KREMENTZ
GIFT BOXES

The attractive, ribbon-tied packages of

Krementz Collar Buttons
that Holiday Shoppers find

SO EASY TO BUY
Because they appeal at once to the woman as being
something

SO SURE TO PLEASE
Every man—for there is not a civilized man who does
not need collar buttons. And the jeweler finds them

SO QUICK TO SELL
that he gets a good profit and carries no dead stock
over 'till next season.

ORDER AT ONCE
and be ready to supply the demand that our advertising,
coupled with your display of the goods, will bring to
your store.

Set A—Four 14K Rolled Gold Plate Collar Buttons,
Retail for $1.00.

Set B---Four 10K Gold Collar Buttons, Retail for
$4.00.

Set C Four 14K Gold Collar Buttons, Retail for
$6.00.

If your jobber does not carry them write at once for trade prices.

KREMENTZ & CO.
Newark, N. J.

NEW YORK
286-288 Fifth Ave.

SAN FRANCISCO
722 Shreve Bldg.

Parks Bros. & Rogers, Providence, R. I., Selling
Agents to Jobbing Trade for U. S. and Canada

See our Ad. page 2242
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These Chains
Mean Better Goods
and Bigger Profits
to both the Jobber and Retailer who sells them—
better goods, because it's Ordinary Common Horse
Sense that the more real gold a chain contains the
more valuable it is--

bigger profits; because, while BARROWS' 1/4
GOLD Chains cost a trifle more, there's a double-
barreled back action to that cost.
First, the JOBBER makes a Better and Bigger
profit on every Barrows' 1/4 Gold Chain he sells --

Second, the RETAILER sells a superior chain at
a superior price, making bigger profit and a SATIS-
FIED CUSTOMER on every chain that goes over
his counter.

EVERYONE is SATISFIED — EVERYONE has
PROFITED.

The JOBBER gains prestige with the trade—
the RETAILER gains prestige with his customers.

EVERY Chain IS "1/4 Gold" when it leaves our
factory—Every Chain is guaranteed 1/4 Gold when
it reaches YOUR hands.

You know the gold standards in ordinary chains.
You know the small profits on them. Naturally,
you are dissatisfied.

Let us hammer this BIG FACT into EVERY
JOBBER and RETAILER in the UNITED
STATES, that handling Barrows' One Quarter Gold
Chains means BIGGER PROFIT S, BETTER
GOODS, and SATISFIED CUSTOMERS all
around.

Write today for the Barrows' 114 Gold Chain Book.
It tells you the whole story—and it's FREE.

Vest, Neck, Guard, Waldemar, Coat and Dickens
Vest Chains sold exclusively to Wholesalers thruout
the country.

TRADE MARK

H. F. Barrows & Co.
17-19 Maiden Lane

NEW YORK

SEREFEEEETS_
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14.&D BARTON
IMAM FLATWARE
IS SOLD EXCLUSIVELY
TO THE JEWELER

We believe the age of co-operation is coming fast; indeed, it can-

not arrive too soon for us, and we intend to do all we can to help

it along. Especially in the relations between the manufacturer
and the jeweler should the highest principles of co-operation apply.

For instance, Reed C& Barton

will not countenance the cut-throat

competition from which the jeweler

any other goods whatsoever to the
department store, the druggist and all those "outside" trades who, by

price-cutting, are injuring the jeweler's business. Instead, we offer

the jeweler every possible help—a combination that is a guarantee

of big business to the man who handles our product—our famous
name, peerless quality, superb designs and OUR NEW PRICES.

ci The co-operation we ask from the jeweler in return is simply to
let the public know which progressive store is selling the Reed C&
Barton Plated Flatware.

WRITE US TODAY FOR OUR NEW PRICE SCHEDULE

2233
EXAMINE•OURJOINTS&RIVET 
WITH•A•MAGNIFYING• GLASS

Quality for Quality Design for Design
There is nothing in the jewelry field that can compare
with our line of LOCKETS.
We stand between you and excessive prices.
We sell direct, eliminating the middleman's profit and
save you from 33/3 to 75% on all lines of jewelry.

11 I

We carry a very large assortment of salable jewelry.
LET US SEND YOU SAMPLES AND QUOTE PRICES

riety includes a complete line of
FOBS BRACELETS CHATELAINES BEADNECKS PENI
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WRITE FOR SAMPLES OF "THE
KLASSIE," NAMING YOUR JOBBER

The Original One-Piece
Solderless Link Button

First introduced November, 1909.
Antedates any similar button by nearly 3 years.
The strongest link button made.

Points for your careful consideration:
1. The back, post and bean are one piece.
2. Made by the Original Hammered Process.
3. Positively Solderless.
4. Absolutely Unbreakable.

Made in gold filled only.

A LARGE VARIETY OF PATTERNS
One-Piece Collar Buttons

Studs

Waldemar Chains

Coat Chains

Tubing Bracelets
Extension Bracelets

"Queen Louise"
"Olivia"

NECK CHAINS

R. C.? G. Company
Manufacturers to the Jobber ONLY

ATTLEBORO, MASS.
SILVERSMITHS' BLDG., 15 Maiden Lane, NEW YORK CITY
1012 MUTUAL BANK BLDG., SAN FRANCISCO, CAL.
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There are so many points to consider before definitely

• 

deciding upon your new Store Front that it should be
given no little attention. You will expect it to Pull more
business—then let it fit your store let your Store
Front represent you.
We've given the subject our exclusive attention and
study for seven years- -we believe we have learned

O something about it and want you to see what has
ci been developed by us.
ci

WHICH PLAN
of Store Front is

Adaptable To Your Business?

[r\.. PLAN

PLAti \
7-1

r- t 
PLAN

PLAN

I. -  ( • I
PLAN

r--1 
PLAN

a nee
&MX FRONTS

0
•
0
•
ci
•
ci
•
9

noo."4"eb000e000•000tro4)4)•••••****4)000000vo•oo.000000m

Send for "Boosting Business No. 15"

Kawneer Manufacturing Company
Francis J. Plym, President

Home Office, Niles Michigan
VVI: HAVE A HRANCH NEAR VC,U
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Egyptian Novelties and Vanity Cases I

f.

12.

Examination of our EGYPTIAN IVORY NOVELTIES, BRUSH, E'

COMBS, MIRRORS and VANITY CASES will reveal that for g
QUALITY, FINISH and WEIGHT they surpass all others.

Send

for

Cata-

log -2"

It's

Fee i
==.

•4 ;14

tiI\ , 49

SI II
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01 

20-37_1t111:13.1114,11/..--;1'43auwaltralat
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SHOWING A FEW OF OUR VANITIES

INLAID IVORY BRUSHES AND MIRRORS

The
Largest
Line
of

Inlaid
Combs

THE HOME OF EGYPTIAN IVORY

THE INLAID CO., Inc.
13 New York Office Manufacturers
g 33 Union Square West

M1111111111111.111111111111101111111111110111111111111I/1111111111110111111111111011111111111101111111111110111111111111M11111111101111111111110111111111111M

Factory
Providence, R. 1.

2235

Hand Sawed Metal Barrettes
CLOSE SET WITH WHITE STONES

,461rwcrwl`1"-

140

•/.

th

143
-

TWO-THIRDS SIZE

Price

1.50 to$3.5°

EACH

Come in

individual

boxes

neatlycased.

Also

COMBS

to match.

We also have a POPULAR PRICE line of

WHITE STONE MOUNTED

COMBS AND BARRETTES 

from $4.00 a dozen up.

Also a Most Complete Line of HAT PINS

Send for Selection Package

In writing, please state price of goods wanted.

JOSEPH W. HELLER CO.
Manufacturing Jewelers
White Stone Novelties

144 Pine Street Providence, R. I.
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MORE THAT'S NEW IN METAL FOBS
Worth Looking for As They Come Along

IT WOULD TAKE a good many advertisements
A to do justice to the variety and completeness of
our Metal Fob line alone, to say nothing of our
Ribbon Fobs. When you think of Fobs, think of us.

NUMBERING from left to right the examples
shown are 5304 and 5321, which you

can retail respectively for about $5.00 and $4.50.

THE BASSETT JEWELRY CO.
Aborn and Mason Streets, PROVIDENCE, R. I.
NEW YORK MINNEAPOLIS CHICAGO

37 Maiden Lane 1116 Lumber Exchange 510 Columbus Building

MMMMMMMHKiMMKiMMMMMMMMMMEHMMKIgiMMMMMM

1313
1254 874 1 350

1325 67c 831

All Live Jewelers Sell BASTIAN'S
Class Pins and Emblems

cAlways have the latest Bastian Catalog on
hand, if you want to please your customers by
showing them designs that are up-to-date and

1323 prices that make sales for you.

We help the jeweler—get up ideas for designs
—fill orders on time and give him better quality
for his money than any maker.

When writing for designs, state quality and
quantity and make suggestions on which our
expert artists can enlarge.

Write for catalog and jewelers' discount today.
Many sales have been lost by jewelers who did
not have our catalog on hand at the psycho-
logical moment.

1321

1272

isA

254 873

Bastian Bros. Co. Dept.
Rochester, N. Y.
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ALBERT BROTHERS CATALOGUE

FOR 1913 - JUST OUT
If your alive to opportunity you will send immediately

for a copy of the 1913 edition of ALBERT BROTHERS
CATALOGUE. It's just off the press. Those who have
seen it say it is the "best ever." We're not only sat-
isfied with it, but extremely proud that our name is on
the front cover. It will run a heavy favorite and you
ought to have one at your elbow as soon as you can get it,

THROW YOUR OLD ONE AWAY
GET THE 1913 EDITION

This new edition is snappy, complete and right-up-to-
the-minute. Of course, there are some changes, but
they are all for the better. More than ever before have
we adhered to our determination to make ABSOLUTE
RELIABILITY, and QUICK SERVICE the keynote
of this edition.

Listen to the glowing praises that are being sung for all
the other jewelry catalogues, but when you come to
making your selection look for RELIABILITY, COM-
PLETENESS and the "SQUARE DEAL." You'll
sure decide on ALBERT BROTHERS CATALOGUE.
But don't wait. Send for one right away and see

what it will do for you towards winding up the year right.

Wholesale Jewelers

Office and Salesrooms, Merchants Bldg., Sixth Ave., between Vine and Race

CINCINNATI, OHIO
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Sterling Silver Salt and Pepper Shakers

3393 (Glass Lined)

There is always a demand for Salt
and Pepper Shakers. We have several
attractive designs which should appeal
to you.

You should also look to us for:
TOILET WARE
PURSES
CARD CASES
MESH BAGS
VANITY CASES
POCKET KNIVES

CIGARETTE CASES
MATCH BOXES
JEWELRY
TRINKET ARTICLES
EYE GLASS CASES
LORGNETTES, ETC.

All made in Sterling Silver

R. Blackinton & Company a:
GOLDSMITHS, SILVERSMITHS and JEWELERS

Factory and Main Office, NORTH ATTLEBORO, MASS.

New York Salesrooms - - - 15-17-19 MAIDEN LANE

0

0

0
0

0
0
0
0
0
0

0
0

0
0

0
0
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2238

OSMERS, DOUGHERTY COMPANY
MANUFACTURING JEWELERS

SEED
PEARL
BROOCHES
PENDANTS
NECKLACES
COLLARS
ROPES
EARRINGS
BAYADERES
SAUTOIRS

Send for our
CIRCULAR

291-293 SEVENTH AVENUE, NEW YORK
Between 26th and 27th Streets Phone 913 Madison

PLATINUM
COLLARS
PEARL MESH

WORK
SCARF PINS
PENDANTS
EARRINGS
MOUNTING

also to Order

Order and repair work
of all kinds executed
by skilled workmen.

II

II

CI I  1=11 11=31-1=1=1

GOLD SHELL RINGS
Let Us Send You Samples Through Jobber

II

II
II

II

II

estsit,!9;11

Our line is acknowledged
superior in design and variety
The Finish stands pre-emi-
nently prominent. If your
trade can use Gold Shell
Goods better investigate
our Quality and Prices.

We make:

Gold Shell Seamless Rings,

Studs, Emblems, Ear Knobs,

Scarf Pins,Link Buttons, Etc.

Write for further particulars.

The Morgan Jewelry Co.
Manufacturing Jewelers

62 Page Street, Providence, R. I.

II
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V

Fine
Gold
Presen-
tation
Jewels

Write for

Designs

and

Estimates

ERICHSEN, KRAUSE & CO., Manufacturing Jewelers
37 South Wabash Ave., CHICAGO, ILL.

!fl!! fl Ii1:31immuittlimmImmitninwitmitirtnna,mmitinint.ntifaniunimCnovammt,iminatql11/11■1111M011111■11,1irmrtmpmannuiliRIMIIIMIIII,11,1111-11111111111.11■IIIIIIIIIIM1011/11■11111111111IIMICIII

Merchants Everywhere
G OOD STOREKEEPING is a new Trade Review for Retail Other helps furnished at no charge are cuts for home newspaper

advertising, post-card announcements, etc.Merchants who sell Nationally Advertised Goods.

You may have your name placed on the complimentary mailing
list and receive the paper without charge, on application.
Good Storekeeping carries with it the privilege of receiving a moving
picture slide bearing your name, without expense or obligation
to you.

The November Number of this spiendid new publication is just
off the press, and your copy is ready for you.

Valuable information is given from trade papers regarding hardware,
groceries, jewelry, dry goods, music goods, drugs, toilet preparations,
furniture, house furnishings and department store lines.

It Tells How to Profit by the Efforts of Great National Advertisers

2239
•041)00000.000004,00•0•04,0040011)0•0011:00004110-41-00•

6

6
6

A,
BRACELETS

AN EXTENSIVE AND VARIED LINE
LET US QUOTE PRICES

SOLD THROUGH JOBBERS ONLY

6

E. A. SLADE & COMPANY
o
6Manufacturing Jewelers

Illustrations two-thirds size. ATTLEBORO MASSACHUSETTS
0 •
• 00,1,1•0•11,400,10,,011,,,,,}4■71.0411,00000,11-71-71.0.0.0.000•00-10000•01■••••,,,Ga■••••••GO-7.30,1■••)-,G0-)40.0••••••GGGG•011,1•4■00GOOPOGGGOID

Make More Profit

10 AND 14K NECK CHAINS
Made and Soldered Automatically. Each Link Soldered

QUALITY AND FINISH UNSURPASSED

EXCELLENT VALUES Write for Samples and Quotations

GOLD, SILVER AND GUN METAL LONG CHAINS

STERLING MESH BAGS, PURSES, GUN METAL MESH
BAGS, PURSES, NOVELTIES

Trade C.14V Mark

VISITING BUYERS CORDIALLY INVITED TO CALL

Ernst Gideon Bek .15E.MvAIDE,1■1(I.JNE

LET US CONVINCE YOU THAT

kiiiioii,,, Sealing Wax
Is best suited to the needs of the discriminating jeweler.
Made from standard formulas, Dennison's Sealing Wax
possesses those qualities adapted to store and factory use,—
Rich Color, Easy Flow, Quick Adhesion.

Salrellard your shipments ht using Dennison's Sealing Wax.

Z4Z111111.0011 4141,11/ SCX
THE TAG MAKERS

Boston New York Philadelphia Chicago
saies offices in thirty - threo leading cities.

rj

St. Louis

W AIL

are Sending for UoolSoirekeepie
Photographic copies of advertisements from Good Housekeeping Magazine
are given in large numbers, serving as a guide to salable goods. Good
Housekeeping guarantees to your customers all products advertised in its
pages. Please remember that you pay nothing and promise nothing; your
interest in nationally advertised goods is sufficient.

381 Fourth Avenue

Good Housekeeping
Magazine

New York City

This coupon wil
the paper at onc

SEND FOR
IT TO-

K

I bring
e. 

#00/
 

HOUSEKEEPINGOD

0.***
wG.AZ
York381 Fourth Ave.,AMA

Please enter the name. of my
,00/ establishment (Store Name Here)

DAY

Name

Address

on the complimentary mailing list for Good
Storekeeping. I carry a fair assortment of

advertised goods in MY line.
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Nassau Household Lighter
You Ought to Know
this New NASSAU

Specialty
MADE IN AMERICA

= 
FOLKS

find the Nassau Lighter=
— so convenient in pocket use that
=
=
=— they are now asking for Nassau

Lighters that can be distributed about the household in place of
matches.

The Nassau Household Lighter (illustrated on this page) is an
Extra-long Lighter, mounted in a socket on an Ash-tray or Paper-
weight stand.

The Lighter fits comfortably in the socket and is easily slipped out for light-
ing cigars, pipes, lamps, gas-jets and stoves—
everything that needs a light.

A sure light every time—and absolutely
sale.

It holds a specially large quantity of ben-
zine for long and constant use with one filling.

Nassau Household Lighters are put up
in handsome display boxes as shown—con-

= taming the lighter, the Ash-tray or Paper-
weight, the Benzine can, extra tube of Spark-= ers, and brush for cleaning the friction wheel.

■■•

MN=

Made in heavy Nickel plate, brush Brass and Silver plate—retailing at $3.50
and upward.

These combination sets are fully protected by patents.
Feature these sets for Gifts, Souvenirs and Prizes.
Write for Trade Prices and Terms.

NASSAU LIGHTER COMPANY
30 East Twenty-third Street

NEW YORK
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* 4441. *it;.1.0.30,4‘mw..,.smottte

new pattern of Plated
Reed &t, Barton is

NOW READY

The Sheffield pattern was designed for the
special benefit of owners of Sheffield
Plate. As the name indicates, both
the design and finish make this pa
tern particularly suitable to
appear on tables where Shef- ,40,'JtAtt -
field ware is used. There
is a constant demand for 4:24,41
such a pattern, and there 444-itir'
is nothing else on the
market to-day that
meets it properly.

At the same time
the good taste and

good workmanship of
Reed 4c2., Barton will carry

this ,flatware to success, re- I
gardlese of its association with I.

Sheffield ware. This pattern will
be advertised in Publications of the

highest character and largest circula-
tion. Illustrated folders, imprinted with

your name will be furnished gratis if you
want them. •

Order at once to secure
delivery before the Holidays

'40,448
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Nassau Household Lighter
You Ought to Know
this New NASSAU

Specialty
MADE IN AMERICA

FOLKS find the Nassau Lighter
so convenient in pocket use that
they are now asking for Nassau

Lighters that can be distributed about the household
matches.

The Nassau Household Lighter (illustrated on this page) is an
Extra-long Lighter, mounted in a socket on an Ash-tray or Paper-
weight stand.

The Lighter fits comfortably in the socket and is easily slipped out for light-
ing cigars, pipes, lamps, gas-jets and stoves—
everything that needs a light.

A sure light every time—and absolutely

in place of

safe.
It holds a specially large quantity of ben-

zine for long and constant use with one filling.
Nassau Household Lighters are put up

in handsome display boxes as shown—con-
taining the lighter, the Ash-tray or Paper-
weight, the I3enzine can, extra tube of Spark-
ers, and brush for cleaning the friction wheel.

Made in heavy Nickel plate, brush Brass and Silver plate—retailing
and upward.

These combination sets are fully protected by patents.
Feature these sets for Gifts, Souvenirs and Prizes.
Write for Trade Prices and Terms.

NASSAU LIGHTER COMPANY
30 East Twenty-third Street

NEW YORK

at $3.50
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A new pattern of Plated Fl

e

by Reed & Barton is 
.31r 40164

. Ajtv dif.te

NOW READY 40:07/$111.4i1h.
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The Sheffield pattern was designed for the
special benefit of owners of Sheffield
Plate. As the name indicates, both str..iiirA,?!"
the design and finish make this pat- Ma?
tern particularly suitable to
appear on tables where Shef-
field ware is used. There 41;:ilf.
is a constant demand for
such a pattern, and there .,,Virr

nothing else on the•

"
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At the same time

liff.Aiel," the good taste and
ohoorter4..,...„...* good workmanship of

Reed ica, Barton will carry -
this flatware to success, re-

gardless of its association with
Sheffield ware. This pattern will

be advertised in Publications of the
- :IV highest character and largest circula-

tion. Illustrated folders, imprinted with
your name will be furnished gratis if you

want them.
Order at once to secure
delivery before the Holidays
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REED &t, BARTON
TAUNTON,

:

Established 1824

MASS.(
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KREMENTZ
One-Piece Bean and Post

CUFF BUTTONS
NEVER COME BACK
Except in the cuffs of satisfied customers

38 K 37 K 39 K

Here are a few of the attractive styles
that appeal to people of taste

35 K 40 K 36 K 34 K

Just try a pair in your own cuffs and
you'll see why you should sell

KREMENTZ
CUFF BUTTONS
The Strong and Perfectly Made Kind

that the Dealer can Sell without
fear of " Come Backs"

THE SECTIONAL CUT SHOWS THE REASON

Made by the Largest Manufacturers of Fine
Jewelry in the World

KREMENTZ & CO., Newark, N. J.
New York, 286-288 Fifth Avenue
San Ft ancisco, 722 Shreve Building

PARKS BROS. & ROGERS, Providence, R. I., Selling
Agents to Jobbing Trade for U. S. and Canada

See our Ad., page 2230

)$1,...11■CP•mt■Itik■tl■-•■■■41P■tv.1■41■1.41,•■•■gtv■atI■ii1■111.1111.AX
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i TRADE iialii;...........00,0;.?.....o.,-001 MARK

l
* 

AstEms..........
i

: KNIGHTS TEMPLAR CHARMS 1...
, of unquestioned quality, refinement and style. i: Also K. T. pocket knives for your holiday trade.

i•

Solid Gold

Price

$36.00 each
Keystone Key

No. 6 P

Keystone on
Reverse Side
Onyx Front

Hinged Helmet

Rolled Gold

Price

$84.00 doz.
Keystone Key

WRITE FOR CATALOGUE

1
1

I
1 THE WILLIAMS & ANDERSON CO. i
4 23-33 Broad St., PROVIDENCE, R. I. •• as
i New York Office, 46 Maiden Lane Chicago Office, 700 Heyworth Bldg. 1

AIP■tt IP"111■10-"%rill!“.•111■111■11/,■11■41■111■11■01■■■%/!{.."1■41

1882 1912

Rings of all description and design.
Our line is most complete and varied.

P &S Trade Mark P&S

2243

OUR SHOW WINDOW
IN 1000 HOMES

IN YOUR TOWN TWO WEEKS BEFORE CHRISTMAS!

Photographic reproductions showing the goods just as they are in all their richness and
splendor, accurately described and priced, and made up in one of the finest Catalogs that ever
came off a press, placed in the hands of a selected list of people in your town and the surround-
ing country at a time when they are ready and willing to buy and wondering what to buy.
Can you imagine what the result would be ? Your Holiday sales would be double that of last
year. This has been the experience of over two thousand jewelers who have used our System.

YOU CANNOT MAKE YOUR OWN CATALOGS—that would not be practical nor
profitable.

WE CAN that is the reason for our existence and we are making PERSONAL CATALOGS
for over three thousand of your brother jewelers, which each one will use this Holiday Season.
They are the live wires of their community—they will reap the profits and add a prestige to
their assets which can be gained in no other way.

JEWELRY NOT BEING A NECESSITY it requires a greater effort to create business,
and as Holiday shoppers are always in a hypnotic state of mind, they are subject to the power
of suggestion, and the most effective means of suggestion are the beautiful illustrations of the
photo reproductions of the article itself when combined with the knowledge of an expert who
knows how to sell goods by the use of printer's ink.

OUR MERCHANDISE IS SELECTED BY COMPETENT JUDGES always with a firm
object in mind—to get the best money values that can be obtained, combined with high grade
qualities and salable designs.

WE POSITIVELY WILL NOT KNOWINGLY ILLUSTRATE AN INFERIOR ARTICLE 
—our prices cannot be compared with that class of goods which is made up for show only by
manufacturers who want quantity in preference to quality. We buy in very large quantities for
the supplying of over three thousand retail jewelers, thus we are enabled to sell at prices as
low, if not lower, than others.

OUR PLAN RAISES THE STANDARD—of the retail jewelry business, it
takes it out of the rut and places it beyond the competition of the many large
mail-order houses.

WRITE NOW BEFORE IT SLIPS YOUR MIND — enclose the
attached coupon or drop us a postal. We will give full particulars
by return mail.

ARNSTINE BROS. CO.
Rose Building CLEVELAND, OHIO

THE
ARNSTINE
BROS. CO.

/ Cleveland - Ohio
Gentlemen :---Without ob-

oe ligating tnyself in the least,

/ 
I would like to have you send

me FREE full particulars regard-
/ ing the

ARNSTINE CATALOG SYSTEM

NAME  

STREET  

/ CITY 

/ STATE  
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"THE BEST"
NEW HIGH GRADE GOLD FILLED BRACELET!

Three Quarter Inch Bracelets in one—producing a three bangle effect. Has a joint and catch.

IT'S THE NEWEST YET SHOWN

'?•

PAT. B.I364.
SIZE 7%2IN.WIDTH3/41N.

THE ABOVE PATTERNS ARE ENGRAVED

Made Plain, Hand Engraved, Chased, or Etruscan Stone Set. EVERY BRACELET GUARANTEED as

WEARING QUALITIES. ORDER BY NUMBER OF YOUR JOBBERS

BATES & BACON

MEE

•
•

to

Attleboro, Mass.
NEW YORK, 9-11 Maiden Lane CHICAGO, 31 North State Street

MESMER 111E.-E-RSE.S_TREE MERE

ig]

1111-•••■•••■••••411■41■■•■■111 1-•••■••••••■•••■■••••••■••■•••..tit■..411•■•■■•••■•■•••••••■■•••••••■406.■11.•■••..{1■ 11■11■1■411.■troliarinv"•••■••■•...00■ 11••.40■111.-‘11■11■fg

THE ROSARY IN FINE JEWELS
1 For the Holidays

No. 4854

Rolled Gold Plate.
Guaranteed 20 years.
Length, 21 inches.

Beveled edge cross with well modeled figure.

Our
Production
Represents
The Best

in
Ecclesiastical

Work

OUR LIST OF REAL STONES
Agate, Amethyst, Bloodstone, Carnelian, Coral, Crystal,

Garnet, Jet, Topaz, Olivene.
Mounted in Solid Gold and Rolled Gold Plate

THE STANDARD AND MOST POPULAR MODELS

Five Year Ten Year Twenty Year Guarantee

IMITATION STONES
Good Composition, Hard Durable Facets

Cut nearly as good as the real stone and colors perfect

LIST OF COLORS:
SapphireAmethyst Catseye Jade Onyx

Emerald Jasper Moonstone
Lapis

TopazCrystal Mother of Pearl

Carnelian Garnet Jet Opal Rose Turquoise

Finish—Chain and link connections polished. Center emblem and crucifix roman gold.

SEND FOR OUR NEW PRICE-LIST

THE W. J. FEELEY COMPANY Lifetime
cil

t

Devoted to
iThis Class

V
tWork 

t
g•-■..cs-•....sr■-s•-■..••-•■••-■-••-■.•-■s•-■...s•-■...••-•■..s•-■..s•-•%....•■••-■.s•-•■-••-■..s•-•...4• -■..4s-■-sv■....•-■-s•-■...•-•....tt•-......su

Jewelers and Silversmiths Ecclesiastical Art Metal Workers

182-203 Eddy Street PROVIDENCE, RHODE ISLAND
NEW YORK OFFICE-341 Fifth Avenue

Pacific Coast Representative, HENRY M. ABRAMS, 717 Market St., SAN FRANCISCO, CAL.

This trade mark has definite meaning and character. It represents the

greatest values of any similar line on the market.
Our Lockets and Bracelets in Style and Finish are equal to any. Sell

at Popular Prices and are unbeatable. Price for Price, Quality for Quality
considered. We are willing they should be put to any test you wish.

In Lockets a large variety Plain, Modeled, Engine Turned, Hand

Engraved, Hand Chased, Stone Set.
In Bracelets, Plain, Engine Turned, Hand Chased, Hand Engraved;

in all widths, in oval and flat tops, and bevel edge. Also odd shapes. Some-

thing different than the other fellow offers.
We show a line that is dignified, refined and exquisite in design.

Note illustrations below—then ask Your Jobber to show the

Atandard "Quality Value" Line
and—look for Trade Mark.

If Your Jobber cannot supply You write us for the names of some who
can and will.

STANDARD

•

QUALITY
WE MAKE

VALUE
LOCKETS BRACELETS HAT PINS
COAT CHAINS WALDEMARS

FOBS TIE CLASPS
LINK BUTTONS

SCARF
PINS

STANDARD BUTTON CO. , ATTLEBORO, MASS

NEW YORK Office, 15 Maiden Lane

MANUFACTURERS
(2,•€--1 JEWELRY

SAN FRANCISCO, CAL., Mutual Bank Bldg.
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A) C. A. MARSH & CO44,

• 

.tce

• 

;.f THE LINE THAT RESISTS WEAR

LOOK FOR OUR TRADE

TRADEMARK

MARK ON EVERY PIECE

Marsh Expansible Bracelet
is not a makeshift so called expansible bracelet

made in gold filled to compete with price, but

an artistic creation that is absolutely perfect

as to WORKMANSHIP, MECHANICAL

ACTION, FINISH and QUALITY.

It's a piece of jewelry; an article of adornment.

All Progressive Jobbers carry

Marsh Expansible Bracelets
ORDER BY NUMBER

In case YOUR JOBBER does not carry OUR

LINE, write us, and we will tell you the

name of one who does.

D1503

Split Tubing Bracelets
of Design and Character

A line that far surpasses the ordinary run of
bracelets. OUR LINE is perfected from an
ARTISTIC, as well as a QUALITY standpoint.
FOR THE HOLIDAYS be sure and see your
jobber at once. The demand is exceptionally
heavy and to avoid disappointment, place your
order after careful inspection. Any live job-
ber can show you the
MARSH LINE OF HIGH GRADE

GOLD FILLED JEWELRY

ATTLEBORO
• MASSACHUSETTS

• INI/.11111/.11111• 41111r.111111r.111111.

v/INI■'■'411MIP• 1•11'4111111'111111/

3593 X.
Gold Stiffened.

Masonic Charm.
$90 Doz.

0846.
Gold Button.
Junior Order

Am. Mechanics.
$18 Doz.

947 A.
Gold Charm.
B. P. 0. E.
$16 Each.

0860.
Gold Button.
Junior Moose.

$16 Doz.

2671. Gold Emblem Pin,

Eastern Star Past Matron.

$156 Doz.

0861.
Gold Button.
B. P. 0. E.
$36 Doz.

)10000404004404044004000e00000040000000000000000900000000040400040000000400040000000400000000000000000)1

J 
UST A HANDFUL of examples. Plenty more
where they came from. Remember Emblems

are Jewelry and enjoy the same activity as other
items of this class—especially if you cater for this
profitable trade. If not, why not? Why let chances
slip through your fingers? You won't! That's right.
Everything in Emblems. All the popular finishes;
precious stones, etc. Order now. Three full stocks
in three handy centers. No delays.

Prices Subject to Keystone Discount.

;

1

0

ii10000004004400000 00000 000 00000 000000000.000400000000000000040000000000000000000000000000000000000000011

0844.
Gold Button.

Sheet Metal Workers.
$24 Doz.

3538 X.
Plate Charm.

Knights of Pythias.
$42 Doz.

2666.
Gold Pin.

Women's Catholic
Order of Foresters.

$31 Doz.

3594 X.
Gold Stiffened.

Oddfellows Charm.
$90 Doz.

2665.
Gold Pin.

Eastern Star.
$16 Doz.

3545 X.
Plate Charm.

Loyal Order Moose.
$36 Doz.

IRONS & RUSSELL COMPANY

NEW YORK OFFICE:

11 Maiden Lane

Specialists in the Manufacture of Emblems

Three Complete Stocks in Three Convenient Centers

MAIN OFFICE AND FACTORY:

Providence, R. I.
CHICAGO OFFICE:

10 S. Wabash Ave.

2247
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12 REASONS
RUECKERT'S

WHY YOU SHOULD USE

BUSINESS STIMULATORS

TO SELL WELL—YOU MUST DISPLAY WELL

Rueckert's Jewelry Sample Cases

Pads and Trays Solve the Question

Illustrations are

OA Leather Sample Case 706

705 Velvet Lined Locket Tray 193

707 Leather Covered Ring Case 233

1t15 Patented Climax Tray 347

708 Patented Climax Adjustable Par-
tition 701

702 Bar Pin Pad 1t5

as follows,
Locket Tray with Hinged Padded Cover
Patent Lock Ring Tray
Velvet Hat Pin Pad
Bracelet Case, Adjustable Slides with

Cover
Velvet Covered Scarf Pin Pad
Victor Sample Case Tray

Write for Prices and further Particulars

RUECKERT MANUFACTURING CO.
Manufacturers of Cases, Trays and Display Novelties,

for Jewelry and Silverware

162 Clifford Street PROVIDENCE, R. I.
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LINE OF PROSPERITY

Why?

QUALITY and FINISH

PROMPT SHIPMENTS

SOLD TO JOBBERS ONLY

Trade Mark

I GEORGE L. BROWN CO •
1- ATTLEBORO, - - MASSACHUSETTS. 1
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3

• 9

Strength—Wearing Quality—Beauty

TRADE-MARK

J. H. MANNING CO.
 Bracelet Specialists 

100 Stewart Street PROVIDENCE, RHODE ISLAND

WH EN

A

CUSTOMER

-
You any lot or single piece of mounted diamond
jewelry—large or small—do not turn him down

absolutely, send the goods to me for a

SPOT CASH OFFER

and save all trouble and worry. I pay all express

charges and insure the goods in transit. I have

been in the business right here over 19 years,

and can give the very best references as to

responsibility on application. Offers and valua-

tions furnished promptly. See ad. on page 2352

of this issue.
Write for further information.

J. J. COHEN
1011 Chestnut St., PHILADELPHIA, PA.

Established 1891

Amsterdam, Sarphatlstraat 29-31 London, Audrey House, Ely Place
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MESH BAGS REFINISHED
$1.00
Willrepair,
refinish
and reline
all size
MESH
BAGS

Includes repairing the mesh, joints and ball snaps; also kid or silk
lining and anything else necessary to put bag in good first class
condition.

11

II0

000

2249

Gold or Silver Finish

There are thousands of old MESH BAGS throughout the country
that have been discarded. These bags could be made to look like
new for about one fifth the original cost
SEND FOR ONE OF OUR WINDOW DISPLAY CARDS
(IT'S FREE) and call this work to your store.

Remember—An old bag made new for $1.00
N. B.—NOT RESPONSIBLE for GOODS LOST IN MAIL.

GOODS SENT AT OWNER'S RISK. If you desire
to have same registered please specify.

TUCK. & McALLISTER CO.
131 Washington Street

PROVIDENCE RHODE ISLAND

Send for our Catalog of Emblems and Jewelry

(See Page 2250)
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BRACELET

An Expansion Bracelet made in Gold Filled

Why Pay $3.00 When $1.75 Will Answer

u lis l--T.g-,4 141'   

44*V.4.-ii 411

II

It's the ONLY unsoldered bracelet on the market, no

heat ever touches it. Hence the gold retains its original

hardness.

Way Up in Quality, Way Down in Price
PATENT

AP,LIED FOR

It's Flexible and Elastic. Comes in a nice case, velvet lined.

We positively GUARANTEE this bracelet as to
workmanship, QUALITY and WEARABILITY.

Don't Get Talked Into Some Other Make, Believing That They're Better Because

They cost more. Ours Are Surely As Good As The Best And Cost Less.

IF YOUR JOBBER CANNOT SUPPLY YOU WRITE US

ROLLED GOLD BRACELET DEPT.

Attleboro Manufacturing Company, ATTLEBORO,
Works, Massachusetts

SALESROOMS, 9 MAIDEN LANE, NEW YORK CITY

Chicago Office : 1006 Heyworth Bldg. San Francisco. Cal.: 150 Post Streetil
Ii

NOW WE ARE SATISFIED.
We are making a complete line of lockets,

and we are proud of the line. We know that

the quality is right and the designs are differ-

ent. Some of the numbers couldn't be im-

proved if they were made in solid gold.
Our catalog " D " shows the complete line

of lockets. These lockets carry the same
liberal guarantee as all The Hussey Guaran-

teed Jewelry. Our catalog tells you about

our guarantee. If you haven't catalog
"D," send for it.

THE HUSSEY CO.
Manufacturing Jewelers,

PROVIDENCE, RHODE ISLAND

%.‘
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SEND FOR OUR ILLUSTRATED CATALOG
Contains nearly ONE HUNDRED and FIFTY profusely illustrated pages containing a myriad array of the best in EMBLEMS and JEWELRY.

OVER THREE HUNDRED ILLUSTRATIONS

1221 1222 1223 1224 1225 1222/98 1222 /89

.;;;,..../
'

.1222/91 1223/95 1223/96 1224/90 1224/881225/99

We illustrate THIRTEEN DISTINCT FAST-SELLING PATTERNS taken from a line of over 500 Selected Designs.
This entire BRACELET LINE embodies the most exquisite patterns of the very highest Quality.
Every Bracelet is GUARANTEED to give entire satisfaction against breakage, denting or other defect in any way possible.

Our Motto—QUALITY HIGH—PRICE LOW
Prices quoted on application or send us an order for the above assortment

We positively guarantee you will be satisfied

i1/4140

By this sign we win

TUCK & McALLISTER CO.
131 Washington Street (See page 2249) PROVIDENCE, R. I. By this slip we win
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V, LEZAH ACME .,,
,;# 0
4* 00, EX PAN SIVE BRACELET EXPANSIVE 4..:. 4.O 4.
O (Another "Inman" Invention) 0
O 0
O 0
• •
O 0
O 0
O •
• •
O 0
O 0
• 0
•
• We introduce the ,THIRD EXPANSIVE BRACELET to :
• our line making a 'unit of satisfaction." Each expansive :
O
• bracelet is of different construction so that the possibility of :
•
• pleasing a customer is that much more extended. The

V. 

 •

• 
;
, "ACME" is assembled without solder thus assuring hardness :•

VV 

• n¼ • 'it., ./V;;!` ' of original stock. Is adaptable for watch style of bracelet.
• •

O  Also comes with Vanity Case and Coin Holder. •
• •
O WRITE FOR SAMPLES TODAY 0
O 0
O 0
O Remember we have Three Styles, THE PERI—THE LEZAH—THE ACME 4

0
0
4 

0
0
0

0

0
4 J. T. INMAN 8z CO. .(Actual Size) 0
O 0
O 0
O Cut illustrates LEZAH bracelet with VANITY CASE. Jewelers' and Silversmiths' Novelties, Etc.
4, 4,
• This POPULAR PRICE bracelet is made in STERLING ATTLEBORO :-: MASSACHUSETTS 0O 0
O SILVER and GOLD FILLED with either a VANITY 0
O 4,
• CASE or COIN HOLDER. N. B. SEND FOR A SELECTION OF THE " INMAN" O
O SURE TO BE •
O The bracelet clings gracefully yet easily to the wrist without JOINTLESS PATENT LINK MESH BAG. •
* A BIG SELLER THIS FALL. O
O undue pressure and stays wherever placed. 0
• t
4 All Bracelets come cased in a beautiful Box Made in Sterling and German Silver
e
g 11,0 ID* C'1D04.4.1).C..00•4•471DIDID-04.••0411>IDID•404GIL,04014.010.04,00400.64. C.C.0■PVIVO -44.10004.00V11,00•4•41).••••••■ 11) ■13•000.00■DC•4D1G■DIC•04PCIGOAIII
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DIRECTORY OF ASSOCIATIONS

NATIONAL

(The names given in each case are those of the President and Secretary)

American National Retail Jewelers' Association

T. L. Combs, Omaha, Neb.; Claud Wheeler, 918 Broadway, Columbia, Mo.

National Wholesale Jewelers' Association

George H. Edwards, Edwards & Sloane Co., Kansas City, Mo.;
Fred. G. Thearle, State and Washington Sts., Chicago, Ill.

National Association of Manufacturing Jewelers

R. E. Budlong, S. K. Merrill Co., Providence, R. I.; Harold E. Sweet,
R. F. Simmons Co., Attleboro, Mass.

National Jewelers' Board of Trade

Arthur Henius, Bruhl Bros. & Henius Co., New York; E. N. Stone,
15 Maiden Lane, New York.

STATE
Arkansas—J. M. Terry, Eldorado; C. H. Carmichael, Booneville.
Colorado—A. J. Stark, Denver; J. C. Bloom, 730 16th Street, Denver.
District of Columbia—Geo. W. Spier, 310 Ninth Street, N. W.; Wm. H.

Oringe, 909 Pennsylvania Avenue, N. W.
Idaho—F. H. Bowen, Caldwell; Con. W. Hesse, Boise.
Htinois—John Schmelzer, Centralia; Charles F. Manahan, 361 W. 63rd

Street, Chicago.
Indiana—Walter H. Mellor, Michigan City; 0. P. M. Squires, La Porte.
Iowa—Fred J. Edgar, Eldora; E. A. Lewis, of Lewis & Sickle, Des Moines.
Kansas—D. D. Williams, Emporia; R. F. Goodholm, Lindsborg.
Maine—A. F. Goodhue, Fort Fairfield; John R. Roche, Eastport.
Michigan—Hugh Connolly, Detroit; J. G. Davenport, Battle Creek.
Minnesota—F. H. Straub, Fergus Falls; E. M. Schwenke, New Richland.
Missouri—Charles E. Tieman, California; Anderson Blanton, Paris.
Nebraska—T. L. Combs, Omaha; E. B. Fanske, Pierce.
New Jersey—C. J. Brotherly, Newark; Jean R. Tack, 857 Broad Street,

Newark.
New York—Charles H. Howe, Syracuse; Benj. T. Ash, Binghamton.
North Carolina—Wm. G. Frasier, Durham; W. B. Morris, Gastonia.
North Dakota—A. G. Tellner, Jamestown; H. 0. Sheldon, Grand Forks.
Ohio—A. L. Thoma, Piqua; R. A. Bancroft, Columbus.
Oklahoma—A. Y. Boswell, Tulsa; F. W. Holmes, Sayre.
Oregon—Joseph Jaeger, Portland; W. F. Dielschneider, McMinnville.
Pacific Coast Gold and Silversmiths' Association—Geo. Lewis, San Fran-

cisco; M. A. Hirschman, 1641 Van Ness Avenue, San Francisco.
Pennsylvania—John M. Roberts, Pittsburg; C. S. Wiley, 3602 Forbes

Street, Pittsburg.
South Dakota—Carl R. Damuth, Redfield; Ernest H. Frey, Watertown.
Texas—C. B. Pittman, Ennis; C. M. Bailey, Dallas.
Virginia—Henry T. Silverthorn, Lynchburg; Geo. E. Flippen, Lynchburg.
West Virginia—W. L. Jones, Martinsburg; Lloyd Erhard, Davis.
Wisconsin—Gustave Keller, Appleton; A. W. Anderson, Neenah.

Statement of the Ownership, Management,
Circulation, etc.,

of THE KEYSTONE, published Semi-monthly at Philadelphia, Pa., required by

the Act of August 24, 1912.
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Baskets, Bread Trays, Etc.
The English styles here illustrated are entirely new and are proving wonderfully popular. The open char-
acter of the design gives to the Baskets, Bread Trays and Sandwich Trays and the many other pieces in
which it is produced a light and dainty appearance. This is all the more effective because the line is made
in nickel silver, high grade silver plate, and has the well known wearing qualities of Meriden silver.

WRITE FOR PARTICULARS AND PRICES

INTERNATIONAL SILVER CO., MERIDEN, CONN.
Successor to MERIDEN BRITANNIA CO.

49-51 West 34th Street—NEW YORK-9-19 Maiden Lane
5 North Wabash Avenue, CHICAGO 150 Post Street, SAN FRANCISCO
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The Keystone Publishing
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Copyright, 1912
by The Keystone Publishing Company

All rights reserved

Entered as second-class matter at
the Post Office, Philadelphia Pa.

Volume 34 PHILADELPHIA, NOVEMBER 1, 1912 Number 9

Milwaukee Jewelers Want
Fake Jewelers Prosecuted

Declare Offending Dealers in Other Trades Usu-
ally are Punished—Urge Authorities to Take
Action

Milwaukee, October 20.—The jewelers of this
city are vigorously protesting against the failure
of the authorities to prosecute proprietors of more
or less temporary establishments who have been
selling practically worthless goods at prices at
which profit could be made on the genuine goods
and who have been detected in the fraud but not
made to answer in Pie usual procedure.
They cite a recent case which two worthless

wedding rings were purchased for $10.50 each.
They turned black, and through efforts of the
sealer of weights and measures and the district
attorney the dealer replaced them with the
proper quality. But there was no prosecution and
this is what the legitimate jewelers take exception
to.
"If a milkman sells his product of a certain

grade below the required standard, he is haled
into court and usually fined," said E. H. Warnke,
speaking for a delegation made up of E. F. Rohn,
Richard Seidel and Theodore Schelle. "If a
tradesman is detected giving short weight he
usually is fined but these fly-by-night fellows are
let off with a warning.
" This casts a reflection upon the legitimate and

honest jeweler of the city who is permanently in
business here. We protest against the failure to
prosecute every violation among these dishonest
dealers. More than one case has been settled
without properly going into court."

Prominent Texas Jeweler
Establishes New Business

Already Owns Several Prosperous Jewelry Stores
—Waco will be Headquarters of New Enterprise

Waco, Texas, October 21.—Recognizing the
very great advantages of Waco as the trading
center of the richest agricultural section of Texas
and possessing the foresight of the keen successful
business man, Baron Voltin Von Hafner has
organized what is said to be one of the strongest
concerns of its kind in the south, and will make
Waco the center of its operations.
Baron Von Hafner is not a stranger by any

means in Texas business life, having for twenty
years been connected with the well-known firm
of Walter & Hafner Jewelry Company, who have
had a chain of stores in the state for nearly a
quarter of a century.
The Baron recently returned from Europe,

where he spends considerable time, and while there
he interested European capital and formed busi-
ness connections, which enabled him upon his
return to purchase the entire interests of the other
stockholders of the Walter & Hafner Jewelry Com-
pany.
Baron Hafner is the president of the new con-

cern, which already has stores at Hillsboro, Teague
and Smithville. They are watch inspectors for
the M. K. and T. railway and the T. and B. V.
railway.
Waco is to be congratulated upon this new ac-

quisition in the business line. It is hoped also
that the Baron will decide to make Waco his
home. Besides being an accomplished business
man, he is a gentleman of culture, a patron of the
arts and a connoisseur of world fame in antique
jewelry and precious stones.

Mrs. Hafner is a lady of brilliant attainments
and rare culture and refinements and would add to
the lustre of Waco's social activities.

District of Columbia Jewelers
Will Appeal to Congress

Want Legislation Governing Unclaimed Repairs—
Maryland Law Will be Satisfactory—The Bulk
Shipment Idea

Washington, D. C., October 16.—At the meeting
of the Retail Jewelers' Association of the District
of Columbia, held recently in the rooms of the
Washington Chamber of Commerce, 1202 F. street,
N. W., the matter of the holding of unredeemed
repair work came up for considerable discussion.
All the stores have more or less jewelry, watches,
etc., stored away in their safes that have been left
with them for repairs and for which the owners
have never called. Aside from the space which the
material takes up, there are the charges of the
jewelers and watchmakers for labor and material
expended on the work. There is no law in the
District of Columbia which would give the jewelers
the right to dispose of the goods, in fact such a right
lies only on pawned material, and were a merchant
to sell a piece, and the customer laid claim to it, he
would find himself tangled up with a law case to
say nothing of facing charges of violating the law
governing pawnbrokers.
The jewelers of Baltimore were up against the

same proposition according to A. D. Prince, of
R. Harris & Co., but through the untiring efforts
of Robert B. Smith, a jeweler of that city, the
Maryland legislature was induced to enact a law
whereby the jewelers of Maryland, after holding
the goods for a certain period of time and sending
written notice to the owners' last known ad-
dresses, can sell them. A correct record of such
sales must be kept with the amount received for
each article, the cost of the repairs, etc., then
should the owner lay claim to an article after the
sale has been effected the jeweler must refund the
amount realized less his charges.
Inasmuch as all laws for the District of Colum-

bia are enacted by Congress, that body will be
urged to give relief to the local jewelers at its next
session and the Executive Committee will at once
get busy with a view to bringing this about.
In order to somewhat lessen the express charges

to which the firms are subjected the matter of ob-
taining bulk shipments was brought up and the
secretary was instructed to correspond with a cer-
tain firm who has a local office to ascertain if it
would be feasible to ship in bulk, by express, goods
ordered from here. The whole would go to the
branch and be distributed from there, the different
consignees paying pro rata shares of the charges.

Advance in the Price
of Silver Spoons

Advancing Cost of Bullion Necessitates Higher
Figure for Flatware—Hollow Ware not Affected
so Far

New York, October 20.—Because of the increase
in the price of silver bullion, manufacturers of
sterling silver flatware have advanced the price
of teaspoons, dessert spoons, table spoons, dessert
forks and table forks approximately 10 per cent.
Some concerns have also included soup spoons
in the list of articles of flatware which have been
advanced.
As yet there has been no increase in the price of

hollow ware, but it is predicted in Maiden lane
that if silver bullion continues to go upward in
price in the next six months as fast as it has in
the last half year, an advance in the price of
hollow ware will also result.
The reasons given for the upward movement of

silver bullion are the favorable economic conditions
in India and the fact that the Indian government
has come into the market as a buyer of silver bullion.
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Jewelers' Board of Trade
Resumes Monthly Luncheons

Will be Addressed by Noted Speakers on a
Variety of Subjects—"Criminology" Is Subject
of First Address

New York, October 18.—The first monthly
noon-day luncheon to be held this Fall for the
jewelry and kindred trades, under the auspices of
the National Jewelers' Board of Trade, took place.
at Kalil's Restaurant, 18 Park Place on October
16. About sixty were present and listened to a
highly entertaining address by Hon. Lewis L.
Fawcett, Judge of Kings County Court, on the
subject of " Criminology."
In introducing Judge Fawcett, Charles H.

Ingersoll, who presided, called attention to the
fact that the speaker of the day is a remarkable
young man and stated that he had made an inti-
mate study of criminology both in this country
and abroad.

After he had launched into his subject, Judge
Fawcett gave a brief history of the manner of
punishing criminals. He divided criminals into five
classes. The first are insane criminals, whose crimes
are more against the person than against property.
The second class are born criminals who are either
brutal and cruel, or crafty and lazy, and who do
not distinguish between thievery and honesty.
The third class, or habitual criminals are those
whose crimes commence at a tender age and are
caused at first in large part by reason of environ-
ment. He classed sneak thieves and pickpockets
among such criminals. His fourth sub-division
was occasional criminals, or those who are not by
nature of criminal intent, but who are incited to
criminal deeds by temptation. Among such he
placed forgers, defaulters, etc. The fifth class are
criminals of passion, who, acting in the heat of
anger, commit crimes.

Ignorance, liquor and idleness, he said, are the
three great causes of crime, and expressed the
opinion that the church is the greatest curb of
crime. Crime costs this country each year more
than $700,000,000, he declared.
In the opinion of many who attended it was the

most interesting address yet delivered at the
monthly noon-day luncheons under the auspices
of the Board of Trade.

Murderer of Jeweler
Imprisoned for Life

Pleads guilty and is Saved from Death Penalty—
Motive of Murder was Robbery

Su. Louis, Mo., October 16.—Samuel E. Cheat-
ham, the confessed murderer of George Wurz-
burger, secretary of the Cowperthwait Jewelry
& Loan Company, withdrew his plea of not guilty
in the Criminal Court here on October 14, when
he was placed on trial and was sentenced to the
penitentiary for life.
In consideration of the fact that the accused had

relieved the state of the burden of proving him
guilty, and in view of the fact that there was a
widespread sentiment against the infliction of the
death penalty, in which the court shared to some
extent, the Judge decided punishment would be
imprisonment for life.
Cheatham shot George Wurzburger the night

of January 31, 1912, in the store of the Cowperth-
wait Jewelry & Loan Company, 719 Pine street,
The motive was robbery. Wurzburger died
February 8, without regaining consciousness.
Cheatham secured about $2,000 worth of jewelry
and cash and fled from the city.
He was trailed by detectives through the south

and to New York, but returned to St. Louis before
they overtook him and was arrested here.
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Manufacturers' Association
Undergoes Reorganization

Administration of Affairs Placed on Business
Basis—New By-laws Adopted—Tariff and
Workmen's Liability Law Considered

Providence, R. I., October 26.—The New Eng-
land Manufacturing Jewelers' and Silversmiths'
Association effected an almost complete reorgani-
zation of its form of administration of affairs at
the annual meeting which was held here tonight
at the Freemasons' Hall banquet-room, with about
150 members present, representing houses through-
out the great jewelry center in the vicinity of this
city, including, besides Providence, the houses
of Attleboro, North Attleboro, Chartley and Prain-
ville, Mass., and other cities and towns in this
vicinity.
Under the new by-laws, which were formally

adopted during the evening's meeting, previous to
the election of officers for the year, the administra-
tive management is completely changed, the
advisory board which has heretofore held weekly
meetings being abolished and a board of directors
elected in its stead.

This new directorate comprises twenty-four
members, eight being elected for periods of one,
two and three years respectively. At the annual
meetings to be held in coming years, eight new
directors will be elected each year for three year
periods.
The new officers of the association elected are as

follows: Vice-presidents: Theodore W. Foster,
Providence; T. I. Carpenter, Attleboro; and W. B.
Ballou, of North Attleboro; treasurer: William
T. Chase, of Providence; secretary: Henry
Wolcott, of Providence; directors—(One Year)
Everett L. Spencer, George H. Holmes, Harry
Cutler, Frank T. Pearce, John M. Buffinton and
Edgar R. Barker, of Providence; William H. Bell,
of North Attleboro and Ralph C. Thompson, of
Attleboro; (Two Years) Henry G. Thresher,
Ralph S. Hamilton, S. D. Binge and Louis Lyons,
of Providence; George P. Webster, of North
Attleboro, Mass.; Frank P. Daughaday, of Chart-
ley, Mass.; C. A. Whiting, of Plainville, Mass.;
and E. E. Hale, of Attleboro; (Three Years)
Harold E. Sweet, Morris J. Baer and F. C. Wil-
marth, of Attleboro; Harry M. Mays, Edward B.
Hough, A. K. Potter, F. C. Lawton and Jacob
Solinger, of Providence.
The board of directors is to meet within a few

days to organize by the selection of a president and
the appointment of the working committees which
will have charge of the various interests of the
association.
One of the results of the new plan of government

of the association will be the elimination of much
of the social features and the conducting of the
business of the organization more like a business
corporation. The greater part of the work will
devolve upon the present manager who will be
retained in a capacity which is somewhat enlarged
from the previous status. This official is W. W.
Booth, who has given able and efficient service as
manager for about five years and who will have
more complete charge of the workings of the asso-
ciation in the future as soon as the new machinery
gets down to smooth work.
The meeting was called to order following the

dinner by President Everett L. Spencer who,
after thanking the large number who had re-
sponded, gave a brief summary of the work of the
association during the past year and eXplained
in outline the changes made in the association.

Harold E. Sweet submitted the report of the
advisory council and told of the proposed new by-
laws which had been already adopted by the council
and which had received the individual approval
of the members. The changes had been under con-
templation and discussion for about two years.
The reading of the by-laws was waived, after

President Spencer had stated in outline what they
meant, and the new by-laws were adopted without
discussion. The election of officers as stated then
took place.
The reports of the several officers and commit-

tees were also submitted, showing the association
to be in a satisfactory condition financially and
numerically, the most important report, aside
from the financial, being that of the special com-
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mittee on tariff legislation which was presented
by Henry G. Thresher, its chairman.

President Spencer emphasized the fact that two
of the greatest and most important issues at
present before the jewelry industry are the tariff
and the Rhode Island workingmen's compensation
act or liability law. Since the passage of this
legislation by the state legislature, he said, the
various insurance companies have quoted certain
rates to the jewelers. The problem presented by
the act, however, was so intricate and involved,
he asserted, that it had been decided to have for
the principal speaker of the evening a man who
had made a special study of the subject and was
well qualified to discuss the matter in all its
varied phases.
Mr. Spencer then introduced P. Tecumseh

Sherman, of New York City, a member of a law
firm, and a son of General William Tecumseh
Sherman, of Civil War fame. Mr. Sherman
presented a comprehensive address, in which he
explained the compensation legislation in all its
phases, quoting the provisions and working of such
laws in foreign countries and in the various states
of this country, with particular reference to the
new Rhode Island law.
Henry G. Thresher followed with a report of

the tariff committee of the association. Mr.
Thresher told of the jewelers' tariff meeting which
was held on October 18 and a detailed report of
which is published on page 2269 of this issue.

Jewelers' Security Alliance
Announces Many Transfers

A Membership of Nearly 6,000 Jewelers—Many
Transfers from Class A to Class B—Robbers
Active Among the Trade

New York, N. Y., October 18.—At the regular
October meeting of the Executive Committee
the following members were present: Chairman
Butts, President Sloan, Vice-presidents Bowden
and Champenois, Treasurer Karsch, Secretary
Noyes and Messrs. Abbott, Alford, Brown, Gough
and Stern.
The following new members were accepted:

CLASS A.
Minot G. Daniels, Melrose, Mass.; Henry N.

Marx, Appleton, Wis.; 0. S. Swenson, Menasha,
Wis.; Buxbaum & Simons, New Haven, Conn.;
Charles W. Kiser, Newton, Ill.; John H. Labes,
Grand Rapids, Mich.; Bainbridge's Jewelry Store,
Marion, Ill.; Watler Stuart, South Chicago, Ill.;
J. Max Hackel, Rensselaer, N. Y.; Charles Conboy,
Quincy, Fla.; Harry Marks, Cleveland, Ohio;
W. M. Crotzer, Nanticoke, Pa.; Harry J. Giles,
Wyoming, Ill.; Jay E. Gould, Glencoe, Minn.;
John M. Hall, Liberty, N. Y.; William F. Laraway,
Hood River, Ore.; Nash Mitchell, Pittsville, Wis.;
C. C. Brugmann, Rock Rapids, Iowa; W. H. Rai-
ford, Tuscaloosa, Ala.; Hess & Slager, Jacksonville,
Fla.; Christian M. P. Lund, Seymour, Conn.;
Ralph S. Neill, Everett, Mass.; Thomas Mee, Jr.,
Clinton, Ill.; I. L. Rosenson, Chicago, Ill.; Frank
J. Schneider, Chicago, Ill.; Oscar Wurlitzer,
Chicago, Ill.

CLASS B.
Greenfield Company, Atlanta, Ga.; Strauss &

Strauss, Newark, N. J.; Harry L. Berning, Chicago,
Ill.; W. F. Chisholm & Son, Gloucester, Mass.;
George W. Rowell, Macon, Ga.; J. Vander Zanden,
Green Bay, Wis.; L. Wolf, Sunbury, Pa.; Ross R.
Day, Claremont, Cal.; W. C. Johnson, California,
Pa.; G. A. Henckel & Co., New York, N. Y.;
Louis Kreielsheimer, Perth Amboy, N. J.; Lusky &
Co., Cleveland, Ohio; John J. Bookout, Greenville,
Ga.

The following 99 members were transferred
from Class A to the new Class B, making a total
in this class up to date of 253, a total in Class A of
5480, and the total in both classes 5733.

R. J. Atwell, Middletown, Conn.; Will H. Beck
Co., Sioux City, Ia.; Joseph J. Carr, Niagara
Falls, N. Y.; Charles C. Crooks Co., Baltimore,
Md.; H. A. Dillon, Gloversville, N. Y.; John F.

Giering, Nazareth, Pa.; John E. Griffith, Har-t
ford, Conn.; George W. Hanf, Ossining, N. Y.;
E. G. Hoover, Harrisburg, Pa.; Albert Kamp,
Ossining, N. Y.; Lambert Brothers, New York,
N. Y.; A. M. Lindahl, St. Paul, Minn.; William
R. Magee, Fall River, Mass.; Charles B. Morgan,
Holdrege, Neb.; F. L. Parkhurst, Fritchburg,
Mass.; A. B. Phinney, Bentonville, Ark.; E. B.
Roser, Wellington, Kans.; Charles F. Sarbaugh,
Hanover, Pa.; C. A. Schnack Jewelry Company,
Alexandria, La.; C. J. Thiry, Detroit, Mich.;
Thos. Van Auken & Co., Beaumont, Texas; Claude
M. Wall, Callipolis, Ohio; J. B. Whitlock, Eufaula,
Ala.; Louis A. Wirth, St. Louis, Mo.; Charles A.
Winship & Co., Chicago, Ill.; Jos. B. Bechtel & Co.,
Inc., Philadelphia, Pa.; A. C. Benedict & Co.,
New York, N. Y.; Frank J. Bischof, Detroit, Mich.;
David F. Carpenter, Moberly, Mo.; Joseph De-
becv, Carbondale, Pa.; Louis Hansen, Devil's
Lake, N. D.; Louis J. Herzog, Phillipsburg, Kans.;
F. B. King, Redlands, Cal.; Rambo & Aiken, Kan-
sas City, Kans.; T. H. Wynne, Griffin, Ga.;
Charles N. Hancher, Wheeling, W. Va.; Hanson
Jewelry Company, Princeton, Ill.; L. A. Horn &
Sons, Chicago, Ill.•

' 
Frederick Job, Wilkes-Barre,

Pa.; William Lambrecht, Chicago, Ill.•, S. E. Led-
man & Son, Louisville, Ky.; Charles C. Mussina,
Williamsport, Pa.; L. R. Wright, Fonda, Iowa;
C. A. Clement Jewelry Company, Inc., Spring-
field, Mo.; Ingalls Brothers, Waukegan, Ill.;
J. C. McKelvey, Bellaire, Ohio; M. Oppenheimer,
Temple, Texas; Glen H. Ries, East Syracuse, N.
Y.; Frank Tyack, Reading, Pa.; W. E. Walker,
Jr., Vidalia, Ga.; True Brothers, Springfield, Mass.;
Joseph W. Williams, Boston, Mass.; Younglove &
Singer, Peoria, Ill.; F. C. Maag, Conshohocken,
Pa.; J. B. Baum Company, Wheeling, W. Va.;
S. E. Brady, El Reno, Okla.; Arthur A. Everts Corn-
pany, Dallas, Texas; Carl T. Holder, New York,
N. Y.; Anton Molle, Antigo, Wis.; Frank Ricard,
Lawrence, Mass.; Frank Ricard, Lowell, Mass.;
F. A. Vogt, Mishawaka, Ind.; J. B. Hecker, Brook-
lyn, N.Y.; Elof Benson, Youngstown, Ohio; Keith &
McChesney, Iowa City, Iowa; Robert C. Green's
Son, Pottsville, Pa.; E. H. Carey, Le Mars, Iowa;
Foster Brothers, Greenfield, Mass.•, C. A. Cossard
& Co., Washington Court House, Ohio; Hubbard-
Denn Company, Salt Lake City's Utah; John W.
Jones, Mt. Sterling, Ky.; William Kendrick's
Sons, Louisville, Ky.; J. Edwin Lyle, Lowell,
Mass.; August E. Morro, Los Angeles, Cal.;
William Scheppler & Sons, San Francisco, Cal;
F. S. Thompson, Gloucester, Mass.; Walton & Co.,
Los Angeles, Cal.; T. L. Williams, Quincy, Mass.;
W. F. Antemann & Son, Albany, N. Y.; C. B.
Brown Company, Omaha, Neb.; J. Euteneuer &
Son, Havana, Ill.; J. H. Koch, Savannah, Ga.,
Henry L. Lang, Staunton, Va.; H. Mahler's Sons;
Raleigh, N. C.• Martin-Copeland Company,
Chicago, Ill.; William Slimm, Wilson, Kans.;
Alexander H. Witman, Jr., Anaheim, Cal.; Cop-
pernoll Jewelry Company, Eugene, Ore.; Theo-
dore Kartevold, Brooklyn, N. Y.; Richard M.
Courtenay, Savannah, Ga.; J. W. Campbell, Bowl-
ing Green, Ky.; E. Hertzberg Jewelry Company,
San Antonio, Texas; J. Wittlig & Sons, Marietta,
Ohio; F. R. Stearns, San Jose Cal.; Ben Sands,
Cleveland, Ohio; Charles W. 

Jose,
& Co.
' 

De-
troit, Mich.; Arnold Brothers, Pine Bluff, Ark.

During the month of September, there were three
safe burglaries, one of which was at the store of a
member, William Yates, Cold Springs, N. Y.,
whose safe was blown open by yegg burglars on
September 8 and about $4,000 worth of watches
and jewelry stolen, the burglars probably escaping
by a motor boat so that very few clues were left
on which to work. The pursuit, however, is being
actively prosecuted and will be continued without
regard to expense, as has been the policy of the Al-
liance in every such instance.
There were twenty store burglaries, of which

only one was of a member of the Alliance, his loss
being $100, while the nineteen non-members suf-
fered losses of $7,000.

There were fourteen cases of window smashing
three at the stores of members, with loss of $500.
The eleven non-members lost $2,000.
There were seventeen cases of sneak-theft, of

which eight were at the stores of members with
loss of $1,400 In four of these cases the thieves
have been vrrested. The nine non-members
suffered losses of $1,025.
There were two cases of swindling with bad

checks, one of whom was a member with a loss of
$410.
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Twenty-one Years of Service
Signalized by Celebration

Ed. Kastner honored by L. E. Waterman Company
—From Office Boy to Manager—Breakfast and
Presentation Features of Celebration.

Montreal, October 22.—In this city was cele-
brated yesterday the twenty-first anniversary of
Ed. Kastner's association with the L. E. Waterman
Company, manufacturers of Waterman's Ideal
Fountain Pens. Mr. Kastner is now secretary
and manager of the L. E. Waterman Company,
Limited, of this city.
Mr. Kastner started with the company in 1891

as office boy and pen cleaner, and through years
of faithful service, advanced through the various
departments of the organization to the head of the
Selling Department of the United States Company.
In 1905 when the new Canadian company was
formed, Mr. Kastner was transferred to Montreal
as secretary and manager of the L. E. Waterman
Company, Limited. During Mr. Kastner's manage-
ment, the company has progressed wonderfully in
the Canadian field.
Mr. Kastner's anniversary was celebrated by a

"Tin Pail Breakfast" which consisted of a dainty
repast served in regular dinner pails to about 300
employes and guests at the
benches of the company's
factory at St. Lambert, near
this city. A number of
speeches were made by the
officers of the company and
prominent men in and out of
the trade. A presentation
was made of a testimonial
from the directors of the corn-
pany, as well as a substantial
gift in cash. Mr. Kastner
responded with an appropriate
and appreciative talk on the
cooperation he had always
received in his work.
Among those present were:

the Mayor and Council of
St. Lambert; prominent busi-
ness and newspaper men from
Montreal and other nearby
cities; F. D. Waterman, presi-
dent of the company; W. I.
Ferris, vice-president; F. S.
Waterman, Auditor; Walter
Randall, of Seymour, Conn.,
and many other personal and
business friends of Mr.
Kastner from the United
States and Canada.
Mr. Kastner was literally swamped with cable-

grams, telegrams and congratulatory letters on
the successful termination of his twenty-one years
of faithful and active service in the company.

K EYST ONE

Clock Company's Float
Captures First Prize

A Model Which Jewelers may Successfully Adapt
to Their Purposes—Description of Design.

New Haven, Conn., October 6.—The most at-
tractive feature of the celebration of "New Haven
Week," was the great parade in which all the
local industries were represented by attractive
and appropriately designed floats. The first
prize was captured by the New Haven Clock
Company with the handsome float here illustrated.
The float which was designed by their southern

salesman, J. W. Ross, and represented a huge
clock, measuring 10 feet high by 8 feet wide, and
having two dials. The time keeping part was
controlled by an inside mechanism which moved
the minute hand every minute, and the hour hand
every fifteen minutes. This feature received
much applause along the route, but most delightful
to the onlookers was seeing peering through the
openings in the dial just above the figure 6, and
swinging to and fro on the pendulum ball, two of
the handsomest young ladies in the clock com-
pany's employ. Venerable Father Time with his
sand-glass and scythe was also on the job, sitting
on his golden throne.
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Attleboro Manufacturers Hope
to Entertain Wholesalers

An Invitation Will be Extended to those Attending
Convention of Jobbers' Association to be I leld
in Providence

Attleboro, Mass., October 24.—At the October
meeting of the Attleboro Board of Trade, it was
decided to invite the National Association of
Jobbing Jewelers to spend one day in Attleboro
in connection with the annual convention which is
to be held in Providence in the coming months.
John M. Fisher, of J. M. Fisher & Co., Edward A.
Sweeney of the W. H. Wilmarth Company and
Harold E. Sweet of the R. F. Simmons Company
were appointed a committee to look the ground
over and report at a future meeting.
There are several members of the National As-

sociation of Manufacturing Jewelers in Attleboro,
and it is believed that they will welcome the idea
of bringing the jewelers to Attleboro for a day's
outing. The plans for the event have not been
worked out, as the committee was appointed to
ascertain whether or not it will be advisable.

It was suggested that the visiting jewelers might
be shown through the Attleboro factories and ac-
quainted with the industry as a whole. Plans

would also be made for con-
veying them around town in
automobiles and making the
visit as pleasant as possible.
If the Attleboro jewelers take
hold of the plan it is safe to
say that the visiting jobbers
will have a time that will be
remembered. The committee
is to make a report in
November and in the mean-
time they will get in touch
with officials of the association
and see what arrangement can
be made. Attleboro is only
a few minutes ride from
Providence and the day's
outing could be arranged very
easily. There was a strong
sentiment in favor of the plan
when it was broached at the
Board of Trade meeting and
if the jewelers are agreeable it
will be pushed through. A
large committee will be ap-
pointed to have charge of the
details. The jobbing jewelers
annually use a large per cent
of the product of Attleboro fac-
tories but many of them have

never visited the town. They would secure an
excellent idea of the enormity of the industry if
such a plan is successfully carried out.

PRIZE-WINNING FLOAT OF NEW HAVEN CLOCK COMPANY

Colorado Springs Conducts
Window Display Contest

Jewelry Firm Carries off Prize—Results of Contest
Most Satisfactory—Another may be Held

Colorado Springs, Colo., October 20.—An in-
teresting window trimming contest was held re-
cently by the merchants of Colorado Springs in
connection with the annual carnival or "Shan
Kive" held in this city. Many interesting and
unique designs were erftered in the contest, as the
result of which there has been a noticeable increase
in the attention given window displays, not only
by the merchants but by the buying public.
The contest was planned by the merchants

branch of the Colorado Springs Chamber of Com-
merce, through a special committee. It proved to
be one of the most attractive "shows" of the carni-
val week, and vied with the Indians, balloon races,
parades and mask balls in securing the attention
of the throngs.
The committee arranged for five classes in order

that the competition might be more equitable.
The first-class consisted of the jewelry, station-

ery and art goods trades, and the first-prize was
awarded to the Hamilton Jewelry Company, for a
magnificent display of silverware.

The decorative colors were white and yellow,
the latter color representing gold. The dial was
decorated in white with a yellow outside circle,
while the hands and the numerals were finished
in black, with gold bronze finished sides. The
entire sides of the clock with the exception of a
border around the outside edge were finished in
yellow, the border being in white, making a most
harmonizing effect.

The Keystone Watch Case Company
Wins Another Point

Philadelphia, Pa., October 28.—In the case of
the United States against The Keystone Watch
Case Company and others, Judge Thompson in
the U. S. District Court on October 26, 1912,
made an order upon Albert M. Dueber and Moses
Loeb, of the Dueber Watch Case Company,
C. L. M. Starke, of the North American Watch
Case Company and W. A. Blythe, of Jos.
Fahy & Co., requiring them to fully answer the
questions asked them upon cross examination and
to furnish the information called for by such ques-
tions on cross examination by counsel for The
Keystone Watch Case Company. The court
further ordered that the examiner should not
proceed any further with the hearings until this
order of the court is complied with.

This order was made in consequence of the in-
formation furnished by one of the witnesses not
being complete and not fully giving the information
asked for by the questions in cross examination,
and in consequence of the tardiness of some of the
witnesses in furnishing the complete information.

Celebrates Sixty-fourth Year
at the Watchmaker's Bench

A Mechanic of Unusual Skill--Enjoys Good
Health and Works Every Day—Holds Records
for Continuous Service at Bench
Salem, Mass., October 16.—William H. Kehew

of 24 North street today observed his sixty-fourth
consecutive year of service as a watchmaker. He
was born in Salem, November 1, 1829, and in 1848
he went to Boston and secured employment as an
apprentice with a watchmaker. After mastering
the trade he returned to this city and has been
engaged in business here since.

Sixty-two years ago he made, from an old-
fashioned copper cent an escapement wheel for the
first electric clock in use in this country. The clock
was the invention of Moses Gerrish Farmer who
lived here at that time, and was one of the most
noted inventors in the history of the United States.

It was Prof. Farmer who constructed and put
into operation in 1852 a fire alarm telegraph
ssytem in Boston. Prof. Farmer died in Chicago,
May 25, 1894.
When Mr. Kehew began business he was asso-

ciated with Edmund Currier, who died in this city
59 years ago. Mr. Kehew is the owner of a fine
marble-cased clock, the works of which were
made by Mr. Currier sixty years ago.
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DIAMONDS

Send now
orders will receive our prompt attention.

We will gladly send you any
your customer's inspection.

SINGLE STONE DIAMOND RINGS

We carry a very large stock set with Blue Wesselton stones,
perfect and slightly imperfect, from to 2 carats weight.

Mounted Goods

Our Diamond mounted goods are of the latest and most
attractive designs. We have always on hand

Rings
Bracelets

Ii

Brooches Pendants Lockets Scarf Pins
Cuff Links Ear Screws Studs Bar Pins

And Many Other Mounted Pieces

for a selection of these goods. Your special

article on memorandum for

% Loose Diamonds%
% In loose stones we have on hand some very fine perfect and slightly
%
% 

imperfect Blue Wesselton and Blue Jaegers, American cutting, in sizes from Yi

% to 3 carats; also a few up to 6 carats. We also carry a stock of Top Crystals,
% Crystals and Melees in all sizes.
% Send for a memo package of our goods at once and compare them as to
%
% quality and price with what you can obtain elsewhere.

% We never misrepresent our goods.
%
%

N, 
I  

CROSS & BEGUELIN
23 MAIDEN LANE, NEW YORK

5
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Sway of Colored Gems • Alarm Clock Factory
in the French Capital to be Greatly Enlarged

All Around Advance in Prices—Diamonds Con-
tinue to Increase in Value—Greatest Demand
Comes From America

Paris, October 26.—Jewels were never dearer
in Paris than now, yet there was never such a rush
on the part of the wealthier classes for precious
stones of all kinds.
Diamonds rose between 5 and 10 per cent last

week alone, making over 15 per cent for the present
month. Pearls are also enormously expensive,
bringing two or three times the amount realized
a few years ago. Sapphires are nearly as dear.
In fact, an upward movement is shown in all stones.
A well-known jeweler with establishments in the

Rue de la Paix, in New York and in Hatton Gar-
den, in talking over the matter with your corres-
pondent, confirmed this and pointed out that
diamonds now brought four times
the price they realized ten years
ago.
"The jump of the last few days

is," he stated, " due to the careful
husbanding of the mines of the
companies, which are keeping the
market short in order to obtain
artificial big prices. The greatest
demand for these stones now comes
from America, where the old family
jewels worn by the women of the
European aristocracy do not exist
to any great extent."
He stated that a rage for

colored stones was setting in and
would form one of the principal
features of the coming season.
The demand at present, he de-
clared, for rubies, turquoise,
emeralds, sapphires, and even
opals was altogether unprece-
dented. When asked for an ex-
planation of this change in public
taste, he said:
"I consider it partly due to

the scarcity of diamonds and
partly to the influence of fashion in England,
where there has been a strong reaction against the
only stones allowed to be worn during the long
court mourning."

New Building Will Give 87,500 Square Feet Addi-
tional Floor Space—Other Improvements Con-
templated

La Salle, Ill., October 23.—The William P.
McEvoy Company, the well-known Chicago
contractors, expect to complete for the Western
Clock Company, an immense addition to their
factory by January 1st. This addition will be
parallel with their present factory and extend the
full length of the old plant. The building, which
covers 87,500 square feet of floor space, is being
erected 20 feet from the present facade and will
extend 140 feet northwards. It will have a front-
age of 625 feet. It is the company's intention
to clear all the buildings they own on Main street
and turn the space into a park for the benefit of
their employes. The complete plan also includes

Derth of Alfred Bedford,
Jeweler, Artist and Collector

Member of the Original Firm of Tiffany & Co.—
Later London Agent for Waltham Watch Com-
pany—An Interesting Personality

Brooklyn, N. Y., October 21.—Funeral services
over the remains of Alfred Bedford of 410 Clinton
avenue, who died in London, England, on Sunday,
October 6, were held at the Emanuel Baptist
Church, Lafayette avenue and St. James place,
on Saturday October 19, at 2 o'clock. Deceased
was the father of Alfred C. Bedford, vice president
of the Standard Oil Company, and of Henry E.
Bedford.
Mr. Bedford was a direct descendent of the Pem-

berton-Bedfords, of Bedfordshire, England, and
was born in London in 1834. He came to America
with his father when fourteen years of age, his
first employment being with Tiffany, Young &

Ellis, when located downtown in
New York.
On attaining his majority he

was taken into partnership, and
with Mr. Tiffany, Mr. Cook and
Colonel McClure, constituted the
original firm of Tiffany & Co.
In 1873 Mr. Bedford accepted the
London agency of the Waltham
Watch Company, continuing as
their representative abroad until
his retirement from active business
in 1903.
Mr. Bedford was an enthusiastic

collector of old Bibles, and had in
his bookcase many unique and
interesting editions, including the
"Bug" Bible, the "Treacle" Bible,
the "Vinegar" Bible, and the
"Breeches" Bible. His collection
also included two prayer books,
one of which was originally the
property of Queen Elizabeth, and
one the property of Mary Queen
of Scots. He was also much
interested in paintings, being the
possessor of some good examples

of the English School of water colors. He him-
self was no mean artist, having done some very
creditable work in water color marines.
A man of remarkable vigor and vitality, he

seemed a man of sixty rather than of seventy-nine
years of age, and his death, after an illness of about
two months, will cause sorrow to many on both
sides of the Atlantic.

FACTORY OF WESTERN CLOCK CO, SHOWING NEW ADDITION

New Form of Swindle
in the National Capital

This Reaches the Record in Meanness—Prompt
Work of Police Nipped Scheme in the Bud

Washington, D. C., October 22.—James R.
Champion, a cripple, the man who some time ago
obtained from a local jeweler a bill of sale by repre-
senting that he would later in the day purchase
the goods mentioned therein, but who used the bill
for other purposes was saved from a term of two
years in the penitentiary through the intervention
Of influential friends.
Champion told a clerk of the jewelry store that

he desired to purchase a quantity of jewelry but
that he had forgotten to bring sufficient money
with him from the hotel where he was stopping.
If the clerk would, however, give him a bill he
would return later with the necessary cash. He
had no intention of doing this. Instead, he went
to a nearby cafe where he became acquainted with
a young woman and, posing as a jewelry expert,
secured possession of a quantity of jewelry the girl
had on her person under the pretext that he would
give her some of the " real" jewelry mentioned in
the bill. They left the cafe together in a taxi cab
to go to his hotel, two blocks distant. Upon
arrival, the man excused himself for a moment
leaving the girl in the cab and failed to return.
He not only tried to steal her jewelry but had

taken a sum of money from her pocket-book, and
was apprehended while endeavoring to dispose of
his loot.

the erection of an office building on St. Louis
street, provided the present property holders
make it possible for the clock works to acquire the
needed ground.
The foundations for the new additions are to be

of concrete, side walls of brick, the columns and
trussels of steel, fire proofed with concrete. The
roof is to be of terra cotta book tile, the floors of
hard maple laid on creosoted planking placed over
crushed stone fill. There will be all told 30,000
square feet of glass.
The inside will be a city in itself, the departments

being laid out into blocks, streets, and avenues
through which will circulate electric trucks for
the transportation of raw and finished materials
from the stock and store room to the different
departments.
The company has been experimenting with

these electric trucks for some time and it is an
interesting sight to watch the small busses cir-
culating silently and rapidly between the working
benches, busily loading and unloading the heavy
trays of finished parts and clocks and gliding as
silently as the foot of time.
The new addition will clinch for the local industry

the honor of being the largest alarm clock factory
in the United States.
The Western Clock Company started in 1886

with a handful of men and a production of 50
clocks a day. It has in the last fifteen years
increased by leaps and bounds until it is now
turning out 8,600 clocks every day and mustering
on its pay roll 1005 employes exclusive of its selling
force. With the addition of the traveling men,
New York and Chicago offices, the company em-
ployes 1055 people.
For the last two years the company has been

entering the foreign field, and recently established
at La Salle a complete export department. It is
said that one clock out of every ten that leaves
La Salle is shipped by the company to foreign
countries.

Gold from Baser Metals
a Future Certainty

Sir William Ramsay Says it Will be Done, But
Only at Great Cost

Baltimore, October 16.—According to Sir Wil-
liam Ramsay, the eminent British chemist, who
is lecturing at the Johns Hopkins University, gold
from the baser metals, that dream of old alchem-
ists, is in sight of the modern chemist.
"It is a probability," he smiled; "but it can be

done, I fear, only at such high cost as to make it
commercially valueless."
Like a child in the dark chemistry is groping

- for the transmutation of metals. Of recently,
work, known hitherto only to a select few in the
ultra-scientific world, Sir William spoke this morn-
ing in a lecture before students of the Johns Hop-
kins University. He told how lithium, an element,
had been made from copper sulphate by the action
of niton, a radium emanation, on copper salts.
Niton has energy 2,000,000 times as great as
ballistite, one of the most powerful explosives
known.
Next he described the making of synthesis of

neon, another element, from helium and oxygen.
Niton, he explained, had been weighed, and he told
of the scales by which it was done—scales so deli-
cate that a millionth of a milligram could be re-
corded.
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Dealer Helps
Gorham quality—Gorham advertis-

ing—Gorham prices and this famous
trade-mark OD (D make Gorham

STERLING

Silverware the easiest and most

profitable to sell.

Dealers who sell most, sell Gorham.
People who buy most, buy Gorham.
It will pay you to make yours a
Gorham store.

The Gorham Co.
TRADE MARK Silversmiths and Goldsmiths

STERLING

CHICAGO
10 S. Wabash Ave.

Fifth Avenue and 36th Street,NewYork

Branches :
SAN FRANCISCO

140 Geary Street

NEW YORK
15, 17, 19 Maiden Lane

WORKS Pr ovidenee and New 'York

GORHAM SILVER. Pm-tsm — The Best for Cleaning Silver

COPYRIGHT 1912

TRADE MARK
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The Problem of Handling
the New Prosperity

With the disturbing influence of the
presidential campaign eliminated from
the business situation, the trade problem
that now overshadows all others is how
to obtain maximum results from the
bountiful harvests which a beneficent
Providence has vouchsafed to the country.
From reports received from our corres-
pondents in various sections, we infer that
the trade find it somewhat difficult to
completely overcome the conservatism
wisely cultivated during the past few
years, and even in the face of the present
ideal conditions, they hesitate to antici-
pate their Holiday needs to the extent
that the situation undeniably justifies.
This, it is feared, will mean a general
rush later in the season with the inevitable
delays and disappointments. The wise
merchant will find it greatly to his ad-
vantage to take time by the forelock and
start at once on the serious work of select-
ing his Holiday stock. The fact that the
wholesale trade in the large centers are
even now working far into the night
shows that many of the trade have
already realized their duty in this matter
and the example should stimulate the
laggards to immediate action.

There is now no shadow of doubt that
the aggregate sales of jewelry stocks dur-
ing the coming season will far exceed those
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of any Holiday season for the past four
or more years, and this certainty is re-
flected in the orders placed with manu-
facturers who now find the producing
capacity of their plants taxed to the ut-
most. From Providence and the Attle-
boros we learn that the great plants are
working overtime with an increased force,
and that in some instances the manu-
facturers have on hand more orders than
they can actually fill before the termina-
tion of the Holiday season. Under these
conditions, it is a manifest business
blunder for any member of the trade to
further procrastinate in the matter of
purchasing Holiday stock. A further
consideration is the recognized fact that
each year the public attend earlier to their
Holiday purchasing. This is due in part
to the "shop early" campaigns now being
prosecuted in all the large cities with a
view of relieving to some extent the over-
whelming work of store employes im-
mediately preceding Christmas. Both
the manufacturing and wholesale branches
are now making heroic efforts to make the
coming season one of unusual fruitfulness
for themselves and their patrons. It is a
duty which the retailers owe to themselves
to emulate this activity and enthusiasm,
thus adding both to their satisfaction and
profits.

Wages of Jewelry Workers
in America and Europe

It, doubtless, has been one of our na-
tional misfortunes that the tariff has been
regarded rather as the football of political
partisanship than as a vital economic
problem for non-partisan discussion and
solution. It will be, in truth, a memorable
day for the country and people when this
great question shall be freed from the
shackles of party politics. For the in-
telligent solution of this, as of all other
problems, education is the first essential,
and this fact has been recognized in a
practical way by the New England jew-
elry manufacturers in their inauguration
of a local educational movement to in-
struct the army of jewelry workers on the
tariff and its relation to their own indi-
vidual condition.
Last month the country was honored

by the presence of hundreds of visiting
delegates from all over the world to the
International Congress of Chambers of
Commerce which was held in Boston, and
we are informed that the visitors found no
better exemplification of the differing
industrial conditions here and in Europe
than in the great jewelry industry of New
England. The jewelry centers of Europe

which correspond most closely with Pro-
vidence and the Attleboros are Gablonz
and Reichenberg in Bohemia; Vienna,
Austria; and Pforzheim, Hanau and
Gmund, Germany. A recent investiga-
tion in these places has made possible an
accurate comparison of the wage received
by the jewelry workers of Europe and that
received by their brethren in the corres-
ponding industry in the United States.
The wages received by the jewelry workers
of Gablonz are as follows:

Factory foremen, 80 cents to $1 per day; skilled
workmen, 60 cents to 70 cents per day; general
workmen, 50 cents to 60 cents per day; women
workers, 40 cents to 50 cents per day; boys in
the factory, 30 cents to 40 cents per day; girls
in the factory 25 cents to 30 cents per day; boys
in the office, 20 cents to 30 cents per day; girls in
the packing room, 20 cents to 30 cents per day.

The wages in the metal industry in
Vienna are higher than in Gablonz. In
fact the highest wages in the metal in-
dustry in Austria are paid in Vienna,
where the following wages prevail:

Goldsmiths and silversmiths, $5.50 to $7.50 per
week.
Stampers and pressmen, $6.00 to $7.50 per

week.
Skilled helpers (men), $4.50 to $5.50 per week.
Skilled helpers (women), $3.00 to $3.50 per week.
Women polishers and burnishers, $3.50 to $4.50

per week.
Ordinary labor (men), $4.00 to $4.50 per week.
Ordinary labor (women), $2.50 to $4.50 per

week.

The rate for women polishers is given
because this work is done almost entirely
by women, which is equally true of the
other jewelry manufacturing centers in
Europe.
Wages paid in the industry in the Ger-

man centers are higher than in Gablonz
or Vienna, for while the highest wages
paid the best workmen in Gablonz are
from $3.50 to $4.20 per week, and in
Vienna from $6 per week to $7.50 per
week, the best workmen in Pforzheim
receive from $9.60 to $10.80 per week,
which are the wages earned by skilled
die cutters, etc. It must also be kept in
mind that apprentices in these European
centers are compelled to work for several
years for a less wage per week than the
American apprentice or boy worker would
receive per day.
The comparison of the above figures

with the wages in our American jewelry
factories speaks for itself. In the Euro-
pean cities, whole families live in single
rooms, in unsanitary tenements and sur-
roundings, while their brethren in the
United States enjoy all the home com-
forts, not to mention luxuries, that their
liberal wage places within their reach.
The figures are conclusive proof of the
vital importance of the tariff question
to the jewelry workers of New England.
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Help to Safeguard the
Fixed Selling Price

The fact that Congress is not now in

session is no reason or excuse for relapsing

into indifference in regard to the Oldfield

patent bill, an important provision of

which would make unlawful the fixing

of a selling price by the manufacturer.

As such a law would militate directly

against the interests of all special line.

dealers, and directly in favor of depart-

ment stores, mail order houses and cut-

price institutions generally, it is of vital

importance that each member of the trade

should not only make known his own op-

position to the measure and his reasons

therefor to his congressman and senator,

but that he should also influence as many

of his brother retailers as possible in every

line of trade to do likewise.
In the investigations held by the Con-

gressional Committee, there was an evi-

dent purpose on the part of the latter to

prove that the opposition of the manu-

facturers and the trade to this provision

was purely selfish in character and did not

take into account the interests of the pub-

lic who are apparently the paramount

consideration. As a matter of fact, the

consumer is the one who will be most

benefited by price and quality mainten-

ance, as can be easily proved. Our at-

tention has been directed to a letter writ-

ten by a prominent manufacturer on this

subject which contains a convincing argu-

ment in favor of the fixed price from the

point of view of public interest. This

manufacturer writes:

On the subject of one price, it might be interest-
ing to note an observation of the writer in New
York City during the past few weeks. A certain
store, one of a chain, advertised a great reduction
sale. In the window I saw a large group of socks
with a placard: "Onyx Silk socks, 29 cents".
This was to give the impression that these were

exceedingly cheap value, at least 50 cents the pair.
Now, as a matter of fact, the socks themselves were
stamped "silk plated." They were a regular 25
cent silk sock as sold everywhere at that price,
and contained 161 cents worth of silk to the
dozen pairs, valuing silk at $4.00 a pound which
is the market price. The balance of the sock was
of cotton. They cost the dealer approximately
$2.10 per dozen net.
The foregoing shows one of the impositions com-

monly practised on the public by the price cutting
plan. Each year we reserve for large stores thous-
ands of dozens of our seconds, sold under the brand
of S-X or Nu-toe. These are put on special sales
in July and January, and are supposed to be great
bargains at 17 cents to 19 cents the pair, while
they are universally sold throughout the year by
nearly a thousand small dealers at 2 pairs for 25
cents. These being seconds we do not restrict the
selling price as in the case of all of our firsts.
We do not know of a single case where a depart-

ment store is really selling our seconds at less than
the small stores, and only know of a few cases in
which they are selling them at as low a price.

The above is a very convincing revela-

tion not only of the method by which the

consuming public is being victimized

by sensational price cutting, but also of
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the way in which price regulation protects

the purchaser and prevents extortionate

profits. What more deadly parallel could

be drawn than this evidence that it is

possible under existing trade practices to

inveigle the masses of the people with

unfixed prices into paying more for im-

perfect "seconds" than the price fixed for

perfect standard goods by the same manu-

facturer under the system of "price regu-

lation"?
We would impress upon our readers the

necessity of posting themselves on such

arguments as the above and transmitting

same, if possible, to those who represent

their state or district in Congress.

Customs and Traditions
of the Jewelry Trade

We doubt whether any other branch of

retail trade is so overburdened as the

jewelry trade with superannuated customs

and traditions. During the past summer

the jewelers had thoroughly explained to

them the unique position which they held

in the retail world by reason of the

guarantee system. The practice of war-

ranting an article to wear for a specified

period is unknown among their retail

brethren in other branches. Then we

have the custom of free engraving on pur-

chased goods, which is not only an expense

for which there is no adequate return, but

is very frequently, especially during the

busy Holiday season, a cause of actual

loss. At the present time when competi-

tion is so keen, time has become the most

valuable of all commodities, and the time

given to free engraving and free regulating

of watches and other such matters is a

very serious loss and a handicap in compe-

tition. •

Elsewhere in this issue we publish sev-

eral of a large number of letters received

on the trade practice of loaning watches.

While there may be some justification for

this practice in the case of railroaders,

there is absolutely no reason why the

public generally should be accommodated

in this way. Besides the risk that the

loaned timepiece may be injured and made

less valuable, the practice puts a premium

on delay on the part of the owner of the

watch in calling for his repaired property.

None of the letters which we have received

commend the practice, while all of them

find fault with it in a varying degree. One

jeweler gives his customers a card in all

such cases which states that 10 cents per

week will be charged on all loaned watches

after thirty days' use and that the wearer

must pay for all breakage or damage done

while the watch is in his possession. This

is a matter of simple justice, and no reput-

able member of the public could refuse

to recognize it as such. Now that the

trade are so well organized, it is high time

that a general effort were made to elimi-

nate these abuses which are not only

vexatious but very frequently expensive.

Association and Travel
as Trade Educators

The educative and broadening influence

of annual conventions and other meetings

of the trade organizations is a matter of

common knowledge. Hundreds of jew-

elers have found at these meetings the

inspiration and the practical information

which transformed them into progressive

up-to-date merchants. This is one happy

result of breaking away from one's store

occasionally and associating with one's

trade brethren. With the same purpose

in view, efforts have been made in recent

years to induce the trade to visit the large

buying centers more frequently nor have

these efforts been unavailing. We are

informed that the number of visiting

buyers in the larger cities at the present

time is much greater than in any previous

season, and the wholesale houses bear

testimony to the greater intelligence and

discrimination with which purchases are

made by these visiting merchants.

There are other advantages, however,

besides the mere matter of purchasing

goods in these periodical trips to the

centers of supply. These are well ex-

pressed in an exhortation on the subject

by a large metropolitan wholesale house

from which we extract the following:

A merchant visits the market presumably for
the sole purpose of buying goods. That's only
part of the value of his trip. It would pay him to
come even if he bought every dollar's worth of his
goods at home. The mind, however bright, that
follows for a long period one line of thought be-
comes jaded. The stay-at-home dealer grows stale.
He keeps too close to his business to reason well
about it. The result is distorted vision—trifling
affairs become important and great things are
neglected. Sameness of daily routine dwarfs pro-
gress and kills originality.
The same thing applies to the merchant who

comes to market with preconceived ideas—who
always follows the same course and looks at the
same lines. He forms certain habits of thought.
When he hears of something new or better he
does not believe it—prefers not to believe it. A
departure from accepted ideas distresses him.
Certain facts are established with him. His mind
is no longer receptive. Settled convictions are
sometimes costly. The buyer's facts, like those
of the scientist, should be held subject to revision.
"Facts are stubborn things," and the buyer who
shuts his eyes to them is hurting his own interests.

No progressive merchant can controvert

a single statement in the above appeal.

If all realized its truth, there would be

little hesitation in devoting the necessary

time and expense to such an educative

and profitable trip.

R4 WALLACE STERLING

THIS illustration shows the Tea Set of our new and

complete Table Service, THE CARMEL.

The beauty of these pieces, it will be seen, lies entirely in their simple

lines and in the harmonious decoration of the hand hammered strap

which is applied to the pieces by Expert Silversmiths.

A Butler finish gives an added charm to the hammered decoration of

this pattern.

Write for catalogue, illustra-

tions and prices.

Coffee
$86.50

Cream $46.50 Tea $76.50
Waste $34.00

R. WALLACE & SONS MFG. CO.
Box 140, WALLINGFORD, CONN.

London Chicago
San FranciscoNew York

Philadelphia
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We illustrate Lantern Slide which will

be furnished Free to Retail Jewelers.

Use this and couple Your Sales Plan

with our National Advertising.
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SELL Nationally Advertised Goods.
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The Most Popular

Pierced Pattern in the World
The continuous and ever increasing demand for 

the Monticello pattern

places it among the best designs in tableware. It is without doubt the

most popular pierced pattern in the world.
WRITE, TO-DAY, FOR CATALOGUE "M "

MOROCCO JEWEL CASESMOUNTED
ROGERS9 

LUNT & BOWLEN CO.
Silversmiths

GREENFIELD - MASSACHUSETTS

CHICAGO SAN FRANCISCO TRADE MARK

Kesner Bldg. 717 Market St.

NEW YORK OFFICE, Silversmith Building

SAN FRANCISCO OFFICE, Jeweler's Building

WARWICK STERLING COMPANY
PROVIDENCE :: :: RHODE ISLAND
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CHARMS—PINS—BUTTONS
But three of the many Fraternal Organizations and Society EMBLEMS we
make. Come in various sizes, designs and styles. An almost unlimited stock
to select from. Your Jobber will show our line. Select NOW! for the
HOLIDAYS.

Emblem Manufacturers
New York Office, 65 Nassau Street Chicago Office, 1203 Heyworth Bldg.

MOROCCOTA, JEWEL CASESMOUNTED

The Most Popular
Pierced Pattern in the World

The continuous and ever increasing demand for the Monticello pattern
places it among the best designs in tableware. It is without doubt the
most popular pierced pattern in the world.

WRITE, TO-DAY, FOR CATALOGUE " M "

ROGERS LUNT & BOWLEN CO.
Silversmiths

NEW YORK OFFICE, Silversmith Building

SAN FRANCISCO OFFICE, Jeweler's Building

3 x 4" to 7 x 9"

All with Locks

Write Us For Prices

CHICAGO SAN FRANCISCO TRADE MARK

Kesner Bldg. 717 Market St.

WARWICK STERLING COMPANY
PROVIDENCE :: :: RHODE ISLAND
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Are You Ready for the Holiday Trade?

Now is the time to be especially liberal
in your display of Howard Watches

ready for the demands of gift purchasers.
Freshen up your assortment. Fill it out wherever
it has got sold down.
You will want particularly the "Cavetto" and "Doric" models,
12-size Extra-Thin—and the "Carvel," a most compact 16-size
H oward.
Your responsible jobbers carry full stocks of Howard
Watches. See them about it.

TOWLE MANUFACTURING COMPANY
(COLONIAL SILVERSMITHS)

FACTORIES: NEWBURYPORT, MASSACHUSETTS

SALESROOMS (WHOLESALE ONLY):
CHICAGO, NEW YORK CITY,

HEYWORTH BUILDING SILVERSMITHS BUILDING.
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Adoption of Metric Carat
Endorsed at Trade Meeting

Final Solution of a Vexatious Problem in the Gem
Market—Advantage to the American Trade

New York, October 29.—At a conference held
to-day at the rooms of the National Jewelers Board
of Trade and which was attended by about 30 of
the largest dealers in diamonds and precious stones
in America, a resolution was unanimously adopted
in favor of the metric carat in preference to that
now in use in this country. July 1, 1913, was the
date set for the jewelry trade of the United States
to adopt the new metric carat.
The meeting was opened at 3 P.M. by M. Roths-

child, of the American Gem & Pearl Co., formerly
president of the National Jewelers Board of Trade.
In opening the meeting Mr. Rothschild spoke as
follows:

Mr. Rothschild's Address

" The carat weight seems to have had its origin
in the use of certain seeds which were found to be
very uniform in weight and which were therefore
used for weighing small objects.
"In the absence of an absolute standard we

found the carat varying from 188.05 milligrams
in use in Bologna to 213.3 milligrams in use in
Turin. The present standard carat of England es-
tablished by the Board of Trade in 1888 is 205.304
milligrams. The international carat of 205 mil-
ligrams accepted in 1877 by the Paris Diamond
Merchants was in use up to the adoption of the
present metric carat of 200 milligrams. One of
our own balance makers gives us his standard carat
of 205.285 milligrams, while the carat adopted by
the Association of Diamond Workers in 1890 is
205.128 milligrams and another Dutch standard is
quoted as being 205.712 milligrams.
"Leonard J. Spencer, assistant in the mineral

department of the British Museum in his notes of
the weight of the Cullinan diamond and on the
value of the carat weight, published in 1912, says
that he compared 8 different sets of carat weights
actually in use in London, and found variations
from 203.2 to 206.3 milligrams; a difference of
about 1-64 of a carat in each carat. He also calls
attention to the fact that the English carat is not
really a legal unit of weight under the English
weights and measures act of 1878.
"The United States by act of Congress in 1866

made the metric system lawful but not compulsory,
and in 1875 we joined the International Metric
Convention in Paris with sixteen other Govern-
ments. These nations maintain a bureau for the
preservation and reproduction of metric standards.
"In October, 1907, the International Committee

of weights and measures proposed the metric carat
of 200 milligrams at the 4th Sexennial General
Conference of the Metric Convention held in Paris.

"Practically every civilized country in the world
excepting only the United States, England, Hol-
land and Belgium have adopted the metric carat.
Belgium and Holland authorities are considering
acts or laws and the National Association of Gold-
smiths in England unanimously resolved that the
metric carat should be the standard weight.
"It is more than probable that the adoption of

the new metric carat by the jewelers of the United
States will hasten its adoption by England, Hol-
land and Belgium.
" Fortunately we do not require any further leg-

islation to bring about the adoption of the new
metric carat in this country. Our gem merchants
in this country are eager for the change and any
definite affirmative action taken by this body will
undoubtedly result in a general use of the new
metric carat upon any date which may be agreed
upon."

At the conclusion of his address Mr. Rothschild
read a cablegram from the Syndicate Chamber of
Diamonds and Pearls of Paris, signed by Leon
Rheims, which read as follows:

"We congratulate your initiative in favoring
metric carat. It will facilitate good business rela-
tions of the two great Republics."

KEYSTONE

The following telegram was also read from the
Low-Taussig Karpeles Co., of Providence:
"We regret our inability to attend the conference

on Tuesday, October 29th, and heartily endorse
the adoption of the new metric carat and trust
that you will succeed in establishing the same in
the United States."

This telegram from Chas. W. Warren & Co., of
Detroit, was also read:
" Your notice of the meeting to be held on Tues-

day, October 29th, at 3 p. m. in New York to
discuss the merits of the new metric carat system
received and while it is impossible for us to be
represented at this meeting and not understanding
thoroughly how this system would work out, but
judging from the list of signers, think that it is of
such importance that it cannot but have our
hearty approval."
Another telegram read was that from W. W.

Fulmer & Co., of Philadelphia:
"As we neglected to signify on the postal card,

which you asked us to return to you recently, our
willingness to adopt the metric system, we take
this opportunity to advise you that we are very
much in favor of such a step being taken."

George F. Kunz, the well known gem expert,
was introduced by Mr. Rothschild and presented
a brief, but very strong argument in favor of the
adoption of the metric carat. He read two letters,
the following from the secretary of the United
States Treasury Department:
"During the past few years our attention has

been called a number c imes to the desirability
of this country adoptin the International carat
of 200 milligrams for precious stones
"This weight has varied in nearly all .n 'iters of

trade and on this occasion has induced uch con-
fusion in the trade. During the past year practi-
cally all of the Republic governments have agreed
to adopt the carat given above and Spain and
France have actually done so by law.
"The carat is not the most important element in

estimating the value of precious stones, particu-
larly of the diamond, but it is nevertheless the one
most mentioned, and it is consequently important
that its value be fixed. The change from the carat
now used by the Treasury Department to the one
proposed would probably be of no consequence in
so far as the amount of duty on precious stones
collected by the Department is concerned, but it
would be very important in its effect upon the
unification of standards. I therefore have the
honor to suggest that the department adopt and
use the International carat of 200 milligrams, and
thus set an example which I feel sure will be fol-
lowed by the jewelry trade in the United States.

Respectfully,
(Signed) CHARLES NAGEL

Secretary and Treasurer."

The other letter was from the Department of
Labor and Commerce, Bureau of Standards, and
was as follows:
"I beg to acknowledge the receipt of your letter

of October 26. I reply I have prepared a letter for
Secretary Nagel's signature, to be sent to the
Secretary and Treasurer, in regard to the metric
carat, a copy of which is herewith enclosed, and
which explains the Bureau's attitude on the ques-
tion of the 200 milligram carat. Much more might
be said in favor of the proposed, but it seems to me
that the advantages are so obvious that it is useless
to argue the matter, particularly since the change
in value is so insignificent compared with the ad-
vantage of International Uniformity.
"Trusting that I may have the pleasure of seeing

you the next time I am in New York, I remain,
Very truly yours,
(Signed) S. W. STRALTON,

Director."

"The impossibility of carrying on systemati-
cally," said Dr. Kunz, "a diamond business with
such an appalling variation in the weight of the
diamond carat, with no possible means of an effec-
tive check to determine the accuracy of the weights
employed, and the fact that a great number of
jewelers use a set of weights for as many as twenty
years, and in the meantime the weights will wear
off, or if they are handled and lifted with the finger,
as many do, they become heavier.
" A government official informed me at Washing-

ton that a number of sets of weights used in various
establishments were tried, and to the astonishment
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of everyone concerned a wide variation was found
in the weights, due to their long use and to the
weights of different nationalities.
"If we had a definite metric standard, a special

metric set could be kept for testing and to check
up once a month or every three months."
Among those who spoke in favor of adopting the

metric carat was Ludwig Nissen, of Ludwig Nissen
& Co. In the course of his remarks Mr. Nissen
introduced the following resolution, which, after
some debate, was unanimously passed.

"WHEREAS, the variation of the standard of the
carat weight in different countries; the difficulty
experienced in calculating prices of precious stones
and pearls in sixty-fourths and sixteenths, and
the necessity for keeping stock records in fractions,
has induced the more advanced nations to adopt
a uniform 'metric' carat weighing two hundred
milligrams or one-fifth of a gram and
"WHEREAS, an exhaustive canvass of the jewelry

trade in the United States has developed the fact
that a large percentage of American jewelers are
ready and eager to adopt the new metric carat,
"Be it resolved: that we request the jewelry

trade of the United States to adopt and use the
new metric carat of 200 milligrams on and after
July 1, 1913.
"Be it further resolved: that the committee of

twenty-three which called this conference be con-
tinued as a permanent committee for the purpose
of inducing our various trade organizations to join
in the approval of the metric carat, and do such
other things as may be necessary to insure its uni-
form adoption and,
" Be it further resolved: that the committee be em-

powered to add to its number, to elect a permanent
chairman, vice chairman, secretary and treas-
urer and to raise money by subscription or other-
wise, to defray its expenses."

A motion was offered by Charles Power, of
Power & Allen, and unanimously adopted by the
meeting, that a cablegram be sent to the Syndi-
cate Chamber of Diamonds and Pearls of Paris
announcing the adoption of the metric system.
Upon the motion of Mr. Nissen it was unan-

imously agreed that Mr. Rothschild be made per-
manent chairman of the committee of twenty-five
and be given power to appoint a committee of
fifty to see to the final adoption of the metric carat
in the United States.

Platinum Stamping

New York, October 29.—The basis for a suita-
ble and practical stamping of platinum is a ques-
tion which has received a great deal of serious
consideration from manufacturers engaged in that
line. The possibility of imitation and manufac-
turing from a substitution of alloys has been so
widespread that there has been a demand not only
from manufacturers, but also from consumers of
some stability of articles purporting to be manu-
factured from platinum, on a basis similar to the
stamping of silver and gold jewelry.

Taking the initiative in this case, the National
Jewelers Board of Trade referred the question of
a proper stamping of platinum to the Good and
Welfare committee, which was detailed to a sub-
committee which has given the subject a great
deal of study during the past two years.
At a recent meeting held by the sub-committee

upon platinum, after full discussion, the following
resolutions were adopted:

Resolved that it is the sense of the committee on
platinum that nothing shall be considered as com-
mercial platinum for use in the manufacture of
jewelry that does not contain at least 950-1000
parts of platinum or metals of the platinum group,
namely:—platinum, osmium, iridium, rhodium,
ruthenium, palladium."

"Resolved, that it is the sense of the committee
on platinum, that in the manufacture of jewelry,
platinum shall not have as alloys other metals of
the platinum group combined to a greater degree
than 35% and of no one metal of the group outside
of pure platinum to a greater degree than 30%."

The following sub-committee was appointed to
further consider the subject and draft a bill to cover
this subject and to report at another meeting.
The committee consists of T. Edgar Willson,
Albert M. Cohn and Henry Blank.
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A crackerjack of a
Xmas trade-getter

qiq (8e•D
IF I were a retail je‘veler, I'dbe dog-goned if I'd let the

department store cut in on
my trade.

I'd make it a point to get all
that was coming to me, and if I
sold fountain pens, if I sold safe-
ty razors, and if I sold Big Ben,
I'd make people come and get
them in my store instead of let-
ting them buy just-as-goods of the
department or of the hardware
store.

To begin with, I wouldn't confine
my window display to jewelry only.
95% of the goods bought for Christmas
presents are articles of practical use.
5% only are akin to jewelry lines.

So I'd use my staple goods to teach
the crowd the way to my store, and
I'd have a window of practical gifts
and I'd put in there fountain pens,
safety razors and Big Ben, with a neat-
ly lettered card "Some practical gifts
for business men."

I'd use these articles to get "circu-
lation," to get into my store a whole lot
of people, and I'd let no one get out

with a fountain pen, a safety razor or
Big Ben without showing them a piece
of jewelry and quoting a price that
would stick in their heads.
And I'd let no one walk out of the

store with a jewelry piece without tell-
ing them twice that when it comes to
practical gifts, I've got one at least
that beats anything else, one that is
a wish for every morning of the year,
one that has prestige, quality and
looks, one that is jolly, lasting, and up-
to-date—and I'd point out Big Ben.

I'd bring out a Big Ben carton and
I'd show them how attractive a
Christmas package Big Ben really
makes. Then I'd hold out the little
Christmas card which I would have
received from Big Ben's makers, a
card-sized vellum with a berry cluster
and the heartfelt wish "Merry Christ-
mas, here is Big Ben—may he wish you
many of them."

And I'd have the lady sign her name on
the card, and offer to take care or the send-
ing for her.

And the chances are that the lady would go
and tell some of her friends, that the friends
would come in and have Big Ben sent to
some more friends of theirs—and I'd see to it
that when they're in the store they leave an
order for quite a few things more.

Adv. Mgr. Westclox
(Western Clock Company.)
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Army of Jewelry Workers to be Educated on Tariff
New England Jewelry Manufacturers Plan Publicity Campaign Among Their

Employes—Argue That Present Tariff Is Necessary to the Continued Maintain-
ance of the Industry

Providence, R. I., October 21.—Plans for con-
certed action among the jewelry manufacturers of
Providence and vicinity for the education of their
fellow employers and their employes in the
importance of the retention of the protective
tariff were formulated at a meeting of jewelers
and allied trades at Masonic Temple on Friday,
October 18, to consider the attitude of the industry
toward the protective tariff.
In the call for the meeting, which was attended

by about forty of the leading manufacturers of
the vicinity, it was stated "In view of the increas-
ing amount of jewelry importations, the subject
is one demanding your attention involving the
preservation of your business."
Henry F. Lippitt, United States senator from

Rhode Island, gave an exposition of the tariff's
effect upon home industries and prominent repre-
sentatives of the trade spoke briefly.
The jewelers responsible for the meeting were

Everett L. Spencer, George H. Holmes, Henry G.
Thresher, Theodore W. Foster, John M. Buffinton,
Frank T. Pearce, Fred A. Ballou, Alfred K.
Potter, Harry M. Mays, Henry Wolcott, Edgar
R. Barker, Edward B. Hough and Ralph S.
Hamilton.
Mr. Spencer called the meeting to order, and

after the purpose of the meeting had been stated,
George H. Holmes was chosen as presiding officer.
Elaborating upon the text as given in the call for
the gathering, Mr. Holmes emphasized the fact
that there was no division of opinion among the
manufacturing jewelers as to their attitude in
relation to the protective tariff. To communicate
this feeling from employers to employes, he said,
was the plan which the movers in the meeting
desired.

Wage Conditions in Europe

The jewelry workmen, he pointed out, know
little or nothing of the wage conditions in the
Gablonz or the Reichenberg districts of Bohemia
which are the sharpest competitors in the American
market. To bring to the minds of the local workers
their position, in comparison with the help hired
by foreign competitors, would be an instructive
work which should bear results.
The thousands of jewelry workers in the neigh-

borhood of which Providence is the center, it was
demonstrated, should be vitally interested in any
legislation which might affect the trade and, it was
declared, a campaign of publicity is necessitated
by the exigencies of the present political situation.

Everett L. Spencer was chosen as the secretary
of the meeting which was "in behalf of the in-
dustry," although it was evident that the senti-
ments expressed were in line with the desires of
the tariff committee of the New England Manu-
facturing Jewelers & Silversmiths' Association.
In introducing Senator Lippitt, Mr. Holmes

felicitously spoke of the fact that, while other
states have been prone to send to Congress
members of the legal fraternity, New England has
generally selected men who would represent their
industries and that Rhode Island had always done
so, with a few exceptions which had worked against
the industrial interests of the state. He introduced
Senator Lippitt as a captain of industry, a thorough
student of the tariff, a man who had made a suc-
cess in his own line and who held the interests of
the state's industries to be his first duty.

Senator Lippitt spoke on "What the Tariff
Means to the Industries," and, after stating that
the minds of the employers were doubtless fixed
relative to the tariff question, said that the
important thing was how to make their attitude
effective in bringing the situation cogently and
comprehensively to the attention of their employes.

It was too frequently the case, he asserted, that
while the employers understood the situation, their

employes did not think of the fact that the adminis-
tration of the country's affairs depended largely
upon their votes, and, thus, their relative condition
of prosperity. The situation, he declared, should
be brought home to the working men of the trade.

All the manufacturers knew, he showed, that if
the Underwood Bill should pass, reducing the duty
of jewelry to not to exceed 25 per cent, it would be
a great blow to the industry in America, but, he
asked, "do the employes know it?"
"We must seek publicity and we must educate

the working peoph: to a realization of what the
situation really means to them."

Senator Lippitt advocated several lines in this
publicity campaign. The workmen should, he
emphasized, attend public meetings where such
matters are discussed intelligently by persons who
know the conditions affecting the trade. They
should give information of the meaning of the
crisis to all seeking for facts.
The trade should, he urged, appoint committees

to have in charge the dissemination of information
and should give financial aid such as should prove
necessary to spread the propaganda. Last and
most important, he urged, every man should vote
as he was shown his best interests required and
should get his friends to do likewise.
He cited the fact that foreigners are coming into

Rhode Island in large numbers, the majority of
whom do not understand the conditions which
obtain in America and to whom the tariff question
is a subject wrapped in mystery. Rhode Island,
he showed, has, with one exception, the largest per-
centage of residents from Europe and, he asserted,
they must be educated as to their actual needs.
Harry M. Mays, of the Metal Products Com-

pany, said that he believed that the skilled labor
read and understood the conditions fairly well, but
the unskilled labor does not appreciate what the
tariff means to them.

A Campaign of Education
He thought that a committee should be ap-

pointed to draw up arguments to be put into the
pay envelopes and that placards of the salient
facts should be posted in the various factories so
that the workmen would know them.
E. A. Potter, of E. A. Potter Company, agreed

with Mr. Mays, but he further suggested that the
placards recommended by Mr. Mays should be
put up in the jewelry shops by a man employed by
the publicity committee.
Such a man, he continued, would go to all the

shops and make sure of the posting of the cards,
while, should the matter be left to the individual
manufacturers themselves, procrastination might
defeat the aims of the campaign.

Charles Paye, of North Attleboro, taxed the
manufacturers with the possibility that they did
not themselves know all about the tariff. "What
the manufacturers don't know about the tariff,"
he continued, would fill a book. They had better
educate themselves.
"We get credit for having 85 per cent duty.

That sounds good, but we are really fighting to
keep 40 per cent. The manufacturers don't
realize what a serious question it is that confronts
the industry. I am satisfied that 90 per cent—
that sounds big—but I believe that 90 per cent of
the manufacturers don't know what the provisions
of the tariff are.

Increased Importations
"Importations are increasing continually and,

at present, the amount of jewelry imported from
Europe is greater than the combined product of
North Attleboro, Mansfield, Plainville and Attle-
boro.
"Very few appreciate what that means. Fifteen

years ago one or two manufacturers of the country
would go to Europe to get findings. Now the
German jewelry makers are invading America,
establishing offices here and employing salesmen
to sell their products direct to the trade.

2269

"Now, it is information of this kind with a
comparison of schedules of wages in Europe and
here that we must get before our workmen and
then there will be no question as to where they will
stand. The pocketbook is a sore place to touch a
workman, but when it is touched, the men will
do their own thinking."
Henry G. Thresher, of the Waite-Thresher Com-

pany, who has been the head and front of the tariff
movement among jewelers and has been in the
forefront of the aggressive tariff workers of the
trade and one of the best posted men in the
country, was the final speaker of the conference.
There was no need, no time for talk now, he

asserted, it was time for action and the meeting
should lead to action. He believed that' many
manufacturers needed the tariff education as
much as the foreigners.
When the present tariff was adopted, he recalled,

the trade was in the doldrums. Many shops were
closed and others were doing but very little business
while among the manufacturers of mesh-bags and
chains in this city and the Attleboros, there was
nothing at all in progress. This was previous to
the adoption of the tariff bill on August 5, 1909.
Mr. Thresher compared those times of stress in

the jewelry business with today. He said that
there was one concern which has in three months,
owing to the protection of the present tariff, been
obliged to refuse $200,000 of orders, because they
have so many orders that they cannot handle any
more.
"What more do we want as a practical illustra-

tion of what protection does," asked Mr. Thresher.
"We ought to stand by the party which has made
such conditions possible and we should show our
gratitude to that party.
"All the silverware and novelties coming into

the country today come under the metal schedule
at 45 per cent. If the Underwood Bill had become
a law, all this would have come in under 25 per
cent duty.
"That the Underwood bill dict not become a

law, we owe no thanks to the Democratic House nor
to the normally Republic Senate, but thanks
to that sane and safe president, William Howard
Taft, for refusing to sign the bill."
"If we cannot be grateful," said Mr. Thresher,

"be selfish and work for the protection of our in-
dustry for our own personal advantage."
Frank T. Pearce declared: "There is no manu-

facturing jeweler but knows that the reduction of
the tariff means destruction of the trade and that
the 25 per cent rate will either close factories or
else reduce wages."

A Striking Comparison
Everett L. Spencer, speaking of the wage situa-

tion in Europe, said he would, in comparison, cite
his own concern, employing seventy-five people,
which had paid in excess of $16,000 or $21.33
a week a man. He then referred to the $7.50 to
$10 paid in Gablonz and similar centers abroad
for skilled labor. His own figures included the
average of both skilled and unskilled labor, he
stated.

Harry M. Mays then presented the following
resolution, which was adopted:
"WHEREAS, Prosperity for employe and em-

ployer in our industry depends largely on a con-
tinuance of such protective legislation as will
enable our workmen to secure and maintain their
present high wages, and
"WHEREAS, In consequence of the low wages of

labor in competing countries in Europe, it is im-
possible to secure business for our industry without
a tariff that will recognize the vast difference in
wages paid for similar labor in this country, Ger-
many and Austria, be it therefore
"Resolved, That a change in administration

under the announced policies would interfere with
the continuance of such a tariff and result in
depression and adversity to all concerned in our
industry."
Edward B. Hough of Wightman & Hough

presented the following which was adopted:
"That a committee of five be appointed by the

chairman to co-operate with the Tariff Publicity
League in publishing from time to time at its
discretion such statements in behalf of the in-
dustry regarding the influence of tariff legislation
on our industry as they may deem proper."
Chairman Holmes announced that he would

appoint such a committee at his earliest conven-
ience, and the conference was adjourned.
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A crackerjack of a
Xmas trade-getter

61c' (8e1,
IF I were a retail jeweler, I'dbe dog-goned if I'd let the

department store cut in on
my trade.

I'd make it a point to get all
that was coming to me, and if I
sold fountain pens, if I sold safe-
ty razors, and if I sold Big Ben,
I'd make people come and get
them in my store instead of let-
ting them buy just-as-goods of the
department or of the hardware
store.

To begin with, I wouldn't confine
my window display to jewelry only.
95% of the goods bought for Christmas
presents are articles of practical use.
5%, only are akin to jewelry lines.

So I'd use my staple goods to teach
the crowd the way to my store, and
I'd have a window of practical gifts
and I'd put in there fountain pens,
safety razors and Big Ben, with a neat-
ly lettered card "Some practical gifts
for business men."

I'd use these articles to get "circu-
lation," to get into my store a whole lot
of people, and I'd let no one get out

with a fountain pen, a safety razor or
Big Ben without showing them a piece
of jewelry and quoting a price that
would stick in their heads.

And I'd let no one walk out of the
store with a jewelry piece without tell-
ing them twice that when it comes to
practical gifts, I've got one at least
that beats anything else, one that is
a wish for every morning of the year,
one that has prestige, quality and
looks, one that is jolly, lasting, and up-
to-date—and I'd point out Big Ben.

I'd bring out a Big Ben carton and
I'd show them how attractive a
Christmas package Big Ben really
makes. Then I'd hold out the little
Christmas card which I would have
received from Big Ben's makers, a
card-sized vellum with a berry cluster
and the heartfelt wish "Merry Christ-
mas, here is Big Ben—may he wish you
many of them."

And I'd have the lady sign her name on
the card, and offer to take care or the send-
ing for her.

And the chances are that the lady would go
and tell some of her friends, that the friends
would come in and have Big Ben sent to
some more friends of theirs—and I'd see to it
that when they're in the store they leave an
order for quite a few things more.

Adv. Mgr. Westclox
(Western Clock Company.)
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Army of Jewelry Workers to be Educated on Tariff

New England Jewelry Manufacturers Plan Publicity Campaign Among Their
Employes—Argue That Present Tariff Is Necessary to the Continued Maintain-
ance of the Industry

Providence, R. I., October 21.—Plans for con-
certed action among the jewelry manufacturers of
Providence and vicinity for the education of their
fellow employers and their employes in the
importance of the retention of the protective
tariff were formulated at a meeting of jewelers
and allied trades at Masonic Temple on Friday,
October 18, to consider the attitude of the industry
toward the protective tariff.
In the call for the meeting, which was attended

by about forty of the leading manufacturers of
the vicinity, it was stated "In view of the increas-
ing amount of jewelry importations, the subject
is one demanding your attention involving the
preservation of your business."
Henry F. Lippitt, United States senator from

Rhode Island, gave an exposition of the tariff's
effect upon home industries and prominent repre-
sentatives of the trade spoke briefly.
The jewelers responsible for the meeting were

Everett L. Spencer, George H. Holmes, Henry G.
Thresher, Theodore W. Foster, John M. Buffinton,
Frank T. Pearce, Fred A. Ballou, Alfred K.
Potter, Harry M. Mays, Henry Wolcott, Edgar
R. Barker, Edward B. Hough and Ralph S.
Hamilton.
Mr. Spencer called the meeting to order, and

after the purpose of the meeting had been stated,
George H. Holmes was chosen as presiding officer.
Elaborating upon the text as given in the call for
the gathering, Mr. Holmes emphasized the fact
that there was no division of opinion among the
manufacturing jewelers as to their attitude in
relation to the protective tariff. To communicate
this feeling from employers to employes, he said,
was the plan which the movers in the meeting
desired.

Wage Conditions in Europe

The jewelry workmen, he pointed out, know
little or nothing of the wage conditions in the
Gablonz or the Reichenberg districts of Bohemia
which are the sharpest competitors in the American
market. To bring to the minds of the local workers
their position, in comparison with the help hired
by foreign competitors, would be an instructive
work which should bear results.
The thousands of jewelry workers in the neigh-

borhood of which Providence is the center, it was
demonstrated, should be vitally interested in any
legislation which might affect the trade and, it was
declared, a campaign of publicity is necessitated
by the exigencies of the present political situation.

Everett L. Spencer was chosen as the secretary
of the meeting which was "in behalf of the in-
dustry," although it was evident that the senti-
ments expressed were in line with the desires of
the tariff committee of the New England Manu-
facturing Jewelers & Silversmiths' Association.
In introducing Senator Lippitt, Mr. Holmes

felicitously spoke of the fact that, while other
states have been prone to send to Congress
members of the legal fraternity, New England has
generally selected men who would represent their
industries and that Rhode Island had always done
so, with a few exceptions which had worked against
the industrial interests of the state. He introduced
Senator Lippitt as a captain of industry, a thorough
student of the tariff, a man who had made a suc-
cess in his own line and who held the interests of
the state's industries to be his first duty.

Senator Lippitt spoke on "What the Tariff
Means to the Industries," and, after stating that
the minds of the employers were doubtless fixed
relative to the tariff question, said that the
important thing was how to make their attitude
effective in bringing the situation cogently and
comprehensively to the attention of their employes.

It was too frequently the case, he asserted, that
while the employers understood the situation, their

employes did not think of the fact that the adminis-
tration of the country's affairs depended largely
upon their votes, and, thus, their relative condition
of prosperity. The situation, he declared, should
be brought home to the working men of the trade.

All the manufacturers knew, he showed, that if
the Underwood Bill should pass, reducing the duty
of jewelry to not to exceed 25 per cent, it would be
a great blow to the industry in America, but, he
asked, "do the employes know it?"
"We must seek publicity and we must educate

the working peopl.: to a realization of what the
situation really means to them."

Senator Lippitt advocated several lines in this
publicity campaign. The workmen should, he
emphasized, attend public meetings where such
matters are discussed intelligently by persons who
know the conditions affecting the trade. They
should give information of the meaning of the
crisis to all seeking for facts.
The trade should, he urged, appoint committees

to have in charge the dissemination of information
and should give financial aid such as should prove
necessary to spread the propaganda. Last and
most important, he urged, every man should vote
as he was shown his best interests required and
should get his friends to do likewise.
He cited the fact that foreigners are coming into

Rhode Island in large numbers, the majority of
whom do not understand the conditions which
obtain in America and to whom the tariff question
is a subject wrapped in mystery. Rhode Island,
he showed, has, with one exception, the largest per-
centage of residents from Europe and, he asserted,
they must be educated as to their actual needs.
Harry M. Mays, of the Metal Products Com-

pany, said that he believed that the skilled labor
read and understood the conditions fairly well, but
the unskilled labor does not appreciate what the
tariff means to them.

A Campaign of Education

He thought that a committee should be ap-
pointed to draw up arguments to be put into the
pay envelopes and that placards of the salient
facts should be posted in the various factories so
that the workmen would know them.
E. A. Potter, of E. A. Potter Company, agreed

with Mr. Mays, but he further suggested that the
placards recommended by Mr. Mays should be
put up in the jewelry shops by a man employed by
the publicity committee.
Such a man, he continued, would go to all the

shops and make sure of the posting of the cards,
while, should the matter be left to the individual
manufacturers themselves, procrastination might
defeat the aims of the campaign.

Charles Paye, of North Attleboro, taxed the
manufacturers with the possibility that they did
not themselves know all about the tariff. "What
the manufacturers don't know about the tariff,"
he continued, would fill a book. They had better
educate themselves.
"We get credit for having 85 per cent duty.

That sounds good, but we are really fighting to
keep 40 per cent. The manufacturers don't
realize what a serious question it is that confronts
the industry. I am satisfied that 90 per cent—
that sounds big—but I believe that 90 per cent of
the manufacturers don't know what the provisions
of the tariff are.

Increased Importations

"Importations are increasing continually and,
at present, the amount of jewelry imported from
Europe is greater than the combined product of
North Attleboro, Mansfield, Plainville and Attle-
boro.
"Very few appreciate what that means. Fifteen

years ago one or two manufacturers of the country
would go to Europe to get findings. Now the
German jewelry makers are invading America,
establishing offices here and employing salesmen
to sell their products direct to the trade.

"Now, it is information of this kind with a
comparison of schedules of wages in Europe and
here that we must get before our workmen and
then there will be no question as to where they will
stand. The pocketbook is a sore place to touch a
workman, but when it is touched, the men will
do their own thinking."
Henry G. Thresher, of the Waite-Thresher Com-

pany, who has been the head and front of the tariff
movement among jewelers and has been in the
forefront of the aggressive tariff workers of the
trade and one of the best posted men in the
country, was the final speaker of the conference.
There was no need, no time for talk now, he

asserted, it was time for action and the meeting
should lead to action. He believed that many
manufacturers needed the tariff education as
much as the foreigners.
When the present tariff was adopted, he recalled,

the trade was in the doldrums. Many shops were
closed and others were doing but very little business
while among the manufacturers of mesh-bags and
chains in this city and the Attleboros, there was
nothing at all in progress. This was previous to
the adoption of the tariff bill on August 5, 1909.
Mr. Thresher compared those times of stress in

the jewelry business with today. He said that
there was one concern which has in three months,
owing to the protection of the present tariff, been
obliged to refuse $200,000 of orders, because they
have so many orders that they cannot handle any
more.
"What more do we want as a practical illustra-

tion of what protection does," asked Mr. Thresher.
"We ought to stand by the party which has made
such conditions possible and we should show our
gratitude to that party.
"All the silverware and novelties coming into

the country today come under the metal schedule
at 45 per cent. If the Underwood Bill had become
a law, all this would have come in under 25 per
cent duty.
"That the Underwood bill di& not become a

law, we owe no thanks to the Democratic House nor
to the normally Republic Senate, but thanks
to that sane and safe president, William Howard
Taft, for refusing to sign the bill."
"If we cannot be grateful," said Mr. Thresher,

"be selfish and work for the protection of our in-
dustry for our own personal advantage."
Frank T. Pearce declared: "There is no manu-

facturing jeweler but knows that the reduction of
the tariff means destruction of the trade and that
the 25 per cent rate will either close factories or
else reduce wages."

A Striking Comparison

Everett L. Spencer, speaking of the wage situa-
tion in Europe, said he would, in comparison, cite
his own concern, employing seventy-five people,
which had paid in excess of $16,000 or $21.33
a week a man. He then referred to the $7.50 to
$10 paid in Gablonz and similar centers abroad
for skilled labor. His own figures included the
average of both skilled and unskilled labor, he
stated.

Harry M. Mays then presented the following
resolution, which was adopted:
"WHEREAS, Prosperity for employe and em-

ployer in our industry depends largely on a con-
tinuance of such protective legislation as will
enable our workmen to secure and maintain their
present high wages, and
"WHEREAS, In consequence of the low wages of

labor in competing countries in Europe, it is im-
possible to secure business for our industry without
a tariff that will recognize the vast difference in
wages paid for similar labor in this country, Ger-
many and Austria, be it therefore
"Resolved, That a change in administration

under the announced policies would interfere with
the continuance of such a tariff and result in
depression and adversity to all concerned in our
industry."
Edward B. Hough of Wightman & Hough

presented the following which was adopted:
"That a committee of five be appointed by the

chairman to co-operate with the Tariff Publicity
League in publishing from time to time at its
discretion such statements in behalf of the in-
dustry regarding the influence of tariff legislation
on our industry as they may deem proper."
Chairman Holmes announced that he would

appoint such a committee at his earliest conven-
ience, and the conference was adjourned.
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DENSITY
of metal, surface hardness, perfect

shape and plump assay are things

you can always depend upon finding

 in our 

SEAMLESS GOLD RINGS
All weights and shapes 10 K, 14 K, 18 K, 22 K.

Hayden W. Wheeler & Co., Inc.
Manufacturing Jewelers

2 Maiden Lane New York

THE call of the Moose
is heard throughout

the land and hundreds
are heeding it and join-
ing the Loyal Order.
Suitable emblems are a
necessary part of the
jeweler's stock.
The Fraternal Orders

are all quite active now.
We specialize not only in
Moose, but Masonic, Elk,

Eagle, Knights of Columbus, and all
lodge emblems.

Send to us for selection package of our new and
exclusive designs. "Sellers" every one of them.

HENRY FREUND BRO.,
71 Nassau Street, NEW YORK

Our Trade Mark The Rose" stands for quality and JEWELRY, WATCHES,
excellence, and is equal to a Government stamp. DIAMONDS

It Sellers of Sellers

RP)
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NEW YORK LETTER

NEW YORK OFFICE OF THE KEYSTONE,

Room 1102 JEWELERS' BUILDING, 9-11-13 MAIDEN LANE,

NEW YORK, October 2 7 .

Good business not only keeps up in New York
jewelry circles, but business is getting better every
day. A small jeweler from a small town up state
expressed pretty well the optimism of the trade in
the office of one of the large Maiden lane whole-
sale concerns the other day. "Nothing is going
to distract customers from my store this Fall,"
he said, "Teddy can't do it, nor Taft, nor Wilson,
nor the whole bunch of them together. I am going
to do the greatest business this season I ever did.
He simply expressed a feeling that is rampant in

the trade. It is no longer a question of bolstering
up the courage of jewelers. Manufacturer, whole-
saler and retailer have the business actually in
hand. The pity of it is that the two former in
many cases are obliged to turn down business
through inability to fill orders.
This condition holds true particularly of the

plated jewelry lines, many manufacturers of which
are refusing absolutely any new business. Silver-
ware is doing well in spite of the recent advance
made in the price of many articles.
The diamond business continues good. Re-

tailers are buying loose stones for mounting in
larger quantities than ever before according to
local wholesalers. There is an unprecedented de-
mand for perfect stones in carat sizes and local
dealers are experiencing considerable difficulty in
obtaining enough of these diamonds in the Euro-
pean markets to fill their orders.
Henry Untermeyer, of Untermeyer, Robbins &

Co., returned recently to his duties after an absence
of nine months. The hundreds of friends, whom
Mr. Untermeyer has in the trade, will be delighted
to learn that he is now fully recovered from the
severe attack of spinal meningitis which he ex-
perienced early in January. Prominent medical
authorities state that Mr. Untermeyer is the only
living example of one who had this terrible disease
and recovered fully from its effects.
B. L. Strasburger and Charles F. Huber were

elected to membership in the Jewelers' 24-Karat
Club at the last regular meeting of that organiza-
tion at its rooms, 15 Maiden lane, on October 17.
In the absence of the president, J. Warren Alford,
vice-president John W. Sherwood presided. Harry
Larter, chairman of the dinner committee, made
a report in which he stated that plans were nearly
completed for the annual banquet which will be
held at the Hotel Waldorf on January 17 next.
The number of guests will be limited to 600. The
arrangements for souvenirs, speeches and other
features are intended to be quite different from
those of any former banquet.
The Jewelers' Taft and Sherman Club has been

holding noon-day rallies in the interests of its
candidates at its headquarters, 31 Maiden lane,
every Tuesday, Thursday and Saturday between
hours of 12 and 1 o'clock. Many well-known
speakers have already addressed the organization
and its expected that before the close of the
campaign that the club will have the pleasure of
listening to Hon. Job Hedges, candidate for
Governor of New York, Hon. James S. Wadsworth,
Jr., candidate for Lieutenant-Governor, and a num-
ber of men of national reputation.
Frank Bartholomew, of Ellicotville, New York,

was in New York City recently on a buying trip
and made his headquarters with Cross & Beguelin.
Among those recently admitted to membership

in the National Jewelers' Board of Trade were:
Irving Baum, New York City; A. Bitterman &
Sons, Evansville, Ind.; W. & S. Blackinton Com-
pany, North Attleboro, Mass.• 

' 
Columbia Optical

Company, Kansas City, Mo.; Empire State Ring
Company, Buffalo, N. Y.; Fried, Mills & Com-
pany, Newark, N. J.; The Hayes Brothers Com-
pany, Newark, N. J.; Herman & Loeb, Cincin-
nati, Ohio; Meyer, Joseph & Co., Chicago, Ill.;
Leonhardt Manufacturing Company, Newark,
N. J.; R. B. MacDonald & Co., Attleboro, Mass.;
Miller Jewelry Company, Cincinnati, Ohio;
The W. W. Oliver Manufacturing Company,
Buffalo, N. Y.; Omaha Optical Company, Omaha,

Nebr.; Osier Manufacturing Company, Provi-
dence, R. I.; Ostby & Barton Company, Provi-
dence, R. I.; Pawtucket Mesh Bag Company,
Pawtucket, R. I.; Schopp Manufacturing Com-
pany, Buffalo, N. Y.; Star Watch Case Company,
Ludington, Mich.; Sterling Deposit Manufacturing
Company, Chicago, Ill.; Swigart Watch & Optical
Company, Toledo, Ohio; Davit, Ullman & Co.,
New York, N. Y.; Morris Sapo, New York City,
and T. I. Smith Company, North Attleboro,
Mass.
This makes a total membership in the board at

the present time of 918.
Tiffany & Co. declared, on October 22, their

intention to contest the suit of Mrs. Emma F.
Sully, wife of Daniel Sully, the deposed "Cotton
King," to recover $110,000 w prth of jewelry when
they filed in the Supreme Court a notice that on
the first Monday in November they will move to
have the suit called for trial and to dismiss Mrs.
Sully's complaint. Mrs. Sully charged that the
jewels belonged to her. The jewelers retorted
by declaring that Mrs Sully's accredited agent,
Richard B. Comstock, hypothecated the gems
with them on November 29, 1904, with Mrs.
Sully's knowledge and acquiescence. The gems
involved include a marquise diamond ring, a dia-
mond crescent, a diamond bowknot, diamond
necklace and pendants of pearls, emeralds and
diamonds.
Among the well-known jewelers who recently

sailed for Europe were: A. J. Grinberg. of A. .J.
Grinberg & Son; H. R. Benedict, of Benedict &
Warner, 15 Maiden lane, and C. T. Lamont, of
John Lamond & Son.
F. D. Waterman, president of the L. E. Water-

man Company, 173 Broadway, returned from
Europe recently on the Oceanic.
As the outcome of information relating to the

smuggling of diamonds across the Canadian border
at Rouss's Point, Herman Sagman, connected
with the jewelry firm of Friedlander & Bartnow-
ski, was recently arraigned before United States
Commissioner Shields. The prisoner waived ex-
amination and was put under $2,500 bail to await
the action of the federal grand jury.

Assistant United States District Attorney Carl
E. Whitney stated that smuggling diamonds worth
$2,600, which Sagman aided in the transportation
to this city have been seized. Sagman furnished
a bond and was relased.
Among the passengers who arrived on October

22 from Europe, on the Kaiserin Auguste Victoria
was Mrs. Herman B. Duryea, wife of Herman B.
Duryea, the turfman, who accompanied her.
When their baggage was examined there was some
difficulty with the customs officials as to the value
of a pearl and diamond necklace and a diamond
bracelet Mrs. Duryea was wearing. After a con-
sultation between the appraiser and the Acting
Deputy Surveyor in charge on the pier it was
decided to hold the jewels until the following
morning when they were to be appraised and the
matter submitted to Collector Loeb. The value
of the two pieces of jewelry was said to be about
$30,000. They were taken for the night to the
Appraiser's Stores for safekeeping. The pearls
in the necklace were fine specimens and well
matched in color and size.
When Mrs. George Lauder, wife of the former

partner of Andrew Carnegie, arrived here recently
on the White Star Line Baltic the customs officials
asked her if duty had ever been paid on the three
pieces of jewelry, a diamond necklace, brooch,
and lavalliere, which they knew had been brought
in to the United States on two previous occasions.

Mrs. Lauder said that she had always worn the
jewels without being questioned, and handed
them over to the Acting Deputy Surveyor to be
appraised. It was stated on October 21 at the
Custom House that the jewels were officially
valued at $90,000, and that Mr. Lauder paid
$33,000 duty on them the same afternoon and
took them away with him.

Dividends paid recently according to the Na-
tional Jewelers' Board of Trade were the following:
G. H. Baker, The Dalles, Oregon, first dividend
8 per cent; Paul Cusick, Cleveland, Ohio, second

and final dividend .061 per cent; C. G. Herrick,
Independence, Iowa, second and final dividend
.0843 per cent; F. A. Hildebran Company, Phoenix,
Ariz., first dividend 5 per cent; John Kahn & Co.,
Baltimore, Md., second and final dividend .0085
per cent; C. E. Lawrence, Norwalk, Conn.

' 
second

and final dividend 15 per cent; H. Leach Jewelry
Company, Chicago, Ill., first dividend 10 per cent;
J. B. Nielsen, New Castle, Pa., 25 per cent com-
position settlement; Walter H. Pennick, Martin,
Tenn., second and final dividend 93i per cent;
H. C. Reid, Bridgeport, Conn. first dividend 5
per cent; M. W. Rubin, Portland, Ore., first
dividend 15 per cent; J. B. Dupont, Green Bay,
Wis., second and final dividend 3 per cent; H. M.
Heckart, Springfield, Mo., 45 per cent composi-
tion; Marsh, Brown, Mather Company, Pitts-
burg, Pa., second dividend 25 per cent, making 50
per cent to date; 0. E. McWaters Company,
Danville, Ky., first dividend 50 per cent; Otts
Crabb Jewelry Company, Gainsboro, Ala. first
dividend 10 per cent; J. D. Rowland, Toledo, 0.,
first and final dividend .427 per cent, and B. T.
Van de Car, Medford, Ore., second and final divi-
dend 23% per cent.
A petition in bankruptcy has been filed here

against Jack Cohen, wholesale dealer in jewelry at
125 Canal street. It was alleged that he is insol-
vent, made preferential payments, purchased
large quantities of merchandise, and removed and
concealed the same. He resides in Bayonne,
N. J., and a petition was filed against him in New
Jersey on Tuesday on which Archibald F. Slinger-
land was appointed receiver. He has been in
business ten years. Liabilities are said to be
$40,000, and assets $2,000.
Among the jewelry buyers recently seen in

New York were: M. Miller, Stone Brothers,
Chicago, Ill.; D. G. Braham, Stic, Baer & Fuller
Dry Good Company, St. Louis, Mo.; Mrs. J. C.
Nourse, Woodward & Lothrop, Washington, D. C.;
A. K. Burnham, Reid & Hughes Dry Goods Corn-
pany, Waterbury, Conn.; T. C. Blayney, Marshall,
Field & Co., Chicago, Ill.; S. E. Conrad
Sweeney Company, Buffalo, N. Y.; M. N. Fuhr-
man, A. S. & T. Hunter Utica, N. Y.; H. S. Moore-
house, Halle Brothers Company, Cleveland, Ohio;
J. D. Reagan, Daniels & Fisher Stores Company,
Denver, Col.; Mrs. L. B. Walter, Gimbel Brothers,
Philadelphia, Pa.; Miss N. McDonald, Stewart
& Co., Baltimore, Md.; Miss H. Darmstaedter,
N. Snellenberg & Co., Philadelphia, Pa.; H. L.
Barker, Lyndonville, Vt.; J. Perl, Los Angeles,
Cal.; Sidney Lee, T. H. Lee & Son, Ltd., Toronto,
Canada; H. S. Vermilyea, Griffins Corners, N.
Y., and Samuel Weinhaus, S. Weinhaus Company,
Pittsburgh, Pa.
In the show windows of the Gorham Company,

15 Maiden lane, is exhibited an exceptionally
handsome collection of wood carvings which are
attracting considerable attention. The carvings
represent the Last Supper, the Crucifixion and
several small statuettes from characters in the
Oberammergau Passion Play. The carvings are
executed by Hans Bauer, whose wife took the part
of the Virgin Mary in the last play in 1910.
About 200 members of the Watchmakers' and

Jewelers' Benevolent Association, of New York,
with their friends and relatives gathered at
Lexington Hall, 109 East 116th street, Manhattan,
on October 20 to celebrate the twenty-fifth anni-
versary of the organization. The program of the
evening included a banquet and several informal
speeches, which were followed by a grand ball.
President Lewis, at the conclusion of the banquet
was presented with a handsome charm made of
platinum and gold with a large diamond in the
center. Mr. Bolotin, second vice-president, re-
ceived a handsome emblem for the good work he
had done for the advancement of the organization.
Mr. Landis, of Tahler & Landis, Allentown, Pa.,

was seen recently in the Maiden lane district on a
buying trip in the interest of his firm.

J. H. G. Durant, of New Haven, Conn., was in
New York recently on a buying trip.
Mr. McDonald, of Clark & McDonald, Schenec-

tady, N. Y., was in town recently getting ready for
the holiday trade.
M. E. Lippitt, Coopertown, N. Y.; W. B. How-

ard, Rutland, Vt., and D. A. Kaufman, Clarion,
Pa., were in town recently. Other jewelry buyers
who visited this city recently were: G. M. Baily,
Uniontown, Pa.; Mr. and Mrs. L. H. Barth, Gen-
eva, N. Y.

' 
and Kahl, F. A. Robbins Company,

Pittsfield, Mass.
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WHEN TIME IS IMPORTANT.

Although your stock of precious stones is sufficient for

every day demands late corners may want something that

is not in stock
Our large assortment of mounted diamonds enables us

to fill orders quickly. The great care exeecised in the
purchase of our diamonds and the fact that we purchase

for cash enables us to offer diamonds of excellent quality

at reasonable prices.

Consult our catalogue or describe your

wants and you will get a prompt return.

BENJ. ALLEN & CO. Chicago
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CHICAGO LETTER

WESTERN BUREAU OF THE KEYSTONE,
Room 1201 BEYWORTH BUILDING,

CHICAGO, October 27.

Chicago and western jobbers feel assured that
they are on the eve of an excellent Fall and Holiday
business. They have felt the impetus of the gen-
eral prosperity throughout the country and
although right at the present moment they are
experiencing a let-up in orders, they nevertheless
are very sanguine of the outcome and are preparing
for a big rush. While October is, generally speak-
ing, a quite busy month, the real Holiday rush
seldom, if ever, sets iii before the middle or latter
part of November. October, however, this year
shows a big improvement over last and from no
quarters is any complaint heard. There is a

general feeling among jobbers that retailers will
delay their buying somewhat later this year owing
to the presidential election, but they do not believe

that the outcome will have very much bearing on

the final results. As election approaches more is
heard regarding its effect on business in general,
but no expressions of apprehension are heard.

Travelers are sending in excellent orders and

glowing reports. The concensus of these reports

would indicate that the retail jewelry trade

throughout the west and central west is in better

shape than it has been for many years. They also

report a healthy demand for watches of the better

grades which may well be regarded as one of the

most promising signs of the times. Manufacturers'

agents located in Chicago are anticipating a bigger

rush than usual at the wind-up. Many of the

eastern factories are already working nights to

handle orders.
The general conditions in all lines in Chicago

are excellent. Factories and mills are all working

full time and the so-called " army of unemployed"

is entirely depleted; in fact, labor is scarce at

this time. In their monthly statements of business

conditions the banks continue their very hopeful

predictions and express themselves as entirely

satisfied with the prospects.
F. N. Wood, Chicago manager of the National

Jewelers' Board of Trade, returned last week from
an extended trip to the Twin Cities and the north-
west. He attended the annual meeting of the
Wholesale Jewelers' Association of Minnesota and
was made an honorary member of that body.

The McVoy Hardware Company, 364 River
street, which has been doing a considerable business
in jewelry lines, is now involved in bankruptcy
proceedings. The bankruptcy is both voluntary
and involuntary, a number of the creditors having
asked for a petition and the firm itself making
application. The assets are given as between
$156,000 and $170,000 and the liabilities between
$162,000 and $169,000. The attorney for the
company appeared before Judge Landis of the
United States District Court and made a compro-
mise agreement to settle on a basis of 76 cents on
the dollar. Judge Landis refused to give his
approval to the compromise, stating that in his
opinion the company was able to pay 100 cents
on the dollar. Tke attorney for the company
then appeared before a judge of the United States
Circuit Court of Appeals and asked for a writ of
mandamus compelling Judge Landis to accede
to the compromise. The judge held that no writ
of mandamus lay. It is expected that the case
will be wound up without much legal proceeding.
Otto J. Goeldner, of Watertown, Wis., who has

been in business in that city for thirty-three years,
is closing out his business at auction and will retire
permanently. Tyler & Gregory are the auc-
tioneers.
S. Strauss, 366 East Forty-seventh street, will

retire from active business on account of ill health.

Morris Schumacher, who formerly conducted an
optical parlor at 7 West Madison street, has pur-
chased his stock and fixtures and will conduct the
business in the future.
G. Hansen, who was formerly with H. L. Berning

at 2712 West North avenue, has opened a new
store at 3557 Fullerton avenue. He has installed
an entire new set of fixtures and new stock and his
store presents a very creditable appearance.
A. Fashinghauer, who recently opened a new

store at 551 West Thirty-first street, has decided to
conduct an optical parlor in connection.
A. W. Gumbiner, formerly at 507 East Forty-

third street, has opened a new store at 722 West
Forty-third street, the location formerly occupied
by R. G. Bolich. His father, M. M. Gumbiner,
will conduct the store at 507 East Forty-third
street.
C. S. Sands, a well-known retail jeweler of

Kirksville, Mo., was in the city on business the
middle of the month, accompanied by Mrs. Sands.

Charles S. Purdy, western representative of the
Williams & Anderson Company, of Providence,
R. I., made a trip to the factory the middle of the
month.
Mrs. Fredricka Jensen, widow of R. J. Jensen,

of Jensen Brothers, 2351 Milwaukee avenue, who
died recently, will conduct the business without
changing the firm name.
Otto M. Schiedt, who conducted a retail

jewelry store at Lockport, Ill., has discontinued
business there and moved to Lewiston, Mont.

William Fay, who for several years has repre-
sented  the Potter-Buffington Company, in Chicago,
has resigned that position and will go east shortly
to make other connections.
Loren Russel, who was in business at Carthage,

Ill., has moved to Nauvoo, Ill.
Chicago jobbers have been notified that Albert

Scherer, who has been in business at Centralia,
Ill., has discontinued business.

Calvin Hornaday, a well-known retail jeweler, of
Keokuk, Iowa, died recently. Chicago jobbers
have been notified that the business will be dis-
continued.
Fred G. Thearle, of C. H. Knights-Thearle

Company, spent the greater part of the month in
southern California.

George Poulsen has opened a new store at 1960
Montrose Boulevard. He was formerly with C. H.
Lynge at 3939 Evanston avenue.
The many friends in the trade of J. M. Prockter,

who for many years has conducted a retail jewelry
store at 1313 West Madison street, will extend to
him their heartfelt sympathies upon the death of
his daughter, Jenny, which occurred recently
at the Michael Reese Hospital after a lengthy
illness. She was twenty-two years old and for
some time had been employed by Otto Young
& Co.
L. Major, of the firm of Milliken & Major, of

Walnut, Ill., was in the city of the latter part of
the month purchasing his Fall stock.
H. E. Humphreys, of Memphis, Tenn., was in

Chicago the early part of the month purchasing
his opening bill for a store which he will open in
that city under the name of The New York
Jewelry Company.
S. Maltz has opened up a new store at 3742

West Chicago avenue.
L. Applebaum, 7129 South Chicago avenue,

formerly located at 3536 South Halsted street, had
a sad experience with a buyer of old gold who paid
him with a worthless check. The buyer gave his
name as Joseph Kaufman, but Mr. Applebaum
after making several inquiries among jewelers,
found that he also has an alias of Burton. He is
a man of about fifty-five years of age, five feet
six inches in height, hair tinged with gray, iron
gray moustache, wears glasses and has a very red
nose. In the winter he usually travels west or
south. Several of the jewelers in Chicago have
been the victim of this Kaufman. Mr. Applebaum
now has a warrant for his arrest.
The failure of Morris Newman, a manufacturer

in the Masonic Temple, which was briefly men-

tioned in our last issue, continues to occupy a
prominent place among Chicago trade gossip.
As the details begin to unravel themselves the
creditors and the trade in general are astounded
at the manipulations of Newman which made it
possible for him to continue his business as long
as he did under the pressure of so heavy a financial
entanglement. As stated in our last issue, his
liabilities are in the neighborhood of $96,000 and
his assets about $6,000. He was recently examined
before the federal referee in bankruptcy, but in
most every instance refused to answer pertinent
questions put to him. The transfer of his business,
which occurred September 30, to his son D. E.
Newman, which was accomplished without very
many people knowing about it, will come in for
very close investigation by the National Jewelers'
Board of Trade and its attorney.
At one of the hearings Newman testified that

his financial affairs were in such shape for the past
three years that he was well aware of the fact that
he was not financially able to take care of his
obligations in a manner which would be satis-
factory to his creditors. His creditors were prac-
tically all diamond concerns. Newman has always
been known in the trade as a manufacturer of
rings and very few people knew that he handled
diamonds. To a number of these diamond con-
cerns it is alleged that he made statements of his
financial standing within a year of his failure,
giving his total assets in the neighborhood of
$40,000. A similar statement is said to have
been made to the Fort Dearborn National Bank,
which institution it is said is a creditor to the
extent of $12,000. His books show few tangible
records of his various transactions. At the present
time there is a question as to whether criminal
proceedings towards him could be sustained.
Whether or not such proceedings will be taken will
depend largely, it is said, upon the attitude taken
by the Fort Dearborn National Bank.
Benjamin Allen, of the firm of Benjamin Allen

& Co., who has been the owner of a large majority
interest in the stock of the Silversmith Building Co.,
which held the title to the Silversmith Building,
has acquired the minority interests of the other
stock holders and title to the building and lease-
hold are now held by him personally. The trans-
action was completed October 23. The Silver-
smiths' building company, a corporation organized
to hold title to the building and leasehold, has
surrendered its charter and passes out of existence.
The stock transferred belonged to Edward Hol-
brook and George H. Robinson, who, with Mr.
Allen, leased the ground and erected the building.
The Silversmiths' Building is one of the most
prominent jewelers' buildings in Chicago. It is
located at 10-16 South Wabash avenue and is a
ten-story fireproof structure. A number of promi-
nent manufacturing concerns, associated with the
jewelry business, are tenants of this building.
Chief among these are the Elgin National Watch
Company, The Gorham Company, F. A. Hardy &
Co., R. Wallace & Sons Manufacturing Company,
Alvin Manufacturing Company, Western Clock
Company, Benjamin Allen & Co. and many others.

Treasury Department Ruling
on Imitation Pearls

Washington, October 16.—Imitation pearls
strung on wire, notwithstanding the fact that the
wire may be the material of chief value, are to be
imported under paragraph 449 of the tariff act
at 20 per cent ad valorem as imitation pearls,
suitable for use in the manufacture of jewelry.
This ruling was today announced by the Treasury
Department in a letter to the collector of the
port of New York.
The ruling was based on the decision of the

Board of United States General Appraisers, G. A.
7155, wherein it was held that certain imitation
pearls attached to short lengths of base metal
wire were dutiable as imitation pearls. The
collector asked the department for instructions
when similar pearls were offered for export but
strung on wire of such nature that the wire was
the element of chief value. The department
quoted from the Lorsch case, where it was held
that certain imitations of pearls made of paste
or glass, mounted on wires which were imported
under the tariff acts of 1890 and 1994, were dutiable
as imitations of precious stones.
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CABLE ADDRESS

xlia.11.1N:FUTF,

NEW YORK

Dear Sir:-

68 NASSAU STREET
NEW YORK Oct. 9, 1912

OPEN LETTER TO THE RETAIL JEWELER—No. 2

LIEBER & WESTERN UNION

CODES USED

There are some people trying their best to belittle
the synthetic stone, horrified, in fact, at the mere mention of
it. Why, because they say it is not natural.

These people live in the 16th century.

For if they lived now, they would know that the total
sum of human progress was only made possible by great minds
scientifically helping nature.

Is a railroad the natural way of locomotion? Is
electric light the natural sun?

Could one conceive a diamond worn in its natural
state? The diamond is made beautiful only by adding to it the
work of the human mind and hands.

There is charm in jewelry mounted with "Heller"
Synthetics.

Very truly yours,
L. HELLER & SON.
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324 HOWARD BUILDING,
PROVIDENCE, R. I , October 27.

An influx of orders from all sections of the
country in a volume which is surprising to even
the most optimistic of the manufacturers of this
vicinity is the best criterion of the present pros-
perity of the jewelry trade conditions in Provi-
dence.

Orders are now being placed for delivery after
Christmas and the Holidays, a state of affairs
which is unique indeed in a presidential year. Full
time is the rule in practically every factory of
consequence in the city, while many are running
on schedules far in excess of that condition in
order to get out their orders.
The demand for mesh-bags has practically

swamped one house which has been obliged
to turn away orders, and while not quite such a
volume prevails in other lines, the daily news-
papers furnish evidence, through the multiplicity
of advertisements for skilled workmen, that the
industry is at present at a high tide and that
the demand for labor, imposed by the demand for
goods, is being made on all sides.
Mayor Henry Fletcher, of Providence, of the

Fletcher-Burrows Company, was named by the
Republicans as candidate for a fifth term as
municipal executive at the city convention held
on October 7. Under the amended city charter,
the term of office beginning next January, will be
two years instead of one as at present.

George H. Holmes is one of the Republican
party's five presidential electors for Rhode Island.

The Anawan Club of Rehoboth, of which Ed-
ward B. Hough, of Wightman & Hough, is vice-
president, has opened its Fall and Winter season
of weekly gatherings.
Mr. and Mrs. Theodore W. Foster have returned

from a motor trip through the Berkshires.
The Wilcox Building, at 48 Weybosset street,

owned by Dutee Wilcox, was the scene of a slight
fire on October 10. The flames started in the
elevator shaft from some cause not ascertained
and was quickly d'scovered. Little damage was
done by the blaze.
R. E. Pohle is now carrying on the business of

the New England Pearl Company at 235 Eddy
street.

Arthur and Walter Sundlun are named as the
personnel of the firm of the Sundlun Jewelry Corn-
pany, at 124 Charles street, this city.

e T. W. Lind Company, of this city, manu-
fac re; s of jewelers' findings, have removed their
offices from the second to the first floor of the
factory building, at Friendship and Eddy streets,
which the company purchased some time ago.
The new offices, entered from Eddy street, are
completely equipped with a main counting room
and private offices. The sales and shipping rooms
of the house, on the second floor, have been en-
larged through the addition of the space formerly
occupied by the office.

Horace M. Peck, trustee of the Wolk-Gertsacov
Jewelry Company, together with Edward C.
Stiness, attorney for the Manufacturing Jewelers'
Board of Trade, attended a hearing on the case
on October 10 at which time further examination
was made of David Miller on the subject of
assigned accounts. The hearing resulted in con-
siderable interesting testimony.

Frank Kelley recently spent three days in New
York and Newark in the interests of the Manu-
facturing Jewelers' Board of Trade. During the
last week or so, the following dividends have been
disbursed here by the board: A. B. Cohen, Scran-
ton, Pa., composition, 15 per cent; Marsh,
Brown, Mather Company, Pittsburgh, Pa., second
dividend, 25 per cent; H. Leach Jewelry Company,
Chicago, first dividend, 10 per cent; S. & J.
Hilbronner Company, Philadelphia, composition,
25 per cent.
H. J. Astle & Co., of this city, have installed a

Boland two-cylinder positive pressure blower at

the factory of W. H. Saart Company, in Attleboro
and have placed a 14-plate polishing bench at the
plant of the Attleboro Jewelry Company. Frank
P. Boland, of the Astle Company, has been in
New York during the past week making measure-
ments for special polishing systems and sand
blasts. Mr. Boland has invented recently a new
jar for solutions, which is said to be both cyanide
and acid proof. The patent on the invention is
pending.

Victor E. Black, Samuel B. Levy and John E.
Lanigan are associated in the V. E. Black Com-
pany at 113 Point street, according to the state-
ment filed at City Hall.
The Almy-Cory Company, refiners, of this city,

have engaged H. J. Deyell, formerly of a Cobalt,
Ont., ore buying company, to represent them on
the road. William F. Almy, who has been at
the works here for some time, has returned to his
Canadian plant at Orilla, Ont.
The Fray Jewelry Company, whose headquarters

have been in Detroit, has opened a factory at 9
Calendar street, this city. The whole business of
manufacturing goldstone and abalone pearl jewelry
and gold shells rings will be located here perma-
nently, according to the present plan.

Progressive Clubs organized to further the can-
didacy of Roosevelt and Johnson will soon be
wearing handsome Bull Moose buttons in gold,
manufactured as the clubs' official emblem by
Irons & Russell of this city. The run will amount
to about 100,000 buttons, it is said.
Mesh bag orders are rushing in upon N. Barstow

Company, silversmiths, of this city to such an
extent that they cannot fill any new orders until
after the first of January.
The E. A. Eddy Machinery Company, which

recently purchased the second hand machinery
of the Petow Jewelry Company, now in bank-
ruptcy, has offered the material at auction.

Arnold C. Messier, of Pawtucket, head of the
A. C. Messier Company, manufacturing jewelers,
of this city, who has been mentioned as a possible
candidate for Mayor on the Democratic ticket in
Pawtucket, has been chosen as one of the vice-
presidents of the National League of business men
for the Wilson and Marshall campaign, and is in
charge of the formation of a Rhode Island branch
of the league. The other state officers' selection
has been left to Mr. Messier, who is now actively
engaged in enrolling as many Rhode Island busi-
ness men as possible in the movement.

At the monthly meeting of the Manufacturing
Jewelers' Board of Trade, held on October 18,
the following firms applied for and were admitted
to membership: William E. Hunt & Co., gold and
silversmiths, 9 Calender street; William H. Tay-
lor, manufacturing jeweler, 102 Friendship street;
and Fessenden & Co., Inc., silverware manufac-
turers, 100 Friendship street, all of this city.

At the regular meeting of the New England
directors of the National Jewelers' Board of Trade
held at the West Side Club on October 7, many
matters of importance were acted upon and
resolutions of sympathy were adopted extending
sympathy to Director Roswell Blackinton, who
recently lost his only daughter, and of apprecia-
tion of the work of the executive management of
the Board for the protection and uplift of the jew-
elry trade.
The following members from this vicinity were

added to the roll of membership—Ostby & Barton
Company, 118 Richmond street, Providence;
Osier Manufacturing Company, 234 Chestnut
street, Providence; Pawtucket Meshbag Com-
pany, 210 Oak Hall Building, Pawtucket; R. B.
Macdonald & Co., of Attleboro and W. & S.
Blackinton Company, and T. I. Smith Company,
both of North Attleboro, Mass.
Robert F. Curran, of Arnold & Steere, and Frank

W. Collom, of Sulzberger Brothers, are sending
home orders from the Missouri Valley.

Among the scholarships given at the Rhode
Island School of Design are the following in con-
nection with the silversmithing and jewelry course:
Ostby & Barton Company, Arnold & Steere, the
Bassett Jewelry Company, Harold W. Ostby and

the New England Manufacturing Jewelers &
Silversmiths' Association.
H. J. Astle & Co., of this city is exhibiting the

Boland portable polishing system at the Holtzer-
Cabot Electric Company's exhibit at the Boston
Electrical Exhibition.

Fire visited the home of Charles Briggs, presi-
dent of J. Briggs & Sons Company, at 364 Thayer
street on October 8 and did serious damage.
The blaze started at 3 o'clock in the morning and
for a time threatened the total destruction of the
house. The loss is estimated at several thousand
dollars.

Charles A. Dunn and Frank H. Adams are the
men whose initials appear for the A. & D. Novelty
Company of 206 Weybosset street.
John M. Weinbaum is given at City Hall as

the proprietor of the Empire Jewelry store at 418
Westminster street.
The Webster Bag & Novelty Company in the

Irons & Russell Building at 95 Chestnut street is
being conducted by William J. Bens.

Orin M. Otis, president of Otis Brothers Com-
pany, of 187 Eddy street, refiners, has closed his
home at River View and has returned with Mrs.
Otis and their family to their Winter home on
Lloyd avenue.
Barton A. Ballou, of B. A. Ballou & Co., Inc.,

and Mrs. Ballou have sailed abroad to join their
son, C. Rathbone Ballou, for a foreign tour of
several months.

Robert E. Budlong Jr., of the S. K. Merrill
Company, was a recent visitor on the New York
trade.
Mr. and Mrs. George W. Parks and their

daughter, Miss Ethel W. Parks, who have been
spending the summer vacation at Watch Hill,
have returned to their home in the city for the
Winter.
R. Livingstone Beeckman, a director of the

Silverware Company, has been re-nominated for
state senator from Newport. •
Adamo R. Aiello, of Antonio Auriemma & Co.,

was the treasurer of the Italian Columbus Day
celebration on October 12. He has also been re-
nominated for his present seat in the General
Assembly of the state by the democratic party.
S. K. M. Robertson, of the S. K. Merrill Corn-

pany, has been re-elected as one of the Warwick
Republican Town Committee members.

Charles L. Kettlety, of Marden & Kettlety,
acted as one of the marshals in the Federation of
Men's Bible Classes parade which was held here
recently.

According to a statement at the City Hall,
Henry Williams and his son, Henry F. Williams,
are conducting the business of Henry Williams &
Son, at 54 Page street.

Bliss H. Martin, jewelry and silverware buyer for
Callender, McAuslan & Troup, visited New York
recently to make purchases for the Holiday trade.
E. Merle Bixby, superintendent of the silverware

department at The Shepard Company, spoke on
"The Inside of the City Council," of which he is
the oldest member in point of service, before the
Roger Williams Brotherhood of the Roger
Williams Baptist Church on October 9.

Oscar F. Hicks, formerly assistant foreman for
the old jewelry firm of Mackinney & Smith for
about ten years, died on October 6, aged fifty-eight
years. He was a native of Woonsocket, but soon
after leaving school, came to this city and learned
the jewelers' trade.
E. N. Smith, formerly head of William Smith &

Co., of Maiden lane, N. Y., is now associated with
the Gorham company's New York office.
The firm name of the Eagle Company has been

changed to Nugent & Rossi.
Mrs. A. Tingley Wall is visiting her sister, Miss

E. Donaldson Clapp at Auburn, N. Y.
William Marchant is on a three weeks' trip as

far west as Indianapolis in the interests of the
Ostby & Barton Company.
Henry Lederer & Co. are receiving orders

from G. Gertsensang who is now in his territory
in Nebraska, Colorado and neighboring states.

Antonio Cirino is acting as assistant to Mr.
Rose in the Rhode Island School of Designs
jewelry designing classes.
At the annual meeting of St. John's Command-

ery, No. 1, Knights Templar, held a fortnight ago,
Edgar C. Lakey was elected as Standard Bearer
and Horace E. Remington as one of the guards.

(Continued on page 2277)
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We devote all our ability, time and energy
making BACK-RACK, one piece, gold filled, =
WARRANTED COLLAR BUTTONS =

= in 1 6 different shapes to retail at
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2 for 25c.

Ask your Jobber to show you both Back-
Rack beautiful display cabinets free with either =
one or three gross orders.

If your jobber does not handle Back-Rack
= Buttons, write us, and we will give you the
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E. A. Sutherland has been in Chicago to study
conditions with a view to making some new de-
signs for the Ostby & Barton Company.

William H. Stone and Horace F. Carpenter
are members of the new executive committee of
the Anion Club, the leading musical society of
the city.
The co-partnership known as Darling, Graves

& Co., dealers in watches, diamonds and jewelry,
between George C. Darling and Charles H.
Graves, at 212 Union street, has been dissolved
by Mr. Graves' retirement. The business will
be continued under the firm name of Darling & Co.
Fred C. Lawton, superintendent of the Gorham

Manufacturing Company, is a member of the com-
mittee on the erection of the proposed $350,000
building of the Providence Young Men's Christian
Association, and Mayor Henry Fletcher is among
those prominently interested. Captains of the
teams which waged the campaign for the funds
included William H. Waite, Harry Cutler and
William P. Chapin.
Arthur W. Barrus, with the Gorham Manu-

facturing Company, was again chosen as secretary
of the State Council of Rhode Island, Junior
Order of United American Mechanics, at the
session which was held at Valley Falls early in the
week of the 7.

Charles E. Howes, of E. L. Logee, is sending
home favorable reports from the trade in the
western country while George Chisholm is also
on an extended trip in the same territory for the
Bugbee & Niles Company.
Mr. and Mrs. Theodore W. Foster left on

October 18 for a short trip to Chicago.
Eight years in the State Prison was the sentence

given to John Cook by Judge Elmer J. Rathbun
in the Superior Court on October 7 when he
entered a plea of nolo to the charge of breaking
and entering the store of the Weybosset Jewelry
Company on July 20.
Cook and Jake Bran were indicted by the grand

jury which reported on that day, Bran pleading
not guilty to the charge. Assistant Attorney
General Antonio A. Capotosto told the court
that the break was evidently the work of profes-
sionals. He said that the men, when they entered
the store, set off the burglar alarm installed by
the Rhode Island Electric Protective Company
and that they were at work in the cellar when they
were caught red-handed.
Mr. Capotosto asked for a sentence of some

length for Cook and asked that not less than
$5,000 bail be set in Bran's case. Judge Rathbun
gave Cook a sentence of eight years in the prison
and Bran was held in $7,000 surety which was
later raised to $15,000.

Suits aggregating over $40,000 were filed on
October 21 in the courts here against Annie and
Lazarus Petow by Robert Grieve, trustee in bank-
ruptcy of the Petow Jewelry Company, whose
affairs have recently caused several meetings of the
creditors in an endeavor to locate assets of the
firm which the creditors have been unable to find.
The suit against Lazarus Petow was filed by Mr.

Grieve in the United States District Court, with
damages laid at $7,000, based upon three prefer-
ential papers. The plaintiff alleges that the
Petow Jewelry Company, of which the respondent
was president and treasurer, paid in August last
the sum of $3,500 on notes of the company in-
dorsed by Mr. Petow, the defendant, for the pur-
pose of relieving the indorser.
The plaintiff claims also that Mr. Petow secured

bondsmen to dissolve an attachment levied upon
the Petow Jewelry Company, in February, 1912,
and that, when the corporation became insolvent,
he pledged some of the company's property to
settle the case, which was the basis of the attach-
ment, in order to relieve himself from his promise
to hold the bondsman harmless. The plaintiff
alleges also that the same thing was done in re-
gard to an attachment placed in March, 1912.
The suit aginst Mary Petow is in the State Su-

perior Court. She is the wife of Lazarus Petow.
The action is for $35,000, the sum representing
the par value of a block of the Petow Jewelry Corn-
pany's capital stock which Mrs. Petow is alleged
by the plaintiff as having bought and not paid for.

Writs issued in the two suits provide for the at-
tachment of the funds of the two defendants in ten

different Providence banking institutions. Mr.
Grieve, as trustee in bankruptcy is represented by
J. Jerome Hahn as counsel.

Jewelry houses which contributed to the Young
Men's Christian Association's campaign for
$350,000 for a new home, ending on October 19,
included the Gorham Manufacturing Company,
$2,500; J. Samuels & Brother, $2,000; The B. H.
Gladding Dry Goods Company, $1,000; Wight-
man & Hough, $1,000; Everett L. Spencer, of the
E. L. Spencer Company, $1,000; William H.
Waite, of the Waite Thresher Company, $2,000;
and Charles S. Bush, Harry Cutler, George H.
Cahoone, William P. Chapin Jr., Eustace Crees,
William H. Draper, Faris & Shehadi, R. L.
Griffith & Son Company, Charles E. Hancock,
Arthur Henius, J. F. P. Lawton, F. C. Lawton,
H. A. Kirby, T. F. Kilkenny, Linton & Co.,
T. W. Lind Company, S. Lederer, H. M. Mays,
Edward I. Mulchahey, C. Douglas Mercer,
Nussbaum & Hunold, R. S. Hamilton, William P.
Otis, George W. Parks, George C. Rueckert, John
C. L. Shabeck, J. N. Schmid & Son, Henry G.
Thresher, Fred B. Thurber, Albert S. Vennerbeck,
Wade W. Williams, Henry Fletcher, Harry R.
Wheeler, and ot hers.

Jewelry buyers who have visited Providence dur-
ing the past fortnight include L. Metzenberg, of
Sears, Roebuck & Co., Chicago; Miss Henrietta
Graf, of Berg Brothers, New York; John A.
Gapinski and Miss Dora Cohen, of the Boston
store, Chicago; Walter Bonn, of M. Bonn Com-
pany, Pittsburgh; Philip Cohen, of the Leonard
Jewelry Company, of Cleveland, Ohio; Philip
Stern; Philip Barish, of Max Barish & Brother;
Max Arnstein, H. A. Bromberg, Miss R. G.
Merebaum, of Simpson, Crawford Company;
Charles Wolfson, of Charles Wolfson & Co.,
and B. E. Hecker, all of New York; Harry
Weinrich, of J. A. Schwartz Company, and H.
Kadden, of Kadden Brothers, Philadelphia; T. E.
Bunce, of William Hengerer Company, Buffalo,
N. Y.; Felix Sattler, of Sattler, Richter & Co.,
Chicago; S. E. Sheehan, formerly with the United
States Jewelry Company, but now of Sabba &
Shattler Brothers, and N. Zigayer, of the United
States Jewelry Company, both of Montreal, Que.

ATTLEBORO
Attleboro, Mass., October 23.—Business condi-

tions in the Attleboro factories still continue to
boom, and the indications of a busy Fall are being
fulfilled. Every shop is busy and there is no end
of business. The difficulty in shipping orders is
overcome at the present time as the factories now
have their stock turning over in such a way that
goods are going out every day in large quantities.
Many of the salesmen are home from their trips,
and every one declares that business was good.
There is little doubt that the factories will be
busy from now on getting out Holiday orders.
At the opening of the year there was some concern
among the manufacturers that the presidential
election might have a serious effect on business
this Fall, but so far it has had little, if any, effect.
Business continues to be good and will be, regard-
less of the election. Jewelers say that if the present
amount of business continues the 1912 Fall season
will be one of the best they had in some time.
Arthur H. Beal, of Boston, dealer in manu-

facturers' samples and special lots, has disposed of
the business he conducted for several years in
Boston and has started in New York, taking
as his partner J. J. O'Connor who is well known to
the trade in the west and south. Mr. Beal has
been buying jewelry in Attleboro for the past
thirty years. He was formerly an Attleboro sales-
man, representing the W. & S. Blackinton Com-
pany and other well-known concerns.

William H. Saart, of the W. H. Saart Company,
is keeping his factory running on overtime sched-
ules, and at the same time he is taking keen interest
in a big poultry show in Attleboro in which he
expects to show a number of his choice fowl. Mr.
Saart has developed a big poultry farm at Lake
Mirimichi and recently won big prizes at the
Brockton fair.
G. Fred Perry, of the E. A. Potter Company,

Providence, has arrived home after an extended
trip.

All of the Attleboro salesmen and manufacturers
will gather at the Jewelers' Club election night and
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hear the returns of the presidentialelection by means
of a leased wire into the club rooms. Luncheon will
be served and there will be a general good time.
Arthur A. McRae, of McRae & Keeler, won

thirty-one golf balls this Summer and had begun
to think that his competitor, William H. Saart,
had forgotten about them, but a few days ago Mr.
Saart sent them to the McRae and Keeler factory
with his compliments. Mr. McRae holds the
record for winning balls, and deserves it because
he is some player.
Wilbur Stowe, salesman for the W. H. Wilmarth

Company, has just completed a long trip for his
concern. Mr. Stowe is one of the oldest salesmen
on the road, in point of service, and has made
many trips out of Attleboro with sample cases.
He is one of the best known salesmen visiting the
jobbing trade.

Manufacturers of Attleboro, North Attleboro
and Mansfield were entertained recently at the
Summer camp of Frank 0. Emerson at Lake
Mirrimichi. It was a congenial gathering at
which Mr. Emerson presided as host. It was a
complimentary dinner, and afterwards Mr. Emer-
son was given three rousing cheers. David E.
Makepeace of the D. E. Makepeace Company
acted as master of ceremony and expressed for the
jewelers their thanks at the spread provided.
After dinner the grounds were inspected and sev-
eral were taken around the lake in the Emerson
speed boat.
On the evening of November 16 the members of

the Jewelers' Club will entertain their wives and
lady friends at a ladies' night entertainment. The
affair will be quite elaborate and the ladies will
have an opportunity to see the new quarters of
the jewelers.
Theodore Parker, salesman for Smith & Crosby,

has returned from an extensive trip with the sample
cases of his concern and reports excellent business.
The factory has a large amount of business on hand
and the Fall season will be an unusually brisk one.
A delegation of about 25 jewelers, headed by

Edward L. Gowen of the Standard Button Com-
pany, attended all of the Boston games in the
world's baseball series.
Samuel M. Einstein, of the Attleboro Chain

Company, has returned from an extended trip
abroad. He was gone seven weeks and visited
several European countries, combining business
with pleasure.
George E. White, of the White & Rounseville

Company, is home from an extended business
trip.

Clif Emerson, salesman for the W. H. Bell Com-
pany, of North Attleboro, is playing excellent
golf in the tournament for the Gowen cup at the
Highland Country Club.
The manufacturers of the Attleboros are en-

deavoring to bring to the attention of the voters
of the two towns the importance of the tariff
in the presidential election. Considerable matter
has been printed along this line in the newspapers
and Charles T. Paye, of North Attleboro, and
Edward A. Sweeney have given several public
addresses on the subject.
Speaking before a large meeting recently Col.

S. 0. Bigney, of S. 0. Bigney & Co., gave a very
interesting talk on the high cost of living, claiming
that it could not be laid to the tariff. He drew
some interesting conclusions from his experience
in England and other foreign countries from which
he just returned. He found the prices of foods and
necessities just as high in England and France as
in America and said a dollar will buy more in
America than in either of those places.
The various classes of jewelry designing,

connected with the evening schools and the
Y. M. C. A., now have a good enrollment and the
scholars are steadily absorbing considerable knowl-
edge of the subject they have taken up. It is
expected that the schools will be even more
successful than last year.
James Crowell, an employe of the Harvey Clap

Company, has been elected as president of a new
Young Men's Club.

Miss Gertrude E. Horton, daughter of the late
Major Everet S. Horton, one of Attleboro's
pioneer jewelers, and Walter M. Kendall, of Bos-
ton, were united in marriage October 9 at the
home of Mrs. Horton on Pleasant street. The
groom is adjuster for a large insurance company
in Boston.

(Continued on page 2279)
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3. Rigid Settings
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William A. Sturdy, of Chartley, and other
jewelers of that town have interested themselves
in the investigation recently made into the sani-
tary conditions of the Sturdy School, and have
arranged for changes which will be a big improve-
ment.

Franklin Mathewson, an employe of the Watson
Company, has accepted a position with the Durgin
Company, of Concord, N. H. On leaving the
Watson factory he was presented with a handsome
box of silverware.
Hiram Mitchell, for many years an expert

jeweler in Attleboro, died suddenly at his home on
October 16, from an attack of heart failure.
Mitchell was one of the older jewelers who lived
in Providence and rode to and from Attleboro
every day.

United States Senator Henry Cabot Lodge is
to speak in Attleboro in the near future. The
jewelers are planning on giving him quite a cele-
bration as they feel indebted to him for his efforts
in securing for them the present schedule of pro-
tective tariff on their product. Senator Lodge's
activities were given two years ago when the
jewelers sent a delegation to Washington.
Edward A. Anthony, salesman for the E. A.

Anthony Company, has returned from a short
business trip.

J. L. Sweet, of the R. F. Simmons Company,
has returned from a recent business trip to New
York.
Henry Collins, a well-known jeweler, and Miss

Emma Kelsall, were united in marriage recently.
G. Herbert French, of North Attleboro, of the
firm of Riley & French, promises to eclipse all of
the Attleboro golfers by his ability at the game.
He has defeated several and is now in the final
match for the championship cup, having to play
Charles Whitmarsh.
L. C. Luther of Attleboro is one of the incor-

porators of the Dresden Sales Company, of
Providence, a concern recently started for the
manufacture of jewelry.
Norman P. Angus, of the C. H. Eden Company,

and Miss Emily L. Ware, of Plainville, were united
in marriage recently.
The help problem continues to occupy the atten-

tion of the jewelers. They find it difficult to secure
skilled employes in sufficient numbers to handle
the volume of business now on hand.

Several jewelers will enter the athletic class to be
started in the near future at the Y. M. C. A.
C. M. Robbins, a retired jeweler, is planning on

making his home in California.
George F. Taylor, salesman for the Watson

Company, is on an extended business trip.
Peter Donelly, of the A. D. Gobin Company, has

returned from a business trip in the west and
reports excellent business.
A. W. Padelford and George E. Cruff have

started the manufacture of jewelry. Mr. Padelford
has been in the employ of the F. H. Sadler Com-
pany for the past fourteen years and is an expert
jeweler.

There has been a change in the name of the
Moore, Lonnergan Company, owing to the retire-
ment of Edward Lonnergan. The concern will be
known as the Moore-Hollis-Wiggmore Company.
Roy Hollis, the salesman, and James Wiggmore,
formerly with John Anthony are the new partners
with Robert H. Moore.
Mrs. Lucretia Bacon, widow of the late Ebenezer

Bacon, one of the founders of the Bates & Bacon
Company, died recently at the age of ninety-
three years.
Henry B. Richardson, of Smith & Richardson,

had his automobile badly damaged recently when a
wheel came off and allowed the machine to drop
to the street.

Politicians are considerably interested in the
declaration of J. L. Sweet, of the R. F. Simmons
Company, a lifelong Democrat, that he is to favor
Taft in the presidential election.

Louis Thurber, salesman for J. T. Inman Com-
pany, is home from an extended business trip.
Harry Hull, salesman for Barden & Hull, re-

cently returned from a New York business trip.
A. Bushee & Company have sent F. L. Pexotto

on the road with their sample cases.
Charles D. Lyons, of Mansfield, a member of the

concern of C. D. Lyons Company, recently enter-
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tamed a number of distinguished Knights Templar
who had been attending the convention at Boston.
They were taken through the Lyons factory and
were presented with souvenirs. All were much
interested in the manufacture of jewelry. They
were given a royal entertainment during their
stay in Mansfield.
Fred Wilmarth has returned from New York.

where he spent several days on business for the
D. F. Briggs Company.
This factory is getting out an unusual volume of

business this Fall which shows the popularity of
its line.

Fred A. Bullock, western salesman for Horton
& Angel Company, has returned home after a
successful trip.

Frederick Forsell has been granted a patent on
a bracelet and has assigned it to Samuel M.
Einstein of the Attleboro Chain Company.
John H. Harmstone, designer for R. Ballou &

Co., of North Attleboro, is instructor at the school
of jewelry instruction just opened at the Y. M. C.
A. The engraving classes will be in charge of
C. H. Kirby, an engraver of several years' ex-
perience. The classes have a large attendance.
Leon Flanders has severed his connection with

the Allison Manufacturing Company. He was
secretary of the concern.
The S. 0. Bigney factory is running overtime in

order to get out the rush of orders now on hand.
Fontneau & Cook Company are experiencing one

of their busiest seasons, and the factory is being
rushed to the limit to get out orders now on hand.
Indications are bright for an exceptionally good
Fall business.

Several Attleboro manufacturers are expressing
their opinion publicly in regard to the tariff and
calling attention to the possibility of foreign com-
petition and the need of a strong protective tariff
for the industry.

NORTH ATTLEBORO

North Attleboro, Mass., October 23.—There is

a determined movement among the manufacturers

of this town to have the Adams Express Company

restore its former shipping facilities by which a

late express took many packages out of town after

6 o'clock at night. So accustomed had the jewelers

become to this late shipment that a serious in-

convenience was caused when it was discontinued.

The matter was taken up with the New England
Jewelers' and Silversmiths' Association, and it
was decided to get the manufacturers of North
Attleboro to sign a petition for the restoration of
the old schedule. The Board of Trade has taken
the matter up and will lend its influence. The
trouble is caused by the fact that the express
company refuses to call for packages at a conven-
ient hour. Most manufacturers complete their
orders ready for shipment about 6 o'clock at night,
and they are anxious to have the express company
call at about that hour. The matter is now being
agitated and no stone will be left unturned to
have the facilities made as convenient as possible.

Considerable interest has been shown in the
course of jewelry construction and designing
started a few days ago in connection with the free
evening sessions conducted under the auspices of
the public schools. H. T. Kenyon has been
selected as the instructor in modelling and design-
ing and Fred Dietz will have charge of the engrav-
ing class. Both are competent instructors and
the large class will undoubtedly be benefited.
There is also some discussions relative to the
plan of establishing a state industrial school in
the Attleboros, a matter that is now being investi-
gated by the State Board of Education for the
purpose of a report to the next Legislature. Several
manufacturers feel that North Attleboro ought
to be considered as a site for the proposed school
and they have delegated Superintendent of Schools
Robert Fuller to bring their desires to the attention
of the State Board.
Donald LeStage has returned from an extended

trip for the H. D. Merritt Company.
Extensive interviews have been published in

the local newspaper by manufacturers who see
the importance of the tariff question in the ap-
proaching election. They have presented many
able arguments against a reduction of the tariff
on jewelry and show interesting comparisons

between the cost of producing jewelry here and
in foreign countires, all of which tend to show that
the industry needs protection.

George Chisholm has been on the road with the
sample cases of the Bubee Niles Company of
Providence.
The Whiting & Davis Company, of Plainville,

has purchased a large tract of land near its new
factory and will erect a number of modern tene-
ment houses for the convenience of the employes.

Carl Hempel, of the F. L. Shepardson Company,
and W. C. Hobbs have resigned from the Stand-
ing Committee of the Universalist Church, and
John E. Tweedy, Clifton Carpenter and George
W. Cheever have been appointed to fill the
vacancy.

Charles T. Paye, John E. Tweedy, Orin W.
Clifford, Theron I. Smith, Charles H. Clark,
Herbert J. Straker, J. Frank Martin and Joseph
W. Martin are the jewelers who have been ap-
pointed to interest the manufacturers from now
until election.

William F. Swift, a well-known engraver, and
Miss Laura Pickett of Boston were united in
marraige recently.

Roswell Blackinton is receiving expressions of
sympathy from many friends on account of the
death of his daughter a few days ago.
Norman Stone, of the Webster Company, has

returned from a Boston hospital where he under-
went an operation.
P. A. Wilkinson, salesman for the J. J. Sommer

Company, has been in New York on a short busi-
ness trip and is now on his way west.
Walter Ballou, of R. Blackinton Company, has

resumed his duties after an illness extending
some time.

William Maintein has returned from a successful
trip for Maintein Brothers & Elliot.
W. C. Sherman has returned from an extended

business trip for the 0. M. Draper Company.
C. Ray Randall, of the C. Ray.Randall Com-

pany, has returned from an extended western trip.
George Kettlety, salesman for A. H. Bliss

& Co., is home from a business trip.
Charles Wolfson, of New York, was a recent

visitor at the local factories.
W. S. Metcalf, of the Plainville Stock Company,

has completed a successful western trip for his
concern.
Fred Brigham, the popular salesman for

Cheever, Tweedy & Co., has been in the west on
a business trip.

George L. Paine and Clarence King, of the
George L. Paine Company, were recently in
Plymouth on a pleasure trip.

Clarence Ware, salesman for the T. G. Frothing-
ham Company, was a recent visitor at the factory.
Oscar Hornig, salesman for Codding & Heilborn

Company, has returned from a business trip.
George Whiting and Harry Pierce recently

called on the New York trade.
Wallace G. Franklin, of the E. I. Franklin

Company, was a recent visitor in New York and
called on the trade in that city.
W. B. Sunderland, of F. M. Whiting & Co., has

returned from a successful trip.

School Jewelry

Ornaments of Various Kinds With the Class
Emblem on Them

In schools and colleges the demand for novelty
in pins and jewelry generally to mark membership
in classes and societies grows every year.
The idea of class jewelry has so taken the fancy

of girls at boarding schools that the pupils seek
pendants, rings, waist sets, cuff links, scarf pins
and belt buckles of matching designs. In one
boarding school the members of the freshmen
class had chosen the sweet pea as their class flower
and purple to be their class color, and when they
decided to have a gem of their own the amethyst
became their unanimous choice. Their rings were
signets with the class insignia engraved on ameth-
yst, and for the other useful pieces a simple ser-
viceable pattern was chosen, but for the pendant
they were all anxious to own they could not decide
what to do.
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NA THE MAURAN EXPANSIBLE BRACELET

NA
MAKERS OF 10K SOLID GOLD JEWELRY

Scarf Pins, Bar Pins, La Vallieres, Link Buttons, Bracelets, Baby Pins, Tie Clips, Lockets, Full Dress Sets, etc., etc.

Established 1850 PROVIDENCE R. I.
NEW YORK, No. 3 Maiden Lane CHICAGO, No. 1111 Heyworth Building

(Patented Aug. 20th, 1907, July 9th, 1912, Patents Pending)
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The Bracelet That Made the Bracelet
Watch Possible

It is a beautiful piece of jewelry and is the
ONLY bracelet fulfilling ALL of the
requirements for use on watches.

Like all successful articles the M auran
Expansible Bracelet is being widely imitated,
but the retailer will avoid trouble and annoy-
ance by using only the genuine Mauran
Bracelet. He will make his sales more
readily, both on account of the beauty of the
article and its great expansion. Thus no
sales will be lost on account of size. It is
constructed in such a manner that it will
stand very rough usage.

YOUR CUSTOMERS WILL BE SATISFIED M

JOHN T. MAURAN MANUFACTURING CO.

SAN FRANCISCO, 150 Post Street
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Object Lesson on Advertising
by Retail Jewelers

Much Good for the Trade May Be Accomplished

by Co-operation Between Newspapers and

Their Advertising Patrons

The agitation on the subject of a pub-
licity campaign to popularize gems and
jewelry by means of illustrated reading
articles in the Sunday papers and other
publications, crystalized at the Kansas
City Convention in the appointment of a
committee whose duty it will be to investi-
gate the possibilities of the idea and to
report definite information as to ways
and means. In the meantime the jewelers
by concerted action can accomplish much
in this direction with comparatively little
expense. There is no more attractive
reading matter in the Sunday paper,
especially to female readers, than articles
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at dinner with one pink ear adorned with a white
pearl, while the other ear will bear a black pearl.

Sets of this novel design are shown by Maxwell

and Berlet, who have already sold several of these
unmatched pearls to the women who make a point
of wearing the thing of the hour.

JEWELS

Importer of Pesrle and Necklaces

Creator of Colliers

Plaques, Tiaras and other Jeweled Adornments

1331 WALNUT STREET

Indian Pearl
Necklaces

A carefully arranged col-
lection selected previous
to the marked advance in
values.

$150 to $50,000

g 6.6a/dwell 8'C°o,
Yetoels-Yold -Zilverware

902,eAestrut3ereet
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on jewelry, and editors who find it good

business to pay for such articles would

most gladly accept them if furnished free

by parties best acquainted with the sub-

ject. Not all jewelers are competent to

furnish such articles, but it would only be

necessary to give the facts and the news-

paper staff would do the rest.
We reproduce in reduced form on this

page four advertisements of Philadelphia

retail stores, which appeared on the same

page of a recent issue of the Public Ledger

in that city. The entire reading matter of

this page had to do with the current

fashions in gems and jewelry, containing

interviews with the local trade and a

number of illustrations of exceptionally
handsome pieces. As it will be instructive

to our readers to learn the character of

the matter published on this page and sur-
rounding the advertisement we reprint it

as follows:
Jewels Now Shown in Black and White

The fancy for black and white which has been

predicted since early summer will even invade the

realms of jewelry this winter.
Women of fashion will appear at the opera and

These jewels when real are beyond the
reach of any but those born with the
proverbial silver spoon. Likewise the
wonderful pear-shaped pearl earring, sus-
pended from a chain of diamonds of ex-
quisite workmanship, and swinging almost
to the shoulder, which, in spite of the con-
servatism in jewelry of the Philadelphia
woman of fashion, has already found favor,
for such a pair was worn by Mrs. Edward
T. Stotesbury at the autumn Horse Show.
The bangle of seed pearls, the enchant-

ress bow and the gold bag are more ex-
quisite bits of workmanship displayed.
As pearls are to be fashion's caprice this

winter, this bangle of gold, thickly
studded with seed pearls, promises to be
most popular. And a touch of harmon-
izing color to the street frock will be
given by the tiny velvet bow of various
hues, caught in place by a small chain
of seed pearls. This is known as the
enchantress bow.
The gold bag, which fashion decrees,

must be smaller than for years past, has
a herringbone design in platinum alter-
nating with gold in stripes.
Never before has the feminine time-

piece been so wonderfully wrought.
Van Dusen and Stokes Company are

'sNN 

1 Vt twig
M 

showing a watch made to resemble a locket or
pendant in triangle shape, which is worn on a chain
of platinum studded with sapphire. The back of the
watch has as its center a marquise diamond which is
set in platinum and surrounded by enamel. This
square of enamel is skilfully arranged on a loose
slide so that the color of the enamel may be
changed to match the wearer's gown.

An equally beautiful design is carried out in the
extension watch bracelet, which is platinum skil-
fully made with flexible links and studded with
small diamonds alternating with square blocks
of sapphire.
And the wedding ring has changed after cen-

turies of sameness. It is no longer a band of
gold, but a band of platinum, for it must harmonize
with the betrothal ring, which is now the object
of the most intricate and skilled workmanship in
platinum that surrounds the diamond.
Such a ring is shown by Van Dusen & Stokes,

which already has won favor among some of the
Philadelphia brides-to-be this winter.
A marquise diamond of rare beauty is placed in

a setting of platinum, so skilfully made that the
threads of the metal are as threads of lace, and are
woven into the most intricate designs, giving to
the setting the most artistic cobweb-like effect.
This rare kind of work promises to form the

DIAM0/1115
AND PEARLS

For magnitude and richness tliy
Collection of Diamonds, Pc6±

tad other Gem3.
surpasses a.r4y previous effort

of this house,

The Desigiz And
Craftsrrzarzship of the

Mounting re most beautiful

13AILEY, ISmas &DILE CO
Chestrzut Street, FI-zilasielphia,

Tilaturi
&NerItt
40194i

THE HOUSE OF

31rivels

MAXWELL AND BERLET

HAS. ALWAYS BEEN

FAMED FOR ITS JEWELS

AND THE FASHIONING

OF THEIR MOUNTINGS

Sada Philadelphia anti Atlantic Ci
ty Rap latices

ft.. reels Pearls, Ruble, Emerald.. anti Sepphiree

Its Philadelphia In Atlantic City

Walnut Street at Sixteenth At the MarthernOgh•Blenheirn

settings for many precious gems this winter.
A novel idea in the way of vanity boxes is shown

in gold and silver by S. Kind & Sons. The box is
in the shape of a long pencil and can conveniently
hang from a chain or chatelaine. With a touch
of the jeweled spring at the top the bottom falls
open and—presto! powder is no longer concealed.
The old cameo of our grandmothers will this

winter reign again among women of fashion in
Philadelphia, for many are the rare and lovely
sets shown by this jeweler.

It is only natural that the chiefest ornament of
Napoleon should find a place in the revived cos-
tumery of his epoch.
More and more precious are pearls becoming,

until jewelers are wondering how they can meet
the demands, for there is a charm about this gem
that appeals strongly to men as well as women, and
as fashion says that the pearl will lead in favor this
winter many quaint devices are designed as
settings for this gem.
Z. J. Pequignot is showing a collection of pearl

ornaments, especially the high collars of fine
workmanship studded with pearls with a price.
One of these bands is of fine platinum wrought

in a lace-like design, with four squares of black
enamel studded about the edge with pearls and
diamonds. The center of each square has one
single pearl of rare value.
He also shows pendants and necklaces of seed

pearls that will evidently invade the realm of
fashion this winter.

Continued on page 2288)
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A Remarkable Piece
of Horological Mechanism

Japanese Mechanical Skill and Deftness Evi-
denced in Work of Horological Student

Our readers, through illustrated articles pub-
lished in our columns from time to time, have
been made intimately acquainted with the excep-

tional skill of the Japa-
nese in the allied fields
of metal working and
art craftsmanship. In
the chronometer illus-
trated on this page, we
find evidence of equal
skill in the field of
horology when the deft-
ness of the Japanese
workman is turned in
this direction. This very
handsome specimen of
horological mechanism is
the work of Mr. Kishiro
Ikeda, Hokkaido Hoko-
data, Japan. One of our

KISHIRO IKEDA illustrations represents
the complete chronom-

eter, while the carousel movement is shown
separate in the lower illustration.
The entire timepiece is of unique design and

every part of the movement was made by Mr.
Ikeda with the ordinary watchworker's lathe and
attachments. All the wheels, including the
chronometer escape wheel, were cut from blanks
while the pinions were cut from Stubb steel wire.
In fact, every piece of this movement with one
exception, the mainspring, was made complete
from the raw material. The balance wheel is a
compensating one and is composed of brass and
steel. The hairspring was coiled and tempered
in form; the jewels were cut and holes opened to
fit the pivots; the unlocking and impulse jewels
were made from sapphire slabs ground and
polished to shape. The entire movement is not
only mechanically perfect, but a most beautiful
piece of workmanship in its entirety, the finish
being rich and artistic.
Mr. Ikeda is a good example of the push,

industry and intelligence characteristic of his
countrymen and which account for the marvelous
recent progress of his country. He was born in
where he apprenticed himself to Mr. N. Tsugiki
of that city. After a short time thus employed, he

branches. After a short stay in Chicago, he pro-
ceeded to Philadelphia, where he became a pupil
in Philadelphia College of Horology, where he con-
structed the remarkable timepiece here shown.
Mr. Ikeda informs us that there are no horo-

logical schools in Japan, and he quite naturally is
considering the possibility of opening such a
school on his return to his native land, in order
to give his brother workmen an opportunity to
become skilled craftsmen in a much shorter time
than is now consumed in this task.
Mr. Ikeda is not only a horological mechanic

of rare skill but has acquired a thorough mastery
of the theory, his purpose being not only to be
able to construct the parts but to understand
the why and wherefore of each. He is aided in
this by the celerity with which he is acquiring a
knowledge of the English language which he
already reads and speaks with comparative ease.

PERFECT- ONETIME
COLLAR S BUTTON

TRADE MAR if

"GUARANTEED FOR LIFE"
Against Oreakage and Wear

MADE IN GOLD, SILVER
AND PLATE

BRANCH OFFICES Chicaszn, III.

R EC. PAT. OF.

STERN BROS. & CO.
33-43 GOLD STREET NEW YORK

To avoid delay use local address, 33-43 Gold Srteet

, 31 North State Street Amsterdam, !MI laad, 12 Till p Straat

Salesrooms and Offices of
Diamond Department
68 Nassau St., N. Y.

Diamond Cutting Works
136-146 West 52d St.

New York
London, England, Audrey House, Ely Place

THE MOVEMENT

endeavored to obtain a position in a jewelry house
where he would have an opportunity to improve
himself and attain greater competency in his
specialty. To this end he went to Tokio and from
there to Yokohama, securing employment in the
latter city with N. Kawakita, the proprietor of the
largest jewelry store there located. Later he came
to America, his mind now being fixed upon com-
pletely mastering the art of the jeweler in all its

THE FINISHED CHRONOMETER

This accomplishment places within his reach all
the knowledge in the many horological volumes
published in the English language.

Personally, Mr. Ikeda is a typical specimen of
his alert countrymen, his unassuming manner
giving little indication of the skill and brilliancy
evidenced in the products of his workmanship.

Object Lesson on Advertising
by Retail Jewelers

(Continued from page 2281)

With the opening of the opera season the woman
of fashion will appear with her hair parted and
coiled flatly to show the contour of her head.
The only ornament will be a bandeau of diamonds
and pearls.

Already this style of dressing the hair has found
favor in Philadelphia, for J. E. Caldwell & Co.
have sold several of these bandeaux to women
prominent in Philadelphia society.
One exquisite affair is made in a wondrous

setting of flexible platinum that is fastened low
on the brow, giving an artistic line to the head;
over each temple falls a pear-shaped diamond.
Another bandeau of diamonds set in platinum

is wrought with fine workmanship on severe lines,
with a band of diamonds crossing the brow and
another band fitting closely to the top of the head
and then caught in the coil of hair at the nape of
the neck.

This jeweler is also showing a hairpin that bids
high for popularity this winter. It is of gold,
capped in platinum and studded with diamonds.
Everything in brooches, by the way, must be in

circles or bowknots. Caldwell is introducing a
novel idea in a circular brooch of diamonds set in
platinum, which is crossed with bands of onyx,
giving the effective note of black and white, which
will be so much worn this winter.
Another extravagant whim of our women is a

ring remarkable for its workmanship. The setting
is of platinum of such fine workmanship that the
delicate Madeira eyelet-hole work is used for
the circle and forms the setting for a diamond and
sapphire.
The vanity box can now take the form of a

circular lace medallion suspended from a platinum
chain. It is made of platinum mesh and is sur-
rounded by diamonds, with one large gem in the
center.
One of the newest fads is a pendant brooch which

Bailey, Banks & Biddle Company are showing,
which has already won its place in Philadelphia.
The brooch is a half circle of diamonds set in plati-
num and outlined with onyx. From this falls a
wonderful bow of flexible platinum studded with
diamonds and outlined in onyx.
The workmanship of the flexible platinum is

so remarkable that the loops of the bowknot fall
as limply as ribbon and are finished at the ends
with a drop of onyx, giving the effect of fringe.
The glove lorgnette is a novel idea that this firm

is showing. It is made of diamonds and platinum
and is so flexibly joined that the handle may be
folded and the whole lorgnette laid away in the glove.

Handsome Cotillon Favors

Since the cotillon, then called the german, was
introduced into America from Berlin, the entire
status of entertaining among society folk has been
enlarged.

It is more than a quarter of a century since this
attractive method of dancing was taken up, and
in that time it has never shown any distinct lessen-
ing in popularity.
Men have risen to heights of social fame and

have become generals in society's warfare, not be-
cause they could lead a battle, but because they
could lead a cotillon.
Men who sometimes had no other ability in any

walk of life could reap for themselves.a social favor-
itism by inventing new german figures that other
men could not by writing great books.

If his aim in life was to have the fleshpots of
Egypt without working, originality and good gen-
eralship along this line would procure them for him.

After this has come the social knack of choosing
original and pleasing favors for the cotillon.
A new hostess in the social life has been carried

aloft on clouds of glory because she introduced di-
verting gifts at her dance, which sometimes range
from live suckling pigs tied with blue ribbons to
gold cigarette cases.
Favors for dinners are musical vanity boxes that

break forth in silvery little tunes when they are
opened; also clothes brushes that a man is half
inclined to drop in amazement when they suddenly
chime outsome popular song; exquisite little In-
dian openwork vases filled with rose leaves from
which the fragrance filters, a Venetian champagne
glass which plays reminiscent love tunes as you
drain its sparkle; and musical bonbon boxes in pink,
blue and lavender done on a hand-chased gold
background; quaint and realistic little human
figures of the French cafe to be used as covers for wine
bottles; and beautiful ivory fans which open into a
feathered top in the shape of a bird on the wing.

Another cotillon favor is an opera bag. The
head is of a French doll with her hands firmly folded.
The skirt, very full and plaited, forms the bag, and
the top of this is drawn under a deep collar falling
over the shoulders of the little lady. The ribbons
are passed through the top of the head, and when
tied give the effect of a huge hair ribbon such as is
worn by our young girls.
An entirely new idea, and one for which many a

hostess of a country house may adopt, is the night
light. This is a huge tin or pewter candlestick. In
the top is a wax light which lifts, revealing a bottle
safely hidden in the stem of the candlestick. In
this is a "night cap" of a favorite brew.
Among the more extravagant gifts, the moose

cigar or cigarette cases with flexible gold bands are
new and popular. These will hold only a few
cigarettes or cigars, and are so flat that they can
be worn in a dress waistcoat pocket They may
be varied to match the gown for women who carry
hem in the arm bag.
Enamel over chased gold is popular this season

to the exclusion, one may say, of most of the plain
designs in chased or embossed gold. And letter
seals are again to be used; but this time one will not
be compelled to run a chance of burnt fingers.



2284

FEBEBEENEEEEMBEEEISEEMBEEEEE EREE

"Dolly Madison"
Patent Applied For

Flexible Bracelets
The Dolly Madison is the strongest flexible bracelet manufactured, a combination of
durability, daintiness and flexibility. Every bracelet thoroughly inspected and packed
in a strong metallic display case, leather covered, velvet and satin lined with spring
hinge cover which will keep it either open or closed.

Open

Secret Locket
Pendants

are an innovation in neck ornaments,
combining the daintiness and beauty of
the pendant which is so popular at
present with the locket as a portrait
container, which is always desirable.
Made in full rolled gold plate, set with
choice pearls and imported stones.
Fully guaranteed by A. C. Co.

Main Office
Attleboro, Mass.

Chicago Office
Heyworth Building

IAA.

i4 .stet,'
tql)

4
Closed

The

Every Article From

Line

Stamped A. C. Co.
We Sell Through Jobbers Only

N. Y. Office
9 Maiden Lane

San Francisco Office
104 Market Street

Style Producers
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HALL

CLOCKS
THE highest type and char-

acter of work is portrayed
in our product. For fourteen
years we have consistently en-
deavored to so build our clocks
as to reflect an enviable reputa-
tion for our entire output. How
well we have succeeded is
shown by our continuous
growth. We make a very High-
grade line of Regulators, Bank
and Balcony Clocks, Willard
Banjo Clocks, Etc.

Our Catalogue will serve to show you all

If you haven't one, write us

WALTHAM :: MASSACHUSETTS

PREPARE FOR THE
ENGRAVING HARVEST

The engraving fad still holds sway and the public insists on the finest
work. There is prestige and profit for the jeweler in artistic lettering,
and loss of both in commonplace work. The jewelers' salvation in
monogram engraving ;s the high-class compilation

HORNIKEL'S ENGRAVERS'
TEXT BOOK

which makes the work easy for the engraver and assures satisfaction to
the customer. No matter what form of letter engraving may be called
for, this book furnishes many models of unexcelled beauty.
This work is now considered al essential in every first-class jewelry store.

A Copy Will be Sent Postpaid to Any Part of the World
on Receipt of Price, $6.00 (Li 55)

FOR SALE BY

THE KEYSTONE PUBLISHING CO.
LOCK BOX 1424 :: PHILADELPHIA, PA.
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ST. LOUIS

Immense Business Assured During Next Two Months—The Rush Has Already
Begun in the Wholesale Houses—National Federation of Merchants to Meet
in This City

St. Louis, Mo., October 22.—Business conditions
are daily growing better, and the splendid crops in
this territory have assured a good fall and Holiday
business. The travelers are all sending in some
nice orders, and the jobbing trade are very well
satisfied with future prospects.
One of our presidents of a prominent bank com-

menting on the general business outlook said:
"The general outlook for active and profitable
business, not only for Fall and Spring, but for
some years to come, is exceedingly good. The prin-
cipal source of wealth—the soil, has made a record
showing this year. Interest rates are now on a
profitable basis with bankers, and these higher rates
are a pretty good index to business prosperity."

Morris Eisenstadt, president of the Eisenstadt
Manufacturing Company, returned October 18
from a two weeks' pleasure trip to New York
and other points.

Joseph Auer, traveler for the Bauman-Massa
Jewelry Company, returned recently from a two
weeks' trip through Illinois and Kentucky. He
left on October 21 on a six weeks' southern trip.
F. W. Hoyt, president of the Hoyt Jewelry

Company, returned recently from a two weeks'
trip through the southwest. He leaves about
November 1 on a three weeks' trip through the
south. F. J. Bross, traveler for the same firm,
left October 22 on a two weeks' trip through
Illinois.
The Robbins Jewelry Company, formerly on the

fifth floor of the Holland Building, moved into
their handsome new quarters on the sixth floor on
October 21.
Harry M. Kaye, of the J. Bolland Jewelry

Company, gave an informal dinner in honor of
his birthday on the evening of October 11 at his
home. His guests were his business associates
in the store. The affair was very enjoyable one.
During the evening he was presented with a dozen
silver bread and butter plates handsomely engraved
with his monogram by his guests. Charles H.
Lyle, secretary of the J. Bolland Jewelry Company,
acted as toastmaster, and also made the presenta-
tion speech.
W. F. Kemper, president of the W. F. Kemper

Supply Company, returned recently from Chicago
where he was called on account of the death of a
relative, J. E. Riley, traveler for this concern,
returned October 14 from a six weeks' trip
through southwest Missouri and Kansas.

Miss Alice McTigue has accepted the position
as bookkeeper for the Brooks Jewelry and Optical
Company.
R. W. Emery, of Burham & Emery, Jefferson

City, Mo., was a recent visitor here on his way
home from a pleasure trip to Atlantic City, N. J.
Theodore Ebeling has just finished handsomely

redecorating his store at 2019 East Grand avenue.
The diamond department of the Brooks Jewelry

and Optical Company now occupies a separate
room, and the watchmaking department is now
in the main part of their establishment, a material
improvement.

Albert P. Wolff, traveler for the Elliott Jewelry
Company, left recently on a long trip through
Texas and the south. Joe B. Moore, same firm,
has left on a long western trip.

Frederick G. Frey, seventy-three years old, a
retired jeweler, died here Tuesday, October 8,
of asthma, from which he had been a sufferer for
several years. Frey formerly resided in New York
City, where for several years he was in the jewelry
business. He retired about twelve years ago and
came to St. Louis, where he has since resided.
He is survived by his widow and four sons, of

whom Frederick G. Frey, Jr., is president of the
Fred G. Frey Jewelry Manufacturing Company
in the Globe Democrat Building in this city.
James J. Burke, president of the Brooks Jewelry

and Optical Company, accompanied by his wife,
returned October 25 from a ten days sojourn at
French Lick Springs, Ind.
George Oberting, traveler for the Weidlich

Jewelry Company, returned recently from a three
weeks' trip through Illinois.

J. K. Venable, who has been western traveler
for the Marschmeyer-Richards Silver Company,
has resigned and opened a fine jewelry store at
Emporia, Kans.
Max Weiss, of Weiss & Fassett, left October 16

on a three weeks' trip through Texas.
B. Stiffelman, of M. Stiffelman & Co., returned

October 21 from a three weeks' southern trip.
Ralph Loewenstein, president of the R. Loewen-

stein Jewelry Company will return November 1
from a three weeks' trip through the southwest.
Samuel Kober, of the Harris Diamond Importing

Company, returned October 20 from a three weeks'
trip through Iowa and Nebraska. E. H. Epstein,
secretary of this concern, returned recently from a
two weeks' trip through the southwest. L. Harris,
president of this concern left October 18 on a two
weeks' southern trip.
S. Krasker, president of the National Jewelry

Company, 1025 Franklin avenue, returned recently
from a business trip to Chicago. He secured
the services of M. M. Schwartz, son of H. Schwartz,
a diamond dealer of Chicago to manage his store.
The National Federation of Retail Merchants

have selected this city for their annual convention
and it will be held at the Planters' Hotel November
19,20 and 21. This convention will not be confined
to retailers only who represent the various retail
associations of the country, but will be a gathering
of all those interests in the country who are par-
ticularly interested in and dependent upon the
retail trade. This will include retail associations
of every class, including local, state and national,
and the representation will not be limited. Every
organization will be welcome to send as many
delegates as it desires, whether they have affiliated
with the Federation or not, in addition thereto
all members of such organizations will be welcome
to participate, whether delegates or not. The con-
vention will be addressed by eminent men of
national reputation, who will discuss the big
questions now confronting the retail merchants of
the country.
A. Wirt, with M. T. Graham, Ft. Smith, Ark.,

was a recent visitor here on his way home from a
trip to Detroit, Mich.

Miss Selma Heiman, has accepted a position
with the E. Maritz Jewelry Manufacturing Com-
pany. She was formerly in the employ of her
brother, Fred Helman, at 3851 Easton avenue.
Mrs. Charles Mauch, wife of Charles Mauch,

Marshall, Mo., and daughter, spent several days
here recently.
The travelers for the Mermod, Jaccard & King

Jewelry Company have left on their long Fall
trips as follows: A. E. Chedell, southeast; William
Elliott, southwest; James R. Fitzroy, Missouri
and J. R. Rogers, south. They all left on October
12 and will be away until the Holidays.

Miss Margaret Ione Hagen, daughter of J. N.
Hagen, the jeweler at 1925 South Compton avenue,
and Victor L. Schwein, a prosperous young hard-
ware merchant of St. Joseph, Mo., were married
here on October 16.
Jacob Wohlgemuth, of Weiss & Wohlgemuth,

and Mrs. Flora Wohlgemuth, his former wife,
were recently remarried at Belleville, Ill.
A. J. Pollock, formerly in business here, but

later in the east, was a recent visitor purchasing
stock for the opening on a larger scale of the
business formerly conducted by his brother-in-law,
Mr. Schuchart, at Moberly, Mo., with which Mr.
Pollack is to be connected. The business in future

will be conducted under the name of the Schuchart
Mercantile and Loan Company.
A. R. Brooks, president of A. R. Brooks & Co.,

who has been spending the greater part of the
Summer on his farm at Wright City, Mo., has
returned here and will take an active part in his
firm's affairs during the Winter.
The Mermod, Jaccard & King Jewelry Company

furnished all the cups that were awarded as prizes
to the winners of the ring events at the New St.
Louis Fair held recently. They also furnished
five handsome silver cups and a large number of
medals for the annual police field meet and field
day held here on October 19 by the local police
department.
The United South Broadway Merchants, re-

cently organized, had an automobile parade on
Tuesday, October 22, which traversed the entire
South Side. Announcements of a bargain week
from October 28 to November 2 were made. Vin-
cent Rapp and William Mauch, the well-known
South Side jewelers, are members of the executive
committee.

Visiting buyers here recently were: Robert R.
Green, Salem, Mo.•

' 
J. Fikuard, Frankfort, Mo.;

A. P. Wolff, Murphysboro, Ill.; Fred W. Kein,
Marissa, Ill.; Oscar Messerschmidt, Stewartson,
Ill.; N. S. 'Weiler, Cape Giradeau, Mo.; F. W.
Koenig, Bland, Mo.; E. J. Bauman, St. Genevieve,
Mo.; J. H. Booth, Alton, Ill.; Edgar Herrick,
Paragould, Ark.; Ray Easton, Antlers, Okla.;
John H. Barnes, Barnes Brothers, Beaver Dam,
Ky.; W. F. Smith, Cairo, Ill.; C. A. Toelle;
Litchfield, Ill.; C. H. Giesecke, Trenton Ill.,
R. L. Falk, Bowling Green, Mo.; Joseph Mazer,
McAlester, Okla.; H. Jahn, Pacific, Mo.; Mr.
Heinrichs, of Heinrich & Chambers, Jefferson
City, Mo.; George Porth, Jefferson City, Mo.;
H. R. Stevens and wife, Nevada, Mo.; John Fink,
and wife,of Klein & Fink, Ft. Smith, Ark.; Charles
S. Stifft, Little Rock, Ark.; C. J. Sinn, La Plata,
Mo.; W. K. Urbani, Vandalia, Ill.; G. A. Donel-
son, Girard, Ill.; W. J. Krug, Staunton, Ill.;
A. H. Hoppe, Apalachicola, Fla.

Denver Jeweler Gets Relic
from Chinese Temple

The distinction of carrying as a pocket piece a
trinket which has caused clan wars and the death
of a number of members of the Confucius faith
belongs to Theodore Syman, of Syman Brothers,
the Denver Jewelers, who carries a small beaten
gold statue of Confucius, which was presented
to him by Max Klein of Colorado Springs.
The piece is said to have been stolen from a

temple in one of the interior cities of China
during one of the many clan wars which almost
disrupted the Celestial Empire several years ago
The man who stole it was the black sheep of a

prominent English family. Engaged as a collector
for customs service of China, he had occasion to
make a trip into the interior of the country. The
story of the trip has been told in several magazines
and was a story of adventure that rivaled the
imaginative tales of Jules Verne. One of the
guides of the party managed to secret himself in
the Temple one night at closing and stole a number
of valuable religious trinkets each of solid gold.
The small statue of Confucius was given to the
Englishman on their return to Shanghai. The
story of the party's conflict with the clan which
controlled the province in which the piece was
stolen; the conflict which they had with a Chinese
gunboat; how they were stopped and searched
and all the trinkets confiscated except this one,
which was secreted in a hollow spar of the boat,
makes interesting reading.
On the return of the party to Shanghai, the

Englishman was shadowed for several days by a
Chinaman and was forced to leave the country
to save his life. He came to America and landed
at San Francisco. There he was again trailed and
he gave the piece to Klein. All trace of the
Englishman has been lost, but it is rumored that
he is now a non-commissioned officer in the First
United States Cavalry at Fort Yellowstone,
Wyoming, under an assumed name.

Klein was a schoolmate of Syman's, and knowing
his hobby for collecting antiques, he presented
him with the gold statue. Syman carries it as a
pocket piece.
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operate the most important Diamond-Cutting
Establishments in America, fitted with
most modern equipments, thus enabling them
to offer advantageous values to Importers
and large dealers.

68 NASSAU STREET, NEW YORK
Cutting Works, 136-146 West 52nd Street, New York

and 33 34th Street, Brooklyn

AMSTERDAM
10 Tulpstraat

STERN BROS. & CO.

CHICAGO
31 No. State Street

C. L. GUINAND'S PLAIN TIMERS
Split Horsetimers and Split Chronographs
For Horsemen, Automobilists and Scientific Purposes

Acknowledged in Europe and America as the most accurate
and reliable make on the market. Neat and up-to-date in
every way. Send for illustrated booklet of all kinds of
Complicated Watches and place your order early, as these
goods have been short every season for past five years.

Jules Racine e.? Co., Exclusive Importers
CHICAGO : 103 State Street NEW YORK : 37 Maiden Lane

How TO INCREASE YOUR BUSINESS

Price Per 1000, $27.00 Cash.

Norris, Alister & Co.

Send your order to Norris, Alister & Co. for five hundred or a thousand individual Catalogues for the retail trade with your ownname and address on front cover. Forty pages showing over four hundred illustrations of new and quick-selling goods, printedon fine paper, bound in heavy paper cover, size 9x6 inches. The prices quoted are competitbe but pay a handsome profit.
Price Per 500, $14.50 Cash. Envelopes to fit $1.75 per 1000 extra.

Ready kr delivery 1November 7th.

Heyworth Building Chicago, Illinois II
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ST. PAUL AND MINNEAPOLIS

Big Crops and Fine Weather Make Ideal Business
Conditions—All Preparing for Large Holiday
Trade—Visiting Jewelers Make Liberal Pur-
chases

St. Paul, Minn., October 22.—This section of the
country is, at the present writing, enjoying one
of the most ideal Autumns it has had for several
years. Business is a little quiet in some parts of
the northwest on account of the farmers being
busy with their Fall work. In some parts the rains
made it impossible to harvest the crops until the
last two or three weeks. Business in general is
good, however, there being plenty of work for
everyone who wants to work.
The jewelers are busy getting their stores in

readiness for the Holiday trade that will soon
begin. Some are remodeling their stores, others
are buying their Fall stock and getting it ready for
business. When you ask a man how business is
here the one answer is "Good."

Charles M. Thomsen, of the Birkenhauer-
Thomsen Company, Minneapolis, wholesale ma-
terials, has been ill with a very severe cold and
the grippe. Mr. Thomsen was recently duck
hunting, and contracted his cold then.
Mr. Lawless, of Quiggle, Lawless Company of

Groton, South Dakota, with his wife and baby
visited in the Twin Cities recently. Mr. Lawless
and family were returning from Chicago, and
passed through the Twin Cities on their way to
Renville, Minn., where they were to visit Mrs.
Lawless' relatives.
The week of October 28 will be devoted to a

"Made in Minneapolis" display of wares. The
merchants in the downtown district have agreed
to donate the use of their display windows for the
purpose of showing the different goods which are
made in the city and the variety is expected to be
astonishing. In the jewelry line there are a number
of manufacturing jewelers and cut-glass establish-
ments. In the list of entries so far there have
been no announcements made of displays, but the
lists will not be closed for some time yet.
A. J. Shapiro, the St. Paul jeweler, is about to

erect a handsome new residence on Summit
avenue the cost of which will be about $16,000.
H. H. Hovka, of Bottineau, N. Dak., stopped

over in the Twin Cities recently enroute for
California.
The Marker Jewelry Company is about to open

a retail establishment on the west side of Four-
teenth street, between Hennepin and Nicollect
avenues, Minneapolis.
H. L. Waldron, of Staples, Minn., was in Minne-

apolis recently visiting his wife and daughter.
His daughter is undergoing medical treatment in
Minneapolis.
Mrs. Thomsen, wife of C. M. Thomsen, of the

firm of Birkenhauer-Thomsen Company and
children have recently returned from a three
months' visit in the west. They spent consider-
able time in Los Angeles, San Francisco and
Tacoma.
John J. Allen, 2409 Central avenue, Minneapolis,

has recently doubled his store capacity, installed
new fixtures and has added a department of musical
goods. The improved store has a very attractive
appearance.

George H. Rentz, of Rentz Brothers, manu-
facturing jewelers of Minneapolis, recently made a
very creditable run in his candidacy for alderman
from the thirteenth ward. The city is under a
non-partisan method of nominating for municipal
office. The field was split up among eight candi-
dates and Mr. Rentz was unsuccessful. Only the
two highest are named to be voted on.

George Stone, has left L. C. Gaus & Co., of
Minneapolis, for a position with the F. L. Bosworth
Company, also of Minneapolis.
Frank Halstad, formerly with the American

Jewelry Company, of Minneapolis, has gone to
Minot, N. Dak., where he will take a position with
Paul V. McCoy. Edward Norden, also of Minne-
apolis, recently accepted a position with Paul V.
McCoy, of Minot, N. Dak.
Charles Whitcomb, who was burned out some

time ago at Walcott, N. Dak., was in the Twin
Cities recently and spent a week. Mr. Whitcomb
had been visiting at his old home, at Atwater,
Minn. He has recovered completely from injuries
sustained in an automobile accident some time ago.
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F. T. Aaskins, of Minneapolis, Minn., has opened
up a jewelry store recently at La Jara, Colo.
F. Roberts, of St. Paul, was recently called to

Scranton, Pa., by the sudden death of his sister.
Mr. Roberts spent two weeks after the interment
of his sister, visiting friends and relatives through
the east.

Jo! Lohmer, formerly with N. Jensen, of St.
Paul, has returned from a trip to California and has
accepted a position as watchmaker with F. A.
Defiel, of St. Paul.
A. A. Hover, formerly located at Kimball,

S. Dak., has come to St. Paul where he has accepted
a position with J. T. McCarthy.
H. B. Christenson formerly with Bullard

Brothers, of St. Paul, has accepted a position with
G. W. Wooley, the well-known manufacturing
jeweler.

Following are the names of some of the out-of-
town retail jewelers who were seen in the Twin
Cities recently: W. W. McGuire, Northfield,
Minn.; J. D. Pedersen, of J. D. Pedersen & Co.,
Echo, Minn.; F. A. Carlberg, St. Crois Falls,
Wis.; Peder Gaalaas, Stillwater, Minn.; F. W.
Seaman, Hastings, Minn., and Earl E. Garbin,
Stewartville, Minn.

DALLAS

Fair Proves Most Successful Yet Held—An Army
of Trade Visitors Crowd Wholesale Houses—
Inducements Offered to Attract Industries to
the State— Wholesale House Move Into New
Quarters

Dallas, Tex., October 24.—The all-absorbing
feature in this whole section is, of course, the
State Fair. The meeting this year has proven to
be the most successful in the history of the asso-
ciation. Visitors from all sections, having been
blest with exceptionally good crops, are making
this occasion one to be long remembered. They
have come and they have marveled; have added
their words of praise; have remarked the bigness
and the completeness; the newness and the
improvements in this fair as compared with years
gone by.
Bonuses and options are being held out to the

eastern and northern investors to build factories
and industrial enterprises in Texas and the
wonderful opportunities offered to the new-comer
are bringing settlers into the state on an average
of thousands a year, and, taking into consideration
the fact that Texas has an area of 263,000 square
miles, it is easily seen that even though the influx
is large it will take a few million people to thor-
oughly populate this state, the resources of which
are equalled by few and surpassed by none.

Dallas detectives recently received a message
from officers at Ennis saying that a white man, who
had stolen a $200 diamond ring, was on a north-
bound Houston and Texas Central train bound for
Dallas and asked that he be arrested, as a warrant
was held for him on the charge of theft of over
$50. Lieutenant of Detectives Charles Gunning
hurried to the union depot in time to catch the
train, and arrested the man as he climbed down on
the blind side of the train. The ring which the
man is charged with stealing was displayed on his
finger. Ennis officers were notified and came to
Dallas Saturday morning and carried the man
back to the Ellis county capital.

J. F. Mills, Ashdown, Ark., came to Dallas to
replenish his stock, and made heavy purchases.
A. H. Kerr, Corsicana, was visiting Dallas and

taking in the fair.
D. A. Bruton, Clarksville, was a recent visitor.
P. T. Cox, Big Sandy, was in town recently

making purchases for the Holiday trade.
J. B. Blackwell, Lometa, was another visitor at

the fair.
The Houghton-Reardon Company, has just

moved into their handsome new quarters on the
second floor of the Commonwealth Bank Building,
Main and Poydras streets, just across the street
from their present location. To facilitate the
moving of stock and fixtures a heavy scaffolding
was erected between the two buildings and this
afforded a safe and quick transportation. In
addition to the fixtures used in the old quarters,
handsome new ones have been installed, and the
present home of this company is as handsome an

office as can be found in the southwest. E. M.
Reardon, president of the company, has just
returned from a two month's trip east.
0. Mitchell, Gilmer,_has just left the sanitarium

after a successful operation for a serious rupture.
While yet unable to attend any of his duties he has
returned home and will oversee the business until
such time as he has finally recovered.

J. F. Woods and family, Lewisville, have arrived
in Dallas to make purchases for the replenishing of
his stock.
H. Brockman, Houston, is closing out his stock

of tools and material and will withdraw from the
material business.

J. J. Sweeney Jewelry Company, Houston, are
having a new front put in their store and are also
remodelling the interior.

J. W. Clanton, Iradell, is in town taking in
the fair as well as making purchases.
H. B. Warde, Quanah, is spending a few days

in Dallas, filling in his stock.
R. J. Young, watchmaker for C. E. Bowman,

Bonham, has just returned home after making
extensive purchases.
Ben Harlem, Houston, is making purchases of

tools and material and is about to embark in the
tool and material business.
W. R. Howard, Cleburne, was in the city on

business and to see the fair, also introducing his
bride to his many friends in the trade.
W. L. Kemp, Allen, Okla., was in the city buying

his Fall bill of jewelry and supplies; he purchased
a nice bill from the Norsworthy-Frey Company,
and reported business good in his territory.
Mrs. Spinks, formerly with the Norsworthy-

Frey Company as stenographer, reports a fine boy
at their home weighing 101A pounds, both doing
finely.
B. L. Patterson, Lancaster, was a visitor and

buyer in the city buying a few fill-in bills for their
stock.
Mr. McCawley, Midland, has purchased the

stock and fixtures of W. H. Gumm, Van Alstyne,
who is about to retire.

J. N. Sanders, Kemp, was a recent visitor in
town.

J. D. Jackson, Frankston, was in the city with his
family and made good use of his time in purchasing
his Fall goods.
Mr. Carden, after a two weeks' vacation, will

resume his old position Monday with the progres-
sive firm of Klar & Winterman, of our city.
E. N. Mann is now employed by L. H. Penny as

watchmaker.
J. T. McCutcheon, Corpus Christi, is spending

a few days in town enjoying a relaxation from his
hard work of the past Summer.
J. 0. Adams, Athens, was another recent out-

of-town visitor.
C. L. Norsworthy Company report a nice busi-

ness and many buyers during the first week of the
State Fair.

J. K. Hutton, wife and daughter, of Clifton,
Texas, were the guests of C. L. Norsworthy
recently.
H. L. Dickson, manufacturing jeweler, reports

big business in some items, especially ring shanks
and mountings.
C. E. Purdom, Ell McCarley and John R. Jones,

traveling salesmen for the C. L. Norsworthy
Company, are in the house during the fair, looking
after their friends and customers.
H. J. Plath, engraver, is arranging for extra help

for the rush season.
C. L. Meeks, manager of the jewelry department

of the Palace Drug Store, west, Texas, was in
Dallas, buying Fall stock. He reports fine business
and prospects never better in that section.
Roy Scastrunk, manufacturing jeweler, was off

duty with an abscess in his ear for a few days.
He reports good business.
Thomas Jones, manager of the jewelry depart-

ment of A. D. Honeycut & Co., Gatesville, Texas,
was in Dallas purchasing Fall stock.
Arthur Everts, of the A. A. Everts Company,

has recently invested in a handsome car.
R. V. Sanders, Paris, is in town making purchases

as well as enjoying the fair.
W. A. Staples, watchmaker for Sanders Broth-

ers, Paris, spent a few days in town assisting in
the replenishing of their stock.
A. C. Thompson,Paris, is enjoying the pleasures,

of the fair.
J. M. Pruitt, Gatesville, is a visitor to the fair,

accompanied by his wife and family.
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CINCINNATI

Trade Conditions Excellent with Most Encouraging Prospects—Wholesale and
Manufacturing Houses Already Rushed—Traveling Men and Visiting Trade
Furnish Glowing Reports

Cincinnati, October 24.—Trade is showing re-
markable early strength. The past two weeks
have witnessed an advance that must have brought
assurance to the most anxious members of trade.
There no longer seems to be any hesitation rooted
in political apprehensions; the prevailing feeling
among local business men is one of confidence in
the country's prosperous condition—confidence
that laughs at the possibility of any let-down in
business conditions from the political situation
alone. It is safe to say that for the majority of local
houses business has been ahead of last year's mark
and with the year's harvest from ten to twenty
per cent greater than last year's, jewelers can see
no reason why their harvest should not increase in
proportion.

Although jobbers lines are going very well and
city retail has shown strength it is in manufactur-
ing plants that the real rush is on. Overtime has
been the rule with many firms while others are in-
creasing their facilities or equipping entire new
departments.

All but the latest of the catalogues are ready now
and they are fuller and more comprehensive than
ever before. A great many buyers have taken
occasion to visit this city during the past fortnight
and look over the lines with which they expect to
attract the holiday trade.
Edward Thoma, of Newport, Ky., left with his

family the middle of the month for Beaumont,
Texas, where he will take charge of the new optical
department in the store of Thos. Van Auken & Co.
Mr. Thoma had been spending several months of
each year with that firm in charge of the engraving
work and when plans for an optical department
were being made he went to Chicago and took a
course in optometry.

J. W. Roop, of Dayton, is moving into the new
office building at Third and Broadway, a few
doors from his old location. He was in this city
recently purchasing new show-cases and fixtures
and selecting a large line of stock for his new store.
Mr. and Mrs. R. J. Litchard, of Winchester,

Ind., toured to this city in their automobile and
spent some time visiting among the jobbers about
the middle of the month.

William Pflueger, with Joseph Noterman & Co.,
after having been laid up for three weeks with
malarial fever has set out on his western trip.
Leo Goesling spent a two weeks' vacation explor-
ing the surrounding country on his motorcycle.

J. W. Hofmann, of E. & J. Swigart's material
department, was called east with his wife early in
the month by the serious illness of Mrs. Hofmann's
mother. After some time in New York at his
mother-in-law's home Mr. Hofmann has returned
to work. When he left he had thought it probable
that it would be impossible for him to return.
A new store has been opened in London, Ky.,

by W. H. Blevins. He was formerly connected
with the firm W. H. Blevins & Co., which con-
ducted a grocery store in that town but which has
been sold out to make room for the jewelry store.
H. A. Neumeister, who opened rooms in the

Perin Building a few weeks ago for engraving and
repairing, is sharing the good business being en-.
joyed by manufacturers. He has been rushed with
all the work he could handle from the first day in
his new location.
Mrs. R. Gamenthaler, of Barnesville, has been

visiting jobbers recently. She makes it a rule to
make an annual visit to a brother in this city and
one in Hamilton and drops in to see the jobbers
while in town.
E. J. Davis, of Bluefield, W. Va., has been calling

on the jobbers. He was also looking for help for
the Isadore Cohen Co., of which he is manager.
Fred J. Dreher, formerly connected with the

Kline Jewelry Company at Montgomery, Ala., has
set up in business for himself in that city.

J. C. Mottesheard is succeeded by his brother,
L. M. Mottesheard, at Narrows, Va. The former

continues in charge of his store at Gates, W. Va.,
which he formerly ran in conjunction with his other
store.
Mr. and Mrs. B. Zimmerman, of Martin's

Ferry, have been in the city several days shopping
and looking over jobber's lines.

Oscar C. Bear, Madisonville, Ind., has been in
the city visiting relatives. He also dropped in for
visits with the jobbers.
An explosion of gas in the building at 507 Central

avenue October 9 did considerable damage in the
store of Charles Reinstatler. The explosion
occurred when a gas pocket was ignited by a cigar,
in the hands of a workman in the room over the
jewelry store. Owing to the wedding of Charles
Reinstatler, Jr., the jewelry store was closed and
the falling debris did not injure anyone although
men on the floor above were badly bruised.
The wedding of Harry Blum, of Thoma Brothers,

and Miss Cora Holthaus will be solemnized No-
vember 16. The young couple will visit New York
and east coast cities on their honeymoon and upon
their return to this city will make their home in
Walnut Hills.

William Shute, whose brother is with A. & J.
Plaut, and Urban Von Walde, son of the watch-
maker with Herman Lange, have accepted posi-
tions with Thoma Brothers. Carl Thoma, after
a successful Ohio trip, is preparing to visit the In-
diana trade for a couple of weeks.
A. Plaut, of A. & J. Plaut, with a party of friends

and relatives celebrated his sixty-eighth anniver-
sary October 17. Joseph Rosenbaum set out for
the southwest the middle of the month, he will be
among the trade in that section until the holidays.

Charles Fischel, of Providence, has accepted a
position with the Gustave Fox Company, as man-
ager of that company's newly established plating
department. This department is being enlarged
to handle work for the trade as well as the firm's
own work. The company increased its employes
to about seventy hands this week when an interest
was bought in a pressing plant here. About
fifteen thousand 1913 catalogues have been mailed
to jewelers during the past few weeks. Milford
Fox has reached Texas on his trip home from the
coast. Arthur Elston is in California.
The October meeting of the "Entre Nous Club"

of Oskamp, Nolting & Co., was held at the home
of Miss Ruth Taylor in Bellevue, Thursday,
October 10. The play, upon which club members
have been working for several months, is to be al-
lowed to wait until early spring because it cannot
be put in form for presentation for some time to
come and the girls do not wish to have it on their
hands during the holiday season. The meeting
also acted on the resignation of Miss Pauline
Seidel who withdrew because her time will be
entirely absorbed by business and some rather
serious work she is undertaking in other woman's
clubs. A gay social evening followed the meeting
and a delightful luncheon was served the guests.
Miss McGowan and Miss Fischer earned fame and
awards by skill in games provided for the amuse-
ment of the members. The November meeting
will find the young ladies the guests of Mrs. Ed-
ward Schumer at her home in Fair View Heights.
Mrs. Schumer, although married, still retains her
membership in the club.
C. K. Jacobs, D. Jacobs Sons Company, who

recently returned from a trip through Virginia
and West Virginia reports trade paralyzed in the
coal mining district of West Virginia owing to the
mass of people out of employment. Mr. Jacobs
is putting in a month visiting the trade of the
Gulf states.
The old trick of recovering a diamond from the

in'ards of a chicken was repeated in Dayton the
other day when Mrs. Hugo Goetz recovered her
valuable diamond from the crop of a chicken she
was dressing. The stone had been lost from her
ring while she was shelling corn several weeks ago.
L. E. Dornseifer, Riverside jeweler, sustained

a severe abdominal injury when the carriage which
he was driving was struck by a College Hill car
early this month. The carriage was badly wrecked

and Mr. Dornseifer was removed to the hospital
where he was confined for more than a week. He
is again able to be about and it is thought no perm-
anent harm has been done.
The Charles H. Schmitt Jewelry Manufacturing

Company, has added new hands to its factory
force to take care of increasing business.
The Fry Jewelry and Drug Store at Camden,

Tenn., was entered and robbed recently. The
thieves made a deliberate haul and took all the
jewelry of any considerable value.
Burton Fox, Fox Brothers Company, will sail

the first of November for Europe. He expects
to visit London and Antwerp and will return home
the end of the year. George Fox, who has been
traveling on the Pacific coast, has headed home-
ward and will reach this city early in November.
Arthur Hohneck, son of Louis Hohneck, re-

tailer on Broadway, has given up his position in
his father's store, and on October 15 set out for
California where he plans to enter the automobile
business. The young man was given a farewell
party by a group of young friends who later ac-
companied him to the station.

J. Hirshfield, traveling salesman for the D.
Jacobs Sons Company, was a passenger on the L.
& N. train which was wrecked near Birmingham,
Ala., October 12. The train left the rails while
proceeding at a speed estimated at fifty miles an
hour and a number of people were killed or injured.
The car in which Mr. Hirshfield was riding was
ditched and a number of its occupants badly hurt.
Mr. Hirshfield extricated himself from the wreck by
climbing through a window. After the injured had
been taken care of he was much concerned about
his valuable trunks which were on the train. They
were pretty well buried under, and it was forty-
eighth hours before he had them safe in his pos-
session. He considers himself very lucky to have
escaped uninjured with his trunks intact from this
serious mishap.
Buyers visiting here during the past two weeks

include: E. E. Nelson, Williamsburg, Ky.; L.
Pollak, Williamson, W. Va.; G. H. Crunnin, Lex-
ington, Ky.; J. C. Whitpard, St. Petersburg, Fla.;
B. J. Dillard, Lebanon, Tenn.; F. M. Davidson,
West Liberty; C. E. Ewing, Hartsville, Tenn.;
Joseph Schoenthal, Springfield; R. 0. Wieland,
Greenville; A. Ellman, Dayton; F. L. Miller, Wil-
mington; A. Bluck, Charleston, W. Va.; Henry
Kraus, Springfield; Frank B. Cary, Lebanon; C. A.
Gossard, Washington Court House; A. T. Byron,
Owensville, Ky.; Lester Davis, Jackson; J. B.
Settle, Elkton, Ky. J. Bentel, Hamilton; W. J.
Heims, Knoxville, T'6-nn; M. D. Johns, Akron; A.
M. Stamm, Williamsburg; A. L. Wenenschwander,
Macon, Ga.; H. A. Rohs, Cynthiana, Ky.; C. W.
Morford, Bethel; J. T. Morgan, Liberty, Ind.

Unusual Jewelry

Hungarian jewelry has a barbaric charm all its
own. It dares to be itself, and itself is very beauti-
ful, with its many color schemes worked out in
precious and semi-precious stones. A specialty
shop on Fifth avenue has just received from the
old country a number of exquisite pieces, which
are offered at exceptionally reasonable prices.
There is a long veil pin set with eleven emerald
doublets, in silver gilt, for $6. Hungarian dinner
rings, designed from the original antiques, include
one of curious design in dull gold, set with genuine
pearls and sapphires, for $12, and another with
emeralds, at $12. The most effective one, to my
notion, is set with pearls and jade, priced at $9.
Along with the same consignment of jewelry came
some aprons from Servia. When a Servian girl
is twelve years old, she receives an apron to make
for her future lord and master. Every stitch is
woven and embroidered by hand. This is her
wedding gift to him. Some of the aprons are to be
sold for opera bags. One is of old blue velvet,
almost entirely covered with heavy silver em-
broidery. It is decidedly a bargain for $12. A
woman's apron, just the thing for an art student,
is of black sateen, with a gayly smocked yoke and
with strips down the side to match. It costs $7.
The needlework table pieces are a mass of stitches.
When you stop to consider the amount of eyesight
woven into these pieces, they seem bargains at
any price. A tea table cover, 36 x 36 inches—a
piece of unusual beauty—is $15. An all-wool couch
cover of rare weave is marked $40.
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Diamonds Talk
WAKE UP

Diamonds Know No Season!
IF THE PRICE IS RIGHT A DIAMOND WILL ALWAYS SELL
It is the most fascinating piece of merchandise the world has ever known. They are worn by the oldand by the young; by the rich and by the poor—Savings and Fortunes alike are invested in them.A YOUR OWN PEOPLE ARE BUYING THEM. THEY ARE BEING SOLD ALLAROUND YOU. The department stores are in the game. Demand is greater and salesare easier every day. The Mail-Order Houses are after your customers. It is high time thatYr91 you wake up—AND GIVE YOUR BIG BEN A CHANCE.

Learn the Hoefer Plan and the Hoefer Seevice!

Erri

Learn how to get enthusiastic about your own business. Talk it up. Lift it up. Back it up.You are on the ground and in a position to beat the field. We will help you do it. A postal aboutDiamonds will bring you a "MEMO" that will start you right AND MAKE YOU MONEY.

SEE US FOR FUNDAMENTALS
Elgin, Waltham, Hamilton, Howard Watches

But See Us for New Things The nifty, the clever, the newer designs in gold
with touches of character and distinction. Getout of the rut. Many a man has hanged himself with staples. Buy the things your people want.Be among the first to show them. Buy the kind that are different. The kind that creates newerideas, newer desires, newer ambitions, the kind that have a selling force all their own.REMEMBER WE HAVE CLEANED UP ONCE. Our stock is new. Not part of it.All of it. It is varied. It is right from the best shops where brain and brawn harmonize withthe seller's art.

Come to us. Write us. Wire us. Samples or an inspection will convince

HOEFER JEWELRY COMPANYC. C. HOEFER, President W. H. JOERS, Secretary E. 0. BAUMGAR.FEN, Vice-Pres.
1009-1011 Walnut Street, Merry Bldg. KANSAS CITY, MISSOURI

MKIMMMMMMMMMMMMMMM
MMMMMMMIEMMMMMMMMMMMMMMMEEMMEIMMMMM

November 1, 1912

SAN FRANCISCO

• 

Increasing Activity Among the Trade—Big Holiday
Season / Assured—Alert Jeweler Frustrates
Robbery—Trade Leaders Discuss Matters of
Interest at Luncheon

San Francisco, October 18.—The approach of
the Holiday season is already manifesting itself
in the activity among the trade. The wholesale
houses report a greatly increased demand in the

0 IP past few weeks. An unusual number of out-of-
town jewelers have been looking over the stocks

ER and making extensive selections.
Through the quick arrival of detectives at the

FUE jewelry store of W. C. Lean & Co. what the
nj police consider one of the most daring diamond

• 

robberies attempted in San Jose in many years
was frustrated. Sam Serio, who served six months

• 

in the county jail during 1910, and Louis Passfume,

• 

also known to the police, entered the store. Serio
FUE asked to look at some rings, while Passfume stood

near the door of the establishment. Dissatisfied

• 

with the jewels which were shown him, tray after

ER 
tray was displayed for Serio's inspection. In a
few minutes Mr. Lean became suspicious when

• 

one of the rings had disappeared from the tray,
filE and fearing that the man might grab the jewels

riI and run, he walked quietly to the front door of

• 

the house and locked it. He then telephoned to
filE police headquarters, and in two minutes more
nj detectives were there to give their assistance.

Conrad E. W. Klare, a jeweler at 2138 Thirty-
fourth avenue, was arrested on a charge of felony
embezzlement following the discovery by the police
of an ingenious method by which Klare is said to
have got rid of nineteen watches which were placed
in his hands by trusting customers. Miss E. H.
Steel, of E. Oakland, came to the police to corn-
plain that she had given two watches into the care
of Klare several months ago with instructions to
repair them. She said that she had called for the
time-pieces on numerous occasions, but that the
jeweler at all times put her off with some excuse or
other. She finally became suspicious and decided
to have the police investigate. Inspector W. F.
Kyle learned that Klare had pawned nineteen
watches which had been given into his care for
repairs.

Executive officers of the Pacific Coast Jewelers'
Board of Trade held an informal luncheon at the
Olympic Athletic Club.
R. W. Edwards, the retail jeweler of Thirteenth

and Broadway, Oakland, is spending a well-earned
vacation and is visiting the points of interest in
and around Portland, Oregon.
The executive officers of the Pacific Coast

Non-Retailing Jobbers' Association in conjunction
with the executive officers of the Pacific Coast
Gold and Silversmiths' Association held an
informal luncheon on Tuesday, October 15, at one
of our local restaurants. Subjects of vital interest
to both the wholesale and retail trade were dis-
cussed at some length.

I. Holzman, the retail jeweler of Portland, Ore-
gon, contemplates opening a new retail jewelry
store at Sixth and Washington streets in the same
city. This will make two stores under this man-
agement within two blocks of each other.
W. C. Lean, the retail jeweler of San Jose, was

in this city buying a stock of novelties for his
Holiday trade.
The H. B. Crouch Company, who conduct the

high class antique jewelry store in Los Angeles,
designed and manufactured the fine jewel 14K
gold pugilistic belt that was presented by promoter
T. J. McCarey to the winner of the boxing contest
held in Los Angeles a short time ago between
Champion Wolgast and Rivers.

I. Aronson, the retail jeweler of Portland, has
signed a new lease for a very desirable location at
Seventh and Washington streets, Portland, Oregon.
The new building that he contemplates moving into
will not be finished before 1914.
The Richmond Jewelry Company is the latest

retail jewelry firm to open an establishment in
Richmond, Cal. The proprietors are A. Nichols
and C. J. Harshner. The new store is in the La
Salle Building, Sixth and MacDonald avenue.
Mr. Nichols was formerly associated with the
Brilliant Jewelry Company, of San Francisco.
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A. H. New, the retail jeweler of 2217 North
Broadway, Los Angeles, has installed a complete
new set of show cases and wall fixtures.
N. Fink has succeeded to the retail jewelry busi-

ness of Walter Belling at Vallejo, Cal.
Billy Robinson, who is associated with the Nord-

man Brothers Company, met with a serious acci-
dent on the evening of October 14. Billy was riding
his "bike" and ran into a sand pile that did not
display the customary red danger signal. He was
thrown in front of a rapidly moving electric car
and was mussed up considerably. Billy expects
to be back at work again in about ten days.

Charles A. Moore, the pioneer retail jeweler of
Gridley, Cal., was seen doing some Christmas
shopping in the wholesale district a few days ago.
F. G. Thearle, who is identified with the whole-

sale jewelry business in Chicago, paid this city a
semi-official visit as the secretary of the National
Association of Jewelry Jobbers.

Albert L. Kahn, of the well-known New York
diamond importing firm of L. & M. Kahn Corn-
pany, paid the San Francisco jobbing trade his
initial trip a short time ago.
R. E. Lomax, the progressive retail jeweler of

South Broadway, Los Angeles, has opened another
store at Tucumcari, New Mexico, which is under
the able management of A. D. Foster. This retailer
also is the proprietor of two other stores which are
located in Porterville, Cal., and Yuma.
The Elgin National Watch Company has had

their large electric clock erected on one of the tallest
buildings in Los Angeles, at Broadway and Fourth
street.
W. H. Mitchell, retail jeweler of King City,

Cal., was among the out-of-town buyers in this
market a few days ago stocking up for the Holiday
season.

Ernest L. Dorrell has succeeded to the business
that was formerly under the control of Albert C.
Auger at 226 Market street, San Francisco.
Joseph Karoly, retail jeweler of Marysville,

Cal., paid his friends in the wholesale jewelry
district his annual visit and bought extensively
while here.
H. 0. Chute, who, some three or four years ago,

closed up his retail jewelry store in Tulare, Cal.,
has opened up again in the same town.
George E. Bangle, who has been established in

Vallejo, Cal., for a number of years, is preparing
to move into a larger store at 309 Georgia street.
R. R. Day has opened a new retail jewelry store

in Claremont, Cal. This dealer spent about ten
days in Los Angeles where he purchased an entire
new stock.
The Union Jewelry Company which has been

located at 2222 Mission street, San Francisco, has
been forced to move on account of small quarters.
Their new large commodious store is at 2254 on
the same street.

A Telephone Time Saver
What looks like a good suggestion is a device

noted in a recent number of the Electrician,
an invention designated as a telephone time
saver. This device consists of a sound-magni-
fying trumpet, of flattened form, similar to
certain types of motor horns, behind which is
a platform adapted to support the telephone
receiver. Upon receiving or making a call upon
the 'phone and being asked to"hold the line,"
the user, instead of "holding on" with the tele-
phone receiver pressed to his ear, an arrange-
ment which restricts his movements and prevents
him from giving his attention to any other matter,
merely drops the receiver on to the platform of the
"time saver," where it automatically slides into
position with the earpiece against the small end
of the spiral trumpet. The user is then free to go
on with his work until the voice from the triumpet
shows him that the person at the other end is
speaking. Conversation can then either be carried
on using the loud-speaking trumpet, with the ad-
vantage of leaving the user's hands both free for
the purpose of turning up references, taking down
a message from dictation, etc., or the receiver may
be lifted off the instrument and used in the ordinary
way. The loud-speaking telephone's "voice" is
very similar to that of a gramophone and it is thus
possible for the user of one of these instrumentkto
move some little way from the telephone and yet
hear when the person at the other end of the line
is speaking.

Old-Style Seed Pearl Jewelry
at Height of Fashion

The present revival of seed pearl jewelry harks
back to the days of our grandmothers—the grand-
mothers of some of us and doubly happy are we
who can bring forth our heirlooms and deck our-
selves in this approved adornment that harmonizes
so well with the fashions of the day. Otherwise
we resort to the shops for the real antiques—
not so very antique to be sure—brought out from
their century of hiding, or for the present day
copies and designs.
The old pieces of this pearl jewelry were made

in Europe and Egypt and many of the old European
pieces find their way to this country today in the
property of Italian women coming to the new
country. But now we are making this jewelry
in America, employing foreign workmen and
importing the little pearls in strands at vastly
less duty than would be charged were they made
up.

While many of the new seed pearl pieces are
made on the lines of the old-fashioned jewelry—
brooches the size of a dollar and earrings of such
length that they descend almost to the shoulders
in some instances—their very make-up gives them
an air of daintiness and lightness that is impossible
to pieces of the same size in silver or gold. So, put
close to the face the earrings do not detract from
it as the large ones of metal have a tendency to do.
The bases of these ornaments is mother of

pearl, cut into the desired shape and to this is
applied the pearls, strung and sewed on fine white
horse-hair. This cutting is frequently most
delicate, the shell made only as wide as a single
row of the tiny pearls.
The designs vary and in making them there is

plenty of play for the designer's fancy. The star
is a favorite in pendants and brooches, the center
being formed of one large pearl, a small platinum
set diamond or some other stone. There are whole
sets to match, necklace with pendants, earringr
and brooch—perhaps in an ornate flower design
with little swinging chains and pearl wrought
balls attached.

Crosses and hearts, too, add their quota of
sentiments.

Earrings range from the simplest to the most
intricate designs. One pair shows just a few lines
of jewels on a round shell base. Another was
made up of five or six little groups of different
shapes, built one on the other almost to heaviness.
One pair is most exquisitely shaped like a lily
with a chain and ball of pearls dangling pistol-wise
from the center. Another pair showed a large ring,
sewed solid with several rows of pearls hanging
from a little star. And yet another was in very
unique pattern, the lines running perpendicular,
reminding one of a priestly mitre swinging from
a cross bar of pearls.

Necklaces are both simple and elaborate and
one may indulge one's fancy to any extent, pro-
viding one's purse will bear the strain. One of the
more elaborate designs seen in a shop particularly
well known for this kind of jewelry, was formed of a
chain and center pendant, around which were
grouped several small pendants, dangling chains
and balls. A short neck piece with bracelets to
match, was cut in links like figure eights, con-
nected by small four-cornered stars with a diamond
in the center of each. There are many charmingly
simple little necklaces, strung almost like daisy
chains, some in small pearls, others in larger ones.
Again two or three strands will be caught together
either loose or twisted like a rope. One such
chain was held at intervals with large gold beads,
another with jet pieces and still another was held
together with narrow bars of diamonds.
Along with this revival of the old-fashioned

necklace comes the revival of black velvet neck-
band as a background or mount for pearl bands or
a single pearl star, the blackness of the velvet
making a lovely setting for the creamy whiteness
of the pearls.
Such a band is worn close about the neck with

or without a high-boned stock.
The prices of these pearl pieces are reckoned

according to their weight, and they vary all the
way from one to three figures. The large necklace
described above was valued at $400 and one of the
small chains at $20, the duty on such pieces if
imported would be about 60 percent ad valorem.
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Knowing How You Stand
Is Basis of Success in Retailing

Importance of an Accurate System of Accounting in the Retail Business—Instances
Where Merchants Were Headed to Ruin by Not Having Accounts that Account

At a meeting in Chicago of the National Asso-
ciation of Creditmen one of the speakers made
the statement that the majority of failures of
retail dealers in all lines are because of their "ab-
solute ignorance of their business." This strong
statement was directed to the attention of W. D.
Simmons, president of the Simmons Hardware
Company, of St. Louis, Mo., and his views on the
creditman's assertion solicited. In reply, Mr.
Simmons read a very timely lecture to retail
dealers which applies quite as forcibly to the retail
jewelers as to the hardware merchants in whom he
is directly interested. He said in part.
"Absolute ignorance" always seems like a harsh

term to apply to any of our friends, but I am sure
it was not so intended by the speaker in question,
and it may be that we can, by a short discussion
of the subject, hit upon the primary cause of this
condition and also find a simple and practical way
of overcoming at least a large share of it. If so,
it is well worth all of the attention and time we
can give to it, even in so busy a season.
Who knows his business? What proportion of

the retail dealers of the United States know what
they should about theirs?—not only a general
knowledge of the trade in which they are engaged,
but how many of them know what they should
about their own individual business?
How many of them keep themselves as well and

constantly informed as they can and should do
to enable them to get the best possible results
from the investment they are making, not only
of money but of talent and industry?—all of which
they are devoting to the particular business in
question.

Better Merchants Needed
My experience on the road in selling goods to the

retail dealers, and for them over their counters,
and also as the result of daily conferences with our
salesmen, lead me to believe that the greatest
want of the retail hardware trade today is better
merchants—men who understand the difference
between a shopkeeper and a merchant—men who
study the problems that they may understand the
factors which make for success and that they may
apply the best methods to their own business.

It is true that great progress has been made in
this respect; that, taken as a whole, retail hard-
ware dealers of today are far better business men
and much more intelligent than they were fifteen
or even ten years ago. I am sure a considerable
part of this progress is the result of their acquiring
the habit of going out and coming in contact
with each other in conventions and elsewhere—
of participating in and listening to the discussions,
from which they have not only gotten what might
be called direct dividends, but from which they
have acquired the habit of more earnest study and
the application or originality, instead of staying
in the old rut, as the great majority of merchants
did prior to the time that it became an annual
custom for large numbers of them to rub up against
each other and get something of value as the result
of the contact. The result usually shows itself in
better methods and the adoption of more up-to-
date ideas in the daily conduct of their business.

The Man Who Sells His Time as Well as His
Merchandise

Of course, the first thing that comes to my mind
in the consideration of this general subject of better
merchants, naturally relates to salesmanship and
the contrast between the results obtained by one
man who sells his time, as well as his merchandise,
at a profit, as compared to the one who apparently
gives no thought to the value of his own time or
to the fact that being his own employer should
not lead to his failure to put in every minute of his
time just as profitably as if his employer were some
one else who would insist on his doing that. That,
however, is a subject by itself—one on which
volumes have already been written and one the

possibilities of which have hardly been touched;
but because able writers are contributing to your
columns every day more frequently on this than on
almost any other subject, I will not attempt to
discuss it at this time.

The Necessity of Accounts That Account
I have had this particular question of "knowing

one's business," brought so forcefully to my notice
during the past few weeks, as to convince me that
it is one to which but a small proportion of mer-
chants, large or small, give the attention it deserves
and that in very many instances, it is simply a
question of having books of account so arranged
and kept that they will do what accounts should
do—account. There is no doubt in my mind about
the importance of this to every merchant, no mat-
ter how small his capital may be; in fact, the
smaller capital a man has, the more important it
often is that his books shall properly account to
him, in order that he may be sure that every dollar
is so invested as to bring him the best possible
return from it.

A Case in Point

One instance of three that have come up recently
I mention without using names, but specifically
and in detail that it may be, as the children say,
"a true story," because we will take more interest
in that which we know to be truth rather than
fiction.
A good customer—a live, industrious, resource-

ful merchant, whose trade has been increasing
constantly for several years and who devotes his
entire time and thought to his business and to
making it successful and profitable—came to St.
Louis, as he explained, particularly to consult me
and to ask me to investigate him and his methods
and see if I could tell him what was the matter.
In explaining the situation he said:
"I have done my best to follow what I believe

to be the best business methods; I have been care-
ful in my buying—bought goods which it paid me
to put my money into, and devoted my time to
selling goods which pay me a profit on both my
capital and my salesmanship. I have been earnest
in my efforts to create store character, and believe
I have done it very successfully. I am sure I have
the respect of the people in my community—they
have certainly given me the best evidence of it in
their disposition to come and trade with me. My
business, as you know, has been increasing right
along year after year, and very much more than
my expenses have increased. So it seems to me,
taking it all together, I ought to be making quite
a little more money than I am; and as you have
been very helpful to me in many ways, I just
thought I would get on the train, bring my books
with me, come over here and ask you to help me
to find out whether I haven't a screw loose some-
where, and if so, where it is."
"All right," I said. "Let's look over you ac-

counts and see what we can learn from them. How
does your gross profit compare with a year ago?
Are you averaging more or less than you did?"
"I don't know," he replied. "I don't know any

way I can find that out."
I looked over his books and agreed with him

that his accounts did not account as they should
in that respect.
Then I asked, "How about your expenses; have

they increased out of proportion to other things."
To that he also replied, "I don't know;" and in

looking over his accounts again it was very clear
that they had not been kept in such a way as to
give him that information.
While he had been doing just as much or more

work than was necessary to keep his books cor-
rectly, and work that required more knowledge of
book-keeping that it is necessary to employ in the
accounts of a business of that size, when he got
through with that work about all he could tell was
how much he owed and to whom—how much was
owed to him and by whom—and, after he had taken
an inventory and balanced his books, how much

profit had been made. Where the money had
come from or where it had gone, or in what respect
he had fallen back, there was nothing to in anyway
indicate, although more work had been done than
would have been necessary to show these essential
things thoroughly well.
To make a long story short: We sent a repre-

sentative from our accounting department—one
who has a thorough knowledge of both the prin-
ciples of accounting and of the retail hardware
business and who knows how to apply simple
methods of one to the requirements of the other
in order to have the accounts account as they
should.

This representative, after a careful and thorough
analysis of the situation, disclosed the fact that
a young and trusted clerk had, for some time, been
systematically stealing a good portion of the pro-
fits of the business. The evidence he obtained
was so clear and definite that it brought a confes-
sion from the young man, and the restoration of a
considerable sum of money that he had not as yet
spent.

Accounting Just as Important as Buying
and Selling

Now, my friend, the merchant, is thoroughly
convinced that it is worth while and just as im-
portant to give his attention to the matter of ac-
counts as to any other part of his business.

Since he has done that, he is tremendously
surprised, first, to find how much good accounting
will help him to make his business profitable; and
still more surprised to find that good accounting
does not mean complicated book-keeping such as
he could not understand or book-keeping that re-
quires an expert to do the work. Good accounting
can be none the less simple accounting—in fact
more simple than that he has been using and which
failed almost entirely to perform the chief function
of accounts, viz., to account—to tell the story—to
tell, almost at a glance, what the proprietor ought
to know about his business to enable to get the best
results.
In a letter received from this gentleman recently

expressing to me his appreciation of the way we
had helped him, he speaks of the new comfort that
he gets from the knowledge of his business that he
never had before. He says that comfort and peace
of mind is alone "worth the price of admission."
Already he has found that it relieved the nerve
pressure from his business to such an extent as to
have it greatly benefit his health and physical
condition.
His business has been worrying him very greatly

and he has felt the effect of it to an alarming ex-
tent, consequently this knowledge which his ac-
counts have given, constitute a new asset in his
business, the value of which he was just beginning
to appreciate.

"Knowledge is Power"—is it a Money Power?
We are told that "Knowledge is Power." We

hear nowadays a lot about the "money power;"
perhaps knowledge of our business is one of the
money powers that we are, many of us, overlook-
ing. If any knowledge we may gain about our
business can be used to increase the amount of
money we make, certainly that is an instance where
knowledge can be a "money power."
One of the other two instances that I have in

mind illustrates quite clearly another element of
this proposition which I think is quite generally
not understood. That is, that the simplicity of
good accounting makes it entirely practicable to
keep books properly and in such a way that they
will account as they should, and at the same time
have the work well within the capacity of the
average person who keeps books in the average
store. Likewise it is practicable to do the work
more accurately than it is usually done with sys-
tems which are designed to cover, in a blanket
sort of a way, almost every kind of business for
which they might be used.

He Kent His Own Books and Very Badly
In the particular case in question, a good friend

and customer, who had been keeping his own books
according to the usual methods, on a plan made
broad enough to cover almost any kind of business
wanted to bay out his partner and give his whole
time to the merchandising, and have some one else
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do his bookkeeping for him. He thought nobody
else whom he could afford to employ, could under-
stand his books and keep them as he had been
keeping them. At his request, we laid out for him
a set of accounts that fitted his business; we helped
him to select and employ a young lady who had
home duties in the early morning and late evening,
but could come in from ten until four. She had
never kept books but had no trouble in learning to
keep these according to our plan—no difficulty
in keeping them in balance every month. At the
end of the year, his books told him not only the
volume of his business, how much and to whom he
owed money, how much was owing to him and by
whom; but they showed him his gross profits, his
percentage of gross profits, expenses properly di-
vided in such a way as to enable him to keep track
of his business and to krtow, if he was going ahead,
wherein his gain was being made, and if he was
falling behind, just what was the cause of it.
Now all of this is being done by a young lady

who had no previous experience and who, after
comparatively little instruction and one or two
additional visits by our accountant, kept things
in very nice shape until the close of the year.

Increased Profits More Than Increased Business

This merchant feels that the knowledge he has
from these accounts is a most valuable thing to
him—in fact he attributes most of the gain which
he has made during the past year in volume of
business and profits, directly to this information
and understanding of the business. He cites as an
evidence of it, the fact that other merchants in his
section have not done as well this year as last; in
fact they have all shown a falling off, whereas his
business has shown some increase in volume but
materially an increase in profits. He expressed
it to me about in these words:

"The trouble with me was I was losing out here
and there and I did not know it, hence of course did
not stop it; and then I was doing better here or
there, and did not know that, and of course did not
give that any particular attention, and increase
where I had a chance to. Then I was always
worried because I did not know "where I was at,"
and now I know pretty well and feel comfortably
and, because of that, I know I am a whole lot more
agreeable to my customers, which in itself makes
them more inclined to do business with me."
"How about the young lady and the accounts?"

I asked. "Can she handle them?"
"Oh!" he replied, "That is all very simple. My

idea that nobody else would keep my books satis-
factorily but myself—nobody else but a thoroughly
going and experienced bookkeeper was entirely
a mistake. I see now that it is a question largely
of how your books are laid out in the beginning."
The way your man laid these out for me is so

simple that anybody can understand them, and
they are kept up in a whole lot better shape than
they used to be when I had other things to do that
interfered with them; and in addition to that, they
do just what you told me they should do—account
Ever since you told me that, I have been wondering
how it was that I had been keeping books as long
as I had and never thought of the real meaning of
the term, account—never recognized what the real
purpose of 'accounts is, and how simple it is to lay
out and keep your accounts so that they do account
as they should."
"Well, then," I asked, "you agree with me, do

you, that it pays even in a small business to have
a set of books designed to fit that particular busi-
ness—that it not only pays in the convenience
and simplicity of the work but directly in the
results a man can get in his business because of
knowing what properly planned accounts will tell
him?"
"Yes," he said, "The way I look at it now is just

as you told me when we first talked this over—that
a man might just as well, instead of getting a suit
of clothes to fit him, send over to the clothing
store and order a suit of clothes big enough to cover
anybody who might happen to want to wear it, and
then expect such a suit to be satisfactory. It will
cover him all right, but it will give him a whole
lot of unnecessary trouble and constantly interfere
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with his doing things as well as he could do them
working in a suit that fits him."
The average retail hardware business rattles

around in a ready-made general accounting system,
when it is just as easy to get one in the beginning
that will fit, be convenient, practical, and in addi-
tion to that, account as it should.

Getting Into Trouble and Not Knowing It

The third case that I have in mind, which has
come to my attention also recently, is one in which
the importance of having the proper set of accounts
was even greater than in either of the other two
cases, because, in a few words, it was the case of a
man's not keeping proper track of his business—
getting into trouble and not realizing it until he had
gone so far that he could not possibly save himself;
he was broke before he knew it.
In talking with him, I found that he had thought

that if he kept track of his invoices until they were
paid, so as to know how much he owed and to
whom, and kept a record of the amount of money
different people owed him, that was really all that
was necessary and anything other than that was
foolishness, rather than practical; and just made a
lot of extra work.

Unfortunately, he has learned by bitter experi-
ence, that a little of this work would have given
him prompt warning in plenty of time and saved
him from financial ruin.
When a merchant opens his store, especially if

he has not been in business before, he will give a
lot of time and thought and spend a lot of money,
equipping his store with suitable fixtures, buying
appropriate stock, and all that sort of thing, and
very properly so; but he will frequently start out to
do business without any provision for his accounts.

All at once it dawns on him that this is a neces-
sary adjunct, and he rushes over to the book-
store and buys some books, without giving the
thing much thought, even as to how he is going to
use them, except in a general way in bookkeeping.
Then he will open them up, largely according to the
way things happen to come, and let them drift
along in some haphazard shape, with the result
that he is anything but a master of his business,
as he should be and can be with a simple set of
well-planned accounts.
Very frequently a man starts out to be very

careful about his expenses and about his profits, and
he gets along quite well for a year or so, until he gets
careless in both of these particulars. He has to
meet some low prices, on account of competition,
but he does not hunt around for additional items
or lines of goods which he might add and which will
pay a good profit, enabling him to average up.
He is always averaging down, but seldom knows it,
and of course it is just a question of time when that
tendency spells ruin.
Then again, he often, by reason of increase in

business because of good times, increases his
expenses—perhaps not in proportion to his volume
of business—and so it results satisfactorily
until the good times disappear and the volume of
business again falls off, then the expenses are quite
out of proportion to the business he is doing, but
his books don't show it—they don't warn him, as
they should. And again, it is just a question of
time when that spells disaster.

Getting the Profit

A merchant who finds, at the end of the year,
that his returns are not satisfactory, sometimes
assumes that the trouble is in one place, when, as
a matter of fact, it is in another; sometimes he
takes it for granted that the trouble is in his ex-
pense account, and immediately adopts a rigid
reduction to the detriment of his service and sales,
when his trouble was not there but in the fact that
his average gross profits were not sufficient to cover
the cost of doing business, no matter how careful
he might be; the trouble in that case being he was
spending his entire time selling goods that were not
profitable, because they were easy to sell. He was
not taking advantage of having people come in the
store to buy staple goods, on which there is barely
enough to cover the cost of doing business, but
to whom he might also sell, if properly approached,
many goods which he could bring to their attention
and on which he could realize a very good margin
of profit. Under those conditions, the rigid reduc-
tion of expenses may be the one thing that he can-
not afford, because of the impossibility of accom-
plishing enough in that direction to cure the trouble.

What that man needs is a set of books, so ar-
ranged as to show not only the results but how they
were arrived at—what caused either an increase
or reduction in the net profits—something he can
put his fingers on and which will enable him to
know just where the remedy has to be applied—
something that will tell him, as soon as the remedy
has been applied, whether it is producing the de-
sired effect—something that will enable him to
know when the cure has been accomplished, and
enable him to stop before he goes too far in the
other direction. Having books give information
in regard to receivables and accounts payable is
only a minor function of proper accounting.

The Jobber's Help

The average merchants does not, and should not,
hesitate to call on his jobber for assistance in any-
thing in which that jobber can help him. Our
old saying, "A jobber's first duty is to help his
customers to prosper," applies to every element of
that customer's business in which the experience
of the jobber can be turned to the use and profit of
the retail dealer; and still, it is an unusual thing for
any of us jobbers to be asked to help a merchant lay
out his books in such a way as to eanable him to
keep intelligent track of his business without hav-
ing to do any unnecessary amount of complicated
bookkeeping to accomplish it.
We have them frequently ask us to send some-

one to help open up and price their goods; or, if
they are buying out somebody's business, someone
who will help them to inventory and value the
goods; or, if they want to conduct a sale of any
kind to attract attention and advertise their busi-
ness, someone to assist in doing that, to help dec-
orate windows, write advertising and all that sort
of thing which, in these days, is part of the up-to-
date jobber's service, and in which he gives to his
customers the service of experts whom he has in
his employ for that purpose.
But his accountants, whom he requires to have a

thorough knowledge of retail hardware business,
as well as of accounting, in order that they may be
ready and equipped to assist or advise their friends
in that branch of their work, devote but little time
to rendering assistance of that character, largely
because the average merchant does not recognize
that a proper set of books, a simple and "ABC"
way of keeping them for a simple and "ABC"
type of business, is as important, if not more im-
portant, than the comparatively complex books
that are necessarily kept by the jobber for his com-
plicated business.

It is just as important for the retail merchant
to know what he can know about his business, as
it is for the jobber to have the very much more in-
tricate knowledge of his business that he must
have to keep him off the financial rocks.
Of course, there are people who are in the regular

business of establishing accounting systems in
stores of all kinds, but, unfortunately, most of
them give thorough study and attention chiefly to
systems for larger houses, and it has fallen to the
lot of the hardware jobber to intelligently work out
that problem for the benefit of his customers—to
study carefully the conditions of the retail hard-
ware business as they exist in the average store—to
devise simple methods of accounting that fit such
cases and all of the elements that surround them,
including the fact that very few of the owners of
the stores understand the first principles of book-
keeping or even that accounts can be kept in such
a way and make the proprietor the master rather
than the slave of his business.

Good Advice for Any Merchant

I commend to your readers this thought.
Do your accounts account?
Do they convey to you a knowledge which is

power?
Do you know your business as you should?
If not, is this not a good time to begin—to have

your books valuable assistants and contributors
to your success, rather than the bug-bear of the
business?
Your jobber is always ready to assist you in any

manner which will help you to make more money.
He hesitated to suggest anything to you in-

dividually on this score, because of the fear that he
might be misunderstood—that you might think him
officious or disposed to investigate your private
affairs, perhaps because of doubt about your credit
standing.
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A Plea for the A B C
of Salesmanship

I asked a good salesman why, in his
judgment some men worked hard and still
did not succeed as salesmen. "They
fail," he replied, "because they do not
work right.'"
The man I made this inquiry of is an

"Old School" salesman—one of those
fellows who started selling goods long
before we knew salesmanship as a science,
and I was glad to hear him use the phrase
"work right." My admiration for him as
a salesman filled me with a desire that he
would give just that very reason, for those
two words—" work right "—express as
nothing else can the laws that make for
success in selling goods. Somehow I
wanted to know he had not come by his
success simply through the natural order of
things, but that he had seen the way to
accomplish results, stopped to analyze
it, had discovered the rule, put the rule
into practice—and won.
You have seen a boiler having in it a

higher pressure of steam than necessary
to run the machinery; a furnace with
more fire in it than necessary to heat a
house; a man put on the brakes tighter
than necessary to stop the car. That is
wasted or misdirected energy—and this
applied to salesmanship is not "working
right."
What man is there among us who has

not set the goalstake of his ambition at
the highest pinnacle of success? Each of us
could reach our goal-stake earlier and
easier, if we but "worked right."
Perhaps you will say your house is

getting its share of the trade. Let me
tell you, in selling goods there is no such
thing as "getting one's share." A "share"
is all. You cannot, as a matter of fact,
sell all of any one thing to be bought in
your locality, but you should work on the
basis that you will sell all. You cannot
do it in bull dog fashion, by sheer force;
you must "work right"—you must go
back to the A B C of selling. Know
your line, keep ever studying yourself
and your trade.
"A"—Knowledge of your goods, of

what and how they are made. What
particular exclusive features, if any, they
have. Why they are better than others
at the same price, or why they are the
best value for the money. What special
value they have for people who buy them.
And an equal knowledge of competitive
goods, etc.
" B "—Knowledge of self. Knowing

your strong and your weak points, ability
to combat arguments. Will power, etc.
"C "—Knowledge of trade conditions,

human nature, the psychological moment,
etc.
A B and C have many sub-divisions,

and the more we divide each subject the
more closely we come to the basic laws
of success in selling goods. Space will not
permit us in this writing to take up each
of the major subjects separately (to say
nothing of a discussion of the subjects
when sub-divided), so I am going to invite

•
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you to go with me through the corridor
of memory, where we will find a few pen
pictures illustrating the application of the
A B C's of Salesmanship.
I once went with a friend to buy a nozzle

for a garden hose. Before we got out of
the store, my friend had bought goods to
an amount many times the price of a
nozzle, and he was glad he had gone to
that store for his purchase.
Of course, there was no questioning

the salesman's good judgment about
nozzles—the sale was made in a minute,
and while my friend and I were waiting
for the change, the salesman took ad-
vantage of the opportunity. It was not
hard to start and carry on a conversation
about the care of the lawn. Just at the
right moment the salesman said : " Talk-
ing about a lawn mower, let me show you
something."

Before we had left the store my friend
had given an order for a lawn mower,
fifty feet of garden hose and a lawn rake.
I went into a house furnishing store the

other day—I like to see what salesmen
know about their line. Going up to a
salesman at the cutlery counter, I asked
him for a certain brand of kitchen cutlery.
He had it and showed it to me.
"What do you know of this cutlery?"

I asked.
"It is a fine set of cutlery," he answered.
" Is that all you know about it?"
That was all he did know about it,

although he made a strenuous effort—
kind of a dying struggle, as you might
say, to make the sale.
"Pardon me, my friend," I said, "but

would you not like to get more out of
yourself as a salesman?"
He took this kindly, and so I proceeded.
"Would you believe it," I said, "this

good, though as you might say, ordinary
set of kitchen cutlery, has, if you would
take the time to find it out, as fine as
sales talk as was ever put up on any article.
Would you care to hear it?"
In both his answer and his manner, he

showed his eagerness to hear the facts.
"Now I am not selling kitchen cutlery,"

I assured him, "but I am deeply interested
in salesmanship, and for the sake of good
salesmanship I will tell you the story of
this cutlery, that you may know a good
sales argument can be built up on even a
kitchen knife."

This is what I said to the salesman:
" The handles of this cutlery are of

genuine Cocobola wood imported from
Costa Rico and Honduras. This costly
wood is used because of its superior non-
absorbent qualities, its hardness and its
beauty, which make it especially service-
able for kitchen use. Each handle is
riveted to the blade with brass rivets,
insuring a blade and handle that will not
fall apart. The blades are of finer steel
than one usually finds in cutlery of this
kind. It is fully as good steel as is fur-
nished in cutlery costing twice to three
times the price of this set. All the im-
purities are removed from the metal of
which the blades are made and the metal
given a series of heat treatments that

make it strong and tough, but flexible
and without brittleness.
"Another one of the several and exclu-

sive features employed in making the
blades is the repeated rollings given the
metal; the purpose of this is to give the
blade a continuous bevel or wedge shape
from the back to the front, which gives
quick sharpening and edge holding quali-
ties as long as there is a piece of the blade
left. Each knife is ground by hand on
grindstones under water, which does not
injure the temper in the steel as some
other methods of grinding. The final
operation is the polishing. The handles
are polished on wooden wheels covered
with layers of tiny bits of cloth; the
blades are polished on wheels covered
with walrus hide. This gives a high
polish as well as preserves the material.
The shape and design of this cutlery has
been carefully planned. To determine
how carefully these details have been
worked out, take any piece of this cutlery
in your hand and note its perfect poise
and balance."
The salesman thanked me.
"You have turned a lot of steel and

wood into things which now fairly speak,
which tells me there is something wonder-
ful in a true study of salesmanship. I
have always done fairly well, but I have
never gotten beyond a certain point. Here
lately I have been dissatisfied with myself.
I have come to think that iny lot was
simply a daily grind, that there was not
any beauty to it; I see now that I have
not been working right.'
Again I was glad to hear the phrase—

"working right." The other time it had
come from a man who had made good;
this time from a man who had about lost,
but had awakened to see a way to win.
About a week later I stopped in to see

my new made friend. I found him busy
waiting upon a customer. Drawing near
I heard him telling the customer the
merits of this particular brand of cutlery
I had inquired about a week before. One
would hardly recognize in him the same
man who had once offered me this article
with no more animation than an auto-
matic machine dispensing postage stamps.
I saw that he had begun to put the best
of himself into his work. Not only did he
seem happy and enthusiastic, but the
goods seemed differently and better ar-
ranged. He seemed to have imparted
to the goods themselves in their "speak-
ing" display—a new life.
I waited until he had made the sale,

and as the customer was leaving the store
I walked over to the salesman and asked,
" How are our cutlery sales?"

"Fine! Fine!" he exclaimed, as he
grapsed my hand. " We have sold a gross
more of that particular brand of cutlery
than we ever sold before, and say, not
only that cutlery, but everything. Maybe
the people are beginning to buy now," he
added with a wink.
"Maybe you are beginning to sell now,"

I answered.
He had started to learn his "line,"

which is the duty every salesman owes to
himself and to his house.—W. Barret
Hankins, in Housefurnishing Review.
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KANSAS CITY
WOODSTOCK-HOEFER
WATCH & JEWELRY CO.
Keith & Perry Building
9th & Walnut Streets Kansas City

Complete Lines of

Diamonds, Watches,
Gold and Filled Jewelry,
Silverware, Clocks, Cut
Glass and Novelties

Orders filled from any legit-
imate catalogue published

Give Us a Trial Wholesale Only

THE FACT IS

Goods Well Displayed
Are Half Sold

Neat, well-made Cases and Fixtures are absolutely
necessary. You will be interest-xl in Our Line.

WRITE US TO-DAY

A. R. JACKSON, KANSAS CITY
SHOW CASE WORKS CO.

KANSAS CITY EZ,--r. L MISSOURI
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TOOLS MATERIALS

OPTICAL GOODS

MEYER JEWELRY CO.
12th and Walnut Streets

Boley Building

KANSAS CITY MISSOURI

Jewelry Manufacturing

and Repairing

WASCHAU'S AUTOMATIC STOP
FOR DISK GRAPHOPHONES

The one thing needed
to perfect the mechan-
ism of the grapho-
phone is the

Automatic Stop
which is used with a
pin on under side of
the disk and the stop
is screwed on to the
side of the machine, as
shown in illustration.
The record is played
and the stop shows
exactly how many
revolutions it has
made. This number
is scratched or cut on
the record, then when
it is played again you
merely set the stop to
the desired number  
and start your piece—
it stops automatically without scraping or scratching the record. This stop is
made of brass, nickel or gold plated, and the figures are finished in ename ,
making an attractive addition to the graphophone.

Price for Nickel Finish—to the dealer—$4.00 list. Retails, $3.50 net
" Gold Plated " 6.00 " " 5.00 "

Edwards-Ludwig-Fuller Jewelry Co.
Formerly EDWARDS & SLOAN JEWELRY COMPANY

KANSAS CITY, MISSOURI

November 1, 1912

KANSAS CITY

THE KEYSTONE

Rush of Business Necessitates Night Work in
Wholesale Houses—The Big Crop Boom Already
Here—Early Shopping Movement Being Ex-
ploited by Board of Public Welfare

Kansas City, Mo., October 23.—The unusual
rush of business, which has kept many ot the
jewelry houses working nights, shows signs of
abatement although orders are still coming in
more than usual volume. It is believed that most
of the country stores are now pretty well stocked
up with Holiday goods, but the normal demand
for jewelry is far ahead of any similar season for
years. In the country the crops have now been
harvested and money is plentiful and business in
all lines is good. Collections also are improving
as the crops move. It is believed that there will
be heavy reordering before the Holiday season is
over, and wholesalers are urging their customers
to get their orders in early enough so that factory
supplies may be obtained.
In Kansas City the early shopping movement

has been inaugurated under the auspices of the
board of public welfare which has taken special
interest in looking after the health and comfort
of working women. Miss Lois Cornforth, of the
board, has charge of the early shopping movement
and already assurances have come from practically
all of the big retail establishments of the city
that the hours recommended by the board of
public welfare will be observed. There will be
no night work for any of the jewelry stores or big
department stores except probably on Christmas
eve. Last year the stores observed a nine-hour
schedule during the Christmas Holiday season
opening at 8 o'clock in the morning and closing
at 6 o'clock at night. This was required under the
recent nine-hour law passed by the Missouri
legislature. It is now planned to open the stores
a little later in the morning and close them at
6 o'clock as usual. Society and club women in
Kansas City have taken an unusual interest in
this movement and are giving it their hearty
support.

John C. Walton, who was given a twenty year
sentence in the penitentiary for robbing the
Franklin Jewelry Company on West Ninth street,
July 20, 1911, lost his appeal for a new trial and
will be taken to prison soon. He made a stubborn
fight and all the processes of the law were exhausted
in his behalf. His attorney was Jesse James, son
of the former noted Missouri bandit.
The stock of the Joplin Jewelry Company, Jop-

lin, Mo., has been brought to Kansas City and is
being auctioned at 1003 Walnut street, by the
Hershfield Jewelry Company.

J. L. Wood, formerly employed by the Margolis
Jewelry Company, has returned to that concern
after two years spent in Denver.
The Goldberg Jewelry Company, 816 Wyan-

dotte street, suffered a small loss recently by
thieves breaking into their show window and
taking a supply of inexpensive goods.
James D. Goldsby, superintendent of the West-

port post-office, has been appointed administrator
for the estate of the late H. C. Rudd, jeweler,
who was in businegs on Westport avenue until his
death recently. It is said that Mr. Goldsby will
try and negotiate a private sale of the stock as the
location is inviting for the jewelry business.

J. R. Delaplain, who recently bought the
Williams store at Marion, Kans, will put in an
optical department. Mr. Delaplain was a traveler
for the Merry Optical Company for several years.

Louis Medege, of Richmond, Mo., recently paid
a visit to his brother, A. F. Medege, of the Merry
Optical Company.
G. G. Hallauer, who has had a watchmaking

establishment in the Gunbel Building, Eighth and
Walnut streets, has removed to the Gloyd Building,
913 Walnut street.
E. L. Donaldson, Texas traveler for the Ed-

wards-Ludwig-Fuller Jewelry Company, has prac-
tically recovered his health. The report that he
was a victim of tuberculosis was erroneous. Mr.-
Donaldson is expected in Kansas City soon to
remain in the house for a time.
The Campbell Jewelry Company, of 106 East

Twelfth street, is remodeling its store and intends
to make that establishment one of the most
attractive in the city.
Edgar Edgerter, who came to Kansas City from

Pittsburgh, Pa., has accepted a position in the
material department of the Meyer Jewelry Coin-
pany.
The National Jewelry Company is a new insti-

tution that has opened for business at Twelfth
and Walnut streets.
George B. Allen is a new traveler for the C. A.

Kiger Jewelry Company, and he is now on his
first trip through Southern Missouri.
Moad Lamar, for several years with the Porter

& Wiser Jewelry Company, has gone to San
Francisco where he was called on account of the
serious illness of his mother.
John Youngblood, of Goldfield, Cal., is in

Kansas City where he proposes to open a jewelry
store as soon as the right location can be found.
W. H. Gunner, of Omaha, has been added to the

forces of the Woodstock-Hoefer Watch & Jewelry
Company.

Miss Florence Blunt, formerly with D. B.
Ward & Co., was married October 7, to Storrs
H. Smith, of Spokane, Wash.

Charles E. Baab, who has been in business at
30393/ Prospect avenue, has sold out to A. Litch
and will remove to California.
John Anderson, E. Williams and Mr. Colgan, are

new employes in the manufacturing department of
the Meyer Jewelry Company.

Miss Alma Murphy is a new employe in the office
of C. A. Kiger Jewelry Company.

Miss Alma Dunn, Miss Helen Lewis and Miss
Jennie Flaherty have been added to the office force
of the Meyer Jewelry Company.
Mrs. H. Rothen, her daughter, Camille, and

son, Norwood, returned the middle of October
from a six months' trip in Europe.

Miss Francis Wilson is now in the office of D. B.
Ward & Co.
Among the visiting jewelers in Kansas City

recently were: Mr. and Mrs. W. P. Ireland, Wells-
ville, Kans.; Mr. and Mrs. W. F. Brown, Sterling,
Kans.; J. A. Zimmerman, Warrensburg, Mo.;
Walter Sperling, Seneca, Kans.; Edgar Campbell,
Osawatomie, Kans.; J. S. Fitzgerald, Wetmore,
Kans.; George A. Young, Moberly, Mo.; Ross
Libby, Weir City, Kans.; H. B. Johnson, Ozark,
Mo.; Ora Stutzman, Garden City, Mo.; Claud
Wheeler, Columbus, Mo.; S. J. Huey, Excelsior
Springs, Mo.; W. F. Kirkpatrick, Winchester,
Kans.; George Sommers, Sturgeon, Mo.; George
B. Emery, Hutchinson, Kans.; A. J. Caruth,
Herington, Kans.; J. B. Allinson, Westville, Okla.;
Walter Starche, Junction City, Kans.; E. D.
Marshall, Golden City, Mo.; Leander Hall,
Hominy, Okla.; S. S. Sherfey, Council Grove,
Kans.; Mr. and Mrs. G. W. Britton, Hartford,
Kans.; Mr. and Mrs. H. L. Ford, Pleasant Hill,
Mo.; Mr. and Mrs. P. K. Butterfield, Mulvane,
Kans.; Joseph Schmandt, Holden, Mo.; J. L.
Johnson, New London, Mo.; W. L. Moran, Her-
ington, Kans.; W. H. Meyer, Lawson, Mo.;
J. T. Morrison, Hayes, Kans.; F. Ritter, Leaven-
worth, Kans.; T. L. Hunter, Sweet Springs, Mo.;
J. R. Amerine, Orrick, Mo.; Harry Engle, Tren-
ton, Mo.
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PITTSBURGH

Fifth Avenue Opened After Removal of Hump—
Vexatious Business Obstacle Opportunely Re-
moved—Serious Illness of New York Jewelry
Salesman

Pittsburg, Pa., October 21.—Leading Pittsburgh
jewelers keenly felt the serious illness which over-
took Walter Shute, of Riverside Drive, New York
City, a salesman for the Day, Clark Company,
New York, who was stricken with uraemic poison-
ing Friday, and is now a patient in the Southside
hospital, Pittsburg. Mr. Shute spent last week
calling upon the trade, being a popular salesman
of gold jewelry. He was in his usual health Friday
when he started for the Pittsburg & Lake Erie
depot, to board his train, but in the station he
became seriously ill. Papers found upon his per-
son led to his idenity being established, and J. A.
Hardy was called. Until the arrival Saturday
evening of Irving Day, of the company, and a
daughter of Mr. Shute all the attention possible
was provided the patient, at the direction of Mr.
Hardy. He was unconscious almost thirty-six
hours but today showed improvement, and his
daughter expects shortly to take him to New York.

Locally the trade manifested much interest in
civic affairs, especially the opening of Fifth avenue
following the reducing of the hump in that thor-
oughfare. Almost $1,000,000 will be expended by
the city in altering grades, a cut of eighteen feet
being made at one section, opposite the Frick
building and the Court House. While the work
will continue another year at least Fifth avenue
is regraded and repaved and today it was opened
to vehicle traffic. Street cars are to run over it
two weeks hence, and thereafter business will not
be diverted.

Already the stores give indication of being pre-
pared for Christmas, and merchants one and all
say sales are plentiful.
T. A. Ladson, who has been a salesman at the

Hardy & Hayes store for two years, has gone to
Tampa, Fla., where he assumed the management
of a large jewelry store.

Sufficient time has elapsed since George B. Bar-
rett LCompany removed from the Park building
to the Hamilton building to make a survey of busi-
ness in the new location, and today Manager
Harrison declared the move had proved a splendid
one. The firm is in the heart of the retail district,
and opposite McGreery's, a strategic position, it is
declared.

During the last fortnight John M. Roberts &
Son Company held a highly successful cut-glass
sale, and the tables used for displaying this ware
have been filled with toilet goods for the holiday
trade. Matthew Moody, formerly proprietor of
a jewelry business in McKeesport, will join the
sales force of the Roberts store November 1, being
attached to the watch department. At present
Mr. Moody is sojourning among friends in Ireland.
An electric sign measuring 60 x 3 feet and carry-

ing 200 lights is being placed on the Liberty avenue
front of the Jenkins Arcade building by Gillespie
Brothers. It will be seen from points in Fifth ave-
nue as well and promises to be an excellent adver-
tisement, as few better locations are known. Paul
J. Gillespie, an engraver in the store conducted by
his brothers, has returned from a vacation of
three months' duration, spent in California.
New goods arriving at this store include many
novel wicker baskets and trays, which were
bought in Europe this past summer by A. A.
Gillespie.

Articles of incorporation are on file in Dover,
Del., for the M. Goldstein Company, of Pittsburg.
The new firm will deal in jewelry, wholesale and
retail diamonds, etc. It has a capital stock of
$10,000, and the incorporators are Morris Gold-
stein and John S. Beer, of Pittsburg, and Edward
B. Nowlin, of Greensburg, Pa.
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Elgin American Lockets
FIVE SIZES

GOLD SHELL AND SOLID GOLD

 Engraved Raised, Gold Carved, 

Diamond Set Raised, Diamond Set Inlaid.

The gold surface is heavy enough
to permit the deepest engraving.

Solid gold joints on all gold shell
lockets.

Ask your jobber
to show samples

ivERIGNIA

On gold shell lockets, the thickness of gold on the snaps is equal
to the exterior surface.

Catches and all soldering devices are entirely eliminated.
The two backs snap firmly over each other.
This feature forms an absolute hermetic protection for enclosures.

Ask your jobber
to show samples

All Plain and Roman finish lockets
are backed for diamond setting.

All Lockets are made with one piece
back, snap and seating.

ELGIN AMERICAN MFG. CO.,
FACTORY AT

ELGIN, ILLINOIS.

– 11■11■16,

(DO SILVER POLISH

BEST

BY

TEST

SEND FOR

FREE SAMPLE

• Jin.o.mt"-6-

It's a polish that is
every ounce good. Made
of the best ingredients
and positively will not
scratch.
Prove this last state-

ment for yourself. You
can by asking for our
FREE SAMPLE.

Paul Manufacturing Co., Boston, Mass.

LEARN ENGRAVING
FOR FIVE DOLLARS

A complete course of lessons by an expert engraver, a
set of engraver's tools and practice material, and a book
of monograms, alphabets and Text Book for $5.00
One book of "1,220 Monograms and Alphabets," $1.00
Our "Text Book of Instruction in Engraving," $1.00

American School of engraving
45 Maiden Lane NEW YORK, N. Y.

Send for Circular f-and Pull Particulars

TO THE TRADE
IF you break a stone or need one to match ; IF you have one to be fitted or IF you haveany stones in the rough and want them cut for mounting ; IF your setter chips a diamondor IF your customer has a cushion diamond to recut round ; IF you have a call for anything ina real or imitation stone and IF your customer wants a crest, date, name or monogramengraved or incrusted in a stone, send to us and we will send it to you by return mail.

KLEIN BROS. LAPIDARY CO.
No. 7 West Madison Street CHICAGO, ILLINOIS
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The One Big Thing For the Holiday Rush.

DURING the last holiday rush many jewelers sent us their
rush orders more out of curiosity than anything else.
They had read our advertising copy, and as one of them

said, "I want to find out if you know what you are talking
about." To-day, all of these curiosity seekers are steady
customers of this house, because we did know what we were
talking about. That's what makes advertising effective.

Now we are not resting on our oars or on our reputation.
We know there are no eggs in last year's bird's nests. But
this we do know : What we did well last year we can do
better this year.

It is not the stocks Aller-Wilmes carry that make them
big. It's the stocks they move—and move on time. Adver-
tising one thing and doing another is advertising waste and
commercial suicide.

Write this on a card and hang it where you can see it
every day from now until Christmas. If there is anything
(mind you, anything) in the line of Diamonds, Watches or
Jewelry, that you want and must have in time for a Christmas
sale, Aller-Wilmes service will get it to you—on time. There
are no "ifs" or "ands" about it. That's a bold statement. By
making good we convince you that Aller-Wilmes service rings
up dollars on your cash register that's what we're after.

Don't forget about the card and remember—there's no
"ifs" or "ands" about it. Aller-Wilmes is always Johnny-on-
the-spot, with the right styles, right quality, right prices and
right service.

Aller Wilmes Jewelry Company
Diamond Importers, Wholesale and

Manufacturing Jewelers
OFFICE AND SALESROOMS

GLOBE-DEMOCRAT BUILDING St. Louis, Missouri
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INDIANAPOLIS

Business Continues to Improve Steadily—Elaborate
Holiday Season—Busy Wholesale Houses Reflect
the Retail Trade

Indianapolis, Ind., October 23.—The jewelry
situation in Indianapolis and over the entire state
continues to be favorable. The improvement
has been slow and there is no great rush at this
time, but there is noticeable a general air of op-
timism that indicates a confidence in a brisk
Holiday trade.

Harper J. Ransburg, manufacturers' agent for a
number of large cut glass factories, was recently
met upon his return from a general trip over
Indiana. Mr. Ransburg said: "In my ten years'
experience on the road I have never found the
prospects for a fine Holiday business better for
the jewelers. They have all bought liberally;
many of them have been making improvements
in their stores, no complaints are heard on account
of presidential year and the outlook is most
encouraging."

Baldwin-Miller Company have been rushed
getting out Holiday stocks that were booked earlier
in the Fall.

Charles W. Lauer & Co. are making no predic-
tions but are smiling and keeping all hands hard
at work.

I. Grohs Jewelry Company report business as
highly satisfactory; road men are sending in fine
orders.
The F. & M. Jewelry Company is working over-

time, business is excellent, with some lines of
merchandise hard to get.
Goodman & Co. are more than pleased with their

present business and the Holiday prospects.
Charles Mayer & Co.'s silverware department

is crowded with newly arrived importations.
From Holland are beautiful pieces decorated with
reproductions of the old Dutch Masters. From
England is a large selection of choice pieces in
Sheffield Plate.
"Big Business" for the Capital City Jewelry

Store, 133 East Washington street, has necessi-
tated the addition of another large burglar and
fire proof safe.
The Hoosier Jewelry & Loan Company, Massa-

chusetts avenue, recently advertised a "Low Price
Sale " by placing in their window a number of bushel
baskets filled with a variety of jewelry articles
and alarm clocks. Mr. Secttor, the manager,
said " that the window display not only stopped
them but brought them inside.'
C. B. Dyer has just finished several large orders

for high school class pins from the towns over the
state and from the city schools. His full force is
working on stock for the Holiday season, which
promises to be excellent.
Jacob H. Greisser has returned to his workshop

after spending several months in a sanitarium,
receiving treatment for nervous troubles.
M. Swartz, proprietor of the Indianapolis

Jewelry Manufacturing Company in the State
Life Building, has decided to turn his entire atten-
tion to the manufacturing branch of his business
and closing out the retail branch.
David S. Gribben, of Gray, Gribben & Gray,

has returned from a sojourn of several weeks in
Canada.
Burns Brothers, expert watchmakers in the

Hume-Mansur Building, have had almost more
watchwork than they could handle.
Harry L. Johnson, who sells nothing but

watches, is located in the same room as the
Burns Brothers. At this writing Mr. Johnson is
confined to his home by a severe illness that is
thought to be typhoid fever.

Charles Bloomfield, Anderson, Ind., and Gilbert
L. Scott, Atlanta, Ind., former pupils of The L. R.
Douglas School of Engraving, called at the school
last week. Both young men were getting along
nicely and found their ability to engrave of great
assistance to them in getting good positions.
Armed with a big bucket of red paint, Lon R.

Mauzy, 205 Massachusetts avenue, looked as if
he had started out to paint the town one day last
week, but he contented himself with a bright new
coat on the front of his store.

Preparations for a Great
the Improved Conditions In

Harry F. Arnold, formerly a salesman with J. C.
Walk & Son, has gone West to locate in Seattle.
The position vacated by Mr. Arnold is now being
filled by E. P. Scott. Mr. Walk says "Our
business is going on as usual in spite of the barri-
cades." The firm's new room in the Merchants'
National Bank building is fully equipped but the
high fence in front of it can not come down until
work on the upper floors has progressed a little
further. Just at present the full beauty of the
new room can not be realized from the outside,
but inside one is delighted with this modern and
beautiful store, fully stocked with a high grade of
all that such a store carries.
The Sterling Jewelry Company, on the second

floor of the old building on the corner of Wash-
ington and Pennsylvania streets, expects to be
settled in new quarters before the Holiday season
opens but the manager, B. E. Jahnke, is experienc-
ing considerable difficulty in securing a suitable
location.
C. J. Smith, high class watchmaker with over

thirty years experience, and recently in the adjust-
ing department of the Illinois Watch Factory at
Springfield, Ill., will soon open a watch repair
business in this city.

William Beatty, who recently removed to this
city from West Lebanon, Ind., has opened a retail
jewelry and watch repair business in room 923
State Life Building. He has put in new work
benches and is waiting for new wall and show
cases to be installed. Mr. Beatty had been in the
jewelry business at West Lebanon since 1878;
he owns several nice pieces of property, including
the store building which he occupied, which he
will keep as rental property. Mr. Beatty says
that one of his strongest reasons for moving to
Indianapolis was to be near his life long friend
Charles W. Lauer Sr., of the wholesale house of
C. W. Lauer & Co.
Miss J. C. Love, of To Kolon Shop, on North

Pennsylvania street, has returned from a visit to
New York where she went to receive the firm's
import orders and to make some special purchases
for the Holiday trade.

Fletcher Medearis, watchmaker with Burton
Brothers, recently had a narrow escape when the
automobile which he was driving was run into by
a heavy motor bus. His machine was damaged
but Mr. Medearis escaped personal injury.
The Adams-Downing Company, Inc., have

opened sales rooms on the ground floor of the
Pythian Building, where they display a beautiful
line of art goods, silverware and antique jewelry.
Mrs. Downing was for several years in charge of
the art department with L. S. Ayres & Co., and
is well known to most of the traveling representa-
tives of the eastern firms who carry cut glass, art
pottery, antique jewelry and kindred lines.
Miss Mary Perott made a visit to Chicago

last month in the interests of J. C. Walk & Son,
with whom she has been connected for a number of
years.
E. D. Miller, expert watchmaker formerly with

W. T. Ely & Co., in Dayton, Ohio, has removed
to this city with his family and is now with Carl
L. Rost.

Leslie Rowe, watchmaker with Charles Ham, at
Frankfort, Ind., paid a visit to this market last
week.

Charles P. Murphy, on the fifth floor of the
Odd Fellow Building, has recently added a hand-
some new mahogany show case to his store fixtures.
Baber & Rankin, Peru, Ind., have been making a

number of improvements in their store. The hand-
some new fixtures have added greatly to the attrac- •
tiveness of that well-known jewelry store.
L. M. Heaps, formerly at Sheridan, Ind., has

bought out C. E. Smelser at Carthage, Ind. He
increased the stock and added a line of cut glass.
Mr. Smelser will re-enter the jewelry business,

but has not yet selected the location.
A. B. Johnson, recently located in Indianapolis
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with L. Critzer, has returned to his former loca-
tion at Sheridan, Ind. He has taken his old store.
which for some time has been managed by L. M,
Heaps.
October 17, James Stone, a jeweler of Muncie,

Ind., died at his former home at Washington, Ind.
Ivan C. Dunlap, who has been occupying a part

of the Green Drug Store at Elwood, Ind., has
moved his stock into quarters, all his own, just
across the street. He reports business good and
prospects bright.
S. H. Ross, Shoals, Ind., was a recent welcome

buyer on the local market. He had no com-
plaints to make of the business situation in his
part of the state.
Lewis Foster, of the Foster Jewelry Company,

Tipton, Ind., is attending the Indiana University
at Bloomington, Ind.

Friends in this city have been informed that
Billie Snyder, formerly with Klein Brothers,
Cincinnati, has opened a new jewelry store at
Dowagiac, Mich., and that he is highly pleased
with the outlook for good trade.
Mr. Huther, of Huther & Steinkamp, Jasper,

Ind., was recently met while purchasing goods
from C. W. Lauer & Co. He said that the new
building, which his firm was erecting, would be
ready for occupancy November 1. It is a fine
brick building modern in every respect; the
jewelry store will occupy one of the ground floor
rooms and the other one will be rented by the
United States government for a post-office.

Joseph A. Miller, formerly with the Washburn
Jewelry Store, at Anderson, Ind., has accepted a
position with The Opera House Jewelry Store at
Muncie, Ind.
August Anderson, North Salem, Ind., was in

the city last month on personal business. He
reported the jewelry business as very fair and
prospects good for the Holiday season.

Walter H. Mellor, Michigan City, Ind., is inter-
ested in a number of business enterprises outside
his regular jewelry and optical business. He has
just been made a director in "The M. & 0. Auto-
matic Switch Company" a Michigan City concern
that will manufacture devices to control electricity.
Mr. Mellor is widely known as president of the
Indiana Retail Jewelers' Association, and for
his interest in organizations which he thinks
will benefit the jeweler and the optician.
George Homrighous, formerly in the jewelry busi-

ness at Flora, Ill., has located at Richmond, Ind.
He was in Indianapolis last month purchasing his
opening stock from Baldwin Miller Company and
according to the boys it is a mighty fine stock.

Ernest Eakins, of Russiaville, Ind., is nicely
settled in the new store in which he recently moved
his stock. The new quarters are much larger and
better adapted to the display of fine jewelry which
Mr. Eakins expects to handle.
Homer Gattle, of Bluffton, Ind., has recently

installed new fixtures that have greatly added to
the attractiveness of his jewelry store.
Davis & Montgomery, Fairmount, Ind., have

remodeled their store and have a most attractive
establishment with fine stock.
W. C. Klein, jeweler and optician at Conners-

ville, Ind., has just moved into a most attractive
modern residence which he had erected this
Summer.
Elmer B. Schneider, of Athens, Ohio, a former

pupil of The L. R. Douglas School of Engraving
of this city, has accepted a position as head en-
graver with Judd Gross at Toledo, Ohio.
Frank F. Espey, queensware dealer at Rising

Sun, Ind., visited the sample room of Harper J.
Ransburg, in the State Life Building, last month,
and purchased a fine line of glassware, including
a nice bill of high grade cut glass, for his Holiday
stock. Mr. Espey and wife recently returned
from an extended trip through California.
Frank Haseltine, Kokomo, Ind., was among

the October buyers on the Indianapolis market.
The Madison, Ind., Courier recently pub-

lished the following article about W. R. Curtis,
the successor to Brooks & Chapman. "A visit to
the beauHful store of Brooks & Chapman and an
interview with Mr. W. R. Curtis, the new proprie-
tor, discloses the fact that we have among us one
of the most thorough and up-to-date jewelers in
the business. Since coming here a few years ago,
a perfect stranger, Mr. Curtis has acquired a very
wide circle of staunch friends, both in a business
and social way."
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Neat, Attractive, Clock Assortment

at a Popular Price. The Kind You

Have Wanted, but Could Not Buy

Superior Assortment
19 Inches High, 15Y2 Inches Long

8 Day, Half Hour Strike, 6 inch Dial. Golden Oak
and Mahogany Finish Cases. (Packed six to a case.
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Business Continues to Improve Steadily—Elaborate Preparations for a Great
Holiday Season—Busy Wholesale Houses Reflect the Improved Conditions In
the Retail Trade

Indianapolis, Ind., October 23.—The jewelry
situation in Indianapolis and over the entire state
continues to be favorable. The improvement
has been slow and there is no great rush at this
time, but there is noticeable a general air of op-
timism that indicates a confidence in a brisk
Holiday trade.
Harper J. Ransburg, manufacturers' agent for a

number of large cut glass factories, was recently
met upon his return from a general trip over
Indiana. Mr. Ransburg said: "In my ten years'
experience on the road I have never found the
prospects for a fine Holiday business better for
the jewelers. They have all bought liberally;
many of them have been making improvements
in their stores, no complaints are heard on account
of presidential year and the outlook is most
encouraging."
Baldwin-Miller Company have been rushed

getting out Holiday stocks that were booked earlier
in the Fall.

Charles W. Lauer & Co. are making no predic-
tions but are smiling and keeping all hands hard
at work.

I. Grohs Jewelry Company report business as
highly satisfactory; road men are sending in fine
orders.
The F. & M. Jewelry Company is working over-

time, business is excellent, with some lines of
merchandise hard to get.
Goodman & Co. are more than pleased with their

present business and the Holiday prospects.
Charles Mayer & Co.'s silverware department

is crowded with newly arrived importations.
From Holland are beautiful pieces decorated with
reproductions of the old Dutch Masters. From
England is a large selection of choice pieces in
Sheffield Plate.
"Big Business" for the Capital City Jewelry

Store, 133 East Washington street, has necessi-
tated the addition of another large burglar and
fire proof safe.
The Hoosier Jewelry & Loan Company, Massa-

chusetts avenue, recently advertised a "Low Price
Sale" by placing in their window a number of bushel
baskets filled with a variety of jewelry articles
and alarm clocks. Mr. Secttor, the manager,
said "that the window display not only stopped
them but brought them inside.'
C. B. Dyer has just finished several large orders

for high school class pins from the towns over the
state and from the city schools. His full force is
working on stock for the Holiday season, which
promises to be excellent.
Jacob H. Greisser has returned to his workshop

after spending several months in a sanitarium,
receiving treatment for nervous troubles.
M. Swartz, proprietor of the Indianapolis

Jewelry Manufacturing Company in the State
Life Building, has decided to turn his entire atten-
tion to the manufacturing branch of his business
and closing out the retail branch.
David S. Gribben, of Gray, Gribben & Gray,

has returned from a sojourn of several weeks in
Canada.
Burns Brothers, expert watchmakers in the

Hume-Mansur Building, have had almost more
watchwork than they could handle.
Harry L. Johnson, who sells nothing but

watches, is located in the same room as the
Burns Brothers. At this writing Mr. Johnson is
confined to his home by a severe illness that is
thought to be typhoid fever.

Charles Bloomfield, Anderson, Ind., and Gilbert
L. Scott, Atlanta Ind., former pupils of The L. R.
Douglas School of Engraving, called at the school
last week. Both young men were getting along
nicely and found their ability to engrave of great
assistance to them in getting good positions.
Armed with a big bucket of red paint, Lon R.

Mauzy, 205 Massachusetts avenue, looked as if
he had started out to paint the town one day last
week, but he contented himself with a bright new
coat on the front of his store.

Harry F. Arnold, formerly a salesman with J. C.
Walk & Son, has gone West to locate in Seattle.
The position vacated by Mr. Arnold is now being
filled by E. P. Scott. Mr. Walk says "Our
business is going on as usual in spite of the barri-
cades." The firm's new room in the Merchants'
National Bank building is fully equipped but the
high fence in front of it can not come down until
work on the upper floors has progressed a little
further. Just at present the full beauty of the
new room can not be realized from the outside,
but inside one is delighted with this modern and
beautiful store, fully stocked with a high grade of
all that such a store carries.
The Sterling Jewelry Company, on the second

floor of the old building on the corner of Wash-
ington and Pennsylvania streets, expects to be
settled in new quarters before the Holiday season
opens but the manager, B. E. Jahnke, is experienc-
ing considerable difficulty in securing a suitable
location.
C. J. Smith, high class watchmaker with over

thirty years experience, and recently in the adjust-
ing department of the Illinois Watch Factory at
Springfield, Ill., will soon open a watch repair
business in this city.

William Beatty, who recently removed to this
city from West Lebanon, Ind., has opened a retail
jewelry and watch repair business in room 923
State Life Building. He has put in new work
benches and is waiting for new wall and show
cases to be installed. Mr. Beatty had been in the
jewelry business at West Lebanon since 1878;
he owns several nice pieces of property, including
the store building which he occupied, which he
will keep as rental property. Mr. Beatty says
that one of his strongest reasons for moving to
Indianapolis was to be near his life long friend
Charles W. Lauer Sr., of the wholesale house of
C. W. Lauer & Co.
Miss J. C. Love, of To Kolon Shop, on North

Pennsylvania street, has returned from a visit to
New York where she went to receive the firm's
import orders and to make some special purchases
for the Holiday trade.

Fletcher Medearis, watchmaker with Burton
Brothers, recently had a narrow escape when the
automobile which he was driving was run into by
a heavy motor bus. His machine was damaged
but Mr. Medearis escaped personal injury.
The Adams-Downing Company, Inc., have

opened sales rooms on the ground floor of the
Pythian Building, where they display a beautiful
line of art goods, silverware and antique jewelry.
Mrs. Downing was for several years in charge of
the art department with L. S. Ayres & Co., and
is well known to most of the traveling representa-
tives of the eastern firms who carry cut glass, art
pottery, antique jewelry and kindred lines.

Miss Mary Perott made a visit to Chicago
last month in the interests of J. C. Walk & Son,
with whom she has been connected for a number of
years.

- E. D. Miller, expert watchmaker formerly with
W. T. Ely & Co., in Dayton, Ohio, has removed
to this city with his family and is now with Carl
L. Rost.

Leslie Rowe, watchmaker with Charles Ham, at
Frankfort, Ind., paid a visit to this market last
week.

Charles P. Murphy, on the fifth floor of the
Odd Fellow Building, has recently added a hand-
some new mahogany show case to his store fixtures.
Baber & Rankin, Peru, Ind., have been making a

number of improvements in their store. The hand-
some new fixtures have added greatly to the attrac- •
tiveness of that well-known jewelry store.
L. M. Heaps, formerly at Sheridan, Ind., has

bought out C. E. Smelser at Carthage, Ind. He
increased the stock and added a line of cut glass.
Mr. Smelser will re-enter the jewelry business,

but has not yet selected the location.
A. B. Johnson, recently located in Indianapolis
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with L. Critzer, has returned to his former loca-
tion at Sheridan, Ind. He has taken his old store.
which for some time has been managed by L. M,
Heaps.
October 17, James Stone, a jeweler of Muncie,

Ind., died at his former home at Washington, Ind.
Ivan C. Dunlap, who has been occupying a part

of the Green Drug Store at Elwood, Ind., has
moved his stock into quarters, all his own, just
across the street. He reports business good and
prospects bright.
S. H. Ross, Shoals, Ind., was a recent welcome

buyer on the local market. He had no corn-
plaints to make of the business situation in his
part of the state.
Lewis Foster, of the Foster Jewelry Company,

Tipton, Ind., is attending the Indiana University
at Bloomington, Ind.

Friends in this city have been informed that
Billie Snyder, formerly with Klein Brothers,
Cincinnati, has opened a new jewelry store at
Dowagiac, Mich., and that he is highly pleased
with the outlook for good trade.
Mr. Huther, of Huther & Steinkamp, Jasper,

Ind., was recently met while purchasing goods
from C. W. Lauer & Co. He said that the new
building, which his firm was erecting, would be
ready for occupancy November 1. It is a fine
brick building modern in every respect; the
jewelry store will occupy one of the ground floor
rooms and the other one will be rented by the
United States government for a post-office.

Joseph A. Miller, formerly with the Washburn
Jewelry Store, at Anderson, Ind., has accepted a
position with The Opera House Jewelry Store at
Muncie, Ind.
August Anderson, North Salem, Ind., was in

the city last month on personal business. He
reported the jewelry business as very fair and
prospects good for the Holiday season.

Walter H. Mellor, Michigan City, Ind., is inter-
ested in a number of business enterprises outside
his regular jewelry and optical business. He has
just been made a director in "The M. & 0. Auto-
matic Switch Company" a Michigan City concern
that will manufacture devices to control electricity.
Mr. Mellor is widely known as president of the
Indiana Retail Jewelers' Association, and for
his interest in organizations which he thinks
will benefit the jeweler and the optician.
George Homrighous, formerly in the jewelry busi-

ness at Flora, Ill., has located at Richmond, Ind.
He was in Indianapolis last month purchasing his
opening stock from Baldwin Miller Company and
according to the boys it is a mighty fine stock.
Ernest Eakins, of Russiaville, Ind., is nicely

settled in the new store in which he recently moved
his stock. The new quarters are much larger and
better adapted to the display of fine jewelry which
Mr. Eakins expects to handle.
Homer Gattle, of Bluffton, Ind., has recently

installed new fixtures that have greatly added to
the attractiveness of his jewelry store.
Davis & Montgomery, Fairmount, Ind., have

remodeled their store and have a most attractive
establishment with fine stock.
W. C. Klein, jeweler and optician at Conners-

ville, Ind., has just moved into a most attractive
modern residence which he had erected this
Summer.
Elmer B. Schneider, of Athens, Ohio, a former

pupil of The L. R. Douglas School of Engraving
of this city, has accepted a position as head en-
graver with Judd Gross at Toledo, Ohio.
Frank F. Espey, queensware dealer at Rising

Sun, Ind., visited the sample room of Harper J.
Ransburg, in the State Life Building, last month,
and purchased a fine line of glassware, including
a nice bill of high grade cut glass, for his Holiday
stock. Mr. Espey and wife recently returned
from an extended trip through California.
Frank Haseltine, Kokomo, Ind., was among

the October buyers on the Indianapolis market.
The Madison, Ind., Courier recently pub-

lished the following article about W. R. Curtis,
the successor to Brooks & Chapman. "A visit to
the beautiful store of Brooks & Chapman and an
interview with Mr. W. R. Curtis, the new proprie-
tor, discloses the fact that we have among us one
of the most thorough and up-to-date jewelers in
the business. Since coming here a few years ago,
a perfect stranger, Mr. Curtis has acquired a very
wide circle of staunch friends, both in a business
and social way."

2301

• 

MNnMMNnNMMMNMMMMESMEMNMMMMM-NMNEIM

Neat, Attractive, Clock Assortment

• 

at a Popular Price. The Kind You

M Have Wanted, but Could Not Buy

Superior Assortment
19 Inches High, 151/2 Inches Long

• 

8 Day, Half Hour Strike, 6 inch Dial. Golden Oak
M and Mahogany Finish Cases. (Packed six to a case.

Three Oak, three Mahogany, assorted patterns.)

8-Day Strike $3.80 List Price
Alarms 45c extra List Price

MANUFACTURED BY

• 

The SESSIONS CLOCK CO.
MAIN OFFICE AND FACTORIES

FORESTVILLE, CONN. .*. U. S. A.
NEW YORK SALESROOMS, 37 MAIDEN LANE

5-MMMMMMK1T1 T1 T1MMMMMMMMEMKIMMM

"WATERBURY"
New England Watches

HARRIS WHITTEMORE ReceiversJOHN P. ELTON

The New England Watch Company
Waterbury, Connecticut



2302

Mr.

RETAILER
YOU WANT ONE OF

THESE ASSORTMENTS FOR YOUR STORE

EACH

LOCKET

is

Fully

Warranted

to

Give Your

Customer

Satisfaction

or a

New One

In Place

of It telI40114404.11.:,,*

6 ROMAN No. 228

LOCKET ASSORTMENT
FANCY HAND ENGRAVED STONE SET CHAMPAGNE LINED CASE

Best value for the money in the market for Rolled Plate Lockets. The
secret of the success of this line of Lockets is the HARDNESS OF STOCK,
EXQUISITE DESIGNS and exceptionally FINE FINISH. ASK YOUR
JOBBER TO QUOTE PRICE. IT WILL SURPRISE YOU. LOOK
FOR TRADE MARK IN LOCKETS AS SHOWN.

6 POLISH

ALL ARE

Rolled

Gold Plate

Guaranteed

to

Wear

If Your

Jobber

Cannot

Supply You

Let Us Know

We Will

Find

One That

Can

Say "228 R. B. M." to Your Jobber 18 74

4 tR

R. B. MACDONALD 8z COMPANY,Attleboro,Mass.
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Window Displays that Win

A manufacturer dealing with stationery
and department stores gave his desk a
resounding bang. "By Jove," he said,
"I'll send every one of my dealers a
corking window trim! I want this extra
display and publicity." He prepared the
trim, sent it out announced by an accom-
panying circular and—sunk a tidy sum,
says Carl G. Percy, in Printers' Ink.
An eastern manufacturer, also in the

department-store line, also decided to
develop the dealers with a view to securing
window displays for his wares. He, too,
made up an attractive trim, but photo-
graphed it and sent reproductions to his
retailers, offering to supply the materials
without charge. Some dealers took ad-
vantage of his offer, but not many, and he,
too, lost money.

The sales manager for a firm selling a
commodity in general use saw the problem
from another slant, that of the wasted
time of his road men. " Instead of having
my men hanging around hotel lobbies
waiting for trains out of miserable little
towns, I'll supply them with this window-
display material and have them dress the
dealers' windows. The dealers ought to
welcome that." He put his plan into
effect, but instead of getting window dis-
plays he developed a bitter feeling in his
organization and lost out on this adven-
ture.

It remained for the fourth manufacturer
to do it right. He felt sure that the dealer,
if properly cultivated, could help him in
securing bigger sales with his present
facilities. He evolved a plan. His idea
was to make up sample displays and let his
salesmen get the requests for them. And
this manufacturer succeeded. There is a
world of difference between the four
methods.
The mistake of the first manufacturer

who sent all of his dealers "a corking
window trim" is a common one. He sent
his display unannounced except for a cir-
cular that accompanied it. His salesmen
had not paved the way, nor had he done
so by mail. As a result, in many cases
the display never reached the proper
person, and if it did it failed to receive
proper attention. It is doubtful if 20
per cent of the persons for whom the dis-
play was intended ever learned what it
was all about. If 50 per cent of the 20
per cent even started to act upon the
suggestion it is doubtful if 10 per cent
would carry the idea through. They were
not sold on the window display. It was a
costly error.

ICEYSTONE

The difficulty in the second case was
much the same. The idea of sending
the photographic reproduction was in
itself an improvement over the first man's
feeble attempt, but it was not successful
because the dealer had not been educated
to expect such a liberal offer, and as a conse-
quence either ignored it or looked upon it
with suspicion. The manufacturer did
not make it clear, either, that the benefits
to be derived were not going to accrue
to him entirely. And, as before, the travel-
ing salesmen were not let into the secret.
The sales manager of the third concern

showed a pitiful lack of knowledge of retail
conditions. Imagine for a single minute a
salesman coming in and asking the retailer
to clear out his window in the middle of
the day in order to make a fresh display.

WINDOW DISPLAY OF GEMS

Dealers' windows, too, need washing,
occasionally, and are usually washed when
a change of display is made. On the other
hand, if permission had been given in
advance, what a muddle the salesman
would have been in if he fell one train
behind schedule! No retailer wants the
front of his store upset during rush hours,
anyhow. Well, the road men met these
conditions; the sales manager kicked
because his pet scheme wasn't working,
and there were some "sore heads" in the
organization for several days.
The manufacturer who took the trouble

to sell the proposition to his own salesmen
won out because they were able to explain
it fully and intelligently to the dealers
when they reached them. The dealers
understood that the displays were created
for them, tried and proved out, and would
be sent only to those wanting it when
they wanted it. This method allowed the
manufacturer to put more money into his
displays because he was assured before-
hand that they would be actually used.
And the salesmen had a talking point that
often helped them increase the size of
their orders.
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This last plan was effective because it
considered the dealer first in the construc-
tion of the idea and second in the dis-
tribution of the material.
Window displays and other trade pro-

motions that are given without a thorough
study of road and retail conditions will
not get very far. The men who realize
a profit on window helps for the dealers
take the first steps cautiously.

Marvelous Window Display
of Sparkling Gems

A plate glass window and a single police-
man guarded a two hundred thousand
dollar display of diamonds, pearls and
other precious stones in the window of
Henry Birks & Sons, on St. Catherine
street, Montreal, Canada, recently, says
the Trader and Canadian Jeweler.

This gorgeous showing of gems was
arranged by Mr. George S. Pequegnat to
represent a gate, with two pillars and
connecting chains, before which stood a
miniature wheelbarrow, carved in silver,
and carrying a load of diamonds, rubies,
pearls and sapphires. Through the gate
was to be seen a plaster fac-simile of
the Birks building. An electric light
threw the whole into a shimmering iri-
descent variation of colors.
"There are 31,000 diamonds in the

whole display," remarked the designer,
Mr. Pequegnat, "and we have been able
to construct it with depleting leaves
on each side of the arch each containing
150 diamonds. All the pearls used are of
the best Oriental water, with the excep-
tion of the two which surmount the two
pillars, one on each side of the arch.
These are Canadian pearls; the one on
the left is worth $1,200, while the value
of the other is $1,000."
Above the arch proper appeared the

word "Canada," the brilliant gems of
its makeup being accentuated by a black
background.
On the arch itself the legend "Duty

Free" was recorded in pearls and dia-
monds.
The significance of the whole was in-

creased by the fact that the swinging
doors of the arch turned inward, while
the wheelbarrow, with its precious load,
was just ready to enter the miniature
Birk's building at the inside.
A big crowd gathered continuously in

front of the display window. Among the
crowd were three men who never left
it. It was impossible to know them from
ordinary citizens, but they were there
with a purpose, as were the four appar-
ent salesmen just inside the window. At
night the gems were removed to the
company's vaults, and an armed guard
placed over them.
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THE HICKOK MONOGRAM BUCKLE with BELT
is different because it is both beautiful and practical.
The DEMAND For MONOGRAM BUCKLES IS ESTABLISHED
beyond a doubt. WILL YOU PROFIT BY IT?
NO INVESTMENT REQUIRED
(except for samples.)
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QUALITY

EACH BUCKLE IS
SPECIALLY DESIGNED AND

MADE BY HAND. They're absolutely high-grade
in every respect. The MONOGRAM gives the DISTINCTIVE

TOUCH which your particular customers are demanding. WILL YOU SUPPLY
SOLD BY MAIL ONLY NO SALESMEN. THIS INCREASES YOUR PROFITS.

Send for general catalogue W to-day—NOW. THE HICKOK MFG. CO., 64 St. Paul St., ROCHESTER, N. Y.
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"FOR SALE"
Our Department B

CONSISTING OF

CLOCKS, SILVERWARE, CUT

GLASS, SILVER PLATED

WARE, and TOILET WARE

An EXCELLENT OPPORTUNITY
TO BUY A GROWING BUSINESS

Cause For Selling,
the growth of our Manufacturing and Jewelry Depart-
ments, which require the entire attention of the present
management. We have sold our OPTICAL and
MATERIAL DEPARTMENTS, the present owners of
which are doing a large and lucrative business.

For particulars apply to

LEONARD KROWER
NEW ORLEANS

Our five hundred page catalogue ready for distribution,
the finest ever published, sent on application.
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Saves Cost of Lenses Many Times
Eliminates the Dangling Chain

or Cord Annoyance

There is a steady every-day demand for eyeglass holders.
No jeweler's stock is complete without them.

Our holder is of such excellent workmanship and so
attractive in design that it will appeal quickly to any
user of eyeglasses.

STOUFFER'S
FINE CHINA

413 416 417

ILJ Our holder makes a useful Christmas gift. We are
  showing many new designs. Look for our name on

every holder.
We furnish attractive newspaper cuts and advertising
COPY for use in your local papers. Send for them.

80 Years' Experience Making
GOLD and SILVER THIMBLES

167 168 170

PATENTS APPLIED FOR

172

A Few New Styles That Will Brighten 0
Up Your Thimble Stock

New Catalog Sent Upon Request

ESTABLISHED 1832

KETCHAM & McDOUGALL
Manufacturers

15-17-19 Maiden Lane NEW YORK

BEE LE.

A WOMAN en-
joys most a

Christmas present
that beautifies her
home. Nothing could
be more appreciated
than a handsome
table service—this is
found in our Fine
China decorated in

pure coin gold.

Jewelers handle noth-
ing more satisfactorily
than our Dinner
Ware. It displays
attractively, sells
easily at a good profit,
and insures re-sales.
A Set started at
Christmas will be
added to during the
coming year.

We import the finest
French and German China
and decorate exclusively
by hand, with bands, lines,
initials, etc., to meet any
demand.
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THE Jeweler"

comes quickly

to the mind of the

Christmas shopper,

for there can be found

the choicest bits for

presents.

Stouffer's China brings

Joy at Christmas to

all who get it — the

jeweler, the buyer,

and the recipient.

Our line includes

everything to be de-

sired in shape and

decoration, and our

prices are right.

Write us for a

Christmas Assort-

ment.

Illustrations of our exclusive de-

signs, including Initial Dinner Ware,

will be mailed free upon request.

The J.H.Stouffer Co.
3225-3231 CALUMET AVE.
C.H I CACI O. U.S .4.
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The Catalogue Spectre
and the Retail Trade

Retail merchants see a great deal of
their trade going to mail order houses, and,
to the extent that they thus actually lose
business, it is useless to say to them that
such houses are not formidable, says
Good Storekeeping. It is certain, however,
that there are natural limits beyond which
such business cannot expand. Purchasers
will always want to see and handle goods,
and the retail merchant will continue to
have the immense advantage which his
ability to give credit procures for him.
The parcels-post looms in the distance,

to the eye of the retail merchant, as a
thing certain to hurt him when it comes
and it is coming, though slowly. Not a
word as to its advantages to retailers is
ever heard, yet it would be strange if the
cheap and quick transportation of mer-
chandise in small lots did not develop
benefits to tradesmen who now have no
means of getting fair carriage charges
except in carload lots, and no possibility
of securing goods quickly except under
extortionate rates.
At present in the United States a

merchant is forced to have altogether too
much capital tied up in stock, whereas if
parcels-post existed much smaller quanti-
ties of slow-selling goods might be carried.
As they approached depletion a postal
card or a telegram to the nearest jobber
would replenish them quickly and cheaply.

Parcels-post will take away much of
the speculative character of modern small
town merchandising. A merchant need
not be a prophet of the future, as he is
now, anticipating the demands of cus-
tomers for months ahead by laying in
large stocks, but may order very moder-
ately and follow the demand, week by
week, through a constant stream of small
shipments via parcels-post. This will save
him many a "bargain sale" at cost.
Economies so effected would put re-

tailers in a position to meet catalogue
house prices. Moreover, the merchant
might very well take the identical order
which would have been mailed to a cata-
logue house and fill it for his customer at
the same delivered price.

Parcels-post is in full effect in England,
still countless villages and towns almost
within sound of the roar of London are
filled with prosperous shops. The British
parcels-post is almost perfect, yet it
undeniably does not stamp out the small
dealer in suburbs and rural sections.
Pending whatever legislation may be in

store, it has been proposed that individual
dealers issue catalogues of their own. On
this subject, so enthusiastically advocated
by some, The Merchants' Journal (To-
peka) sounds a conservative note. In its
Opinion the average small merchant can-
not catalogue his stock or a part of it and
fill mail orders to any great extent, be-
cause he is not equipped for it. He would
be obliged to lay in a stock large enough
to ship the goods desired immediately upon
receipt of the order. The biggest of the
mail order houses find it necessary Ire-
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quently to go outside of their own stock in
filling orders, but this is easy for them
because they can draw on other stocks
besides their own in the big cities where
they are located. If they fail to find the
exact style, kind, color, or otherwise,
ordered, they can usually find something
so near it as to be satisfactory. They can
afford to risk sending the article and agree
to take it back if not satisfactory, but the
small retailer cannot.
The success of the mail order business,

whether done by a regular mail order
house or by a department store, depends
much on the magnitude of the concern as
well as upon the size of the city where it is
located. Many quite important concerns
are now struggling along in an effort to
establish a mail order business and making
no money, because they have insufficient
stocks to draw upon. The expense of
carrying the merchandise necessary for this
class of trade is too great for them.
One of the maxims laid down by Andrew

Carnegie is that the business man should
"swim with the current." Retail mer-
chants attempt to breast the competition
of catalogue houses, a form of business
owing its very life to one kind of advertis-
ing—print sent through the mail—when
they might as well move easily and natur-
ally with the greater current of advertising
which distributes its goods preferentially
through their stores.

Enlisting the Traveling Man's Aid

Every time a manufacturers' representa-
tive comes into your store, the door of op-
portunity swings open. It is quite possible
to make such a call highly profitable to
yourself, if you will but accept the oppor-
tunity. The manufacturer should mean
much more to the stationer than merely a
source of supply. Without the manu-
facturers the stationers could not exist, and
it is equally true that the manufacturers
could not exist without the dealers. A
realization of this relationship does not
amount to much—a development, how-
ever, by both the producer and the dis-
tributer will increase the prosperity of
both.
As a dealer, you act as the distributing

agent in your particular locality for a
number of manufacturers, and it is but
natural that you and your sales force can
not be expected to know all of the minute
details about each line that you stock on
your shelves. But each firm, as the sole
producer of its own line, does know all of
the superior points, and I will attempt to
show you how this simple fact may result
in increased efficiency and greater profits.
But a very small per cent of the sta-

tioners in this country are located near the
chief manufacturing centers. The sales-
men representing the manufacturers, then,
supply the only point of contact between
the producer and distributer. It is this
point of contact that should be made the
most of by every retail stationer, after the
manner to be suggested.
The next time a salesman comes in

from one of the large blank-book makers,
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for instance, make it a point to learn from
him some of the fine selling points about
his line that will enable you to make a
better presentation of the facts concern-
ing blank-books to your customers. Go
further than this: Request the salesman
to talk with your clerks, telling them the
things he has told you, and, further, have
the salesman and your clerks see if they
can open up some new outlets for this
stock. For a start take the classified list
of business houses in the back of the
telephone book or city directory and run
down through the whole list. It may
develop that you can in this way discover
some new customers and uses for the stock
you now carry. Certainly the salesman's
familiarity with his own line will be of
great assistance in finding such outlets.
A procedure, such as I have outlined,

will make your sales force more capable
than any quantity of general "ginger " or
"sales" talks that you could give them.
A year or so of this development work will
raise the tone of your store to an enviable
position—a position that will command the
respect and the trade of your townsman.
You know what a satisfaction it is to deal
with a man who "knows his business!"
Well, then, is it worth your while to de-
velop the point of contact with the manu-
facturers' representatives until this may
be said of you and your force? There isn't
a doubt about it, no not one!
Make it plain to every salesman who

calls on you that you expect him to bring
something with him each time of which
you can make capital. Tell the traveling
men that you expect them to observe the
windows dressed by other stationers so
they may call your attention to the especi-
ally good ones. Now, don't be foolish
and say that it is beneath your dignity to
copy others. There is no man living so
original that he can keep ahead of his
competitors, drawing solely upon his own
"fertile" brain. Get the other fellows'
ideas and do as well as they do! When you
have done this it is ample time to improve
upon them by adding your own ideas.
It would not be amiss to submit your
plans to the traveling men for their
criticism, but have it understood in plain,
every-day English that you want an
honest opinion and not a tactful, guarded
opinion that has no weight. Pursue this
plan and you will gain the confidence,
respect and help of the men who come from
the fountains of knowledge in their respec-
tive lines.
When you have demonstrated the suc-

cess of your plan to the manufacturers
they will become more anxious to develop
your good will, and will do more to help
you. Never ask too much, but make sure
that you get a fair share of the circulars
bearing your imprint, advertising electros
for your local papers, material for window
trims, etc. Remember that all manu-
facturing plants are conducted by human
beings;. They have their interests to
protect, and you must see to it when you
accept concessions from them in the form
of sales helps that you make the most of
them in order that it may prove profitable
for the manufacturer to help you.

•
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We Make in

Sterling Silver

Toilet Goods
Manicure Goods
Table Goods
Gentlemen's Goods
Cigarette Boxes
Match Boxes
Card Cases
Eyeglass Cases
Spectacle Cases
Jewel Cases
Lorgnettes
Picture Frames
Drinking Cups
Shields for French Ivory
or Ebony Goods
Novelties
SterliniSilver Vanities
Gold Filled Vanities

 11=II II I—

II
=ici=i1=1=1=11=1=1--i =3=il

5321

,Itrt!,,■171
1.-Enamol

5166

10411NEL

ILLUSTRATION ONE-HALF SIZE

5-Piece Manicure Set, in green saffian leather box.
This set contains the following pieces : 4 inch Flat

Knife File, Silver Trimmed, an Orange Stick with Re-
movable Sterling Band, a Nail Rouge Holder containing
a stick of Nail Polish, a Folding Top Buffer with a Re-
movable Sterling Band which makes it possible to re-
place soiled or worn chamois, and a parr of steel nail
scissors. *2640.—Octagon, Gray Finish.

3,6 size cut of goods in Set 2640
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We Make in

Gold Filled Jewelry

Bracelets
Necklaces
Crosses and Pendants
Lorgnette Chains
Fob Chains
Lapel Chains
Lapel Buttons
Studs and Vest Buttons
Link Buttons and
Tie Clasps
Hat and Scarf Pins
Earrings
Lockets and Charms
Brooch Pins
Bar Pins
Flower Pins
Barrettes
Lingerie Clasps

WE MAKE 2600 SETS AND COMBINATIONS
The pocket size manicure set shown here is new and sells at a price to meet the popular demand.
Look over our Fall " BLUE BOOK " CATALOG Q, recently issued.
This book shows 10,000 articles in Sterling Silver Toilet and Manicure Goods, Novelties, etc., and Gold Filled
Jewelry besides 2600 Seta and Combinations put up in attractive green silk cases and leather folders.
Every piece of goods made by us is plainly stamped with our F & B Trade Mark.

THEODORE W. FOSTER & BRO. CO., 100 Richmond Street., Providence,

NEW YORK: 13 Maiden Lane

R. I.
MANUFACTURING JEWELERS AND SILVERSMITHS

CHICAGO: Heyworth Bldg. CANADA: Kingston, Ontario
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1. AND 14 KARAT
SOLID GOLD

Diamond
Mountings

rooches

La Vafillieres

Earrings

racellets

ar Pins

Scarf Pins

Curdle
rooches

l.

Ruffle Pins

Reversible
Tie Clasps

etc.

Trade Mark Dainty, Artistic, Exquisite. Out of the usual shown. Something
of an exclusive character. You can tempt more Holiday Business
Your Way. Your Jobbers will Show the Line.

T. U. FROTHIHNUHAIII & CO.
North Attleboro Established 1877 Mass.
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ASK YOUR JOBBER TO SHOW OUR LINE. TRADE-

MARK STAMPED ON BOTH CARDS AND GOODS.

Tie Clips, Cuff Links, Coat Chains, Coat Chain Tops, Fobs, Lockets

Bar Pins, Scarf Pins, Cuff Pins, Collar Pins, Waist Sets, Crosse,

Trade Mark

Registered in United States and Canada

GUARANTEES THE PRODUCT

Sykes &Strandberg
Manufacturing Jewelers

79 ATTLEBORO MASS. R120 111
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Existing Confidence Between Manufacturer,
Jobber and Consumer in Jeopardy

In Address before Affiliated Ad Clubs at Rochester, Advertiser Forcefully Pictures
the Vital Interest These Four Factors Have in Maintaining Fixed Prices

By H. C. BROWN, Mgr. Adv. Dept. Victor Talking Machine Co., Camden, N. J.

In reaching the consumer through the jobber
and retailer, it is necessary that the manufacturer
enjoy the confidence of both the intermediaries, as
well as the purchaser himself. To instil this con-
fidence into these three, the manufacturer must
first have absolute confidence in himself—that is in
the goods he manufactures, in his organization that
manufactures the good, and in the ability of his
sales department to profitably market the output
of his factories. With this confidence thoroughly
imbued in himself, the manufacturer is then pre-
pared to launch his advertising campaign, and thus
emphatically announce to all his own, confidence in
a line that he asks others to have confidence in.
I am undoubtedly best known to you through

my position as manager of the advertising depart-
ment of one of the most successful manufacturing
and selling organizations on earth, and I say to you,
without any hesitation whatsoever that much of
this success is due in no small degree to this very
confidence I consider so necessary to success in
reaching the consumer through the jobber and re-
tailer. Proof of this is evident to us at all times,
as in the conduct of our business, there have been
frequent additions to, or changes in our line, which,
with the regular issue of new records each month,
presents excellent opportunity to test the confi-
dence of the trade and public, and it is the dove-
tailing of our own confidence in the salability of
these new goods coupled with our jobbers' and
dealers' confidence in us that bring to us in response
to our announcements of new goods orders far in
excess of our capacity.
One of the most potent factors in upbuilding this

confidence is the fact that in eleven years of our
existence we have always held uppermost in our
minds our responsibility to our jobbers, our retailers
and the purchasing public, and never once in all
this time have we ever given them a single "deal"
that would shake their confidence in us. If there
is a better way to build a solid foundation, we have
yet to learn what that way is.

Great Volume of Dealer Advertising

We have consistently, persistently and insis-
tently preached our own confidence in the returns
that are bound to follow almost immediately in the
wake of judicious advertising, and we have
preached this to such an extent (in fact it has been
almost a daily cry with us) that we have instilled
this same confidence in the value of advertising
in thousands of our dealers, and they have re-
sponded so liberally that, vast as is our own adver-
tising, it is equalled, if not surpassed, in volume by
the local advertising of our dealers in almost every
city, town, village and hamlet in the United States
and what is even more gratifying it is growing
bigger all the time.
A feature of Victor advertising is that the price

of each article advertised is always conspicuous
in every Victor advertisement, and it is the estab-
lishment in the minds of the public of the very
fact that every instrument and every record is sold
at a specific price, that has established universal
confidence in Victor prices, eliminated all price
arguments, and made sales easy once a customer
is interested. Furthermore, this same price under-
standing simplifies the interchange between the
Victor Company and its jobbers, and the jobbers
and their dealers to a remarkable degree, as it
removes the most serious obstacle to a satisfactory
mutual understanding.
I do not believe there is one among you who has

not implicit confidence in the efficacy of advertis-
ing, nor do I believe that any of you question the
fact that the continuous advertising of a fixed
price on any trade-marked article of merit will
firmly establish in the minds of the big public,
that advertised price as the real and true value of
the article, and I want to now, personally and in
my official capacity, go on record before you as an

enthusiastic advocate of fixed selling prices on
every single article advertised for sale.

How Fixed Price Makes for Confidence
I believe I have made clear to you how vital in

my mind is mutual confidence in successfully reach-
ing the consumer through jobber and retailer, and
as I consider continued advertising of fixed prices
exerts a remarkable influence in building this very
confidence, I trust you will not think I digress from
my subject in choosing this as an opportune time
to issue a warning cry that will enlist your aid
in combating proposed legislation that threatens
the manufacturer's right to regulate the price of
his goods, which if it ever becomes law will most
certainly throw a serious obstacle in the way of
establishing such confidence.

Just at the present time, the right of the manu-
facturer to fix the prices at which his goods may
be sold is in jeopardy. Many of you know that
the "Oldfield Bill," which, among other things,
abolishes the right to maintain fixed prices, was
reported by the committee just before Congress
adjourned and will be voted on at the December
session. It is up to everyone of us to enlist the
support and co-operation of every publisher in the
United States in spreading a thorough understand-
ing of the danger to continued prosperity that lies
in the passage of such a bill.
The "Oldfield Bill" is a danger, a real danger to

us all. It is to be regretted that, in all the pande-
monium and thoughtless chatter about the high
cost of living, a sound business method such as
fixed prices on patented and advertised articles
should be assailed by such legislation as is con-
templated in the "Oldfield Bill.
From the provision of the proposed bill it would

seem to those who are familiar with it that its
framers had unearthed conclusive evidence to prove
beyond any reasonable doubt, that all manu-
facturers enjoying the benefits (?) of the existing
patent laws, as well as all manufacturers advertis-
ing their goods at fixed prices, were intent on re-
tarding the further economical development of
their product, and at the same time gloating over
the privilege of gouging the public by forcing the
sale of inferior wares at exorbitant prices.

Happily there are at least two arguments with
which to combat this mistaken fallacy—common
sense, and the commercial progress of the last
decade.
For certainly common sense tells the intelli-

gent person that success in the manufacture and
sale of any article of merchandise, whether a neces-
sity or a luxury, depends upon quality, price and
distribution, while our commercial progress of the
past twenty years is due primarily to the practice
of modern business methods of which fixed prices
is a most important feature.
Now as to the high quality of advertised goods.

Personally I am convinced that every manufac-
turer of any successfully advertised or fixed price
article of merchandise is placing upon the market
goods of the highest quality he is capable of manu-
facturing, and, furthermore, this same manufac-
turer places absolutely no limit on his expenditures
for the further development of the quality of his
goods—no matter how high the esteem his mer-
chandise already enjoys in the confidence of the
public.
As to the price of such goods—everything must

have a value; that is a real value, and how better
can that value be estimated than by the manu-
facturer who knows the actual value, and, since he
knows what the actual value is, is it not reasonable
to suppose that the price will be fixed to make
the article most attractive in the eyes of the purchas-
ing public, on whom the success or failure of the
article depends?

How the Jobber and Dealer are Threatened

In the proposed legislation it must be borne in
mind that the manufacturer's right to sell the

jobber and retailer, or directly to the consumer, at
any fixed price he determines to place upon his
goods, is in no way questioned or intended to be
interfered with. But the jobber and retailer, who
are the principal sources of distribution, and
practically the only outlets for ninety per cent
of the entire output of the goods advertised at a
fixed price, will be forced to toss their hats into the
ring, and, returning to the old and antiquated
barter and sale methods of our forefathers, fight
over every customer who bargains with one against
the other, until one of them has made the sale to a
dissatisfied customer, who even then may feel that
he might have bought at a lower price if he had
held off for further inducements.
Throw down the bars of restricted prices and

abolish the right to establish and maintain a fixed
price on advertised or patented goods, and you will
make the price tags on every article of merchandise
(patented or otherwise) a joke. We will gradually
and surely return to the old method of selling all
merchandise at as high prices as the sharp store-
keeper or salesman can squeeze out of the many
who are wholly ignorant of true values, mean-
while, by buying as cheaply as the smart buyer
can, force down the weak manufacturer or store-
keeper.
I believe John Wanamaker was one of the first

shopkeepers to abandon the private cipher marks
that indicated the cost and selling prices, and
plainly marked every article in his store with the
one fixed price at which the article could be bought
and returned at full credit, if unsatisfactory. This
taking the customer into the confidence of the store
marked the beginning of modern merchandising,
and has established honest selling methods that
have been largely instrumental in making America
the greatest commercial nation on earth. It is
such store methods that have established implicit
confidence between buyer and seller, that have
dotted the streets of all our great cities with such
commercial monuments as B. Altman & Co., R. H.
Macy & Co., Tiffany & Co., Marshall, Field & Co.,
Jordan, Marsh & Co., and others without number
who daily serve millions upon millions of satisfied
customers, all of whom will be thrown into chaos
and uncertainty on returning to the old methods
of "any price obtainable is the right price."
Now as to distribution. This is the one point

on which success depends more directly than any-
thing else. One may manufacture a most desirable
article of the very highest quality, and its cost may
be well within the reach of all and advertised to an
extent that has made it known and desired by un-
told numbers of would-be purchasers, and yet, if it
is not profitable for the retailer to handle, or, if for
some other reason it is not obtainable at the stores
where it should be sold, it is doomed to failure, and
will gradually disappear from the market and be
forgotten. Our country covers a great area; the
expense incident to reaching all markets is large;
if direct distribution in single pieces were forced
through mistaken legislation it would practically
eliminate distant markets, and, in restricting the
possibilities of sales, would curtail the manufacture,
which would necessarily make imperative and be
immediately followed by a further increase in price.
The retail dealers would be the first to feel the

effects of any injudicious merchandising legislation,
and, in the face of cut-price wars and loss of legiti-
mate profits that would surely follow their enthu-
siasm and interest would quickly wane. Thus they
would eventually be lost as the connecting link
between manufacturer and public.

Who Will Profit?

Under the proposed new legislation who is to
profit? The manufacturer, if he has at his corn-
mand unlimited resources, is in a position, and
might be compelled from a standpoint of self-
preservation, to establish his own retail branches
in various cities. But it would never be possible
for him, no matter how perfect his organization,
to establish an outlet for his goods in the small towns
and villages where only a very limited quantity of any
particular line of goods could possibly be sold, and
where the small storekeeper, who now sells the line, is
certainly by all manner of reasoning entitled to the
reasonable margin of profit allowed him on all goods
having a fixed selling price. This profit is guaranteed
him, and he earns it and is entitled to it.
The modern retailer, that is the storekeeper

(the final source of distribution), certainly does not

• 
(Continued on page 2311)
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We Make in

Sterling Silver

Toilet Goods
Manicure Goods
Table Goods
Gentlemen's Goods
Cigarette Boxes
Match Boxes
Card Cases
Eyeglass Cases
Spectacle Cases
Jewel Cases
Lorgnettes
Picture Frames
Drinking Cups
Shields for French Ivory
or Ebony Goods
Novelties
Sterling"Silver Vanities
Gold Filled Vanities

5321

ILLUSTRATION ONE-HALF SIZE

5-Piece Manicure Set, in green saffian leather box.
This set contains the following pieces : 4 inch Flat

Knife File, Silver Trimmed, an Orange Stick with Re-
movable Sterling Band, a Nail Rouge Holder containing
a stick of Nail Polish, a Folding Top Buffer with a Re-
movable Sterling Band which makes it possible to re-
place soiled or worn chamois, and a pair of steel nail

scissors: *2640.—Octagon, Gray Finish.

34 size cut of goods in Set 2640

We Make in

Gold Filled Jewelry

Bracelets
Necklaces
Crosses and Pendants
Lorgnette Chains
Fob Chains
Lapel Chains
Lapel Buttons
Studs and Vest Buttons
Link Buttons and
Tie Clasps
Hat and Scarf Pins
Earrings
Lockets and Charms
Brooch Pins
Bar Pins
Flower Pins
Barrettes
Lingerie Clasps

WE MAKE 2600 SETS AND COMBINATIONS
The pocket size manicure set shown here is new and sells at a price to meet the popular demand.
Look over our Fall " BLUE BOOK " CATALOG Q, recently issued.
This book shows 10,000 articles in Sterling Silver Toilet and Manicure Goods, Novelties, etc., and Gold Filled
Jewelry besides 2600 Sets and Combinations put up in attractive green silk cases and leather folders.
Every piece of goods made by us is plainly stamped with our F & B Trade Mark.

THEODORE W. FOSTER & BRO. CO., 100 Richmond Street., Providence, R. I.

NEW YORK: 13 Maiden Lane

MANUFACTURING JEWELERS AND SILVERSMITHS

CHICAGO: Heyworth Bldg. CANADA: Kingston, Ontario
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Diamond
Mountings

rooches

La Vafillieres

Earrings

raceilets
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Scars Pins

Circle
roothes

Ruffle Pins

Reversible
Tie Clasps

etc.

Trade Mark

lo AND 14 KARAT
SOLID GOLD

Dainty, Artistic, Exquisite. Out of the usual shown. Something
of an exclusive character. You can tempt more Holiday Business
Your Way. Your Jobbers will Show the Line.

T. 0. FROTMN0111APII & GO.
North Attleboro Established 1877 mass.
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ASK YOUR JOBBER TO SHOW OUR LINE. TRADE-

MARK STAMPED ON BOTH CARDS AND GOODS.

Tie Clips, Cuff Links,

Bar Pins, Scarf Pins,

Coat Chains, Coat Chain Tops, Fobs, Lockets

Cuff Pins, Collar Pins, Waist Sets, Crosse

THIS

Trade Mark

Registered in United States and Canada

GUARANTEES THE PRODUCT

Sykes & Strandberg
Manufacturing Jewelers

79 ATTLEBORO MASS. 11.120
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Existing Confidence Between Manufacturer,
Jobber and Consumer in Jeopardy

In Address before Affiliated Ad Clubs at Rochester, Advertiser Forcefully Pictures
the Vital Interest These Four Factors Have in Maintaining Fixed Prices

By H. C. BROWN, Mgr. Adv. Dept. Victor Talking Machine Co., Camden, N. J.

In reaching the consumer through the jobber
and retailer, it is necessary that the manufacturer
enjoy the confidence of both the intermediaries, as
well as the purchaser himself. To instil this con-
fidence into these three, the manufacturer must
first have absolute confidence in himself—that is in
the goods he manufactures, in his organization that
manufactures the good, and in the ability of his
sales department to profitably market the output
of his factories. With this confidence thoroughly
imbued in himself, the manufacturer is then pre-
pared to launch his advertising campaign, and thus
emphatically announce to all his own confidence in
a line that he asks others to have confidence in.
I am undoubtedly best known to you through

my position as manager of the advertising depart-
ment of one of the most successful manufacturing
and selling organizations on earth, and 1 say to you,
without any hesitation whatsoever that much of
this success is due in no small degree to this very
confidence I consider so necessary to success in
reaching the consumer through the jobber and re-
tailer. Proof of this is evident to us at all times,
as in the conduct of our business, there have been
frequent additions to, or changes in our line, which,
with the regular issue of new records each month,
presents excellent opportunity to test the confi-
dence of the trade and public, and it is the dove-
tailing of our own confidence in the salability of
these new goods coupled with our jobbers' and
dealers' confidence in us that bring to us in response
to our announcements of new goods orders far in
excess of our capacity.
One of the most potent factors in upbuilding this

confidence is the fact that in eleven years of our
existence we have always held uppermost in our
minds our responsibility to our jobbers, our retailers
and the purchasing public, and never once in all
this time have we ever given them a single "deal"
that would shake their confidence in us. If there
is a better way to build a solid foundation, we have
yet to learn what that way is.

Great Volume of Dealer Advertising

We have consistently, persistently and insis-
tently preached our own confidence in the returns
that are bound to follow almost immediately in the
wake of judicious advertising, and we have
preached this to such an extent (in fact it has been
almost a daily cry with us) that we have instilled
this same confidence in the value of advertising
in thousands of our dealers, and they have re-
sponded so liberally that, vast as is our own adver-
tising, it is equalled, if not surpassed, in volume by
the local advertising of our dealers in almost every
city, town, village and hamlet in the United States
and what is even more gratifying it is growing
bigger all the time.
A feature of Victor advertising is that the price

of each article advertised is always conspicuous
in every Victor advertisement, and it is the estab-
lishment in the minds of the public of the very
fact that every instrument and every record is sold
at a specific price, that has established universal
confidence in Victor prices, eliminated all price
arguments, and made sales easy once a customer
is interested. Furthermore, this same price under-
standing simplifies the interchange between the
Victor Company and its jobbers, and the jobbers
and their dealers to a remarkable degree, as it
removes the most serious obstacle to a satisfactory
mutual understanding.
I do not believe there is one among you who has

not implicit confidence in the efficacy of advertis-
ing, nor do I believe that any of you question the
fact that the continuous advertising of a fixed
price on any trade-marked article of merit will
firmly establish in the minds of the big public,
that advertised price as the real and true value of
the article, and I want to now, personally and in
my official capacity, go on record before you as an

enthusiastic advocate of fixed selling prices on
every single article advertised for sale.

How Fixed Price Makes for Confidence
I believe I have made clear to you how vital in

my mind is mutual confidence in successfully reach-
ing the consumer through jobber and retailer, and
as I consider continued advertising of fixed prices
exerts a remarkable influence in building this very
confidence, I trust you will not think I digress from
my subject in choosing this as an opportune time
to issue a warning cry that will enlist your aid
in combating proposed legislation that threatens
the manufacturer's right to regulate the price of
his goods, which if it ever becomes law will most
certainly throw a serious obstacle in the way of
establishing such confidence.

Just at the present time, the right of the manu-
facturer to fix the prices at which his goods may
be sold is in jeopardy. Ma0 of you know that
the "Oldfield Bill," which, among other things,
abolishes the right to maintain fixed prices, was
reported by the committee just before Congress
adjourned and will be voted on at the December
session. It is up to everyone of us to enlist the
support and co-operation of every publisher in the
United States in spreading a thorough understand-
ing of the danger to continued prosperity that lies
in the passage of such a bill.
The "Oldfield Bill" is a danger, a real danger to

us all. It is to be regretted that, in all the pande-
monium and thoughtless chatter about the high
cost of living, a sound business method such as
fixed prices on patented and advertised articles
should be assailed by such legislation as is con-
templated in the "Oldfield Bill.
From the provision of the proposed bill it would

seem to those who are familiar with it that its
framers had unearthed conclusive evidence to prove
beyond any reasonable doubt, that all manu-
facturers enjoying the benefits (?) of the existing
patent laws, as well as all manufacturers advertis-
ing their goods at fixed prices, were intent on re-
tarding the further economical development of
their product, and at the same time gloating over
the privilege of gouging the public by forcing the
sale of inferior wares at exorbitant prices.

Happily there are at least two arguments with
which to combat this mistaken fallacy—common
sense, and the commercial progress of the last
decade.
For certainly common sense tells the intelli-

gent person that success in the manufacture and
sale of any article of merchandise, whether a neces-
sity or a luxury, depends upon quality, price and
distribution, while our commercial progress of the
past twenty years is due primarily to the practice
of modern business methods of which fixed prices
is a most important feature.
Now as to the high quality of advertised goods.

Personally I am convinced that every manufac-
turer of any successfully advertised or fixed price
article of merchandise is placing upon the market
goods of the highest quality he is capable of manu-
facturing, and, furthermore, this same manufac-
turer places absolutely no limit on his expenditures
for the further development of the quality of his
goods—no matter how high the esteem his mer-
chandise already enjoys in the confidence of the
public.
As to the price of such goods—everything must

have a value; that is a real value, and how better
can that value be estimated than by the manu-
facturer who knows the actual value, and, since he
knows what the actual value is, is it not reasonable
to suppose that the price will be fixed to make
the article most attractive in the eyes of the purchas-
ing public, on whom the success or failure of the
article depends?

How the Jobber and Dealer are Threatened

In the proposed legislation it must be borne in
mind that the manufacturer's right to sell the
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jobber and retailer, or directly to the consumer, at
any fixed price he determines to place upon his
goods, is in no way questioned or intended to be
interfered with. But the jobber and retailer, who
are the principal sources of distribution, and
practically the only outlets for ninety per cent
of the entire output of the goods advertised at a
fixed price, will be forced to toss their hats into the
ring, and, returning to the old and antiquated
barter and sale methods of our forefathers, fight
over every customer who bargains with one against
the other, until one of them has made the sale to a
dissatisfied customer, who even then may feel that
he might have bought at a lower price if he had
held off for further inducements.
Throw down the bars of restricted prices and

abolish the right to establish and maintain a fixed
price on advertised or patented goods, and you will
make the price tags on every article of merchandise
(patented or otherwise) a joke. We will gradually
and surely return to the old method of selling all
merchandise at as high prices as the sharp store-
keeper or salesman can squeeze out of the many
who are wholly ignorant of true values, mean-
while, by buying as cheaply as the smart buyer
can, force down the weak manufacturer or store-
keeper.

I believe John Wanamaker was one of the first
shopkeepers to abandon the private cipher marks
that indicated the cost and selling prices, and
plainly marked every article in his store with the
one fixed price at which the article could be bought
and returned at full credit, if unsatisfactory. This
taking the customer into the confidence of the store
marked the beginning of modern merchandising,
and has established honest selling methods that
have been largely instrumental in making America
the greatest commercial nation on earth. It is
such store methods that have established implicit
confidence between buyer and seller, that have
dotted the streets of all our great cities with such
commercial monuments as B. Altman & Co., R. H.
Macy & Co., Tiffany & Co., Marshall, Field & Co.,
Jordan, Marsh & Co., and others without number
who daily serve millions upon millions of satisfied
customers, all of whom will be thrown into chaos
and uncertainty on returning to the old methods
of "any price obtainable is the right price."
Now as to distribution. This is the one point

on which success depends more directly than any-
thing else. One may manufacture a most desirable
article of the very highest quality, and its cost may
be well within the reach of all and advertised to an
extent that has made it known and desired by un-
told numbers of would-be purchasers, and yet, if it
is not profitable for the retailer to handle, or, if for
some other reason it is not obtainable at the stores
where it should be sold, it is doomed to failure, and
will gradually disappear from the market and be
forgotten. Our country covers a great area; the
expense incident to reaching all markets is large;
if direct distribution in single pieces were forced
through mistaken legislation it would practically
eliminate distant markets, and, in restricting the
possibilities of sales, would curtail the manufacture,
which would necessarily make imperative and be
immediately followed by a further increase in price.
The retail dealers would be the first to feel the

effects of any injudicious merchandising legislation,
and, in the face of cut-price wars and loss of legiti-
mate profits that would surely follow their enthu-
siasm and interest would quickly wane. Thus they
would eventually be lost as the connecting link
between manufacturer and public.

Who Will Profit?

Under the proposed new legislation who is to
profit? The manufacturer, if he has at his com-
mand unlimited resources, is in a position, and
might be compelled from a standpoint of self-
preservation, to establish his own retail branches
in various cities. But it would never be possible
for him, no matter how perfect his organization,
to establish an outlet for his goods in the small towns
and villages where only a very limited quantity of any
particular line of goods could possibly be sold, and
where the small storekeeper, who now sells the line, is
certainly by all manner of reasoning entitled to the
reasonable margin of profit allowed him on all goods
having a fixed selling price. This profit is guaranteed
him, and he earns it and is entitled to it.
The modern retailer, that is the storekeeper

(the final source of distribution), certainly does not

• (Continued on page 2311)
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Numerous inquiries have been made,W ho makes THE ALLIANCE RING?
Let us solve this question for you

WE DO!!!
The graceful style of the Alliance Ring is rapidly supplanting the use of the old-style wedding ring.
Its mysterious construction is another reason for its increased demand.
We have thus far supplied the entire demand, and we take these means to inform you that should

you need them we can supply you.
These rings are most carefully adjusted; the joints are barely perceptible, except by a magnifying glass.
Whenever engraving is desired, it is done in the inside flat surface. They are easily opened as shown

on illustration by inserting a sharp instrument, for instance a pin, in the inside pin hole.
They should not be pried open, as this would destroy their adjustment.

14 karat, 3 dwts., $1.30 per dwt. net ; in dozen lots, $1.25 per dwt. net.
18 karat, 3 dwts., $1.45 per dwt. net ; in dozen lots, $1.40 per dwt. net.

LEONARD -RO KROWER, Manufacturing Jeweler, Canal & Exchange Place, NEW ORLEANS, LA,
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BUFFALO JEWELRY MFG. CO.
BRISBANE BUILDING BUFFALO, N. Y.

We sell to the legitimate Jewelry Trade only
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WE REPAIR EVERYTHING IN JEWELRY

Copyrighted June 19, 1912, by Breslavsky Bros.

Gold and Silver Electro-plating

Mesh Bags Repaired
Resilvered and Relined
 $1.00  
Specialists in Difficult Repairing

BRESLAVSKY BROS., 51 Maiden Lane, NEW YORK
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issued. If you are looking for a style of Clock you cannot find elsewhere, send for
our Catalogue. A copy will be mailed to any legitimate jeweler on application.

KUEHL CLOCK COMPANY
Manufacturers and Importers of BLACK FOREST CLOCKS

125 North Wabash Avenue, CHICAGO

November 1, 1912 T 11 E

The Diamond Salesman as He Is

His Dangers on the Road Largely Mythical.—
How His Stock is Carried and Protected

The detectives in the employ of the Jewelers'
Association have on their list two sets of names
which by no stretch of the imagination could be
classified as sharing any similarity of qualities.
One is made up entirely of diamond thieves, big
and little men in the profession, with minute des-
criptions of their faces and figures. The other list
is composed of the names of drummers and travel-
ing representatives of the big diamond and jewelry
houses. The query naturally arises, why associate
thesb two together, eminently honest men with
recognized thieves and burglars?
The reasons are not far to seek if we consider

the hazards the big diamond houses and their
drummers are exposed to nearly every day and
night of the year. A diamond salesman when he
starts out on the road may carry with him a quarter
of a million dollars' worth of precious stones
tucked away in some inside pocket—a small or
large fortune occupying no more space than that
of an ordinary wallet. No bodyguard of detectives
accompanies him, and he must sleep in strange
hotels and on the railroad trains with his precious
burden always with him. If a thief could knock
him on the head some night and steal the diamonds
the booty could quickly be converted into cash.

It is this daily risk of carrying around such
portable valuables that makes the detectives em-
ployed by the Jewelers' Association so anxious
to keep a personal record of the drummers as well
as of the notorious sharps and diamond thieves.
A diamond-house must trust a good deal to the
honesty of its drummers and usually the men have
been long in the employ of the firm, but human
nature cannot be overlooked in business matters.
No one is subjected to temptation more than the
average diamond drummer—not even bank clerks
and officials. With several hundred thousand
dollars' worth of diamonds in his possession he
could easily get twenty-four hours' start of his
pursuers if he chose to go wrong.
Very few diamond drummers have ever run

away and none who belong to the first-class trade
within the recollection of men in the business.
This record for honesty may be due to the watch-
fulness of the houses and the detectives of the
Jewelers' Association or to the qualifications de-
manded of a good diamond salesman. But nearly
all of them have been followed by thieves and a few
of them have been robbed. Today, if a diamond
drummer has reasons to believe that he is being
shadowed by a thief, he generally steps into the
nearest telegraph office and wires a description
of the suspect to the home house, which in turn
immediately consults the officials of the Jewelers'
Association. Within half an hour, if the descrip-
tion fits some notorious diamond thief a detective
is on his track.
A diamond drummer knows that every possible

safeguard is thrown about him. He never knows
when detectives are watching him. The shadow he
may have mistaken for a thief on his track may be
a detective. Every night he must telegraph or
write to his employers, reporting where he is stay-
ing and where he expects to be the following day.
The diamond house thus knows pretty accurately
the location of its high-priced men at all times.
If a salesman did not report each night steps
would be taken immediately to find him. This
is done as much to protect the drummer as for any
other reason.
The detectives know all the diamond drummers

as well as all the thieves and suspects. This in-
formation is an invaluable aid in times of emer-
gencies. It helps them to hunt down their man
quickly, whether he be a thief or a drummer.
There is another sort of shadowing and espionage
carried on as a direct result of this work. If a
diamond drummer becomes a habitue of gambling
houses and race-tracks or appears to be living
a fast life far beyond the means his salary affords,
his employers soon learn of the matter through
the detectives.
The Jewelers' Association has detectives in

nearly all large cities, and it is kept pretty well
informed of the movements of diamond drummers
who carry unusually valuable samples of precious
stones. A Maiden lane diamond drummer will
sometimes start out with a half a million dollars'
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worth of stones. His movements are important
to others than the house which employs him
Many diamond thieves will dog the footsteps of
such a drummer for weeks waiting for the favor-
able opportunity to relieve him of his treasures.
Some night in the sleeping-car or on a dark road
or in a narrow alley the chance may come for a
knockout blow and a quick "get-away."

Contrary to the descriptions of fiction-writers,
the diamond drummer rarely carries his stones in
the lining of his coat or hat or conceals them in
false soles of his shoes. They are invariably
wrapped in tissue-paper and stowed away in long
leather wallets that fit deep in vest pockets. They
are always where they can be easily reached, and
it may be assumed that when in a crowd the
drummer has them in mind. But diamond drum-
mers avoid crowds and dark, lonely roads at night-
time. They prefer to ride in special carriages
or other conveyances at such times, and at night
the little packet of diamonds always reposes in the
hotel's safe. But on the road the diamonds must
be kept under the pillow at night, and many times
the salesman spends sleepless nights just on this
account.—Harper 's Weekley.

Individuality in Jewelry Design
From many sources comes of late the plea for

hand-wrought jewelry, as giving infinitely greater
opportunities for character and personality in
design. The most cursory comparison between a
hand-made and a machine-made ornament will
suffice to demonstrate the wide difference in possi-
bilities of expression which exists between the
two methods. Machined work which is stamped
out in hundreds, in spite of its mechanical precision
of surface and outline is not to be compared, for
significance and human value, with work in which
everystroke of the tool is suggestive of the amount
of thought and care dedicated by the craftsman
to his handiwork. Only in hand-wrought jewelry
can one obtain that co-operation of hand and brain
which alone can produce convincing results in
expression. Mr. Dudley Clark, writing in a con-
temporary recently of the value of the part played
by craft-work in every phase of life in the old days
of the craft guides, complains that " we of the mean
street have been disinherited of this joy in labor.
We have done with the craftsman and have created
the mechanic." . . . Art that is confined within
four walls and a catalogue is worth little compared
with that art which maketh a whole city beautiful
and a whole people glad. We must, he says,
regain that joy in labor. We must. sing at our
work as the craftsman did of old.

Duty of the Trade

Hand-work jewelry, as many other forms of
crafts, have still a small place in some circles, but
they are usually looked upon as harmless amuse-
ments, fashionable fads or hobbies. It is, however,
as Mr. F. C. Brunton wrote lately in the Art
Chronicle, "the duty of us all to try to do our part
to bring back this true source of joy into our daily
lives. Those who can use hand and brain skilfully
should employ them in making necessary things
beautiful and beautiful things necessary; and
those who cannot make should at least learn to
appreciate and encourage the work of the makers.

The artist who expresses himself in precious
metals has a wide range of materials, and should
therefore exercise great care in his choice so as to
use suitable settings and designs for his stones or
jewels. Not only should the design be carefully
worked out, but all must harmonize in color and
value. A vulgar or inappropriate setting will
spoil the finest jewel, just as a jewel which is
unsuitable in color or shape will spoil the most
beautiful setting. For instance, the aquamarine,
which is truly like a quivering drop of sea water,
should have an appropriate setting, such as
seaweed, or wave-like lines, to carry out the whole
suggestion. In the same way the moonlight tint
of silver is the most suitable setting for the delicate
opal."
In Mr. Burton's opinion, the diamond is a much

over-rated stone as far as beauty and artistic
qualities go. When it is cut in the usual method
which makes it flash like a piece of glass glittering
in the sun, and takes away all depth from it, it is
fit for nothing but to be made into a geometrical
star for a peeress to wear at a court function. No
matter what its value may be in money, it has lost

its artistic and pleasure-giving qualities, and serves
only to stir up envy and greed. A beautiful and
artistic setting would be quite killed by its
machine-made brilliance, and it has now un-
fortunately become merely a vulgar sign of wealth.

Form and Color

"I have often thought," continues Mr. Burton,
" that there is not enough consideration given with
regard to the suitability in form and color of a jewel
to its proposed wearer. Turquoises and pearls,
for example, can only be worn with advantage by
people with fair, clear skins, as they show up and
exaggerate all the red and brown tints in a skin;
on the other hand, a ruby or garnet will throw
back these shades and make them less conspicuous.
Those buying jewelry for themselves or their
frien,ds should consider this fact as carefully as
they would when choosing the material for a
dress, and thus a woman's jewelry should be as
characteristic and as much a part of her as her
dress, but this will never be so as long as we buy
ready-made clothes and machine-made jewelry."

Confidence Between Manufacturer,
Jobber and Consumer in Jeopardy

(Continued from page 2309)

seek the throwing down of the bars to all kinds of
rotten competition. Let us say, there are three or
so dealers in any one town or city, and all but one,
because of their enterprise and energy and excel-
lence of store service, are enjoying a satisfactory
and profitable business on a popular article of
merchandise that sells at an established fixed price.
Now, this one other dealer, because of careless
methods and natural laziness or for some other
cause, is unable to attract people to his store in any
other way. He decides to slash the prices on this
established fixed price article and by so doing
works a grievous injury upon the investment of the
other dealers, who are the ones who have actually
created the local demand for that particular line,
and impairs the reputation of that particular piece
of merchandise, that has, at an expense of hundreds
of thousands and possibly millions of dollars, ex-
pended in creative and educational advertising,
been established in the minds of the public, as of a
fixed and certain value. Once bring down the
price of any article, whose value has been impressed
through the continuous advertising of a fixed price,
which is imperative in all good advertising, and you
have torn down one of the strongest supporting
structures of that article's successful distribution.
You have condemned it with the dealer, and
furthermore you have made it of uncertain value
to the public, and therefore retarded its sale.
And how will the consumer profit? If in a city,

he or she may, on going from store to store, make
a purchase at a cut price, from a dealer with an in-
different and shop worn stock, and be accorded
store service in keeping with cut-price business
methods, while the party living in a small town or
village may want to buy a certain thing, she cannot
make a proper selection at any store in her town
because the dealer cannot afford to carry a full line
of high-priced goods of uncertain value.
Has not the most economical and probably the

most deliberative body in our Government sanc-
tioned the most imperative fixed prices, which
certainly must be recognized by our law makers?
I refer to the action of the Interstate Commerce
Commission in upholding the minimum and maxi-
mum rates which the railroads of the United
States have established for transportation on 'their
lines.
Has not the United States Supreme Court held

that any reduction in these established freight rates
is a criminal offense punishable by fine and im-
prisonment, and has not such punishment been
recently meted out to some of America's greatest
industrial corporations, and some of the greatest
railroad systems in the country?

If equitable in such instances—and no one will
deny that it is more than simple justice—why, then
may not the purchasing public, the sources of dis-
tribution, and the manufacturers enjoy all the
benefits of a fixed price system on goods that are,
in the great majority of cases, marketed at the
very lowest possible prices, and that return only
reasonable profits to all, consistent with all laws
of business economics?
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cr THE NEW CENTURY is used in every civilized part of
the world, and when you purchase one of these machines,
you are sure of big dividends on your investment and an
asset that will not deteriorate with age.
In perfecting THE NEW CENTURY we have kept in mind three

essential points that are not found in other machines of this type on the
market, viz.: rigidity, convenience of operation and accuracy.

ci THE NEW CENTURY is elaborately finished, is made of best
materials obtainable and high-grade workmanship, and the design is
simple and mechanically correct.

THE NEW CENTURY is easy to learn to operate and will
save you time and money.
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MAKERS OF HIGH-GRADE

JEWELERS' FIXTURES
The best stores have fixtures
bearing this trade-mark, for

Hofman Store Fixtures
are as responsible for a
store's reputation as the
goods they sell.

Catalog or Representative on Request

John Hofinan Company
114 Leighton Ave., Rochester, N. Y.

New York Office, 806-807, 1 West 34th St.

Hoff' A rsi  

SPECIAL No. 107

COUNTER CASE AND TABLE

MADE IN ALL KINDS OF WOOD
OAK AND BIRCH IN STOCK

Write for ou.r new. catalogue
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New Ideas in Stationery

THE KEYSTONE

Correct Form in Wedding Invitations, Visiting
Cards, Acceptances, etc.—Quality and Colors
In Papers

Most inquiries regarding new ideas and styles in
stationery and engraving at this season of the year
are made concerning weddings.
One of the first social duties devolving upon the

bride is to send thanks for the gifts which are the
tangible expression of her friends' good wishes.
Fashion decrees that only white paper in note size
may be used for this purpose, and if it is to be
monogrammed the order must be placed well
in advance of the wedding date. Long, narrow
monograms are much favored this year, second in
popularity being those in which the initials are so
eccentrically formed and interlaced as to suggest
ancient hieroglyphics. On white paper the stamp-
ing is usually in gold, long monograms being placed
in the upper left-hand corner as a rule, the smaller
designs being stamped either in the corner or the
center, as preferred. If used on the envelope—
which is less done than formerly—the monogram
should be placed in the center of the flap.
For invitations, acceptances and regrets it is in

better taste to use white alone, but for general
correspondence tinted papers are much in vogue,
the most fashionable colors at present being pastel-
gray, azure and orchid. The lighter shades of
tan are also popular, and for those persons who like
rose-colored writing-paper the newest and daint-
iest tint is "arbutus." Some of these papers have
transverse stripes of pastel tints or hair-line vertical
stripes of a darker tone than the paper. The
monograms on these papers are in silver and a tint
or shade of the predominating color of the sheet.
Sizes remain about the same, the sheet being nearly
square and folding once to fit an oblong envelope.
The principal change from last season's styles is in
the cut of the envelope flaps. On one odd and very
popular envelope the flap is cut diagonally, while
another envelope is open at one end, with a long
wedge-shaped flap reaching nearly to the opposite
end. A third fashionable style has a very short
flap the width of the envelope with rounded
corners.

Sealing Letters

There is a revival in progress of the ancient and
graceful art of sealing letters with wax, and colors
to match all the new papers are now obtainable.
Harmonious effects are obtained either by the use
of wax of the same color as the paper—though
frequently of a lighter or darker tone—or by apply-
ing white on colored papers, and colors or bronze
on white. If the paper is monogrammed one of the
colors of the monogram may be repeated in the
seal. Wax should not be used on a monogrammed
envelope, however, as the effect would be crowded
and decidedly inartistic.

Invitations to weddings change but little from
year to year, but since that intangible arbiter of
social destinies known as "good form" demands the
most punctilious observance of those minute differ-
ences which distinguish the absolutely unimpeach-
able invitation of a given season from those of all
others, it is well worth the while of the bride-elect
to post herself carefully with regard to fashion's
latest dictates on the important question.
The first point to be decided is what style of

lettering to use. The most fashionable style is
shaded Roman, but its extreme severity is un-
pleasing to many by whom the shaded Old English
or the shaded Caxton is preferred on account of
their more ornate and graceful lines. Least ex-
pensive, and always in good taste, is the medium-
heavy script.

After the choice of lettering comes the wordingof the invitation. For a church wedding the most

formal phraseology is demanded, the "honour"
(generally spelled with the "u") rather than the
"pleasure" of the guest's presence being requested.
For home weddings and receptions "the pleasure
of your company" is given preference, as it is
thought to express greater cordiality. A personal
touch is sometimes imparted by writing the name
of the recipient in a blank space left for that pur-
pose after the second line. The disadvantage of
this plan is the extra amount of labor involved
when the number of invitations is large.
The name of the bridegroom should always be

written in full, unless excessively long, and pre-
fixed by "Mr." or by a title, as the case may de-
mand. Titles should be spelled out. For example
"Doctor Nicholas Carter Hunt," not "Nicholas
C. Hunt, M. D."
The manner of printing the bride's name is

governed by rules which provides for every pos-
sible contingency. In general, of course, the wed-
ding invitations are issued by her parents, her
Christian and middle names then being given, with-
out either prefix or surname. When the bride is
an orphan, however, the prefix "Miss" and the
surname will both appear on invitations sent out
by a married sister, guardian or chaperon, as "Miss
Madeline Spencer Wells," but when issued by an
unmarried brother the form is the same as that
used by the parents.
One of the minor distinctions to be observed

is that the year is never stated on a wedding invita-
tion, but always on an announcement; whereas
the wedding invitation invariably gives the hour,
accompanied by "morning," "afternoon" or "eve-
ning," neither of which appears in the announce-
ment. Until recently the accepted manner of
writing the date was, for instance, "on Wednesday
evening, September the fourth"; the correct form
at present is "on the evening of .Wednesday, the
fourth of September."

A Superannuated Custom

In answer to the oft-repeated inquiry regarding
the propriety of using "R. s. v. p." on a wedding
invitation, an emphatic negative must be returned.
The abbreviation in question is practically ob-
solete, "Please respond," varied occasionally by
"An early reply is requested," now being the ac-
cepted form. An invitation for the ceremony
alone requires no answer; an answer is demanded
only when a wedding-breakfast card or a reception-
card is enclosed.
The invitation to the reception may take the

form either of a simple card or of a folded sheet of
the same style as the wedding invitation. An
"At Home" card should also be enclosed, its omis-
sion being considered a grave discourtesy save
when the honeymoon trip is to be indefinitely
prolonged. For a church wedding a card of ad-
mission is customarily included; but when the
ceremony is to be held in the country the card of
admission is replaced by a card which gives the
place and hour of departure of the train from the
city. If the guests are to be met at the station on
their arrival it should be so stated. It is hardly
necessary to add that the same style of lettering
as that of the invitation should be used for all
enclosures. The engraved plates of invitations
and enclosures are often fashioned into trays as
lasting souvenirs.
Suede-finished paper is at present more fashion-

able than glossy or "plate-finished" paper.
Double envelopes are always used, the inner one
being unsealed and bearing the name only. One
invitation may be addressed jointly to a husband
and wife, and a second to "The Misses Blank,"
but a separate invitation must be sent to each
bachelor member of a family.

Visiting-cards bearing her new name are an
essential item of the bride's outfit, and should al-
ways be ordered in ample season. For this pur-
pose, also, shaded Roman is the most fashionable
lettering, the card itself being slightly larger than
the one used before marriage. The preferred size
this season is 2 3/16 by 3 inches, but a somewhat
larger card is sanctioned where the name is ex-
tremely long. The address, if used, appears in the
lower right-hand corner, with the exception that
if the couple have a country home as well as a city
home, cards for use at the former have the address
in the lower left-hand corner.

It is advisable to have the cards of both husband
and wife engraved in the same style, as they will fre-
quently be left together.—Ladies ' Home Journal.
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New Ideas in Jewelry

Bracelets with Lockets—The Fad of Colored
Gems—Ideas from Paris and London

An innovation on the watch bracelet has in the
place of a watch a little gem-studded case in which
are compartments for portraits, writes Caroline
Wentworth in Chicago Inter-Ocean.
The long links of one flexible bracelet are of

carved gold and the disk-shaped portrait case is
carved in a flower pattern and studded with pearls.
Inside the case are two divisions, with crystal
covers, for portraits or mementos. When the
sides of the case are snapped together, no hinge or
fastening is visible.

Another locket bracelet has a square portrait
case and the outer lid is enameled in deep blue.
The links of the bracelet chain are set with
diamonds and another diamond is at each corner
of the square case.

These bracelets come in various colored enamels
and mounted with many gems. Some have a single
inner case and others two.

Shops Sell Only Turquoises

In Paris and London are to be found many
such shops, but on this side of the water the lover
of beautiful gems finds few places like a certain
shop in which turquoises alone are sold.
"Every jewel is a work of art and every tur-

quoise a perfect wonder," exclaimed a visitor one
day. "One would think that, seeing so many
together, they would lose their charm; but it is
not so. Instead, they only seem to be enhanced
by comparison—each more beautiful than the
other."

This little shop is finished throughout in white
enamel, with velvet hangings of unusual hue. The
turquoise is the only gem seen in the place. Of
every size and every shape, the stones are mounted
in rings, necklaces and brooches and pins; indeed,
in every known kind of ornament; and the settings
of platinum, silver and gold are wrought in a
variety of shapes and patterns.
Among the larger pieces is a plaque of turquoise

matrix, mounted in old gold metal work of an
Egyptian lotus flower design—the flowers spread
on either side and entwined, as it were, in the long,
graceful stems is the piece of turquoise matrix.
One of the specialties of this establishment is

the coloring and tinting of gold and silver in tones
to blend with turquoise. There are artistic crea-
tions in bronzed gold and green gold of various
tints and of colored silver.

Pearls Dearer

Reports from abroad foretell a rise in the price
of pearls, but nevertheless the high class jewelers
are preparing some of the most elaborate pearl
jewels ever shown in this country. Festoon
necklaces, corsage ornaments and tiaras are some
of the larger pieces, while rings, bracelets, pins and
brooches, pendants, watches, chains and earrings
are all pearl mounted.
Although quantities of pearls are being used, the

quality is well above the average in the best jew-
elry, and even when the European markets have
only a scattering of the finest gems merchants here
have some splendid pearls and are only incon-
venienced when they are called upon to match
those of unusual shape or tint; otherwise the mar-
ket seems to be well stocked.
A dull market is not expected on account of the

advance in price, but rather the jewelers are looking
forward to added interest and lively trading.
A remarkable rope necklace priced at $750,000

was seen lately that puts to flight the notion that
finely shaped pearls are becoming scarce, for in
this one the gems are wonderfully matched
throughout the entire length of its sixty inches.
The necklaces that sell for from $25,000 to $50,000
can be found at any of the best jewelers in a
variety of well matched gems of various tints and
shapes, in graduated or even sizes.
Diamonds are combined with pearls in many

of the most expensive ornaments, but pearls alone
are very fashionable and are seen thus in all the
newest pieces of jewelry. They are mounted on
almost invisible platinum wire, and the richness
of effect gained is also carried out in the pendants
of tbe pear necklaces, which are clusters of
beautiful pearls.
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The Oskamp-Nolting Co.
IMINEN

Cincinnati, Ohio

Nineteen Thirteen
Is Out

Get busy with a postal
card if you don't receive
a copy of the Great
American Retail
Jewelers' Catalogue
by the last of the month.
It's now being sent out
to the trade. It's the
greatest book we ever
got out. You'll think
so yourself when you
look it over. Get one
and use it. You take
absolutely no chances.
Style, quality and prices
are right. A house with
a national reputation
stands behind it. Every
time you use any other
catalogue you miss an
opportunity. Be sure
and get one.

It's now a National
Catalogue.
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5 East 17th St. (Between Broadway and Fifth Ave.)

• Send us your eleventh hour
I orders!

r No need to miss profits if the
• Christmas rush has depleted
• your stock of holiday goods.

I Phone, write or telegraph

l 1

• r 
cause they represent the

•

your orders.
•A Our goods draw trade be-

largest and best things in
is your line. —You know how

1 fond the public is for "Some-
• thing New"—That is why it
aì will pay you:to keep up to

r the "Houseofj Newness."

Novelty Jewelry Sterling Silver and•• Brass Goods
Vanity Cases and Novelties Smoker's Articles Gun Metal Mesh

• Lorgnettes Bags and Cigarette• Lamps, Etc.

i 
Indestructible Pearls Gun Metal Novelties Cases

• Clocks Opera Glasses Desk Sets
i Dinner Gongs Art Goods, Etc.
I Sole Agents: "La Vogue Binoculars," "La Vogue Opera Glasses,"• `La Vogue Lorgnettes"I
I Lisbeth Indestructible Pearls

CLARENCE F. BAYER 1. BYRON L. STRASBURGER

;s-
BAYER & PRETZFELDER CO.

ALBERT PRETZFELDER

4wke_s.:6,

Importers, Manufacturers

NEW YORK
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Send for our 1912 Catalogue of newRING and UNBREAKABLE GERMAN SILVER MESH BAGS
GUARANTEED MESH BAGS AT LOWEST PRICES

BUY DIRECT FROM THE MANUFACTURER and GET THE BEST SERVICE AND PRICE

As we received it

Mesh Bags
Refinished
$1.00

We resilver, reline (with kid
or silk) and repair the mesh
on any german silver mesh
bag, from 5 to 7 inches, for
$1.00, other bags in propor-

fion. First-class work, prompt service. Give us a trial. Send postal for our large window displa
cards, and price list for special repairs such as gold, gun-metal, bead bags, etc.

A. A. LUPIEN Manufacturer of Mesh Bags

24 BROAD STREET PAWTUCKET, RHODE ISLAND

As we returned it

NEW G. & M. 1913 CATALOG JUST OUT

CATALOG

t°1"usstitli40

7-.17

GORDON 4
MORRISON
WHOLESALE

JEWELERS AND

OPTICIANS

ESTAR• 1001

Chicago, III,

THE JEWELERS, WATCHMAKERS
and OPTICIANS will do well by

writing for our 1913 CATALOG,
MAILED FREE. It contains a full line
of WATCHES, DIAMONDS,
JEWELRY, OPTICAL GOODS,
WATCHMAKERS' and OPTICIANS'
TOOLS, MATERIALS and MA-
CHINERY of the best makes the
American and Foreign markets afford.
It will pay you to have our catalog.

Wholesale Jewelers and OpticiansGordon & Morrison, 210 W. Madison Street, CHICAGO, ILL.
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Among Jewelry Advertisers

Sententious Sayings Clipped from Jewelers' Announcements in the Public
Press—Sample Advertisements in Reduced Form

A Fitting
Companion
A good locking.; correct
time•IteepIng watcb Is Imme-.
thIngetny marsTgleff el.oufl.orconxel!ing before .tho crit•
ical eye of friend or stranger.'

.!rtienYs 5 fit ears In all things, anti—

For a
Particular Man
tp vvoar a watch not in keeping
v7.1h his appearance is very
Poor policy. There Is no need
to do without h good tirne•
keepe'. It coataboillitle Aar. to hue

A Coed-iotilank,
Depandablt Waech.-

ROVELSTAT, BROS.
Jac tgal

iieteeters of Vgin

Diamonds. In fancy
pieces we use only the
best quality of stones and
are always glad to show
you and invite comparison
of both quality and prices.
Our goods are figured as
close as they possibly
can, and know that the
same quality cannot be
sold cheaper anywhere.—
Buchanan's, Norfolk, Va.

Diamonds of every size
and mounted in every
style, correctly cut, to
suit every purse. Variety
in everything but qual-
ity.—B. H. Stief Jewelry
Company,Nashville,Tenn.

Buy a flawless diamond
of the first water and you
have an investment whose
value can never depreciate
through time or circum-
stances. You are per-.
fectly safe if you buy your
diamonds at Kent's. We
sell only perfect gems,
noted for depth and
lustre.—Frank V. Kent,
Grand Forks, N. D.

Watches—An excellent
17-jewel, adjusted move-
ment, in gold-filled case,
guaranteed to wear per-

manently. This watch is extra flat and has
beautiful gold dial with space for engraving your
own name. All of these watches have been timed
and regulated by us, and, knowing their excellence,
we most heartily commend them as the best
watches we know of for the price. You are invited
to call and see them.—Arthur A. Everts Co.,
Dallas, Tex.

That one word "Quality" means everything in
diamond buying. You can buy off-colored, flawed,
irregular stones, but what have you in after years?
We invariably advise the purchase of "Quality"

Diamonds—not from a mercenary standpoint, but
because it is much more satisfaction to us, as well
as to our customers.
It will be found that "The Quality" remains

long after the price is forgotten. See our splendid
array of "Quality" Diamonds.—Albert Pfeifer &
Bro., Little Rock, Ark.

A reliable timepiece is a pleasant, useful and
indispensable companion. The watches we carry
are made by the most skilful watchmakers in the
world.—Geo. K. Munro, Grand Forks, N. Dak.

Great Christmas sale of Watches of every stand-
ard American make. We have chosen this week
to hold a gigantic Watch sale—right in the nick of
time for Christmas shoppers who would give a
present so greatly esteemed by every man or
woman. You will get the right "time" at the
right "time" if you attend this watch sale this
week.—Louis Meyers, Buffalo, N. Y.

••••—wwwwww

DIAMONDS

Rock Bottom Prices
'Our successful diamond sale of last week •

has convinced us to offer another lot of extra
epecial *hies Theo prices aro positively the
owest ever offered on One Bt..ut..WIlire
utonde. Ou display in our windows

12 Rine., .,.g hi 1 33 r arm .   4 5.00
11 Ring.. u eight 1.14 t'and .   a 10.00
I IlIng,t, et eight 141 sod 142 Carat  I 16.00
7 Rin(o. weight iii Carat . . .   10.00

10 Rings. weigh( 1 4 kal 1.3i Carat .. MOO
a meea. ...arm 1•0 oeso .•:•• • • •  : 4600
.1 Rings. welaht 3 4 cam 

.
. ... . 75.00

I nini, 0,10111 1 Cored. len. 1.i anj 1 lit.11 05.00

All Rings Mounted in 14k Mountings

or Ring I. sold with Os

Plerik guarantee,

COM PANY
In Trade Over • lJnarier

—Century— •

it'ods

It pays to buy the best watch you can afford.
At our prices any one can afford a good watch.
We have no watches at any price that we can not
guarantee to keep good time.—N. W. Cowles,
Ottumwa, Iowa.

If your watch is out of repair, bring it to us.
We'll right it. About once a year the proposition
of cleaning and oiling your watch comes up.
It's then you want to think of us. The treat-
ment accorded a watch is just the same, whether

it's the best or poorest make—that is,
the best attention is given it. We've
an expert in our workshop. Let him fix
up your time-piece.—W. F. Kirkpatrick
& Co., St. Joseph, Mo.

The Real Value of a Watch is in its
timekeeping qualities, and it is the only
feature of a watch that the average
buyer does not see for himself at the
time of purchase. Therefore—buy your
watch at a reliable house that under-
stands its watches and knows exactly
what may be expected of them.—Berg-
Arduser Co., Dubuque, Iowa.

When one makes up one's mind to give
something in Silver, this will certainly be
the goal for their pilgrimage. For we
have prepared a great and splendid stock
and quite an unusual variety.—More-
house-Martens, Columbus, Ohio.

Rich Rock
Crystal and Cut

Glass for the Bride
There is an endless range of happy

suggestions in the fine designs here
shown Selection is an easy matter
when assortments are w broad and
prices so reaaonable.

Pal erawiple. tte hats:

Bonbon Males Ea it. Es 11.40.
Boarl. a. low .4 14.40.

.Ye?rSit' g '454 8.
Water Pitcher.. 15.01 up.

V 41

Att.
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JEWELERS.'. BROAD STREET AT THIRD
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CRYSTAL

al BurAc.I'.
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The diversity of our silver display assures the
selection of an uncommon design that will add
greatly to the appreciation by the recipient. Truly
graceful and simple designs with a distinctive
beauty afford the greatest range for wedding
gifts. Their quality considered, they are the
lowest priced silver presents to be found in any
reliable store.—Albert
Edholm, Omaha, Nebr.

No watch is too in-
tricate for us to handle.
We make and replace
broken parts and guar-
antee our work to be
first class in every re-
spect. Bring your
watch to us and have
us make an estimate
on the cost of putting
it in first-class shape.
Estimates cheerfully
given.—Albert Pfeifer
& Bros., Little Rock,
Ark.

Silverware—What is
more appropriate as a
wedding gift than some-
thing nice in silver.
Our stock carries all the
newest departures in
odd and fancy pieces,
as well as the staples
in all the regular stock
patterns. — O'Donnell
& Boucher, Utica, N.Y.

Handsome table sil-
ver is the delight of the
housewife when she
sees it decorating her hospitable table or ornament-
ing her buffet or lending a charm to her dining-
room. Our stock of silver is art itself produced
by the most talented designers.—P. Girard,
Jeweler, Grand Forks, N. Dak.

Every woman should own an accurate timepiece,
and one that will stand hard usage. A woman's
watch gets more rough treatment than a man's.
One moment in a handbag; the next in her belt;
today on a chain; tomorrow as a chatelaine.—
White Bros., New Orleans, La.

The Ideal Bridal Gift is Silver. If you have
friends that are to wed, your gift to them will surely
be appreciated if it is selected from our collection
of new and artistic silverware.—Hopkins &Witty,
Dubuque, Iowa.

To those who want the unusual gift for wedding
presentation we suggest a view of our Wedding
Silver. It is exquisitely beautiful in design and
workmanship and whether you send one piece or a
chest you have the satisfaction of knowing that
your gift is most appropriate and fitting.—T. & E.
Dickinson & Co., Buffalo, N. Y.

MORE

RINGS
The way people de-

voured our stock of birth
stone rings, proved they
,ere 'satisfied  with the
value.

The special to-day Is a
lady's $3.50 genuine
coral cameo $2.25ring at 
And a man's heavy $5.00
10k gold 01.Rn
signet ring at QJ.du
(1,30100 egg a 150e monogram.

res.)

Thant are Hermit Ofecounts—
not Retitle.. PrIee4. Lot us

show you over one thousand

patterns, in masses'

Ladles' and- gentlemen. tinge, In

;olid gold. Slyer and gold-filled

luallty—aatIsfaellOn guaranteed.

BAIRD-NORTH CO,
Wood .50 050545

10.4.5155.

Good Jewelry

For You and Yours
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The Phenomenal Sale of this
Case Proves its Usefulness

Jewelers with a keen eye in every case relating to their business saw at once
the beauty, utility and cheapness of our 'IDEAL" CASE.

It is made of solid oak, or other wood desired, highly polished, beveled plate-
glass top, double strength glass front, ends and doors, has two highly polished
shelves of same wood as case, supported by Tom's adjustable brackets, metal
legs six inches high, and doors run on steel tracks.

DIMENSIONS :—Length as ordered, 28 inches wide, 43 inches high, upper
shelf 12 inches wide, lower shelf 16 inches.

The construction of this case is first class. It has a nicely molded top,
ornamented with egg and dart.

A BEAUTIFUL CASE

45=41•0

C.
ICa

 OINM

Wall Cases. Solid Oak. 8 feet long, 8 feet 4 inches high, 1 foot 4 inches deep
inside. Doors slide up, f istened to Morton's steel chains arid weights. Inside of Othe and
shelves hoed with biaek felt. Made to ship in the knock down.

Net price, $58.00. Worth $70.00

Made and sold by w. .v.

Union Show Case C 
Salesroom, Office and Factory

0 401-407 N. Lincoln St., CHICAGO
• Corner Kinzie Street. Take Grand Avenue Car

Fob No. 90564

Men's Belt Buckle No. 44128 Men's Belt Buckle No. 46—Shrine

MANY JEWELERS ARE MAKING MONEY
with our monogram and emblem novelties. Why not you?
They sell all the year round and the margin of profit is
pleasing. Our catalogue No. 15 (just issued) is sent to the
trade with discounts on request. Write for it today.
CHICAGO ART METAL WORKS, 302 W. Lake St., Chicago, Ill.

INCORPORATED 1892 Fob No. 90647

XXX UXXXXXXX XX XX XX XXX XXX X XX

X Mesh Bags Repaired, Relined and Refinished
$1.00 to $1.25

We Can Repair or Replace Any Article in the Jewelry Trade. Gold
and Silver Electro-Plating and Coloring. Monograms removed from
all kinds of Silverware and Jewelry. Refinished like New.

BEFORE 'WRITE; FOR OUR RAMP 1-1Leqr

II THE GLOBE ART MANUFACTURING CO

ARar
4

.4.0140/r;

■•';;/

AFTER

•

51 and 53 MAIDEN LANE, NEW YORK

Ki0831111111001=10001.30000114300e008081111180(1000MIUMULIC00000130008001801108110003080000101XICIOCOIX1000001111260000000081111
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Retailing Fountain Pens

As a source of profit to the retail
stationer, fountain pens offer him a better
percentage on the small amount of money
invested than some other lines of station-
ery-store stock. The fact is, the general
advertising which has been done by
manufacturers in calling public attention
to the merits of the pen, which is inked
automatically, accrues to the benefit of
the retailer, and there are good profits
ahead for the stationer who stocks up
and pushes sales. The time when fountain
pens were considered as something new is
past, and the way is open for a larger
fountain-pen trade.
As a retail sales feature, the special

points of merit in fountain pens of different
sizes and various styles should be studied
by stationers and thoroughly explained to
prospective customers. Among these
special features which require explanation
are: The grade of the pen; its reliability,
or the guarantee which accompanies its
purchase; the nonleakable feature of the
pen while being carried; the self-filler,
which fills the barrel or stock simply by
submerging the pen in an ink-well and
compressing a thumb piece; the different
styles of pens which can be furnished—
fine, medium, coarse, etc.

Another important essential in retailing
fountain pens is that of knowing how to
talk with each individual customer. A
stenographer's attention may be directed
to the fact that no matter how fast the
dictation comes, by using a fountain pen
he is enabled to always have his hand on
the notebook without any loss of time
dipping ink or sharpening pencils. A
bill clerk who desires to make duplicate
copies should have his attention called to
a stylus or manifold pen and its service-
ableness. An actual demonstration of the
use of the pen on different kinds of work
requires but a minute.
With business men, the usefulness and

convenience of the fountain pen is a lead-
ing factor, while with women, their atten-
tion may first be directed to the fountain
pens of stylish or artistic design, or if the
pens are to be used as gifts for birthday
or wedding presents, those with ornate
settings or gold mountings may be talked.
A feature which is oftentimes overlooked

by the retailer in pushing sales on fountain
pens is that of making an attractive display
of the pens in the store and in the show-
window. A showcase in the front part of
the store takes up little space in display-
ing several dozen fountain pens. Prefer-
ably, such a showcase should be all glass,
or have glass sides. Its height need be but
a foot, or even less. Where the manu-
facturer furnishes the pens specially
packed, as in a case or on a show-card,
the pens may be exhibited on the counter
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or on top of the showcase, or hung on the
wall.
While a window display of fountain pens

should be one which attracts attention,
yet a feature which is just as important
is that of providing the window with show-
cards explaining the particular uses of the
different pens, as those for stenographers,
bookkeepers, school-children, and others.
A miniature desk-top may be shown be-
spattered with ink or with a bookkeeping
book full of blots, while a second desk-top
illustrates the neatness obtained by using
a fountain pen.

Occasionally, a fountain-pen manu-
facturer is in position to furnish the sta-
tioner with special show-cards, display-
cases or showcases for his line of pens,
and even where a slight additional cost is
added to the shipment, these special
auxiliaries are well worth having in retail-
ing the pens.

Fountain-pen manufacturers can usu-
ally furnish stationers with electrotypes of
their pens for advertising purposes, which
enables the stationer to illustrate his adver-
tisement in the local newspaper. Circu-
lars describing the pens can oftentimes
be furnished by the pen manufacturer
cheaper than a local stationer could have
them printed in small lots.

Stationers generally are arranging to
push fountain-pen sales during the coming
Holidays, on account of their being an
excellent present for business men and
clerks, and at the same time one which is
based on a moderate price. Considering
that the smallest piece of jewelry, which
may be only ornamental, costs several
dollars, a fountain pen, which embodies
the feature of usefulness, is a much more
sensible present and one which is generally
appreciated.

Fountain-pen stock should not be al-
lowed to become depleted, but should
be kept up the same ,as other stationery
stock, in order to be in position to make
all sales possible.
Among the recent additions to the

fountain-pen line is a pen with chain and
swivel attachment, especially adapted for
the use of doctors and nurses. A good
fountain pen is a prime requisite for the
physician who must write often in great
speed and under the most trying condi-
tions. This pen is provided with a neat,
ornamental chain attached to the lapel
of the coat or vest. It is always handy
when wanted, and has found favor with
the doctors, while the same chain arrange-
ment enables the nurse to have a pen
always handy in writing down tempera-
tures, taking reports of the patient's
condition, etc. These examples of special
adaptations are only given to illustrate
the uses that the fountain pen has in
every line of professional or business life.
Perhaps nothing is a better booster

of fountain-pen sales than the automatons
which the fountain-pen manufacturers
have in recent years originated, and which,
by ingenious mechanism, show the ad-
vantages of the fountain pen over the
ordinary pen.
These automatic manikins are sent out

gratis to stationers who pay the cost of

expressage, and are loaned for a period of
from two to four weeks. The mechanism
is easily set in motion, and the result is
in nearly every case a big boost for the
pen sales. It is a common sight to see a
group of from ten to twenty people viewing
one of these automaton displays in the
show-windows of the stationers of the
larger cities, and wherever they have been
exhibited the result has been a substantial
increase in the sale of fountain pens.
Pens adapted for every hand are now

made by representative manufacturers,
and it is the ability of the stationery clerk
to ascertain just what pen will best suit
his customer that will enable him to
make sales. Most fountain-pen buyers
are a trifle "finicky" about their pens, and
take as much pride in them as they do in
their watches. To sell a customer of this
class a pen with a point too stiff or too
yielding or too fine is to make him dis-
pleased with his purchase and probably to
lose his trade. Women especially are
particular in such matters.

It is a noteworthy fact that within the
last few years the larger business houses
have shown especial favor toward the
fountain pen. A large Chicago corporation
recently purchased a supply of self-filling
fountain pens for its accounting force,
providing every bookkeeper and assistant
with two pens—a mottled one for red ink
and one for black ink. The saving result-
ing from the economy in time—obviating
the constant dipping of pens in ink-wells—
alone proved the wisdom of the experi-
ment.—Business Equipment Journal.

Salesman's Knowledge of His Goods

Search for the causes of the success of
men who have achieved distinction as
salesmen, and you will find in nine cases
out of ten that faith is prominently men-
tioned. This faith so necessary for success
in salesmanship is two-fold—a salesman
should have faith in himself and faith in
what he's selling. The faith he has in
himself is to a great extent dependent upon
his faith in his goods, and this in turn is
based upon a complete knowledge derived
from an exhaustive study of the article he
is selling. As a well known writer said,
"What the art of salesmanship needs is
educated enthusiasm." The failures in
salesmanship are very often due to a lack
of a thorough knowledge of the goods
owing to inability to properly analyze
the proposition so as to discover the points
that will make the strongest appeal to
prospective customers.
In order to make good, a salesman

should know more about his goods than
any prospect he approaches. If he does
he will be possessed of an enthusiasm and
self-confidence that is sure to impress a
person whom he addresses as much as
the facts he communicates. It is impor-
tant for a salesman to realize the value of
the complete analysis of his proposition.
Close study of articles that apparently are
lacking in good selling points often reveals
merits that may be made the basis of very
telling arguments.
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What Will Your Salary Be Three Years From Now?
Can you receive enough practical knowledge about the jewelry business in
the position you now hold to pay you the salary you want or should have
three years from now? This is a question that every young man that is
learning the jewelry business wants to consider and consider well.

HERE IS YOUR OPPORTUNITY. GIVE UP THAT EIGHT
DOLLAR POSITION AND LET US TEACH YOU THE JEWELRY
BUSINESS AS IT SHOULD BE TAUGHT.

By our simple, practical and inexpensive method of teaching we
can give you a thorough knowledge of Watchmaking, Engraving, Jew-
elry Repairing and Optics in nearly as many months as it would take
years in the average jewelry store. This knowledge will double or
quadruple your present salary. We will guarantee to teach you all
branches of the jewelry business so thoroughly so as to render you
valuable to any jeweler requiring a thorough workman and when you
have this knowledge we will assist you to a good paying position. Will
you take a minutes time NOW and send me a postal. If you do we will. 
send you a few booklets that will be interesting reading to the man that
wants to increase his salary. It will be a penny well invested, so do it now.

THE PHILADELPHIA COLLEGE OF HOROLOGY
Broad and Somerset Streets, PHILADELPHIA, PA.

F. W. SCHULER, Principal ESTABLISHED 1894
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SEND!!!
FOR THE NEW REGENT

A 12 Size Extra Thin American Watch Not a Clock)

The movement is guaranteed in every
way and specially priced to the trade at $2.50
The cases are finished in the same way as are the finer grades and will wear well with
ordinary care. As the output is limited, send your orders at once and make sure of
securing an assortment of these wonderful sellers. SEND TO-DAY.
We also carry a complete line of Keystone, Crescent and Crown Cases, Waltham,
Elgin, Illinois and E. Howard Watches.

I. ALBERTS
New England's Leading Watch House
Jewelers' Building
387 Washington St. BOSTON, MASS.

"American Beauty"
Table Case No. 490 for
Jewelers is designed and made
by the Grand Rapids Show
Case Company—one of a com-
plete line of equipment for
every department of the pro-
gressive Jewelry Store,
adopted by the leading men of
the trade all over America.
GRAND RAPIDS SHOW CASE COMPANY
The Largest Show Case and Store Equipment Plant in the World

GRAND RAPIDS, MICHIGAN
Showrooma and Factories :

New York Grand Rapids Chicago Boston Portland
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November 1, 1912 E

Editorial Lecture to Merchants
by Country Newspaper

It is, perhaps, only fair when the coun-
ry newspaper is attacked by merchants
or accepting foreign advertisements to
9roclaim its right to local patronage if
,nore distant patronage is to be refused.
Every retail merchant of today should use
Co some extent the advertising columns of
his local newspaper. Such an expenditure
would not only be beneficial to his indi-
vidual business, but would help along the
local paper and in doing so benefit his
town. Of course no merchant is absolutely
compelled to advertise in his local paper
or elsewhere if he does not see fit, but
refusal to do so is a short-sighted and
antiquated policy. The newspaper which
is patronized by the local merchants can
be of great service to its patrons. The
instances are probably few where such a
lecture to local merchants as the following
from the Milford, Ill., Herald is called for,
but the sentiments expressed are well
founded and apply possibly to quite a
number in our own trade.

The Milford merchant who does not believe it
pays to advertise, might have got an object lesson
if he had wended his way to the depot on Monday
morning and seen the wagon load of catalogues
sent here by one of Chicago's big mail order
houses. Last week a competing house sent about
sixteen sacks of catalogues through the mail to
the people of this community. It is said these
catalogues cost about $1 each and it takes another
twenty-five cents to get it to the buyer, thus one
can see what the mail order man thinks of the
trade in and around Milford.
For further information we will state that from

$800 to $1,000 worth of money orders is written
a week at the Milford postoffice of which about
three-fourths go to the mail order concerns in
Chicago. There is a reason for this. The mail
order man is not to blame. He wants business
and he simply tells the buyer that he wants his
trade and has something to offer him worth the
money. On the other hand what is the Milford
merchant doing to tell you about what he has to
offer? Pick up The Herald any week and see what
he tells you about his store or his wares. It's
ten to one that you won't even find an invitation
to call and see him. It is more than an even bet
you won't find his name in the paper. The mail
order houses exist today largely through the
indifference of the country merchant and where
they are the most indifferent they find the trade
the most profitable. The local dealer, on the
ground, with a hundred and one articles to sell,
will not spend as much in the course of a year to
advertise himself and his business as either of these
firms spent in postage or express to get their
names and wares before the people of this com-
munity.
They rest on the fact that, "everybody knows

I am here," and here they sit. This theory might
have been good years ago, probably before the
time of Noah. But it is said of Noah that he
advertised the flood and it came off on schedule
time. The non-advertisers got drowned in the
tide. This is true today and if the country mer-
chant does not wake up to the fact pretty soon he
will be a thing of the past. Conditions and times
are changing. Distance is nothing any more.
A farmer told the writer the other day that he
Jumped into his auto and drove ten miles and back
again for meat for breakfast. That is the way we
are doing things today. The country storekeeper,
mark you, we say storekeeper, must awaken to

KEYSTONE

conditions. He must make an allowance for
advertising the same as he does for taxes, light,
fuel, clerk hire or other expenses. He must map
out a campaign and follow it up. He must have
faith in himself as a salesman and confidence in
the merits of his goods and when he does this he
will make the other fellow, the buyer, have faith
in both. Until he does this he cannot expect to
command much respect with the man with money
to spend.
Take The Herald, and the best advertiser is

Strauss Brothers, of Ligonier, Ind., a firm more
than a hundred miles away. They have confidence
that The Herald will bring them results. They
are business men and believe in what they have
to sell, therefore they are not afraid to let the
people know. They come to Milford to advertise
because they know it is a prosperous community.
They know that the people have the money.
Strauss Brothers are good business men. They are
not spending this money with The Herald to
"help us out." They are trying to help Strauss,
and incidentally, the people of this community, as
they have done in hundreds of cases. That's all.
The Milford merchant should not only take a
peep at the mail order catalogues but he should
get out in this grand open country and take a hike
over it and see in what a really prosperous country
and time he is now living. It will do him good
and ought to give him food for thought.
The Herald can get all kinds of advertising from

the Chicago mail order concerns at double the
price charged the home dealer. But what would
be the result if we took it? The man who doesn't
believe in advertising would be the first to holler.

Some Things a Clerk Should Know

That he is never too old to learn.
That his employer's success is his suc-

cess.
That his advancement depends entirely

upon his own individual efforts.
That success is never attained without

hard work.
That he will never get something for

nothing.
That he should never be ashamed to do

for his employer what he would have an-
other do for him.
That he is not paid merely for his pres-

ence, but for his work—and is judged
accordingly.
That it is his efforts and not his in-

fluence which brings promotion.
That the bottom of the ladder is the

best place to start.
That when he starts at the bottom and

works up he knows more than the man who
starts in the middle—and usually falls
down.
That persistency, consistency and integ-

rity are the three virtues of success.
That our best retail merchants were

once clerks like himself.
If you give your best to your employer,

the best possible comes back to you in
skill, training, shrewdness, acumen and
power.

If you work with this spirit, you will
form life habits of accuracy; of close ob-
servation; a habit of reading human na-
ture; a habit of adjusting means to ends;
a habit of thoroughness of system; a habit
of putting your best into everything you
do, which means the ultimate attainment
of your maximum efficiency.

Resolve that you will call upon all of
your resourcefulness, your ingenuity, to
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devise new and better ways of doing
things; that you will be progressive, up-
to-date; that you will enter into your work
with a spirit of enthusiasm and a zest
which knows no bounds, and you will be
surprised to see how quickly you will
attract the attention of those above
you.
There is nothing that will hurt your

business more than to let the stickers
remain too long and accumulate too fast.
Like the barnacles on a vessel's bottom,
they will impede the progress of your
trade. Put red mate marks on them.
Know the stock from the front door to

the back, so as to be able instantly to put
your hand on the article wanted. No
customer wants to trade with a clerk who
does know the stock.
The clerk who accomplishes most is the

one who makes the least fuss.
The most clever man is the one who

surrounds himself with people more clever
than himself.
Do not address a customer as "lady."

Say " madam," unless you know her
name.
Remember that politeness pays the

biggest dividends. It is nature's free
capital. Cultivate it.
The individual who is too lazy to do a

thing will find plenty of excuses for not
doing it.
Regard every hint and every suggestion

which you can pick up, every bit of
knowledge you can absorb, as part of your
future capital.
When we laugh at our troubles we lessen

them. Troubles and smiles can never
walk together.
Always imbibe and retain all the prac-

tical new ideas and adopt all the latest
improved systems that you can find or
discover.

It is a poor store, indeed, that has no
reputation for being the best place to buy
something. Make your store the best
place in which to buy and you will win
a warmer place in the esteem of the people
than you can expect to obtain other-
wise.
A real salesman is one part talk and nine

parts of judgment to tell when to use the
one part of talk.
Get the idea into your head that you

are being wronged and that eveything is
against you, and you cut your earning
capacity in half.
Good help is costly, but not so expensive

as poor clerks. Good service is worth
what it costs. It takes money out of the
till, but it puts more back in.

Keeping working! Forget about the
time and you will find that closing time
will come too soon.
You are only useful to yourself when you

are making yourself useful to others.
No man is down and out until he has

lost faith in himself.
Do not show many different kinds of

goods at once—you will confuse your
customers.—Gus V. Wells, in Canadian
Hardware.
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SHOW CASES LIKE THESE

WILL MAKE SALES FOR YOU
We make six separate and distinct lines of show cases and have a case to fit every requirement and every pocket-book.Our catalog contains many illustrations of stores which we have recently equipped, as well as a complete description ofour show cases. A copy of it will be furnished on request.

LET YOUR DECISION
BE IN FAVOR OF

WILMARTH SHOW CASE CO.,
New York Salesrooms, 732 BroadwaySt. Louis Salesrooms, 1118 Washington Ave.San Francisco Salesrooms, 515 Market St.

FIXTURES

1528 Jefferson Avenue, Grand Rapids, Mich.
Boston Salesrooms, 21 Columbia St.
Minneapolis Salesrooms, 100 Kasota Bldg.
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Chicago Salesrooms, 233 W. Jackson Blvd.Pittsburg Salesrooms, 7th Fl. House Bldg.Tampa Salesrooms, 206 Zack St.

More Than 20,000 Merchants are
Using Over 1,000,000 Feet of

Frink Standard Window Reflector
.1 -12ifilDammEmaus"-
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These men have found that proper window illumination with all the light concentrated upon contents of windows, is oneof the most effective forms of advertising. Why not profit by their experience ?Every Reflector is fully guaranteed as to efficiency if used according to the recommendations of our Engineering Department.Frink Reflectors with J-M Linolite Lamps are also made for show-case, office and store interior illumination.The advice of our Illuminating Engineers, located at each of our branches, is at your service without obligation onyour part.
Write our nearest Branch for Catalog No. 4.10

Albany
Atlanta
Baltimore
Birmingham

H. W. JOHNS-MANVILLE CO•
Sole Selling Agents for Prink Products

Manufacturers of Asbestos
and Magnesia Products ASIEWSTOS

Boston
Buffalo
Chicago
Cincinnati

Cleveland Duluth Kansas City MilwaukeeDallas Houghton Minneapolis 
(NahYoomrk. City roitrttelbaunrxhom.

Denver Houston 
E.gsuiAs zreles

Newark, N. J. Omaha RochesterDetroit I ndianapolis Memphis New Orleans Philadelphia St. LouisFor Canada:—THE CANADIAN H. W. JOHNS-MANVILLE CO., LIMITEDToronto, Ont. Montreal, Que, Winnipeg, Man. Vancouver, B. C.

Asbestos Roofings, Packings,
Electrical Supplies, Etc.

St. Paul
San Francisco
Seattle
Syracuse

Tacoma
Washington
Wilkes-Barre
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Law for the Retail Jeweler
[Copyright by ELTON J. BucKLEv

[A series of articles specially compiled by a
well-known lawyer for the better education of
the retail dealer in the law and its relation to the
different phases of his business.—ED.]

XXXIII.—A New Way of Collecting Claims from
Debtors Who Have Nothing But Their Salaries

It has occurred to me to say something
about a method I have occasionally
found successful, of collecting claims which
otherwise would have been uncollectible,
1. e., claims against debtors who have a
salary but nothing else. I have found
the plan to succeed in a remarkable
percentage of cases.

All business men will agree that the
greater part of their credit trouble is with
debtors who are regularly receiving a good
salary—sometimes a very large salary—
and are amply able to pay every obligation
they undertake. Because the law of most
states does not permit the attachment of
wages, debtors of this class are practically
exempt from the payment of their debts
unless they pay them of their own free
will. If some practical way can be devised
of bringing such people to time, the great-
est bug-a-boo of the credit business would
disappear. For debtors with real or
personal property can be made to pay
their debts, and those without either, and
without a salary or some kind of an in-
come, will hardly be given credit, so it is
obvious that the main cause of trouble is
salaried debtors who appear prosperous
and worthy of credit, but who are wholly
execution proof under the ordinary forms
of the law.
The plan I use whenever the occasion

allows is to assign the claim to the
employer of the debtor. Obviously he
is the only person who really has a hold
upon him. Each week or each month
the employer is sure to have in his hands
a sum of money due his employe and he
can deduct from this such claims as he
has legal authority to deduct. The object
of the assignment is to give him the neces-
sary legal authority.
For instance, not long ago a client

brought to me a claim of $55 against a
man who was employed by a local whole-
sale dealer at a salary of about $200 per
month. The credit had been given in the
beginning because the fellow showed all
the signs of prosperity and because my
client knew of his employment with a
responsible house at a substantial salary.

Everything had been done to collect
the claim without result. The debtor
ignored the whole proceeding, probably
being advised that nothing could be done.
In a few states it would have been possible
to attach his salary, but not so in Pennsyl-
vania. Where attachment proceedings
are possible, the plan I am describing will
of course not be necessary.
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My client was willing to take practi-
cally anything for his claim, as he figured
that even $10 for it would be like finding
money. I therefore called on the debtor's
employer and found him a canny German
willing to make money honestly in any
way he could. I offered to assign to him
for $35 the claim against his head book-
keeper, and after some explanation and
argument he accepted. My client exe-
cuted a little assignment and got a check
for his $35. It is not exaggeration to
say that this money was really money
found, since there was no possible way in
which one cent of it could have been
collected otherwise.
Now the position of the debtor's em-

ployer, when he had the assignment, was
this: On the first of the next month, when
salaries were paid, he would owe this
particular employe say $200 for current
salary, and the employe would owe him
$55. That is, the employer would have
against the employe a perfectly good and
valid claim, which he could enforce, of
$55; for which reason he could legally
deduct that sum from the $200 and pay
the bookkeeper the balance. The fact
that the employer had paid but $35 for
the claim would have no bearing on the
case.

This is a fair type of a number of trans-
actions I have conducted along this line.
I have not found all employers willing to
engage in them, but I have found a larger
percentage than I expected to, and their
motive has invariably been one of two:
First, they have not been averse to mak-
ing such money for themselves as the plan
enabled them to make—in the case cited
above, the employer made $19—and sec-
ond, they have sometimes taken assign-
ments of claims and even, in some cases,
paid their face value, because of the moral
effect it was likely to have upon the
employe. Teach a man that he can be
made to pay his debts and he will pay
them if he can. If he actually cannot pay
them and can show that, the average
creditor would not take extreme measures
against him.
One good feature of the plan is that

there is no way in which the debtor can
question it. It is perfectly legal for A to
assign to C a claim which A has against
B, and for C, after he takes the assign-
ment, to set off the assigned claim against
a debt which he owes to B. More than
this, no man is likely to question the
matter with his own employer. The only
way he can prevent such things from
happening is to resign his position or
pay his debts.
The following form of assignment is

sufficient in such cases:
Know all men by these presents that I, John

Jones, of the city of Erie, in the County of Erie,
and State of Pennsylvania, in consideration of
the sum of paid to
me by William Smith, of the same place, the
receipt of which is hereby acknowledged, have
bargained, sold, assigned and transferred to the
said William Smith, all that debt or claim in the
sum of which is now
due and owing to me by James Burns, of the
same place, for certain goods sold and delivered
(or "services rendered," or "work and labor done")
to the said James Burns, in quantities and on terms
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set forth in the copy of said account attached
hereto, all my right, title, interest, claim and
demand of, in and to the said debt or sum of
 to hold to the said
William Smith, his executors, administrators and
assigns, from henceforth, to his own proper use,
benefit and behoof, forever.

In Witness Whereof, I have hereunto set my
hand and seal, this day of 
A. D., 1911.

[SEAL.

There is this to be said about the opera-
tion of this plan, however—the claim
assigned must be a bona fide claim to
which there is no defense. If the debtor
has a defense, he can make it against
his employer just as he could against his
original creditor, and this will mean all
sorts of trouble and the failure of the plan.
But undefendable claims can invariably
be collected, either in full, or on some sort
of settlement, if the debtor's employer can
be persuaded to help. I have encountered
a number of employers who seemed sin-
cerely willing to aid in any method of
compelling their employes to pay their
debts, which would not involve them in
large additional bookkeeping, or compel
them to do something unauthorized or
illegal. The plan I suggest here has won
the favor of a considerable number of
employers in this class.

How Little Savings
in Business Multiply

Few people realize how small savings in
the daily business routine affect profits—
savings in pencils, pins, paper and the like.
As an instance, a remarkable saving in

the operation of a large western railroad
was accomplished through encouraging
its employes to make suggestions as to
possible economies. The employes were
asked to deal with small matters as well
as large, and assured that no criticism
would be passed on anything they might
venture to offer.
Among the suggestions sent in, one

came from an operating official who said
the length of the standard pin used by
the company might be reduced 1/16 of an
inch—a small enough matter seemingly.
But the result was a saving equivalent to
nearly 921,000 pins a year. Of the shorter
pins there were 256 more in a pound than
of the longer. The change meant a saving
of 2W1 cents for each pound of pins bought,
with no appreciable difference in the
efficiency of the pin.
This railroad company uses about 3,600

pounds of pins each year; hence the
suggestion of the operating official effected
a saving of $81 a year. It has been esti-
mated that, if one suggestion as good as
this were made every year by each em-
ploye, and then adopted by the company,
the aggregate annual saving would about
reach $4,000,000—an amount greater than
required for the payment of the present
dividends to stockholders.
Other employes have been encouraged

to make suggestions. But hardly one
employe in a hundred can realize how great
a saving in a vast corporation a small item
multiplied many times can produce.
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A New Record In
Selling Rosaries and What

It Means to Jewelers
Every jeweler, whether his town is small or large, will do well to give thoughtful consideration

to the remarkable record in Rosary selling achieved by Mr. John A. Rupp.

Mr. Rupp is a jeweler in Kittanning, Pa., a town of less than 5000 population. There is
only one Catholic church in Kittanning, and only one Catholic school ; not a particular promising field
for rosaries, so far as indications show.

Mr. Rupp didn't know whether he could make much of a success with Vatti Rosaries or not;
but the goods appealed to him and he gave us a trial order for 2 dozen. That was in November
last. Please note carefully these two repeat orders, both of which came in to us in December:

Mr. Rupp's 1st Repeat Order:

VATTI ROSARY CO., N. Y.
Gentlemen:—Please ship at once:

6 Jet
3 Pearl
2 Opal

3 Emerald
3 Amber
3 Crystal

2nd Repeat Order:

Gentlemen:
Please send us 1 Doz. Amber Rosaries, 1/2 Doz. Jet Rosaries.

Kittanning, Pa.

Kittanning, Pa., Dec. 4, 191 1

3 Garnet
3 Rose
3 Amethyst

Yours truly, JOHN A. RUPP

Dec. 23rd, 19!!

Yours truly, JOHN A. RUPP

Many of the jewelers who sell Vatti Rosaries did a thumping big business during the Chr?stmas season, but Mr. Rupp made a
record (considering the size of his town), so we wrote and asked him to tell us how he did it. There is food for thought in his brief reply.
Here it is:

I attribute my success in Valli Rosaries to believing that we had a good article, then pushing, PUSHING, PUSHING. We
advertise your Rosaries in all the Catholic papers, and keep them on display at all times in our store.
Kittanning, Pa.. Jan. 1 1 , 191 2 JOHN A. RUPP

Pushing—PUSHING—PUSHING—plus advertising; that's the whole story. By these simple means a jeweler in a small town
sold over $100 worth of Vatti Rosaries in six weeks. Are we right when we say there is food for thought in this?

Perhaps there is another reason for Mr. Rupp's success. Observe, please that this first repeat order calls for nine out of the ten
colors in which Vatti Rosaries are made up. Evidently Mr. Rupp appreciated the advertising value of the full easel and the attention
and admiration aroused by the artistic and pleasing effect of all the colors. We find many jewelers trying to build up a rosary business on
3 or 4 colors, and wondering why the department stores still get the trade! Another thing; Mr. Rupp ordered a dozen jet in his two repeat
orders; yet many jewelers want to omit jet because they "never have any call for it."

The point for you to think about is this: Catholics in Kittanning are no different from Catholics in your town. Mr. Rupp didn't
create any new business; every Catholic possesses a rosary. All he did was to reach out intelligently and vigorously and pull in the trade
which would have otherwise gone by his door, but even he couldn't have done this with another. Not only did he sell a lot of rosaries but he
made a host of new friends, who, when they realize the fine value he gave them for their money, will come back and buy other things, again
and again.

What Mr. Rupp did, you can do.
VATTI ROSARY CO., 108 Fulton Street, New York
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Profit Calculation and
the Marking of Goods

Another View of This Popular Subject of Dis-
cussion—Some Instructive Figuring of Cost
and Profit

Our readers have been much interested in the
numerous articles recently published on the matter
of profits and their calculation. The interest so
manifested is the strongest assurance of the pro-
gress being made in the adoption of modern ideas
and methods, and it is gratifying to find the retail
jewelers in the vanguard of the procession. For
their further information on this subject, we re-
print the following article by Clyde M. Snow in the
Druggists' Circular, which, while primarily intended
for the readers of that journal, is quite as applicable
to the business of the retail jeweler:
Is there any good reason for asking the retail

pharmacist to fall into a second error because he
has been on the wrong track in calculating cost
in the first instance? We are told by those who are
trying to put the retailer in the way of seeing that
his method of marking goods is incorrect that he
must calculate his profit on the selling
price and not the cost price. This
position is untenable, the method
illogical and incorrect. Why not as
well say to him, " When you buy hot-
water bottles which are sold to you at
$20, less 10 per cent, 5 per cent, and
2 per cent, you must deduct each of
these discounts from the $20?" This
will make his cost less, and is quite as
correct as the instruction to figure
profit on selling price. It occurs to me
that the trouble with the retailer is that
he will not, at the time of marking
goods, see that they have cost him
anything more than the bare invoice
price. Now, it can be easily seen that
one of the first additions to the invoice
price is the cost of carriage (freight
and drayage). Further, it is just as
essential that a place of business be
maintained and help be employed as it
is that merchandise be had for sale,
therefore these items must be added to
the invoice price of the goods as a
part of the cost. But we well know
that the average retailer does not do
this. Why not, then, rather urge him
to adopt this correct and logical
method, instead of the incorrect one
of basing his percentage of profit on the
selling price? The following will serve to
show the fallacy of instruction to do the
latter: An article cost $1 list, less 33 1/3
per cent, and is sold for $1. What is the
percentage of profit? One dollar, less
33 1/3 per cent, is 66 2/3 cents, the
actual cost of the article. When it
is sold for $1 the gain is $1, minus
66 2/3 cents, or 33 1/3 cents. The percentage
of gain is therefore 33 1/3 divided by 66 2/3,
or 50 per cent. On the face of the proposi-
Lion, this is the correct answer.
A publication to which this problem was sub-

mitted said: "The percentage of profit is 33 1/3,
because you must take into account the cost of
doing business, for which reason you must calculate
your profit on the selling price." The publication
introduces an additional phase, the expense of
selling, which was not given nor implied in the
original statement.
Now, with the additional phase, the first thing

to ascertain is the expense of making the sale.
We have it from reliable investigators that the
calculated minimum cost is 18 per cent and the
maximum is 35 per cent of the sales. Hence
according to •the method advocated, no matter
whether it has cost 18 cents plus the invoice price
9f the article, 66 2/3 cents, or 35 cents, and the
invoice price of the article, 66 2/3 cents, if the
article is sold for $1, the percentage of profit is
;33 1/3. Of course this is absurd on the face of

But let us continue and see what the actual
figures are. In the first case 66 2/3 cents, plus
18 cents, equals 84 2/3 cents, the actual cost,
Hence, $1, minus 84 2/3 cents, equals 15 1/3 cents,
the same being the profit. Then the percentage
of profit will be 15 1/3 divided by 84 2/3, or 18

per cent.rIn the second case, 35 cents plus 66 2/3
cents equals $1.01 2/3, which represents an actual
loss of 1 2/3 cents on the transaction.
The contention of another advocate of the

method of calculating profit on selling price is
that inasmuch as the cost of doing business must
be based on the amount of sales, we must then use
the same base in calculating profit. Neither is
this true; we know that the invoice price of the
article was 66 2/3 cents, and it cost an additional
18 cents to sell it. Now, to find the cost of doing
business, it does not matter whether the article
sold for $1 or $1.50, the cost of doing business is
the same in either case, namely, 18 cents, and the
percentage cost of doing it is found by dividing
18 by 66 2/3, which gives us 27 per cent. Clearly,
then, the profit is the difference between the
amount of money which has been actually used
in obtaining and selling the article and the amount
received for it; either $1 minus 84 2/3 cents
equals 15 1/3 cents, then 15 1/3 divided by 84 2/3
equals .18; or $1.50 minus 84 2/3 cents equals
65 2/3 and 65 2/3 divided by 84 2/3 equals .77 (the
.18 and the .77 standing for 18 and 77 per cent, re-
spectively). We cannot calculate the profit on the
$1 or on the $1.50 for the very good reason that at
no time has more than 84 2/3 cents been working;
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Some will contend that a pharmacist is not
justified in calculating a profit on so-called ex-
penses. I hold that the money paid for carriage,
rent, clerk hire, taxes, insurance, advertising,
light, and fuel is just as good money as that which
he pays the wholesaler for actual merchandise, and
and that these items are just as necessary as the
stock itself, and that the merchant having invested
this money, he must expect a profit on it in the
same measure.
From the foregoing statement it is ascertained

that the average cost of selling goods is 20 per cent,
therefore in marking goods the cost price must be
increased 20 per cent above the invoice price.
For example, the $8 goods must be marked to cost
$9.60 a dozen, or 80 cents each, and if they are
now sold for $1 the profit is 25 per cent and not
20 per cent.
No originality is claimed for this paper. The

methods are only those taught us in the common
schools and commercial colleges, as laid down by
the acknowledged mathematicians of the world;
it is offered as a protest against the attempt
to correct lax business methods by the use of
incorrect arithmetical application. Neither is it
contended that by the adoption of these methods
the merchant will increase his sales or his bank

account, but he will have a correct
and reliable record; and no merchant
can expect to prosper under present
conditions without such a record.

WINDOW DISPLAY BY A. W. HULL,

in other words, at no
cents been invested.
Now, some will say: " That is easy enough with

a single article, but where will you be when it
comes to a whole store and a year's business?"
The same principle applies. For instance, let us
make this kind of a statement:
Stock at the beginning of business   $8,000
Purchases during year  7,000

WALLINGFORD, CONN.

time has more than 85 2/3

$15,000
Inventory at end of year  7,500

Invoice price of goods sold  $7,500
Expense of doing business   1,500

Actual cost of goods sold  $9,000
And here we can ascertain the percentage cost of
doing business without any reference to sales; as
it cost $1,500 to sell $7,500 worth of goods, the
percentage cost then is 1,500 divided by 7,500
or .20.
The sales account shows receipts of  $12,000
Total cost of goods sold  9,000

Profit  $3,000
Percentage profit, 3,000 divided by 9,000 is

.33 1/3.

Exploitation of Silverware
by Window Displays

One of the speakers at the Kansas
City Convention delivered a most
instructive and valuable address on
the sale of silverware by up-to-date
methods. He made special reference
to the exploitation of these goods
through the medium of attractive
displays in the show window. He dwelt
at some length on the advantages for
this purpose of certain named lines of
ware. Several of these lines are named
after historical personages, and he
found that a judicious blend of history
and the goods with an attractive picture
of the party after whom the design was
named made a very effective display.
We show a window design on this page
planned along these lines. The illustra-
tion conveys the idea very imperfectly.
The central feature of the display was a
round dinner table with immaculate
linen, set according to the latest decrees
of fashion, the silverware used being a
specially named brand. The historical
significance of the name was impres-
sively shown in the large picture in the
center of the window and the flag which
was draped over it. The leaves, lattice

work and other accessories were most effectively
manipulated with the result that the complete
picture proved irresistible to passers-by, all of
whom lingered to admire and many doubtless to
purchase. Innumerable variants of this idea are
possible and the trade at large will do well to make
note of such inexpensive methods of advertising
their wares.

Daniel Webster Clock
Now Owned by Dartmouth

A French clock is an interesting addition to the
collection of relics and mementos of Daniel Web-
ster, now in the possession of Dartmouth College
from which Mr. Webster was graduated in 1801.
The clock is of intricate and artistic design, a
splendid specimen of workmanship, and for many
years was a part of the furnishings at his home in
Marshfield.
The acquisition of this memento of Dartmouth's

most famous alumnus was secured through the
efforts of a committee from the class of 1899, con-
sisting of George H. Evans, librarian of the Woburn
public library; George C. Clark of Boston, and
Willis B. Hodgkins of Ballardvale.
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No. 424. MICROMETER STOP
To be used in connection with staking

tools. With this device a wheel, pallet,
or pinion may be driven an exact distance.
This stop may also be used as a micro-.
meter to measure thickness. Special
punch No. 424-A, with neat chuck hold-
ing simple cutters may be used for end
shaking.
Reading directly 1-50 M.M.; 1-100 M.M.

Price $3  50

rn
No. 424 A. Price 50 cents

Special punch with chuck for holding cutters to be used with Micrometer Stop.

.:•••■`i iiiilmoM-4111111 MAME
No. 131. JEWEL HOLDER

Made for holding jewels in setting for cleaning. Also will hold jewels securely whilefitting pivot. Jaws close automatically. Made in two sizes: No. 131 for large sizes,No. 131-A for small sizes. Price   75 cents

MARK

No. 423. MICROMETER SCREW DRIVER
Screw driver designed for turning timing screws of watches

through exactly equal angles. This tool has graduated disk
located near the blade, where it is in plain view while one is oper-
ating on a screw.

Price $1  00

‘1*St=i1

No. 309. AUTOMATIC JEWEL TWEEZERS
Designed for holding roller pins, unset hole jewels or end

stones. Jaws close automatically. The jewel is held securely
when the tool is laid down. Gun metal handle, neatly knurled in
diamond pattern; hard rubber head; jaws of finely tempered steel.

Price $1  00

No. 523

No. 147. TURRET BENCH KEY
Latest improvement in bench key. Made

with three different size pipes, three different
size squares, all in one tool. Locks automati-
cally and position of turret can be changed by
pressing button on end. Finely made, chased
rubber handle and steel parts nickeled.

Price   85 cents

HANDY STAKING
TOOL

New and convenient tool for the
watchmakers' bench. It can be used
for staking on the roller table and hair
spring and for many other purposes in
place of large staking tool with as
good results and more speed.
No. 623, enamel finish . . . . $1.50
No. 624, nickel " . . . . 2.00

SEND FOR OUR NEW CATALOG
OF TOOLS AND STAKING TOOLS

No. 309-A. AUTOMATIC JEWEL TWEEZERS
Same as No. 309 except jaws are shaped parallel to hold

jewels in setting. Very convenient tool.
Price $1  00

INVERTO
The best staking tool money

can buy. 120 punches, 25
stumps. Punches may be in-
verted, passed through the
largest hole in the die-plate
and used as stumps, giving
the WIDEST RANGE OF
WORK. Put up in fine
mahogany case.

Price   $35.00

Kendrick & Davis Co., Manufacturers, Lebanon, N.H.
-Sussfeld,Lorsch &C Wholesale 90 Maiden Laneu. Agent.; NEW YORK

Electro-Gilding by Means
of a Small Battery

The most convenient form of cell or battery for
this purpose is the bichromate cell. This consists
of a glass vessel, as in Fig. 1, into which are
inserted two flat pieces of carbon, these being con-
nected with the lid of cell and lift out when the
lid is removed. Between these a small sheet of
zinc is held in place by means of a rod passing
through the lid, to which the zinc is screwed.
When the cell is not in use the zinc must be

raised out of the solution by means of the rod
attached to it. This prevents unnecessary action
on the zinc, which would_soon dissolve if left in

FIG. 1

long, and it thus prolongs the life of the cell.
There is no need to remove the carbons from the
solution, except to give them an occasional swill
with water when the cell requires recharging.

Charging the Battery
Size of cell used—about three pints.
Put into the glass vessel about two and a half

ounces of bichromate of potash. This is a red
substance, and in order to assist it to dissolve it
should be crushed to a powder.
Next make a weak solution of sulphuric acid

and water, one part of acid to ten of water is quite
strong enough. This solution should be poured
into the glass cell into which the bichromate has
been put, and the vessel filled up until the liquid is
level with the bottom of the neck.
When all the bichromate has dissolved, the cell

is ready for use. The solution in the cell at this
stage is of a clear red color, but upon the zinc being
lowered into it, it immediately darkens until it
becomes almost black.

Method of Using the Cell
The bichromate being all dissolved, the lid is

attached to the cell, thus immersing the two car-
bons in the solution.
The zinc is next lowered into the solution, caus-

ing a somewhat violent chemical action.
Before lowering the zinc, two copper wires

should be attached to the lid cell, one to the carbon
terminal, and one to the zinc terminal. On the
lid are two screws, one connected to the carbon,
and the other to the zinc. These are for securing
the wires.
The zinc being immersed and the wires attached,

a current of electricity flows along the wires, and
if the wires are brought together and the cell is in
order, a little spark will be observed each time
the wires are brought into contact.
The cell is now capable of producing a current of

electricity. The next thing to do is to solder a
piece of sheet grain gold (that is pure grain gold

melted and rolled into a sheet) to the end
of the carbon wire. A flat piece about three-
quarters of an ounce to an ounce in weight is a very
suitable size. Then the end of the zinc wire must
be turned up to form a hook upon which to sus-
pend the articles to be gilt.

Method of Making the Solution
A deep enamelled bowl the deeper the better, is

necessary to contain the solution. Nearly fill
the bowl with distilled water, or what is almost as
good, ordinary drinking water which has passed
through filter paper in order to keep back any
grain of solid matter that may be present in it.
Into this water put a small quantity of cyanide

of potassium—about two ounces. (Obtain only
the best white cyanide.)

Place the bowl containing the water and cyanide
over a gas ring burner, and heat the water to
nearly boiling point. Do not allow it to boil, but
keep it just under. Now place the piece of gold
in the cyanide solution, and opposite to it put in the
end of the wire upon which the articles are to hang.
Now set the cell working by lowering the zinc into
the battery solution.
The current of electricity now flows down the

gold, through the solution, and back to the cell
along the other wire.
The action of the current and the cyanide solu-

tion on the gold causes minute particles of gold to
become dissolved, some of which are carried across
the solution and deposited upon the wire. As
long as there are no articles on the wire, most of
the gold dissolved remains in the solution. This
action on the gold goes on as long as the electricity
is flowing through the solution.

It is necessary to dissolve a considerable quan-
tity of gold, and the process should continue until
that portion of gold in the solution is considerably
thinner than the portion above.
This will occupy several hours; but it should not

be done all at once, or the battery will become
exhausted.

After about a half to three-quarters of an hour,
the zinc should be lifted out, and the battery al-
lowed to restore itself for about an hour.

FIG. 2

Once having obtained a good gold bath, the
solution will gild for a considerable time without
dissolving more gold. It will be well to mention
here that the deposit of gold given to the articles
in suspension is received from the gold in solution,
and that gold is deposited more quickly than it is
dissolved off the gold anode. Thus it is necessary
to dissolve more gold from time to time. However,
after a good gold bath is formed, it should last a
long time. During the time the gold is dissolving
and during the repeated gilding operations, the
solution will gradually evaporate. As the solution
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becomes lessened, more filtered water should be
added, as a deep solution will gild better than a
shallow one.

Method of Gilding

The battery set working, the solution hot, the
piece of gold well immersed in the gold bath, are
the first necessary matters.
The articles to be gilt should be to hand, also a

basin or small bowl of hot water, and another basin
of boxwood sawdust.
The articles should be suspended on the hooked

wire, and then dipped into hot water. This is to
remove any traces of grease that may have come
from handling (i.e., the articles must be absolutely
clean). After just dipping into the hot water, they
must be dipped into the gold bath, and while in the
gold bath they must be kept revolving around the

FIG. 3

wire, because the deeper the article is immersed
into the solution, the deeper is the color of the de-
posit. Thus, if an article remains stationary on
the wire, the lower portion will receive a darker de-
posit than the top portion.

After a moment or two in the solution they
should receive a bright yellow deposit, and if
allowed to remain in too long, the deposit becomes
dark and dull. Very careful watching is necessary,
and the moment a bright yellow color is noticed,
the articles should be withdrawn and plunged once
more into the hot water, and then removed from
the wire and put into the sawdust to dry. It is a
great advantage to have the sawdust hot. When
dry, the sawdust should be tapped out of the ar-
ticles with a soft brush.

If the deposit should be too dark, the surplus can
be removed by carefully bobbing off with a soft
rouge mop on the polishing lathe. The articles
must not be pressed against the mop, or all the
gilding will be removed, but just brought very
lightly into contact with it.

A Few Remarks Concerning Faulty Gilding and
Its Remedies

The writer of these notes has used a gilding
outfit similar to that described for some consider-
able time, and on the whole has found it to work
very well.
There are occasions, however, when something

is not quite as it should be, and when possibly
some difficulty may be experienced in obtaining
that rich yellow color desired.

If the articles take a long while to gild, or receive
only a very pale deposit, one or more of these
things may be wrong. The battery may require
recharging, the solution may require more gold
dissolving, or more cyanide may be required in the
solution.
The first thing to do is a examine the battery.

If this is working right, which can usually be ascer-
(Continued on page 2327)
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WHY SHOULD YOU HESITATE?

CONE

BEARING

OVER

22,000

IN USE

WHEN CONTEMPLATING THE PURCHASE OF A
WATCHMAKERS LATHE

REMEMBER THE

PAT. APPLIED FOR

FULL NICKEL PLATE

NEW MODEL TIP-OVER HAND REST AND TAILSTOCK

CONE

BEARING

OVER

22,000

IN USE

WEBSTER-WH1TCOMB 
The Pioneer, The Oldest and Most Reliable Lathe on the Market

IMPORTANT! WEBSTER-WHITCOMB LATHES ARE ALL CONE BEARING

The manufacturers of the WEBSTER-WHITCOMB keep abreast of all requirements, and make the
largest line of useful attachments of any makers of this type of lathe in the United States or abroad.
Every mail brings requests to fit some of our numerous attachments to other makes of lathes. All
attachments and parts are interchangeable with over 22,000 of our lathes now in use.

The unqualified success of the WEBSTER-WHITCOMB is largely due to the CONE BEARING
design, which has been a feature of our lathes from the first. No other construction is so thoroughly
approved by skillful mechanics. CONE BEARING LATHES are preferred by all who desire perfec-
tion of construction and mechanical accuracy.

ON SALE BY ALL FIRST-CLASS JOBBERS AND DEALERS IN WATCHMAKERS'
LATHES AND MATERIAL THROUGHOUT THE UNITED STATES AND CANADA.

Illustrated price list will be sent to any address on application

American Watch Tool Co.
WALTHAM

MASS., U. S. A.

Sussfeld, Lorsch & Co.
Wholesale Agents

90-94 Maiden Lane NEW YORK
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Wrapping Material and
the Tarnishing of Silver

Silver plated goods, after they have been fin-
ished, are wrapped in tissue paper, and unless
very large, are usually placed in boxes. These
boxes are of paper, and for special goods, may be
lined with cloth so that the flatware or hollow-
ware can be displayed in them. At any rate, the
silver-ware is more or less subjected to the in-
fluences of the paper, cloth or glue of which the
boxes are composed or with which the silver is in
contact.

Manufacturers of silver-ware are frequently
annoyed, especially during the damp and hot
Summer months, by the tarnishing of silver
goods while in stock. When this is the case,
it is usually believed to be the materials of which
the boxes are composed or the paper in which the
goods are wrapped. Manufacturers have found
that the tissue in which the silver goods are
wrapped is the most common source of difficulty
in the way of tarnishing as the tissue is actually
in contact with the silver and under such a condi-
tion tarnishing will take place rapidly if the paper
possesses tarnishing properties. It has been found
that, even though the tissue in which the silver is
wrapped will not tarnish the silver, tarnishing may
take place and frequently does. It is then assumed
that the paper, cloth or glue of which the boxes
are made are instrumental in causing the tarnish-
ing.

Under such considerations as those previously
mentioned, it becomes necessary to test the paper,
cloth, or glue composing the boxes and the tissue
paper in which the silver goods are wrapped. The
testing is exceedingly simple and does not require
any chemical knowledge or experience.

Tarnishing of silver is almost invariably caused
by sulphur or sulphur compounds. Rarely is it
caused by any other substance although under
some conditions chlorine, or other corrosive
substances may cause it. Sulphur, however, is the
principal cause. In the method of testing about to
be given, it matters not what the substances are
that tarnish the silver, the test is conclusive. It
does not, however, indicate what the tarnishing
material is, and the manufacturer is not interested
in this point. All he wants to know is whether
the goods of which the boxes are composed, or
the paper in which the silver is wrapped are
capable of tarnishing silver. As previously men-
tioned, however, it will be found that sulphur
compounds are almost invariably the cause.
Many mistakes have been made in testing

the aforesaid materials for their properties of
tarnishing silver and inexperienced or young
chemists are quite apt to make too difficult work
of it and carry the art of chemical analysis very
much too far. The fact that a test for sulphates
is obtained does not indicate anything. Sulphates
are inert and have no harmful influence on the
tarnishing of the silver. It is the sulphides that
are injurious.
The best methods of testing materials are always

those in which as near the conditions obtained in
actual practice are realized. For this reason,
the method of testing the goods to find their
influence on the tarnishing of silver should be as
nearly like that used when the goods are stored.
Exact conditions, however, are difficult to obtain
and as nearly similar ones as circumstances will
permit should be used. The following is the
method that has been found best for testing these
materials:

Method of Testing

If the material is paper, place in a clean glass
or porcelain vessel of fairly good size, such as a
glass beaker holding a pint, a porcelain casserole,
or an ordinary china bowl. Fill about half full of
distilled water and stir up the paper in it until a
pulp has been obtained. A clean silver spoon
Is suitable but the best is a glass rod. Now place

a strip of silver sheet, either fine silver or sterling-
silver, in the pulp and now and then stir it up.
Allow to stand about 24 hours and note the
condition of the silver. If tarnished, the paper
contains sulphur compounds that will tarnish
silver. One thing should be noted. The silver
in sheet form should be clean and free from grease,
otherwise the film of this substance on the surface
will prevent the sulphur from acting on the silver
itself. The silver is preferably in the form of a
strip about half an inch in width. Scour it bright
with fine pumice stone and water and keep the
fingers from it after it has been done.

Glue is dissolved in the water in the same
manner, and cloth is cut into bits and made into a
pulp with distilled water. Ordinary water should
not be used as it may contain sulphur compounds.
Clean spring water will answer, however, but dis-
tilled water is the safest.

If the silver remains white after being immersed
in the pulp emulsion for 24 hours, then it can
safely be assumed that the glue, paper or cloth
contain no substances which will tarnish silver.
If, however, the silver is badly tarnished, as it
frequently is, then the material is quite unsafe.

It will readily be appreciated that if, under
these conditions, silver is not tarnished, it will
not be affected while in stock and wrapped and
boxed. The conditions for the tarnishing of the
silver in the actual testing of it are certainly far
more favorable than in practice as a large quantity
is soaked out in water and even a very small
quantity of sulphur would be indicated on the
silver. It may be of interest to know that the
majority of glue, paper and cloth used in the manu-
facture of boxes for holding silver-ware and the
majority of tissue paper will show no sulphur
when tested in the previous manner.—The Brass
World.

Insect Metal Borers
The voracious and destructive habits of the

white ants of the tropics are widely known. Metal
is almost the only substance that they are unable
to destroy. There is an insect, however,—and it is
not necessary to go to the tropics to find it,—that
can bore through metal as easily as the white ant
can bore through wood. A writer in Zur Guten
Stunde gives the following account of it:
Any one can hear it buzzing in the pine woods

in midsummer, or perhaps see the flash of its yellow
wings. Sirex gigas is its formidable scientific
name, but we know it simply as the horntailed
wasp. This wasp bores into the tree in various
places with its long tail, and in each hole leaves
an egg. The ensuing larva, a white, six-legged
grub, fitted with powerful jaws, takes up the work
of boring into the wood, and as it advances closes
the passage behind it with the sawdust. If unin-
terrupted, the larva continues boring deeper and

ideeper into the tree, and since it s of course
growing all the time, it makes a bigger and bigger
passage.

After about two years, it makes its cocoon of silk
in the burrow; then, after the pupal skin is cast
off, the winged insect breaks through its cocoon.
Immediately, with feverish haste, it begins boring
toward liberty. Finally it reaches the bark of the
tree, and then the open air.

It is often the case that during the larval period
the tree in which the horntailed wasp is burrowing
may be felled, sawed into planks and used in
building operations. Sometimes, for some partic-
ular purpose, the timber may be encased in a
metal sheathing. That does not disturb the wasp
at all; when its time comes, it applies itself with
energy to its task, and soon bores a hole through
which it can escape.
Holes made by these insects have been found in

tin roofs, and in the mint at Vienna was a safe,
the half-inch steel plates of which the wasps had
perforated. Some extraordinary cases of their
activity were brought to the notice of the Academy
of Sciences in Pans. A barrel of cartridges that
had been stored away for some time showed the
ravages of the wasps in their search for light and
freedom. The insects had not only eaten their
way through the wooden barrel, but through the
cartridges and leaden bullets as well. Other boxes
of cartridges dating from the Crimean War were
shown, completely riddled by wasp-borings—an
illustration of the tremendous strength and the
determination to accomplish their purpose that
these fragile insects possess.
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Electro-Gilding by Means
of a Small Battery

(Continued from page 2325)

tamed by noticing the presence of the small spark
before referred to, or if upon recharging no better
result is obtained, it is advisable to add a small
piece of cyanide to the solution. Cyanide should
always be added with moderation, because its
excess also has a bad effect upon the color. If the
color is still no better, then it is necessary to dis-
solve more gold into the solution.

It must be remembered that the constant addi-
tions of water to replace the loss by evaporation
weakens the solution; hence the necessity for add-
ing cyanide or for dissolving more gold.

If the gold deposits very rapidly, and if it is of a
darker, almost brownish, color, there is either too
much cyanide in solution, or the battery is too
strong.
The battery described in these notes is not likely

to give too strong a current. However, before
doing anything else, it is advisable to lift the zinc
partly out of the liquid. This weakens the cur-
rent, and may put matters right. If, which
is quite possible, the defect is still present, the solu-
tion must be filtered. This is done by pouring it
through some filter paper folded to fit inside a
funnel or tun-dish. This filtering removes any
free cyanide or solid matter (dirt) which collects
in the solution, and which has the effect of causing
the color to become very dark.
During the process of gilding, the cyanide has a

tendency to precipitate. This precipitate settles
at the bottom of the vessel in the form of a brownish
deposit, and is what we spoke of before as free cy-
anide.
Whenever the deposit is too dark, the excess

deposit can be removed• by means of the rouge
mop on the polishing lathe, as before noted. This
mop is made of very soft material, and rouge
moistened with water to the consistency of a thick
paste must be put on it. This is best done by
dipping the finger into the paste and then putting
it against the revolving mop. It must be remem-
bered that the articles must be brought very
lightly into contact with the mop, because if pressed
against the mop all gilding will be removed.
Two further remarks. Once having got the

battery in good working order, it will require very
little attention, and will work for some considerable
time. Remember always to lift the zinc out of the
liquid when not in use. Also, once having made
a good solution with a fair amount of gold dis-
solved, it will gild for a considerable time, and,
with the exception of filtering from time to time
whenever it becomes dirty or cyanide is noticed
collecting on the bottom, it should not give any
trouble. It is desirable to keep the solution
covered over when not in use.
It may happen occasionally, as it has happened

in the experience of the writer, that something will
go wrong with the color which will necessitate
polishing it all off again. The writer can only
express the hope that such calamities will be few
and far between, and that the little outfit which
has been described will usefully fulfil the purpose
for which it is intended.—Watchmaker, Jeweler,
Silversmith and Optician.

Transparency of Metals
at High Temperatures

Gold leaf of a thickness of four millionths of an
inch will, in a cold state, allow the green rays of
light to pass through, but this is the only example
of light penetrability among metals in a cold state,
says Popular Mechanics.

Recently, however, European scientists have
turned their attention to the fact, discovered by
Faraday, that gold and silver foil become trans-
parent if heated. Thus it has been found that at
about 1,000 degrees F. gold foil somewhat thinner
than that mentioned above becomes completely
transparent to white light, while a very thin film of
silver placed on a glass plate becomes transparent
at about 740 degrees F., the combination of silver
and glass no longer acting as a mirror.

Several other metals have been found to possess
the same property when intensely heated, but
aluminum, despite its lightness, has so far proven
impenetrable by light.
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Illinois

ROODHOUSE, Ill.

I enclose a small shipment
of old gold and silver, put in
your melting pots and send
me a check for the same, your
checks have always been satis-
factory. Yours truly,

L. A. BEATTY.

Pennsylvania

NANTICOKE, Pa.
Your check for $27.12 for

old gold and silver received
this A. M., and it is perfectly
satisfactory and a little over
$2 more than I figured on.
Thanks for prompt service.

Respectfully yours,
W. M. GROTZER.

Kansas

BURLINGTON, Kan.
Yours of the 1st received

enclosing check for sweeps.
We wish to thank you for
prompt remittance and for the
amount of check which was
much more than we expected.

Yours truly,
J. A. MOSHER & SON.

New York

ROME, N. Y.
I am just in receipt of

your check for old gold and
silver sent you on the 15th.
This return being in record
time and the amount greater by
nearly $2.00 than I expected.
Thanking you for same, I am,

Respectfully,

WYLLYS N. RUDD.

Colorado

COLORADO SPRINGS, Cob.
We are in receipt of your

letter enclosing remittance of
$183.95, and beg to thank
you for the prompt manner in
which you handled our sweeps.
We will soon send you another
barrel.

Yours respectfully,
THE HAMILTON JEWELRY

COMPANY.

Michigan

JACKSON, Mich.
Your check for box of

sweeps for $172.68 received
and I am very pleasantly
surprised at the result. Will
come again.

Yours truly,
G. G. CASE, Jeweler.

Kansas

HILL CITY, Kan.
Your check for $368.00

received to-day and was very
much pleased with your esti-
mate on old gold. Was
better than we expected.

Yours truly,
NOE & NOE.

Michigan

CARO, Mich.
I have received your check

for my shipment of plated
scrap of April 11, and am
more than pleased with the
amount of the check. I am
sending you to-day by Ameri-
can Express something over
100 dwts. of gold for which
please send me check. Many
thanks for your prompt re-
turns. Yours truly,

FRANK DYER.

Texas

FORT WORTH, Tex.
We are in receipt of check

for gold sent to be refined
and will say that same is
satisfactory. Thanking you
for promptness, we are,

Yours respectfully,

CHAS. G. LORD OPTICAL CO.

Tennessee

COPPERHILL, Tenn.
Your check received and

same was very satisfactory
—really more than we ex-
pected.'

Yours very truly,

COOPER & SCHAEFER.

California

SAN BERNARDINO, Cal.
Yours of March 12th with

check enclosed duly received
and same is satisfactory.
Thanking you, I am,

Yours truly,

CHAS. M. HANF.

This kind of evidence comes only from
"making good" from solid, substantial satis-
factory service; it can't be bought or imagined
or created—IT MUST BE EARNED—it is
the product of value received.

ur organization reaches from
Coast to Coast and demands on
us grow stronger every day for

PRECIOUS METAL PRODUCTS
(manufactured exclusively by this company).
Our profit comes from the manufacturing
department—this is the REASON WHY our
checks are usually bigger than you expect.

We pay 51 cents per ounce for Old Silver,
4 cents per karat for old gold, and highest market price for
scrap platinum.

Your shipment prepaid back to you if our check
(by return mail) is not up to your expectations.

Returns for sweepings in 5 to 10 days.
Give us a chance to make you an offer.

GOLDSMITH BROS.
SMELTING AND REFINING CO.
Arcade Bldg.
SEATTLE

Heyworth Bldg.
CHICAGO
Established 1867

20 John Street
NEW YORK

Ohio

KENTON, 0.
I am certainly well pleased

with checks for old gold and
silver. Whenever I have any
old gold or silver will certainly
remember you.

Yours truly,
WALTER L. STEFFEN.

Oregon

ALBANY, Ore.
Your check for $135.16

in payment. for old gold
and silver is entirely satis-
factory. Thank you.

Yours truly,

P. G. WILL, Jeweler.

Oregon

PORTLAND, Ore.

Yours of recent date with
enclosure of $402.33 returns
on sweepings has been duly
received, for which accept
our thanks. The results of
the sweeps are very satisfac-
tory. Yours truly,

A. & C. FELDENHEIMER,

Jewelers, Silversmiths and
Opticians.

Kansas

WICHITA, Kan.

Your check, $72.30, re-
ceived to-day, which is entirely
satisfactory. Thanking you
for your prompt service, we are,

Yours truly,

THE SETTLES JEWELRY CO.

Michigan

IRON MOUNTAIN, Mich.

Your checks have been re-
ceived. We are more than
pleased. Did not expect quite
as much.

Yours truly,
NEUBAUER & HAGGERSON.

Tennessee

ERWIN, Tenn.

I have just received check,
$10.38, for silver. • Many
thanks, am well pleased.

Respectfully yours,

J. C. WHITE.

Connecticut

PUTNAM, COBB.

Received the check this
A. M., and it was very sat-
isfactory. More than I ex-
pected. Thanking you for
same, I remain,

Yours very truly,

C. A. BUCKMINSTER.

Ohio

COLUMBUS, 0.

Received your check for

$20.01 for which accept our

thanks. It is as satisfactory

as is usual with your house.

Respectfully,

OSCAR M1ESSE.

California

SAN FRANCISCO, Cal.

We have just received the
returns on the jewelers sweep-
ings that reached you on June
lst. These returns are quite
satisfactory.

Yours truly,

SHREVE & COMPANY.

Texas

HOUSTON, Tex.

We thank you for your
prompt check and we are more
than pleased with it. You may
expect a barrel of sweeps
from us some time during
the year.

Yours truly,

TAYLOR BROTHERS.

Virginia

HARRISBURG, Va.

Yours to hand with check
for old gold and silver. Am
more than pleased with the
amount sent. It also comes
good when I send to you.

Yours truly,

JOHN W. TALIAFERRO.

Ate- —
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The Difficult Art of
Casting German Silver

Paper read by C. POWELL KARR, at the Buffalo Conven-

tion of the American Institute of Metals

German silver is a composition of nickel, copper
and zinc, in varying proportions. It is known
under many titles, such as nickel-silver, Maille-
chort, argentan, Pachfong, Neu-silber, Weiss-
kupfer, silveroid, afenide, agiroide and others.
Its value in the arts depends upon its color, lustre,
hardness, tenacity, toughness, malleability, duc-
tility, its machining qualities, its resistance to
alkalies and acids. Generally speaking, it is manu-
factured in three different ways, viz., German,
English, and American. In the German method
the three constituent metals, nickel, copper and
zinc, are carefully weighed out. A graphite cru-
cible is used for the melting; in its bottom is
placed first a layer of copper, then a layer of zinc
and then a layer of nickel, and this arrangement
is continued until all of the copper is charged into
the pot. One-third part, each, of the nickel and
zinc is withheld until the contents of the pot are
melted. The covering consists of charcoal. When
the first charge is completely melted the molten
metal is thoroughly stirred with an iron rod, then
the zinc and nickel are gradually added as fast as
the fluid charge will absorb them, well stirred, and
allowed to come to a pouring heat, a small excess
of zinc is then added to replace the loss by votaliza-
tion. For a rolled metal the charge is kept for some
little time in a molten condition and then poured.
The English method is to melt all the nickel and

copper and zinc at one fusion. The covering
is of coal dust. When melted, a small quantity of
a previously prepared alloy of one part zinc
and one-half part of copper by weight is added,
and finally about one-fifth by weight of the previ-
ous charge of zinc is added. The mass is then
strongly heated until the proper fluidity is reached.
The American method consists in melting a

previously prepared alloy of copper and nickel of
the required proportions. The covering is of
charcoal. Then this alloy is remelted and the
proper amount of zinc is added piece by piece, care
being taken to preheat the zinc and to add it in
such a manner as to not chill the molten bath,
or to melt the zinc in another pot at just melting
heat and pour the molten zinc into the molten alloy
of copper and nickel, stirring vigorously during the
entire operation. Various modifications of the
American method as described are in vogue in
various large works where German silver is made on
a large scale. For example, the nickel, granulated,
is melted first, and brass, rolled or rod brass is best,
which contains the requisite amount of copper, is
added to the molten nickel, and if such brass does
not add a sufficient quantity of zinc, the required
amount is calculated and added subsequently.
Another method is to use Monel metal as a base
containing the requisite quantity of nickel, then
the deficient copper is added and finally the zinc,
or a good rolled or rod brass may be added to the
Monel metal to supply either all or a portion of the
copper and zinc that may be lacking. In the Eng-
lish method the alloy is tested by withdrawing a
small ladleful from the molten bath and if found
porous, a fire-clay pipe containing pitch is pushed
down into the molten bath to deoxidize the metal
and restore it to a sound condition.

One of the great difficulties found in the prepara-
tion of German silver is to so unite its constituents
as to avoid porosity and produce a homogeneous
alloy. The high temperature required to melt
nickel alone, accompanied by its affinity for carbon
nitrogen, and oxygen at a high temperature and
its property of occluding both hydrogen and
nitrogen in its pores and the formation of oxides
has well nigh driven many ambitious founders
into a state of despair. A good protection against
these ills is to prevent the access of these gases to
the metal by a protective covering and a deoxidiz-
ing flux. Charcoal should not be used alone as a
covering; broken glass accompanied by a small
proportion of soda ash or calcined borax is much
better. A good deoxidizing flux is the proper use
of zinc itself in the making of the alloy and in also
adding a small amount of dry chloride of zinc just
after skimming the pot preparatory to pouring,
and this flux should be carefully stirred through
the very hot mass.
Very perfect castings have been secured by

KEYSTONE 2329

adding 4 ounces of cupro-nickel-vanadium to the
molten bath, just about five minutes before the
heat is ready to pour. The best procedure is to
have the cupro-nickel-vanadium either in a
granulated form or broken into small pieces,
wrapped in a piece of paper so as to keep the mass
together, allow the little heap to become bright
cherry red, and then push it down below the surface
and hold it there with an inverted cupped disc, the
handle to which is about four feet long. The mass
is held down near the bottom of the pot until it is
completely absorbed by the charge. Then gently
stir with a pumping motion and allow the charge
to remain quietly for about five minutes, so as to
give the vanadium a proper chance to perform its
scouring and purifying action. The vanadium
exerts no deleterious action upon the texture of
the crucible. When the metal reaches a clear,
limpid state, as evidenced by its greater mobility,
the heat is ready to pour. Lambent flames of zinc
oxide flare up at the sides when the metal is in a
perfect condition.

After the alloy is made the founder's chief
trouble begins. Any alloy containing nickel chills
with surprising rapidity, thickens by rapid oxida-
tion and its shrinkage when reaching its freezing
point is beyond all precedent. To overcome its
tendency to chill, its melting point must be ma-
terially reduced by the use of some alloy that will
promote its fluidity; this may be done by the in-
troduction of a small proportion of a previously
prepared aluminum zinc alloy and is advisable
where the castings do not have to sustain a hy-
draulic test. Where a hydraulic test must be
borne, a previously prepared calcium-zinc alloy
may be used with good results. To overcome its
tendency to rapid oxidation on the surface of the
bath, chloride of zinc in a perfectly dry state is
almost a specific. To overcome its excessive
shrinkage the runner on the gate must never be
less than the maximum thickness or area of the
maximum area of the shell of the casting. Some-
times in solid work the sprue head must weigh as
much as the casting. While chloride of zinc as a
flux will preserve the metal from surface oxidation,
it will not protect the body of the molten charge
from the absorption of such gases as oxygen, nitro-
gen and sulphur. The only reagent which will
reach these products is one that will either be de-
composed by them when in a nascent state so as to
act as a carrier for them and bring them to the
surface to be absorbed in the slag, or some element
which has a greater affinity for them than the basic
metals in the pot. There are three elements which
have a greater affinity for such gases than copper,
nickel or zinc, and these elements are zirconium,
boron and titanium, and one element which acts
both as a carrier of oxygen and has a strong affinity
for nitrogen and sulphur, and that element is
vanadium; for rapidity and thoroughness of the
reactions obtained vanadium is par excellent. At
this point, however, I wish to emphasize the im-
portance of using a pure product of curpo-
vanadium; one having any aluminum, however
small the quantity, is not to be recommended for
valve work or other castings requiring a severe
hydraulic test.
Having secured a perfect composition and skill-

ful treatment at the melter's hands the foundryman
is still far from ultimate success. First, the body
of his mold must be an open sand, his facing must
be of some fine molding sand like Windsor Locks,
which must be skin dried, and then the molds must
be smoked by a torch; where a heavy casting is
to be made, even these precautions will not lead
to success; his sprue head and main feed gate must
be brushed down with graphite and smoothed down
with a slicking tool. Now all of this will be of no
avail unless the molder has been careful to vent
his mold properly at all places where it is possible
for the gas to become trapped or pocketed; fur-
thermore, the cores should be built of white lake
sand, molding sand and put together with some
approved core compound, the whole mass skin
hardened by stale beer. In many cases even the
core has to be vented. With all of these precau-
tions the casting may prove worthless if the metal
is not properly skimmed before pouring and then
poured with a uniformly steady stream and at
such a rate as to keep the descending column full,
so as to avoid spelter marks and cold shuts. To
conclude, I would say that the art of making sound
German silver castings is one that is accompanied
by the infinite precautions, and a devotion to
thoroughness that ;knows no limitations.

Metals Made Porous by New Process

By means of a very simple and ingenious process,
a professor of the Copenhagen, Denmark, Poly-
technic Institute has succeeded in producing
metals of a porous consistency which give promise
of interesting applications in various industries, says
Popular Mechanics.
He has made a porous or spongelike form of lead

which has already been found useful in storage
batteries in place of the solid lead plate. Widening
the scope of his investigations, he has also been
successful in filling the cavities of the porous
metals with various nonmetallic substances, as
resin, fats, enamels, etc., thus producing a material
which would find many practical uses. Bands or
wires of porous tin, for instance, may be impreg-
nated with resin for use in soldering; bearings
impregnated with oil, for lubrication, and so on.
The production of the porous metal depends on

the fact that solidification of melted alloys does
not take place at once, but is protracted over a
longer or shorter period of time. An alloy con-
sisting of equal parts of lead and antimony, for
instance, commences to solidify at about 840° F.
when crystals of antimony begin to form. These
crystals increase in size until the temperature
falls to about 430° F., at which point the remaining
part of the alloy, which now contains 87 parts
lead and 13 antimony, solidifies entirely, forming
a mass of very fine crystals of both metals. This
part of the alloy, which has the minimum fusing
point and a constant temperature of solidification,
is called " eutectic alloy." After complete solidifi-
cation, the alloy consists of large crystals formed
between the temperatures of 840 and 430° P.
which together make up a sort of framework, in
the canal-like interstices of which the eutectic
alloy is deposited. At temperatures intermediary
of 840 and 430° the alloy is more or less plastic
consisting of solid antimony crystals surrounded
by a still liquid alloy. This liquid alloy is blown
out with a compressed non-oxidizing gas such as
carbonic acid, for instance, or with oil, or, still
better, by the action of centrifugal force in a special
apparatus. Thus the antimony sponge is obtained,
the volume of its pores depending on the relative
proportion of the two metals in the initial alloy
and the temperature at which the liquid part is
blown out.
By starting with an alloy of 90 parts lead and

10 parts antimony, lead sponge is produced. With
80 parts tin and 20 parts lead, tin sponge results.
Porous copper or silver may be produced by an
inverted process. To accomplish this the pores
of a lead sponge are electrolytically filled with a
copper or silver deposit and the lead is then
eliminated in a centrifugal machine at a tempera-
ture slightly above the fusing point of lead.

Mother-of-Pearl Varnish

All varnishes, lacquers and cellulose solutions
can only yield a shining coating if perfectly free
from water; if therefore we wish to obtain a bril-
liant mother-of-pearl varnish, says the Revue des
Produits Chimiques, we must remove from the
pearl-scales (fish-scales) all moisture.
The process consists chiefly in the mixing

of the pearl scales with the varnish and in the
complete absorption of any water contained
in the mixture by means of a dehydrating
agent. For this purpose gelatine, agar-agar or
albuminous substances are used. The following
process has hitherto proved satisfactory. With a
spoon, the pearl scales are taken and placed in a
solution of celluloid or collodion in aceto-amyl
alcohol. It must be stirred until the scales remain
suspended in the mixture. As the water that is
always contained in the scales does not unite with
the amyl acetate it is divided into exceedingly fine
drops that remain suspended in the mixture. For
this reason, flake gelatine is introduced into the
mixture. The gelatine, which is perfectly in-
soluble in acetate of amyl, absorbs all the water
without being itself dissolved or changing its form.
As soon as the gelatine is hard the process is corn-
pleted. With rosin varnishes the mode of pro-
cedure is the same, the pearl-scales being mixed
with the varnish and the water absorbed as above
described. By this means a brilliant mother-of-
pearl varnish is easily obtained for the imitation
of pearls and mother-of-pearl.
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Pat. April 9th, 1912

Price $15.00

The Oldest Form of Advertising in the World, "By Word of Mouth," Has Given These Blocks Their World-Wide Use E.E.
AS AN ENGRAVER, WHAT DOES THIS MEAN TO YOU ?

What service must a tool give you before you recommend it to others The booklet "Modern Engraving Blocks and Their Attachments," will
Back of every Rex and Rexcino there is 20 years' experience in the interest you; it's free; your nearest dealer in jewelers' tools will be
successful manufacturing of engraving blocks. pleased to mail it to you—or just send us a postal.
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ADOLPH MUEHLMATT Manufacturer

SUSSFELD, LORSCH & CO.

Wholesale Agents

90-94 Maiden Lane New York, N. Y.

Attachments in hardwood case, as illustrated, go with the REX
and REXCINO Blocks. These attachments will fit all Muehlmatt Blocks.

Price $20.00
Pat. April 9th .1912
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TheWB&C
WATCH GLASSES

Glasses

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

The only medal at the Chicago World's Fair for
watch glasses was awarded to the WBGC brand

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

B & C glasses
tv than other and

brands, and are
leading jobbers
States as fol-

Per gross
Genevas   $ 4.00
Mi-Concaves   4.00
Mi-Concaves, Extra Thick . .   10.00
Flat Parallels   8.00
Lentilles   12.00
Flat Concaves . '   12.00
Flat Concaves, Extra Thick .   15.00
Patent Genevas   8.00
Lunettes . . . ..... . .   3.00

Discount, 6 per Cent

Per doz.
$ .40
.40
.90
.75
1.25
1.00
1.25
.75 The only medal at the Paris Exposition of 1900 for
.25 watch glasses was awarded to the W B 8 C brand

Over 25 Silver and Gold Medals awarded to the W B & C Glasses at the Different Exhibitions of the World Since 1826
Everybody knows that the W B 8 C glasses HAVE BEEN, ARE, AND WILL ALWAYS BE the leading brand of glasses in the market. Their finish, clearness, flexibility and correctness of size make them sothat the leading jobbers in the Drifted States will use no others at any price. 1 our-fifths of the case manufacturers are using them on account of their accuracy and perfect roundness. They used toImy a cheaper grade of goods, but soon found out the wisdom of the old proverb, "The Beat is the Cheapest, at the End."
WATCHMAKERS, I If you wish to save time and money and give good satisfaction to your customers ( if you are not using them), try thewHic and don't be deceived by bluffing and humbuggingadvertisements, showing a lot of nonsensical figures. Tue W g & c glasses are in existence over sixty years, and during that time a great malty brands Lave sprung up iii one day, and never heardfrom afterwards. IT IS A GOOD AND RELIABLE GLASS YOU WANT, WHICH IS THE W B IC,
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A New Method of Electro-plating
Glass and Other Vitreous Materials

A new method of electro-plating glass, stoneware,
porcelain and other vitreous substances has been
patented by Milton W. Franklin of the General
Electric Company, of Schenectady, N. Y. The
process, it is stated, is particularly applicable to
the coating of glass condensers, ozone tubes and
other electrical apparatus with metal. The method
is described by the inventor as follows:

The method formerly in use for coating non-
conducting material, such as glass, with metal
consists in first covering the material to be coated
with a varnish, such as copal or shellac. The
varnish furnished a sticky surface which was
coated with graphite, and was then made the
cathode in a plating bath. In the finished product
the metal film is attached to the glass, or other
vitreous surface only by means of the varnish,
which renders the articles thus plated unfit for use
at high temperatures. Even at ordinary room
temperature the metal coating can be easily
peeled off.
I have discovered that when the non-conducting

surface is coated with an adhesive which is per-
meable, and preferably also soluble, in the plating
electrolyte, and a conducting laver is applied as
usual, the plated film adheres very firmly to the
surface upon which it is applied. To render the
film of adhesive conducting, I prefer to use, in a
finely divided state, the metal to be plated, or a
metal with which it will readily unite and incor-
porate the same, as by rubbing, into the adhesive
film. During the plating process, metal is de-
posited on all sides of each particle.

As a suitable material for the adhesive coating,
I may mention gum arabic, fish glue, water shellac,
gum damar, or gum tragacanth. An aqueous,
or other suitable solution of the gum is applied
in a very thin layer upon the non-conducting sur-
face to be coated. The surface is sprinkled with
a very fine powder of metal, preferably of the metal
to be plated, for example, copper. The copper
powder is then rubbed into the film of adhesive.
When the surface thus prepared is plated in the
ordinary way, each grain of the original metal
powder is coated with metal and the minute
quantity of adhesive is practically dissolved out
leaving a coating of pure metal. If any portion of
the adhesive remains, it is probably incorporated
with the metal.
The metal coating applied in this manner is very

strong and can be removed from a smooth glass
or other vitreous surface only with the greatest
difficulty. Its appearance, when viewed through
the glass is similar to that of a mirror of the
metal.—The Brass World.

Replating Britannia Ware

In replating britannia ware when possible, the
old silver should be removed, which can be ac-
complished by immersing in an acid strip, consist-
ing of oil of vitriol one gallon and aqua fortis one
pint. This mixture removes the silver quite
rapidly. After stripping wash well, scratch-brush
the articles to bring up the embossed work, then
polish the plain surfaces, using a sand buff or
tripoli, then cleanse for plating. After cleansing
immerse in a mercury dip, consisting of

Nitrate of mercury  1 oz.

Sal ammoniac  6 ozs.
Sulphuric acid M oz.

This gives a coating of metallic mercury. If
the mercury deposit is dull or spotted run the
articles, before placing in the silver bath, through
a cyanide dip. A silver strike may be used or
the articles may be placed direct in the regular
bath.

If you do not wish to acid strip the articles to be
replated, remove the oxidation from the silver
surface remaining with a strong warm cyanide dip,
then wash carefully and dry. Now repolish with
the methods mentioned above. Next cleanse and
place in a cyanide of copper bath for at least five
minutes, then remove wash and run through the
mercury dip and finish in the regular manner
mentioned.—Metal Industry.
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An Earth-driven Clock

The Earth's Currents are the Sole Motive Power

In the ordinary clocks provided with weights
and springs, the clock mechanism drives the pendu-
lum. In the clock pictured herewith, however, the
operation is reversed for the pendulum drives the
clock. The pendulum receives its energy from an

GENERAL VIEW OF THE CLOCK

electro-magnet supplied with current from an
earth battery. Because the earth currents are apt
to vary considerably, a special automatic switch
mechanism is provided to check the pendulum
when it swings too far. Thus, a constant amplitude
of oscillation is maintained. The pendulum is
provided with a bob, consisting of a coil of in-
sulated copper wire, inclosed in a brass case, under-
neath which there is a similar bob for making the
necessary initial adjustment. The terminal wires
from the bob coil are carried to the top of the
pendulum where they connect to two springs on
which the rod is suspended, and then make connec-
tion with the earth battery. A permanent steel
magnet is mounted on the clock case, adjacent to
the bob coil. The poles of the magnet enter tubu-
lar openings at each end of the coil. Hence, when

THE EXCITING COIL

current flows through the magnet, there is either
an attraction or a repulsion, according to the di-
rection in which the current passes around the coil.
The direction of flow is alternated by a contact

gear, which is attached to the pendulum rod. It
consists of a small carrier mounted on two wheels
that run over a track, secured to the clock case.
The wheels run over contacts placed in the
battery circuit. The carrier is set in motion by
two adjustable contact rods on the pendulum,
which push it forward or backward, depending
upon the travel of the pendulum at the time. Thus
alternate impulses are produced in the coil, which
serve to keep the pendulum in motion. To oppose
an abnormal swing, the contact pieces are arranged
in three parts, so that if the pendulum moves the
carriage too far, its wheels make contact with the

THE CONTACT GEAR

third members of the contact group and this
reverses the current. Recently Prof. Silvanus P.
Thompson subjected the clock to a number of
tests. In his report he states that if he purposely
gave the pendulum a large impulse so that it
swung too far, the automatic action of the contact
device became evident at once, and after a few
swings, the pendulum returned to its normal swing.
—Scientific American.

How to Make a Watch Demagnetizer
A watch demagnetizer that will give excellent

satisfaction may be made as follows, says Popular
Mechanics.
Procure a sheet of 1/16-inch brass, 33I inch

by 7 inches. Bend this piece of brass around a
piece of hard wood having a rectangular cross
section of 2 inches by 1 inch. The joint between
the two ends should be made on one side, and the
edges should lack about 1/8 inch of touching.
Next obtain two pieces of 1/8-inch brass, 33,
inches by 3 inches, and cut an opening in each of

Diminished parts for the construction of the Core over which
the insulated wire is wound

these, 2 5/8 inches by 1 1/8 inch, as shown in the
sketch. Bend one edge of each of these pieces
over at right angles to the main portion of the
piece. Solder these two pieces on the ends of
the rectangular tube of brass and cut a slot in
each of them to correspond to the one in the
rectangular tube. Place the rectangular piece of
wood back in the tube and you are ready for the
winding. Use No. 18 gauge single cotton-covered
copper wire and fill the winding space. Several
layers of paper should be placed on the brass tube
and between the layers of wire, to serve as an
insulation. Holes may be drilled in the projecting
portions on the ends and the coil can then be
mounted on a wooden base. Mount two binding
posts on this base and connect the terminals of
the winding to them.

Cleaning Plate Glass

In towns where natural or artificial gas is used
for illumination merchants have been annoyed by
a peculiar deposit on plate glass windows and
mirrors. It imparts a bluish tint and seems to be
absorbed by the glass—at any rate no amount of
rubbing will take It off. It is found that if a small
sack be made of coarse cheesecloth and filled with
lamp black, polishing with this, followed by
rubbing with a clean cloth, will restore the pristine
brilliancy of the glass. The lamp black that
works through the cloth has the property of fol-
lowing the bluish deposit into the "pores" of the
glass and taking it out.
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Save all Your Filings, Floor Sweeps,
Scraps and Sink Waste

IT PAYS!
You may think it is not worth the time

and trouble required to take care of it but
There Are Thousands of Dollars Lost

each year through waste in the jewelry stores. A part of that loss
is yours unless you save every bit of old jewelry, scraps, floor
sweeps, sink waste, filings, etc. and have them refined.

Gold, Silver and Platinum are precious metals.

If you will send what you have in this line to us at once, we
will refine it for you at a low charge or buy it of you and pay high--
est prices as we need more metals for our manufacturing purposes.

W. E. MOWREY, 1435 University Ave., St. Paul, Minn.

Sheff Patent Ring Forging Machine
THIS ring stretching machine is for jewelers or any one who repairsor sells rings. It is the only tool on the market for the purpose thatwill do perfect work. It stretches all kinds of rings—wide, narrow,oval, flat, plain or set. A light ring can be sized three sizes and a heavyone six sizes and do it perfectly. Anyone can easily work it and youcannot spoil a ring under any circumstances. The ring comes out of themachine perfectly round and straight and requires no refinishing. Youcan size a ring while the customer waits and he cannot tell by appearancesthat it has been stretched and will not know how you did it unless youtell him. This machine is not built on the roll principle but the ring ispressed into the die and you can put as much or as little pressure as youwish and you can see exactly what you are doing. It is thoroughlyguaranteed, will never wear out. The most successful jewelry houses inthe country are using this machine. We have had a wonderful sale of itand do not know anyone who has one who would do without it. Giveit a trial for ten days. Any jobber will furnish one.

Order from your Jobber or send to us Direct. Price, $16.00, katddreel hste bk.

A. J. SHEFF & CO. : 6109 PENN AVENUE
PITTSBURG, PA.

26TH YEAR OF THE ST. LOUIS
WATCHMAKING SCHOOL

5815 EASTON AVE., ST. LOUIS, MO.

WILL you grasp your opportunity
this year to attend the St. Louis
Watchmaking School? You can

greatly improve yourself—learn how the
practical work is done in all branches of
the jewelry business—and get ready to
take advantage of the fine chances to
make money as they come your way.
You can do all this and more, this very year, in
the St. Louis Watchmaking School.
You take no chances by attending the St. Louis
Watchmaking School. The best is the cheapest
in the end.
The size of your salary depends upon your Ability
your Knowledge, your Skill; and these depend
upon the school you attend.
We are making it possible and easy for you to
secure full information about our courses, by
simply asking for our catalog.

"WILL YOU ACT NOW ? "—TODAY ?
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The Production and Treatment of Lacquer

Some Instructive Remarks Relating to the Preparation and Use of This Important
Adjunct of Metal Finishing

By FRANK P. DAVIS, in The Metal Industry

There is much fanciful literature available upon
the subject of lacquer, but the lack of practical
information, and the misinformation current
among users of lacquer is, in the estimation of the
writer, sufficient reason for the following remarks:
To many, even large users, lacquers are more or

less of a mystery, and it is my purpose to impart
such information as experience and observation
have taught.
I have used lacquer and have seen lacquer used

in the factory under a variety of circumstances and
conditions for over twenty years. I originated
and developed a novel use of lacquer that was a
success. I have been active in the developing
and extending of pigment lacquers and have
originated some of the standard finishes produced
with them and my ideas expressed in booklet
form have been considered good enough to be
appropriated by an imitator and would-be com-
petitor. For four years I have sold lacquers,
during which time, I am proud to say, I have
enjoyed the confidence of many of the leading and
most progressive manufacturers, and am frequently
called into consultation to advise regarding the
use of lacquer and to aid and assist when perplexing
difficulties occur. I have formed some strong
convictions regarding the use of lacquer, what
lacquer should do and what it is unreasonable to
expect to do, which I wish to express in detail.
I hope the reader will consider the foregoing an

evidence of good faith and honesty of purpose
rather than one of egotism, for it is self-evident
that should it be otherwise, what I have to say to
you would be of little value. To many people
lacquer is much of a mystery, and I think perhaps
this accounts for the haphazard way in which it
is often kept and used. Some fundamental knowl-
edge of lacquer should be helpful.
The proper preparation of lacquer solvents calls

for the highest degree of skill and care. The sol-
vents must be prepared water white and free from
water and acid. Some solvents that are free from
acid when first made will become acid with age;
such solvents are the most troublesome, for the
lacquer when made up will stand a good test, but
on ageing will give a green drip and cause dis-
coloration of the metal. This is the trouble with
the cheap substitutes that have been repeatedly
tried by lacquer manufacturers and which always
cause dissatisfaction. Apart from the purity of
solvents it takes long experience to know what
solvents to use together and in what proportions.
It is impossible to use a single solvent for an all-
around lacquer, dip work requires one rate of
evaporation and spray work another rate. This is
regulated by the solvents used and the proportions
of each, and only long experience can teach it.
The base solid of lacquer is nitrated cotton,

which is made by soaking perfectly clean cotton in
various mixtures of nitric and sulphuric acids, at
various temperatures and lengths of time. Cotton
fibre is hollow and very absorbent and to wash
thousands of pounds of it after nitration, so that
it is absolutely free from acid, requires careful
attention to say the least. There are some things
that everybody is doing just now, but this is not
one of them. If any acid remains in the cotton it
will decompose. If the cotton is made into lacquer
before this takes place so much the worse for the
lacquer.
For work that requires a heavy coat of high-gloss

lacquer, additions of various gums are made, some
for hardness, some for gloss and some for
adhesion, each in its proper proportion, and
each with its requisite amount of proper solvent
to carry it. Some solvents precipitate some gums
and care here is required, and their relative evapor-
ating points are to be considered also. Some
gums have naturally an acid reaction which can-
not be obviated, and lacquers for special high-
grade work that require these gums are best kept
in glass receptacles.

Most people call these lacquers gum lacquers.
Strictly speaking gum lacquers contain no cotton
and can usually be told by their short drip. Cotton
or combination cotton and gum lacquers have a
long drip and are ropy and thick. Gum lacquers,
unless a very heavy coat is required, may be
thinned out with three or four parts of thinner.
If heavy coats are required they should be dried
with considerable heat to harden them. Gums are
harder after being melted than before, and if after a
gum lacquer has set, sufficient heat is given to melt
it on the work, the best possible effect is secured.
The gloss will also be greater. This is the method
used on instruments of precision where wear and
lasting qualities are an essential feature.

Green and brown stains on brass and bronze
wares are frequent and perplexing troubles. The
former are usually caused by an acid condition of
the lacquer brought about by various reasons,
most frequently by improperly cleaned work.
Right here I want to say that such work for abso-
lutely first-class results must be chemically clean.
Metal in the lacquer will corrode and the action
will liberate the acetic acid in the solvent. The
buffing material, if left on the work, contains
minute particles of metal which, on account of their
fine state of division, are rapidly attacked. Lac-
quer thinner is one of the best cleaners known and
quickly dissolves this buff dirt and leaves it in
the lacquer. Brass work that has much soft
soldering and is acid dipped may cause trouble.
The acid dip corrodes the solder. The loose cor-
rosion washes off in the lacquer and starts action.
Hollow antimonial-lead castings that are copper
plated and acid dipped may cause the same
trouble. The remedy is to use the lacquer in as
small dip tanks as practical to use, and so gauge
your requirements that there is little lacquer
remaining each night, strain the lacquer when
finished, through several thicknesses of cheese
cloth and do not put it back into the stock can.
This pouring back used lacquer is a common habit.
For silver work use glass tanks or stone jars.

For common work use tin tanks soldered with tin.
Keep the lacquer out of lead, copper or zinc
tanks. I have seen lacquer used from copper tanks
that was as green as sea water. I have a place
in mind that makes a high-grade production, buys
the highest-priced lacquer but uses zinc tanks!
A thoughtful, careful workman will get better
results with a fair grade of lacquer than a careless
blunderer will with the best lacquer produced.
Brown streaks on brass or bronze work are usu-

ally caused by grease from the buffing. I once saw
brown streaks that were traced back to the starting
point, a bit of buff dirt. There was a serious kick
about the quality of the lacquer until the evidence
was pointed out, which was irrefutable. Some
cheap kinds of buffing material are made with
mineral oil and held together with paraffin. This
cannot readily be cleaned off with soap or potash
and will cause the lacquer to peel off. The lacquer
solvents dissolve it. It takes but little to con-
taminate the lacquer and destroy its adhesion.
If one wants proof that mineral oil will not sapon-
ify, let him observe that a certain philanthropic oil
producer never monopolized the soap business.
Many users, whose production requires a

medium-priced lacquer, have trouble caused by the
lacquer turning white as it dries. With fusel oil at
$3 a gallon, it is self-evident that to make a good
lacquer for less than this price some lesser-priced
solvent must be used with the amyl acetate. The
lower-priced solvents are all rapid evaporating.
The trouble of lacquer turning white only occurs
in excessively damp weather and usually when it
is so hot that the windows of the lacquer rooms are
all thrown open. Rapid evaporation produces
cold; it is the principle of artificial refrigeration.
The work is chilled and the warm, damp air pre-
cipitates moisture just as one's warm breath acts
against a window pane in the winter. This causes
the lacquer to turn white. It will not occur if
the work is done in a dry atmosphere. If the work
dries clear there can be no bad after effect.

"Pink Silver" causes much discussion among
silver platers, and I believe that there is more than
one reason for it. Alloyed metals whose base
is principally lead will absorb a light silver plate.
This has been demonstrated. I believe this action
will cause the pink color. Some hollow ware, hav-
ing a fair plate on the outside and no special effort
having been made with the inside, will often show
all right on the former and a rich pink color on
the latter, some time after lacquering. I know one
plater of ability who is sure that grease left from
buffing will cause pink color. No doubt an acid
lacquer on a thin plate will cause it. One man
who has given the matter much careful attention
says he has no trouble if his work is perfectly
cleaned from the red buffing material he uses, but
if there is any remaining his work is sure to be
pink after lacquering. His theory is that the lac-
quer solvents dissolve it and spread it on the work
in the lacquer. I took a small piece of his rouge
the size of a small pea and dissolved it in a half
ounce of naphtha which was the lightest solvent
available. It made a very pink solution which
at the end of thirty minutes was still decidedly
pink and did not settle clear for over an hour,
which showed an extremely finely divided condi-
tion. His experience seems to show that he is
right. Some things are matters of opinion, but
the foregoing I consider to be matters of fact.

Distinguishing the Brasses by Color

The composition of the brasses (copper and
zinc alloys) may be readily determined, in an
approximate manner, by the color. Such a
method gives a brass founder a simple and rapid
means for ascertaining what his brass contains.
The following shows the color of the various per-
centages of copper and zinc:
When the brass contains 5 per cent of zinc, it has

a red color scarcely differing from that of pure
copper. When 10 per cent of zinc is present,
the mixture has a true bronze color. With 15
per cent of zinc, the brass has a light orange shade.
When the amount of zinc reaches 20 per cent.
the color of the mixture is greenish-yellow and
is known as "green brass." With 25 per cent zinc,
the color is practically that of the 20 per cent mix-
ture so that this, too, is a "green brass." Brass
with 30 per cent zinc has the true, yellow brass
color. The same is found with 35 per cent of zinc,
but at about this point the yellow color begins to
disappear for at 40 per cent zinc, a reddish yellow
color is found. Brass, therefore, that has a red-
dish-yellow shade will always contain more than
35 per cent zinc. The "dead line" seems to be
about 38 per cent zinc, for at this percentage, the
transition from the real yellow to the reddish-
yellow begins.
When the zinc is increased to 45 per cent, the

color of the brass is a rich golden color and, strictly
speaking, it may be called "orange." The mixture
containing 50 per cent zinc has also a golden
shade, but even richer than 45 per cent zinc alloy.
At 55 per cent zinc, the color resembles that of 14
karat gold.
When 60 per cent of zinc is reached, the brass

has a yellowish white shade, and as the quantity
increases, the color becomes white and finally gray.

It becomes possible, then, to make an approxi-
mate determination of the composition of a brass
by the color. If it is very soft and red or orange
color, then the amount of zinc is from 10 per cent
to 15 per cent. If greenish-yellow, the quantity
of zinc ranges from 20 per cent to 25 per cent. The
true brass color is found when the zinc amounts
to from 30 per cent to about 38 per cent. If, how-
ever, it is found that the brass is hard and has an
orange yellow color, then the zinc must be present
in an amount greater than 38 per cent. To cite
an instance of this kind, a concern may be pur-
chasing yellow-brass ingot. If, upon cutting or
filing it, the color is found to be orange, then the
zinc in it is excessive and may run from 40 per cent
to 50 per cent.

In comparing the color of the brasses, a highly
polished surface is not as suitable as a dead one for
the reason that false reflections are apt to deceive
the observer. A surface that has been filed or
ground is preferable and in order to avoid tarnish-
ing, the metal should be freshly cut when a com-
parison is to be made.—The Brass World.
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Anything and Everything in the Holiday Supply Line 1

JEWELRY BOXES of Paper, Velvet, Plush, Kid, Leather, Leatherette—All colors and kinds.

WINDOW AND SHOW CASE DISPLAYS—The latest designs—The ones that PULL business.

HOLIDAY SUNDRIES such as Cards, Tags, Paper, Cotton, Holly Ribbon, Etc.

FIXTURES, SHOW CASES, WALL CASES, TRAYS, SIGNS, Etc.

TIE CLASP RING LONG BAR PIN

The above illustrations are a few of our latesb NEW BROWN DOMED LINE WITH CHAMPAGNE COLOR SILK LINING—The Very Acme of Beauty and Excellence.
We do all of our own printing—running our own presses. Best of service and workmanship assured.
Write for our large 60 (double size) page Special Holiday Issue—The Black Shield Watchman No. 20. Contains everything you need in the
Jewelers' Supply Line to carry on a successful holiday business. This special issue sent free of charge.

SWARTCHILD Ec COMPANY'
THE LARGEST WATCHMAKERS' AND JEWELERS'
SUPPLY" HOUSE IN THE WCPRL.C1 HEYWOFtTH BUILDING. MADISON ST. f:5( WABASH AVE. CHICAGO, ILL.
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A MACHINE whose value can be better
appreciated by the words of a satisfied

customer:

"It would be impossible now to do without the
Perfect Ring Stretcher, and do business. It
has paid for itself many times over."

Why not be of the same opinion ? You will
soon be able to use one to your advantage.
A necessity wherever rings are sold.

SEND FOR ONE TO-DAY!

THE W. W. OLIVER MFG. CO.
1490 Niagara Street, Buffalo, N. Y.

November 1, 1912

Workshop Notes

Subscribers wishing inquiries answered in this department
must send name and address—not for publication, but as an
evidence of good faith. No attention will be paid to anonymous
communications. Questions will be answered in the order in
which they are received.

BALANCE FOOT.—(a) I received for repair an 18
size Waltham model of 1883 in which the jewel
seat in the balance foot had been broached out,
leaving nothing to hold the balance foot jewel.
The balance foot is not fastened by a screw,
to the plate, so it can be removed.
What is the proper way to remove the old

balance foot, and replace with a new one?
Could I obtain same from the manufacturers;
the jobbers don't list them. I have a face plate.
(b) Some watchmaker asked what would

keep the hands from sweating, I have heard that
washing them in alum water would do it, but
I have never tried it. I use watch paper;
which is the best?

(a) You can buy a potence (foot) from ma-
terial dealers or from the factory if your dealer
will not get it for you. The potance for model
1883, 18-size Waltham is listed in the Waltham
material catalogue as number 1114, if gilt, or
number 1116, if nickel.
To remove the old potence, set the watch-

plate in your face-plate and turn out the walls of
the old potence until they are extremely thin so
that the potence can be pulled out. Be careful
not to cut into the metal of the seat in the plate,
which holds the potence. Put the new potence
in, to the same height (to get correct end-shake on
balance staff) as the old one. You can buy a
potence with jewels complete for about seventy-
five cents. You could bush the old potance and
cut a new seat for the jewels, making counter-
sink and tapping for the jewel screws, etc.; but the
former suggestion would be more profitable, since
you would need new jewels anyhow, to fit into
the bushing, and would have considerable work
to do besides.
(b) We consider it best to use watch-paper, as

prevention of rust on parts is made more certain.

POLISHING.—What is the best way to clean and
polish chains, and the quickest way of cleaning
and polishing old watch cases and jewelry?

The best way to polish watches and jewelry is to
use a jewelers' polishing lathe. These can be
bought at prices from $5 to $10, complete, with
foot-power drive, and electric polishing heads can
be bought at from $14 to $50. Any of the dealers
or manufacturers whose advertisements you see in
THE KEYSTONE will be glad to send you full in-
formation on request. After polishing on the
lathe, the articles should be washed in soap and
water, rinsed in clear water, then in denatured
alcohol, and then dried in boxwood sawdust.
The polish will then be exactly as good as when the
articles are fresh from the makers.

PHENOMENON.—Will you please answer in next
issue why it is that some people cannot carry a
watch at all. Every watch that you give to
them stops. Even new movements of high-
grade and in good order. Is it due to the elec-
tric forces in the body, or to some outside in-
fluence? From time to time I have heard of
this and have seen it demonstrated and would
like to have you explain to me clearly.

The subject of what is sometimes called "per-
sonal magnetism" has no scientific basis. What-
ever may be said on this subject is merely one's
opinion. No one has as yet obtained any reliable
or generally accepted knowledge of it.

It seems to be a fact that on some persons a
watch will keep much less reliable time than on
others. We have not heard before of a case in
which the watch always stops when being carried.
Our own idea of this matter is that in most of these
cases the trouble could be traced to conditions
in the person's habit of moving about, his work,
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etc. A man who makes quick, nervous movements
would have more trouble getting good time-
keeping from his watch than one who is by nature
sedate and slow-moving. A man who works in
the vicinity of heavy electrical or magnetic cur-
rents may also have some trouble with his watch—
and so on.
As to any such thing as magnetic or electrical

influence emanating from the human body, we
cannot express an opinion, becausewe really know
nothing about it.

CURIOUS. —I wish you would inform me through
THE KEYSTONE what a pound of steel used for
mainsprings is worth and then what that pound
of steel is worth when it has been manufactured
into mainsprings. Also what a pound of hair-
spring steel is worth before and after manufac-
ture.

We have weighed an average 18-size mainspring,
and find that a pound of steel will make about 200
springs. Steel at $1.50 per pound would be a fair
example, although the price of different makes and
grades of steel varies. This pound of steel, costing
$1.50, would make $20 worth of mainsprings,
taking the springs at the usual price of $1.25 per
dozen.
A pound of average steel for hairsprings can be

bought for $2.70. This pound of steel will make
1,000 dozen hairsprings, which, at twenty-five
cents per dozen, would amount to a value of $250.
To get these figures we weighed a hairspring of
average 18-size.

PENDULUM.—Are there any firms in the United
States making zinc and steel compensating
pendulums? If not do you think there is enough
business to warrant anyone going into the mak-
ing of them in a small way? I should take the
pendulum on the Westminster Clock for a
model. If I went into this thing, I should try
to make a first-class article in every respect and
as near perfection as close calculating and ac-
curate mechanical measuring would allow.
Also I purpose to make an instrument to test
every piece for its coefficient of expansion, so that
each pendulum would be made with each part in
proper relation to the other, instead of only
being a copy of some good one. If you will
express your opinion either of or against the
above, it will be highly appreciated by me.

We believe there are no exclusive pendulum
makers in this country, so you would not have
much competition, because the makers of fine
clocks do not push the sale of separate pendulums.
But we do not think the enterprise could be

made very profitable. Looking at it from the
commercial, rather than from the scientific view-
point, the proposition does not look attractive.
The cost of these pendulums would necessarily
be quite high. This would limit their sale to the
scattered few who are willing to pay the price for
good things. Again, the majority of fine clocks are
now made with single-jar mercurial pendulums,
and the new low-expansion metal "Inver" (nickel-
steel) is growing into popularity for use in fine
pendulums. It would be a difficult selling pro-
position, and you would really be obliged to count
on getting a large part of your returns from the
pleasure of making good work rather than from
the money it would bring in.

MAINSPRING.--Would you kindly tell me if the
mainspring in an English lever watch should
require 2/3 of the barrel, same as American
watch, and should they not run longer than 25
hours at one winding. The chain has about
2/3 of a turn to go before it comes to the end.
My trouble is in the main spring. Can you tell
me strength and length to use?

Whatever the diameter of the barrel-arbor may
be, the rule for getting the greatest number of
turns of the barrel, from the mainspring, is to have
the spring of such length that the space not oc-
cupied by the arbor is divided equally between
coils and clear (empty) space. Whether wound
up or run down, the coil-space should equal in area
the clear space. The measurements necessary to
arrive at this exactly are too laborious for every
day use; you must remember it is not diameters

we are measuring, but areas, which requires some
calculating. However, a man should know from
experience, simply by "how it looks," whether a
spring is too long (fills the barrel too full) or vice-.
versa. The diameter of one side of the proper
coil-space will of course be greater when wound on
the arbor than when run down and resting on the
wall of the barrel, because, the coil "circles" being
smaller, there will be more of them when the same
length of spring is wound up than when run down.

In the watch you have, it may be that the
gradual wearing of the parts, and consequent
slacking of motion, may have led to putting in
stronger (thicker) mainsprings, instead of properly
repairing the worn parts.

If the mainspring is too thick, it is also virtually
too short, hence will not yield the proper number
of turns of the barrel, and the watch will not run
as many hours as it should. We suggest that you
put in a spring of a thickness and length which will
yield about five turns of the barrel. You may
have to try in several springs to find the proper
thickness and length. If the spring thus found
will not run the watch with a good motion, you
will know then that the cause of the poor motion
is defects somewhere in the train or escapement.
Correcting these defects is the only way to make
a good job of the watch, because it is pure botch-
work to try to overcome defects by using a main-
spring of excessive strength.

If the mainspring will yield about 5 turns of the
barrel, the watch should run 36 hours or more with
one winding.

COLORING.—Kindly let me know through your
"Workshop notes" a good solution for coloring
and much oblige.

Dissolve two ounces of cyanide of potassium in
three quarts of water. In the vessel containing
the cyanide solution, set a large crucible or chem-
ist's porous cup after filling it with the cyanide
solution to the same height as is the liquid in the
main vessel. Hang an anode weighing about
10 dwts. of 24 karat gold, on the positive wire
from the dynamo, and immerse in the liquid
in the main vessel. From the negative wire, sus-
pend a piece of sheet copper and immerse it in
the liquid in the porous cup. Start the dynamo
and weigh the anode occasionally; keep up the
current until about four dwts. have been taken
off the anode. With a good dynamo current, this
will require from six to eight hours. If you have
no dynamo, you can use two cells of almost any
battery of ordinary voltage; of course by battery
it will take much longer to make the solution.
The dynamo is much more satisfactory for
plating purposes in general.

STAFFS.—I find at times when removing staffs
even after cutting off shoulder the staff sticks
enough to spring balance; how can this be over-
come?

You can avoid the trouble of the staff coming
off with difficulty, by chucking it in your lathe by
the hairspring collet shoulder, and turning away
the hub (body) of the staff; then take the balance
off "downward."

RING SIZING.—How do they size rings at factory
so they can do the work for ten or fifteen cents,
and what is the best way to size gold rings?

To make rings large, you can use the W. W.
Oliver or the Sheff ring-expanders. The addresses
of the makers can be found in the advertisements
in THE KEYSTONE.

These tools afford the quickest way of doing the
work of enlarging rings, but another way is to saw
the ring through, bend it partly open, and solder
a piece of gold into the opening; file and polish off
the surplus gold down to the original shape of the
ring, so the joined places are made invisible.
Rings can be made smaller by sawing or filing so as
to remove a suitable portion to bring the ring to
the desired size, then soldering together the ends
where the gold was cut out. To flatten the sur-
faces which are to be soldered together, use a thin
"equaling" file, pinching the two sides of the ring
together on to the two sides of the file. After
cutting and soldering a ring, either to enlarge or to
contract its size, it should be slipped over a steel
ring-mandrel and hammered perfectly round with a
rawhide mallet.
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Don't ship that lot of sweepings
until you have thoroughly inves-
tigated the methods employed by
us, as, everything considered, we
believe you will agree with us
that you cannot do better than
ship to our concern.

Enough metal is ofttimes lost through
carelessness in reduction to cover the
cost of refining, but if you will ship to us
you will get full value for your sweepings.
We employ the most scientific methods
known. Send your waste to us for re-
fining and meet the expense out of the
surplus that is ordinarily lost.

CONLEY & STRAIGHT
Refiners, Assayers and Smelters of Gold and Silver Assayers and Sweep Smelters—
Dealers in Fine Gold, Silver and Platinum. All Kinds of Gold and Silver Anodes

236 EDDY STREET

PROVIDENCE, R. I.
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Watchmaker's
Lathe Motor

$16.00
Alternating or

Direct Current.

Wide Speed

Regulation and

Reversible.

WRITE FOR
PARTICULARS

Fidelity Electric
Company

Lancaster, Pa.
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I-4 Size of Working Model

DREXLER

TRADE SCHOOL

For Watchmaking

Pabst Building Milwaukee, Wis.

Officially Endorsed

By the

Retail Jewelers' Association

Send for Prospectus

A MECHANIC 
OR,. There is big money in expert4 .

7 
VI CPC Don't be a mere mechanic, a drudge at-," _ .1 

for good workmen is larger than the supply. (
watch repairing. The demand

.,-„:. _ your work. Be an expert watch 
...".?

, - repairer. We have helped more than kft
(

ktir 
13

—CI hi ledge and training as watch repairers—
we can help you. It is easy by our

00 young men to get an expert know- '

,IM.,/,‘,/ method. Our experience,DeSelmsPatented
Charts, text books, special methods and equipment give
our students unusual advantages, quick a n d sure ad-
vancement. We will give you more knowledge and training In a few
months than you can possibly get in a store apprenticeship in as
many years. We will put you In a position to select
your own Job and name your own salary. Decide right
now to be an expert watch repairer. Come to our $ 20 0,.„0%,
come to us we will come to you by mall In your own A M001°
home. You can employ your evenings or any spare 440 ..... ///' difJ /

school at your earliest convenience or If you cannot

empuiy.ment A little time and money
now wit, get you a larger salary later. °Pent AWEEK 

‘,,,,4i,„
ii

time learning without giving up your present

Write for our booklet telling you how we will make Ili
a trained expert watch repairer of you. It is FREE. gEtc,, 

The DeSelms Watch School 1
293 Parry Streitt Attica, Indiana XPERTi

OF—DO
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"1141
r 'OM,' •

WATER BURY,
CONN.

PIANUFACTUW1,1 !OH GRADE
GERMAN SILVER BRONZE GILDING METAL
PLATERS BARS LOW BRASSAND OTHER SPECIAL

ALLOYS IN SHEETS AND ROLLS

QUICK 

D ELI V ER I ES

Watchmaking — Engraving —Jewelry Repairing
Scores of young men owe their success to the thorough and
practical training received at the W. I. of H., the

Official School of the Wis. Retail Jewelers' Association
WHAT WE DID FOR OTHERS WE CAN DO FOR YOU

Our Home Study Course in Watchmaking
There are thousands of young men working in stores who are surrounded by all the oppor-
tunities for learning watchmaking except the proper system of instruction. Aware of this fact,the W. I. of H. has established a Home Study Department, with a view of teaching watch
repairing by correspondence. This system of instruction is as thorough as it possibly canbe, embracing Mechanical, Practical and Theoretical Horology. The course consists of 43printed lessons, containing nearly 400 illustrations and other special features, making it anexcellent substitute for an attendance course to those unable to leave home or their positionand is incomparably less expensive.

Send for Prospectus and state if Attendance or Home Study Course is desired

Wisconsin Institute of Horology
Stroh Building MILWAUKEE, WISCONSIN
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A New Marine Thermometer

THE

1utomatic Detection and Warning of the Proximity
of Icebergs

The well-known marine engineer, Mr. Laycock,

lias invented and patented, in conjunction with

:qr. J. J. Hicks, of London, an improved appliance

which may be fitted in all sea-going vessels that

ire liable to encounter floating ice. The invention,

which is named "The Iceberg Finder," consists of

it thermometer, preferably of the Six's form,

attached to the ship's side so as to be constantly

below water level (or it may be otherwise placed so

as to be immersed in a stream of sea water drawn

up by a pump), associated with an automatic

system of electric alarm signals, and means by

which a test can be made at any moment to ascer-

tain that both the thermometer and electrical

connections are in working order and proper

adjustment.
It is well known that the sea water is cooled

appreciably through a considerable radius from any

large mass of floating ice; and one of the methods

hitherto relied on for detecting the neighborhood

of ice has been to dip up water in a bucket lowered

over the vessel's side, and take its temperature,

this operation being repeated at frequent intervals.

The unreliability of this method is due in part to

the opportunity that is given for a slight rise in

temperature of the bucketful of water, and to the

fact that a certain time must be allowed for the

thermometer used to fall to its minimum reading,

but still more to the human element involved.

The efficacy of this process depends on the fre-

quency with which buckets of water are dipped up

from the sea and tested for temperature; and in

practice it has been found, as is proved by certain
recent and notorious instances, to be most unre-
liable. On account of the high speed of modern
steamships in particular, it is of the first importance
that changes of temperature of the water (when in
the vicinity of ice) should be observed minute
by minute; and to rely upon human agency for
such constant observation is just as dangerous
as reliance upon the look-out ahead has proved
in all too many instances.
Mr. Laycock, with the assistance of Mr. Hicks,

has devised an apparatus whereby the tempera-
ture of the water at sea may be indicated at any
convenient point of the ship, and a change of
temperature in the downward direction at the
same time announced by an audible alarm signal.
The apparatus is moreover so constructed that
it may be readily tested from time to time, to
ascertain whether it is in complete working order.
The thermometer that is immersed in the sea
water is provided with electrical contacts similar
to those used in other electric alarm thermometers
of Mr. Hick's manufacture. These contacts are
disposed at points corresponding to the height of
the mercury for predetermined temperatures—say,
of 42°, 37°, 36°, and 32° F.—which are those
indicating the more or less close neighborhood of
masses of floating ice in the temperate climates.
When the temperature falls to 42° that fact is
indicated to the captain by a loud alarm signal,
and at the same time the figure 42 appears on the
dial of the instrument. A further fall of tempera-
ture to 37°, then to 35°, and then to 32°, is indicated
in the same way, the alarm signal being given in
each instance.

It will be understood that at each of these pre-
determined temperatures, when the circuit is com-
pleted, by rising of the mercury, the indicator
corresponding to that of the temperature is actu-
ated, and simultaneously with this operation the
circuit is broken. The indicators are so con-
structed that they may be mechanically actuated
to bring them into the set position; and the means
for setting also serves to test the electrical circuits
of the apparatus, as each time it is actuated it
causes the alarm bell to ring, and the disc bearing
the word "test" to appear in the lower aperture.
There can be little or no doubt that if this

KEYSTONE 2337

ingenious device had been available and fitted
up on board the " Titanic," the deplorable catas-
trophe of a few months ago would have been
avoided. The confidence placed in the look-out
on that vessel failed; and in the same way con-
fidence in periodical investigations of the sea
temperature by dipping up water in buckets is
found very often to prove misplaced. Messrs.
Laycock & Hicks' invention of automatic sig-
nalling quite independent of the look-out, and
dependent on observations that are (at least, in
foggy weather) much more reliable, announces the
first approach of the vessel to the neighborhood of
an iceberg by ringing of the electric bell and the
appearance of the first disc. If the vessel ap-
proaches still nearer the bell rings again and
another disc appears, while if the vessel still keeps
the same course, the bell rings a third time, and
the third disc is shown, and if necessary a fourth
warning is given.—London Optician.

How to Correct a Thermometer

There are times when the home thermometer
varies from that of the Weather Bureau. Invari-
ably it is asserted that the weather man's ther-
mometer is wrong; but let us see whether this be
true or not. It is intended here to explain clearly
how anybody can correct his thermometer by
finding the fixed points. The fixed points are the
freezing and boiling points. The freezing point is
the true fixed point, because the boiling point
varies with barometric pressure. The variation
of the boiling point must be allowed for, as we
shall see later.
To determine the boiling point, place the ther-

mometer in position in a boiler as shown in the
drawing. Have the boiler about one-half full of
water, and be sure that the bulb of the ther-
mometer does not touch the water when boiling.
Now the water is boiled, and the temperature is
taken to tenths of degrees if possible. A magnifier
aids greatly in taking temperature readings. Next
take the barometer reading, and calculate the true
boiling point by means of the formula:

T = 100 — 0.0375 (760 — b)

in which b is the barometer reading in millimeters,
and T is the temperature of the observed boiling
point in Centigrade degrees. Example: Supposing
b to be 732.4 millimeters, then solving for T, we
get 98.965 deg. Cent.; which is the true boiling
point for 732.4 millimeters pressure. The differ-
ence between the true and observed boiling points is
the boiling point correction.
The freezing point is found by packing the ther-

mometer in finely crushed ice. Leave the ther-
mometer in this position until the mercury ceases
to fall. Take an exact reading as before, using
the magnifier, and this is the true freezing point
or zero. Now, divide the number of degrees be-
tween the observed zero and the true boiling point
by the number of degrees between the observed
zero and the observed boiling point. This gives
the thermometer correction per degree. Example:
Suppose the observed boiling point was 98.8
deg. Cent., and the true boiling point was 98.9
deg. Cent., also that the observed zero was exactly
at zero degree on the thermometer. Then,

98.9 — 98.8 = 1.001,

or the correction of one degree. That is, if the
temperature on the thermometer read 1, the real
temperature would be 1.001 degree; or if the
temperature read 20 degrees, the real temperature
would be 20 X 1.001, or 20.02 deg. Cent.
Most thermometers will have a correction of a

degree or more. In this article Centigrade readings
have been used, but the method for Fahrenheit
thermometers is just the same. If it be desired
to convert Fahrenheit into Centigrade or vice
versa, this may be done by substituting in the fol-
lowing formulas:

9 (C — 32) 5 (F — 32)
F=  c= 

5 9

It will be found quite interesting for those who
have never tried to find the true freezing and boiling
points, to correct one's thermometers in the manner
described, and then have the satisfaction of being
able to find the correct temperature at any time.—
Scientific American.

The Trade Custom
of Loaning Watches

EDITOR KEYSTONE.—In regard to the discussion
of the Indianapolis watchmakers on loaning
watches, I don't think it necessary to loan anyone
but railroad men watches while they leave theirs
for repair. The customer always leaves his watch
before asking for one to carry. If he asks for a
watch, I look over my repair rack, and then inform
him that all my loaning watches that will keep
good time are out. This almost always satisfies
the customer. If he will not leave his watch
unless he has one to carry, I loan him a dollar
watch which I know will not keep good time, telling
him he can try it for a day or two, that probably
a better one will come in before his watch is ready.
He will always make out with the one he first
got if it will keep time at all until his watch is
ready. This also makes him appreciate his own
watch better if it keeps good time when he gets
it. Yours truly,

Marshfield, Mo. H. W. MATTOX.

EDITOR KEYSTONE :—I am very glad that atten-
tion has been called to the matter of loaning
watches while repairs are being made. It is becom-
ing a burden we jewelers ought not to bear. Many
do not regard it as a favor; some borrowers say to
me, "I have got to have a watch" in the tone of a
demand.
To give one case among many that I have had,

a watch I lent was kept nine months. I suggested
that such a long use ought to be paid for, which
was refused with the assurance that my services
would not be needed any more.
In the case of railroad men I have to lend new

standard watches, incurring the risk of injury in
such an occupation. The watches lent are of some
value. We have a certain amount of capital
invested in them, which is bringing no return. In
some instances they represent the profit made
on the sale of a new watch. We hold them for
sale, but can't sell them while away, and when
returned they are often in an unsalable condition.
This means deterioration and the work of repairing
for which we receive nothing. Now I submit that
this is not business, and is a practice not carried
out in any other trade so far as I know. We are
giving something for nothing. The remedy I
would propose would be united action leading to
a moderate charge for use of watches loaned.
I hope the trade will take this matter up and

settle it on a proper basis.

Yours truly,
Warwick, N. Y. W. D. STEVENS.

EDITOR KEYSTONE:—On page 1951 of THE
KEYSTONE you printed an article about the prob-
lem of loaning watches. We think we have solved
that problem. The enclosed card, which we hand
to our customer, informs the customer of the
penalty for keeping the watch too long or damaging
same.

A CHARGE OF 10 CENTS

a week will be made on all loaned
watches after thirty days' use. This
amount will be collected in order to
cover expenses of repairing to keep
those watches in order.
Wearer must pay for all breakage or
damage done to the watch while
wearing it.

FERAUD BROS., Jewelers, Madison, Ill.

One time we collected $4 for the use of a $4
watch. This watch was kept nearly a year. When
our customer was questioned on his long absence
he stated that he knew what the charges would be
and as long as he was willing to pay the charges he
thought it would be all right to keep it as long as
he would.
We have no trouble following our system, and

we presume other jewelers could do the same.

Yours truly,
Madison, Ill. FERAUD BROS.
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THERE IS A REASON
why our Superior Service line of Rolling Mills is invariably specified
by the wide-awake purchaser. Correspondence and Trade Solicited.

Buffalo Machine Manufacturing Company
1354 WEST AVENUE, BUFFALO, N. Y.

NUMLICIMUUMIIIMIMMIXIXIMIUSLIMMUCCUIrXIMMIXINIVAICIDOCIOCKS%

WACHTER SAFETY BOW
BALL BEARING

(PATENTED)

After September 15th-write for
our colored poster-size 22x14 in.

Licensed Under Our U. S. Patents

DUBOIS WATCH CASE CO., Brooklyn, N. Y.
THE STAR WATCH CASE CO., Ludington, Mich.

Demand watch cases . with the
Wachter Bow.

THE WACHTER MFG. CO.
HARTFORD, CONN.

OLD PLATED WARE, BRONZE FIGURES, STERLING SILVER, ETC.,
REPAIRED AND REPLATED TO LOOK EQUAL TO NEW

GOLD PLATING, SILVER PLATING, OXIDIZING,
POLISHING, LACQUERING

Before Repairing

We furnish any size new BRISTLE
BRUSHES, CELLULOID COMBS,
CUTICLE KNIVES, BUTTON
HOOKS, NAIL POLISHERS ETC.,
and fit same to any shape mountings.
CHATELAINE BAGS repaired and

relined with Silk, Chamois, Suede or
Kid.
DESIGNS AND ESTIMATES for

special Sterling Silver pieces furnished.

Work called for and delivered. After RepairingWALNUT I E
iLOUIS J. MEYER ELTI 

ESTABLISHED 1892

INK
WON'T WASH

OFF

TAG YOUR RINGS WITH
WASHABLE TAGS
Yes : Mr. Jeweler

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

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

IDEAL TAGGING OUTFIT
Complete, only $2.50

1000 tags and eyelets. . . $ 1.50

1 pair Ideal Pliers . . . . .75

1 bottle Waterproof Ink . . .25

1 neat hardwood box, with

catch fastener . . . 0000

Bastian Bros. Co.
Dept. 93

Rochester :: NEW YORK POSITION OF TAG WHEN RING
IS IN TRAY

WHEELING METAL CEILII4GS
Purpose

To Provide
Fire-Proof,
Sanitary,
Economical,
Artistic and
Permanent Interior
Finish.

VV
-= Material

Special
Analysis
Steel Sheets
Deeply Embossed
in True
Architectural
Style.

1-I V?
-- Equipment

Full Line of
Heaviest Presses
and unlimited
list of designs
from which to
Supply any Demand
or Service.

= Result  
Every Advantage
We Claim.
Guaranteed
Material,
Design and
Workmanship.
Reasonable Price

Large Stocks at all Stores. Estimates Free.

WHEELII1G COINGATING COMPAtit
WHEELIAGWVA.

BkANCH OFFICES AND STORgS:
NEW YORK CHICAGO PHILADELPHIA
ST. LOUIS KANSAS CITY CHATTANOOGA
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When a Gas Supply Is Not Available
and you want to do soldering or annealing, use the "B. D. M. Co."

Gasoline Gas Blowpipe
outfit, which is a perfect
substitute for a good gas
blowpipe.

A stroke of the foot
bellows puts it in oper-
ation, and a touch of the
finger controls the flame
from a nice needle point

to a large brush flame. $16.50 complete ready for use.
Catalog "B" describes it fully.

II,

2

2

Buffalo Dental Manufacturing Co., Buffalo, N. Y., U. S. A.
OOOOOO 0000000004•10 OOOOOOOOOOOO 00111000•.0.0040••000oo000e0011
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I Recent Patents of Interest to the Jewelry Trade

Patents of interest to the trade, recently issued,

especially prepared for this journal by William

N. Moore, patent attorney, Loan and Trust build-

ing, Washington, D. C.

1,040,240. Recorder or Indicator. Frank Reed
and Werner Rickardson, Falk. Cal. Filed
January 13, 1912. Serial No. 670,987. (Cl.
234-10.)

In combination a
recording strip, a
spring having a mark-
ing point normally oc-
cupying a position to
clear the strip, and a
cam adapted to en-
gage the spring in one
direction to move the
point thereof toward
the recording strip
without coming in
contact therewith and
to move said spring
in opposite direction
to carry it away from
the recording strip
to increase the ten-
sion thereof to cause
the point to engage
with the recording
strip when the spring
clears the cam.

.
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1,039,719. Bracelet. Frans E. Forsell, Attleboro,
Mass., assignor to Samuel M. Einstein, Attle-
boro, Mass. Filed April 25, 1912. Serial No.
693,097. (Cl. 63-5.)

1. A bracelet comprising
links, frames engaging the
links and comprising longi-
tudinal plates provided with
inwardly directed guide
flanges and integral end
bars, springs within the
links and abutting against
the bars and the adjacent
ends of said links, said links
being open at opposite sides

and removable means covering said frames.

1,040,023. Clock-frame. Samuel Scheer, Rich-
mond, Va. Filed September 29, 1909. Serial No.
520,134. (Cl. 58-52.)

In combination, a pair of clock frame plates
having side bars and cross bars integral with said
bars and located inwardly of the ends of said side

bars, said cross bars hav-
ing alining openings, one

ja' 17 
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4r*".."" plates together, one of 
said posts being adapted

other, posts securing the

of said cross bar openings
being larger than the

to engage the eye of a
a main spring and being
62" formed with screw

threads and 7slidable
through one of the frame plates, nuts threaded on
said screw threads and against the sides of said
plate and adapted to permit the removal of said
screw-threaded posts from one or both of said
plates, a plate removably secured to one of the
cross bars of said frame plates and having a boss
snugly fitted in the larger cross bar opening, a
winding arbor having reduced ends engaging the
boss and the opening in the opposite cross bar, a
main gear wheel and a ratchet wheel rotatable on
said gear wheel and mounted on said arbor, said
ratchet wheel having a hub, and a pin extending
through said hub into the arbor and removably
connecting the main gear and ratchet wheels to
said arbor, said arbor being removable through
the larger cross bar opening.

1,039,900. Fob-strap. Henry James Collis,
Taunton, Mass. Filed July 20, 1911. Serial
No. 639,640. (Cl. 63-2.)

1. An improved fob strap, com-
prising a pliable body in strip form,
said pliable body constituting a /2:
terminal top loop portion having 25

a free end and also constituting
a main portion extending down-
wardly from said top loop and
consisting of a plurality of sections
of said pliable body collectively
forming a bottom loop portion, and
a stud and socket device for securing
the free end of said top loop in
connection with said main portion
of theAbody, said stud and socket
device comprising means at the
base of said top loop whereby
the plurality of sections of the main
portion of the body which form the
bottom loop are permanently se-
cured together and means at the
free end of said top loop for engagement with
said last-mentioned securing means.

42,852. Candelabrum. Seth Howard Leaven-
worth, New York, assignor to the Van Bergh

Silver Plate Co., Rochester, N. Y. Filed April
10, 1912. Serial No. 689,899. Term of patent
3;i years.

1,040,111. Alarm-resetting means for clocks.
William A. Armour, Thomaston, Conn., assignor
to Seth Thomas Clock Company, Thomaston,
Conn. Filed April 13, 1909. Serial No. 489,735.
(Cl. 58-16.)

1. In an alarm clock, the combination of a time
movement, an alarm mechanism, stopping means

comprising an impelled member for normally pre-
venting said alarm from operating, tripping means
actuated by said time movement to thereby
affectuate the releasing of said stopping means and

its impelled member to permit the alarm to sound,
a member additional to the said stopping means
and operated by hand to shut off said alarm
mechanism when sounded, and means additional
to the said tripping means and operated by the
winding of the time movement for restoring said
alarm to the control of said stopping means.

1,039,165. Clock. Archibald McGugan and
Henry Spragg, Hamilton, Ontario, Canada.
Filed November 18, 1911. Serial No. 660,962.
(Cl. 58-85.)

1. In a clock, a rigid frame, a bearing rigidly
secured thereto, an indicating shaft adapted to
rotate in the bearing and one end of said shaft
extending beyond the common casing of the clock,
an adjustable indicating disk secured to the ex-

tended end of the shaft, a worm wheel secured on
the opposite end of the indicating shaft, a worm
wheel secured on a common rotating shaft of the
clock adapted to gear into the worm wheel on said
indicating shaft to rotate the indicating shaft one-
half revolution in a period of time.-

1,037,577. Means for fastening the movement i of
watches in the cases. Allen J. Baker, Stewarts-
town, Pa. Filed December 30, 1911. Serial
No. 668,647. (Cl. 58-88.)

A device for fastening a watch movement in
its case, consisting of the combination of a watch-
case having the usual rim-flange at its inner side;
a watch movement having a rear
plate; a lock-screw whose head rim
is provided with notches, said lock-
screw being entered through the
rear plate and the notched
head overlapping and engaging
the watch-case rim-flange, and a
second screw also on the rear plate
and having an eccentric head ad-
jacent to the said notched head-the round part
of said eccentric head capable of engaging either
one of the notches on the lock-screw and disengag-
ing therefrom when the eccentric head has been
partly turned.

1,039,910. Pin and flower holder. John J.
Degenhardt, Elkville, Ill. Filed August 21,
1911. Serial No. 645,236. (Cl. 24-6.)

1. A combination pin and
flower holder embodying a
coiled spring, having an attach-
ing member, and an elongated
laterally flanged retaining plate
hinged to said spring and having
a catch for engagement with the spring, the flango
of said plate being adapted to engage the convolu-
tions of the spring.

1,041,177. Cuckoo-clock. Jesef Schmidt,
Villingen, Germany. Filed April 5, 1911. Serial
No. 619,106. (Cl. 58-12.)

An improved cuckoo-clock comprising in com-
bination with the mechanism which produces the
cry of the cuckoo, figures mounted on the face of
the clock, bearings in the casing of the clock one
for each figure, an axle of the figure revolubly
mounted in said bearing, an elbow lever for each
figure connecting the axle of the figure with the said
mechanism for alternatingly revolving said axles in
both directions so that a swinging movement is
communicated to said figures, substantially as de-
scribed and shown and for the purpose set forth.
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When One Jeweler Asks Another
where is the best place to dispose of his

Old Gold, Old Silver, Platinum
and

Sweepings, &c.
The answer almost invariably is—Ship them

Thomas J. Dee & Co.
to

There must be some GOOD REASON for this unqualified
statement. Yet there is no great mystery about it. Nearly a
quarter of a century of fair and square dealings with the
jewelry trade has won for us the reputation, "Send your ship-
ments to Dee & Co., and they will pay you all they are worth."
We do not pretend to pay you any more, that's all nonsense.

Our inside track in being able to always pay you the Full
Measure of Value for your Stuff is due to the fact that the manu-
facturing end of our business consumes the entire output of our
Smelting Plant, and, it is at this end of the business that we
make our profits.

It is well for every jeweler to bear in mind that the refiner is
the end man in the handling of his precious metals ; then why not
deal with him direct ; cut out the "go betweens" ; it will mean
more in your pocket—and there is where the money feels good.

Is our argument clear to you?
You will not be kept waiting for your money ; check by return mail for old Gold and
Silver subject to your approval. If our offer is not as large or larger than you
have been getting elsewhere, we will return your shipment intact charges prepaid.

Returns for sweepings in from 5 to 10 days.

Thomas J. Dee & Co.
Gold, Silver and Platinum Refiners

26 W. Washington St.Office

Chi WorksChicago 317 E. Ontario
1E— ■■■•■•■ 
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ALEXANDER H. REVELL & CO.

r
- -

NO. 600. WALL CASE

High-Grade

Jewelry Store

Fixtures
A SPECIALTY

No. 600. Wall Case.Carriedin stock. Lengths: 6-ft., 8-ft.and 10-ft. Mirror Recess,3-ft. long. Birch, MahoganyFinish, Oak, Golden Finish.
Write for Prices 

Rees, Dayton, Eastmanand Hawthorne StreetsCHICAGO, ILLINOIS

Are You Any Further Ahead Than You Were Last Year?
You have been
putting off the
attending of a good
Horological School
for some time.
Don't put it off any
longer; make up
your mind that you
are going to join
your forces and
L hat of Bradley
the first working
da.v of the new year
1913. In the

Horological
Department

of Bradley Poly-
technic Institute
you have the ideal
school where you
C a n specialize in
any one of the
branches or you
can take a combin-
ed course of Watch
work, Jewelry
work, and Engrav-
ing.
We have no

lighting methods,
just the largest
building in the
world built for and
devoted exclusive-
ly to this work, the
finest equipment in
every branch and
the largest corps of

whose
efficient

  sole 
d

s  
 instructorsutyis

to instruct, not to do a day's work and then do as much instructing as they have time for
HARD while here can acquire more in one year than is possible in five years by the old apprentice method.
Make 1913 a banner year in your life by going after that which will increase your earning capacity at least one hundred per cent.
Send us a post card with your name and address thereon and we will be pleased to send you one of our latest catalogues.

Address 1-101201_.0014.AL, Dept. K., 1--"coria.,

This entire building is used exclusively by the Horological Department

on the side. Any person coming to us with a determination to WORK
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WHOLESALE DISTRIBUTERS OF

GROBET SWISS FILES
The Standard of File Excellence for Over 100 Years. All Genuine Grobet Swiss Files Have th(
Rabbit Trade-mark. Made in all Shapes and Cuts for Watchmakers, Jewelers, Silversmiths, etc

New Style

Culman
Balance
Chuck

LOOK FOR THE STAMP

Made with three interchangeable screw-on plates, drilled with No. 8, 10 and 12 holes.
Plates are made like a screw bezel on a watch and can be changed instantly; they

increase the holding capacity of the chuck ten-fold, making it practical for many train
wheels now difficult to chuck.
OVER 7000 IN USE EVERY DAY PRICE, $4.00

Send for Circular of the Latest Cadman Time Saver
Mfd by C. CULMAN, Maple and Hazel Avenues, Maplewood, Missouri

Precision Transfer Press ACCURACY, RAPIDITY,
CLEARNESS ==

Pat. Jan, 14, '08
DIRECTIONS FOR USING: Wipe a clean white powder or printer's ink into the engraving; press
same on to the pad, and, in turn, press the pad on to the article to be engraved. Repeat this operation
as:often as necessary. Copies can be taken on paper for reference.

This press enables the engraver to
transfer repeated impressions on pre-
cisely the same spot as the original,
whether it be on knives, forks, spoons,
spoon bowls, etc. The press has a guide
which insures absolute precision of
location. This uniformity of position is
not obtainable by any other method. The
press is full nickel plated and has three
interchangeable gelatin pads for gold,
silver and plated ware, one of the pads
being convex, making it especially suit-
able for the inside of spoon bowls. The
gelatin pads are of a special quality and
can be interchanged in a trice.

Full Nickel Plated—Boxed ready for
shipment, 7 Vs x5x3X inches.

Price complete
including 3 pads $5.00

THE PARAGON
NNMEN't PROOF

TAGG\NG 0\37V VT
omaclwas..-a1A.1 Int

1tflv 

in 71.1.tqt

tIven, 3flur 11% IttlITI maw.

Litl,e7\1.1 •flst. VSAVO'll .41A% V.11.110% 11.115

C7.1^.S1 itnA CItt 912V.T.

"CNGS

Art--
-

THE PARAGON RING TAGGING OUTFIT
Consists of 1000 superior qua1i131 washable celluloid tags; 1000 eyelets;
1 pair eyelet pliers; 1 bottle indelible ink.
Complete in neat hinged wooden box $2.50

OPEN

Hale

Watch Protector

Patent Applied For

Pat. Feb. 2, 1909

SIZES: 0, 6, 12, 16 and 18
COLOR: Tan Shade
FITS LIKE A GLOVE
Made of fine, soft leather

PRICE $10.00 Per Gross
1.00 Per Dozen

Bifocal Eyeglass
Two Loupes in One

The most Convenient Eyeglass for
Watchmakers and for Examining Prec-
ious Stones, etc.
A bifocal loupe combining the regular
focus you require for ordinary work,
and a high power focus for close and
critical examination.
Always ready for either power. In
hard rubber frames. Made in all foci.
2, 23/a, 3, 3M and 4 inch.

PRICE $1.25

MONOFIL
BEWARE OF IMITATIONS

The Right Kind of Filler For
Monogram Work

For ivory, pearls, celluloid
ebony, wood handle um-
brellas, etc. Is not damaged
by water or ordinary chemi-
cals and sticks tight in the
monogram cuttings. Can be
applied without heating
simply by rubbing it over the
monogram.

ASSORTMENT No. 1—In
six colors—dark blue, light
blue, red, pink, black and
white. Packed 6 sticks in a
box for $100

ASSORTMENT No. 2

—Dark blue, royal purple,
golden brown, green, lavender
and black . . . . $1.00

Any of the above colors 25c. each
Gold  35c. each
Silver  35c. each

FOR SALE BY JOBBERS

 Wholesale Distributers SUSSFELD LORSCH & CO. 90-94 Maiden Lane, NEW YORK

November 1, 1912 THE KEYSTONE

A "Master" Wireless Clock
Promised for the Future

Cosmos of Paris says that dial clocks operated
by wireless waves soon will take the place of the
ordinary electric clock-dial, connected by wire
with a central "master clock." This requires
separate wiring and on this account is expensive.
There are watch factories in Switzerland that

receive the exact hour from the Eiffel Tower
daily," says Cosmos, "but the communication of
the time, minute by minute, to numerous clocks
by electric waves is an entirely new and unexpected
fact. A sufficient power must be given to the elec-
tric wave to permit of precise action, and receiving
clocks must be so built that the hand will make
only one advance movement in a given time, to
avoid all disturbing influences from outside sources
of electricity. Finally, ill hertzian waves not
coming from the sending apparatus must be
neutralized. All these difficulties are solved in the
system of Mgr. Cerebotani of Munich, well-known
for his work in electro-technics.
The experiment would appear to be very simple.

On a table is placed an ordinary clock, marking
seconds, in communication with a relay and a dry
battery operating a wireless sending apparatus.
On another table is a receiving antenna connected
to a clock which, instead of the ordinary clockwork,
contains an electro-magnet and a relay of special
construction. As soon as the second-hand of the
first clock has made its round of the dial the
antenna sends out a wave that operates the
minute-hand of the receiving clock, or of several
such, causing it to advance by one division. The
only difference between this device and an ordinary
electric clock consists in the absence of a connecting
wire. A sending clock placed in any central posi-
tion—on top of a tower, for example—and pro-
vided with an antenna similar to those used in
wireless telegraphy, can thus send out the exact
time to a great number of public clocks, located
in squares, restaurants, offices, etc. A fact worthy
of remark is that the new receiving clocks cost not
more than $3, according to Mgr. Cerebotani.
He proposes to deliver lectures in various European
cities to enable specialists to form an opinion of
his invention."

What to Do When "Shocked"

When a man has received a shock which renders
him senseless, two things should be done as soon
as possible, says Emmett Campbell Hall, in the
Engineering Magazine. Remove the victim from
contact with the electric wire, and revive him by
getting him to breathe. Great care should be
exercised by the rescuer not to get a shock himself.
If a switch is at hand, the current should, of course,
be cut off, but if there will be any delay in cutting
off the current, remove the body from the circuit
by means of a piece of dry wood, using it to push
the body aside or to lift from the body whatever is
carrying current to it. Tools with dry wooden
handles, such as picks or shovels, may be used for
this purpose. The body can be safely grasped
with the hands, if the hands are protected with
several thicknesses of dry cloth, or if the rescuer
stands upon a piece of dry wood. Take hold by
the victim's clothing only, if practicable, not of
the body where bare. If nothing else can be done,
it may be possible to short-circuit the current, and
thus blow out the circuit breakers or fuses. A
short circuit may be made by placing a piece of
pipe or metal article so that it will connect the
two sides of the circuit. For instance, if the
victim is in contact with a trolley wire, the wire,
chain, or what not, should be thrown across the
trolley wire and the track rail, so as to be in
contact with both. In doing this, one must, of
course, be sure that the pipe or chain leaves his
own hand before it touches the current-carrying
part of the circuit.
When the victim has been removed from contact

with the current, turn him on his back, loosen the
clothing about his neck, chest and abdomen, and
place a small log or rolled-up coat in such a way
as to throw his head back and his chest up. Next,

with a piece of dry cloth, take hold of his tongue
and draw it well out. This clears the windpipe
and unless it is done, and the tongue kept out,
the victim cannot be made to breathe. Next,
kneel behind the head of the victim, grasp his
forearms just below the elbows, and draw the
arms backward until they are extended as far as
possible over his head, and hold them there for
about one second. Then slowly push the elbows
forward and downward to the ground, then press
them firmly against the chest and hold them there
for about one second. These movements are to
be kept up until the patient is revived—usually
the victim of an electric shock can be made to
breathe within an hour, and the artificial respira-
tion should be continued at least that long, even
though the victim shows no sign of reviving.
The movements described must be gone through
slowly and steadily. During this time the victim
should be kept as warm as possible, and after he
begins to breathe, his limbs should be rubbed
briskly, the rubbing being toward the heart.

Remodeling a Talking Machine
Having a talking machine of an old model with a

tapered horn I decided to change it into a more
modern type, and this was accomplished as fol-
lows: An auxiliary base was constructed of 1A  inch
wood on which to set the part which revolves the
disks. The inside of this base is so constructed as
to form a horn or sounding box. The two sides
and sloping bottom of the horn-part are made of
3i-inch wood. The form of this box is shown in
Fig. 1. The dimensions should be determined
according to the size of the talking machine.
The connecting parts to the original horn

were turned downward, as shown at A, Fig. 2,

FIG 1 FIG 2

FIG 3

with the opening entering a piece of ordinary gas
pipe of sufficient length to allow an elbow with a
nipple to enter the auxiliary base. The pivot-
holding device for connection A is shown at D
The parts are attached to the box with a clasp, E,
and with three screws in the nipple C, the end
view of which is shown at F. The talking machine
is placed on the auxiliary base as shown in Fig. 3.
This construction produces a talking machine
on the order of a cabinet machine without the
tapering horn.—Popular Mechanics.

Recipes for White Polishing Varnish

1. One hundred parts, by weight, of sandarac,
1,000 parts 96 per cent alcohol, 100 parts Venice
turpentine.

2. Three hundred and ten parts, by weight, of
sandarac, 125 parts mastic, 1,250 parts 96 per
cent alcohol, 75 parts Venice turpentine.

3. One hundred and twenty parts, by weight
of sandarac, 150 parts bleached shellac, 1,200
parts 60 per cent spirit ,100 parts Venice turpentine.
4. Two hundred parts bleached shellac, 1,000

parts 95 per cent alcohol, 100 parts Venice tur-
pentine.
6. Three hundred parts Manila copal, spirit

soluble, 100 parts sandarac, 1,500 parts 96 per
cent spirit, 120 parts Venice turpentine.

6. One hundred and fifty parts soft Manila
copal, spirit soluble, 150 parts pale rosin, 1,200
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parts 96 per cent alcohol, 100 parts thick tur-
pentine.

If it is desired to impart a special gloss to the
varnished surface, it should be polished, after the
last coat has dried, with some alcohol and linseed
oil. Neueste Erfindungen und Erfahrungen.

The Largest Monogram in the World
From railroad trains in the Salt Lake Valley,

within a few miles of Salt Lake City, one can see
on one of the great mountain slopes of the Wasatch
Range in the east, the biggest monogram in the
world. It is a monolithic concrete letter—U—the
initial of the University of Utah. Six miles away,
it stands out in gleaming, white distinctness
against the somber, rugged, sage-covered peak.
Another railroad gives nearly as distinct a view as
the passenger rounds the point of the Oquirrh
Mountains, twenty miles distant.
The monogram is 100 feet long and 100 feet

wide, the width of the concrete is 15 feet and it is
8 inches thick, and the whole covers a plot of
ground equal in size to three ordinary city lots.
Nearly 600 barrels of concrete were used in forming
this gigantic letter.
How the suggestion for such a monogram in

such a place originated is not known, but in 1905
the students of the university determined to carry
the idea into execution, and they assembled on
that mountain slope, dug out a foot-deep trench
to form the letter, and filled it with limestone
found in the neighborhood. Its appearance at
first was as emphatic as it is today; but dust and
dirt filled in between the limestone rocks and
soon turned the great monogram to a dull gray.
Two years later, therefore, the students removed

the limestone and replaced it with concrete. When
it is considered that the slope is one of 40 degrees,
and that no team can approach within a half mile
of the spot, the tremendous difficulty of-transport-
ing material and tools to the place, and of per-
forming the work itself, is fully apparent. But
the boys did it, and they state with pride that
not one nickel was paid for outside help. It was
purely a college achievement.
Every spring, on an appointed day, the entire

college force cleans the "U." They go up there
with brooms, scrapers, buckets and lime, and after
sweeping and scraping the concrete they give it a
spring dress of whitewash. The co-eds go along
with luncheon baskets and feed the husky, vora-
cious students. Then with impressive and solemn
ritual they all circle round the monogram, finishing
by singing the "Cleaning-up Hymn," which, it is
said, was composed by a Uinta Indian student, in
his.native Janguage.—Popular,Mechanics.

Black Nickel for French Gray Work
Ordinary black nickel, as used for producing a

black deposit on work, is too hard for the French-
gray finish as it is too hard to relieve. In order
to be able to relieve it satisfactorily a soft deposit
must be used. The following formula gives a soft
deposit that may be relieved easily and is suitable
for all classes of French-gray work on silver.
To make it proceed as follows: Take 1 gallon

of water and dissolve in it all the sal-soda (car-
bonate of soda) it will take up. In other words,
make a saturated solution.
Take 1 pint of ammonia water and dissolve

in it a mixture of 10 parts of carbonate of nickel
and 1 part of carbonate of copper. Just how
much of this will be dissolved cannot be given as
it will depend upon the strength of the ammonia.
Ammonia, as well known, becomes weaker upon
standing so that it is preferable to make in this
manner. To do it properly mix 5 ounces of car-
bonate of nickel and ounce of carbonate of
copper thoroughly and then add, little by little to
the 1 pint of ammonia until no more will be dis-
solved. In other words a saturated solution is
obtained.
Now add the ammonia solution to the salsoda

solution and the bath is ready.
Use iron or steel anodes and the solution cold.

A very black deposit is obtained that is permanent
and is free from the fugitive nature of black nickel
solutions containing arsenic. The current strength
used is about that employed in nickel plating.—
The Brass World.
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The Parker "Mammoth " Alarm

(CUT ACTUAL SIZE)

HAS the following "exclusive" "PARKER" features: Double
Roller Ratchet Tooth Escapement, Solid Steel Highly
Polished Pallets, Cut Steel Pinions and Cut Hard Brass

Wheels, Oil Reservoirs on all Pivot Bearings, Easy Winding Keys
and Easy Turning Sets, Light Non-Breakable Main Springs. Also
has attachment so alarm can be used either as an Intermittent or
Long Alarm.

In broken lots, $3.23 each.

ONE DAY TIME ALARM.

THOROUGHLY TIMED AND INSPECTED BE-
FORE LEAVING FACTORY.

Packed 24 and 48 in a case Each clock in a separate paper box ; 12 packed
in a dust and waterproof carton ; two and four cartons packed in a case.
No charge for printing dealers' names in lots of 24 or more.

Heavily nickel-plated brass case and trimmings.
The Clock of Quality—Height 734 in.; Dial 5 in.; Gong 4 in.

Furnished with Arabic dials only.

In case lots of 24, $3.13 each. Subject to regular jetveters' catalogue discount

NOT TO BE RETAILED FOR LESS THAN $2.50 EACH.

Manufactured by THE PARKER CLOCK CO., MERIDEN, CONN., U. S. A.

MINN ......  •••■•■■••••••
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AMONG THE TRADE

Arkansas

On October 10 a 90-grain pearl was found in
Black River at Pocahontas by a citizen of that
place. It was valued at $3,000.
Albert Ware, who has been connected with

Edgar Herrick, at Paragould, is arranging to open
a new store at Piggott.

California

The McMurry jewelry store, Tulare, on the
corner of Tulare and J. streets, has been enlarged.
The jewelry store of Ross R. Day, Pomona,

which was opened a few weeks ago in the post
office building, was broken into October 15,
entrance being made at the rear window by the
breaking of glass and opening of the fastening.
Some $200 worth of jewelry was taken. The safe
was not tampered with and valuable diamonds
were left undiscovered. The afternoon previous
two suspicious looking men asked to see certain
diamonds which had not been on exhibit that day,
hence, it is presumed that the men had been
watching the store and had visited it on a previous
occasion. Fortunately, Mr. Day had just received
his membership in the Jewelers' Security Alliance
which offers $100 reward for the apprehension of
the thief.

Connecticut

Morgan and White have succeeded to the busi-
ness of William L. Morgan, Groton.
George Gumberger, formerly with Samuel

Phillips, Stamford, has opened a store for himself
at 489 Atlantic street, Stamford.

William T. Masson, Jr., recently moved from
Bethel, Conn., to handsome new offices in the Opera
House Building, Danbury, Conn., where he has
increased facilities.
Buxbaum & Simons is the name of a new jewelry

firm in New Haven. The two partners are Philip
L. Buxbaum and Malvin L. Simons. Mr. Bux-
baum and Malvin L. Simons. Mr. Buxbaum was
associated with the S. Goodman Company for the
past twenty-five years. He is a member of the
Adelphi Literary Association, the Horeb Lodge,
Order Bnai Brith, Harmonie Club and other
social organizations. Mr. Simons was one of the
founders of and for sixteen years treasurer of
Simons & Co. He was the first treasurer of the
local Fraternal Order of Eagles and is a member of
the Elks Olive branch of Masons, Masonic
Grotto and Harmonie Club.
Their new store is thoroughly modern, conven-

ient, rich and neat. It is finished throughout in
circassian walnut.

District of Columbia

A petiton has been filed here by the creditors of
Max Reiner, 829 Ninth street, N. W., to have him
declared a bankrupt. The petition alleges also
that on October 7, goods were removed with an
intent to hinder, delay and defraud his creditors.
Justice Barnard, in the Bankruptcy Court, issued
a rule on Mr. Reiner, who trades as the Reiner
Jewelry Company, to show cause November 6,
why he should not be adjudged bankrupt. Brand-
enberg & Brandenberg are attorneys for the
creditors. Lloyd A. Douglas was appointed re-
ceiver and his bond fixed at $4,000.
Mr. Middkauf representing Bawo & Dotter, of

New York, called at quite a few of the local
jewelry stores last month combining business with
pleasure. Mr. Middkauf was accompanied on the
trip by his bride.
Ben Greenberg, of 1718 Pennsylvania avenue,

N. W., is one of the charter members of the West
End Citizens' Association formed to look after the
commercial and civic interests of the neighborhood
in which his store is located.

Richard F. Preusser, a locksmith, of 712
Eleventh street, N. W., has again sprung into the
limelight by his collection of "precious" stones.

iEvery once n a while Mr. Preusser obtains some
newspaper notoriety through some find he makes
of a "precious" gem on his Prince George county
farm. This time it's an emerald, for which he
asks $500, weighing more than a carat uncut,
but the local jewelers and National Museum

experts who have seen the find insist that it is
merely a piece of rock crystal or aquamarine.
Mr. and Mrs. Charles A. Goldsmith announce

the engagement of their daughter, Annette, to
William Thalheimer of Richmond, Va. Mr. and
Mrs. Goldsmith will hold a reception on November
6 at the Playhouse, 1814 N. street, N. W.

Georgia

E. M. Andrews, Beacon, who has for several
years been connected with one of the leading
jewelry stores of that city, is now located at 159
Cotton avenue, where he has entered into the
jewelry and watch repairing business for himself.

Illinois

Josephson's Quality Jewelry Store, Moline, has
moved to its new location in the Reliance block,
1514-16 Fifth avenue, and is now open for business.
The Zerweck Jewelry Company, East St. Louis,

recently conducted a week's anniversary sale in
celebration of the completion of twenty years in
business.

Iowa

George Moore, Mt. Vernon, will open a jewelry
repair shop in the near future.
A. C. Erdice, Oskaloosa, has opened a new

jewelry store in that city.
Otto B. Wodell, of Elgin, will soon open a new

jewelry store.
The Thorpe & Co. jewelry store, Sioux City,

held their formal opening on October 12, at which
time souvenirs were given to all visitors. An
orchestra furnished music for the occasion. The
company has removed from the Douglas street
location, which has been used since the Mondamin
hotel building burned last Winter to luxurious
new quarters. The interior furnishings of the new
store are made of solid mahogany and General
Thorpe is especially proud of the fact that all the
furnishings were made in Sioux City. The office
is located on an elevation towards the rear of the
store. The workshops and factory occupy the
back of the room.
Fred J. Neasham, Nevada, a well-known travel-

ing man, having taken a lease on the M. C. Allen
room on Lynn street will, on or before November 1,
open what will be the fourth jewelry store in
Nevada. He was engaged in the jewelry business
there some years ago, but sold to D. W. Boydston
and has since been on the road but continuing his
home in that city.

Kansas

W. T. Warren, of Minneapolis, has sold out to
A. M. Ehly.
F. W. Meyers, of Protection, has removed to

Anthony.
Fred J. Miller, of Coldwater, has offered his

creditors 10 per cent cash, 10 per cent in four
months and 10 per cent in eight months. He claims
assets of $1,236 and liabilities of $3,200.

Oscar Lukens, of Topeka, has accepted a position
with the Bliss Jewelry Company, of Atkinson.

J. K. Venable has opened for business at 613
Commercial street, Emporia.
Oscar Corman, formerly in business at Chanute,

has moved to Albuquerque, N. M.
James A. Michaelson, of Grand Island, Nebr.,

has accepted a position with Walter Starche, of
Junction City.

Clarence Flower has gone into business in
Junction City.
G. G. and C. S. Shipman have moved from New-

ton to Hutchinson.
A. E. Brehm will open a store in Garden City.
J. A. Vaughn, manager of the jewelry depart-

ment of the Boston store in Wichita, has returned
from a vacation spent in Rochester, N. Y.

John Bishop, a manufacturing jeweler of Hutch-
inson, has gone on an extended trip to California.

Allen E. Brehm, formerly of Hutchinson, who
has been engaged in the jewelry business at Attica,
has moved his stock to Garden City where he
now is located.
The J. H. Williams' Jewelry business, Marion,

has been purchased by J. R. Delaplain and he
and Mrs. Delaplain have been there helping

make the invoice preparatory to the formal
transfer of ownership. Mr. Delaplain was in
business at Hope, Kansas, for sometime, but for
several years has been a traveling salesman, with
headquarters at Memphis, Tenn. He is familiar
with the business both from his experience as a
proprietor and a salesman and should have a
successful business in that city. He will greatly
enlarge the stock.

Kentucky

Fred W. Powers, Ashland, the West Greenup
avenue jeweler and optician, is just now completing
his handsome new residence in the Eifort addition
near the Underground Crossing.
Guy Barnett, Hopkinsville, has resigned his

position with Skarry's jewelry store and will take
charge of the jewelry department of the Forbes
Manufacturing Company, vice Robert Holds-
worth, who recently resigned and will leave
Hopkinsville. Mr. Barnett is not only a jeweler
of several years' experience but he just recently
finished a complete course in watchmaking and
repairing, as well as the other branches of the
business.

Maine

Howard 0. Spencer, Caribou, and George T.
Springer, Portland, recently visited Boston.

Massachusetts

Herbert S. Tanner, Providence, R. I., was a
recent visitor to Boston.

J. A. Suter, salesman for the Smith Patterson
Company, Boston, was absent from business
recently on account of illness.
Some of the recent visitors to Boston were:

Henry Messier, Taunton; John A. Williams, Can-
ton; E. T. Bearse, Chatham; C. F. Godfrey,
Hingham; Mr. Gooding, of Gooding Brothers,
Plymouth, and M. A. Albertson, Lawrence.
E. R. Blethern, of Foxcroft, Maine, was a

recent visitor to Boston on business. While there
he attended one of the ball games of the world's
series.
N. G. Wood & Sons, Boston, are having special

alterations made to their workrooms, including a
balcony for the watchmakers.
W. C. Girard, Worcester, and C. S. Cobb,

Mansfield, recently visited Boston.
Frank F. Fulcher, formerly of the firm of Perry,

Stone and Fulcher, of Pittsfield, died recently in
Mattoon, Ill. Mr. Fuller was fifty years of age
and was survived by his mother.
Obed Lyon and S. K. Gurney, of Brockton,

were recent visitors to Boston.
Mr. Desy, of Desy & Lavoie, Fall River, was a

recent visitor to Boston.

Michigan

J. S. Cook, Dowagiac, will move his jewelry
stock from its present location into the Tobias
shoe store the first of the week. He will enlarge
his stock after locating there.
A. S. Putnam & Co., of Hanistique, will open a

branch store in Garden.
F. J. Titus, Zeeland, has sold his jewelry store

in that city to George H. Huisenga & Co. of
Holland. Mr. Titus has conducted the business
there for nearly six years and has been successful.
He has not yet decided what he will do, except
that he will leave Zeeland. The new firm has
already taken possession.

Minnesota

F. W. Seaman, Hastings, has purchased the
building occupied by S. B. Rude, on the south
side of Second street and will remove his stock
of jewelry there just after the Holidays. He
will have the building refitted and remodeled in
the early Spring and put in first-class shape.
Mr. Rude will then occupy one half of it with his
druggist supplies and Mr. Seaman the other half
with his jewelry.
A. S. Black, Danube, is negotiating for the pur-

chase of a jewelry store in a neighboring village.
F. B. Wicklund, who has been employed at

South Center, has recently gone into business at
Sanborn.
W. W. McGuire, of Northfield, made a business

trip to the Twin Cities during the past two weeks.
J. D. Pedersen, of J. D. Pedersen & Co., Echo,

made a trip to the Twin Cities during the past
two weeks,

(Continued on page 2847)
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JEWELERS, DON'T BE DECEIVED

What you
want is a profit-
able sale, con-
ducted by the
right man. Then,
in justice to your-
self, employ only
those who can
positively prove at
the last six or
eight sales they
conducted that
the jeweler
for whom they
made sales will
recommend
them; that is the
best and most
honorable refer-
ence.

WRITE US,
and let us send
you many refer-
ences to prove
that we made
from 23 to 42 per
cent. profit.

We will guar-
antee you pro-
fits.

We then ask
you, can any per-
son do more.

GOTTLIEB & O'NEIL
AUCTIONEERING CO.
ESTABLISHED 1886 TEL. RAND. 288

811-812 Ashland Block, CHICAGO, ILL.

SYSTEM IN STORE
AND REPAIR
DEPARTMENT

is the new slogan of the jewelers as exploited at the
recent conventions held. No business can prosper
nowadays without system. If you wish to systema-
tize your repair department begin by procuring the
first essential—.

The Keystone Record
Book of Watch Repairs

This book has space for sixteen hundred entries
of repairs with printed headings. It takes only
a minute to make each record, and the informa-
tion is invaluable. Price, $r.00.

The Keystone Book of
Repair Guarantees
is a companion book now used by every
progressive repair department. The guar-
antee gives your customer confidence in your
work and assures his permanent patronage.

Price, ,p.00.

PUBLISHED BY

The Keystone Publishing Co.
LOCK BOX 1424

Philadelphia, Pa.

1201 HEYWORTH BUILDING :: CHICAGO, ILLINOIS
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Among the Trade
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T H E

Minnesota—Continued

A. S. Black, Danube, has bought the jewelry
stock and fixtures of Embrick Hanson.
W. B. Steenstrup, Grand Rapids, and his

brother 0. N. Steenstrup will open a jewelry store
at that place.
Oscar Holmes, Minneapolis, will start a jewelry

store in Hastings, about the middle of next month.
The B. A. Day building on Second street has been
leased by him for this purpose and the contract
has been given to Mr. Welch to remodel the
building.

Missouri

R. W. Emery, of Burnham & Emery, Spring-
field, has returned from a trip to New York.
A. G. Barnett has opened for business at

Clarence.
Claud Wheeler, of Columbia, secretary of the

A. N. R. J. A., has added a chinaware department
to his store.
H. L. Raines, of Raines Brothers, Maryville, has

returned to the store after spending several
months in Kansas City taking a course in op-
tometry.
T. Ben Turnbaugh, Bloomfield, has moved

into his new building at that place. His store was
destroyed by fire about a year ago.

J. Fikuart, whose place of business at Frankfort,
was destroyed some time ago by fire, has opened
up a new jewelry and optical store.
S. Randazzo, Kansas City, recently made a

change moving into a larger space just one door
east from his old location. He is now at 106
East Seventh street.
0. F. Rohwedder, St. Joseph, who for several

years past has been associated with local jewelers,
has opened a shop of his own at 120 South Eighth
street. The storeroom has been completely over-
hauled and redecorated. Indirect lighting fixtures
have been installed, and it is now one of the best
lighted and most attractive showrooms in St.
Joseph.

Earl Jose, Bland, has bought out the jewelry
business of his brother.

New Hampshire

Some of the recent visitors to Boston from this
state were: W. I. Hatch, Lancaster; C. H.
Sinclair, Concord; A. F. Grimes, Peterboro;
D. N. Coffey, Berlin and Charles Morse, Lan-
caster.

New York

Roy D. Parker, the jeweler, Middletown, has
removed his store from 48 North street to the store
at 67 North street formerly occupied by the
Orange County Lighting Company office.
Harvey D. Pascal, Fishkill, has sold the jewelry

business he has been conducting on Main street,
opposite the Tompkins hose house, for the past
fifteen years, to William Yates, of Cold Spring.
Papers transferring the business were signed and
immediate possession given. Mr. Yates has been
in the jewelry business at Cold Spring for a number
of years. A few weeks ago his store was robbed
of $5,000 worth of stock, and not a trace of its
whereabouts has been found. It is Mr. Yates'
intention to sell out the contents of the Pascal
store and restock with a complete line of new
goods. He will continue to run his business at
Cold Spring.

William P. Durrant, aged eighty-three years,
died October 15 at the Willard State Hospital,
Geneva, after a brief illness. For fifty-six
years Mr. Durrant was a jeweler and engraver.
Since he retired from business two years ago, his
health gradually failed and with his waning
physical strength came a weakened mental condi-
tion. Mr. Durrant was born in Lowestoff, England
and came to this county with his parents at the
age of two years. For a time they resided in
Onondaga county and then removed to Geneva.
At twenty-five years of age he began his life work
as a jeweler and engraver.

North Dakota

John Fisher, Garrison, has bought out the H. T.
Nelson jewelry establishment there.
E. A. Arhardt, of Lisbon, has bought the jewelry

store at Grand Forks, and C. A. Frost will succeed
Mr. Arhardt at Lisbon.
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C. E. Mikalson, Mott, moved his jewelry stock
from his present building into the old German
State bank building north of the Press office, on
October 10.
C. A. Frost has started in business at Lisbon.
Alvin Brown will engage in business at Regent

very soon.
C. W. Shebley has opened a watch and clock

repair shop at York.
Peter Sovers is making arrangements to open

up a jewelry establishment at Portland.

Ohio

Karl Irwin, representing W. I. Rosenfeld & Co.,
New York, has been spending a few days with
relatives at his home in Toledo. Mr. Irwin has
just returned from a trip through the upper penin-
sula of Michigan and reports a good demand for
diamonds, small and medium stones up to four
grains. The larger stones are selling more slowly
Mr. Irwin will soon leave for a trip through the
far west.
N. E. Hascall, of the J. J. Freeman Company,

Toledo, has returned from a buying trip to New
York City.

Miss Irma Gertrude Kapp and Mr. Burton
Lloyd Jamieson were married October 14 at the
beautiful home of the bride's parents, Mr. and
Mrs. George Kapp, on West Woodruff avenue,
Toledo. The ceremony was performed by Rev.
S. C. Black of the First Presbyterian church. The
bride was beautifully gowned and there were no
attendants. Following the ceremony which took
place in the morning a wedding breakfast was
served after which the young people left for a
honeymoon trip through the west. They will
reside in Toledo and be at home to their friends
after January 1 at 2733 Parkwood avenue. The
bride is the daughter of one of Toledo's most prom-
inent jewelers.
H. J. Worts, of the Merrill-Broer Company,

Toledo, has just returned from a successful trip
through Ohio. He reports business fine and
expects a big holiday trade.

Miss Louise Voight, of Newark, has been em-
ployed as an engraver by Roulet & Son, manufac-
turing jewelers, Toledo. Miss Voight is the only
lady engraver in the city.
L. Beckman, Jr., member of the firm of L. Beck-

man & Co., of Adams street, Toledo, is making a
trip through the middle west in the interest of his
concern.
Dempsey & McMann, manufacturing opticians,

Toledo, report a splendid business which is rapidly
increasing. Owing to the growth of the concern
which is practically new, having been in operation
but a few months, it has been found necessary to
increase the surface department one half.
E. G. Evans, the Minton, China, representative

of Stoke-on-Trent, England, was in Toledo for a
few days with a rare exhibition of china for the
benefit of the J. J. Freeman Company, local dis-
tributers of the ware. The affair was an invita-
tional one, the announcements being sent out by
the J. J. Freeman Company.
C. K. Merrill, president of the Merrill-Broer

Company, Toledo, left Monday for a trip through
central and northern Ohio, looking after holiday
orders.

Miss Anna Swigart and Mr. William A. Hill, of
Toledo, will be married October 30 at 7 o'clock.
The bride is the daughter of John Swigar, head of
the Swigart Watch & Optical Company. Mr.
Hill is an employe of the concern. The young
people will reside in Toledo and will be at home to
their friends after December 1 at 354 Batavia
street.
A large amount of jewelry was secured by thieves

who entered the home of Mayor Devalen Miller,
of Nevada, recently while the family was at church.
The burglars fled upon the family's return but they
could not be captured.
Three diamonds valued at $500 were recovered

from the ashes after the summer cottage of F. R.
Reynolds, of Columbus, at Ruggles' Grove, near
Sandusky, was burned recently.
Dr. Bowersox, a Deshler optician, died at his

home in that city recently after an extended
illness. The remains were sent to Edgerton, for
burial. The greater portion of the deceased's life
had been spent at Ironton, where he was well-
known.
More than $1,000 worth of jewelry including

watches, gold chains, diamond studs and neck-

laces and rings, was secured by thieves who entered
the home of A. J. Hummel, of Cherry Place, re-
cently while the occupants were wrapped in
slumber. Detectives are working on the case
but the thieves have not yet been apprehended.
The J. J. Freeman Company, Toledo, has pre-

sented the Inverness Golf club with a splendid silver
trophy which is to be contested for by individuals.
The individual winning the cup for one year will
have his name engraved on it. The player who
wins the trophy for three consecutive years will
become its owner. Mr. Freeman, head of the
J. J. Freeman Company, is an enthusiastic golf
player and a member of Inverness club.
Dayton police recently captured Lee Chittem

who they believe is wanted in many cities for jew-
elry robberies. Considerable jewelry, much of it
marked, was found on his person. He is being
held pending an investigation.
While Mrs. Walter E. Ryder, wife of a Toledo

music teacher, was conversing with her husband
at his studio in the Zenobia, recently her purse con-
taining $500 worth of jewelry was stolen from the
room. The thief was later captured and the gems
recovered.

After a chase of three blocks which for all the
world resembled a moving picture film in which
the entire neighborhood and a few local police
participated John Lynch aged nineteen, and claim-
ing to be Canadian was captured on a Toledo
street recently. Watches, rings, gems and a
couple of small banks containing small sums of
money were found on his person.
C. C. Cobb, sales manager of the Conklin Pen

Company, has gone to Philadelphia and New
York looking after the Holiday trade. This
company is sending out a circular offering a new
five dollar filigree pen to the trade which seems
to be taking especially well with jewelers in all
sections of the country. This is the first time this
concern has sent out so handsome a pen for that
price. New presses and other equipment have
been added to the private printing plant operated
by the Conklin Pen Company, this being made
necessary by the increased business which has
been coming in.

Oklahoma

L. G. Dean, Clinton, will open a jewelry store
and optical parlor in the Alexander Building, 408
Frisco avenue, that city. Mr. Dean was formerly
at Chickasha.

J. E. Ford has moved from Marietta to Hydro.
The name of the Miesch-Jones Jewelry Corn-

pany, of Muskogee, has been changed to M.
Miesch & Sons, Mr. Jones having withdrawn.
The Oklahoma Jewelry and Novelty Company,

of Oklahoma City, has filed a voluntary petition
in bankruptcy.
E. W. McPheeters, of Seiling, was married

recently to Miss Clark, of Canton.

Oregon

L. W. Ross, formerly located at Wasco, is now
located at Moro, where he has a very attractive
little store.
A space in the Macleay Building, Portland,

next to the corner of Fourth and Washington
streets, has been sub-leased from Max Michel to
the Acme Jewelry Company for a term of five years.
E. C. Barker has leased half a store in Marsh-

field, and is putting in a stock of jewelry.
F. W. Bertram, who recently came to Coos Bay,

from Santa Rosa, Cal., has announced that he will
engage in the jewelry business at that place.
E. L. McCormick recently leased a room in the

American National Bank Building, at Hillsboro,
and will occupy it with a jewelry store and music
business.

Pennsylvania

A new jewelry store will shortly be opened in
Altoona, by two prominent young jewelers and
opticians. The owners of the new place will be
R. P. Miller, of Columbus, Ohio, and W. H.
Moore, of Paterson, N. J., both of whom have been
employed by Jeweler Louis Lippman for some time
past. The gentlemen have leased the store-
room at 1323 Eleventh avenue, formerly occupied
by the Klein Company on which they have secured
a long lease. The fixtures have been ordered
from an eastern factory and the store will be
opened shortly. Both the young men are well
known in this city and their success in their new
venture seems assured.

(Continued on page 2349)
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HOLSMAN & ALTER'S

NEW WATCH BARGAINS
I ANOTHER NEW ONE
t**
1

The new Hayword movement. This is a 15 jewel American
made movement. The lowest priced 15 jewel movement ever put
on the market in 0 and 16 size, hunting or open face. Stem wind
and pendant setting. This movement should fill a long felt want
for the retail jeweler, giving him a high grade American made
movement that he can sell at a little price.

No. 325. 0 size. 15 jewel Hay-
word movement, hunting or open
face, VI plate, patent breguet hair
springs; the cheapest 0 size 15
jewel movement ever put on the
market. White glass enamel dial.
Each   $3.75

No. 225. 16 size. 15 jewel Hayword move-
ment, hunting or open face, stem wind and
pendant setting, nickel damaskeened plates,
breguet hair springs, fancy or plain dial.
Each   $2.75

THIS FILLS
a long felt want, the cheapest American movement on the market
that will fit a full 12 size Open Face or Hunting Case. A 6 size
nickel New York Standard pendant set movement with a band

2 around it making it fit a 12 size case.

•

• Ii

12 SIZE
$185

A

EACH
•

••

•

• 

Mailed on application only.

ass-■•.••■or•■•••rilt•-sw■irsress..611-■its■to■o•-■■-ss-....4.-■••43C

PENDANT

SETTING

12 SIZE

$1
85
100

EACH

HUNTING OR OPEN FACE
No. 179. 12 size. The newest thing in New York Standard movement. 12 size
American made at a low price has come to fill a long felt want, just what the retail
jeweler needs, a cheap boy's size watch, hunting or open face nickel, polished and
damaakeened platea, breguet hairspring, 7 jewel white glass enameled dial, positively
the cheapest 12 size American movement on the market. Each  $1.85

HOLSMAN & ALTER
179 Madison Street : CHICAGO, ILL.
I'. S.—Write for our Latest Optical and Jewelry Catalogue.

Established 25 Years

F. H. REES, Director

"Rees School, founded
on merit"

for Watchmakers,
Engravers

and Jewelers
is the highest grade inslitution of its kind

THE REES SCHOOL

IS THE OLDEST
The Rees School is strictly high class. You cannot afford not
to attend the Rees School. In this school each student is
taken as a private student. Instruction is given entirely by
the president of the school personally. Each student is
taught scientifically, practically, personally, and with the
most modern methods, by a system fully protected by copy-
righted charts, and used only by this school.

A Business and Technical Education

By F. H. REES

Business is what youare after and
business is secured by
confidence; confidence
is obtained by demon-
strating your ability.
'Filen get the business by
becoming a fine work-
man. IT PAYS. Our
method and equipment
enable us to teach you
to do better work quicker
and easier. Write for our
new catalogue. It's free
and a thing of art.

We have the f i nest
equipped school in the
world, and we want to tell
you all about it, so write
for our catalogue.

By F. H. REES

THE REES SCHOOL
Rochester gErakt New York
FRED H. REES, President Rev. M. S. REES, D.D., Vice-President

BIRD LE G. REES, C. E., Secretary

ASK FOR A CATALOGUE OF THE SPECIAL TOOLS USED
• u..n

LEIMAN BROS. POLISHING DUST COLLECTOR
(Patent applied for)

DUST DOES NOT ENTER BLOWER SUCTION AT BOTH HOODS

Some Users
Union League Club, N. Y.
L. E. Waterman Co., N. Y.
Lord & Taylor, N. Y.
Cartier & Co., N. Y.
Gimbel Bros., N Y.
Jas. E. Blake Co., Attleboro, Mass.
Montgomery, Ward & Co., Kansas City.
Eisenstadt Mfg. Co., St. Louis.
The Roycrofters, East Aurora, N. Y.
Star Watch Case Co., Ludington, Mich.
0. K. Mfg. Co., Syracuse, N. Y.
Dueber Watch Case Mfg. Co., Canton, 0.
Keystone Watch Case Co., Waltham, Mass.

Catalog No. 1

LEIMAN BROS.
620 John Street, New York

November 1, 1912

L ITEMS OF INTEREST

Louis Marker, formerly of M. L. Cohen & Co.,
and Harry Marker, formerly with W. M. Stone,

have gone into business on their own account at

27 South Fourth street, Rogers Hotel, Minneapo-

lis, Minn., under the firm name of Marker
Brothers.

On Saturday night, October 19, the officers and

directors of the Hess & Culbertson Jewelry Corn-

pany, St. Louis, Mo., entertained their sales force

to the extent of thirty employes at the Mercantile

Club. This annual affair serves to get the working

force and management close together for ft short

range discussion of general affairs of mutual in-

terest that have an intimate bearing on their

business relationships.

The Spencer Optical Company, 7 Maiden lane,

New York, report rapidly increasing activity in the

optical business and experienced for the month of

September an increase of 15 percent over that of last

year. They recently distributed a small booklet

of some twenty-four pages which has produced

very satisfactory results. All of their specialties

are now enjoying increased popularity and the

firm expects that the improved business conditions

will insure a continuation of this increase in their
business.

George J. Hess, president of the company, was
toastmaster. The dinner was followed by speak-
ing, and many practical and useful suggestions

were advanced by those present. Speeches were

made by George J. Hess, president; S. D. Culbert-
son, vice-president; S. E. Bamber, secretary and
Directors Rolla W. Hess and Leo J. Vogt. All
highly complimented their employes for their
faithfulness and devotion to the interests of the

firm. Short talks were made by a number of the

salesmen and the entire evening was a very enjoy-

able one.

The New England Watch Company, Waterbury,

Conn., has issued a handsomely compiled illus-
trated booklet of its product. The booklet consists

of some twenty pages on which are shown fine
half-tone cuts of the New England watches with a
general description of the output of the factory.

The frontispiece is emblematic of New England,

showing one of the Puritan forefathers holding a

cane and standing proudly erect with a bound

volume in the other hand. A copy of this booklet
will be found very instructive to the trade, espe-

cially at this season of stock selection.

The name of the Tea Tray Company, of Newark,

N. J., has been changed to The National Metal
Stamping and Manufacturing Company. The

Tea Tray Company, of Newark, N. J., was
founded in 1867 by Walter C. Conger but has
since several times changed hands. The principal

line of manufacture in the early days of the com-
pany was serving trays coated with japan. Other
lines of manufacture were taken up in 1872 in the

form of gas shades and later electric light shades

of tin and copper. Electric street lighting fixtures

were taken up next, followed by the manufacture

of phonograph horns. Chemical fire extinguishers

was the last line added. The object of the change

of name is to better express the nature of the

business as it is conducted at the present time.

The R. F. Simmons Company have just issued

a very handsomely compiled catalogue of illustra-

tions of their product. This 84-page compilation

is called "The Fortieth Anniversary Catalogue,"
their business having been started in the year

1873. Illustrations of the original factory in that

year and of their present immense plant shows the
remarkable progress of this concern. The full

page half-tone cuts show their varied product of

chains, including vest chains, lapel chains, Walde-

mars, Dickens' chains, guard chains, neck chains,

fobs, chatelaine pins, eyeglass chains, bracelets,

lockets, seals, etc. Every member of the trade

should provide himself with a copy of this cata-

logue which is a veritable education on chain

designs. This company has also issued a sheet
containing samples of the advertisements which

they are placing in publications of national circu-

lation with a view to directing the public to the
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jewelers' supplies of these goods. These advertise-
ments show the portraits of prominent stage favor-
ites wearing the styles of chains which are now
most fashionable, and samples of which each
jeweler should have in stock in order to benefit
by this publicity.

J. L. Mitchell, the old-established jeweler of
Houston, Texas, has leased his property on the
corner of Main and Preston streets, and will move
on January first to his new location between
Texas avenue and Capitol on Fannin street.

Ben F. Harless, Houston, Texas, recently added
to his force R. T. Crawford, formerly in the jew-
elry business in Temple, Texas, and later with
Studer-Crawford Company, of Waco, Texas, where
he was salesman and assistant manager. Mr.
Harless has recently returned from a trip to Dallas
and San Antonio, and reports that the jewelers in
both cities look forward to a fine holiday trade.

A new folder just off the presses of The Conklin
Pen Manufacturing Company, Toledo, Ohio, is
entitled "Want to Drop a Lot of Extra Five Dol-
lar Bills in Your Cash Register?" This folder
gives full size illustrations of the new sterling
silver filigree Conklin's self-filling fountain pen,
and the company extends this invitation to every
retail jeweler: 'Drop us a postal for our filigree
folder, and we'll gladly send it free." Every pen
sent out of the Conklin factory from now until
Christmas will be accompanied by attractive
Christmas show cards—"silent salesmen" every
one of them.

The American Cuckoo Clock Company, Phila-
delphia, Pa., has achieved another triumph in
catering to the craze for novelty in the matter of
clocks. Popular favor, which has long clung to the
old style grandfather's clock, seems to be veering
away from its time-honored idol and demands
something new, even in that venerable essential
in home furniture—the hall clock. This change
in sentiment was carefully noted by Louis A.
Breitinger, the general manager of the American
Cuckoo Clock Company, who, with his designers,
succeeded in evolving two types of hall clock which
although entirely new in their distinctive features,
retain the atmosphere of the old timepiece. One
of these clocks is named the "Arts and Crafts"
clock, and while sufficiently moderate in price to
be within reach of all, is a very rich piece of furni-
ture as well as a serviceable time-keeper. The
other is know as the "Mission Combination,"
which combines a clock, hat and coat rack, a
mirror, an umbrella stand, an ornamental mantel,
a hall table and a half shelf. Seldom, if ever, has
so much utility been incorporated in the same ar-
ticle of furniture, and now that the season of gift-
giving and liberal purchasing is at hand, it will be
to the interest of every member of the trade to
make himself acquainted with these attractive
goods. The same company has special offers for
the trade in the matter of cuckoo clocks, the terms
of which should be familiar to all jewelers before
purchasing their Fall supply of these popular
timespieces.

Diamond Laps for Grinding

Diamond laps for grinding are usually made

of copper or soft steel, says The Trade and Canadian
Jeweler. To thoroughly charge them, therefore,
so that the diamond powder will be safely lodged

in the metal of the lap and not wasted, a certain
amount of force is required. Some workmen
depend upon careful tapping with a light hammer,

or heavy pressure of a knife blade or burnisher.

Perhaps the quickest and most effectual method
is by means of a hardened steel roller, mounted
substantially in a good handle in much the same
way as the ordinary knurling tool. The roller

is mounted upon a tempered steel pin, upon which
it is free to revolve, and in use the tool is held

firmly down upon the T-rest and applied to the

lap with a rolling motion from side to side. In

this way the diamond powder is readily forced

into the lap which retains its cutting power for a

great length of time. To obtain the final polish

when making alterations to jewels, use a box-

wood lap and No. 5 diamond powder. Charge the

lap by means of a knife blade, the powder being

mixed with oil, and run the lathe at high speed.
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Pennsylvania—Continued

Joseph C. Gibson, of Williamsport, whose
home is at 135 Academy street, died at the Koser
Hospital on October 15, of appendicitis. Mr.
Gibson was taken ill a few days before his death
and was removed to the Koser Hospital, where an
operation was performed. He rallied from the
operation, but next morning suffered a sinking
spell from which he did not rally. Mr. Gibson had
been engaged in the jewelry business in Williams-
port for the past ten years.
P. H. Caplan, Harrisburg, has opened a jewelry

store under the name of "The P. H. Caplan
Company," at 18 North Fourth street, that city.
L. Wolf, a jeweler of Sunbury, is to occupy the

store at 333M Market street in the new Barnasconi
Building.

Rhode Island

Official notice has been made that the Culbert
Ring Company, of Central Falls, is being conducted
by John C. Culbert. Mr. Culbert is also interested
in two other jewelry houses.

Francis Verhulst and Julia Verhulst, of 223
Bernon street, Woonsocket, are registered in the
City Hall of that city as the proprietors of the
Woonsocket Comb Company.

Miss Grace C. McLeish, of Newport, is the newly
elected Grand Electra of the Grand Lodge, Order
of the Eastern Star, of Rhode Island.
Benjamin F. Greene, who has been for the past

six years with C. B. Cottrell & Sons Company,
Westerly, has gone to Providence to take the posi-
tion of expert tool-maker with B. A. Ballou &
Co., Inc.
R. Livingston Beeckman, of Newport, one of

the directors of the International Silverware
Company, and Mrs. Beeckman, recently cele-
brated the tenth anniversary of their marriage
with a reception, followed by a dinner party in
the evening, at their Newport villa, Land's End.

Abraham Colitz is a member of the Woonsocket
Lodge of Elks' committee which is to arrange
for the annual memorial exercises to be held in
the near future.

South Dakota

A. W. Voedisch, Aberdeen, is disposing of his
jewelry stock.
W. A. Bents, Grand Rapids, Wis., has gone

to Armour, where he will take charge of the T.
Norton Store.
W. P. Iverson, Hudson, has been succeeded by

Iverson & Moe.
Herman Jost, a retailer of Presho, was recently

a visitor at his former home, Mitchell.

Vermont

M. D. Armstrong, of St. Albans, was in Boston
recently witnessing the games in the world's
championship baseball series.
Some of the recent visitors to Boston from

Vermont were: F. C. Howard, Rutland; F. S.
Dyke, Northfield; C. E. Mudgett, Ennisburg
Gordon Riddell, of Barre, was a recent visitor

to Boston.

The Window Salesman
Your window displays can be made to sell
your merchandise, by using my hand lettered
window cards and price tickets. The same

as all successful jewelers use. Get ready

For Holiday Business
by ordering a good assortment of these
cards, with Raised White Enamel Letters
on black gold bevel card board.
Send 10c. today for sample and price list.

G EaA. SHAF
R 1201 Schiller Bldg. CHICAGO, ILL.

—Advertisement.
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HARDINGE BALANCE CHUCK, Price fitted. each $3.75

Fitted to No. 38 or 50 Wire Chuck

ill
Brass Jeweling Chuck, per set, $2.00
Steel Jeweling Chuck, per set, 2.50

THESE ARE REAL TOOLS AND ARE
WORTHY OF YOUR CONSIDERATION

Explained in our No. 5 Catalogue
WRITE FOR IT

HARDINGE BROTHERS
3133-3141 Lincoln Ave. CHICAGO, ILL.

Improved Roller Remover
Price. - each, $1.75

Trued Pivot Drill Chuck
Price - each, nc.

% %
LT OUR NEW BUILDING-,,
% at the corner of DUKE and CHESTNUT STREETS, will be
% 

ready for us to occupy sometime in February.

% This building is planned on our best original ideas gathered
% 

during the past fifteen years. We can offer students facilitiespossessed by no other school.
%
%

Not only in new special features, but also in such vita

% 

lthings as lighting, heating and ventilation, our New SchoolBuilding will excel. For instance, our heating system was% designed by Mr. John Cassell, engineer for the Board of Educa-

• 

tion of the City of Philadelphia, who is one of the highest% authorities in the United States on heating and ventilating
% 

school buildings.

% Our exceptional instruction and mechanical equipment are
% 

even better reasons than the advantages of the new building

%
are, for you to choose our school. Then don't forget the wellknown fact that IN LANCASTER you can live better for less

% money.
% The thoroughness of our instruction guarantees you the% highest earning ability when you graduate from
%

The Bowman Technical School 71
of WATCHMAKING and ENGRAVING

LANCASTER PENNSYLVANIA

• 

Write for Catalogue.
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A few minutes each day for a short
time will enable you to provide your-
self the means for an independent
livelihood. We refer you to our correspondence
course in OPTICS which experts declare is the most
complete and thorough, short of a university course.
Hundreds who have taken our course are enjoying a
profitable and growing patronage. Why not you?
Prepare yourself for something better than you are
doing now. The expense is trifling. A regular $25
college course for less than half this sum which you
can pay $2 down and the balance $1 weekly if you wish.
We follow your work, help you to a full understanding
of it, and give you a final exam.—all by mail and
when you pass exam. we give you authorized degree
and DIPLOMA. A postal will bring you full in-
formation. Address

AMERICAN OPTICAL COLLEGE
Department A. DETROIT, MICH.

Oldest Correspondence School of Optics in the World

1
1 Send for FREE

That

Will

Boost

Your

Sales
Increase your sales by at-

tracting people to your windows.
They see goods on display that
they want to buy. Grout's bright
attractive signs will make your
store front attractive day and
night. Let us show you the best
way to advertise.

CATALOGUE and Explanations

GROUT'S EXCELSIOR SIGN CO., Mfgs.
ESTABLISHED 37 YEARS

STREET CLOCKS, WATCH AND JEWELRY SIGNS

No. 14 N. Dearborn St. CHICAGO, ILL.
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THE BOOK THAT MAKES ENGRAVERSThe only really practical book on the cc „v.
engraver's flit is the well-known treatise if which has been compiled byn le A t mai f st tit i it g one who is not only an expertengraver but a successful teacher of engraving. By the study of this book alone, and without the aid of any instructor, hundreds of successful engravers have madethemselves masters of their work and worthy of the highest salaries obtainable in their line. The author has embodied in the volume his own successful methods,which are so well known to the hundreds of expert engravers whom he has instructed in the art in the past twenty years.

Sent postpaid to any part of the world on receipt of price $ 1.50
Published by

THE KEYSTONE PUBLISHING COMPANY
Lock Box 1424, Philadelphia, Pa.
1201 Heyworth Building, Chicago, Ill.

Prentiss' Patent Jewelers' Vises 
For more than 30 years the Best and Handsomest Vises made

.PRENTISS VISE COMPANY La a;f y tte St ,

106110
New York, U.S.A.

ASK YOUR JOBBER TO SHOW YOU THIS VISE
Large Illustrated Catalogue of all kinds of Vises mailed free

2351
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For several months we have published in

the Horological Journals an analysis of a perfect
Watchmakers oil, and we repeat that for a hundred

years Pure Porpoise Jaw properly refined, has been
known to the trade as the perfect Lubricant.

We now produce this oil at great expense from

the Fish to finish.

II

WILLIAM F. NYE
11New Bedford, Mass.
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Watchmaking, Engraving
and Jewelry Repairing

taught by the

MOST MODERN METHODS

Personal instructions by practical
specialists. Enter any time. No age
limit.

WRITE TODAY FOR OUR FREE CATALOGUE

CHICAGO
SCHOOL OF WATCHMAKING

Dept. T

59 East Van Buren St. CHICAGO, ILL.

Makers of

TOWER an STREET CLOCKS
For particulars, write 1.1s, mentioning

TILE KEYSTONE

E. HOWARD CLOCK CO.
Est'd 1842 BOSTON, MASS., U.S.A.

(NUR superior facilities for the remounting of family jewels, and keeping

16, in touch with the latest styles and designs, enables us to turn out special
order work with a nicety of precision and exactness of detail and finish that

is unsurpassed.

CELL1NI MFG. COMPANY, NEW HAVEN, CONN.
Manufacturers of Platinum and 14 kt. High Grade Staple Jewelry

1)14.;KS0N'S

RINC1 SHANKS
Save time and money.

No waste in sawing and shaping.
Assorted finger sizes 5% to 7.
Assorted sizes for Monet weight aU shaped stones.

Write for brae. sample. and pricee.
H. L. DICKSON,

106% Field St.. DALLAS, TEX.

FRED A. HASKELL Letter, Jewelry & Souvenir
ENGRAVER

206 Weybosset St., Providence, R. I.

ENGRAVED SOUVENIR SPOONS
Send us Spoons and we will Engrave

Buildings. $3.50 doz. Names, $1.20 doz. STONE SETTING

V.

I BUY JEWELRY STOCKS
lralson pays liberal cash prices for Diamonds, Watches and Jewelry.
Send stocks no matter how large or small and get immediate returns. Goods will be
returned if offer is not satisfactory. National Bank references given if desired.

M. IRALSON, Masonic Temple, Chicago,
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HIGH GRADE

WATCH AND CLOCK REPAIRING
FOR THE TRADE
Experts on corn-
plicated watches
and clocks, chro-
nometers, wheel
and pinion cut-
tings. Work on
antique clocks
and watches a
specialty.

Twenty years' experience as practical
watchmakers. Tho roughly aquainted
with all foreign and American move-
ments, Formerly with the watchmaker
to the Emperor of Germany.

MAIDEN LANE WATCH REPAIR CO.
9 mum LANE, NEW YORK

Trade Watch Repairing
A Well Equipped Shop

Skillful Workmen
Right Prices and Prompt

Returns

C. H. KNIGHTS-
THEARLE CO.
Columbus Bldg., CHICAGO

HORACE J. SMITH
WATCH REPAIRING

FOR THE TRADE

416 Des Moines Life Building
DES MOINES, IOWA

REFINERS an a ni Silvermi  aanndy

shape—s olids or
Sweep Smelters liquids, roughsweeps, cuttings or

filings. PromptEstablished 1889. returns.
THIS W. L. ROBERTSON CO.

13 and 15 Franklin Street, Newark, N. J.

The Massachusetts School of Optometry
Klein School of Optics

A QUICK JOB,
A FACTORY
FINISH AND

. A PLEASED
CUSTOMER

ARE ALL YOURS
IF YOU USE
SANGER'S
EMERY RING
BUFFS

PROOF OF RELIABILITY
Shown by simple honesty and undoubted cour-
age, for we alone, do not claim to turn out
beginners as competent workmen in less than
two years time. Send for circular.
CANADIAN HOROLOGICAL INSTITUTE

S. W. Cur. Church and Wellesley Sts.
TORONTO, ONT,

If. R. Playtner, Director

DIAMONDS and IF`RCIOUS STON1S

BOUGHT AND SOLD
FOR SPOT CASH

Appraisements made for estates or individuals

J. J. C.:OHIN
1011 Chestnut Street, PHILADELPHIA, PA.

Established 1891
Write for further information

1■11MM,

THE J. D. EWING COMPANY
Manufacturing Jewelers. Jewelry Repairing.

EXPERT REPAIRING ON WATCH SATIN FINISH AND COLORING,
CASES, ENGINE TURNING ENGRAVING, ENAMELING
 TRIAL ORDER SOLICITED 
122-124 SOUTH 8th STREET PHILADELPHIA

A BUSINESS EDUCATION
THE REES SCHOOL, ROCHESTER,

The Former Incorporated and Registered with
the New York State Board of Education

Day and night courses throughout the
year. Students prepared for state
examinations.

Catalogues and particulars on application.

The Massachusetts School of Optometry
168 Massachusetts Ave., BOSTON. MASS.

DALLAS, TEXAS
Expert Watch Repairing for the Trade

Any part of a watch will be
made to order.

A. ZIMMERLI, 1514 Main St.
High-Grade Work Our Specialty

NEWARK BRUSH 
COMPANY

BRUSHES
253 MULBERRY 

STREET 
NEWARK, N. J.

Polishing Set 
Complete, $2.00, 

Prepaid.

COTTON, BRISTLE AND 
FELT WATCH CASE 

BUFFS

FELT AND 
COTTON RING BUFFS

BRISTLE WASH AND 
END BRUSHES

FELT AND COTTON 
BUFFS

BRIcTLE POLISHING 
BRUSHES

SATISFACTION GUARANTEED 
OR MONEY RE 

vti NDED

A Stronger Letter could not be written.
Read what a student says after he reached home, having traveled 2000 miles to attend theRees School. This letter tells the story of results

MR. F. H. REES, Rochester, N. Y. LITTLE ROCK, ARK., Oct. 15, 1912.
Dear Sir: I wish to express a few words of thanks in regard to the instructions Ireceived while attending your school, and would recommend It very highly to any onewishing to take up the study of engraving, or any other branch in regard to the jewelrybusiness.
I not only advanced far beyond my expectations in engraving, but I received manybusiness principles which will be of great help to me in the future.
Again thanking you, and wishing you and your school continued success, I am,Very truly yours, CARL THOMAS, 107 Main St., Little Rock, Ark.

Wheels, Pinions and Parts
For Complicated Watches, Clocks, Chro-
nometers, eta., of every size and descrip-
tion, made and finished to order.

FINE REPAIRING and ALTERATIONS
Winding and Setting Material

E H 
83 NASSAU STREET. . MA TTHEY NEW YORK

St

PTE NTS
Write at onoe for the most liberal offer ever

made for aecuring patents, designs and trade-
marks. Send sketch for free opinion as to
patentability and ask for the " Inventors!
Guide," the finest book published for inventors.

Best references. Established 20 years.

WM. N. MOORIR
Loan and Trust Bldg.. Washington. D. C

CATCHY
ENGRAVING
in SPOON BOWLS at
Popular Prices

LET US ENGRAVE
A SAMPLE

Artistic Monogram and Letter
Engraving. 01Iding.

Send for price-list.

LILL.STRO1S1 c'Ve

AhIand Nebreis.ka

Expert Watch Repairer
Maker of Special Watch Parts,
Adjuster of Complicated Move-
ments. Our work is Prompt and
Satisfactory. Our Prices are Rea-
sonable. GIVE US A TRIAL

M. LIEBERMAN
71-73 Nassau Street New York

EXPERTS
ON

Fine Watch Case Repairing
Manufacturers of Special Cases
Gold and Silver Plating, Satin and
Roman Finishing, Rose Coloring.

ENGRAVING
ENAMELING and
ENGINE TURNING

Swiss and English
cases changed to fit
American move-
ments and all kinds of

RAISED COLORED
GOLD WORK.

The Largest and
PromptestRepair
Shop in Chicago.

SEND FOR PRICE-LIST
THE Rees scHOOL, ROCHESTER, N.V.

A Technical and Practical Education

Hundreds at Jewelers Use
and Sell These

Triumph Lights
System, Stand & Portable Lamps
on the side and make good
money. Why can't you?

A 300 Candle Power Shadowless Light that can
be turned up or down like gas. They meet all re-
quirements of Home,Store, Church or business light-
ing, in or outdoors, at less than half the cost of
kerosene or electricity; simple enough for anyone
to install and operate.
Write for K. S. catalog, it tells all about them.

BRILLIANT CAS LAMP CO.

Dept. 9, 182 N. State St., Chicago, Ill.
J.C.HOWARD &CO.
116 & 118 N. State Street. CHICAGO. ILL.

No. 08 35 een s

No. 622 35 cents

INDISPENSABLE TO THE RETAIL JEWELER
Alt assortment of Wells' Perfect
Self-Conforming Ring Adjusters.
Ask your jobber for them, or I
will send prepaid at once (only
on receipt of price) sizes as
assorted in each unbroken
dozen at the following prices:
1 doz. 10 K. gold, $3.75; 1 doz. gold
filled, $1.00; I doz. metal, M.

Samples of one small and one medium-large gold
filled and one metal adjuster will he sent for
50e., sumps or M. 0. Address

CHESTER WELLS Meshoppen, Pa.

SOUVENIRS
Automobile Name Plates, Watch Fobs,
Flag Pins, Seals, Tie Clips. Prompt
Attention Given to Special Orders.

WRITE FOR ESTIMATES
All shades of Enamel constantly on hand.

CARPENTER & WOOD, Manufacturers
14 Calendar St., Providence, R. I.

No. 659 35 Penis

No. 809 86 cents

No. 671 35 cents No. 651 25 cents

Advertising Cuts
For Jewelers

We have had specially prepared
for the jewelry trade a great num-
ber of appropriate illustrations for
use in newspaper advertisements,
circulars, stationery, etc., and are
furnishing same at a nominal cost.
A few samples, with prices, are
here shown.

Sheets showing the complete
collection—all sizes and kinds—
with prices, will be sent on request.
Order by the numbers under the

illustrations. Money must accom-
pany the order.

The Keystone Publishing Co.
LOCK BOX 1424 PAILADELPHIA, PA.

BECKER & HECKMAN
(Successors to G. F. Wadsworth)

WATCH CASE MANUFACTURERS
AND REPAIRERS

  Everything in the line of  

Watch Case Repairing, Cold and Silver Plating, Satin
Finish Engraving and Engine-Turning

Changing Old English and Swiss Cases to take American
S. W. Movements My Specialty. OLD CASES MADE NEW

Silversmiths' Building
10 South Wabash Ave. : CHICAGO

CROUCH & FITZGERALD

Jewelrg Sample Trunks and Gases
Extra Deep Trunks and Cases Always In Stock

177 Broadway 554 Fifth Avenue
Bet. Cortland t A Dey Sta. Corner 20th Street

223 Sixth Avenue
Between 41st and 42d Streets

NEW YORK

Established 1881 The Largest, Most Centrally and Conveniently Located

NABSTEDT MANUFACTURING COMPANY
RING AND CLASS PIN MAKERS
MANUFACTURING JEWELERS

JEWELRY REPAIRING

Factory and Office, 1101-1121A F.astThirdStreet
DAVENPORT, IOWA

Telephone North 562

tA410,1
/11111460

ITen'

VW SPOT CASH for Jewelry Stooks ipg
I PAY THE HIGHEST PRICES for Diamonds, Watches and Jewelry.

Send stocks at once, no matter how large or small, and get money by return mail.
National bank references upon request. If offer is not satisfactory will return goods.

EMIL NOEL, 541 E. 46th Place, CHICAGO, ILL.
If you should be in Chicago with your stock, make appointment with me
by residence telephone Drexel 5323, or office telephone Randolph 1418

Small Advertisements
No advertisement inserted for less

than 25 cents.
Under heading "Situations Wanted,"

ONE CENT per word for first twenty-
five words. Additional words and ad-
vertisements, THREE CENTS per word.
Under all headings except "Situation.'

Wanted," THREE CENTS per word.
Name, address, initials and abbrevia-

tions count as words, and are charged
for as part of the advertisement.
To insure insertion, send remittance

with orders for advertisements. Copy
must reach us by the 25th of each
month for the Issue of the 1st of the
following month, and by the 10th of
the month for the Issue of the 15th of
the same month.
Send bank checic or draft, or postal

or express money order for $1.00 and
over, sr. postage stamps for smallerni 

If answers are to be forwarded
..,we int 11 

order.
TEN CENTS In postage stamp.

The real name and address of every
advertiser must accompany the copy of

the advertisement.
Advertisers who are not subscribers

should send 10 cents (special issues 25
cents) If they desire a copy of the paper

in which htheir advertisement appears.
Address,

THE KEYSTONE PUBLISHING COMPANY

809-811-813 N. 19th STREET. PHILADELPHIA, PA

SITUATIONS WANTED

Under this heading, ONE CENT per word,
for first twenty-five words. Additional words
and advertisements, THREE CENTS per word.
No advertisement inserted for less than 25
cents.

It will facilitate matters and result to
the advantage of advertisers under this
classification if they will indicate their local-
ity in their advertisements.

BY lady watchmaker, three years' experience;
optometrist, registered in Nebraska; Ne-

braska preferred; other places considered.
Phebe K. Peck, 607-9 Clapp Blk., Des Moines,
Iowa.

YOUNG man, watchmaker and engraver;
permanent position; Wisconsin preferred.

"R 927," care Keystone.

YOUNG man with three years' experience in
jewelry store, and who knows how to do some

watch repairing, would like to connect with
some good jeweler provided there is a chance
to learn and help build up the business; have
good education; good mixer; with no bad habits,
and have the ability and experience to manage
the business if necessary. "L 921," care Key-
stone.

PERMANENT position by watchmaker,
jeweler and fair engraver; good references;

age twenty-four; Minnesota or Dakotas pre-
ferred; others considered. S. 108 S. Bourland,
Peoria, Ill.

GOOD watchmaker wants position, has all tools,
single; salary $18; Illinois or middle western

states preferred. R. R. N., 805 St. James
street, Peoria, Ill.

PERMANENT position by good industrious
workman; practical watchmaker and mono-

gram engraver; young man of good appearance;
trade and school experience; no bad habits; have
all tools; beat of references; samples of engrav-
ing on request. VH 802 S. University street,
Peoria, Illinois.

WATCHMAKER, jeweler and plain engraver;
six years' experience; wish to work under good

man, having store experience and willing to
learn new ideas. "S 922," care Keystone.

WANTED permanent position by experienced
watchmaker and engraver, good reference:

left good position to study optics. It. I. Host-
son, '835 Brandeis, Omaha, Neb.

STEADY position by a young man age twenty-
five as second watchmaker and engraver;

also have knowledge of optics. W. C. Etzbach,
Sedalia, Mo.

A GOOD watchmaker, jewelry repairer, en-
graver and clock repairer; have two years'

experience and am willing to do the very beet
of service; am at all times at hand, asking to
give me a trial, I remain yours truly, W. F.
Kammier, Plymouth, Will.

WATCHMAKER, jeweler and optician,
desires position by February first, six years'

experience, single, age twenty-five, own tools,
no bad habits. Roy E. Hooper, Casselton, N.
D.

WANTED position as watchmaker and en-
graver in jewelry store by married man with

privilege of buying in small town, moderate
salary; Wisconsin preferred. Address D. F.
Schuman, 661 Milwaukee street, Milwaukee,
Wis.
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FIRST-CLASS watchmaker, fair engraver;
can do clock and jewelry work; fifteen years'

experience on all kind of watches; have own
tools and bench, have opticians diploma; sober,
honest, reliable; will go anywhere; A-1 refer-
ences. Henry J. Adams, 2632 Jessup street,
Philadelphia, Pa.

PERMANENT position as watchmaker and
salesman by reputable young man of good

address, with number of years' practical ex-
perience at the trade; for reference and other
information, address Watchmaker, 1024 Knox
avenue, Spokane, Wash., giving full particulars.
Will consider any good position offered by re-
putable firm, but prefer southwest or Canada.

YOUNG man, four years' experience as watch-
maker and engraver; would also accept a

position where stone setting, optical and jew-
elry repairing can be learned; west coast pre-
ferred. Frank Gooden, Marshall, Minn.

HIGH-GRADE watchmaker wishes to make
change; salary $25 to $30 per week; all letters

answered. "P 939," care Keystone.

A-1 WATCHMAKER, long experience, good
plain engraver and stone setter, desires change

about November 15. New England states.
"B 938," care Keystone.

FIRST-CLASS railroad watchmaker, letter
and monogram engraver, optician and sales-

man, American, age thirty-two, unmarried;
fifteen years' experience, open for change at
once. "M 936," care Keystone.

YOUNG man, engraver and refractionist wants
situation at once; prefer a position with op-

portunity to finish trade in watchmaking;
good references. "H 935," care Keystone.

SPECIAL! R. B. Roberts wants position as
watchmaker, I have worked six years at the

bench, and have very few comebacks; can give
best of reference; I also do jewelry repairing;
any one in need of a first-class workman write
me. 317 East Broad street, Texarkana, Ark.

WATCHMAKER, own tools, good reference;
can do clock and jewelry work or run branch

store; middle west preferred. George Peck,
Route 6, Wellington, Kans.

SITUATION wanted by young man graduate
optician, second watchmaker and salesman.

Address M. R. Armstrong, 335 E. Seventh
street, Gary, Ind.

FIRST-CLASS watchmaker, Swede, with eight
years' experience in Sweden and twelve years'

in this country thoroughly competent on all
kinds of high-grade Swiss and American
watches, expert on escapement, hairspring,
balance and position adjusting, age thirty-five;
salary $26 to $30 according to location; best of
references, prefer west, northwest or Pacific
coast. "S 932," care Keystone.

SECOND class watchmaker and good jewelry
repairer. E. Watkins, Davenport, Iowa.

DO you want good watchmaker, engraver,
optician; sober, honest and thoroughly

reliable; state salary and full particulars in
first letter; eight years' experience. " M. 947,"
care Keystone.

As manager of large jewelry store, or jewelry
department of store; have had ten years'

experience at bench, ten years as manager and
five years as traveling salesman. " Mgr."
2210 Western avenue, Minneapolis, Minn.

EXPERIENCED jeweler desires permanent
position, giving general information concern-

ing the business, also looking after sales;
reference exchanged. P. C. Frutchey, 502
Hudson street, Ithaca, N. Y.

SALESMAN, experienced in every branch of
the jewelry business, desires position with a

first class retail store on the Pacific coast or
southwestern states, as salesman, buyer, and
systematizer; unquestionable references; per-
manent position. Address Miller, care of
Waltham Watch Co., Chicago.

YOUNG lady engraver wishes to change posi-
tion; Pennsylvania, New Jersey or Maryland

preferred; samples of engraving submitted upon
request. "B 942," care Keystone.

BY good watchmaker and salesman, fifteen
years experience; thirty-eight years of age;

own tools; can furnish best of reference.
59 W. Main street, Mechanicsburg, Pa.

BY a watchmaker better than the average,
also good on clocks; A-1 references. Address

J. G. Bierman, 1413 Berryhill street, Harris-
burg, Pa.

JEWELERS attention: Educated graduate
optometrist, twelve years' experience refract-

ing, manufacturing, selling, wants position or
proposition south, east or west. Address
Hygrade, 3244 Vernon avenue, Chicago.

(Continued on page 2354)
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WATCHMAKER and engraver desires positionabout November 15; Illinois preferred; A-1references. "M 944," care Keystone.

GOOD American watchmaker wants steadyposition on high grade work; have all tools."D 948," care Keystone.

AN all-around gold and silver electro plater,mixes all solutions and can do fine jewelrypolishing, wishes position with a good concern,can furnish best of references. Room No. 1102,9 Maiden Lane, New York.

WATCHMAKER and jewelry repairer wantsposition; had ten years' experience; expectemployer to furnish tools; salary $15; good ref-erences. King Gatliff, Lineville, Iowa.

HELP WANTED
UNDER THIS HEADING THREE CENTS PER WORD
It will facilitate matters and result tothe advantage of advertisers under thisclassification if they will indicate their local-ity in their advertisements.

WANTED-Watchmaker and engraver fortown in Iowa; references required. H. F.Hahn & Co., Powers Bldg., Chicago.

SECOND watchmaker, state age, married or
single; what you can do in jewelry repairing,etc., and wages asked. E. R. Mason, 69 Courtstreet, Binghamton, N. Y.

WATCHMAKER first-class, also must be fair
engraver, permanent place; $25 week; re-ferences required. C. L. Ruth & Son, Mont-gomery, Ala.

WANTED man who is watchmaker, jewelerand engraver for Illinois; town of about 6,000,good position for right party. H. F. Hahn &Co., Powers' Building, Chicago.

MANUFACTURING jeweler and stone-
setter; good shop; permanent position andgood wages to right man. J. Jessop & Sons,San Diego, Cal.

A FIRST-CLASS all-around engraver for
retail store; good permanent position for theright man; state experience. Address TheHardy & Hayes Co., Pittsburgh, Pa.

SILVERWARE buyer and department man-
ager. An excellent opening for a high-classman to take complete charge of an establishedsilverware department with the largest concernof its kind in the country. (Location, Chicago).Would prefer a man conversant with hotelrequirements. Answer in full giving age,experience, and salary wanted to start. Repliesheld in strict confidence. "N 926," care Key-stone.

FIRST-CLASS watchmaker and engraver;
salary $30 per week; send sample engravingand full particulars in first letter. HollinsBrothers, Lake Charles, La.

WATCHMAKER, engraver, optician, perm-anent; send references; samples and photofirst letter. Cole, Hull & McKerron, Winterset,Iowa.

WATCHMAKER and jeweler, all round man,permanent, healthy climate, must come atonce, send all particulars in first letter. W. F.Stricker, Chester, S. C.

SECOND watchmaker, jeweler and engraver
preferred; state salary and references in letter.Norton's Jewelry Store, Winchester, Tenn.

FIRST-CLASS engraver and salesman, or sales-
lady and engraver. Crescent Jewelry Com-pany, Helena, Ark.

YOUNG man to take charge of jewelry depart-
ment; must be experienced salesman withgood recommendations. People's OutfittingCompany, 48 Michigan avenue, Detroit, Mich.

AT once an artistic engraver, also a first-class
watchmaker, one who understands watch-making from A to Z; good salary. AddressJ. P. Bader, Clarksdale, Miss.

ENGRAVER capable of engraving good mono-grams and old English; send sample of work;state wages. George E. Tuttle, 611 BayState Building, Lawrence, Mass.

ASSISTANT watchmaker and engraver, fine
chance for young man to finish trade undera fine Swiss workman; write at once with re-ferences and state salary. Theodore Shaffer,Cordele, Ga.

A FIRST-CLASS engraver, who can do jewelry
repairing and stone setting; permanent posi-tion and gcod salary; references wanted. A. J.Rankin Company, Inc., 108 S. Jefferson street,Roanoke, Va.

HELP WANTED

A THOROUGHLY good watchmaker; perm-
anent position and good wages; state refer-ences and ability. Albert Zoellner, Ports-mouth, Ohio.

COMPETENT jeweler and engraver; musthave own tools; state salary and send refer-ecnes. Fenn & Ellison, Tampico, Ill.

AT once, expert watchmaker, artistic engraver,
temperate habits, none but the beat needapply; good salary, permanent position to com-petent party; send references and samples ofengraving with first letter. E. Karthaus'Sons, Huntsville, Ala.

SECOND assistant watchmaker, who can takecharge of clock repairs; give references andsalary wanted and full particulars; permanentposition with good prospect for advancement.Address Charles S. Stifft, Little Rock, Ark

WANTED-Watchmaker and engraver. L.Loeb, 927 State street, Erie, Pa.

WATCHMAKER, jeweler, engraver, youngman preferred with good address; good re-ferences, state salary expected. C. C. Young-love, Newberry, Mich., fifty miles from SaultSte Marie, Mich.

RESPONSIBLE, capable watchmaker andengraver by December, to take charge ofbench work; permanent position; might con-sider partner, January 1; with $3,600 capi-tal; good Oklahoma town. "G 937," careKeystone.

MATERIAL man or watchmaker to take aninterest in the only wholesale jewelers' supplyhouse in large territory; I want a hustler, a manthat will work for out mutual interest, to alter-nate with me on the road; about $2,000 re-quired. Write C. W. Primrose, Walker BankBuilding, Salt Lake City, Utah.

WATCHMAKER and engraver wanted;steady employment. Rothstein's, 629 Mainstreet, Johnstown, Pa.

FIRST-CLASS engraver or engraver and
watchmaker; good salary to a good worker.Wallenstein, Mayer & Co., 81-89 Fourthavenue, East Cincinnati, Ohio.

WATCHMAKER wanted-We wish to employa first-class watchmaker, who is sober,industrious and accustomed to high-grade work.We have a permanent position for the rightman at $125 per month. Address, withreferences, George T. Brodnax, Inc., 22 SouthMain street, Memphis, Tenn.

NEED a watchmaker and engraver. WriteC. C. Wendt, Avoca, Iowa.

ENGRAVER, young man who has some abilityand wish to improve under an expert; steadywork and chance for advancement for the rightman; state age, experience and salary expected;send samples. Drawer 1127, Kansas City, Mo.

A MAN (traveler) to carry side line of watchjewels; liberal commission; take orders only.Marlow & Co., St. Charles, Ill.

FIRST-CLASS watchmaker and engraver;
permanent position; good salary. BeilensonJewelry Company, Helena, Ark.

ENGRAVER, must be good man; fare paid.Address stating wages, Meyer Jewelry Co.,Holey Bldg., Kansas City, Mo.

HULSE Bros., Middletown, N. Y., have anopening for a first class watchmaker, clock,and jewelry repairer; state age, experience andsalary.

WANTED
UNDER THIS HEADING THREE CENTS PER WORD

WANTED to buy jewelry stock; send surplusstock to me and get money by return mail.Emil Noel, 641 East Forty-sixth place, Chicago,Ill.

WANTED to buy-Jewelers' polishing lathe,
&MB blow pipe outfit, optician's adjustabletable, Geneva lens measure, watch sign andspectacle sign. J. W. Brewer, Haskell, Texas.

FOR SALE
UNDER THIS HEADING TIIREE CENTS PER WORD

Stores, Stocks and Businesses
ESTABLISHED jewelry and optical businessin North Dakota county scat of 1,400; mo-dern city; big territory having the best cropIn years; guarantee to show better than 100per cent profit on investment; $31,850 businessin six years; stock and fixtures reduced to$1,304.00; for quick sale goes at seventy-fivecents on the dollar; store rent $20 per month;owner going to Oregon to practice Neurology.Don't answer unless you have the cash. H. H.Hovda N. D., Bottineau, N. Dak.

JANUARY first I will sell my fixtures and heavygoods; take all of jewelry; this is richestfarming county in state of Illinois; want to goto larger town. "S 924," care Keystone.

FOR SALE

Stores, Stocks and Businesses

FINE jewelry and optical business in a livegrowing manufacturing town in easternPennsylvania, about 4,000 population, goodschools and seminary; water works, gas andelectric lights; established thirty-four years;good repair trade; clean stock, light competi-tion; invoice $3,000; can reduce to suit or giveterms. "G 913," care Keystone.

EXCEPTIONAL. An established jewelrybusiness in western Colorado City, has tworailroad street and interurban electric lines;mountain water and paved streets; chief in-dustries, fruit raising, farming, lumber, miningand sugar factory. Government irrigationproject to be started in about 6 weeks, expend-ing about $3,000,000; good opportunity; cashdiscount stock and fixtures about $5,000;good reason for selling. Address Harry A.neaten, Telluride, Colo.

JANUARY first-Good paying and fast grow-ing, clean jewelry, optical, and musicalbusiness in New York State town of about5,000, invoice about $3,000, other interestreason. Those who mean business only."P 941," care Keystone.

RICHMOND, MAINE; am sick and mustsell stock, fixtures, tools, material; about$2,100; will sell for $1,500 cash; old stand,run seventy-five years; about 2,500 inhabitants;shoe factory, saw mill, cotton mill. A. F. Wil-liams.

MUST GO before cold weather on account ofpoor health; will sacrifice on one of the bestjewelry and optical businesses in southernMichigan, an exceptional opportunity. M916," care Keystone.

A FIRST-CLASS up-to-date manufacturingplant in city of 235,000; doing a business of$25,000 to $30,000 a year; cheap rent; ma-chinery, tools and fixtures cost price $11,500;will sell for $9,000; this proposition will bearinvestigation; can give good reason for selling."W 299," care Keystone.

DRUG and jewelry store in Minneapolis,doing about $20,000 business per year, lowrent, good location, will require about $9,000 tobuy. "B 906," care Keystone.

JEWELRY, stock and fixtures, best town inIowa, population 30,000; inventory $2,500;fine location, reasonable rent, good reason forselling, snap for some one; act quick. Box 501Waterloo, Iowa.

ON ACCOUNT of sickness will sell my stockand fixtures; have a good business, cleanstock, etc., and the buyer will secure a goodproposition; the store being established forforty years; location western part of Illinois;Investment required about $3,000. AddressA. J. 16, 1201 Heyworth Building, Chicago.

JEWELRY and optical business county seat,four railroads, best town of 5,000 in thenorthwest, price $5,000; get in for the Holi-day business. "R 940," care Keystone.

ONE of the prettiest jewelry establishmentsin Michigan, new marble front, enclosedplate glass windows, corner store in the verybusiness center; annual business $26,000 to$30,000; established 45 years; long lease at $75a month; city now booming with railroad shopand manufacturing; richest farming countryin middle west; a great bargain and unusualopportunity. Address at once. A. G. Bed-ford, Ionia, Mich.

SMALL jewelry store, town of 10,000 popula-tion, western Pennsylvania; good chance tostart in business, best of reason for selling; rent$12.60 per month; stock and fixtures for $1,200if taken before November 15. "B 925," careKeystone.

MY jewelry and loan office fixtures; lease andgood will; I have the best place of its kind inTexas for any one wishing to go in this business;business paying big right now; clean, freshstock and every loan a good one; good lease.K. H. Cawthon, Houston, Texas.

JEWELRY and optical business, in a goodtown of 2,000, gas and water, (county seat onB. & 0.), invoice $4,000; will sacrifice, goodreason for selling. J. F. Brokaw, Ripley, W.Va.

ABOUT $2,300 cash will buy stock of 'jewelryand fixtures in San Joaquin Valley, Cali-fornia; population 15,000; growing town inheart of orange and fruit country; am going toquit the jewelry business. "T 933," careKeystone.

JEWELRY stock and business, in prosperousNorth Dakota town; fine repair trade;large well settled territory; closest repair manforty miles; good prices; healthy climate.Stuart G. Watt, Stales, N. Dak.

ONLY jewelry and music business in Nebraskatown of 700; first-class crops; large territory;write for particulars. "F 934," care Keystone.

JEWELRY and book store, whole or half in-terest; reason for selling more work than onecan do. Address Box 7, Colchester, Ill.

FOR SALE

Stores, Stocks and Businesses

$1,360 STOCK in eastern Kansas town of 700;entire stock put in since June 1; no opposi-tion; fine farming and stock country thicklysettled; bench work $65; can't stand insidework. "M 948," care Keystone.

GOOD-PAYING established jewelry and op-tical business in live Nebraska county seattown, 3,000 population; stock and fixturesInvoice $5,000; can reduce to suit, rare oppor-tunity. Address Box 66, Schuyler, Nebr.

JEWELRY store doing good business; first-class stock, nice fixtures, good location;10 per cent discount from invoice; $1,500 cash,balance terms. Box 296, Rocky Ford, Colo.

JEWELRY store for sale; best city in eastern
Oklahoma; population 40,000; this proposi-tion is good and guaranteed; write for par-ticulars. "H. 949," care Keystone.

PAYING jewelry business, want to retire; willsell fixtures and any part of stock desired;fine opening. C. W. Littlefield, Remington,Ind.

FOR sale in San Francisco, Cal., stock, fixturesand good-will, good opportunity for optome-trist and watchmaker. I. Povelsen, 178Church street.

JEWELRY and optical business in live townof over 6,000 in southern Michigan; only oneother jeweler; snap for some one. "M 930,"care Keystone.

DON'T freeze hi the winter and swelter in thesummer, come to southern California wherethe weather is always good. Buy the bestjewelry and optical business in the state.Watch repair $4,000 to $4,500 a year; opticaldepartment $2,000 to $2,400 a year; jewelryrepair $1,200 to $1,500 a year; sales around$26,000. This business is located in a city of17,000 surrounded by the best orange and lemoncountry in America, and three transcontinentalrailroads run through it, an electric line con-nects all the small towns. The R. R. payroll$160,000 to $200,000 a month. "M 928," careKeystone.

IN one of the principal cities of Mississippi,an old established jewelry store, under pre-sent ownership forty years; owner wishes toretire; stock and fixtures invoice $12,000.A. I. 18, 1201 Heyworth Building, Chicago.

GOOD buying jewelry store in Mississippitown of 4,000; all repairs can do; going to cityto do business; act quick. Can reduce to anyamount. "R 923," care Keystone.

FOR SALE
UNDER THIS HEADING THREE CENTS PER WORD

Miscellaneous Merchandise and
Equipment

FRANCIS Engraving Machine, Type, etc.,good condition; first check for $15 takes it.J. C. Powers, Westfield, N. Y.

I OFFER for sale January 1, 1913-1 DieboldBurglar-proof safe, 44 x 60; 1 nine foot tallMercury Pendulum Regulator; 1 Roll topWork Bench, all in good condition and at abargain. "NI 945," care Keystone.

SHIP chronometers for sale, in fine condition;price $50, $75, $100. W. H. Enhaus & Son31 John street, New York City.

SECOND-HAND work benches, hand andpower, flat and wire rolls, anvil and block,small foot and screw presses, one Oliver footpower lathe, one bar annealer (American),one grindstone, one electric polishing head,small pressure blower, sand blast, one polishingdust collector, ring bender, scale stools, foot-power polishing machine, also other tools. Lei-man Brothers, 62 F. I. John street, New York.

GENUINE C. W. T. Company out-doorelectric watch sign at bargain. "C 508,"care Keystone.

SPECIAL tools for difficult watch work, no-where else to be had; price list free. FerdFreistadter, Waltham, Mass.

1 LOT Show case trays, regular size, oak frames,stock in good condition, for all differentkinds of goods, will sell cheap, let me knowyour needs, will send list. F. H. De Witt,Port Clinton, Ohio.

GOOD engraving machine cheap and in goodorder for cash. F. S. Geidl, Breckenridge,Minn.

ONE engraving machine made by Eaton &Glover, their best machine with equipment;in best of condition as good as new; cheap iftaken at once. "R 920," care Keystone.

RIVET No. 2 Lathe and necessary tools, at abargain, good as new; for particulars writeA. L. Mendelasohn, Red Cloud, Neb.

ONE jewelers' trunk with three telescopes andtrays; $15; bargain. M. Mendenhall, NewWeston, Ohio.

FOR SALE OR EXCHANGE

UNDER THIS HEADING THREE CENTS PER WORD

CLEAN stock and fixtures in hustling town,
Northern Indiana; about $2,500. What

have you with cash? Claude R. Stopps, Nap-
panee, Ind.

GOOD Webster-Whitcomb lathe for sale or
trade on engraving machine. Leo Nokes,

Vermillion, S. Dak.

HUMMER monogram saw, or No. 5 Blickens-
dorfer typewriter want Sheff ring stretcher

or slide cornet. Brehm, Rochester, Pa.

MUST sacrifice, new, New Century engraving
machine, $100 outfit, cash, diamond or what.

0. Hernias, Hot Springs, Ark.

RESIDENCE and jewelry business in central
Kansas town, value of both $3,000; I want

improved farm in the Virginias. "C 929,"
care Keystone.

H. P. D. C. ELECTRIC motor, 1/6 H. P.
meter motor. Hummer monogram saw,

(new), two foot wheels. C. S. Osgood, Houl-
ton, Maine.

NEW Centuryengraving machine for sale cheap
or exchange for wall case, safe, diamonds or

watches; new machine. Ora N. Brodt, Bloom-
ington, Wifl.

SPECIAL NOTICES
UNDER THIS HEADING THREE CENTS PER WORD

I PAY 20 per cent more than any one else
for your surplus diamonds, watches and

jewelry; money sent by return mail: bank
references. Emil Noel, 641 East Forty-sixth
place, Chicago, Ill.

HIGHEST cash prices paid for diamonds
and watches, immediate returns made, bank

references given. M. Iralson, Masonic Temple,
Chicago, Ill.

$100 REWARD, we will pay for the name of
any jeweler whose unsold rings, of our make,

we refused to exchange for other set rings.
Block Ring Company, 264 Pearl street, Buffalo,
N. Y.

COMPLETE finished escapement models in
running order, $15; the best window attrac-

tion for jewelers. For particulars write the
St. Louis Watchmaking Schools, St. Louis, Mo.

BUSINESS NOTICES
UNDER THIS HEADING THREE CENTS PER WORD

WANTED-Every one desirous of improving
himself in watch work, jewelry work and

engraving to address Bradley Polytechnic
Institute, Peoria, Ill., for one of their latest
catalogues. A postal card will get it. See ad.
inside back cover.

NOTICE-I have removed from 727 San-
som street to 807 Sansom street, Phila-

delphia, where I will continue to buy all kinds
of gold and silver; also refine all kinds of jew-
elers' waste containing gold and silver. Send
by mail or express and receive prompt attention.
J. L. Clarke, established 1870.

OLD cases restored to look like new; Roman
and satin finishing. Art Watch Case Com-

pany, 8 North State street, Chicago.

DIAMONDS at great bargains, $45 per karat
and up mounted rings and other diamond

jewelry bought from private people sold at
half the regular price. Sent on memo. bill to
rated dealers. Sold for cash only. Dan I.
Murray, Broker, 8 Maiden lane, New York.

ELGIN Horological School, the oldest and most
practical school for watchmakers, send for

catalogue to Elgin Horological School, Elgin,
Ill.

SEND your watch-case repairing to Art Watch
Case Company, 8 North State street, Chic-

ago.

I PAY the highest prices for watches, diamonds
and jewelry; send stock at once, no matter

how large or how small, and get money by
return mail. All kinds of references furnished
upon request. Emil Noel, 641 East Forty-
sixth place, Chicago, Ill.

FOR first-class work and prompt service try
Art Watch Case Company, Champlain

Building, 8 North State street, Chicago.

THE Omaha Watch Repairing, Engraving and
Optical Institute are receiving so many calls

for competent workmen, they are unable to
supply the demand. Those who contemplate
taking up this line of work should write us
before going elsewhere. We have expert in-
structors who take a personal interest in each
student, and they are given individual instruc-
tions in all branches of the work. By our
methods, we qualify you for a large salary, or
you can be independent in your own establish-
ment. We cannot explain the great oppor-
tunities there are for you in this business in
an advertisement. But we will gladly send
our prospectus to those interested. Write us,
Tarbox & Gordon.

BUSINESS NOTICES

OLD English and Swiss key-wind cases changed
to take American stem-wind movements;

hunting cases changed to open-face. Art
Watch Case Company, 8 North State street,
Chicago.

I WILL buy your diamonds and watches and
pay you liberal spot cash; money by return

mail. M. Iralson, Masonic Temple, Chicago.

MODELS
ciKade of Clocks,
Watches, Meters,
Novelties, Etc.

Wheel and Pinion Cutting, Experi-
mental Work and Repairing.

Lux Model Works
53 E. Farm St., WATERBURY, CONN.

LEARN
%JEWELERS
ENGRAVING
"The School that GraduatesExperts"
A fascinating trade that pays big salaries,
easily learned, taught thoroughly and prac-
tically by correspondence. We will teach
the beginner better engraving than he can
gain in years of rigid apprenticeship. We
will improve the skill of any engraver and
make him master of the trade. The demand
for competent engravers far exceeds the
supply. Send for handsome illustrated
prospectus, mailed free.

PAGE-DAVIS SCHOOL
Suite 10, Page Bldg. CHICAGO

ifisioX
oldwork

•THE.KINDIOU•CALL-YOUR -OWN

Room 1112, Masonic Temple, Chicago, III.

EXPERT
Watch Case Repairing

and

Watch Case Manufacturing

Gold and
Silver
Plating,
Satin
Finishing,
Engraving
and
Engine-
Turning

Old English
and
Swiss Cases
changed to fit
American
Stem -Wind
Movements

Special Cases made to order in Gold and Silver
for English, Swiss and American Movements

OLD CASES MADE NEW

F. H. JACOBSON CO.
209 State Street Chicago

Send for Our New Price-List

KANSAS CITY
Watchmaking and
Engraving School
This is the school you should attend.
Investigate it I Send for our new art
catalogue, it's free for the asking and
explains fully our courses and methods
of instructions, together with some
excellent samples of engraving. : : :

OSCAR W. DREYER, Principal
815 E. 12th St. : Kansas City, Mo.

EXPERT WATCH REPAIRING
TO THE TRADE

ERICHSEN, KRAUSE tfie CO.
1006-37 S. Wabash Ave., CHICAGO, ILL.
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"My Business Was Built Up By
Master Salesmanship"

Let the Good Work Continue. The commercial activity and productive sources of the country show a healthy and most en-couraging condition. Anticipate your wants. Our patrons inform us that they are making good
money on our goods. We have positive proof that this is true for they are continually sending us repeat orders. Our goods are attractive both
as to quality and price, this makes them winners. The quality is dependable and the best of workmanship is what produces great results. If
you wish to be progressive, handle our goods as your customers will not be slow in recognizing their merits.

ANOTHER REDUCTION IMPROVED "ILIKIT" SANITARY ORIN PRICE SHELL GUARDS
In Gold and Gold-Filled Mountings and With Rim or Frames.

SP 1.:OT A L OFFEIL-One sample set of gold-filled 12 "Ilikit" mountings, etched on lenses, in
neat velvet-lined case for fitting, $'7.50 net.

"From a $23,000.00 business yearly in two stores to a $150,000.00 business yearly in one store, allin three years' time."

This is the wonderful story of Fred Brodegaard. Following is his own account of how it happened:
"Three years ago I operated two stores, a block apart. My yearly sales in the two stores were$23,000.00. I decided to close out the poorer store and consulted Mr. R. B. H. Macrorie as to whatcould be accomplished. He stated his closing out by auction of one stock would add to my reputationand increase my business. The sale was held according to his methods. We sold $17,632.50 in fiveweeks, closing out one stock. New customers were secured and business boomed in the remaining store.I sold $50,000.00 the following year. The next year I heard rumors of poor business among neigh-boring jewelers, but I again sold $50,000.00. My idea is that if you stand still you go back. I could notafford to go back, so I leased a larger store a block away, as I decided my store was too small inwhich to increase my business. If an auction helped increase it once, why not try it again ? I didso, this Spring. Mr. Macrorie sold $30,385.00 for me in five weeks, and we opened the new storewith a great hurrah. Business more than doubled at once. I have kept a record of each day'sbusiness. I sold $10,000.00 in June, this year. I sold $11,000.00 in July and about the same in August.I am writing this Sept. 12, 1912. My cashier states our cash sales last Saturday (one day) were $1,576.00.From the present outlook my sales will run over $150,000.00 this year. Business is increasing daily.When it stops increasing I know how to stimulate it. I will do it again. Have another sale. Oneof those pleasant, entertaining, convincing, trade-attracting sales of the master auctioneer-Macrorie."Signed at Omaha, Nebr., at the Sign of the Crown and the Golden Stairs, by Fred Brodegaard, of theFred Brodegaard Jewelry Co.

R. B. H. MACRORIE
WRITE OR WIRE ME AT ONCE

• • • • AUCTIONEER FOR THE•• • • LEGITIMATE TRADE ONLY •• :: CHICAGO
825 UNITY BUILDING TWO MEN AT PRICE OF ONE

• •

The Jeweler's Retail Business increases after my sale, his reputation is greater, his standing is higher in the community, and.I get him prices for his merchandise

Gold-Filled Rimless 1 10-12 K. • •
Per Doz.

 $ 6.00
6.00Gold-Filled 12 K. 1 10 ILIKIT Shell Guards

The New Eyeglasses

Per Pr.
$ .60
.60

ROCKING AND

RIGID GUARD

0-4

t:4
Per Doz. Per. Pr r„

ALUMNO ILIKIT Sanitary Guards   $ 3.50 $ .45

Gold-Filled Rimless 1 30-12 K.   4.00

Solid 10 K. Gold, Rimless . • • • • .  15.00 1.40 F.

When one dozen or more are purchased at one time we allow 10 per cent. off for cash. ‘sts/

Reisner's Improved Lens Measure at   Net, $3.00 each

OXFORD-HARVARD-VARSITY
In Solid Gold. 10 and 14 K. Gold
Filled 12 K. 110. Also in Genuine

Shell and Celluloid.
We wish to increase your trade.

Hem is a rotind eyeglass that will
appeal to the best class of trade. NI)
Mallet hOW 111:111Y eSeghISSeS they
have, when they see lids they will
%vain one more. It is called the
"Harvard." In solid 10 K. gold they
cost $48 to $126.00 a dozen, and in
12 K., 1/I0 gold filled, $8 a doxen•
They are also made in silver, gun-
metal, shell and celluloid, ;old are

38 to 44 mil 'hooters in diameter.
Let your customers know you
have these and you will be sur-
prised at the great demand.

Silk Ribbons-Extra (2ualitY . per doz., $1.50 I SeWed Leather Eyeglass Cases - Extra, per don., $2.00
Silk Ribbons   1.00 I Sewm1 Leather Eyeglass Cao-,-Fine. 1.80
The oXFORD are made in Gold, Silver, Shell :tml Folding with Catch. DON'T WAIT-ORDER NOW.

g•-••■••■••■•■••■••-••••••■•-••■■••■••-•■••-•■••-■-••■••-sti 1i

r. H. E. GLENDORE & CO. i.
i. Auctioneers of Established Ability
i 1114 HEYWORTH BLDG.,

CHICAGO, ILL. 
We guarantee you against loss and protect your reputation.Our methods are open and above board. We have made money forhundreds of retail jewelers. They are our best references.We made sales for the following jewelers during the past twoyears: Write any of them.••

•
•

•

If you are considering an auction write or wire us for dates.
rt1■1■110■1■Il014,1101.411■41■111■•••■■•110.•111■01■0111■1111■ NAIIP■assAM

R. Lee, Waterloo, Iowa
Black and Garrabrant,

Waterloo, Iowa
Geo. J. Allen,

Marshalltown, Iowa
T. K. Smith, Oskaloosa, Iowa
N. Itoitman, St. Louis, Mo.
C. E. Hurd, Rockford, Ill.
Chas. Axt, Rockford, Ill.
Clinton E. Dice, Joliet, Ill
W. H. Peneck, Martin, Tenn.
H. L. Dix, Holly Springs, Miss.
E. I. Pitman, Amarillo, Texas
W. M. Warren, Paducah, Ky.
A. J. Klimek,

Thief River Falls, Minn.
H. Y. Webb, Greensboro, Ala.
Joe Friedlander,

Memphis, Tenn.
Klimek Bros., Superior, Wis.
H. L. Morrison,

Pittsburg, Kansas
Henderson Jewelry Co.,

Henderson, N. C.
Doc. Cruthers,Bloomington,I11.

CHICAGO SALES
A. Keampfer
Sam. Trocky
A. Lindquist
Sam Korf
Turner Bros.
F. B. Tinker

"BILLY" NOONEY,
DIAMOND AND JEWELRY

Auctioneer

HAND ME your Sale and
I will Get You the Money.

All sales-personally

conducted

I have devoted over 20 years
of my life to the Jewelry Auc-
tion Business exclusively.
I know every crook and cor-
ner in the road.
I have thoroughly learned the
art of handling Jewelry stocks
profitably in any locality and
that to the entire satisfaction
of the owner in every particu-
lar. My Methods are up-to-
dale. They are pleasing and
I Guarantee them profitable
to those who employ me.

Please write for Terms and Dates.
Correspondence Strictly Confidential.

BILLY NOONEY, L Box 564, Detroit, Mich.
1914 11TH STREET, - - SUPERIOR, WIS.

Don't Buy a Trial Case Until You See The

AUDEMAIR 10 Per Cent Dis-
count for Cash,

Send for Our Complete Catalogue of Other Styles
THE ACME OF PERFECTION. FROM $10 to $89

Over Twelve Thousand 112,0001 Satisfied Owners of the Aude.
mair Prove Our Claim for the World Renowned Trial Case.
For office, in Oak and Leather, also traveling, with divisions for
Stock and Lenses, we offer a Trial Case known as the Special,
$29.70 net. No. 1030. 166 lenses and discs.

Special -Aluminum
Eye Glass Cases, lrghly polished,
lined with velvet and spring back
at $17.50 per gross. Spectacle cases
at $21 00 per gross.
Genuine spring beck leather cases, $12.00 per gross
Imitation " " " " 10.00 " "

05525.
5524.
5525.
V504.
1.'565.
5354.
5355.

GOLD-FILLED SPECTACLE FRAMES c-.)
0No. 1, 0, 00 Eye. Nlade by the I PROVED :11ETII0D.

EXTRA EINR■11, WE1,I, T1.■1PERED, HIGHLY LUSTEltED.
12 K 1-10 Frames, "Elexo Ito" Cable Temples   Per dozen, $7.50

7.00E,*
12 IC., 1-10 Riding Bow 1. rattles
12 K., 1-10 Riding flow Cable "
10 K., 1-10 Riding liow   " " 0.40
10 K., 1-10 Hiding how Cable "   " " 11.61)
10 K., 1-30 Riding HOW  

II II 4.00 #ry1
10 K., 1-30 Riding lille raisin " 5.00

QUALITY GUARANTEED, same as BILLED 61.4
W

Gold and Gold-Filled Riding Bow Mountings Per Mix i l

1194 10 K., Gold, Riding Bow Mountings   . . 621.70 1.4
E5594 1-10 12 K., Riding Row Mountings   $5.60; Cable, 6.75 n
1594 1-10 10 K., Riding Bow Mountings   5.40; Cable, 6.60
3194 1-30 10 K., Riding Bow Mountings . . . . .  4.00; Cable, 5.00
5154 1-40 10 K., Riding Bow and Rimless Mount i ties . . . . . ........ 3.25

=
INTERCHANGEABLE EXTRA WHITE Periscopie Convex, 2.1 Quality E-10 Eve . r 2-Itide 3-hole 4-hole

1.0 Eye . 1 $1.19 $1.26 $1.33 per dozen vo
A I 1 ;wives quotett on lenses f11/111 0.12 to 4.25. 0
Usual advance on strong numbers.

Cemented Bifocals, 1st Quality,
CA"Interchangeable."

1 Eye, $3.00 0 Eye, $3.10 00 Eye, $3.25 C4
SKELETON OR RIMLESS per dozen i4
Periscopic Convex, 1st Quality From 8 D. up

tt Eye , ( 2-11o1e 3-hole 4-ho1e Where not otherwise stated, we will allow,,,,
00 Eye . 't $1.01 $1.61 $ I .68 per dozen cash discount. 10 per vent.

it Work. Kryptoks and Stevens Quality, 6: Cash Only : Agents for Stevens & Co., Inc.,
Gold-Filled Goods at Factory Prices.

Per dozen
list gual. 2,1 I Inal.

Double Convex, I eye . . . .91 $ .77
Periscopic convex, 1 eye . 1.97 .91
Periscopic Convex, 0 eye . 1.33 1.00
Periscopic Convex, 00 eye . 1.1'7 1.13

SPENCER OPTICAL COMPANY, 5-7 Maiden Lane (Near Broadway)NEW YORK
NEW CATALOGUE No. 17 CAN BE HAD FOR THE ASKING MANUFACTURING AND IMPORTING OPTICIANS

1111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111Lui!

!TYLER & GREGORY!

=

- 

Anderton & Son, Dayton, Ohio. W. P. Hanna, New Castle, l's. Shaver & Krziza, Dowagiac, Mich. Bouder Bros., Columbus, Miss.
=

t- Pickart & Moss, Jamestown, N. Dak. Wm. A. Rogers, Ltd., Chicago, Ill. Geo. F. Blackslee, Los Angeles, Cal. C. M. Schuell, South Bend, Ind.
-- J. J. Devine, Salt Lake, Utah. M. C. Weyer, Faribault, Minn. J. H. Flower, Ashtabula, Ohio. John C. Pierik, Springfield, 111. == Kinsel & Petri, Columbus, Ga. Jess E. Yohe, Decatur, Ill. A. C. Becken Co., Chicago, Ill. Brooks & Chapman, Madison, Ind. =

_

-•' Stapf & Son, Dunkirk, N. Y. 0. J. Goeldner, Watertown, Wis. J. H. Wallace, St. Catherines, Can. Kensel & Pulse, Milwaukee, Who. --_
= =

Filiminimiuminimmiiiimmininnimmillmiminniuminimmunimmminimmiumminnunitiniumuumminummillimiminiumme:

Auctioneers of National Reputation

Room 1102, 37 S. Wabash Avenue
CHICAGO

Let us show why we can give the best service, the very
best. Two high class auctioneers for the price of one. No
substitute to fill dates, help or finish our sales. Original
ideas in advertising and selling. Profitable for the reason
of the prices we make stock bring and the amounts we sell
in a day. Ability to sell your stock, the goods you wish
sold. Methods which protects clients reputation. Twenty
years of real success and unsolicited testimonials from
largest and best jewelers. We invite investigation. All
letters treated confidentially. Should we be out of
Chicago, a few days delay may occur before you receive
reply, but we always answer. When writing always give
amount of stock and size of store.

A few references from late sales, firms who are still in business:



Let the Good Work Continue. The commercial activity and productive sources of the country show a healthy and most en-couraging condition. Anticipate your wants. Our patrons inform us that they are making good
money on our goods. We have positive proof that this is true for they are continually sending us repeat orders. Our goods are attractive both
as to quality and price, this makes them winners. The quality is dependable and the best of workmanship is what produces great results. If
you wish to be progressive, handle our goods as your customers will not be slow in recognizing their merits.

ANOTHER REDUCTION IMPROVED "ILIKIT" SANITARY ORIN PRICE SHELL GUARDS
In Gold and Gold-Filled Mountings and With Rim or Frames.

SPECIAL OFFER.-One sample set of gold-filled 12 "Ilikit" mountings, etched on lenses, in
neat velvet-lined case for fitting, $7.50 net .

"From a $23,000.00 business yearly in two stores to a $150,000.00 business yearly in one store, allin three years' time."

This is the wonderful story of Fred Brodegaard. Following is his own account of how it happened:
"Three years ago I operated two stores, a block apart. My yearly sales in the two stores were$23,000.00. I decided to close out the poorer store and consulted Mr. R. B. H. Macrorie as to whatcould be accomplished. He stated his closing out by auction of one stock would add to my reputationand increase my business. The sale was held according to his methods. We sold $17,632.50 in fiveweeks, closing out one stock. New customers were secured and business boomed in the remaining store.I sold $60,000.00 the following year. The next year I heard rumors of poor business among neigh-boring jewelers, but I again sold $50,000.00. My idea is that if you stand still you go back. I could notafford to go back, so I leased a larger store a block away, as I decided my store was too small inwhich to increase my business. If an auction helped increase it once, why not try it again ? I didso, this Spring. Mr. Macrorie sold $30,385.00 for me in five weeks, and we opened the new storewith a great hurrah. Business more than doubled at once. I have kept a record of each day'sbusiness. I sold $10,000.00 in June, this year. I sold $11,000.00 in July and about the same in August.I am writing this Sept. 12, 1912. My cashier states our cash sales last Saturday (one day) were $1,576.00.From the present outlook my sales will run over $150,000.00 this year. Business is increasing daily.When it stops increasing I know how to stimulate it. I will do it again. Have another sale. Oneof those pleasant, entertaining, convincing, trade-attracting sales of the master auctioneer-Macrorie."Signed at Omaha, Nebr., at the Sign of the Crown and the Golden Stairs, by Fred Brodegaard, of theFred Brodegaard Jewelry Co.

R. B. H. MACRORIE
WRITE OR WIRE ME AT ONCE

• • AUCTIONEER FOR THE • • • • CHICAGO• • LEGITIMATE TRADE ONLY • • • • 
825 UNITY BUILDING TWO MEN AT PRICE OF ONEThe Jeweler's Retail Business increases after my sale, his reputation is greater, his standing is higher in the community, and.1 get him prices for his merchandise

Gold-Filled Rimless 1'10-12 K. • • •
Gold-Filled 12 K. 1 10 ILIKIT Shell Guards 

OXFORD-HARVARD-VARSITY
In Solid Gold. 10 and 14 K. Gold
Filled 12 K. 1/10. Also in Genuine

Shell and Celluloid.
We wish to increase your trade.

Here is a round eyeglass that will
appeal to the best class of trade. No
limiter how many eyeglasses they
have, when they see this they will
want one more. It is called the
"Harvard." In solid 10 K. gold they
cost $48 to $126.00 a dozen, and in
12 K., 1/10 gold filled, $8 a dozen.
They are also made in silver, gun-
metal, shell and celluloid, and are

38 to44 millimeters in diameter.
Let your customers know you
have these and you will be sur-
prised at the great demand.

Sewed Leather Eyeglass Cases - Extra per doz $2 (10Silk Ribbons-Extra Quality • p o. tier dz., $1.50
1.00 I Sewed Leather Eyeglass Cas'.- Fine. "Silk Ribbons   1.80

The OXFORD are made in Gold, Silver, Shell and Celluloid. Folding with Catch. DON'T WAIT-ORDER NOW.

Per Doz.
  $ 6.00

6.00

The New Eyeglasses

Per Pr.
$ .60
.60

ROCKING AND

RIGID GUARD

0.4

C.)

RIM" g
Per Doz. Per. Pr 6,4

ALUMNO ILIKIT Sanitary Guards   $ 3.50 $ .45

Gold-Filled Rimless 1 30-12 K.   4.00

Solid 10 K. Gold, Rimless . • • • . . . . • .  1 5.00 1.40 F.,
When one dozen or more are purchased at one time we allow 10 per cent. off for cash. V

Reisner's Improved Lens Measure at   Net, $3.00 each
■•■0

Don't Buy a Trial Case Until You See The

H. E. GLENDORE & CO.
Auctioneers of Established Ability

1114 HEYWORTH BLDG
CHICAGO, ILL.

We guarantee you against loss and protect your reputation.Our methods are open and above board. We have made money forhundreds of retail jewelers. They are our best references.We made sales for the following jewelers during the past twoyears: Write any of them.

It. Lee, Waterloo, Iowa
Black and Garrabrant,

Waterloo, Iowa
Geo. J. Allen,

Marshalltown, Iowa
T. K. Smith, Oskaloosa, Iowa
N. Roitman, St. Louis, Mo.
C. E. Hurd, Rockford, Ill.
Chas. Axt, Rockford, Ill.
Clinton E. Dice, Joliet, Ill
W. H. Peneck, Martin, Tenn.
H. L. Dix, Holly Springs, Miss.
E. I. Pitman, Amarillo, Texas
W. M. Warren, Paducah, Ky.
A. J. Klimek,

Thief River Falls, Minn.
H. Y. Webb, Greensboro, Ala.
Joe Friedlander,

Memphis, Tenn.
Klimek Bros., Superior, Wis.
H. L. Morrison,

Pittsburg, Kansas
Henderson Jewelry Co.,

Henderson, N. C.
Doc. Cruthers,Bloomington,Ill.

CHICAGO SALES
A. Reampfer
Sam. Trocky
A. Lindquist
Sam Korf
Turner Bros.
F. B. Tinker

If you are considering an auction write or wire us for dates.

AUDEMAIR 10 Per Cent Dis-
count for Cash,

Send for Our Complete Catalogue of Other Styles
THE ACME OF PERFECTION. FROM $10 to $89

Over Twelve Thousand (12,000) Satisfied Owners of the Aude.
mak Prove Our Claim for the World Renowned Trial Case.
For office, in Oak and Leather, also traveling, with divisions for
Stock and Lenses, we offer a Trial Case known as the Special,
$29.70 net. No. 1030. 168 lenses and discs.

Special -Aluminum
Eye Glass Cases, h.ghly polished,
lined with velvet and spring back
at $17.50 per gross. Spectacle cases
at $21 00 per gross.
Genuine spring beck leather cases, $12.00 pp- gross
Imitation " " " " 10 00 ' "

GOLD-FILLED SPECTACLE FRAMES 0,
No. 1, 0, 110 Eye. 3Iade by the IMPROVED AIET1101/. V

EXTRA FINISH, W ELI, TEN1PERED, HIGH LI' LusTERED.
V5525. 12 K., 1-10 Frames, "Flex° Bo" Cable Temples   Per dozen, $7.50
5524. 12 K., 1-10 Riding Bow Frames   5.6014
5525. 12 K., 1-10 Riding Bow Cable "  

I I I& 7.00
1564. 10 K., 1-10 Riding Bow  

if t 4 5.40 ....„
1565. 10 K., 1-10 Riding Bow Cable "  

41 14 6.60 eq
5354. 10 K., 1-30 Riding How  

It CI 4.00 poI.
5355. 10 K., I-30 Riding How Cable "  

II 
5.00 07

QUALITY GUARANTEED, same as BILLED
W

Gold and Gold-Filled Riding Bow Mountings l'er doz

1194 10 K., Gold, Riding Bow Mountings   . . 6111.713 W
1,5594 1-10 12 K Riding Bow Mountings 85  60; Cable, 6.75 r 1

1,594 1-10 10 K., Riding Bow Mountings   5.40; Cable, 6.60
5104 1-30 10 K., Riding Bow )(minting:4 . . . . .  4.00; Cable, 5.00,,:i
5154 1-40 10 K., Riding Bow and Rimless )lounti ties . . . . . ........ 3.25 •••1

INTERCHANGEABLE EXTRA WHITE
Per dozen

1st Quid. 24 Qual.

Double Convex, 1 eye . . . $ .91 $ .77
Periscopic roil vex, 1 eye . 1.27 .91.
Periscopic Convex, 0 eye 1.33 1 .00
Periscopic COIlvex, 00 eye . 1.47 1.12

SKELETON OR RIMLESS
Periscopic Convex, Ist Qttaiit y

0 Eye . 5 2-hole 3-hole 4-hole
CM Eye . $1.34 $1.61 $1.68 per dozen

Periscopic Convex, 2t1 Quail! y
0 1'ye 5 2-hole 3-hole 4-hole
10 Eye . • $1.19 $1.26 $1.33 per dozen
All prices quoted on lenses from 0.12 to 4.25. 0
Usual advance on strong numbers.

Cemented Bifocals, 1st Quality,
" f t (Tch a it geable."

I Eye, $3.00 0 Eye, $3.10 00 Eye,
per dozen (.4

Whore not otherwise slated, we will allow,
cash discount 10 per cent.

From 8 D. 00

It Work. Kryptoks and Stevens Quality, 61 Cash Only : Agents for Stevens & Co., Inc..2
Gold-Filled Goods at Factory Prices.

SPENCER OPTICAL COMPANY,
NEW CATALOGUE No. 17 CAN BE HAD FOR THE ASKING MANUFACTURING AND IMPORTING OPTICIANS

5-7 Maiden Lane (Near Broadway)
NEW YORK

111 
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ITYLER & GREGORY!
Auctioneers of National Reputation

Room 1102, 37 S. Wabash Avenue
CHICAGO

■11=11,

HAND ME your Sale and
I will Get You the Money.

I have devoted over 20 years
of my life to the Jewelry Auc-
tion Business exclusively.
I know every crook and cor-
ner in the road.
I have thoroughly learned the
art of handling Jewelry stocks
profitably in any locality and
that to the entire satisfaction
of the owner in every particu-
lar. My Methods are up-to-
date. They are pleasing and
I Guarantee them profitable
to those who employ me.

Please write for Terms and Dates.
Correspondence Strictly Confidential.

BILLY NOONEY, L Box 564, Detroit, Mich.
1914 11TH STREET, - - SUPERIOR, WIS.

Let us show why we can give the best service, the very
best. Two high class auctioneers for the price of one. No
substitute to fill dates, help or finish our sales. Original
ideas in advertising and selling. Profitable for the reason
of the prices we make stock bring and the amounts we sell
in a day. Ability to sell your stock, the goods you wish
sold. Methods which protects clients reputation. Twenty
years of real success and unsolicited testimonials from
largest and best jewelers. We invite investigation. All
letters treated confidentially. Should we be out of
Chicago, a few days delay may occur before you receive
reply, but we always answer. When writing always give
amount of stock and size of store.

-.
A few references from late sales, firms who are still in business:

Anderton & Son, Dayton, Ohio. W. P. Hanna, New Castle, Pa
.- Pickart & Moss, Jamestown, N. Dolt. Wm. A. Rogers, Ltd., Chicago, Ill. Geo. F. Blacksiee, Los Angeles, Cal. 

louder Bros., Columbus, Miss.
C. M. Schuell, South Bend, Ind.

= Shaver & Krziza, Dowagiac, Mich.

A. C. Becken Co., Chicago, Ill. 
John C. Pierik, Springfield, Ill.J. J. Devine, Salt Lake, Utah. M. C. Weyer, Faribault, Minn. J. H. Flower, Ashtabula, Ohio.

-- Stapf & Son, Dunkirk, N. Y. 0. J. Goeldner, Watertown, Wis. J. H. Wallace, St. Catherines, Can. 
Brooks & Chapman, Madison, Ind.
Kensel & Pulse, Milwaukee, Wis. =

= Kinsel & Petri, Columbus, Ga. Jess E. Yohe, Decatur, Ill. -.

-- =....,
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COMMUNITY
SILVER

THE FAMILY
PLATE

AVE YOU NOTICED
our new advertisements in the

Saturday Evening Post, etc. ?

Your customers
have eyes too!

ONEIDA COMMUNITY. Ltd. Oneida, N. Y.

11
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Large Imports of Diamonds

The Press and the Metric Carat

Jewelers' District Clubs in Wisconsin

Jeweler's Booth at Fair Wins First Prize

Cameo Collection Brought to the United States

Annual Convention Federation of Retail Merchants

Small Town Retailers and Their Show Windows

Heart to Heart Talk to Young Jewelers

The New Parcels-Post Law Explained

Store Leaks and How to Stop Them

Modern Electro-Plating Art
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ELECT the Flgin line your leader for
the holidays and always. It is the line that is

advertised, that the public know best, that sells the easiest. Everything
you need in watches can be found in the Elgin line. Especially attrac-
tive for holiday use are the following:

G. M. WHEELER
1S-19-19 Sizes

Established ttrit'lt of
Il 1)OtIflI ii  $17 00

LADY ET.GIN 10-0 SIZE
15 jeWVIS 17 jewels

$40.00solid (“),(1 Cases
oitly, retail at..  up

, v•v-tt
Z14100104'
.̀Itt.,?t,.:

'."..'7441111117 "'"It

LORD F.LOTN SE.TITFS
17 jewels adjus101. 11' jewels. Et, jewels. Filled and
Solid Gold Cast,. lt,taltlislatil !wives of v(0-111)1°10

I'S fl'0111L"111 Elgin "."1'."- $55.00 to $25.00

ELGIN 0 SIZE WA'It'CrIE.S
I lave double roller est.:11091100s. 19
and 17 jewels, 0:nodally suited for
holiday trifts. Established price of
ttiovenients

LADY ELGIN 5-0 SIZE

15 jewels

Gold Cases, re-
1,111ed and Solid $3
tails at  

0.00 up
$30.00 and $17.00

E have a large supply of folders, lithographed in seven colors,
descriptive of these watches. Send for a supply now. Their dis-

tribution now will stimulate your Christmas Watch Business.

ELGIN NATIONAL WATCH COMPANY
ELGIN, ILLINOIS

11 key.

.1,■N A XN

STERLING FINISH

2:357

Chippendale
Pattern

One of our newest
patterns in Brush,
Comb and Mirror Sets

Polished Finish
Thin Model

MIRROR No. 42951/2
A design sure to
appeal to the most
fastidious taste.

BRISTOL SILVER
is a fine white metal, heavily silver
plated, sterling finish, not easily
dented. More durable than sterling
silver.

ATTLEBORO, MASS.

S'ilverstniths and Makers of

Sterling Plated Ware, Leather Fobs, Novelties, etc.
NEW YORK OFFICE, 3 Maiden Lane

CHICAGO OFFICE, 811 Heyworth Bldg.

TEAR OFF COUPON

K—Bristol Jewelry Co.
Attleboro, Mass.

Gentlemen: Please send me full particulars
regarding your Chippendale Pattern.

STERLING FINISH Street 



2359

This trade mark has definite meaning and character. It represents the

greatest values of any similar line on the market.

Our Lockets and Bracelets in Style and Finish are equal to any. Sell

at Popular Prices and are unbeatable. Price for Price, Quality for Quality

considered. We are willing they should be put to any test you wish.

In Lockets a large variety Plain, Modeled, Engine Turned, Hand

Engraved, Hand Chased, Stone Set.

In Bracelets, Plain, Engine Turned, Hand Chased, Hand Engraved;

in all widths, in oval and flat tops, and bevel edge. Also odd shapes. Some-

thing different than the other fellow offers.

We show a line that is dignified, refined and exquisite in design.

Note illustrations below—then ask Your Jobber to show the

and—look for Trade Mark.
If Your Jobber cannot supply You write us for the names

can and will.

QUALITY
WE MAKE

Big Stock Isn't Worth a Damn
Unless it's PROFITABLE stock as well.
It's no use to brag about your big shop and smart losing money to boot.
Do business on a business basis

91

—
line if every cent you have in the world is tied up in it, and you're

It's the QUALITY, not the size of your

This Letter
Our chains
1/4 Gold
when they
reach YOU

LOCKETS BRACELETS HAT PINS
COAT CHAINS WALDEMARS

FOBS TIE CLASPS
LINK BUTTONS

SCARF
PINS

Our chains
1/4 Gold
when they
leave us

Chains are the QUALITY
business worth doing.
The above letter came unsolicited a complete surprise to us—from a man who had the curiosity to see whether we made good our claims.It speaks for itself. You can prove it as well as he, on any link of any chain we sell you.
Vest, Neck, Guard, Waldemar, Coat and Dickens Vest Chains.
RETAILERS—if YOU want BIG BUSINESS and BIG PROFITS, order BARROWS' 1/I GOLD CHAINS, and underscore the threewords "BARROWS' 14 GOLD" three or four times to impress it upon your jobber.
JOBBERS—if YOU want the continued trade and everlasting gratitude of your customers, sell them BARROWS' '/. GOLD CHAINS.Both of you—do it to-day--Now!!

that count; BIG PROFITS, QUICK SALES and SATISFIED CUSTOMERS—the only kind of

We sell exclusively to Jobbers thruout the country.

TRADE ix)g. MARK

MANUFACTURERS
Q.,€"" JEWELRY

SAN FRANCISCO, CAL., Mutual Bank Bldg.

15-19 Maiden Lane, New York City
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THE MIDDLETOWN SILVER COMPANY
ElrgREE1010.101E10

Salesrooms
15-17-19 MAIDEN LANE, N. Y.

Specialists in Pierced Ware—Casseroles, Pie Plates,
Sandwich Plates, Domino Sugar Holders, Etc.

Qualit31 Goods at QuantitY Prices

Factory and Offices
MIDDLETOWN, CONN.
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"Silver Deposit on Nickel Silver"

It you use this class of goods it will be to your advantage to write for illustrations
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WARNING TO RETAIL JEWELERS
We want to WARN the retail Jeweler against the consequences

of delivering poorly done and botchy Repairing to their customers.

Every repair job sent out in other than first-class shape makes
a knocker against your store.

Low price is no apology for poor work. Satisfied customers
are the best asset a merchant has. First class repairing satisfies.

For twenty years we have made a study of repairing. WE
KNOW HOW. Every man in our employ is an expert in some line.
Maybe he is only expert at sweeping the floor, but he must be
expert at that, or we can't use him. Send us your next package
and see the difference between repairing and patching.

THE A. P. CRAFT CO.
10 N. Penn St., Dept. C INDIANAPOLIS. IND.
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The Sheffield pattern was designed for the 441. 111.A.Arspecial benefit of owners of Sheffield 6971,040.- ir,„AV
Plate. As the name indicates, both ..44;A4. /40, f 105,
the design and finish make this pat-
tern particularly suitable to
appear on tables where Shef-
field ware is used. There •
is a constant demand for "AL_
such a pattern, and there •...*::100*.tr'
s nothing else on the
market to-day that glit-4:::4:21,
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-Ir.w./ At the same time

the good taste and
good workmanship of

Reed ga., Barton will carry
this flatware to success, re-

gardless of its association with
,elP4t'i,,t, Sheffield ware. This pattern will
-4,4", be advertised in Publications of the
.19 highest character and largest circula-

tion. Illustrated folders, imprinted with
your name will be furnished gratis if

want them.
Order at once to secure
delivery before the Holidays

REED tc,/, BARTON
Established 1824 .

TAUNTON,
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THE MIDDLETOWN SILVER COMPANY I
Salesrooms

15-17-19 MAIDEN LANE, N. Y.

[ga

Specialists in Pierced Ware—Casseroles, Pie Plates,
Sandwich Plates, Domino Sugar Holders, Etc.

Quail(%) Goods at Quantiti) Prices

719

Factory and Offices
MIDDI.ETOWN, CONN.
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"Silver Deposit on Nickel Silver"
It you use this class of goods It will be to your advantage to write for illustrations and quantity prices.
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WARNING TO RETAIL JEWELERS
We want to WARN the retail Jeweler against the consequences

of delivering poorly done and botchy Repairing to their customers.

Every repair job sent out in other than first-class shape makes
a knocker against your store.

Low price is no apology for poor work. Satisfied customers
are the best asset a merchant has. First class repairing satisfies.

For twenty years we have made a study of repairing. WE
KNOW HOW. Every man in our employ is an expert in some line.
Maybe he is only expert at sweeping the floor, but he must be
expert at that, or we can't use him. Send us your next package
and see the difference between repairing and patching.

THE A. P. CRAFT CO.
10 N. Penn St., Dept. C INDIANAPOLIS IND.
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A new pattern of Plated Fla
by Reed tc,b Barton is

NOW READY

The Sheffield pattern was designed for the
special benefit of owners of Sheffield
Plate. As the name indicates, both 4;4,
the design and finish make this pat-
tern particularly suitable to
appear on tables where Shef-
field ware is used. There

;;;;,Th.4,1,4pA4,#is a constant demand for
such a pattern, and there
is nothing else on the
market to -day that ;A...47
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delivery before the Holidays
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When you buy the Blackinton Line of Novelties and Toiletware in either
Sterling Silver or Gold, you make no mistake.

There is something about the style and finish that stamps it as superior, and
its merits appeal to those of discerning taste.

You should see our lines, each one complete in itself, of Toiletware, Purses,
Card Cases, Mesh Bags, Vanity Cases, Pocket Knives, Cigarette Cases, Match
Boxes, Jewelry, Trinket Articles, Eyeglass Cases, Lorgnettes, etc., before you have
completed your stock for the coming holidays.

(One of our Desk Sets)

R. Blackinton & Company mi
GOLDSMITHS, SILVERSMITHS and JEWELERS

co) Factory and Main Office, NORTH ATTLEBORO, MASS.
  New York Salesrooms - - - 15-17-19 MAIDEN LANE
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Monograms Made to Order
For any Purpose, and in all Metals and Finishes
We enumerate a few ideas in which a monogram can
be combined to advantage.
AUTOMOBILES-BOOKENDS—BOOK MARKERS—LEATHER
GOODS—TOILET ARTICLES WATCH FOBS—BELT BUCKLES
AND PINS—and hundreds of other novel ideas.

We are specialists in monogram making and designing,
and can execute the most difficult combination of
initials, in a satisfactory manner.
DON'T WASTE VALUABLE TIME MAKING THESE MONO-
GRAMS IN YOUR LIMITED SHOP SPACE. LET Ui SAVE
YOU TIME AND MONEY BY MAKING THEM FOR YOU.

Designs and full information cheerfully furnished on
request.
THERE IS LARGE PROFITS IN MONOGRAM SALES. CUTS
AND PRICES ON REQUEST.
HAVE YOU SEEN A SAMPLE OF OUR POPULAR MADE
WHILE YOU WAIT, MONOGRAM BELT PIN?

J. W. COLGAN CO. "luVr Boston,Mass.

Send for our 1912 Catalogue of newRING and UNBREAKABLE GERMAN SILVER MESH BAGS
GUARANTEED MESH BAGS AT LOWEST PRICES

BUY DIRECT FROM THE MANUFACTURER and GET THE BEST SERVICE AND PRICE

As we received it

Mesh Bags
Refinished
$1.00

We resilver, reline (with kid
or silk) and repair the mesh
on any german silver mesh
bag, from 5 to 7 inches, for
$1.00, other bags in propor-

tion. First-class work, prompt service. Give us a trial. Send postal for our large window display
cards, and price list for special repairs such as gold, gun-metal, bead bags, etc.

A. A. LUPIEN Manufacturer of Mesh Bags
24 BROAD STREET PAWTUCICET, RHODE ISLAND

As we returned it
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0 Manufacturers and Importers of BLACK FOREST CLOCKS

125 North Wabash Avenue, CHICAGO

Westminster
Chime Clock

No. 7040

(Labrador)

Design Patent
applied for

OUR NEW CATALOGUE, Number 21
is ready for mailing. The most complete book of

FOREIGN CLOCKS
issued. If you are looking for a style of Clock you cannot find elsewhere, send for
our Catalogue. A copy will be mailed to any legitimate jeweler on application.

KUEHL CLOCK COMPANY

1114).4).4).0.4)4101>.91).1p4e,1)1,941.004)41)041,0043.41,04111D041,00•004)4141.411000.004)-004)0•0041.04104).40.00.000.000000041100431)4110.000004041.00 ***** 41041.00K
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COMBINATIONS
are the craze of the times. Many
concerns are combined into one to
form a trust for greater profit.
Trade associations are federated into
one organization for more power.
Underwear even is combined into
familiar unions for greatest comfort.
4:1, The only combination of all that
is best in modern pen construction
Without any of their individual
faults is found in latest
triumphal development.

John Holland Safety
Self-Inking Pen

FILL, LOCK AND CLEAN THEM-
SELVES — CANNOT LEAK

Easiest way to fill— only one slight
movement of finger without locks.
Comfort of an old shoe in the fit of

John Holland
gold pens and
the low center
of gravity in
the holder
being an inch
nearer the
paper than old
style big caps.

The safety cap threaded over pen
prevents leakage at all times.

PROFITS
are yours if you take exclusive sale with
renewable features and positive control
for your town.

Catalogs, special terms, illustrations of
show cases, etc., on request.

The John Holland Gold Pen Co.
MANUFACTURERS — PATENTEES

Established 1841

127-9 E. 4th AVENUE CINCINNATI

JOHN

OLLANO

CIN.O.

18
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NOW WE ARE SATISFIED.
We are making a complete line of lockets,

and we are proud of the line. We know that
the quality is right and the designs are differ-
ent. Some of the numbers couldn't be im-
proved if they were made in solid gold.
Our catalog " D " shows the complete line

of lockets. These lockets carry the same
liberal guarantee as all The Hussey Guaran-
teed Jewelry. Our catalog tells you about
our guarantee. If you haven't catalog
"D," send for it.

THE HUSSEY CO.
Manufacturing jewelers.

PROVIDENCE, RHODE ISLAND

MKt-014:5` r441020.9"Mt.G.t.NP.,Bete VAX(

Our new catalog has been mailed. If you did not receive your copy or if it has been
mislaid, we will be glad to send you a new one. This coupon with your name and
address is sufficient.



2364

MMMMMMMMMMMMMMKOMMMMMEMMnSiMMMMM

MORE THAT'S NEW IN METAL FOBS
Worth Looking for As They Come Along

IT WOULD TAKE a good many advertisementsto do justice to the variety and completeness of
our Metal Fob line alone, to say nothing of our
Ribbon Fobs. When you think of Fobs, think of us.

"LOOKS kiiKaramiilibiS LESS 
) a

NUMBERING from left to right the examples
shown are 5304 and 5321, which you

can retail respectively for about $5.00 and $4.50.

THE BASSETT JEWELRY CO.
Aborn and Mason Streets, PROVIDENCE, R. I.
NEW YORK MINNEAPOLIS CHICAGO

37 Maiden Lane 1116 Lumber Exchange 510 Columbus Building
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"THE BEST"

gle-alg10700-EM7301000010

NEW HIGH GRADE GOLD FILLED BRACELET!
Three Quarter Inch Bracelets in one—producing a three bangle effect. Has a joint and catch.

IT'S THE NEWEST YET SHOWN

PAT. e.1364
N .W IDT H 3/4 I N.

A
"°-

-

THE ABOVE PATTERNS ARE ENGRAVED

Made Plain, Hand Engraved, Chased, or Etruscan Stone Set. EVERY BRACELET GUARANTEED as to
WEARING QUALITIES. ORDER BY NUMBER OF YOUR JOBBERS

BATES & BACON

F-1  
EJOIEE

•
• • Attleboro, Mass.

NEW YORK, 9-11 Maiden Lane CHICAGO, 31 North State Street

.0_g_IEJEMEEIEEIEE0_10EEO E.E.g11001E. EIRESE00

A 2,000 POUND PRESSURE STAMPS EACH SHANK

2364 a

Using 2,000 Pounds
Pressure to Shape
Q.C. Ring Shanks
makes Q.C. Ring Shanks so strong and
compact that breaking Q.C. rings is
unheard of. Before we began manu-
facturing guaranteed rings, broken
shanks were common. Other manu-

facturers have imitated our designs, but they cannot copy
our methods of skillful production.

Queen City• c74) RingsSET
Trade Mark

Sold only with guarantee, that if any
stone (except diamond) is lost from setting
at any time, the Queen City Ring Mfg. Co.
will replace stone without any charge
whatsoever.
Such skill is appreciated by every jeweler

who carefully examines Q.C. Rings.
The rapid growth of our business this

year has compelled us to install additional
new machinery. We have been working
a large force overtime to fill orders, which shows that Jewelers do
appreciate the wonderful values we give for the money asked.
Why not become one of the successful Q.C. Dealers?

Fill out the coupon and mail it today.

1

EXPERT AT FINISHING RINGS BEAUTIFULLY

QUEEN CITY RING MANUFACTURING CO.
BUFFALO, N. Y.

Name

Address

Queen City
Ring Mfg. Co.
Buffalo, N. Y.

Please send full particulars
about a Queen City Agency

in my town.
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THE ROSARY IN FINE JEWELS

No. 4854

Rolled Gold Plate.
Guaranteed 20 years.
Length, 21 inches.

Beveled edge cross with well modeled figure.

Our
Production
Represents
The Best

in
Ecclesiastical

Work

For the Holidays
OUR LIST OF REAL STONES

Agate, Amethyst, Bloodstone, Carnelian, Coral, Crystal,
Garnet, Jet, Topaz, Olivene.

Mounted in Solid Gold and Rolled Gold Plate

THE STANDARD AND MOST POPULAR MODELS

Five Year Ten Year Twenty Year Guarantee

IMITATION STONES
Good Composition, Hard Durable Facets

Cut nearly as good as the real stone and colors perfect

LIST OF COLORS:

Amethyst Catseye Jade Lapis Onyx Sapphire

Emerald Mother of Pearl TopazCrystal Jasper Moonstone

Carnelian Garnet TurquoiseJet Opal Rose

Finish—Chain and link connections polished. Center emblem and crucifix roman gold.

SEND FOR OUR NEW PRICE-LIST

THE W. J. FEELEY COMPANY
Jewelers and Silversmiths Ecclesiastical Art Metal Workers

182-203 Eddy Street PROVIDENCE, RHODE ISLAND
NEW YORK OFFICE-341 Fifth Avenue

Pacific Coast Representative, HENRY M. ABRAMS, 717 Market St., SAN FRANCISCO, CAL.

cA
Lifetime

Devoted to

This Class

Work

1111M■011'is.4114{11C■f 10■111■611■1111■411r■ItesellIt■I 0■11■01M.6111■411r■io.411.0111■411r1s41.
040.01,■isoSIS■411■11mAtr■soStf■AtIr■Sissote■Sesellt .011■01M■el

-THE BEST THE CHEAPEST

SOLID GOLD CHAINS
They stand the test of time and
have done so for 60 years. Su-
preme in Quality, Design , Finish,
Workmanship.

We sell direct. We have no sales-
men. Eliminating all unnecessary
expenses in making and selling
enables us to sell at the lowest
possible price. Send for catalogue.

Alois Kohn & Co. MARK

16-18 Maiden Lane, NEW YORK

Makers of GOLD CHAINS of every kind

CANDO SILVER POLISH
BEST

BY

TEST

SEND FOR

FREE SAMPLE

It's a polish that is
every ounce good. Made
of the best ingredients
and positively will not
scratch.
Prove this last state-

ment for yourself. You
can by asking for our
FREE SAMPLE.

Paul Manufacturing Co., Boston, Mass.

Have You Asked for
GOOD STOREKEEPING is the new Trade Review for Retail

Merchants, published by the Dealers' Service Department
of G pod Housekeeping Magazine.

Good Storekeeping is a digest of interesting, up-to-the-minute news
for men whose business it is to sell goods at retail, selected from wide
awake trade papers in every field.

It places before the progressive retailer a bird's-eye view of conditions

in hardware, groceries, jewelry, dry goods, music, drugs, toilet
preparations, furniture, house furnishings, department store and
building lines.
Good Storekeeping will help you to make your store known as Local
Headquarters for Nationally Advertised Goods.

It will tell you of valuable service offered by Manufacturers as an
aid toward quick and profitable sales.

You may have your name placed on the mailing list without charge

A Practical Help For F'ractical Merchants.

2364 c
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LEZAH
EXPANSIVE BRACELET

(Another "Inman" Invention)

(Actual Size)

Cut illustrates LEZAH bracelet with VANITY CASE.

This POPULAR PRICE bracelet is made in STERLING

SILVER and GOLD FILLED with either a VANITY

CASE or COIN HOLDER.

The bracelet clings gracefully yet easily to the wrist without

undue pressure and stays wherever placed.
All Bracelets come cased in a beautiful Box

ACME
EXPANSIVE

l'atent Applied For

We introduce the THIRD EXPANSIVE BRACELET to

our line making a "unit of satisfaction." Each expansive

bracelet is of different construction so that the possibility of

pleasing a customer is that much more extended. The

"ACME" is assembled without solder thus assuring hardness

of original stock. Is adaptable for watch style of bracelet.

Also comes with Vanity Case and Coin Holder.

WRITE FOR SAMPLES TODAY

Remember we have Three Styles, THE PERI—THE LEZAH—THE ACME 

J. T. INMAN & CO.
J ewelers' and Silversmiths' Novelties, Etc.

ATTLEBORO :-: MASSACHUSETTS

N. B. SEND FOR A SELECTION OF THE "INMAN"

JOINTLESS PATENT LINK MESH BAG. SURE TO BE

A BIG SELLER THIS FALL.

Made in Sterling and German Silver

*0000000 ID4,000•00000 4.011)00117.017,4 043.4,004)0•4011) 
011VIVIGIVID04,0000 *0.04,0 40.4 000.4.0.000 0

44)4G.C.01).4r, .040,6417,0-00.4D INGO 0.11>4) 4•004•041.0

WACHTER SAFETY BOW
BALL BEARING

I,

(PATENTED)

After September 15th—write for
our colored poster—size 22x14 in.

Licensed Under Our U. S. Patents

DUBOIS WATCH CASE CO., Brooklyn, N. Y.

THE STAR WATCH CASE CO., Ludington, Mich.

Demand watch cases with the
Wachter Bow.

THE WACHTER MFG. CO.
HARTFORD, CONN.

NO CONNECTION WITH ANY OTHER CONCERN

STERLING

Have you seen our latest Ribbon Sautoir or Watch Guard

with sterling silver ornaments to retail from $1.00

upwards. They are dainty, useful and practical.

Samples on request. Write for them at once.

FISHEL & COMPANY
Manufacturing Jewelers

126 West 22nd Street New York City

F&Ca,
GET ACQUAINTED WITH OUR TRADE MARKS

9

Your Copy of OoofSoitikpie
)
•If K8

/

/

/ GOOD
This will bring you each issue of Good Storekeeping and entitle you to This coupon will bring

/ HOUSEKEEPING

receive a moving picture slide bearing your name, cut for local pjfØ the paper at once. / MAGAZINE

advertising, plate for post card announcement and many other practical SEND FOR
/ 381 Fourth Ave., New York

helps in selling Nationally Advertised Goods. 
/

Dealers' Service Department

Good Housekeeping

381 Fourth Avenue 
Magazine 

New York City

issan■

Please enter the name of my

IT TO- #.0" establishment (Store Name Here)

DAY
on the coinplimentary mailing list for Good

/*.
Storekeeping. carry a fair assortment of

advertised goods in my line.

Addr BS

Nein e  
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The Most Complete Line
of

Solid Gold Hand Made
Watch Cases

Including all Sizes
in

the Most Elaborate Designs
Ask jobber to show samples

Hand Engraved, Raised Gold,

Gold Carved, Diamond Ornamented
and

Diamond Inlaid

Solid Gold Watch Cases
Made by

ELGIN GIANT WATCH CASE CO.
Factory at ELGIN, ILL.

File 14K Hailg Made Ng Hi PflOSI JOWCIS

Write for

Designs
and

Estimates

JEWELERS' SHOW CASE TRAYS

..

I ...).:e.. Nyr..w...-ir4vi vq .

.. 41), , ..■ ..1.i.

;A■•• `,.: r.,' '4, 4(4.4

ERICHSEN, KRAUSE & CO., Manufacturing Jewelers
37 South Wabash Ave., CHICAGO, ILL.

Size 11% x 11 inches

A most handsome, substantial and practical tray for displaying

LOCKETS, LINKS, RINGS, BROOCHES, PINS, WATCHES, Etc.

Has an oak frame, is velvet lined and made to stack. We make

SCARF PIN PADS, BROOCH PADS, TIE CLASP PADS, Etc., Etc. Also JEWELRY
BOXES, MAILING BOXES, SILVERWARE CASES, ROSARY BOXES

Write For Prices and Further Particulars

YOUNG BR 0 S., Displayologists
PROVIDENCE RHODE ISLAND

2364 e

NOTICE
To the RETAIL JEWELERS

My Special Set of Wood Window Fixtures Will
Help You With Your CHRISTMAS TRADE

No matte what your RENT is

your SHOW WINDOWS cost

you more than half of it because

of prominence of location.

I Can Show You How to Spend $I5E
or $26.00 NOW and Get It Back in

EXTRA PROFITS Several Times

Between Now and Christmas.

ONKEN
IMTERCHANGEt..111TLE

y WOO. WIN.OW UtS

Above is the $26.00 set I refer to. You positively cannot Make a Mistake with this Great Set of

Interchangeable Wood Window Fixtures. l'atented, 1911, in United States and Foreign Countries.

NOW you get everything you see in the above picture, excepting the floor platform. A glance at once
shows you that you have everything you need, such as : A large variety of Movable Display Slabs which are

covered with a good quality of either purple, black or green velvet. These slabs are made up in many Artistic

Designs and sizes. Also Pedestals; and Interchangeable YOUNITS of many lengths and shapes enabling you

to make more than 500 original Window Trims with this Wonderful Set of Window Fixtures.

My Two Jewelry Sets

Set No.11 Large enough for two windows and
inside store use. 100 YOUNITS $26

.00

Set No.111 linasi g d e e store
enough  for one windowu 8 e4  and6youNiTs $ 1 5.00—

F. 0. B. Cincinnati Factory

These two sets will display box goods, silverware, bric-a-brac, jewelry and fancy goods, novelties, etc

The display hoards are covered with velvet in either purple, black or green, and each is equipped with

St metal adjustable and tilting attachment. When ordering be sure and state color of velvet want
ed.

Purple color is sent when no color is designated in order.

^. • • Made of select oak in one stock finish. Weathered, Oak, in a soft, mellow,

r -inisn waxed finish.

Storage Chest Each set is put no in hardwood, hinged lid storag
e chest (oiled

finish). A place to keep the unused YOUNITS.

Book of Designs A beautiful hook of photographs showing 
large sized trims

made with my YOUNITS sent FREE with each set.

Shipments Made at Once. Every Set Guaranteed Absolutely

THE OSCAR ONKEN CO.
Established 32 Years

No. 758 Fourth Avenue

Cincinnati

Ohio

U.S.A.
tt

thso*S
Øsu

poo'
vo.o.

Coc"
tx, ;00‘Mt.
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Co-' 41.1'001e1
0
•''
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$1 

0 0 Reward

0

FOBS X X X la

x
BUFFALO JEWELRY MFG. CO. BRACELETS HAVE OUR STAMP

LOCKETS

i 
We sell to the legitimate Jewelry Trade only CHAINS

GOLD FILLED I
Ing•SOMMOIMOUCUOUglanantlettanatMINNUXXMCCOMMOSINSMCC sconalsrusancoutstunnummtxxxot umainstusontlatustnung

00

will be paid VW
to any Jeweler

who can prove that we failed to make
44good" any article bought from us
and which did not wear satisfactorily.

BRISBANE BUILDING BUFFALO, N. Y.

tp11111111111101111111111110111111111111011111111111101111111111110111111111111(31111111111110111111111111n1111111111110111111111111n111111111111U111111111111M
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Rueckert's Jewelry Sample Cases 
. .-=.

E
F. 
E 

Pads and Trays Solve the Question E
F.

17.1 OA Leather Sample Case 
Illustrations are as follows,

706 Locket Tray with IIinged Padded Cover r..
E.-.5 705 Velvet Lined Locket Tray 193 Patent Lock Ring Tray E-

If 707 Leather Covered Ring Case 233 Velvet Hat Pin Pad
11.15 Patented Climax Tray 347 Bracelet Case, Adjustable Slides with 

Ev.-.

• 

708 Patented Climax Adjustable Par- Cover
E tition 701 Velvet Covered Scarf Pin Pad g
E 702 Bar Pin Pad 115 Victor Sample Case TrayE ,'.2 
g 

Write for Prices and further Particulars

g.7. 
''....1

. 

RUECKERT MANUFACTURING CO. 
s'
El-
A12: .,..;.-.

E Manufacturers of Cases, Trays and Display Novelties, F.
.Z7- for Jewelry and Silverware E
... El
i 162 Clifford Street z-

g.E
U3111111111111011111111111101111111111110111111111111C1111111111111E111111111111113111111111111011111111111101111111111110111111111111(31111111111110111111111114

TO SELL

PROVIDENCE, R. I.

1882 1912

For The Holidays
Rings of all description and design.

Our line is most complete and varied.

Oscar E. Place & Sons Co.
PROVIDENCE, R. I.

P & S Trade Mark P & S

OSMERS, DOUGHERTY COMPANY
SEED
PEARL
BROOCHES
PENDANTS
NECKLACES
COLLARS
ROPES
EARRINGS
BAYADERES
SAUTOIRS

Send for our
CIRCULAR

MANUFACTURING JEWELERS

291-293 SEVENTH AVENUE, NEW YORK
Between 26th and 27th Streets Phone 913 Madison

PLATINUM
COLLARS
PEARL MESH

WORK
SCARF PINS
PENDANTS
EARRINGS
MOUNTING

also to Order

Order and repairwork
of all kinds executed
by skilled workmen.

2364 g

ELGIN WATCHES
CAN BE SEEN

DAY or NIGHT

No more necessity for high

priced repeating watches.

Elgin Watches perform the

same service.

We are exclusive agents

for the Radium Dial.

Write for particulars.
.1,■•••■••••■•

H. F. HAHN & CO.
ESTABLISHED 1873 INCORPORATED 1904

Powers Building, Wabash Ave. and Monroe St.

CHICAGO :: ILLINOIS
FOREIGN DIAMOND OFFICES

AMSTERDAM - - 2 Tulpstraat
ANTWERP - - - - - 58 Rue Pelican

•

•

•

•

•

„ .
•

•••

•

THIRTY-NINE YEARS OF CONTINUOUS DEALING

IN HONEST GOODS AT HONEST PRICES

LONG DISTANCE TELEPHONES

Central 1336 Randolph 3100 Automatic 41434



2364h

Quality—without style will not sell.
Style—without quality will not give satisfaction.
The BRY ANT RINGS have both Style and Quality, and will help

your reputation as a Jeweler.
We guarantee every ring we make.

M. B. BRT:ANT Ee CO.
7 Maiden Lane, New rork

Trade-Mark

g11■011'.11111.410■11..-tl■t1■14.6••■••■44 1■111.411■1101.411■t11■•••{11■1■1141

ita

CLARENCE F. BAYER BYRON L. STRASBURGER
D

ALBERT PRETZFELDER

BAYER & PRETZFELDER CO.
Importers, Manufacturers

5 East 17th St. (Between Broadway and Fifth Ave.) NEW YORK
Send us your eleventh hour
orders!
No need to miss profits if the
Christmas rush has depleted
your stock of holiday goods.
Phone, write or telegraph
your orders.
Our goods draw trade be-
cause they represent the
largest and best things in
your line. —You know how
fond the public is for "Some-
thing New"—That is why it
will pay you to keep up to
the "House of Newness."

Novelty Jewelry Brass Goods Sterling Silver andVanity Cases and Novelties Smoker's Articles Gun Metal MeshLorgnettes Lamps, Etc. Bags and CigaretteIndestructible Pearls Gun Metal Novelties Cases
Clocks Opera Glasses Desk Sets

Dinner Gongs Art Goods, Etc.
Sole Agents: "La Vogue Binoculars," "La Vogue Opera Glasses,"

"La Vogue Lorgnettes"
Lisbeth Indestructible Pearls

•
•

•111■11111.4 0■11■1111■41■11■111•■•••••■•••{11■61■11■{11.•■■••••••■•••■11■04

Make More Profit

11702

703 715 713 712 711 7101 709 70817071 761

10 AND 14K NECK CHAINS
Made and Soldered Automatically. Each Link Soldered

QUALITY AND FINISH UNSURPASSED

EXCELLENT VALUES Write for Samples and Quotations

GOLD, SILVER AND GUN METAL LONG CHAINS

STERLING MESH BAGS, PURSES, GUN METAL MESH
BAGS, PURSES, NOVELTIES

Trade Mark

VISITING BUYERS CORDIALLY INVITED TO CALL

Ernst Gideon Bek NEW YORK
35 MAIDEN LANE

NO. D DIAMOND BALANCE

HERMAN KOHL.BUSCI-1, SR.
MANUFACTURER 01

Fine Balances and Weights
SEND FORFOR EVERY PURPOSE WHERE ACCURACY IS REQUIRED CATALOGUE

170 Broadway (Corner Maiden Lane) New York, N. Y.

23650•••■•...l•■•••■••.110■01■4111•■■•••■•■•••••••■111■11■411■■•••••■••■•■••■•1111!111■411■111.41-■•••••■••••••■■■•••••••011■1■• 11■•■••■•• 0••••■•.101

The COLONIAL
"The Line

HAND
ENGRAVED

DAME LINE
of Quality"

QUALITY MARK

HAND
ENGRAVED

•
•

•
•

•
•

•
•

•
•

•
•

•
•

•

•
•

•
•

•
•

•
•

54/343 48/602
•
•

•

•
••
tt.

4853 4568S
••

••

••

•

••

••

HAND ENGRAVED
COLONIAL DAME LOCKETS

COLONIAL DAME BRACELET
Patented April 23, 1912

48 600

HAND ENGRAVED
COLONIAL DAME LOCKETS

Brdcerefs
Larkefs
F
o /
bs

48 338

4846%

4641%

Quality Mark Quality Mark

WRITE FOR PARTICULARS ON OUR
FREE PENNANT OFFER

SOLD ONLY THROUGH JOBBERS

4486 4683

4765

4841%

4859%

COLONIAL DAME LINE REPRESENTS
EXCLUSIVE STYLE, QUALITY,

FINISH, WORKMANSHIP

ASK YOUR JOBBER FOR
"THE LINE OF QUALITY"

Ask your jobber to show you our line. If he does not carry the "LINE OP QUALITY" write us and selections vill he sent you and billed through any reputable jobber specified

CHARMS
SCARF PINS
BUTTONS HEYWORTH BUILDING SILVERSMITHS' BUILDING CHRONICLE BUILDING

CHICAGO, ILL. NEW YORK CITY SAN FRANCISCO, CAL.

BLISS BROTHERS COMPANY
ATTLEBORO, MASSACHUSETTS

LOCKETS
BRACELETS
FOBS

•
•

•
•

1
•
•

•

•

•1111■••.10■41■11.••••••••••••■■••••14111■41 
/■•••■••■•822.411140■•■•111■110.60■01■■••■01■31■•■••■••■•■11114■10"••■••■•■■••■•••■•• 0■11■416■11■41
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SEND FOR OUR ILLUSTRATED CATALOG
Contains nearly ONE HUNDRED and FIFTY profusely illustrated pages containing a myriad array of the best in EMBLEMS and JEWELRY.OVER THREE HUNDRED ILLUSTRATIONS
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1221 1223 1221 1225 1222/98 1222/89 1222/91 1223/95 1223/96 1224 /90 1224/88 1225/99

We illustrate THIRTEEN DISTINCT FAST-SELLING PATTERNS taken from a line of over 500 Selected Designs.This entire BRACELET LINE embodies the most exquisite patterns of the very highest Quality.Every Bracelet is GUARANTEED to give entire satisfaction against breakage, denting or other defect in any way possible.
Our Motto—QUALITY HIGH—PRICE LOW

Prices quoted on application or send us an order for the above assortment
We positively guarantee you will be satisfied

All)40

411.

By this sign we win

TUCK & McALLISTER CO.
131 Washington Street (See page 2370) PROVIDENCE, R. I.

v--....110-.111■41■61,■-‘111.01■0.11■6111.0111■41P■t 15■111-.1111.-{lt•

• v774,7111 ■■7■17.01.
TRADE •••■■,,,,,,,y1//j7

• .0461.Ehls.

•

•

•

•

•

•

■•

•

•

The Williams & Anderson Co.
• 23-33 Broad St., Providence, R. I.

NEW YORK Office, 46 Maiden Lane. CHICAGO Office, 700 Heyworth Bidg.

MARK

1■■•■■•■•••111■11. -It 1,-.11■41■01■-■111.-111,■••41■11■111■■■•■■•••

Society Emblems t"

Pins—Buttons—Charms and Badges

In Solid Gold and Rolled Plate
•

•

31111■111■411■0 0 ••■■■111■41.41111■61■Mart 11■111.61111■6 0■1101.3 11■11■ 0■110.-1111.1111110.414

By this sign we win

WH EN

A

CUSTOMER

WISHES

TO

SELL

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

SPOT CASH OFFER

and save all trouble and worry. I pay all express
charges and insure the goods in transit. I have
been in the business right here over 19 years,
and can give the very best references as to
responsibility on application. Offers and valua-
tions furnished promptly. See ad. on page 2448
of this issue.

Write for further information.

J. J. COHEN101011 Chestnut St., PHILADELPHIA, PA.
Established 1,()1

Amsterdam, Sarphatistraat 29-31 London, Audrey House, Ely Place

Q/ /7

YE-

f".

a

17.

_g

7, Showing Mechanical Section of ONE PIECE Showing Back View of the Klassie to
Back. Post and Bean Illustrate Smoothness and ONE PIECE Effect

.E.

-2-

F. 3

E.

a-
-a

Jobber 's Name

FULLY GUARANTEED ,OY(5)

Showing How Goods Are Carded Ready For Shipping

MANUFACTURERS WARRANT
The s•etting, Bar and Henn of this Link is made

of one piece of Rolled Gold i'latc by the originn I
tfanintcred Process."

Reverse Side of Card Showing OUR GUARANTEE

2367

The Original One-Piece
Solderless Link Button
First introduced November, 1909.
Antedates any similar button by nearly 3 years.
The strongest link button made.

Points for your careful consideration:
1. The back, post and bean are one piece.
2. Made by the Original Hammered Process.
3. Positively Solderless.
4. Absolutely Unbreakable.

Made in gold filled only.

A LARGE VARIETY OF PATTERNS

One-Piece Collar Buttons
Studs

Waldemar Chains
Coat Chains

,4111

R8,9 
le 1012 MUTUAL BANK BLDG., 3 MAIDEN LANE,

SAN FRANCISCO, CAL. NEW YORK CITY

Albert Brothers' Catalogue
and

Your Holiday Business
There is no better time to test the merits of any jeweler's catalogue
or the ability of any jobbing firm to give you quick service than
from now until Christmas. It will be your busiest time, the season
when your wants will be most varied and numerous. We ask no
better opportunity to prove that ALBERT BROTHERS' CATA-
LOGUE and ALBERT BROTHERS' SERVICE can do, than to
have you apply the acid test during this busiest of all seasons.

Tubing Bracelets
Extension Bracelets

Queen Louise"
"Olivia"

NECK CHAINS
SEND TODAY!

R. & G. Company
Manufacturers to the JOBBER ONLY

ATTLEBORO, MASS.

We could go on making claims from now until Doom's Day, but
that wouldn't prove anything to you. What we want, and what
we request you to give us, is one chance to demonstrate. One
ounce of demonstration is worth ten pounds of " claims." We
are willing to be judged by the way we handle your first order.

Use ALBERT BROTHERS' CATALOGUE to fill in your
holiday stock and rely on ALBERT BROTHERS' SERVICE
to get your orders to you in time. Remember, the catalogue
is complete in every detail, conveniently arranged and easy to
select from. All doubts and misgivings have been eliminated.
You buy with an absolute certainty.

Send for one immediately. It's fine.

Office and Salesroom, Merchants Bldg.
Sixth Ave. between Vine and Race

)itianamatiiiminainninianiatimaininnamanaarannumarnaniamit]aiummaiiiiiiiiinariminanarnainananianinainit
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An exceptionally large number of orders for

good. You will find we offer

23(8
1"..Ii■ ...1411.4 IV...1111. 1"."0111■11..."%11.4 0...liftwtt 0 r..111■S it 11.."111.. On

Just Received

No. 1550
(One of the many combinations we offer.)

THE ATHENA
--PATTERN

and all were shipped at once. Are you anxious
to reap

LARGE PROFITS
THIS HOLIDAY SEASON?

If so, get busy - order now while the going's

GREATER VALUES FOR YOUR INVESTMENTS

than can be found in any similar line on the
market.

STERLING
BENS

TRADE MARK

William Bens Company•
•

PROVIDENCE, RHODE ISLAND
BRANCHES AT

NEW YORK CHICAGO SAN FRANCISCO
3% Broadway The Wellington Jewelers' Building

DETROIT CANADA NEW ORLEANS
Cadillac Hotel New Glasgow, N. S. Si. Charles Hotel

: COIN HOLDERS :
GERMAN AND

-

TRADE

C.B.& H.
MARK

STERLING SILVER

I

TRADE

•

•

Send for Samples of our MESH BAGS, COIN PURSES and
COIN HOLDERS on Your Business Letter Head

WE MAKE
Gold Filled Cuff Pins
Sterling Brooches
Gold Filled Brooches
Sterling Bar Pins
Gold Filled Bar Pins
Sterling Waist Sets
Sterling Cigarette Cases
German Silver Vanity Boxes
Sterling Pocket Knives
Sterling Scissors
Sterling Souvenir Spoons
Small Sterling Novelties
Sterling Manicure Articles

Sterling Bracelets
Gold Filled Bracelets
Sterling Soldered Mesh Bags
Sterling Soldered Mesh Purses
German Silver Soldered Mesh Bags
German Silver Mesh Bags
German Silver Mesh Purses
Sterling Belt Pins
Sterling Belt Buckles
Gold Filled Belt Pins
Gold Filled Belt Buckles
Sterling Hat Pins
Gold Filled Hat Pins

WE SELL DIRECT

CODDING & HEILBORN CO.
Makers of Most Up-to-date Novelties in

Sterling Silver and Gold Filled
NORTH ATTLEBORO

ni........,,-...•11■110■11■4111■01.■ .411■11t1■111■10111-■ 11■11■4111■11.411.41111■411

MASSACHUSETTS ft
New York Office, Room 1301, 13 Maiden Lone

2369
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THE JEWELRY TRADE
FOR THE JEWELERS

REED 8z BARTON
sell only to the

jewelers and have con-
sistently declined the
most attractive orders
from department stores,
druggists and other

outside" dealers whose
competition has been
so injurious to the legiti-
mate trade.

Jewelers know how
easy it has always been
to sell the

10.1gD BARTON
PLAMD FLATWARE
The famous name, the
beautiful designs and
the peerless quality make
a friend of anyone who
buys once. But now,
since the introduction
of the new price schedule,

the jeweler will find it
still simpler, for the
combination of the Reed
& Barton name and the
new prices lifts the Plated
Flatware above all com-
petition.

WRITE TODAY FOR NEW PRICE SCHEDULE

REED & BARTON, Silversmiths
TAUNTON ESTABLISH ED 1824 MASS.

F.■
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THE NEW CENTURY is used in every civilized part of
the world, and when you purchase one .of these machines,

. you are sure of big dividends on your investment and an
asset that will not deteriorate with age.
ci In perfecting THE NEW CENTURY we have kept in mind three
essential points that are not found in other machines of this type on the
market, viz.: rigidity, convenience of operation and accuracy.

• 

THE NEW CENTURY is elaborately finished, is made of best
materials obtainable and high-grade workmanship, and the design is
simple and mechanically correct.

• 

THE NEW CENTURY is easy to learn to operate and will
save you time and money.

Che Eaton Gcv2 C
Write for Catalogue and Easy Terms

(.11s•
Saylre, Penna.
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MESH BAGS REFINISHED
$1.00

ISIOREARREFTE
LSH BAG

REPAIRING

FAL__14P:ORKIIM PERM ,

Will repair,
refinish
and reline
all size
MESH
BAGS

Includes repairing the mesh joints and ball snaps; also kid or silk
lining and anything else necessary to put bag in good first class
condition.

Gold or Silver Finish

There are thousands of old MESH BAGS throughout the country
that have been discarded. These bags could be made to look like
new for about one fifth the original cost
SEND FOR ONE OF OUR WINDOW DISPLAY CARDS
( IT'S FREE) and call this work to your store.
Remember—An old bag made new for $1.00

N. B.—NOT RESPONSIBLE for GOODS LOST IN MAIL.
GOODS SENT AT OWNER'S RISK. If you desire
to have same registered please specify.

liY TIIIS SIGN
m WS WIN

LI-1=1=1=1=11=11=11=11=1=1=11=1=1=11=7=1=1=1=3=11=1=1=/1=A

TUCK & McALLISTER CO.
131 Washington Street

PROVIDENCE RHODE ISLAND
Send for our Catalog of Emblems and Jewelry

(See Page 23(6)
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TheBabySix

Assortment

November 15, 1912 THE KEYSTONE

DIRECTORY OF ASSOCIATIONS

NATIONAL

(The names given in each case are those of Ow 
President and Secretary)

American National Retail Jewelers' Association

T. L. Combs, Omaha, Neb.; Claud Wheeler, 918 B
roadway, Columbia, Mo.

National V■rholesale Jewelers' Association

George H. Edwards, Edwards & Sloane Co., Kansas City, Mo.;

Fred. G. Thearle, State and Washington Sts., Chicago, Ill.

National Association of Manufacturing Jewelers

R. E. Budlong, S. K. Merrill Co., Providence, R. I.; Harold E. Sweet,

R. F. Simmons Co., Attleboro, Mass.

National Jewelers' Board of Trade

Arthur Henius, Buhl Bros. & Henius Co., New York; E. N. Stone,

15 Maiden Lane, New York.

STATE

Arkansas—J. M. Terry, Eldorado; C. H. Carmichael, Boonevill
e.

Colorado—A. J. Stark, Denver; J. C. Bloom, 730 16th Street, 
Denver.

District of Columbia—Geo. W. Spier, 310 Ninth Street, N. 
W.; Wm. H.

Oringe, 909 Pennsylvania Avenue, N. W.

Idaho—F. H. Bowen, Caldweli; Con. W. Hesse, Boise.

Illinois—John Schmelzer, Centralia; Charles F. Manahan, 361 
W. 63rd

Street, Chicago.
Indiana—Walter H. Mellor, Michigan City; 0. P. M. Squires, La Porte.

Iowa—Fred J. Edgar, Eldora; E. A. Lewis, of Lewis & Sickle, Des 
Moines.

Kansas—D. D. Williams, Emporia; R. F. Goodholm, Lindsborg.

Maine—A. F. Goodhue, Fort Fairfield; John R. Roche, Eastport.

Michigan—Hugh Connelly, Detroit; J. G. Davenport, Battle Creek.

Minnesota—F. H. Straub, Fergus Falls; E. M. Schwenke, New Richland.

Missouri—Charles E. Tieman, California; Anderson Blanton, Paris.

Nebraska—T. L. Combs, Omaha; E. B. Fanske, Pierce.

New Jersey—C. J. Brotherly, Newark; Jean R. Tack, 857 Br
oad Street,

Newark.
New York—Charles H. Howe, Syracuse; Benj. T. Ash, Bi

nghamton.

North Carolina—Wm. G. Frasier, Durham; W. B. Morris, 
Gastonia.

North Dakota—A. G. Tellner, Jamestown; H. 0. Sheldon, B
ottineau

Ohio—A. L. Thoma, Piqua; R. A. Bancroft, Columbus.

Oklahoma—A. Y. Boswell, Tulsa; F. W. Holmes, Sayre.

Oregon—Joseph Jaeger, Portland; W. F. Dielschneider, McMinnville.

Pacific Coast Gold and Silversmiths' Association—Geo. Lewis,
 San Fran-

cisco; M. A. Hirschman, 1641 Van Ness Avenue, San Francisco.

Pennsylvania—John M. Roberts, Pittsburg; C. S. Wiley, 3602 
Forbes

Street, Pittsburg.

South Dakota—Carl R. Damuth, Redfield; Ernest H. Frey, 
Watertown.

Texas—C. B. Pittman, Ennis; C. M. Bailey, Dallas.

Virginia—Henry T. Silverthorn, Lynchburg; Geo. E. Flippen, Ly
nchburg.

West Virginia—W. L. Jones, Martinsburg; Lloyd Erhard, Davis.

Wisconsin—Gustave Keller, Appleton; A. W. Anderson, Neen ah.

is a bracelet assortment of some of our most popular selling
Baby Bracelets.
Each comes cased in individual box and all are then put in

one large box. Makes an effective way of displaying them.
Can also be had in bags if desired.
Ask your jobber to show this line. Look for Trade Mark.
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PROFITS IN GIFT ENGRAVING

The present is the engraver's millennuim. Almost every article sold calls

for engraving, especially Holiday gifts. If you can not engrave and wish

to master the art, procure a copy of the well-known treatise

THE ART OF ENGRAVING
which has been the sole education of hundreds of competent 

engravers

Every engraver should have at hand a copy of this book for instructions,

suggestion and reference. The author is an experienced teacher of the

art and no school instruction is necessary.

Sent postpaid to any part of the world on receipt of price.

$1.50
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The Keystone Publishing Co.,
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PHILADELPHIA, PA.
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Large Imports of Gems
Forbode Prosperous Season

October Imports Nearly Four Million Dollars—
Nearly Forty Millions for the Fiscal Year—
Growth of the Cutting Industry

New York, November 6.—In October, precious
stones valued at $3,988,545 were brought into the
country through the Port of New York, according
to figures compiled by William B. Treadwell, jew-
elry examiner at the Appraiser's Stores. With the
exceptions of October, 1909 and 1906, the gem im-
ports were larger than for that month in any previ-
ous year. In October, 1909, the value of the dia-
monds and other gems received here reached
$5,132,139, while in October, 1911, the total value
of the gems dropped to $3,099,119.
Of the jewels which reached this city in the last

month the cut precious stones and pearls are
valued at $3,037,495, while the uncut gems are
valued at $901,050.
The activity of the gem market is reflected in the

big imports during the last month, and Maiden
lane importers are authority for the statement
that there never before has been a time in the gem
business when such high prices for diamonds and
pearls have ruled. For the first ten months of
1912 gems valued at $34,654,148 have reached
New York and importers are predicting that the
imports for the year will exceed $40,000,000 in
value.
For the fiscal year ended June 30 imports of

gems to the valued of $39,445,289 were entered at
the port of New York. This means that it took
more than $41,000,000 worth of gems to satisfy
the demand in this country for this form of luxury,
since it is estimated that of the total importations
into the United States 95 per cent came in through
this port.

According to the figures compiled by Examiner
William B. Treadwell at the appraiser's stores on
Washington street, the cut precious stones and
pearls totaled $29,261,794. and his figures show
that the uncut gems, chiefly diamonds, had a total
value of $10,183,491. The year's record is higher
than those of any with the exception of the years
ended June 30, 1906, 1907 and 1910.
The heavy importations of rough diamonds in

the fiscal year reflects a growth in the diamond cut-
ting industry in this country where some of the
finest stones are now being cut. There is a duty of
10 per cent on cut diamonds, while the rough is al-
lowed free entry. Amsterdam and Antwerp are,
however, the two leading centers for this industry.
A review of the year shows that there has been
only one official advance of 5 per cent. in the
price of diamonds, but there have been other
indirect advances in that time. Just at present
there is little activity in the foreign centers, al-
though conditions are better than during December
and the early months of the present calendar year.
A New York importer who returned from abroad
last week reported that he had never experienced
such difficulty in obtaining diamonds suitable for
the American market.

Another Largest Diamond
Found in Premier Mine

Johannesburg, South Africa, November 5.—
A diamond weighing 1,649 carats has been dis-
covered in the Premier mine. This is the largest
diamond in the world at this time. The famous
Cullinan diamond, which was found in the same
mine in 1905, weighed 3,024 carats, but was cut
into eleven separate stones.
The world of gems awaits with impatience fur-

ther facts in regard to this large stone.

Jewelers' District Clubs First Annual Convention of
Popular in Wisconsin Federation of Retail Merchants

Important Meetings Held and Addressed by State
Association Office s—New Organi7ation in
Madison

Milwaukee, November 2.—The regular Fall
meeting of the Fox River Jeweler's Club was held
in Appleton, at the French room of the Sherman
house. An informal banquet was given for the
twenty-four members present and a short business
session was held. The club comprises members
from cities extending from Fond du Lac to Green
Bay and from various cities bounding the Fox
River valley on the north and south. The meeting
was a successful one. The next meeting will be
held in Oshkosh in March.

All the old officers were re-elected and three new
members were admitted. The officers are: Pre-
sident, J. R. Chaplain, Oshkosh; vice-president,
Walter C. Grunnert, Green Bay; secretary, A.
W. Anderson, Neenah; treasurer, Herman Kamps,
Appleton. The three new members taken up
comprised one from Ripon, one from Hilbert, and
one from Appleton.

Twenty-five representative jewelers of the
southern part of the state gathered at the Hotel
Hilton, Beloit, for the second semi-annual banquet
and business meeting of the Southern Wisconsin
Jewelers' Club. The jewelers were addressed by
Gustave Keller, of Appleton, president of the state
association and A. W. Anderson, of Neenah,
secretary of the state body. Both speakers gave
enthusiastic talks and enthusiasm was the keynote
of the evening. The next meeting of the organiza-
tion will be held in February.
From Beloit Mr. Keller and Mr. Anderson went

to Madison, where they assisted in the organization
of a district association in that city, and where they
also conferred with the state insurance commis-
sioner in regard to the jewelers mutual insurance
society.

Jeweler Ends Long Trip
Through the Old World

Toured United States on Return Journey—
Viewed World's Greatest Sights and Enjoyed
the Trip

Stockton, Cal., November 2.—H. J. Keuchler,
the well-known jeweler, who has been touring the
world since January, returned home and reports
enjoying his trip greatly. He only was delayed a
short time at Hamburg, Germany, for a small
operation due to an accident while riding down
Tigre hill in Tibet.
He visited various parts of Asia, Africa, Europe

and the United States. The Keuchler party left
San Francisco and visited two days in the Hawaiian
islands. Several days were spent in Japan, visiting
the various cities.

While traveling in China the party endeavored
to visit Canton but were prevented by the revolu-
tion which was going on at the time. The modern
improvements at Manila especially attracted the
visitors' attention. The Manila Elks entertained
the party.
Java, Singapore, Calcutta and other Indian

cities of importance were in turn visited. From
India the party went to Egypt, where everything
of importance in the land of the Pharaohs was
taken in. Germany, Austria, Holland, Belgium,
Switzerland, France and England were among the
European countries visited. The party reached
New York on September 22 and since that time the
Niagara Falls, Chicago, Grand Canyon, Yellow-
stone Park, Los Angeles and San Francisco were
visited.
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Important Business Problems to be Discussed—
Eminent Speakers Will Attend—Interesting
List of Addresses

St. Louis, Mo., November 8.—The "small man"
in business will be the center of attraction at the
first annual convention of the National Federation
of Retail Merchants, which will be held in the
Planters Hotel here three days and nights, begin-
ning November 19.
More than 100,000 retail merchants in every

line of business have received invitations to at-
tend the convention, and nearly 200 states and
division associations of retail merchants will send
delegates. Fully 1,000 delegates are expected.
The convention will be unique in that there will
be no banquet connected with it. An invitation
is extended to the general public to attend.
The "high cost of living" will come in for a

general discussion and the parcels--post will be taken
up. United States Senator Jonathan Bourne, of
Oregon, who is the father of the parcels-post bill,
will speak for it, and the retailers will talk against
it. The relation of the retailer and the "small
man" in business, to the jobber, manufacturer and
wholesaler, will be discussed. Although both
wholesale and retail merchants are members of the
National Federation, the organization was formed
primarily for the benefit of the "small man" the
storekeeper who conducts his business on a limited
capital.

Charles Nagel, Secretary of Commerce of Labor,
has accepted an invitation to speak on the proposed
amendments to the Sherman law.
"A Message From Canada" is the subject of a

talk to be made by E. M. Trowern, Dominion
Secretary of the Retail Merchants' Association
of Canada. The tentative program adopted by
the directors shows subjects to be discussed as
follows:

"Relation Between the Manufacturer, Whole-
saler, Jobber and Retailer," "The Traveling Man
and the Retailer," "A National Pure Advertising
Law," "The Country Newspaper and the Retail
Merchant," "The Trade Press and the Retail
Merchant," "The Mail Order Menace," and the
"Future of the Small Dealer."
The National Federation of Retail Merchants

was organized a year ago in Chicago by representa-
tives of fifty lines of retail business.

Martin J. Moloney, of Detroit, Mich., is presi-
dent; E. C. Robinson of St. Louis, vice-president;
J. R. Moorehead, Lexington, Mo., secretary; and
John T. Russell, Chicago, treasurer.

Western Jewelry Firm
Makes Change in Name

Salt Lake City, Utah, November 2.—The J. H.
Leyson Company of this city, one of the leading
jewelry stores of the west, will no longer be known
by that name. It will henceforth be known as the
Leyson-Pearsall Company. The change was re-
cently made, when C. R. Pearsall, vice-president
and general manager of the concern, linked his
name with that of Mr. Leyson as associate pro-
prietor of the firm.
Mr. Pearsall recently returned from an extended

business trip in the east, pertaining to the firm.
He declared that the business in the east appeared
to be unusually good. The business houses with
which he negotiated all reported excellent condi-
tions, especially in the wholesale lines, and impor-
tations. The retailers all over the country ap-
parently anticipate excellent trade and the whole-
saler is now reaping the benefits, said Mr. Pearsall.



2374 THE KEYSTONE

Diamond and Gold Production
of South African Union

Product of _Gold Increases While Diamond Pro-

duct Decreases—Enormous Wealth in Precious

Metal and Precious Stones

Washington, November 2.—The official mining

statistics, just published and forwarded by Consul

Edwin N. Gunsaulus, Johannesburg, show that

the total diamond production of the Union of

South Africa for the first six months of 1912 was

2,392,255 carats, valued at $22,100,970, a decrease

from the previous half year of 651,192 carats and

in value of $30,940. The Transvaal production

Was 982,153 carats, valued at $5,047,260, of which

41,101 carats, valued at $924,936, were recovered

from the river diggings. The Orange Free State

diamond production for the period above named

was 330,679 carats, valued at $3,647,027.
The net issued capital of Transvaal diamond

mines on December 31, 1911, amounted to $1,155,-
978. The net issued capital of Free State diamond
mines on that date was $12,894,370.
Gold-mining statistics for the six months of the

present year ended June 30, 1912, show that the
gold mines of the Transvaal are today crushing
more rock than at any previous period in the his-
tory of the Witwatersrand. In the first half of
1911 the Transvaal mines crushed 11,708,493 tons
of ore, and in the first half of the current year
12,847,652 tons. For the first six months of 1911
the yield of gold was $82,193,310 and for the corres-
ponding six months this year $93,919,064.

Bold Swindling Scheme
Frustrated by Railroad Man

Boston House Scents Fraud after Shipment of

Jewelry—Station Agent Takes Timely Pre-

caution

Providence, R. I., November 7.—Clever work

on the part of Clarence Weaver, railroad station

agent at Wickford, R. I., October 30, prevented

two valuable consignments of jewelry from a

Boston house from falling into the hands of a

band of thieves who had made well-laid plans for

the capture of the valuables.
It was not until the next morning that Mr.

Weaver found how correctly he had guessed that

the two boxes of jewelry were the loot sought by

the robbers. He found, upon entering the station
that it had been completely ransacked, but that
nothing had been taken. He was convinced
that the robbers had entered the station the night
before with the sole purpose of getting the jewelry
which, when his suspicions were aroused, he had
sent to the station in this city for safe-keeping.

On Wednesday Mr. Weaver received two pack-
ages of jewelry which had been sent C. G. D. by the
Boston jewelry house to "Amos B. Smith," a
non-resident of Wickford.
At about the same time, Mr. Weaver was called

by telephone from Boston by a representative
of the jewelry concern who proceeded to ask con-
cerning "Amos B. Smith," who, he said, had
asked to have the jewelry sent to Wickford, to be
paid for upon delivery. The concern had decided
not to take chances on the sale, it was stated.
Weaver's suspicions were thus aroused and,

instead of keeping the jewelry in the little Wickford
station, he sent the packages to this city.
Mr. Weaver thinks that the men broke into the

station that night, intending to take the jewelry
packages which they expected to find there, but
which were, at the time, safe in Providence. He
does not know, however, anything concerning the
description of the man who ordered the jewelry
as "Amos B. Smith," as no such man lives at
Wickford.

Horace F. Carpenter, Refiner,
Retires from Active Business

Said to be the Oldest Living Refiner—Famous as
Mineralogist, Conchologist and Chemist—An
Expert in the Refining Art

Providence, R. I., November 5.—Announce-
ment is made of the retirement from active busi-
ness of Horace F. Carpenter, senior member of
H. F. Carpenter & Son, gold and silver refiners,
of 58-60 Page street after fifty-two years activity
in the jewelry trade. Mr. Carpenter established

. himself in business on October 19, 1860, and is
believed to have been longer in the refining busi-
ness than any living man. His retirement took
place on October 19, the fifty-second anniversary
of the founding of the business.

Horace A. Carpenter, the son, who has been
connected with the business built up by his father
for over 25 years and who was admitted
to membership in the firm several years ago,
will continue the business under the same firm
name and no change whatsoever will be entailed
in the conduct of the house, excepting that H. F.
Carpenter retires.
October 19 has figured largely in Mr. Carpenter's

eye inasmuch as he was born on October 19, 1842,
began business for himself when eighteen years old,
on his birthday and retired on his 70th birth-
day. He is a notable mineralogist and is also
known as one of the country's most prominent
conchologists, having the reputation of being the
most eminent authority on Rhode Island molluscs
and the possessor of one of the finest collections
of minerals and local shells extant.
Mr. Carpenter is also a chemist of more than

ordinary note and, through his experiments made
years ago, found the method of extracting nitrate
silver from photographic waste paper. He was the
first refiner in the land to refine this class of waste.
When a boy he built a refinery for himself in the
cellar of his father's home, using brick and mortar
which he wheeled to his home in a barrow from a
neighboring brick-yard. He was still a student of
chemistry when he began to make nitrate of silver
and chloride of gold and sodium which were
formerly used exclusively in photographic work.
Mr. Carpenter's most notable achievement,

however, was probably his discovery of the method
to make " chemically pure gold," a gold which
has given manufacturing jewelers and electro-
platers an opportunity to use it to great advantage
in the coloring of jewelry or the gold plating of
silverware. Another production which was of
note in Mr. Carpenter's career was his oxidizing
fluid, largely used for oxidizing silverware and
jewelry.
For many years Mr. Carpenter was treasurer

of the New England Jewelers' & Silversmiths'
Association, which was at the time of its inception
purely a social organization. Later some of the
more prominent manufacturers realized the value
such an organization might be to the manufactur-
ing jewelry and silversmithing industry and the
changes began which resulted October 26 last in
the placing of the association on a more absolute
business basis than ever before by the abolition of
the old form of government and the institution of
government by a Board of Directors.
During its youthful days the association lacked

at times in energy and Mr. Carpenter's efforts
aided in its continuance in existence. Mr.
Carpenter's efforts were subsequently recognized
by the association as a reward of merit and he
was made an honorary member. He is the only
man who has that honor.
Mr. Carpenter was formerly the president of the

Anon Club, the city's principal musical organiza-
tion, and is well know and greatly esteemed in
musical circles. He recently declined reelection
as the president of the club.
The firm's announcement of the retirement of

the senior partner, written by Horace A. Car-
penter, is couched in the following terms:
"We enter into our fifty-third year in the refin-

ing business with feelings of deep regret and sense
of personal loss. Our Mr. Horace F. Carpenter,
the founder of the business, has retired from the
firm. May he richly enjoy the rest and leisure to
which he is so justly entitled."
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Enlightening the Press
on the Metric Carat

Misleading Comment Elicits Instructive Explana-
tion—A Defense of the Good Faith of the Trade
in the Metric Carat Innovation

New York, November 2.—The following written
by M. D. Rothschild of the American Gem &
Pearl Company, former president of the National
Jewelers' Board of Trade, appeared in today's issue
of The New York Times in reply to a recent edi-
torial criticism in this paper of the action recently
taken by a number of prominent jewelers in ad-
vocating the adoption of the metric carat in place
of the present carat.

To the Editor of The New York Times:
Your editorial in this morning's paper headed

"Looks Like a Trick of Price Raisers," in criticism
of the action taken by the representatives of the
jewelry trade on Tuesday last, in adopting the
200-milligram decimal carat in place of the frac-
tional carat of about 205 milligrams, which has
been in use in this country, is obviously based on a
misconception of the situation, and contains a num-
ber of errors which I beg leave to point out.
The 2M per cent difference in weight may or may

not be additional profit to some of the jewelers
when the new carat comes into general use on July
1 next. The chances, however, are that under the
inexorable law of demand and supply diamonds
and other precious stones and pearls will continue
to increase in value to such an extent that this 23/i
per cent will not play a very important part in
future transactions.

It is a well-known fact that precious stones and
pearls have increased so greatly in value during the
last few years that almost any important gems
which were purchased at retail some years ago can
be resold to dealers at a substantial profit. It is
interesting to note in connection with this fact that
fine furs and automobiles, which you would prob-
ably call "other like necessities," purchased at the
same time have generally become valueless.
The value of pearls, diamonds, and other pre-

cious stones in the hands of private parties in this
country is well above the thousand million dollar
mark, or many times the value of the stocks of
gems in the hands of dealers. The change in the
weight standard, therefore, is not detrimental to
the owners of the bulk of the stones, who in this
instance comprise the general public.
We have not "suddenly realized the long-existing

need of uniformity." On the contrary, the
struggle for the adoption of a uniform carat has
been going on for several decades; in fact, as far
back as 1871 an "international carat" of 205 milli-
grams was proposed by the Syndical Chamber of
Jewelers in Paris. This was accepted in 1877 by the
Paris Syndical Chamber of Diamond Merchants.
The decimal carat of 200 milligrams now adopted

by American jewelers was proposed by the Inter-
national Committee of Weights and Measures, and
accepted at the General Conference of the Metric
Convention held in Paris five years ago. Since
then practically every civilized country has
adopted the decimal carat of 200 milligrams,
excepting only England, Belgium and Holland.

MEYER D. ROTHSCHILD.

To Enforce Punctiliousness
by Electric Clocks

Washington, D. C. November 6.—Electric
clocks, which are expected to prevent many dis-
putes and save time—days of it—as well as keep it,
have been installed above the elevators in the
Post-office department. The clocks are connected
electrically with the standard timekeeper at the
Naval Observatory.
The elevator capacity of the building is not

sufficient to carry the employes up and down at the
opening and closing hours, and the result is that,
especially when the employes are going to work
in the morning, there is usally a congestion at the
elevators on the ground floor. This delay has
been the cause of a good deal of lateness on the part
of the clerks, and the department rule is that for
each five minutes an employe is late he loses a half
hour of his annual leave.
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Jewelry Manufacturer Robbed
of Factory Pay Roll

Expert Pickpockets Perform the Feat Successfully

Almost in Presence of Police—Had Time to

Escape

Providence, R. I., November 2.—Pickpockets,
believed to have been four or five in number,
robbed James C. Doran, head of James C. Doran
& Sons of $720 in bills, the payroll of the employes
of his plant, in the vestibule of a Prairie avenue
car at Turk's head, in the very center of the city's
financial district at Westminster, Weybosset and
Exchange streets at 11 o'clock, today. The pick-
pockets did a clean job and escaped undetected,
while Mr. Doran did not discover his loss until
he had reached his jewelry manufacturing plant
at 150 Chestnut street some minutes later.

Within fifty feet of the
car at the time was head-
quarters inspector John T.
Haran who was assigned
to duty at the time in the
vicinity of the Industrial
Trust Company in front
of which the car stood
when the thieves robbed
Mr. Doran.
Only a little further

down the street was In-
spector J. J. O'Malley
likewise of police head-
quarters, both on the look-
out for pickpockets. The
fact that neither officer
noticed the presence of
the pickpocket "mob" is
believed to indicate that
the robbery was the work
of professionals from out-
side the state, since both
officers are well ac-
quainted with all the local
crooks. The men, it is
thought, may have been
driven from New York
by the efforts which are
under way in the metro-
polis to curb the opera-
tions of the men in the
New York underworld.
This suspicion is strength-
ened by the fact that Mr.
Doran had just returned
from New York where he had collected about
$2,000 from customers. It is thought that the
pickpockets trailed Mr. Doran to this city and
followed him until the opportunity presented
itself to get the money.
When Mr. Doran arrived in the city he went to

his banking institution, the Atlantic National
Bank, and deposited the money he had collected
in New York and then drew out $720 in bills of the
proper denominations to make out his payroll.
He put the roll in his trousers pocket and then
walked to where Inspector Haran was standing and
chatted with the officer until his car came along.
Then he boarded the car. As he stood in the vesti-
bule, he says, four or five men pushed against
him and jostled him, but he thought nothing of it
at the time, except that the shoving was annoying.
When he reached the shop, however,vandfput

his hand into his pocket to find the money gone,
he remembered the jostling and easily answered
the question of how and where the money had been
taken.
Mr. Doran hurriedly notified police head-

quarters and then went to the Atlantic National
Bank where he was joined by Captain of In-
spectors, Albert E. Nickerson and Inspectors Haran
and O'Malley. He could, however, give no very
accurate description of the men although he
thought he might recognize them if he saw tham.

All the available inspectors were put on the case
and set to watching cars and trains and to watch
the hotels where it was thought likely the men
might have gone following the robbery. It be-
hooves all who may be bent on the same errand as
Mr. Doran to have a careful watch out for nimble
fingered operators of this character. There would
seem to be quite undue carelessness in this par-
ticular matter.

Jeweler's Magnificent Booth
Wins First Prize at Fair

Imposing Display of Goods in a Beautiful Setting—

Crowds Fascinated by Sparkling Array of Gems

and Jewelry

Chillicothe, Ohio, October 25.—The Ross
County Fair held in this city made a new record
this year in the excellence of the exhibit features
and in general benefit to the community. Un-
doubtly the great show place of the fair was the
magnificent booth of Henn & Haynes, jewelers of
this city, who were awarded first prize against the
competing booths in all lines. The booth was
placed in what was known as floral hall a name
which furnishes the keynote to the scheme of dec-
oration used. The large sign shown in the illus-
tration is adorned with $1,500 worth of gold watch
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Carnival Queen's Crown
Masterpiece of Jeweler's Art

Made from Gold, Silver and Gems by Denver

Jewelry Firm—Beautifully Symbolic of the
State of Colorado—Designed by C. H. Leppla

Denver, Col., November 8.—The carnival of
1912, one of the most pleasant events experienced
by the people of this city and visitors from all
cities and towns of the state has come, and like
all good things, has gone. Thousands of visitors
attended the festivities and all were loud in their
praise of the festival. The city was beautifully
decorated. Streets and show windows surpassed
all previous records.
The magnificent display in the parade of the

resources of the city and state on the first day, and
the great military display of the second, were

followed by the Mask—
the grotesque—parade of
the third day, with the
mask ball in the evening,
which all the maskers, and
all the officials of the city
and state, attended.

Miss Ruth Boettcher
was chosen Queen of the
Festival, and was crowned
with due ceremony by
Governor Shafroth. This
crown was considered a
masterpieceof the jeweler's
art, and was manufactured
by the Bohm-Allen Jewelry
Company of this city, es-
pecially for the occasion.
By means of gold, silver

and gems, the plains of
Colorado in frontier days
and the mountains of the
state subdued by civiliza-
tion are pictured on it.
The red and orange colors
of the festival are carried
out in the design by means
of golden topazes and
tourmalines. A diamond
is used to represent the sun
rising over the Rockies.
The front of the crown

is divided in the middle
by a huge golden topaz
surmounted by the figure
of a woman representing

Denver and carrying the "Forward" motto above
her head. Over the motto is the Colorado State
seal inclosed in a laurel wreath.

On the right half of the crown are represented
the plains. To the extrem right is an Indian
wrought in raised silver, viewing with wonder the
first passenger train crossing the plains. In the
hills in the distance is a caravan of pioneer
schooners.
On the left half of the crown are represented the

Rocky Mountains. A company of tourists in
automobiles is pictured touring thestate, and a
miner is seen working among the rocks. A moun-
tain peak is tipped with a large half-carat diamond,
to represent the rising sun.
The background of the picture is in rolled gold

and the figures are in raised silver. Just below
the pictures and extending across the front of the
crown is a string of pearls, attached at each end to
a raised gold columbine. At the highest point of
the crown is a large tourmaline. The other points
of the crown, at either side of the central point, are
also topped with gems. Alternate points are sur-
mounted with large festoon-shaped American
pearls. The other stones, named in order from
the central tourmalines, are aquamarines, golden
topazes, garnets and emeralds.

The crown was designed by C. H. Leppla and is
considered one of the finest jewels ever seen in
Denver.
The custom of holding carnivals is now being

rapidly extended throughout the country, and
jewelers should take measures to profit by the
large crowds that flow into the city in consequence.
The best method of doing so is by attractive win-
dow displays, using designs which the carnival
itself may very readily suggest.

FIRST-PRIZE BOOTH OF HENN & HAYNES, CHILLICOTHE

cases, these being arranged to form the name of
the firm. The goods displayed were valued at
over $10,000.
The room was tastefully decorated in lattice

work and bunting with flowers pendant from the
ceiling. A beautiful cut glass lamp and punch
bowl were effectively placed to add to the bril-
liancy of the display.

Dozens of wistaria blooms, artificial of course,
yet's() natural as to seem to have just come from a
conservatory, hung from the ceiling of the booth,
and about the electric lights were clusters of
smaller flowers of the same delicate lavender.
Glittering cut glass, sparkling silver and diamonds
and hand-painted china, producing a riot of bril-
liant colorings, added to the beauty of the effect.
The prize-wining firm is one of the leading jew-

elry establishments of this section and enjoys
an enviable reputation both for integrity and
enterprise. The decision of the judges in awarding
the first prize to this display coincided exactly
with that of the thousands of visitors who were
fascinated by the beauty of the booth and its
contents.
We very frequently receive requests for plans

for street fair booths, and trust that our readers
who expect at any time to be interested in this
form of advertising will make note of this mag-
nificent display of Henn & Haynes. The pub-
licity accruing from such a display is not only
valuable in attracting trade while the fair is in
progress, but creates a profit-making reputation
for the jeweler among the people in the surround-
ing country. It is the custom for the farming
classes to come many miles to these fairs, and a
booth such as the above will be remembered, and
much future trade may come to the store as a
result.
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TIME'S pendu-

lum is rapidly
swinging again to-
wards the high
water mark of
Prosperity. Con-
ditions are good all over the country.
The crops have been the largest in the
history of the world and industries gen-
erally are working on orders that tax
their capacity.

Under such conditions the demands
of the holiday trade will
exceed by far that of re-
cent years. The jeweler
will require a good stock
to supply the requirements
of the trade.

We are "right on
the job" with "Sellers"
innumerable. Do not
delay purchasing. Now — 

is the time.

Henry
6t

71 NASSAU
Our Trade Mark
excellence a n d

For anything in
Jewelry, Watches
or Diamonds, loose
or mounted, write,
wire or phone

Freund ei Bro.
Sellers of Sellers"
STREET NEW YORK

"The Rose" stands for quality and
is equal to a government stamp
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DIAMONDS
Mounted Goods

We can supply anything and everything in diamond mounted goods.
Our diamond pendants are of the latest and most approved designs.
Diamond pendants were never so popular as now. You will have many calls

for them. Better have some in stock.
Send now for a memo selection.
Special orders receive our prompt attention.

Loose Stones
Don't put off buying your loose stones if you propose mounting any goods for

your Holiday business. We carry Blue Wesseltons and Blue Jaegers, perfect and
slightly imperfect in sizes from Yi to 3 carats; some up to 6 carats.

Send for a memo package.
Our prices are right. Our goods are never misrepresented.
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Famous Cameo Collection Estimating the Value
Brought to United States

Collection Consists of 4,000 Pieces—Now the
Property of an American Firm—Will Remain in
this Country

Providence, R. I., November 7.—The famous
Eisenman cameo collection of 4,000 pieces, which

some thirty-five years ago attracted widespread
attention when it was brought to this country for
exhibition purposes, has again returned to Amer-
ica, this time as the property of Low, Taussig &
Karpeles, stone dealers, importers and manu-
facturers, with offices at 56 Pine street, this city.
The collection was recently purchased at Paris

through Miss Ella M. McCloskey, the secretary
of the firm here, while she was making a six
months' tour of France, Germany, Austria and
Switzerland, combining with the recreation tour
a visit to the Low, Taussig & Karpeles industries
at Phorzheim, Germany, the Gablonz district in
Austria and the two factories in Paris, at one of
which the La Tausca pearl, well-known to the
trade in this country, is manufactured. Incident-
ally Miss McCloskey had a very pleasant time
during her journeyings across the water.
When Miss McCloskey returned, she brought

with her the Eisenman cameo collection which
she had purchased for her house which has been
engaged in negotiations with the owners of the
handsomely carved jewelry for about five years,
the deal being closed a month or two ago. The
negotiations were originally begun by Mr. Kar-
peles.
The Eisenman collection is believed to date

back for a hundred years or more and incl ides
specimens which are as beautiful in execution as
they are in the subjects chosen, which range from
women who have figured in the world's history to
heroines of literature.
The intrinsic value of the cameos is unofficially

placed at something like $25,000, but in many
instances they must have once been held as price-
less as heirlooms of old French families. They are
representative of an art which was made possible
among the workmen of half a century and more
ago but cannot now be duplicated. Some of the
more valuable pieces, it is said, must have taken
six months for execution but they are perfect in
every detail as would seem fitting to so long a
time.

Progenitors of the present generation of the
Eisenman family devoted themselves to the collec-
tion of these cameos, but soon after the exhibition
which was given in New York nearly four decades
ago, the head of the family died. After that, and
until within about seven years, the estate was so
entangled in the red tape of the courts that a dis-
position of the collection was impossible. Five years
ago, however, the legal entanglements were dis-
solved and the representatives of Low, Taussig &
Karpeles have since been at work in the endeavor
to secure them for America.
The most valuable cameos in the collection

number about 100 sets, of a brooch and two ear-
rings, on variously hued and intricately carved
pieces of agate. Among the portraitures to be
found are those of Marguerite de Toscanie, Mme.
Pompadour, Sappho, and the Orata.
One exceptionally beautiful set is in green

agate of a shade extremely rare. Several are
of the black and cream variety and several more
are with the black background and a shading of
rose and cream color which is particularly effective.
It was easy to imagine that at same time the sets
may have decorated women of the courts of France
since Napoleon.
Of the highest grade there are some 100 sets

and some 300 of a slightly less high grade. Besides
these there are hundreds of smaller pieces, all of
excellent execution and suited for various purposes.
Many of these smaller pieces reveal two distinct
figures with the clean-cut precision that tradition-
ally marks the expert cameo maker's art, and the
faces of men and women who once played a big
role in the world's history are reproduced with
a faithfulness to detail which would lead the most
adept carver to marvel at the splendid execution.
—Merrill.

of Pearl Necklaces

Leading Authority on the Subject Suggests
Several Methods—Calculation Based on Value
of One Grain Pearl

New York, November 6.—"There are many
society women who have strings of pearls for which
they paid fabulous prices," says the New York
Times. "But there are very few owners of such
pearls who can compute the value of their jewels."
Buyers of pearl necklaces, after having purchased
them, usually take them to specialists to find out
whether they have got their money's worth. This
seems to relieve their minds. "The Book of the
Pearl," written by George F. Kunz, revealed sev-
eral methods by which the proper price for a neck-
lace might be determined.
"The usual method of estimating the value of

pearls," says Dr. Kunz in his book, "is by estab-
lishing the base value for those weighing one grain,
and then multiplying this amount by the square
of the number of grains that the pearl weighs.
For instance, if the base value of a one-grain pearl
should be fixed at $1, a pearl weighing two grains
would be worth two times two, or $4; that is, $2
per grain; one weighing five grains would be worth
$25, or $5 per grain. Naturally these values in-
crease in proportion to the increase in the value
of the base. Thus a base of $3 would give a value
of $75 for a five-grain pearl.
Thus amateurs who undertake to estimate the

value of their own pearls may easily find themselves
$50,000 or more off their calculations if the real
value of the base is not correctly estimated. Tak-
ing a necklace containing forty-one pearls, with
the center pearl weighing 25 grains and the others
diminishing in size to 103 grains. Mr. Kunz
shows how the base value of such a necklace, that
is, the base value paid for the necklace, can be
found. This is his formula:

Should the center pearl weigh 25 grains, mul-
tiply 25 by 25; the result is 625 then take the next
two, three, or four pearls, as many as are of approx-
imately the same weight, add their weights to-
gether, multiply the resulting figure by itself and
divide the result by the number of pearls in the
group. Proceed in exactly the same way with the
rest of the necklace, always grouping the pearls so
that there shall not be a considerable difference in
weight between the smallest and the largest pearl,
and then add together the figures obtained for the
center pearl and for the various groups and divide
the price of the necklace by this total. The quo-
tient will represent the multiple or base.
Dr. Kunz gives this table for a necklace of forty-

one pearls weighed and valued in groups:

1 pearl, 25 grs., 26x25 = 625.00
2 pearls, 44 grs., 44x44 = 1936-:-2 = 968.00
4 pearls, 78 grs., 78x78 = 6084-:-4 = 1,521.00
4 pearls, 71 grs., 71x71 = 5041-:-4 = 1,260.25
6 pearls, 99 grs., 99x99 = 9801-:-6 = 1,633.50
6 pearls, 90 grs., 90x90 = 8100-:-6 = 1,360.00
6 pearls, 81 grs., 81x81 = 6561-:-6 = 1,093.60
6 pearls, 72 grs., 72x72 = 5184-:-6 = 864.00
6 pearls, 64 grs., 64x64 = 4096-:-6 = 682.67

624 9,997.92

The number 9,997.92 must be multiplied by the
base value a grain to get the true value of all the
pearls in the necklace. If the base was $10, this
necklace would be worth $10 multiplied by 9,997.92
or $99,979.20.
But if the base was $5 the necklace would be

worth $49,989.60. Thus a mistake of one dollar
in the determination of the base value of the pearl
grain would mean a difference of some $10,000 to
the buyer.

Jewelers Secure Protection
Against Thefts and Burglary

The Security Alliance Reports Increased Member-
ship—Robberies for October Tell of Continued
Activity of Thieves

The regular monthly meeting of the Executive
Committee was held on November 8, the following
members being present: Chairman Butts, Presi-
dent • Sloan, Vice-presidents Bowden and Cham-
penois, Treasurer Karsch, Secretary Noyes, and
Messrs. Abbott, Alford, Brown, Stern, Gough and
Wormser. The following new members were
accepted in Class A, making the total membership
in that class 5,405:
W. L. Quay, Philadelphia, Pa.; F. L. Wells,

Sacket Harbor, N. Y.; Mae Hankan, Chicago,
Ill.; J. M. Heard, Chicago, Ill.; Robert Huber,
Chicago, Ill.; E. G. Lindquist, Chicago, Ill.;
Samuel W. Atherton, Belfast, N. Y.; Max
Deutsch, Plymouth, Pa.; Victor Roderick, La
Harpe, Ill.; Louis Trocky, Chicago, Ill.; Willis
& Percy, Mobile, Ala.; A. C. Ferguson, Terre
Haute, Ind.; D. E. Hokin, Indianapolis, Ind.;
United States Mercantile Company, Inc., Chicago,
Ill.; Stuart R. Mace, Moulton, Iowa; Philip
Brenner, Monessen, Pa.; Charles H. Dean,
Philadelphia, Pa.; George L. Frank & Co.,
Lebanon, Ind.; Victor A. Hillyer, Cresham, Nebr.;
E. Mantel, Indianapolis, Ind.; Bertrond A. Weber,
Ridgewood, N. J.; Edward M. Brown, Flagstaff,
Ariz.; Hyman Botkowsky, Chicago, Ill.; Edward
C. Hackley, Chicago, Ill.; William Hankan,
Chicago, Ill.; Samuel I. Maltz, Chicago, Ill.;
Maurer Brothers, Bellevue, Mich.; The Tom
Price Jewelry Company, Itasca, Texas; Arthur
R. Schiefer, Chicago, Ill.; William Vokal & Son,
Chicago, Ill.; Wetmore & Yarbrough, Santa
Barbara, Cal.; Frank T. Rombach, Muskogee,
Okla.; Remoh Jewelry Company, St. Louis, Mo.;
J. Fred McDearmon, Carterville, Mo.; William
A. Thompson Company, Boston, Mass.; Charles
C. Chase, Chicago, Ill.; G. H. Lang, Iowa City,
Iowa; S. & L. Spero Jewelry Company, Rock
Springs, Wyo.; C. Floyd Chittenden, Great
Barrington, Mass.; Pollock & Co., Payne, Ohio;
Scheidt Brothers, Lewistown, Mont.; Walter A.
Zeitler, St. Louis, Mo.; Alice Magarian, Los
Angeles, Cal.; A. S. Rips, Omaha, Nebr.; L.
Schmidt, Braddock, Pa.
The following new members were accepted in

Class B, making the total membership in that
class 365, and the total membership including both
classes 5,770.

Carl C. Corbett, Plymouth, Wis.; Samuel J.
Lyons, Philadelphia, Pa.; Isadore Cohen Com-
pany, Bluefield, W. Va.; W. H. Beckwith Jewelry
Company, Tampa, Fla.; Max Bernstein, New
York, N. Y.; Floyd Jewelry Company, Meridian,
Miss.; Queeman & Jack, Sheffield, Ill.; E. C.
Lloyd, Olyphant, Pa.; G. L. Van Buskirk,
Scott's Bluff, Nebr.; Carl Grau, Taylor, Texas;
Needles Drug & Jewelry Company, Inc., Needles,
Cal.; E. Ralston & Son, Weston, W. Va.; Adams
& Harris, Scranton, Pa.; Paul E. Van Valken-
burgh, Chicago, Ill.
The secretary reported the statistics for the

month of October as follows: There were five safe
burglaries with losses of about $20,000, none of
which were at the stores of members. There were
seventeen store burglaries with losses of about
$5,000, five of which were at the stores of members
who lost $500. There were thirteen window
smashings.
The following rewards were ordered paid:
No. 195. To a police officer of Bartlesville,

Okla., for the arrest and conviction of George
Davis, who broke into the store of Mrs. W. H.
Haupt on June 14 and stole 5 watches and 3
bracelets, all of which were recovered and the
burglar sentenced to 2 years in the State Peni-
tentiary.
No. 196. To Chief of Police Knot Smith and

Howard West, a private citizen, for the arrest
and conviction of 011ie Johnson and George
Ashworth, who came into the store of Thomas
Van Auken & Co., Beaumont, Texas, and asked to
see a tray of rings, from which they stole one and
rushed out of the store pursued by Mr. West
who captured one but the other escaped with the
ring and was afterwards caught by the chief of
police.
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ROBERT HILLIARD
The famous actor now appearing in New
York in " The Argyle Case " wears a Wal-
demar.

From November 27
to December 4—run
the "Simmons
Chain Display."

C Ott-4-

DICKENS 9327

DICKENS 11521

C-044- lilt' it.

DICKENS 5428

DICKENS 1768

We have a page in the Saturday Evening Post that week—
Nov. 30th issue. Get the Post readers into your store. Similar
advertising in Literary Digest, Ladies' Home Journal, McCall's,
Holland's Magazine, etc., is telling people just what

SINIMO uSiSkift CIS
are and how they are made. It is sending customers direct
to you.

Take advantage of our 12-chain Combination Offer—use
our display material, focus your customers' attention on the 12
most popular styles—and you will be sure to have the very
chains that are wanted.

Our 40th Anniversary Catalog is now out. Be sure
you get one.

R. F. SIMMONS COMPANY Attleboro, Mass.
ESTABLISHED 1873

Wholesale Jewelry Houses, Distributors

DOUGLAS FAIRBANKS

The popular actor who made a greed New
York success in " Officer 666 " wears a
Dickens.
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The Keystone Plant Occupies
New and Larger Quarters

We take pleasure in informing the trade

that we have just completed the removal

of our entire printing plant and publishing
business into a new concrete, fire-proof
building, embodying the very latest con-
structive improvement. The new quart-
ers, which have been carefully arranged
to suit our purposes afford the increased
floor space and facilities which the con-
tinuous growth of our business has made

necessary.
All mail should henceforth be addressed

to The Keystone Publishing Company,
Lock Box 1424, Philadelphia, Pa., and

we wish our readers to note carefully the
new address.

Record Advertising Spread
By a Retail Jeweler

We have had occasion from time to
time to note in these columns remarkable
advertisements in the daily press by enter-
prising jewelry firms. A new record, we
believe, in this kind of publicity has been
made by L. Lechenger, a well-known
jeweler and diamond merchant of Hous-
ton, Texas. The Houston Post of Sunday,
November 3, had an advertising spread
which covered seven full pages of that
journal. This was not only the largest
single advertisement of a jewelry firm, but
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also the most imposing in form, illustra-
tion, typography and general attractive-
ness that has been brought to our atten-
tion. This unusual announcement was
in celebration of the eighteenth anniver-
sary of the firm, which started in business
eighteen years ago in a little space 18 x 14
feet, with merely sufficient room for one
little case and a work bench. The progress
since made, as evidenced in this remark-
able advertisement, presupposes unusual

enterprise and capability of management.
It is not without its moral that successes
of this character, which are all too few in
the jewelry trade, are invariably coincident
with a firm belief on the part of the mer-
chant in the indispensability and power
of printer's ink.

Jewelers Prepare for Big Prosperity Harvest

The passing of the presidential election

removed the last distracting factor in the
business and industrial situation, and the
country is now free to concentrate atten-
tion on garnering the big prosperity har-
vest which Providence has placed within
reach of our people. In describing the
present situation, so conservative an
authority as Bradstreet's says: "Neither
the election itself nor its results, sweeping

as they were, have changed the optimistic
undertone previously characterizing trade
sentiment, the situation in this respect
presenting one of the most notable econo-
mic phenomena of recent times. In

short, natural conditions coincident with

heavy crop yields and consequent
heavy consumptive requirements continue
predominant in trade and industrial circles
Buying is large, and in lines, that may in
the long run feel the effects of prospective
tariff revisions, business continues heavy
with no talk of cancellations. Trade in
staple lines is active, with calls for ;mme-
diate shipment a feature, while operations
for forward delivery are enlarging. Inci-
dentally most industries report well-filled
order books, which insures a comparatively
long spell of active operations.

Diverting from the general to the par-
ticular, we find that statistics fully justify

the above roseate view of the coming
season. Taking the corn crop alone, the
latest figures furnished by the Department
of Agriculture are greater by 153,000,000
bushels than the indications a month
ago although the latter were 200,000,000
bushels greater than the indications at
the beginning of August. This is a fair
indication of the unusual and still improv-
ing conditions in the crop situation.
Dun's Review reports as the features of

the past week, an unprecedented move-
ment of wheat and a record-breaking pro-
duction of pig iron. The iron and steel
industry is reported working to its full
capacity and unable to keep up with the
demand, the unfilled orders of the United
States Steel Corporation on October 31
being the largest since June 1907. The
orders of the railroads recently placed
represent an enormous value. As many as
7,000 cars were ordered in one week, and
it is stated that orders for 46,000 are
pending. The exigencies of transporta-
tion, owing to the immense crops, are
responsible for these large orders. Dun's
latest report at this writing informs us
that for the preceding week bank clearings
were 8.8 per cent greater than a year ago
while for October, the clearings were 27.1
per cent larger than a year ago. Railroad
gross earnings, we are informed, for the
fourth week of October were 12.66 per
cent better than last year, an increase
larger than that of any previous week for
many months.
Such are the encouraging reports which

daily find their way into the public print.
All doubt as to the immediate future of
business has now been definitely dispelled,
and the jewelers have no further reason
for procrastination in the matter of
elaborate preparation for Christmas trade.

Adoption of Metric Carat
Acceptable to the trade

The action taken at the meeting of
diamond and precious stone importers
and dealers held in New York on October
29 recommending the adoption of the
metric carat has evidently appealed very
favorably to the trade at large. The gem
dealers in the large cities, other than the
metropolis, have expressed themselves
as favorable to the change which will, in
all probability, be adopted as suggested
on July 1 of next year. The attitude of
the daily press is also favorable in the
main, the few criticisms being founded
on inaccurate information on the subject.
The difference in weight between the old
and new carat is scarcely a matter for
consideration, especially in view of the
rapidly advancing prices of gems, and it
is generally conceded that the innovation
is a matter of justice and convenience
rather than of self-interest on the part of
the trade.
A letter on the subject to one of the

metropolitan dailies by M. D. Roths-
child, who presided at the New York
meeting, contains the following state-
ment: "It is a well-known fact that
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precious stones and pearls have increased
so greatly in value during the last few
years that almost any important gems
which were purchased at retail some years
ago can be resold to dealers at a sub-
stantial profit. It is interesting to note
in connection with this fact that fine furs
and automobiles, which you would prob-
ably call "other like necessities," pur-
chased at the same time have generally
become valueless."
The remarkable and probably unpre-

cedented strength of the gem market is
well expressed in this statement, which
should greatly strengthen the confidence
of gem dealers. Stock which is absolutely
certain to advance in value, and which is
not subject to deterioration, is an ideally
safe investment, eliminating as it does all
element of risk, and when it is considered
that gems Are stock of this character
and that the prosperity now here assures
an increased demand, it is quite reasonable
that the jewelers at large should invest
liberally in this line. The metric carat
is, in fact, the only essential now waiting
to idealize conditions in the precious gem
branch of the jewelry trade.

Patentee's Right to Fix Prices
Again Affirmed by Courts

The vital importance to the jewelry
trade of price maintenance gives special
interest to court decisions which safe-
guard this right on the part of patentees.
One of the most important decisions
handed down by any court on this subject,
since the famous decision of the United
States Supreme Court in the Dick case,
was announced recently by the United
States District Court at Milwaukee, and
covered a feature of patent rights not here-
tofore touched upon in legal opinions.
The plaintiff in this case was a well-
known manufacturer of firearms who sued
the proprietors of a chain of hardware
stores for selling two rifles of the plain-
tiff's manufacture for less than the fixed
re-sale price. In their defense, the de-
fendants made the allegation that the
plaintiff company was in the habit of
granting rebates to certain wholesalers
and that hence their plea of fixed price
maintenance was not made in good faith.
It was this contention which elicited
from the court the decision that uni-
formity in price is not necessary to a valid
license system. The judge said on this
point:

With respect to the claim that the complainant
since the adoption of its license system has not
enforced it uniformly . . . it seems to me that
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even if such is admitted to be the fact it does not
constitute a defense available to any particular
infringer. This contention is doubtless based
upon the assumption that the patentee having
adopted as between himself and the trade a license
system, . . . cannot discriminate except un-
der penalty of surrendering his reserved rights or
discharging all the restrictions. It would seem
that having the right to adopt the system, includ-
ing a schedule of prices, he can at any time as an
incidental feature and as a part of the whole,
make concessions based, for example, upon the
volume of patronage. And it is difficult to see
why, if he can adopt any system he sees fit, he
cannot in making concessions as indicated, at the
same time require that such concessions shall
not impair the integrity of the system in other
respects.

In connection with the decisions on the
subject of the rights of a patentee handed
down by various United States courts, it
is interesting to learn that the views of
the highest British Court on this subject
are identical. The matter was definitely
settled for the entire British Empire by a
unanimous decision of the Lords of the
Judicial Committee of the Privy Counsel.
The remarkable resemblance of this latter
decision to that of the United States
Supreme Court in the Dick case is shown
in the following paragraph:
" The sale of a patented article carries with it

the right to use it in any way that the purchaser
chooses to use it, unless he knows the restrictions.
Of course, if he knows the restrictions and they
are brought to his mind at the time of the sale, he
is bound by them. He is bound by them on this
principle: The patentee has the sole right of using
and selling the articles, and he may prevent any-
body from dealing with them at all. Inasmuch as
he has the right to prevent people from using them
or dealing in them at all, he has the right to do the
lesser thing; that is to say, to impose his own
conditions. * * * It does not matter what
they are, if he says at the time when the purchaser
proposes to buy or the person to take a license:
Mind, I only give you this license on this condi-

tion,' and the purchaser is free to take it or leave
it, as he likes. If he takes it, he must be bound by
the condition. It seems to be common sense, and
not to depend upon any patent law or any other
particular law."

The remarkable unanimity on the part
of the highest courts in the world on this
matter of patent rights shows the revo-
lutionary character of the efforts now
being made to so revise the patent laws as
to restrict these rights, and by so doing
not only to discourage invention which is
the greatest factor in modern progress,
but also to prevent price maintenance in
the interests of price-cutting retail monop-
olies.

National Federation of Retail Merchants

At the Planters' Hotel, in St. Louis,
Mo., on November 19 will be opened a
convention of retail merchants which, it
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is expected, will be the inauguration of a
great national movement in the interests
of the millions of special line dealers
throughout the country. There are in
existence at the present time several
hundred state, national and district asso-
ciations of retail merchants, including the
state and national associations of retail
jewelers, but so far there has been no
effort in the direction of organized action
by all the associations combined. In view
of the advent of the parcels-post, the
continued extension of mail order business
and of chain stores, it is absolutely neces-
sary for the protection of the retailers of
the country that all should get together
in order that their combined influence
might be momentarily available when
occasion demanded.
The purposes of this national federation

are very similar to the purposes of the
separate state and national associations,
such as the jewelers' organizations, a lead-
ing place on the program of reform being
given to the matter of the suppression of
fraudulent advertising. Referring to the
objects and work of the federation,
Secretary J. R. Moorehead said:
"The pressing need of all retailers at this time

is a law which will suppress fraudulent advertising.
In this fight we will have the support of a million
and a quarter retail merchants. The live ones are
for this proposition and being scattered all over
this country they can have a wonderful political
influence and help bring about such a law. We
want to come out strong on this proposition at our
convention. We want to start right, and we want
to put the convention on record in such a way that
what we do and what we demand can be put right
up to our state legislatures and members of Con-
gress.

"Just now we are interested in the success of this
coming convention. Its success means the getting
together of the interests that are particularly iden-
tified with and depending upon the retail merchants
of the country. We believe the trade papers are
one of these great factors as the trade paper is the
bridge between the manufacturer, jobber, whole-
saler and the retailer, and the country newspaper
is the bridge between the retailer and the consumer.
We are making a particular effort to get these three
great elements together."

As dishonest advertising and fraudulent
misrepresentation are the most vexatious
factors with which the reputable jewelers
have to contend, they will naturally sym-
pathize and lend support to the new
national movement. Invitations to the
convention have been extended to all
retailers,, and the meeting will be dignified
by the presence and counsel of a member
of the cabinet, the secretary of commerce
and labor. Other distinguished speakers
will make the occasion one of unusual
interest and give the new movement its
first great impetus in the direction of
successful achievement.
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A Lesson for Jewelers
from the Department Store

As the jewelers now fully realize that
their salvation lies in a rigid adherence
to quality in stock and reliability in rep-
resentation, and as conditions were never
more favorable for a strict adherence to
these admirable business policies there is
much food for thought in an article which
recently appeared in one of the dry-goods
journals written by a buyer for one of the
leading Metropolitan department stores.
After an analysis of the sale of jewelry as a
branch of the department store business,
this writer says, "The department store
jewelry section is rather under a cloud of
disparagement on account of the active
opposition of the regular-line jewelry
retailers." There is encouragement in
this admission for such jewelers as are
prone to exaggerate department store
competition. To raise the department
store section to a level with the regular
jewelry store, the writer of the article
advises as follows:

"Keep up the quality of your goods;
Keep it away up to the top notch; Do not
for a minute fear that you can't keep it at
all too high; Shun cheap tawdry imita-
tions as you would prussic acid ; they are
trade killers and confidence-destroyers.
"A well-earned reputation for honest

goods and faithful dealing can be ruined in
less than a month by selling such worthless
articles. If there is one thing above all
others that your department must possess
it is a reputation for honesty. No jewelry
section can for a moment hope to succeed
without this."

This is truly excellent advice, and
should impress on the jewelers the neces-

sity and business wisdom of maintaining a

high standard of quality in their stock.

In fact, nothing would please the depart-
ment store better than for the jeweler to

engage extensively in the sale of cheap,
worthless goods. The following case in
point was recently brought to our atten-
tion : The proprietor of a department
store in a prosperous town in Eastern New
York made this proposition to a traveler
who was soliciting an order for a line of low
grade chains, "I will give you an order for
five hundred of these if you will first secure
an order for some of the goods from the two
jewelers on this street. You see it would
help me greatly if I could say that and
 are selling these same chains. A
little inducement in price would do the
rest." This department store man evi-
dently realized that his bargain counter
would not avail against the two reputable
jewelers in his vicinity. The visit of the
salesman with the bargain chains sug-
gested a way of leveling matters with such
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formidable competitors. "Go across the
street," he could then say to his customer,
"and find out what Mr.   will sell the
chain for; he has quite a lot of them in
stock." It was a shrewd scheme, and al-
though it did not work in this particular
case jewelers should be careful not to be
victimized by such tricky competition.
In the present prosperous condition of the
country high-grade goods are in demand,
and there can be no present difficulty in
maintaining a high standard. Such a
standard is, after all, the bulwark of the
jewelry trade.

Merchants in Their Relation
to Mercantile Agencies

Since a prison sentence was recently
given a merchant who obtained credit by
false representation of his financial condi-
tion, the relation of merchants to the
mercantile agencies assumes a new im-
portance. Every merchant must realize
today the very important part played in
the business world by the mercantile
agency. If the retailer spent a few hours
of any morning in the office of any jobber
or manufacturer and mentally noted the
frequent references to Dun's, Bradstreet's
and the Confidential Reftrence Book of the
National Jewelers' Board of Trade, he
would get a very impressive idea of the
importance of the agency report. Among
the managerial expressions which he
would frequently hear are these: " What
is this man's rating?" "Write Brad-
street's for a report on this firm;" "Mark
his rating on his letter for easy reference;"
"What does Dun's say about him?" etc.
An experience of this kind might remove
many delusions and his reception of the
agency reporter on the next occasion might
be very different from what it had been.
The inspiration for this article was an

incident witnessed by us in a jewelry store
a few weeks ago. The agency reporter
was inquiring into the financial standing
of the jeweler, and the latter very much
resented the inquisition. The experienced
diplomacy of the reporter availed nothing
in soothing the indignant merchant who
used some volcanic expletives in informing
him that his debts or his bank account was
nobody's business but his own. Such
treatment of the reporter was as ill-advised
as it was explosive. It must be confessed
that the questions of the agency reporter
do seem like prying into your business. It
is, unquestionably, somewhat grating on
our feelings to be asked how much we owe;
how much stock we have; whether we own
real estate, and if so whether it is mort-
gaged. But business has its exigencies,
and no merchant can afford to ignore an
institution which plays such an important
part in the world of credit. It might well
have been, in the instance quoted, that the
agency was asked for information as to
this jeweler's credit, and the reporter's
visit was a consequence.

It is all very well to say: "I always pay
my bills, and if those I buy from now
don't want to sell me, they don't have to.
Others will." But will they? All get
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their information from practically the
same source, and if the big agencies report
that your financial responsibility is an
unknown quantity, your credit will un-
doubtedly suffer. The wise merchant,
whatever his circumstances, should re-
ceive the reporter pleasantly and be candid
with him as to his circumstances. The
agency will find the truth in some way,
for the system is thorough, and it is an
advantage to you to be allowed to state
your own case in your own way.

Refinement of Language
a Business Virtue

A well-known jewelry salesman for an
eastern wholesale firm related to us a few
days ago an incident that has a moral
for every young man engaged in or con-
templating a commercial career. He said
that he was present in a St. Louis store
recently when a neatly-dressed young
man had a position of trust within his
grasp and suddenly lost it by the thought-
less use of a single sentence. The duties
of the position had been explained to him
and he was told to report Monday morn-
ing, when he laughingly said: "Well, I'll
go see the old man now and tell him I'm
going to work." The merchant seemed to
hesitate for a few seconds and then in-
formed the young man that he had better
not report for duty, as on further consider-
ation he did not think the position suited
him.
" I felt for the young man who seemed

keenly disappointed," said the traveler,
"and as the merchant seemed to divine
my feelings he turned to me and said:
"The position I was going to give the

young man was one in which he could grow
to prominence with the house, but his
slang reference to 'the old man' convinced
me that he had not the respect for his
father that I consider desirable in my
employes. The young man who does not
duly respect his parents will not respezt
himself sufficiently to make him a safe
employe. There are, no doubt, instances
where this rule will not work, but I am
taking no chances on young men who do
not manifest the proper respect for their
parents."

It is possible that the young man in this
case suffered undue punishment, but no
one will gainsay that the merchant acted
judiciously. The boy who respects himself
will always respect those to whom he is in
any way indebted, and these include his
parents and employers. The son's refer-
ence to "the old man" did not necessarily
imply disrespect, but the risk was the
merchant's, and it was the part of wisdom
to safeguard his own interests by the
unfavorable conclusion. Young men who
are solicitous for their future should be
discreet in their use of language which is
often the only evidence of character avail-
able to those whose good offices are de-
sired. There are many coarse, slangy
expressions in daily use which are harmless
in themselves, but they always leave an
unfavorable impression on the mind of
those who are interested in obtaining an
insight into our real character.
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Some Store Leaks
and How to Stop Them

Summary of the Many Ways in Which Pre-
ventable Losses Stealthily Occur—A Seasonable
Sermon for All Merchants

By A. M. BURROUGHS

Food Inspector Ottesen of Iowa, while
checking weights and measures at Water-
loo, Iowa, found five grocers whose scales
gave over-weight.
These five pairs of scales, Ottesen said,

"long weighted" each of these grocers out
of hundreds of dollars every year.
One grocer was selling about 50 pounds

of lard a day, at 1/1 ounce over-weight.
This one leak, on one kind of goods, ag-
gregated about $40 a year.
The average retailer is a poor buyer.

Ninety per cent of all retail stores over-
buy. The biggest store leak is in the
failure of the retailer to turn his capital
often.
He should keep accurate records,

through the use of duplicate sales slips, or
other means, of all sales. Then he will not
be likely to duplicate the mistake, even
if he doesn't prevent it the first time.

,-- A jobber's discount of 50 per cent from

/ list price is a loss if the goods will not sell.
The retailer must not buy for the extra

. _discount, but for the profit.
Every employe in the retail store

should be put on a merit basis. The
clerk who isn't able to sell goods at a
profit is incompetent and unprofitable to
the store. Keeping him is like letting the
faucet remain open in the vinegar barrel—
only it is profits and not vinegar which are
leaking.
When a sale is made on credit and no

record is made of it, the retailer stands
to lose the profit he should make on the
sale; the time which has been invested in
the buying; the time invested in the sell-
ing of the goods; the cost of the labor of
handling the goods; the cost of keeping
them on the shelves, and several other
losses, including the big loss which the
carelessness will cause in other work.

It costs more money sometimes to
keep incomplete records in an unsystematic
way, than it would cost to keep complete
records in the right way.
The bookkeeping system should be

up-to-date. It should be carefully worked
out by experts. It should be especially
designed for the store. It should give
the exact information needed, as econ-
omically as possible.
The amount of money lost in the average

store every year through mistakes in
figures is enormous.
A customer gets his bill. It is a little

less than he expected, but he thinks
possibly he made a mistake. He pays on
your figures.

If it happens to be a little more than he
expected he asks you about it, and you
spend some valuable time finding the error
and correcting it.
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If you make a mistake in your figures
you are sure to lose, whether it is against
you or against the other fellow.
A recent investigation conducted by the

Burroughs Adding Machine Company,
showed that fully 75 per cent of all re-
tailers figure profits on a basis which gives
them 3 per cent to 8 per cent less than they
think they are getting, often figuring them-
selves out of any profit.

This is the vital end of a business.
What is the use to sell goods, if profit, the
whole purpose of selling, is lost in bad
methods of figuring prices.

Failure to Charge All Expenses

All expenses are going to come out of the
gross profits whether they are put down
as a part of the cost of doing business or
not.

If a man pays out $20 a month for rent,
he will not find it to his credit in the bank
at the end of the year, even if he doesn't
charge it into the expenses of doing busi-
ness.
The same applies to every kind of ex-

pense in the business. Every one of the
leaks mentioned in this chapter is an
expense, whether you charge it as such or
not.

It is better to err on the side of too
liberal charging of expenses and find an
unaccounted-for balance in the bank,
than to find a puzzling deficit caused by
not charging all your expenses. The de-
ficit may disable you just when failure
to pay a big bill means bankruptcy.

Failure to Discount Bills

If a retailer turns his capital every week
and discounts all his bills at 2 per cent, the
clean profit from this source alone amounts
in a year to a sum greater than his capital
—52 times 2 per cent is 104 per cent. If
he doesn't take the discount, he loses it,
of course.

Possibly some of this is necessary.
Some retailers make it a matter of con-
siderable expense. It is a leak which
should be carefully watched.

If a retailer gives away an amount
equal to only 1 per cent of his gross sales
in that way, he stands to lose $500 a year
on every $50,000 a year of gross business.
A grocer hired a man capable of selling

$200 worth of goods a week. Bad man-
agement wasted half his time and he only
sold $100 worth a week. The grocer
lost the profits on a gross annual business
of $5,200—$100 a week.
- When you hire a clerk, you simply buy
a certain amount of his time, to be used as
you direct. If you direct wrong, or he
wggtes part of his time, you lose.
Time can be wasted in a thousand

ways. Most of these are under the con-
trol of the employer.
Most of the waste of time is caused by

bad methods controlled by the owner of
the store.

Wasteful Advertising

One retailer used space two columns,
ten inches deep, in his weekly paper to run
a poorly worded and poorly arranged

announcement. It cost him $200 a year
and produced almost nothing.
A competitor used half as much space

and changed his advertisement every
week, using strong selling arguments. He
doubled his business in two years.

Advertising, properly directed, is one
of the most productive expenditures of the
modern retail store, but misdirected ad-
vertising can be very wasteful, or even
harmful.
One retailer cut the cost of his lighting

in half and at least doubled the efficiency
of his lighting system by studying the
arrangement of his lights. The proper
lighting system puts just the right amount
of light where it is needed.

Arrangement of Store

In a certain store each clerk had to walk
all over the store to wait on customers.
A re-arrangement of the store stopped this
and cut out about two hours wasted
efforts for each clerk each day—about $600
worth of time in a year, considering the
several clerks. This time, which cost
money, was profitably used.
A stationer was making a big display

of scratch pads for school children the day
before school opened. When he came in
from lunch he stopped to look in the win-
dow, and noticed the absence of pencils.
Immediately he went in and caused a
pencil to be placed alongside each pad.
This suggested the connection between

other goods. On investigation he found
that scores of items were not in their
proper place in the store. He had them
placed where the customer who bought one
one item would see many others that he
might need in the same line. This saved
much walking for the clerks and helped
each kind of goods to sell others.

If the sheriff gets your business, don't
let it be said that he got you because you
guessed at your expenses.
A regular customer is worth from $10 to

$50 a year to the average retail store.
Some customers are worth a great deal
more, some a great deal less.

It is very easy to drive customers away.
Often it is hard to get them. It is easy to
lose a big amount of money through the
careless handling of customers.
A careless employe will spoil a very large

amount of merchandise in a year, cutting
deep into the profits. Even a careful
employe is pretty sure to spoil some.

Bad Accounts

To be sure of collections the merchant
must have accurate and complete records.
The slow-pay customer may not remind
you if you forget his bill.

If he asks you for a statement some day,
when he has the money, and you can't
give him the exact figures at once, then
it's your loss if he spends the money for a
vacation trip.
The leaks suggested here, apply to your

business. Some of them may cause you
only a little loss. Some may be swallow-
ing about all your profits.

* Copyrighted by Burroughs' Adding Machine Co.
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Brazil Diamond Fakes
Exposed by Government

Charges by Losers that Consuls Aided Exploiters
Disproved by Records—Many Capitalists Vic-
timized

Washington, D. C., November 12.—Investiga-
tions made here not only fail to bear out, but in a
large measure contradict charges by Americans
who investigated an "alluring" diamond mine
scheme in Brazil, that the exploiters were assisted
by reports of United States consular officers to
the state department and by an article published
in the bulletin of the Pan-American Union.
United States officials say that if anybody has
been "nipped" it certainly is not because the
United States authorities have failed to issue
warnings.
The two consular reports specifically mentioned

by the Americans who discovered the "shady"
nature of the mines in which they were asked to
invest, contain direct and specific warnings to
Americans against fake concerns claiming to have
valuable diamond mines in business. These re-
ports and many others bearing on the same subject
were written by Consul General George E. Ander-
son at Rio de Janeiro.
The article in the Pan-American bulletin referred

to was found to be an innocuous account of the
history of the diamond industry in Brazil from
earliest colonial days and a description of the
methods used. A report from Consul General
Anderson in 1908 to the effect that improved
methods were being used by those engaged in
diamond mining in Brazil furnished the inspiration
of the descriptive and historical article.
Furthermore, John Barrett, director of the Pan-

American Union, declared that he had repeatedly
warned Americans against investing in diamond
mining propositions in Brazil without first making
an investigation.
The latest party of argonauts who went after

the fleece returned November 5. Their trip had a
different ending from many of the others, for,
being hardheaded American business men, they
had insisted upon taking with them a mining
engineer, who was a recognized authority on gold
and diamond prospects, and they started out
with the motto, "No find, no cash."
They returned without gold or diamonds. There

was less money in their purses, but they had seen
something of the world. They also say they have
collected enough testimony to make it impossible
for the man who influenced them to make the
journey to tempt anybody else.

Hold Gem Broker
for Diamond Theft

Dealers Allege Buchner Pawned Stones Worth
$45,000 Obtained on Memorandum—Intro-
duced a Customer

New York, November 11.—Isidor Buchner,
who had been a diamond dealer in Maiden lane,
was held in $15,000 bail by Judge Swann in
General Sessions on the charge of grand larceny.
Buchner, according to the complaints against him,
had obtained diamonds worth $45,000 on "mem-
orandum" from dealers in Maiden lane, which,
it was charged, he pawned.
Buchner was arrested by Detective Summers

as he was entering 81 Maiden lane. He was first
taken to Police Headquarters and later before
Judge Swann. The complaint against him in one
case alleged that he had obtained $27,000 worth of
diamonds from Herman Levy of 16 Maiden lane.
It was also charged that he obtained $3,000 worth
of diamonds from Frank & Sass of 45 John street.
Buchner, it was alleged, obtained on memoran-

dum the diamonds which he pawned. It was said
that he came to this country from Antwerp,
two years ago, and entered the jewelry business.
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His business did/not pay, andraccording to the
complaints against him he went to see Mr. Levy
last June. He told Mr. Levy, it was alleged, that
he wanted to obtain some diamonds on memoran-
dum, as he had a friend who intended to open a
jewelry store in Brooklyn, and he thought he could
make a sale. Mr. Levy asked the name of this
man and Buchner gave it to him, and told him
to call up a number in John street on the telephone,
where he could talk to the alleged customer.
Mr. Levy did talk on the telephone with a man who
answered to the name given by Buchner. A
few days later Buchner brought a man whom he
alleged was his customer to Mr. Levy's office, the
complaint sets forth, and Mr. Levy accompanied
them to Brooklyn, where Buchner, it was alleged,
showed him a store which the defendant said his
friend was going to open. Mr. Levy thereupon
gave Buchner the diamonds. He repeatedly
called on the telephone the man for whom Buchner
obtained the diamonds, Levy asserted, and asked
to be paid something on account, but was put off
on each occasion.
Last week Mr. Levy visited the District At-

torney's office and Assistant District Attorney
Conlon took up the case. The name of the man
with whom Mr. Levy talked over the telephone,
and who accompanied him to Brooklyn, is withheld
as his arrest is expected soon.
Buchner, it was charged adopted the same

methods with Frank & Sass, but in this case, it was
asserted, the man to whom Buchner said he wanted
to sell the diamonds and was going to open a
store in Newark, N. J. Other persons and firms
who alleged they were swindled by Buchner were
Louis Bergman of 17 Maiden lane and Clipper
Brothers of 50 Maiden lane.

All the diamonds obtained by Buchner, it was
alleged, were pawned by him at one-quarter the
amount they were worth. Some $12,700 worth
were recovered from a pawnshop in Eldridge
street.

Crack Jeweler's Safe
and Purloin Gem Contents

Burglars Enter Bennett Company's Office Through
Skylight and Take $7,000 Worth of Diamonds
—Pick Out the Best Stones and Leave Rest

New York, November 12.—Some time between
5 o'clock Saturday afternoon of November 9
and 7.30 o'clock next morning yeggmen broke
into the offices of the Bennett Manufacturing
Company at 175 Broadway—several hundred
feet below the dead line at Fulton street—forced
open one of the big safes and escaped with between
$7,000 and $10,000 worth of jewelry, mostly in
diamonds.
The Bennett Manufacturing Company has its

offices on the third floor. It is believed that the
burglars entered through the roof, because the
janitor, who discovered the theft early yesterday
morning, found the wooden and iron street doors
just as he had left them Saturday night, while an
opened skylight showed the way the thieves
probably had made their entrance and exit.
The police believe that the yeggs must have

made a careful study of the situation before "try-
ing their luck," because they brought along a
hearty luncheon and a couple of bottles of cognac
to lighten their labors while they were getting
into the safe. The remains of their repast were
found by an employe of the company when he
reported for work yesterday morning.
The Bennett Manufacturing Company is a

wholesale and retail jewelry concern. Two
safes of the same size stand in the rear of the third
floor suite almost opposite the entrance from the
stairs, and there is no elevator. Only one of the
safes was broken into. A door was pried partly
open with a crowbar. This door had a hole in it
midway between the hinges large enough for a
man to shove his hand through. It was denied
at the offices that the yeggs had used any explosive
in forcing the safe.

While the exact amount of jewelry taken could
not be definitely settled yesterday because taking
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account of stock had not been finished, one of the
members of the firm stated that the loss would
amount to between $7,000 and $10,000.
"Only the very best of the stones—chiefly

diamonds—were taken," said this man. "No
attention was paid to any of the cheaper stock."
The loss of the jewels is partly covered by

insurance.

Crusade Against
Fakirs and Fraud

Merchants and Manufacturers' Association Plans
Campaign :—Questions of Licensing Jewelers
Being Considered

Milwaukee, November 6.—The jewelers of this
city are continuing vigorously the movement to
purge the local trade of fakery as noted in the last
issue of THE KEYSTONE. The investigation bureau
of the Merchants' and Manufacturers' Association
will hereafter make a systematic campaign against
jewelry fakirs and unlicensed persons having been
defrauded by concerns of this class will be invited
to submit their cases and prosecutions will follow.
The association will co-operate with the police
authorities and the reputable jewelry men to bring
the guilty men to justice and drive all fakirs out
of the city.

This organization's influence is said to have been
requested by the Milwaukee Jewelers' Association,
containing only reputable houses in its member-
ship, in the work of running the concerns that are
known to practice frauds on unsuspecting pur-
chasers out of the city.
In addition to cases handled by the weights and

measures department during the last six weeks,
wherein victims were reimbursed by the dealers
who had buncoed them, on penalty of prosecution,
the department has five other instances under
investigation on behalf of other swains and lassies
whose hymenial contracts were sealed with rings
that cost more than gold but which a few months'
wear proved were only the cheapest of brass.
Because of complaints of such sales, City Sealer

F. C. Janssen with the co-operation of jewelers, is
considering an ordinance providing for the licen-
sing of jewelry stores.
"By licensing jewelers, the city will be able to

reach those men who make a practice of selling
bogus jewelry for real goods," said Mr. Janssen
yesterday.
"No one deplores this practice as much as

jewelers themselves, as it casts more or less of a
reflection upon the whole business and legitimate
dealers should be protected.
"At present we have five cases where couples

have been cheated on wedding rings. In one case,
which we have traced, it was found that the dealer
actually paid 50 cents each for rings which he sold
as all gold to a couple for $10 each. Six months
later, these rings had turned black.
"The merchants and manufacturers association

have taken the question in hand, and is seriously
considering a proposition to refuse to rent stores
to these unscrupulous jewelers.
"This may help some, but the only way to con-

trol the situation is to license jewelers and then
when these men sell bogus jewelry, revoke the
license."

Jewelers Obtain Verdict
Against Express Company

Philadelphia, November 13.—Emil J. Hertz,
dealer in diamonds and jewelry, yesterday re-
covered a verdict of $1,468.60 against the Adams
Express Company for a lost shipment of diamonds.
In October, 1907, plaintiff's representative in New
York delivered to the express company a package
of diamonds, consigned to Hertz. The valuable
package, according to the merchant, never
reached him. Hertz alleged that the express
company was responsible for his loss, while the
defendant averred that its liability was limited.
The full amount of the plaintiff's claim was $1,600.
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THE new Hawthorne pattern with

its combination of grace, beauty and

simplicity has made an instantaneous suc–

cess with dealers in every part of the

Its excellence of design, added to

our substantial plating of 20 to 50 per

cent  heavier than standard'' brands,

gives it a value your customer ll

appreciate.

Rockford Silverware is sold to the

retail jeweler exclusively and thousands

of dealers know what it means to buy

silverware like the Hawthorne pattern

that possesses greater wearing qualities

than other brands and carries with it a

protection from annoying competition.

ROCKFORD SILVER PLATE Co
ROCKFORD • ILLINOIS.
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Brazil Diamond Fakes
Exposed by Government

Charges by Losers that Consuls Aided Exploiters
Disproved by Records—Many Capitalists Vic-
timized

Washington, D. C., November 12.—Investiga-
tions made here not only fail to bear out, but in a
large measure contradict charges by Americans
who investigated an "alluring" diamond mine
scheme in Brazil, that the exploiters were assisted
by reports of United States consular officers to
the state department and by an article published
in the bulletin of the Pan-American Union.
United States officials say that if anybody has
been "nipped" it certainly is not because the
United States auth Jrities have failed to issue
warnings.
The two consular reports specifically mentioned

by the Americans who discovered the "shady"
nature of the mines in which they were asked to
invest, contain direct and specific warnings to
Americans against fake concerns claiming to have
valuable diamond mines in business. These re-
ports and many others bearing on the same subject
were written by Consul General George E. Ander-
son at Rio de Janeiro.
The article in the Pan-American bulletin referred

to was found to be an innocuous account of the
history of the diamond industry in Brazil from
earliest colonial days and a description of the
methods used. A report from Consul General
Anderson in 1908 to the effect that improved
methods were being used by those engaged in
diamond mining in Brazil furnished the inspiration
of the descriptive and historical article.
Furthermore, John Barrett, director of the Pan-

American Union, declared that he had repeatedly
warned Americans against investing in diamond
mining propositions in Brazil without first making
an investigation.
The latest party of argonauts who went after

the fleece returned November 5. Their trip had a
different ending from many of the others, for,
being hardheaded American business men, they
had insisted upon taking with them a mining
engineer, who was a recognized authority on gold
and diamond prospects, and they started out
with the motto, "No find, no cash."
They returned without gold or diamonds. There

was less money in their purses, but they had seen
something of the world. They also say they have
collected enough testimony to make it impossible
for the man who influenced them to make the
journey to tempt anybody else.

Hold Gem Broker
for Diamond Theft

Dealers Allege Buchner Pawned Stones Worth
$45,000 Obtained on Memorandum—hitt-0-
duced a Customer

New York, November 11.—Isidor Buchner,
who had been a diamond dealer in Maiden lane,
was held in $15,000 bail by Judge Swann in
General Sessions on the charge of grand larceny.
Buchner, according to the complaints against him,
had obtained diamonds worth $45,000 on "mem-
orandum" from dealers in Maiden lane, which,
it was charged, he pawned.
Buchner was arrested by Detective Summers

as he was entering 81 Maiden lane. He was first
taken to Police Headquarters and later before
Judge Swann. The complaint against him in one
case alleged that he had obtained $27,000 worth of
diamonds from Herman Levy of 16 Maiden lane.
It was also charged that he obtained $3,000 worth
of diamonds from Frank & Sass of 46 John street.
Buchner, it was alleged, obtained on memoran-

dum the diamonds which he pawned. It was said
that he came to this country from Antwerp,
two years ago, and entered the jewelry business.
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His business didinot pay, anc17,according to the
complaints against him he went to see Mr. Levy
last June. He told Mr. Levy, it was alleged, that
he wanted to obtain some diamonds on memoran-
dum, as he had a friend who intended to open a
jewelry store in Brooklyn, and he thought he could
make a sale. Mr. Levy asked the name of this
man and Buchner gave it to him, and told him
to call up a number in John street on the telephone,
where he could talk to the alleged customer.
Mr. Levy did talk on the telephone with a man who
answered to the name given by Buchner. A
few days later Buchner brought a man whom he
alleged was his customer to Mr. Levy's office, the
complaint sets forth, and Mr. Levy accompanied
them to Brooklyn, where Buchner, it was alleged,
showed him a store which the defendant said his
friend was going to open. Mr. Levy thereupon
gave Buchner the diamonds. He repeatedly
called on the telephone the man for whom Buchner
obtained the diamonds, Levy asserted, and asked
to be paid something on account, but was put off
on each occasion.

Last week Mr. Levy visited the District At-
torney's office and Assistant District Attorney
Conlon took up the case. The name of the man
with whom Mr. Levy talked over the telephone,
and who accompanied him to Brooklyn, is withheld
as his arrest is expected soon.
Buchner, it was charged adopted the same

methods with Frank & Sass, but in this case, it was
asserted, the man to whom Buchner said he wanted
to sell the diamonds and was going to open a
store in Newark, N. J. Other persons and firms
who alleged they were swindled by Buchner were
Louis Bergman of 17 Maiden lane and Clipper
Brothers of 50 Maiden lane.

All the diamonds obtained by Buchner, it was
alleged, were pawned by him at one-quarter the
amount they were worth. Some $12,700 worth
were recovered from a pawnshop in Eldridge
street.

Crack Jeweler's Safe
and Purloin Gem Contents

Burglars Enter Bennett Company's Office Through
Skylight and Take $7,000 Worth of Diamonds
—Pick Out the Best Stones and Leave Rest

New York, November 12.—Some time between
5 o'clock Saturday afternoon of November 9
and 7.30 o'clock next morning yeggmen broke
into the offices of the Bennett Manufacturing
Company at 175 Broadway—several hundred
feet below the dead line at Fulton street—forced
open one of the big safes and escaped with between
$7,000 and $10,000 worth of jewelry, mostly in
diamonds.
The Bennett Manufacturing Company has its

offices on the third floor. It is believed that the
burglars entered through the roof, because the
janitor, who discovered the theft early yesterday
morning, found the wooden and iron street doors
just as he had left them Saturday night, while an
opened skylight showed the way the thieves
probably had made their entrance and exit.
The police believe that the yeggs must have

made a careful study of the situation before "try-
ing their luck," because they brought along a
hearty luncheon and a couple of bottles of cognac
to lighten their labors while they were getting
into the safe. The remains of their repast were
found by an employe of the company when he
reported for work yesterday morning.
The Bennett Manufacturing Company is a

wholesale and retail jewelry concern. Two
safes of the same size stand in the rear of the third
floor suite almost opposite the entrance from the
stairs, and there is no elevator. Only one of the
safes was broken into. A door was pried partly
open with a crowbar. This door had a hole in it
midway between the hinges large enough for a
man to shove his hand through. It was denied
at the offices that the yeggs had used any explosive
in forcing the safe.

While the exact amount of jewelry taken could
not be definitely settled yesterday because taking

account of stock had not been finished, one of the
members of the firm stated that the loss would
amount to between $7,000 and $10,000.
"Only the very best of the stones—chiefly

diamonds—were taken," said this man. "No
attention was paid to any of the cheaper stock."
The loss of the jewels is partly covered by

insurance.

Crusade Against
Fakirs and Fraud

Merchants and Manufacturers' Association Plans
Campaign :—Questions of Licensing Jewelers
Being Considered

Milwaukee, November 6.—The jewelers of this
city are continuing vigorously the movement to
purge the local trade of fakery as noted in the last
issue of THE KEYSTONE. The investigation bureau
of the Merchants' and Manufacturers' Association
will hereafter make a systematic campaign against
jewelry fakirs and unlicensed persons having been
defrauded by concerns of this class will be invited
to submit their cases and prosecutions will follow.
The association will co-operate with the police
authorities and the reputable jewelry men to bring
the guilty men to justice and drive all fakirs out
of the city.

This organization's influence is said to have been
requested by the Milwaukee Jewelers' Association,
containing only reputable houses in its member-
ship, in the work of running the concerns that are
known to practice frauds on unsuspecting pur-
chasers out of the city.
In addition to cases handled by the weights and

measures department during the last six weeks,
wherein victims were reimbursed by the dealers
who had buncoed them, on penalty of prosecution,
the department has five other instances under
investigation on behalf of other swains and lassies
whose hymenial contracts were sealed with rings
that cost more than gold but which a few months'
wear proved were only the cheapest of brass.
Because of complaints of such sales, City Sealer

F. C. Janssen with the co-operation of jewelers, is
considering an ordinance providing for the licen-
sing of jewelry stores.
"By licensing jewelers, the city will be able to

reach those men who make a practice of selling
bogus jewelry for real goods," said Mr. Janssen
yesterday.
"No one deplores this practice as much as

jewelers themselves, as it casts more or less of a
reflection upon the whole business and legitimate
dealers should be protected.
"At present we have five cases where couples

have been cheated on wedding rings. In one case,
which we have traced, it was found that the dealer
actually paid 50 cents each for rings which he sold
as all gold to a couple for $10 each. Six months
later, these rings had turned black.
" The merchants and manufacturers association

have taken the question in hand, and is seriously
considering a proposition to refuse to rent stores
to these unscrupulous jewelers.
"This may help some, but the only way to con-

trol the situation is to license jewelers and then
when these men sell bogus jewelry, revoke the
license."

Jewelers Obtain Verdict
Against Express Company

Philadelphia, November 13.—Emil J. Hertz,
dealer in diamonds and jewelry, yesterday re-
covered a verdict of $1,458.60 against the Adams
Express Company for a lost shipment of diamonds.
In October, 1907, plaintiff's representative in New
York delivered to the express company a package
of diamonds, consigned to Hertz. The valuable
package, according to the merchant, never
reached him. Hertz alleged that the express
company was responsible for his loss, while the
defendant averred that its liability was limited.
The full amount of the plaintiff's claim was $1,500.
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OPEN LETTER TO THE RETAIL JEWELER—No. 4

Dear Sir:—
In the foregoing letters we pointed out that

scientists find no difference between the natural 
rubies and

sapphires and the synthetic stones. The Japanese pearls have

the same pearly coating as the Oriental pearl and 
are

produced by the oyster,

Synthetic stones and Japanese pearls have already

found great favor with lovers of the artistic in 
jewelry. In

advocating the sale of jewelry set with synthetics and 
Japanese

pearls, you are giving the man of moderate means, the 
large

number of buyers, the chance to enjoy its lasting 
beauty.

There are great differences in the qualities of

diamonds and other precious stones, and the same is 
true of

synthetic stones.

We fought all the time against lowering the 
quality

of the synthetic stones, resolutely keeping up 
the high

standard of excellence originally set up by us, and 
it is to

your interest that it should be kept high.

The jewelry business is different from any 
other, in

that a customer, in nine cases out of ten, depends 
on the

advice of the jeweler as to what he should buy. 
Would you

recommend anything that is inferior? You want the friendship

of your customer, you want his confidence. How can you get it

but by giving him what is best in its class--An 
article that

you can guarantee and stand by? Reputations have never been

built on inferior articles. The lasting, the strong reputa-

tions have been built on quality.

When you buy jewelry be sure that the synthetic

stones it contains are "Heller's", because they have 
the high-

est of quality. We select the rough material before it is 
cut.

We have the cutting done by experts, and after the 
stones are

cut, they are again selected for the American 
Market.

Experience and reputation are in back of all goods

bearing Heller's Name. The largest manufacturers of this

country, the manufacturers who have achieved 
national reputa-

tion because of the quality of their jewelry, the 
manufacturers

who discriminate between what is good and poor in 
stones, are,

we are happy to say, our best customers.

There is charm in jewelry mounted with "Heller"

Synthetics.
Yours truly,

L. HELLER & SON.

EN
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NEW YORK LETTER

NEW YORK OFFICE OF THE KEYSTONE,

Room 1102 JEWELERS' BUILDING, 9-11-13 MAIDEN LANE,

NEW YORK, November 12.

Needless to say the results of the election have
not pleased everyone. The consensus of opinion
in jewelry circles, however, is that the new admin-
istration will not prove such a disturbing factor to
business interests as the pre-election oratory of
the opposition might have led us to believe. In
many quarters it is considered an excellent thing
that the victory of the Democratic party was so
decisive. As one well-known manufacturer of
jewelry remarked, "It makes the responsibility of
Governor Wilson all the greater. He cannot
afford to be radical. Hr must act conservatively
in matters affecting the revision of the tariff and in
all other matters that vitally relate to the best in-
terests of the millions of people who have declared
their faith in his honesty of purpose, good judg-
ment and ability to solve the problems that con-
front them."

While some manufacturers, wholesalers and im-
porters are awaiting in fear and trepidation the
much heralded Democratic tariff changes, the
majority are inclined to believe that the schedules
relating to jewelry, watches, silverware and
precious stones, if altered at all, will not be greatly
reduced.

Jacob Goodfriend, of Goodfriend Brothers,
dealers in precious stones, says, "I do not think
that the victory of the Democratic party will inter-
fere with good business, nor do I look for any re-
duction in the tariff on precious stones. It would
be more in compliance with the policy of the Demo-
cratic party if the tariff on precious stones were
increased. It is my opinion that no change will be
made."
H. R. Beguelin, of Cross & Beguelin, the well-

known jobbers expects business to continue good
and further improve. "I do not think that the
prosperity we have lately enjoyed will witness a
halt because of the recent election. The jeweler
is dependent for good times on the prosperity of
the people. Already the farmer is assured by
bountiful crops of money for luxuries and no tariff
changes can deprive him of that money. What
effect the tariff changes will have on industrial
centers remains to be seen. I personally think
that the new administration will be very careful
not to impede progress."
Michel de Selectis, an importer and dealer in

corals at 13 Maiden lane, was arrested on No-
vember 6, on a charge of smuggling by Customs
Agent Ranalli and Inspector Hohenson, who
seized corals valued at $10,000 out of his stock,
which was stated to be worth $100,000. It was
charged before United States Commissioner Bene-
dict, in Brooklyn that $2,000 worth of the goods
seized were smuggled into the country last May
from the Italian steamship San Guglielmo by de
Selectis, his clerk, Vincenzo Cacace of 238 Second
street, Brooklyn, and two stewards, Antonio
Vitiello and Qiuseppe Ruggiero, who were arrested
on November 2. The customs officials said that an
investigation was under way to determine how
much of the coral had been smuggled into the
country. Commissioner Benedict held the im-
porter for examination in $5,000 bail, his clerk in
$3,000, and the two stewards in $1,000 each.
"Pete" Turner, representing C. Sydney Smith

& Co., in the south recently returned to New York
after a very successful trip.
"Fred" Turner, representing Flint, Blood & Co.,

Providence has returned to New York after a very
successful trip.
E. Baker, of E. L. Spencer & Co., Providence, is

in New York and reports excellent sales on his
last trip.

Genial "Bill" Penfold, of F. H. Sadler Company,
has returned to New York after a three months'
trip through the middle and far west. Bill says
business was excellent.
Louis Bernheim, of Bernheim & Beer, is in town

after a very successful trip through the south.
Messrs. Van Houten, of the C. Sydney Smith &

Co., were the recipients of many expressions of
condolence from their hundreds of friends in the
trade upon the recent death of their mother.

Sylvester Engle, of Hazelton, Pa., was in New
York recently on a buying trip.
W. C. Cornell, of Newburgh, N. Y., was seen

recently in the Maiden lane district.
Joseph Fishoff was recently convicted in Vienna,

Austria, on the charge of grand larceny preferred by
Abel Bros.& Co., 58 Nassau street, by Abel Brothers.
In the Fall of 1911, he stole a brooch valued
at $500 and a number of loose diamonds, the total
value of the goods being $1,390. He was later
located in Vienna and by affidavits signed by all
who would have been called as witnesses had
Fischoff been tried in this country his conviction
was finally brought about.
The Board of United States General Appraisers

in a decision handed down last week held that
watch chain charms made of bone are not to be
regarded under the present tariff as "jewelry."
Collector Loeb so classified them. Morimura
Brothers, the importers, contended that the ar-
ticles should be deemed as "manufactures of bone,"
with duty at the rate of 30 per cent, and this view
was sustained. The board reduced the assessment
made by the collector on importations of imitation
jet articles imported by Kippmann, Spier & Hahn.
They were assessed at the rate of 60 per cent ad
valorem under Par. 448, and were offered as
dutiable under Par. 109 at 45 per cent. The col-
lector is reversed in this decision.
The activity of the Merchants' Association of

New York in their endeavor to boost this already
much boosted city is evident from the following
letter which was recently received by us from
Wm. Fellowes Morgan.
"Until recently nothing has been done to coun-

teract the raids made upon New York by other
cities. Manufacturers, wholesalers and all other
classes of business men have been coaxed away.
"One city offers a bait in the form of free docks.

Another offers free sites for factories. Still an-
other promises free power. Again it is "no taxes
for seven years."
"In this city are thousands upon thousands

of acres of unoccupied land suitable for factory
sites, all ready to be developed. We have the
greatest harbor in the world and countless other
wonderful natural advantages that have not been
made the most of.
"In order that the mistakes of the past may not

be repeated an Industrial Bureau has been estab-
lished by the Merchants' Association, which will
devote its time and its energy to the industrial
upbuilding of New York. If much good is to be
accomplished the business men of this city must
work in greater harmony. For that reason I
venture to request that you give the Merchants'
Association the benefit of your support."
A petition has been filed against Solomon L.

Fisher, manufacturing jeweler, 80 Maiden
lane, by these creditors; Rosenthal & Kaplan,
$88; Baskin & Dorsky, $82, and Herman Baum
$530. Judge Hand appointed John L. Lyttle
receiver with authority to continue business for
ten days. The liabilities are $8,000 and assets
$2,500.
In overruling a protest by Hensel, Bruckmann

& Lorbacher, The Board of United States General
Appraisers decided that small blocks of wood about
one inch thick, and known as engraver's blocks,
were dutiable as manufactures of wood at 35 per
cent under the present law. Claims for lower rates
were thrown out by Judge McClelland.
Frank A. Odell, manager of the Providence

office of the National Jewelers' Board of Trade
recently visited the main office of the board, 15
Maiden lane.
Ives S. Lake, general sales manager of the Wal-

tham Watch Company, returned to New York
recently after a western trip.
The German Government has decorated Dr.

George H. Kunz, of Tiffany & Co., with the order
of the Red Eagle, Officer of the Fifth Class. Dr.
Kunz has received several foreign honors of a
similar nature.
M. J. Averbeck, the well-known jobber, was con-

fined to his home recently for a few days with an
attack of grippe.

The Merchants' Association of New York at a
recent meeting adopted a resolution to the effect
that it is opposed to any change in the existing
laws whereby The Board of United States General
Appraisers will be deprived of its independent
authority or subordinate it to The Board of the
Treasury Department.

J. T. Mahoney and H. M. Rice, Commissioners of
Accounts of New York City, filed a report with
Mayor Gaynor in which they set forth the methods
employed in fake auction rooms in this city. The
report points out that the license of an auctioneer
can be revoked by the president of the Board of
Alderman after a public hearing only when a
complaint has been laid aginst him by a customer
who considers himself aggrieved. This, the com-
missioners say, makes it difficult to proceed against
an auctioneer, as defrauded citizens are unwilling
to come forward and admit it.
David A Kaufman, of Clarion, Pa., was in New

York recently on a buying trip. Before leaving
town he visited the New York office of THE KEY-
STONE.
A recent arrival in New York on the Cunard

liner, Carmania, was the Viscountess d'Etchgoyer,
wife of a Hungarian aristocrat. She was reported
to have some of the finest jewels and pearls in
Europe, and those she brought with her this trip
to New York are reported to be worth $5,000,000.
The material and constant increase in its mem-

bership has made it necessary for the manage-
ment of the National Jewelers' Board of Trade
to make extensive improvements in the executive
office of the board, at 15 Maiden lane, New York
City. When completed, the board will have an
executive office modernly and extensively equipped
to facilitate the employes in continuing the effi-
cient work of the board under more favorable
conditions than ever before. With a membership
of 927, which in about two and one-half years has
been doubled, and the stupendous amount of work
handled by the management in the line of reports,
collections, bankruptcies, and civil commercial
activities, it has been found necessary to facilitate
in every way the energies of the board's staff,
which now aggregates an employed force of nearly
100. Representing the interests of over 50 per
cent of all those eligible to membership in the
United States, and with branch offices in Provi-
dence, Chicago and San Francisco, the board has
demonstrated in the jewelry trade the beneficial
features of co-operation.

Dividends paid recently according to the Na-
tional Jewelers Board of Trade are the following:
H. Backer, Nayville, N. D., third dividend 5 per
cent; S. H. Brick, Buffalo, N. Y., first dividend
8 per cent; E. E. Esterly, Duluth, Minn., sixth
payment of 5 per cent; Glass & Pels, San Francisco,
Cal., first dividend of 10 per cent; Globe Jewelry
Company, Globe, Ariz., second and final dividend
of .056 per cent; Herbert Knox & Co., Pasco,
Wash., first dividend of 25 per cent; J. A. Pitts,
Montreal, Canada, first and final dividend of 14
per cent; J. H. Rohlander, Evansville, Ind., 40
per cent composition settlement; Adolph Schmidt,
Cincinnati, Ohio, first dividend of 10 per cent, and
Samuel R. Zack, Philadelphia, Pa., first and final
dividend of .043 per cent.

Schedules of Jokel & Rosenman, who did busi-
ness as the Stella Manufacturing Company, jewelry
novelties, 458 West Broadway, show liabilities
$6,435 and assets $3,250. Jacob Rosenman has
individual liabilities of $2,523 and no assets.

Judge Mayer has appointed Neilson Olcott,
second receiver for Harry Janowitz, jeweler, 12
East 125th street, bond $2,500. The liabilities
are said to be $15,000.
Among jewelry buyers recently seen in New York

were: C. E. Fisher, L. S. Donaldson Company,
Minneapolis, Minn.; F. J. Stanley, Porteous &
Mitchell Company, Norwich, Conn.; E. L. Cham-
berlain, Jones Store Company, Kansas City, Mo.;
C. F. Ursenbach, M. Rich & Brothers Company,
Atlanta, Ga.; Miss B. Frewen, William Taylor,
Son & Co., Cleveland, Ohio; R. E. Kennell, Rora-
baugh D. G. Company, Wichita, Kans.; G. F.
Williams, Chicago; F. E. Blake, Smith-Murray
Company, Bridgeport, Conn.; W. H. Mazey,
Scott-Griggs Company, Newark, Ohio; S. V
Silverthorne, B. Nugent & Bro., St. Louis, Mo.;
Mrs. L. B. Walter, Gimbel Brothers, Philadel-
phia, Pa.; Harold Kenney, T. M. Kenney & Sons,
Cambridge, Mass.; Millard F. Davis, Wilmington,
Del.; R. H. Conlyn, Carlisle, Pa., and A. J. Moir,
J. C. MacInnes Company, Worcester, Mass.
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Fill Your Holiday Rush Orders From

The B. A. & Co. 1913 Catalogue

More than 1,000 pages of dependable goods

at reasonable prices
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THE BOOK TO USE WHEN IN A HURRY

Our large and varied stock together with our developed house organ-

ization guarantees quick shipments

BENJ. ALLEN & CO. Chicago
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CHICAGO LETTER

WESTERN BUREAU OF THE KEYSTONE,
Room 1201 HEYWORTH BUILDING,

CHICAGO, November 12.

In Chicago and the west, business confidence
survives the unprecedented political struggle un-
perturbed; the outlook is in fact made brighter
not only by the elimination of the political un-
certainties, but also by more favorable develop-
ments in commercial activities and the increasingly
brighter outlook of the crops. Not until the
government's office crop report was issued last
week did the crops appear so immense. In the

face of this it is difficult for the financial world to
figure how a change in presidential administration
will very greatly change the .prosperity outlook.

Big financial interests have already gone on record

that the fourth of next March will not interfere

with the good business outlook.
Statements issued by Chicago and other western

banks show that November payments through the

banks have maintained a high level and the

volume of clearings shows a substantial increase

over a year ago. This may be taken as an excellent
indication that the old bugaboo about the effects

of presidential elections on the industrial conditions

of the country has worn itself out.
Chicago jobbers continue to report business con-

ditions as very good. Out-of-town buyers have

been in goodly numbers and their purchases have

been very substantial. The catalogue houses are

reporting excellent orders, and in a number of

instances have been working nights to keep up
with the rush. It is a bit too early for the rush of
out-of-town buyers to the Chicago market. This

does not set in in earnest until after Thanksgiving.
However, the number of such buyers this year up

to the present time is greatly in excess of last year.
Travelers are sending in substantial orders and

excellent reports as to the Christmas outlook.

Watches continue to show increasing activities.
Retailers on State street report good business and
a disposition to do buying early. Actual sales

have not run up into unusual figures with these
stores, but they have been visited freely by the
early shoppers which is an indication at least of
good sales as soon as the shoppers have decided
on their purchases. Retail stores in the outlying
sections continue to report business good. Manu-
facturers' agents located in Chicago are preparing
for an unprecedented rush as soon as the real activi-
ties set in with the jobbers. They freely predict
that they will be unable to cope with it, if present
indications work out.

Chicago jobbers have received notice that the
following retail jewelers have discontinued business
in Illinois: D. J. Courval, of Wilmington; Shep-
herd, Weeks Jewelry Company, of Monmouth;
E. R. Houston, of NewAthens, and Sigmund Mills,
of Chicago. They have also been notified of the
following removals: James A. Starts, formerly of
Forrest, to Peoria; C. A. Florey, formerly of
Kenny, to Findley; E. R. Baker, of Minonk to
Pontiac; J. M. Bernstein formerly of Springfield,
to Decatur and G. F. 

Bernstein,
formerly of Ver-

mont, to Brighton.
U. S. Bond, of Osceola, Iowa, was among the

out-of-town buyers in Chicago the eariy part of
the month. He was very optimistic as regards
Holiday outlook in his section of the country.
Mrs. Bond accompanied him.
To make Michigan avenue the finest retail street

in the world is the purpose of the Michigan avenue
association which was organized recently among
the members of the prominent business firms and
property owners of that thoroughfare. H. C.
Tilden, manager of Spaulding & Co., is the presi-
dent of the association. It is the intention of the

association to spend between $50,000 and $100,000
a year in promoting the commercial life of the
avenue. It is the contention of the members of
the association that with an avenue facing Lake
Michigan for two miles, a broader street and side-
walk surface than in any other street in the city,
and with but one side used for commercial pur-
poses, Michigan avenue should be made the finest
retail street in the world. H. R. Cowan, of Cowan
& Co., is vice-president and Oscar J. Friedman is
secretary.

Joseph Murovic, a retail jeweler at 1559 Cly-
bourn avenue, suffered a broken rib while making
repairs in his store, the early part of the month.
Mrs. Murovic has just returned from an extended
trip to Hungary where she visited her old home.

Charles S. Purdy, manufacturers' representative
with headquarters in the Heyworth building, re-
turned the middle of the month from an extended
eastern business trip.

Kerr Murray, formerly in the jewelry business
at Waukegan, Ill., has opened a jewelry store at
4710 Evanston avenue in the Plymouth apart-
ments.
E. C. Fitch, president of the Waltham Watch

Company, Conover Fitch, vice-president, and Ives
K. Lake, general sales agent, spent a week in this
city the early part of the month on business.
The many friends in the trade of Charles F.

Clemmons, with J. W. Forsinger & Co., will be
very much gratified to learn that the recent
operation which he underwent was successful and
he has been removed to his home and is on the
rapid road to recovery.

Charles Larson, a retail jeweler at 5349 Went-
worth avenue, died suddenly the early part of the
month of heart failure. His widow will continue
the business.

Clarence J. McCartney is now in charge of the
Wilcox Silver Plate Company and the Rogers &
Brothers lines, both branches of the International
Silver Company. He will travel out of the Chicago
office.
A. Wang, whose recent arrest for the theft of

$7,000 worth of merchandise from Moore &
Evans, where he was employed as a clerk, created
considerable excitement in trade circles, has been
paroled for one year by the judge hearing the case.
Walter Zang, with the firm of J. A. Zang &

Sons, of Reliance, Ohio, was in Chicago the early
part of the month making his regular Fall pur-
chases.

Will Fay, well-known jewelry manufacturers'
agent, who for several years past has represented
the eastern firm of Potter-Buffinton Company,
has resigned his position to take effect the first of
the year. He will enter the jewelry mail order
business under the firm name of Fay-Hewes Com-
pany. Headquarters will be in room 802 Columbus
Memorial building. Mr. Fay has many friends in
Chicago and throughout the west who will wish
him every success in his new undertaking.
W. E. Lee, of Grant City, Mo., was in Chicago

the early part of the month making his Holiday
purchases.
Fred Radcliffe, southwest traveler for M. A

Mead & Co., returned to Chicago the early part
of the monzh and will remain here but a few days,
going back on his territory immediately.

Charles Joneson, a retail jeweler at 5915 South
Halsted street, is a loser to the extent of about
$900 as the result of a robbery of his display win-
dow which occurred the early part of the month.
Two thieves threw a brick in the window and
escaped with fifteen diamonds. The crash
attracted the attention of a nearby police. One
of the thieves was captured, but none of the
diamonds was found on him.
Lew Buss, well-known credit man for M. A.

Mead & Co., visited his fruit ranch near Missoula,
Mont., early the past month.
James McLaughlin, who was arrested several

months ago for the robbery of various articles of
jewelry from Marshall, Field & Co., Barnett
Brothers and from Berg & Co., has forfeited his
bond of $6,000 and disappeared.

Gustave Erickson, who was formerly in the
retail business at 647 West Sixty-third street, and

who left shortly after the sale to Charles F.
Manahan for his old home in Sweden where he
expected to remain permanently, has returned to
Chicago. He is considering entering the retail
optical field.
Edward Nerney, of the Chicago office of the

Bay State Optical Company, left for the east the
middle of the month and will remain there for
several weeks.

Will Swartchild, of Swartchild & Co., enjoyed
a well-earned two weeks' vacation at French
Lick Springs the early part of the month.
Mr. Orr, of Wentela & Orr, of Negaunee,

Michigan, spent several days in Chicago the middle
of the month on business. They are making pre-
parations to hold an auction and expect to retire
from the jewelry business.

John Gunderson was in Chicago the middle of
the month purchasing an opening bill for a store
he will open at Hawkeye, Iowa.
G. H. Gardner, for many years with Charles S.

Stifft, of Little Rock, Ark., is in Chicago and ex-
pects to enter business here.
Samuel C. Hall, formerly with C. D. Peacock,

has entered the retail diamond business. His
headquarters are in the Tacoma Building.
A. S. Creeck, of Monticello, Ill., was on the

Chicago market making his Holiday purchases
the middle of the month.
B. H. Fischer, of the United States Loan Bank,

had the misfortune to injure one of his eyes so
seriously that it was necessary to remove it, re-
cently. He was manipulating an exerciser at his
home. One of the ropes holding the weights broke.
In dropping, the shock of the weights forced the
handles attached to the ropes into the air with a
jerk. Mr. Fischer had his eye glasses on at the
time. One of the handles struck his glass, breaking
both lenses and also cutting both eyes. The right
eye was so badly injured that an operation for its
removal was necessary. His doctors are very
hopeful of saving the sight of his left eye.
W. L. Hess, 809 Davis street, Evanston, put in a

new copper front and will remodel his store
throughout preparatory for the Holiday rush.
W. H. Herzog has opened up a new store at

3838 West Chicago avenue.
J. Brenner, formerly with Peacock & Co., and

more recently with J. W. Clark & Co., has opened
a new store at 3257 North Lincoln avenue.
F. Klaus, who was formerly located at 4761

Milwaukee avenue, has moved to 4784 Milwaukee
avenue. He now has very pretentious quarters.

Joyce & Kirschner, 51 East Madison street,
have opened up a new optical parlor.
Fred G. Thearle of C. H. Knights, Thearle &

Co., is expected to return within the next ten days
from an extended business trip to Califonria.
E. Anthony Seyle of the Chicago Watch Tool

Company, is confined to his home by a serious
attack of la grippe.

After taking a bath and donning clean garments
William P. Ballou, 85 years old, a retired jeweler of
Dekalb, Ill., committed suicide last night in the
home of his son, James D. Ballou, 5902 South
Michigan avenue, by placing a towel saturated with
chloroform over his mouth and nose. He had said
that he was tired of living on account of his ad-
vanced years.
Mr. and Mrs. J. D. Ballou went out for dinner

last evening. They asked the aged man to ac-
company them, but he declined. When they re-
turned about 10 o'clock they found the retired
jeweler lying on a bed with the towel over his face.
A physician was summoned and the latter said
Ballou had been dead for some time.
"My father had been in the jewelry business in

Dekalb for many years," said J. D. Ballou. "He
retired some years ago on account of his age. He
enjoyed good health, but of late had become des-
pondent, and he often remarked that he was so old
that he was tired of living. He seemed in good
spirits when we left to go out for dinner. I asked
him to come along, but he said he did not care to
leave. When we got back he was dead."

Ballou was clad in clean undergarments, and his
hair was still wet from the bath when he was
found. He apparently planned his death with
deliberation. The police did not remove his body.
The decedent is survived by a widow, who is

82 years old, and a daughter and three sons. They
are Mrs. Herman Wilke, Green Bay, Wis.; W. L.
Ballou, Menominee, Wis., and J. D. and Albert
Ballou, Dekalb, III.
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SPLENDID BARGAIN IN

Holiday Assortment of Rich Cut Glass M
25 Pieces for $25.00 Cash
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Patterns that Sell Quick Showing Profit of THIRTY-SEVEN DOLLARS

bS
bS

bS

Sell for $62.00

%HR 1 Spoon Trays 7;2 inch. each, $1.90 1 Round Nappy, 6 inch 
1 Bon Bon Dish, 8 inch each, 2.25 1 Round Handle Nappy, 5 inch 

each, $2.35 6 Water Tumblers 
each, 1.75 1 Berry Bowl each, 4.1(r

% 1 Round Nappy, 5 inch 
1 Round Nappy, 6 inch. each, 2.10 2 Sugar and Creamer 

each, 1.50 2 Sugar and Creamer 
pair, 4.50
pair, 3.65

%

1 Pickle Dish, 834 inch each, 3.00 1 Vase, 10 inch each, 5.6
1 Celery Dish, 11 inch each, 4.00 1 Berry Bowl, 8 inch. 

5
 each, 4.15

% pints 
1 Round Nappy, 6 inch each, 1.75 1 Comfort, 5x5 inch •  each, 3.75
1 Handle Nappy, 6 inch each, 2.25 1 Water Jug, holds 3 pin  each, 7.42

ER

IT NORRIS, ALISTER & CO.
31

It's coming on to the season when Cut Glass is in demand

This assortment will be of value and profit in your business

CONTENTS OF BARREL

PRICE.
Less 6 Per Cent.

Cost Price

$62.00

I .59

 $25 .0 0

Heyworth Building, CHICAGO, ILL.
WE GUARANTEE PRICES AND QUALITY
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PROVIDENCE AND THE ATTLEBOROS

NEW ENGLAND OFFICE OF THE KEYSTONE,
324 HOWARD BUILDING,

PROVIDENCE, R. I., November 12.

With the orders still pouring in from all sections

of the country, the presidential election passed

in Rhode Island jewelry circles with an absence of

actual business effect unparalleled in all former

years in the industry and with an indication of

apparent disregard as to the balloting's results upon

national legislation affecting the trade.

Night work is still the rule in many of the jew-
elry shops and this condition bids fair to continue
in order to fill the orders which press for delivery
for the holiday trade. In several instances, the
order books are filled until after the first of the year,
as far as the possibilities of production go and ad-
vertisements for help in the daily newspapers con-
tinue to be indicative of the press of business.
Optimism is the prevaling keynote of opinion

concerning the outlook for 1913 and the same state-
ment comes from all over the country.
Frank Stanley Lincoln, the New England repre-

sentative of Brown & Sharpe, and Miss Lucy
Borden Greene, daughter of Mrs. Hattie Greene
of this city, were recently married at St. Mary's
Episcopal Church, East Providence.

William P. Chapin, Jr., of Chapin & Hollister,
and Harold W. Ostby of Ostby & Barton have
been having good sport during a fortnight's
hunting trip in the Adirondacks.
Mr. and Mrs. Charles S. Bush, have returned to

their home on Keene street for the winter season.
William A. Schofield, of Schofield & Battey,

entertained a party of about sixty friends at the
Pomham Club grounds recently. The party com-
prised Mr. Schofield's friends and their wives.
Recent visitors to New York from Providence

have included Frank L. Odell, manager of the
Providence Branch of the National Jewelers'
Board of Trade, Fred V. Kennon, of the John T.
Mauran Manufacturing Company, and Horace M.
Peck, of the Manufacturing Jewelers' Board of
Trade.

Frederick S. Sibley, Providence manager for
Bradstreet's, has announced his intention to
devote a large share of his attention to the jewelry
department, with the view of extending its scope
of activity and usefulness among the manufactur-
ing jewelers here.
Two promotions in the jewelry department of

the Bradstreet office have resulted from the resigna-
tion of Samuel H. Flanders to become secretary and
treasurer of the J. H. Manning Company at 100
Stewart street. Earl H. Leavitt, for but a few
months connected, as reporter, with the jewelry
department of the agency, becomes manager, suc-
ceeding Mr. Flanders. Mr. Leavitt was for five
years associated with the Manufacturing Jewelers'
Board of Trade. B. T. Robinson, for some time
a book-keeper for a local jewelry house, will take
Mr. Leavitt's place as reporter.

Charles Fischel, of this city, has accepted a posi-
tion as manager of the plating department of the
Gustave Fox Company, of Cincinnati, Ohio,
the Ohio firm having enlarged its plating room,
formerly used for its own work, to care for orders
from the trade at large.
Edward W. Drury has been breaking all kinds of

fishing records in the vicinity of Greensboro, N. C.,
recently, during his selling tour of that territory.

Plans are already on foot here for the entertain-
ment of the members of the National Wholesale
Jewelers' Association which will hold its annual
convention in this city next April. In the near
future, it is expected, committees which will take
active charge of the arrangements will be ap-
pointed by the trade bodies here.

J. W. Boyden, of the Ostby & Barton Company,
is sending home orders from Kansas City, Mo., and
vicinity, Charles L. Drown, traveling for the same
firm, is busy in the Ohio valley.
The S. E. Buxton Company, which is to engage

in the manufacturing of jewelry and novelties,
was chartered at the office of secretary of State,
J. Fred Parker on October 31. The incorporators
named in the charter are Frances A. Buxton and

Henry H. Buxton, of Buttonwoods, and Henry H.
Hayes, of Woonsocket. The capital stock is
placed at $5,000. The firm will be located in this
city.
The contractors at work upon the new building

of James C. Doran & Sons, on Ship street, near the
first Doran budding at 160 Chestnut street, have
boarded up the sides of the structure and have
placed the windows and doors, with the prospects
good for the completion of the building at a corn-
paratively early date. It is expected that several
jewelry firms will establish themselves in new
quarters in the new building.
Mr. and Mrs. George M. Baker, formerly of

Elmwood avenue, have removed to their new home
at 350 Olney street.
Mr. and Mrs. George H. Holmes, have closed

their summer home at Warwick Neck and, with
Miss Ruth Holmes, have returned to their home
on Hope street for the winter.

Col. and Mrs. Samuel M. Nicholson have closed
their country house at Warwick Neck and have
returned to the city.

Albert F. Haskins was given a sixty days' sen-
tence in the Providence County Jail on the twenty-
first on his plea of nolo to the charge of stealing
metal from the Wolcott Manufacturing Company.

Martin S. Fanning has been elected as a member
of the Board of Governors of the University Club.

Walter A. Griffith, George H. Grant and Mayor
Henry Fletcher were among the principal guests
in attendance at a banquet of St. John's Corn-
mandery, Knights Templar, held on October 28.

J. W. Rosenbaum, of J. W. Rosenbaum & Co.,
manufacturers of mesh bags and novelties in
Newark, N. J., visited in Providence during the
week of October 28. Mr. Rosenbaum stated that
his firm will soon move into its new building at
Astor and Austin streets at Newark.
At the Providence office of the Improved Seam-

less Wire Company it is stated that Rudolph G.
Schultz, its European salesman, has copyrighted
a pocket form of tables showing the amount of
alloyed gold in each ounce of rolled placed in dollars
and cents, whether of 18 karat or lower karat to
10 karat gold. The company is mailing the tables
to their customers and others who make applica-
tion for them.
The United Wire & Supply Company has de-

clared its regular quarterly dividend of 1% per
cent to holders of its preferred stock and 1 per cent
on its common stock.

Arthur W. Heintzelman who, as a pupil at the
Rhode Island School of Design, designed the
medal adopted by the New England Manufac-
turing Jewelers & Silversmiths' Association to be
presented each year to meritorious students at the
school, has been appointed as director of the De-
troit, Mich., School of Design. He was graduated
from the Rhode Island School of Design two years
ago and won the traveling scholarship money
which enabled him to spend two years for study
in Europe.
The Catlow-Barton Company, of Pawtucket, is

offering its plant and business for sale at a very low
figure. The plant was equipped only a few years
ago with new machinery and affords an opportunity
for the manufacture of a general line of jewelry.
Leon Flanders, a son of Samuel H. Flanders, the

new secretary-treasurer, of the J. H. Manning
Company, has accepted a position with the Stand-
ard Button Company at Attleboro.
The L. J. Anshen Company, Oscar E. Place &

Sons Company, and Tuck & McAllister, of this
city, are among the largest creditors of Frank A.
Millett, Swampscott, Mass., now in bankruptcy.

The Marks Jewelry Company has submitted an
offer of 50 per cent in full settlement of its accounts,
123/a per cent to be cash, the balance in three notes
at 4, 8 and 12 months, endorsed by Isaac Marks
and Annie Marks. The company has been incor-
porated only about a year and a half and since then
has suffered from two robberies and two fires. The
statement to the Tax Commission on June 1
showed more than $14,000 in the business above
liabilities.
V. B. Hume, of the Charles E. Hancock Corn-

pany, and M. F. Loomis, of the C. Sydney Smith

Company, are having good business in the Ohio
Valley territory.
The capital stock of the Hope Refining Com-

pany, of Valley street, East Providence, has been
increased from $100,000 to $150,000, according
to an amendment to its constitution which was
filed with Secretary of State Parker on November
1. The increase is to be in preferred stock divided
into 500 shares.
C. Walter Pabodie is a member of the City

Council's committee which has just begun an
inquiry into the financial needs of the Providence
School Department.
Mr. and Mrs. George W. Dover were among

those who entertained at dinner at the Narragan-
sett Hotel on Hallowe'en and were in the center
of a merry party during the evening.

Charles E. Westcott, of the Snow & Westcott
Company, of 158 Pine street, who, with his family
has been at his summer cottage at Buttonwoods
during the summer has returned to his city home
at 51 Chapin avenue.
Another returned summer resident at Button-

woods is E. Merle Bixby, superintendent of The
Shepard Company's silverware department. In-
cidentally Mr. Bixby has been re-elected as a
member of the Providence City Council of which
he is the senior member. Frank N. Young and
family have also returned to the city from Button-
woods.

Charles H. Whiteland has gone into business
for himself as a dealer in diamonds with offices
at 139 Mathewson street. He was for fifteen years
in business with his father as Whiteland & Son on
Washington street, Boston, and for sixteen years
prior to that time he was with Hutchinson &
Huestis of this city.

William H. Manchester and Mrs. Manchester
have returned home from a motor trip to Maine
where, for several weeks, they enjoyed fishing
and hunting in the Pine Tree State.
H. E. Brown & Company, electro-platers, have

been succeeded by Brown & McKenna, marking
the entrance into the firm of Philip H. McKenna
who was until recently superintendent of the
plant. The old firm was one of .the oldest of its
kind in the city and was established in business
here in 1869. Mr. McKenna had been in Mr.
Brown's employ for thirty-two years, commencing
as an errand boy and working up through every
grade of the business to superintendent.

Several Boland systems have been installed by
H. J. Astle & Company of this city in the new fac-
tory of the Whiting Chain Company at Plainville,
Mass., and the new plant of the North American
Jewelry Company at St. John's, P. Q.
Marcus W. Morton, who is secretary of the Man-

ufacturing Jewelers' Board of Trade, was re-
elected as secretary general of the Supreme Council
of Scottish Rite Masons of the United States at
New York city on October 23.
Frank Buffinton, for some years engaged in

business as a manufacturing jeweler in this city,
died early today at his home in South Rehoboth,
aged seventy-one years, after an illness of only
three days. He was the only brother of John M.
Buffinton of the Potter & Buffinton Company,
manufacturing jewelers, of 7 Eddy street, this city.
Mr. Buffinton was a native of Providence and
learned the jeweler's trade at the bench when a
youth. In 1875 he set up in business for himself
and continued in business until 1886, when he
went to Ottawa, Ill., where he was engaged for
six years in the pottery business. He returned to
Rhode Island in 1892 and since then has made his
home on his farm at South Rehoboth, where he
died. In spite of his advanced years, Mr. Buffin-
ton enjoyed good health up to within three days
of his death.
The Gorham Manufacturing Company recently

received from George T. Brewster, the well-known
Staten Island sculptor, two statues to be cast here
in bronze. One is the figure of Patrick Walsh,
destined to go to Augusta, Ga., and the other an
equestrian figure of the late William Penn Hussey.
The tariff publicity committee, appointed at the

recent conference of the Providence jewelers,
kept busily engaged during the political campaign's
closing weeks, sending literature to show the jew-
elry employes of this city and vicinity the impor-
tance of voting to ensure the election of officers
who would strive to preserve the duty on imported
jewelry as a measure of self-protection for them-
selves.
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Walter A. Perry, representing the Charles E.
Hancock Company of this city in New York state
and Pennsylvania, recently came to the concern's
factory here to keep appointments with several
of his customers.
The Manufacturing Jewelers' Board of Trade has

distributed dividends to its members who are
creditors in the following cases: Willis Webb,
Santa Cruz, Cal., first and final dividend of 15.7
per cent; Katherine M. Dillon Company, Detroit,
Mich., first dividend, 40 per cent; A. S. Levin,
San Francisco, first and final dividend 25 per cent;
Iron City Jewelry House, Pittsburgh, Pa., final
dividend, 16.97 per cent; John Kahn & Company,
Baltimore, Md., second and final dividend .846
per cent; Frank L. Geisey, Chicago, composition,
40 per cent; Niall-Herin Company, Atlanta, Ga.,
composition, 30 per cent; Phillips & Wrinch,
Toronto, first and final dividend of 4 5/6 per cent;
Meyer Singer of Chicago, final dividend, 24 1/6
per cent; Caro & Dreschler, Chicago, first payment
under extension, 12 1/2 per cent.
Edward I. Mulchahey, superintendent at the C.

Sydney Smith Company, was toastmaster at the
banquet of the Churchmen's Club on October 23.
Among those who were at the tables were John
Kelso, Edward A. Truelove and Frederick D.
Carr.
Mr. and Mrs. Frederick A. Ballou and a party

of friends have been enjoying an automobile trip
to the White Mountains, including a stop at
Walpole, N. H.
Frank Kelley, reporter for the Manufacturers'

Board of Trade, is busily engaged in the interests
of the Board. He spent much time in Massa-
chusetts during the week of October 21, and in the
following week visited New York and Newark,
N. J.
Joseph Auty, Jr., foreman for Henry A. Kirby,

has resigned as First Lieutenant in the Seventh
Company, Rhode Island National Guard.
Employes of the A. T. Wall Company partici-

pated in an enjoyable outing and partook of a
tasty New England turkey dinner at Emery Park
on Sunday, October 26, the party comprising
about 50. When the jewelry folk arrived on the
grounds they were regaled with chicken chowder.
Then a programme of sporting events began, the
feature of which was a fat men's race in which
Fred Mason and Clarence Briggs were the con-
tending heroes. The former led his "field" under
the wire. Thomas Dunn and Arthur Mackey
teamed it against Thomas McHenry and James
Fraser in the star quoit match of the day and
carried off the honors. After the turkey dinner
with all the "fixin's," the merry-makers had a
smoker with vocal and instrumental music as an
added attraction. Guests during the outing were
M. F. Kavanaugh, of Taunton, Mass., and Thomas
Mahoney. Harry Brown was the chairman of the
committee in charge of the arrangements for the
field day.

Notice has been filed that the Messer Emblem
Company at 225 Messer street is being conducted
by Harold W. Blaney.
Among the recent visitors here was W. J. Wilson,

of the W. J. Wilson Company, of Los Angeles,
Cal., who was showing the trade abalone shell
novelties.
Suits which were brought by Tannenbaum &

Company, manufacturing jewelers who gave up
their office in this city about a year ago, against
five fire insurance companies to recover for al-
leged losses through a fire which destroyed por-
tions of the property of the concern formerly
located at 16 to 27 Eddy street, were taken from
the jury in the Superior Court on October 22 and
passed for settlement out of court. The plaintiff
corporation had alleged that the damages
amounted to not less that $4,960 and the damages
in the suit were laid at $5,000. The fire, which
damaged and destroyed the property in whole or
in part, occurred on April 28, 1910. All the
companies declined to pay the losses which were
demanded and a suit was brought against each of
them. The terms of the prospective settlement
have not been made public.
Among the Providence jewelers who were guests

of H. E. Sweet, of Attleboro, at the Highland Coun-
try Club, Attleboro, on November 23, were the
following members of the advisory council of the
New England Manufacturing Jewelers & Silver-
Smiths' Association: Everett L. Spencer, A. 0.
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Ostby, William P. Chapin, John M. Buffinton,
Harry M. Mays, Harry Cutler, F. C. Lawton,
Charles E. Hancock, Sol D. Binge, J. Solinger,
Henry Wolcott, W. T. Chase and Woodward
Booth, manager of the association's office here.

Miss Julia F. Cummings, with the Jeannette
Company, is receiving the sympathy of her friends
in the death on November 2 of her father, William
Cummings.
Men who are prominent in the formation of the

Turk's Head Club, modeled after the pattern of
the big New York business man's luncheon clubs,
include George H. Holmes, Henry D. Sharpe,
Samuel M. Nicholson, Henry G. Thresher, Freder-
ick A. Ballou, R. Livingston Beeckman and Ralph
S. Hamilton. The club is to have its headquarters
in the top floor of the new sixteen story Turk's

• Head Building, occupying the entire floor which
will have spacious and attractive accommodations
and facilities. Invitations have been sent out by the
organizing committee. It is expected that the
club will comprise five hundred members.
Alderman John Kelso, the diamond dealer, was

re-elected from the Second Ward.
William A. Schofield, of Schofield & Battey, was

re-elected as a member of the Providence Common
Council on the Republican ticket.
Mayor Henry Fletcher, Republican, of the

Fletcher-Burrows Company, was defeated for
Mayor of the city of Providence for a fifth consecu-
tive term by Joseph H. Gainer in the municipal
election which was held on October 5.
Harry Cutler, of the Cutler Jewelry Company,

was defeated for State Senator from Providence
on the Republican ticket on election day. He was
formerly a member of the lower branch of the Gen-
eral Assembly.
Adamo R. Aiello, of the Antonio Auriemma

Company, of Atwells avenue, was re-elected as a
member of the General Assembly from his home
district as a Democrat.

Joseph Doyle, a silversmith, was re-elected to the
Providence City Council from the Fourth ward.

Charles E. Hancock was elected as a member of
the Providence School committee.

Jewelry buyers recently in Providence included
Chas. S. McCoy of Marshall, Field & Co., Chicago;
S. Goldman, of Budd & Co., Chicago; A. Ladinsky,
of Pittsburgh; E. Hamberger, of H. B. Claflin Com-
pany; A. Benheim, of Max Arnstein & Co.; E.
Bass, of E. & J. Bass, Herman Pichal, of Samtag
& Hilder Brothers, Max Weiner, A. Kaskell,
Charles Wolfson, of Charles Wolfson & Co.; and
B. H. Danks of F. W. Woolworth Company, all
of New York; G. Williams, of The Fair, and Harry
Morris, of Morris, Mann and Reilly, of Chicago.

ATTLEBORO

Attleboro, Mass., November 7.—Although sev-
eral firms are continuing the rush of the past few
weeks, as a whole there is a slight lull, probably
due to the presidential election. Some of the
firms report that business is not as brisk as it has
been, and a number are working on staple goods
in the expectation of a revival during the weeks
preceding Christmas and the holidays.

Silver novelties are in strong demand, and will be
until after Christmas. Nearly all of the silver
factories are working until 9 o'clock at night.
Gold and gold plate lines are those which have
experienced a slight lull. The manufacturers
of cheap lines have plenty of business on hand,
and cheap novelties seem to be selling well.
The locket trade this Fall has been lighter than

usual, and there is a slight falling off in the demand
for bracelets. Rush orders have been filled for the
Holiday trade and those coming in now are smaller
and not so frequent as those of a month ago.
Several bracelet houses have been working over-
time, but this schedule is being dropped to the
usual ten hours.
Emblem concerns have an ordinary amount of

business and mesh bag makers are experiencing a
quiet spell. The high grade plate makers state
that there has been a falling off in the demand for
their product but they expect better business
during the latter part of the month and the first
part of December. All of the factories expect

the usual rush season work prior to Christmas and
the holidays, and it is believed that it will be good
enough to make the year a very successful one.

Packages of Jewelry Disappear
When a salesman and his firm work hard to sell

a bill of goods to a desirable customer, and are
finally successful, they feel quite happy. Great
pains are taken to see that the customer gets his
goods on time and that they are perfectly satis-
factory. This happened a fortnight ago with one
of Attleboro's largest concerns. The order was
received and was carefully filled. The first package
was sent to the local express company for shipment.
In the course of a few days, however, the cus-

tomer wrote that the goods had not been received.
There followed the customary argument in which
the concern stated that the goods had been shipped
and the customer stated that they had not been
received. An investigation was made and it was
discovered that while the package left the factory,
it did not arrive at the office of the express com-
pany. Several other packages were missed at
the same time.
The police were called into the case and in a day

or two they discovered that a small boy, eight
years old, had pilfered several packages from the
express wagon while it was on its way to the depot.
The boy was taken to police headquarters but he
denied all responsibility for the theft, despite the
fact that a large quantity of jewelry was recovered
in a place that he pointed out, and where it is be-
lieved he hid it after taking it from the express
company. On account of the boy's extreme youth
the police were at a loss what to do with the case.
The jewelry recovered belonged to the D. F.

Briggs Company, Sykes & Strandberg, F. W.
Weaver & Co. and others. Customers of these
concerns who have failed to recive packages will
probably have to lay the loss to the youngster of
eight years. In the case above mentioned the
matter was straightened out and pleasant relations
again exist between customer and concern.

Another Disastrous Fire
Attleboro was visited with another disastrous

fire on Tuesday October 29, when the large busi-
ness block on North Main street, owned by Clar-
ence L. Watson of the Watson Company, was
totally destroyed by fire, involving a loss of about
$76,000. A peculiar circumstance was that the
block is located next to the Bates Block which was
destroyed by fire early in the year and has just
been rebuilt.
The origin of the fire is unknown, but all occu-

pants report that its first outward appearance was
in the shape of an explosion in the cellar of the
Academy street wing. The explosion was fol-
lowed by a burst of flame which shot clear across
the street, and in a few minutes the entire under-
neath section of the block was a roaring mass.
The fire department was quickly on the scene

and had several lines of hose in operation, but the
firemen were handicapped in getting at the source
of the fire by the immense clouds of smoke which
flooded the building. Several persons managed to
get out of their apartments, stores and offices with
barely time to collect a few valuable articles.
Three hours after the fire started the rear section

collapsed, and two hours later the front section
fell, leaving the main three story section of the
block a mass of blazing ruins. The fire started
at 12.10 noon and it was not under control until
about 7 o'clock. Nearly every occupant of the
block sustained a severe loss as the insurance rates
were high and very few had taken out insurance
on their property.
When the fire was extinguished the block was

almost entirely down and it was considered a total
loss. Clarence L. Watson, the owner, states that
a new block will replace it but he has not decided
upon the plans. It will be a brick structure,
thoroughly complete and up-to-date. On account
of the close proximity of the burning building to
the Bates Block it was feared that this structure
would catch fire, but the firemen drenched it with
water and cote, ned the fire to the Watson Block.
Nearly all of the Attleboro salesmen are paying

election bets as most of them wagered considerable
on Taft and the success on the Republican party.
The Bates Block fire caused a loss of about

$125,000 and this fire caused a loss of about $75,000
making two diasatrous fires the town has had this
year.

(Continued on page 2897)
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Walter A. Perry, representing the Charles E.
Hancock Company of this city in New York state
and Pennsylvania, recently came to the concern's
factory here to keep appointments with several
of his customers.
The Manufacturing Jewelers' Board of Trade has

distributed dividends to its members who are
creditors in the following cases: Willis Webb,
Santa Cruz, Cal., first and final dividend of 15.7
per cent; Katherine M. Dillon Company, Detroit,
Mich., first dividend, 40 per cent; A. S. Levin,
San Francisco, first and final dividend 25 per cent;
Iron City Jewelry House, Pittsburgh, Pa., final
dividend, 15.97 per cent; John Kahn & Company,
Baltimore, Md., second and final dividend .846
per cent; Frank L. Geisey, Chicago, composition,
40 per cent; Niall-Herin Company, Atlanta, Ga.,
composition, 30 per cent; Phillips & Wrinch,
Toronto, first and final dividend of 4 5/6 per cent;
Meyer Singer of Chicago, final dividend, 24 1/6
per cent; Caro & Dreschler, Chicago, first payment
under extension, 12 1/2 per cent.
Edward I. Mulchahey, superintendent at the C.

Sydney Smith Company, was toastmaster at the
banquet of the Churchmen's Club on October 23.
Among those who were at the tables were John
Kelso, Edward A. Truelove and Frederick D.
Carr.
Mr. and Mrs. Frederick A. Ballou and a party

of friends have been enjoying an automobile trip
to the White Mountains, including a stop at
Walpole, N. H.
Frank Kelley, reporter for the Manufacturers'

Board of Trade, is busily engaged in the interests
of the Board. He spent much time in Massa-
chusetts during the week of October 21, and in the
following week visited New York and Newark,
N. J.

Joseph Auty, Jr., foreman for Henry A. Kirby,
has resigned as First Lieutenant in the Seventh
Company, Rhode Island National Guard.
Employes of the A. T. Wall Company partici-.

pated in an enjoyable outing and partook of a
tasty New England turkey dinner at Emery Park
on Sunday, October 26, the party comprising
about 50. When the jewelry folk arrived on the
grounds they were regaled with chicken chowder.
Then a programme of sporting events began, the
feature of which was a fat men's race in which
Fred Mason and Clarence Briggs were the con-.
tending heroes. The former led his "field" under
the wire. Thomas Dunn and Arthur Mackey
teamed it against Thomas McHenry and James
Fraser in the star quoit match of the day and
carried off the honors. After the turkey dinner
with all the "flxin's," the merry-makers had a
smoker with vocal and instrumental music as an
added attraction. Guests during the outing were
M. F. Kavanaugh, of Taunton, Mass., and Thomas
Mahoney. Harry Brown was the chairman of the
committee in charge of the arrangements for thc
field day.

Notice has been filed that the Messer Emblem
Company at 225 Messer street is being conducted
by Harold W. Blaney.
Among the recent visitors here was W. J. Wilson,

of the W. J. Wilson Company, of Los Angeles,
Cal., who was showing the trade abalone shell
novelties.

Suits which were brought by Tannenbaum &
Company, manufacturing jewelers who gave up
their office in this city about a year ago, against
five fire insurance companies to recover for al-
leged losses through a fire which destroyed por-
tions of the property of the concern formerly
located at 15 to 27 Eddy street, were taken from
the jury in the Superior Court on October 22 and
passed for settlement out of court. The plaintiff
corporation had alleged that the damages
amounted to not less that $4,950 and the damages
in the suit were laid at $5,000. The fire, which
damaged and destroyed the property in whole or
in part, occurred on April 28, 1910. All the
companies declined to pay the losses which were
demanded and a suit was brought against each of
them. The terms of the prospective settlement
have not been made public.
Among the Providence jewelers who were guests

of H. E. Sweet, of Attleboro, at the Highland Coun-
try Club, Attleboro, on November 23, were the
following members of the advisory council of the
New England Manufacturing Jewelers & Silver-
Smiths' Association: Everett L. Spencer, A. 0.
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Ostby, William P. Chapin, John M. Buffinton,
Harry M. Mays, Harry Cutler, F. C. Lawton,
Charles E. Hancock, Sol D. Binge, J. Solinger,
Henry Wolcott, W. T. Chase and Woodward
Booth, manager of the association's office here.

Miss Julia F. Cuminings, with the Jeannette
Company, is receiving the sympathy of her friends
in the death on November 2 of her father, William
Cummings.
Men who are prominent in the formation of the

Turk's Head Club, modeled after the pattern of
the big New York business man's luncheon clubs,
include George H. Holmes, Henry D. Sharpe,
Samuel M. Nicholson, Henry G. Thresher, Freder-
ick A. Ballou, R. Livingston Beeckman and Ralph
S. Hamilton. The club is to have its headquarters
in the top floor of the new sixteen story Turk's

• Head Building, occupying the entire floor which
will have spacious and attractive accommodations
and facilities. Invitations have been sent out by the
organizing committee. It is expected that the
club will comprise five hundred members.
Alderman John Kelso, the diamond dealer, was

re-elected from the Second Ward.
William A. Schofield, of Schofield & Battey, was

re-elected as a member of the Providence Common
Council on the Republican ticket.
Mayor Henry Fletcher, Republican, of the

Fletcher-Burrows Company, was defeated for
Mayor of the city of Providence for a fifth consecu-
tive term by Joseph H. Gainer in the municipal
election which was held on October 5.
Harry Cutler, of the Cutler Jewelry Company,

was defeated for State Senator from Providence
on the Republican ticket on election day. He was
formerly a member of the lower branch of the Gen-
eral Assembly.
Adamo R. Aiello, of the Antonio Auriemma

Company, of Atwells avenue, was re-elected as a
member of the General Assembly from his home
district as a Democrat.

Joseph Doyle, a silversmith, was re-elected to the
Providence City Council from the Fourth ward.

Charles E. Hancock was elected as a member of
the Providence School committee.

Jewelry buyers recently in Providence included
Chas. S. McCoy of Marshall, Field & Co., Chicago;
S. Goldman, of Budd & Co., Chicago; A. Ladinsky,
of Pittsburgh; E. Hamberger, of H. B. Claflin Corn-
pany; A. Benheim, of Max Arnstein & Co.; E.
Bass, of E. & J. Bass, Herman Pichal, of Samtag
& Hilder Brothers, Max Weiner, A. Kaskell,
Charles Wolfson, of Charles Wolfson & Co.; and
B. H. Danks of F. W. Woolworth Company, all
of New York; G. Williams, of The Fair, and Harry
Morris, of Morris, Mann and Reilly, of Chicago.

ATTLEBORO

Attleboro, Mass., November 7.—Although sev-
eral firms are continuing the rush of the past few
weeks, as a whole there is a slight lull, probably
due to the presidential election. Some of the
firms report that business is not as brisk as it has
been, and a number are working on staple goods
in the expectation of a revival during the weeks
preceding Christmas and the holidays.

Silver novelties are in strong demand, and will be
until after Christmas. Nearly all of the silver
factories are working until 9 o'clock at night.
Gold and gold plate lines are those which have
experienced a slight lull. The manufacturers
of cheap lines have plenty of business on hand,
and cheap novelties seem to be selling well.
The locket trade this Fall has been lighter than

usual, and there is a slight falling off in the demand
for bracelets. Rush orders have been filled for the
Holiday trade and those coming in now are smaller
and not so frequent as those of a month ago.
Several bracelet houses have been working over-
time, but this schedule is being dropped to the
usual ten hours.
Emblem concerns have an ordinary amount of

business and mesh bag makers are experiencing a
quiet spell. The high grade plate makers state
that there has been a falling off in the demand for
their product but they expect better business
during the latter part of the month and the first
part of December. All of the factories expect

the usual rush season work prior to Christmas and
the holidays, and it is believed that it will be good
enough to make the year a very successful one.

Packages of Jewelry Disappear

When a salesman and his firm work hard to sell
a bill of goods to a desirable customer, and are
finally successful, they feel quite happy. Great
pains are taken to see that the customer gets his
goods on time and that they are perfectly satis-
factory. This happened a fortnight ago with one
of Attleboro's largest concerns. The order was
received and was carefully filled. The first package
was sent to the local express company for shipment.
In the course of a few days, however, the cus-

tomer wrote that the goods had not been received.
There followed the customary argument in which
the concern stated that the goods had been shipped
and the customer stated that they had not been
received. An investigation was made and it was
discovered that while the package left the factory,
it did not arrive at the office of the express com-
pany. Several other packages were missed at
the same time.
The police were called into the case and in a day

or two they discovered that a small boy, eight
years old, had pilfered several packages from the
express wagon while it was on its way to the depot.
The boy was taken to police headquarters but he
denied all responsibility for the theft, despite the
fact that a large quantity of jewelry was recovered
in a place that he pointed out, and where it is be-
lieved he hid it after taking it from the express
company. On account of the boy's extreme youth
the police were at a loss what to do with the case.
The jewelry recovered belonged to the D. F.

Briggs Company, Sykes & Strandberg, F. W.
Weaver & Co. and others. Customers of these
concerns who have failed to recive packages will
probably have to lay the loss to the youngster of
eight years. In the case above mentioned the
matter was straightened out and pleasant relations
again exist between customer and concern.

Another Disastrous Fire

Attleboro was visited with another disastrous
fire on Tuesday October 29, when the large busi-
ness block on North Main street, owned by Clar-
ence L. Watson of the Watson Company, was
totally destroyed by fire, involving a loss of about
$75,000. A peculiar circumstance was that the
block is located next to the Bates Block which was
destroyed by fire early in the year and has just
been rebuilt.
The origin of the fire is unknown, but all occu-

pants report that its first outward appearance was
in the shape of an explosion in the cellar of the
Academy street wing. The explosion was fol-
lowed by a burst of flame which shot clear across
the street, and in a few minutes the entire under-
neath section of the block was a roaring mass.
The fire department was quickly on the scene

and had several lines of hose in operation, but the
firemen were handicapped in getting at the source
of the fire by the immense clouds of smoke which
flooded the building. Several persons managed to
get out of their apartments, stores and offices with
barely time to collect a few valuable articles.
Three hours after the fire started the rear section

collapsed, and two hours later the front section
fell, leaving the main three story section of the
block a mass of blazing ruins. The fire started
at 12.10 noon and it was not under control until
about 7 o'clock. Nearly every occupant of the
block sustained a severe loss as the insurance rates
were high and very few had taken out insurance
on their property.
When the fire was extinguished the block was

almost entirely down and it was considered a total
loss. Clarence L. Watson, the owner, states that
a new block will replace it but he has not decided
upon the plans. It will be a brick structure,
thoroughly complete and up-to-date. On account
of the close proximity of the burning building to
the Bates Block it was feared that this structure
would catch fire, but the firemen drenched it with
water and confined the fire to the Watson Block.
Nearly all of the Attleboro salesmen are paying

election bets as most of them wagered considerable
on Taft and the success on the Republican party.
The Bates Block fire caused a loss of about

$125,000 and this fire caused a loss of about $75,000
making two diasatrous fires the town has had this
year.

(Cominued on page 2397)
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(Continued from page 2396)

Edward A. M. Sweeney, of the W. H. Wilmarth
Company, has relinquished his political activities
and will give his future attention to his jewelry
business.

William H. Saart, of the W. H. Saart Company,
has become a full fledged poultry fancier and is one
of the active leaders in a big poultry show to be
held here in the near future. It will be the first
show of its kind Attleboro has ever had and its
success will be due to the personal work Mr. Saart
has given to the preparations.
John Chandler, an old employe of the D. E.

Makpeace Company, was seriously injured re-
cently when he was caught in a belt and thrown
against the ceiling. He sustained wounds about
the head which required forty-two stitches to
close.
Wilbur P. Stowe, of the W. H. Wilmarth Corn-

pany, one of the oldest salesmen on the road in
point of service has returned from a successful
trip.

Archie Clark, of J. H. Peckham & Sons Corn-
pany, of North Attleboro, was a recent guest of
Charles Peckham at the latter's summer home on
the Cape.
The Jeweler's Club held a ladies' night celebra-

tion on the evening of November 16. It was a
very successful social affair, the jewelers having
their wives as their guests. An excellent dinner
was served and afterwards there was an entertain-
ment by a Boston quintet of excellent singers.
Edward Anthony, of E. A. Anthony Company, is

on an extended business trip in New York and
vicinity. He is planning on making his head-
quarters in New York.

Attleboro salesmen recently in Pittsburg were:
A. F. Tamer, F. H. Sadler Company; Charles
Offerman, C. A. Marsh Company; P. Turner, C.
Sydney Smith Company; Mr. Luminon, Standard
Button Company.
Fred S. Gilbert has been in New York showing

the line of the C. M. Robbins Company. Mr.
Gilbert was formerly proprietor of the F. S. Gilbert
Company, of North Attleboro.
In order to provide room for the increasing

business of the D. E. Makepeace Company an ad-
dition is being made to the rear of the factory. It
will be three stories in height and will provide
considerable extra floor space. The concern has
had one of the busiest fall seasons in its career.
Hon. Henry G. Thrasher, president of the New

England Jewelers' and Silversmiths' Association,
was one of the recent speakers at Company C
Association. His subject was the jewelry tariff
and he gave a number of interesting facts con-
nected with his visit to Washington a short time
ago in the interest of the industry.

Several jewelers of the Attleboros and Provi-
dence, are creditors of Edward U. Kahn of 604
Broadway, N. Y., who recently was arrested for
making fraudulent statements of the company's
financial condition. The Manufacturing Jewelers'
Board of Trade of Providence has investigated the
case.

NORTH ATTLEBORO
North Attleboro, Mass., November 7.—Local

jewelry concerns report considerable business,
although it is not quite as brisk as it has been.
Nearly all of the factories are busy getting out
goods for the Holiday trade and the manufacturers
are looking forward to the usual Holiday rush.
There seems to be a steady demand for all lines,
and nearly everyone appears to be satisfied with
the business of this Fall

Carl Hempell, of the F. L. Shepardson Company,
states that the firm has not yet located the sample
cases that disappeared in Atlantic City a short
time ago where they were taken by J. L. Cobb, the
Philadelphia salesman. Mr. Cobb had a number
of customers to see and gave the baggage check
for his cases to a hackman, as he has been in the
habit of doing for several years past. He went to
the store of L. W. Betts on Atlantic avenue, where
the cases were to be delivered, but they did not
appear. After waiting an hour Mr. Cobb notified
the police, but the hackman was not to be found.
The cases were valued at about $800. Mr. Cobb
was considerably surprised as he says he has been
in the habit of letting a hackman get his cases

KEYS'TONE

for some time past and never had any difficulty.
The police are now at work on the case and are
following up several dews.
As a result of the recent agitation in regard to

the collection of express packages in this town an
agreement has been reached between the express
company and the manufacturers which, it is be-
lieved, will be quite satisfactory. A short time
ago the express company discontinued a late
afternoon collection, thereby putting the jewelers
to considerable inconvenience as the most of their
orders are made up at the end of the day for ship-
ment and the new plan meant leaving them until
the next day to be shipped.
Woodward Booth, manager of the New England

Jewelers' and Silversmiths' Association, held a
conference with J. W. Ayers, assistant superin-
tendent of the Adams Express Company, and it
was finally agreed that the company shall put on a
wagon which will make collections at the factories
after 6 o'clock at night. The company will make
several other collections which will assist in get-
ting goods shipped quicker. The manufacturers
have agreed to facilitate the work as much as
possible in their factories. The new arrangement
appears to be quite satisfactory to all concerned.
The matter was taken up only a short time ago by
the Silversmiths' Association at the earnest solici-
tation of several North Attleboro manufacturers.
The Board of Trade has been so successful in its

work that the members have decided to see about
securing permanent headquarters. In the past
the organization has rented a hall every month,
but permanent quarters would be much more
satisfactory and would increase interest. The
next meeting will be addressed by George B. Gal-
lop, of the Boston Chamber of Commerce, who is
to speak on "The City Beautiful."
W. H. Bell, Charles T. Paye and other jewelers,

were deeply interested in the recent election and
sent broadcast some very interesting reading in
regard to the jewelry industry and the importance
of a protective tariff. The North Attleboro
jewelers responded to an appeal for funds and did
everything in their power to preach the importance
of the tariff situation. The result was that Wil-
liam H. Taft carried the town, despite a strong
Roosevelt and Wilson sentiment. Joseph W.
Martin was elected to the legislature with a hand-
some majority.

Cards have been received here announcing the
marriage of Charles Peckham, of J. H. Peckham
& Sons, one of the popular North Attleboro sales-
men, and Miss Hall, sister of Hall Brothers, whole-
sale jewelers of Pittsburg. Mr. and Mrs. Peck-
ham have been spending their honeymoon in New
York.
Woodbury Melcher and John Kelly, of Schofield,

Melcher & Schofield, were recent visitors among
the New York trade.

George W. Cheever, of Cheever, Tweedy Com-
pany, has returned from a short vacation at his
summer home at Oak Bluffs.

Charles H. Clark, salesman for W. G. Clark
Company, recently called on the Pittsburg trade.

Jewelry in Sets

As Many as a Dozen Ornaments Made to Corres-
pond in Design

"Those new jewels designed to be worn in sets
to match are very handsome and extremely be-
coming," remarked the first girl.
"It adds so much to one's costume to have

every detail just right," answered her companion
as they sat at a candle-lit tea table in the fashion-
able tea room of a hotel and between nibbles of
nut salad sanwiches and pauses in the orchestra
music exchanged opinions of the latest fashions
and prophecies of the gayeties of the coming winter.
"It will be done to the extreme, I am sure,',

went on the first girl. "Just imagine seeing
Mrs. L--- in rubies, from head to foot, and her
rival, at the same function, covered in the same
gem."
"Oh, but that is an exaggeration," the second

girl answered. "Surely nothing quite so disastrous
will ever happen. Anyhow, I intend to follow the
mode; it will be ever so interesting choosing and
matching the gems and ordering the designs—
made all alike, you know, each with the same
motif."
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Postage Stamps to Commemorate
Opening of Panama Canal

The Postmaster-General recently in approving
the designs prepared by the Bureau of Engraving
and Printing for the special issue of postage stamps
to commemorate the opening of the Panama Canal,
directed that 80,000,000 one cent, 150,000,000 two
cent, 8,000,000 five cent and 5,000,000 ten cent
stamps be prepared, and that they be placed on
sale begining January 1, 1913.
The series comprises four denominations, as set

forth above. The stamps are about three-fourths
of an inch high by one and a sixteenth inches wide;
at the top appear the words "U. S. Postage" and
"San Francisco, 1915," in the left hand border is a
branch of laurel and in the right hand border a
palm branch; a numeral expressing the denomina-
tion is shown within a circle in each lower corner
with the word "cents" between. The one-cent
stamp is green and in the center appears within a
circle, a bust of Balboa, discoverer of the Pacific
Ocean, looking to the left, and wearing a cuirass
and a helmet with a plume. On either side of the
background are palm trees with the ocean in the
foreground. Below the portrait, in a horizontal
panel breaking the circle, are the words "Balboa,
1513."
The two-cent stamp is red. It represents the

Gatun locks of the Panama Canal, with a merchant
steamer emerging from one lock and a warship in
the other. The mountains of the Isthmus appear
in the distance, and palm trees on the right hand
side of the locks. Beneath the picture are the
words "Gatun Locks."
The five-cent stamp is blue, and presents the

Golden Gate of San Francisco harbor, with the
setting sun in the background and a steamer and a
sailing vessel in the bay. The words "Golden
Gate" appear below the picture. The ten-cent
stamp is dark yellow. The subject is "Discovery
of San Francisco Bay," from a painting which rep-
resents the discovering party looking out upon
the distant bay. All of the new designs are fine
examples of the engravers' art.

Knows How to Buy
Here's a jeweler who sees the advan-

tage of selling goods that are advertised
well and that advertise him well.
A rosary, as merchandise, is one thing;

a neat nice good one, well-advertised and
supplying good advertisement-help to
sell it, is quite another sort of thing; and
one, that is that and moneyback too,
guaranteed 20 years besides, is about as
good goods as a merchant can ask-for.
W R Pearce, of Gardner, Kansas, writes:

"I have just received your book. How
many Vatti must I buy to get the ad-
vertisement helps including two easels? I
have two stores and want one for each."
He sent the $29.70 for 2 dozen, and said:
"Send me some good advertisements for

my local paper. I think we can do some
business."
It has begun.
October 14 he again writes: "Just dedi-

cated a fine church here and rosary trade
is improving, thanks to your advertising
helps. Father Ording has bought three
since I wrote you last."

Vatti Rosary Co. 106 Fulton Street, New York
—Advertisement
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HESE models are a
selection from our
extensive Holiday

assortment of Crown
Watches.
They are the thinnest

and daintiest watches for
Ladies ever sold at the
moderate price.
Handsomer designs in

every way better made
and finished.
Give Her a Crown

Watch for Christmas.
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Attleboro

(Continued from page 2396)

Edward A. M. Sweeney, of the W. H. Wilmarth
Company, has relinquished his political activities
and will give his future attention to his jewelry
business.

William H. Saart, of the W. H. Saart Company,
has become a full fledged poultry fancier and is one
of the active leaders in a big poultry show to be
held here in the near future. It will be the first
show of its kind Attleboro has ever had and its
success will be due to the personal work Mr. Saart
has given to the preparations.
John Chandler, an old employe of the D. E.

Makpeace Company, was seriously injured re-
cently when he was caught in a belt and thrown
against the ceiling. He sustained wounds about
the head which required forty-two stitches to
close.
Wilbur P. Stowe, of the W. H. Wilmarth Com-

pany, one of the oldest salesmen on the road in
point of service has returned from a successful
trip.

Archie Clark, of J. H Peckham & Sons Com-
pany, of North Attleboro, was a recent guest of
Charles Peckham at the latter's summer home on
the Cape.
The Jeweler's Club held a ladies' night celebra-

tion on the evening of November 16. It was a
very successful social affair, the jewelers having
their wives as their guests. An excellent dinner
was served and afterwards there was an entertain-
ment by a Boston quintet of excellent singers.
Edward Anthony, of E. A. Anthony Company, is

on an extended business trip in New York and
vicinity. He is planning on making his head-
quarters in New York.

Attleboro salesmen recently in Pittsburg were:
A. F. Tamer, F. H. Sadler Company; Charles
Offerman, C. A. Marsh Company; P. Turner, C.
Sydney Smith Company; Mr. Luminon, Standard
Button Company.
Fred S. Gilbert has been in New York showing

the line of the C. M. Robbins Company. Mr.
Gilbert was formerly proprietor of the F. S. Gilbert
Company, of North Attleboro.
In order to provide room for the increasing

business of the D. E. Makepeace Company an ad-
dition is being made to the rear of the factory. It
will be three stories in height and will provide
considerable extra floor space. The concern has
had one of the busiest fall seasons in its career.
Hon. Henry G. Thrasher, president of the New

England Jewelers' and Silversmiths' Association,
was one of the recent speakers at Company C
Association. His subject was the jewelry tariff
and he gave a number of interesting facts con-
nected with his visit to Washington a short time
ago in the interest of the industry.

Several jewelers of the Attleboros and Provi-
dence, are creditors of Edward U. Kahn of 604
Broadway, N. Y., who recently was arrested for
making fraudulent statements of the company's
financial condition. The Manufacturing Jewelers'
Board of Trade of Providence has investigated the
case.

NORTH ATTLEBORO
North Attleboro, Mass., November 7.--Local

jewelry concerns report considerable business,
although it is not quite as brisk as it has been.
Nearly all of the factories are busy getting out
goods for the Holiday trade and the manufacturers
are looking forward to the usual Holiday rush.
There seems to be a steady demand for all lines,
and nearly everyone appears to be satisfied with
the business of this Fall

Carl Hempell, of the F. L. Shepardson Company,
states that the firm has not yet located the sample
cases that disappeared in Atlantic City a short
time ago where they were taken by J. L. Cobb, the
Philadelphia salesman. Mr. Cobb had a number
of customers to see and gave the baggage check
for his cases to a hackman, as he has been in the
habit of doing for several years past. He went to
the store of L. W. Betts on Atlantic avenue, where
the cases were to be delivered, but they did not
appear. After waiting an hour Mr. Cobb notified
the police, but the hackman was not to be found.
The cases were valued at about $800. Mr. Cobb
was considerably surprised as he says he has been-
in the habit of letting a hackman get his cases
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for some time past and never had any difficulty.
The police are now at work on the case and are
following up several dews.
As a result of the recent agitation in regard to

the collection of express packages in this town an
agreement has been reached between the express
company and the manufacturers which, it is be-
lieved, will be quite satisfactory. A short time
ago the express company discontinued a late
afternoon collection, thereby putting the jewelers
to considerable inconvenience as the most of their
orders are made up at the end of the day for ship-
ment and the new plan meant leaving them until
the next day to be shipped.
Woodward Booth, manager of the New England

Jewelers' and Silversmiths' Association, held a
conference with J. W. Ayers, assistant superin-
tendent of the Adams Express Company, and it
was finally agreed that the company shall put on a
wagon which will make collections at the factories
after 6 o'clock at night. The company will make
several other collections which will assist in get-
ting goods shipped quicker. The manufacturers
have agreed to facilitate the work as much as
possible in their factories. The new arrangement
appears to be quite satisfactory to all concerned.
The matter was taken up only a short time ago by
the Silversmiths' Association at the earnest solici-
tation of several North Attleboro manufacturers.
The Board of Trade has been so successful in its

work that the members have decided to see about
securing permanent headquarters. In the past
the organization has rented a hall every month,
but permanent quarters would 'be much more
satisfactory and would increase interest. The
next meeting will be addressed by George B. Gal-
lop, of the Boston Chamber of Commerce, who is
to speak on "The City Beautiful."
W. H. Bell, Charles T. Paye and other jewelers,

were deeply interested in the recent election and
sent broadcast some very interesting reading in
regard to the jewelry industry and the importance
of a protective tariff. The North Attleboro
jewelers responded to an appeal for funds and did
everything in their power to preach the importance
of the tariff situation. The result was that Wil-
liam H. Taft carried the town, despite a strong
Roosevelt and Wilson sentiment. Joseph W.
Martin was elected to the legislature with a hand-
some majority.

Cards have been received here announcing the
marriage of Charles Peckham, of J. H. Peckham
& Sons, one of the popular North Attleboro sales-
men, and Miss Hall, sister of Hall Brothers, whole-
sale jewelers of Pittsburg. Mr. and Mrs. Peck-
ham have been spending their honeymoon in New
York.
Woodbury Melcher and John Kelly, of Schofield,

Melcher & Schofield, were recent visitors among
the New York trade.

George W. Cheever, of Cheever, Tweedy Corn-
pany, has returned from a short vacation at his
summer home at Oak Bluffs.

Charles H. Clark, salesman for W. G. Clark
Company, recently called on the Pittsburg trade.

Jewelry in Sets

As Many as a Dozen Ornaments Made to Corres-
pond in Design

"Those new jewels designed to be worn in sets
to match are very handsome and extremely be-
coming," remarked the first girl.
"It adds so much to one's costume to have

every detail just right," answered her companion
as they sat at a candle-lit tea table in the fashion-
able tea room of a hotel and between nibbles of
nut salad sanwiches and pauses in the orchestra
music exchanged opinions of the latest fashions
and prophecies of the gayeties of the coming winter.
"It will be done to the extreme, I am sure,',

went on the first girl. "Just imagine seeing
Mrs. L — in rubies, from head to foot, and her
rival, at the same function, covered in the same
gem."
"Oh, but that is an exaggeration," the second

girl answered. "Surely nothing quite so disastrous
will ever happen. Anyhow, I intend to follow the
mode; it will be ever so interesting choosing and
matching the gems and ordering the designs—
made all alike, you know, each with the same
motif."
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Postage Stamps to Commemorate
Opening of Panama Canal

The Postmaster-General recently in approving
the designs prepared by the Bureau of Engraving
and Printing for the special issue of postage stamps
to commemorate the opening of the Panama Canal,
directed that 80,000,000 one cent, 150,000,000 two
cent, 8,000,000 five cent and 5,000,000 ten cent
stamps be prepared, and that they be placed on
sale begining January 1, 1913.
The series comprises four denominations, as set

forth above. The stamps are about three-fourths
of an inch high by one and a sixteenth inches wide;
at the top appear the words "U. S. Postage" and
"San Francisco, 1915," in the left hand border is a
branch of laurel and in the right hand border a
palm branch; a numeral expressing the denomina-
tion is shown within a circle in each lower corner
with the word "cents" between. The one-cent
stamp is green and in the center appears within a
circle, a bust of Balboa, discoverer of the Pacific
Ocean, looking to the left, and wearing a cuirass
and a helmet with a plume. On either side of the
background are palm trees with the ocean in the
foreground. Below the portrait, in a horizontal
panel breaking the circle, are the words "Balboa,
1513."
The two-cent stamp is red. It represents the

Gatun locks of the Panama Canal, with a merchant
steamer emerging from one lock and a warship in
the other. The mountains of the Isthmus appear
in the distance, and palm trees on the right hand
side of the locks. Beneath the picture are the
words "Gatun Locks."
The five-cent stamp is blue, and presents the

Golden Gate of San Francisco harbor, with the
setting sun in the background and a steamer and a
sailing vessel in the bay. The words "Golden
Gate" appear below the picture. The ten-cent
stamp is dark yellow. The subject is "Discovery
of San Francisco Bay," from a painting which rep-
resents the discovering party looking out upon
the distant bay. All of the new designs are fine
examples of the engravers' art.

Knows How to Buy
Here's a jeweler who sees the advan-

tage of selling goods that are advertised
well and that advertise him well.
A rosary, as merchandise, is one thing;

a neat nice good one, well-advertised and
supplying good advertisement-help to
sell it, is quite another sort of thing; and
one, that is that and moneyback too,
guaranteed 20 years besides, is about as
good goods as a merchant can ask-for.
W R Pearce, of Gardner, Kansas, writes:

"I have just received your book. How
many Vatti must I buy to get the ad-
vertisement helps including two easels? I
have two stores and want one for each."
He sent the $29.70 for 2 dozen, and said:
"Send me some good advertisements for

my local paper. I think we can do some
business."
It has begun.
October 14 he again writes: "Just dedi-

cated a fine church here and rosary trade
is improving, thanks to your advertising
helps. Father Ording has bought three
since I wrote you last."

Vetti R,osary Co. 106 Fulton Street, New York
—Advertisement
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Every Jeweler Should Have One. It Represents Only
a Small Investment but Pays an Enormous Profit
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tilWith it repairs can be made
at once. It contains thirty
dozen imitation jewels in the
most desirable sizes and kinds,
consisting of brilliants, whole
and half pearls, oval and
round turquoise, opals, emer-
alds, amethysts, topaz,
rubies, etc., etc., in fact,
everything a Jeweler needs.
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FOR SALE BY THE LEADING JOBBERS AND MATERIAL HOUSES

ALBERT LORSCH & CO., Inc.
DIAMONDS

PEARLS, ALL PRECIOUS AND SEMI-PRECIOUS STONES, CORAL,
JET, AMBER AND IMITATION PEARL STRINGS

Lorsch Building, 37-39 Maiden Lane, New York
PROVIDENCE OFFICE: 131 Washington St. New York, 'Phone 2161-2 John
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Value of a Customer as a Business Asset

Calculating the Average Worth of Customers—The Art of Holding Customers—
Study of Human Nature an Essential to Successful Merchandizing

Did you ever stop to analyze your busi-
ness and try to determine what is the
most valuable single asset in your busi-
ness? If you have not you will find the
question, "What is a customer worth?"
an exceptionally interesting one to answer.
And before you attempt to answer the
question to yourself, it would be well for
you to stop and do some careful thinking.

Possibly you, like many another mer-
chant, have never fully appreciated the
most valuable thing you possess in your
business. The average merchant has sev-
eral things of particular value in connec-
tion with his business. Many would
unhesitatingly say that their inventory
shows that their stock of goods is worth
far more than any other single thing in
their business. Some might say that their
location is the first consideration, for so
much depends in this day on proper
location. Again, others might say that
their buildings are worth more in dollars
and cents than any other one thing in
connection with the business.
But when we get right down to the real

foundation of the business these answers
are all wrong. The real corner stone of a
retail business is the customer, and there-
fore the most valuable single asset in the
business of the retail merchant in his circle
of customers. The customer is the thing
upon which the whole business must rest
and therefore the customer individually
and in the aggregate should be given first
consideration by the merchant.

Art of Holding Customers

But it must be said that there are many
merchants who do not seem to fully ap-
preciate the customer. They insure their
stock against fire and destruction. They
improve their building. They do all they
can to improve their general location, but
at the same time give comparatively little
thought to the subject of gaining, holding
and developing customers. Many mer-
chants could not insure their customers as
they do their stock of goods, for they
don't know what value to place upon the
individual customer.
The merchant who has never stopped

to figure what his customers are worth to
him on an average will find that it is not
only an interesting problem for him to
figure, but he will find that it will pay him
to figure the problem.
Yes, we are talking of the value of a

customer in dollars and cents. We are

talking of the problem as a mathematical
problem, and it will pay the merchant to
look at his customers from the dollars and
cents standpoint once in a while. Sit down
and divide your total sales by your total
number of customers, and see exactly what
your customers are worth to you on an
average.
We have often said to our readers that

there are other things to be considered in
business besides dollars and cents and
buildings. But nevertheless the merchant
is in business for business, and he fails to
fully comprehend his business if he does
not occasionally take a general dollars
and cents inventory of every asset in his
business.

Study Insurance Methods

The modern retail merchant might
learn some valuable lessons in this respect
by observing the methods of some other
business concerns. For instance, he might
gather some valuable pointers by observ-
ing the methods of some of our present
day insurance companies. Some of these
concerns have the value of each policy-
holder or customer, as you might call them,
figured down to a nicety. They know the
value of each one, and pursue a definite
policy, not only of getting these policy-
holders or customers, but of holding them
after they are once gotten. They exercise
the finest tact and skill.

Merchants say that one of the greatest
sources of loss of customers is through lack
of attention to little details, both in caring
for the wants of customers, and in getting
customers to pay for what they buy—in
other words, lack of care in collection.
There are many merchants who can easily
extend credit, but who find it difficult to
collect and still retain the customer.
Often merchants in trying to collect
accounts make no attempt whatever to
learn why customers do not pay. Conse-
quently they are unable to appeal to their
customers as they should, and not being
able to touch the customer in the right
way they lose not only the bill but the
customer.
A merchant who has made a phenom-

enal success in the credit business, states
that he considers the greatest element of
success in his business is the fact that he
carefully studies every one of his custom-
ers. He says that in his business he finds
that not one account in fifty has given
him trouble where he uses proper care in

granting credit. His method is, as he
states, to always cinch his collection at
the time he makes the sale. He states
further that he has learned that ninety-
nine times in a hundred where a customer
begins falling behind in his payments
there is some definite reason for it. And
this merchant who makes a close study of
his customers individually admits that he
occasionally finds one on the border line,
wavering between honesty and dishonesty,
but he goes farther and says that he is
ready to admit that in the great majority
of cases he has found it has been his own
fault when his credit customers have gotten
behind in their payment, and that his own
weakness in such cases has been in not
keeping in close enough touch with his
customers.

Studying Human Nature

Where you find a merchant who fully
appreciates the value of the individual
customer, you will almost invariably find
a merchant who is able to discuss the
individual peculiarity and sentiments of
the people upon whom he depends for his
business.
Some large manufacturers advertise for

customers. They find that teaching cus-
tomers in this way costs them on an
average a certain amount of money for
each customer developed, and they also
figure that each customer is worth about
so much, because he will buy on an average
so many dollars' worth of. goods. And
certainly the retail merchant should profit
by observing the method of business
houses that have their business figured
down to these fine points. The merchant
cannot afford to think that after a person
has come to his store for goods, three, or
five, or ten or fifty times that he can afford
to become careless and lag in his efforts
to hold that customer.
The merchant must depend upon his

ability to hold customers in the face of
keen competition; he must learn to play
upon the whole gamut of human emotion
and sentiment, passion and impulse. He
must know that there are things in the life
of people that can be touched that are
stronger even than reason. Sympathy,
for instance, is a powerful thing. We
don't often think of it as a business asset,
yet many merchants who have carefully
studied the subject of holding customers,
make use of it. The merchant who knows
how to really sympathize with his fellow
human beings can use this element, not
only in his personal touch, but in personal
letters, and indeed in his advertising.
There are many other hidden elements
that the merchant should use who care-
fully figures the value of his customer.

Luckily, the assessor is not permitted to
take an inventory of the merchant's cus-
tomers and charge a certain amount to
him for each one, but the merchant should
not lose sight of the fact that each cus-
tomer is an asset to his business, and he
should always remember that each cus-
tomer should yield a certain return, and a
certain profit to his business just as each
vine in the vineyard yields a certain profit
to the master.—The Merchants' Journal.



2400

21111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111114

Just The Thing To Attract Customers To Your Store
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BANGLE BRACELETS

They are
mighty showy,
but very
cheap.

They come
Gold-Filled
and in
Sterling
Silver

Better See Our New Fall Catalog For Hundreds of Other Big Holiday Sellers
Order Watch Bracelets Now. We Have Them In 14K and Gold=Filled

CROSS 8z BEGUELIN
= 23 Maiden Lane
MIMS.
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Fine Cameos in Coral
and Onyx

Cameos Mounted for the Trade
Pendants Scarf Pins

Tie Clasps
Hat Pins Bar Pins

Brooches
Including New Circles

Link Buttons
in Gold and Pearl
Platinum Pendants
Platinum Scarf Pins.
Platinum Bar Pins

POSITIVELY LOW-
EST PRICES ON
THE MARKET
FOR I4-KT. AND

PLATINUM GOODS

THEY WONDER HOW WE DO IT—BUT WE DO!
Top Goods at Bottom Figures

HE SELLING arguments are all on the side of these lines.
Actual 14-karat goods at the prices usually charged for l 0-

karat articles. The 14-karat looks, class, design, appeal—is all
there. Nothing is slighted or skimped. We court comparison.

These creations satisfy the tastes of the discriminating con-
sumer, and are easily within his means. They unite luxury with
economy—an important point these days when living is so high.
While consumers get such full value, dealers also reap ample
profit; so everyone is satisfied.

We have simply specialized Low Priced 14-karat Jewelry; 
iand have done t successfully. Special processes, facilities,

machines, etc., admit of many economies. You get the benefit.
Test these claims. Find out for yourself. The proof is in the
order. Send it along.

IRAor 'Witham Zink Company
401-407 Mulberry Street
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AMONG THE TRADE

Alabama

The Ellis Jewelry Company, Birmingham, has
been incorporated with a capital of $20,000, with
W. W. Ellis, as president; E. G. Bretzin, vice-
president; F. L. Ellis, secretary and treasurer.

Colorado

Miss Anna Lehman, only daughter of Mr. and
Mrs. Edward Lehman, was married at the home
of her parents in Denver, Thursday evening,
October 10, to Hector McNaught, a leading mining
engineer of New York City and former Denver
resident. The couple left immediately after the
ceremony for New York, where they will reside.

J. C. Bloom, of Denver, and a committee com-
posed of the local Loyal Order of Moose, went
on a trip of inspectio,i on the Moffat Road as far
as Steamboat Springs. The trip was to look over
ground for the purpose of recommending a site for
the Moose Sanitarium. The committee spent
several days looking over conditions and locations
and will report the finding to the Supreme Lodge.
The committee was royally entertained by the
citizens at Steam Boat Springs, and cannot say
too much in praise of the treatment accorded them.
The Denver Pawn Brokers' Association held a

special meeting Sunday, October 20, at which was
discussed the advisability of closing their places
of business at 6.30 p. m. and all day Sunday.
After a lengthy discussion it was unanimously
agreed that an ordinance be prepared to be intro-
duced in the Board of Aldermen making it com-
pulsory that all loan offices close at 6.30 p. m.
daily. The ordinance is now being prepared and
it is expected that it will be ready to introduce at
the next meeting of the council.

Since the reopening of all the gold districts
throughout Colorado, the Colorado jewelers have
revived the old gold nugget jewelry. Great
quantities of gold nuggets, leaf gold, and placer
have been made up into jewelry. Some have taken
gold dust and mounted this in glass cases, and
nuggets are being mounted in scarf pins, rings
etc.
W. W. Hamilton, of the W. W. Hamilton

Jewelry Company, Denver, while driving his auto
containing his wife and three children, and Mr.
and Mrs. Brier, collided with an electric car driven
by Mrs. Cora Evans. Mr. Hamilton's car was
overturned and Mrs. Brier was caught in the
wreckage, and it was later discovered that she
had sustained internal injuries. On account of
intervening houses neither driver saw the other.
Unable to stop, the automobiles collided. Mrs.
Evans' car struck Hamilton's auto in the center,
overturning it and throwing the occupants to the
ground. Mrs. Brier was pinned beneath the car
with the result above stated.
Syman Brothers, Denver, furnished the Denver

Chamber of Commerce with a number of silver
match cases with the emblem of the Chamber of
Commerce, beautifully embossed on one side,
the other side being engraved with the Western
League Pennant Winners, 1912. Manager McGill
and each player of the Denver Team were pre-
sented with one of these souvenirs at a banquet
given by the chamber, October 10.
The festival committee purchased from the

local jewelers a large number of cups which were
awarded to winners in the various contests and
for the most attractive floats. Many jewelers
outside of Denver were here at least a part of
carnival week. Among them were A. Rapin,
Central City; W. W. Letson, Mancos; Alvin
Herman, Brighton; Mike Motto, Trinidad; W. E.
Mount, Pueblo; Louis Gilando, Walsenburg;
Joseph Bitterly, Victor; W. D. Armstrong, and
S. Rudman, Cripple Creek; E. D. Carter, Larimie;
L. L. Cohn, Cripple Creek; S. C. Morgan, Fort
Morgan; Ewald & Edward Velhagen, Almosa;
J. W. Rawles, Glenwood Springs; 0. C. Stone,
Fort Collins; A. W. Snyder, Victor; S. F. DeLong,
Frederick; L. Bronstine, Cheyenne; R. S. Adam-
sky, Cheyenne; C. F. Arcularius, Colorado
Springs; L. F. Cornwell, Pueblo; J. C. Hunt,
Fort Collins; T. C. Coltman, LaHunta; H. L.
Chapin, Los Angeles.

C. A. Parish, of Kansas, has accepted a situation
with the Bohm Allen Jewelry Company.
E. C. Kaiser and A. W. Bitterly, of the Bohm

Allen Jewelry Company, Denver, have returned
from an extensive trip in the mountains, hunting
and fishing. Both report having a good time
generally and are again at their accustomed
places of business with the firm.
Mr. Penman, material man of the W. W.

Hamilton Jewelry Company, Denver, has resigned
his situation to engage in a more lucrative business.
Myron Suregard, formerly of the Lewis Jewelers'

Supply Company, Denver, has resigned to accept
a similar situation with the Raine Jewelry Corn-
pany, same city.
Among Jewelers who took part in the industrial

parade in Denver were J. C. Bloom, C. E. Cochran
and M. M. Schmoeger, who acted as mounted
escorts of the float of the Bit and Spur Club, the
most popular club in the west.
G. H. Daniels, of the Lewis Jewelers' Supply

Company, Denver, and Alvin Herman, of Brighton,
were appointed to appraise the stock of Zebransky,
the murdered jeweler of Brighton, Colo.

Connecticut
The Ideal Clock Manufacturing Company, of

Meriden, has filed a certificate of organization in
the office of the secretary of the state, at Hartford,
showing its officers to be: President, Joseph
Petrilol; treasurer, Fred Nadile; secretary, Al-
phonso Avitable; directors, the officers of the
company.

District of Columbia

There has been little improvement in business
here during the month. The election took a large
number of residents out of the city and the expense
incident to their going home to vote, will in
many cases, prevent their purchasing jewelry
for some time to come. A canvass of the
local jewelers indicates that they do not fancy
the prospects of a change of administration
which brings with it the feeling of unrest among the
government clerks. Many of these fear the pro-
tection of the civil service will not prove adequate
and that they will lose their positions, although
this will probably not prove true, and this causes
them to conserve their finances and to purchase
nothing unless it be absolutely necessary.
John Hansen, of Schmedtie Brothers, is visiting

his son in Urbana, Ill., where the latter is a pro-
fessor in the University of Illinois.

Kitty Brown and Ralph Harris, in Criminal
Court No. 2, entered pleas of not guilty to the
charges of receiving stolen property preferred
against them. These two and Charles A. Norris
were implicated in a scheme alleged to have been
connected by Warren E. Talbert to defraud
Charles Schwartz, jeweler, of considerable stock.
Talbert obtained a position as outside salesman
for Mr. Schwartz and on the pretense of having a
number of prospective buyers in view, obtained
goods to the value of $1,600. These he turned
over to the other defendants whom it is charged
pawned them. His case and that of Norris is
pending. When Talbert failed to make returns on
the sales, Mr. Schwartz became suspicious and
called in detectives who unearthed the scheme.
Harris also pleaded "not guilty" to a charge of
and was granted a ten days' delay in which to
plead.
Preparations are being made for a gigantic

oyster roast which will be tendered by the firm of
Schmedtie Brothers, to their employes in appre-
ciation of their services during the year. This is an
annual occurrence much looked forward to by the
clerks. Oysters are served in every possible form
together with all the "fixin's " and following this
there is always a dance and other entertaiments.
The affair will take place at the end of the present
month.
George Haussler, manufacturer of jewelry and

silverware cases, is now well established in his new
quarters at 408 Thirteenth street, Northwest,
and is working night and day getting out his goods
for the Christmas trade. Mr. Haussler confines
his activity mainly to Washington although he
accepts orders from outside cities.

At a meeting of the board of governors of the
Retail Merchants' Association held, A. D. Prince,
of R. Harris & Co., complained that the pupils
of the private and public schools of Washington
were not supporting the local trade in that they
purchased their medals, class pins, badges, etc.
from merchants of other cities. He declared this
to be very unfair as the pupils did most of their
soliciting for advertising and donations in this
city.
M. A. Leese, of the M. A. Leese Optical Corn-

pany, also took a prominent part in this discussion,
speaking on the subject of itinerant merchants
who come here and get trade. He pointed to the
inroads made into business that should rightfully
be done with the firms who have their permanent
places of business within the District of Columbia.
Every once in a while someone drops in here
from some other place with a line of Sheffield"
plate or "antique" and "valuable" jewelry to
be sold at low prices, and the only expense to which
they are put is the small rent charged by the hotels
for the show room they occupy and taxes which
are computed at the rate of $15 per $1,000 for the
time they remain in the city. The members of
the association want Congress to provide a tax
to be paid in addition to the property tax above
mentioned, which would cause these men to think
twice before trying to unload their wares on the

peo. Lewis, formerly with Schmedtie Brothers.
p. l Ke.

has entered the employ of S. Desio as watchmaker,
Dan S. Souders, who was until recently in business
for himself in Du Bois, Pa., is now with the former
concern as is John T. O'Rourke. Both these
gentlemen are in the watch and clock repair
departments.
Mr. and Mrs. Gerome Desio have visiting them

their son and daughter-in-law, Mr. and Mrs.
J. A. Desio, of San Francisco. Mr. Desio is a
steamboat inspector in the employ of the govern-
ment and has his station on the west coast. Dur-
ing the summer he spent considerable time in
Alaska.
S. Mitchell has removed his stock and fixtures

to 1430 New York Avenue, Northwest, where he
has taken half of a store occupied by a picture
concern. His new quarters are far superior to
those formerly occupied by him on Twelfth street
and are better situated being adjacent to a number
of large government buildings.
A. 0. Hutterly has been appointed a member of

the committee of the American National Retail
Jewelers' Association on the wireless time service,
a feature which is attracting considerable attention
since the erection of the 160-foot towers in Arling-
ton, Va. These towers are being tried out at
present and experiments will shortly be made into
the possibility of flashing time service throughout
the country. It is said these towers can operate
to a distance of 3,000 miles.

Albert George, a boy employed by a local jew-
eler, was arrainged on the charge of taking two
bracelets from the latter and was sentenced to
serve nine months in jail. The judge further di-
rected that he be subjected to hospital treatment
for the boy, who is but eighteen years of age, is
addicted to the use of cocaine and it was claimed,
would never have taken the jewelry but for that
fact.

Indiana

The L. M. Beck jewelry store, Ft. Wayne, held
their formal opening at 918 Calhoun street one
day last month and during the day the store was
visited by large crowds. The new store is one of
the most attractive and elaborate in the city.
Mr. Beck has been established in the jewelry
business in this city for the past fifteen years and
in connection with the opening observed the
fifteenth anniversary of the store.

Iowa

The Greve Company, Grinnell, who purchased
the business of the E. A. Marsh firm, will move it
to Mason City, where they will consolidate it with
their business already there.
The Otto B. Wedell jewelry store, Clinton, on

Sixth avenue, was prettily decorated with cut
flowers on the occasion of their opening last
month. Crowds of visitors called at the store
to become acquainted with Clinton's new estab-
lishment, and each one was presented with a
carnation. Mr. Wedell comes from Elgin, Ill., with

(Continued on page 2400
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Patent U R "Uniset" Pearl Combination Rings
10 Karat Gold. Guaranteed Genuine Stones and Full Round Genuine Whole Pearls

On all U R "Uniset" Rings the entire oval or circle of whole pearls is first strung on wire, then mounted as a
unit—not one pearl at a time. That is why it is impossible for a pearl to be jarred out by any conceivable accident.

L-2809

L-2728

L-2709

L-2836

L-2803

L-2726

L-2745

L-2765

L-2799

7414

L-2705

L-2842

L-2785

L-2721

L-2889

L-2864

L-2823

L-2753

L-2882

L-2873

L 2815

L-2782

L-2830

L-2738

Here are 24 "Uniset" Rings—carefully selected for variety and range in prices to enable you to satisfy
any taste or purse. You can readily explain the method of setting. That will clinch a sale. Prices
very attractive. Order from your jobber, using these numbers. Be sure to specify U R "Uniset" Rings,
as we hold the patent and no others can be mounted in this way.

UNTERMEYER, ROBBINS & CO., 71 Nassau Street, New York
E111.111.1.1••••■■•••••••■■•••■
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the highest recommendations as to character and
thorough ability in his line of business. He has
spent his life in the leading stores of Minneapolis
and until recently was associated with his brother
in conducting the jewelry business established by
their father in Elgin in 1870.

Kansas

E. L. Leek, Scammon, has bought out John
Await, of 620 Main street, Joplin, Mo., and will
continue the business in the same location. He will
also continue his store at Scammon.
C. L. Carter, Sterling, has bought the jewelry

stock belonging to the A. & A. Drug Company.

Massachusetts

J. T. Finnegan, Taunton, who is now located
at 91 Main street, will open a store on December 1
in the new building that has been erected next to
the L. E. Higgins Company. The opening of this
store is evidence of the success Mr. Finnegan has
made in Taunton. Mr. Finnegan owns altogether
four stores, in Lowell, New Bedford, Boston and
Taunton. He intends to open stores in Brockton,
Lawrence and Fall River during the coming year.
F. W. Roberts, Northampton, is closing out his

jewelry business to devote his time wholly to the
automobile business. Mr. Roberts has been en-
gaged in the jewelry business fifteen years in that
town and for the past three years has also con-
ducted a garage and automobile business on
Pleasant street.
John Woodbury, of Woodbury, and McLeod,

Haverhill, has been on a hunting trip to Lyme,
New Hampshire.
The E. Howard Clock Company, Boston, re-

cently repaired the town clock at East Douglas.
A. McDuff has opened a new store at Boston,

Mass.
V. M. Ring, of Raynham, who was formerly of

South Boston lost considerable money in a fire
which destroyed a lot of his goods.
The new refining building of the Rogers, Lunt

& Bowlen Company, silversmiths of Greenfield, is
about completed: The building is fireproof, ad-
joins the main entrance and is built of brick.

J. Harris, of Lawrence, and Joseph White,
South Framingham, were recent Boston visitors.
M. N. Smith of the Smith, Patterson Company,

Boston, has gone on a vacation trip to Atlantic
City and other southern cities.
C. W. Sweetland & Co., manufacturers of silver-

ware, 373 Washington street, Boston furnished
the three loving cups recently presented to the
Boston Red Sox players.
Recent buyers in Boston were H. M. Hutchins,

Westbrook, Me. George Goodling, Plymouth,
D. J. Sullivan, New Bedford, F. E. Cole, Notick,
E. Beaudn, Marlboro, Mass.
George E. Homer, Boston, has the sympathy of

many friends on account of the death of his mother.
Preparations are now being made for the next

annual dinner of the Boston Jewelers' Club in
January at the Copley Plaza Hotel in Copley
Square.

Missouri

A. H. Cox, of Monett, has bought out C. H.
Anderson of the same place. The latter has gone
to Waco, Texas, and may locate there.
David Ellman, of St. Louis, has purchased the

jewelry business of R. P. Dickerson, of Spring-
field.
John Ball, the jeweler of Joplin, was a recent

candidate for state treasurer on the Bull Moose
ticket.

J. A. Wachtel, of St. Joseph, is opening a new
store in the J. S. Smith building two doors south
of the post-office.
The E. M. Crellin jewelry store, Chillicothe, in

the Milbank building is to have a new up-to-date
front put in and workmen have already begun
tearing down the old front. When completed it
will be in line with the many other improvements
which have been made and are now under headway
in Chillicothe.

Nebraska

A new wholesale jewelry house, that of the Fred
Brodegaard Jewelry Company, has been opened
at 411 Brown block, Omaha, with a suite of stock
and sales rooms. From that location the jobbing
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and mail order business of the house will be
conducted. "During the last few years," said
Fred Brodegaard, president of the company, "our
organization has been able to secure such favorable
concessions from large manufacturers that smaller
jewelers in neighboring states have often ap-
proached us. Establishing this department, there-
fore, is the outcome of a natural growth." Mr.
Brodegaard will continue in personal charge of the
retail end of the business. C. H. Damm will be
in charge of the wholesale business. After the
first of the year Alfred Brodegaard, a younger
member of the firm, will spend part of his time on
the road in Nebraska, Iowa and other near-by
states.

New York

Morris Conovitz, Flushing, has purchased the
property at 25 Main street, which he has occupied
for nearly five years as a jewelry store. Mr.
Conovitz came to Flushing in 1899. He first
located at 117 Main street, but four years ago
moved to his present location. He also conducts a
branch store on Thirteenth street, College Point.
He intends to make extensive alterations to the
Main street property to accommodate his growing
business.

North Dakota

Martin Stageberg, Rolette, was married recently
to Miss Anna Clausen of Kenmare.
Mr. Frost, formerly with Fritch & Co., Valley

City, has bought the business of E. A. Arhart,
Lisbon. Mr. Arhart has bought a store in Grand
Forks, to which he will give his attention hereafter.

Ohio

Business is rushing with the J. J. Freeman
Company, Toledo, and this is especially true of
diamonds, fancy rings, pendants and watches.
Said President Freeman: "Our diamond business
is certainly exceptional and has been so for the
past two months. We are selling $225 and $300
per karat stones weighing from three-quarters to
three karats. The clock department of this store
has been reorganized and J. P. McNichol, formerly
with Hardy & Hayes at Pittsburgh, has been
placed in charge. Mr. Moore, of Seattle, Wash.,
has been added to the watchmaking force while
George Crumrine, of Lexington, Ky., has accepted
a position in the watch selling department. Mr.
Crumrine with M. E. Van Dusen will have com-
plete charge of the selling of watches and the
taking in and delivering of all watch repair work.
This concern has already commenced putting on
extra help to take care of Holiday trade, Misses
Burdges, Fuller and Tschumey having recently
accepted temporary positions.
A. L. Holmes, of Chicago Junction, has moved

his jewelry store into larger and better quarters.
Baber & Rankin, jewelers, of Peru, Ind., who

have remodeled their store and put in new fixtures
recently ordered a fine line of Holiday goods from
Toledo wholesale concerns.
H. B. Stone, Toledo, has put in a new show case

and added to his stock of solid silverware in antici-
pation of a heavy Holiday trade in this line.
The Isenberg Brothers Company, of Superior

street, Toledo, who recently enlarged their store,
practically doubling their floor space as well as
remodeling and redecorating, held their opening
Saturday October 26. Every lady caller was
presented with a needlecase as a souvenir of the
occasion.
W. R. Ford, who recently inaugurated an

innovation among Toledo shops by opening up a
Gift Shop, reports business fine and is more than
pleased with his venture. The gifts, which run
largely to jewelry and leather goods, are all
specially selected with a view to filling the want
every woman knows about: "A little appropriate
gift, not too nice but just nice enough." Mr.
Ford has also opened up an optical department
which has been doing a fine business.
A. Pflueger, a former Crestline, jeweler has

opened a new store on Madison street, Cleveland.
Henry Hillenkamp, died Monday, at the home of

his son J. F. Hillenkamp, a Toledo jeweler. He
was aged seventy years and was stricken with
apoplexy. J. F. Hillenkamp, the son, is a member
of the firm of The Toledo Manufacturing Jewelry
Company.
F. D. Pierce, Ashley, is making preparation to

rebuild his store in the present location. Pressed
brick will be used in the construction while a
handsome front and tile floors will be features of

the new and modern structure. Mr. Pierce will
remove his stock into other quarters while the
building is under construction.
Grover McMann, of the Dempsey-McMann

Optical Company, Toledo, reports a splendid
business for this season of the year. Mr. McMann
was in Michigan recently and secured a number
of excellent orders.
M. A. Bell, watchmaker for the George Kapp

Company, has been taking a week's vacation,
spending most of the time in painting his residence.
The boys from the store concluded to call at his
home and feast on chicken pie (Mr. Bell being
something of a chicken fancier). Mr. Bell, not
expecting the boys and being flustered at so much
sudden company dropped the pail of paint which
in falling struck the shoulder of George Kapp,
Jr., decorating not only that gentleman's counte-
nance but his new fall suit as well. Some of the
other boys in attempting to assist Mr. Kapp also
got mixed up with the paint brushes, paint pail
and the paint. We draw a curtain over what was
said and done following this incident. Suffice to
say that a little later everybody was happy eating
fried chicken and various other tid-bits and Mr.
Kapp forgot his new suit and Mr. Bell his diffidence.
C. C. Cobb, sales manager of the Conklin Pen

Company, Toledo, has returned from a trip to
Philadelphia, Boston and New York. At the
latter cities he visited the Conklin branch stores
and was more than pleased with the business
already being done by these concerns. The
Conklin Pen Company, of Toledo, is getting out
some splendid Holiday cards which are being sent
out to the trade to be hung in stores prior to
Christmas. This work is all done in the private
printing office conducted at the Conklin Pen Com-
pany's factory here. R. C. Edelman has accepted
a position with this firm as southern representative.
The eldest daughter of John Swigart, president

of the Swigart Watch & Optical Company, was
married recently to William A. Hill, a young man
employed as traveler for the concern. The wedding
was a quiet one and the young people left im-
mediately for a trip through Canada. Mr. Hill
has fitted up a beautiful home on Batavia street
where the young people will reside. Miss Marguer-
ite Swigart, a sister of the bride, and Mr. John
Swigart, Jr., brother of the bride, were the
attendants.
Gus Warnke, for several years employed as

watchmaker at the George Kapp Company's
store, Toledo, has resigned and will retire to a
forty-acre farm which he recently purchased. He
will be succeeded by Louis Tissot, formerly with the
Toledo Jewelry Company.

J. C. Yingling, vice-president of the Swigart
Watch & Optical Company, Toledo, has been mak-
ing an extensive western trip and returned last
week. Mr. Yingling reports an unusually active
condition throughout the territory covered on
his trip and predicts a fine Christmas trade es-
pecially in watches.
0. L. Altenberg will address the Toledo Op-

tometrical Society at the meeting next week. An
invitation has been extended to the Detroit
Optical Society to meet with the Toledo Society
the third Monday in November. Matters of
mutual iterest will be discussed and a banquet
will be served?
The Miami Valley Optical Society, of Dayton,

Ohio, held its semi-monthly meeting in that city
Monday. H. C. Harris, of Columbus, delivered
an address urging more co-operation among mem
bers of the profession.

Joseph F. Henley, Mt. Vernon, has taken over
the interest of Mr. Ralph Henley in the jewelry
firm of A. J. Henley & Co., but will continue busi-
ness under the name of A. J. Henley & Co.

Miss Cora Howenstine, Mansfield, has opened a
jewelry store in the corner room of the Ford block
on North Diamond street with a complete line of
jewelry attractively displayed. Miss Howenstine
formerly conducted a jewelry store on North
Main street in which she was very successful.
The Charles Lake jewelry store, Bucyrus, on

the north side of the public squre is having a
number of improvements made in the interior, the
work being superintended by the manager, James
H. Aylward. The woodwork is being repainted
and new paper is being put on. When completed
the room will present a fine appearance. Mr.
Aylward is getting the room in shape for the
placing of his line of Holiday goods.

(Continued on page 2404)
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Jeweler Suggests Considerations
for Patent Law Revision

Editor, THE KEYSTONE:
Referring to the article on page 2173 of the Oc-

tober 15 issue Of THE KEYSTONE I wish to say,
evidently some more and very important matters
have been overlooked by Congressman Oldfield
and the Committee on Patents. I believe the
Oldfield Bill should include in substance, the fol-
lowing clause, "No owner of a patent or of an in-
terest therein, shall be liable to an action for in-
fringement of a patent because of exercising any
of its rights granted in said patent, and in case
there should be an action for infringement then the
government shall stand the cost of litigation, and •
under no circumstances shall the time in which
the patent is held up in litigation be counted as part
of the time of the life of said patent."
Such a law would greatly tend to prevent the

issuing of worthless patents and would make a
patent give the majority of inventors real protec-
tion instead, as now, pretend to protect.
A United Sates patent in terms purports to

grant to the patentee the exclusive right to make,
use and vend the invention therein set forth during
the term expressed in the grant throughout the
United States and its territorial possessions which
to the average inventor who is almost invariably
poor, and on account of the expensive and one-
sided machinery of the law, is a mere mockery.
The wording of a United States patent grant

is misleading, a patent is only a prima facie evi-
dence of the right to exclude, by law, others from
making, using and vending the invention, and is
open to the infringer.
Such a law would, as far as action for infringe-

ment is concerned, give the average inventor
who is unable to take advantage of the law, an
equal opportunity with the rich and privileged
corporations, encourage inventors and stimulate
progress.

Yours truly,
Swanton, Ohio. R. J. BERTHOUD.

Gold Production in 1912
"There has been a good deal of discussion re-

cently in the public prints on the question whether
the increase in gold production which has been so
marked in the last decade is going to continue.
Most of this has been in connection with the
assumption that the purchasing power of gold has
decreased, and that the higher prices which prevail
over a large part of the commercial world are in
part the result of the cheapening of the standard,"
says the Engineering and Mining Journal. "The
assumption mentioned is, we believe, not justified
by the facts, at least to the extent which some
economists think.
"Whether the production of gold in the world

has reached its maximum for the present or not
is a question which is also of considerable diffi-
culty. There are indications which point both
ways and it is not altogether easy to balance
them. Nor is it safe to look too far into the
future without seriously endangering one's reputa-
tion as a prophet. A good authority has recently
ventured the prediction that production will
decline, but his argument involves certain assump-
tions which not everyone will be willing to accept.
"We can, however, to take up only a small

part of the subject, put together some facts which
cover the production of the present year—three-
quarters of which have now passed—and these
seem to indicate that the gold output of 1912 will
not greatly exceed—if it exceeds at all—that of
1911. Without exact data from most of the larger
producers, there are, nevertheless, sufficient facts
known to point to this conclusion. The largest
and most important producer at the present time
is the Transvaal, and that country is showing an
increase this year from which the world's gain
must come, if it comes at all. In the United
States such returns as we have point to an out-
put which will not vary greatly from that of
1911, and may be below it. No other producer
from which any returns are to be had shows
any increase, with the exception of West Africa,
the contribution from which is small. On the
other hand, the Australian mines are empha-

• sizing this year the decrease which has been
going on for several years past.
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Oregon
W. A. Persey, a watchmaker and jeweler, has

recently disposed of his business interest at Salem,
and has bought out the business of C. J. Pugh, at
Falls City. He will continue the business at the
same location in Falls City.
A. Zrant, a jewelry peddler from Portland, was

held up and robbed by two men when about a mile
from Rainier a few evenings ago. He claims his
loss is over $600 in jewelry and money.
A. Joblin and Alfred Vuilleumier, two Swiss

watchmakers, have recently opened a repair shop
at 1064 Union avenue, North Portland.

Carl Adler, pioneer jeweler and book-seller of
Baker City, is retiring from business. The book
and stationery part of the business he has turned
over to his son, Sanford, and the jewelry is being
auctioned by T. P. Moody, of Chicago, and S.
Martin, of Milwaukee.

Felix Friedlander, Wilcox Building, Sixth and
Washington streets, Portland, has had his diamond
room remodeled and refitted recently.

I. Holsman & Co., Sixth and Washington
streets, will open another jewelry store in the
McCleay Building, Fourth and Washington
streets, Portland, which it will conduct under the
style of the Acme Jewelry Company.

Fritz Abendroth, 326 Washington street, Port-
land, is having a sale of his entire stock of goods.
The building in which Mr. Abendroth is located
will be torn down shortly to make room for a ten-
story building.

Broughton's jewelry store in Junction City, was
recently destroyed by fire.
The Estacada jewelry store, at Estacada, was

flooded by water the other day when a water pipe
broke in the apartments above.
The new store of M. A. Philips, in Baker City,

has been formally opened for business.
Leo Ball, formerly of this city, and who for a

time was located in Bay City, has returned to
Portland and looking for a desirable location for
his business.
The Portland Gem Company has recently re-

moved from the McCleay Building and is now
located in room 407 Merchants' Trust Building,
Sixth and Washington streets.

Pennsylvania

J. B. Rosser, Lock Haven, has taken into the
business with him John H. McEwen, who has been
with him for sometime, and the firm will be known
under the name of Rosser & McEwen.
Frank G. Wengler, Sharon, recently purchased

the jewelry store of the late Charles E. Hart.
The sale included the fixtures and the complete
stock of watches, diamonds, cut glass, silverware
and china. Mr. Wengler took possession at once
and the store is now doing business under his con-
trol. The new store of Mr. Wengler is the one
where he learned his trade. Mr. Hart had operated
the store for twenty-five years. Mr. Wengler
worked for him for several years, later going to
Fischer's, finally going into business for himself.
The new owner will make a number of improve-
ments and will add greatly to the stock.
C. A. Keepers, Greencastle, will remove his

jewelry store from the Keeper building North
Carlisle street to the newly remodeled Brendle
building, East Baltimore street.
D. Lardin & Son, Butler, has opened a new

jewelry store.

Rhode Island
William J. Elliott has established himself in the

retail jewelry business at 188 Main street, Paw-
tucket.
The members of the Employe's Association of

Lynd & Murphy, Pawtucket, with a party of
friends held their annual Fall outing and had a
harvest supper at Limerock Grange on October
25. A big auto truck conveyed the merry-
makers to and from their destination.
Joseph Jalbert, of Woonsocket, has been ap-

pointed as a member of the sub-committee on
reformatory schools of the state charities and
corrections board.
The Woonsocket Loan Company, through its

proprietor, Abraham Colitz, has purchased the

London Jewelry Company at 181 Main street,
Pawtucket. The business hereafter will be con-
ducted as the London Loan Company.

South Carolina
Paul E. Crosby, Spartanburg, who has been with

A. W. Biber for the past eleven years is now with
Roy T. Crosby, where they will carry a small staple
line of goods and do repairing. The style of the
firm will be Crosby Brothers. They are located
at 146 East Main street.

Tennessee
The Dietzel Brothers jewelry store, Union City,

was robbed one day last month of $6,000 worth of
diamonds. The burglars entered through the back
door of the building which had been pried open.
The combination of the safe had been worked and
it was thus opened without damage. The goods
were laid out on the floor and the burglars selected
what they wanted and left the remnant scattered.
The safe is near the front of the building and the
moonlight and electric light combined made it
seem strange that they should get without away
being detected.
The store at 404 Union street, which has for

many years been occupied by the B. H. Stief
Jewelry Company, will be taken about the first of
the year by Fish Brothers Company, dealers in
china, glassware, house furnishings, etc.

Vermont

C. C. Collins, a jeweler at Bellows Falls, pro-
prietor of the Collins jewelry store in the Hotel
Windham block, was married October 10 to Miss
Ruth Mellick, daughter of Dr. and Mrs. Mellick,
in Fort Edwards, N. Y.
Frank L. Scofield, of St. Albans, and 0. E. Scott,

of Waterbury, were recent visitors in Boston.
Wisconsin

F. F. Wheeler, Muscoda, is having the interior
of his jewelry store improved by having the walls
lathed and plastered, the ceiling painted and a
partition in the store of the same material.

We wish you all a

MERZ
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Show Cards
Illustrated In Water Colors

WE produce a line of high-grade, at-
tractive Cards that are just what you

are seeking for your windows and display
cases. They are original in design and
stunning in appearance—hand painted
and hand lettered. Made especially for
jewelers. You'll be proud to have them
advertise your goods. We desire to sell
to only one jeweler in a town. Prices
range from 25 cents up. Write for our
catalogue to-day.

Williams Brothers
Specialists in Show Cards and Adver-
tising Matter for Jewelry Stores

902 Marshall Field Bldg. CHICAGO
Studio, Sterling,

Avoid Trouble
insist upon having the

A

Mauran Expansible Bracelet on
2405

your bracelet watches

The Bracelet that made the Bracelet Watch possible

In spite of the clamor of the struggling imitators the wise buyer is showing that he knows which is the best expansible bracelet

JOHN T. MAURAN MFG. CO. - - - - - PROVIDENCE, R. I.
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Watch Bracelets
Patented

Safety Guard
Bracelets

Rings
Scarf Pins
Hat Pins
Studs
Screw Earrings
Bead Neck Chains
Charms
Neck Chains
Vest Buttons
Collar Buttons
Fob Seals
Silver and Gold
Thimbles

Cameo Goods
Brooches
Fobs
Crosses
Baby Pins
Ring Mountings
Festoons

LAPIDARY WORK

Fine Platinum
Work of Every
Description

Watch Bracelets
Patented

Safrty Guard
Bracelets

Emblem Goods
Pocket Knives
Silver and Gold
Match Boxes

Alberts
Vanity Sets in
Gold and Silver

Gold and Silver
Cigarette Cases

Lock ets
Bracelets
Link Buttons
Veil Pins
'l'ie Clasps
Locket Rings
Cigar Cutters
Lapel Buttons
Rope Chains
Class Rings
Lorgnette Chains

LAPIDARY WORK
Fine Platinum
Work of Every
Description

The Largest Ring House in the World
OFFERS YOU A RING SERVICE
THAT IS UNPARALLELED

An immense output, reducing the cost of production to a minimum, enabling us to give you
unusual ring value. Easy duplication from a stock of over 5000 different patterns in our vaults
ready for immediate shipment. The best thought and ideas of the world' s leading ring designers
as shown in over 1000 new patterns recently added to our stock. New designs constantly added.

EVERYTHING IN RINGS
EVERY RING GUARANTEED

Perfection in workmanship, the result of specialized effort directed by scientific supervision.
Dependability and uniformity of product. Perfect stones— no irregularities in shapes or color.
Rigid settings. Rings wrapped in anti-tarnishing paper to protect high finish. Satisfaction always.

0. B. RINGS REPRESENT THE BEST IN VALUE AND DESIGN
THE LARGEST MFRS. OF GOLD JEWELRY IN THE WORLD.
WE SELL TO THE JOBBING TRADE EXCLUSIVELY.

MAIDEN LANE 424 SOUTH BROADWAY 31 NORTH STATE ST
EW YORK , N.Y LOS ANGELES, CAL CHICAGO, 1i4.,±

ASK YOUR JOBBER TO DEMONSTRATE

33-43
GOLD ST. New York POPULAR

PRICES
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THE 0. Y. & CO.
CATALOGUE SERVICE

Is Satisfactory Service. 

We fill your orders promptly. We ship what

you order. We guarantee everything we sell.

Our prices are uniformly lowest.

You are absolutely safe in ordering from

our catalogue.

WHY WAIT?
Order to-day. Get your new goods in so

your customers can see them. Many a sale

has been lost by not having goods on time.

Don't wait until your customer has bought

something outside of your line for Christmas.

ORDER TO-DAY

OTTO YOUNG & Co.
HEYWORTH BUILDING, CHICAGO, ILL.

Have YOU Stocked
Briggs' Guaranteed
Ten-Year Chains?

Even with the holidays so
near at hand it isn't too late
now for you to get after
your Jobber. Tell him you
MUST have Briggs' Jew-
elry in order to get your
share of the consumer de-
mand created by our adver-
tising in national magazines
reaching over 25,000,000
people.

Briggs' Chains, Fobs and
Carmen Bracelets WITH-
OUT this advertising are
remarkably good value.
WITH the advertising they
are not equalled for quick
salability or as trade-builders
for the dealers who push them.

We sell only to jobbers. rour
jobber has Briggs' goods or will
get them for you.
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F you could visit our fac-
tory and see with your own
eyes every step in the

process of making Briggs'
Guaranteed Ten-Year Chains,
you would wonder how
they can be sold at such
low prices. Solid gold
chains are made with
no more care nor will
they wear or look
any better than

GUARANTEED
10 YEARS -

At all Jewelers: $1.50 and up
Send for catalog.

Made of only the best gold-filled
stock by designers and operatives who
work with the skill that years of ex-
perience have developed. Because we
know that extreme care is used in
the making of each individual link,
we guarantee Briggs' Chains to give

at least ten years of satisfac-
tory service.
Made in single and double

vest chains, lapel chains and
fobs for men ; fobs, neck and
lorgnette chains for women.
Remember this when buying
your Christmas gifts and look
for " The D. F. B. Co." on the
swivel. It's your
protection from
imitations.
If your jeweler can't
show you the Briggs
Chains you want, we
will send them to you
direct front factory.

The D. F. Briggs Co. WMPANTFD

Mfg. Jewelers, r 05
Mills and Union Sta.,
Attleboro, Mass. WtAfS

CHAIN
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cji few EXAMPLES of
the justly celebrated
8-Day, HIGH-GRADE

November 15, 1912 T 11 E

66

CL
Elar Over 1000 Styles
in Bronze and Brass,
Highly and Refined
Finished Cases, etc.,
to select from.

Tambour—Style 1

Gothics (also Dorics)

Tambour—Style 2

Windsor

CLOCKS of QUALATY

Yacht-Wheel Clock

The justRy CELE

8-Day„ Itilidh-Grade

RATE

Used and DEALT in by those Demanding the BEST

31,- ON SALE BY LARGEST HIGH-CLASS RETAIL JEWELRY HOUSES
Very large variety. Sizes (dials) from 2!_; to 12 inches in diameter; cases in proportion. Prices from $21
to $250. Mantel, Boudoir, Ship's Bell and Auto Clocks, especially desirable for Wedding, Holiday and General

IPRE5ENTATRON IEDURPO5E5

INF' Outside of the large cities there are innumerable buyers who want for their own homes, or forpresentation purposes, a few Exclusively High-grade Clocks each year.

91111r To dealers in such places we suggest buying a 2 'A.-inch Boudoir clock, listed at $21. This will show
the general high character of the " Chelsea " clocks, and from our Catalogue, furnished on

request, you can sell other models. TRY IT.

YOU want the BEST? Ask for the "CHELSEA" clock

CHELSEA CLOCK CO.
Largest makers in America of exclusively 8-DAY, HIGH-GRADE CLOCKS

16 State Street : :
BOSTON, MASS., U.S.A.
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Small Town Retailers
and Their Show Windows

Space Is Running t 3 Waste in Mast C3Sn all There
Is a Chance for Manufacturers to Win Dealers'
Good Will by Setting Them Right and Helping
Them—The Condition and Its Cure

It is customary to think of show win-
dows in terms of plate-glass, writes Frank
Farrington in Printer's Ink. The retail
store in the large town or city that does
not have plate-glass windows is not
deemed worthy of consideration, and in
most cases the business going on inside is
pretty small, though there are still no
end of fellows who are starting in very
small and finishing very large.

It is in the country village or the cross-
roads store that plate-glass is the exception
rather than the rule, and its absence is
no indication of the absence of business.
The country retailer has not been

brought up to consider his windows. He
knows that window displays are used by
the city dealers to get business and he
reads of the large sums of money spent in
this form of advertising. When he goes
to the larger town or city he takes pleasure
in looking at these window displays and in
admiring their arrangement and the goods
shown in them.
He often wishes that he had such win-

dows and that he could run a store as he
sees the city store run, but the wish is
expressed in a good deal the way that you
or I may express the wish that we might
own such a steam yacht as the one we see
on the water front. He never expects to
have such a store or such store windows
because his is a country store and he
thinks to himself, "Well, that's all right
in the city, but what would be the good
of it out at Hixville Corners? There ain't
anybody there to walk by and look in the
windows if I had 'em. My customers
don't want style. They want goods."
I want to say right here that these

country merchants are gradually getting
away from this attitude. They are
growing to realize that good windows will
be of value to them and that people will
see what is in them even where the popu-
lation is small and the store is not located
on a promenade or a boardwalk. But
the average small town man has not yet
indulged in a very large amount of plate-
glass.
He is in a frame of mind perhaps when

he will listen to arguments from the maker
of store fronts who sets out to show him
how a store front will pay him even in the
country. But he will give little attention
to the advertising of store fronts, which
confines itself to telling how the advertised
kind is better than any other.
Even at the cross-roads store there are

people to look into the windows. Any
store that does business can do more
business, with good windows, and the
farmers who drive up and sit in the wagon,
or the wives or daughters who may be left
in the wagon to wait ten minutes or so,
will find that ten minutes shorter if there
is a display of goods right before them in
a big, bright, attractive window. The

KEYSTONE 2411

window increases the displaying capacity
of the store just as a show-case does, and
it is along the line of that kind of argu-
ment that the manufacturer of store-front
material should work.
And it is along this line, too, that the

manufacturer of staple goods sold in the
village or country store should work.
He should not be satisfied with the dealer's
attitude that he has no windows fit for
displays and that anyhow display will
not be profitable for him. There may well
be a general campaign to educate these
dealers to put in windows. These win-
dows will afford the manufacturers an
additional medium in which to show their
products. Country store windows will
give the manufacturers a chance to show
their goods to a class of people whom they
are unable to reach as satisfactorily in any
other way.
The country store is known to everyone

within trading distance of it. All go there
more or less. In bright weather they sit
or stand around outside and gossip, and
while there is no passing public in the
sense that there is in the city, still the
country store window has an advantage
that the city store window does not pos-
sess. It is without immediate competition
or at least it has little competition to face.
A good window display in the country will
be remarked upon by every farmer's
family that drives up to the store, and
they will go home and describe it. A dis-
play that would not cause a thought on
the part of the passer-by in the city
will cause a world of comment in the
country. This is not because the country
people have never seen window displays,
either. A good display in the country,
if seen by a man from the city, would
attract his attention and hold it in a way
that one a hundred per cent better would
not do in the city.
The country storekeeper has an open

mind nowadays. He is ready to be shown
that any improvement or new plan will
help his business. It should not be left to
the people directly benefited by the build-
ing of new store fronts to convince the
country merchant that he needs one.
The plate-glass manufacturer will profit
first by the improvement in country store
fronts, but the manufacturers of the goods
to be displayed behind the glass will profit
indefinitely.

Window Displays with
Interchangeable Fixtures

The passing of the tack-hammer, the
hand-saw and the glue-box is welcomed
by every window dresser who has dis-
covered the wonderful possibilities and
wide usefulness of interchangeable
wooden display fixtures.
These interchangeable fixtures are made

in so simple a manner that they can be
put into use the moment they are un-
packed with as much ease as after a year's
service.

It requires no special training or knowl-
edge to handle them, any window dresser,
and in fact, any person with the slighest

knack for arranging displays can set them
up with satisfactory results.

Their construction has no more me-
chanical complication than would be
found in a box of children's blocks, while
on the other hand they are designed on
such substantial lines that they will sup-
port as much weight as may be required
in any window display, however elaborate
it may be.

There is practically nothing displayed in
a window but what it can be more at-.
tractively shown and the display put
together in less time and with less labor
by using one of these ingenius collections
of supports, standards, shell pieces, etc.

Furthermore, the perfect proportions
of the parts and their natural position in
use give a substantial appearance to a win-
dow display that cannot be gotten in any
other manner, nor is one compelled to fol-
low any commonplace method of construc-
tion in putting them together.

Persistence of the Price-cutting Habit

It is a well-known fact that it is difficult
for the average person to break a habit.
This principle holds true in business as
well as in one's personal habits. We fall
into the habit of doing things in a certain
way in a business and we are inclined to go
on continuing in that same way, doing the
thing over and over in the same way that
we have always been doing it.
And don't you know, Mr. Merchant,

that it is a fact that even in this present
day of strenuous competition, there are
merchants in this country who are mark-
ing their goods at the price they are, largely
through the force of habit? In some in-
stances the merchant is making a greater
profit on the goods that he sells than he
should, simply because he has never
changed his selling price, though the
wholesale price has dropped materially,
and in other instances the merchant is
losing money because he is not making
as much profit as he should because he has
gone on marking his goods at the same old
price, regardless of the fact that the
wholesale price has advanced.
This is a thing that should be watched

closely. The merchant should always
make it a point to reduce prices whenever
he has an opportunity. If a merchant
has been selling an article at a certain price
and the wholesale price drops so that he
can sell it at a lower figure, he should by
all means reduce the price and then adver-
tise the fact that his prices are being
reduced.
. This is a matter in which the merchant
cannot afford to simply follow an estab-
lished habit, but he should keep on the
alert every minute for bargains, so to
speak, in order that he may reduce his
price. The direct-to-customer concerns
the world over find that price is their
strongest selling point, and this being true,
the retail merchants should certainly profit
by the experience of those who have
developed their business so largely on this
one point.—The Merchants' Journal.
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CLOCKS

MONOGRAM
MODELS

THE highest type and char-
acter of work is portrayed

in our product. For fourteen
years we have .consistently en-
deavored to so build our clocks
as to reflect an enviable reputa-
tion for our entire output. How
well we have succeeded is
shown by our continuous
growth. We make a very High-
grade line of Regulators, Bank
and Balcony Clocks, Willard
Banjo Clocks, Etc.

Our Catalogue will serve to show you all

If you haven't one, write us

The more exclusive a jeweler's patronage the
more profitable it is.

Style comes high, but stylish people are always
willing to pay the price.

Herein lies your opportunity.
For instance, society is especially critical and

exacting in the matter of engraving.

Waltham Clock Company

WALTHAM :: MASSACHUSETTS

It's a question of excellence rather than of cost,
and only an artistic engraver can hold such patronage.

If you do engraving for the social set or desire
to do it, procure at once a copy of that wonderful
compilation of stylish lettering " Hornikel's Engra-
vers' Text-Book."

This portfolio represents
the standard of excellence
in monogram work.
Show it to customers and

it will make you trade ; use
it as a model and it will
insure big price work.

It's a mine of suggestion
for the high-class jeweler
who can't afford poor
engraving.

The work consists of sixty-one page plates of
letters and monograms, pretty patterns and all

manner of corn-
binations —a 1 1
styles of mono-
grams for all
kinds of pur-
poses, for trays
cigarette a n d
match cases,
loving cups,
rings, fobs, etc.

COLONIAL WALL CASE No. 1238 ft. long 8 ft. high outsideUpper part is 18 inches deep inside
SPECIAL No. 107Counter Case and Table

IN STOCK IN OAK AND BIRCH

F. C. JORGESON & CO.
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m Neat, Attractive, Clock Assortment il
at a Popular Price. The Kind You - M

  M
M M
M
M Have Wanted, but Could Not Buy
M

M
M
M

19 Inches High, 151/2 h Long

Superior Assortment
,

IM M8 Day, Half nHour Strike, 6 ich

Inces 

Dial. Golden Oak
M and Mahogany Finish Cases. (Packed six to a case. ii   11 i

MN Three Oak, three Mahogany, assorted patterns.)
MM 8-Day Strike $3.80 List Price MM MM Alarms 45c extra List Price MM MANUFACTURED BY ML% M

I The SESSIONS CLOCK CO. ........_•- m
M MAIN OFFICE AND FACTORIES J I

r 
M

M

M NEW YORK SALESROOMS, 37 MAIDEN LANE
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Sterling Silver and Gold Filled Vanities and Novelties?

KNIFE EDGE VANITY AND CARD CASE, Metal Lined

Ut.V.414•••••••■(•••04DIPIC•01DIDIDGGIVO4DID1D41■0•1■4,0•GG•••,••••C•01D••00.•(>40•13,0•4)0GIDC•00e.004,COIDe.....00••004.4,0•4,400011

159 to 167 Ann Street, CHICAGO

Makers of High-Grade

JEWELERS' FIXTURES
THE BEST IN CONSTRUCTION AND FINISH

A copy will be sent postpaid to any part of the world
on receipt of price, $6.00 (A't 5s.)

FOR SALE BY

The Keystone Publishing Co.
Lock Box 1424, Philadelphia, Pa.

“THE BEST OP EVERYTHING"

Our gold filled vanities are not electroplate like those imported and some
others made in this country. They are genuine 1-20 stock, rolled gold filled and
resemble solid gold goods. They can be furnished in 14 Kt., color or in that
beautiful yellow Old English color. Look over our Fall "Blue ,Dook" Catalog
"Q" recently issued and see our extensive line of Sterling Silver Vanities and Novelties
on pages 190 to 199, inclusive, and Gold Filled 'Vanities on pages 200 to 206,
inclusive. Rememher we make 10,000 articles in Sterling Silver Toilet and Manicure
Goods, Novelties, etc. and Gold Filled Jewelry. every piece made by us is plainly
stamped with our trade mark, an assurance that we stand behind our guarantee.

On the right side of the case is a separate compartment for powder and puff,
the cover of the smaller compartment contains a holder for five and ten cent
pieces. The left side of the case contains a compartment for calling cards,
a programme pencil, a swing mirror, on the other side of which is a
memorandum tablet.

No. 5053 Sterling, Plain, Polished
" 5053E Sterling, Hand Engraved one side, Polished
" 5053E. T. Sterling, Engine turned one side, Polished
" 5054 Gold Filled, Plain, Old English
" 5054 Gold Filled, Plain, Polished
" 5054E. T. Gold Filled, Engine Turned one side, Old English
" 5O544 E. T. Gold Filled, Engine Turned one side, Polished

Stone in Pusher Top set as ordered

Theodore W. Foster & Bro. Co., 100 Richmond St., Providence, R. I.
 MANUFACTURING JEWELERS AND SILVERSMITHS  

NEW YORK: 13 Maiden Lane CHICAGO: Heyworth Bldg. CANADA, Kingston, Ontario
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The Howard Watch
THE American business man,

it is said, never writes when
he can "wire." He sends 500,000 tele-
grams every working day, keeping fifty-
nine thousand offices busy and nearly
two million miles of wire.

It is an index of the national spirit of "put-
ting the thing across"—getting it done. The
same spirit of punctuality and practical time-
saving that leads so many men to select the
HOWARD Watch.

Whether a man realizes it or not—his working activities
don't escape being judged by HOWARD standards.

There are HOWARD Watches in the pockets of his
superiors and his associates—and probably some of his
subordinates.

Not every HOWARD owner is a moneyed man, by any
means. The most eager purchasers of HOWARDS are the
earnest young fellows who have to strain a point to get one—
like any other special effort they make to get ahead.

Any way you look at it, to the man who really cares, a
HOWARD Watch is always worth what he pays for it.

The price of each watch is fixed at the factory and a
printed ticket attached—from the 17-jewel (double roller) in a
Crescent Extra or Boss Extra gold-filled case at $40, to the
23-jewel at $150—and the EDWARD HOWARD model at
$350.

Not every jeweler can sell you a HOWARD Watch.
Find the HOWARD jeweler in your town and talk to him.
He is a good man to know.

Admiral Sigsbee has written a little book, "The Log of the HOWARD Watch," giving the record of his own
HOWARD in the U. S. Navy. You'll enjoy it. Drop us a post-card, Dept. H, and we'll send you a copy.

E. HOWARD WATCH WORKS, Boston, Mass.

The above announcement appears in tlw leading magazines and periodicals for November. It reaches 7,500,000 subscribers (about 30,000,000 readers). Itwill lw
seen by every man in your community who can afford to buy a watch. Some of them will be interested. Are you 'a HOWARD dealer? Do the people of

your locality know that they can find the HOWARD at your store?

1

November 15, 1912 THIS

Heart to Heart Talk
to Young Jewelers

The "Quality" Slogan Well Adapted to the New
Season of Prosperity

The following excellent exhortation to
young jewelers by C. E. Tieman, of Cali-
fornia, Mo., president of the Missouri
Retail Jewelers' Association, merits the
careful consideration of all our readers at
this time. We are now entering upon
what promises to be, in truth, an era of
quality which makes Mr. Tieman's sug-
gestions especially opportune. He said:
I can conceive of no more fitting saluta-

tory as president of our state society than
some timely suggestions to the retail
jeweler in regard to the position occupied
by his business in the public estimation.
There was a time when it was a matter

of peculiar honor to be known as a jeweler,
and it could be made just as true today.
Where there has been a change in the
public mind the fault is perhaps largely
with the individual tradesman. In no
other line is the relation between dealer
and customer the same. Confidence,
honor and integrity are the essentials of
the ideal business relation and it is easily
within the power of the jeweler to estab-
list and maintain himself on the same high
plane occupied by the old time dealer in
precious stones and metals. Because of
the confidence of the customer it is pos-
sible for the dealer to offer advice that
will bear fruit and pay dividends. The
average person exacts and expects to re-
ceive his money's worth. Trashy jewelry
yields but one profit from the same source.
It sacrifices not only the customer but his
influence as well. If he is as I have sug-
gested, pliant and submissive to the sug-
gestions of his dealer whose fault it is if
that dealer does not advise him properly
and then follow up with goods that are in
keeping with his advice.
My observation and experience is that

jewelers who sell inferior goods do so out
of preference, because it is easier, because
it would require time and pains to make
clear to the layman's mind the distinction
between goods of merit and goods that
merely glitter.
I can do no better service to the be-

ginner in business than to urge him to
start fairly with his trade. Win confidence
with truth and hold it with quality. The
average customer comes to you out of
confidence, and therefore is easily sub-
jected to the influence of your advice.
Could your time be better spent than in
making him the possessor of goods of
quality and thereby your advocate and
friend for time to come?
Too many jewelers figure percentages

and lose sight of the dollars of profits.
On which side is the weight of advantage?
a 50 per cent profit of $10 on an inferior
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article or a 20 per cent profit amounting to
the same number of dollars on an article
that has your respect and will gain for
you the good will and confidence of the
purchase?
The increased demand for and use of

shoddy jewelry is in a large measure
chargeable to slip-shod easy-going sales-
manship. The predominating thought of
the salesman being to do business with
the least possible exertion.
To the country jeweler, especially, I

would say that the sale of a handsome,
out-of-the-ordinary article of jewelry, sub-
stantial and dignified in character, is of
greater advantage than some kinds of
newspaper advertising. The wearer of
the article constantly proclaims his con-
fidence in you and the article speaks for
itself.
The observer may never become your

customer for a similar value, but his con-
fidence in you has been inspired and the
probabilities are in your favor should he
ever want an article in your line.

If the jeweler of today has lost his old-
time trade position and prestige I fear
the fault is his own. It is high time that
the new generation of jewelers begin the
process of restoration. The first require-
ment is to be worthy of it. Have high
trade ideals and impress them upon your
patrons. Take my word for it, they will
prove to be not only responsive but
appreciative as well.

Studying Salesmanship
by Phonograph

The Talking Machine an Instructor as Well as an
Entertainer—Listen to Yourself Selling Goods

It has long been possible to make phono-
graph records at home. If one has an
Edison phonograph, all that is needed in
addition to the regular phonograph equip-
ment, is the Edison home recording outfit,
which consists of a recorder (the instru-
ment which records the voice), blank
records and a shaving machine for shaving
the records so that they can be used over
and over again.
A novel use of home record making is

proposed by Thomas A. Edison, Inc.,
Orange, N. J. It is really self-taught
salesmanship, says the Hardware Reporter.
The kernel of the idea is that a salesman
needs to hear himself as others hear him
in order to appreciate his faults as a sales-
man. It is a curious fact that a man does
not know how his own voice sounds to
others and has no way of estimating the
effectiveness of his speech upon others,
except by such manifestations as his audi-
tors give. The Edison phonograph, how-
ever, gives him the opportunity to hear
his own voice and speech. The sensations
one experiences are very much like those
that an untutored savage must feel when
he first sees himself in a looking glass.
What can a man gain by studying sales-

manship? William Maxwell of the Edison
staff says in answer to this question:
"Studying salesmanship got me out of a
rut from which nothing else would ever

have extricated me. My early training
was in financial work and I finally got as
high in the financial department of a
certain corporation as I could ever get.
I needed to make more money. I wanted
a bigger future. It had dawned upon me
that the big rewards in business were in
sales work, but I couldn't get a position
in the sales department of my concern
at the same money that was being paid
me for the work in which I had been
trained—and believe me, I couldn't afford
to work for any less. I couldn't even
afford to take a job as traveling sales-
man. Accordingly I aspired to be a
sales manager. My friends thought I
would probably land in the foolish house
before I realized my aspiration. I studied
salesmanship, for that was the only way
in which I could supply my lack of ex-
perience. No, I didn't take a correspond-
ence course. I didn't do anything that
any retail clerk can't do. In fact, a retail
clerk can do it much better because if he
evolves a theory tonight, he can try it
out tomorrow morning on a real live cus-
tomer. I kept this up for quite a long
time and finally succeeded in making a
sufficient dent on another company to
get them to give me a trial as western
sales manager. Later, they made me
general sales manager, and finally general
manager. That's how much good it did
me to study salesmanship, and if there
was ever a man who was not quali-
fied by temperament to be a salesman, it
was I."
How did you do it? was naturally the

next question. " I simply took the cata-
logues and advertising matter of concerns
I thought I'd like to work for. I studied
their goods and worked up selling plans
and selling talks, which selling talks I
later tried on the officials of the concerns
I wanted to work for. I actually commit-
ted the selling talks to memory, just
as an actor would commit his lines, but
my great trouble was that I never knew
how they sounded to others. If I had an
Edison phonograph and a home recording
outfit, I would probably have gotten that
job as western sales manager a good deal
sooner than I did."
The following manufacturers are co-

operating with Mr. Edison in this work
and have prepared sales manuals which
will be of great assistance to the clerk
who is endeavoring to perfect himself in
salesmanship. These manuals are free:
Barney & Berry, Springfield, Mass.;
Berry Brothers, Ltd., Detroit, Mich.;
The Champion Hardware Company, Gen-
eva, Ohio; Chicago Flexible Shaft Com-
pany, Chicago, Ill.; Clinton Wire Cloth
Company, Clinton, Mass.; Iver Johnson's
Arms & Cycle Works, Fitchburg, Mass.;
Manning, Bowman & Co., Meriden, Conn.;
Miller Lock Company, Philadelphia, Pa.;
F. E. Myers & Brother, Ashland, Ohio;
The Peck, Stow & Wilcox Company, New
York, N. Y.; Pike Manufacturing Corn-
pany, Pike, N. H.; Smith & Hemenway
Company, New York, N. Y.; The Van
Doren Manufacturing Company, Chicago
Heights, Ill.; The Yale & Towne Manu-
facturing Company, New York, N. Y.
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New England Watches

HARRIS WHITTEMORE
JOHN P. ELTON Receivers

The New England Watch Company
Waterbury, Connecticut
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Postal Savings Banks and How to Use Them

Postmaster-General's Explanation of System—Bond Feature Proves Popular—Will
Keep Foreigners' Savings in United States—Plan Devised Surprisingly Simple

Any man, any woman—married or single, and
neither her husband nor her relatives could touch
her investment—or any child ten years of age,
having deposited $20 at the nearest post-office,
may become a registered bondholder of the United
States, writes James B. Morrow in the Philadelphia
Record. The annual interest on such a bond would
be fifty cents. A bond of $100, accordingly, would
earn $2.50, which is the equivalent of a day's work in
plenty of occupations throughout the United States.
Stating the matter in another way, $100, in the

course of a year, earns a day's wages for a $2.50
man. It would require 300 bonds of $100 each—
face value, $30,000—to earn $750 a year, or as
much as a man would earn who has steady employ-
ment at $15 a week, allowing him half a month for
holidays, illness and time lost through other causes.
A $2.50 man, consequently, though he may often

think himself an insignificant unit in his corn-
munity as a whole, represents by his labor a solid
cash investment of $30,000 in 23 per cent United
States securities. Grumble as he will, discount
himself as heavily as he pleases, he is worth that
much to those who depend on him for their sup-
port. The happy numerosity of such men has
made this country the richest and actually the
happiest nation in the world. The building asso-
ciations of America have 2,300,000 members,
whose savings exceed $1,000,000,000, and whose
loans for the getting of homes of their own reached
the sum of $283,000,000 last year. The large
projects and profits of street railroads, it should
always be remembered, are bottomed on five-cent
pieces. Chewing gum sold in penny sticks has
turned several human failures into millionaires.
There are billions of sound and obtainable bonds

that pay 4 per cent. On the basis of such bonds, a
$2.50 workman could be capitalized at $18,750,
instead of at $30,000. Nevertheless many a man
prefers the low income bonds of the national
government.

How to Join the Capitalists
The Government now gives every one in the

country, women and children who are ten years old
included, the opportunity of purchasing bonds at
the Treasury in Washington, and joining the capi-
talistic class. To qualify for the privilege, how-
ever, one must become a depositor of the Postal
Savings System, which was established by a law of
Congress a year ago last January.
"And the people are buying the bonds." Frank

H. Hitchcock, the Postmaster General and the
organizer of the savings system, said to me.
"Three offerings have been made so far—the first
on July 1, 1911, when $41,900 of bonds were sold:
the second January 1, 1912, when $417,380 of
bonds were sold, and the last on July 1, just past,
July 1, just past, when $854,860 of bonds were
purchased by depositors living in all parts of the
country. Cincinnati led the subscription with
$47,120. The sale to San Francisco amounted to
$22,280. Bonds to the value of $45,580 went to
New England. Applications, each for more than
$1,000 of bonds, were received from 198 post-
offices. The total of the three sales was $1,314,140,
and, poor persons, small savers, were the pur-
chasers in the majority of cases.
"I said the bonds were sold." Mr. Hitchcock

continued. "Exchanged, however, would be the
right word to use in connection with all of these
transactions. Certificates for deposits made with
the postal savings system were exchanged, as a
matter of fact, for the bonds. Any depositor had
the right to surrender his certificates for bonds,and
that will be his privilege twice every year here-
after.

"First, you understand, he becomes a Govern-
ment depositor, and then a Government bond-
holder, if he desires to enter into that relation with
his country. There are bonds of $20,$40,$60,$80,
$100 and $500. They run for twenty years, draw
2% per cent interest, payable semi-annually, and
must be redeemed in gold. These bonds, and it is
an important matter, cannot be taxed by the na-
tional Government, by any State, or by any county
or municipality.

Furthermore, they do not add to the national
debt, because bonds of other kinds to an equal
amount must be called in and canceled. If they
should ever go below par on the general market
the Government will redeem them at their face.
The owners are protected, therefore, against all
contingencies or events and quotations.

Two Kinds of Bonds
"There are coupon bonds and registered bonds.

The former are more convenient for those persons
who do not intend to keep them for any length of
time. The bonds and the interest coupons are
payable to the bearer—that is, to any one having
them in his possession—and, consequently, are
practically the same as money and should be kept in
a safe place. The coupons are cashed at post-offices.
"Registered bonds are really bonds of record.

The names of the owners are written into the bonds,
the Government keeps an accurate account of them
and checks to meet the interest are sent by mail
from the office of the Secretary of the Treasury,
and can be cashed at banks or post-offices. Such
bonds, if stolen, would not be salable and so they
are usually preferred by persons who regard their
investments as being permanent.
"Any depositor of the postal savings system

who has a certificate for $20 or the other sum I
have mentioned, is entitled to buy a bond, but he
must apply for it in writing fifteen days before
January 1 or July 1, at the post-office where he
receives his mail. I have good reason to believe
that the American people will purchase several
hundred millions of these postal savings bonds—
not rich people, but the industrious and econ-
omical people on whom the country must rely
for a good share of its virtue, vitality and common
sense. I believe our deposits in time will amount
to a billion dollars. Italy, a poor country corn-
pared with the United States, has $290,000,000
in its postal banks; Russia has $129,000,000,
according to its latest reports.
"About 13,000 post-offices are now receiving

savings deposits," Mr. Hitchcock went on to say.
"Deposits will yet be made in 50,000 offices rang-
ing in size from those in the largest cities to those
situated in small and isolated villages. The
growth of the system, which was established, you
must recollect, in a very modest way less than two
years ago, has been constant and little short of
remarkable.

Banks Now Favor the System
"We were slow and watchful at first because we

wanted to avoid confusion and every possible
chance of failure. All of us in the Post Office De-
partment had been enthusiastically calling and
working for a law creating a savings system and
once we had the law we were resolved that it should
be successful. So we tested our way with a great
deal of prudence.
"The banks had not been friendly to the scheme

and we felt we should meet with some hostility
in that direction. I am glad to say the bankers
have changed their minds and are helping instead
of hindering us. A flood of money has come out
of hiding—money the banks would not have ob-
tained—and is now circulating in the country and
performing its desired and necessary functions.
Some of the money, I might say in qualification
of my statement, would, perhaps, have found its
way into the banks, but most of it was
hoarded money and would have remained in
tin cans, old stockings, and other supposedly secret
places. Our deposits today amount to $25,000-,
000. The active circulating medium with which
business is done in the United States, I think I am
safe in saying, has been increased, in the rough, to
that extent.
"Much as we believed in the theory of the sav-

ings system, still it was an experiment and was
to be tried on entirely new lines, on a plan wholly
unlike the system worked out in other countries.
The originality of our methods, accordingly, also
tended to make us cautious. We decided to test
and develop the system at a single post-office in
each of the States, choosing offices especially well

managed, and located in regions containing a large
foreign population.
The experimental offices were immediately suc-

cessful. „There wasn't a halt or a hitch anywhere
across or up and down the continent.

A Million Each Month
"Money, naturally, hesitated a little at first.

Nor were the people informed concerning the work-
ings of the system. Additional offices, ranking
high up in efficiency of management, were author-
ized to accept deposits, and the total for the coun-
try of $680,000 at the end of the first six months
grew to be $12,000,000 by the end of the year.
We had 13,870 depositors, of whom only 3690 were
foreigners. Today, a year and nine months after
the system was inaugurated, 13,000 offices, paying
them 2 per cent interest, and giving them the right
to turn the money so deposited into bonds that
bear 2% per cent interest.
"While the law says deposits cannot exceed $100

a month, or $500 in all, there is practically no limit
to the small and steady accumulation of savings
intrusted to the Government. Deposits, you see,
can be converted twice a year into bonds. Savings
put into bonds on January 1, for instance, leave
the depositor without deposits, and he is per-
mitted to exchange his money for new certificates
against the day when the hopes to buy more bonds.
Indeed, any man can deposit $1,000 a year with
his postmaster regularly and get that amount of
United States bonds.
"It must be borne in mind that we were doing

pioneer work in establishing the system. It was
organized, as I said a moment ago, on new lines.
There are postal savings systems in many parts
of Europe. "I studied these systems at first hand
and saw at once that we should have to originate
simple plans and applicable methods of our own.
The depositor abroad is given a pass-book at the
time he opens an account. Whenever he makes an
additional deposit his money and his passbook are
sent by mail to the central office, where his deposit
is entered, after which his passbook is returned.
The bookkeeping of the foreign systems is the same
sort of bookkeeping that is followed in banks. We
have many thousands of post-offices. Moreover
distances in this country are very long. The
central office in London has 3800 employes, includ-
ing 2,000 women bookkeepers. Although the
deposits amount to $800,000,000 there is a loss to
the Government, as I have heretofore said, of
$500,000 a year. There are only 100 clerks and
stenographers at our central office in Washington
We have no bookkeepers.
"After getting all the information possible, I

put it out of my mind and hit upon our present
scheme of giving engraved certificates to depositors.
A depositor gets a certificate, payable only to him-
self. We make out a duplicate of the certificate,
and put it in a heavy envelope, or jacket, as a
matter of record. The transaction ends when the
certificate is paid

How to Save 10-cent Pieces
"Also for children and other small savers, we

have cards and stamps. A card costs 10 cents.
Nine stamps, bought at a post-office for 10 cents
apiece, are pasted on the card, which then has a
value of $1, is exchangeable for a regular engraved
certificate for that amount. Persons applying
for certificates give us their signatures, and if they
are unknown, certain facts about themselves.
"A Hindoo in Los Angeles, lost a $20 certificate

by theft. When it was presented at Seattle for
payment, the thief was promptly put under arrest.
Certificates are payable at the office where issued.
"Organically, too, our system is unlike all others.

Deposits in Europe are forwarded to central offices.
Here they are kept at home. Money left with the
postmaster of St. Louis remains in St. Louis and
is not sent away. All cities and villages keep their
own postal deposits, which are turned over to the
local banks and become a part of the money supply
of the various communities. State and national
banks can qualify as depositories for postal savings
funds by applying to the Postmaster General,
Secretary of the Treasury and Attorney General
in Washington, and by giving the required security
in the form of Government, State or city bonds,
in short, as are supported by the taxing power of
the people. We pay depositors 2 per cent interest
for their money. The banks pay us 23/i per cent.
The half per cent profit is used in meeting a part
of the cost of the system.
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"S. & C."
Solid Gold Front Jewelry

FOR THE HOLIDAYS

STOCK LIBERALLY
SOLID GOLD FRONT JEWELRY
BE SURE YOU GET THE ORIGINAL
EVERY PIECE STAMPED "S. C&, C."
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SOLID GOLD FRONT JEWELRY STAMPED "S. C. C."
—SOLD THROUGH JOBBERS—GUARANTEED

POSITIVELY

SMITH & CROSBY
Factory, Attleboro, Massachusetts

IRA W. SMITH, Pacific Coast Agent
Broadway Central Building, Los Angeles
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Trade Mark Dainty, Artistic, Exquisite. Out of the usual shown. Something
of an exclusive character. You can tempt more Holiday Business
Your Way. Your Jobbers will Show the Line.

T. G. FROTHIINGINIAll & CO.
North Attleboro Established 1877 Mass.
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The Parcels-Post Law and the Retail Trade

A Forecast of the Possible Effect of the New Legislation on Retail Business

The problem-in-chief now confronting
the retail trade is the possible effect which
the new parcels-post law will have on their
business. Some well-informed persons
argue that the new legislation will work
serious detriment to retail interests, while
others take an almost directly opposite
view. An interesting contribution to the
discussion was given by one of the speakers
at the recent annual convention of the
Wholesale Hardware Dealers' Association
held in Atlantic City, N. J. He addressed
the meeting as follows:

It has been freely asserted that the
parcels-post would kill the local dealer.
If this is so it is futile to devote time to
its discussion.
In trying to arrive at the truth of this

fundamental question I sought the co-
operation of fifty of our good average
customers scattered widely throughout
New York and Pennsylvania. A list of a
score of articles was submitted to them,
asking for their retail prices. These
articles were staple goods admitting of
exact comparison with catalogue mer-
chandize, casually selected without refer-
ence to any ultimate conclusion, and all
mailable separately under the new parcels-
post law.

Practically every dealer replied, and
there was by no means as much variation
in their prices as is frequently asserted.
The average result was tabulated together
with the jobber's aggregate cost, the
dealer's cost, the lowest mail order prices,
and the cost of mailing within the 600
mile zone. The 300 to 600 mile zone is
selected as being a probable average for
the bulk of catalogue house distribution;
and the 150 mile zone as the maximum one
for local dealers' operations.
The result is seen in the following table:

Nineteen Articles Usually Carried in Hardware
Stores

Aggregate cost to jobber, $16.70; cost
to dealer, $19.82; cost to consumer,
$26.77; mail order price, $22.56; cost of
mailing in 600 mile zone, $5.54.
Assuming the mail order delivered price

of $28.10 ($22.56 ± $5.54) to be 100 per
cent, the dealer's store price is 5 per cent
less, and the dealer's cost is 30 per cent
less. The dealer can make parcels-post
delivery within the 150 mile zone at but
10 per cent more than the mail order
house, a handicap too slight to be con-
sidered when compared with the dealer's
personal service, friendship, guarantee, etc.

Parcels-Post to Have Little Direct Effect

The writer entered this investigation
with the firm belief that the parcels-post
would sound the death knell of the small
dealer, so that it cannot be said that an
optimistic conclusion was foreordained.

If the method used can be trusted, the
conclusion is emphatically that directly
the parcels-post will have but little detri-
mental effect upon the dealer. Indirectly,

however, it will produce a profound dis-
turbance, either favorable or unfavorable,
as the dealer and the jobber elect.

It will emphasize beyond calculation the
mail method of buying. The sanction
and the hearty recommendation of the
most respected institution on earth—the
U. S. Government—is given to this method
of buying goods. It suggests to the mind
a benefit possibly more apparent than
real. At any rate it will become immensely
popular. Local agents of mail order
houses will be appointed on R. F. D.
routes whose services will be purchased
very cheap, orders will be bunched, freight
shipments will increase by leaps and
bounds, and branch store houses will be
scattered at strategic points. Mail order
houses will be born over night.

Two Handicaps of the Local Merchant
By every natural right the local dealer

is entitled to profit from this stimulation
of trade. There are, however, two serious
factors to prevent him from realizing it.
The first is insufficient publicity, and the
second is his meager stock of goods.
The realization of these two difficulties

is depressing to the dealer. Many of the
replies cited above were almost hopeless
and bewildered. Almost all, however,
expressed appreciation that a jobbing
house was interesting itself in their behalf
and the hope was expressed that some
assistance might be rendered.
Now we, the jobbers, ought not to dis-

appoint that hope. Here is a distinct call
to leadership. The jobber is naturally
fitted to assume that leadership, and
if he does not other agencies will. Already
several plans have been evolved designed
to deal with either one of these funda-
mental difficulties, i. e., the dealer's lack
of publicity and the limited character of his
stock.
The Members' Advertising Service of

the National Retail Hardware Association
is one of these.

Plan of a Western House

A scheme designed to meet both needs
is that of a western house which sells
the dealer a catalogue, whose contents and
prices are calculated to beat mail order
prices, and which ships direct to the cus-
tomer the goods in question. The dealer
is provided with a price list which shows
at a glance just what his profits will be on
the transaction.
A study of the situation will lead to a

sequence of conclusions.
1. The hardware dealer must distribute

a comprehensive and attractive catalogue.
2. It is absolutely impossible for him

to do this himself.
If it is done for him, provision must be

made to fill orders outside of his stock.
Co-operation Absolutely Necessary

Now this is a big proposition—too big
to be blocked by obstacles. It demands

nothing less than the co-operation of
members of the American Hardware
Manufacturers', the National Jobbers'
and the National Retailers' Associations.
There is no question but that the manu-

facturers would prefer to distribute their
products through the jobbers and re-
tailers, and there is no question as to the
mutual relations of the latter bodies.
I believe that if representatives of these

three great organizations co-operate, a
plan can be evolved which will finally and
satisfactorily settle this mail order prob-
lem.

The Joint Committee Suggestion

The suggestion which follows is no
doubt fanciful, perhaps chimerical. If
it provokes criticism its purpose will have
been attained.
Let the three associations appoint a

joint committee. Let the representatives
of the dealers make a cheap hardware
cash catalogue which shall be as attractive
as any published, and let the prices be
such as shall meet catalogue house com-
petition.

It would then be the province of the
jobbers to review this catalogue, and to
ask the manufacturer's branch of the
joint committee to secure such prices as
would enable the jobbers to distribute
these goods to the retailer.

It then becomes necessary for the jobber
to install a mail order department for the
prompt and direct delivery of goods to
consumers whose orders the dealer could
not fill from his own stock, and for which,
of course, the dealer receives a profit.
Some such plan as this, if carried out,

would inject a degree of stability into the
distribution of goods hitherto unknown,
besides being of distinct benefit to the con-
sumer.

Difficulties to be Overcome

The scheme is, of course, pregnant with
snags and difficulties, such as the un-
willingness of the retailer to change an
accustomed price or to pay 15 cents to
25 cents for a catalogue to give away, and
on the part of the jobber, his disinclination
to standardize his stock or make it more
comprehensive, and on the part of the
manufacturer, a natural resentment of
seeming dictation.
Then, too, there are varying conditions

in distant sections of the country to be
considered.
However, as we come to realize the real

gravity of the situation, difficulties which
at first seem insurmountable will diminish.

Heroic Measures Necessary

Nothing but heroic measures on a large
scale will meet the exigencies of the im-
pending crisis in the distribution of goods.
To quote from a recent article in a trade

publication, it is true that " Experts should
investigate the matter thoroughly, and
advise retail merchants what to do. Mer-
chants in small towns will try to compete
with large mail order houses with their
insufficient equipment, and be unable to
secure enough business to justify the
expenditure."
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ST. PAUL AND MINNEAPOLIS

Election Over, all Prepare for big Holiday Business
—Device to Protect Jewelers Against Theft—
Several Changes of Location Among Local
Trade

St. Paul, Minn., November 8.—This section
of the country is in excellent condition for a fine
Holiday trade. Even at the height of the election
campaign the usual slump in business was not
manifest, but on the contrary there was a continu-
ous improvement as is shown by the bank clearings
of the Twin Cities, due to the bumper crops
throughout the northwest.
Some trouble has been experienced in harvesting

the crops in some sections, on account of the ex-
cessive rains. Snow has been reported in some
parts of North Dakota, to the extent that traffic
was delayed several hours on some of the railroads.
Several out-of-town retail jewelers were seen in

the Twin Cities during the past two weeks and all
report business as being good with the prospect of
this being their banner year.
C. I. Kaliher, formerly with Sischo & Beard, of

St. Paul, has opened up a trade watchmaking shop
at 138 East Sixth street, St. Paul. Mr. Kaliher
has had several years experience in the watch-
making business and about two years in the ma-
terial business, which together with an extra-
ordinary mechanical ability makes him well pre-
pared to take care of any repairing that may come
to him. Mr. Kaliher is one of the most conscienti-
ous workmen to be found among the trade, it
being his aim to give the very best possible service
to all. He was married October 29 to Miss Rachel
M. Townsend of Priceton, Minn., his former
home. The wedding took place in St. Edward's
Catholic Church at 8.30 a. m. A wedding break-
fast was served at the home of the bride at 9.30
a. m., after which the bride and groom left for St.
Paul, where they will make their home. We join
their many friends in wishing them a future filled
with happiness and prosperity.
Henry Smith, a resident of St. Paul for many

years, and formerly a manufacturing jeweler, died
at Bethesda Hospital, recently after a very long
illness. Until Mr. Smith was stricken a year ago
with paralysis he was connected with the city
engineer's department in the Building Inspector's
office. He was sixty-six years of age and is sur-
vived by his widow and two sons.
H. S. Ball, of St. Paul, has gone to Pipe Stone,

Minn., where he has accepted a position as watch-
maker with Johnson & Taylor.
H. J. Wagner, watchmaker for Frank Lueck of

Devils Lake, N. D., was in the Twin Cities during
the past two weeks calling on the trade and looking
after other business matters.
F. H. Straub, of Fergus Falls, was in the Twin

Cities during the last two weeks on business in
behalf of the Minnesota Retail Jewelers' Asso-
ciation of which he is the president.

Albert Meyer, of Albert Lea, Minn., was seen
in the Twin Cities during the past two weeks
looking after business interests.
H. 0. Schlender, of New Ulm, was in the Twin

Cities recently attending to business matters.
Oscar Holmes, of Minneapolis, has leased a

building in Hastings, Minn., in which he will open
a new jewelry establishment.
F. W. Wood, manager of the Chicago branch of

the National Jewelers' Board of Trade, has been in
the Twin Cities during the past week.
A. S. Black recently purchased the Embrik-

Hanson Jewelry stock at Fairfax, Minn.
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Pearly H. Nordland, a jeweler at 2502 Central
avenue, Minneapolis, was married recently.
The friends of W. C. Leber, of Minneapolis,

will regret to learn of the death of his daughter
Mrs. Leona Lola Wanons, which occurred re-
cently after a brief ilness.
Paul Pettit, of Fort Worth, Texas, recentlyvisited in the Twin Cities.
J. J. Birkebak, of Lester Prairie, Minn., wasrecently visiting in the Twin Cities buying goodsand attending to other business matters.
A. Beckedorff, who has been with White & Mac-Naught, of Minneapolis, for a number of years, has

recently gone to Valley City, North Dakota,where he has taken a position with Fritch & Co.,as manager of the store.
F. L. Bosworth, of the F. L. Bosworth Company,Minneapolis, was recently elected president of theNorthwestern Wholesale Jeweler's Association.Roy Beard, of Beard Brothers, St. Paul, waselected secretary.
The Dahl Manufacturing & Sales Company,of Minneapolis, will engage in the manufacturingof a device to protect jewelers against the theft ofrings. It consists of a self-locking tray whichwill not allow the removal of more than one ringat a time. The company has been in businessin other lines for some time and has just taken upthis enterprise. The concern had under considera-tion a removal to Eau Claire, Wis., but has de-cided to remain.
The display window of Cohen Brothers, 412Nicollet avenue, Minneapolis, was recently robbedof a tray of rings and one of spectacles, the thiefsucceeding in prying off a piece of plate glasswhere a crack had started. A coincidence is thatduring the evening Meyer B. Cohen had passedthe store about 9 p. m., and noticing the displayconcluded that it contained too many goodswhich were attractive to cracksmen. He, there-fore, removed from the window three trays ofwatches and rings and placed them in the vault.The result, therefore, was only a loss of $25.

SAN FRANCISCO

Wholesalers Enjoy an Exceptional October Busi-
ness—Conditions Unaffected by Election—An
Immense Holiday Trade Assured

San Francisco, Cal., November 9.—October
proved one of the best months in the history of
the wholesale jewelers in this city. Our previous
predictions relative to a good strong closing of
1912 are coming true notwithstanding the recent
political upheaval. This period of strife which we
have gone through every four years has lost its
old-time bug-a-boo. The modern merchant of
today plans his business along progressive lines
and little matters like political upheavals do not
affect business generally. We have had a few
early rains on the Pacific Coast which have been
very beneficial to our vast farming interest, and
your correspondent can see no reason for any
backward movement in commercial life.
A. H. Rosenberg, formerly with L. A. Schaefer,Pendleton, Ore., has accepted a position with Wall& Dougherty, retail jewelers of Honolulu, T. H.Turner & Hobish have succeeded to the oldestablished retail jewelry business of W. H. Hunt,in Eureka, Humboldt Company, Cal.
The J. W. Edmonds Jewelry Company, whohave been doing a wholesale business in Salt LakeCity for the last fifteen years, have closed up theirestablishment in that city and reopened in SanDiego, Cal.
E. Evatt, who was connected with Thos. Lundybefore the fire for a great many years, has gone intobusiness for himself and has opened a very attrac-tive set of offices in the Kamm Building, 717Market street, San Francisco.
W. A. Williams, the retail jeweler of Oroville,Cal., was called away from his business suddenlya short time ago to attend the funeral of his sisterin Los Angeles. Miss Williams passed away after

having been seriously burned. THE KEYSTONEwishes to join in extending sympathy to thebereaved family.
Ray E. Baum, the retail jeweler of Vacaville,Cal., was among the out-of-town tradesmen seenbuying in the local wholesale market.The Reno Jewelry Company, of Reno, Nev., isthe newest retail jewelry establishment to beopened in this mining center. Their entire open-ing bills were bought from the different whole-salers in San Francisco.
R. H. Wade, the retail jeweler of Elma, Wash.,attended a moving picture show a few nights ago.He had in his pockets, at the time, diamonds to thevalue of one thousand dollars. These were an-nexed by somebody in the audience, as Wade failedto find them when the lights were turned on.Hon. Eugene Wachhorst, the district attorney ofSacramento, Cal., paid San Francisco an officialvisit recently and while here bought extensivelyfor the pioneer retail jewelry firm of H. Wach -horst & Co., of K street, Sacramento.E. A. Fano, our old San Francisco retail jewelerwho is now located at Bakersfield, Cal., spent aweek in this city calling upon his many old friends.A. T. Connard, the oil magnate of Taft, Cal.,was in San Francisco a few days ago looking intothe show-case question. This enterprising retailjeweler has enlarged his store and it is to be en-tirely refurnished.
Greenwald & Adams, the well-known railroadinspectors, of Tucson, Ariz., have opened two newretail jewelry stores at division points, Elpame,and Mazatlan.
H. C. Paulson, the retail jeweler of Sonora, Cal.,made his annual buying pilgrimage to this cityearly in November.
Mrs. L. Eaves, who has been established in theretail jewelry business at Santa Barbara, Cal., fora number of years has taken into partnership H. H.Harris.
0. F. McCarthy, who has been associated withC. A. Daunt in the retail jewelry business, has goneinto business for himself at Manteca, Cal.W. A. Mosgrove, our retail jewelry friend fromFresno, Cal., was among the out-of-town buyersin this city a few days ago. Mr. Mosgrove reportsthe outlook for Xmas business as the best in manyyears in his section, as the farmers of the SanJoaquin Valley have had abundant crops.L. C. Swain has opened a new retail jewelry storeat Spreckles, Cal. This progressive merchant wasformerly located in Oakland.
Leo Ball, the retired retail jeweler, contemplatesgoing back into the game again and is lookingfor a location in Portland, Ore. He formerlyconducted a jewelry store in Bay City, Ore.
P. W. Andrews, who was formerly located inLos Angeles, has opened a new retail jewelry storein Inglewood, Cal.
A. C. Bruce is receiving very favorable commentupon the appearance of his new jewelry store whichis located at 653 South Hill street, Los Angeles.D. C. Davison, the retail jeweler of Modesto,Cal., was one of the out-of-town buyers who tookadvantage of a week-end to come into this cityto replenish his stock for the Xmas Holidays.F. W. Bertram has opened a new jewelry storein Marshfield, Ore. This gentleman for a numberof years was associated with Shreve & Co., SanFrancisco.
H. D. Sharpe has bought out the retail jewelrystore of F. H. Albert, Lodi, Cal.
R. M. Lee, formerly of San Diego, Cal., hasopened a very attractive new jewelry store atBeaumont, Cal.
J. 0. McClintock is one of the latest arrivalson the Pacific Coast. He was formerly in theretail jewelry business in Chugrin Falls, Ohio. Hehas just opened a new establishment in Holly-wood, Southern California.
Paul Benson has opened a new retail jewelrystore at 129 Fifth street, San Pedro, Cal.Simon Burnett, of Burnett Brothers, who con-ducts retail jewelry stores in Aberdeen, Chehalis,and Seattle, paid this city a visit and while herecombined pleasure with business by buying ex-.tensively for the Xmas needs of the three foregoingmentioned stores.
The following out-of-town retailers were seenbuying in the local jobbing houses: Alec Carlson,Fort Bragg; R. R. Young, Willows; B. S. Witham,Colfax; C. J. Noack, Sacramento; L. A. Dollner,Visalia; D. C. Davidson, Modesto; J. G. Fetzer,Weaverville; C. C. Weindeck, Red Bluff.
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ST. PAUL AND MINNEAPOLIS

Election Over, all Prepare for big Holiday Business
—Device to Protect Jewelers Against Theft—
Several Changes of Location Among Local
Trade

St. Paul, Minn., November 8.—This section
of the country is in excellent condition for a fine
Holiday trade. Even at the height of the election
campaign the usual slump in business was not
manifest, but on the contrary there was a continu-
ous improvement as is shown by the bank clearings
of the Twin Cities, due to the bumper crops
throughout the northwest.
Some trouble has been experienced in harvesting

the crops in some sections, on account of the ex-
cessive rains. Snow has been reported in some
parts of North Dakota, to the extent that traffic
was delayed several hours on some of the railroads.
Several out-of-town retail jewelers were seen in

the Twin Cities during the past two weeks and all
report business as being good with the prospect of
this being their banner year.
C. I. Kaliher, formerly with Sischo & Beard, of

St. Paul, has opened up a trade watchmaking shop
at 138 East Sixth street, St. Paul. Mr. Kaliher
has had several years experience in the watch-
making business and about two years in the ma-
terial business, which together with an extra-
ordinary mechanical ability makes him well pre-.
pared to take care of any repairing that may come
to him. Mr. Kaliher is one of the most conscienti-
ous workmen to be found among the trade, it
being his aim to give the very best possible service
to all. He was married October 29 to Miss Rachel
M. Townsend of Priceton, Minn., his former
home. The wedding took place in St. Edward's
Catholic Church at 8.30 a. m. A wedding break-
fast was served at the home of the bride at 9.30
a. m., after which the bride and groom left for St.
Paul, where they will make their home. We join
their many friends in wishing them a future filled
with happiness and prosperity.
Henry Smith, a resident of St. Paul for many

years, and formerly a manufacturing jeweler, died
at Bethesda Hospital, recently after a very long
illness. Until Mr. Smith was stricken a year ago
with paralysis he was connected with the city
engineer's department in the Building Inspector's
office. He was sixty-six years of age and is sur-
vived by his widow and two sons.
H. S. Ball, of St. Paul, has gone to Pipe Stone,

Minn., where he has accepted a position as watch-
maker with Johnson & Taylor.
H. J. Wagner, watchmaker for Frank Lueck of

Devils Lake, N. D., was in the Twin Cities during
the past two weeks calling on the trade and looking
after other business matters.
F. H. Straub, of Fergus Falls, was in the Twin

Cities during the last two weeks on business in
behalf of the Minnesota Retail Jewelers' Asso-
ciation of which he is the president.

Albert Meyer, of Albert Lea, Minn., was seen
in the Twin Cities during the past two weeks
looking after business interests.
H. 0. Schlender, of New Ulm, was in the Twin

Cities recently attending to business matters.
Oscar Holmes, of Minneapolis, has leased a

building in Hastings, Minn., in which he will opena new jewelry establishment.
F. W. Wood, manager of the Chicago brEinch of

the National Jewelers' Board of Trade, has been inthe Twin Cities during the past week.
A. S. Black recently purchased the Embrik-

Hanson Jewelry stock at Fairfax, Minn.
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Pearly H. Nordland, a jeweler at 2502 Central
avenue, Minneapolis, was married recently.
The friends of W. C. Leber, of Minneapolis,

will regret to learn of the death of his daughter
Mrs. Leona Lola Wanons, which occurred re-
cently after a brief ilness.
Paul Pettit, of Fort Worth, Texas, recentlyvisited in the Twin Cities.
J. J. Birkebak, of Lester Prairie, Minn., wasrecently visiting in the Twin Cities buying goodsand attending to other business matters.
A. Beckedorff, who has been with White & Mac-Naught, of Minneapolis, for a number of years, hasrecently gone to Valley City, North Dakota,where he has taken a position with Fritch & Co.,as manager of the store.
F. L. Bosworth, of the F. L. Bosworth Company,Minneapolis, was recently elected president of theNorthwestern Wholesale Jeweler's Association.Roy Beard, of Beard Brothers, St. Paul, waselected secretary.
The Dahl Manufacturing & Sales Company,of Minneapolis, will engage in the manufacturingof a device to protect jewelers against the theft ofrings. It consists of a self-locking tray whichwill not allow the removal of more than one ringat a time. The company has been in businessin other lines for some time and has just taken upthis enterprise. The concern had under considera-tion a removal to Eau Claire, Wis., but has de-cided to remain.
The display window of Cohen Brothers, 412Nicollet avenue, Minneapolis, was recently robbedof a tray of rings and one of spectacles, the thiefsucceeding in prying off a piece of plate glasswhere a crack had started. A coincidence is thatduring the evening Meyer B. Cohen had passedthe store about 9 p. m., and noticing the displayconcluded that it contained too many goodswhich were attractive to cracksmen. He, there-fore, removed from the window three trays ofwatches and rings and placed them in the vault.The result, therefore, was only a loss of $25.

SAN FRANCISCO

Wholesalers Enjoy an Exceptional October Busi-
ness—Conditions Unaffected by Election—An
Immense Holiday Trade Assured

San Francisco, Cal., November 9.—October
proved one of the best months in the history of
the wholesale jewelers in this city. Our previous
predictions relative to a good strong closing of
1912 are coming true notwithstanding the recent
political upheaval. This period of strife which we
have gone through every four years has lost its
old-time bug-a-boo. The modern merchant of
today plans his business along progressive lines
and little matters like political upheavals do not
affect business generally. We have had a few
early rains on the Pacific Coast which have been
very beneficial to our vast farming interest, and
your correspondent can see no reason for any
backward movement in commercial life.
A. H. Rosenberg, formerly with L. A. Schaefer,Pendleton, Ore., has accepted a position with Wall& Dougherty, retail jewelers of Honolulu, T. H.Turner & Hobish have succeeded to the oldestablished retail jewelry business of W. H. Hunt,in Eureka, Humboldt Company, Cal.
The J. W. Edmonds Jewelry Company, whohave been doing a wholesale business in Salt LakeCity for the last fifteen years, have closed up theirestablishment in that city and reopened in SanDiego, Cal.
E. Evatt, who was connected with Thos. Lundybefore the fire for a great many years, has gone intobusiness for himself and has opened a very attrac-tive set of offices in the Kamm Building, 717Market street, San Francisco.
W. A. Williams, the retail jeweler of Oroville,Cal., was called away from his business suddenlya short time ago to attend the funeral of his sisterin Los Angeles. Miss Williams passed away after

having been seriously burned. THE KEYSTONEwishes to join in extending sympathy to thebereaved family.
Ray E. Baum, the retail jeweler of Vacaville,Cal., was among the out-of-town tradesmen seenbuying in the local wholesale market.The Reno Jewelry Company, of Reno, Nev., isthe newest retail jewelry establishment to beopened in this mining center. Their entire open-ing bills were bought from the different whole-salers in San Francisco.
R. H. Wade, the retail jeweler of Elma, Wash.,attended a moving picture show a few nights ago.He had in his pockets, at the time, diamonds to thevalue of one thousand dollars. These were an-nexed by somebody in the audience, as Wade failedto find them when the lights were turned on.Hon. Eugene Wachhorst, the district attorney ofSacramento, Cal., paid San Francisco an officialvisit recently and while here bought extensivelyfor the pioneer retail jewelry firm of H. Wach.-horst & Co., of K street, Sacramento.E. A. Fano, our old San Francisco retail jewelerwho is now located at Bakersfield, Cal., spent aweek in this city calling upon his many old friends.A. T. Connard, the oil magnate of Taft, Cal.,was in San Francisco a few days ago looking intothe show-case question. This enterprising retailjeweler has enlarged his store and it is to be en-tirely refurnished.

Greenwald & Adams, the well-known railroadinspectors, of Tucson, Ariz., have opened two newretail jewelry stores at division points, Elpame,and Mazatlan.
H. C. Paulson, the retail jeweler of Sonora, Cal.,made his annual buying pilgrimage to this cityearly in November.
Mrs. L. Eaves, who has been established in theretail jewelry business at Santa Barbara, Cal., fora number of years has taken into partnership H. H.Harris.
0. F. McCarthy, who has been associated withC. A. Daunt in the retail jewelry business, has goneinto business for himself at Manteca, Cal.W. A. Mosgrove, our retail jewelry friend fromFresno, Cal., was among the out-of-town buyersin this city a few days ago. Mr. Mosgrove reportsthe outlook for Xmas business as the best in manyyears in his section, as the farmers of the SanJoaquin Valley have had abundant crops.L. C. Swain has opened a new retail jewelry storeat Spreckles, Cal. This progressive merchant wasformerly located in Oakland.
Leo Ball, the retired retail jeweler, contemplatesgoing back into the game again and is lookingfor a location in Portland, Ore. He formerlyconducted a jewelry store in Bay City, Ore.
P. W. Andrews, who was formerly located inLos Angeles, has opened a new retail jewelry storein Inglewood, Cal.
A. C. Bruce is receiving very favorable commentupon the appearance of his new jewelry store whichis located at 653 South Hill street, Los Angeles.D. C. Davison, the retail jeweler of Modesto,Cal., was one of the out-of-town buyers who tookadvantage of a week-end to come into this cityto replenish his stock for the Xmas Holidays.F. W. Bertram has opened a new jewelry storein Marshfield, Ore. This gentleman for a numberof years was associated with Shreve & Co., SanFrancisco.
H. D. Sharpe has bought out the retail jewelrystore of F. H. Albert, Lodi, Cal.R. M. Lee, formerly of San Diego, Cal., hasopened a very attractive new jewelry store atBeaumont, Cal.
J. 0. McClintock is one of the latest arrivalson the Pacific Coast. He was formerly in theretail jewelry business in Chugrin Falls, Ohio. Hehas just opened a new establishment in Holly-wood, Southern California.
Paul Benson has opened a new retail jewelrystore at 129 Fifth street, San Pedro, Cal.Simon Burnett, of Burnett Brothers, who con-ducts retail jewelry stores in Aberdeen, Chehalis,and Seattle, paid this city a visit and while herecombined pleasure with business by buying ex-tensively for the Xmas needs of the three foregoingmentioned stores.
The following out-of-town retailers were seenbuying in the local jobbing houses: Alec Carlson,Fort Bragg; R. R. Young, Willows; B. S. Witham,Colfax; C. J. Noack, Sacramento; L. A. Dollner,Visalia; D. C. Davidson, Modesto; J. G. Fetzer,Weaverville; C. C. Weindeck, Red Bluff.
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CINCINNATI

THE KEYSTONE

Business Lull Coincident with Election, but
Prospects Bright for Fine Holiday Trade—Local
Wholesalers Cultivating Spirit of Fraternity for
Mutual Benefit

Cincinnati, November 11.—Trade, which hadbeen maintaining a remarkable early Fall pace,slumped a little as election day approached. Manu-facturing, it is true, is continuing with greatstrength, but jobbing is only fair. The early work ofthe jobbers has been so heavy that some of themlook for the later Fall to be less active than usualas they find their customers heavily stocked.Retail, which for a time was going nicely, is nowrather weak in this city. In spite of their increas-ing cost, diamonds continue very popular and areselling well in many forms. The Fall continuesto hold great promise, and as one retailer expressedit, he could tell by the attitude of people who camein to look over goods that Holiday sales were goingto be good.
Local members of the National WholesaleJewelers' Association, who some time ago organizedinto an active body for the mutual advantages tobe derived from such association, have enteredinto the scheme with great zeal and enthusiasm.The members are holding regular monthly meet-ings and at each of these they have assemblednearly the entire membership of twenty. TheNovember meeting will be held at the SintonHotel the evening of the 14. The members lookforward with pleasure to having J. M. Mason, ofKansas City, with them as guest of honor. Mr.Mason is the newly appointed field secretary ofthe National organization. Besides the feastof oratory which is being prepared the committeeis arranging to have the Sinton set an elaboratebanquet.
The Fruh & Schneider jewelry store, at Brightonin the west end, joined a number of other businesshouses in that district election night in a schemeto flash the election returns on a big screen andto present timely little ads to the crowd. Manythousands of people thus were made familiar withthe goods sold in their immediate neighborhood.October 25 Gus Schneider celebrated the com-bined anniversaries of his birth and marriage; hehad been married a year, but in regard to his agewould only confess to more than twenty-one years.John B. Osthoff and William Pflueger, JosephNoterman & Co., interrupted their trips to returnhome for election day. Mr. Osthoff was in Indianaand sets out after the election for the northwest;Mr. Pflueger was in Missouri and will go to thesouth and southwest.
C. I. Josephson, Moline, Ill., moved into hishandsome new store the first of November. Heis now located in a new building and has fitted hisplace out with most luxurious equipment.
Brown McGill has accepted a position with theMiller Jewelry Company. George Hovekamp,formerly with that firm, is no longer in the trade.Bert Ganz left the first of the month for a long tripthrough Missouri, Iowa and Nebraska.
Miss May Richen, who has been associated withRichter & Phillips for a number of years, onThanksgiving Day will marry Louis Hehman.The young couple have been asked to be theguests of honor at a reception and dance whichthe firm's employes will hold the evening of the8 in the "auditorium" of the R. & P. building.Mr. and Mrs. C. M. Haynes, of Chillicothe,were in town the first of the month and spent sometime calling on the jobbers.
J. Ramser, Rock Island, Ill., has bought a newbuilding and equipped a beautiful store in the mostup-to-date fashion.
J. C. Perrick, Springfield, Ill., has closed out hisold stock and fixtures and is moving into hishandsome new quarters.
Last May contractors, who were excavatingfor the foundation of the six-story concrete businessbuilding which W. S. P. Oskamp was preparingto build on Race street south of Ninth avenue,found that the wall of the building adjoining wasdefective and would have to be strengthened orreplaced. At that time Mr. Oskamp called theattention of the building commissioner to the walland it was condemned. Nothing was done bythe owner of the building and finally, after thecommissioner had been appealed to a number oftimes, the matter was taken to court. Mr. Oskamp

was favored but, at the instance of the court, thelitigants got together on the matter. Mr. Oskamp,the contractor and the owner of the building eachagreed to pay $400 towards the work. The ownerthen put a few men on the job and their work wascondemned by the commissioner. After severalmore weeks of delay the matter is now back incommon pleas court with prospects of prolongedlitigation. Mr. Oskamp is losing a great deal ofmoney in the delay; as he is deprived of the useof the new structure and will be forced to movefrom his present location before his new buildingcan be completed.
A. B. Cachadal, with the Charles Swigart Corn-pany, was married November 4. His bride wasMiss Jeanette Imwalde, a Covington girl. They willmake their home in Covington. The wedding cameas a distinct surprise to the young man's friends.Charles Glass and A. Solomon, with A. & J.Plaut, set out the middle of the month for longtrips in their respective territories. G. M. Brahamis home from a southern trip.
The store of the Pike Novelty and JewelryCompany in Covington was entered the night ofNovember 2 and a considerable amount of smallarticles taken. The thieves made their get-a-way.Buyers visiting local jobbers during the pasttwo weeks include: R. S. Weaver, Germantown;T. S. Eachus, Gallipolis; A. R. Mauppin, Jackson,Ky.; George P. Tiffany, Xenia; Charles R.Brown, Dayton; M. F. Conley, Louisville, Ky.;J. H. Rohlander, Evansville, Ind.; K. K. Parr,Rome, Ga.; C. G. Bryant, Tipp; Fred Bente],Hamilton; Edward Morrow, Lancaster, Ky.;F. A. Schweeting, Oxford; D. Adler, Lexington,Ky.; F. G. Meyer, Dayton.

ST. LOUIS
Passing of Election, Fine Weather and Big CropsBoom Trade—Prosperity on the Farm Greatestin Years—General Public in Buying Mood

St. Louis, Mo., November, 9.—General condi-tions in this territory are very good and satisfactionis expressed among all the jewelry trade. TheHoliday business is expected to be large. Favor-able weather conditions during most of Octoberhave led to a material enlargement of retail trade.There has been a steady withdrawal of funds byinterior banks from the central reserve cities ofSt. Louis, Chicago and New York. This has beencaused by the broadening of the inquiry for moneyat interior markets, which up to a fortnight agohad a sufficient surplus to permit of large loansbeing made on call in Wall street.
It is evident now that the country is doing alarge enough business to afford employment inbusiness channels for much of the surplus moneythat interior banks formerly loaned out away fromhome.
The average farmer in the territory around St.Louis is probably more prosperous now than hehas beer) in many years. He has received, or willreceive, a very high average price for his grain, andhe is in a position to pay off his mortgages or otherdebts, if he has them, and in addition, to supplyhis family with many luxuries.
James S. Sherman, vice-president of the UnitedStates, who died at his home in Utica, N. Y., onthe night of October 31, was an Elk, and MorrisEisenstadt, president of the Eisenstadt Manu-facturing Company and Exalted Ruler of the locallodge of Elks' sent a message to his wife conveyingthe sympathies of the members of the local lodge.C. F. Mathey, vice-president of the Mermod,Jaccard & King Jewelry Company, left October30 on a two weeks' hunting trip up in Illinois.W. C. Hines, salesman here for the Whelan-Aehle-Hutchinson Jewelry Company, for a numberof years has accepted a position with Spaulding& Co. of Chicago.
Moses Strauss, with Morris Bauman, the oldestjewelry salesman in the city, celebrated hisseventy-third birthday on November 1.
The Hess & Culbertson Jewelry Companyreceived the order for a handsome massive solidsilver loving cup made for Jacob Lampert of thiscity, Who is Grand Master Mason of the MissouriMasonic fraternity, and which was presented tohim by his masonic friends.
A. F. Deitz has accepted a position as salesmanfor the F. W. Drosten Jewelry Company.George Oberting, formerly of the firm of Blank-
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enmeister, Oberting & Co., has accepted a positionwith the St. Louis Clock & Silverware Company.L. Harris, president , and Samuel Kober, vice-president of the Harris Diamond Importing Com-pany, left November 5 on a ten days' southerntrip. E. H. Epstein, secretary of this concern,returned October 27 from a ten days' western trip.James J. Burke, president of the Brooks Jewelryand Optical Company, returned late in Octoberfrom a ten days' sojourn at French Lick Springs,Ind. He was accompanied by his wife.Mack M. Burnstine, the diamond dealer, andhis salesman, J. Silberman, returned October 30from a three weeks' southern trip.
Ralph Loewenstein, of the R. LoewensteinJewelry Company, left October 27 on a two weeks'trip through Missouri and Arkansas.M. Stiffelman, of M. Stiffelman & Co., returnedfrom a two weeks' western trip.
Max L. Weiss, of Weiss & Fassett, returnedNovember 2 from a three weeks' trip to Texaspoints. L. A. Fassett, of this firm, was on a juryfor a week recently.
G. E. Lemley, traveler for the Weidlich JewelryCompany, was called home from his western tripon October 30 on account of the death of his littledaughter at his home in Cape Girardeau, Mo.He has left to complete his trip. Lawrence Obert-ing, traveler for this firm, left recently on aseveral weeks' northern trip.
J. E. Riley, traveler for the W. F. KemperSupply Company, returned October 29 from aten days' trip through North Missouri. He alsomade a short trip to Monett, Mo.
Samuel A. Cheatham, convicted of the murderof George Wurzberger, secretary of the Cow-perthwait Jewelry Company, one night last winter,and sentenced for life at his trial, made an appealthrough his lawyer to be sent to an insane asylum.The judge held that he had no power to changethe verdict that had been given by the jury and onOctober 31 Cheatham was taken to the StatePenitentiary at Jefferson City, Mo., to serve hissentence.
The corner stone of the new $150,000 buildingof Moolah Temple, of the Ancient Order of Noblesof the Mystic Shrine of North America, waslaid with imposing ceremonies according to theritual of the order, at 12.30 a. m., the night ofOctober 31. Several of our most prominentjewelers are members of this temple.H. Estinghausen, president of the AttleboroJewelry Company, has left on a six weeks' trip toCuba.
George Petter, of Hannibal, Mo., and wife,spent several days here recently.
M. Rosenberg, formerly located at 1819 Frank-lin avenue, is now located at 815 Franklin avenue.William Ash, formerly located in the EquitableBuilding, has opened a jewelry store at 1306Franklin avenue.
Joseph Auer, traveler for the Bauman-MassaJewelry Company, left October 30 on a long south-ern trip. W. E. Susong, traveler for the same con-cern, left the same day on a several weeks' northerntrip.
The South Broadway merchants held a bargainweek from October 28 to November 2 and it was agreat success. A day before the week openedmore than 100 automobiles toured the streetsof that section announcing the opening of "Bar-gain Week" the following day. All the jewelersin that locality participated.
The Franklin Avenue Business Men's Improve-ment Association held a banquet at Lippe's Cafe,recently and many new plans for advancementand improvement of the avenue were launched.The banquet was given in celebration of the recentsuccessful exposition given by the association.Several jewelers are members.
Well-known visitors here during the week were:C. A. Toelle, Litchfield, Ill.; Martin Wolff,Murphysboro, Ill.; C. H. Giesecke, Trenton, Ill.;W. L. Prevallet, Perryville, Mo.; Mrs. C. Burck-hardt, Red Bud, Ill.; Mr. Allen, Allen JewelryCompany, Roodhouse, Ill.; A. H. Cox, Monett,Mo.; C. M. Harrington, Kirksville, Mo.; CharlesGardner, Sorento, Ill.; J. H. Smythe, Fort Smith,Ark.; George A. Tetley, Farmington, Mo.; W. H.Jahn, Pacific, Mo.; Roy Goulding, Alton, Ill.;H. R. Stevens, Nevada, Mo.; E. E. Lawrence,Doniphan, Mo.; E. Humphreys, of New YorkJewelry Company, Memphis, Tenn.; J. E.Mitchell, of Mitchell-Geer Jewelry Company, FortWorth, Texas.
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StraightTalktoDealers
j '? Demand vs. Profit

Your indifference may mean a slow, unprofitable season.
Your prompt action will mean a brisk, profitable season.

Think, Reason, Act
An article may have a big demand, yet yield a mighty small, unsatisfactory profit.

Another article may yield a big profit, but have a small, unimportant demand.

Neither is satisfactory; neither is profitable.

The logical article is the one with a big demand and yielding big profits. It is a pleasure to

sell that sort of merchandise. Big profits made quickly and continuously, mean expansion,

activity and enthusiasm in your trade. There is one article that has a world-wide reputation,

a large, continuous demand, provides for the dealer steady and satisfactory profit, draws the

best class of trade to his store, helps to build his reputation, and makes him a factor with

the largest and one of the most reliable manufacturers in the trade.

That Article is

Wa.

Fo

The World's Standard

Regular,
Plain or
Chased,

$2.50 up.

Regular,
Silver Fili-
gree, $5.00,

up.

Regular,
G. M. M.
14kt. Gold
$8.00 up.

Safety. Plain
or Chased,
purse size,
$3.00 up.

Made in

Regular, Safety and
Self-Filling Types

The sale of the three standard types
in this line is stimulated by their
constantly larger annual use. Their
superior quality becomes bet t er
known. Every fountain pen demand
can be satisfactorily fulfilled through
a single investment in Waterman's
Ideals. There is a larger fountain
pen trade that can be had in your
locality.

Write for catalogues and Christmas
trade aids. Stock and sell the genuine.

L. E. Waterman Company
173 Broadway :: New York Safety,

Sterling
Silver Scroll

115 S. Clark St., Chicago. 17 Stockton St., San Francisco $6.00 up.
24 School St., Boston. 107 Notre Dame St., W., Montreal.

Safety, plain
or Chased,
pocket size,
$3.00 up.

Self-Filling,
Plain or
Chased,
$2.50 up.

Regular,
G. M.

Gold Band-
ed, $3.50 up.
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The Moving Picture Idea
in Retail Advertising

The moving picture show is some-
times called the "Poor Man's Theatre."
The King of England is not a poor man,
but such is the fascination that the moving
picture show has for King George that he
and Queen Mary visited one of them a few
weeks ago in London like ordinary mortals
and heartily congratulated the manager
of the "Movie" on the excellence and in-
terest of his exhibition. It stands to rea-
son that an institution which has latent
in it such phenomenal possibilities for
amusement and instruction must become
in a very short time one of the most essen-
tial instruments of p.ipular recreation and
education. Already the cinematograph
record of the events of the week all over
the world surpasses in popular apprecia-
tion all the illustrated weekly newspapers
in the world put together.
On this account the cinematograph, to

give it a scientific name, has become the
greatest and perhaps the most successful
advertising medium within the reach of
the retail merchant. The fact can be
demonstrated in any city which has a
"Movie" that on any day of the week
seven out of every ten women who go
shopping wind up by a visit to the mov-
ing picture show. It is its popularity
with women that has established the
value of the moving picture show as an
advertising medium.

Advertising the Store

How can the moving picture show be
utilized in store advertising? Nothing is
simpler. The moving picture machine
does not permit the films of two separate
rolls representing two separate subjects
to be run off continuously. There is an
interval between the exhibition of the
films of an appreciable time, a minute at
least, and sometimes two or three min-
utes, and it is during these intervals that
retail advertisements can be exhibited
and with great effect. The advertise-
ments thrown on a screen in the inter-
vals between the exhibition of the films
must be read by those in front. And
these audiences number from three hun-
dred to, in some cities, three thousand
persons each day during six days of the
week. These advertisements are read
while the mind is alert, expectant, recep-
tive. Every advertiser knows the value
of placing advertisements next to reading
matter in the newspapers. He is pre-
pared to pay an additional price for the
privilege. In the moving picture show,
the advertiser has a still more stimulat-
ing aid in his advertisement than the
reading matter of a newspaper—he sees

the living reproduction of the news event
itself.
An advertisement on a slide is not

something that can be taken away and
read at leisure. Furthermore, the adver-
tising screen is visible to the audience
for thirty or sixty seconds, as the case
may be, and in that time the advertise-
ment must do its work, or its value as
an advertisement is lost. Therefore, it
must be pithy, to the point, compelling,
so that those who see it not only read it,
but also have it clearly impressed in their
memory. In other words, it must be
suggestive, attractive, memorable. The
wording on the slide to be used in a mov-
ing picture screen should be limited to
twenty words. In this connection, how-
ever, conditions will differ according to
the size of the screen and the distance at
which the audience may be seated from
it, but the general principle that the
wording on the screen must be confined
to twenty words or so holds good.

The Advertising Slides

As the same people generally go to
the same place two or three times a week,
it is important to have a sufficient num-
ber of slides so that a change can be made
every two or three days.
The moving picture advertising slides

are advertisements, and the oftener they
are changed the more successful is the
drawing power. When the same slide is
used too frequently, it becomes monoton-
ous, which amounts to a waste of the
rental of the screen. The merchant who
advertises in the moving picture shows
should have a sufficient number of slides
to renew them every two or three days;
or if he is advertising at two or three
shows in the same locality he can move
them around.
The fact that large manufacturers

are buying thousands of dollars' worth of
slides and sending them all over the
country, is a sufficient indication of the
value which they attach to this form of
advertising. National advertisers are
paying particular attention to the smaller
cities that are unable to support a daily
newspaper, but which have moving pic-
ture shows that are well supported.
When the slides are furnished to the

merchants who advertise the manufac-
turer's goods, the slide naturally follows
the general advertising plans of the manu-
facturer, leaving space only for the mer-
chant's name and local address at the
bottom of the slide. But as these slides
have as a rule the merchant's name only
scrawled in ink, in many instances really
disfiguring what would otherwise be an
effective slide, the merchant not unrea-
sonably is dissatisfied and takes off the
slide advertisement and has one made to
his own liking. It is a short-sighted pol-
icy on the part of the national advertiser
to use inartistic slides or exhibit disfig-
ured slides. It is a worse advertising pol-
icy to use wornout printing plates. In
neither case can satisfactory results be
expected.
The Kansas City Slide Company of

Kansas City, Mo., through whose cour
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tesy we are showing many original slides,
have invented a name-strip on which
the dealer's name is printed on a trans-
parent material in neat, regular type,
so that when it is used it gives the manu-
facturer's slide an artistic and attractive
finish. This strip is interchangeable. It
can be taken off at will and used on as
many slides as desired.
From the standpoint of expense, the

advertising slide is really one of the
cheapest forms of advertising. Space can
be rented from $2 to $12 per month, ac-
cording to the size of the town, location
and popularity of the house. The average
charge is between $3 and $4.
Turning to the expense of the slides,

the original cost is small, ranging from
50 cents to $1.00 each. For this sum the
merchant's individual ideas will be
adopted and worked out by any of the
many makers of advertising slides.

Value of Fine Store Fixtures

The first thing which people notice
when they are visiting in other towns,
and especially in a large city, is the hand-
some appointments of the stores there,
the artistic fixtures, all the arrangements
for their comfort and convenience, etc.,
and they naturally make a comparison
in their own minds between these stores
and the stores which they return to at
home says Retail Equipment. If the
home merchant has none of these modern
conveniences and sanitary fixtures, a
woman is very likely to arrive at the con-
clusion that he is not up-to-date. This
thought naturally leads to a disinclinations
on her part to patronize the home mer-
chant, and a growing tendency to do her
shopping elsewhere.
The store that will not make a judi-

cious investment in modern fixtures is
sure to instill a doubt in the minds of its
customers as to its methods.
In the early days of retailing, little im-

portance was attached to fixtures and
equipment. A stock of merchandise and
a place to keep it in were the primary,
and, indeed, the only considerations. To-
day the interest in equipment is hardly
secondary to that of the stock itself, and
there are few merchants who do not realize
the advantages to be gained from the
use of good fixtures. Those who do not
are ignoring the experience of the suc-
cessful merchants who have demonstrated
that modern fixtures are the best possible
investment which they can make. They
are good advertising, for they make the
store attractive, and while keeping the
stock in good condition, they also display
it to advantage—in fact, they actually
sell goods.
Through not realizing this fact, some

merchants have been forced to close their
doors because they persisted in ignoring
the lessons to be learned from the experi-
ence of others; they failed to understand
modern methods of retailing. Had they
acknowledged and accepted conditions
as they really existed they might have
checked their losses and even regained a,
profitable trade.
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LIBBEY
prestige, supple-
mented by our
national adver-
tising, is an im-
portant asset for
LIBBEY dealers.
Special displays
of LIBBEY Cut
Glass command
instant attention

Salesroom at Factory

The Libbey
Glass Co.

Toledo Ohio
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Four Reliable Men on Limited Trains
Reliable Watch They Carry

Unit on atch6-, The I

77Ie Railroad Thorthetper of America

and the

Hamilton
N.. 99Z

0) Engineer James Dempsey
of the Chicago, Milwaukee &
St.Pattl Railway's fine tntin,the
"Southwest Limited." Mr.
Dempsey says Ile would not
sell his Hatnilton at any mire
if Ile could not buy another.

F.ngineer C S. Conklin or
the Chicago Se Alton Railroad's
fast train, dm "Red Hummer."
At the time this picture was
taken almost every man of this
train's crew carried a Hamilton
Watch.

Over one half—zIrnost 56% of the Con-
(lotto., Engineers, Firemen and Train-
men oil American Railroads where
Official Time Inspection is enforced,
carry Hamilton Watches.
We arc always glad to receive letters

from Railroad Men who have been
pleased with the service they have re-
ceived from the Hamilton Watch.

Hamilton Watch Company
 IRMIL  ,,',̂91;5111IIENI11.1.11,.11.141711 1111111110111

ID Conductor F. M. Kelley
of the Chicago, Milwankee &
Sr. Paul Railway His train is
the "Southweat Limited."
We thank Mr. Kelley both
for his picture and some com-
pliments he paid his watch.

(4) Conductor J. L. Servis of the
"Golden 5t51[ Lipppiprpl train
of the Rock Island I.. vet Mr.
Servis says his Hamilton has
kept Prdert time from the day
of purchase—not requiring the
slightest setting or readjustment.

Write for qThe Timekeeper,"
• book about the Hamilton Watch that illus.

Dates and describes the various models.

Prices of Hamilton movements are $12.25 to

$n0.00. Complete watches, timed and adjusted

in the cases at the factory, from $18.50 to

$125.00. 12-Size sold complete only. Lead-

ing jewelers can supply a Hamilton movement

to fit your present watch case if you desire

Lancaster, Pennsylvania

One of our Magazine Advertisements

Our Advertising
THE facts that we are telling the public in

our advertisements of the Hamilton Watch
in the leading magazines are little short of
remarkable.

It makes the reader want a Hamilton when
he learns that over one-half (almost fifty-six
per cent) of the men on American railroads
maintaining Official Time Inspection carry the

"The Railroad Timekeeper of America"

You have probably been familiar for years

with the superlative accuracy of the Hamilton

Watch, but the effect of this news on the
public is going beyond our anticipations.
Remember that we are pioneers in establish-

ing fixed prices for watches—that we sell only
through legitimate retail jewelers.

Have you placed your order for the
new 17 Jewel 12 size Hamilton?

,A complet* price-list furnished to
retail jewelers upon application

HAMILTON WATCH COMPANY
Lancaster, Pa.

Noo.o.o.o.o.,04K•oona.aoo.o.c.o****G0000G000G000.s0000a.*****0
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INDIANAPOLIS

Brilliant Prospects for Christmas Trade—Immense Stocks Await Holiday Activity—
J. C. Walk & Sons' New Store—Exhibition of German Applied Arts

Indianapolis, Ind., November 8.—At this
writing, with the election over and the country
in ideal condition, the prospects for a fine Christ-
mas trade are really brilliant. The retail stores
are already most attractive with rich and varied
stocks for the great gift-giving season. A number
of brilliant weddings among "the smart set"
stimulated October sales very materially.
A trip through the leading stores fills one with

wondering admiration until one remembers the
rapidly growing wealth in both the city of Indian-
apolis and the large interurban cities. But the
city retailer knows his trade and has selected his
Christmas stock to meet its demands.

After many weeks of waiting and unfulfilled
promises on the part of the building contractors
on the Merchants' National Bank Building,
the unsightly shed and fence in front of the new
J. C. Walk & Son's store have been removed.
The removal of these barricades gave the public
its first full and unobstructed view of one of the
largest and handsomest jewelry stores in the west.
While it was decided to hold no formal opening
Mr. Carl Walk explained that every day was
opening day and that everybody was invited to
come in and view the firm's new quarters. The
mahogany fixtures, plain in design but rich in
beauty, the artistic electric chandeliers, the bril-
iant array of magnificent stock and the general
air of "tone" makes the Walk store a veritable
"quality shop." The almost square shape of the
large room admits of no dark or half hidden
corners and the entire store can be seen from any
view-point. Everything is of the most modern
and the best. It is doubtful if even the Walk
store ever before contained a richer or more
beautiful stock. This is especially noticeable in
the silverware department. Several completed
sterling silver dinner sets in both flat and hollow
ware are displayed. The old and faithful sales
force has been augmented by the addition of
N. E. Nelson, formerly with the Alvin Silver
Company; E. P. Scott, of Indianapolis, and
Miss B. Wilcox, recently from Cincinnati.
J. H. Reed is all ready to install entire new

fixtures and furniture; some delay has been met
with at the factory but the contract calls for the
placing of the new furniture by November 15.
The new fixtures will call for some changes in the
present arrangement of the storeroom, office and
workroom, but the plans are all carefully made
and by November 18 the store will have taken
on such wonderful improvements that its oldest
customers will have difficulty in recognizing it.
There will be little left of the present features
except the exterior and the display window. There
will be no changes in the efficient corps of sales-
people and workers.
The exhibition of German applied arts, at the

Herron Art Institute, has proven very interesting
to many who have given it detailed attention.
The exhibit was sent to this country on request,
to give some idea of the varied art activities of
Germany. It will be shown in several other cities
after leaving Indianapolis. Some of the pieces
of jewelry and bead work shown are really beauti-
ful, but most are disappointing, for American
craftsmanship in these lines has produced much
that is far more beautiful in both form and color.
A bead chain with a wild rose motif is worthy of
mention with its double strands very cleverly
connected. Most of the silver pieces shown are
fine in workmanship but hardly up to the American
standard of handwork.

Clark-Brown Company, manufacturing jew-
elers and expert watch and clock makers, have
begun business at 9-19 East Pratt street, under
auspicious conditions. Practical experience, good
financial backing and a thoroughly equipped
shop are among the firm's assets. A. A. Clark is a
man of practical experience in the watch and
jewelry manufacturing business; his partner,
E. F. Brown, is an enterprising young business
man, formerly of the Brown-Ketcham Iron Works
of this city. The business is located in a modern
building with separate rooms for the different
kinds of work; the watch room is entirely separate,

and free from all dust and dirt. All kinds of trade
work and special order work will be handled.
Miss Clara Baker, recently from Sheffield,

England, attracted much attention as she worked
in the window of The Best Plating Company,
349 Massachusetts avenue, October 26, hand
polishing and burnishing silverware. Miss Baker
has worked in a large Sheffield plate silverware fac-
tory and was one of the eighty-five burnishers
selected to work on the Queen's Jubilee silver
service. In England it is customary for a burnisher
to put his or her initials on every piece of work
that they have finished. The initials "C. B."
are recognized as those of an expert. Miss Baker
has also done much polishing on the well-known
saws manufactured by Atkins & Co. in both
their Sheffield and Indianapolis factories.

During the week of October, Oscar Zetterlof,
watch inspector with the Capital City Jewelry
Store, 133 East Washington street, made an in-
spection tour among the Section-hands of the New
York Central railroad between Indianapolis and
Linton, Ind. November 1, Oscar Zetterlof
and Lars Larsen began the Capital City Jewelery
Store's inspection of all watches carried by the
employes of The Union Railway System.
The F. & M. Jewelry Company will move,

January 1, from their present quarters in the
Traction Building, on North Illinois street, to
32-34 South Pennsylvania street, Century Build-
ing. The new quarters, in the heart of the whole-
sale district, are much larger and in every way more
suitable to the requirements of this rapidly grow-
ing jobbing house. Mr. Friedman, president of the
company, says their Holiday trade promises to
go way beyond their expectations.
The A. P. Craft Company have been too busy

with Christmas orders to pay as much attention
to their new quarters as they had hoped. However,
they are rapidly nearing completion, and orders
given for all new and modern work benches and
such fixtures as can be placed in position before
the final move. Mr. Craft says "the new shop is
going to contain the very best of everything. We
are eager to get moved, but will allow nothing to
interfere with our determination to give our cus-
tomers the best possible service during this their
busiest season."
F. M. Noe, who has been on the sick list for

some time is improving steadily but not set back
to regular hours. Charles Schneider is in charge
of the store. Sandford Stunkel, formerly with
Heller & Benton at Alexandria, Ind., has recently
been added to Mr. Noe's force of watchmakers.

J. W. Schmeltz, jeweler and optician, after
twenty-two years in the same location on South
Illinois street has moved to 57 Monument Place.
For twenty years Mr. Schmeltz occupied the same
ground floor room, and for the past two years has
been located upstairs, but the increased high rents
and improvements have driven most of the smaller
merchants to seek new locations. Mr. Schmeltz
was among the number and is certainly to be con-
gratulated upon the move as his new quarters are
an improvement, in every way, over the old one.

Louis Marone has sold his jewelry store, at
306 Virginia avenue, to Richard V. Riggle and
gone to take a position with a manufacturing jew-
elry house in Chicago. Mr. Riggle formerly con-
ducted a watch repair business in connection
with the manufacturing shop of E. M. Stevenson,
120 Virginia avenue.

Chris Bernloehr, of Bernloehr Brothers, Odd
Fellow Building, has recently purchased a fine
motor touring car. He says he is going to take life
a little easier and he is now in an excellent position
to do so. The jewelry firm has enjoyed a steady
growth. It is gradually working out of the regular
retail jewelry business into an exclusive diamond
and watch concern. As a dealer in local real estate
Mr. Bernloehr has acquired a number of valuable
pieces of city property.
H. A. Comstock proved his right to the title of

"expert fly-fisherman" one day recently when he
went a few miles down the river and returned with
a "catch" of bass that was both the envy and
admiration of his friends.
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J. P. Mullally has finished a number of improve-
ments on his store, 28 Monument Place. An
improved front, new tile floor and more space in
the window are features that have added materi-
ally to the appearance of the well-known Mullally
quarters.
A very striking Hallowe'en window, made en-

tirely of the Dennison products, attracted many
people to the book and stationary store of W. K.
Stewart on Washington street, the last week in
October.
F. M. Herron, who retired from the retail

jewelry business about a year ago, is greatly
improved in health. He has been giving his entire
attention to his real estate interests in this city,
but later contemplates entering the diamond
brokerage business with offices in the Merchants'
National Bank Building.

Charles Mayer & Co. have been awarded the
contract to furnish the complete silverware outfit
for the new Severin Hotel now in the course of
construction on South Illinois street. The order,
which is one of the largest ever given by a hotel
in the west, outside of Chicago, calls for a special
design, bearing the Severin Hotel crest, made by
the International Silver Company and includes
the entire service, in both flat and hollow ware,
from "soup to nuts."

Albert Zoller, head of the silverware depart-
ment of this firm, reports trade as very active,
the engraving department has been kept on the
jump getting out orders for the wedding season
and preparing for the Holiday rush. The engravers
are already working overtime. R. W. Sessig,
formerly with L. G. Goddard, at Ravena, Ohio,
has taken a position in the watch department.
L. W. Schneider, of the same department, enjoyed
a short vacation to his old home in Louisville, Ky.,
last month.

J. E. Reagan, general manager for Baldwin
Miller Company, made a business trip to Chicago
last month. Mr. Reagan reports business as very
good; although a little quiet at this particular
time. He considers the prospects for the Holiday
season as excellent.

Fritz Fromm has been a very busy. man getting
off the Christmas orders on special lines. He is
now well caught up except on certain lines of
imported ivory novelties. These have been a little
slow in reaching this country but are on the way.
Max C. Lang has secured the order for the 1913

class pins for the Shortridge High School, of
Indianapolis.
C. J. Smith, formerly located at Springfield, Ill.,

has opened a high class watch repair shop at 75
Baldwin Building. Mr. Smith has worked in the
Illinois Watch factory and makes a specialty of
railroad and high grade watches.
The many Indiana friends of Mrs. Anna Gilli-

land, for many years with S. T. Nichols and
Baldwin Miller Company; will be pleased to
learn that she is in the best of health down in
the sunny south. After leaving Indianapolis
Mrs. Gilliland was in Kansas City and El Paso,
but is now with Ewing Brothers, Atlanta, Ga.
While in El Paso, Mrs. Gilliland had an amusing
experience with a Mexican. He walked into the
jewelry store where she was employed and asked
to see a clock in the window. One clock had in
front of it a placard marked "Next Sale 2.30
P. M." That was the clock the Mexican wanted
but when it was priced at $6.50 he calmly placed
$2.30 on the counter and refused to pay more.
It took the united efforts of Mrs. Gilliland and an
interpreter to explain matters. She has been
wondering ever since what that same Mexican
would have done had he passed in the early morn-
ing and found the same clock placarded "Next
sale 10.30 A. M."
The L. R. Douglas School of Engraving con-

tinues to have a heavy enrollment of pupils in the
correspondence course and not a few of these are
women. Some truly remarkable progress has been
made by the lady pupils. One especially worthy
of mention is Mrs. N. S. Plank, of Plank & Co.,
Davenport, Iowa. She has but her spare moments
to give to the study, but has used them to such
excellent advantage that she is a "record" pupil.
Engraving has proven a most pleasant and profit-
able business for the women who have taken it up
that the number will surely grow. Among the
students enrolled last week were, Edward L.
Martin, Spencer, Iowa, and L. R. Poe, Lewisburg,
Ohio.

(Continued on page 2429)
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This Will Be the Busiest Season in Years
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St. Louis Clock & Silverware Co.
Exclusively Wholesale Jewelers

410 and 412 N. Seventh Street (Between Locust ST. LOUIS, MO.

November 15, 1912

PITTSBURGH

TJ-IE

Local Trade Approve of the Adoption of the Metric
Carat—Elaborate Preparation Made for Christ-
mas—Big Season Now Assured

Pittsburg, Pa., November 11.—Jewelers
throughout the city express gratification over the
adoption of a new metric system for weighing dia-
monds, as adopted recently by eastern importers
and diamond cutters assembled in New York.
John M. Roberts, president of the Pennsylvania
State Jewelers' Association, said the trade gener-
ally was quite enthusiastic in the adoption of a
general scale that simplified the diamond business
and makes it plainer to the purchasers, thus un-
doubtedly stimulating business.

Merchants already have large stocks available
for the Christmas trade and early indications are
that the season will be a splendid one. The firm
of J. M. Roberts & Son Company, has made ex-
tensive plans for the Yuletide buyers, and by
December 1 expects to have extra salesmen in its
employ that will raise the force to 120 persons.
Several dozen of the clerks employed in the city
for the holidays are University of Pittsburg stu-
dents. The secretary of the students' employ-
ment association will place from 300 to 400 young
men with stores and shops for the Christmas trade.

Fairest of November weather brought out many,
many thousand Pittsburgers election night, and
one of the foremost places in the city for presenting
the returns was the Dispatch billboard at the
Jenkins Arcade. Gillespie Brothers have a
jewelry store in this building, and the firm's mas-
sive sign divided attention with the news about
Wilson's election. The Press and the Dispatch
had bulletins near the E. P. Roberts & Son and the
Hardy & Hayes stores and the jewelry on display
in these shops attracted the passersby and received
praise.
As a result of the Hawkins estate tearing down

a four-story building at Smithfield street and
Oliver avenue to make way for the regrading of
Oliver avenue, as a part of the Hump improve-
ments, the Terheyden Company store now has a
corner location, and until a new building replaces
the one razed, the owners have painted a huge sign
on the walls of the Terheyden place. This sign
is four stories high, and covers walls almost eighty
feet deep, making it the largest display spot in the
central part of the city.
With the erection of the 25-story First National

Bank Building, Pittsburg has four downtown sky-
scrapers of practically one size, and many small in-
terests are dividing suites therein with steel and
coal companies. A few months ago one jewelry
firm moved into the Oliver building, and today it
was announced that hereafter the Lehman Jew-
elry Company hereafter would be quartered in the
First National Building.

Complete in every detail and a model that might
be followed to advantage by other firms in the same
business, the new store of the Rothstein Company
was opened last week in Johnstown. Mrs. Roth-
stein and her son, David, conduct the largest jew-
elry store in Johnstown. The building occupied
by the firm is in Main street and is one of the mo-
dern structures of that city. The Rothstein jew-
elry firm is an old and well-established one. Its
inception was at Bradford, Pa., in 1886, by Meyer
Rothstein. In 1889 a partnership was formed with
Jack and Louis Lippman, and branch stores were
established in Johnstown and Altoona. In 1903
the Rothstein family moved to Johnstown, Jack
Lippman went_to Los Angeles, Cal., and Louis
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Lippman to Altoona. In 1892 the Rothstein
firm bought the site upon which the new building
stands. Upon the death of Meyer Rothstein in
1906 Mrs. Rothstein took charge of the business.
The family is prominent socially in Johnstown.

Indianapolis

(Continued from page 2427)

I. H. Barnes, of Greenfield, Ind., was a welcome
buyer on this market last month. He expressed
himself as very sanguine about the prospects for a
fine Holiday trade.
The jewelry store of Ray McCarty, at Hope,

Ind., was entered by thieves last month. A few
watches and some jewelry were carried off but
fortunately most of the stock was in the safe.
In telephoning the news to Indianapolis friends
Mr. McCarty said it was the first bit of "bad
lock " he had had since starting in business at
his present location about a year ago. His friends
hope it will be his last bit of either bad luck or
bad lock.

The new store of George Homrighous, at Rich-
mond, Ind., was thrown open to the public Oc-
tober 26. The opening was a great success and
Mr. Homrighous received many compliments
upon his attractive store and beautiful stock.

Carl Brimhall, formerly of Summitville, Ind.,
stopped off at Indianapolis last month enroute
home from Canada and the great Lakes where he
spent the entire Summer. Mr. Brimhall was
in excellent health and on the outlook for a good
location in which to reenter the jewelry business.
Mr. Reitnenour, of The Reitenour Jewelry

Company, Union City, Ind., was an October buyer
on the local market, stocking up for Christmas.
C. N. Hetzner, Peru, Ind., visited his trade

friends in this city last month. While he came
primarily to attend a big Shriners' celebration he
found time to visit the jobbing houses where he is
always a welcome guest.

J. S. Cole of Cole & Son, Windfall, Ind., bought
a nice bill of Holiday goods on this market the
last of October.

Louis W Otto, a well-known jeweler of Craw-
fordsville, Ind., is receiving the sincere sympathy
of his many trade friends, upon the recent death
of his wife, Mary K. Otto, at her home in that
city. Mrs. Otto is survived by her husband and
three children.
H. E. Kinnear, of Marion, Ind., did some stock-

ing up on the local market late in October. Mr.
Kinnear reports business good and Holiday pros-
pects fine.

Joe Miller, who recently accepted a position as
watchmaker with The Opera House Jewelry Com-
pany, at Muncie, Ind., has returned to his former
location at Anderson, Ind.
Ikko Matsumoto, the well-known Japanese

jeweler of this city, recently turned out two very
unique and artistic bar pins. One was a wing-
shaped design with frame of oxidized silver set
with reconstructed rubies, sapphires and a genuine
Egyptian scarab. There are 71 carats in the
rubies which form the wings. The other pin
is fashioned in the form of a female with
Sphynx-like head, the outstretched hands holding
a scarab. The pieces are strictly Egyptian in
design.
A silver cup purchased from Charles Mayer &

Co., by H. E. Barnard, state pure food commis-
sioner, will be awarded at the Indiana State Apple
Show to be held here November 13 to 19. The
cup will be awarded for the best display of apples
grown at any state institution.

First Talk over the Telephone
It seems almost incredible that ten days should

elapse between the first conversation ever carried
on by word of mouth over a wire and the announce-
ment of it in the newspapers of the day. New
England Telephone Topics says that, however, was
the fact away back in October, 1876, when Pro-
fessor Bell used the telegraph line owned by the
Walworth Manufacturing Company, extending
from their office in Kilby street, Boston, to their
factory in Cambridgeport, a distance of about two
miles, for the first telephonic conversation in
history.
The night before this successful experiment took

place Professor Bell asked the night watchman
of the Walworth building whether he could use
that telegraph wire. The watchman told Pro-
fessor Bell that he would inquire of the head of the
firm and let the professor know the next morning
whether the privilege would be granted. Professor
Bell called at the office and was given permission,
the group surrounding him jeering at his "play
toy" and wondering what crazy notions he had in
his head.
One of the officers of the Walworth Company

recently told the writer that Mr. Bell had a con-
siderable bill with the Walworth Manufacturing
Company in 1876, and that he several times offered
to pay the bill in telephone stock. On the morning
when Professor Bell received permission to use the
telegraph wire he again offered enough stock at
twenty-five cents per share to pay the bill, but the
offer was scorned.
The experiment took place on the evening of

October 9, 1876, between Professor Bell and
Thomas A. Watson, the latter being located at
the Cambridge end of the wire. Each at his re-
spective post took notes of what was said and
heard, and a comparison of the two records is most
interesting as showing the accuracy of what was
then called the "electrical transmission" of their
conversation.
This experiment proved so successful, Mr. Bell

again offered to liquidate his debt with the Wal-
worth Company, quoting, not the twenty-five cents
per share of the day before, but a price of $2 per
share. It is reported that an explosion of laughter
followed. Professor Bell was told that his stock
was going up too fast and the offer was not
accepted.
On Thursday morning, October 19, the Boston

Daily Advertiser printed an account of the experi-
ment. The article was headed—" Telephony.
Audible Speech Conveyed Two Miles by Tele-
graph. Professor A. Graham Bell's Discovery.
Successful and Interesting Experiment. A Record
of the Conversation Carried on Between Boston
and Cambridgeport." The article states that the
" company's battery consisting of nine Daniel's
cells was removed from the circuit and another
of ten carbon elements substituted. Articulate
conversation then took place through the wire.
The sounds, at first faint and indistinct, became
suddenly quite loud and intelligent."

Electric Timing at the Olympic
Games

At the Olympic games at Stockholm there was
used a novel electric method for timing the runners
in some of the races, so as to get the exact time
made by the winner, and also to decide who crossed
the line first, even when the difference was very
small. The starter gave the signal by firing a
pistol and this was connected by electric wires with
two stop watches and these commenced to run for
taking the time. The start and finish were at the
same point, and across the track a light string was
stretched between poles and the string was also
connected with the stop watches for stopping
them. The first comer broke the string when
crossing the line so that the watches were stopped
and the exact time between start and finish could
be seen. Breaking the string also served to work
an electric device for the shutter of a camera
which was mounted just on the finish line and
above the judges' stand, so that the photographer
had an image of the winner when crossing the finish
line. This method is very useful in settling all
disputes.—La Nature, Paris.
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Iirouttb Ciiristmas you can sell almost as many fountain pens as
you can all the rest of the year. And if you carry MOORES — The Original

Non-Leakable you can sell many more of them than you can of any other kind.

If you are not carrying them now write us for terms etc. If you do stock them we will help you to sell them.

41 If you are carrying them now be sure that you have a good sized stock for the X'mas trade. Its going to be larger

than ever before. Get your share. 41 Our line of special gold and silver mounted pens for Christmas is most complete.

Special Christmas Boxes.

ADAMS, CUSHING & FOSTER, Selling Agents
168 Devonshire Street, Boston, Mass.

Fob No. 90564

Men's Belt Buckle No. 44128 Men's Belt Buckle No. 46—Shrine

MANY JEWELERS ARE MAKING MONEY
with our monogram and emblem novelties. Why not you?
They sell all the year round—and the margin of profit is
pleasing. Our catalogue No. 15 (just issued) is sent to the
trade with discounts on request. Write for it today.

CHICAGO ART METAL WORKS, 302 W. Lake St., Chicago, Ill.
INCORPORATED 1892 Fob No. 90647

Selling

Pianos
Doubles the

Profit
of Many

Jewelers

J
Pianos are the most profitable of all lines for hustling Jewelers,
and often pay better than their regular stock-in-trade. With our

agencies every requirement can be fully met in price and quality from medium

grade to the artistic. A full line of Grand, Upright and Player Pianos of distinctive
quality. Reliable houses solicited and small accounts welcomed.

  Owners and Operators of 

Briggs Piano Company
Merrill Piano Mfg. Company
Norris & Hyde Piano Co.

Established
1868

Established
1885

Established
1873
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BALTIMORE

THE KEYSTONE

Expectations of a Big Christmas Business Stimu-
lates Stock Purchasing and Holiday Prepara-
tion—A Budget of Interesting Happenings
Among the Jewelers

Baltimore, November 7.—Business in the jewelry
lines during the past six months has not been
particularly good but indications are that a good
Holiday trade is now at hand. Along Charles and
Baltimore streets business has not been so mark-
edly poor, but this is largely due to the fact that
the big houses on those thoroughfares can depend
on a certain line of trade all the year round. Lex-
ington street jewelers have expressed themselves
as dissatisfied with conditions in general and high
rents in particular, and if one of the leaders would
set the example it is pretty certain that all would
be glad to establish a Diamond Path in some other
neighborhood. The jobbers as a rule have had a
fair summer, and the Holiday demands are on
the rush order. The few manufacturing jewelers
report a very satisfactory run of business, and while
they are not overcrowd dd with work they have all
they comfortably can do.

Albert S. Smythe, who covers West Virginia and
Pennsylvania for J. Engel, has been home for
several days on account of the arrival of a little
girl at his home. She is declared to be 24-karat,
with a 23-jeweled movement and adjusted to
1,500 different positions.
W. L. Belcher, Jessups, Ga.; J. P. Taylor,

Emporia, Va.; J. S. Kreeger, Chestertown, Md.;
J. W. Jordan, Dunn, N. C.; W. F. Chears, San-
ford, N. C.; and W. F. Taylor, Herndon, Va.,
are among recent visitors to the wholesale district.
Maynard & Pryor, who established themselves at

Greenmount and North avenues, two years ago
have dissolved partnership. J. R. Maynard will
continue the business, G. H. Pryor retiring.
August Lemmert has left for Florida for the

Winter. His Fremont avenue store will be in
charge of Miss McInnaney, with Harry Langgood
and H. Mendeloff as assistants.
A. Lavene is adding new cases and other fixtures

to his Pennsylvania avenue store, and this week is
visiting the eastern shore.
The Gammie-Chaisty Company has dissolved.

S. Leo Gammie continues the business under the
name of The Gammie Company, and has added
mahogany fixtures and other attractive features.
Lee Lowe has joined the selling force of the store.
Frank Perssohn, president of the Baltimore

Optical Company, has been spending a few days
in his old home at Steubenville, Ohio. The
Gescheider Brothers, as well as Mr. Perssohn were
formerly with W. G. Spies of that city.

Recent business changes noted are the removal,
of Hyman B. Sinelsky from 105 North Ann street
to 913 North Gay street; the opening of a retail
store at 1035 North Gay street by Harry D.
Clogg, optical buyer at Stewart's; the location of
Miller & Cummings, a new firm of pawnbrokers,
on North Eutaw street; the opening of a new
pawnshop by Sol Rose, for many years with the
New York Loan Company, at Baltimore and Arch
street; the remodeling of Sachs & Sandler's store;
the remodeling of the Cut Rate Optical Co.
Building; the removal of Jules Duplain to a
new building on Clay street, and the removal of
Jacob Gammerman from 317 to 133 North Gay
street.

Recent marriages which have interested the
trade are those of Miss Sara Berman, of the
Berman Jewelry Shop to Max Ades, a leading
business man of Lexington, Ky.; R. S. Goode, of
the Gaither Building, and Miss Marie Battelle
Coleman, of Washington, D. C., and Miss Kather-
ine Duplain, daughter of Jules Duplain, to Max
Steinberg, of North Eutaw street.
Recent personal happenings to Baltimore jew-

elers are: Gus Pinto has been touring New Jersey
and New York states, and Matthew Pinto has been
confined to the house with an abscess in the
throat; Isaac Berman, with his brother, Maurice,
of Altoona has been in New York; Louis Berman
has opened an optical store in Trenton, N. J.;
George A. Vinson is said to be in Los Angeles, Cal.;
and Raymond Kibler has been engaged to cover
the southern states for Shirey & Co.

William Larnour has taken charge of I. J.
Braun's new store in The New Maryland Casualty
Arcade.

Peter Corish, of The Castleberg National
Jewelry Company, has opened a retail store at
Annapolis. He is succeeded at Castleberg's by
Adolph Lovenberg, of the Hennegan-Bates store.
D. H. Keller, of the Leon Levi store, has succeeded
Mr. Lovenberg, and Clarence C. Wettee, formerly
of Staunton, Va., succeeds Mr. Keller. Fred
Peusch, formerly with Jerome W. Schirm, has be-
come the principal clock doctor in the Levi store.

Louis Narunsky, a manufacturing jeweler who
learned his trade in Germany, and who has for
some time been in the employ of Oscar Caplan, has
entered the employ of Chris Franke.
Harry A. Leonard has left the jewelry business

forever, has graduated from a medical college, and
has opened an office in Philadelphia.
Joseph Anselowitz has retired from the firm of

Anselowitz Brothers, and the business of the Balti-
more Sterling Silver Buckle Company will here-
after be conducted by Joseph Anselowitz. The
concern has three salesmen on the road.
The J. A. Pauly Company, silversmiths and

platers, has been succeeded by the Stieff-Pauly
Company, John L. Stieff being the new member.

KANSAS CITY

Retailers Stocking up for Holiday Trade—Good
Collections reflect Prosperous Conditions—Big
Christmas Business Assured

Kansas City, Mo., November 7.—Wholesalers
report a healthier tone to the market although
there is less buying just at this time than thirty
days ago. Country merchants have about com-
pleted their holiday stocks and are now awaiting
deliveries and making arrangements for the Christ-
mas shoppers. One of the most favorable indica-
tions is the good collections that are generally re-
ported from all the houses. The splendid crops
of this section have brought in a heavy surplus
of money and this is finding its way back to the
wholesalers and manufacturers. Very few coun-
try merchants are asking for extensions on their
bills and there is more discounting for cash now
than at any time in this part of the country for
several years. This is not confined to the jewelry
trade but is reported in all lines of business. There
is a feeling that this year's Holiday trade will be
exceptionally good.
Chauncey B. Olmstead, son of the late George

P. Olmstead, one of the founders of the Cady &
Olmstead Jewelry Company, died recently at his
home in Kansas City. Mr. Olmstead was fifty-
one years of age and unmarried. He had learned
the jewelry business with his father but had not
been connected with the Cady & Olmstead Jew-
elry Company for many years. He is survived by
his mother, Mrs. George P. Olmstead and a sister,
Mrs. B. F. Qualtrough, both of Kansas City.
The jewelry store of Edgar P. Campbell, 106

East Twelfth street, was robbed recently of gold
watches, chains and bracelets valued at $300.
The robbers entered a rear window and made no
attempt to open the safes of the establishment.
The Kansas City Jobbers' Association of Jew-

elers and Opticians at a recent dinner held at the
Kupper Hotel, decided to make its organization
permanent. The members were enthusiastic over
the prospects for such an association in Kansas
City and the temporary organization was made to
take care of the national convention which met
in Kansas City last August. Committees were
named to make arrangements for a series of
monthly dinners during the coming winter and
these officers, all of whom had held the same
positions under the temporary organization, were
elected: Noble R. Fuller, of the Edwards-Lud-
wig-Fuller Jewelry Company, president; Dana B.
Ward, of D. B. Ward & Co., vice-president; J. M.
Scott, of the Woodstock-Hoefer Watch & Jewelry
Company, treasurer, and Fred Sands, of the
Kansas City Jeweler and Optician, secretary.
John M. Mason, appointed by the executive

committee of the National Wholesale Jewelers'
Association as field secretary of that organization,
has opened headquarters in Kansas City. Mr.
Mason is working among jewelers to stimulate
interest in the national organization and to pro-
mote a closer working relationship among the
members. For several months Mr. Mason will
confine his activities to the southwest in Kansas
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City and territory contiguous thereto, after which
he will go to other fields.
Kansas City jewelers have received announce-

ments of the marriage of Clell Lovell Basket, son
of T. L. Basket, of Chillicothe, Mo., to Marie
Wagner, daughter of Mr. and Mrs. E. A. Wagner
of that place.
E. B. Wiser, of Porter & Wiser, has returned

from a short visit with his son who lives on a
farm near Versailles, Mo.
The Edward-Ludwig-Fuller Jewelry Company

is putting out a jewelers' catalogue for the retail
trade. It is well printed and bears on the front
page the name, occupation and address of the
jeweler, and is designed for local distribution to
stimulate business and offer attractive suggestions
for the Christmas shopper.
C. T. Akers, one of the best known jewelers in

Oklahoma, was married recently to Miss Nell
Smith, of Kansas City. Miss Smith had charge
of the jewelry department of the George B. Peck
Dry Goods Company. Mr. and Mrs. Akers will
be at home after November 15 at Cordell, Okla.

J. A. Johnson, of Independence, Kans., was
visiting his son in Kansas City recently. He was
appearing in a bill at the Orpheum theatre.
Henry J. Norton, with the C. B. Norton Jew-

elry Company, has returned from a short business
trip in the southwest territory.
- C. I. Lee, a jeweler of Kansas City, Kans.,
has gone to his country home near Parkville, Mo.,
for the duck shooting season. Mr. Lee is very
proud of his country place and he is never more
happy than when he takes a crowd of friends there
to enjoy its beauties and exceptional hunting and
fishing facilities.

Noble R. Fuller, secretary of the Edwards-
Ludwig Jewelry Company, has returned from St.
Louis where he attended the funeral of Mrs.
Fuller's father.
George H. Edwards, president of the Edwards-

Ludwig-Fuller Jewelry Company, has purchased
a handsome new automobile. It is one of the
finest machines in Kansas City.

Otto A. Knaul, Oklahoma traveler for the Wood-
stock-Hoefer Watch & Jewelry Company, was
in Kansas City recently filling his trunks for an
anti-holiday tour of his territory. George F.
Taylor, Kansas traveler for the same house, was in
also to get new stock.

J. P. Wormeringer and wife, of Sharon Springs,
Kans., spent several days in Kansas City the latter
part of October.

Miss Georgia Eton has accepted a position in
the jewelry department of the Edwards-Ludwig-
Fuller Jewelry Company.
C. B. Bowen and wife of Brunswick, Mo., were

in Kansas City recently buying Christmas goods.
Mrs. Bowen has just returned from a tour of
Europe.
C. F. Ogan and wife, of Chula, Mo., have been

visiting among the local jewelry houses.
W. W. Whiteside, of Liberty, Mo., paid a hur-

ried visit among Kansas City jewelers the latter
part of October on his way to Galveston, Texas,
where he is enjoying a fishing vacation.
L. J. Baker, of the Hoefer Jewelry Company,

has again gone into southeastern Missouri after
several days spent in the house.

Joe Tucker, of the Woodstock-Hoefer Watch
& Jewelry Company, is out on his initial road trip.
He is making the southern Missouri territory.
Frank Bangs, traveler for the Edwards-Ludwig-

Fuller Jewelry Company, with headquarters in
Hutchinson, Kans., was in the house the first of
the month.
E. B. Van Ness, of Mound City, Kans., was in

Kansas City recently buying a new car which he
ran to his home.
Among the visiting jewelers in Kansas City re-

cently were: E. C. Six, Lyons, Kans.; P. J.
Mont, Pawhuski, Okla.; T. S. Terry, Nevada, Mo.;
W. H. Meyer, Lawson, Mo.; J. 0. Stott, Paola,
Kans.; B. G. Gustafson, Lawrence. Kans.; R. H.
Morehouse, Topeka, Kans.; S. J. Huey, Excelsior
Springs, Mo.; Frank Pirtle, Council Grove, Kans.;
F. R. Cullember, Eldon, Mo.; P. W. Smith, Win-
chester, Kans.; W. H. Pontius, Anthony, Kans.;
John Gillies, Fort Scott, Kans.; C. G. Schmidt,
Okemah, Okla., W. G. Morhart, Eufala, Okla.;
H. C. Hanson, St. Marys, Kans.; A E. Zuck-
schwerdt, Tipton, Mo; Phillip Kruger, Arcadia,
Kans.; C. E. Tarr, Greenfield, Mo.; J. Y. Wilson,
Osceola, Mo.; W. P. Fincher, Tonganoxie, Kans.;
G. H. Methe, Council Grove, Kans.



Rely on the
Great American

I During the

Holiday Rush

You can't go wrong. It con-
tains the very latest and best
in all lines. Prices are uni-
formly low. Our immense
organization guarantees you
quick delivery. Jewelers
throughout the entire coun-
try are coming more and
more to realize that the
Great American Jewelers'
Catalogue is their logical
buying medium. It has been
demonstrated to them that
the style, quality and price of
every article shown can never
be called into question. It's
little things like these that
are making friends for it
every day. If you haven't a
copy of the 1913 edition, get
busy and write for one.

==
==
==

===—

The Oskamp-Nolting Co.
Cincinnati, Ohio

It's now a National
Catalogue.
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HOLSMAN & ALTER'S

NEW WATCH BARGAINS
ANOTHER NEW ONE
The new Hayword movement, This is a 15 jewel American
made movement. The lowest priced 15 jewel movement ever put
on the market in 0 and 16 size, hunting or open face. Stem wind
and pendant setting. This movement should fill a long felt want
for the retail jeweler, giving him a high grade American made
movement that he can sell at a little price.

No. 325. 0 size. 15 jewel Hay-
word movement, hunting or open
face, % plate, patent breguet hair
springs; the cheapest 0 size 15
jewel movement ever put on the
market. White glass enamel dial.
Each   $3.75

r
o'17"CO:

No. 225. 16 size. 15 jewel Hayword move-
ment, hunting or open face, stem wind and
pendant setting, nickel damaskeened plates,
breguet hair springs, fancy or plain dial.
Each   $2.75

THIS FILLS
a long felt want, the cheapest American movement on the market
that will fit a full 12 size Open Face or Hunting Case. A 6 size
nickel New York Standard pendant set movement with a band
around it making it fit a 12 size case.

12 SIZE

$1 85
100

EACH
A

PENDANT

SETTING

12 SIZE

$1
85
100

EACH

HUNTING OR OPEN FACE
No. 179. 12 size. The newest thing in New York Standard movement. 12 sizeAmerican made at a low price has come to fill a long felt want, just what the retailjeweler needs, a cheap boy's size watch, hunting or open face nickel, polished anddamaskeened plates, breguet hairspring, 7 jewel white glass enameled dial, positivelythe cheapeat 12 size American movement on the market. Each  $1.85

HOLSMAN & ALTER
179 Madison Street : CHICAGO, ILL.
P. S.—Write for our Latest Optical and Jewelry Catalogue.

Mailed on application only.
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Among Jewelry Advertisers

Sententious Sayings Clipped from Jewelers' Announcements in the Public
Press—Sample Advertisements in Reduced Form

Watches are like people. They occa-
isonally need a little doctoring.
The time to start the doctoring is right

away after it is discovered that doctoring
is needed.

If your watch isn't feeling quite as well
as it should let us give it a dose of our
treatment.

It likely would work wonders with it.
How much?
That depends upon how sick your watch

is—but the charge will be as small as we
or anybody else can make it.

That's sure.—J. W. Nichols,
Waynesburg, Pa.

Be good to your watch and
it will keep good time. Don't lay
it flat when you take it out of
your pocket. Don't shake it like
a lemonade to start it when it
stops; don't give it to the baby
to play with; and don't try to
fix it yourself. Bring it to me—
you don't understand its delicate
anatomy—I do.—H. W. Bounds,
Dallas, Tex.

Uniform excellence and relia-
bility, exclusiveness and refine-
ment, latest designs, variety of
choice, price advantages; these
facts, together with modern store
methods, make this the Jewelry
store of satisfaction and economy.
—P. Girard, Grand Forks, N. D.

Our Platinum and Gold Brace-
lets are charming jewels of the
most exclusive character. Dia-
monds, Sapphires, Rubies and Pearls em-
bellish the dainty settings, in various
pleasing combinations.—Henry Birks &
Sons, Limited, Montreal, Canada.

The Graceful, Artistic Shape of Colonial
Glassware does away with that "heavi-
ness" of appearance so frequently found
in ordinary heavy glassware—and you will
find " Colonial" Glassware very inexpen-
sive as well as decidedly appropriate for
everyday table usage.—L. B. King & Co.,
Detroit, Mich.

The demand for White and Gold Din-
nerware is unusually strong this season.
For this week we have arranged a special
display of White and Gold Dinner Sets.
All patterns shown are open stock, which
means that you buy just what you want
in any pattern.—J. N. Adam & Co.,
Buffalo, N. Y.

Things are beginning to take on a
Holiday look in the Glass and China
Departments. One of these advance
Holiday displays include a beautiful show-
ing of Cut Glass at our always popular
price of $2.98.—Meekins, Packard &
Wheat, Springfield, Mass.

2433

Showing a diamond to best advantage
is just as important as the selection of the
stone. Many real gems are " killed " by
unskillful mountings.
We show rings of platinum and gold in

any desired design.
Among your "proud possessions" in- We also remount stones, bringing out

dude 's Hand-Painted China. Ex- lights, color and cutting as never shown
quisite patterns, decorated by master- before.—The Bancroft Bros. Co., Colum-
hands—lovely beyond dreams. Its per- bus, Ohio.

* fection and distinctive character give it an * * *
incontestable place in your home. Every Nothing has ever been discovered thatpiece is a study—ask to see it.—The will take the place of cut glass for use inClemens-Oskamp Co., Cincinnati, Ohio. the home. Whether it is in your dining-* * * * room or in your boudoir, cut glass is theWe have about one hundred and fifty finest material that you can buy. Therepieces of Hand-Painted Limoges, Dresden are new pieces and designs always comingand Austrian China that take up room into use, and you will find us prepared to

show you the daintiest designs,
cut sharp and deep. The prices
are less than you would expect to
pay for such beautiful ware.—
Bennett Bros., Meridian, Miss.

* * * *
We are showing many beautiful,

tasteful designs in hand-chased
repousse silver for gifts or practi-
cal home use. There is a wide
choice for purely gift purposes,
while table service, dressing table
silver and the like are always de-
sirable for use in one's own family.
The extensive range of size and
style, too, enables us to meet
practically all price limitations.—
McKelvey's, St. Joseph, Mo.

* * * - *we would renewal. t A
privdego to show you ihesc
beautlful Gem Better than talk of Lamberts'

Solid Gold Signet Rings is inspec-
tion of the rings themselves. They
are guaranteed and they vary in
shape from a plain little ring for a
child to a massive masterpiece fit
for the hand of a president. We
have lately produced some new
patterns which we know will ap-that we need for new goods. We mark peal to refined tastes. All hand carvedthem at prices that will make you glad of 14-karat gold.—Lambert Brothers, Newto take them out of our way. Remember York City.

they are not old shop-worn goods, but * * * *samples of our best lines. Come and see As an investment there is nothing betterthem any way.—C. L. Ruth & Son, or safer than a diamond. In the last tenMontgomery, Ala. years diamonds have increased in value 80* * * * per cent.—Kent, Grand Forks, N. Dak.
Our customers are protected in every * * * *way and our reputation for selling the We have just closed one of the largesthighest grade Diamonds at the lowest cash purchases of diamonds that has everconsistent prices is strengthened by each been made by any jeweler in westernsale we make. Give a Diamond. It has New York. The quality of these diamondswhat every present should have—senti- is exceptionally fine, ranging in size fromment and intrinsic value. They never 1-8 to 2 karats. They will be placed on:grow old, but are only more valuable as the sale the balance of the week at unheard-ofyears pass. Remember: "Stifft's for prices, and what makes it more interesting,Diamonds."—Chas. L. Stifft, Little Rock, we will sell them to you on easy payments.Ark. —Levy's, Buffalo, N. Y.

* * * * * * * *A wide space separates the best and Jewelry takes precedence over all otherthe other kind in Silverware and Cut Glass remembrances at this time of the year.and yet they look alike. There is not another store in town whereTime will show the difference in the wear Worthy Jewelry is displayed in such pro-of silver and the color of the glass—but fusion, or where equally tempting pricesknowledge coming late is expensive. Pro- are quoted for jewelry of such high char-ducts handled by us are of the best and acter. Here are several hints that mayhave stood the test for over forty years.— aid you in making your selection.—E. Keller & Sons, Allentown, Pa. Klein's, Montgomery, Ala.

in Picking Your Diamond

(*treat ens. tign.ii trr .
In selecting wand atone..
The Increaso In fnie ThA.
monde in far vreutor th.iii
on poor oner: 3,Lir men,/ is
Letter integleti 1.1 it,
Inonils than an tiumassceper
grad,

Lewis & Van SAtie
monde •re grcd
representing the finest gems
tilt markets of tho world can
produce. •

Tust now we are supplying
our customets with rune
very fine Wearelifin Mac
rniunde. The one on-at
Walling at $250.0U pc wet
In perfnnt atones..

LEWIS 4 VAN SICKLE
Goldsmiths :: Silverdmithd ' :: Jewelers

619 Walnut
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Increase Your Profits
by Increasing the Effi-
ciency of Your Clerks
Aid them to gain valuable pointers on selling all kinds

of jewelry.
Instill in your clerks the desire to be a real success—

to do something—make something—be something--
And you as well as they will cash in on the results.
This series of books on retail salesmanship is written by one who

has been through the mill and knows the ropes.
As he understands human nature he is able to give this informa-

tion and his suggestions on selling in such a way as to not only make
it interesting reading but also to imbue the listless clerk with ambition
to sell more jewelry.

This Series of Books FREE
This series of books will be sent free to you and your clerks

upon your request.
We are making this offer in pursuance of our policy to co-op-

erate and aid the jeweler whenever possible, and your accept-
ance of it will in no way place you under obligations to us.

If when the series is completed we have helped your clerks
in any way we shall have accomplished our purpose.

Just fill in the names of your clerks on the coupon below
sign it yourself and mail today. As we have only a limited
quantity of the books on hand we can promise delivery upon
only those requests received immediately.

South Bend Watch Co.
Makers of Master Timepieces
Watch Cases That Excel

South Bend, Ind.

OPPORTUNITY COUPON
South Bend Watch Co., South Bend, Ind. Dept. C

Please send without charge to myself or clerks copy of "The Confes-
sions of a Clerk", to the following clerks in my store. It is understood
that this will place me under no obligations to you.

 Clerk  Jeweler

 Clerk Town

411111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111141

INCREASED EFFICIENCY _

Neat, smart-looking show cases insure a wonderful
increase in sales.
They add much to the store's attractiveness and help

to draw a larger patronage.

QUINCY SPECIAL CASES
represent the greatest value, the least upkeep cost, and
the most enduring qualities.
We make many different styles for different purposes.

Also other store equipment that will interest you,
Write for Catalogs

QUINCY SHOW CASE WORKS
QUINCY ILLINOIS

Chicago, Jackson Blvd. and
Franklin St.

Wichita, Kans., 301 Beacon Bldg.

St. Joseph, Mo., 313-23 So, 3d St.
Dallas, Tex., 907 Commerce St.
Jacksonville, Fla., 20-28 Julia St.

■■■
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WINTER FIXTURES
CHEAPER THAN THE CHEAPEST IF QUALITY IS CONSIDERED

ANYTHING FROM A STORE STOOL TO A COMPLETE OUTFIT

" PEER-OF-ALL" JEWELER'S CASE and TABLE, No. 3

If it's practical arrangements, correct designs, QUALITY of material, work-
manship and finish, at RIGHT PRICES, that you are looking for nue can
mit you. Not how cheap, but how good, at prices that are right, is the
Winter Idea. Ask our customers.

WINTER CATALOGUES—The Books That Show You
Catalogue 12 A Sent upon reit nest.

The M. Winter Lumber Co.
HIGH-GRADE FIXTURE MAKERS

ESTABLISHED 1865

SHEBOYGAN, WISCONSIN, U. S. A.
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Waco Jeweler to Take Charge of Large Houston Store—Watchmaker Makes Re-
markable Record at Revolver Shooting Contest—Army of Jewelers Attend Big
Fair and Purchase Stock in Wholesale Houses

Dallas, Texas, November 10.—R. T. Crawford
formerly a member of the Studer-Crawford Jew-
elry Company, Waco, leaves that city for Houston
where he will take charge of the jewelry house of
the Ben F. Harless Company, one of the largest
establishments of its kind in the state. The posi-
tion was offered Mr. Crawford some time ago, and
accepted by him recently. The fact of Mr. Craw-.
ford having decided to leave Waco will be learned
with regret by the host of friends he has in that
city, but they will be glad to learn that he is to be
connected with the well-known firm above named.
Probably no man in Texas is better qualified

to have charge of a large jewelry house than Mr.
Crawford. He is perfectly familiar with every
feature of the business, having engaged in work of
this kind for many years. He has given constant
study to all that's new and novel in the jewelry
line, and is an expert as to quality and general
worth. No jeweler in Texas is more highly es-
teemed than Mr. Crawford, whose reputation is
based on fair dealing with the public and honest,
conscientous effort.

Ell McCarley, vice-president of C. L. Nors-
worthy Company, had quite a scare at his home
one night during the fair. Mrs. Ell McCarley had
two young ladies visiting her, and one evening
while here they attended a show at the Opera
House. They were wearing some very beautiful
diamonds, and on their way home on the street
car, they noticed a negro kept watching their
movements. A short time after they arrived
home, a neighbor telephoned that a negro was
trying to gain entrance to the house, and but for
the quick action and thought of Mr. McCarley,
there might have been a very bold burglary. The
negro was chased several blocks and was finally
caught and lodged in jail.

Clarence Carpenter, of the firm of Hutton &
Carpenter, Clifton, Texas, spent several days in
Dallas taking in the fair, and reports a very pleas-
ant visit.
0. W. Marshall, a guest at the Adolphus Hotel,

Dallas, reported to the authorities that his wife
had taken off a large diamond ring, a silver ame-
thyst ring and a gold bracelet set with a cameo
and laid them on the wash bowl in the toilet of a
Pullman car entering Dallas, and left the toilet for
a few moments; upon returning to get them she
found that someone had preceded her and had
taken possession of them. No trace of the lost
articles can be found.
John R. Jones, representing C. L. Norsworthy

Company, is now covering his Central Texas
territory, and reports a fine Fall business.
Houghton-Reardon Company, one of the nicest

and best equipped tool and material houses in the
southwest, has installed a new system in the
handling of their material orders which is proving
very satisfactory to both them and their customers.
C. E. Purdom, western representative of C. L.

Norsworthy Company, is now on the road calling
on his many friends in that section of the state.
Mr. Purdom reports indications for a big Fall
business are very flattering and he seems to be
greatly enthused over his future prospects.
W. A. Lawson, traveling salesman, left Houston

in a happy frame of mind and firmer faith in
humanity after a few hours of anxiety over the
loss of a diamond which usually adorned his shirt
front. In some manner the stone became detached
and fell to the pavement on Texas avenue. Mr.
Lawson tried the usual expedient of advertising
for the stone. It was returned to him within a
half hour after The Chronicle appeared on the
street. The finder was apprised of its owner and
of the value of the stone through the "Lost"
columns but absolutely refused to accept any
reward
columns,

its return, nor did he divulge his name.

If any one had possessed the slighest doubt that
practice makes perfect, he should have visited the
range of the Dallas Revolver Club during a recent
contest. At this weekly practice shoot W. C.
Hilburn ran five points over his own record of 449,
making 454 out of a possible 500 at twenty yards
and establishing a new record, and five out of seven
members present reached 400 or more. Men who
shoot with a revolver or pistol know how painfully
difficult it is to even reach a score of 400, and what
uphill work it requires to exceed 400 by even one
point. Mr. Hilburn is a watchmaker widely
known throughout Texas, and his revolver shoot-
ing is a matter of intense interest among his many
friends and acquaintances.
An express package containing jewelry consigned

to R. E. Mothner, Beaumont, was stolen from a
cage wagon of the American Express Company in
Beaumont, on the 23, and the detectives have so
far failed to obtain any clue to their identity or to
any trace of the jewelry.

J. G. Irwin, Oklahoma City, was a recent visitor
among the wholesale firms of Dallas.
G. C. Newton, Waxahachie, was enjoying one

of his periodical trips to town.
Tom Price, Cooper, was in the city replenishinghis stock.
H. L. Williams, Mabank, formerly with H. H.Hawley Company as material clerk, was in Dallas

recently making purchases and renewing old
acquaintances.

J. E. Davis, Winters, spent a few days in town
looking after business and taking in the fair.
E. M. Leutwyler, Vernon, took advantage of

the fair dates to time his trip to Dallas.
S. Strauss with H. Hilbron & Co., Muskogee,

Okla., came to Dallas to do his buying instead of
going to the St. Louis or Chicago centers.
Mr. Art, of the Art Loan Company, Wichita

Falls, spent a few days at the fair.
Joe Rombach, Paris, Texas, who took a three

months' course of engraving under H. J. Plath of
the Jeweler's School has returned home to assist
his father during the rush.

J. C. White and wife, Killeen, were recent
visitors to Dallas looking over the Fall offerings.

Col. R. P. Hill recently closed a successful sale
for S. R. Glidewell, Whitesboro.
Houghton-Reardon Company sold a large safe

and entire watchmakers' outfit to the William
Jewelry Company, Seguin, Texas, who are opening
a fine store.
The Hardy Optical Company, of Dallas, has

recently purchased one of the large safes formerly
used by the Houghton-Reardon Company.
H. G. Bently, formerly watchmaker for H. W.

Bounds, has opened a trade shop in the South-
western Life Insurance Building, Dallas.
H. W. Bounds, Dallas, has increased his force

by the addition of the following help: J. G.
Irwin, H. L. Green, J. F. Schutte, J. B. Watson,watchmakers, and Mrs. Rathbone.
D. W. Kelly, Lockney, has removed to Bowie.
Miss Ruby Jennings recently paid her parentsa visit. They residing in Cleburne. Miss Jen-

nings is stenographer for the Houghton-ReardonCompany.
H. J. Plath, trade engraver of Dallas, has re-

cently employed Henry Stirman, of Athens, to
assist him thorugh the coming Holidays. Mr.
Stirman was a former student under Mr. Plath.
L. S. Patterson, Ed Weil, A. W. Payne R. V.

Baker and W. B. Pinney, all traveling for 
Payne,

Brothers & Lewis have left town after an ex-
tended stay in the house during the State Fair.
E. M. Reardon, Jr., secretary of the Houghton-

Reardon Company, recently purchased a large
lot in the Highland Park addition of Dallas and
has let contract for the erection of a two story brick
veneer residence, which when completed will be
one of the fine homes of Dallas. The residence is
to cost not less than $20,000 when finished.

J. L. Warren, father of Will Warren, a pupil of
the Jewelers' School, has just made a visit to the
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aforesaid school to investigate its methods and
expressed himself entirely satisfied with the pro-
gress his son is making, and also of his choice of a
southern school.
H. J. Ritter, manager of the H. H. Hawley

Company, is on the sick list.
T. S. DeArman, of Walnut Springs, and B. P.

Schwend, Henrietta, were week end visitors to the
jobbing houses in Dallas.

All the wholesale houses report heavy orders
following the fair and their forces are working at
nights in an endeavor to keep up.

Messrs. Walker & Smith, Kerens, were recent
purchasers in the Dallas • market.
E. M. Reardon, president of the Houghton-

Reardon Company, while on his recent eastern
trip, visited his old home town and while there
became a benedict, bringing his bride home with
him.
W. R. Lindbloom, Oklahoma City, made a short

stay in Dallas replenishing his stock of material.
W. L. Kemp, of Allen, Oklahoma, was in the

city several days ago buying his Fall stock.
M. W. Payne, of Duncan, Okla., was in the city

several days enjoying the fair and making pur-
chases.
Sam Wilhoit, of Forney, Texas, was in the city

picking up some special bargains in diamonds.
J. W. Nunn, of Granger, Texas, was a visitor

and buyer during the last week of the fair. He was
also buying some machinery for his automobile
plant which he runs in connection with the jew-
elry business.
G. P. Whitesides, of Paris, Texas, formerly in

the jewelry business at Ennis, Texas, has now
opened a nice optical business in the above town
and reports a fine business.
Mr. Broyles, of Broyles & Champion, of Gaines-

ville, Texas, was a recent visitor and made a good
many purchases from the Dallas jobbers.

I. Tendler, of I. Tendler & Son, of Schullenberg,
was in the city purchasing his Fall line and while
here secured the agency for the Victor talking
machine for his town.
C. L. Norsworthy Company, has recently added

to their office fixtures a very handsome Seth
Thomas Regulator; however, they report that
they are not the kind of a concern to work by the
clock.
Mr. and Mrs. J. K. Hutton and daughter, of

Clifton, Texas, spent several days at the fair, com-
bing business and pleasure.

Morris Gottlieb, of Frederickburg, Okla., was a
recent purchaser of stock in this city.

Other trade visitors to Dallas in addition to
those above mentioned are the following: N. T.
Jones, Alvarado; H. H. Gerdes, Alvarado; E. M.
Leutwyler, Vernon; G. C. Newton, Waxahachie;
Fred Freund, Rosenberg; W. E. Davis, Winters;
J. W. Clanton, Iradel; T. M. Price, Cooper; Mr.
Art, Wichita Falls; Fred Studer, Waco; N. L.
Pittman, Amarillo; H. P. Perkins, Huntsville;
E. H. Henning, Aransas Pass; H. B. Siebe, Teague;
A. F. Woods and family, Grapevine; C. C. Murray,
Timpson; K. E. Clarke, Clarksville; Morris Gott-
lieb, Fredericksburg, Okla.; Lee S. Smith, Teague;
P. T. Quast, Sweetwater; W. A. Methvin, Temple;
C. R. Sims, Kaufman; M. 0. Curry, Brownwood

Hastening Preparations for
the New Parcels-Post

Washington, D. C., October 2.—When the new
parcels-post system becomes operative on January
1, twelve new stamps will be placed on sale in post-
offices for affixing to parcels-post packages. These
stamps will be larger than the ordinary postage
stamps. Arrangements already made by Post-
master General Hitchcock for their engraving and
manufacture provide for a series of an even dozen
so distinctive as to color and size as to prevent
possible confusion with other stamps.
The twelve stamps will be issued in three series

of designs. In the first series modern methods of
transporting mail will be illustrated. The mail
car of a railway train will be shown on one stamp
an ocean mail steamship on another, a third will
have a motor wagon of the type used in the postal
service, and the fourth will show a mail-carrying
aeroplane. Postal employes will be shown at
work in the second series. The figures will be
those of railway mail clerks, post-office clerks, city
letter carriers and rural free delivery carriers.
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THESE JOBBERS SELL
THE M. P. SAFETY CATCH

PRESUMABLY BECAUSE IT IS PROFITABLE
If there are any more who would be willing to add
to both profit and reputation we'll tell them how.

NEW YORK
The Newall Mfg. Co., 51 Maiden Lane.
Cross Gil Beguelin 25 Maiden Lane.

Hammell, Riglander C& Co., 49 Maiden Lane.
L. H. Keller C& Co., 64 Nassau St.
F. J. Boesse CZ% Co., 68 Nassau St.

PITTSBURGH, PA.
Heeren Brothers C& Co.

CINCINNATI, 0.
The E. Cit J. Swigart Co., N. W. Cor. 6th and College Sts.

CHICAGO, ILL.
The Newall Mfg. Co., 42 E. Madison St.

F. H. Noble C& Co., 59th and Wallace Sts.
Geo. H. Fuller Cit Son Co , 29 East Madison St.

ROCHESTER, MINN.
L. A. Orr Co., 123 South Broadway.

THE METAL PRODUCTS CORPORATION
Ma nufac tu rers of JEWEL SETTINGS, METAL
ORNAMENTS and JEWELRY COMPONENTS

- -

FACTUROV T11-0-1-1 GRADE
GERMAN SILVER BRONZE GILDING METAL
PLATERS BARS LOW BRASS AND OTHER SPECIAL

ALLOYS IN SHEETS AND ROLLS

Quick D ELI VIER I ES

JEWELRY COLORING

14-KARAT SHADING
IMITATION PLATINUM
OLD ENGLISH
ROMAN ..
GREEN
ROSE

1 Thurbers Avenue PROVIDENCE, R. I.
NEW YORK OFFICE, 611 BROADWAY, ROOM 605

•

ALSO
BRASS
SILVER

COPPER PLATING
NICKEL PLATING

.*. .'. BRONZING AND OXIDIZING
GRINDING, POLISHING, LACQUERING

Finding the Lengths of
Lost Clock Pendulums

One of our subscribers, A. M. King, of Easton,
Pa., sends us the following queries, the answers
to which are of interest to a large proportion of our
readers: "Give methods for finding lengths of
lost pendulums in clocks; when length is found
what must the bob weigh? Suppose we have a
pendulum twelve inches long with bob weighing
six ounces, would one six inches long with bob
weighing three ounces keep the same time, or
would one six inches long and weighing twelve
ounces be needed?"
To find the length of a pendulum, you must

first know the number of vibrations ("beats") per
hour, for which the train of the clock has been
designed. The train contains a certain assortment
of numbers of teeth and leaves in its wheels and
pinions; these numbers have been selected to pro-
duce a definite number of beats per hour at the
escapement. The escapement must be "unlocked"
exactly that number of times per hour by the
pendulum in order to have the clock keep time.
The pendulum unlocks the escapement a greater
or less number of times per hour accordingly as it
is shorter or longer, A pendulum too short for the
clock will unlock the escapement too many times
per hour, hence the clock will run fast. A pendu-
lum too long will unlock the escapement too few
times per hour, and make the clock run slow. The
train "runs" the hands and the pendulum controls
the train. We explain this to make clear the rela-
tion between (1) the number of beats of the train
and (2) the length of the pendulum. Let us first
see how to find the number of beats per hour.

If the clock has a second-hand, you can simply
count the number of beats it makes while the
second-hand goes once around its dial, working
the escapement with your fingers. That will give
the number of beats per minute, and, of course,
sixty times that number will be the number of
beats per hour.

If the clock has no second hand, then you will
have to count the numbers of teeth in all the train
wheels, starting with the wheel to which is fas-
tened the minute hand, and from there to the end of
the train, including the escape-wheel (you must
not include any of the "dial train" wheels). Count
the numbers of leaves in the pinions, starting with
the pinion into which is geared the wheel whose
arbor carries the minute hand, and ending with
the escape-wheel pinion. Multiply together the
wheel-teeth number thus found and multiply the
result by 2 (because, as the end of the train, is the
escape-wheel, each of whose teeth acts on both
pallets, producing two beats for each tooth).
The resulting number is now to be divided by a

number found by multiplying together the num-
bers of leaves in the pinions which you have
counted as specified above.
The number you will get as a result of this

division will be the number of beats per hour.
Now that you know the number of beats of the

train per hour, you must find the proper length
pendulum to vibrate exactly that number of beats
per hour.
In other words you must find the proper length

pendulum to match the particular train you have in
hand.
Here let us explain that as far as timekeeping

is concerned, you need not consider the weight of
the pendulum, but only its length. The length

determines the number of beats or "vibrations,"
hence the timekeeping. As to weight of pendu-
lum, you must have it the right weight to match
the power delivered to it through the escapement.
A pendulum too light would swing too far at each
beat, and one too heavy would swing not freely
enough; there would be too much weight for the
power of the clock to handle. You must settle
the matter of weight by trial, and using your judg-
ment, as indicated above; you cannot determine
it by calculation.
Knowing the number of beats per hour, there

are two ways of finding the length of the pendulum.
The first way is to consult a table showing proper
lengths for various beat-numbers. These tables
are given in all books on clock-work (most of the
tool and material houses carry in stock a variety
of books on the subject.)
The second way is to start by knowing the

number of beats per minute, which you have gotten
directly if you counted the beats while the second-
hand made one revolution on its dial, or, if you
got the beats per hour by counting the train, you
can reduce to beats per minute by dividing by 60.
The simplest way of stating the rule for finding

pendulum lengths is this: Divide the number
141120 by the number you will get by multiplying
the number of beats per minute by an equal num-
ber. For instance, if the number of beats per min-
ute is 80, then 80 X 80 =6400, and 141120 divided
by 6400 = 22.05 inches, which is the length of
pendulum needed.

This rule is based on the principle that "the
lengths of pendulums are to each other as the
squares of their times of vibration." If any of
our readers are interested in knowing more fully
about the laws governing the pendulum, we sug-
gest study of the subject in any good text-book on
physical science, or we would be glad to suggest
books definitely to any who write for information.

It only remains to explain that the length of
a pendulum as found, is the length of the "ideal"
or "simple" or theoretical pendulum. In order
to establish a basis for calculation, we are obliged
to conceive the pendulum as a particle suspended
on something which supports it, but which does
not itself have any weight, This theoretical
pendulum is used in calculating the mathematical
problems of the pendulum. But, practically, we
know that, instead of the weight of the pendulum
being concentrated in a single point, it is neces-
sarily spread out over the bob and the rod, so
that, instead of being of one length, the pendulum
is made up of various parts, at different distances
from the suspension-point, so that its effect is
different from that of the ideal pendulum. The
actual pendulum will in all cases be longer than
the calculated length; the heavier the rod is, the
greater the length of the actual pendulum will be
compared to the calculated length for that number
of vibrations per hour.
The practical rule for laying out the length of

the pendulum is to rest it (with rod approximately
cut about to length) horizontally on a knife edge
and moved about until it balances itself. From
the point where it balances on the knife-edge,
measure off the calculated length, and the other
end of this length will show where to locate the
end of the suspension-spring. In most cases,
it will be found that this gets the length of the
pendulum closely enough so that to bring the clock
to time, is well within the limits of the regulating
screw; let us mention that before "balancing" the
pendulum, the regulating nut should be brought to
a position half way between its highest and lowest
points, and the pendulum bob should be against
the nut.

After reading the foregoing explanation, you will
see that the supposition states in the last part of
your inquiry is incorrect, because the weight of the
bob does not directly affect the timekeeping of the
pendulum.
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The Alloys of Platinum

and Aluminum

Chouriguine, in Comptes Rendus describes
his experiments on the alloying of platinum
and aluminum. The alloys were made by add-
ing platinum wire to molten aluminum in an
electric furnace. The oxidation of the alumi-
num was prevented by covering with lithium
chloride. This was best accomplished, the author
states, by soaking the pieces of aluminum in a
solution of lithium chloride and allowing them
to dry before melting. This results in preventing
the oxidation of the aluminum during melting, and
also protects it after melting.
When containing less than 10 per cent of plati-

num, the aluminum and platinum alloys were
white, soft and very malleable. If the platinum
content is increased from 10 per cent to 70 per cent,
the alloy becomes hard and brittle and still white.
If above 70 per cent platinum content, the alloys
are yellow and brittle. The yellow color dis-
appears at 90 per cent platinum and the alloy be-
comes white again, yet still brittle.
There is apparently no commercial use for

any of these alloys as their brittle nature is such
that they could not be used in the manufacture
of jewelry.

Electrolytic Removal of

Tarnish from Silverware

The tarnish on silverware is silver sulphide.
For silver sulphide there is no solvent which
is not also a better solvent for the silver itself.
This being the case, it is idle to try to remove
the tarnish with a solution. It may, however,
be done electrically.
Hang the work to be cleaned from the cathode

pole in a dilute solution of sulphuric or hydro-
chloric acid. One part of acid to 10 of water will
be about right. Use a carbon anode. The sulphur
will be removed in a few minutes. None of the
silver is stripped from the article.

If no battery is had, the same result can be
accomplished by suspending the silverware to
be cleaned in a similar solution and bringing it in
contact with a piece of aluminum. This will
restore the lustre.
For the best results use pure acids, not the

commercial ones as these contain lead.—The Brass
World.

Bare Aluminum Wires for Coils

The conductivity of aluminum is about 60
per cent of that of annealed copper. Accordingly,
an aluminum conductor must be considerably
larger in cross sectional area than a copper con-
ductor if the two are to carry the same amount of
current. Aluminum wire is always coated with
a thin oxide which serves as an insulator. This
insulation is enough, according to some European
manufacturers, to permit of using bare aluminum
wire in the coils of magnets. As the oxide film is
of inappreciable thickness, a coil of fine wire thus
constructed would be no bulkier, if as bulky, as a
coil wound with insulated copper wire. H. F.
Stratton, writing on this subject in the Electrical
World, states that he has been unable to secure
sufficient insulation when depending upon the
aluminum oxide film as it naturally occurs in the
commercial product. In order to increase this
oxide, some European manufacturers wet the coil
and then heat it. This he thinks hardly sufficient,
but he has produced very successful results by
passing the wire through sodium hydroxide, and
then drying the coil by passing a current through it.
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Parker "Mammoth" Alarm
Make a friend of your
customer by selling
him a
"MAMMOTH"

Your windows will
attract attention if filled
with the
"MAMMOTH"

(CUT ACTUAL SIZE)

14AS the following " exclusive" " PARKER" features:Double Roller Ratchet Tooth Escapement, Solid Steel
Highly Polished Pallets, Cut Steel Pinions and Cut

Hard Brass Wheels, Oil Reservoirs on all Pivot Bearings, Easy
Winding Keys and Easy Turning Sets, Light Non-Breakable
Main Springs. Also has attachment so alarm can be used
either as an Intermittent or Long Alarm.

In broken lots, $3.23 each.

NOT TO
PACIFIC COAST AGENTS

ONE DAY TIME ALARM

THOROUGHLY TIMED AND INSPECTED BEFORE
LEAVING FACTORY

Packed 24 and 48 in a case. Each clock in a separate paper box ; 12
packed in a dust and waterproof carton ; two and four cartons packed in acase. No charge for printing dealers' names in lots of 24 or more.
Heavily nickel plated brass case and trimmings.
The Clock of Quality—Height 734 in. ; Dial 6 in. ; Gong 4 in.

Furnished with Arabic dials only

In case lots of 24, $3.13 each. Subject to regular jewelers' catalogue discount
BE RETAILED FOR LESS THAN $2.50 EACH

EDSOM ADAMS CO.
140 Geary St., San Francisco, Cal.

MANUFACTURED BY

THE PARKER CLOCK CO.
Meriden, Connecticut, U. S. A.
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Workshop Notes

Subscribers wishing inquiries answered in this department
must send name and address—not for publication, but as an
evidence of good faith. No attention will be paid to anonymous
communications. questions will be answered in the order in
which they are received.

BALANCE WHEEL.—I always thought the watch
factories ought to mark their balance wheels
with a dot where the hairspring stud should be;
also the roller jewels, so that the repairer does
not have to scratch the balance all up every
time, he takes off hairspring or roller.
It is both unnecessary and improper to scratch

the balance so as to know where to replace the
hairspring so the watch will be "in beat."
Putting a watch in beat is really a simple matter

and to spoil the appearance of the balance by
scratching a mark on it, only to avoid the slight
labor of putting in beat, is nothing short of botch-

workheT thing necessary is to turn the hairspring
collet to such a position on the staff, that the roller-
jewel will hold the fork exactly in the center be-
tween the banking pins, when there is no power on
the escapement. Imagine a straight line drawn
from the balance jewel center to the pallet-arbor
center. When the watch is in beat, the roller-
jewel will lie in this imaginary line, instead of
to either side of it, when there is no power on the
train; it is easily seen that putting a watch in beat
consists simply in getting the roller jewel and the
hairspring stud in the right positions relative to
each other, because it is the stud which holds the
hairspring and the hairspring (when at rest) holds
the staff and roller in their position, and deter-
mines whether the roller-jewel is on the center-
line, or to either side of it.
To put the watch in beat, screw the balance cock

in place (without the balance) and grasp the latter
by the lower end of the staff, with a pair of Boley
G G or similar long-pointed tweezers. On turning
the balance slightly it will be seen that the roller-
jewel has play between the tweezer arms; get the
jewel right in the center, between the arms.
Now hold the tweezers so that the lower balance

pivot rests directly over the center of the balance
jewel, while the pallet arbor pivot hole can be seen
by looking down between the tweezer-arms; the
hole must be "centered" exactly between the arms.
Now you can see directly where the hairspring

must be moved to so the stud will come exactly
over the stud hole in the balance cock.
Get the stud in position by "twisting" the hair-

spring collet; the watch will be in beat when you
put the balance in place, provided you have fol-
lowed directions carefully

INFORMATION.—(a) In removing a broken balance
staff, how can one remove the old riveting or
clinch on staff, when one has no lathe? Could a
sort of tool something like the Marsh balance
screw under-cutter, only of course larger, be
used?
(b) Could I use a bell metal slip charged with

some cutting powder as diamontine, etc., for
grinding down watch glasses (near fits)?

(a) The only satisfactory way to remove the
burr is by turning it off in the lathe. One should
not attempt to do staff work without a lathe.
(b) Use an India oilstone or carborundum slip

to reduce watch glasses by hand. The best way
is to use an "Anchor" vacuum watchglass holder,
in your lathe. With a bezel-chuck on your lathe,
you also can turn out the bezel a little to fit a
glass which is a trifle large.

CASE HINGE.—I note in all watch cases the pin
in hinge is usually in three pieces, ends gold and
middle brass; is this to save gold? This in my
mind is a botch job as it weakens the hinges;
the brass wire pin has but little hold on the
outside joints.

The kind of hinge you describe is the standard
type and is better than to have a one-piece gold
pin as you suggest. The hinges are so made not to
ave gold but to make a better hinge. To run
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the pin in one piece from end to end of the hinge
would not be any stronger. The usual construc-
tion allows of using brass instead of gold for the
acting part of the pin; brass is stronger and wears
less. But it would not do to have a full length
brass pin because the ends would show black
outside. So the pin is shortened sufficiently to
allow of short gold plugs being slipped in, to
finish the ends of ,the hinge. In taking a hinge-pin
out, these gold plugs may be taken out easily with
a sharp pointed graver, or needle, anything which
will catch hold of the metal without making much
of a prick-mark in it.

ANTI-OXIDIZER.--I would appreciate it very
much if you would give me a formula for making
a hard soldering solution that will act like that
known as a Pickier and Anti-Oxidizer. Have
been buying this preparation but it comes rather
high, and as I am connected with a drug store
think that I could make it much cheaper.

The preparation you have been buying is made
on a patented or secret formula. You can under-
stand that in either case it would be impossible
for us to give you the formula.

DIP COLORING.—I would like some information
on dip coloring. I tried to gold plate a mesh
bag with gold coloring solution. I could get
a beautiful color on the mesh, but the frame
would not color at all and I cleaned it well of
lacquer. I have no current for electro-plating,
and want to make a solution that will be good
for all ordinary work.

Make a gilding solution as per our answer to
"coloring." If you have no dynamo, you will
have to use a battery. Two cells of ordinary wet
or dry batteries such as are used for electric bells,
etc., or any other good battery, can be used. You
should know, however, that you cannot expect as
satisfactory results from a battery current as
from a dynamo current.

HAIRSPRING.—I would like to see in workshop
notes of your next issue the best method of
vibrating a new hairspring for a watch, also do
you know of any tool that can be used for pick-
ing out and vibrating a new hairspring for a
watch?

Read our article "How to Vibrate a Balance"
on page 1909 of the September 15 KEYSTONE,

There are tools made for vibrating hairsprings,
but if you examine them you will see that they
practically amount to nothing except holding-
devices, and do not offer any advantage over
simply using tweezers with the proper degree of
skill; the latter is quicker, too.
There are contrivances made to compare

strengths of hairsprings with, but skillul watch-
makers do not use them, because they find them
superfluous after a little experience has been
gained in hairspring fitting. Instead of going to
the expense or trouble of buying or making a
tool which in all probability will be later discarded,
we advise young watchmakers to start right out
with the simpler method; if you do so you will
very soon acquire the skill which will make you
master of the matter. As a general principle it is
well to avoid tools which are sold with the claim
that they are a "substitute for skill." Such claims
are always misleading; nothing can successfully
take the place of personal ability.

WATCH BARREL.—What is the best method of
replacing a broken tooth in an American watch
barrel?

The operation of putting a tooth in a watch
barrel to replace a broken one, is rather difficult to
do so as to produce a sound and satisfactory job.
We advise looking over the barrel first, to see
how thick the metal is in its walls. It is best not
to set a tooth in a barrel with very thin walls,
because of insufficient bearing surface for holding
the inserted pieces. In such case, put in a new
barrel. Where the barrel is sufficiently heavy to
properly hold the piece, the job can be done so as
to be strong and reliable, and it should be neatly

fitted so that the places of joining cannot be easily
seen.

File a dovetail notch in the barrel where the
tooth is broken, slanting so as not to cut farther
than necessary into the circular wall of the barrel,
and file a wedge of brass to fit the notch with
extreme neatness. Push the wedge into place,
and scratch on it two lines to show how much must
be filed off to get the width of the teeth. Pull
the wedge out and file it down nearly to the lines,
then slip it in again and scratch on the outer flat
face an outline (profile) of the tooth to be made.
Solder the wedge in place, and file the new tooth
to match the others.
The wedge will be seen to have entered the inside

of the barrel and be standing diagonally across the
corner. Turn this portion out flush with the inside
of the barrel. Finish the surface of the wedge flush
with the flat surface outside the barrel. On a well-
finished watch the barrel should be re-finished to
equal the original finish—regilded if the original
finish was gilded, because the inserted piece of
brass would otherwise turn black, as well as would
the scratches on the rest of the surface which may
have resulted from finishing the new piece flush
with the surface. If the barrel is of german silver
(nickel) of course you should use the same metal
for the new tooth. The idea of the job of inserting
a tooth is shown in Fig. 1. The dark portion is the
exposed part of the inserted tooth; the dotted line
shows the slanting direction in which the bottom
of the dovetail slot is to be filed.

WHEEL-CUTTING.—I wish to ask a question that I
have never seen in any text book or in any pub-
lication and even not in that useful book called
the "American Lathe, Its Use and Abuse."
What I want to know is how to cut escape wheels
of watches, on the Webster-Whitcomb Lathe,
what kind of cutter to use, and what angles to
place the cutter spindle at. The answer to this
I think would interest a great many watch-
makers.

If it would take up too much space to answer
this, please suggest some book that will give
me the information.

The first thing necessary for you to understand
is how to make drawings of escapements. We
suggest that you study this subject in the articles
on details of it occasionally appearing in THE
KEYSTONE, also in Moritz Grossmann's "Essay on
the Attached Lever Escapement," and "Abbott's
American Watchmaker and Jeweler," both of
which can be bought of your tool and material
dealer.

Cutters for making escape-wheels can be
purchased from any big material house. They are
sold in pairs or sets, for forming the various out-
lines of the teeth. The angles at which they must
be set depend on the proportions of the pallets,
diameters of the wheel, etc. You must make your
drawing of the escapement in order to get the size,
angles, etc., with certainty. The drawing will
indicate how you must set your fixture to produce
the required angles on the work.

IRREGULAR.—What might cause a watch to lose
a good deal sometime and then after that to
again keep good time?

A loose cannon-pinion, or hands catching, or
both combined, are very likely causes of occasional
loss of time. It might also be due to a burred or
bent pivot or loose jewel, or anything which would
cause excessive friction in certain positions of the
watch. In fact, there are so many possible causes
of this trouble that we can only suggest that you
examine the watch from stem to balance and see
that everything is in proper mechanical condition.
It is hardly necessary for us to say that all pivots
must be true and their endshakes and sideshakes
not excessive; the jewels tight in their settings;
the wheels and pinions true; the escapement in
good adjustment and condition. The hairspring
must be set so it does not rub on balance arms,
balance cock, or (in Breguet springs) on the ends of
the regulator pins. The latter would cause running
fast in one position and if regulated to keep time
in that position, the watch would then run slow
when in any other position in which the spring
would not rub against anything.
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The Sam'l A. Crocker Co's
Improved Rolling Mills f

A Rolling Mill is an absolute Necessity.
A Crocker Mill is complete in all details,

ials. The frame is extra heavy and tested. I
thoroughly made with only the best mater-

The rolls especially hardened and polished
absolutely smooth. The gears all machine
cut from solid steel. There are no castings
used. The Crocker Mills are beautifully

designed and are manufactured
with care; the result being that
our improved mills are speci-
fied by all buyers for reliability,
long wear, good service, beau-
tiful design, easy working.

Best for 25 Years

'%,',411111111195118188111180

No. 3

Write for
descriptive
Catalog
and prices.

Every Mill
Warranted.

alsk Your Dealer
Sold by all Jewelry Supply. i
Houses in all parts of the world. I

Manufactured and For Sale By

1

The Sam'l A. Crocker Co.
Established 1872 Incorporated 1911

35-37-39 W. 5th Avenue
•

OHIO, U. S. A. 1

CINCINNATI

New Watch Signs

Send for our new
catalogue showing all
our Electric Signs.
Tells how to increase
your sales at a small
cost.

Electric Signs, $5.00 up
GROUT'S EXCELSIOR SIGN CO., Mfgrs.

STREET CLOCKS, WATCH SIGNS, OPTICAL SIGNS
14 N. DEARBORN ST. CHICAGO, U. S. A.

WHEEL1146 METAL CEINGS
— Purpose
To Provide
Fire-Proof,
Sanitary,
Economical,
Artistic and
Permanent Interior
Finish.

VV '17 ?
-= Material

Special
Analysis
Steel Sheets
Deeply Embossed
in True
Architectural
Style.

Large Stocks at all Stores.

- Equipment Result --
Full Line of Every Advantage
Heaviest Presses We Claim.
and unlimited Guaranteed
list of designs Material.
from which to Design and
Supply any Demand Workmanship.
or Service. Reasonable Price

Estimates Free.

Manilla C01(1WATIIIG COMMA:
WHEERIGWVA.

BIVINCH OFFICES AND STORgS:
NEW YOftK CHICAGO PHILADELPHIA
ST. LOUIS KANSAS CITY CHATTANOOGA
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RING-TRAY
LOX-EM-ALL a three in one tray:

Automatic, locking all by removal of one.
Universal locking, preventing the removal of any.Ordinary, allowing the removal of all.

THE ONLY AUTOMATIC LOCKING
RING TRAY ON THE MARKET

"Ten reasons why every jeweler should have the Lox-Ern-All ring trays."
1. Lox-Em-All Ring Tray is perpetual ring insurance.2. The premium once paid protects your stock for a life time.3. Lox-Em-All is for your rings what the cash register is for your money.4. Lox-Em-All is the only automatic locking ring tray on the market andneeds no operator.
5. A ring in the Lox-Em-All Ring Tray is as safe as one in the hand.6. It increases your profit by decreasing your losses.7. Your salesman need watch only one ring; Lox-Em-All looks after the rest.8. Honest people take no offence at the Lox-Ern-All Ring Tray.9. Dishonest people take no rings from the Lox-Em-All Ring Tray.10. In construction the Lox-Ern-All is perfectly simple and simply perfect.

Drop us a card before you forget and we will send you a descriptive pamphletand price list.

DAHL MANUFACTURING and SALES COMPANY

MINNEAPOLIS
Office and Factory:

314-316-318420-.322-324 FIFTH AVE., SO. MINNESOTA

L. LELONO d BROTHER

111
fill

1.1_11111111
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Southwest Corner
tialsey and Marshall Streets

Gold and Silver Refiners
Assayers and

Sweep Smelters
BULLION SOLICITED

SMELTING for the TRADE

Prompt attention given to Old Gold
and Silver forwarded to us

by mail or express

NEWARK, N. J. Sweepings Our Specialty

ELK TEETH
JUST AS THEY COME FROM
THE INDIAN AND HUNTER
ALL SIZES, white and colored tips.
Any number wanted. On selection to
manufacturers. Come to the right
source for supplies.

Mt. Lion, Lynx and Eagle Claws
for Emblem Work

DIMENSION, CABOCHON GEMS FOR RINGS, SCARF PINS, ETC.
Every sort of fine Gem Minerals in the rough for Gem Cutters.

ALL STRICTLY WHOLESALE PRICES

Largest Dealer of Elk Teeth in the World. Importer of Gem Goods 
price-list free L. W. STILWELL, Deadwood, So. Dak.
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Modern Electro-plating

T H E

By PERCY S. BROWN, in The Metal Industry.

He who in this country advocates nickel solutions

of high density is immediately placed on the de-

fensive as, with few exceptions, the plating fra-

ternity are quick to rush in with a defense of the

old nickel ammonium sulphate solution which can-

not be worked at a density sufficiently high to give

it the desired conductivity. It remained for the

chemists of the old country to evolve and commer-

cially demonstrate the possibilities of the high

density nickel solution and for the firm of Waldberg

& Co., of Paris, France, to place upon the market a

solution that had the additional advantage of pro-

ducing a bright deposit that rivals a buffed surface.

The advantages of a solution that has high

density (and of course high conductivity), and that

produces a bright deposit are obvious, as it means

a large reduction in the time required to produce a

deposit of nickel of given thickness and at the same

time eliminates the buffing operation, thus saving

time, labor and material. In addition to this

there is one other important feature, i. e., the

nickel deposit remains intact as nickel buffing is

eliminated and there is no danger of edges being

" cut through." All manufacturers and platers

know the troubles and expenses resulting from

over buffings of parts having sharp edges. A pro-

cess that will overcome this difficulty both on
ferrous and non-ferrous metals is worthy of careful
study. It is strange that but few persons in this
country have awakened to the fact that in Europe,
and in France particularly, a solution is in common
use, and has been for a number of years, that will
produce such results. It is fair to assume that this
fault lies not in the indifference of the consumer,
but either in his lack of knowledge of progress made
abroad in this particular industry or his inability to
obtain the solution.
Without going into elaborate details it is well to

call attention to the salient features of the im-
proved nickel salts placed on the market by Wald-
berg & Co., and to cite some of the advantages.
In the first place, the bath is easily prepared as the
salts are furnished in powdered form and are
quickly soluble in boiling water. A known quan-
tity of ammonia (ammonium hydroxide) is added
when solution is complete, the solution is filtered
and cold water added until the proper density is
obtained. The bath is then ready for use.
Some of the advantages of the Persels (the name

given to the nickel salts by Waldberg & Co.)
bath are as follows:

1. No nickel buffing is required on highly-buffed
surfaces of brass, copper, German silver, etc. On
iron or steel that is first copper-plated the usual
buffing operation is employed, but no nickel buffing
is necessary. When the nickel is applied direct to
the iron or steel a light buffing operation is neces-
sary.

2. High current densities can be used. Conser-
vatives estimates would be that Persels will de-
posit twice as much nickel in a given time as the
ordinary nickel solution, or the same weight of
nickel in one-half the time.

3. The deposit on a buffed surface is bright and
on an unbuffed surface a fine white.

4. The deposit is tough and highly resistant to
friction.

5. As the deposit is very dense in character, free
from holes, etc., it gives excellent protection
against corrosive action of air, water, or chemicals.

6. It is very economical, as the elimination of
nickel buffing saves time, labor, materials and over-
head charges. The same applies to the actual
plating operation, as the output can be doubled
without additional equipment.

7. The Persels bath is replenished mostly from
the anodes, the anode efficiency being above 90
per cent. Anodes remain unoxidized to the end
and therefore wear down to a commercial minimum
without losing efficiency. Owing to the fact that
they do not oxidize they last much longer than in
an ordinary bath and give full value.

8. Pure nickel anodes may be used (and their
use is recommended) and there is no loss due to
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oxidation, whereas nickel anodes in ordinary
nickel solutions oxidize readily and considerable
loss results. In the Persels bath the maximum
efficiency may be obtained with pure rolled or
cast nickel anodes.

9. The Persels salts are pure, and if pure nickel
anodes are used no objectionable elements are
introduced. No iron will be found in a Persels
solution if pure anodes are used and, therefore,
the so-called rusting of nickel plated parts is
eliminated. The deposit from a Persels solution
under these conditions is a deposit of pure nickel
and not an alloy of iron and nickel.

10. There are no difficulties in preparing or
maintaining the bath as it is replenished when
necessary by the simple addition of Persels.
These few features are the principal ones and are

enough to stimulate the interest of the plater and
manufacturer irrespective of his present or past
beliefs, because they are not absurd claims made
to catch the unwary, but are susceptible to proof.
The important point to bear in mind is that not
alone do you obtain a superior deposit, but you
save money while so doing and the more your
output increases the greater your saving. No
general figures as to the relative economy of Persels
as compared to solutions now in use will be ven-
tured at this time, as figures that would be true
for one manufacturer would not be applicable to
another. Some can save more than others, it
depends largely on the character of their equip-
ment, intelligence of the platers, kind of material
used and other more or less important details
that are a special study in themselves. The
writer will say this, however, the Persels solution
has been used commercially in this country and the
fact has been demonstrated that economies
result from its use.

It was with some surprise that the writer
examined a steel tube shown by Mr. Waldberg, as
the tube was brass plated with a deposit so thick
that it could be cut off with a knife and the deposit
was dense and absolutely uniform throughout
and had a perfectly smooth surface, although it
had not been buffed. The greatest surprise was
the statement that the deposit had been produced
in four hours. A number of persons who have seen
the tube in question have been astonished and
have expressed the opinion that the solution that
will produce such a deposit in the time stated will
outdo anything that has ever been offered in this
country.
In addition to the nickel and brass solutions,

this progressive firm in Paris has produced many
new solutions for cleaning metals; solutions that
will clean iron and deposit either copper or brass
at the same time; rheostats that will actually do
the work that a plating room requires; and a
mechanical plating device that does not require a
high voltage. The mechanical device is of the
roto-plater type, but is so constructed that the
anodes are inside the cylinder and as a result high
cathode efficiency is obtained while a uniform
deposit is produced in from one-third to one-half
of the time required by the types used in this
country and with the ordinary voltage that is
used on all other tanks. It would appear from
the above that the writer was not far from right
when he made the statement that in many branches
of the plating industry the chemists, platers, and
plating supply houses of Europe were far ahead
of their brothers in the United States. It is to be
hoped that with the remarkable strides being made
by the National Electro-Platers' Association in
their work of educating the profession a new era
has commenced and the plater will come into his
own.

Silver-plating Versus Nickel-plating

The automobile industry says Electricity (Lon-
don) is showing a tendency to supersede nickel-
plating by silver-plating for the bright parts of
motor vehicles. Nickel-plating, notwithstanding
its hardness, has the disadvantage that when
exposed to the weather it becomes coated with a
film of oxide hard to remove. Silver has a whiter
color, and is capable of a richer and finer polish.
The surface does not peel or corrode, and when
tarnished is far more easily polished. The labor
cost of plating silver is no greater than for nickel,
and as a very thin deposit is sufficient the greater
cost of the metal need not correspondingly increase
the total cost.

Notes on Electro-plating
Antimonial Lead

The extensive use of antimonial-lead for making
soft metal novelties of all kinds, has been instru-
mental in calling for a more expert knowledge of
the art of electro-plating than has heretofore
existed. A plater who can turn out soft metal
novelties with modern finishes so that the trade
will find no fault with them can really consider
himself at the front of his profession. It is believed
that, taking it day in and day out, antimonial-lead
is the most difficult material to electroplate that
is used in the trade. It cannot be bright dipped
like other metals. Neither can it be pickled to
remove any oxide. It tarnishes and corrodes
readily and the only method of removing these
surface difficulties is by scouring.

Practically every manufacturer of soft metal
novelties makes his own castings. The antimonial-
lead consists of lead and antimony in the pro-
portion of about 87 per cent of lead and 13 per
cent of antimony. The metal is melted in an
iron kettle and poured into bronze molds by means
of a hand ladle. When the metal has "set," the
mold is opened and the casting removed, when the
mold is ready for casting again.
The casting thus made is bright and clean, and

could it be immediately electro-plated without
handling, no cleaning at all would be necessary.
It is impossible, however, to electro-plate the cast-
ings as soon as they are cast, and they must also
be handled to cut the gate off and to transport
from one portion of the shop to another. This
results in the castings becoming greasy so that
cleaning is necessary.
The castings, however, do not tarnish or corrode

very rapidly and the grease is readily removed
by the usual cleaning solutions. If, however, the
castings are left for some time, particularly if in a
damp atmosphere, they will corrode and then
scouring with water and fine pumice must be
carried out. A slow and costly operation in many
instances.

It is, therefore, essential that antimonial-lead
castings be electro-plated as soon as possible after
casting; and at the same time unnecessary hand-
ling should be avoided. The sooner the castings
are electro-plated after casting, the less the labor
and the better the results will be.—The Brass
World.

Hard Soldering

By J. P. INMAN, Midland, Tex.

I submit to KEYSTONE readers for the benefit
of my brother jewelers what I find a very satis-
factory method of hard soldering.

I clean and fit the joint as any one must before
soldering. Then I put the solder in the joint and
dip my ring in water and then in pulverized
cyanide of potash. I use no borax at all on any
gold job. This flux will flow 18 karat dental solder
on 10 karat gold.
Next I take the ring in a long pair of tweezers

and heat it until the cyanide melts, then draw my
flame down to a needle flame and throw directly
on joint until solder flows. Immediately upon
taking ring out of flame I dip in water and all
cyanide pops off, leaving the job clean.

As to the matter of a blow-pipe. I have used
the old mouth blow pipe until I lost all patience
and threw it away. I use a foot blower and gaso-
line blow pipe, all of my own manufacture.
use a foot pump to compress air—the piston and
cylinder kind.
As my blow pipe outfit is not patented, and as

I do not want a patent on it I will send drawings
of it to THE KEYSTONE to be published in a future
issue. I only have one and would not sell it,
neither would I make one for anybody else, so
there is no use to write me about it.

I cut off the end of the eye of a needle and use it
to true hair springs. I heat tweezers red hot and
straighten pivots—sometimes. Otherwise I put
in a new staff. Well I am not writing a serial story
and will quit.
I am interested in organization of watchmakers

and uniform prices for work. We must get to it
some time, why not now?
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Dueber Watch Case Mfg. Co., Canton, 0.
Keystone Watch Case Co., Waltham, Mass.
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A TRADE MAGNET
The same people who buy WATCHKEYS buy wedding, birthday andHOL/DA Y presents and otherarticles in your line, and they
naturally visit first the store wherethey are best acquainted, wherethey have been buying WATCHKEYS, for example, and some daythey will discard their key-windersand buy stem-winders at the samestore.
In the meantime carry a stock ofCLARK'S HIGH-GRADE WATCHKEYS and bring the trade to yourstore.

Better stock up TODAY.

A. N. CLARK C? SON, Plainville, Conn.
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Clocks Without Works

Revolution Prophesied in the Clock Trade

A series of articles on "Inventions and Dis-
coveries" is appearing in the London newspaper,
The Standard, and the future of the horological
industry has been the subject of particular atten-
tion.

It is contended in these articles that the whole
of the world's clocks will shortly be regulated by
wireless power and control from Greenwich.
The idea is not altogether a new one for it may

probably be remembered that eleven years ago
Mr. Hope-Jones, a member of the British Horologi-
cal Institute, and founder of the Synchronome
company, wrote to Fielder's Magazine in the fol-
lowing terms:
"To see a number of dials grouped round a

wireless transmitter is to see visions of an aerial
pole erected by the London County Council
on the Nelson Monument in Trafalgar square,
which would thus become a central station for
time distribution for the Metropolis. Then no
more would accurate time be a luxury of the rich,
dispensed by the clock-makers at high prices, but
would be as free as the air we breathe.
"The message, 'This minute has expired;

let all the clocks hitch on another tooth,' coded
into a single dictatorial impulse, would radiate
in all directions from public transmitters in the
center of every town.
"Now that Marconi can tune or syntonize the

wireless system, and so prevent interference, the
idea of universal state-supplied time signals almost
enters the arena of practical politics. Whether
the public appreciation of such a boon would
justify an Act of Parliament, making it a criminal
offense to produce electrical oscillations of the
periodicity specified by the Board of Trade as
exclusively to be used for clocks is open to doubt;
but we can, at least, prepare a way for it."
In The Standard, on the 19th ult., there appeared

an article dealing with the wireless demonstrations
of Mr. Raymond Phillips.

After dealing with the mystic powers and won-
derful possibilities of wireless control in connection
with telegraphy, airships, railway signalling,
telephony, transmission of power, the general
operation of clocks by wireless control from one
standard instrument is, suggested. The article
concludes as follows:
" Mr. Raymond Phillips is not alone in his inter-

est in the world of wireless control as distinct from
the single department of wireless telegraphy. One
important scheme receiving the attention of in-
ventors just now is the wireless control of clocks.
"Today there is a distinct trend of public

feeling towards the necessity for the synchroniza-
tion of public clocks. Many clocks in London
are now synchronized and operated electrically
from various centers. Every day the Eiffel Tower
discharges wireless time signals abroad at definite
intervals. These can be received in any part of
England with apparatus costing but a few shillings.
The aim of inventors now is to devise some simple
means by which clocks, both public and private,
can be controlled wirelessly from a standard master
clock. The abolition of clockwork and of all
excuses for 'missing the train ' may not be desired
in every quarter, but it is one of the applications
of wireless that may find most general application
in a few years' time."

This article was followed by another on the
21st ult., when Mr. F. 0. Read, of Chiswick,
was interviewed on the subject. Mr. Read is
understood to have already established a com-
plete system of wireless clocks throughout his
private house.
"Clocks and watches of the present and past

centuries, with their complicated mechanism,"
said Mr. Read, "will eventually be scrapped in
favor of a national or world system which will
supply wireless clocks—which have, compara-
tively speaking, no mechanism—with the motive
power, and also control them by a faultless
synchronization. Fifteen years of practical and
experimental work in electrical machinery have
brought me very near to solving the problem of
the perfect wireless clock, i. e., a clock driven and
controlled by a master clock without interference
by outside electrical impulses. The elimination of
the danger of electricity from the many present-
day sources, the passing motor cars, the amateur
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wireless and generating stations and the like, is the
inventor's greatest difficulty at the moment.
"In The Standard article Mr. Raymond Phillips,

whose enterprise I admire, is quoted as saying that
the systems of tuned oscillations and directive
aerials now in vogue might be superseded by a time
factor principal whereby the receiver and trans-
mitter are brought into sympathetic action only at
appropriate moments.' I should go further and
say that it has practically been done, and not only
are the clocks in my house regulated, but actually
driven by wireless from a master-clock in the hall.
Perhaps it would be better to call them time indi-
cators rather than clocks, for they are innocent
of all mechanism save and except a dial and one
wheel of 120 pins which takes the half-minute
impulses of wireless electricity to complete the
hour, and an hour wheel, geared on to the minute
wheel, taking proportionately slower revolutions.
" To protect the apparatus from interference by

wireless stations, of which there are so many
amongst amateurs all over the country, I have a
system which, with all respect to Mr. Phillips, I
think in some respects superior to his. My method
consists in a succession of wireless waves, over-
lapping each other, as it were, and producing a
superimposed effect on each other that makes
tapping of the system extremely difficult, and
which I believe in the near future will be well-
nigh impossible. In wireless telegraphy the system
that will prevent tapping will be formulated on
these lines.
"To synchronize clocks and furnish the power

for driving them will presently be a matter for the
public authorities. By means of suitable aerials or
antennm radiating from, say, Greenwich to the
guildhalls or town halls of all the cities and towns
throughout the country the public clocks, at any
rate, would be controlled and synchronized. The
further development of the system to distribute
the wireless impulses to the clocks in business and
private houses, and indeed to individual watches,
would follow as a matter of course. Wireless
impulses are practically instantaneous, something
like 200,000 miles per second, so that in future
there would be no complaint of inaccurate clocks.
They would all have the correct time."

Manipulation of the Balance Spring
The manipulation of the balance spring may

seem rather advanced to the average repairer—
when I say advanced I mean it's generally the last
stage to accomplish—and many fail to master it
at all.

If there is one thing in which the repairer fails,
it is the balance spring, I have had more watches
brought in keeping bad time, through faults in
the balance spring, than in any other cause. The
general public know little or nothing of the mechan-
ism of a watch; their judgement to a great extent
is based on the performance of their timekeeper.
It is, therefore, necessary the balance spring should
be, as far as possible, isochronous, if you wish to
make a reputation. And now, my friends, we
will confine our attention to the ordinary flat
steel spring.

Before taking a watch to pieces see if the balance
spring is true in the flat, and the round, also if it is
circular with the collet. It often happens one
touch with the tweezers is all that is necessary to
make the spring correct, but a great many fail to
realize where that place is. I advise those who
are not well up in the act of springing to practice
on a few old ones. It's like everything else,
practice makes perfect.

It oftens happens a spring is true in the round,
but the coils are like the waves of the sea, as soon
as the balance is started. Unpin the spring at the
stud, put the collet on an arbor in the turns with
a horsehair bow, and with a peg on the point of
your tweezers held against the collet, you will see
the first coil starting from the collet requires
pushing up or down to bring the spring true.
"Please will you straighten this balance spring?"

has been by far the most frequent request by young
men working with me; more often than not it is
the result of an accident, occasionally it is a sup-
posed improvement of the fantastical shape it
orginally assumed.

Frequently, in a cheap Swiss watch, the index
pins are not circular with the hole in the stud;
sometimes the former is a greater distance from the

balance cock jewelhole than the latter, and the coils
of the spring near the center wheel are too far
apart, while on the opposite side they assume a
cramped appearance. It is not often there is
sufficient room in the stud to drill a fresh hole to
come circular with the index pins; in this case
bend an elbow from the stud outwards, making
the piece of spring embraced by the index pins in
its path circular. If the index pins are rough
or badly shaped it will pay to replace them by
new ones. Burnish the pins before fitting them
to the index. I once had a "sprung under" full
plate in to regulate nearly new. The balance
spring was all colors of the rainbow, the soft solder
"artist" had displayed his ability by fixing the
spring to the stud without a pin.
I have not had a very wide counter experi-

ence, and it is often stated that practical men
seldom make good salesmen; that may be so
but I have often wondered what constitutes a
good salesman. I am rather observant, and
have somewhat made a study of different shopmen
I have come across, especially the younger men.
I can recall one, he was only twenty-two years, and
a smart salesman he certainly was. Sometimes
he would talk the most utter nonsense from a
practical view but he never hesitated when ad-
dressing a customer. On one occasion, delivering
a watch which had a new balance spring fitted,
the customer thought the charge rather high, so
our young shopman proceeded to explain the differ-
ent process the spring had to go through in being
cut out of a solid piece of steel.

Ladies often experiment with a balance spring,
and a hairpin is usually selected for the manipula-
tion. I remember, when behind the counter, on
one occasion, taking in a watch for repair, and
happened to remark, "the hair spring is badly
bent." "Oh, yes," said the young lady, "I thought
there was a hair in it, and I tried to get it out, but
it was so tight, and I thought I might do some
damage."
A fine pointed pair of tweezers and a steel

point should be used for bending a balance spring;
some workmen use two pair of tweezers. I keep
a fine pointed pair, especially for manipulation of
the spring. When a balance spring is out of round,
unpin it at the stud, and remove the collet from
the balance, lay it on a piece of white paper, and
trace the coils round, starting from the collet,
until you come to a piece which deviates from
its proper course; this piece illustrated is bent
inwards towards the collet. Grip the spring
with the tweezers indicated by two dots, and
with a steel point bend the part out beyond the
tweezers, until it assumes its proper shape; this
will bring the coil the other side of the spring,
which is too far out, back to its proper place. We
now follow the coils round until we come to the last,
bend the first part in, using the dots as indicated to
place the points of the tweezers, the next piece
out, and so on. Before pinning the spring in the
stud, see that the last piece, which goes through the
hole, is bent out sufficiently for the collet to lay
central with the jewelhole. It often happens a
spring is out of round in the first coil from the col-
let. The spring may be set true by bending the
coil from the pin in or out, as the case may be.
When a spring is out of flat, true it in the same

manner, starting from the collet and following the
coils round, but I find in this case two pairs of
sharp-pointed tweezers preferable. Many
springers use brass-nosed tweezers.—The Jeweler
and Metalworker.

Attaching Rubber to Metals
A method of attaching rubber to metals has

been patented by Leo Daft of Rutherford, N. J.,
and which is quite simple, says The Brass World.
The metal to be attached is electro-plated in a
solution containing copper, zinc and antimony.
These metals are in proportion of 60 per cent of
copper, 38 per cent of zinc and 2 per cent of anti-
mony. The plating solution is made by dissolving
such an alloy in nitric acid, precipitating with
sodium carbonate and then dissolving in cyanide.
The anode is of the above mixture of metals.
The metal to which the rubber is to be attached

is electro-plated with the alloy previously men-
tioned, the rubber attached to it and the whole
vulcanized. The rubber then becomes per-
manently attached to the metal. The antimony is
used to assist the vulcanization.
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Scouts' Compass Watch Company
MINNEAPOLIS, MINN.—Home Office
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I Recent Patents of Interest to the Jewelry Trade

Patents of interest to the trade, recently issued,

especially prepared for this journal by William

N. Moore, patent attorney, Loan and Trust build-

ing, Washington, D. C.

1,028,794. Balance-wheel. Michael Sporleder,
Colorado City, Colo., and William Sporleder
Okemah, Okla. Filed January 5, 1912. Serial
No. 669,676. (Cl. 58-108.)
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1. A balance wheel having a series of openings
in its periphery, a series of screws having their
inner ends mounted in said openings, an adjustable
shell mounted on the scvews, and a weight engaging
the shells and adjustable on the screws.

1,040,841. Hat-pin Protector. Peter H. Alpp,
New York, N. Y. Filed January 27,1912. Serial
No. 673,784. (Cl. 24-155.)

1. A protector for the
points of ladies' hat pins,

-es
10!4■44 e v comprising an exterior shell,

a conical inwardly tapering1,P/ eM=ry e diaphragm at the entrance
Pas a, end of said shell, said dia-
.7 phragm being provided with

a center-opening and a
notched edge adjacent thereto, a spring-actuated
jaw-lever fulcrumed adjacent to the center-opening
of the diaphragm and provided with a biting jaw, a
spring-actuated locking-lever whose upper end is
placed in alignment with said center-opening for
engaging the opposite end of the jaw-lever, said
locking-lever being fulcrumed near the rear-end
of the shell and adapted for engaging the jaw-lever
and holding the jaw in unlocked position.

1,040,344. Combined clock and indicating device.
Joseph W. Jones, New York, N. Y. Filed May
12, 1909. Serial No. 495,422. (Cl. 58-46.)

1. The combination with a clock and an in-
dicating-device, a revoluble shaft in said device
extending into said clock and having a worm on its
extremity, and a train of reduction-gearing con-

necting said worm and the clock-wind, of a slip-
drive in said train comprising a shaft and spur, a
worm gear fitting loosely on said shaft and having
a circular wall surrounding the latter, a ball located
in a cut-away portion of said wall, flutings or
pockets in said shaft adjacent said ball, and means
for forcing said ball into said pockets.

1,041,766. Hat-pin guard and retainer. Con-
stantin H. Frank and Christopher Herman, New
York, N. Y. Filed May 31, 1911. Serial No.
630,365. (Cl. 24-155.)

1. In a pin guard and
retainer, the combina-
tion of a head or button,
having a hollow shank,
a springy gripping mem-
ber secured in said shank,
and an apertured member
slidably attached to said
shank and held in its inner
position by friction be-
tween it and said shank,
said apertured member
serving to guide a pin to said gripping member,
and said apertured member having operating
means to engage and act direclty on said springy
gripping member to cause it to grip a pin.

1,041,771. Electric clock. Herman T. Gay,
Baltimore, Md., assignor of one-half to Joseph
G. Hochrein and one-fourth to Joseph F. Car-
roll, Baltimore, Md. Filed March 14, 1912
Serial No. 683,687 (Cl. 58-41.)

1. In combination with the vibratory armature
of an electric clock, a magnet, a stud having a
rotary disk with ratchet teeth thereon and also
a loose vibratory arm of insulating material with
a portion thereof practicably concentric with the
disk and projecting beyond the circumference

of the same, a spring held arm with its free end
adapted to rest alternate'v on the disk and the
projecting portion of the insulating material, the
said spring arm, disk and magnet being in an elec-
tric circuit, and a link which communicates motion
from the armature to the vibratory arm, and is
provided with a pawl in engagement with the
ratchet teeth of the disk to effect the vibratory
motion of the insulating arm from the armature,
and thereby produce an intermittent rotary motion
of the disk, the object of the devices described
being to present a different point of contact to the
end of the spring arm at each vibration of the arma-
ture, substantially as, and for the purpose specified.

1,041,932. Cuff-pin. Wade W. Williams, Provi-
dence, R. I. Filed February 8, 1912. Serial
No. 676,297. (Cl. 24-161.)

1. The improved cuff pin or similar article here-
in described consisting of the combination of a pin
tongue, coil, and presser foot, all made of one piece

of tempered metal, which
57,3 17 fl presser foot is formed

.-07 with a series of alter-
-24 nately arranged oppo-

.5o .17 57 36 sitely directed, lateral
bends; and a cuff pin

body comprising a metallic, concavo-convex shell,
whose edges on the two longitudinal sides thereof

'411111MINV.M.Wr.
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are rolled over to contact with and cover the ex-
treme tips of said bends of the presser foot; a pin
joint integral with said shell at one end thereof
rolled and bent to cover partially and hold the
coils in position; and a pin catch at the opposite
end of said shell adapted to engage at will the
pointed end of the pin tongue, said presser foot
and coil being confined in position by their ex-
pansive pressure endwise into holding contact with
said shell at the opposite ends thereof and also by
the rolled edges overlying said coil and lateral
bends.

1,041,291. Hat-pin-point protector. August
Jaschke, Tomahawk, Wis. Filed March 19,
1912. Serial No. 684,665. (Cl. 24-155.)

a

1. A tapering interiorly fluted sheet metal re-
ceiver, the smallest end ending in an outstanding
flange from which is continued a cup, the largest
end of said receiver having a skirting bead, said
flutes running from said flange to said bead, and a
cork forced into said receiver with one end pro-
jecting into said cup.

1,041,371. Link-button. Robert J. Taupert, Las
Vegas, N. Mez. Filed Mareh 29, 1910. Serial
No. 552,170. (Cl. 24-102.)

As a new article of manufacture
the herein shown and described
cuff button, consisting of the orna-

J mental heads, the central V shaped
cross braces terminating in the
common meeting point, and the
connecting link having its ends

bent around said meeting point to form the attach-
ing eyes in which the heads are pivotally secured.

1,042,108. Hat-pin fastener. Albert F. Graul,
Newark, N. J. Filed October 5, 1909. Serial
No. 521,071. (Cl. 132-25.)

In combination with a hat pin having a head on
one end and having an enlargement on its pointed
end, of a button formed with a head having a cen-
trally arranged perforation whereby the pin can
slide freely in the button, and a wire arranged into
a helix having a pointed end, the wire surrounding
the pin and being secured to the button by a
straight portion at a point to one side of the per-
foration whereby the button can be turned irrespec-

tive of the hat pin to form a guide for the hat pin,
the button when in place having its rotation halted
by the straight portion of the pin engaging the
material of the hat, the button being spaced from
the crown of the hat.

1,040,791. Gem - setting.
David Shiman, New York,
N. Y. Filed June 19,
1911. Serial No .634,073.
(Cl. 63-27.)

1. A gem setting com-
prising an annular base hav-
ing upwardly flaring concave
reflecting segments and up-
right elongated gem sup-
porting prongs extending
high above said base, and an
annular background con-
nected with said base and
having flaring concave re-
flecting segments.
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A Novel Burglar-Alarm System
With a complete system of burglar alarm pro-

tection in a business office, it is frequently a
great assurance to a proprietor to be able to de-
termine at any time outside of business hours
whether the alarm system has been operated, and
it is the writer's object to discuss an arrangement
which permits of quickly determining the question,
only requiring that the business office or establish-
ment under consideration may be reached by
telephone.

Referring to the circuit diagram presented, we
have the protecting springs or devices, A, B and C,
which may either be of the open or closed circuit
type. If the open circuit type, a diagram as pre-
sented serves as a satisfactory illustration of the
circuit connections provided. Should the system
be of the closed circuit type, the circuit connections
will have to be made as shown by D, E, F.
It will be observed that, under normal condi-

tions, after leaving the business office, switch S
will be thrown into position, so that the telephone
line is connected to a winding of relay R, through
condenser K and wire 4. The circuit closing
contacts, A, B and C are connected to the relay
Et', over the wire 1, to the battery B, the remaining
side of the battery being connected to the opposite
side of the circuit closing contacts over wire 2.

It will be observed that should any one of the
contacts, A, B and C, be closed, the armature A
of relay R1 is drawn up and makes connection
with wire 1. This results in completing a circuit

tch eel

Rcleavt

 1
comprising the battery B, relay R', wire C
armature contact A, 'winding of relay R, which
locks up the armature of relay R1 and permits
current from battery to flow through the winding
of the two relays until the circuit is opened by an
attendant. When the current flows through relay
R, armature A draws up and connects with
wire 3, short-circuiting the relay winding, causing
the armature to drop off and continuing to vibrate
to and fro until the circuit is opened at S2 or
S and button P. The opening and closing of the
short-circuiting wire around the relay R results
in an intermittent magnetization and demagnetiza-
tion effect, producing a current in the secondary
winding C, and this current is then impressed upon
the telephone line over the wires 4 and 5, through
the condenser K, the intensity of the sound being
regulated by changing the capacity of the con-
denser.
The electrical proportions of the apparatus may

briefly be as follows: Relay R', 10 ohms; relay
R, 5 ohms; winding C upon relay R, 20 ohms;
capacity of condenser K, .1 m. f., and the neces-
sary battery B will depend somewhat upon the
length of the connecting circuits. As a rule three
cells of dry battery will serve the purpose.
In the closed circuit system the contacts D, E, F

are indicated connecting to the relay R2, which
is normally drawn up and, therefore, leaves the
contact C6 open, which connects to the wire
1 of relay R' , and is so arranged that should
any one of the contacts D, E, F be opened for
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an instant, the armature of relay R2 will drop
back, momentarily close the current from battery
B through the relay R' , resulting in the armature
A of relay R' drawing up and closing the alarm
circuit, as described above. The resistance of
relay R2 and the voltage of battery B2 must
necessarily be such that the best results will be
obtained when connected to the existing circuit
wires. If three or four closed circuit batteries
are used for B2, the resistance of relay R2 may be
somewhere around 20 ohms. With a system of
protection as outlined above, the switch S is
closed when the last attendant is about to leave
the premises. After closing the circuit and before
leaving, he removes the receiver of the telephone
from the hook-switch and listens for an instant.
If he does not hear the characteristic buzzing tone,
he will take it for granted that all windows, doors
and protective appliances are in proper operative
condition. It is now possible for anyone delegated
with the duty to call up the premises thus pro-
tected, and, since there is no one present, he will
receive no response, but if any of the windows
or doors have been opened, or what amounts to the
same thing, any of the protective contacts have
been closed or opened, depending upon what
system is used, the characteristic tone will be
heard upon the line. It is obvious that the tone
must be of a characteristic nature so that anyone
understanding the purpose of it immediately
recognizes it and understands its significance, for,
unless the burglar alarm system has been tamp-
ered with, no tone should be heard upon the line.—
H. P. Clausen in Electrician and Mechanic.

A Simple Method of Making
a Brass Plating Solution

A very simple method of making a good brass
plating solution, (and bronze solution too, if de-
sired) is as follows:
Make up a good cyanide copper solution from

cyanide and carbonate of copper so that it works
well and keeps the anodes clean. It should not
contain too much free cyanide, however, but just
enough to clean the anodes while the current is
running and no more. This cyanide copper solu-
tion is used for the base of the brass solution.
The next step is to make up the following:
Water 1 gallon
Potassium Cyanide .2 lbs.

To this solution add plastic carbonate of zinc
until it will take up no more. The dry carbonate
of zinc can be used, but it does not dissolve as
readily as the plastic carbonate. Care should be
taken to ascertain that the cyanide solution will
take up no more of the carbonate. When this is
done it is ready to be added to the copper solution,
but not all at once.
Add some of the cyanide zinc solution to the

copper solution contained in a small tank or stone-
crock. Then try it on a piece of work. Note
should be made of the quantity of the cyanide zinc
solution added as this will be of advantage later.
After the small addition of the cyanide of zinc
solution has been made to that of the copper and
tried, the color of deposit produced will indicate
what is going on. The deposit first obtained is
bronze. Then, as more of the cyanide zinc solu-
tion is introduced a green brass deposit (low brass)
is produced. Finally a full yellow brass is pro-
duced.
When the right shade of color is obtained, either

in the bronze or brass, a sufficient quantity of the
cyanide zinc solution has been added. Note
should now be taken of the quantity of the cyanide
zinc solution used. If, for example, 5 gallons of the
copper solutions are taken and 1 gallon of the zinc
solution is added, then this same proportion can
be used for a large quantity. For instance, when
100 gallons of copper solution are to be made into
one of brass, then 10 gallons for the zinc solution
will be needed. This feature renders the making
of a brass solution from one of copper a safe and
sure operation.

After the brass solution has been made up and
has been found to produce the desired color, then
other additions such as bi-sulphite of soda, am-
monia, etc., may be made. In the majority of
instances ammonia is unnecessary, particularly if
the brass is to be buffed. It is a source of much
trouble in brass plating and many platers dispense
with it entirely. It is possible to obtain a good
deposit without it.—The Brass World.
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Interesting Queries and Answers
Scissored from Our Exchanges

From The Metal Industry

Question.—Please publish a formula for the
gold or gilt finish, one that can be worked cold and
cost as little as possible.
Answer.—Stoppers for perfume bottles and simi-

lar goods are cast up in molds from antimonial-lead
alloys, and unless the articles are plated as quickly
as possible after the casting, they become dull from
the action of the atmosphere, and it is then difficult
to produce a lustre by polishing, so this must be
accomplished by the aid of solutions and dips.
The methods are as follows: (1) Flash the articles

in a warm cyanide of copper bath or in a warm
nickel bath. (2) Plate in an acid copper bath to
prepare a surface for bright dipping. (3) Bright
dip in a mixture of aqua fortis and oil of vitriol.
(4) Flash in a warm bright brass solution to pre-
pare the surface for gilding. (5) Gild in a warm
gold solution. The action of cold gilding solutions
are too slow and require too much gold to prepare.
The simplest gold solution is prepared with cyanide
and ammoniuret of gold and a little sodium
bisulphite in the following proportions per gallon
of water:

Pure gold, reduced to ammoniuret of gold.. . oz.
Potassium cyanide 1M to 2 ozs.
Bisulphite of sodium Yi oz.

Gold solutions made up from trisalyt gold salts
are the easiest solutions to prepare, and give good
results. The salt-water gold solutions are often-
times used for gilding such articles. See articles
on page 18, January, 1909, issue of The Metal
Industry. Solutions should be prepared so that
the deposit comes perfectly bright without further
polishing or coloring operations after plating.

Question.—I am having trouble in getting a
satisfactory deposit in my Rotary Plater, but get
very good results with my still solution. I have
tried a strong solution with cyanide, also with
copper, also a weak solution, but cannot get results.
Any suggestions to remedy this trouble will be ap-
preciated.
Answer.—The trouble you experience in not

getting a satisfactory deposit with your Rotary
Plater is due to the fact that your voltage is too
low for nickel plating with a moving solution.
Three to four volts will give sufficient strength to
the current, but with mechanical platers the cur-
rent should be double the strength or from eight
to ten volts. The reason for this is the constant
motion of the barrel offers a great resistance to
the current and, of course, must be of sufficient
strength to overcome the internal resistance
created on account of the constant changing of
the position of the articles. This is the reason
why you obtain satisfactory results with the same
solution and current of three to four volts using
a still solution, and do not obtain the same results
with the Rotary Plater. The solutions used in
mechanical platers should also be increased in
density, a nickel solution that will give satisfactory
results at 5M Baume with a still solution should be
increased to 8 degrees Baume for a mechanical
plater.

Question.—Furnish me a formula of a good
soldering fluid for use with soft solders to be used
on soldering bmss to iron.
Answer.—To two fluid ounces of muriatic acid

add small pieces of zinc until bubbles cease to rise,
then add 5 per cent of a teaspoonful of sal ammon-
iac and two fluid ounces of water. By the applica-
tion of this to steel or iron they may be soldered
without their surfaces being previously tinned.
Be sure and see that the parts are clean and free
from any dirt or foreign substance.
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How Patent Inventions
Contributed to Prosperity

"How tremendously patented inventions have

contributed to the prosperity of the United

States appears from the growth of industries

depending on inventions," says Leslie's Weekly.

"Between 1860 and 1910 the output of sewing

machines grew from less than $4,500,000 to over

$28,000,000—an increase of 542 per cent. Between

1850 and 1910 the production of agricultural

implements increased from less than $21,000,000

to over $146,000,000—an increase of 846 per cent.

In the generation from 1880 to 1910 the output

of photographic apparatus increased from $142,000

to nearly $16,000,000—an increase of 1,064 per

cent. In the decade between 1899 and 1909 the

output of automobiles leaped from less than

$5,000,000 to over $249,000,000—an increase of

5,200 per cent. During the same period the

production of wire jumped from less than $9,500,-

000 to nearly $90,000,000—an increase of 800

per cent; the output of phonographs increased

from about $2,000,000 to nearly $12,000,000—a

growth of 324 per cent; the production of cash

registers and calculating machines jumped from

about $5,500,000 to nearly $24,000,000—an

increase of 321 per cent; the output of patented

food preparations grew from $39,000,000 to

$125,000,000—a growth of 220 per cent; the

production of fountain pens increased from a little

over $1,500,000 to over $4,500,000—an increase
of 178 per cent. Over the same period the output
of photo-engraving grew from $4,000,000 to over
$11,500,000—an increase of 177 per cent; photo-
graphic products from less than $8,000,000 to
over $22,000,000—an increase of 189 per cent;
the production of rubber goods from $52,000,000
to $128,500,000—an increase of 144 per cent;
typewriters from less than $7,000,000 to nearly
$20,000,000—an increase of 185 per cent; produc-
tion of electrical machinery from $92,000,000 to
$221,000,000—an increase of 140 per cent."

Genuine Black Diamonds

Genuine black diamonds, although considerably
more valuable than the ordinary white diamond,
are not used for gems, having an appearance no
more attractive than a bit of stone or fragment
of coal, being dark gray, brownish, or black in
color, and opaque, without crystalline form. They
are somewhat harder than the crystal or gem dia-
mond, being in fact, about the hardest substance
known, and are found in irregular pieces, ranging
in size from one-half to five hundred karats.

The origin of the black diamond is a subject
on which science remains silent. They are found
in but one spot on the earth—an area of not over
225 miles square, in Brazil. Here they are recov-
ered from the gravel and washings of the river beds.
No fine specimens of the gem diamond have ever
been found in the black-diamond fields. Yet—and
this is the point over which science has vainly puz-
zled—both blac„k and white or gem diamonds are
simply pure carbon, being of practically identical
composition. The gem diamond is translucent
and crystalline in form, while the other is not; the
black diamond is harder, tougher, and not so brittle,
and there the difference ends.

Practically the entire output of black diamonds
is used for tipping diamond drills, the precious bits
of carbon being set in pieces of soft steel or iron.
These diamond-pointed drills will cut through
any substance known, and have eaten their way
through the hardest known rock down to a depth
of six thousand feet. Ordinary gem diamonds
would be crushed under the enormous pressure it
is necessary to put upon the drills when the bore
has gone to a great depth. No substance is known
which could be used in place of the black diamonds
for drill points used in boring for mineral deposits,
and should the supply become exhausted, there
would be no more deep borings, as there were none
before the black diamond was discovered.
The diamond drill is a decidedly expensive tool,
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as it is usual to place eight stones in each bit or
drill point, and fair-sized stones, of three to four
karats each, are more satisfactory and economical
in the long run than small ones. As the carbon
is worth about $85 per karat, a single drill armed
with stones of medium size would cost in the neigh-
borhood of $2,500.

New Stationery
In note paper this fall there are many attractive

novelties, especially for women. The men, how-
ever, are not forgotten, as their requirements are
well met in a single sheet of large size to be folded
twice and slipped into a long, narrow envelope
7 Wtx3 inches. The paper is a good quality of
white woven linen, the address to be stamped on
the envelope flap and the address and perhaps a
monogram or coat of arms at the top of the sheet
inside. A box of this paper containing 125 sheets
and 100 envelopes is sold for $2.75.

A large envelope is shown for women, which
holds the double unfolded sheet of paper in either
large or small note size. The envelope flap is
rounded at the corners and the paper is either
white with a tinted border or in different pale
colors. These boxes are 90 cents or $1.25 each.
With the French gold edge they are 30 cents extra.

Very convenient for those who do not care to go
to the expense and trouble of having a die cut is
the stock monogram. This can be obtained in a
combination of any two or three letters.

Instead of having the line monogram in gold
or color on the paper, a pretty idea is to have it
inclosed in a lozenge of any shape, the background
inside being of a contrasting color with the paper.
If the paper is tinted the background could be
white with a gold monogram, or on a white paper
it could be colored. These monogram papers
range from 75.cents to $2 a box.
A seasonable gift in note paper is the tan or

orange colored box painted with a design of chest-
nut burrs and tied with brown ribbon. This con-
tains note paper and envelopes with the fashionable
large flap and ranges in price from $2 to $4 a box.
The new correspondence cards have a squarely

folded flap at one end, on which the monogram
or address is stamped. The envelope has
a long, pointed flap and the tinted border and gilt
edge are very attractive. They are $1.25 a box.
At the same price is a single-sheet letter paper

for women to be folded and tucked under a flap
similar to the one on the correspondence cards.
The envelope for this paper is long and narrow.
A delicate tan shade is much used this season

in note paper, being very effective with the narrow
gold border. This is $1.25 a box.—Philadelphia
Public Ledger.

Artificial Roots for False Teeth

To complete false teeth, a dentist of Wichita,
Kans., has invented an artificial root, by means
of which an entire new set of sound teeth can be
placed in a jaw from which all the natural teeth
and roots have been removed, says Popular
Mechanics. To prove that his invention is of
practical value, he recently took with him to
the convention of the National Dental Association
in Washington, a Wichita attorney, who has a
number of these artificial roots in his jaws.
Two hollow, cylindrical instruments, one chisel-

edged and the other with a saw-tooth edge, are
used to make a hole, respectively, in the gum
and in the bony tissue in which the roots grow.
Into this hole a cratelike framework of platinum
is fitted. The tissue grows through the interstices
of the framework, and six weeks after the operation
the metal root is firmly fastened, practically a
part of the jaw.
On top of the latticed cylinder, forming the

root, is a metal disk having a slot, into which
another disk is fitted; and upon this latter an
artificial tooth or bridge is built up in the ordinary
way. When a whole jaw is to be fitted with
teeth, about six roots are set and the space between
them is bridged.
The platinum root is impervious to acids and

does not injure the tissue which grows about it.
The exhibition of the artificial root excited much
interest among dentists from all parts of the
country.
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Items of Interest
Frank C. Osmers, of Osmers-Dougherty Com-

pany, manufacturing jewelers, was elected Mayor
of Haworth, N. J., on the Independent ticket. He
received 50 per cent more votes than his opponent,
who was running on both Republican and Demo-
cratic tickets.
At a special meeting of the Roger Williams

Silver Company, Providence, R. I., on October
25, the resignation of William Linker as president
and treasurer was received and accepted with
much regret. Theodore Bender was then elected
president, and William S. Stone was added to the
board and elected treasurer to fill the vacancies.

Mr. and Mrs. Ferdinand J. Ach, of Dayton,
Ohio, announce the marriage of their daughter
Miss Rosalind Kahn to Mr. Julian Garfield Schwab
of Cincinnati, Ohio, on the evening of Monday,
November 4. Mr. Schwab is the son of Mr. A. G.
Schwab, head of the well-known manufacturing
and wholesale jewelry house of Cincinnati, Ohio,
and a highly popular and widely known member
of the trade. THE KEYSTONE joins with his many
friends in extending congratulations and good
wishes.
George J. Gruen, secretary and treasurer of

The Gruen Watch Manufacturing Company, of
Cincinnati, Ohio, recently returned on the S. S.
George Washington, from a seven months' stay
at the company's movement factory, located in
Madre Biel, Switzerland, where he superintended
additions to the plant. A home coming dinner
and theatre party was tendered to him by the
office force on Monday evening, November 4,
which proved a very enjoyable affair. Mr. Gruen
was accompanied abroad by his wife and son.

Pollack's Safety Clasp Company, of Attleboro,
Mass., are receiving a great many orders for their
twentieth century clasp. They claim this clasp
is an article that jewelers have been waiting many
years for and is one that will protect their cus-
tomers' diamonds, la vallieres, and locket chains
from coming apart. They state that the clasp is
so constructed that it will outwear any chain in
the market and it has been made to stand the most
rugged and vigorous test. They are.also making a
line of chains all of which product is selling direct
to the retail jewelry trade.
We take pleasure in informing our readers that

the interesting article which appeared in our
issue of October 15, entitled "Bucking Against
Fate" and which we credited to a southern jeweler
was written by Hermann Wettstein a respected
and accomplished member of the trade, formerly
at Fitzgerald, Ga., but now located at 1255
Twentieth Sunset avenue, San Francisco, Cal.,
Mr. Wettstein is not only a competent jeweler but
a gifted writer and philosopher. The article
referred to has been published by Mr. Wettstein
in pamphlet form, and a copy of it will be mailed
by him to any member of the trade on receipt of
10 cents to cover postage.

Chipped Meerschaum Pipes

Some of the edges of carved meerschaum are so
sharp that it is a common accident to chip off a
piece of the meerschaum; in all probability it is a
small piece; if so, it is an easy matter to trim the
broken edge with a sharp penknife, always sup-
posing that the surrounding carving will admit the
operation without disfigurement. If, however, the
fracture be too large to treat in this manner
satisfactorily, then carefully wrap the broken-off
piece in tissue paper, place it inside the bowl, and
put the pipe away for future treatment when you
can sit down quietly and uninterruptedly. Then
get some "diamond cement" or other transparent
preparation with which the fracture can be re-
paired in such a manner that it does not show
where joined "Secotine" is not colorless enough
for this work. A very small portion of cement
should be used, it being necessary to allow it to
dry perfectly, after which the superfluous cement
must be very carefully removed with a knife.
This job must be done with perfectly clean fingers,
as dirt, grease, or even perspiration on the fracture
will prevent the cement holding. Should you
have any doubt about your capability, then send
the pipe to a professional pipe-repairer. A colored
or partially colored pipe does not require so much
care, as the trimming off or fracture can be dark-
ened with tobacco juice.—Tobacco Trade Journal.



SELLS LIKE HOT CAKES
(ORDER TO-DAY

AN EXTRAORDINARY 
SELLER !

A SPECIAL PRICE!

GOLD PLATED SAFETY PINS
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. .. We are today placing our chains with our patented trimmings on the market. We :•0 sell you a better chain with our patented Clasp and Chain Protector at a lower ??
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We are the Manufacturers and Patentees of our patented protectors. They cannot
be bought from any other chain manufacturer in the United States.

Our Neck Chain Snaps will wear for years. Our Chain Protector may be used for 0
a fob, coat or vest chain and it is a locket combined. It is the greatest invention
in the jewelry trade. See cuts for ideas. Any emblem can be used on clasps. We
make them with our chains in 12K 1-10, 1-15, 1-20th stock. Quality of every chain :4;0
is stamped, and is guaranteed. The most elaborate and finest finished line of chains ?
in the country. We have no traveling men, so send direct to the factory.

Showing side view
closed

Showing end view
closed

POLLOCK'S
SAFETY FOB CLASP
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9 cannot be pulled apart—are ahead of all the rest. All our 6
9 6
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: protect your customers' chains. Our designs and quality 6

6

9 are far ahead of other manufacturers'. A trial will con- ei
: Vince you of our values. 6

6

6 6
. o

i Pollock Safety Chain Co. 00
•

O 6
6
e

:
U0000.0.0.64D010.00000000-0011.011411,000000.00000•00.0•000•00041)1

III

mum
SAFETY WELK CHAIN CLASP

3T OREM CLASP IN TtRWORLO

GOLD FILLED
pn ICE

50.tI 40 Union Street ATTLEBORO, MASS.

No. 638 ss cents

No. 622 35 cents

No. 669 35 cents

No. 809 35 cents

No. 671 35 cents No. 651 25 cents

Advertising Cuts
For Jewelers

We have had specially prepared
for the jewelry trade a great num-
ber of appropriate illustrations for
use in newspaper advertisements,
circulars, stationery, etc., and are
furnishing same at a nominal cost.
A few samples, with prices, are
here shown.

Sheets showing the complete
collection—all sizes and kinds—
with prices, will be sent on request.
Order by the numbers under the

illustrations. Money must accom-
pany the order.

The Keystone Publishing Co.
Lock Box 1424 Philadelphia, Pa.

Letter
Engraving
Is a Fine Art

THE educated public taste of to-day calls for both art and skillin the designing and execution of engraved letters, nor is itdifficult to acquire the necessary skill. The one work inwhich the art is methodically taught is the well-known treatise,

The Art of Engraving
written by one of the world's most accomplished engravers. Thistreatise has been the sole education of hundreds of engravers whomade unusual profits during this last Holiday season. The bookwas written by a master engraver and an experienced teacher of theart and covers the subject from A to Z, leading the student fromthe most elementary processes to the most complicated intricaciesof the art. Over 200 original illustrations elucidate the text.

Sent postpaid to any part of the world on receipt of price,

$1.50 (6S. 3d.)

PUBLISHED BY

The Keystone Publishing Co.
Lock Box 1424, Philadelphia, Pa.

1201 Heyworth Bldg., Chicago

411111MMIIMIGINGS11111111.

FOR FIFTY DOLLARS we will Teach

You to Do First-class Engraving

A 'I'HREE MONTHS COURSE in our Eneraving
 Department will make such

an Engraver of you that you can do in a satis
factory manner the engraving tint

would have to be done in the average jewelry store. This should interest you.

You can look this country over, and nowhere 
will you find an institution whose

students become first-class Engravers in so short a 
time. It is our method of

teaching and years (19) of experience that 
count. Send for our prospectus—

state that you are interested in eng
raving—it will be a penny well spent.

THE PHILADELPHIA COLLEGE OF HOROLOGY
F. W. SCHULER, Principal Broad and Somerset Sts., PHILADELPHIA, PA.

THE J. D. EWING COMPANY
Manufacturing Jewelers. Jewelry Repairing.

EXPERT REPAIRING ON WATCH SATIN FINISH AND COLORING,

CASES, ENGINE TURNING 
ENGRAVING, ENAMELING

 TRIAL ORDER SOLICITED 

122-124 SOUTH 8th STREET 
PHILADELPHIA

FRED A. HASKELL 
Letter, Jewelry & Souvenir

ENGRAVER

206 Weybosset St., Providence, R. I.

ENGRAVED SOUVENIR SPOONS
Send us Spoons and we will Engrave

Buildings. $3.50 doz. Names. $120 doz. STONE SETTING

OUR superior facilities for the remounting of 
family jewels, and keeping

in touch with the latest styles and designs, 
enables us to turn out special

order work with a nicety of precision and 
exactness of detail and finish that

is unsurpassed.

CELLINI MFG. COMPANY, NEW HAVEN, 
CONN.

Manufacturers of Platinum and 14 kt. High Grade 
Staple Jewelry

R. P. JAHNKE
GONZALES • . TEXAS

jpitudAurc GE-
--

0 PAT APPLIED FOR

'̂tel.E•Th,tp.JA

A new and indispensable device for
cleaning paint stains, dirt, varnish, signs,

  or any like substance from glass, windows,

1. show cases, etc., in the shortest possiLle

time and most efficient manner.

Price 50c. by mail

Extra blades 3 for 25c.

THE THIN FLEXIBT E BLADE DOES THE 
WORK

Established 1881 The Largest, Most Centrally and Conveniently Located

NABSTEDT MANUFACTURING COMPANY
RING AND CLASS PIN MAKERS
MANUFACTURING JEWELERS

JEWELRY REPAIRING

Factory and Office, 110N-112M East ThirdStreet
DAVENPORT, IOWA

Telephone North 562

DICK.SON'S

RING SHANKS
Save time and money.

No waste in sawing and shaping.
Assorted finger sizes N''n to 7.
Assorted sizes for different weight and shaped stones.

Write for brass samples and prices.

H. L. DICKSON,
106% Field St.. DALLAS, TEX.

I 
Quality--Finish--Originality

THE Mr' NEWMEYER
SCHOOL OF ENGRAVING r-

1. • • • • CLEVELAND

ti
Catalog and Pupils' Plates Forwarded on Request I

2449

DIAMONDS Ltsid PI;ZICIOUS STO
NE,S

BOUGHT AND SOLD

FOR SPOT CASH
Appraisements made for estates or individuals

J. J. COI-MN
1011 Chestnut Street, PHILADELPHIA, PA.

Established 1891

Write for further information

Iller SPOT CASH for Jewelry Stocks -1111e
I PAY THE HIGHEST PRICES 

for Diamonds, Watches and Jewelry.

Send stocks at once, no matter how 
large or small, and get money by return mail.

National bank references upon request. 
If offer is not satisfactory will return goods.

EMIL NOEL, 541 E. 46th Place, CHICAGO, ILL.

If you should be in Chicago with your
 stock, make appointment with me

by residence telephone Drexel 5323, o
r office telephone Randolph 1418

EXPERTS
ON

FineWatch Case Repairing
Manufacturers of Special Cases
Gold and Silver Plating, Satin and
Roman Finishing, Rose Coloring.

ENGRAVING
ENAMELING and
ENGINE TURNING

Swiss and English
cases changed to fit
American move-
mentsand all kindsof

RAISED COLORED
GOLD WORK.

The Largest and
Promptest Repair
Shop in Chicago.

SEND FOR PRICE-LIST

J.C.HOWARD &CO.
116 & 118 N. State Street. CHICAGO. ILL.

PATENTED
NOV.Z 1911 -

THE TURGEON UMBRELLA HOOK

"ON to stay on." Your trouble with broken

show eases, etc., are over if you use the

TURGEON HOOK. Sold in Li, lA and Gro.

lots, at $6.00 Gro. net cash with order.

Sample sent on request.

GEO. V. TURGEON
LEWISTON, MAINE

9

6

ELECTRIC
—S I G N—

CLOCKS
Bulletin free.

GILLETTE ELECTRIC CO.

728 BUCKINGHAM PL. 
CHICAGO. ILL.

Evert Watch Repairer
Maker of Special Watch Parts,
Adjuster of Complicated Move-
ments. Our work is Prompt and
Satisfactory. Our Prices are Rea-
sonable. GIVE US A TRIAL

M. LIEBERMAN
71-73 Nassau Street New York

Four More Gold Medal
Students

Ineval coon,

Miss Elsa Puckett, Mr. S. M. Dekle

Las Vegas, Nev. Statesboro, Ga.'

F. W. Anderson, E. J. Meyer,
Aurora, III. Grand Island, Neb

We hav,, ten other stude
nts

'" who will be ready soon to
Qualify for their gold medals, and they

do engraving on actual work and not

CM Copper plates.

A School built upon the confidence
of its students

,m oiling //OW you can lest, ye date most convenient

It, you for your course. Send today for catalogue.

Winters School of Engraving
Powers Bldg. Chicago, III

It :
Interested in Old Clocks? 1

t
t Write T. H. Rowell Preston, :z
i Brighton, England, and you'll I

;
;
., be more so! i
u u

MODELS
cYVIade of Clocks,
Watches, Meters,
Novelties, Etc.

Wheel and Pinion Cutting, Experi-

mental Work and Repairing.

Lux Model Works
53 E. Farm St., WATERBURY, CONN.

SOUVENIRS
Automobile Name Plates, Watch Fobs,

Flag Pins. Seals, Tie Clips. Prompt

Attention Given to Special Orders.

WRITE FOR ESTIMATES

All shadesof Enamel constantly on hand.

CARPENTER & WOrMenufacturersmCaIendarSt. Proid:nceRI 

Trade Watch Repairing
A Well Equipped Shop

Skillful Workmen

Right Prices and Prompt
Returns

C. H. KNIGHTS-
THEARLE CO.
Columbus Bldg., CHICAGO

DALLAS TEXAS
Expert Watch Repairing for the Trade

Any part of a watch will be
made to order.

A. ZIMMERLI, 1514 Main St.
High-Grade Work Our Specialty
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Small Advertisements
No ad % ert isement in sert 1.11 for lessthan 25 vents.
Under 11111111M; "SiIIHII i s W/III I ed,"ONE CENT per word for Ilrst t went y-five uords. Additional words and ad-

vertisements. THREE CENTS per ward.Under all headings eNcept "SituationsWanted," T If REE CENTS per vord.Nano., address, initials and abbrevia-tions count as Ivords, and are chargedfor as part of the advertisement.To insure insertion, send remittancewitIi orders for advertisements. Copymust reach us by t he 25( h of eachm011111 for the issue of the 1st Of thefollowing, month, and by the lath oft he 111 for the Issue of the 15111 ofthe same t
Sell(' bank cheek or el ra ft, or postalor express money order for $1.00 andover, or postage stamps for smalleramounts.
If answers are to be forwardedsend TEN CENTS In postage slumpswith order.
The real name and address of every

advertiser must accompany the copy oft he advert I sement.
Advertist•rs who are not subscribersshould send la cents (special 'smiles 25cents) if they desire a copy of the paperIn which t heir advert isement appears.
Address,

THE KEYSTONE PUBLISHING COMPANY
Lock Box 1424 PHILADELPHIA PA.
SIMmmosmilioni

simminiimmommisimmi

SITUATIONS WANTED
Under this heading, ONE CENT per word,for first twenty-five words. Additional wordsand advertisements, THREE CENTS per word.No advertisement inserted for less than a5rents.
It will facilitate matters and result tothe advantage of advertisers under thisclassification if they will indicate their local-ity in their advertisements.

AS manager of large jewelry store, or jewelrydepartment of store; have had ten years'experience at bench, ten years as manager andfive years as traveling salesman. "Mgr."2210 Western avenue, Minneapolis, Minn.

WATCHMAKER and engraver desires posi-tion. "A 969," care Keystone.
BY January first, A-1 watchmaker and clockrepairer, also store experience; Missouri orIllinois preferred; reasonable salary; good re-ference. "W 961," care Keystone.
AT once; permanent position by strictly high-grade railroad watchmaker; first-class en-graver, all around man; age 29; can manage ifnecessary; salary $30; references. "E 959,"care Keystone.

PERMANENT position by watchmaker, en-graver, jeweler or position where I havechance to buy in or out; send full particulars toJ. A. Norstrom, Sherwood, N. Dak.
AS watchmaker and jeweler in central states orwest; five years' experience good recommen-dations; 25 years of age; own tools. G. Folsom,Osborne, Kans.

A POSITION as engraver till January 1;answer C. D., 410 Bradley avenue, Peoria,

ASSISTANT to a good watchmaker, by a youngman (22); have finished course in general re-pairing and had two years' experience assemb-ling; New York or New England preferred."L 951," care Keystone.

EXPERT watchmaker, jeweler and plain en-graver desires a permanent position Januaryfirst with first-class house in California; 20years' experience on high-grade railroad work;capable of taking entire charge of repair depart-ment; have made but one change during 20years' continuous service; salary $25 per week;first-class references. "S 952," care Keystone.
AS watchmaker, 4 years' experience; capable oftaking charge; $15 per week; Wisconsin pre-ferred, but any other place considered; bestreferences. C. P. Eiffier, Watertown, Wis.
YOUNG man 21, wants position as jeweler,clock repairing and plain watch work; wishesto learn watch repairing; Al references. Box22, Elsie, Mich.

ABOUT December first, by a young man asassistant to watchmaker, no bad habits,willing to learn; small town preferred. E. M.S., 2218 Main street, Peoria, Ill.
AT once by young man, as watchmaker, jew-eler and plain engraver, also knowledge ofoptics; good habits; must be permannt posi-tion. Address "W," in care of Carrier No. 1,Wichita Falls, Texas.

WOULD like position to finish trade as watch-maker and jeweler; age 26; some experience;can furnish good reference. 0. B. Freed, ElkCity, Kans.

SITUATIONS WANTED

POSITION wanted by engraver and jeweler;New York or Pennsylvania preferred."G 968," care Keystone. 

WATCHMAKER of twenty odd years' experi-ence, capable of handling a branch store,wishes a position on the Pacific coast; experi-enced in railroad work; understands the opticalbranch; can do common engraving; referencessatisfactory to any one; salary $26. FredRowe, Sheridan, Wyo. 

SALESMAN with some road experience wouldlike position traveling for jewelry or opticalhouse, any territory; best reference. Salesman,89 Alleghany street, Clifton Forge, Va.

WATCHMAKER, good letter and monogramengraver; permanent position. Address T.W. Chinn, Excelsior Springs, Mo.

BUSINESS man, age 43, married, jewelry anddiamond experience would like to connectwith manufacturer or importer and locate inSan Francisco in January; bank and businessreference. "IT 964," care Keystone.

WATCHMAKER with great deal of experi-ence in American and foreign watches andclocks, also small jewelry repairer, 23 years ofage, singe; willing to work; good reference;employed now in Petersburg, Va., open afterChristmas; Virginia state preferred; otherplaces considered. Address K. Lieberman,Petersburg, Va., care of L. Rosenbloom, 136 Sy-camore street.

BY young man as jeweler, engraver and dia-mond setter, 8 years with one of largest housesin the south, sober and of good habits, single,own tools; good references. "W 972," careKeystone.

WATCHMAKER and engraver desires posi-tion. "A 969," care Keystone.

HELP WANTED
UNDER THIS HEADING THREE CENTS PER WORD
It will facilitate matters and result tothe advantage of advertisers under thisclassification if they will indicate their local-ity in their advertisements.

IITJLSE Bros., Middletown, N. Y., have anopening for a first-class watchmaker, clock,and jewelry repairer; state age, experience andsalary. 

WATCHMAKER first-class, also must be fairengraver, permanent place; $25 week; re-ferences required. C. L. Ruth & Son, Mont-gomery, Ala.

FIRST-CLASS engraver or engraver andwatchmaker; good salary to a good worker.Wallenstein, Mayer & Co., 31-39 Fourthavenue, East Cincinnati, Ohio.

FIRST-CLASS jeweler and engraver, steadyjob for good man. Geo. Wettstein, CedarRapids, Iowa.

FIRST-CLASS watchmaker, jeweler and en-graver; at once; permanent. M. R. Murray,Huntsville, Ala.

WANTED watchmaker and engraver for Den-ver; good position for right man. H. F.Hahn & Co., Powers Building, Chicago.
AT once; first-class watchmaker and engraver;state salary in first letter. F. Melluish, 316South Main street, Ottawa, Kans. 
ASSISTANT watchmaker and engraver; mustbe fairly good engraver, has to furnish hisown tools and have good references; write atonce, state salary wanted. Theodore Shaffer,Cordele, Ga.

WATCHMAKER and engraver at once; sendreference; state salary and experience firstletter. W. W. Largent, Portageville, Mo.
WANTED plain engraver at once either ladyor gentleman; watchmaker and engraver pre-ferred; salary $20 weekly. C. K. Rothstein,Bradford, Pa. 
YOUNG man as second watchmaker, one whocan do plain engraving, jewelry jobs and waiton trade; give references, age and ability. J.N. 0. Thomson, Ellensburg, Wash. * 
AT once first-class watchmaker, jeweler andengraver; send sample; young man with owntools; $20 week; steady if satisfactory. AddressF. L. Ball, Sunnyside, Wash. 
COMPETENT watchmaker, engraver, sales-man for permanent position; write at oncestating age, experience, habits, wages; sendsamples engraving. Chas. F. Halbkat, Water-town, S. D.

AT once a first-class watchmaker, engraverand jewelry repairer; steady job; must sendreferences, sample engraving and salary ex-pected in first letter. Geo. L. Flaherty, Mis-soula, Mont.

ENGRAVER until January 1; write at once,enclosing sample and state terms can comeon. We pay railroad fare. Jno. W. Ruth &Sons, Shelbyville, Tenn.

FIRST-CLASS clockmaker; prefer man whocould do small optical repairing; good salary;permanent place. "W 962," care Keystone.

HELP WANTED

AT once a first-class jeweler and engraver;postion permanent; $35 a week. L. Rein-heimer, Joplin, Mo.

A FIRST-CLASS watch salesman, with estab-lished trade amongst legitimate jewelers inTexas and adjoining states. Rockford WatchCompany, Rockford Ill.

AT once a first-class jewelry salesman in retailstore; position permanent, salary $25 perweek. L. Reinheimer, Joplin, Mo.

EXPERIENCED watchmaker and engraverat once in modern store, New York state;good salary, permanent position for right man;give age; experience; sample engraving; refer-ences, first letter. "B 956," care Keystone.
AT once first-class watchmaker on Swiss andAmerican watches, with knowledge of optics,and good salesman, $25 a week; permanentposition; references required. Samuel Phillips,232 Atlantic street, Stamford, Conn. .
GOOD watchmaker and engraver; salary $18;permanent position. Clark & Conklin,Cazenovia, N. Y.
FIRST-CLASS watchmaker and engraver, byJanuary for town of 6,000 in Middle Georgia;permanent position for the right man; stateage, experience, reference and salary in firstletter. "II 953," care Keystone.

ENGRAVER that can do first-class work andalso jewelry repairing. Have permanent posi-tion for industrious, sober and capable work-man; references, sample plate, and salary ex-pected in first letter. Dan S. Park & Company,Cheyenne, Wyoming.

AT once, permanent position, good clock andjewelry repair man, must be able to do Ro-man color work and stone setting, and be a fairengraver; references required, state salarywanted. K. W. Green, Jeweler, Roanoke, Va.

WATCHMAKER experienced in railroadwork; good permanent position for competentand reliable man; state experience, give refer-ences and wages expected in first letter. BogleBrothers, White River Junction, Vt.

WATCHMAKER and all round man; steadyjob; drugs and jewelry. Powel Drug Com-pany, Adair, Iowa.

SECOND watchmaker at once, one who 'cando clock and jewelry repairing; good chanceto improve; salary, $10 per week to start on;send references. J. E. Carmichael, Corning,Iowa.

WATCHMAKER at once, young man; goodon watches; steady position. Zechman &Heisterrnan, Miamisburg, Ohio.

A COMPETENT watchmaker. Eliassof Bros.& Co., Albany, N. Y.

AT once good all around man on watch, clockand jewelry repairing, and store work. A. W.Rogers, St. Petersburg, Florida.

GOOD watchmaker, clock and jewelry repairerand plain engraver, young man preferred;state salary expected; reference etc., in firstletter. D. W. Elliott, Hawarden, Iowa.
STEADY youn man to help wait on trade anddo clock and jewelry repairing, permanentplace; state age and experience. Frank Hasel-tine, Kokomo, Ind.

FIRST-CLASS watchmaker and engraver,who can do clock and jewelry repairing, waiton trade; state age, experience, reference andsalary in first letter; permanent position to theright man; population 3,500; three railroads;two colleges; watch inspection. C. H. Allen,Jacksonville, Texas,

A WHOLESALE house carrying full line ofjewelry and watches, will have an openingJanuary first, for a first-class traveler, forMissouri, Illinois and Kansas; apply with fullparticulars stating experience, copy of refer-ences and salary expected. "E 971," careKeystone.

GOOD engraver on plain script old Englishand monogram work. J. C. McKelvey, Bel-laire, Ohio.

WATCHMAKER, jeweler, engraver and stonesetter at once; permanent position for properparty; $25 salary. Address with references,Fred Marcus, Denison, Texas.

WANTED
UNDER THIS HEADING THREE CENTS PER WORD

WANTED to buy jewelry stock; send surplusstock to me and get money by return mail.Emil Noel, 541 East Forty-sixth place, Chicago,

WANTED January first, small jewelry stockin city of 10,000 up; must be good paying andwell located. "K 967," care Keystone.

WANTED second-hand Mosely Lathe, No.13, old model; give description. F. G.Bixby, 485 Main street, Buffalo, N. Y.

WANTED

SALESMAN wanted to carry as a side line alegitimate and good selling article; goodcommission; see advertisement page 23646 thisissue.

-YOUNG man with $10,000 wishes to buy halfinterest or the whole of up-to-date establishedjewelry store in New England states, price mustbe right as this means business; full particularsin first letter. "G 958," care Keystone.
WANTED to buy part or all jewelry store inIowa. Box 443, Panora, Iowa.

WANTED copies of Grossmann's Book De-tached Lever Escapement. G. C. Snow, 126Brown street, Waltham, Mass.

FOR SALE
UNDER THIS HEADING THREE CENTS PER WORD

Stores, Stocks and Businesses

JEWELRY store best climate in the world,good location; invoice about $2,000; terms;lease on building; location on D street; reasonfor selling other business. J. W. Edmonds,1631 D street, San Diego, Cal.

ON account of health; jewelry stock and fix-tures; invoicing $5,000 in prosperous town of4,000 in California; will sell at a bargain. "If966," care Keystone.

JEWELRY and optical store with good reputa-tion; busiest section of avenue, rent $55, withor without stock. Address Jeweler, 139 Thirdavenue, New York City.

MY jewelry business is for sale first of the year;a good money maker, one other store; countyseat; college town of 5,000; Boise valley, south-ern Idaho; stock will be down around $2,000;futures $800; 4;4 years' lease; good discount;write for particulars. "H 955," care Keystone.
JEWELRY business for sale on account ofhealth; southern Illinois; golden opportunity;not less than $4,000 considered. "K 963,"care Keystone.

NEW jewelry stock and fine new fixtures; in-voice about $1,500; can reduce to ahlut half tosuit purchaser; no old junk for sale, an oppor-tunity seldom offered; good location in liveliestgrowing city in North Nebraska; populationover 7,000; good reasons for wanting to sell.Now is the time to get in to an establishedbusiness for the holiday trade. C. F. W. Mar-quardt, Norfolk, Nebr.

ONE of the prettiest jewelry establishmentsin Michigan, new marble front, enclosedplate glass windows, corner store in the verybusiness center; annual business $25,000 to$30,000; established 46 years; long lease at $76a month; city now booming with railroad shopand manufacturing; richest farming countryin middle west; a great bargain and unusualOpportunity. Address at once. A G. Bed-ford, Ionia, Mich.

MY jewelry and loan office futures; lease andgood will; I have the best place of its kind inTexas for any one wishing to go in this business;business paying big right now; clean, freshstock and every loan a good one; good lease.K. H. Cawthon, Houston, Texas.

JEWELRY and book store, whole or half in-terest; reason for selling more work than onecan do. Address Box 7, Colchester, Ill.
JEWELRY and optical business, in a goodtown of 2,000, gas and water, (county seat onB. & 0.), invoice $4,000; will sacrifice, goodreason for selling. J. F. Brokaw, Ripley, W.Va.

IN one of the principal cities of Mississippi,an old established jewelry store, under pre-sent ownership forty years; owner wishes toretire; stock and fixtures invoice $12,000.A. I. 18, 1201 Heyworth Building, Chicago.
A FIRST-CLASS up-to-date manufacturingplant in city of 235,000; doing a business of$26,000 to $30,000 a year; cheap rent; ma-chinery, tools and fixtures cost price $11,500;will sell for $9,000; this proposition will bearInvestigation; can give good reason for selling."W 299," care Keystone.

JEWELRY stock and fixtures, best town inIowa, population 30,000; inventory $2,600;fine location, reasonable rent, good reason forselling, snap for some one; act quick. Box 601,Waterloo, Iowa.

HAVE worked at bench 24 years; want to quit;will sell fixtures after Christmas; fixtures andlocation about $600; good location; reasonablerent; natural gas; electric lights; good railroadtown; Kansas; want good all around man andhustler to take my place; would sell fixtureswith stock before Christmas. "0 960," careKeystone.

JEWELRY stock, material, tools, safe andfiraures in northern Wisconsin of 1,500; withor wirhout lease of excellent location at $16 permonti ; poor health reason for selling. H. D.Wipparrnan, Barron, Wis.

FOR SALE

Stores, Stocks and Businesses

JEWELRY store, stock and fixtures $1,200 to
$1,500 plenty of repair work; Iowa town

about 5,000 population, a snap for someone;
owner retiring from business. Address "B
950," care Keystone.

JEWELRY store for sale in New Orleans, La.,

on account of retiring from business; estab-
lished business in good location, splendid oppor-

tunity for live man. "R 954," care Keystone.

IN Colorado town 4,000; county seat; division
two railroads; fine farming district in irrigated

section; Eine crops; big beet sugar factory; large
tributary section to draw from; prospects never
better for big holiday business; stock and fix-

tures about $4.000 can reduce; old age and other
business. Tobias & Son, Sterling, Colo.

FOR SALE
UNDER THIS HEADING THREE CENTS PER 

WORD

Miscellaneous Merchandise and
Equipment

MARINE Chronometer for bench or window

(no box), fine "Negus" movement-high-

grade-excellent order, also large sizes pocket
chronometers-movements only-for bench use,
excellent timers. Charles Reim, 15 Maiden

Lane, New York.

JEWELERS' safe, same as new, with inside
door, inside measures 26% inches high,

184 inches wide, 15% inches deep; quick sale

$70. R. E. Bonney, Otego, Kans.

SECOND-HAND work benches, hand and
power, fiat and wire rolls, anvil and block,

small foot and screw presses, one Oliver foot

power lathe, one bar annealer (American),

one grindstone, one electric polishing head,

small pressure blower, sand blast, one polishing

dust collector, ring bender, scale stools, foot-

power polishing machine, also other tools. Lei-

man Brother, 62 F. I. John street, New York.

SPECIAL tools for difficult watch work, no-
where else to be had; price list free. Ferd

Freistadter, Waltham, Mass.

RIVET No. 2 Lathe and necessary tools, at a
bargain, good as new; for particulars write

A. L. Mendelssohn, Red Cloud, Neb.

GENUINE C. W. T. Company out-door
electric watch sign at bargain. "C 508,"

care Keystone.

ENGRAVING machine with type complete;

does good work; first $20 takes it. "B

965," care Keystone.

WALTHAM Lathe, chucks, foot wheel , coun-
tershaft, eng. block, staking and other tools,

all for $50. For information write. G. B.
Corrie Jewelry Company, Crewe, Va.

A COMPLETE set of watchmaker's tools in-
cluding a No. 2 Mosey Lathe; would consider

a good camera and typewriter in exchange or
diamond. Ed. L. Hainz, Sebring Florida

Desota Company.

52 PRACTIAL advertisements for busy jew-
elers, only $1, time savers, your time is

valuable. Garner Ads Service, Lebanon, Ind.

SILVER clean pans at 5 price, all sizes, all new
goods. "E 970," care Keystone.

NEW, New Century engraving machine cheap.

J. R. Brooks, Hickman, Ky.

FOR SALE OR EXCHANGE

UNDER THIS HEADING THREE CENTS PER 
WORD

SALE or trade two fine umbrella show cases,

2 I/10 horse motors for watches. Shaver

& Krziza, Dowagiac, Mich.

WHAT have you to trade for a $35 four year
old parrot that can say 80 words. H. M.

Dayton, Alma, Nebr.

SEVEN room house in Bay City, Mich; water,
gas, sewer, brick street, car line; always

rented; subject to $400 mortgage; watches, dia-
mond rings and some cash. Box 127, Hunts-
ville, Mo.

SPECIAL NOTICES
UNDER THIS HEADING THREE CENTS PER 

WORD

I PAY 20 per cent more than any one else
for your surplus diamonds, watches and

jewelry; money sent by return mail; bank
references. Emil Noel, 511 Heyworth Build-
ing, 29 East Madison street, Chicago, Ill. 

HIGHEST cash prices paid for diamonds
and watches, immediate returns made, bank

references given. M. Iralson, Masonic Temple,
Chicago, Ill. 

HAVE good lots, also 3, five acre tracts near
Oklahoma city, all clear worth $6,500; also

$1,275 equity in California; modern bungalow
furnished. Exchange for jewelry business.
Address Fred Pell, 9101 Menlo avenue, Los
Angeles, Cal. 

$100 REWARD, we will pay for the name of
any jeweler whose unsold rings, of our make,

we refused to exchange for other set rings.
Block Ring Company, 254 Pearl street, Buffalo,
N. Y.

WATCH repairing for the trade; quick returns;
the only live trade watch repair factory in

New York; low prices. Charles Reim, 16
Maiden Lane, New York. Send for price list. 

NATIONAL cash register, 1 cent to $600.
single drawer, nine clerks keys, three banks,

prints ticket, detail strip; will take $250 cash
or equivalent first-class watches; Deibold
tripple time lock burglar proof safe 6 by 3

x 3 feet; will sell $500 cash or equivalent first-
class watches, or Rogers flat ware. Both above
guaranteed absolutely perfect. Cragg Brothers,
Brook, Ind. 

AMERICAN and Swiss watch material, ex-
tensive assortment; mail orders filled at once;

importer of rare parts for plain and complicated
watches; oldest and best house in the line.
Chas. Reiss, 15 Maiden Lane, New York.

M H. P. D. C. ELECTRIC motor. Hummer
monogram saw, (new), two foot wheels.

C. S. Osgood, Houlton, Maine.

BUSINESS NOTICES
UNDER THIS HEADING THREE CENTS PER WORD

AN incorporated manufacturing company
located in Chicago, manufacturing a watch

speciality and kindred articles (which are a
necessity in their line) desires to increase its
working capital which will enable it to increase

its output and selling force. A watchmaker of

25 to 35 years preferred who will invest from
$1,000 to $10,000 with services, must be a man
of high character, with good address and a good
salesman, an opportunity of a lifetime for the
right party. "C 957," care Keystone.

OLD case restored to look like new; Roman
and satin finishing. Art Watch Case Com-

pany, 8 North State street, Chicago.

DIAMONDS at great bargains, $45 per karat
and up, mounted rings and other diamond

jewelry bought from private people sold at
half regular price. Sent on memo. bill to
rated dealers. Sold for cash only. Dan I.
Murray, Broker, 3 Maiden Lane, New York.

ELGIN Horological School, the oldest and most
practical school for watchmakers, send for

catalogue to Elgin Horological School, Elgin,

SEND your watch-case repairing to Art Watch
Case Company, 8 North State street, Chic-

ago.

I PAY the highest prices for watches, diamonds
and jewelry; send stock at once, no matter

how large or how small, and get money by
return mail. All kinds of references furnished
upon request. Emil Noel, 541 East Forty-
sixth place, or 511 Heyworth Building, 29 East
Madison street, Chicago, Ill. 

FOR first-class work and prompt service try
Art Watch Case Company, Champlain

Building, 8 North State street, Chicago. 

OLD English and Swiss key-wind cases changed
to take American stem-wind movements;

hunting cases changed to open-face. Art
Watch Case Company, 8 North State street,
Chicago.

I WILL buy your diamonds and watches and
pay you liberal spot cash; money by return

mail. M. liaison Masonic Temple, Chicago.

IF you have good cases with poor movements,
I have the greatest variety of excellent move-

ments to fit. Charles Reiss, 15 Maiden Lane,
New York.

COOPER C.& SON
713 Sansom St. Philadelphia

WATCH REPAIRING FOR THE TRADE
SKILLFUL WORKMEN

ACCURATE AND PROMPT WORK

Send Trial Package

° MR RETAIL JEWELER

DO YOU WANT
SELLERS

The Un-Common Sort
at Manufacturers Prices

IF SO CALL OR WRITE

M.J.AV ER BECK
Manufacturer Importer

e,l0-12 Maiden Lane N .Y. City €

KANSAS CITY
Watchmaking and
Engraving School
This is the school you should attend.
Investigate it! Send for our new art
catalogue, it's free for the asking and
explains fully our courses and methods
of instructions, together with some
excellent samples of engraving. : 1 :

OSCAR W. DREYER, Principal
815 E. 12th St. : Kansas City. Mo.

HAVE YOU SEEN?
AVERBECKS NEW CATALOG
IF YOU ARE A RETAIL JEWELERAND
WANTSELLERS SEND FOR IT-

GOODS OF THE UNCOMMON SORT

MJAYERBICK=V90.11MAIDNIARIMY

EXPERT WATCH REPAIRING
TO THE TRADE

ERICHSEN, KRAUSE fge CO.
1006-37 S. Wabash Ave., CHICAGO, ILL,

Powers Building
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America's Most Successful Auctioneer
SUCCESSFUL MEN ARE SAFE TO FOLLOW 

I have just closed lately, my second sale for C. H. Hinges,
leading Jeweler of Salem, Oregon. Write him and see whathe has to say of my method of conducting an auction.
My System is such that when the sale is over, my clients realize
that they have been largely benefited—that their prestige is
higher that they have made many new patrons and that their
business has been advertised in such vigorous, yet refined, fash-ion as to show a permanent increase.
Write me if you are thinking of having a sale soon or in the
future as I will freely give any information possible whether my. services are engaged or not.
Highest References furnished to any interested from those I
have sold for both in the United States and Canada ; jobbers in
Chicago and San Francisco. A short time may occur before
you receive my reply. Remember I always answer.

R. M. HARDING
37 South Wabash Ave., Room 1102, CHICAGO, ILL.

Pacific Coast Office
Room 705, 717 Market St., SAN FRANCISCO, CAL.

If it were possible for us to put more grace,
more elegance, or more usefulness into

Hofman Store Fixtures
we'd do it

 HOFMAN

The kind of service and the length of service is
what you should consider, and when you do, Hof-
man Quality will prove its economy every time.

Catalog or Representative on request

John Hofman Company
114 Leighton St., Rochester, N. Y.

New York Office, 806-807, 1 W. 34th St.

.111■111111

The Auctioneer
FOR ESTABLISHED JEWELERS

I give my personal
supervision to all sales.
No sale too large or
small. I am ably assisted
by Mr. Frank 0. Dell.
Will advance money
or stock to make your
sale a success if neces-
sary. No charge for
estimates. All corn-
munications regarded
with strictest confi-
dence. Same returned
if requested.

BERT MA TTLER
240 Woodward Avenue

Phone Bell Main 6274 DETROIT, MICH.
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La Tausca Pearls
are the perfect, advertised
and guaranteed String

'Pearls.
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TRADE MARK

`Chis trade mark on every string

identifies the genuine
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CUT SHOWS CABINET ACTUAL SIZE
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BY displaying La Tausca Pearls as gift suggestions you confer a favor

upon your customers and at the same time greatly increase your

Holiday profits.
For every woman desires a string of pearls and it is a revelation to many

that perfect reproductions such as La Tausca (which cannot be distinguished

from genuine) may be secured at moderate prices.

The store which first brings this pearl buying opportunity

to the attention of its customers will receive a goodly share

of Xmas patronage, which it would not otherwise secure.

This Christmas season will be one of pearls ; especially of

La Tausca String Pearls, because the price at which you

can sell them allow your customers to buy. Your sales of

real pearls are limited to the very rich.

Each of our twenty qualities which retail from $2.00 to

$100 per string, carries our guarantee—fullest satisfaction.

This guarantee comes through years of experience in
making and selling La Tausca String Pearls.

If you have La Tausca String Pearls in stock, now is the
time to display them prominently ; if you have not, now is
the time to order.

Can you do better than invest in one of our cases, put up
so as to add dollars of profit to each string ? Send for
our booklet : "La Tausca String Pearls, What', They Are
and How to Sell Them.- Let us send you a case of La
Tausca String Pearls through your jobber.

THE LOW-TAUSSIG-KARPELES COMPANY

Providence
"The house that made String Pearls popular"

Paris
Address all communications to Providence

New York
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America's Most Successful Auctioneer SUCCESSFUL MEN ARE SAFE TO FOLLOW  
I have just closed lately, my second sale for C. H. Hinges,
leading Jeweler of Salem, Oregon. Write him and see whathe has to say of my method of conducting an auction.
My System is such that when the sale is over, my clients realize
that they have been largely benefited—that their prestige is
higher—that they have made many new patrons and that their
business has been advertised in such vigorous, yet refined, fash-ion as to show a permanent increase.
Write me if you are thinking of having a sale soon or in the
future as I will freely give any information possible whether my. services are engaged or not.
Highest References furnished to any interested from those I
have sold for both in the United States and Canada ; jobbers in
Chicago and San Francisco. A short time may occur beforeyou receive my reply. Remember I always answer.

R. M. HARDING
37 South Wabash Ave., Room 1102, CHICAGO, ILL.

Pacific Coast Office
Room 705, 717 Market St., SAN FRANCISCO, CAL.

If it were possible for us to put more grace,
more elegance, or more usefulness into

Hofman Store Fixtures

IIOFTVIAIS

The kind of service and the length of service is
what you should consider, and when you do, Hof-
man Quality will prove its economy every time.

Catalog or Representative on request

John Hofman Company
114 Leighton St., Rochester, N. Y.

New York Office, 806-807, 1 W. 34th St.
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The Auctioneer
FOR ESTABLISHED JEWELERS

I give my personal
supervision to all sales.
No sale too large or
small. I am ably assisted
by Mr. Frank 0. Dell.
Will advance money
or stock to make your
sale a success if neces-
sary. No charge for
estimates. All corn-
munications regarded
with strictest confi-
dence. Same returned
if requested.

BERT MA TTLER
240 Woodward Avenue

Phone Bell Main 6274 DETROIT, MICH.
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The Ideal Gift

A 1AIIgCAPEARLS

La Tausca Pearls
are the perfect, advertised
and guaranteed String

Pearls.
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BY displaying La  upon your customers
Holiday profits.
For every woman desires
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Tausca Pearls as gift suggestions you confer a favor

and at the same time greatly increase your

a string of pearls and it

that perfect reproductions such as La Tausca (which

from genuine) may be secured at moderate prices.

The store which first brings this pearl buying opportunity

to the attention of its customers will receive a goodly share

of Xmas patronage, which it would not otherwise secure.

This Christmas season will be one of pearls; especially of

La Tausca String Pearls, because the price at which you

can sell them allow your customers to buy. Your sales of

real pearls are limited to the very rich.

Each of our twenty qualities which retail from $2.00 to

$100 per string, carries our guarantee—fullest satisfaction.

is a revelation to many
cannot be distinguished

This guarantee comes through years of experience in
making and selling La Tausca String Pearls.

If you have La Tausca String Pearls in stock, now is the
time to display them prominently ; if you have not, now is
the time to order.

Can you do better than invest in one of our cases, put up
so as to add dollars of profit to each string ? Send for
our booklet: "La Tausca String Pearls, What' They Are
and How to Sell Them.- Let us send you a case of La
Tausca String Pearls through your jobber.

THE LOW-TAUSSIG-KARPELES COMPANY

Providence
"The house that made String Pearls popular"

Paris
Address all communications to Providence

New York
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COMMUNITY
SILVER_

-

THE FAMILY
PLATE

0 YOU STAND IN
with the Traffic Cop?

Then you are safe in
putting a Coles Phillips
poster in your window

Oneida
Community, Ltd.
ONEIDA, N. Y.
Please send withoutexpense to me, window

in Saturday Eveninghanger, in color, of adver-tisementPost asshown above.
Name

Address

ONEIDA COMMUNITY, Ltd. Oneida, N.Y.
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DECEMBER 1 1912

Record Year in Silverware Sales

Jewelers and Forged Check Swindlers

Dynamiters Explain Use of Alarm Clocks

Attleboro Manufacturers to Entertain Jobbers

Fourth Window Smashing Robbery of Chicago Store

New England Manufacturing Jewelers Elect New President

Gross Profits Versus Expenses in the Jewelry Trade

Annual Convention Federation of Retail Merchants

Iowa Jewelers and Opticians to Meet Conjointly

Important Design Patent Decision

Parcels-Post Law Explained

riViriVIVirdrir1r1tAiV1r1tA1lkliAll'ilkIWW0

ISSUED SEMI-MONTHLY BY

THE KEYSTONE PUBLISHING COMPANY
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ELECT the Elgin line your leader for
the holidays and always. It is the line that is

advertised, that the public know best, that sells the easiest. Everything
YOU need in watches can be found in the Elfin line. Especially attrac-
tive for holiday use are the following:

G. M. WHEELER
IS-Pi-12 Sizes

Established pt•ice of $17 00Movement  

LADY ELGIN 10-0 SIZE
15 jewels- 17 jewels

Solid Gold Cases
only, retail at • • $40.00 up

LORD ELGIN SERIES
17 jewels adjusted. 17 jewels, 15 jewels, Filled and
Solid Gold Cases. 1,:stalilislied !sloes of complete

\',aI'."- $55.00 to $25.00

ELGIN 0 SIZE WATCHES
Have double roller escapements. IS
and 17 jewels, especially suited for
holiday ptifis. Established price of
movement s

LADY ELGIN 5-0 SIZE
15 jewels

Filled and Solid
Golcl CaSt'S. 11!- $30.00 up
tails at  

$30.00 and $17.00

E have a large supply of folders, lithographed in seven colors,
descriptive of these watches. Send for a supply now. Their dis-

tribution now will stimulate your Christmas Watch Business.

ELGIN NATIONAL WATCH COMPANY '
ELGIN, ILLINOIS11 Key.

2453

THE REVOLUTION IS COMPLETE
The old style top bell clock has been deposed

THE INDIAN REIGNS SUPREME

THIS IS THE INDIAN
"The Clock With The Bell Inside"

PRICE TO RETAIL TRADE
Case Lots (50 clocks) . . . Each, 52 cts.
Small Lots . . . . . Each, 53 cts.

Subject to 6 per cent 10 days

These prices apply only to the territory east of the Rocky Mountains

Name of dealer printed on the did Gale lotslwithout additional charge,

Ingraham Clocks sold only through jobbers. If your reg-
ular jobber does not stock INDIAN Clocks, write us.

The old fashioned

top bell clock be-

longs to the stage

coach era—a dead

one.

Stem Shut-off

THE"STEM SHUT OFF
11

PAT. PDO.

Alarm released by raising ball
Alarm stopped by pressing ball down

The Inside Bell

and Stem Shut-off

clock is of the auto-

mobile and aero-

plane age—a live

one.

THIS CUT ACTUAL SIZE OF CLOCK

Diameter of case 4M inches. Nickeled and highly polished. Bell enclosed within the case.

Every clock is thoroughly tested before it leaves the factory and is warranted a first-class timekeeper.
Packed 50 clocks in a box, each clock in a separate pasteboard box.

THE E. INGRAHAM COMPANY
BRISTOL, CONN.
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ELECT the Elgin line your leader for
the holidays and always. It is the line that is

advertised, that the public know best, that sells the easiest. Everything
you need in watches can be found in the Elgin line. Especially attrac-
tive for holiday use are the following:

G. M. WHEELER
18-13-12 Sizes

Established price of
Movement  $17 00

LADY ELGIN 10-0 SIZE
15 jewels- IT jewels

Solid Gold Cases
only, retail at .. $40.00 up

LORD F.T,GIN SERIFS
IT jewels adjnsted. IT jewels. 15 jewels. Filled and
SMitl onld Cases. Established prices pf opmplete

Wat'h- $55.00 to $25.00

ELGIN 0 SIZE WATCHES
Have double roller escapements. 19
and 17 jewels, especially suited hit.
holiday gifts. Established price of

LADY ELGIN 5-0 SIZE
15 jewels

Filled and Solid $
Gold Oases, re- 30.00 up
t ails al  

$30.00 and $17.00

E have a large supply of folders, lithographed in seven colors,
descriptive sof these watches. Send for a supply now. Their di -

tribution now will stimulate your Christmas Watch Business.

ELGIN NATIONAL WATCH COMPANY
II p ELGIN, ILLINOIS
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THE REVOLUTION IS COMPLETE
The old style top bell clock has been deposed

THE INDIAN REIGNS SUPREME

THIS IS THE INDIAN
"The Clock With The Bell Inside"

PRICE TO RETAIL TRADE
Case Lots (50 clocks) . . . Each, 52 cts.
Small Lots . . . . Each, 53 cts.

Subject to 6 per cent 10 days

These prices apply only to the territory east of the Rocky Mountains

Mune of dealer printed on the dial (ease lots) without additional charge

Ingraham Clocks sold only through jobbers. If your reg-

ular jobber does not stock INDIAN Clocks, write us.

The old fashioned

top bell clock be-

longs to the stage

coach era—a dead

one.

Stem Shut-off

TiieSTEM SHUT OFF
PAT. PDO.

Alarm released by raising ball
Alarm stopped by pressing ball down

THIS CUT ACTUAL SIZE OF CLOCK

The Inside Bell

and Stem Shut-off

clock is of the auto-

mobile and aero-

plane age—a live

one.

Diameter of case 4 inches. Nickeled and highly polished. Bell enclosed within the case.

Every clock is thoroughly tested before it leaves the factory and is warranted a first-class timekeeper.

Packed 50 clocks in a box, each clock in a separate pasteboard box.

THE E. INGRAHAM COMPANY
BRISTOL, CONN.
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The Famous Interchangeable Charm

ONE OF SEVERAL novelties in Charms introduced by this Company.
Your customers will be interested ; and, at the same time, you can call

attention to other Emblem goods.

Sword

Pins

Bolt

Charm

Securely

Interchangeable Plate Charm
$48.00 per dozen for Charm without trim-

ming, which is $12.00 per dozen
extra per Catalogue list.

Same

Box

for

Many

Charms

IT OFTEN HAPPENS that a member of one order is also affiliated with
± others. In such cases the Interchangeable Charm is an economical device.
It can be used for as many different emblems as occasion may require, and
it cannot be distinguished from the usual charms of the better class. Every-
thing in Emblems.

KEYSTONE DISCOUNT

IRONS & RUSSELL COMPANY

NEW YORK OFFICE:
11 Maiden Lane

Specialists in the Manufacture of Emblems

Three Complete Stocks in Three Convenient Centers

MAIN OFFICE AND FACTORY: CHICAGO OFFICE:
Providence, R. I. 10 S. Wabash Ave.
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HIGH GRADE CPU-FILLED
SPLIT TUBING BRACELETS

AND

MARSH EXPANSIBLE BRACELETS

Our rights in the Marsh Expansible
Bracelet will be fully and vigorously
protected.

1,,r PEN

ALL

BEAR

THIS

GAV&@
TRADE MARK
BIGISTERED

■IRRE

■rm

Infringers are warned
attempt to copy same.

to desist in

!MUER

R■■

TRACE ARK
mm■ 

MEDI TERED

In case your
name of one

TRADE MARK.

DENOTING

QUALITY
INDIVIDUALITY
SUPERIORITY
(IN A CLASS ALONE)

Jobber does not carry our line, write us
who does. Order by number.

LOOK FOR OUR TRADE GA

■MM

GA

and we will tell you Ithe

MARK ON EVERY PIECE

C. A. MARSH 8z CO. :

THE LINE THAT RESISTS WEAR
FILLv&@,, iiiimmillifilliiimifinffillimillillimmimmillifillumffillimilliffillmillimillillmffillimoilliffillommiffillomillollimmilliimill

ATTLEBORO
MASSACHUSETTS

RADE MARE

11118110111110

1■N

1■1
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ORII■

IIMMM

KERNE.
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G. L.P.Co., the Manufacturer Whose Goods Have Created
Absolute Confidence with the Entire Jewelry Industry

Have Always Been the High Standard of Our Goods. The retail jewelers,
who, through their jobber, handle goods manufactured by
G. L. P. Co., make for themselves satisfied customers.

Our Iron-Clad Guarantee. Every piece of goods made and manufactured by
us is stamped with our initials, " G. L. P. Co." right in the stock.

This is Done to Further Protect the Trade, so there is no chance of purchasing
other makes of jewelry because they are on the G. L. P. Co.'s
cards.

Every Bracelet Manufactured by G. L. P. Co. is made from 1/10 Gold Stock, and when the retail jeweler sellshe can give his guarantee with the sale.

The Above is the Strongest Guarantee Possible in safeguarding the interests
of the entire Jewelry Trade.

The Retail Jeweler Should Insist on their jobber showing them as early as
possible, our new goods in Solid Gold Front Lapped work, also
Gold Filled.

Do Not Fail to have your jobber show you G. L. P. Co.'s line of LINKS for the soft shirts early thiscoming season.
The Demand For These Goods even now far exceeds our output.
It is Our Determination this coming year to supply the increasing demand there is for G. L. P. Co.'s makeof goods, but it is absolutely necessary for us to have your co-operation to the extent of placingyour orders early.

Do Not Wait until our entire output has been sold up.

We Take This Opportunity to thank the entire Jewelry Trade for the busi-
ness they have favored us with in the past, and it will be
G. L. P. Co.'s aim in the future to handle any and all business
they are favored with in a manner that is sure to merit a con-



SEND FOR OUR ILLUSTRATED CATALOGContains nearly ONE HUNDRED and FIFTY profusely illustrated pages containing a myriad array of the best in EMBLEMS and JEWELRY.OVER THREE HUNDRED ILLUSTRATIONS
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L 1221 1222 1223 1224 1225 1222/98 1222/89 1222/81 1223/96 1224/90 1224/88 1225/99

We illustrate THIRTEEN DISTINCT FAST-SELLING PATTERNS taken from a line of over 500 Selected Designs.This entire BRACELET LINE embodies the most exquisite patterns of the very highest Quality.Every Bracelet is GUARANTEED to give entire satisfaction against breakage, denting or other defect in any way possible.
Our Motto—QUALITY HIGH—PRICE LOW

Prices quoted on application or send us an order for the above assortment
We positively guarantee you will be satisfied

131 Washington Street (See page 2466) PROVIDENCE, R. I.
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Gold Shell
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It will pay
you to inves-
tigate the
merits of our
products. If
your trade
can use goods
made of gold
shell you owe
it to YOUR-
SELF to investigate our
QUALITY and PRICES.

SHELL SEAIVI-
LESS RINGS,
STUDS, EMBLEMS,
EAR KNOBS, SCARF
PINS, LINK BUTTONS,
ETC.

01.1116,1fb

1 .p'„."

The height of EVERY DEALER'S AMBITION—

the very ESSENCE OF GOOD BUSINESS—
and RIGHT WITHIN YOUR REACH.

The Customer of Today is a Wise One regardless of

Sex. When one gets Good Value, that one is going to

make a Big Noise over it.
Good merchandise means just one thing—a Stand-

ard Article with More-than-Ordinary Value at an
Exceptionally Reasonable Price.

BARROWS'1/1 GOLD CHAINS

are the Standard in Rolled Gold Chains. Containing

actually one-quarter gold, they offer vastly greater

value at a very slight advance over the old prices than

any other chains on the market.

We've spread the gospel of 1/4 gold pretty thoroly.

These Barrows' 1/4 Gold Chains can be had, however,

only thru the Jobbers. The point to Retailers is clear.

DEMAND BARROWS' 1/4 GOLD CHAINS FROM YOUR JOBBER

AND BE INSISTENT ABOUT IT

Vest, Neck, Guard, Waldemar, Coat and Dickens Vest Chains. One-quarter

when they leave our factory. One-quarter gold when they reach YOU.

ASK YOUR JOBBER, HE KNOWS
He will gladly send Samples and Quote You Prices

The Morgan Jewelry Co.
MANUFACTURING JEWELERS

62 PAGE STREET : PROVIDENCE, R.
35Ernst Gideon Bek MAIDEN LANE
NEW YORK
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No. 5293.

LOOKS iiiKicasziRE45 LESS

A Holiday Question and Answer When Women
Ask What To Give a Man

WE MAKE a lot of goods that answer that very
question. One answer is illustrated here.

Worthy of the giver, the recipient and the dealer who
sells it. Profitable. Make Holiday plans now and do
not omit this Match Case. Display it. Made in 10-
Karat, and can be retailed satisfactorily for about $24.00.

THE BASSETT JEWELRY CO.
PROVIDENCE, R. I.Aborn and Mason Streets,

NEW YORK MINNEAPOLIS37 Maiden Lane 1116 Lumber Exchange 510 Columbus Building
CHICAGO

HR
MMNMMNMMMMMN5SN5MMiMMMMMNM5NMNMMMMMRIMMMMM

• 
.,........•,.......•,.........................................,......,......,......,................,................................,.................,.................,.................,......,.......,
,• THE ROSARY IN FINE JEWELS
.

r
i•. ii•. 1/0 1i. i, Good Composition, Hard Durable Facets•• Cut nearly as good as the real stone and colors perfect /

, LIST OF COLORS:• Amethyst Catseye Jade Lapis Onyx Sapphire 1

•

1 
No. 4854 Crystal

Carnelian 
Emerald
Garnet 

Jasper
Jet 

Moonstone
Opal 

Mother of Pearl
Rose 

Topaz
I
•

Guaranteed 20 years.
Rolled Gold Plate. 

Turquoise
1

Finish—Chain and link connections polished. Center emblem and crucifix roman gold.I Beveled edge cross with well modeled figure.
Length, 21 inches.

•4%

i
/ Our
.
• Production

i
/ 

Represents
•

in 
i•

The Best

i Ecclesiastical
• Work

1

•

•

For the Holidays
OUR LIST OF REAL STONES

Agate, Amethyst, Bloodstone, Carnelian, Coral, Crystal,
Garnet, Jet, Topaz, Olivene.

Mounted in Solid Gold and Rolled Gold Plate

THE STANDARD AND MOST POPULAR MODELS
Five Year Ten Year Twenty Year Guarantee

IMITATION STONES

SEND FOR OUR NEW PRICE-LIST

THE W. J. FEELEY COMPANY Lifetime
Jewelers and Silversmiths Ecclesiastical Art Metal Workers Devoted to
182-203 Eddy Street PROVIDENCE, RHODE ISLAND This Class

2rNEW YORK OFFICE-341 Fifth Avenue
WorkPacific Coast Representative, HENRY M. ABRAMS, 717 Market St., SAN FRANCISCO, CAL.

10■•••■•••••111■411■••■••11■11■{0■■•••■•415'4111■00■410.011■4110■411111•40■111 ■111■.{11■415■011-■•••■•{11■011■11•41■•••••■••■••••■■•••••%,411

This trade mark has definite meaning 
and character. It represents the

greatest values of any similar line on the 
market.

Our Lockets and Bracelets in Style 
and Finish are equal to any. Sell

at Popular Prices and are 
unbeatable. Price for Price, Quality for Quality

considered. We are willing they should be put to 
any test you wish. •

In Lockets a large variety Plain, Modeled, Engine 
Turned, Hand

Engraved, Hand Chased, Stone Set.

In Bracelets, Plain, Engine 
Turned, Hand Chased, Hand Engraved;

in all widths, in oval and flat tops, and bevel edge. Also odd shapes. Some-

thing different than the other fellow offers.

We show a line that is dignified, refined 
and exquisite in design.

Note illustrations below—then ask Your Jobber to show the

Lineptandard "Quality Value
and—look for Trade Mark.

If Your Jobber cannot supply You 
write us for the names of some who

can and will.

It

QUALITY
WE MAKE

LOCKETS BRACELETS HAT PINS
COAT CHAINS WALDEMARS

FOBS TIE CLASPS
LINK BUTTONS

SCARF
PINS

STANDARD BUTTON CO. , ATTLEBORO , MASS

NEW YORK Office, 15 Maiden Lane

MANUFACTURERS
(2,0"' JEWELRY

SAN FRANCISCO, CAL., Mutual Bank Bldg.
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Showing How Goods Are Carded Ready For Shipping

ti The COLONIAL DAME LINO
Line of Quality"

QUALITY MARK

• 
HAND HAND
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Just suppose that every dollar bill that
you take in should blow out of the store.

You'd build a house around your cash

register, or resort to most any means to

stop the leak.
But what is the difference if you let

the dollars blow out of the store in a

would-have-been-a-customer's pocket,

and this is just what happens every time

your stock gets low, or too much picked

over, the dollar bills and their brother bills

walk right out of your store.

That is where The Hussey Co. catalog works

in handy. In thirty minutes you can order

enough stock from this catalog to catch nearly

every dollar that comes over your threshold.

The Hussey jewelry is so good that it makes

friends and permanent customers of every
purchaser.
Only about ten days more for those whom

we haven't heard from on that $25 for $20

get-together-selection. Don't let it get by.

THIS BOOK
contains hundreds of articles that will return

you nice, large profits. There are many ad-

vantages to you in ordering from the factory.

SHOWING CASE OPEN

TRADE C FI MARK 48/338 54/343

COLONIAL DAME BRACELET

Patented April 23, 1912

Mentioning Your Jobber's Name

a

MANUFACTURERS WARRAN,
Tile Setting, Bar itml Hall of this Link is

of one piece of Rolled Gold Plate by the ' Origine!
ilapithered Process."

One Piece Collar
Buttons

Studs

Waldemar Chains

Coat Chains

Tubing Bracelets

Extension Bracelets
1 "Queen Louise"
1. "Olivia"

Reverse Side of Card Showing OUR GUARANTEE

SHOWING CASE CLOSED

Some of the MOST ORIGINAL GOODS ever offered. EngineTurned, Engraved and Plain, embodying a wide range of selection.It will pay any live Retail Jeweler to investigate our line.
Send for Samples of the Goods Illustrated on Your Business Letter Head

WE SELL DIRECT

Makers of Most Up-to-date Novelties in Sterling Silver and Gold Filled
New York Office,
Room 1301, 13 Maiden Lane North Attleboro, Massachusetts

First introduced November, 1909.
Antedates any similar button by nearly 3 years.
The strongest link button made.
Points for your careful consideration:

1. The back, post and bean are one piece.
2. Made by the Original Hammered Process.
3. Positively Solderless.
4. Absolutely Unbreakable.

Made in gold filled only.

A LARGE VARIETY OF PATTERNS

i

i

/

i WRITE FOR PARTICULARS ON OUR FREE PENNANT OFFER )

i COLONIAL DAME LINE REPRESENTS L•
EXCLUSIVE STYLE, QUALITY,

E FINISH, WORKMANSHIP

i CHARMS Ask your jobber to chow you our line. LOCKETS i
If he does not carry the• •

BRACELETS iR. & G. Company P.
=

Manufacturers to the JOBBER ONLY E
=

5
E
r.-

0E t4t41, 1012 MUTUAL BANK BLDG. 3 MAIDEN LANE 13
SAN FRANCISCO, CAL. ' NEW YORK CITY 

a
E E
fitanummtnallanutnammaniaanuantimannuammannartaananatinonanurtainamartnanamutaamaummannantx

#,

ATTLEBORO, MASS.

485931 4756

1 SCARF PINS
"LINE OF QUALITY"

write us and selections will be sent
• you and billed through any reputable

i BUTTONS jobber specified. FOBS i

i BLISS BROTHERS COMPANY 1
ATTLEBORO, MASSACHUSETTS •

I Silversmiths' Building Chronicle BuildingHeyworth Building
Chicago, Ill. New York City San Francisco, Cal.

IlWalaswits■.40■Iss..110■41,■,.ale•■.tis■alv■aa.tts■• 01,■-trolsoioltr■allt

IN FACT
this book is the key which has unlocked the
door of success for hundreds of dealers and it
has only just started in to do its work.

Manufacturing Jewelers,

PROVIDENCE, RHODE ISLAND.

Y*- rga-'4%0  161 14CROWAtes a erik
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As another evidence of our PROGRESSIVENESS WE OFFER A
NUMBER OF NEW DESIGNS IN

This is a new departure as heretofore we have manufactured LOCKETSonly for the gentle sex.

Lockets—The Line That Made us Famous
makes a satisfying unit of completeness.

This new line will be shown about December 15th

Ask Your Jobber to give you first opportunity to inspect them

MANUFACTURING JEWELERS
Factory, 116 Chestnut Street, PROVIDENCE, R. I.

NEW YORK OFFICE: 71 Nassau St., Room 1204 CHICAGO OFFICE: 505 Powers Bldg. Pacific Coast Office, SAN FRANCISCO, CAL., 710 Jewelers' Bldg.Representative, CHARLES ALTSHUL M. NEUBURGER J. H. MERRILL

T WANTED by the Great 

Majority, a Popular Priced 

Dependable, High Grade 

bs COLLAR BUTTON si

sfisi

14/ADE MARK
REG .u.S.PAT. OF F. Si

Say Back-Rack when you Sell Collar Buttons

2 for 25c.

ONE PIECE GOLD FILLED SIXTEEN

CAN'T BREAK WARRANTED SHAPES

Ask your jobber to show you both Back-
Rack beautiful display cabinets free with
either one or three gross orders.

If your jobber does not handle Back-Rack
1,Buttons, write us, and we will give you the

names of plenty who do.

If no salesman showing Back-Rack Collar
Buttons reaches you, we will, upon request,
send you a style card, showing sixteen shapes1
of Collar Buttons, also illustrated circulars
showing both Back-Rack beautiful display
cabinets, free with either one or three gross
Collar Button order.

Back-Rack Collar Button Co.
...Makers...

9i Providence :: Rhode Island

Albert Brothers' Catalogue
and

Your Holiday Business
There is no better time to test the merits of any jeweler's catalogue
or the ability of any jobbing firm to give you quick service than
from now until Christmas. It will be your busiest time, the season
when your wants will be most varied and numerous. We ask no
better opportunity to prove that ALBERT BROTHERS' CATA-
LOGUE and ALBERT BROTHERS' SERVICE can do, than to
have you apply the acid test during this busiest of all seasons.

We could go on making claims from now until Doom's Day, but
that wouldn't prove anything to you. What we want, and what
we request you to give us, is one chance to demonstrate. One
ounce of demonstration is worth ten pounds of " claims." We

are willing to be judged by the way we handle your first order.

Use ALBERT BROTHERS' CATALOGUE to fill in your
holiday stock and rely on ALBERT BROTHERS' SERVICE
to get your orders to you in time. Remember, the catalogue

is complete in every detail, conveniently arranged and easy to
select from. All doubts and misgivings have been eliminated.

You buy with an absolute certainty.

Send for one immediately. It's fine.

ALBERT BROTHERS
Wholesale Jewelers

Office and Salesroom, Merchants Bldg.
Sixth Ave. between Vine and Race
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Medium Priced Gold Filled and Sterling Silver Jewelry

Our Guarantee A. C. Co. With Every Article
Mahi Office

Attleboro, Mass.

New York Office
9 Maiden Lane

Chicago Office
Heyworth Bldg.

San Francisco Office
104 Market St.

THE MAN WHOM YOU VOTED FOR ON NOVEMBER 5th

WAS A GOOD MIXER

There are many factors which make for success in any line of endeavor, and the quality

of making a friend and a booster of every casual acquaintance stands at the head of the list.

goes out and MAKES FRIENDS. He does not wait for others to make advances to him.

TO ACHIEVE BUSINESS SUCCESS YOU MUST BE A GOOD MIXER

you must make yourself popular with your customers, turn each one into a friend.

But the good mixer is not satisfied to retain his old friends; he is continually reaching

-3
F.Ez: The Baby six I

you must use ADVERTISING WHICH IS A GOOD MIXER. Your advertising is your effort to

add new friends to your list. It must make a good impression.

MESH
BAGS

Includes repairing the mesh, joints and,ball snaps; also kid or silk
lining and anything else necessary to put bag in good first class
condition.

Gold or Silver Finish

There are thousands of old MESH BAGS throughout the country
that have been discarded. These bags could be made to look like
new for about one fifth the original cost
SEND FOR ONE OF OUR WINDOW DISPLAY CARDS
(IT'S FREE ) and call this work to your store.
Remember—An old bag made new for $1.00

N. B.—NOT RESPONSIBLE for GOODS LOST IN MAIL.
GOODS SENT AT OWNER'S RISK. If you desire
to have same registered please specify.

TUCK. & McALLISTER CO•
31

PROVIDENCE 

Washington Street

CE RHODE ISLAND
Send for our Catalog of Emblems and Jewelry

(See Page 2458)

It goes into the homes and makes a personal appeal especially to the women.

the people of your community into closer relations with your name, your stoci

personality.

Catalog.

THE ARNSTINE CATALOG MAKES THE FIRST ADVANCES FOR YOU

with the entire community through

• 

is a bracelet assortment of some of our most popular selling

▪ 

Baby Bracelets.
Each comes cased in individual box and all are then put in

one large box. Makes an effective way of displaying them.

▪ 

Can also be had in bags if desired.

▪ 

Ask your jobber to show this line. Look for Trade Mnrlc

• 

GEORGE L. BROWN
COMPANY

▪ 

Attleboro, Massachusetts

11111111111110111111111111M11111111111(311111111111101111111111101
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Every
piece of
A & Z Chain
Co. jewelry
backed by a rigid
guarantee. It's to
YOUR interest,
Mr. Retailer, to
investigate our line.

A most complete line that is made right,
priced right, quality right. We offer
the opportunity to save from 20 to
33%) on the same class of goods
bought through any jobber.
Our LOCKET LINE has had
many new designs added. It
will pay you to ask for a
selection.

,j,........................., .,.......,..........„..,_.,.........,.........,_.,......„
■ A Million Men:

are hoping that Santa Claus i

i will leave in their .

i Christmas Stockings 1)
i those ever useful sets of
.. Krementz Collar Buttons .1:1

.... 
packed in attractive ribbon-
tied boxes, that we have ad- 

ri

vertised so extensively as r.

■

KREMENTZi
GIFT BOXES(

. :

E .

'0. i..•
,

i i

i
..

( These boxes met with such a phenomenal :
1 sale the past two years that we advise 1
i the trade to tti

I
Order at Once in order to meet the :

I demand and reap the profit that
.. comes to the progressive jeweler. :

i Set A—Four 14K Rolled Gold Plate t

i Collar Buttons, Retails for $1.00 i
.

i Set B—Four 10K Gold Collar Buttons,
!.. Retails for $4.00. i

t Set C Four 14K Gold Collar Buttons, ii
i Retails for $6.00. I

I Write us for trade prices and particulars,
lor better,,cend your order and avoid delay. :

i KREMENTZ & CO. 
.
I

I NEW YORK 

Newark, N. J.
SAN FRANCISCO 

A

i
t.

1
:

A 286-288 Fifth Avenue 722 Shreve Bldg.

rV. Parks Bros. 8c Rogers, Providence, R. I., Selling
Agents to Jobbing Trade for U. S. and Canada It

i 

Sfe 011e adVel Illelnene On Page 2473
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Bangle Effect
BRACELETS 

"The Best" New High Grade

GOLD FILLED BRACELET!

- _

SIZE 7/21N.WIDTH

Two QUARTER inch Bracelets
in one—producing a two bangle
effect. Has a joint and catch

IT'S NEWEST YET SHOWN

Made Plain, Hand Engraved,
Chased, or Etruscan Stone
Set. Every Bracelet GUAR-
ANTEED as to Wearing
Qualities. Order by Number
of rour Jobbers.

BATES & BACON
Attleboro .6. Mass.
NEW YORK, 9-11 Maiden Lane. CHICAGO, 31 N. State St.

II

II

II
II

II
II

Ii
II
II
II

 11==1 1=1 =Z1 1Z=1 I 1=1 1=.1 1==1 1=1 C=1 1 1

11
II
II
II



I'S THE ORIGINAL BRACELET GUARD
IMITATED ram NEVER DUPLICATED—

OVER SIX YEARS OF SUCCESSFUL
PERFORMANCE  

Note Patented Safety Guard
AMORITA AMORITA

Note Patented Safety Guard

Look for

PR-ST-CO
Stamped on Spring Rings
and Swivel of all Chains

Look for

PR-ST-CO
Stamped on Swivel of

Coat Chains, etc.

If "Imitation is the sincerest
form of flattery" then we
have been flattered indeed.
For over six years we have
produced our bracelets with
this PATENT SAFETY
GUARD.

The number of imitations on
the market proves conclusively
that OUR ORIGINAL IDEA
is right for it is the only
one properly made.

All our BRACELETS have
this PATENT SAFETY
GUARD which keeps the
bracelet from opening too
wide, thus preventing break-
age of joints, yet opens wide
enough to fit any wrist.

New La Vallieres

New Wrist Watches

New Bracelets

New Pendant Necklaces
Sautoirs''

New Lockets

New Tie Clasps

New Dumb-bell Links

New Gent's, Ladies' and
Children's Rings

New Jabeau Pins

New Scientific Pearl
Necklaces

New Scarf Pins

New Gent's Fobs

The six or seven weeks previous to the 25th

day of December is the best season of the

year for the Retail Jeweler.

It is the time when he sees the " silver lining."

It is the time when his cases must be filled

with bright, snappy merchandise that will

appeal to his customers at a glance.

His store is filled with customers, eager and

anxious to leave the cash (or their names on

the books) in exchange for various articles—

gifts for the Christmas Season.

Sales must be made quickly to one customer

in order to make way for another.

The Jeweler with the attractive, quick-selling

stock will show a balance on the profit side of

the ledger at inventory time.

Have you this sort of stock in your store?

All our goods are made by
a SPECIAL PROCESS—
HARD FINISH—WEAR
RESISTANCE HIGH-
GRADE GOLD FILLED
STOCK.

Bags

New Vanity Boxes

New Coin Purses

New Parisian Ivory Toilet
Sets and Novelties

New Sterling Silver Toilet
Ware

New Photo Frames

GET THE AVERBECK HABIT

Turn to our New Blue Catalogue, No. 119,

and send us an order for a lot of " stock

brighteners" that will make this Christmas

season " a thing of beauty and joy forever"

to you.

Vest Chains, Neck and Lorgnette

Chains, Scarf Pins, LaVallieres

Bracelets, Vest and Coat Chains,

Waldemars, Dickens, Fobs, Neck

and Lorgnette Chains,

LaVallieres and Pendants

MANUFACTURER—IMPORTER

10 and 12 Maiden Lane NEW YORK
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Trade Mark

The
New Abel Wedding Ring

Patented May 21, 1912

Buy of the

Originators
Made in six widths and
every finger size. We
are the originators of this
winsome and rapid sell-

ing wedding ring. lAie

also make these in all
elitimondS, SVI pac(, all
the way around the finger
in"thread" style setting,

square diamond effect set-
ting and pretty "rope or
twist " setting. Also
made in flexible jointed,
with one diamond set in
each section.

Trade Mark

Ask to See

Samples

Made its 18-Kt. Gold and

Platinum. Exquisitely

hand carved on its three

outer sides all the way

around.

No other manufacturer

has any right to make

these rings, Its they are

not made by anyone on

a royalty basis.

Notice the dainty lace

work carving on the sides.

Pattern No. 3106

18 K.

Size 5, $9.50 Size 6, $10.00 Size 7, $10.50 Size 8, $11.00
Less 10 'A

THE NEW PATENTED ABEL WEDDING RING

Trade Mark 0
0.4,01DIE•045,4DAC-041C•itr+04•401G1C-0-0-04-0.401D-CriErIVC-441DirpirriG000,31.g

ABEL BROS. & CO.,

29 Maiden Lane New York
Cor. 58 Nassau St.,

Trade Mark

00a
a

a

0
0

0
0

0

if 1.1"Valsmat 11■411.411■410■111.4111■111.1111,■411.V1■41&■11■1113%

•

•

•

•

•

•

•
•

•

•

•

W. H. Payson

1

wishes to inform his many friends in the

Jobbing Trade that he will represent

A. Slade & Co.
ATTLEBORO, MASS.

Showing a full line of

BRACELETS
AND

ETRUSCAN HAT PINS

Will call on the Jobbing Trade

beginning December First

X 0.011■11.VV■li 0■11■1110■111.1011 1'..111■60■81■11 10■1■11111,...■111 S"VVIo..r.V■11 0,.../8.1110■As.43t
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TRADE MARK-tox 145,0te
ABLEMs.

Society Emblems t

Pins—Buttons—Charms and Badges

In Solid Gold and Rolled Plate

The Williams & Anderson Co.
23-33 Broad St., Providence, R. I.

NEW YORK Office, 46 Maiden Lane. CHICAGO Office, 700 Heyworth Bldg.

II0-maits-40-•111■410.111■111■1110.41■111■40■4•111■11**411■ 1111.-tilv■t0■40 -.11■40■14:

MMMMMMMMMMMMMMMMMMMMMMMMM
M M

MM W
E SPECIALIZE MM

M 
IN 'I'I-IE; MAKING OF

M CUFF LINKS
SCARF PINS

M
M TIE HOLDERS
M In STERLING SILVER, ROLLED PLATE

and ELECTRO-PLATE

In ENGINE TURNED, ENGRAVED

HANDCHASED and PLAIN

In all colors

nr,M Our salesmen will call on the Jobbing Trade
0, About December Twentieth. Inspect the

line when they call.

Watch the next issue for illustrations of our
Engined Turned Goods.

IMMMMMMMMMMMMMMMMK9MMMMMM

CRAFT cSc NEWTON -
Manufacturing "jewelers

107 Friendship Street
PROVIDENCE RHODE ISLAND

414
taini4i1J,40(14)))dpig,

TRAD.-MARK

Mr. Retailer : Your Jobber will supply these goods.

This Ak is your identifying mark.
TRADI-MARK

Mr. Jobber : We have over 3000 different
designs from which to make your selection.

OUR SALESMEN ARE NOW CALLING

ON THE JOBBING TRADE

J. H. MANNING CO.
Bracelet Specialists

100 Stewart St. Providence, Rhode Island
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SHOW THESE
NEW DESIGNS

to the woman who is look-
ing for a Christmas Gift

38K

4C-> 0.4 006-
37K 42K 44K

43K 46K 41K

48K 49K 50K 47K

Their attractiveness will captivate her—and the argu-
ment that

Krementz Cuff Buttons
(One-Piece Bean and Post)

will not break, because they have no solder joints to

pull apart, and the strength comes in the post—

the place that gets the hardest wear will complete

the sale.
Made in Krementz Quality Rolled Gold Plate—

they'll wear for years and the gold will neither rub

through nor wear off. Every pail- of Krementz Cuff

Buttons that you sell means a profit for you, and a

permanently pleased, come-again-customer. Have you

stocked them yet, for the Christmas trade ? It's not

too late. Order to-day.

KREMENTZ & CO.
Newark, N. J.

NEW YORK SAN FRANCISCO

286-288 Fifth Ave. 722 Shreve Bldg.

Parks Bros. & Rogers, Providence, R. I., Selling

Agents to Jobbing Trade for U. S. and Canada

See our advertisement page 2469
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LEZAH EXPANSIVE BRACELET

(Actual Size)

Cut illustrates LEZAH bracelet with VANITY CASE.
This POPULAR PRICE bracelet is made in STERLING
SILVER and GOLD FILLED with either a VANITY
CASE or COIN HOLDER.
The bracelet clings gracefully yet easily to the wrist without
undue pressure and stays wherever placed. ATTLEBORO :-: MASSACHUSETTS

ACME EXPANSIVE

Patent Applied For

We introduce the THIRD EXPANSIVE BRACELET to
our line making a "unit of satisfaction." Each expansive
bracelet is of different construction so that the possibility of
pleasing a customer is that much more extended. The
"ACME" is assembled without solder thus assuring hardness
of original stock. Is adaptable for watch style of 'bracelet.
Also comes with Vanity Case and Coin Holder.

WRITE FOR SAMPLES TODAY

Remember NT have Three Styles, THE PERI--THE LEZAH —THE ACME

J. T. INMAN & CO.
Jewelers' and Silversmiths' Novelties, Etc.

We are making THE VERY LATEST THING IN MESH
BAGS, SOLDERED DOT MESH in Sterling and German
Silver.

ORDER SAMPLES AT ONCE FOR YOUR HOLIDAY TRADE

N. B. SEND FOR A SELECTION OF THE "INMAN"
JOINTLESS PATENT LINK MESH BAG. SURE TO BE
A BIG SELLER THIS FALL.

Made in Sterling and German Silver
111111-00000.0.004,000L4D0••••••00001)0+17000411,01D04-01DOC,0•040•00••••043-04)01)0413-04)1DID004V-01D4.00-00.0-60.41111,00000113,0011)00•0-000000111
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When you buy the Blackinton Line of Novelties and Toiletware in either
M Sterling Silver or Gold, you make no mistake.

There is something about the style and finish that stamps it as superior, and
its merits appeal to those of discerning taste.

You should see our lines, each one complete in itself, of Toiletware, Purses,
Card Cases, Mesh Bags, Vanity Cases, Pocket Knives, Cigarette Cases, Match
Boxes, Jewelry, Trinket Articles, Eyeglass Cases, Lorgnettes, etc., before you have
completed your stock for the coming holidays.

El

El
El
El
El

El
El
11
El
El

(One of our Desk Sets)

R. Blackinton & Company
GOLDSMITHS, SILVERSMITHS and JEWELERS

FCA Factory and Main Office, NORTH ATTLEBORO, MASS.
F New York Salesrooms - - - 15-17-19 MAIDEN LANE
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TELEPHONE—TELEGRAPH—WRITE

9 TO US AND YOU WILL GET e

•

SERVICE AND SATISFACTION
0
9

9
0
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Want

Goods
0

Quick
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WE MAKE PROMPT SHIPMENTS

WH EN

A

CUSTOMER

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

SPOT CASH OFFER

and save all trouble and worry. I pay all express
charges and insure the goods in transit. I have
been in the business right here over 19 years,
and can give the very best references as to
responsibility on application. Offers and valua-
tions furnished promptly. See ad. on page 2569
of this issue.

Write for further information.

J. J. COHEN
1011 Chestnut St., PHILADELPHIA, PA.

Established 1891

Amsterdam, Sarphatlstraat 29-31 London, Audrey House, Ely Place
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"OLD COLONY" HOLLOWWARE
The illustrations show a few pieces of the hollowware line we make
to match our well known "Old Colony" pattern in 1847 ROGERS
BROS. flatware. Produced in Nickel Silver, high grade Silver Plate.
The attention of your trade should be called to the fact that the
"Old Colony" may be obtained in a complete Table Service.

Write for particulars and prices.

INTERNATIONAL SILVER CO., MERIDEN, CONN.
SUCCESSOR TO MERIDEN BRITANNIA CO.

49-51 West 34th St.—NEW YORK-9-19 Maiden Lane 150 re,t SI., SAN FRANCISCO
5 North Wabash Ave., CHICAGO

Published Semi-Monthly

The Keystone Publishing
Company

512 Race Street, Philadelphia
THE KEYSTONE

Copyright, 1912

by The Keystone Publishing Company
All rights reserved

Entered as second-class matter at
the Post Office, Philadelphia Pa.
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Notorious Dynamiter Explains Harry M. Mays New President

Daring Use of Alarm Clocks of New England Association

McManigal Demonstrates for Court and Jury
How the Innocent Little Timepieces were Used
with Deadly Effect

Indianapolis, Ind., November 20.—Ortie E.
M'Manigal, the dynamiter, demonstrated at
the conspiracy trial, in this city November 11
just how an innocent looking alarm clock, when
attached to a battery, constituted an important
part of the infernal machines used by the Iron
Workers' Union to accomplish their deadly work.
Sitting in the witness chair in federal court,
M'Manigal took on his knee an alarm clock and
battery. The nitroglycerin can was not used by
the dynamiter in making his explanation, but the
original can, carefully cleaned with alcohol to
eliminate all danger, was shown.
He explained that the alarm could be set almost

twelve hours ahead, giving the man who placed the
machine time to place hundreds of miles between
himself and the scene of the proposed explosion.
When the alarm went off the key used in winding

the alarm turned. To the key a strip of copper
was attached, the turning of the clock key threw
the copper strip into contact with another strip
of copper fastened to the heavy board to which the
battery and alarm clock were secured. As one
pole of the battery had been attached to the
copper strip on the board and the other pole
to a fulminating cap inside the nitroglycerin
can, the contact between the alarm clock key
and the strip of copper on the board completed a
circuit and the electric current exploded the cap,
and that exploded the nitroglycerin.
In the course of the trial M'Manigal told how he

and J. B. McNamara tested out the infernal
machines on the front doorbell of M'Manigal"s
home in Chicago. In these tests the apparatus
was pronounced ready for its nefarious work if at
the going off of the alarm the doorbell rang. The
dynamiter also told how he and his fellow-dyna-
miter used to take the alarm clocks and batteries
to the M'Manigal's house on Sunday afternoons
making their destructive machines.

Iowa Jewelers and Opticians
to Meet in Joint Convention

Will Join Forces for Big Rally in 1913 Date of

Convention not yet Decided—Des Moines will

be Convention City

Des Moines, Iowa, November 20.—Iowa op-
tometrists and jewelers will hold a joint convention
in this city next year. The definite date for the
convention has not been decided upon, but it
will be held some time in June. Geis Botsford,
secretary of the Commercial club, has agreed to
turn the Auditorium over to the convention, in
connection with which there will be a joint exhibit.
Both the optometrists and the jewelers will make
their headquarters at the Savery hotel.
Plans for convention were made at a meeting

of the board of directors of the Iowa State Asso-
ciation of Optometrists to consider plans. Among
those in attendance and representing the optome-
trists were President James McDonald of Whasta,
Vice President H. 0. Smith, of Knoxville, Secre-
tary C. L. Goodale of Lenox and Directors A. J.
Decker of Newton, H. L. Gordon of Brighton, and
H. M. Grimm of Cedar Rapids. A. C. Hanger
and E. A. Lewis, both of Des Moines, represented
the jewelers.
At the conclusion of the conference it was de-

cided not to set a definite date for the convention
until the optometrists and jewelers could write to
their national associations and get the dates on which
neighboring associations will not be in session.

Completing Recent Reorganization Plans—Career

of New President—Personnel of New Commit-

tees

Providence, R. I., November 21.—Harry M.
Mays, treasurer and manager of the Metal Pro-
ducts Corporation of this city, and a prominent
figure in the jewelry trade for the past decade and
more, is the new president of the New England
Manufacturing Jewelers' & Silversmiths' Associa-
tion which underwent a complete reorganization
in its form of government at the annual meeting
held in October.
The twenty-nine directors of the association

met a few days ago in their quarters in the Wilcox
building and prepared to complete the new organi-
zation. Everett L. Spencer, of the E. L. Spencer
Company, who has been the president for a year
past, declined to be a candidate for re-election,
while Harold E. Sweet, who had been chairman of
the Advisory Board during the preceding twelve

months, also de-
clined to accept
the place. It had
been customary in
the previous or-
ganization to pro-
mote the advisory
body's chairman to
the presidency.
Messrs. Sweet

and Spencer both
being beyond con-
sider a ti o n, the
choice of the direc-
tors fell upon Mr.
Mays. With the
old advisorycouncil
and the board of
governorsabolished
under the new form
of administration,
the board of direc-

tom under President Mays will have complete
control of the association's business.

The directors decided to make a change in the
time and frequency of meetings of the association
and henceforth the association will meet but once
a month, on the second Thursday.
W. W. Booth, the manager, will attend to the

affairs of the organization as in the past, and it is
thought that it will not be necessary for the direc-
tors to devote quite so much time to the business
of the association as the advisory board did.

At the directors' meeting Mr. Sweet, as retiring
chairman of the Advisory Council, received as a
gift the gavel which he has used during the year.
The retiring president, Mr. Spencer, made the
presentation.
Mr. Mays, the new president of the association,

is widely known throughout the eastern states, as
well as in the middle west. Previous to coming to
this city, he was in the department store business
in both Pittsburgh and Philadelphia and for four
years was with John Wanamaker in Philadelphia.
He came here from Wanamaker's originally to the
O'Gorman department store and for two years was
buyer and manager of several of the establish-
ment's departments.
About 1899, Mr. Mays became connected with

the George W. Dover Company and, with the
retirement of Mr. Dover from that company, and
the change of name to the Metal Products Corpor-
ation, he became its active manager and more
lately its treasurer as well.
Mr. Mays became secretary of the New England

Manufacturing Jewelers' & Silversmiths' Associa-
tion in 1906 and has been one of its most active
members. He is prominent in the Masonic fra-

(Continued on page 2478)
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Pittsburgh Jewelers Prepare
for Big Holiday Season

Store Forces Being Greatly Increased in Numbers

—J. M. Roberts & Son Company, Install Alarm

System—Regular Traffic Resumed on Street

Routes

Pittsburgh, Pa., November 22.—Within another
week the jewelry stores of Pittsburgh will assume
Holiday dress, for a number of the merchants
today said they expected brisk trading after
Thanksgiving. Business has been good this
week, as the fairest of weather has prevailed, and a
number of November weddings occurred, both
contributing to the joys of the tradesman in fine
jewels and plate. In preparation for the Yuletide
season rush, the firm of J. M. Roberts & Son
Company engaged seventy-five additional clerks,
of whom a number joined the salesforce this week.
Hardy & Hayes have a dozen persons added to the
staff, there being six male salesmen, two engravers
and women clerks.
For the better protection of their storegoods,

the firm of J. M. Roberts & Son Company this
week installed the American District Telegraph
Company's central station sprinkler system and
alarm. Four sets of wires run along the ceiling
of each floor, the whole being connected with a
fire alarm box in the front of the first floor and an
enunciator on the Market street front of the build-
ing. Tests show that expansion agitates the hollow
wire, carrying the alarm to the Western Union
Telegraph office, where a general alarm is sounded.
In case of fire the enunciator on the exterior will
indicate the floor and even the section of the
building in which the fire rages. It is guaranteed
that fire danger is materially lessened, if not almost
certain of being prevented unless the blaze is in a
section beyond reach of the alarm.
The opening of Holiday trade will find the

street cars running regularly on all routes. Ser vice
downtown has been irregular and uncertain since
April due to the hump in Fifth avenue being low-
ered, but with this section of the work completed
trolley traffic will improve and shoppers will be
brought right to the doors of the larger stores.

Ohio Jewelers' Association
Plans for New Legislation

Remedy for Abuses to be Found in State Laws—
Will Appeal to the Legislature

Cincinnati, Ohio, November 20.—There is agita-
tion, which has had its origin among the retailers,
for the passage of a series of new state laws bearing
upon jewelry conditions. Those pushing the move-
ment are seeking new legislation which shall in-
clude bills regulating; (1) auction houses; (2)
stamping of gold and silver; and (3) length of
time that jewelers and watchmakers must hold
goods left for repairs.
The jewelers up to this time have been unable to

cope successfully with auction houses with the
aid of only such provisions as the city government
affords; now, after many futile efforts to eradicate
the evil, they are taking up the possibilities which
lie in the field of state's authority. The gold and
silver stamping act sought for does not come as the
result of any flagrant offenses but seems desirable
to many. Lastly the jewelers and watchmakers
are seeking the right to dispose of goods left for
repairs which remain uncalled for for a period of
six months.

These bills are to be presented before the next
legislature which convenes the first of the year,
and they have an excellent chance of being con-
sidered favorably as they all savour of the pro-
gressiveism which is advocated by a majority of the
legislature.
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Creditmen's Association
and Business Purification

Placing Credit on a Scientific Basis—Fraud and
Trickery to be Crushed out of Business Life—
Square Deal Must Rule

St. Louis, Mo., November 18.—The St. Louis
Association of Credit Men gave a dinner Friday
night, November 15 to Fred R. Salisbury, presi-
dent, of Minneapolis, Minn.; J. H. Tregoe,
secretary-treasurer, of New York, and H. G.
Moore, director of Kansas City, Mo.; all of the
National Association of Credit Men, at a dinner
at the Mercantile Club. The credit men also had
as their guests members of the State Legislature
representing city and county and officers and
members of the Retail Merchants' Associations.
Covers were laid for 400.
Mr. Salisbury, in his address said: "The

National Association is bending its efforts to pro-
tect the interests of business houses." "This
is being done in two ways, by offensive and
defensive movements. In the offensive column
is the Committee on Banking, Fire Insurance and
Legislation, while our adjustment bureau is attend-
ing to the defense." The speaker urged a campaign
for new members, declaring every credit man
should be enrolled.
Mr. Moore said: "There is a continual shifting

of situations in the business world. This is a time
of investigation and correction of business abuses.
Credit means enlarged capital and is the business
man's greatest asset. Credit is more essential
than capital in many sales. We must get our credit
system on a scientific basis and in this the credit
man stands between a customer and wholesaler
as banker, business doctor, mind reader, gambler
and judge. Don't lose your faith in humanity,
keep cheerful and never become a pessimist."
The "Proposed Bulk Sales Law" was assigned

to Mr. Tregoe. He interpreted the proposed meas-
ure to mean; "If you sell your business you must
notify your creditors."
" The ideality of our work is equity," he said.

"We can only be sure of fairness when laws are
passed that protect all men. Fraud must be driven
out of business by corrective legislation. Go to
your legislators in an unselfish spirit and demand
that they protect you and every man by framing
laws. The bulk sales law is now on the statutes
of forty-two states and Missouri should have it.
I believe the retailers will co-operate, as such a
law is a guarantee from the state that its retailers
are honest just as the garnishee law declares every
customer must be honest."

Prominent Ohio Jeweler
Dies of Blood Poisoning

An Accident Responsible for Fatal Malady—
Mourned by Many Friends in the Trade

Youngstown, Ohio, November 15.—William
Henry Parsons, for more than twenty years a
prominent and highly respected jeweler of this city,
died recently from blood poisoning. Several
weeks previously he had sustained a severe bruise
of the skull when he bumped his head against the
beam of a low-roofed shed. Later the bruise
healed, causing blood poison and several abscesses
developed and an operation Was performed in a
vain effort to save his life.
Mr. Parsons was born August 13, 1867,in Illinois,

where he grew up and received his education.
When about eighteen yeruma old he went to Erie
where for something over a year he was employed
in a jewelry establishment belonging to Mr. Love.
Twenty-four years ago he came to Youngstown
and immediately became connected with F. T.
Jeannot who for many years was among the
foremost jewelers of the city having his store in
West Federal street and later on North Phelp
street. For more than twenty years Mr. Parsons
was with Mr. Jeannot remaining with him until
Mr. Jeannot retired from business about two years
ago. In January of 1911 Mr. Parsons with A. D.
Amsden of Ashtabula started a new jewelry firm
known as Parsons & Amsden, and opened their
place of business on North Phelps street.
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A Record Year for
Silverware Manufacturers

All the Large Companies Report Increased Busi-
ness With Fine Prospects for Next Year

New York, November 23.—With one of the
heaviest months of the year yet to be heard from,
the silverware manufacturers of Connecticut and
Rhode Island confidently expect that 1912 will
prove to be the best year in the history of the in-
dustry, such is the report here in financial circles.
Sales, of the International Silver Company are
running 7 per cent to 8 per cent ahead of 1911, and
1911 was the company's banner year.
The Gorham plants at Providence have to date

handled a larger volume of business than in 1911.
During the earlier months of this year the increase
in gross earnings amounted to a considerable per-
centage, but in the later months trade has shown a
lagging tendency, due undoubtedly to conditions
incident to the political campaign.
The agents throughout the country of the big

silverware companies are conducting their business
on conservative lines and are carrying much lighter
stocks than usual at this time of year. However,
collections are better than average, and the trade
shows evidence of being in a very sound financial
condition. With the present volume of orders on
hand, and the impetus expected from the arrival
of the Christmas season, indications are that 1912
sales will run substantially ahead of 1911, although
an official of one large company states he has seen
no evidence of such activity in trade as would seem
to be warranted by the extraordinary crops that
have been harvested for the past three years.

Another Window Smashing
Perpetrated in Chicago

Auto Robbers Obtain Jewelry and Hold Pedes-
trians at Bay with Revolvers—Resembles
Previous Robberies

Chicago, November 17.—Holding a hundred
pedestrians at bay with revolvers, three motor car
bandits made their escape at an early hour last
night after breaking the window of a jewelry store
at 2427 Wentworth avenue and seizing a tray of
diamond rings, valued at $1,000. The robbery
occurred at a time when the vicinity was thronged
with the regulation Saturday night shoppers.
The robbery, which was similar in execution

to many others which have been committed in
Chicago within the last few months, was one of the
most daring with which the police ever have had
to deal.
The three bandits first drove to the store owned

by Conrad Heegn. The car was stopped and two
of the men leaped to the ground. The driver of
the car then drove a few feet down the street and
waited. One of the men forced his way through
the crowd of shoppers and to the door of the store.
He placed a heavy stick between the handles, thus
making it impossible to open. The other man ran
to the display window and hurled a padded brick
through the glass. He secured the diamond tray
and through the shattered glass, waved a revolver
at Heegn, ordering him to be quiet.
A small crowd of persons witnessed the robbery

and for a moment pressed about the bandits.
The two men flourished their revolvers in all direc-
tions.
"We'll kill the first man who comes within a

foot!" one of them shouted, and the crowd fell
back.
At the edge of the sidewalk they broke and ran

for the waiting car. A moment later they had
driven around the corner at high speed and dis-
appeared.
The two are believed by the police to be the

same who have been operating about the city
during the last three months.

England May Adopt
the Metric Carat

Example of the United States Likely to be Fol-
lowed by the " Tight Little Island "—Metric
Carat Will Ultimately Become Universal

London, November 15.—The formal endorse-
ment and adoption of the metric carat by the
jewelers of the United Staies has been commented
on very favorably by the European trade. The
step is, in fact, regarded as indicating the unives-
sal adoption of the metric carat system at an
early date.

It will be remembered says the Goldsmith's
Review, that at the recent meeting of the Joint
Committee of Jewelers' and Silversmiths' Asso-
ciations, it was resolved that while sympathizing
with the principle of the metric carat on academic
grounds, the majority of the members find no
inconvenience in the present system, and that
there was no evidence before the committee upon
which it could form a practical opinion Most
people are inclined to let old and even obsolete
institutions remain, because they have worked
quite well enough, and because they do not like the
bother which would be caused by the adoption of
any considerable improvement. The decimal
system calls forth an example of this.
However, the trade does not entirely support the

above resolution. With reference to the announce-
ment by the Decimal Association, that a large
majority of American jewelers have decided to
adopt the metric carat of 200 milligrams, as from
July 1, 1913, Mr. C. J. Wainwright, the Hon.
Secretary of the Birmingham Jewelers' Association,
is of opinion that the metric carat is bound to come
to this country. He points out that it had already
been adopted in most countries, where precious
stones were handled to any extent in the way of
trade, and that as.regards Birmingham jewelers, al-
though many of them do not want it, no parti-
cular objection is raised to the new weight. The
object is to obtain on a scientific basis a uniform
carat throughout the trade all over the world. As
an acdemic proposition it seems to be favorably
regarded owing to the fact that the weights in
different countires are arranged on a slightly dif-
ferent standard, varying in some instances from
1 per cent to 2 per cent. If the system becomes
the vogue in this country, as appears likely, the
Birmingham trade will, for a time, suffer some
inconvenience. It will have to adjust itself to the
new conditions; to scrap the existing weights and
to start afresh. Birmingham has nothing to do
with the distribution of stones.

Harry M. Mays New President
of New England Association

(Continued from page 2477)

ternity and is particularly active in social and
neighborhood affairs in Edgewood, where he jives.

President Mays has announced the appoint-
ment of standing committees for the year which
were confirmed by the board of directors. They
are as follows:

Protective department—Harry Cutler, of Provi-
dence; Thomas S. Carpenter, of Attleboro;
G. K. Webster, of North Attleboro.
Membership Committee—Alfred K. Potter, of

Providence; Maurice J. Baer, of Attleboro;
Walter B. E. Ballou, of North Attleboro.

Auditing Committee—Ralph S. Hamilton, Jacob
Solinger and S. D. Binge, of Providence.

Welfare Committee—Henry G. Thresher, Harry
Cutler, Theodore W. Foster and George H. Holmes,
of Providence; G. K. Webster, of North Attleboro
and Fred C. Lawton, of Providence.
Finance Committee—John M. Buffinton, Louis

Lyons and E. R. Barker, of Providence.,
Entertainment Committee—Ralph C. Thomp-

son, of Attleboro; Frank P. Dattghaday, of
Chartley, Mass.; and Alfred K. Potter, of Provi-
dence.

President Mays will announce the appointment
of - other committees at the next meeting of the
board of directors which will be held on December 12.
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Fourth Robbery of Store
by Smashing Show Window

Burglar Alarm Failed to Work and Window

Smasher Secured $2,000 Worth of Gems—

Amusing Banquet Incident Recalled

Chicago, November 22.—A burglar alarm,

which was supposed to ring two bells, notifying

the police and private detectives, then to cause

an additional steel guard to rise up and prevent

robbers from entering, failed to work early today,

and Berg & Co., jewelers in the Congress Hotel

building, were robbed for the fourth time in a year.
More than $2,500 worth of gems was taken by the
"Horseshoe Burglar," who broke the window of
the jewel shop with a padded horseshoe.
Three former robberies of the firm had made the

-proprietor, H. M. Berg, seek a burglar alarm that
might prove infallible. The new one was set
in his window. He was assured that if one thing
failed to work, the other would. There were two
bells to be rung on the slightest touch of the alarm.
It was in the nature of an aluminum band stretched
across the window. After the bells were sounded
a steel curtain was supposed to rise and shut off
the valuables from a robber's reach.

It worked well—in practice. But today when
the same burglar who is supposed to have com-
mitted the three former robberies, hurled his usual
padded horseshoe through the plate glass window
it failed. The band was hit, even bent to the
point of breaking, but the bells failed to ring.
the curtain failed to rise, and the burglar gathered
in the valuables undisturbed.
More than twenty robberies of jewelry have

occurred in the loop in the same manner. Each
place was equipped with a burglar alarm, but the
robber successfully evaded all.
Mr. Berg today declared that following the last

robbery, he has lost all faith in alarms. He de-
clared what was most needed was more police to
patrol the streets.
"This is the fourth time that my store has been

robbed," he said. "There is only one policeman
traveling that beat and there ought to be more."
The burglary was discovered by John Dahl, a

messenger boy employed by the Western Union
Telegraph Company, While passing the store at
4.30 a. m., he discovered the plate-glass display
window broken.
He notified John S. Graham, night clerk of the

Auditorium Hotel, who summoned the police of
the South Clark street station. The latter found
a horseshoe wrapped in a newspaper inside of the
window. They placed an estimate of ' $2,500 to
$3,000 on the stolen jewelry.

Early Shopping Campaign
Exploited by Moving Pictures

A Movement that Will Benefit Humanity and
Business—Relieving the Christmas Rush by

Advance Purchasing

Kansas City, Mo., November 20.—Practically
all of the retail stores are now showing their Holi-
day stocks in response to the early shopping move-
ment which has made marked headway within
the past two weeks. Hundreds of cards have been
made to be shown in moving picture shows, urging
early shopping. The Consumers' League has had
10,000 bills printed to the same effect and mer-
chants, laundrymen, etc., are enclosing these bills
in their packages.

Christmas cards are being placed in store win-
dows. One reads: "Peace on earth in the shop-
ping districts can come only through early shop-
ping. Will you help?" Many of the largest retail
establishments of the city have announced that
they will not keep open evenings except Christmas
eve.
The women of the board of public welfare, the

Consumers' League, the Y. M. C. A., college alum-
nae, trades unions and various womens' clubs are
behind the movement and the daily newspapers
are lending their help generously.
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Death of T. Zurbrugg

Formerly President of The Keystone Watch Case

Co. and Prominent for Many Years in the

Watch Case Industry

Riverside, N. J., November 21.—Theophilus
Zurbrugg, former president of The Keystone
Watch Case Company, died at his home in
Delanco, N. J., yesterday evening after an illness
extending over some two years. The deceased had
through life enjoyed robust physical health until
afflicted with a stroke of paralysis from which,
despite the highest medical skill, he never re-
covered.
Mr. Zurbrugg was born near Interlaken,

Switzerland, in 1861. His father and his father's
father were watchmakers; he came by his watch-
making proclivities by natural descent. In 1875,
then a boy of fourteen, he came to Philadelphia
and attended school for one year. The next two
years were devoted to learning the trade of watch-
making, and he then entered the employ of Daniel
Leichty & Co., gold case makers. He finished his
apprenticeship at case making in 1881, and re-
solved to get into business for himself in the same
line; but desiring first to perfect himself in the
art he returned to Switzerland to study the

T. ZURBRUGG

methods there practiced. In that profitable time,
and during the year following, in which he worked
in the gold case shop of Alfred Humbert & Co.,
Philadelphia, he laid the foundation of his technical
knowledge of watchcase making. He formed a
partnership with Daniel Leichty and Jacob Ott,
and the firm engaged in the business of case making
at 140 South Third street, Philadelphia, in
1884. After a few years he acquired the interests
of both of his former partners in the business
and continued for himself as sole owner under the
style of "Philadelphia Watch Case Company."
The business grew very rapidly, and he was soon
forced to seek larger quarters, and in 1892, the
business was moved to Riverside, N. J.
Mr. Zurbrugg became a prominent factor in

the watch case industry in 1898, when he pur-
chased the watch case business of H. Muhr's
Sons, of Philadelphia, removing the same to his
own factory at Riverside; at the same time he
incorporated the business under the style of
"T. Zurbrugg Company" with himself as presi-
dent. In 1899 the "T. Zurbrugg Company" sold
out to a new company called "The Keystone
Watch Case Company." Mr. Zurbrugg subse-
quently became president of this new company,
which position he held until recently, when his
illness compelled him to relinquish the duties.
The watch case manufacturing plant originally
started by Mr. Zurbrugg in Riverside became the
"Riverside Watch Case Works" of " The Keystone
Watch Case Company" and is now the largest
watch case factory in the world, and will always
stand as a fitting monument to his memory.

As will be inferred from the above, Mr. Zurbrugg
was an accomplished business man of a broad,
progressive type, his activity being by no means
limited to the watch case industry. The wonderful
growth in the town of Riverside, N. J., and its
industries during the past few years was directly
due to his enterprise and public spirit. Riverside
has a monument to his good work not only in the
immense watch case plant which he erected, but
also in the many minor industries, in the comfort-
able homes erected for the use of workmen, and
the other town improvements which made River-
side an ideal res.dence for the army of employes
engaged in his plant.

Possessed of an engaging and unassuming per-
sonality, and sympathetic nature, he secured the
permanent friendship of those of the trade and
public with whom he came in contact. He was
prominent in a number of fraternal organizations,
among them being the Masons, of which he was a
thirty-second degree member, the Mystic Shrine,
the Elks, and the Odd Fellows. He was also a
member of the Union League of Philadelphia;
the Philadelphia Manufacturers' Club, the Phila-
delphia Jewelers' Club, the Philadelphia Athletic
Club and the 24-Karat Club of New York.
L, He is survived by a widow, who nursed him
tenderly during his long illness and who has the
sympathy of all in her bereavement.

Hero of Diamond Robbery
Dies in Des Moines Hospital

Figured in the Most Daring Hold-up on Record—
Dies From Injuries Received in Battle With
Robber

Des Moines, Iowa, November 18.—W. G. Pol-
lock, of New York, who attained world-wide notice
a decade ago, when he was the victim of the Pol-
lock diamond robbery, died in a local hospital
here last night. He was taken ill Saturday, his
malady resulting from the wounds received in the
famous hold-up.
In spite of his experience at the hands of Frank

Shercliffe, Mr. Pollock remained a diamond sales-
man to the day of his death and was called to the
state where he was robbed to conduct some large
sales to Des Moines jewelers. His trunks, when
taken in charge by local representatives, contained
gems of great value.
The robbery in which Mr. Pollock figured took

place between Council Bluffs and Sioux City.
Sherman Morris, better known as Frank Shercliffe,
entered the car where he was riding and struck him
with a "billie" filled with shot. This broke from
the force of the blow, scattering the shot all over
the car. Shercliffe then drew a gun and shot his
victim twice. Seizing a case containing $15,000
worth of diamonds he made his escape. He was
later betrayed, arrested, tried and sentenced to
seventeen years in prison. He was pardoned a few
years ago.

Retail Jeweler Will Become
Manufacturer of Optical Goods

Has Invented Several Devices Serviceable in the
Optical Field—Has Already Started Factory

Fort Wayne, Ind., November 17.—After twenty
years of success in the retail jewelry business in
Fort Wayne, Dallas Green is preparing to retire,
to engage in the manufacture of optical goods
The entire stock in his store will be sold at auction.
Announcement of Mr. Green's retirement from

the retail field in the city comes as a great surprise
to his business friends and associates. Mr. Green
opened his store in Fort Wayne, twenty years
ago and for more than seventeen years was located
in the Arcade, on West Berry street. When the
Shoan building was completed he moved his stock
into the present handsome quarters.
Mr. Green recently invented and patented four

articles used by wearers of eyeglasses. Some time
ago he started manufacturing them, and his
business has assumed such proportions that his
entire time is demanded in attending to it.
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WALTHAM 1:{raexTZt: WATCH
with the Kew Class A Certificate

in this casquet de luxe

Not infrequently the jeweler is called upon to "suggest" and exhibit a
gift of special magnificence. Some individual has been chosen by his admirers
as the recipient of unusual honor and the jeweler of authority is consulted for
his advice. This Waltham "Kew" watch is the finest in the world and in
very truth "The gift for a Prince." To exhibit it as "the best that money can
buy" for the occasional gift of great esteem wins for the jeweler a share in
the distinction of the watch itself.

This "Kew" Premier Maximus is 16 size, and the contract selling price com-
plete with the sterling box is $400. (The sterling silver box is made by Gorham.)

We are giving extensive advertising to this watch in the national magazines
and are sending out quantities of the unusually attractive booklets about the
watch and Kew Observatory. Every aggressive Waltham dealer will realize
how he can benefit by this advertising.

WALTHAM WATCH COMPANY Waltham Mas8
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Federation of Retailers
Holds Successful Convention

Many Important Subjects Discussed and Plans

Formulated for Extending Scope of Organization

—Jewelers Take Part in Proceedings

St. Louis, Mo., November 23.—The first annual

convention of the National Federation of Retail

Merchants took place in this city on Tuesday,

Wednesday and Thursday, November 19, 20 and

21. About 400 delegates were in attendance and

there were in all about 2,000 visitors who attended.

On Tuesday, the first day of the convention,

Judge O'Neill Ryan, of this place, in a very elo-

quent address, welcomed the delegates to the city.

He said that he was amazed upon inquiry, to

discover the vast importance of the retail merchant

in his relation to the business of the country.

While there is great need of organizations of busi-

ness, he said, the best prosperity of the individual,

the public and community, after all, is accom-

plished through the retailer, who, in the last

analysis, is the force which makes for the uplift

of the state and nation.
"When you seek to destroy the great middle

class, whose integrity, probity and industry count
for so much in the upbuilding of the country,"
he said, "you destroy the foundations on which
the very Republic itself is based. The prosperity
of the small industries is after all the prosperity
of the nation." Judge Ryan was enthusiastically
applauded.

President Maloney, replying to Judge Ryan,
said the speaker had for the first time since the
inception of the federation set forth clearly and
succinctly the purposes for which the organization
was formed.

What it is Expected to Accomplish

In his opening address, President Maloney set
forth recommendations, he urged the federation to
act upon in the convention. One of these was the
necessity for using its influence to secure certain
amendments to the Sherman antitrust law, so
that the law's provisions will not be a menace to
reasonable co-operation between the units in any
line of business.
He also recommended that the federation enter

into nonpartisan politics in every town, city, state,
and in national affairs, in an effort to secure legis-
lation in the interest of the retailer, or to prevent
the enactment of legislation inimical to him, and
to compel the politician to seek the retailer to
ascertain his wants, instead of the retailer, as now,
being at the mercy of the office holder. He also
asked the delegates to bring influence to bear on
Congress toward the enaction of an honest ad-
vertising law.
In the afternoon of the opening day the parcels-

post was the target for many bitter shafts, being
proclaimed the tool of the mail order house and
the business death-dealer to the small town re-
tailer.

Secretary J. R. Moorehead, of Lexington, Mo.
opened the session by reading the parcels-post
law and rules governing its observance. Then
followed discussion on its probable effect on retail
merchants.

Parcels-Post Denounced

Saunders Norvell, former president of the Nor-
yell Hardware Company, of this city, now retired,
predicted the wiping out of the retail merchant
under the proposed parcels-post in the next de-
cade, but said the law is better than the first
parcels-post planned. He denounced the pro-
posed parcels-post vigorously. Others took a
decided stand against it.
"The Effect of Bulk Sales Legislation on the

Retailer and Community," on which George D
Barclay spoke, after being discussed closed the
afternoon session.
In the evening the delegates were guests of the

St. Louis Sales Managers' Association at the Gar-
rick Theater. About 150 attended the perform-
ance.

On Wednesday, the second day of the conven-
tion, H. D. Robbins, of the Vigilance Committee
of the National Advertising Clubs of New York,
spoke on "The Retail Merchants' Need of an
Honest Advertising Law How It Could Be En-
forced." He said in part:
"Advertising is one of the greatest constructive

forces in business life. It goes into every corner
of the civilized world, and serves as a powerful
educational force and as an incomparable salesman.

"Because these things are true, it follows that
most advertising is honest. Yet we know that
some advertising is not honest. Fortunately,
it is but a small percentage. The whole business
of merchandizing is on a higher and more efficient
plane than ever before. The old doctrine of
"Caveat Emptor" (let the buyer beware) is dying
out, and the new doctrine of the "square deal"
is taking its place."
Roy E. Soule, of New York, spoke instead of

Flint Garrison of St. Louis on "The Retail Mer-
chant and the Trade Press." He pointed out the
value of class publications to the retailers in all
lines of business.
B. F. Biliter, of Huntington, Ind., editor of

the Farmer's Guide spoke on " Rural Community
Co-operation and Improvement."

Selling Price Regulation

W. H. Ingersoll, of New York, vice-president
and general manager of the Ingersoll Watch Com-
pany, in his address, "Retail Price Regulation a
Curb to Restraint of Trade and Unfair Corn-
petition," pointed out how retailers injure them-
selves by cutting the price on standard adver-
tised articles.
F. H. Freericks, attorney for the National Drug-

gists' Association, of Cincinnati, spoke against
the Sherman anti-trust law.
W. H. Miller, of Ottawa, Ill., spoke on "The

Retail Merchant and the Country Newspaper,"
and E. C. Hole, of Chicago, discussed "The
Future of the Retailer and the Small Town and
the Need of Community Development."
When the convention adjourned this day they

were given an extensive automobile ride by the
St. Louis Sales Managers Association and after-
wards banqueted at the Planters Hotel followed
by a theater party. After the banquet a number
of speeches were made. Charles F. Krone, one of
our leading lawyers and famous as an orator,
responded to the toast "St. Louis."
He pronounced the purposes of the retailers as

laudable, and said he believed the organization
would further the interests of honesty in business
as much as any other institution in the country.
M. J. Maloney, president of the Federation,

thanked the citizens of St. Louis and the hosts for
their hospitality on behalf of the federation.
The policies of President-elect Wilson against

unfair competition were unanimously commended,
and a resolution was passed pledging him earnest
support in enforcing principle of equal right and
opportunity.
The parcels-post, even in the modified form to go

into effect January 1, was unreservedly condemned
by the organization.
The election of officers resulted as follows:

M. J. Maloney of Detroit, Mich., was re-elected
president; A. L. Holmes, of Detroit, Mich.,
treasurer; J. R. Moorehead, Lexington, Mo.,
re-elected secretary; A. H. Nelson, Ottumwa,
Iowa, first vice-president; J. T. Russell, Chicago,
second vice-president; W. A. Decker, Grand
Rapids, Mich., third vice-president; G. W. Saw-
kins, Toledo, Ohio, H. L. Laird, Minneapolis,
Minn., G. W. Greig, Wheeling, W. Va., Richard
Kind, Toledo, 0. J. K. Dysart, Ottumwa, Iowa,
0. W. Johnston, Marshall, Mo., Henry Reichel,
Grand Rapids, Mich, Simon A. Kline, Meridian,
Miss., Allan W. Clark, St. Louis, Mo., H. J.
Hodge, Abilene, Kans., L. J. Ringe, St. Charles,
Mo., Herman Mauch, St. Louis, Mo., and Frank
Wilson, Washington, Iowa, were named directors.
Herman Mauch, the well-known jeweler of this

city, represented T. L. Combs, president of the
American National Retail Jewelers' Association.
Mr. Mauch was elected a director of the federation.
Joseph M. Ebeling, W. C. Ebeling and W. T.

Zeitler represented the St. Louis Retail Jewelers'
Association at the convention. Joseph M. Ebeling
served on the resolutions committee and W. T.
Zeitler served on the nomination committee.
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Washington Retail Jewelers
Discuss Trade Grievances

Commend the Maryland Law Permitting Disposal
of Unclaimed Repairs—Annual Meeting to be
Held in January

Washington, D. C., November 25.—At the
regular monthly meeting held in the rooms of the
Chamber of Commerce, 1202 F street, N. W.,
the members of the Retail Jewelers' Association
scored the action of the post-office department in
holding the sale of the accumulation of the dead
letter office at a period so near the start of the
Christmas Holiday season, and Mr. Julius H.
Duehring was appointed as chairman of committee
to look into this matter with a view to petitioning
Congress to have the date changed next year.
Another matter that is of importance to the

local trade is that relating to the necessity for
holding articles that have been left with the jew-
elers for repairs, and for which the rightful owners
have not called, for an indefinite period. Attention
was called to the so-called Harper Bill which was
passed by the Maryland legislature last spring
through the efforts of Mr. Robert B. Smith, a
Baltimore jeweler. This bill gives the jewelers
and silversmiths a lien on such articles for the cost
of repairs and for the material used therein and
gives him the right to sell such goods at public
or private sale after remaining in his possession for
a period of two years and such portion of the pro-
ceeds as cover these costs may be retained by
the workman, the balance being held to await the
demand of the owner. The only requirement is
that written notice be sent to the last known ad-
dress of such owner and a notice be posted in a
conspicuous place in the county court house at
Baltimore.

Unclaimed Repairs Legislation

Mr. Spier remarked that this is a matter
that should be given earnest attention. "It would
be a great relief to all of the jewelers if
such a bill were to be enacted. At the present
time we would become involved in considerable
difficulty if we did not have some of the jobs that
have laid for years and years in the safes if the
people accidentally called for them."
Others of those present spoke on this subject

and great credit was given Mr. Smith who unaided
pushed the bill which is of such great value to all
jewelers. There was not one of them but who had
a "safeful" of uncalled for articles and it was
pointed out that if Uncle Sam could sell the un-
called for matter that remains in the dead letter
office for a period of two years and appropriate
the money, why could not the jewelers do like-
wise.
The matter of legitimate profits also came up

for discussion and complaint was made that the
trade today, probably in every city, was doing
business on too small a margin of profit and the
several speakers urged that such prices be main-
tained as would allow of a fair profit at least.
Prices of jewelry as a whole remain stationary
and there has been no change in many stated
repairs in the last few years, yet the prices of
other commodities are ever increasing and to
meet this the jewelers should charge more but do
not.
Inasmuch as this is the last meeting to be held

this year, those present were urged to get their
friends to attend the annual meeting which will be
held in January at which time will take place the
election of officers. In the meantime, the Execu-
tive Committee will handle the matter regarding
the repaired articles and will make a report at
that time and Mr. Duehring and his committee
will have something to talk about regarding the
post-office lottery.
At a previous meeting a letter was ordered

sent to the Dennison Manufacturing Company
asking if their shipments to the jewelers in this
city could not be bulked and they have consented
to see what could be done in this line. With the
bulking of small purchases and their distribution
upon arrival considerably will be saved in the way
of express charges.
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Diamond Mounted Goods E.

We can supply any and all of your needs now better than
two weeks hence.

Even in years when business was not nearly so brisk as
now, we have been obliged to disappoint customers who waited
until Christmas was only a week or two away before ordering
their diamond mounted goods.

So Don't Wait! Send now
for a memorandum package of
any diamond goods you desire.
We anticipate a tremendous

"last minute" demand for
Single Stone Diamond Rings

and Diamond Pendants
Just now our stock is exceptionally large

and it is a good time for you to make your
selections.

The rings are set with Blue Wesselton
stones, American cut, perfect and slightly
imperfect, in sizes from to carats
weight. Gold and platinum mountings.

The pendants are all of beautiful and dis-
tinctive design. In the small pieces we use
only the finest quality of melees. In the large
pieces we use Blue Wesselton stones, American
cut, perfect and slightly imperfect.

Loose Diamonds
In loose stones we have on hand some very fine perfect and slightly imperfect Blue Wesselton and Blue jaegers, Ameri-can cutting, in sizes from Yi to 3 carats; also a few up to 6 carats. We also carry a stock of Top Crystals, Crystals andMelees in all sizes.
Send for a memo package of our goods at once and compare them as to quality and price with what you can obtainelsewhere.
We never misrepresent our goods.
We fill all orders the day they arrive.
Large and small orders receive equal attention.

CROSS & BEGUELIN
23 MAIDEN LANE NEW YORK CITY

•■•

.11•11.11

41■1

1■1•11

111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111E

December 1, 1912

THE KEYSTONE

THE KEYSTONE
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A semi-monthly journal published on the 1st and
15th of each month, devoted to the interests of
the Watch, Jewelry and Kindred Trades. The
purpose and policy of this journal are the pro-
tection and promotion of all trade interests. A
rigid censorship assures the reliability and worth
of all reading matter, and the exclusion of all
that is not trustworthy or relevant. We decline
to insert advertisements that are unreliable, or
misleading in representation, defamatory in state-
ment or detrimental to the welfare of the trade.

Subscription—One Dollar per year, postpaid, to all
parts of the United States, Hawaii, Porto Rico,
Philippines, Guam, U. S. Island of Samoa, Cuba
and Mexico ; single copies, regular issues, 10 cents;
special issues, 25 cents. To Canada, $2.00 per year.
To Foreign countries, $3.66 (15 shillings) per year;
single copies, 25 cents (1 shilling).

Payment for "The Keystone," when sent by mail,
should be made by Postollice Money Order, Bank
Check or Draft, or Express Money Order. When
neither of these can bo, procured, send the money in
a Registered Leary. All remittances should be
made payable to The Keystone Publishing Com-

pany.

Change of Address—Subscribers desiring their ad-
dress changed should give the old as well as
the new address.

Advertisements—Advertising rates In on ap-
plication. Copy for Advertisemmits must reach
us by the 23d of each month to insure insertion

In the issue of the let of the following month,

find by the 8th of the month for insertion in the

Issue of the 15th of the same month.

Address all communications to

THE KEYSTONE PUBLISHING COMPANY
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1102 JEWELERS BLDG
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1201 HEYWORTH BLDG.

Lock Box 1424

512 Race Street

Philadelphia Pa.

LONDON STEVENAGE HOUSE
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New Parcels-Post Law
in Force January 1

A few weeks from this date the new
parcels-post law will go into effect, and
apart from its merits or demerits in its
relation to the retail trade it is the duty
of every merchant to study its provisions,
and if possible use it to his advantage.
At the annual convention of the National
Federation of Retail Merchants, reported
elsewhere, some of the speakers entertained
quite a gloomy view of the effects of the
new law on the retail trade. We cannot
sympathize with these doleful predictions,
and feel confident that the great army of
retail dealers will find a means of protect-
ing their interests and possibly of turning
the new law to account.

From time to time in these columns in

the past we have published the views of

jewelers who claimed that the parcels-

post would be a benefit rather than a
detriment to the special line retailers,

basing their claim on their experiences

with the rural free delivery. As a re-

opening of the discussion would be highly
instructive at this time we urge all of our

readers who favored the parcels-post in the

past to use our columns to fully explain

their advocacy of this legislation with a

view to enlightening the trade at large on

the possible benefits to all which may be

concealed in its provisions. In this issue

will be found a full explanation of the
measure and we urge careful perusal and
study of its provisions as a first step
towards the general enlightenment.

Advertising Men Denounce
Department Store Bargain System

The business world at large, and es-
pecially the retail section of it,—owes
a debt of gratitude to our esteemed con-
temporary the Dry Goods Economist, for
inaugurating a campaign against the
flagrant abuse of the bargain offer by
department stores. The bargain habit
has now been pushed to such extremes
by the big stores that it is not only creat-
ing ruinous competition among them-
selves, and seriously injuring the business
of special line dealers, but is also pressing
severely on the manufacturers. The time
would appear to be quite opportune to
purge the department store system of this
flagrant abuse, and in so doing benefit
every individual engaged in retail trade.
Our contemporary does not mince

words in exploiting "The Dangers of the
Bargain Attraction," and states the case
accurately, as follows:

The retail dry goods trade of this country stands
almost alone—in this respect: that it is, ostensibly,
conducted.without profit. "Price so much, work so
much more," is its watchword and its rallying cry.
Right through the year, week in week out, at sea-
son's end, middle and even beginning, this same
old inducement is offered. Never give people a
reason why they should pay a fair price, and stick
manfully to that figure! Reduce prices right
along! Keep on telling the public of the reduced
prices, and encourage them not to buy until your
prices are reduced!
That, on the face of things, is the retail dry

goods store policy. Not very flattering to the
acuteness of the trade, is it? Worse still, when
bargains are faked by the untruthful price com-
parison method, not only the business ability,
but the moral sense of the dry goods retailer is put
on trial. How often they are faked only the lead-
ing spirits in each store know. But it's obviously
impossible that more than a part of the price con-
cessions claimed can have any existence except in
the minds of that store's management.

This is a very truthful and candid des-
cription of the advertising methods now
pursued by department stores generally.
The quotation be it remembered is not
taken from any publication inimical to
department store interests but from the
recognized organ of these stores. A
special issue of this publication entitled
the "Adman's Number" was recently
devoted to this subject of bargain faldrism
as an attraction for patronage, and it is
most gratifying to find that the accom-
plished men who attend to the advertising
for the large department stores denounces
with one voice the perpetual bargain idea
and urge its prompt elimination from the
department stores publicity methods. In
being compelled to state that a $2.50 or
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a $2.00 article has been reduced to $1.00,
these men are the victims of a system
which should have no place in modern
merchandising. As our contemporary -
truthfully states "the bargain habit,
custom, mode of competition—call it
what you will—is a source of bitter regret,
of daily distaste to many a retail adver-
tising manager. At its best, it's a daily
almost hourly temptation, too often, we
might say, compulsion, to tamper with
the truth in some particulars. It pre-
vents the adman from doing real, construc-
tive work; forces him, against his own
convictions and his own inclinations, to
work for the day, instead of looking ahead
and helping to build up the future of the
business on a strong solid and permanent
basis."
As the views of these advertising men,

honestly spoken, are in a measure as
applicable to the jewelry trade as to any
other, we will publish with due credit in
future issues a few of these contemporaries.
It would be a material advantage to
business generally if every merchant in
the country provided himself with a copy
of this "Adman's Number " of our con-
temporary, peruse and absorb into his
business system the great truths forcefully
stated in this symposium of right business
principles.
As the jewelry trade would be espe-

cially benefited by the discontinuance of
the bargain attractions, we trust that the
campaign will meet with early and well
deserved success.

Enlightening the Public
on the Fixed Price Question

Our readers doubtless recall that when
certain prominent members of the trade
were questioned at the hearing in Wash-
ington on matters in connection with
the Oldfield Patent Law revision bill,
which would prevent the fixing of prices,
the mode of questioning indicated the
belief on the part of some of the ques-
tioners at least that the fixed price was
solely in the interest of dealers and against
the interest of the consumer. This con-
tention, if founded in fact, would be the
strongest argument against price fixing.
It is of vital importance, therefore, that
both the legislators and the public should
be convinced that cut prices are the great
instrument of imposition, and that fixed
prices on the contrary furnish the best
and, in fact, only security and guarantee
of honesty to the consuming public.
We have before us a copy of a letter from

the secretary of a large manufacturing con-
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cern which produces non-skid chains for
automobile tires, and in this letter the
following instructive statement is made.
We manufacture two grades of tire chains, the

prices of the inferior grade being considerably
lower than those of corresponding sizes of our
quality goods. As a protection to the consumer we
furnish an easy means of disinguishing the two
grades—a different color bag being used for packing
them and the name of the particular grade and the
fixed price is plainly marked on each bag.

Our salesmen are reporting to us cases where
unscrupulous dealers are obliterating the name and
price on the bags containing our cheaper line and
selling the inferior article to the unsuspecting. and
uninformed consumer at an appreciable advance
over the authorized list, and some eases charging
the price of our quality goods for the cheaper grade.
In other instances the chains have been removed
from the original containers and enclosed in un-
marked bags and sold at whatever price the dealer
was able to obtain from the consumer.
The buying public is often uninformed, often

careless and certainly stronger assurance of receiv-
ing what is paid for and better protection against
unfair practices and dishonest substitutions are
afforded under a system of restricted prices which
can be enforced.

Various interests are now working earn-
estly with a view to preventing legislation
aimed at the fixed price system
and as the jewelers are particularly in-
terested each member of the trade should
do what he can to aid in the good work.
Last month a Michigan court handed

down a decision which will further
strengthen the new policy of price and
quality maintenances. An injunction was
granted against a retail grocer restraining
him from cutting the price on Kellogg's
corn flakes. The Kellogg people main-
tained that by packing their product in a
patented carton, they acquired the right
to fix the price of the contents and in
maintaining this right brought the case
against the retail grocer in court and suc-
ceeded in obtaining the injunction. The
fact that the package is patented and is
especially designed to preserve the
contents in fresh condition was deemed
sufficient grounds by the court to grant
the injunction.

The Law in Its Relation
to Disposal of Unclaimed Repairs

The passage some time ago in the state
of Maryland of the so-called Harper law
at the instance of an energetic Baltimore
jewler has riveted the attention of the
trade generally on this question. Steps
have been taken by a number of societies
to have placed on the statute books of
their states a law similar to the Maryland
measure, but in the meantime the jew-
elers must have a care in this matter of
disposing of unclaimed repairs. We have
had occasion to reply to many communica-
tions on this subject from different states,
and now find before us the following from
H. G. Rowland, Honesdale, Pa.: "I
have a sample watch tag which has
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printed matter on the customer's dupli-
cate, stating that if the goods are not
called for in three months, they will be
sold for repairs according to law. Is there
such a law and where can we find it?"
There is no such law in the state of Penn-
sylvania, nor does a tag containing this
warning to the customer justify the jew-
eler in disposing of unclaimed repair work
to pay his charges. Such a tag may have
a value in that it might impress the cus-
tomer, but the jeweler cannot make a law
to suit himself.
By way of answering our subscriber's

query, and at the same time impressing on
the trade the unsatisfactory method of
procedure necessary in a case of this kind
and the consequent need for a law similar
to that now in operation in Maryland, we
will state that a jeweler in Pennsylvania.
who repairs any article, say a watch has a
lien upon it for his reasonable charges for
his work. It is provided in Pennsylvania
that if the owner in such a case fails to pay
the charges within sixty days after demand
thereof, made personally upon such owner,
it shall be lawful for the jeweler, after the
expiration of the sixty days, to expose the
watch for sale at public auction and to sell
the same and pay himself, together with
the costs of advertising and sale, and hold
the balance subject to the order of the
owner. See Act of December 14, 1863,
P. L. 1127 Brightly's Purdon's Digest
page 1059. Under this Act it would seem
that it would not be safe for the jeweler
to make the sale without giving notice of
it, together with the name of the owner,
for three successive weeks in a newspaper
published in the county and by six written
or printed handbills, put up in the most
public and conspicuous places in the
vicinity of the store of the jeweler. In
case the place of residence of the owner
of the watch is unknown, an application
may be made to a judge of the county to
make an order authorizing the sale upon
such notice as he may require. Under a
decision of the Supreme Court of Penn-
sylvania, the jeweler would have the
right to transfer the possession of the
watch and his lien upon it for his bill, to a
third person, who would hold it on the
same terms.
The laws in other states on this subject

are equally unsatisfactory as applied
to this trade problem, and only by a
special law as in Maryland, can the dif-
ficulty be solved. Our readers will re-
member that the Maryland measure as
originally drafted provided that the jew-
eler should have the right to make the sale
of unclaimed articles six months after date

of repairs, but to facilitate the passage of
the law it was considered politic to extend
this period to two years. This latter
period is undoubtedly excessive, and a
shorter term would work no injury to
any patron of a jewelry store. In intro-
ducing the measure into the various legis-
latures, as is now the intention, the length
of the period should be given careful con-
sideration.

Forged Check Swindlers
Operate Among the Trade

Our readers cannot fail to be impressed
with the large number of trade robberies
now being reported. Not all of these can
be charged to carelessness, but there are
quite a number of swindles to which the
jewelers fall victims for which no plaus-
ible excuse can be offered. One such
form of swindle, now very widely prac-
ticed, is the forged check. It is quite
surprising how easily some of these opera-
tives can impose on merchants with their
worthless paper. On page 2508 of this
issue, we publish for the benefit of the
trade at large, the story of an attempted
swindle in which a smooth-tongued impos-
ter endeavored to pass a worthless check.
This story is an interesting revelation of
the methods usually pursued, and should
prove a salutary warning to all. Fortu-
nately, the jeweler in this instance was
sufficiently shrewed to withstand the wiles
of the swindler, but many are not so for-
tunate. By way of further illustrating
the apparent ease with which these people
secure goods by check payment, we select
the following news item:

C. J. Jaeger, of Portland, recently caused the
arrest of a man giving his name as Ed. Stokes who
later proved to be a check forger of no small ability.
Goods to the value of $600 were purchased the day
of his arrest, fraudulent checks being given in each
case. The man purchased a diamond ring from
Mr. Jaeger for $325, and when he offered a check
and was asked for an identification he referred to a
hardware company, from whom he had purchased
a bill of goods earlier in the day. After accepting
the check Mr. Jaeger became suspicious and sent
a man to follow Stokes, who was seen to go into
other stores and make purchases, in each case
giving checks in payment. When satisfied with
his purchases he went to a barber shop and had
his moustache shaved off and his hair trimmed.
Here policemen were notified to make an investiga-
tion, which disclosed the fact that the checks were
all forged and that the man preparing to leave
town. A felony charge was placed against him.
Stokes pleaded guilty to obtaining jewels under
false pretenses and was sentenced by circuit Judge
Morrow to an indeterminate sentence of from
one to five years in the penitentiary.

The season is now here when the little
army of operatives who make a specialty
of preying on the jewelry trade are un-
usually active, and we trust that none of
our readers will have the profits of the
season appreciably diminished by losses
of this character.

R. WALLACE SILVER
WE DIRECT your attention to

the much-reduced illustra-
tions of our three new, complete
and up-to-date catalogues refer-
ence books that ought to
possession of
every jeweler.
They cover very
thoroughly, with
illustrations and
prices, our
complete
Sterling
Silver flat-
ware, hol-
low ware,
toilet ware
and novelty
lines, also

be in the

_5TE,R4ING
SILVERWARE

1912-13

"1835 R. Wallace"
Silver Plate

that resists wear

1912-13

las Ks
ST INC

tuu.cat4 SONS Mro. Co
vhuumarolta. COM

VOPK

"1835 R. Wallace" Silver
Plated flatware and Sheffield
Plate.

'

A package like the
one shown, contain-

ing the above set
of new catalog-

ues, has been
sent out

recently.

New York

Chicago

San Francisco

London

.■

If you failed to get one, simply

send us a postal card request

and we will see that you are supplied.

R. WALLACE & SONS MFG. CO.
WALLINGFORD, CONNECTICUT

Box 140
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Saves Cost of Lenses Many Times
Eliminates the Dangling Chain

or Cord Annoyance

Fi There is a steady every-day demand for eyeglass holders.
No jeweler's stock is complete without them.

Our holder is of such excellent workmanship and so
attractive in design that it will appeal quickly to any
user of eyeglasses.
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Our holder makes a useful Christmas gift. We are
showing many new designs. Look for our name on
every holder.
We furnish attractive newspaper cuts and advertising
copy for use in your local papers. Send for them.

80 Years' Experience Making
GOLD and SILVER THIMBLES Ilad

167 168 170

PATENTS APPLIED FOR

172

ig A Few New Styles That Will Brighten
fg] Up Your Thimble Stock

New Catalog Sent Upon Request
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ESTABLISHED 1832
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M Superior Assortment
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M 19 Inches High, 151/2 Inches Long
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Nq 8 Day, Half Hour Strike, 6 inch Dial. Golden Oak

1 
M and Mahogany Finish Cases. (Packed six to a case.

N Three Oak, three Mahogany, assorted patterns.)
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MAIN OFFICE AND FACTORIES
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DO SO AT ONCE

R. B. Macdonald & Company
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THE HOME OF COLONIAL SILVERWARE
THE DOMINANT NOTE IN ARCHITECTURE, FURNITURE AND DECORA-

TION IN THIS COUNTRY TODAY IS THE COLONIAL STYLE. BASED UPON
THE IDEAS WHICH OUR FOREFATHERS ADAPTED FROM THE GEORGIAN OF
THE MOTHER COUNTRY—ITSELF DERIVED FROM THE ANCIENT GREEK AND
ROMAN STYLES—IT HAS FOR A CENTURY AND A HALF EXPRESSED THE
BEST TASTE OF THE MOST CULTIVATED OF OUR PEOPLE. SOME OF THE
MOST NOTABLE EXAMPLES OF THE TREASURED 18TH CENTURY COLONIAL
WORK ARE TO BE FOUND IN NEWBURYPORT, MASSACHUSETTS, A CITY
WHOSE TITLE TO COLONIAL DESIGNATION IS BEYOND CAVIL IN VIEW OF
THE FACT THAT IT IS A PART OF THE FIRST TERRITORIAL GRANT TO THE
PURITAN SETTLERS, "THE COLONY OF MASSACHUSETTS BAY."

IN ADDITION TO THIS DISTINCTION OF HISTORIC BACKGROUND, IT
HAS MAINTAINED THE TRADITION OF THE SILVERSMITH'S ART, WITH
WHICH WE ARE PARTICULARLY CONCERNED, FROM THE BEGINNING OF
THE LAST DECADE OF THE 17TH CENTURY WHEN WILLIAM MOULTON, THE
FOUNDER OF THE FAMILY WHOSE HANDIWORK IS NOW SO MUCH SOUGHT
BY COLLECTORS, BEGAN TO MANUFACTURE SILVER SPOONS AND SHOE
BUCKLES IN A PART OF OLD NEWBURY WHICH HAS SINCE BECOME NEW-
BURYPORT. HE WAS SUCCEEDED BY THE FOLLOWING DESCENDANTS
WHO CONTINUED AND DEVELOPED HIS CRAFT:

JOSEPH MOULTON,

WILLIAM MOULTON,

JOSEPH MOULTON,

WILLIAM MOULTON,

JOSEPH MOULTON,

ANTHONY F. TOWLE AND WILLIAM P.
MOULTON, THIRD, BEGAN BUSINESS UNDER THE NAME OF TOWLE AND
JONES, IN 1857.

ANTHONY F. TOWLE AND EDWARD B. TOWLE ENGAGED IN BUSINESS
AS A. F. TOWLE AND SON IN 1873. AND THIS PARTNERSHIP WAS THE
GERM OF THE A. F. TOWLE AND SON COMPANY, INCORPORATED IN 1880,
WHICH IN 1882 BECAME THE TOWLE MANUFACTURING COMPANY;
ANTHONY F. TOWLE AND EDWARD B. TOWLE RETIRING.

OF THE INCORPORATORS OF THIS COMPANY IN 1880, BUT TWO SUR-
VIVE, THOSE WHO HOLD RESPECTIVELY THE OFFICES OF PRESIDENT AND
TREASURER AND WHO HAVE FROM THE BEGINNING CONSTITUTED THE
MANAGEMENT.

FROM ITS COLONIAL ENVIRONMENT AND THIS LINEAGE OF TIME
HONORED CRAFTSMEN, THE TOWLE MANUFACTURING COMPANY DERIVES
A SYMPATHY WITH AND FACILITY FOR THIS DISTINCTIVE STYLE WHICH
IS CONSISTENTLY EXEMPLIFIED IN ITS PRODUCT.

BORN

BORN

BORN

BORN

BORN

IN 1680

IN 1710

IN 1740

IN 1772

IN 1814

JONES, APPRENTICES OF JOSEPH

II 11■11111II

TOWLE MANUFACTURING COMPANY
(COLONIAL SILVERSMITHS)

FACTORIES: NEWBURYPORT, MASSACHUSETTS

SALESROOMS (WHOLESALE ONLY):

TRADE MPFill

SI EliLING

CHICAGO, HEYWORTH BUILDING. NEW YORK CITY, SILVERSMITHS' BUILDING.

6 - 4111ceL- 41=}5.4.W.1-. 
MOW-

- 
- , -

From The

LARGEST RING Hou
IN THE WORL

Selected from Our In-Vault S
Of Over 6000 Patterns, Inclu

:D A

Ever /AM

0. B. Ring Designs are authoritative,—Jobber and Jeweler
are familiar with their guaranteed quality.

0. B. Signet and Stone Set Rings are on sale in most
Jewelers' shops in this country and many of those abroad.

„

-0 S T BY io BART
PROVIDENCE, RHODE ISLAND

MAIDEN LANE 424 SOUTH BROADWAY 31NORTH STATE
EW YORK N.V. LOS ANGELES, CAL. CHICAGO, I LL.

ASK YOUR JOBBER
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TRADE 13
There is No Patent for the Thinness
of Any Thin Model Clothes Brush

There are patents for DESIGNS for such brushes,
including the following patents owned by us.

Patent No. 41852
Patent No. 41853

both issued October 24, 1911.
The claim by any manufacturer or dealer of a patent
on the thinness of model for a clothes brush is not
justified by the facts or by any court decision.
The United States Circuit Court of Appeals in a re-
cent decision where this matter was threshed out says:
"It follows that the appellant infringes, not because
it has made a "Thin Model" clothes brush, but
because in so doing, it has copied the appellee's
ornamental design."

Theodore W.
100 Richmond St.

Foster & Bro. Co.
Manufacturing Jewelers and Silversmiths

NEW YORK: 13 Maiden Lane

• •

• • PROVIDENCE, R. I.
CHICAGO: Heyworth Bldg. CANADA: Kingston, Ont.

c_A few EXAMPLES of 66
the justly celebrated
8-Day, HIGH-GRADE

MMMMM 

M 

MMMMMMMM 

MMMLNMM

Tambour—Style 1

Dir Over 1000 Styles
in Bronze and Brass,

Highly and Refined

Finished Cases, etc.,

to select from.
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CLOCIEC

Tambour—Style 2

Gothics (also Dories)

Windsor

.0110■111■•••••
Yacht-Wheel Clock

CLOCKS of QUAILATY The justily CELEBRATED 

Day, Hfigh-Grade

Used and DEALT in by those Deant-3ilcdfind the BEST

21F- ON SALE BY LARGEST HIGH-CLASS RETAIL JEWELRY HOUSES

Very large variety. Sizes (dials) from 2;4/ to 12 inches in diameter; cases in proportion. Prices from $21

to $250. Mantel, Boudoir, Ship's Bell and Auto Clocks, especially desirable for Wedding, Holiday and General

IPIRE5ENTAT1IOH PUE205E5
Mir Outside of the large cities there are innumerable buyers who want for their own homes, or for

presentation purposes, a few Exclusively High-grade Clocks each year.
air To dealers in such places we suggest buying a 2 !_r-inch Boudoir clock, listed at $21. This will show

the general high character of the "Chelsea " clocks, and from our Catalogue, furnished on
request, you can sell other models. TRY IT.

YOU want the BEST? Ask for the "CHELSEA" clock

CHELSEA CLOCK CO.
Largest makers in America of exclusively 8-DAY, HIGH-GRADE CLOCKS

16 State Street • •• •
BOSTON, MASS., U. S. A.
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For Your
Christmas
Business
You Jewelers who have been
regularly reading these adver-
tisements should now, before
the holiday rush, be prepared
to get your share of this busi-
ness. We can prove to you
that there is a continuous and
regular sale for these mono-
grams and it will pay you to
carry them in stock. All you
have to do is to fill out the
blank herewith and samples will
go forward to you immediately.

SPECIAL ORDERS FILLED
HOUR OF RECEIPT.
ORDER BY NUMBER UNDER FOB.

BELSCRIPT COMPANY, Inc.
Please send me descriptive

price-list and sample on memo.

,Wed-r/P#1//omeriam.2
Made while customer waits

'4 . 

JULY 61909

This illustrates handsome
black velvet display pad, fur-
nished with Belscript Mono-
gram Fobs.

Name

Street _

City and State _

The Belscript Co., Inc.
Munro Building

Duane and Rose Sts., New York

HOLIDAY
t:

7111711:1);
eKIV *o'vle

SPECIALS

We have now in readiness a most compre-
hensive stock of watches especially selected
and assorted for holiday requirements.

Waltham Elgin Howard Hamilton
The pretty new case patterns will be a
fetching factor in gift sales of watches this
season. All the standard makes are repre-
sented in our stock.

H. 0. Hurlburt 8z Sons 813 CHESTNUT STREET
PHILADELPHIA, PA.

December 1, 1912 THE KEYSTONE

The New Parcels-Post

Greatest Recent Undertaking of the Government—Provisions of the New Law
Explained—Its Effect on Merchant and Farmer

The establishing of the parcels-post system over
the entire country by the first day of the new year,
is about the most difficult job the government
has ever undertaken, writes Carolyn Cross in the
Philadelphia Record. Were it not of so grave a
nature the placing of this time-limit might be
construed as a "practical joke" of congressional
flavor.
As the bill finally passed an appropriation of

$750,000 was made—with the command that the
system be in operation by January 1, 1913. Since
then, the officials of the Post Office Department,
from the Postmaster General down, have been,
and still are, working in their shirt sleeves and sit-
ting up late of nights.
In addition, a committee of six Congressmen—

consisting of three representatives, appointed by
the Speaker of the House, and three Senators
named by the President of the Senate—is waiting
to thoroughly investigate and report on the work-
ings of the parcels-post during the coming winter.
Twenty-five thousands dollars was appropriated
for their expenses and the employing of an office
force. In the meantime, the modus operandi of
the new system is being slowly and carefully worked
out and the new year will find the public at large
buying postage stamps for things other than
letters and printed matter.

What You May Send
Of course, one cannot send a horse and buggy

or a piano through the parcels-post but he might
if he mails them in sections. There are restric-
tions, of a necessity, but they will still admit a
surprising assortment of objects, both animate and
inanimate. Anything will go provided it can be
done up in a package not exceeding 11 pounds in
weight nor greater in size than 72 inches in length
and girth combined, nor of a form likely to injure
a postal employe or damage other mail matter;
the contents, however, cannot be of a character
perishable within a period reasonably required for
transportation and delivery. The minimum
weight permissible is four ounces and the maximum
11 pounds under the parcels-post system.

If you, for example, happen to be going away
for a vacation in the country and find that your
laundry came home just too late to be put into
your trunk, just affix a parcels-post stamp of the
proper denomination and mail it to yourself at
your destination. Then, after you get there, if
you see several nice, fat chickens scratching
around the yard and happen to remember that the
folks back in the city can still appreciate the
difference in taste between real chicken and the
cold storage kind, just crate them so as to come
within the regulations and let Uncle Sam deliver
them for you. Later on, when you've returned to
town and feel you wish to send some evidence of
your appreciation to the friends who entertained
you "down on the farm," just pick out a folding
"go-cart" for the baby, or a "parlor lamp" or even
a portable oil stove for their bedroom on winter
mornings and ship it to them, properly packed, via
parcels-post.

Shipping by Parcels-Post

When you walk into your post-office to attend
to this mailing, you'll find the postmaster has
hung a huge map of the United States on his wall.
Tell him the destination of your parcel and he will
consult the map to see in what "zone" it is located.
Previously, he has taken a pair of compasses and
has drawn, by scale furnished by the department
a line around his township so as to include a terri-
tory of 60 square miles. Then, with his compass
at a radius of 160 miles, by scale he has described
a circle, and after that a number of concentric
circles successively with radii, respectively, of
300, 600, 1,000, 1,400 and 1,800 miles. Thus he
has established the required zones for equipment
from his post-office.

In all probability he will direct your attention
to a rate-card that will read as follows:

Distances.
First
pound.

Each
additional
pound.

11
pounds.

Rural and city delivery $ .05 $ .01 $ .15
Within 50 miles .05 .03 .35
Within 160 miles .06 .04 .46
Within 300 miles .07 .05 .57
Within 600 miles .08 .06 .68
Within 1,000 miles . .  .09 .07 .79
Within 1,400 miles . .  .10 .09. 1.00
Within 1,800 miles . .  .11 .10 1.11
More than 1,800 miles . .12 .12 1.32

Thus the postmaster at any point bases the
charge from his post-office on a map prepared by
the department at Washington and sent to him
along with a compass and the proper scale.
Here are a few of the problems to be settled by

the postal authorities before January 1:
At the designated time there must be on hand a

sufficient number of rural mail wagons, city mail
wagons, express cars and employes to handle the
new mail matter. Rural mail carriers now cover
their routes either in light wagons or on motor-
cylcles. Obviously, they are not equipped to
assume the role of express wagon drivers or team-
sters. The city mail carrier completes his route
on his own feet, and his leather pouch scarcely has
room for the regular mail, much less crated fruit
or spring millinery or gas engine carburetors.
In making its appropriation Congress authorized

the payment of "salaries for drivers" only, serenely
unconscious, no doubt that by so wording the bill
it failed to provide for employes to handle the
parcels, to feed and attend to the horses or to care
for the packages in transit. Wherefore, some way
must be found by which the salaries of these other
employes can be paid.

Must All Be Settled
The railroads at present build, at their own

cost, the cars in which United States mail is carried,
after a design and specifications furnished by the
post office department. They must be con-
structed of steel and they are costly. The express
companies use any kind of a car a railroad sees fit
to provide them. But United States mail can be
hauled only on the special cars. Now, the postal
authorities are scratching their official heads and
asking how can the vast number of extra cars that
will be necessary be built in time for the "grand
opening" at the first of the year?
What arrangements will be possible in isolated

sections of the country where dwellings are so far
apart that at present one mail a day is regarded
as the height of luxury? Problems of this sort are
of grave importance, for the parcels-post is in-
tended primarily as a convenience for the farmer
and the ranchman.
Though the proper authorities are already work-

ing on the designs and plates from which a new
issue of parcels-post stamps, ranging in denomina-
tion from 1 cent to $1, will be struck off, how can
the short time still remaining best be utilized in
attending to the vast details of engraving and
distributing them to the various postmasters?
A classification of all articles that can be ac-

cepted for transportation must be made. The
mode of packing must be carefully prescribed and
special facilities must be provided for the carrying
of fragile articles. It is probable that hampers,
similar to those in vogue in parcels-post systems
abroad, will be extensively used, so the style, size
and material of such hampers, and of other neces-
sary equipment, must be determined and advertise-
ments issued for their purchase.

Provision for collection, on delivery, of the price
of the parcel, as well as the postage thereon, and
regulations governing this phase of the question
must be arranged. Since the law provides indem-
nification for lost or damaged articles and since
many of the articles to be carried will be of a fragile
or readily perishable nature, the question of in-
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demnity looms up large on the horizon of those at
the department who are concerned with it.

Zone Maps a Problem
The system of distance zones, provided for in

the law, requires the employment by postmasters
of a distinctive postal map on which the zones are
represented. Over 300,000 of those maps must
be printed and distributed, so that two copies can
be placed in each post-office and postal station
in the United States.
Every post-office has been numbered and a direc-

tory of all offices is now being compiled for use
in applying the prescribed rates of postage to the
distance shown on the zone maps. Many thous-
ands of copies of this directory will have to be
printed and distributed.
The question of adequate transportation and

terminal facilities for the parcels-post on railway
and steamboat lines (as well as in city, wagon ser-
vice), must be worked out with great care in order
to insure the prompt movement of such mail and to
prevent a possible clogging of the ordinary mail.
Sufficient additional equipment and transporta-
tion facilities must be provided to avoid serious
congestion and delay that might otherwise result
from the taking over of so large a volume of addi-
tional mail.

Fourth-class postmasters all over the country are
hoping the committee will make their classification
another one of its problems. At present, these
men, who are the worst paid of Uncle Sam's postal
employes, see no prospect except for more work at
the same salary. For the increase brought about
by the installation of the parcels-post will be an
incoming mail on which they will not receive addi-
tional compensation. They have long been clam-
oring to be put on a salary basis, with classification,
and, taking the parcels-post as a valid excuse, they
will shortly send a monster petition to President
Taft asking to be put under Civil Service laws.
Both the President and Secretary Hitchcock

are said to be favorable to this change. The
amount of busines required at preseht for a fourth-
class postmaster to be raised to third-class must
be sufficient to give the postmaster a compensation
of $250 per quarter for four consecutive quarters.

Mr. llitchcock on the System
"I consider the best feature of the system the

immense convenience it will afford those living in
rural communities where the express companies
do not go," says Postmaster General Hitchcock.
"By it we will have more than one million miles
of rural delivery system where no express company
operates. Formerly the farmer had to drive to the
nearest town large enough to support an express
office in order to secure his packages. Now they
will be delivered at his door.
"Methods of handling the parcels must be con-

sidered and the requirements of packing so as to
insure safe delivery fixed. Terms of indemnifica-
tion for lost packages must be arranged and prob-
ably, an insurance system will be adopted to pro-
tect the Government from loss. Scales must be
provided, the cost of transportation studied, zone
maps distributed and new contracts for increased
compensation must be made with the rural carriers
on account of the increased amount of business
they will be supposed to handle.
"I do not anticipate that the system will be a

money-making enterprise, but I do intend that it
shall be self-supporting. Under the law as passed,
latitude is given the Postmaster General with
the consent of the Inter-State Commerce Com-
mission, to so fix rates as to render it self-support-
ing. If we find that the transportation of certain
articles costs more than the postage, the rates will
be raised in order to cover the deficit. This is a
huge mathematical problem and it must be figured
out. Accurate figures as to the cost of carrying
certain classes of mail will be kept and the rates
regulated accordingly. I intend, however, to keep
rates as low as is consistent with the proposition
that the system must defray expenses and each
separate article the cost of its own transportation.
Naturally, the cost of delivery cannot be deter-
mined by the first few months of its operation; but
these matters will adjust themselves."
"The zone system is utilized for the protection

of the small merchant. He will come with a closer
zone than the mail-order houses. Consequently,
his postage will be less. This will enable him to
meet competition from the cities. I believe the
parcels-post will work to the advantage of both
the rural merchant and his customer—the farmer."
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For Your
Christmas
Business

gUegrkilome,,a/itedi
Made while customer waits
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tJcv 61909

This illustrates handsome
black velvet display pad, fur-
nished with Belscript Mono-
gram Fobs.

You Jewelers who have been
regularly reading these adver-
tisements should now, before
the holiday rush, be prepared
to get your share of this busi-
ness. We can prove to you
that there is a continuous and
regular sale for these mono-
grams and it will pay you to
carry them in stock. All you
have to do is to fill out the
blank herewith and samples will
go forward to you immediately.

SPECIAL ORDERS FILLED
HOUR OF RECEIPT.
ORDER BY NUMBER UNDER FOB.

BELSCRIPT COMPANY, Inc.
Please send me descriptive

price-list and sample on memo.

Name

Street

City and State

The Belscript Co., Inc.
Munro Building

Duane and Rose Sts., New York

IIIMILIMM■1■11/11111

We have now in readiness a most compre-
hensive stock of watches especially selected
and assorted for holiday requirements.

Waltham Elgin Howard Hamilton
The pretty new case patterns will be a
fetching factor in gift sales of watches this
season. All the standard makes are repre-
sented in our stock.

H. 0. Hurlburt & Sons 813 CHESTNUT STREET
PHILADELPHIA, PA.

December 1, 1912 ir HE KEYSTONE

The New Parcels-Post

Greatest Recent Undertaking of the Government—Provisions of the New Law
Explained—Its Effect on Merchant and Farmer

The establishing of the parcels-post system over
the entire country by the first day of the new year,
is about the most difficult job the government
has ever undertaken, writes Carolyn Cross in the
Philadelphia Record. Were it not of so grave a
nature the placing of this time-limit might be
construed as a "practical joke" of congressional
flavor.
As the bill finally passed an appropriation of

$750,000 was made—with the command that the
system be in operation by January 1, 1913. Since
then, the officials of the Post Office Department,
from the Postmaster General down, have been,
and still are, working in their shirt sleeves and sit-
ting up late of nights.
In addition, a committee of six Congressmen—

consisting of three representatives, appointed by
the Speaker of the House, and three Senators
named by the President of the Senate—is waiting
to thoroughly investigate and report on the work-
ings of the parcels-post during the coming winter.
Twenty-five thousands dollars was appropriated
for their expenses and the employing of an office
force. In the meantime, the modus operandi of
the new system is being slowly and carefully worked
out and the new year will find the public at large
buying postage stamps for things other than
letters and printed matter.

What You May Send

Of course, one cannot send a horse and buggy
or a piano through the parcels-post but he might
if he mails them in sections. There are restric-
tions, of a necessity, but they will still admit a
surprising assortment of objects, both animate and
inanimate. Anything will go provided it can be
done up in a package not exceeding 11 pounds in
weight nor greater in size than 72 inches in length
and girth combined, nor of a form likely to injure
a postal employe or damage other mail matter;
the contents, however, cannot be of a character
perishable within a period reasonably required for
transportation and delivery. The minimum
weight permissible is four ounces and the maximum
11 pounds under the parcels-post system.

If you, for example, happen to be going away
for a vacation in the country and find that your
laundry came home just too late to be put into
your trunk, just affix a parcels-post stamp of the
proper denomination and mail it to yourself at
your destination. Then, after you get there, if
you see several nice, fat chickens scratching
around the yard and happen to remember that the
folks back in the city can still appreciate the
difference in taste between real chicken and the
cold storage kind, just crate them so as to come
within the regulations and let Uncle Sam deliver
them for you. Later on, when you've returned to
town and feel you wish to send some evidence of
your appreciation to the friends who entertained
you "down on the farm," just pick out a folding
"go-cart" for the baby, or a "parlor lamp" or even
a portable oil stove for their bedroom on winter
mornings and ship it to them, properly packed, via
parcels-post.

Shipping by Parcels-Post

When you walk into your post-office to attend
to this mailing, you'll find the postmaster has
hung a huge map of the United States on his wall.
Tell him the destination of your parcel and he will
consult the map to see in what "zone" it is located.
Previously, he has taken a pair of compasses and
has drawn, by scale furnished by the department
a line around his township so as to include a terri-
tory of 60 square miles. Then, with his compass
at a radius of 160 miles, by scale he has described
a circle, and after that a number of concentric
circles successively with radii, respectively, of
300, 600, 1,000, 1,400 and 1,800 miles. Thus he
has established the required zones for equipment
from his post-office.

In all probability he will direct your attention
to a rate-card that will read as follows:

Distances.
First
pound.

Each
additional
pound.

11
pounds.

Rural and city delivery $ .05 $ .01 $ .15
Within 50 miles  .05 .03 .35
Within 150 miles .06 .04 .46
Within 300 miles .07 .05 .57
Within 600 miles .08 .06 .68
Within 1,000 miles . .  .09 .07 .79
Within 1,400 miles .  .10 .09 1.00
Within 1,800 miles .  .11 .10 1.11
More than 1,800 miles . .12 .12 1.32

Thus the postmaster at any point bases the
charge from his post-office on a map prepared by
the department at Washington and sent to him
along with a compass and the proper scale.
Here are a few of the problems to be settled by

the postal authorities before January 1:
At the designated time there must be on hand a

sufficient number of rural mail wagons, city mail
wagons, express cars and employes to handle the
new mail matter. Rural mail carriers now cover
their routes either in light wagons or on motor-
cylcles. Obviously, they are not equipped to
assume the role of express wagon drivers or team-
sters. The city mail carrier completes his route
on his own feet, and his leather pouch scarcely has
room for the regular mail, much less crated fruit
or spring millinery or gas engine carburetors.
In making its appropriation Congress authorized

the payment of "salaries for drivers" only, serenely
unconscious, no doubt that by so wording the bill
it failed to provide for employes to handle the
parcels, to feed and attend to the horses or to care
for the packages in transit. Wherefore, some way
must be found by which the salaries of these other
employes can be paid.

Must All Be Settled
The railroads at present build, at their own

cost, the cars in which United States mail is carried,
after a design and specifications furnished by the
post office department. They must be con-
structed of steel and they are costly. The express
companies use any kind of a car a railroad sees fit
to provide them. But United States mail can be
haulel only on the special cars. Now, the postal
authorities are scratching their official heads and
asking how can the vast number of extra cars that
will be necessary be built in time for the "grand
opening" at the first of the year?
What arrangements will be possible in isolated

sections of the country where dwellings are so far
apart that at present one mail a day is regarded
as the height of luxury? Problems of this sort are
of grave importance, for the parcels-post is in-
tended primarily as a convenience for the farmer
and the ranchman.
Though the proper authorities are already work-

ing on the designs and plates from which a new
issue of parcels-post stamps, ranging in denomina-
tion from 1 cent to $1, will be struck off, how can
the short time still remaining best be utilized in
attending to the vast details of engraving and
distributing them to the various postmasters?
A classification of all articles that can be ac-

cepted for transportation must be made. The
mode of packing must be carefully prescribed and
special facilities must be provided for the carrying
of fragile articles. It is probable that hampers,
similar to those in vogue in parcels-post systems
abroad, will be extensively used, so the style, size
and material of such hampers, and of other neces-
sary equipment, must be determined and advertise-
ments issued for their purchase.

Provision for collection, on delivery, of the price
of the parcel, as well as the postage thereon, and
regulations governing this phase of the question
must be arranged. Since the law provides indem-
nification for lost or damaged articles and since
many of the articles to be carried will be of a fragile
or readily perishable nature, the question of in-
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demnity looms up large on the horizon of those at
the department who are concerned with it.

Zone Maps a Problem
The system of distance zones, provided for in

the law, requires the employment by postmasters
of a distinctive postal map on which the zones are
represented. Over 300,000 of those maps must
be printed and distributed, so that two copies can
be placed in each post-office and postal station
in the United States.
Every post-office has been numbered and a direc-

tory of all offices is now being compiled for use
in applying the prescribed rates of postage to the
distance shown on the zone maps. Many thous-
ands of copies of this directory will have to be
printed and distributed.
The question of adequate transportation and

terminal facilities for the parcels-post on railway
and steamboat lines (as well as in city, wagon ser-
vice), must be worked out with great care in order
to insure the prompt movement of such mail and to
prevent a possible clogging of the ordinary mail.
Sufficient additional equipment and transporta-
tion facilities must be provided to avoid serious
congestion and delay that might otherwise result
from the taking over of so large a volume of addi-
tional mail.

Fourth-class postmasters all over the country are
hoping the committee will make their classification
another one of its problems. At present, these
men, who are the worst paid of Uncle Sum's postal
employes, see no prospect except for more work at
the same salary. For the increase brought about
by the installation of the parcels-post will be an
incoming mail on which they will not receive addi-
tional compensation. They have long been clam-
oring to be put on a salary basis, with classification,
and, taking the parcels-post as a valid excuse, they
will shortly send a monster petition to President
Taft asking to be put under Civil Service laws.
Both the President and Secretary Hitchcock

are said to be favorable to this change. The
amount of busines required at preseht for a fourth-
class postmaster to be raised to third-class must
be sufficient to give the postmaster a compensation
of $250 per quarter for four consecutive quarters.

Mr. Hitchcock on the System
"I consider the best feature of the system the

immense convenience it will afford those living in
rural communities where the express companies
do not go," says Postmaster General Hitchcock.
"By it we will have more than one million miles
of rural delivery system where no express company
operates. Formerly the farmer had to drive to the
nearest town large enough to support an express
office in order to secure his packages. Now they
will be delivered at his door.
"Methods of handling the parcels must be con-

sidered and the requirements of packing so as to
insure safe delivery fixed. Terms of indemnifica-
tion for lost packages must be arranged and prob-
ably, an insurance system will be adopted to pro-
tect the Government from loss. Scales must be
provided, the cost of transportation studied, zone
maps distributed and new contracts for increased
compensation must be made with the rural carriers
on account of the increased amount of business
they will be supposed to handle.
"I do not anticipate that the system will be a

money-making enterprise, but I do intend that it
shall be self-supporting. Under the law as passed,
latitude is given the Postmaster General with
the consent of the Inter-State Commerce Com-
mission, to so fix rates as to render it self-support-
ing. If we find that the transportation of certain
articles costs more than the postage, the rates will
be raised in order to cover the deficit. This is a
huge mathematical problem and it must be figured
out. Accurate figures as to the cost of carrying
certain classes of mail will be kept and the rates
regulated accordingly. I intend, however, to keep
rates as low as is consistent with the proposition
that the system must defray expenses and each
separate article the cost of its own transportation.
Naturally, the cost of delivery cannot be deter-
mined by the first few months of its operation; but
these matters will adjust themselves."
"The zone system is utilized for the protection

of the small merchant. He will come with a closer
zone than the mail-order houses. Consequently,
his postage will be less. This will enable him to
meet competition from the cities. I believe the
parcels-post will work to the advantage of both
the rural merchant and his customer—the farmer."
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DIAMONDS
DEPENDABLE stones ; stones you can rely upon being

just what we say in every way—these we offer at the
lowest prices consistent with quality. Our stock is broad
enough to include practically everything you are likely to want.

MOUNTED PIECES
We have the patterns that sell—new and timely designs

and superior workmanship. For the " little better kind of
stock send to us.

HAYDEN W. WHEELER & CO., Inc.
Manufacturers and Importers

2 Maiden Lane, fjYIj New York
FACTORY, BROOKLYN
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There Are Many Reasons Why
every jeweler buying synthetic-stone-jewelry should insist that
the synthetics in it are "Heller's"

"Heller's" stands for the very best at a price no higher than
of ordinary goods.

No trade-mark needs be stamped on a " Heller" synthetic
to convince your customer of its superiority.

The distinction of a "Heller" synthetic is as self-evident as
its attractive properties are permanent.—A "Heller" synthetic in a
piece of jewelry means an easy sale, a good profit to you and
lasting satisfaction to your customer

Paris
Idar
Providence
San Francisco

, ;OR 68 Nassau St., New York

•
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NEW YORK LETTER

NEW YORK OFFICE OF THE KEYSTONE,

Room 1102 JEWELERS' BUILDING, 9-11-13 MAIDEN LANE,

NEW YORK, November 27.

Every indication points to a big Holiday busi-

ness for the jewelry trade. Reports from every

section of the country state that the results of the

national election have in no way tended to cause

a depression. Retailers who have recently visited

this city on "last minute" buying trips state that

conditions were never so favorable for big business

as this year.
Novelty and plated goods manufacturers have

long since refused to fill orders. Manufacturers

and wholesalers of solid gold jewelry and silver-

ware, almost without exception, report that not-

withstanding the possibility of tariff changes under

the incoming administration, retailers throughout

the country are continuing to buy heavily for

Christmas trade.
Leaders in the trade in this vicinity who were

disappointed in the election returns have been

inclined to take courage from reports recently

sent out by commercial agencies.

In its weekly summary of trade movements,
Bradstreet's says: "Trade channels are running
full, with optimism predominant, and this despite
widespread evidences that mild weather is a bar
to fullest activities in final distribution. Retail
trade, though hampered in heavyweight lines by
warm weather, is good, and better certainly than
a year ago; jobbing trade is active, both in house
sales and road orders; wholesale trade is brisk,
and in textiles for future delivery certainly is
broader than it was a short time ago, and the chief
complaints of manufacturers arise rather from
scarcity of labor or of cars than from paucity of
orders.
Dun's review says: "Trade in the United States

shows further expansion. Railroad gross earnings
in the first two weeks of November gained 6.5
per cent, and the railroads are moving the immense
traffic of the country, including an enormous quan-
tity of grain and an unusual tonnage of manufac-
tured products, with as much dispatch as their
facilities will permit, while they are buying liber-
ally of rails and equipment for future needs. The
dry goods trade presents a picture of well-sustained
activity, in marked contrast to the depression that
existed a year ago. The activity in the shoe trade
has now reached close to the point of productive
capacity. Leather and hides continue very

strong.
Nathan Beckee, San Antonio, Texas, was in

New York the latter part of November.
Mr. Rix, of Rudd & Rix, Union, N. Y.

' 
was in

New York recently on a trip for the interest of
his firm.
The Board of United States General Appraisers

decided on November 25 that silver rosaries
imported by Emrich, King & Schorsch should
pay 45 per cent under the present tariff as manu-
factures of metal not specially provided for.
The collector returned the articles at 60 per cent

ad valorem as jewelry.
The Gorham Company brought suit on Novem-

ber 18 in the City Court against Mrs. Evelyn N.
Thaw for $2.041.80, which it says is due it for goods
sold and delivered to her. What these goods
were was not enumerated in the complaint. In her
answer Mrs. Thaw says that the purchase was on
the credit of her husband, Harry K. Thaw.

Jacob Kienzle, of Schwennigen, Germany, and
his wife were recent visitors to New York. They
spent two weeks in this city the latter part of
November. Mr. Kienzle is proprietor of the firm of
Schlenker & Kienzle, manufacturers of clocks.
The German factory is one of the largest of its
kind in the world having an output of 10,000
clocks a day and employing 2,500 workmen.
Mr. Kienzle's son, Eric Kienzle, is manager of
the Kienzle Clock Company, 33 Park Place, this
city.

At the regular monthly meeting of the directors
of the National Jewelers' Board of Trade, held at
the executive office, on Thursday, November 14,
these fourteen concerns were added to member-
ship: Joseph B. Bechtel & Co., Inc., Philadelphia,
Pa.; Birkenhauer-Thomsen Company, Minneapo-
lis, Minn.; William David & Co., Providence,
R. I.; Edge Chain Company, Newark, N. J.;
H. G. Hodges Company, Taunton, Mass.; George
Katzman Company, Louisville, Ky.; Joseph
Landsman, New York; Magaliff & Glusband,
New York; Charles May & Son Company, Boston,
Mass.; Moore & Son, Inc., Newark, N. J.; Morgan
& Allen Company, San Francisco, Cal.• Reliable
Chain Company, Attleboro, Mass.; Weiner &
Oppenheimer, New York; Aisenstein & Schiller,
New York City. This makes a total membership
in the Board of 926.

Dividends paid recently according to the
National Jewelers' Board of Trade were the follow-
ing: L. J. Joel, Jacksonville, Fla., first dividend
1 per cent; Albert Blase, Pittston, Pa., second
and final dividend of .0577 per cent; Joseph A.
Harris, Dallas, Texas, second and final dividend
.037 per cent; Fred D. Jones Company, Chicago,
Ill., first dividend 15 per cent; D. A. Water,
New Orleans, La., first payment of 5 per cent;
International Diamond & Jewelry Company,
New York, first dividend.-8 per cent; E. R. Zielke
Company, Omaha, Nebr., second and final divi-
dend 6 per cent, and B. C. Laughlin, Detroit,
Mich., second and final dividend of .1446 per cent.

E. H. True, of Montrose, Pa., was in New York
the latter part of November on a buying trip and
made his headquarters with Cross & Beguelin,
23 Maiden Lane.
C. M. Jaycot, of Stockridge, Mass., Fred N.

Day and his son of Winston-Salem, N. C., were
among the buyers in New York the latter part of
November.
The beautiful silver service to be presented to

new U. S. S. "Wyoming" by the state of Wyoming
has been on exhibition for the past week in the
show rooms of the Maiden lane store of the
Gorham Company.
Eugene H. Vallee, head of the diamond depart-

ment of Cross & Beguelin, took an active part in
the dedication exercises at the opening of the new
Elk's club house at Englewood, N. J., on Novem-
ber 30. Mr. Vallee is a resident of Englewood and
an officer in the Elks.
On Thursday, November 14, an assignment was

made to Herbert J. B. Willis under New York
State Laws by the Oppenheimer-Brussel Import-
ing Company, importers of jewelry and novelties
at 949 Broadway, New York. The company was
incorporated in August, 1909, by Max Oppen-
heimer, president; A. Stanley Brussel, vice-presi-
dent, and Ernest H. Oppenheimer, secretary and
treasurer, and began business at the Broadway
address. Max Oppenheimer was for fifteen years
with D. Oppenheimer & Brother, Baltimore, and
Mr. Brussel was with S. 0. Bigney & Co., Attle-
boro, Mass., for a number of years.

A committee appointed at the regular meeting
of the gem and jewelry trade, of which M. D.
Rothschild is chairman, and which decided upon
the adoption of the metric carat to be used in this
country after July 1, 1913, held its first meeting
at the rooms of the National Jewelers Board of
Trade, 15 Maiden lane, on November 21. At the
meeting the following officers were elected:
chairman, M. D. Rothschild, of the American
Gem & Pearl Company; vice-president, Frederick
H. Larter, of Larter & Sons; secretary, Walter
Krementz, of Krementz & Co.• treasurer, Albert
M. Kohn, of Theodore A. 

Co.
& Son, 321

Fifth avenue.
It was decided at the meeting to give the officers

complete authority to raise money, purchase
stationery and incur any necessary expenses in
order to complete the adoption of the metric carat
by the jewelry trade of the country. Balance
makers have already been invited to submit
sample scales and prices for the same.

Louis G. Kaufman, well-known in the jewelry
trade and now president of the Chatham & Phenix

National Bank, in a post election interview, had
the following to say regarding the business situa-
tion: "The condition at present is satisfactory and
this too in spite of the fact that we have gone
through a presidential election with all its uncer-
tainties and predictions of commercial and finan-
cial unrest. The fact is, the result of this election
will not, in my judgment, disturb the field of
commerce and finance."
The National Jewelers' Board of Trade have

sent out word to the effect that Frank 0. Taylor,
who conducted a jewelry tand general store at
511 East Pearl street, Jackson, Miss., on or
about September 18, after secretly shipping away
the bulk of his stock, left for parts unknown and
what little stock remained was attached by
several small creditors. It was estimated that he
disposed of about $6,000 in merchandise, leaving
only about $300 worth of goods behind. Creditors
through this board, filed an involuntary petition
in bankruptcy on September 28, 1912, and since
that time we have made every effort to locate the
debtor through a detective agency, the expense
of which has been borne by the board's prosecution
fund. Up to the present time he has not been
located. The missing man is described as: age,
forty-two years; height, 5 feet 6 or 7 inches;
weight, 180 pounds; build heavy, with large
shoulders, very round; complexion, ruddy; eyes,
brown; hair, very black streaked with gray and
inclined to be curly when long; face, smooth
shaven but could raise heavy black beard; peculi-
arities, hair very black and long on forearm and
hands, large jewish nose; dress, black alpine hat,
wore large heavy watch chain from watch pocket
in trousers across to buttonhole in suspenders;
appearance, neat but plain.
Max Schoeman, Kansas City, Mo., was in New

York recently on a buying trip.
Theodore Ludwig & Co., a corporation, dealers

in jewelry, 47 West Thirty-fourth street, have
filled a petition with liabilities of $4,599 and assets
of $911.
In a whirlwind campaign The Merchants'

Association in one week recently added more than
1,100 to its membership, making certain that
before January 1, 1913, it will have doubled its
membership of 1,500 and its yearly income which
has been about $76,000. The campaign is still in
full swing and further results will be announced
at a luncheon to be held at Delmonico's downtown,
on Thursday, December 5.
A collection of jewelry from the Philippines is

one of the interesting exhibits in the Recent
Accessions Rooms at the Metropolitan Art
Museum this month. Women particularly will be
charmed with the collection of chains and orna-
ments and coral beads combined with gold and in
gold settings. The chains are beautiful and elabor-
ate and the work on some of the gold pieces is
exquisite. It is the work of the Filipinos from 1700
to 1900, much of it showing a direct Spanish
influence. The collection was made by a man who
spent many years in the Philippines, and is pre-
sented to the Museum by J. Pierpont Morgan.
The work will surprise many people who have not
known what the Filipinos can do.
At the regular monthly meeting of the directors

of the National Jewelers' Board of Trade, held
November 14, a resolution was passed recommend-
ing to members and the jewelry trade in general,
the adoption of the new decimal metric carat of
200 milligrams, same to become effective July 1,
1913. The resolution provided that all members
as well as the National Retail Jewelers' Association
be notified of the recommendation of this board.
It was also provided that the National Jobbers'
Association be notified.
Among the jewelry buyers recently seen in

New York were: E. S. Brooks, Palmer, Mass.;
M. F. Franton, East Hampton, Mass.;F. A.
Harriman, Waterville, Maine; Mr. Landes,
Fabler & Landes, Allentown, Pa.; Mrs. L. B.
Walter, Gimbel Brothers, Philadelphia, Pa.;
A. S. Winter, Miller & Rhoads, Richmond, Va.;
Miss N. Simpson, J. Horne Company, Pittsburgh,
Pa.; W. E. Goodman, M. O'Neil & Co., Akron,
Ohio; H. A. Miller, H. S. Barney Company,
Schenectady, N. Y.; W. C. Cornell, Newburgh,
N. Y.; F. G. Nordstrome, Jamestown, N. Y.;
H. W. Smith, Fair Haven, Vt.; A. B. Duncan,
Portsmouth, N. Y.• Sylvester Engle, Pa. and
Mrs. J. C. Nourse, Woodward & Lothrop, Wash-
ington, D. C.
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CHICAGO LETTER

WESTERN BUREAU OF THE KEYSTONE,

Room 1201 HEYWORTH BUILDING,

CHICAGO, November 27.

From present indications the coming Holiday

season will be a more active one than retailers in

general have enjoyed for sometime. Indications, ex-

cept in a few isolated sections of the west, could not

be better. In Chicago conditions are very promis-

ing; large and small dealers in the business section

and also in the environs report a healthy dis-

position to purchase goods of the better grades.

The weather will be an important factor in starting

the buying rush. Unusually warm weather the

early part of last week caused somewhat of a letting

up on sales in the down town stores, but a decided

drop in the thermometer towards the last of the

week proved a wonderful stimulation.

Jobbers are reporting excellent orders from their

travelers and by mail as well as from the out-of-

town buyers on the market. The latter were very

numerous, especially last week. Without excep-

tion they were very optimistic regarding Holiday

business and in most instances backed up their

sentiments with substantial orders. Re-orders

from those out-of-town dealers who were on the

market in October have been very frequent, which

is a very healthful indication.

Watches continue to enjoy special attention and

heads of watch departments are preparing for an

unusual rush. A shortage is reported in most all

lines of cases and movements. Tool and material

houses report an increasing demand for jewelry

boxes and displays, which indicates thoughtful

preparation on the part of retailers. Throughout

the trade, both wholesale and retail, there is a

general feeling of confidence that this month will

establish a new record.
A meeting of unusual interest to Chicago jobbers

and manufacturers was held November 19, when
John R. Mann, of the firm of Morris Mann &
Riley, addressed the regular monthly meeting of
the Chicago Jewelers' Association on the question
of market extension. Mr. Mann was at one time
chairman of the Trade Extension Committee of
the Chicago Association of Commerce and has
given this subject special study. He explained
how merchants in other lines organized for the pur-
pose of extending their trade relations with the
merchants of our sections of the country and made
many valuable suggestions to the local jobbers
who are at the present time giving this matter
special consideration. The association went on
record as in favor of the passage of what is known
as the Bulk Sales Law by voting $100 to the
Chicago Association of Credit men to defray the
expenses of securing favorable consideration for
the bill at the next session of the Illinois state legia-
lature. Illinois is one of the few states which has
such a bill. A similar bill was passed some years
ago, but it was held to be unconstitutional. The
law as drafted by the credit men's association
provides that no transfer assignments, chattles,
etc., of any merchandise shall be legal unless the
creditors of the party conveying the merchandise
shall have at least five days' notice before the sale
The bill is designed to prevent the unscrupulous
merchants from disposing of his stocks on short
notice in order to defraud his creditors.

F. N. Wood, of the Chicago office of the Jewelers'
Board of Trade, made a hurried trip to Duluth,
Minn., the latter part of the month.

Ike S. Richter returned late in the month from
an extended trip to Eastern factories and an-
nounces that he will again represent the C. 0.
Sweet & Son Company, which line he handled
several years ago. He will continue to represent

the Doran, Bagnall & Co., and N. Barstow Com-
pany, although the Doran, Bagnall line will be
handled by his nephew, S. E. Heller.

R. A. Kettle, for many years manager of the
Chicago office of the Waltham Watch Company,
has resigned his active connections with the com-
pany in order to devote his entire time to the re-
covery of his health, which for a year or more past
has been poor. He remains on the pay roll of the
company. He left the middle of the month for
the south, where he expects to remain for sometime.

His successor is James M. Curley, who for sev-
eral years has been the assistant manager of the
Canadian office of the company and who, as a
missionary has traveled extensively in the United
States and Canada. Mr. Curley's connection
with the watch industry dates back to 1883 when
he entered the employ of the Hampden Watch
Company, then located in Springfield, Mass.
With this company he remained until 1885 when
he entered the factory of the Waltham Watch
Company. He perfected himself in horology and

JAMES M. CURLEY

was soon promoted to head watchmaker at the
Boston office of the company, serving in that
position for sometime, when he went on the road
as missionary. In this capacity he served for
sixteen years. His acquaintance with jewelers
and watchmakers of the United States and Canada
is very extensive. He is credited with having met
personally at least eighty per cent of all the re-
tailers in the two countries. In 1906 Mr. Curley
was assigned to Canadian territory and traveled
from Nova Scotia to Vancouver. In 1909 he
became assistant manager of the Canadian office.
The change in the Chicago office took place No-
vember 1. Mr. Curley's many friends in the trade
will extend him their congratulations on his pro-
motion and will wish him abundant success.

Ernest M. Lunt, of the Chicago office of the
Towle Manufacturing Company, spent the latter
part of the month in New York and other eastern
points.

Arthur Blauer, of the firm of Fred Blauer, was
married the middle of the month to Miss Florence
Soria of this city.
In all probability a meeting of the executive

committee of the American National Retail Jew-
elers' Association will be held in this city early in
January. At the last monthy meeting of the
Chicago jewelers' association arrangements were
made to ascertain just when it would be most
convenient for the members to meet here. Ar-
rangements will be made by the Chicago jewelers
for the entertainment of the eemmittee,

Chas F. Manahan, secretary of the Illinois Retail
Jewelers' Association, announces that the Illinois
association will not abandon its annual convention
next year because of the fact that the national con-
vention will be held here. The Illinois meeting
will be held at La Salle either late in May or early
in June.

Chicago jobbers have been notified that the
firm of Scherzinger & Sons Company, has been
organized to succeed Scherzinger at Fond du
Lac, Wis. The re-organization is a result on the
part of Mr. Scherzinger to associate his two sons
with him. Although over 80 years of age, and so
far as known, the oldest jeweler in the state, the
father announces that he is not ready to retire,
but that he will continue to take an active part
in the new firm, devoting his time to the watch-
making end.

Clarence Thompson, of the Chicago office of
The Keystone Watch Case Company, is now the
proud papa of a bouncing baby girl which arrived
at his home November 23. Although he admits
feeing somewhat strange, he bears the honors well.
Here's to a long and happy life to the little one.

Clyde Strong, a retailer of Paw Paw, Mich.,
was in the city the middle of the month purchasing
an opening bill for a new store which he will open
in Three Rivers, Mich.

John M. Priesmeyer, a watchmaker, has taken
space in room 1104 Heyworth Building.

Sylvan and Milton Sandfelder, Chicago and
western representatives of the D. F. Briggs Co„
spent a week at Attleboro, Mass., the middle of
the month.

Orr Keith of the firm of Keith & McChesney
of Iowa City, was in Chicago recently on his annual
buying trip. As a result of a fire in their store
they will entirely re-fit it and install new fixtures
as soon as the Holidays are over.

Ernest Strassburger, a jeweler-optician at
2630 Lincoln avenue, died November 23 at his
home after an illness covering nearly a year.
He was one of the best known jewelry-opticians
in the north side and was also closely associated
in the work of the Illinois Retail Jewelers' Asso-
tion. He was 52 years of age, and is survived
by a widow and five children. He was a promin-
ent member of the Lessing Lodge A. F. & A. M.
under whose auspices the funeral services were
held on the 26th instant. He was also prom-
inently identified with many of the prominent
German organizations, both civic and social,
in north side circles.
Edward Tyler, of the firm of Tyler & Gregory,

auctioneers, returned the latter part of the month
from Minot N. D., where he closed out at auction
the entire stock of W. H. Reighart.
The well-known firm of Egermann & Son, of

Aurora, Ill., has announced that it will discontinue
business after forty years. The stock will be dis-
posed immediately at auction, which will be in
charge of Tyler & Gregory. The Egermanns will
retire entirely from the jewelry field and will enter
the automobile business.

Ives K. Lake of the New York office of the
Waltham Watch Company, made a trip through
the central west territory with Mr. Curley, the
new manager of the Chicago office, the middle
of the month. He also spent several days in
Chicago.
While in the east, George T. Bynner, who rep-

resents Kautzmann & Co., in the west, made
arrangements to represent Thomas Quayle & Co.,
in the same territory in addition to his other line.
G. S. Robinson, formerly salesman for L. H.

Schafer & Co., has severed his connections with
firm. He has purchased an interest in the firm
of L. G. Cobb & Co., in the Columbus Memorial
building, and will in the future devote his entire
attention to that business.
A. L. Haman, of St. Paul, was a business visitor

in Chicago the middle of the month.
Edward Nerney, in charge of the Chicago office

of the Bay State Optical Company, spent several
weeks at the company's Providence factory.
George H. Wilke, well-known retail jeweler of

Wausau, Wis., was on the local market during
the past two weeks replenishing his Holiday stocks.
Harry Getz, who for many years represented

the firm of M. S. Fleishman & Co., in Chicago
and the west, has severed his connections with
that firm and retired entirely from the jewelry
business, and is at present engaged in the produce
business, with offices in South Water street.
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NORRIS, ALISTER & CO.

Offer a Diamond Bargain Extraordinary 
We have in stock, ready for immediate shipment, a limited number of extraordinary bargains in absolutely

perfect diamonds ranging in size from to TA carats. Every one is fine white and perfectly cut. They are
just what you need for Christmas trade. Every one is a gem-not a questionable stone in the lot.

Any one of the lot is a bargain extraordinary at the price we quote. It is only because we bought them for
quick sales that we have listed them at such close prices. Ordinarily we would not make such a heavy investment
in the better grades of diamonds so near the holidays. This was the exception because it was an exceptional
opportunity to buy right.

They offer you the best diamond opportunity you can find anywhere, look where you may. They will do
more towards measuring up to the diamond possibilities of your store during the Christmas season than any other
purchase you can possibly make.

Let us know what your wants are. Act quickly. It will pay you to send a night letter telegram.

"NACO" Crown Ring Mountings the Standard of Perfection
(Norris, Alister & Co.)

14 Karat, Ready to set, made expressly to display to the very best advantage the beauty and brilliancy of diamonds.

Cold Forged, One-Piece Shank (not cast), Prongs will not break off when setting Stones. ALL PRONGS
THE SAME THICKNESS. No uneven Prongs Push down the Points, that's all.

PRICES NET LESS 6% CASH

No. 99. "Naco" Crown Mounting
Prices Net less 6% Cash

Plain 14k. Platinum Tip.
Each Each

M & A C . . . . $1.38 M & Pa c . . . . $2.12

4e  
1.50 g.  2.25
1.62 Mc  2.38c 

4:  
1.75 

e  
2.50

1.88 4c 2.62
c  2.00 5/4c  2.75
&lc.- 2.12 M8r1c... 2.88

l3jc  2.25 1 Mc  3.00
1 c  2.38 1 Mc  3.12
1 c  2.50 1 a4c  3.25
2c  2.63 2c  3.38

No. 1501. Arch Crown Mounting
Prices Net less 6% Cash

Plain 14k.
Each 

Platinum Tip.
Each

Mc $1.75 Ric $2.50
C  1.87 e  2.62

A  2.12 .44: 
  2.00

c  2.25 Mc  
2.88

  2.75

3.00
2.38 !li,gc  3.12
2.50
2.62 4e  

3.25 
c 3.38

2.75 lc  3.50
3.00 1 Mc  3.75
3.25 1 Mc  4.00
3.50 1 Nic  4.25
3.75 2e  4.50

lc 
1 Mc 
1 Mc 
1 %c 
2c 

No. 5724. "Naco" Corinthian Crown Mounting
Prices Net less 6% Cash

Plain 14k. Platinum Tip.
Each Each

litc   2.38 e 
$2.25

;fee 
$3.00
3.12

'le 2.63 e  
2.50

9.c 
3.25
3.38

ic 

'/c
e  

2.75 
c 2.88 :4ce  

3.50
3.62

2.88 lc  3.63
1Mc  3.00 1Mc  3.75
1 Mc  3.12 134c  3.88
13ic  3.38 13c  4.25
13./c  3.50 1 Mc 438
2c  3.75 2c  4.50

No. 5677. "Nero' Colonial Crown Mounting
Prices Net less 6% Cash

Plain 14k. Platinum Tip
Each Each

5  $2.12 Ac $2.88
8 c  2.25 Mc  3.00
he  2.38

hec  
3.12ic 

 2.50 3.25
Mc  2.62 3.38
Mc  2.75 4c c  3.50
Vsc  3.00 Ue  3.75

lc  3.50 lc  4.25
13c  3.75 1Mc  4.50
13c  4.00 1 Mc  4.75
13c  4.50 13c  5.25

Prices on "Platinum Head", "Platinum Lined" and "Platinum Tipped and Lined"
Quoted on Application. Prices Net Less 6% Cash

NORRIS, ALISTER & CO., Heyworth Building, CHICAGO, ILL.
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PROVIDENCE AND THE ATTLEBOROS

NEW ENGLAND OFFICE OF THE KEYSTONE,

3=4 HOWARD BUILDING,

PROVIDENCE, R. I., November 27.

The election had scarcely a perceptible effect on

the state of the jewelry trade in Providence and

the manufacturers are still busily engaged in

filling their orders, especially for the Holiday

trade, with many of the houses at work getting

their spring samples ready. As in most industries,

the national victory of the Democrats had been

expected, so that the landslide's effects, deleterious

or otherwise, had been discounted in advance.

Even the more pessimistic, who believed that

the ushering in of a Democratic administration at

Washington would work adversely upon the jew-

elry trade, can see no possibility that the tariff

changes under contemplation can make any great

difference for months at least, while the more

optimistic are working on the basis that business

is what it is made and that what ill effects may be

experienced will be minimized materially by the

feeling of optimism which seems to be in evidence

throughout the land.
Advertisements for more help continue to appear

in the daily newspapers with promises of steady

work, and this is held to reflect the employers' be-
lief that the outlook for 1913 is good. As a whole,
however, jewelers do not believe that the change
in administration will have any deterrent effect
upon business. There is a disposition to accept
the result with equanimity and do the best possible
under whatever conditions exist.

Manufacturers of staple goods still enjoy excel-
lent patronage, and throughout the trade condi-
tions which are rather better than normal prevail

and bid fair to continue.

Death of William H. Richardson

William H. Richardson, formerly treasurer of
Flint, Blood & Co., Inc., and for many years
identified with the jewelry industry in this city,
died at his home at 216 Pleasant street on Novem-
ber 5 after a long illness. His funeral was held on
November 9, conducted by Rev. Artley B. Parson,
pastor of the Hope street Free Evangelical Church.
If Mr. Richardson had lived another day he would
have attained his fifty-eighth birthday.
Mr. Richardson was born here on November 6,

1854, the son of Barnum and Hannah (Covell)
Richardson. Following his attendance at the
public schools of the city he entered the shop of
William C. Greene & Co. to learn the jewelry
trade.
Upon leaving that firm he entered the employ of

Flint, Blood & Young, which was then located in
the Fitzgerald building. At first he was engaged
as office clerk and subsequently was bookkeeper.
When the firm was incorporated in March, 1904,
he was made one of the incorporators and was also
elected as treasurer, holding the latter position
until about two years ago when declining health
compelled his resignation and retirement.
For about a year past he had been confined to

his home with kidney ailments which developed
into Bright's disease, the cause of death. He is
survived by a widow, formerly Miss Clara R.
Brownell of Little Compton. They had no child-
ren. His only fraternal affiliation was with the
Knights of Honor.
John R. Dawley, of John H. Collingwood, is

building a new home at Niagara street and Lenox
avenue, this city.
Nathan B. Barton, of the Ostby & Barton Corn-

pany, has been elected as treasurer of the Church
House Society, a charitable mission body which
operates in the field here. Among the members
of the board of directors are Harry Cutler, of the

Cutler Jewelry Company, and William Loeb, of

the Rhode Island Ring Company.
William B. Streeter, John Kelso, Charles F.

Markham, Danforth K. Barrett and Sylvester

E. Budlong were among those at the head table

at the annual ladies' night banquet of Mount

Vernon Lodge of Masons which was held on

November 7.
George H. Cahoone of the George H. Cahoone

Company of this city has been granted a patent
on a bracelet.
The Manufacturing Jewelers Board of Trade

has distributed dividends to its members who are
creditors in the following cases: Krassnof Brothers

& Co., New York, final dividend of 4 per cent;
James A. Pitts, Montreal, Canada, first and final
dividend, of 14 per cent; Harry Greenblat &

Co., Omaha, Nebr., first dividend of 15 per cent;
Anderson, Mitchell Company, Spokane, Wash.,
final dividend of 5.6265 per cent; M. Gumbiner,
Chicago, Ill.; final dividend of 5 per cent; J. A.
Flomerfelt Company, New York City, third divi-
dend under terms of agreement, 10 per cent;
William P. Donovan, Boston, Mass., seventh
payment under extension, 10 per cent; Mandel-
sohn Brothers Company, San Francisco, Cal.,
first dividend in bankruptcy, 25 per cent.

Horace M. Peck, of the Manufacturing Jewelers'
Board of Trade, as trustee of the Kelly-Parritt
Company of Des Moines, Iowa, has distributed a
first dividend of 20 per cent to creditors of the firm.

Salkind Zetlin, of the A. & Z. Chain Company,
has registered his new 28.9 horse-power Stearns
automobile at the State Board of Public Roads.

Mrs. Caesar Misch sailed for an extended tour
abroad on November 23, during which she will
visit various interesting sections of Europe.
John F. Allen, the diamond dealer, has filed a

suit in the State Superior Court against the Marks
Jewelry Company to recover $2,000 alleged to be
due on book account. J. Jerome Hahn and Philip
C. Joslin are counsel for the plaintiff in the case.
Mr. and Mrs. Nathan B. Barton have closed

their Summer country home at Sharon, Mass.,
and are now stopping at "The Tavern" at Mans-
field, Mass., awaiting the completion of the "Min-
den" in this city where they are to take an apart-
ment for the Winter.
Mr. and Mrs. Barton's daughter and son-in-law,

Mr. and Mrs. Brownell, will spend the Winter at
the Mountfort, Beacon street, Boston.

Charles F. Logan, for several years master
mechanic at the Reed & Barton plant at Taunton
has left to take a position in a large western jewelry
plant.
A. N. Dorchester, of Chapin & Hollister, has

been sending home good orders from the territory
in and about Ohio.

Alvertus S. Burlingame, who died in Attleboro
on November 2, was formerly in the employ of
Theodore W. Foster & Brother Company in this
city, and was a member of several Providence
Masonic bodies.
Announcement is made of the removal of the

Empire Jewelry Company from 59 to 86 Page
street.
The Adjustable Safety Hat Pin 'Company of

this city has engaged as salesman, J. F. Dakin,
formerly on the road for the Equitable Manufac-
turing Company.

Several changes have been made in the per-
sonnel of the executive force at the Providence
works of the Gorham Manufacturing Company.
George H. Wightman has been made assistant
superintendent, Charles E. Fairbanks is now
master mechanic and John A. Hutchinson has
become the assistant master mechanic.

Col. and Mrs. Samuel M. Nicholson, Paul C.
Nicholson and Mrs. J. B. Lewis are at present on
a trip to the Isthmus of Panama, returning late
this month.
R. Livingston Beeckman of the Silverware

Company and Mrs. Beeckman are away on a trip
to Hot Springs, Ark. They are to return soon
and will make Providence their home for the
winter, closing their villa, "Land's End," at
Newport.
The Silversmiths Company declared a quarterly

dividend of 1 per cent on the capital stock,
payable November 15 to stockholders of record
of November 11.

Miss Ruth Thresher, a student at Lasell Acad-
emy, brought several of her friends home for a

week-end visit at the home of Mr. and Mrs.

Henry G. Thresher early this month.
At a recent special meeting of the Roger Williams

Silver Company the resignation of William Linker

as president and treasurer was received and

accepted with regret. Theodore W. Bender was

chosen as the new president of the corporation,

and William S. Stone was added to the board and

was elected as treasurer to fill the vacancies left

by Mr. Linker's retirement.
M. L. Read, jewelry repairer, has removed from

95 Pine street to 31 Mathewson street.
The fifth floor of the Herrick building at Pine

and Garnet streets, has been leased by the Jew-

elers' Supply Company for a term of five years from

the first of November.
A large Boland exhaust system has been in-

stalled at the New Acme Plating Company's

shop on Page street by H. J. Astle & Co.
Davids & Havens, of Calender street, have dis-

solved partnership and the business will now be
carried on by William Davids under the name of

William Davids & Co.
Visiting buyers in this city during the past few

weeks included Max Rosenbaum, of New York;

J. J. Parkhurst, of S. K. Kress & Co., of New York;

Sydney Leboldt, of Rothchild & Co., of Chicago;

A. Kaskell, of Winer Brothers, New York;

Philip Stern, of New York; Victor Greenbaum,

of Guthman; Solomon & Co., of New York;
Jacob Pearl, a new jobber, of Los Angeles, Cal.;
Charles Wolfson, of Charles Wolfson & Son, of

New York; and D. S. Michels, of the Fourteenth

street store, New Yurk.
The jewelers of this city and the Attleboros

have received notice from many jewelry buyers

from all over the country of their intention to visit

the eastern jewelry centers on Monday, Decem-

ber 2.
Morton F. Winsor, of Baker & Winsor, refiners,

has recently purchased a fine residence on Irving

avenue, this city.
The Eagle Novelty Company has started in

business in the manufacture of plated novelties
at 117 Point street.
The Strathmore Company, manufacturers of

mesh bags, collarettes and bandeaux, has estab-
lished an office at 55 Eddy street here.
The growing business of Dunn & Rodenberg,

manufacturing jewelers, now at 14 Blount street,

has caused them to plan for new and larger quart-

ers. The firm has awarded a contract for the
construction of a factory building on Eddy street,

near Baker avenue. It is to be a brick structure,
two stories high, 50 by 100 feet, of mill construc-
tion, with plank floors and a flat roof. In an addi-

tion at the rear will be a place for boilers and an
engine to furnish power and heat.
Howard Sisson, W. G. Clark & Co.'s New

York representative was a visitor in Rhode Island

recently for pleasure. He found an abundance of
recreation hunting in the state's woods.
Fred Potter, of Flint, Blood & Co., Inc., was a

recent visitor to New York.
Horace F. Carpenter, formerly head of H. F.

Carpenter & Son, refiners, who recently retired,
has offered his large collection of shells and miner-

als to the city of Providence, with no strings

attached, other than that the collection shall be

kept intact and be properly displayed and shall be
known as "The Horace F. Carpenter Collection."

There is no doubt that the gift will be accepted by

the City Council as it makes a most desirable addi-

tion to the municipal museum.
Harold W. Ostby, of the Ostby & Barton Corn-

pany, has registered a 32.4 horse-power Cadillac
touring car at the State Board of Public Roads.

Charles S. Williams has also appeared with a new

25 horse-power Willys Overland car.
The Rhode Island School of Design Alumni

Association held its annual meeting on November

15 and elected Z. R. Tucker as president. L.

Earle Rowe, the new director of the institution,

urged the graduates to take a greater interest in

the affairs of the institution and in its work which

comprises valuable courses in jewelry work and
silversmithing, as well as in other arts.

Col. Samuel M. Nicholson, of the Nicholson

Fire Company; Harry Cutler, of the Cutler

Jewelry Company; Everett L. Spencer, of the

E. L. Spencer Company; Joseph Samuels, of the

Cutler Company; Clarence L. Watson, of the

Watson & Newell Company; Albert A. Remington,

of the H. Remington & Sons Company; and

Walter W. Griffith, secretary of the Nicholson
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File Company, were re-elected as members of the
Board of Directors of the Union Trust Company
at the annual meeting of stockholders which was
held on November 18.
The Browne & Sharpe Manufacturing Company

has purchased a lot with improvements thereon
on Calais street with a frontage of 40 feet. The
property is 80 feet south of West Park street.
Thomas J. Docker, a silversmith, was surprised

at his home on November 14 in observance of his
birthday. The presentation of a silver mounted
umbrella and music by Mr. Docker's friends were
features of the evening.

Ralph L. Griffith, son of Mr. and Mrs. Walter
A. Griffith, of R. L. Griffith & Son Company,
was married in New York on November 15 to
Mrs. Georgia Saunders White, of New York; a
daughter of Mrs. George S. Spaulding, of New
York. The wedding took place at 5 o'clock in the
afternoon at Zion and St. Timothy Church, New
York. Only immediate relatives were present
at the ceremony which was followed by a wedding
breakfast. After a wedding tour Mr. and Mrs.
Griffith will make their home at 35 Atlantic
avenue here. They will be "at home" after
January 15.
R. W. Curran, of Arnold & Steere, and John A.

Cunningham, of the E. L. Spencer Company,
visited the trade recently in Kansas City.

William A. Lamb, of George H. Fuller & Son
Company, of Pawtucket, is sending home orders
from Louisville and the neighboring section of the
lower Ohio Valley.
Mr. and Mrs. Harry Fulford have returned from

a few days' automobile tour through the southern
part of Rhode Island.
Jacob Ernst has bought a tract of land on the

northerly side of Broadway, with buildings. He
has not yet made public his purpose in the purchase.

Erling C. Ostby, Walter R. Callender, Mrs. R.
Livingston Beeckman and Mrs. Bernkopf were
among the members of the board of directors of
the Providence District Nursing Association
elected at the annual meeting held on November 7.
The S. E. Buxton Company, which recently took

out papers of incorporation at the office of the
secretary of state, is to be located in business at
12 Beverly street.
Through E. Merle Bixby, superintendent of the

silverware department, The Shepard Company
donated the record or novice trophy offered for
the member of the Rhode Island National Guard
who, having never before shot at the State Rifle
Range, made the best score for the season. The
medal was of bronze and was designed, modeled
and cast here by Henri Schonhardt.
Henry D. Sharpe, of the Brown & Sharpe

Company, is the new president of the Providence
Society for Organizing Charity.
Theodore W. Foster, of Theodore W. Foster

& Brother Company, has returned from a business
visit to the western headquarters of his house at
Chicago.
Frank B. Reynolds, of Cory, Reynolds & Co.,

has returned to his home in this city with his
family, having closed his summer home at Camp
Tanglewood, at Bridgton, Me.

William Marchant is just home from a six
weeks' tour in the middle western territory for
the Ostby & Barton Company.
Edward N. Slade won the "cemetery" tourna-

ment at the Wannamoisett Country Club's golf
links on November 8. Among his opponents in
the tourney were J. 0. Otis and Ellis W. McAllister.
Bugbee & Niles Company, of this city, has en-

gaged George A. Chisholm, of North Attleboro, as
travelling salesman.
James L. Corr, for three years the head of the

Gorham Manufacturing Company's printing de-
partment, died on November 7 at the Homeo-
pathic Hospital here after an illness of about
five weeks. Mr. Corr leaves a widow in Roxbury,
Mass. He was fifty-two years old.
Thomas F. Early, eighteen years old, accused

of the larceny of six silver spoons from the silver-
ware department of The Shepard Company, was
fined $20 and costs in the District Court here re-
cently. He was apprehended while he was trying
to dispose of the spoons at a pawn-brokers. •
Nathan B. Barton, of Ostby & Barton Company,

was a recent visitor to his firm's office in Chicago.
W. A. Fay, for many years in charge of the west-

ern headquarters of Potter & Buffinton Company
of this city at Chicago, has recently tendered his
resignation to become effective ton January 1.
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Mr. Fay is to engage in business for himself on a
commission basis.

Col. and Mrs. Arthur H. Watson have returned
to town for the Winter, having closed their Summer
place at Narragansett Pier.
The Summer cottage of Horace Remington at

Field's point was recently entered and considerable
property stolen.

Articles of association were filed on November
9 for the J. A. Charnley Company of this city and
the firm was granted a charter under the laws of
Rhode Island by Secretary of State Parker. The
new firm declared its intention to engage in the
manufacture of jewelers' findings in various metals
and to carry on any other incidental business. The
parties named in the corporation are Charles F.
Charnley and Joseph A. Charnley, both of Crans-
ton, and F. Webster Cook of this city, an attorney.
The headquarters and factory are to be located in
this city. The capital stock is placed at $40,000,
with a share par value of $100.
The employes of department No. 2 of the Am-

erican Enamel Company have subscribed toward
a fund which is being raised in this city for the
benefit of the Bulgarian Red Cross Society. Mayor
Henry Fletcher is a member of the committee which
is in charge of the fund in this city.

Miss Clarene Kettlety, daughter of Mr. and
Mrs. George H. Kettlety, was united in marriage
on November 18 to Walter N. F. Linnell.
Adolph J. Vester and Gustave J. Vester are

named in the notice at the City Hall here as the
men conducting the business of Alfred Vester
& Sons at 24 Calender street.
Frank T. Pearce, of F. T. Pearce & Co., has

been elected as Grand Lecturer of the Grand
Commandery of Massachusetts and Rhode Island,
Knights Templar, at the annual conclave of the
Knights Templar which was recently held in
Boston.

Alfred K. Potter narrowly escaped serious injury
on November 7 when he was hurled from his
automobile when it was struck by a heavy touring-
car at the corner of Dorrance and Weybosset
streets here. He was thrown violently from his car
and struck his head against the curb. Fortunately
a long and bad scalp wound was the worst result
of the accident.
At the November monthly meeting of the New

England directors of the National Jewelers' Board
of Trade which was held here at the West Side
Club for applications for membership were con-
sidered favorably. The business session followed
an informal luncheon. Besides the directors for
the district, Arthur Henius and E. N. Stone, of
New York, respectively president and vice-
president, were in attendance. Theodore W.
Foster, as chairman of the New England director-
ate, presided. The members discussed various
important features of the association's work in
New England. The new memberships are of the
H. C. Hodges Company, of Taunton; the Reliable
Chain Company, of Attleboro; Charles May &
Son Company, of Boston; and William Davids
& Co., successor to Davids & Havens, of this city.
Mr. and Mrs. William H. Thurber, of Tilden

& Thurber, have closed their country house at
Nayatt, on the easterly shore of Narragansett Bay,
and have returned to their house in town. •
Past Master S. K. M. Robertson, of the S. K.

Merrill Company, was appointed as Chaplain of
Harmony Lodge of Masons at the One Hundred
and seventh annual communication of the lodge
which was held on November 12 at the lodge
rooms at Pawtuxet. Robert E. Budlong was
elected as treasurer of the lodge and Forrest A.
Peck as secretary. S. M. Budlong was appointed
as junior deacon.
Dunn & Rodenberg have secured three lots near

the junction of Ellenwood and Baker streets, near
the site of their new factory building from Matthew
J. Dunn.

George Leinhardt, an auto truck driver in the
employ of the Metal Products Corporation, was
pitched to the street and badly shaken up on
November 19 when the machine he was driving
was in collision with car owned by the Narragan-
sett Electric Lighting Company at Chestnut and
Friendship streets. The cars were not materially
damaged.

Charles E. Hancock of the Charles E. Hancock
Company, is being mentioned as a possibility for
president of the Providence School Committee.

Extensive damage by water was done to ma-
chinery and stock in several manufacturing jewelry
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establishments at 144 Pine street during the course
of a fire in the shop of J. W. Heller in the fifth
floor of the Jesse Metcalf building at that address
during the night of November 18. In addition
the firemen were forced to fight the flames while
enveloped in the poisonous fumes of burning cellu-
loid similar to those which marked the fire at the
Majestic Comb Company's plant last July, as a
result of which two firemen died.
The heat from the fire in the Heller shop started

the automatic sprinklers and the water which
poured forth badly damaged the stock of the
several firms on the second, third and fourth floors
of the structure.

Francis M. Dimond, who was formerly an em-
ploye at the old time manufacturing jewelry house
of Sackett & Davis, died at his home in Bristol,
on November 19, of hardening of the arteries.
Mr. Dimond was formerly Surveyor of the Port
of Bristol and Warren and was also with Col.
Theodore W. Phinney, of Chicago, in the manu-
facture of lime for thirteen years prior to the great
Chicago fire. Of late years he had been engaged
in the real estate and brokerage business in this
city.
The regular monthly meeting of the Manufac-

turing Jewelers' Board of Trade was held in the
rooms of the board on Weybosset street on Novem-
ber 15 and one new member was elected. The cus-
tomary routine business was also transacted at the
session.

ATTLEBORO
Attleboro, Mass., November 22.—Business con-

ditions in the factories remain excellent and nearly
every manufacturer is getting ready for the Christ-
mas rush. Expectations are that there will be a
brisk business from now until Januray 1. The
Fall season has proven very successful. Early in
the year many manufacturers were inclined to
believe that the presidential election would have
a serious effect, but business was never better.
There is a strong and healthy demand for goods,
similar to that which has characterized business
since August. Makers of all lines report good
orders, in fact some shops have difficulty in getting
orders out on time. Silver shops are running
briskly, and many that did not figure on the
volume of business that poured in are working
long hours to meet the demand.

Peter Nerney, president of the Bay State
Optical Company, a few days ago, informed the
employes that it was his seventy-fifth birthday.
Mr. Nerney did not look a day over sixty and
everyone told him so. After he had been at his
desk a short time one of the employes approached
him and said he was wanted in the shop to look
over some stock. As Mr. Nerney opened the
office door leading into the plant he was surprised
to see all of the employes assembled. One of
their number came forward and presented him
with a handsome sterling silver loving cup, with
appropriate remarks showing the esteem in which
the genial president is held. Although greatly
taken by surprise Mr. Nerney expressed his ap-
preciation of the gift. His birthday was known
among the employes and they decided to com-
memorate the event by presenting him with the
cup. Mr. Nerney is one of Attleboro's oldest
jewelers, and despite his advanced years he is at
the factory every day and takes a keen interest
in the business. He is generally liked because of
his genial ways. He has been connected with the
Bay Sate Optical Company as principal owner for a
number of years.
Edward Nerney, Chicago representative of the

Bay State Optical Company, was a recent visitor
in Attleboro.

Charles Offerman, western salesman for C. A.
Marsh & Co., is spending a few days at the factory.
Wilbur Stowe, of the W. H. Wilmarth Company,

is home from an extended trip.
Edward A. Sweeney, of the W. H. Wilmarth

Company, who has represented the town in the
legislature for the past two years, will be suc-
ceeded this year by George M. Worrall, who was
elected to the office at the November election.
An interesting topic of discussion in Attleboro

at the present time is the proposed new charter
which will change the town into a city and make a
radical change in the form of government. It is
proposed to have the affairs of the town placed in

(Continned on page 2501
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the hands of a council of forty-five, and have three
supervisors who will have the administrative
power. The proposed charter will come up for
acceptance on December 30. Several of the
Attleboro manufacturers are on the committee
which drew it up.
W. Frank Hanaford, of Mansfield, has brought

suit in the Superior Court in Providence against
Stevens & Co., to recover damages of $7,000. He
claims he entered into an agreement in October,
1907, by which he went to work for the concern as
a traveling salesman for optical goods for a period
of three years. For three months he was to re-
ceive $15 a week, for the following year $1,800,
the next year $2,400 and the third year $3,000.
He claims that he was discharged in 1909 without
cause and he brings suit to reover.
Mr. Cobb, Chicago representative of Harvey

Clap & Co., is spending a few days at the factory.
William A. Sturdy, the Chartley jeweler, has

gone to Florida where he will spend the winter.
Will Gow, salesman for Sykes & Strandberg, has

been in New York on a short business trip.
Col. Sidney 0. Bigney, of S. 0. Bigney & Co.,

was the master of ceremonies at the recent cele-
bration of the twenty-fifth anniversary of Corn-
pany I. He gave an excellent address, appropriate
to the occasion. Edward A. Sweeney, of the W.
H. Wilmarth Company, gave a history of the
Company.

Charles 0. Sweet, of C. 0. Sweet & Son, has
been selected as toastmaster for the Odd Fellows'
Roll Call celebration which is to be held in the
near future.
John Chandler, an employe of the D. E. Make-

peace Company, who was seriously hurt a short
time ago is home from the hospital much improved.
The D. F. Briggs Company pays the largest

state corporation tax of the Attleboro concerns.
Its assessment for this year was $3,233.55.
The Finberg Manufacturing Company plant has

been working on an overtime schedule.
Manufacturers of silver novelties report a brisk

business with plenty of orders on hand. This
rush will last until Christmas.
Two new concerns have started in town. One

is the Standard Novelty Company, and the other
is the American Chain Company. The latter is
represented by William A. Slusser, and the former
by Harry Watson. The concerns are located in
the No. 1, Robinson Building.
The syndicate of jewelers who recently pur-

chased the Bates block, after it was destroyed,
heard many compliments a few days ago for the
general excellence of the theatre which they re-
built in the block. A new cafe has been opened on
the top floor and an elevator has been installed.
A course of lectures on Scientific Management

of Business is to be given in the near future at the
Y. M. C. A., by Robert Thurston Kent, and it will
undoubtedly be an interesting subject to many of
the local business men.

Rudolf Hofheimer, of The Baer Wilde Company,
had an interesting experience while in Germany
on his recent trip abroad. In company with
several other American tourists he took an aerial
trip in the Zeppelin airship "Victoria Louise."
The airship went from Frankfort to Dusseldorf,

a distance equivalent to that between Attleboro
and New Haven, Conn. The trip consumed about
two hours, and it was a very interesting experience.
The Victoria Louise is an immense dirigible

and is used principally for taking tourists on trips
in the air. Mr. Hofheimer states that the car
which carries the passengers is equipped as sump-
tuously as any Pullman car, and the sensation as
the airship rises is that it is under perfect control
and goes very smoothly. It is equipped with a
finely appointed dining room and passengers may
secure an excellent meal at any time. The airship
is principally an attraction for Americans as very
few of the Germans care to pay the high price that
is required for a trip. The trip on which Mr.
Hofheimer was a passenger was entirely successful.
His European trip was to secure novelties for
The Baer Wilde Company.
The E. A. Slade Company has taken larger

quarters in the factory at 46 Union street, in order
to have more space for a rapidly growing business.
The new place will afford considerable extra room
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and will allow the firm to branch out in several
ways. W. H. Payson, formerly with the Finberg
Manufacturing Company, and J. H. Manning, of
Providence, will represent the concern on the road
Although the Slade Company is one of the newer
concerns in Attleboro it is wide awake and pro-
gressive, a fact that is demonstrated by the excep-
tional growth it has enjoyed.

Charles 0. Sweet, senior partner of C. 0. Sweet
& Son, recently celebrated his sixty-fourth birth-
day. Mr. Sweet is one of Attleboro's veteran
jewelers, having been in the business for the past
forty-five years. For years he was foreman of the
Bates & Bacon Company. In 1889 he established
the firm of C. 0. Sweet & Son, taking his son
Ervin V. Sweet as a partner. They have devel-
oped the concern until it is one of the largest in
town at the present time. Mr. Sweet received
many congratulations on the birthday anniversary.
Maxey W. Potter, salesman for J. M. Fisher &

Co., is sending out an unique card to the trade
which announces that he is entering upon his
thirty-second year as a salesman. Mr. Potter
is well-known from coast to coast and has traveled
in all sections of the country with the Fisher Com-
pany's line. He has many friends who will wish
him many years of prosperity to come. Mr.
Potter is a prominent Odd Fellow and takes a
part in the activities of the Attleboro lodge.
Last year in Boston there was an exposition by

the Boston Chamber of Commerce and one of the
most interesting features was an exhibit of jewelry
by Attleboro, North Attleboro and Mansfield
manufacturers. It showed the finished product
of a number of factories and received many corn-
pliments. Another exposition is to be held in
1913, and plans are now under way to have an-
other jewelry exhibit. Invitations have been sent
to a number of concerns in this vicinity and it is
expected that several will exhibit. Walter M.
Lowney, of Mansfield, is at the head of the exposi-
tion, and he has been invited to come to Attleboro
early in December and outline just what is wanted.

Everett W. Eddy, who conducted the Park
hotel and the Bates cafe for a number of years, has
retired from the hotel business. He is well-
known to many jewelers and salesmen as many of
them have stopped at his botel in years past. Mr.
Eddy has started a catering business on South
Main street. Clarence L. Watson, owner of the
Park Hotel, has not announced plans for the future
of the hostelry.
George L. Shepardson, of C. A. Marsh & Co.,

was among the Shriners who recently went to Con-
cord, N. H., on a special trip.
One of the social events of the season was the

recent ladies' night of the Jewelers' Club, held
November 16. Over 150 guests assembled in Odd
Fellows' hall and partook of an excellent banquet.
It was the opening of the club's winter season and
was a great success. The guests included the
leading manufacturers of the Attleboros and their
wives. The committee in charge included : Arthur A.
McRae and Charles P. Keeler of McRae & Keeler;
George L. Shepardson of C. A. Marsh & Co., W H.
Saart of the W. H. Saart Company; Ernest J.
Qvarnstrom, of Carter, Qvarnstrom & Remington
Thomas Heath. The club rooms were beautifully
decorated with flowers. Following the banquet
there was an entertainment and a whist for the
ladies. Prizes were won by Mrs. Heath and Mrs.
Qvarnstrom.
James E. Blake, of the J. E. Blake Company,

is planning on erecting a new building on Railroad
avenue, adjoining his present factory.

Walter M. Thayer, foreman of the W. E. Hay-
ward Company, and Miss Hattie Macdonald-
Clark were united in marriage recently. The bride
is the daughter of R. B. Macdonald, of the R. B.
Macdonald Company.

Attleboro salesmen who recently called on the
Kansas City trade were: A. L. Lindroth of A. L.
Lindroth Company; Mr. Finch of the R. F. Sim-
mons Company; H. S. Noyes of Bates & Bacon
and H. E. Cobb of Harvey Clap & Co.
George Heywood, of the New York office of the

Horton, Angell Company, has been visiting at the
factory for a short time.
Edward T. Sommer, New York representative

of the J. J. Sommer Company, has been visiting the
factory for a short time.

Harry Lester, the bogus directory agent, who
attempted to swindle some of the local jewelers,
failed to appear in the superior court when his
case was called for trial and forfeited bonds of $500.

Lester ttempted to collect a sum of money from
C. 0. Sweet & Son on the strength of a fake adver-
tisement which he said was inserted in a directory.
Mr. Sweet locked the door and detained him until
the police arrived. Lester has not been seen since
he was liberated.
The class of jewelry designing and engraving at

the Y. M. C. A. has attracted so many students
that it was necessary to divide it into two sections.
The students are making rapid advancement.
The designers in most of the factories are now

working on new designs and samples for the
Spring trade. The salesmen will start on their
Spring trips about Christmas time and the lines
will be very complete with new ideas. Owing to
the rush of business this Fall the factories have not
devoted extra effort towards new ideas, but there
will be enough of them to make the lines new and
attractive.
The W. E. Hayward Company has started work

on the construction of a large addition to its plant
on Capron street. The new section will double
the floor space of the present plant and will enable
the firm to branch out considerably. It was neces-
sary in order to take care of the growing business
of the firm. The structure will be two stories
in height and will have a basement. It will be
100 feet long, and 40 feet wide, of wooden construc-
tion. The building is to be completed by April 1
of next year. It will contain about 12,000 square
feet of floor space.

Attleboro lost a well-known jeweler recently in
the death of Alvurtes S. Burlingame, of Provi-
dence, who for many years was connected with the
firm of J. F. Sturdy Sons Company, of Attleboro
Falls, and lately with the R. B. Macdonald Corn-
pany, of Attleboro. He was born in Pawtucket
in 1851, and as a young man entered the employ
of Browne & Sharpe, where he learned the trade
of a toolmaker. From there he went to the J. F.
Sturdy Sons Company where he worked for a few
years. In 1885 with the late Charles Barber he
formed the firm of Barber & Burlingame and for
several years conducted a refining. and smelting
business in a large building near the Taunton
Branch tracks in Attleboro. The firm of Slade &
Whipple purchased the plant in 1890 and con-
ducted the business for several years.
Mr. Barber went west and engaged in mining

and Mr. Burlingame went to Florida. Two
years later he returned to Attleboro and obtained
a position with Charles S. Pine & Co., jewelers.
He left that concern in 1895 and accepted a posi-
tion with T. W. Foster & Brother Company, of
Providence, where he continued until 1902. At
that time he entered the employ of the R. B. Mac-
donald Company and continued with them until
his death. He was taken with a sudden attack
of heart trouble one evening and did not recover.

NORTH ATTLEBORO
North Attleboro, Mass., November 22.—

Thomas G. Frothingham, of T. G. Frothingham &
Co., were recent visitors in New York and called
on the trade in that city.
Announcements cards have been received here

of the marriage of Charles S. Peckham, of this
town, and Miss Hazel Hall, of Pittsburg, Pa. Mr.
Peckham is a well-known traveling salesman for
the firm of J. H. Peckham & Co., and the bride is
the daughter of a Pittsburg jeweler.

Postmaster H. D. Hunt, has forwarded to all of
the manufacturers some interesting information
in regard to the new parcels-post system and its
requirements. Many jewelers are taking advan-
tage of the new law.
The Whiting & Davis factory in Plainville is

rapidly nearing completion. When finished it
will be an ideal factory for the business in which
the concern is engaged.
A new building is being erected to accommodate

the rapidly growing business of Straker & Freeman.
It is located on East street, and will provide
needed room for the concern.
The J. F. Sturdy Sons Company, of Attleboro

Falls, is making changes to the plant, in order to
make room and accommodate the business. Dur-
ing the past season this concern has been rushed
with work.
Frank Whiting has been spending a vacation on

Cape Cod and vicinity.
C. Ray Randall is home from an extended busi-

(Continued on page 2503)
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IMITATION ORIENTAL PEARL NECKLACES
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Meet the
increased de- \.
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Necklaces and
swell your Holiday
Profits.

(I Owing to their Oriental
quality it is
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Pearls.
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Natural Oriental

(1 Our extensive line including
indestructible pearls, in all
grades, Diamond and Fancy Clasps,
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in the position to save you time and money on
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ness trip in the interests of the C. Ray Randall

Company.
Busy schedules have been in order at the plant

of F. L. Shepardson Company in order to meet the

demands for goods. Thirteen hours a day has

been in effect for some time, and the concern

expects to continue its busy season until after

Christmas.
Two teams from the H. F. Barrows factory re-

cently held a bowling match at the local

alleys. Team No. 2 was successful.
Some of the employes of the Paye & Baker

Packing room have organized the Get-U club and

several social events are being planned.
The B. S. Freeman Company has entered suit

against Clarence R. Keith to recover damages of

of $1,000. They allege that Keith removed cer-

tain pieces of machinery and altered others in such

a way that damage was done.
G. C. Hudson has been out on a short business

trip for his concern.
After being employed for twelve years by Scho-

field, Melcher & Schofield, John Kelly has resigned

his position.
William B. Peckham, salesman for J. H. Peck-

ham & Sons, has been spending a vacation in

Billings, Mont., the former home of Mrs. Peck-

ham.
A schedule of thirteen hours a day has been in

effect at the Paye & Baker plant.
Frank P. Kennedy, New York salesman for

Paye & Baker, was a recent visitor at the factory.

George G. Wheeler, of the W. & S. Blackinton

Company, has been appointed chairman of the

services for Sunday evening at the Y. M. C. A.

The Whiting & Davis Relief Association is in

possession of a beautiful souvenir from Mrs.

W. H. Taft, wife of President Taft. It is a beau-

tiful embroidered handkerchief. It is to be dis-

posed of at the annual fair to be conducted by the

association.
Mr. and Mrs. George W. Cheever have been

visiting Newark, N. J., friends for a short time.

Louis A. Blackinton, salesman for the W. & S.

Blackinton Company, is home from an extended

business trip.
Several jewelers of this town have interested

themselves in the plan to invite several of the

wholesale jewelers to visit the town next April

when they come to Providence for their annual

convention. A committee has the matter in

charge and it is planned to give the jewelers a good

welcome. The matter is to be more fully devel-

oped at a future meeting of the Board of Trade.

It is similar to the plan now under way in Attle-

boro.
Business conditions in the North Attleboro

factories are excellent, judging from the reports.

Orders are coming in well, and there is a strong

demand for goods, particularly staple articles.

The silver houses report excellent orders which

require over time schedules.
Fred Brigham, who carries the Cheever

' 
Tweedy

& Co.'s samples cases through the west, has re-

turned from a successful trip.
One difficulty with the North Attleboro Board

of Trade has been that it has not had permanent

quarters. Arrangements to this end will be made

and Memorial Hall will probably be selected.

The sample cases stolen some time ago from the

F. L. Shepardson Company have never been re-

covered, although the police have made several

efforts to find them.

Jeweler Sues Doctor
Because He Don't Die

Spokane, Wash., November 21.—Because he

did not die, M. Goldbatt, a jeweler, brought suit

against his physician, Dr. G. H. Roher, for $15,000.

Goldblatt alleged in his complaint that Dr. Roher

told him he had cancer of the stomach. Believing

that recovery was impossible and wishing to leave

his property in cash, Goldblatt states that he

sold his jewelry business at a sacrifice, he estimates

at $15,000, and waited for death to claim him.

Becoming impatient at his continued presence

among the living, he consulted other physicians

and was told that he was perfectly well.

BOSTON

Holiday Preparation Now Holds Sway—A Good

Season Expected—New England Watchmaker's

Club Grants Diplomas—New Form of Adver-

tising

Boston, Mass., November 22.—The trade are

now deeply engrossed in the work of Holiday

preparation, and expect a very busy and profit-

able season. Every condition seems favorable

and a most optimistic feeling prevails.
Henry L. Houghton, 373 Washington street,

has returned from a successful business trip to New

York, Philadelphia, and Baltimore. Mr. Hough-

ton says that the trade in that section is very good.

E. F. Howe, who passes his summers in Bethel,

New Hampshire, and his winters in Southern

Pines, North Carolina, on account of his health,

was a recent visitor in Boston calling on the trade,

buying up stock for his winter store in Southern

Pines.
H. R. Woodward, of Norwich, Conn., has re-

turned from a successful hunting trip spent in

Maine with his brother-in-law, who shot a large

buck deer, while Mr. Woodward secured two small

deer. Mr. Woodward stopped off in Boston on

the way back home.
Wm. H. Cate, who has been in business for

himself the last few years at 387 Washington

street, has gone into bankruptcy and has accepted

a position with the Wm. F. Pratt Clock Company,

on Franklin street.
E. J. Cumpright, engraver, has moved from 31

West street to 387 Washington street, in the

Washington Building in room 808 with Henry

Townsend, engraver.
Mr. Haines, of Lowell, recently called on the

trade in Boston.
The employes of the H. E. Alsterlund Company,

387 Washington street, have formed a bowling

club and are spending some very enjoyable even-

ings at bowling.
Somers, Hoeckel & Son, 387 Washington street,

a new firm of a few months report a very good

business in their line of jewelry repairing and

precious stone setting.
Patrick J. Gill, of 387 Washington street, has

received a complimentary letter from Cardinal

O'Connell of Boston and Bishop Anderson of

Boston. Mr. Gill had presented them with a

gold medal and badges in celebration of the recent

Columbus Day.
H. L. Houghton, of 373 Washington street, will

retire from the optical business, having put the

same into a stoek company incorporated in Massa-

chusetts and known as the H. L. Houghton Com-

pany. The new corporation will continue the

business of optical specialties and will also increase

the line that Mr. Houghton has carried. They

will sell the jobbing trade only.
John Low, watchmaker and jeweler, 2 Tremont

Row will be obliged to move at the beginning of the

new year. The building where he is located with

others adjoining it is going to be torn down and a

new theatre built on the site. He has been in his

present store for ten years.
E. D. Howard, of Ware, motored to Boston

recently.
C. H. Edgerton, Worcester; Robert Burrows,

Lawrence; M. F. Charles, Readville; and A. E.

Pero, Worcester; were recent Boston visitors.

The Boston Optical Company, 373 Washington

street, have enlarged their surfacing department

by moving it to Room 702 in the Washington

Building, this room was formerly occupied by

Chas. T. Saul.
Walter Delaney, formerly with J. W. Sanborn

Company, 149 Tremont street, is now with A.

A. Harrison, of 387 Washington street.

Mr. and Mr. G. W. Filion, of Lowell, were

recent visitors in Boston. Mr. Filion reports a

good business in Lowell.
The New England Watchmaker's Club recently

held a meeting, when J. Sundin, of the Waltham

Watch Company, gave a lecture and awarded

diplomas to those who passed in their courses

during the past year, after which a bountifu
l

collation was served. Those who received diplo-

mas in the class of Rating and Position Adjust
ing

were: Thomas F. Proctor, Charles S. Kai), Wil
-

ham F. Parsons. In the class of watch finishing

and escapement matching were: Frank Towle,

Thomas F. Proctor, Charles S. Keach, Harry D.

Benjamin, Arthur Willard Rowe, Emil D. Vaine,
Ephraine E. Jones, Frederick William Daves.

In the class of Balance and Hairspring Truing and

Poising were: Frank Towle, William Barr,

Thomas F. Proctor, Alfred Ellis, George A. Hib-

bard, Percy Howard Duchemin and S. Fraser

Johnston. In the class of Jeweling and Lathe

Work were: Frank Towle, William Barr, Thomas

F. Proctor, Alfred Ellis, Percy Howard Duchemin,

Harold M. Colby and Frank A. Boulton.
John Kelso, of Providence, R. I., was a recent

visitor in this city.
G. F. Asterlund was recently on a western trip

for H. E. Asterlund & Co.
Fred E. Chick, head of the diamond department

of the Smith-Patterson Company, has returned

from a buying trip to New York.
T. McLaughlin, of the watch and jewelry com-

pany, Yarmouth, N. S., and T. P. Calkins, Kent-

ville, N. S., were recent visitors to this city.
August Sweetland, of C. W. Sweetland & Son,

was recently on a trip through Maine and New

Hampshire.
J. J. White, South Framingham, and F. M.

Weaver, of Hyannis, were recent visitors to this

city.
M. Carpenter, formerly at the Waltham Watch

Company's factory, is now in the watch repair

department of Wilson Bros.
The Boston Traveler and Evening Herald, one

of Boston's leading newspapers has been running

a series of advertisements called "The Shops of

Bolyston Street." The advertisement takes a

whole page and usually gives a picture of some

section of Bolyston street with the advertisements

of the different firms that advertise on that street,

among those to advertise were the Maynard

store, of 416 Bolyston street.

Attleboro Manufacturers
Will Entertain Jobbers

The Occasion Will be the Annual 'Convention of

Jobbers' Association—Program of Entertain-

ment Being Planned

Attleboro, Mass., November 22.—It is now al-

most assured that the National Jobbers' Associa-

tion will be invited to spend a day in Attleboro

next April when the annual convention is to be

held in Providence. A committee of Attleboro

manufacturers—John M. Fisher, of J. M. Fisher

& Co., Harold E. Sweet, of the R. F. Simmons

Company, and Edward A. Sweeney, of the W. H.

Wilmarth Company—has been appointed by the

Board of Trade to make the necessary arrange-

ments. This committee will probably work in

connection with the National Association of Manu-

facturing Jewelers. It is proposed that Attleboro

manufacturers will co-operate with those of North

Attleboro and if the present plans are carried out

the jobbers will have an excellent time.
The ideal way to entertain the jobbers would

be to invite them to remain in Attleboro over

night, but this seems impossible as the jobbers will

probably prefer to remain in Providence. It is

planned to bring them to Attleboro in automobiles,

and there will be numbers of machines available

for this purpose. After arriving they will be shown

through factories and will be entertained at lunch-

eon. After the program is ended they will be taken

back to Attleboro. The same program will be

carried out in North Attleboro.
All of the Attleboro jewelers think favorably

of the plan, and they believe that considerable

good will be done by the visit. It is generally

believed in the trade that Providence is the heart

and center of the jewelry industry, but the Attle-

boro business men believe that here is a good

opportunity to show the jobbers the magnitude

of the business that the Attleboros do.
It is safe to say that they will have a royal good

time on their visit to the Attleboros because the

jewelers of those towns never do things by halves

and are noted for their hospitality. The event is

so far away at the present time that the plans are

immature, but there seems little doubt that the

jewelers will get the invitation. As the convention

takes place the first part of April nearly all of the

salesmen of the Attleboros will be at home and

they will be able to assist in entertaining the visit-

ors. When the plans are matured more detailed

announcements will be made. The Board of Trade

committee has been instructed to go ahead.
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You Will Want Quick
Service During the
Christmas Season

S. , T. &w.
Rush Order

Service is the Best

Every order is given our immediate
personal attention, filled accurately
with proper judgment and shipped
when possible the same day as
received. No order too small and
none too large.

Our stock is large and complete in
all departments, and we are fully
prepared to meet the wants of our
customers during the December
rush.

Consult our Illustrated Catalogue
"The Jeweler's Handy Book- and
send us your orders for Diamonds,
Watches, Solid Gold and Gold
Filled Jewelry, Sterling and Silver
Plated Ware, Clocks, Cut Glass,
Fountain Pens, Etc.

Orders solicited by mail,
telegram or long distance

telephone I Randolph 1203
l Automatic 41465

SLADE, TENNEY
& WEADLEY

Wholesale Exclusively

37 So. Wabash Avenue (Powers Building)

CHICAGO
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1882 1912

For The Holidays
Rings of every description and design.

Our line is most complete and varied.
OVER 30 YEARS IN THE RING BUSINESS

Oscar E. Place & Sons Co.
PROVIDENCE, R. I.
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P&S Trade Mark P&S

HE HOME OF
INLAID.COMBSZ-EGYPTIAN-IVORY
BRUSHES, MIRRORS,
COMBS, VANITY-CASES
MANICURE-SETS.ETC.

THE LARGEST LINE INLAID COMBS

THE•INLAID -CO.,INC.
MANUFACTURERS

PROVIDENCE RHODE ISLAND, U. S.A.

Send for our 1912 Catalogue of newRING and UNBREAKABLE GERMAN SILVER MESH BAGS
GUARANTEED MESH BAGS AT LOWEST PRICES

BUY DIRECT FROM THE MANUFACTURER and GET THE BEST SERVICE AND PRICE

Mesh Bags

As we received it

Refinished
$1.00

We resilver, reline (with kid
or silk) and repair the mesh
on any german si1ver mesh
bag, from 5 to 7 irches, for
$1.00, other bags in propor-

tion. First-class work, prompt service. Give us a triaL Send postal for our large window display
cards. and price list for special repairs such as gold, gun-metal, bead bags, etc.

A . A. LUPIEN Manufacturer of Mesh Bags
24 BROAD STREET PAVVTUCKET, RHODE ISLAND

As we returned it
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The GREAT AMER-

ICAN JEWELERS'
CATALOGUE did

not represent genuine

buying economy, it
would not continue

year after year to show

the most remarkable

growth in jewelry cat-

alogue history, as it

does. It's best adver-

tisement is the thous-

ands of jewelers who

use it and get full satis-

faction. If you are not

using THE GREAT

AMERICAN why

cheat yourself longer of

the absolute certainty

you might be enjoying.

The busy holiday sea-

son is the best time to

try it out.

It's now a National
Catalogue.

The Oskamp-Nolting Co.
Cincinnati, Ohio
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GOOD STOREKEEPING
A Practical Paper for
Wide Awake Merchants

Would it help you to know

how women feel about buy-

ing Nationally Advertised

Goods?

Would you like to get intimate, first-

hand information as to what they like

best about their favorite retail stores?

Would you like to know how you

can attract new customers and bring them back to your

store again and again?

Would you like the men who work for you to learn of

practical, helpful experiences of successful clerks in all

141es of trade?

The November Number of GOOD STORE-

KEEPING will give you this information.

It will tell you how 82 big manufacturers

help solve the problems of local merchan-

dising. It will give you a concise, inter-

esting review of problems now being dis-

cussed by trade papers in every field.

The latest issue of this splendid new publication is just

off the press and your copy is waiting for you.

GOOD STOREKEEPING covers all lines of trade, 
hard-

ware, grocery, jewelry, dry goods, music, drugs, 
house

furnishings and department stores.

You may have your name placed on th
e mailing

list without charge. This will bring you each

issue of GOOD STOREKEEPING and en
title you

to receive a moving picture slide 
bearing your

name, cut for local merchandising, plat
e for

post card announcement and many 
other

practical helps to selling Nationally

Advertised Goods.

SEND COUPON TO-DAY

Dealer's Service Department

Good Housekeeping
Magazine

381 Fourth Avenue

New York City

K. 4

Good House-
Keeping Maga-

zine, 381 Fourth
Ave., New York.

Please enter th
name of my establish-

ment (Store name here)

on the complimentary mailing
list for Good Storekeeping. I

C ar ry a fair assortment of adver-

tised goods in my line.

Name

Address 
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AT YOUR COMMAND
Our entire stock and facilities are at your disposal. All
orders filled promptly. Goods by return express. Every
piece bears the imprint of " THE ROSE," 4) the stamp of
quality and excellence.

Henry Freund 0 Bro.
Fraternal Goods

a Specialty 71 Nassau St., New York Diamonds, Watches
and Jewelry
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Good Cameos at Low Prices
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BROOCHES, PENDANTS

CORAL, ONYX, SHELL

VVERY POPULAR this season. These Cameos
are "good" chosen with particular care.

Mounted in 14 Kt. and yet priced as low as many
10 Kt. goods. Your profits come easy. Write for a selection—you
can hold same one week. Cameos mounted for the trade.

PLATINUM AND DIAMOND MOUNTINGS ALSO

William Link Company
407 OVIulberry Street

RA De

CiriDC)
MAO

OZI
Newark, N. J.
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SAN FRANCISCO

Wholesale Houses Hard at Work Filling Trade Orders—Overtime and Increased
Forces Necessitated by the Rush—All Look Forward to a Fine Holiday Busi-
ness—New Show Rooms of Landers, Frary & Clark

San Francisco, Cal., November 21.—The whole-
sale jewelry houses are working under a full
head of steam; night duties are in vogue as the
twelfth-hour orders are flooding in and it means
night work to keep from being submerged. All
of the wholesale jewelry houses in San Francisco
have made plans towards keeping open their
establishments every Sunday morning from now
until Christmas for the accommodation of the
out-of-town buyers who cannot leave their respec-
tive places of business during the business week.
It is surely going to be a banner year from jew-
elers' findings to diamonds
Max Levy, a diamond salesman from New York

City, has been very much embarassed recently
by being chaffed in relation to the losing of a lot
of valuable gems down the drain
pipe in a bath tub in one of the
leading hotels in Los Angeles a
short time ago. It seems that Mr.
Levy had some very valuable
pieces that he wore on his person
at all times. These are carried in
a chamois bag around his neck and
he neglected to remove them pre-
vious to taking a bath. During
this operation the bag burst and
the diamonds dropped into the
drain pipe. Without hesitancy he
donned his bathrobe and not
thinking of the effect beat the
elevator down to the hotel office
where he registered his grievances.
The engineer of the hotel after
some labor gathered in all of the
different pieces for which Mr. Levy
rewarded him by giving the
mechanic a diamond stick pin.
" All's well that ends well."

B. Beves & Son, the retail jew-
elers of 1512 San Pablo avenue,
Oakland, are the latest victims in
this territory to the old substitute
trick. A couple of crooks entered
their store and asked to be shown
some diamonds. They left the
establishment without making a
purchase and later in the day,
the proprietor found that a pure
white piece of glass had been substituted for a
valuable diamond.
Burton Earle Chapman, the Pacific Coast Mana-

ger of the Elgin National Watch Company, is
calling upon the retail trade in the Northern
Pacific territory and will continue on east for his
annual visit to the factory at Elgin, Ill., returning
to San Francisco about January 1.
The Commercial Jewelry Company, retail

jewelers of Oakland, Cal., who are located in the
Commercial block at Twelfth and Broadway
recently moved into larger and more commodious
quarters.
H. L. Whited, of Ashland, Oregon, was among

the out-of-town tradesmen in town after Christmas
novelties. Mr. Whited reports the past season as
being a good one; the apple crop in his section
was a little below normal but the prices obtained
were the best in the history of this apple-growing
country.

Peter Rally has opened a repair shop for the
trade in Tucson, Ariz. He for a number of years
was in the employ of Greenwald & Adams, the
Southern Pacific Railroad inspectors in the afore-
mentioned city.

J. S. Lehrberger now delights in the name of
Grandfather. The new visitor, a fine 9 pound
bouncing boy, arrived at the home of his eldest
daughter Henrietta, of Stockton, Cal. We are
pleased to say that mother and baby are doing
nicely.
F. Truitt, who was formerly in the employ of

the Pacific Gem Company, of Los Angeles, is
now filling the position of inside salesman with
the wholesale jewelry firm of Hambright & Walsh,
of 424 South Broadway, Los Angeles.

Every jeweler on the Pacific coast, whether in
wholesale or retail business should, in his own
interest, take advantage of the first opportunity
to visit Landers, Frary & Clark's new show
rooms in the Jewelers Building, 150 Post street,
this city, and see for the first time, the large and
varied line produced by that firm at its large
manufacturing plant in New Britain, Conn. This
show room is located on the fifth floor of the
Jewelers' Building, and upon entering the first
impression conveyed to the visitor is that he has
walked into a richly furnished retail establishment
devoted to the business of attracting the gen-
eral public.

Across from the lobby from the entrance are the
offices of the salesmen, and office force, and are so

George Fake, the retail jeweler of Broadway,
Oakland, has just delivered a high class lot of gold
fobs that were won by the Oakland baseball team,
the late champions of the Pacific Coast League for
the season just closed.

J. I. Fox, who was formerly in the retail jewelry
business in San Antonio, Texas, has accepted a
position with Kelly, the jeweler, at 555 South
Broadway, Los Angeles.

J. P. Tait, who has been associated with E.
Gerson, the South Broadway Los Angeles retail
jewelry for a number of years, has bought an in-
terest in the R. E. Lomax Company who conduct
a chain of six high-class jewelry stores in Cali-
fornia, Texas, and Arizona.
The trade is offering its sympathy to Herbert

Green, of the E. Bastheim Company, of Los An-
geles, whose sister met death suddenly on Novem-
ber 7. She was struck by an automobile while
alighting from a Los Angeles street-car.

Albert Samuels, the retail jeweler of Fifth &
Market street, is the proud father of a baby boy.
The stork's visit occurred on Tuesday, November
12.

Herbert Reichman, of Reichman Brothers,
diamond importers of Broadway, New York City,

paid his friends on the Pacific
coast a visit a few days ago.
Herbert extended an invitation to
all of his coast friends to make
the New York office of Reichman
Brothers, 170 Broadway, their ob-
jective point while in the metropolis.
Feagans & Co., of Los Angeles,

Cal., have opened a new store in
the lobby of the Hotel Maryland,
Pasadena, Cal. The new branch
has been fitted up in the same
high-class manner used in the Los
Angeles establishment.
M. Schussler & Co., the whole-

sale jewelers of 704 Market street,
San Francisco, have had their
offices retinted and their fixtures
gone over so that the entire estab-
lishment now presents the appear-
ance of being entirely new.
Joseph Schwartz, the president

of Joseph Schwartz, Ltd., of Hon-
olulu, is now on an inspection trip
to the different manufacturing
centers of the east. He contem-
plates paying a lengthy visit at
the case and movement factories,
returning to San Francisco about
December 15.
Fred C. Ewert, retail jeweler of

Woodland, Cal., has erected a new
building on a piece of real estate

which he bought some time ago, located in the
center of his town on the main street. He has just
moved into the new establishment without any
loss of business.

George Desenfant, formerly in the retail
jewelry business in the Pacific Building, San
San Francisco, has gone back to his first love and
has opened a diamond setting shop at 165 Post
street.
Graham & Co. is the name of the new jewelry

concern opened in Roseville, Cal. They have
been appointed official watch inspectors for the
S. P. Railroad for the division ending in that town.

J. Rasmussen, the president of the Bartlett
Jewelry Company, of Ventura, Cal., paid this city
his annual visit a few days ago. While here he
bought extensively for his Christmas needs, as he
feels that the Christmas season will be a banner
one, as the receipts from crops in his section are
the highest in the history of Ventura Co.
Donovan & Seamans Company, of South Spring

street, Los Angeles, have added the name of L.
Vick to their selling force. This gentleman was
formerly in the employ of Spalding & Co., of
Chicago.
F. G. Theil, accompanied by his wife motored

from Redwood City, to San Francisco a short
time ago, and bought extensively for their Christ-
mas trade of jewelry novelties.
R. F. Allen, president of Morgan & Allen, the

Pacific coast jewelry jobbers, is shaping his plans
so that he can leave for the east about January the
2, 1913. This means that he will be away from his
place of business for the first three months of
next year.

(Continued on page 250£0

NEW SHOW ROOMS OF LANDERS, FRARY & CLARK
located that a visitor is assured of prompt attention
as soon as he enters the room. The show room it-
self opens directly from the office section and con-
tains a large number of the latest style of mahogany
and plate glass show cases, arranged symmetrically
and conveniently, and lighted with the most mod-
ern method of show case illumination.
The beautiful line of fine table cutlery in pearl,

genuine ivory, stag, and ivory handles, is displayed
so as to attract attention and at the same time
make it convenient for the visitor to find exactly
what he is looking for.
The entire west side of the show room is devoted

to cutlery, and on the east side the same character
of show cases are filled with samples of the univer-
sal specialties now being marketed by Landers,
Frary & Clark including percolators, samovars,
coffee machines, chafing dishes, tea ball tea pots,
and the new line of electrically heated goods, all
of which are displayed in solid copper, nickel plate,
and silver plate.
The entire plan of the show room and office is

based on business convenience, and at the same
time is executed in a manner to give an impression
of substantial permanence and quiet dignity, the
soft tones of the walls and ceiling blending their
reflective powers in diffusing the artistic and effec-
tive lighting system.

This office is the headquarters for Landers, Frary
& Clark's selling force on the Pacific coast, and is
under the management of Mr. Horace H. Allen.
It is well worth the while of any jeweler to visit
the establishment and secure ideas on modern
methods of displaying goods if for no other pur-
pose.
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Jeweler's Interesting Story
of an Attempted Swindle

A Scheme That 1-las Often Proved Successful—
Trade are Requested to Take Warning

Ashland, Ill., November 16.—The following
story by an intended victim has an interest for
every member of the trade to whom it should prove
a salutory warning. W. S. Williams, jeweler of
this place, relates the details of the attempted
swindle as follows:
On November 13, 1912, about 1 o'clock p. m.

a large fellow about 5 feet 10 inches in height,
weighing between 200 and 225 pounds, dark
heavy mustache and hair, walked into my place
and asked to have his glasses tightened. I ad-
justed the glasses and handed them back to him.
Then he said, "I want to talk to you about a
watch." After informing him I had all kinds from
Ingersoll to Howard watches he said, "The
Howard suits me as it is a good watch," and
continued "Just a day or two past I dropped a
good Hamilton at my work in Peoria, Ill., from a
scaffold. I am a civil engineer and had the watch
on a fob and in stooping around, while on the job,
the whole thing dropped, about 30 feet, and struck
a base stone, completely demolishing it and I cannot
get along without a good watch. I am here in the
interest of the Northern Realty Company, of
Chicago, to locate and buy a site for a cereal mill.
I have looked over the situation here and find
there are several places that would be suitable for
such a plant. You see I want a place where I can
run a switch from the railroad. Who owns such
and such a piece of land?" I informed him of the
owner of one particular piece of land and he said,
"I will go over and talk to him."

Before leaving he said, "I will take the watch
you have shown me, but not just now, as I am
expecting a party down from Peoria at 3.20, who
is bringing my mail and I expect some money from
the company." "What time do you close?"
I said, "About 8 o'clock." "Very well I may not
be back very early as I expect to be busy with my
party, looking over the places, but I will be back
before you close?"
As I came back from supper, about 7 o'clock,

the would be watch buyer was soon on hand.
"Well, I saw the party owning the land but I
think his price is too high, although I expected to
pay more for the small piece than the average price
of farm land and will probably close the deal, if I can
not get any off. I got my mail and they sent me two
sight drafts." Whereupon he presented me with one
for $75 which as I remember was drawn on the Corn
Exchange Bank of Chicago. The watch he had
selected was a Howard: "Have you the difference
in money," he asked. I told him that I had not.
"Well you might give me your check for the dif-
ference." I then told him it would be necessary for
him to be identified and have some one endorse
the draft whom I knew, if I accepted it. At that
he said, "Well let it go." "When I get to Jackson-
ville I will have no trouble in getting it cashed."

While he was working on me to accept his draft,
another stranger, almost as large as he of sandy
complexion and wearing rimmed spectacles passed
my place, walking leisurely and making two trips.
Then I suspected this one to be his partner.

After the would be watch buyer left, I got the
police to my store and related the circumstances.
The police soon located them on the porch of the
hotel. After engaging a party in conversation the
two big fellows began to talk of the proposed land
deal. One of them was a salesman for some shoe
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line. The location for the cereal mill was ideal but
the party wanted too much for his land. The first
fellow said he was very tired, having tramped over
so much ground during the day.
The police came back and reported to me, but

in the meantime, the would be buyer came to the
door and said, "I have decided to stay here tonight
and will get my draft cashed in the morning and
also get that watch. I must have it."
During this time I had called up the owner of

the land and asked him what he knew of this fel-
low. He informed me he had sold the land in this
way: He was to give him a ten day's option at a
price and that he was to put up $25 the following
morning. I then told him that I believed he was
trying to put one over on me and related the story.
"Well I guess my land deal will fall through.

That looks crooked," said this party.
The fellows went to bed at the hotel but left

before breakfast the next morning, without paying
their bill, I am told.

If this experience will be of any benefit to my
fellow jewelers I will feel that I have been repaid
for my effort in giving this information.

ST. PAUL AND MINNEAPOLIS

St. Paul, Minn., Nov. 21.—The northwest is
enjoying the most ideal Fall that this section of the
country has had for many years. The only person
who is not enjoying it is the "coal man." The
farmers are taking advantage and doing
a great deal of plowing and other farm work that
they do not ordinarily get done in the Fall. Build-
ing is progressing as it seldom does at this time
of the year.

Business in general is just about the same as for
the last month. All the retail jewelers are very
optimistic about their prospects for a large Holi-
day business, and many are coming in to the
Twin Cities to buy their stock. The traveling
salesmen are all very busy supplying their cus-
tomers with their Christmas goods and all report
business as being fine. We hope that no one will
be disappointed in their anticipations.
The marriage of J. F. Sullivan, of Blackduck,

Minn., took place recently in Minneapolis.
George Kelly, who was formerly with L. C. Gaus

& Co., Minneapolis, has recently gone to Mil-
waukee.
Leon A. Giles, of Albert Lea, Minnesota, has

recently taken a position with Gans & Co.
The F. L. Bosworth Company has recently

leased the second, third and fourth floors of the
building at 17 and 19 South Third street, Minnea-
polis, and will move there from its present quarters
at 19-21 North Fourth street, as soon as the build-
ing is remodeled. The new space is 45 feet by
152 feet in size and is to be arranged for the best
and most expeditious handling and shipping of
country and city orders. The sample rooms and
offices especially will be exceptionally attractive.
They will have large windows, with prism lights

for increasing the light through the room. The
task of moving will be started about December 15,
or as soon as the alterations will permit and the
house will be in the new quarters early in the new
year.
A. R. Sather, of Spooner, Wisconsin, and F. S.

Geidl, of Breckenridge, Minn., were in the Twin
Cities during the week.
L. Metzger, of S. Jacobs & Co., has been named

on the committee on retail trade of the Minnea-
polis Civic and Commerce Association.
Chas. M. Thomsen, of the Birkenhauer-Thomsen

Company, of Minneapolis, has been hunting in
northern Minnesota in the vicinity of Black Duck,
Minn.
The members of the firm of the Eustis Brothers

Company, Minneapolis, which closed out its stock,

have become associated with the store of S. Jacobs
& Co.

J. A. Light & Co., Minneapolis, wholesale and
retail jewelers, have moved their store about half
a block from the old stand to the corner of Nicol-
let avenue, and Lake street in that city.

San Francisco

(Continued from page 2507)

E. V. Broughton, whose establishment was
destroyed by fire a short time ago in Junction
City, Oregon, has reopened in time for the Christ-
mas rush in the hotel block on the main street of
the same town.
C. J. Klein, who has been associated with the

retail jewelry business in Santa Cruz, Cal., for a
number of years is branching out and is now the
proprietor of The Luggage Shoppe at 240 Powell
street, San Francisco. Mr. Klein still holds his
jewelry interests in Santa Cruz.
H. C. Pirner, who was formerly located at 2129

San Pedro street, Los Angeles, is now installed
in his new store at 718 West Pico in the same city.
Herman Wettestein has opened a new retail

jewelry store at 1255 Twentieth avenue, San
Francisco. This gentleman was formerly in a
kindred line in Rockford, Ill.
L. J. Frankenberg, who has been associated

with the Elston Brothers wholesale jewelers of
San Francisco, has opened a very attractive
retail jewelry store on the north side of Market
street below Battery.
E. J. Jaeger, of Jaeger Brothers, retail jewelers

of Morrison street, Portland, Oregon, early last
month caused the arrest of a man giving the name
of E. Stokes who was finally convicted of forging
several checks totaling about $600. Goods
amounting to this sum were purchased by Stokes
on the day of his arrest. He purchased a diamond
ring from Edward Jaeger for which he tendered a
check. As Stokes actions were peculiar, our retail
friend asked for an endorsement or identification.
He was referred to another house where the forger
had made a previous purchase. Even this did not
satisfy the cautious retailer who immediately
had the man followed. Stokes repeated this
operation in several other jewelry stores and in
each instance tendered a check in payment. He
then visited a local barber shop, had his hair
trimmed, was shaved and then the police were
called in. Finish for Stokes.
C. A. Dreiss, the retail jeweler of Chico, Cal.,

has had several informal proposals from strange
young women in the east. In opening several
consignments of beads, he was greeted by the
names and addresses of some of the young ladies
in the factory from where the beads were shipped.
Unfortunately for the strange senders, Mr. Dreiss
is already a benedict.
G. Roessel is now in the employ of E. Gerson,

the South Broadway, Los Angeles jeweler, after
having been for a long period with A. E. Morro
at Fifth and South Broadway,
William Dupen, who is associated with his father

in the retail jewelry business in Chico, Cal.
accompanied by his wife, spent a very delightful
time in and around Los Angeles.
Edward Green, of G. W. Green & Son, retail

jewelers of Woodland, Cal., was seen buying
Christmas merchandise in the local wholesale
jewelry markets, late in November.
Mark E. Jacobson, who has been connected

with one of the leading wholesale jewelry houses
for a number of years, has re-entered the field
and has opened a retail jewelry establishment at
717 Market street. THE KEYSTONE wishes to
join his many friends in wishing him every success
in his new venture.

William F. Marshall, the senior traveler for
Burr W. Freer, of San Francisco, was married to
Miss J. E. Sieghold in Salinas on the evening of
Wednesday the 20 of November. The ceremony
took place in the home of the bride's parents.
Miss Sieghold is the daughter of the leading
retail jeweler of Salinas, Cal. After spending a
short honeymoon, the bride and groom intend to
make their home in San Francisco. THE
KEYSTONE joins in wishing the newly married
couple a pleasant journey through life.
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Are they going to make money for you?

LA TAUSCA STRING PEARLS are the utmost in pearl

value. They are absolutely guaranteed as to wearing

qualities; we replace any string which proves in any way

unsatisfactory.
You need this line for your holiday trade. Give us the name

of your jobber and let us send you samples and prices.

THE LOW-TAUSSIG-KARPELES CO.
"The House that made String Pearls Popular"

PROVIDENCE PARIS
Address all communications to Providence

NEW YORK
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IN the stores of prominent jewelers Howard Watchesare a leading feature of the Holiday display. Are
you proud of your own assortment of Howards?

Is it such an assortment as will meet the requirements of the
biggest Holiday trade in the history of the Howard Watch?
Christmas is the worst possible time to be niggardly with Howard Watches:

the time when people have the most money to spend are in the mood to
spend it—are specially open to the suggestion of the highest grade of goods.
Send rush orders to your jobbers for Howard Watches.

E. HOWARD WATCH WORKS
Waltham, Massachusetts

Rings
Scarf Pins
Hat Pins
Studs
Screw Earrings

Bead Neck Chains
Charms
Neck Chains
Vest Buttons
Collar Buttons
Fob Seals
Silver and Gold

'Thimbles
Cameo Goods
Brooches
Fobs
Crosses
Baby Pins
Ring Mountings
Festoons
Emblem Goods
Pocket Knives

Silver and Gold
Match Boxes

Coat Chains
Vest Chains
Watch Bracelets
Bib Holders
Lingerie Clasps
Sautoir Chains
Vanity Sets in
Gold and Silver

Gold and Silver
Cigarette Cases

Lockets
Bracelets
Link Buttons
Veil Pins
Tie Clasps
Locket Rings
Cigar Cutters
Lapel Buttons
Rope Chains
Class Rings
Lorgnette Chains

LAPIDARY WORK

FINE PLATINUM WORK of EVERY DESCRIPTION
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Dainty, Artistic, Exquisite. Out of the usual shown. Something
of an exclusive character. You can tempt more Holiday Business
Your Way Your Jobbers will Show the Line.

T. 0. FROTilillNailiAll et GO.
North Attleboro Established i877 Mass.
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Solid Gold Front Combination Sets

4i; OWN
No. 196 No. 159

4, for the HOLIDAYS.

1 Appealing to popular fancy. Properly grouped as to make instant salesof more than one article of jewelry at the same time. Just the thing

: ORDER BY NUMBER. THROUGH YOUR JOBBER.0
0 THIS2
4 TRADE MARK

Registered in the United States and Canada
• GUARANTEES THE PRODUCT

Stamped on all Garde and Goods

Sykes & Strandberg
MANUFACTURING

JEWELERS

Attleboro, Massachusetts
NO000000000110910411000000000000000000000000041100041100001

MONOGRAM
MODELS

The more exclusive a jeweler's patronage the
more profitable it is.

Style comes high, but stylish people are always
willing to pay the price.

Herein lies your opportunity.
For instance, society is especially critical and

exacting in the matter of engraving.

It's a question of excellence rather than of cost,
and only an artistic engraver can hold such patronage.

If you do engraving for the social set or desire
to do it, procure at once a copy of that wonderful
compilation of stylish lettering " Hornikel's Engra-
vers' Text-Book."

This portfolio represents
the standard of excellence
in monogram work.
Show it to customers and

it will make you trade ; use
it as a model and it will
insure big price work.

It's a mine of suggestion
for the high-class jeweler
who can't afford poor
engraving.

The work consists of sixty-one page plates of
letters and monograms, pretty patterns and all

manner of corn-
binations —a 1 1
styles of mono-
grams for all
kinds of pur-
poses, for trays
cigarette a n d
match cases,
loving cups,
rings, fobs, etc.

A copy will be sent postpaid to any part of the world
on receipt of price, $6.00 (Xi 5s.)

FOR SALE BY

The Keystone Publishing Co.
Lock Box 1424, Philadelphia, Pa.
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Gross Profits Versus Operating Expenses

1n Enlightening Analysis of Business Principles with Special Reference to the
Jewelry Trade

Written exclusively for THE KEYSTONE by B. F. COFFIN, Organization Engineer

So much has been written on the ques-
tion: "What is the cost of doing busi-
ness?" that a mere reference to it is
likely to make the average reader become
disinterested. I quite agree that the
question is old and threadworn, and con-
tains as much, if not more mystery to the
"ready to be shown" merchant, as it did
the first time he attempted to digest the
subject.

It is not my intention to confine this
article to statistical matter, or catch
problems. I do not wish to lead you to
the thought that your early school masters,
taught the arithmetic table backwards,
and you should have about as much re-
spect for the "good old arithmetic " as the
good old anything else. That you cannot
stand pat on this "good old arithmetic"
anymore than you can stand pat on any-
thing else in the world. I will not infer
that you figure percentages wrongly,
because you may incorrectly figure some
" catch " problem, and tell you that the
troubles with your business, are occasioned
by your inability to solve these problems.
When gross profits, operating expenses,

investments, and net incomes are clearly
understood, we will have no trouble in
fitting the arithmetic tables of our early
school masters, to the requirements of our
business.

Confusing Problems

I do not believe a merchant is enlight-
ened by a problem which reads; if your
cost of doing business is so much, what
will the goods sell for to realize a net profit
of 10 per cent, and not informed whether
it is intended to be a profit on a purchase,
selling, or investment. Submitting our
answers, we are told we are wrong, because
we did not figure out the problem on the
selling price. A more interesting and
instructive problem would read : if your
investment and operating expenses are
so much, what will the selling price be, to
realize a 10 per cent return on the invest-
ment?
In a campaign of general publicity by a

national advertiser to find out what per-
centage of retailers figured their profits
right, it was claimed that the answers
showed but 250 correct out of a thousand
replies. The problem was more or less of
a catch " and read: " A certain article
cost $1 wholesale. What will it have to
be sold for to allow a profit of 10 per cent
after allowing 22 per cent for doing busi-
ness?" The "catch" was in not being
informed whether it was to be a profit
on selling or wholesale price.
Our national advertiser tells us that the

correct way, is to add together the 10
per cent and 22 per cent, deducting the
total from 100 per cent, leaving 68 per

cent, making the wholesale cost 68 per
cent of the selling price. Dividing whole-
sale cost $1 by this per cent, the quotient
$1.47 is the selling price. It is not the
solving of this problem which enlightens
us very much for the formula goes to
pieces, when we take the 10 per cent
profit, and make it read 60 per cent; try
it. What all merchants are most desirous
of learning is how to make 15 per cent to
20 per cent on their investment, and if
the investment in our problem is repre-
sented by the $1 wholesale price, we add
20 per cent net income, making $1.20.
Operating expenses being 22 per cent,
this makes net income and investment,
equivalent to 78 per cent of the selling
price. Dividing $1.20 by the 78 per cent
and the quotient is $1.54 the selling price.
Again we are confronted with the problem
of turnovers on investment. If the invest-
ment can be turned twice in one year,
and wishing to realize a 20 per cent return
on the investment, then it becomes a
10 per cent return on every dollar of
purchasing; adding the 10 per cent to the
$1 purchase we get $1.10, divide by
78 per cent and the quotient is $1.41,
selling price, illustrating the importance
of turnovers, and the fact that it is the
investment upon which the profit must be
realized. It is as true as anything can be
that it is the investment upon which you
are desirous of making a profit. When
approached to invest $100,000 in a busi-
ness proposition, the first question you
ask is, what will be the profit on the
investment? This is the question you
are continuously asking yourself in the
operating of your business.
The solving and the answering of such

problems as these have little value to the
merchant, for they are enveloped with a
number of unknown quantities, and with-
out a clear idea of these unknown factors
he finds himself in a dazed and confused
state of mind.

Question of Gross Profits

Few merchants know the exact amount
of gross profit, or actual operating ex-
penses, and I refer to them as two of the
unknown quantities, and will define them
so that our problem may be clearly under-
stood. I will further analyze them, that you
may have a comprehensive understanding,
as to the value of these factors in the
operating of your business.

Gross profits must be considered en-
tirely separate from operating expenses.
Literally speaking, the former is a building
up process, the latter a method of tearing
down. Gross profits are an amount added
to an amount to realize the best return on a
purchase. Operating expenses are amounts
deducted from a realized gross profit.

Gross profits are more or less directly
controlled by competition. We find our

great American industries protected by
government tariff, laws enacted with the
intent, and for the purpose of preventing
competition with foreign markets. In
New York City, commercial lines of jew-
elry are being retailed, at from 25 per cent
to one-third advance over cost. Not
many years ago sterling silver flatware
was selling in most of our leading cities
at a 25 per cent advance over cost.
Manufacturers say, that retail competition
is the cause of their products selling at
close margins of profit. A short time
ago, governmental tariff restrictions were
placed on the importation of foreign made
articles of a certain variety. Within sixty
days, certain American manufacturers of
these foods issued schedules showing a
general advance of 10 per cent on their
product. Large corporations and trusts
have been formed for the purpose of
regulating competition and increasing gross
profits. Retail merchants carefully search
the market, seeking rare articles having
individuality, and against which there is
no competition to be met. They are sold
at prices realizing a 100 per cent or better
gross profit. Merchandise is purchased
which every competitor can secure, and
is sold at small margins of gross profit, to
meet prevailing competition. Purchases
are made in quantity lots, inside discounts
obtained so as larger percentages of gross
profits may be realized, and the competi-
tion met.

It is this competition which must be
met and has all to do with gross profits.
In the larger cities we find competition
the keenest. Goods selling at a lesser
percentage of gross profit than in smaller
communities.

Gross Profits and Net Income

It must be clear that gross profits have
no direct bearing on net income, for our
most successful institutions are found in
the larger cities, where goods are sold at
the smallest per cent of profit. Large
gross profits are inclined to be detrimental
to net income. Money easily made is
easily spent. The gambler, race track
follower, grafter make their money easy,
equally so they spend it, for we see the
leakages through wilful waste, and ex-
travagant living. Excessive profits have
a tendency to make merchants careless,
encouraging to spend without thoughtful
consideration. The greatest net income
will be derived from a business selling at
a normal percentage of gross profit,
for it necessitates the concentrating on the
building of sales, and operating at the
minimum of expense. Such a business
demands undivided attention, and the
controlling of leakages, which are retro-
active on net income.
The volume of business should never be

lost sight of, for it has much to do with
net income. Merchants are inclined
to permit considerable business to drift
away from them, by confining their buying
to merchandise yielding large percentages
of profit. They should not refuse to buy
more salable lines because they yield a
lesser per cent of profit.

(TO BE CONTINUED)
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Retailer May Fool Himself by Failing to Charge All of His Expenses Into His
Cost of Doing Business, but His Expenses Will Come Out of His Gross
Profits Just the Same

4•-'4(

4:

By A. M. BURROUGHS

Until recently retail grocers in a certain
western city were paying $1.40 for a fifty-
pound sack of flour, which they were
,elling for $1.55. This allowed them a
gross profit of only fifteen cents per sack.
The Retail Grocers' Association in this

western city took up this problem in a
special convention. Most of the grocers
agreed that this fifteen cents did not allow
a profit, though a few were of the opinion
that they were making a little on it.
The result of the discussion was an

investigation into the cost of doing busi-
ness in that city. When the different
grocers began producing their books to
show their expenses, a very wide range of
costs were shown.
Some of them had cost systems and

declared it cost them 22 per cent to 25
per cent to do business. A few, while
admitting that their systems were not
very complete, estimated their costs at
10 per cent to 12 per cent.
The final result of the investigation was

an agreement (those who knew didn't
" agree") upon the average of 15 per cent
as the proper and correct cost of doing
business.
But this average was plainly incorrect

because the low figures ranging around
11 and 12 and 13 per cent were from the
stores of grocers who did not figure to
make anything over a reasonable salary
for themselves; who did not figure to
make anything on the investment in the
store buildings they happened to own;
who did not figure for interest on their
investments, and who overlooked a score
or more important items that should be
included in the expenses.
The high percentages, ranging around

20 to 25 per cent, were from the stores of
retailers who had applied a searching cost
system to their business. These merchants
were charging up to their business every
item that could be considered as expense
and it made their expenses seem high.
The investigators took these high per-

centages, which were about correct, and
the low percentages, which were 8 or 10
to 15 per cent too low, and combined the
whole list to arrive at the average of
15 per cent. Now a good many retailers
who think they are fixing prices right,
are puzzling over their failure to find the
profit they expected last year.

The cost of doing business is, of course,
just the same whether a merchant includes
all of the items or only a few of them in his
expense account.
The only difference is that he deludes

himself into thinking that the cost of doing
business is only 15 per cent when in reality
it probably is 20 per cent to 25 per cent.

If he fools himself in this way, and
figures for a 10 per cent profit, the chances
are that the expenses and the extra cost of
doing business, which he hasn't figured into
his percentages, will eat up that profit, and
leave him holding the sack at the end of
the year.
A Cleveland grocer thought he was

clearing $100 a month, $1,200 a year, over
and above his expenses.
But the $100 a month included his own

salary, the interest on his investment, the
salary of his wife who spent most of her
time in the store, and a number of other
items.

If the grocer had allowed himself inter-
est on his investment, that alone would
have produced $50 a month without risk
or worry.
Another $25 a month of his "profits"

rightly came out as expenses incurred in
running the store. He had charged several
expense items as " investment."

Instead of making $100 a month clear,
he was not only failing to make anything,
but he and his wife were both working for
almost nothing.

If they had both worked in some other
store they might have earned $100; so
instead of making $100 they were losing
$100 a month.
A grocer in Pittsburgh was interested

in politics. Last year he succeeded in
landing a city job, paying him $2,500 a
year.
When he got this job he decided to sell

his store. He placed the store in the hands
of a broker, and had an accountant go
over the books to place a value on the
stock and to see what the business was
worth.
The accountant's report showed that

no charge had been made for salaries.
The grocer, his wife and four children ran
the store. When proper allowance was
made for salaries, the store was found to
be paying a fraction over one-half of
1 per cent a year on the investment.

Instead of a fairly profitable business,
one salable at a premium for good will, it
was found to be a business so nearly
unprofitable as to be unsalable.

Fixtures and stock were finally sold at
a loss. Nothing was received for good will,
because there was no good will—only a
chance to work for nothing and take the
ordinary business risks besides.

In scientifically managed stores it has
been found that the salaries of the clerks
average around 9 per cent of the gross
sales by those clerks.
The salaries of managers, bookkeepers

and other employes, who do not sell, run
the average cost for salaries up to about
13 to 13 per cent of the gross sales.
Rent is likely to average around four

per cent, delivery around 1 to 2 per
cent, light and heat from 1 to 2 per cent,
and so on down the list of expenses.
No merchant, as he so frequently does,

should assume these percentages to be his
costs. He should get his own costs from
his business, considering these percentages
only as standards by which to judge
whether he is higher or lower than the
average.
The merchant who would know his

cost of doing business should classify his
expenses into such accounts as will give
him the information he needs.
He should install a cost system that will

search out all of the expenses and enable
him to know, not merely a few of the things
which he pays for, but all of the things
which enter into his cost of doing business.
Here is a list of the expenses used by

one wide-awake merchant:
Rent—if the building is leased; depre-

ciation or upkeep if it is owned.
Salary—of all employes, and the mana-

ger.
Delivery Expense—including repairs to

wagons, harness, shoeing of horses, grease,
feed, barn, rent, etc.

Light—including light in barns, etc.
Heat—including coal, fireman, etc.
Ice—for drinking fountains, refrigera-

tors, soda fountains, etc.
Advertising—in newspapers,

etc.
Printing—stationery, blank books, bill

heads, etc.
Gifts—presents, donations, etc.
Telephone and telegraph tolls.
Insurance—stock, fixture, burglar, etc.
Taxes—on fixtures, stock, etc.
Interest—paid out.
Paper Bags—wrapping paper, twine, etc.
Breakage and spoilage of goods.
Repairs—on fixtures, etc.
Depreciation on merchandise.
Shrinkage of merchandise.
Depreciation on fixtures, furniture, etc.
Bad Accounts. Goods stolen from stock.
Depreciation from cost price by change

of style and by the purchase of unsalable
stock which makes it necessary to reduce
prices.
Some merchants add freight and cartage

to this list but it should not be charged as
an expense. It is a part of the original cost
of the goods and should be charged to
goods and not to expense.

*Copyrighted by Burroughs' Adding Machine Co.
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Local Business Situation Continues Healthy with Special Activity Among the

Manufacturers and Wholesalers—The Auction House Nuisance—Trade to

Ask State Legislation to Correct Vexatious Evils

Cincinnati, Ohio, November 23.—Trade has

been quick to recover from the slight depression of

election week. A momentary let-down at that

time was but natural and was to be expected;

recuperation, however, has been speedy and sure.

Manufacturing throughout the latter part of this

year has maintained an unusually high standard

and is keeping up its strength with splendid

stamina. For the jobbers, the traveling men are

extremely hard at their work; the "go out and get

it" idea in regard to business is more in evidence

than ever before and, with the exception of the

eastern states, local jobbers are being persistently

represented in every part of the country. Local

retail, while only fair, holds great promise for

December.
The Chamber of Commerce and one of the

Business Men's Clubs are taking up the cudgel
with the jewelers against the auction houses. One
house which has been particularly offensive and
which has been most persistently attacked is
continuing to draw its huge crowds in spite of all
that the jewelers have been able to do. Private
detectives have sought to get evidence against the
proprietor, and although he has been arrested a
number of times no conviction has been secured.
It is claimed that if once a conviction is secured,
be it only a $5 fine, the mayor will revoke the
license under which the house is operating.

Advertising is beginning to make its appearance.
Many of the jewelers realize that every man who
sells articles suitable for gifts is a competitor, and
that competition during the holiday season does
not mean so much "which jeweler will get the
trade" as "which business will get the trade."
Tasty advertisements are drawing attention to the
advantages of jewelry for gift purposes as well as
to the respective houses which the advertisements
represent.
The Gustave Fox Company, is experiencing the

busiest season of its career. The company re-
cently added new machinery and a plating depart-
ment and has now been forced to employ a regular
night force to supplement the day shift.
Mr. and Mrs. J. H. Noyes, of Osgood, Ind.,

spent some time in this city about the middle of
the month. They were shopping and calling on
the jobbers.

Otto C. Mehmert, son of Joseph Mehmert, died
at his home on Armory avenue the evening of
November 21. Mr. Mehmert was the only re-
maining child of Joseph and his first wife, Lesetta;
he was twenty-eight years old at the time of his
death. Otto Mehmert was born and reared in
the jewelry business. He took up optics when
very young and was in charge of that department
in his father's Freeman avenue store. His health,
never good, became very bad under the influence
of his indoor life and he soon gave up his optical
work to go on the road for his father, believing that
the character of such employment would be help-
ful. His health did not improve as a result of his
changed work and so, last spring, he went south
and spent several months in Florida. Returning
north he was in charge of the Joseph Mehmert
material house while his father was in Europe;
during the latter part of the summer he held out
solely on his nerve. Upon his father's return he
took to his bed and from that time declined
gradually until the end. Besides his father and
stepmother, Mr. Mehmert is survived by his wife
Catherine Mehmert (nee Fisher). The funeral was
held Monday from the residence, 919 Armory
avenue.
A window-smasher shattered the show window

of the jewelry store of A. E. Johnson, on Vine
near Court, early in the month. He chose Sunday
morning as the hour for the work and got away
with an assortment of gold scarf pins for his trouble.
The bowlder was left in the window by the jeweler
and attracted considerable attention.
P. W. Statks, of Manchester, was in the city

some time after the election calling on the trade.
He said his right arm had been rendered useless for
several days from beating the bass drum in a parade
election night. Mr. Starks is the cornet player
in the Manchester band but found that instrument
too mild for the occasion.

Sol. Gilsey, S. & H. Gilsey, is traveling in the
south where he will remain until shortly before
the holidays. Harry Gilsey left about the middle
of the month for Kentucky and Tennessee and will
cover other southern states before returning home
late in December.
The B. H. Stief Jewelry Company, of Nashville,

Tenn., is housed in its new home in the company's
new building. Travelers who have seen the store
claim that it surpasses almost any store in the
entire south in beauty of appointment and ar-
rangement.
The funeral of Mrs. Margaret Keller, widow of

the late Stephen Keller of L. Gutmann & Sons, was
held in this city November 11. Mrs. Keller, who
was 87 years of age, died at the home of her daugh-
ter, Mrs. M. A. Seibert, at Frankfort, Ky. Mrs.
Seibert is the proprietor of a jewelry store in Frank-
fort and the place is managed by her brother,
Charles Keller.
H. P. Hehr and John Francis, with the material

house of E. & J. Swigart, returned from trips about
the middle of the month and reported business in
the material line never better. Mr. Nehr in the
north and Mr. Francis in the south experienced the
very best trips of their careers.

The Pike Novelty and Jewelry Company, Cov-
ington, Ky., sustained the loss of a quantity of
small articles of jewelry one Sunday night early in
the month. The store had been entered and
ransacked.

Sig. Strauss, Lindenberg & Strauss, completed
a successful Virginia trip the latter part of the
month and set out for the south. Mr. Lindenberg
returned from an Indiana trip and set out for Iowa
and Kansas where he will remain until the Holi-
days.

Julian Schwab, A. G. Schwab & Sons, and his
bride have reached Colorado on their wedding
trip. After visiting Salt Lake and other interest-
ing points they will return to this city where they
will take up their residence early in December.
I. Schroder is visiting the trade in the southern
states,
The evening of Friday the 15 the young women

of the Oskamp-Nolting sales department were
entertained at dinner by Miss Pauline Seidel.
The affair was in honor of Miss Bittner, who has
just accepted a position in the company's engraving
department. At the conclusion of an elaborate
feast the young ladies betook themselves to a skat-
ing rink where they were met by the men who are
employed in their department. The whole party
spent a very pleasant evening. Miss Bittner
comes here from Dayton, Ohio.
"Entre Nous" Club of Oskamp-Nolting met

Thursday the 14 at the home of Mrs. Ed. Schumer.
Mrs. Schumer, who was with the firm up to the time
of her marriage a few months ago, is still a very
active member of the club and demonstrated this
by the way she entertained. A wonderful turkey
dinner, with all its embellishments, had been pre-
pared for the guests; a part of the evening was
then given over to the entertainment provided by
two talented musicians from the College of Music.
There will be no December meeting, as the young
ladies wish to avoid all possibility of a conflict
with their regular work which may require their
undivided attention throughout the month. The
January meeting will be held at the home of Miss
Edna McGowan. The night of 18 the entire club
was present at a theatre party at the Grand and
witnessed the presentation of 'Gipsy Love."
G. M. Braham, A. & J. Plaut, spent the latter

part of November traveling in the eastern cities.
The extraordinary condition of affairs which

preftiled at the office of the Homan Manufactur-
ing Company, some weeks ago when the vice-
president of the company was found to have con-

cealed quantities of the company's correspondence

has again been brought before the public. It was

learned that T. A. Macklin, vice-president of the

company, had been holding up correspondence

dating back over a period of ten months. At the

time this was learned no evidence of wrong-doing

could be found, and Mr. Macklin withdrew from

the company offering no explanation for his strange

conduct. Now after a lapse of about two months

it is learned that Mr. Macklin was interested in a

new company which was being organized in St.

Louis, and that he was probably holding up certain

orders with the intention of making some use of
them in his new connection. A local paper says

that when Mr. Macklin's associates in his new en-

terprise learned that he was "double-crossing" the
Homan Company they repudiated him. The Ho-

man Company has not entirely recovered from its
remarkable experience yet—besides an immediate
loss in money it has probably suffered a great deal

with its customers who must have become impa-
tient and placed their work elsewhere.

Buyers calling on local jobbers during the past
two weeks include: R. D. Washington, Russell,
Ky.; Joseph Embray, Richmond; N. L. Stedman,
Westerville; F. D. Ausman, St. Marys; F. L. Horn-
ing and son, Brookville, Ind.; George I. Forth,
Somerset, Ky.; L. M. Honaker, Pikeville, Ky.;
J. H. Rutroff, Pikeville, Ky.; J. W. Roop, Dayton;
C. L. Mellott, Woodsfield; F. Schafroth, Batavia;
Milton Cook, Knoxville, Tenn.; F. B. Cary,
Lebanon; A. Ellman, Dayton.

Long Earrings Very Becoming

Amber Is the Popular Stone This Season

So becoming are the novelties in long earrings
that their vogue is a foregone conclusion. In their
making, any quantity of real or genuine-amethysts,
pearls, and diamonds are employed, and in a great
many instances the settings are of finest platinum.

One model has three rings of gold surrounding a
large amethyst, and hanging from the central stone
is a row of diamonds sustaining a smaller gold ring,
from which falls a three-strand fringe of tiny
brilliants.
Another fetching model consists of bow-knots

of platinum formed into short loops and long ends.
Embedded along the loops of the bow are pearls, in
the center of the knot a large diamond is set, and
the long ends, which gradually widen, terminate
with pearl drops.
Then there are earrings with square settings of

colored stones surrounded by brilliants, and the
always effective ones consisting of a single flat
pearl set in silver.

Pretty Necklaces

Prettiest among pearl necklaces of the inexpen-
sive sort known as "French filled" are the ones in
cream, white or rose small beads clasping with
rhinestones centered with a pearl, and the ones
combining white and pink pearls, each of the row
of large white pearls having two strings of tiny
pink pearls depending from it and each gem set in
finest platinum.

Necklaces of amber—a stone which at present is
immensely smart—consist of oval-cut beads sep-
arated with either gold or rhinestone spheres and
clasping with a rather heavy and almost square
bar of gold, with or without a rhinestone setting.

Sterling silver chains are very generally worn
as a means of carrying the lorgnette, and in these
some very charming effects are to be seen of the
links or tiny beads interspersed with pearls or
with rock crystals. A genuine oddity in lorgnette
chains is the one of silver in antique finish and sup-
porting three cabochons of silver set with Indian
red and Mohammedan green stones of opaque
character and matching a fringe of beads dropping
from the lower edge of each ornament.

Ribbon necklaces of all sorts are fashionable,
but, despite the term "ribbon," they are not cheap
for with each one goes two slides, a large clasp, and
a long pendant of sterling or filigree silver set with
rhinestones, English paste or pearls.
Newest among brooches are the models simulat-

ing a cluster of pearl grapes and enamel foliage, a
row of tooth set flat baroque pearls, and the
familiar horseshoe and circle shapes in pearls or
brilliants.
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ST. LOUIS

Elaborate Preparations for a Large Holiday Business—Diamonds in Active De-

mand—Situation Seemingly Unaffected by Election—Traveling Men as

Evangelists of Optimism

St. Louis, November 22.—The jobbing trade

has been quite satisfactory, and it is expected to

be very active during the few weeks before the

Holidays. The retail trade have been making

great preparations for a large Holiday business and

there have been many fine window displays seen
here recently containing very attractive offerings
for Holiday presents. The trade in diamonds has
been good and the market is growing better right
along.
In connection with the recent election a letter

of business optimism and good cheer was sent out
recently by the Simmons Hardware Company, of
this city, to its 500 salesmen throughout the United
States. The letter was written by E. C. Simmons,
chairman of the company's Board of Directors, and
was in effect a request to the salesmen to avoid
"calamity howling" over the result of the election,
and to help keep up general business confidence.
Part of the letter is as follows: "Now that the

election is over, and it is a settled fact that
Governor Wilson is to be the next president of the
United States, I feel it to be the duty of all the
business men engaged in large enterprises—in
fact, business men of all kinds—to quiet the public
mind of all apprehension of injury to the business
interests of this country by the fact of Mr. Wilson's
election. I do not believe it will disturb business
a particle—I do not believe Governor Wilson
intends to recommend, to influence or allow any
legislation that will be injurious to the working-
man—to the wage earner—or to the business
interests of this country."

Mr. Simmons said in connection with the issue
of this letter "I believe that it is a good thing for
business men to do what they can to quiet the
minds of the people, and remove any apprehension
of dread, doubt, distrust or disturbance to business
interests, and do it as soon as possible." His
attitude is very generally endorsed by the business
men of this city.
Edward Massa, vice-president of the Bauman-

Massa Jewelry Company, returned November 17
from a week's business trip to Birmingham, Ala.
0. L. Ross, traveler for this firm, left November
13 on a several weeks' trip through the north.

C. F. Mathey, vice-president of the Mermod,
Jaccard & King Jewelry Company returned
November 14 from a two weeks' hunting trip in
Illinois.
L. W. Waldecker, formerly of Detroit, Mich.,

is now in charge of the solid silver department of
the Mermod, Jaccard & King Jewelry Company.
The large stock of W. A. Gill, Jr., & Co., at

the southwest corner of St. Charles and Broadway,
is now being sold at auction at the store at the
southeast corner of Olive and North Seventh
streets.
E. H. Meier, traveler for the Weidlich Jewelry

Company, returned November 9 from a several
weeks' trip through Illinois and Missouri. He left
on November 11 for a several weeks' trip through
the same territory. George Flomerfelt, formerly
with the C. R. Hettel Jewelry Company has
accepted a position as city salesman for this firm.
Mr. Geitz has also accepted a position as city
salesman for this firm.

Morris Bauman, representative for several
eastern concerns, is now on a several weeks'
western trip.
H. F. Hines, traveler for the Weidlich Brothers

Manufacturing Company, spent several days here
recently after a lengthy western trip.
F. W. Hoyt, president of the Hoyt Jewelry

Company, returned recently from a three weeks'
trip through the southwest. F. J. Bross, traveler
for the same concern, is now on a several weeks'
trip through Illinois.
L. Harris, president of the Diamond Importing

Company, returned November 10 from a two
weeks' southern trip. Samuel Kober, vice-presi-
dent of the same concern, left November 11 on a
three weeks' trip to Texas.

J. E. Riley, traveler for the Kemper Supply
Company and the St. Louis Clock & Silverware
Company, was recently confined at his home two
weeks with a severe attack of muscular rheuma-
tism. He left on November 18 on a two weeks'
trip through Southern Missouri and Arkansas.

Fred Hyke, of the Sippel-Hyke Jewelry Corn-
pany, returned November 9 from a several days'
business trip to Chicago.
The Remoh Jewelry Company, formerly located

at 507 North Broadway, moved into their handsome
new store at the southwest corner of Washington
avenue and North Sixth street. The store is in a
new building, is very handsome and equipped in
modern fashion in every detail.
Ralph Loewenstein, of the R. Loewenstein

Jewelry Company, returned November 16 from a
three weeks' trip through Arkansas and Kentucky.
M. B. Loewenstein of the same concern, leaves
December 1 on a three weeks' trip through
Oklahoma.
M. Singer, traveler for the Aller-Wilmes Jewelry

Company, left November 9 on a three weeks'
trip through Missouri.

Patrick Newsome, formerly with the Clark
Jewelry Company, and Miss Irene Bishop, form-
erly with the Hess & Culbertson Jewelry Company,
have accepted positions with the G. Eckhardt
Jewelry Company.

Spaulding & Co., of Chicago, had a magnificent
display of superb silverware and novelties at rooms
112 and 113 Jefferson Hotel, this city, during the
week from November 11 to 16 inclusive. The dis-
play was in charge of R. C. Lusk, K. L. Matheson
and W. C. Hines. They entertained callers and
the display was greatly admired. On Wednesday
the 13, W. C. Hines had the misfortune to sprain
his ankle and he was confined to his room for ten
days.

George Quitmeyer has accepted a position in the
repair department of the Whelan-Aehle-Hutchin-
son Jewelry Company.
A second excursion to the Panama Canal will be

given by the Business Men's League leaving here
on February 3. A special committee has been
appointed to have charge. The tourists will
attend the Mardi Gras in New Orleans February
4 and will sail the following day. About a month
will be occupied in the tour. On the first excur-
sion several of our most prominent jewelers made
the trip.

Aaron D. Lerner, formerly with A. R. Brooks
& Co., has accepted a position with the Brooks
Jewelry and Optical Company.

E. A. Schoenle, traveler for the Marschmeyer-
Richards Silver Company, was called in from his
trip recently on account of the death of his brother
in this city.

Fred Miller, salesman for the F. W. Drosten
Jewelry Company, was confined at home one week
recently on account of illness.

J. C. McCoy, of the McCoy-Weber Jewelry
Company, returned recently from a business
trip through Southeast Missouri.

The North St. Louis Business Men's Association
held a banking reform meeting on Thursday night,
November 14, and it was very largely attended,
about 1,500 being in attendance. George A.
Mahan, president of the National Citizens'
League, made an address on the necessity of pre-
venting panics. The association intends to take

an interest in every proposition having a bearing

on commerce, and the engagement of Mr. Mahan

to speak on financial panics and their prevention

marks the first step in the association's policy.

A man called at the store of Frank Niehaus,

1302 Franklin avenue, saying he was sent there

to get a watch left for repairs. The man turned

out to be a crook and the police are now looking for

him.
The Klock Jewelry Company have opened a

new jewelry store at the corner of Eighteenth

street and Franklin avenue, this city.

J. E. Mitchell, of the Mitchell-Greer Jewelry
Company, Fort Worth, Texas, accompanied by his
wife, was a visitor here recently.
L. L: Gerber, who has been a house salesman for

the Maschmeyer-Richards Silver Company, will
represent them in Missouri, Kansas, Iowa, Ne-
braska and part of Texas. This is the territory
formerly covered by J. K. Venable, who resigned
recently to open a jewelry store at Emporia, Kans.

The large plate glass window of William Loeffel
& Sons, 612 North Broadway, was scratched one
night recently by a vandal, and very badly dam-
aged. Other merchants in the same neighborhood
had their windows scratched in the same manner.
The members of the St. Louis Advertising Men's

League discussed " Trade Journals as Advertising
Mediums" at one of their meetings recently. One
speaker, who led the discussion, declared that class
papers were the best mediums for the wholesaler
to reach the retailer, and endorsed their use in
preference to the general periodicals. Others who
discussed the subject agreed that the trade journals
were best for reaching retailers.
Ralph Haase, of M. M. Burnstine, is now on a

month's trip through the west and northwest.
George J. Hess, president of the Hess & Culbert-

son Jewelry Company, is contemplating a hunting
trip to the Ozarks of Missouri.

Well known trade visitors here recently were:
W. R. Hazelwood, Bardwell, Ky.; F. H. Kassell,
Cape Girardeau, Mo.; R. L. Reed, of G. W.
Cameron & Co., Poplar Bluff, Mo.; E. L. Hale,
Ridgeway, Ill.; C. A. Toelle, Litchfield, Ill.;
M. T. Motsinger, Rector, Ark.; W. W. Jahn,
Pacific, Mo.; Radunsky Brothers, Joplin, Mo.;
Charles Gardner, Sorento, Ill.; E. A. Collins,
and bride, Sullivan, Ill.; Mr. and Mrs. A. L.
Compton, Mound City, Ill.; Charles W. Scanlin,
Indianapolis, Ind.; J. S. Carter, Perry, Mo.;
Mertin Wolff, Wolff Brothers, Murphysboro, Ill.;
J. W. Pickthorne, Fornfelt, Mo.

Diamond Mines in Brazil

Facility with which Fakery May be Practiced

An authority on the mining situation in Brazil
says in the New York Sun: The article about the
"salting" of diamond mines in Brazil is interesting
to those who have been in the district described.
The statements in the article are, as far as I know
conditions, substantially true. However, it is well
to say that the men who have been so nearly
"bitten" they have only themselves to blame.
They dealt not with a Brazilian but with an Ameri-
can citizen who tried to sell them the commonest
kind of gold brick. Had they done as I and others
have done, that is to say, taken the trouble to
make inquiries at the Consulate-General of Brazil
in New York, or at the Brazilian Legation in
Washington, they would have learned just about
what is to be found in the article in The Sun.
Even had they neglected to do so, common sense
should have suggested to them to call either at
the American Embassy at Petropolis or at the
American General Consulate at Rio de Janeiro
before going inland. They could even have gone
to the Brazilian Department of Commerce and
Industry and they would have been warned there
not to invest in any of the many "played out"
diamond fields of Minas. If they had been a little
inquisitive they would have learned that not
Jews or Armenians, nor any member of the de-
spised Latin races, but citizens of the United
States of America were "exploiting" the so-called
diamond fields, as they have been doing for years.

I take this occasion to say that there are very
few mining opportunities for American miners in
South America. There are gold bricks a plenty,
invariably offered by foreigners, unfortunately
usually by our own citizens, but no South American
Government encourages mining booms; on the
contrary, they discourage such speculations.

There are everywhere so many undeveloped other
natural resources that the South Americans do not
want to bother with mineral wealth. Information
at the general consulates or legations of the respec-
tive countries will save many of our countrymen
trouble and expense.

There are many opportunities for American
capital in Brazil and other South American coun-
tries, but certainly not in mining.
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The Phenomenal Sale of this
Case Proves its Usefulness

Jewelers with a keen eye in every case relating to their business saw at once
the beauty, utility and cheapness of our 4IDEAL" CASE.

It is made of solid oak, or other wood desired, highly polished, beveled plate-
glass top, double strength glass front, ends and doors, has two highly polished
shelves of same wood as case, supported by Tom's adjustable brackets, metal
legs six inches high, and doors run on steel tracks.

DIMENSIONS :—Length as ordered, 28 inches wide, 43 niches high, upper
shelf 12 inches wide, lower shelf 115 inches.

The construction of this case is first class. It has a nicely molded top,
ornamented with egg and dart,

A BEAUTIFUL CASE

Made and sold by  u Salesroom, Office and Factory

Ilion Show Case Co. 401,:n4,9,721:sLiticoalkne St., CHICAGO
Grand Avenue Car

Wall Cases. Solid Oak. 8 feet long, 8 feet 4 inches high, 1 foot 4 inches deep
inside. Doors slide up, fistened to Morton's steel chains and weights. Inside of can. and
shelves lined with black felt. Made to ship in the knock down.

Net price, $58.00. Worth $70.00

WE REPAIR EVERYTHING IN JEWELRY
Gold and Silver Electro-plating

Mesh Bags Repaired
Resilvered and Relined

 $1.00 

Copyrighted June 19, 1912, by Breslavsky Bros.

Specialists in Difficult Repairing

BRESLAVSKY BROS., 51 Maiden Lane, NEW YORK

Here Is a Real
Record Breaker

Front

Your stock is not complete without it. Every Boy Scout will
have one. So will his boy friend. Every hunter, sportsman,
traveler, autoist, will buy it just to protect his gold one. Be
prepared to make the profit that's coming to you. For this
Scouts' Watch is being advertised in all the Boy Scout
Magazines and Saturday Evening Post.

Retails for $1.25 Satisfactory
your

nearest ijiurobfibt foerur you Orderte usamfirowme

will ship and charge through any wholesaler you say.

Scouts' Compass Watch Company
MINNEAPOLIS, MINN.—Irlome Office

Back
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Business Conditions Excellent and a Big Holiday Trade 
Assured—New Quarters

of A. P. Craft Company—Local Association of Merchants H
as Put in Practice

a New Plan of Aiding the Members

Indianapolis, Ind., November 22.—Business

conditions are very satisfactory. Travelers con-

tinue to send in nice orders and mail orders are

increasing. Retail trade fell off a little just before

Thanksgiving; it was the usual calm before the

storm. The Consumers' League is making great

efforts to encourage early Christmas shopping. A

vast number of postals have been mailed, in this
city, reading: "The annual eleventh hour Christ-

mas rush puts an unbearable burden on the shop

clerks. Shop owners would gladly close their

stores early, but the public won't let them. The

Consumers' League proposes to interest every

shopper in a plan to aid these clerks whose courtesy

and patience are so sorely tried during the rush

weeks. Just follow .this suggestion: Do Your

Christmas Shopping Early."

Most of the retail dealers have advanced the

prices on silver spoons, largely on new patterns,

since they were informed of the advance in price

by the manufacturers of silver flatware.

Workmen are installing, as quickly as possible,

handsome modern fixtures and furniture in the

J. H. Reed store. By December first the interior

of the store will be practically reconstructed and

wonderfully improved. The heavy old style

walnut cases will be supplanted by the most im-

proved style of show and wall cases. A balcony

in the rear of the room will be torn out, in fact

the entire place will be modernized. Mr. Reed

said "There will be nothing old left in the store

except the old and tried force of store people. We

couldn't improve on them."

S. D. Ellis, watchmaker with Gray, Gribben &

Gray, has the sincere sympathy of his many

friends on account of the recent death of his wife.

Charles B. Dyer has issued a very complete and

attractive sixteen page catalogue of the large

and beautiful line of fraternity goods manu-

factured in his shop. This shop has won a fine

reputation and a rapidly growing trade on the
fraternity and "unusual" jewelry, all handmade

which it turns out.
John Hartzen, in charge of the receiving and

shipping department of the J. C. Walk & Son's

store, has been somewhat handicapped since the

business was moved into the Merchant's Bank

Building. Until the first of the year it has been

necessary to place both the manufacturing and

shipping departments outside the building. Mr.

Hartzen has filled the same position with J. C.

Walk & Son for fourteen years, and is an expert in

his line.
The A. P. Craft Company, will soon be settled

in the finest and most complete manufacturing

jewelry quarters in the west. The new establish-

ment will include a general and private office,

lavatories, shipping room and an ideal workshop,

with space and excellent light for a very large force.

The Wulsin Building, on East Ohio street, in which

the Craft shop will be moved by January first,

is the most modern and best equipped building for

light manufacturing, in the city. It is thoroughly

fire-proof, with concrete floors so that there will

be no difficulty in placing and operating all the

machinery. By December first the shop will

be wired for the electric light and power and 
a

complete new outfit of benches installed but the

actual moving will have to be delayed until after

Christmas as the orders for Holiday work ar
e

keeping everybody on the jump. The A. P.

Craft manufacturing plant will be one of the

industries of which Indianapolis is so justly proud
.

Another firm which will move into the Wulsin

Building the first of the year is that of The Federa
l

Engraving Company. Mr. Elkins of the firm say
s

they will have splendid quarters, including offic
e,

engraving room and press room. This firm is

well-known to many retail jewelers who conduct

stationary and engraving departments. A number

of jewelers have found it very profitable to tak
e

orders for fine engraving, cards, invitations, and

programs, this branch of the Federal Engraving

Company shows a nice increase during 1912.

J. C. Sipe, diamond importer is showing the

largest and finest line of diamonds, for the Holiday

trade, that he has ever handled. His Fall importa-

tion included stones from 8 3/16 karat to the very

small stones, all were selected with the usual

"Sipe care." For weeks his stone setters have

been busy mounting diamonds for special orders

and for the Christmas stock. Mr. Sipe said that

his business for the past four months had been

from 40 to 60 per cent ahead of the same months

last year. "Money seems to be plenty and people

are certainly buying fine diamonds."
Among a recent published list of property owners

who pay taxes on the assessed valuation of $10,000

or more in Marion county, are the following names

of well-known Indianapolis jewelers: Christian

Bernloehr; John A. Bernloehr; Frank E. Brown of

Clark-Brown Company; F. M. Herron; Emil

Kernel, with C. L. Rost; Emil Mantel; F. M. Noe;

J. C. Sipe; M. Swartz; J. H. Reed; Carl F. Walk

and the incorporated firms of Baidwin-Miller

Company and J. C. Walk & Son.
Herbert Gardner, manufacturing jeweler asso-

ciated with his father, Edward Gardner, is getting

congratulations—it's a fine girl.
Among the new pupils enrolled at the

Douglas School of Engraving in the Baldwin

Block, are: Sam J. Miller, with Emil Rossier at

Martinsville, Ind.; E. M. Martin, Spencer, Iowa;

Vergil Sweeny, Lewisburg, Ohio; A. C. Williams,

son of Ed. Williams, at Bloomington, Ind.; John

Stuetgen, Sebewaing, Mich.
Fletcher M. Noe, who has been ill for several

months is still unable to spend more than a part

of each day at his store. His friends are anxious

to see him enjoying his old time robust health.
The breaking of a cable in the Noe street clock,

one morning last week, caused a number of in-

quiries as to when that reliable timepiece would be

in working order again. The clock is just op-

posite the Interurban railway station on the

busiest part of Illinois street and is consulted

many times a day by the public. The few hours

stoppage in the running of the clock was excellent

proof that a good street clock is a public benefit as

well as a splendid advertisement for the retail

jeweler.
L. S. Ayres & Co.'s window display of Thanks-

giving silver, was a wonderful and comprehensive

collection of beautiful pieces of Sheffield silver,

the display filling one of their large Washington

street windows.
The New York store began a "Department

Contest" November 11. In each of the sixty

departments an unusual effort has been made

to place on sale merchandise at prices that will

meet with a ready sale. The jewelry department,

under the management of William Angrove, and

the silverware and glassware department, under

the management of W. D. Sanford, are filled with

special offerings for the Christmas buyers, and it

is an assured fact that these two departments will

make a record in the race for sales.

J. A. Mitchell, for a number of years with F. M.

Noe, has bought out the manufacturing business

of M. Swartz in the State Life Building. The

business was formerly conducted under the name

of The Indianapolis Jewelry Manufacturing Com-

pany. Mr. Mitchell will do all kinds of trade work

and engraving. He has had experience at the

bench, is popular and a good hustler. His friends

wish him every success in his new venture.

An Indianapolis jobber, in discussing the con-

troversy over the size of commercial travelers'

trunks, now raging before the interstate commerce

commission and involving the railroads of the

country on the one hand, commercial drummers and

trunkmakers on the other, called attention to

the trunks used by jewelryLhouses. It has been

demonstrated that such lines as jewelry, silver-

ware, hardware and cutlery can be properly dis-
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played by the use of trunks which are forty-five

inches or less in length. The interstate commerce

commission has under consideration the proposed

rating upon baggage by railroads which con-

templates a penality for each inch beyond forty-

five in length and each pound in addition to the

present limitation of 150 pounds. It has been

shown that the average length of trunks in use is

thirty-four inches but trunks of various sizes up to

seventy-two inches in length and of all shapes

have been displayed and discussed before the

commission.
The Indianapolis Trade Association has re-

cently adopted a plan that has already proven

to be of much benefit to its 200 members. When a

salesman for any one of the jobbers or manu-

facturers, who are members of the association,

hears of a merchant who is wanting goods which

he does not handle he immediately mails a postal

to the secretary of the association giving full

details of the case and the secretary refers the

matter to such members of the association who do

handle the line of goods wanted.
The American 5 and 10 Cent Store Company,

have just moved into the large corner room of

The Saks Building on Washington street. The

rental lease calls for $18,000 per year. Two of the

largest and busiest departments are the jewelry

and optical. Some of the retail jewelers decry

the increase in the number of such stores but it

does not seem reasonable to consider such dealers

as competitors of any regular jewelry store, no

matter how small the store or the stock.
Asher W. Gray, of the jewelry firm of Gray,

Gribben & Gray, has made his plans to spend

several months this winter in southern Texas.

He owns quite a tract of very fertile land near

Brownsville, where truck gardening is carried

on with great success. Mr. Gray expects to leave

Indianapolis early in January, in time to enjoy

the fine fishing and hunting in which that country

abounds.
Carl L. Rost, is using a number of large sign

boards throughout the city to advertise his dia-

monds and Christmas stock of jewelry.
John T. Gardner, traveling representative for

Baldwin-Miller Company has enjoyed a splendid

road business this year and is still sending in fat

Christmas orders. Mr. Gardner is Past Senior

Counsel of the Indianapolis council of United

Commercial Travelers. He will serve as chairman

of the floor committee for the ninth annual ball

which the travelers will give early in December

in the beautiful ball-room of the Murat Temple.

Howard W. White, western road representative

for Baldwin-Miller Company, "ran in" the last

of October just long enough to refill his trunks,

after the biggest business he ever had over his

western territory had almost completely depleted

his stocks. Howard is likely to break all records

this year as he still had November and December

sales to add to his road accounts.
Both travelers and jobbers report a constant

demand for good watchmakers. The cry comes

from all parts of the state as well as from Indiana-

polis. There are plenty of so-called watch-

makers but skilled workmen are few. There has

been some talk of starting a watch school in this

city but it has been hard to get the necessary

amount of either interest or capital.
Charles Mayer & Co., have on exhibit, in their

chinaware department, twelve plates of the jubilee

period, from the Royal Saxon china manufactory

at Miessen. The order for china of the jubilee

period was placed in June, 1910, and was received

in November, 1912. The artist who decorated the

collection was Professor Achtenhagen. Connois-

seurs in china and several museums are anxious

to get the Mayer collection, but the firm want

the people of Indianapolis and vicinity to see it

before it is sold.
G. H. Conner, of Brownstown, Ind., writes

that prospects for Holiday business are very

favorable; crops are unusually good and every-

thing favorable to generous Christmas buying.

H. W. White, of Baldwin-Miller Company,

brought in the report that Dan McCarty, Charles-

ton, Ill., has moved his store to the west side of

the Public Square into larger and much better

quarters. Mr. McCarty is enjoying an elegant

business, the store is unusually attractive, the stock

splendid and there can be but one result—a big

Christmas trade.

(Continued on page 2527)
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A  Store Front To Make Sales i

This KAWNEER Store Front has actually modernized an old building—and at a :
nominal cost. Just consider for a moment the wonderful possibility of a KAWNEER g
Front—here is an actual example. 4

0
0
go
0
•

•

I A typical example of KAWNEER modernization. You will find just such
over the United States.

BOOK ON STORE FRONTS

I
Drop a card for Boosting Business No. 15. It won't obligate you—we want you to
know of the strides we have made in Store Fronts. Even if you do not contemplate a

I
new Front right now—get the book anyway and study into the subject—there's so
much to consider in a new Front that a little forethought now will result in more
business after the Front is in. Decide on a Front for your store—let it represent You.

I Simply say, " Send Boosting Business No. 15."

LADIES.
MISSES,JUNIORS
OUTERGARMENTS

_ LADIES.
[66.../ MISSES JUNIORS

OUTERGARMENTS
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Kawneer
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4
You can place your business on an entirely new basis by putting in a KAWNEER :Yf
Front. May be you do not own the building and do not feel disposed to remodel your 4
landlord's property, then go to him with a proposition to pay him a good interest (in
rentals) on the amount he may expend for a new Front. Thousands of such arrange-
ments are being made—it is of mutual benefit. You can make more money—likewise
the owner. Secure a desirable lease and you can pay for a new Front in a few months
—simply by increased sales.
This is not a " paper theory but one that has been proven in every city and town 0
in this country.
Now, our business is Store Fronts—we're specialists and by exhaustive investigations
the last seven years have come to know exactly what you need to Pull Business.

9
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KAWNEER MANUFACTURING CO.
Francis J. Plym, President

Home Office, Niles, Michigan

WE HAVE A BRANCH
NEAR YOU

Factories:—
Niles, Michigan
San Francisco, California
Toronto, Canada
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SHOW CASE LIGHTING

The logical illuminant for a show case should give it twice the
illumination of the store to show the goods to best advantage.

J-M Linolite Lamps
do this more effectively than ordinary bulb lamps, because the entire tube is
of equal incandescence on account of the uniform filament running the entire
length of the glass tube.

J-M Linolite Lamps are made in tube form. When joined end to
end, they give a continuous "line of light." They occupy the least space
in a show case and are the easiest to install.

Write our nearest House to-day for Catalog No. 410

H. W. JOHNS-MANVILLE CO.
Albany
Baltimore
Boston
Buffalo

Toronto

Chicago Detroit Louisville New York San FranciscoCincinnati Indianapolis Milwaukee Omaha SeattleCleveland Kansas City Minneapolis Philadelphia S. LouisDallas Los Angeles New Orleans Pittsburgh Syracuse
For Canada—THE CANADIAN H. W. JOHNS-MANVILLE CO., LIMITED

Montreal Winnipeg .Vancouver

9

F. C. JORGESON & CO•
159 to 167 Ann Street CHICAGO, ILLINOIS

MAKERS OF HIGH-GRADE

JEWELERS' FIXTURES

SPECIAL No. 107
COUNTER CASE AND TABLE

MADE IN ALL KINDS OF WOOD
OAK AND BIRCH IN STOCK

Write for our new catalogue

"THE t OFT IVERYTHINCI"
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Why the Retail Yewelers
Should Join Associations

BY PRESIDENT E. M. SCHWENKE, of the Minnesota

Association

Think of the hundreds and thousands

of dollars spent by individual firms and

corporations each year in perfecting plans

to get the trade away from the retail

merchants—also having laws passed for

their own benefit—and it has paid them

to do so. What have you done to check

it? Nothing. You have even hesitated

all this time to spend not quite $5 a year

to join the Minnesota Retail Jewelers'

Association. Why?
Do you know that if you would belong

to this organization; you and every retail

merchant joining hands with the rest of

us—The Minnesota Retail Jewelers' Asso-

ciation, The American National Retail

Jewelers' Association and the National

Federation of Retail Merchants, represent-

ing about 225,000 retail merchants—it

would not be so hard to remedy trade evils

and an easy matter to have laws passed

to benefit the legitimate retail trade and

the public. Are you going to wake up

and do your share by helping swell out

total membership?
What has your town done this year to

coax people to it? Push your town. It is

worth pushing. It is the home of your

family and your business. Let your

congressman know that you expect him

to be fair with your town on every vote

and move he makes in congress.

Find out the views of your senators,

representatives and congressman. Talk

Talk to them. Have every business man

do the same thing. Tell them what laws

your community is in need of and what

evils we must have remedied.

How much trade would you lose if mail

order houses, department and other stores

had to advertise honestly and sell at

established selling prices? None.

It is reported that the American pub-

lic is faked out of $77,000,000 annually

by misrepresentation. One Chicago mail

order house alone, it is reported, divided a

net profit of $20,000,000 among the stock-

holders last year. Are they selling cheap?

A federal law against fraudulent ad-

vertising and misrepresentation and a law

for the maintenance of a fixed selling price

by manufacturers are two of the objects

the Minnesota Retail Jewelers' Association

is working for in conjunction with the

National Retail Jewelers' Association and

the National Federation of Retail Mer-

chants, now representing about 225,000

merchants.
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The National Association depends en-

tirely on the different state associations

for its growth in membership, and in

return promises benefits a thousand-fold

for the dues it costs each member. I

hope you see clearly, and every merchant

should see clearly that it is almost a crime

for him not to be a member of his state

association.
The "fixed selling price" and fraudulent

advertising bills are being vigorously

opposed by the mail order houses, depart-

ment stores and cut-rate institutions.

They are spending thousands of dollars.

Do you see how necessary it is for you to

be paid up as a member of this associa-

tion, so we can turn the "benefits" our

way?
Every modern jeweler knows that trade

abuses existed (and still do). This asso-

ciation has stopped many; but with every
jeweler's support as a member of this asso-
ciation, we can accomplish more.
Don't be indifferent. Act now. Be a

live merchant. See to it that you are in
good standing. Everybody boost. Help
get more members. No one else will do
the work for us. We must join hands.
Everyone work with the association.
Every jeweler, in fact every business

man, is anxious to learn more about his
business and acquaint himself with the
more modern, up-to-date methods. Is
there any other place where he can gain
so much knowledge and help his dwn busi-
ness more than he can by being a loyal
member and attending the meetings of the
Minnesota Retail Jewelers' Association.

Parcels-Post and the Jewelry Trade

While it is true that the jewelers as a

body have been opposed to a parcels-

post system, there were many enterprising

members of the trade in the past who had

no fear of the innovation and little sym-

pathy with the opposing views of the

majority of their brethren. It is interest-

ing, now that a parcels-post law is about

to go into effect, to re-peruse such dissent-

ing views published in former issues of

THE KEYSTONE. The following appeared

several years ago, at a time when the

subject of a parcels-post was being widely

discussed:

In regard to the editorial "Small
Storekeepers and the Parcels-Post," which
appeared in your April issue, I would
state that in my opinion the proposed bill,
if it becomes. a law and is administered
properly, will be a benefit to jewelers.
Of course, I cannot speak for merchants
in other lines. I have adopted a rural
delivery scheme of my own, which may
perhaps interest your readers. I keep
three rural men who cover a radius of
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about four miles of the surrounding coun-
try. They have the necessary right to
carry merchandise outside of the mail,
and I have made these rates with them:
No package to cost less than one cent

for carrying each way.
Rates for packages from four to twenty

ounces, one-half a cent per ounce.
Common mantel or wall clocks, 15

cents one way, or 25 cents for delivery
to me and returning.
Common alarm clocks, 10 cents, or 15

cents both ways.
I sent out a letter, neatly printed, ex-

plaining the scheme and giving a list of
prices on repairs. This letter stated that
in case any customer wanted to make a
purchase he or she could write me, and I
would send on memorandum a selection
of the goods required. Whenever possible
I return, the day after receiving them,
articles sent in for repair. For this pur-
pose I use large envelopes, on which suit-
able advertising matter is printed. I
send a smaller one for the conveyance of
repair jobs, and this, too, contains ads.,
together with my name and address in
the usual form.

I find this system a good one, and when
I get it working to full satisfaction I con-
template selling space on the envelopes
to other merchants in the town. The
personal communication with the people
gives me a chance of enclosing several
different ads. printed in circular form, and
these are effective as a means to "follow
up." If possible, I may get up a small
trade paper, to be issued every month
or two and sell advertising space in it to
other dealers. You see the scheme can be
adopted in a number of different ways,
and if it can help any other jeweler I am
glad to tell of it through THE KEYSTONE.
The point which I now want to bring to
the attention of your readers, is that
the parcels-post bill provides for a rate
of one-quarter of a cent on sealed pack-
ages, and that is really cheaper than the
rate I am paying under my own arrange-
ment.

This letter goes to prove the wisdom of
taking advantage of every opportunity
that offers, and evidences the possibility of
turning almost every happening to ad-
vantage. Many of the trade merely
grumble at changeing conditions and make
no effort to adjust their business to the
changes. The motion of the earth and
the progress thereon will not stop at the
behest of the grumblers, and the logical

thing to do is to buckle down to business
and make the best of conditions as we
find them.

It is quite possible, and it is well to
think so, at least that the new parcels-
post law will not prove by any means an
unmixed evil to the trade. It is the im-

perative duty of all at this time to study

it thoroughly in order to reach some proper
conclusions as to how it may be put to

best advantage.
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KANSAS CITY
CASSITY'S

TRANSPARENT ELASTIC TRANSFER ENLARGES OR
REDUCES THE IMPRESSION TO ANY

DESIRED SHAPE OR • SIZE
VOL/SEE THE- SPOON TRANSPARENT
THROUGH rme RUBBER
RUBBER. /APHRAGM

STRETCH THE
LETTER TO
ANY SHAPE Y RATCHET

ROLLER

One-half size

FOR EXPERT

ENGRAVERS

FOR NEW

BEGINNERS

PRICE OF TRANSFER STRETCHER, -
Price of Transfer Plate, - - - -
Price of Transfer filler in tin box, - -
Price of Rubber Diaphragm, each 10c., 3 for
Complete Outfit - - - - -

N. 121

EDWARDS-LUDWIG-FULLER JEWELRY CO.
KANSAS CITY, MO.

- $4.00
- .50

.25
- .25

5.00

TOOLS MATERIALS

OPTICAL GOODS

MEYER JEWELRY CO.
12th and Walnut Streets

Boley Building

KANSAS CITY MISSOURI

Jewelry Manufacturing

and Repairing

WOODSTOCK-HOEFER
WATCH & JEWELRY CO.
Keith & Perry Building
9th & Walnut Streets Kansas City

Complete Lines of

Diamonds, Watches,
Gold and Filled Jewelry,
Silverware, Clocks, Cut
Glass and Novelties

Orders filled from any legit-
imate catalogue published

Give Us a Trial Wholesale Only

THE FACT IS

Goods Well Displayed
Are Half Sold

Neat, well-made Cases and Fixtures are absolutely
necessary. You will be interested in Our Line.

WRITE US TO-DAY

A. R. JACKSON, KANSAS CITY
SHOW CASE WORKS CO.

KANSAS CITY DEPT. L MISSOURI
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KANSAS CITY

Wholesalers Warn the Trade to Order Early—Great Rush May 
Cause Scarcity of

Supplies Later—May be a Record Season with Fine Outlook for Ne
xt Year

Kansas City, Mo., November 23.—With the

nearer approach of the Holiday season Kansas

City wholesalers and manufacturers are begin-

ning to realize the wisdom of those who pre-

dicted such a rush of late orders from the

country that local houses would be swamped.

Such well posted men in the business as Noble

R. Fuller, of the Edwards-Ludwig-Fuller Jewelry

Company; James M. Scott, of the Woodstock-

Hoefer Watch and Jewelry Company; C. C.

Hoefer, of the Hoefer Jewelry Company; Louis

Meyer, of the Meyer Jewelry Company; D. B.

Ward, of D. B. Ward & Co.; C. B. Norton, of the

C. B. Norton Jewelry Company; C. A. Kiger, of

the C. A. Kiger Jewelry Company, and Harry

Porter, of the Porter & Wiser Jewelry Company,

have declared all along that the belated country

buyers would be disappointed unless they got their

orders in early. While no orders have been turned

down yet, it would be no surprise if hundreds of

country merchants would find themselves unable

to get goods needed for the Holiday trade. The

general prospects of this year's business are

splendid and even now some of the local houses are

beginning to figure on next year's business which,

with good crops, ought to be even greater than this

year. Collections are slow as yet but this is causing

no uneasiness at present.

The second monthly dinner of the recently re-

organized Kansas City Jobbers' Association of

Jewelers and Opticans was held at the Hotel Kup-

per November 12 with twenty-five jewelers and

opticians in attendance. No special business was

transacted except the adoption of by-laws which

had been formulated by a special committee. On

account of the Holiday business no dinner will be

held in December, but the association expects to

resume these delightful monthly functions after the

first of the new year.
E. L. Donaldson, formerly Texas traveler for

the Edwards-Ludwig-Fuller Jewelry Company,

returned to Kansas City recently and will remain

in the house until after the first of the year. Mr.

Donaldson is recovering rapidly from his recent

illness.
The little daughter of Ward Lewis, of the C. B.

Norton Jewelry Company, was painfully injured

recently by falling out of the family automobile

while it was standing at the curb. The injuries

consist of bruises about the face but there will be

no permanent effects.
Charles C. Hoefer, president of the Hoefer

Jewelry Company, attended the funeral of the

late W. A. Hyde, at Ottawa, Kans. Mr. Hyde

and Mr. Hoefer had been intimate friends for

many years.
R. J. Flint, a watchmaker to the trade who has

been seriously ill, is now able to be at work.

R. W. Davenport, formerly with the Porter &

Wiser Jewelry Company, has opened for himself at

614 Ridge Building sharing space with Simons

& Greefbaum. Mr. Davenport was also with 
the

Jaccard Jewelry Company for several years.

George L. Brenning has returned from an ex-

tensive trip over the southwest and reports splen-

did business prospects. From now until after the

Holidays Mr. Brenning will be in his office.

E. B. Van Ness, of Mound City, Kans.' 
was in

Kansas City recently and while here purchased a

handsome five passenger Stafford automobile which

he drove to his home.
George H. Edwards, president of the Edwards-

Ludwig-Fuller Jewelry Company, has bought a

1913 Cadilac and his office seldom sees him these

fine Fall days.
J. J. Esslinger, of the material department of

the Edwards-Ludwig-Fuller Jewelry Company,

is the happy father of a ten-pound girl.

A. L. Cline and wife, of Wellsville, Kans., spent

several days in Kansas City the middle of the

month.
Earl Littlefield, of the material department of

the C. B. Norton Jewelry Company, is in the house

again after an illness of two weeks.
C. E. Tieman, of California, Mo., president of

the Missouri Association of Retail Jewelers, bought

practically all of his Holiday stock in Kansas City.

Mrs. Henry J. Norton, wife of Henry J. Norton,

of the C. J. Norton Jewelry Company, is recovering

from a serious operation performed in a local hos-

pital.
E. L. McDowell and wife, of Arkansas City,

Kans., were in Kansas City for a week recently on

a shopping and business trip.
Miss Welma Brown has accepted a position in

the clerical department of the Edwards-Ludwig-

Fuller Jewelry Company.
John M. Mason, recently appointed field secre-

tary for the National Wholesale Jewelers' Associa-

tion, has been spending the past two weeks in the

southwest calling upon local jewelers. He is

recruiting new members to the association and
making the acquaintance of old ones. Mr. Mason

will return to Kansas City soon where he will open

an office which he will occupy until January 1,

when he expects to transfer his work for an

indefinite period to Chicago.
H. J. Bethel and G. V. Allen, travelers for the

C. A. Kiger Jewelry Company, were in the house

recently replenishing their trunks.
Leslie White, Kansas and Oklahoma traveler

for D. B. Ward & Co., was in the house a few days

ago filling his trunks. He reports good business in

his territory.
Kansas City jewelers have been much amused

at the clever deal turned by Walter Starcke, of

Junction City, Kans., secretary of the Kansas

State Board of Optometry and one of the best

known jewelers in the west. Mr. Starcke is a

famous "hustler" and he showed the jewelers of

Kansas City a thing to two recently which was

related thus in a local newspaper: "When Walter

Starcke was called to Kansas City, Kans., yester-

day to testify in a criminal case, he expected to

give his testimony and return home. But the case

wasn't called yesterday and having nothing to do

he wandered about the court house and found the

auction of lots for back taxes which Joseph Brady,

under sheriff, was conducting. He bought ten

lots ranging in price from $2 to $16. After the

sale was over he sold several of his lots without

leaving the court-house or seeing the property

and cleared enough money to pay for the rest."

Mr. Starcke hadn't the remotest idea where his

lots were located being a stranger in the city,

but the incident goes to show that you just can't

keep Walter Starcke from making money wherever

you put him down.
Sixty-three opal rings valued at $150 were taken

from the pocket of Max Binkowitz, when he was

arrested in Kansas City Tuesday, November 19,

charged with receiving stolen property. The rings

are said to be the property of Meyer & Gross, a

jewelry firm of Newark, N. J. Edward J. Gross, a

Kansas City member of the firm, charges that

Binkowitz bought the rings from a former traveling

representative of the Newark firm.

Among the visiting jewelers in Kansas City

recently were: C. J. Sim, Laplata, Mo.; G. T.
Meloy, Leeton, Mo.; C. A. Tucker, Lincoln, Neb.;

W. S. Noble, Drexel, Mo.; S. J. Strickler, Salina,
Kans.; J. H. Whiteside, Liberty, Mo.; M. W. J.
Holt, Stillwater, Okla.; W. H. Meyer, Lawson,
Mo.; H. C. Milligan, Galatin, Mo.; J. A. Zimmer-

man, Warrensbaugh, Mo.; B. H. Beatte and Fred

Beatte, Woodward, Okla.; Abe Rosenfield, Leav-
enworth, Kans.; V. W. Huffman, Herington,

Kans.; John Kelley, Marshall, Mo.; W. P.
Fincher, Tonganoxie, Kans.; C. W. Bowen,

Brunswick, Mo.; H. C. Hansen, St. Marys, Kans.;

E. W. Smith, Winchester, Kans.; John Gillies,
Fort Scott, Kans.; C. P. Akers, Cordell, Okla.;

A. E. Zuckschwart, Tipton, Mo.; Leander Hall,

Hominy, Okla.; J. P. Wormerringer, Sharon
Springs, Kans.; F. E. Pirtle, Council Grove, Kans.;

C. G. Schmidt, Okema, Okla.; W. G. Morhart,

Eufala, Okla.; S. E. Cogswell, Kirwin, Kans.;

C. S. Poole, Joplin, Mo.; J. 0. Scott, Paola, Kans.;

W. H. Watkins, Breckenridge, Mo.; C. H. Gerry,

Columbia, Mo.; F. A. Weseley, Holyrood, Kans.;

H. 0. Woodbury, Olatha, Kans.; Charles F.

Gauen, Excelsior Springs, Mo.; J. C. Shean,

De Sota, Kans.; J. A. Hacker, Tipton, Mo.;

N. L. Harris, Manhattan, Kans.

Indianapolis

(Continued from page 2523)

A. B. Westbury, of Rankin, Ill., was a welcome
buyer on the Indianapolis market early last

month.
The recent death of P. G. Ahring, a retail

jeweler of Sunman, Ind., has been reported.

E. E. Mosiman & Co., at Bluffton, Ind., have

put their store in splendid condition for the Holi-

day season. The room has been redecorated, the

stock attractively displayed and a number of

minor improvements made "no dull surroundings

or shabby looking stock for the Mosimans,"

was the comment of a local traveling man who had

just sold a nice Christmas bill to the firm.

R. H. Manzey, Dana, Ind., was a Christmas

buyer on this market last month. A little over

two years ago Mr. Manzey went from this city

to Dana and rented a space in one of the busiest

stores of the town. In a year he found that his

business demanded larger quarters, since then

he has greatly increased and improved his stock.

He is anticipating a big Holiday trade and bought
accordingly.
Clyde Porter, of The Porter Jewelry Company,

Tipton, Ind., was recently met at Baldwin-

Miller Company's where he was "filling in shorts."

The Fall trade had been excellent, necessitating

a re-order on most of the stock purchased for the
regular Christmas season.
W. H. Dunkle, Centerville, Ind., visited the

local market last month in preparation for the

Holiday trade which he thinks will be fine.
J. F. Harding, Brownsburg, Ind., was in In-

dianapolis, a few days after the national election

feeling and looking fine. Being on the winning

side Mr. Harding had won a few friendly bets from

some of the boys in the local jobbing houses.

Claude E. Stopps is advertising his jewelry

store at Nappanee, Ind., for sale. He desires to

give his attention to another line of business.

A. A. Barnes, formerly in the jewelry business

at Spencer, Ind., was a recent visitor in this city.

William Schafer, watchmaker with I. Bremen

305 W. Washington street, Indianapolis, will

eat his Thanksgiving dinner in his new home on

Sixteenth street. He has been building the house

during the summer.
A despatch from South Bend, Ind., announced

the death of a man well-known to many members

of the trade in this city and throughout the state.

Many of them had been his fellow workmen in the

South Bend factory. Frank B. Reaves, former

superintendent of the South Bend Watch Company

who caused a sensation two years ago when he

became lost in Europe, and was not heard from for

months, is dead. His mind became affected while

he was crossing the ocean, and detectives through-

out the world searched for him. He died at the

Northern hospital for the Insane in Logansport.

The Indianapolis Bank & Store Fixture Corn-

pany have fitted out the Drug department of

Campbell & Kersey, Darlington, Ind., with eight

mahogany and plate glass show cases to match

the fixtures in the jewelry department. Travelers

tell us that the Campbell & Kersey store is one of
the prettiest and most modern in the state. The

line of jewelry carried is of high grade. Mr.

Kersey made a recent visit to this city, called on

the jobbers and reported prospects for a good
Christmas trade in jewelry were very bright.

The trade friends of John Hoke, at Portland,

Ind., will be glad to hear that his wife, who has been
dangerously ill, is well on the road to recovery.

D. S. Whitaker, Lebanon, Ind., has given a

general brightening up to both his store room and

stock for the Holiday season. A traveling man,

who had just visited Mr. Whitaker, said "Whitak-

er's store looks elegant and the stock is in splendid
condition, he is sure to have a big Christmas."
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ALEXANDER H. REVELL & CO.
High-Grade

Jewelry Store 

Fixtures

NO. 600. WALL CASE

A SPECIALTY

No. 600. WallCase.Carried
in stock. Lengths: 6-ft., 8-ft.
and 10-ft. Mirror Recess,
3-ft. long. Birch, Mahogany
Finish, Oak, Golden Finish.

Write for Prices 

Rees, Dayton, Eastman
and Hawthorne Streets
CHICAGO, ILLINOIS

OLD PLATED WARE, BRONZE FIGURES, STERLING SILVER, ETC.,
REPAIRED AND REPLATED TO LOOK EQUAL TO NEW

GOLD PLATING, SILVER PLATING, OXIDIZING,
POLISHING, LACQUERING

Before Repairing

We furnish any size new BRISTLE
BRUSHES, CELLULOID COMBS,
CUTICLE KNIVES, BUTTON
HOOKS, NAIL POLISHERS ETC.,
and fit same to any shape mountings.
CHATELAINE BAGS repaired and

relined with Silk, Chamois, Suede or
Kid.
DESIGNS AND ESTIMATES for

special Sterling Silver pieces furnished.

Work called for and delivered. After Repairing

LOUIS J. MEYER PHILADELPHIA
TLSAErli

ESTABLISHED 1892
,

Mr1=1■P

111■11L

"V■
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vd.\\.,c_occVt.X.
CATALOG

al"titt"'as

NEW G. & M. 1913 CATALOG JUST OUT

THE JEWELERS, WATCHMAKERS
and OPTICIANS will do well by

writing for our 1913 CATALOG,
MAILED FREE. It contains a full line
of WATCHES, DIAMONDS,
JEWELRY, OPTICAL GOODS,
WATCHMAKERS' and OPTICIANS'
TOOLS, MATERIALS and MA-
CHINERY of the best makes the
American and Foreign markets afford.
It will pay you to have our catalog.

Gordon & Morri Wholesale Jewelers and Opticiansson, 210 W. Madison Street, CHICAGO, ILL.

GORDON 4
MORRISON
WHOLESALE

JEWELERS AND
OPTICIANS

ESTAB• 1E102

Chicago, III.

TO THE TRADE
I F you break a stone or need one to match ; IF you have one to be fitted or IF you haveany stones in the rough and want them cut for mounting ; IF your setter chips a diamondor IF your customer has a cushion diamond to recut round ; IF you have a call for anything ina real or imitation stone and IF your customer wants a crest, date, name or monogramengraved or incrusted in a stone, send to us and we will send it to you by return mail.

KLEIN BROS. LAPIDARY CO.
No. 7 West Madison Street CHICAGO, ILLINOIS
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Approaching the Limit of

Increasing Gold Production

Is Our Standard of Currency Nearing Its

Equilibrium?

From the present outlook in the gold-mining

industry of the world, gold production will have

reached its maximum within the next twelve

months, and it is possible that 1912 will show a

positive decrease, says H. C. Hoover, in a recent

article in the New York Sun. Continuing with a

review of the various countries in respect to their

future gold production, Mr. Hoover said:

The placer gold of Europe was practically ex-

hausted in Roman times. Lode mining there is a

small industry and every foot of ground is known.

In Asia the Chinaman has washed the gravels from

Siam to Tibet and Mongolia centuries ago. In

lode mining I can say from three years of explora-

tion there that he has long since exhausted the

mines down to water level and if mines do exist

it will be a very slow business finding them.

No Great Expectations from Central Asia

I do not myself believe there exists in China or

Central Asia a district of such importance as to

materially affect the question, for no greater

illusion exists than that the Chinaman has any

prejudice against mining for gold—when he can

make a profit. And he can make lode mines profit-

able by hand labor on which we could not earn a

cent with the finest machinery ever built.
In India mining has been going on for thousands

of years. The placer deposits are exhausted and

in the only lode-mining district of importance we

discovered the mines are now 3,500 feet deep and

are becoming very difficult to operate. India has

been decreasing its output for the last six years,

and it will inevitably continue to do so.
In Asia Minor the alluvial gold has been ex-

hausted since Crcesus's time. There may be some

lode mining, but it is a striking fact that none of

the districts that were worked by the ancients—

and they worked everything they could find—

give any evidence of large volume.
In Egypt hundreds of ancient workings have

been opened up during the last few years to the

grief of the operator. In fact all mines in these old

civilizations, Egyptian, Chinese, Central Asia and

India, were worked by slaves or convicts who were

fed with impressed food so that all of the metal

was profit, and thus hundreds of deposits were

worked which prove of no use to the modern opera-

tor with all his appliances. And it is scarcely

probable that the ancients deliberately chose the

worst deposits.
In Australasia, the placer industry is in its dotage.

The lode districts within the periphery of say

300 miles from the coast lines, are in their

decadence, the great interior desert is partially

unknown but has in recent years been much

traversed. The districts in the interior so far

discovered, such as Coolgardie, Kalgoorlie, etc.,

are all decadent. The maximum output from

Australasia was reached about five or six years ago,

and it has been steadily decreasing ever since.

United States Dredge Production

Placer mining in the United States made a

recovery from apparent extinction a few years

ago by the rise of the dredging industry; this has

passed its zenith and the output will soon begin

to decrease if it has not already done so. Lode

mining has had no accessions since the Nevada

discoveries of ten years ago. Altogether the

outlook is decidedly toward diminution of the

output, for lack of sufficient new recruits to fill the

places of those producers now imminent of death.

Canada poured a vast quantity of gold out of the

Klondike hand-worked placers, but that stream has

become but a trickle from the giant dredges now

being built to work over the leavings of the early

pioneers. Elsewhere, even with Porcupine thrown

in, that country cannot, from anything in sight,

maintain its average of ten years ago, although the

unknown territory in that country is nascently

more pregnant of new mines than the now well

prospected countries further south.
Siberia has been vaunted as the future gold

source of the world, and gold is wonderfully

distributed over the country. But so are dis-

mantled mills and abandoned dredges—a confirma-
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tion of the opinion of all engineers of experience in

that region, that but little of the area promises profit-

able mining. Some hope exists, however, for suc-

cessful new dredging areas in the extreme northeast.

South and Central America placer gold was

practically all seized by the Spaniards. The lode

mining has had English capital poured into it for

generations. One company is over a century old.

And on balance only a loss has resulted.

The Rand will not Increase Its Output

On the Rand, which produces over one-third of

the world's gold, the mines are already becoming

fairly deep (there are considerable workings at

more than 3,500 feet), the ores are becoming

poorer with depth, the profit to be won from the

shallower areas was vastly overestimated, labor

and physical conditions are steadily becoming

more difficult, working costs are rising and grade

of ore falling. This district will certainly not

materially increase its output, and I should not be

surprised to see an appreciable decrease within

twelve months. It will go on producing gold for

fifty years, but in steadily diminishing quantity

and even ten years will see a great decrease.
Outside of the Transvaal, there are two large

areas known in Africa, that is Rhodesia and West

Africa. The gold deposits of Rhodesia are mostly

the erratic quartz type, and en bloc cannot be

expected to return the money invested. The

British public has invested this money under the

glamour of the Rand, and will not repeat very

often the game of spending $20 of labor and ma-

terial to get $10 in gold.
West Africa has been vastly overestimated, and

the tombstones of English companies who have

been operating there are now being set up by the

score. There are some unexplored places on that

continent but they are much less than is currently

believed by those unfamiliar with the vast amount

of prospecting that has been in progress during the

last fifteen years. Large areas of the Congo Free

State, Uganda, Nyassaland, Nigeria, Sudan,

Sahara, etc., have been demonstrated to be

geologically unfavorable, and the probability of any

gold industry is of the remotest kind in these

territories.

Few Opportunities for Improved Methods

It is not my point that no new mines will be

discovered; it is that great districts are unlikely

and that the annual supply of new isolated mines

will not replace the frail and dying members.

The great opportunities for the application of

newly discovered methods have all been taken

advantage of; no industry has had such a generous

supply of capital for every warrantable enterprise.

Further the opportunities for improvement on

modern methods, and thus the renewed play of

lower-grade or refractory mines, are no longer of

importance. The increase in percentage recovery

from 60 per cent to over 90 per cent offered many

opportunities and realized much increase in pro-

duction, but the region for expansion between 92

per cent and ultimate 95 per cent is small.
The cost of working has been reduced to near

bedrock by mechanical equipment, until the room

for further improvement amounts to cents per

ton and not dollars as it was formerly. And in

this last connection the cost of wages and supplies

in this industry is increasing like all others and will

more than offset any reduction due to improved

methods. The working costs on the Rand, in

'Australia, in Russia and elsewhere show a con-

siderable rise during the last two years. This in

itself will tend to diminish the output.—The

Engineering and Mining Journal.

Human Compass

While we cannot vouch for the truth of the

statement made by a Paris journal that the human

body may be made to act like a compass and

place itself due north and south, the idea is an

interesting one and is said to be not difficult to

prove by an actual trial. Take a wide plank as

long as the person's body, insert at the middle

a sewing thimble or other suitable hollow metal

piece, placing the whole upon a metal pivot fixed

in the ground and about 20 inches high, so that

the board can turn about easily. The person lies

upon the board, with the arms laid next the body.

It is claimed that the board will then turn about

and finally take a position which is just north and

south. Thus we have what might be called a

"human compass."

2529

Master Humphreys' Clock

The origin of the title of " Master Humphreys'
Clock" is not generally known, and the following
account may prove interesting.

William Humphreys was born at Barnard Castle

in 1812, and in 1828 he commenced to make the
celebrated "Master Humphreys' Clock." This is

an interesting-looking, center-second pendulum
clock, with dead-beat movement, and is mounted
in an ornamental wooden case which formerly
belonged to a Dutch clock made about the year
1640. William Humphreys purchased this, when

the clock movement was completely worn out,
from its owner, Mr. Robeler, Tanpits, Barnard
Castle, and installed therein the Master Hum-
phreys' clock. In 1829 this clock was completed,
and placed in the niche on the right-hand side of
the glass shop-door at Barnard Castle.

In 1835 a law case had drawn the attention of
Charles Dickens to the wretched condition of
certain cheap Yorkshire schools; so in the follow-

ing year he arrived with his friend, Mr. Hablot,
K. Browne ("Phiz ") at the King's Head Inn,
Barnard Castle, intent on acquiring full details
concerning them for use in his work Nicholas
Nickleby.

Charles Dickens, in walking from his inn
towards the Tees banks, the Abbey Bridge, and
Rokeby, used to step into Humphreys' shop on
the way thither to learn the correct time by
"Master Humphreys' Clock," and thus became
acquainted with the clockmaker and his son,
Master Humphreys, and soon mentioned the object
of his presence in the district. The elder Hum-
phreys knew personally the principal of the school
Dickens had determined to portray, so was easily
persuaded to introduce Dickens and his friend
("Phiz") to Mr. Shaw's establishment, situated

in the village of Bowes, near Greta Bridge, York-
shire, and in the vicinity of Barnard Castle.

Charles Dickens, on his return from his lecturing

tour in America, acknowledged his indebtedness to
old Humphreys by sending him an author's copy
of the book, accompanied by a letter of thanks,
adding that he had determined to perpetuate the
acquaintanceship by calling his next work Master
Humphreys' Clock. Dickens wrote of his decision
to his friend Forster as follows: "The final title
I have determined on, or something very near
it. I have a notion of this old 'file' in the queer
house opening the book by an account of himself,
and, among other peculiarities, of his affection for
an old quaint, queer-cased clock, showing how,
when they have sat alone together in the long
evenings, he has got accustomed to its voice, and
come to consider it as the voice of a friend; how
its striking in the night has seemed like an assur-
ance to him that it was still a cheerful watcher at
his chamber door; and how its face seemed to have
something of welcome in its dusty features, and to
relax from its grimness when he looked at it from
his chimney corner. Then I mean to tell how that
he has kept his old manuscripts in the old, dark,

deep, silent closet where the weights are, and taken
them thence to read (mixing up his enjoyments
with some notion of the clock), and how, when the
club came to be formed, they, by reason of their
punctuality, and his regard for this dumb servant,

took their name from it. And thus I shall call
the book either Old Humphreys' Clock or Master
Humphreys' Clock, beginning with a woodcut of
old Humphreys and his clock, and explaining the
why and wherefore. All Humphreys' own papers
will be dated from My Clockside."
The first weekly number of the serial thus

described made its appearance in September, 1840.
Master Humphreys' Clock was altogether an

imaginative work. The clock is described as "a
quaint old thing in a huge oaken case, curiously
and richly carved," differing from the old York-
shire clock which Dickens had lived beside for so
many weeks in the year 1837. But old feelings
are awakened when he tells us how "its fame is
diffused so extensively throughout the neighbor-

hood that I have often the satisfaction of hearing

the publican or the baker, and sometimes even the

parish clerk, petitioning my housekeeper to inform

him the exact time by Master Humphreys'
Clock.'"
That the "Master Humphreys' Clock" herein

described is the original clock is demonstrated in

the most satisfactory manner by the various

documents and the photographs handed on with it.

—The Connoisseur.
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OSMERS, DOUGHERTY COMPANY
SEED
PEARL
BROOCHES
PENDANTS
NECKLACES
COLLARS
ROPES
EARRINGS
BAYADE RES
SAUTOIRS

Send for our
CIRCULAR

MANUFACTURING JEWELERS

291-293 SEVENTH AVENUE, NEW YORK
Between 26th and 27th Streets Phone 913 Madison

PLATINUM
COLLARS
PEARL MESH

WORK
SCARF PINS
PENDANTS
EARRINGS
MOUNTING

also to Order

Order and repairwork
of all kinds executed
by skilled workmen.

IHRIOCIRMODOCIRRIGOODOODISOf XXX10000130011100011136011011% XXXICOULURIKRXXICOBOOMR101100001111XXICX10001300001301 X RICIODOCRA

00 Reward w"1 be paid

1
00

to any Jeweler
who can prove that we failed to make
"good" any article bought from us
and which did not wear satisfactorily.

BUFFALO JEWELRY MFG. CO.BRISBANE BUILDING BUFFALO, N. Y.

We sell to the legitimate Jewelry Trade only

PIP

BRACELETS
LOCKETS
FOBS
CHAINS

HAVE OUR STAMP

X X X
GOLD FILLED
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We Make THE FRENCH ALLIANCE WEDDING RINGS
The graceful style of the Alliance Ring is rapidly supplanting the use of the old-style wedding rings
Its mysterious construction is another reason for its increased demand.

We have thus far supplied the entire demand, and we take these means to inform you that should
you need them we can supply you.

These rings are most carefully adjusted; the joints are barely perceptible, except by a magnifying glass.
Whenever engraving is desired, it is done in the inside flat surface. They are easily opened as shown

on illustration by inserting a sharp instrument, for instance a pin, in the inside pin hole.

They should not be pried open, as this would destroy their adjustment.

14 karat, 3 dwts., $1.30 per dwt. net; in dozen lots, $1.25 per dwt. net.
18 karat, 3 dwts., $1.45 per dwt. net; in dozen lots, $1.40 per dwt. net.

LEONARD KROWER, Manufacturing Jeweler, Canal & Exchange Place, NEW ORLEANS, LA,
MIRSO0811001)01RRIMOCRILIOCIMOODOODOODOCIENIC00000(113013001100OCIOIRRI00114300081RIVARRMOMMOCRRICRURXRXXIIRMOODERMOM
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BEFORE

Mesh Bags Repaired, Relined and Refinished
$1.00 to $1.25

We Can Repair or Replace Any Article in the Jewelry Trade. Gold
and Silver Electro-Plating and Coloring. Monograms removed from
all kinds of Silverware and Jewelry. Refinished like New.

WRITI FOR OUR PAMPI-ILIIT

7=

AFTER

THE GLOBE ART MANUFACTURING CO.
51 and 53 MAIDEN LANE, NEW YORK
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DALLAS AND THE LONE STAR STATE

Unusual Anti-Holiday Activity—A Fine

Carnivals in Houston and Waco—Vis

Their Purchases

Dallas, Texas, November 22.—All are now busy

with preparation for Holiday trade, and favorable

conditions point to a most satisfactory season.

The city has had a little army of trade visitors

whose liberal purchases evidenced their happy

feeling.
In good-natured rivalry of the breezy city of

Waco, has just opened the gates of the thirteenth

celebration of the Cotton Carnival running a close

second to Houston in her enterprise. For gor-

geousness and grand display, for mirth and humor,

fun, gayety and royal festivities it would be almost

impossible to imagine anything more elaborate

than this year's entertainment. costumed in
the most elaborate fashion, crowned with costly
jewelled insignias of their rank the King, Queen and
numerous Courtiers filled their offices and con-
ducted their parts in a manner fitting any regal
being. Beautiful and gorgeous trees, flower beds
and various ornamentations in forestry adorned
the grounds everywhere, the whole scene present-
ing one of grandness such as few royal castles
possess anywhere in the civilized world. The foun-
tain in the midst of the grounds was decorated and
lighted up with a myriad of incandescent lights
producing a scene more beautiful than a perfect
sunset in the Alps in Switzerland. This year's
endeavor has so far proven the most successful
in the history of the association.

Amid the blaze of thousands of lights, embank-
ments of floral decorations and surrounded by the
richest of furnishings and appurtenances, King
Nottoc XVI and his Queen opened the annual
No-Tsu-Oh carnival at Houston. This event is
one that attracts nation-wide attention, its impor-
tance having grown to such proportions visitors
from all over the country hie themselves to Hous-
ton to witness the festivities and indulge in the
good times. On the present occasion the Gover-
nor, 0. B. Colquitt, his wife and staff honored the
festal gathering with their presence, as did the
predecessors of the present King and Queen.
The King's robes were an exact duplicate of the
robes worn by King George of England when he
was crowned in June 1911.
The King made several gifts to his Queen, the

matron of honor, the goddesses of the court and to
the maids of the Queen. The King's gift to the
Queen was in the form of a pendant—a basket of
grapes. The basket was of gold, of rare design,
while the grapes were pearls, the whole being
studded with diamonds, the brightness of which
was brought out sharply by settings of platinum.
To the goddesses of his court the King presented
brooches of pearls and sapphires, while to the
matron of honor and the maids to the Queen
there was presented bar pins studded with the
same jewels, and signet rings from which diamonds
glittered. The King's pages also were given
signet rings. The Queen in turn presented to the
matron and maid of honor gold barrettes of filagree
design and to her pages she gave fancy gold pins.
This year's carnival is one that will long remain
in the minds of all those who either participated
or were only spectators.
H. D. Washburn, manufacturing jeweler, for-

merly with the Meyer Jewelry Company, Kansas
City, Mo., has returned to Dallas after an absence
of two years and expects to re-engage in the busi-
ness at this place.
The workmen of the Brush Electric Company

have hung a large display sign for M. 0. Nobbe,
jeweler, on the southwest corner of Tremont and
Market streets, Galveston. The big display,
which is some 18 feet high and contains more than
250 tungsten lamps, carries out the trade mark
of the firm, which is a lion holding a diamond.
Underneath the lion are the words "Nobbe & Co.,"
in large electric letters. The lights forming the
lion will flash off and on while the diamond is
scintillating.

Season Confidentially Anticipated—Big

iting Buyers Numerous and Liberal in

Fred Marcus, popular jeweler of Denison, was a
recent visitor in town.
C. E. Bowman, Bonham, is installing new fix-

tures and is increasing his stock in the expectation
of a heavy Fall and Holiday trade.

W. H. Gumm, Gumm Brothers, Durant, Okla.,
has spent several days in Dallas attending to the
wants of their business.
G. A. Coulson, jeweler, Greenville, was in Dallas

for a couple of days, placing orders for Holiday
goods.

J. C. Wedemeyer, Jr., formerly of Moody,
Texas, has moved to Bonham and is putting in new
fixtures and stock and looks for a very prosperous
season.
G. A. Pfaeffle, Greenville, has by force of neces-

sity been compelled to increase the size of his
store. Remodelling is now going on, much
superior interior fittings replacing those being
removed, and when this work is completed this
will be one of the handsomest jewelry stores in
this whole section. Large orders have been
placed for the increase of stock necessary, and
when opened Greenville will have a thorough,
modern up-to-the-minute jewelry store of which
she can feel justly proud.
The Walter & Hafner Company have sold their

store at Teague to Vickers-Siebe & Co., of that
place.
W. T. Moorehead, the oldest jeweler of Sulphur

Springs, has closed out his business there and is
now recuperating at the seaside.
W. H. Sherrill, Winnsboro, has been confined

to his room with a severe attack of the la grippe.
F. E. Yantis, Sulphur Springs, has been spending

several weeks at Marlin and Mineral Wells,
enjoying the baths.

J. R. Henslee and R. L. Reese have jointly pur-
chased the stock from the widow of Ernest Wild,
Tyler.
W. S. Fishel has accepted a position with the

Coker Drug Company, Tyler, Texas, and will
manage their jewelry department.
B. Feagle, Longview, has purchased the jewelry

department from the Mathewson Drug Company
of that place.
C. W. Beckner is managing a branch store for

W. T. Alston, at Carthage, Texas.
It is with regret that we announce that J. A.

Styron, Shreveport has had an extremely disas-
trous fire, completely gutting his store and entail-
ing a heavy loss, which is only partially covered by
insurance.

Chas. Orton, jeweler for the Hutchinson Bros.
Jewelry Company, Shreveport, has resigned his
position and gone into the dairy business on an
extensive scale.
W. B. Pattie, recently with Walter & Hafner

Jewelry Company, at Teague, has accepted a posi-
tion with V. Hafner Piano & Jewelry Company,
of Waco.
Owing to the approach of the Yuletide and the

vast natural increase in business, the H. H. Haw-
ley Company has found it necessary to increase
their working force.
M. Beskow, of Greenville, has been a recent

visitor to the trade.
L. C. Garland, recently with A. E. Gordon,

Shreveport, La., has accepted the management of
the jewelry department for Hightower and More-
land, of Minden, La.
C. C. Thomas, of Jefferson, has assumed the

responsibilities of marital ties. The KEYSTONE
extends congratulations and wishes the happy pair
a long and prosperous life.
C. M. Hoffmeister has accepted a position as

watchmaker with J. W. Standfield, of Pittsburg,
Texas.
A. B. Barrett, formerly of Mt. Vernon, has

opened up a store at Sulphur Springs.

Our deepest sympathy and condolence is ex-
tended to G. 0. Schneider, of Mingus, in his
bereavement occasioned by the loss of his wife.
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Henry Becker, Jr., son of H. Becker, jeweler,
Houston Texas, a graduate from the Bradley
Polytechnic School, will be associated with his
father after January 1, 1913, and will be in charge
of a new up-to-date optical department.

C. W. Johnson, formerly with A. A. Verts Corn-
pany, Dallas, but recently at Garland associated
with J. R. Ueckert, has sold his interest there to
Mr. Armstrong.
As work progressed it was deemed advisable

to make some change in the original plans for the
alteration of the J. J. Sweeney Jewelry Company
store, and this has delayed the completion and
grand opening somewhat. However, it is expected
that by the time this notice appears all arrange-
ments will have been completed for the reception
to be held at the opening.
John Johnston, Big Springs, after two adverse

ventures is again arranging to re-embark in the
jewelry business in his home town.
R. H. Wherry, Vernon, has purchased E. M.

Leutwyler's complete stock and fixtures. Mr.
Leutwyler will remain with Mr. Wherry until he
is well established.
W. T. Nixon, Ardmore, Okla., has been engaged

by Rhoades Brothers, as watchmaker.

A. S. Fonville, Wichita Falls, was a recent
visitor in Dallas.
D. Goodin, McKinney, was in town calling on

the trade.
F. J. Woods, Lewisville, A. F. Woods, Grape-

vine; and C. L. Joyce, Garland, were recent pur-
chasers in the local market.
G. A. Pfaeffle, Greenville; Ben and Al Levy,

Fort Worth; and Will Kenney, Gainesville, are
here attending the Shriner's conclave.

H. E. Polk, formerly located at Linden, is now
situated at Rule.

Leonard Godard, Topeka, Kansas, is now asso-
ciated with the Haughton-Reardon Company in
in the capacity of watchmaker.

J. M. Wilson, vice-president of the H. H. Haw-
ley Company, has just returned from his northeast
Texas territory and reports conditions extremely
good.
M. W. Payne, Duncan, Okla., spent a few days

in Dallas purchasing stock.
In her settlement with her creditors Mrs. Ernest

Wild settled on a basis of seventy cents on the
dollar, this being very satisfactory to them.
E. Robins has accepted a position with the

Norsworthy-Frey Company as bookkeeper.
J. N. Sanders, Kemp, was a recent visitor to

Dallas, and he reports conditions in his immediate
neighborhood, as being highly satisfactory.
W. F. Johnson, Hollis, Okla., is closing out his

business at that point.
A. H. Schnider, Angleton, Okla., is in the Sani-

tarium at Mineral Wells.
H. Iverson & Co., are conducting an auction

sale at Corsicana.
R. Blankenship, jewelry buyer for Shuttles

Brothers & Lewis, is at the factory preparing for
Spring trade.

Miss Stella Williams, who has charge of the dia-
mond record of Shuttles Brothers & Lewis, is able
to be out again after an illness of eight weeks.

I. Tendler, Schulenberg, is also holding an
auction sale.
W. B. Kinne, Gainesville, and A. E. Richmond,

Seymour, both Shriners, were in Dallas for the
purpose of attending the conclave.
Dr. G. B. Martin, Naples, is visiting in Dallas.
W. T. Connor, Ingersoll Watch Company's

Southwestern representative, is just finishing up
his East Texas trip and reports conditions excep-
tionally good.
Fred W. Ridenour, South Bend Watch Com-

pany's representative, has just come into Dallas
after a very gratifying West Texas trip.
Comer Blue, Santa Anna, has become a bene-

dict and is receiving the congratulations of his
many friends.

Shuttles Brothers & Lewis report the following
out-of-townbuyers: W. F. Dietrich, Cleburne;
A. S. Fonville, Wichita Falls; C. T. Moore, Ennis;
Sam Wilhoit, Forney; Glen A. Coulson, Greenville;
Voltin Von Hafner, Hillsboro; Mr. Wylie of Yates
& Wylie, Lampasas; E. J. Thomason, McGregor;
Emmett Chapman, Mesquite; J. T. Wilson, Nava-
sota; C. J. Hafner, Taylor.
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Law for the Retail Jeweler
[Copyright by ELTON J. Bucioxy]

[A series of articles specially compiled by a
well-known lawyer for the better education of
the retail dealer in the law and its relation to the
different phases of his business.—ED.]

XXXIV.—Different Ways of Endorsing a Note
and Their Legal Effect

A very large number of business men
have never had it called to their attention
that there are several different ways of
endorsing a note, each one with a different
legal meaning and creating a different
liability. Certainly it is important for
every man who "goes on a note" to know
what his liability is when he signs, and to
also have some knowledge of ways he can
endorse a note so as to limit his own
liability.
The endorsement on a note may consist

of nothing but the endorser's signature—
the usual form of endorsement--or it may
consist of signature in connection with
other wording, the object of which is to
qualify, limit or explain the endorser's
liability.
The importance of the endorsement, or

the form of endorsement, is, generally
speaking, three-fold:

1. It decides whether the note is nego-
tiable and if so, how far.
2. It decides what the liability of the

endorser is.
3. It decides the title and right of the

endorsee, that is, the man who takes the
note after it has been endorsed.

There are five principal methods of
endorsement:

1. Endorsement in full.
2. Endorsement in bank.
3. Restrictive endorsement.
4. Qualified endorsement.
5. Conditional endorsement.

I will explain all these in their order.
"Endorsement in full," as it is called,

is where the holder of a note who wishes
to pass it to another person, writes "Pay
to A," immediately over his signature.
It means that while the note is negotiable,
it is being transferred, not to any one into
whose hands it may come, but to A only,
and only A can sue on it. A, however,
can pass it to anybody else by endorsing
it himself.

This form of endorsement is not so
frequently used as the second form, "en-
dorsement in blank." This is where a
man merely signs his name on the back of a
note, without any other wording. It is
the usual form of endorsement. Its legal
effect is to transfer full title to anybody
into whose hands the note may come,
without any further endorsement. A note
so endorsed is payable to bearer, and

anybody who gets hold of it may sue
upon it.
The point about being transferred to

any number of persons without further
endorsement is important. Let me illus-
trate:
A makes a note to B for $100. B

endorses it merely by writing his name on
the back and sells it or discounts it with C.
C can transfer it to D, D to E and E to F,
without any more endorsing, and when it
comes into the hands of F, he can sue B,
but he has no rights against C, D, E or F
as endorsers because none of them en-
dorsed. Only those who write their names
as endorsers are liable as such, and had C,
D, E or F also signed their names before
passing the note to their respective trans-
ferees, they too would have been liable.
Many a man who receives a note, which

he immediately transfers to some one else,
makes himself unnecessarily liable per-
sonally by writing his name on it. Often
the person to whom the note is to be
transferred will insist on his signing, but
it is foolish to do it unless he does.
A note endorsed in this manner is more

freely negotiable, that is, transferable,
than notes bearing most of the other forms
of endorsement. As I said, anybody who
gets hold of such a note can sue on it,
and recover, even though it can be proven
that the note was lost, stolen or mis-
applied.
A restrictive endorsement is one that

restrains the holder of the note from trans-
ferring it to anybody but a particular per-
son, who is named in it, or from trans-
ferring it for other than a specific purpose.
For instance, the words "Pay to A only"
written above an endorser's signature,
means that the note is negotiable only
that far. Also the words "for collection
only" written above an endorser's signa-
ture—they mean that the note is not
freely negotiable as other notes are, but
only for the purpose named.
A qualified endorsement is one which

restrains, limits, qualifies or enlarges the
liability of an endorser in any manner
different from the liabliity he would
ordinarily have.
For instance, the wording "without

recourse," added to an endorser's signa-
ture, is a qualified endorsement. It means
that all that the endorser means to do is to
transfer the legal title; he does not mean
to make himself personally liable if the
maker of the note doesn't pay it. Any
person who accepts a note endorsed "John
Brown, without recourse," will have no
right against Brown no matter what
happens to the note. "Endorser not
holden," and "pay A at his own risk,"
are other phrases which will relieve the
endorser using them from liability. A
note so endorsed is just as negotiable as
any other kind; its only peculiarity is the
one I have described.
A qualified endorsement is one made

upon some condition which must be ful-
filled or the endorser is not bound. For
instance A, as an accommodation, makes
a note in B's favor. B endorses thus to
C: "Pay to C or order if I am granted
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a liquor license within two months from
date." That is a qualified endorsement
and B will not be liable unless the license
is granted. Everybody who took the
note would take it subject to that possi-
bility. If the license should be granted, B
would be as liable on his note as any other
endorser.
In the next article I shall say something

about how to hold an endorser on a promis-
sory note.

Figuring Costs and Profits
These rules for figuring costs and profits

are recommended by the National Associa-
tion of Credit Men:

1. Charge interest on the net amount of
your total investment at the beginning of
your business year, exclusive of real
estate.

2. Charge rental on all real estate or
buildings owned by you and used in your
business at a rate equal to that which you
would receive if renting or leasing it to
others.

3. Charge in addition to what you
pay for hired help an amount equal to
what your services would be worth to
others; also treat in like manner the ser-
vices of any member of your family em-
ployed in the business not on the regular
pay roll.

4. Charge depreciation on all goods
carried over on which you may have
to make a less price because of change in
style, damage, or any other cause.

5. Charge depreciation on buildings,
tools, fixtures, or anything else suffering
from age or wear and tear.

6. Charge amounts donated or sub-
scriptions paid.

7. Charge all fixed expenses, such as
taxes, insurance, water, lights, fuel, etc.

8. Charge all incidental expenses, such
as drayage, postage, office supplies, livery
or expenses of horses and wagons, tele-
grams and telephones, advertising, can-
vassing, etc.

9. Charge losses of every character,
including goods stolen or sent out and not
charged, allowance made customers, bad
debts, etc.

10. Charge collection expense.
11. Charge any other expense not

enumerated above.
12. When you have ascertained what

the sum of all the foregoing items amounts
to, prove it by your books, and you will
have your total expense for the year; then
divide this figure by the total of your
sales, and it will show you the per cent
which it has cost you to do business.

13. Take this per cent and deduct it
from the price of any article you have sold,
then subtract from the remainder what
it cost you (invoice price and freight), and
the result will show your net profit or
loss on the article.

14. Go over the selling prices of the
various articles you handle and see where
you stand as to profits, then get busy in
putting your selling figures on a profitable
basis and talk it over with your competitor
as well.
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AMONG THE TRADE

Colorado

The H. H. Tammen Curio Company, Denver,
have installed a manufacturing department for
the purpose of making up new jewelry to order
as well as cutting and polishing gem stones.
Messrs. Cushing and Johnson are in charge of this
department.
G. L. Strawman, formerly of Denver, will engage

in business for himself at Townsend, Montana.
J. R. Lewis, of the Lewis Jewelers' Supply Corn-

pany, Denver, has returned from a successful
trip throughout the northwest and reports finding
business in a flourishing condition.

J. W. Barker, pioneer jeweler of Denver and
veteran of the Civil Wa.,, has announced his in-
tention of retiring from the jewelry business and
will remove with his family to California to spend
the winter.
W. J. Connation, of Denver, has returned from

a three weeks' trip to New York, Boston and Chi-
cago.
W. W. Letson and family, who have been visiting

Denver friends for the past two weeks, returned to
their home in Mancos.
T. M. Howels, jeweler of Florence, was elected

as state representative.
P. J. Morris, of the Edward Lehman Jewelry

Company, Denver, has been on the sick list for
the past three weeks, but is again convalescent.
D. A. Jarash has accepted a position with the
Daniels & Fisher Stores Company, Denver, who
have installed a complete jewelry repair depart-
ment in their establishment.
Out-of-town jewelers visiting Denver recently

were: C. L. Beard, Longmont; F. J. Mund,
Leadville; Dan S. Park, Cheyenne; Mr. Niwat, of
Niveth Jewelry Company, Cheyenne; H. G. Petty,
Fort Collins; Mr. Payne, of Payne & Crowder,
Boulder; J. A. Johnson, of Walsenburg; A. Hahn,
of Durango.
James R. Lewis, of the Lewis Jeweler' Supply

Company, Denver, has returned from an ex-
tensive trip throughout the northwest and reports
business in a flourishing condition.
B. E. Dewald, of Idaho Falls, has sold out his

business.
Connecticut

W. E. Gaylord, of Meriden, has installed a new
axis marker of the latest type.
The Fritz and Hawley Company, of New Haven,

have painted the front of their store and given it a
general renovation.
R. P. MacLean, formerly with George E. Shaw,

Putman, is now in charge of the watch repairing
department of R. M. Cook, Marblehead, Mass.
Arthur H. Porter, superintendent of the move-

ment department of the E. Ingraham Company,
Bristol, is very ill at his home from a nervous
breakdown.
Frank E. Healy, Jr., has opened for business on

Main street, Waterbury.
George J. Fisher, Middletown, has been suc-

ceeded by Fisher Brothers.
Timothy Meagher, and employe of the Seth

Thomas Clock Company, Thomaston, died re-
cently from an attack of apoplexy at his home.
He was sixty-six years of age.
Ralph B. Daggett, formerly with Mr. Danielson,

the Rockland, Maine, jeweler, and later with the
E. Howard Watch Company, has accepted a posi-
tion with Lee Roberts, of Bristol, as head watch-
maker.

Herbert B. Holmes, foreman of the finishing
department of the New England Watch Company,
Waterbury, died recently at his home in Water-
bury.
The home of Samuel B. Harper, secretary of the

American Silver Company on Bradley Heights,
Bristol, was recently destroyed by fire. The blaze
started from a defective flue. His daughter, who
was ill at the time, was removed to the house of a
neighbor in a critical condition. She died there,
her death being hastened by the shock of the
moving and heart trouble.

Albert B. Rossa, formerly with Fred Weber,
Meriden, is now on his way to the Philippines to
take charge of an American jewelry house there.

H. L. Woodward, Norwich, visited the Boston
trade on his way home from a Maine hunting trip
in which he was successful in getting a couple of
fine deer.
A. Pinkus, of New Britain, has quite recovered

from a severe accident which he met with, recently
while he was crossing the street a bicycle ran into
him injuring his leg.
R. R. Gwillim, of Meriden, has added a new

ophthalmic chair to his examining room.
F. H. Maguire, of New Britain recently

wrenched his back in lifting something heavy, but
he is improving rapidly.

Clark & True, of Middletown, have added a
new De Zeng instrument and a cabinet to their
examining room.
Lake & Strobel, of Waterbury, have been con-

ducting an auction sale.

District of Columbia

Howard & f New York, have opened a
branch store in 

Co.,
Washington, at 721 Seventeenth

street, N. W., where in addition to the regular
lines of a high-grade jewelry store they will special-
ize on old English silver, reproductions and ori-
ginal pieces of historical ware and silver gilt ware.
The store is located in a block, but recently erected,
and is one of the best appearing establishments in
the city. The fixtures are of an antique style in
mahogany. Massive mahogany wall cases are
lined with heavy and valuable pieces of silverware,
while floor cases show up a fine line of high-grade
jewelry. One exceptionally fine piece that they
are showing is a Spanish crucifix which, it is
claimed, is two hundred years old and is valued at
$1,000. This firm also operates a store in New-
port, R. I. The local branch will remain opdn
only from November until May of each year, the
period during which the social calendar is full of
events liable to bring them patronage.

George Lochboehler, who formerly conducted a
manufacturing jewelry establishment at 510 Tenth
street, N. W. has given up his interests there and
is now located with William Ramsay, 1221 F
street, N. W.

George W. Blackwell has opened up for the
winter season at 523 Seventh street, N. W. Mr.
Blackwell has just arrived after a four weeks'
vacation following a summer at Revere Beach,
Mass., where he had a store on the Boulevard.
John Hansen, of Schmedtie Brothers, has re-

turned from a three weeks' visit to his son who is
located in Urbana, Ill. While in the middle west
Mr. Hansen also spent some time in Champain,
Ill., Indianapolis, Ind., and Cincinnati, Ohio.
The Von Steinner & Baumgartner Company,

is the title of the firm of manufacturing jewelers, of
which A. Von Steinner and J. Baumgartner are
the partners, who have opened up at 1116 F
street, N. W. Both of these gentlemen have had
considerable experience in this business having
been employed both in this country and abroad,
and their shop is a model one in every particular.
As a result they are getting just about as much
work as they can handle.
W. J. Kettler, 732 G street, N. W., spent a week

gunning along the banks of the Potomac near his
sister's home at Mundy's Point, Va. He was suc-
cessful in bagging quite a number of rabbits and
birds.
Lewis Callisher, A. 0. Hutterly, C. A. Zanner,

Hohn Hansen, J. S. Kann, and J. F. Jarvis, are the
jeweler members of the publicity committee of the
Retail Merchants' Association of Washington.
T. C. Dulin and A. D. Prince are members of the
committee on home trade.

Daniel Souders, watchmaker with Schmedtie
Brothers, 704 Seventh street, N. W., has entered
the kingdom of married men, having taken Miss
Edna E. Grove as his bride. Mr. Souders who
came to Washington but recently was formerly
employed in Baltimore, and at one time operated
a business of his own in a city in Pennsylvania.
R. Harris & Co., 400 Seventh street, N. W., are

holding their semi-annual watch sale offering
many bargains in American watches.

The Harris N. Brown Company, 1208 F street,
N. W., have an exceptionally fine window trim
this month having made use of some very hand-
some cut flowers to set off a display of silver and
glass and fine jewelry.

Florida

Frank H. Allen, Orlando, announces that he
will open a new jewelry store in the room no oc-
cupied by the Racket Store, as soon as Mr. Mc-
Cullough removes his stock to the new block. Mr.
Allen has been an apprentice of Lesher's Jewelry
Store for a year or two, and will have associated
with him in the financial end of his business, his
father, Hugh Allen, his brother and one sister.
Miss Louise Allen. He will also employ an ex-
perienced watch repairer.
P. T. Nicholson, a Tallahassee jeweler, has had

on display at his store an old Swiss clock, the
property of D. C. Cole of that city, which has been
attracting much attention. The clock was made
in the year 1700, was brought to America in 1750,
and came into the Cole family in 1786. Mr. Cole
says that he does not remember the clock as ever
having any outer case, that in his grandfather's
house it occupied a niche built in the wall. It now
is attached to a rude framework resembling an
easel, its pendulum and weights hanging nearly to
the floor attached to the works by strong twine.
All the parts of the clock, except the weights and
hands are of wood. Even the tiny wheels are
carved out of that material.
The Southern Loan & Jewelry Company's

place of business at the corner of Franklin and
Polk streets, Tampa, has been re-opened after
having been closed on account of the death of W.
J. Dombrowsky, the proprietor. Miss Lottie
Magnon will have charge of the management.

Illinois

Elmer A. Collins, a jeweler of Sullivan, was mar-
ried to. Miss Blanche Ruth Webb, a charming
young lady of Mt. Vernon, Ill., at that place on
Tuesday, November 12. The happy couple left
on a northern honeymoon trip.

Albert Sayer, Lacon, has moved into the rear of
the Thompson building, where he has his jewelry
store.

George Warren, Sycamore, is making marked
improvements at his State street store. Workmen
are busy placing a big new glass front in the store
and in other ways improving it.
The Ingalls Brothers' jewelry store, Waukegan,

is undergoing alterations which will enlarge the
interior greatly and will make room for a much
larger photographic department which is to be in-
stalled as soon as the work is completed.
T. E. Gonterman, Granite City, has leased the

store room, formerly occupied by a fruit store in
the Priest building on Nineteenth street, and will
remove his jewelry stock from the Judd and Gon-
terman building to that room about November 25.
The room will be remodeled and Mr. Gonterman
will arrange for a larger and more complete stock,
when he moves to his new place of business.
The Ramser's jewelry store, 1825 Second avenue,

Rock Island, held their formal opening on No-
vember 13 from 1 to 8 p. m. Although Mr.
Ramser had been housed in his remodelled quarters
for six weeks previous to the 13, that date was the
event of the official opening, the first opportunity
of the public to view the entire store, its handsome
appointments and complete stock.
L. W. Anderson, Ottawa, the North La Salle

street jeweler and optician has taken into his em-
ploy D. T. Hoover, of Muskegon, Mich., who was
formerly connected with a jewelry establishment
in Streator.
From the spacious selling room, containing show

cases, visitors were conducted through the store
to the large workshop and store room in the rear.
An optical room used by the optometrist for testing
of eyes and fitting of glasses, and the reinforced
concrete vault for the safe storing of valuable stock,
were among constructive features in the building.
The diamond room is also one of the accommoda-
tions provided for the patrons of the establishment
The panel stucco work ceilings are enhanced by the
Tiffany walls, while in the evening hand-wrought
brass chandeliers throw an even and strong light
throughout the room.

(Continued on page 2536)



2534

MMMWMMMMNNMMLMMLMMMWM9MMERM5MMMLMWMMOAMMai

HERE IS YOUR OPPORTUNITY! 

5%

5%

WANTED—Two good ring salesmen.

Two men who are already good salesmen and who know that they have
the ability and ginger to become better salesmen.

We will turn over to each man an established trade.

These positions are permanent.
We want men with brains, ambition and a knowledge of human nature—

men able to win the confidence and even the friendship of customers
whose dispositions, tastes and educations widely differ.

Some of the best and brightest minds in this country are "on the road"
We want two of them.

If you are a salesman who has found out that success is a sure reward for
sterling self-respect and persistent hustling, we want to talk to you.

We offer two remarkable opportunities.
The W. W. W. Ring line has merit and is backed by a progressive

organization.
The W. W. W. Ring is being nationally advertised to 50 million people.

If you can show us that you have a strong heart, a courageous disposition
and a fertile brain—if you can show us that you are ambitious—we
will be glad to hear from you.

Excellent terms offered to the right men.
Write, stating full particulars with references in the first letter.

WHITE, WILE & WARNER,
Makers of W. W. W. Guaranteed, Advertised Rings

BUFFALO, N. Y.

JEWELERS! Look for our large advertisement in the SATURDAY EVENING POST issue December 14th. Cut it out.

Paste it in your window. It will increase your W. W. W. Ring Sales. 1
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Among the Trade

THE

(Continued from page 2633)

Iowa
F. I. Williamson, Donnellson, has opened up a

jewelry department in the drug store of Mr. Ogle.
The Grene Company, Mason City, has bought

the business of the H. A. Marsh jewelry firm and
will move it to Mason City. They were formerly
in Grinnell.
B. 0. Green, Elliott, has bought out Mrs. L. E.

Burris, jeweler.
C. J. Hoberg, Sioux City, has opened his new

jewelry store.
Murch & Taylor, Clinton, at 233 Fifth avenue,

where A. 0. Muech and R. W. Taylor, formerly with
Howes Brothers, who will conduct a modern and
up-to-date jewelry store, held their formal opening
a few days ago, at which time carnations were
presented to all visitors as souvenirs. The room at
that location has been remodeled exclusively for
their purpose, having a fine new front and entrance.
The interior equipment and fixtures are all new,
the finishing and display cases being in mahogany
and the lighting being a distinct feature.

Kansas

J. W. Hurst, of Goff, recently purchased the
jewelry stock of H. H. Lewis, at Wetmore.
A. J. Carruth, of Herington, has returned from a

business trip through the east.
C. L. Carter, formerly in business in Topeka and

Salina, recently purchased the jewelry stock of the
A. & A. Drug Company at Sterling.
A. E. Johnson, who has been in business at

Norcatur for a number of years, recently closed
out and has gone to Fowler, Col., for his health.
0. W. Crawford, of Oldsburg, and family, have

returned from a visit with relatives in Denver.
F. E. Morgan, a recent graduate of the Bradley

Polytechnic Institute at Peoria, Ill., has opened
a jewelry and watch repair business at Warfield.
Wuerth & Son's jewelry establishment, Leaven-

worth, at 410 Delaware street, celebrated their
twenty-sixth anniversary opening on November
13. They have been in business in Leaven-
worth continuously for twenty-six years. The
ordinarily beautiful store had been made doubly
so for the occasion by adequate decorations con-
sisting chiefly of seasonable flowers, Linck's full
orchestra furnished the music and one of the most
magnificent stocks of diamonds, jewelry and the
many seasonable conceits were displayed. No
sales were made.
The F. Melluish jewelry store, Ottawa, are hav-

ing installed complete set of mahogany finished
fixtures. The furniture includes one of the most
complete sets of fixtures ever installed in a Kansas
store; including six wall cases with cabinet bases,
seven floor cases with french carved legs, a clock
case, five plate glass mirrors. The front room will
be separated from the work room by an artistically
designed partition constructed from the same
material. In this partition are two plate glass
doors and two 72-inch oval mirrors. All of the
furnishings were made in the Garnett factory, and
especially designed for the Melluish store. The
metal trimmings are all of solid brass and set off the
mahogany in a most attractive and artistic manner.
The wall cases and the partition are fitted for
special electric connections which will make the
entire room one of the most brilliantly lighted
display rooms in the state. The wall cases are
lined in pure white.

Maine

A large amount of solid silver tableware stolen
from George W. Vanderbilt's summer home at Bar
Harbor, seventeen or eighteen years ago was found
November 18, hidden in the rocks at the base of a
cliff on Eden street, opposite a cottage in the
course of construction, by Simon Violete, a team-
ster. Violete went to the base of the cliff for a
load of rock and in handling it over he came upon
the silverware, which was covered by rock earth
and underbrush. Most of the silver was scattered
about the ground, but part of it was in a leather
mail bag. Altogether there was a gunny sack
full, consisting of several dozen knives, forks and
Spoons, silver tea and coffee pots, trays and
ladles, etc., some forty or fifty pounds in all. Each
Piece is marked with the Vanderbilt inititals,

KEYSTONE

G. W. V. There is probably more than $1,000
worth. The silver is in a good state of preserva-
tion.
Edward Kirk, who was caretaker of the Vander-

bilt estate when the robbery took place, remembers
it well. He says that the robbery occurred about
the first of August 17 or 18 years ago, when the
Vanderbilts were occupying the house. The
thieves gained an entrance by a second-story
window in the night entering the chamber in which
Mr. Vanderbilt's mother was sleeping. A large
sum of money was stolen besides. None of the
property was ever recovered until November 18.
W. C. Bryant, jeweler at Bangor, recently of-

fered a silver cup to be awarded to the best exhibit
of apples at the fruit show which was held in that
city a short time ago under the auspices of the
agricultural committee of the Bangor Chamber of
Commerce.

William Senter, Portland, Joseph Beverly, of
South Berwick, and A. H. Palmer, of Oakland,
were recent Boston visitors.
W. M. Robineau, formerly in business in Bidde-

ford, has closed out his place there and taken a
position at the Waltham Watch factory, Wal-
tham, Mass.
R. C. Barnstone has opened a store at 50 Lisbon

street, Lewiston.
W. M. Farrington, Pittsfield, has renovated his

store and added new fixtures. Mr. Farrington
just returned from a gunning trip.

Vivian W. Hills, Norway, was a recent visitor to
Boston.

Wells & Hicks, of Auburn, have made extensive
alterations in their store front and remodeled their
show windows improving the appearance of same.
A. M. Wentworth, of Portland, has returned

from a successful hunting trip spent at Moosehead
Lake, where he found plenty of small game.

Massachusetts

W. A. Kemp, East Pepperell, was recently on a
hunting trip at Connecticut Lake, N. H.
N. F. Stewart, of Clinton, has been improving

his store by putting in a new wall show case and
giving his store a general renovation; he also has
added a new safe for his stock.
The merchants of Fitchburg recently celebrated

their annual business of trade day, among those
who decorated their store-fronts were: F. L. Park-
hurst, N. C. Rublee, W. W. Newcomb and S. M.
Nathan.
S. H. Green formerly of Dorchester has moved

his business to Woburn.
Fire in the jewelry store of S. P. Proodian, Wor-

cester, in the Gilman block, 207 to 217 Main street,
caused a loss of $500 last month.

Because bright new half-dollars of doubtful
value were much in evidence in the receipts of
Fall River stores for a time, the police arrested
Henry Parker, of New York, and charged him with
passing counterfeit money, Parker's pockets were
laden with twenty-four other new half-dollar
pieces, which the police say were a fairly good re-
productions of the legal coin. Parker was brought
to Boston to appear before a United States com-
missioner.

Joseph F. Bartlett, veteran jeweler of Clinton,
will celebrate his fiftieth year of connection with
retail trade in Clinton, and his thirty-seventh
year as proprietor of a store in the town, in De-
cember. Mr. Bartlett was born in Berlin, in 1842.
He worked in Holliston in a comb factory as a boy
and later worked in old Boylston as well as in
Berlin. He was in the employ of Mr. Greene of
Berlin for more than a dozen of years. In 1875
he started in business for himself. None of his
contemporaries as proprietors of stores on the
principal business street of Clinton remain in
business today.
Woodbury & McLead, 47 Merrimack street,

Haverhill, have enlarged their store and now have
more than double the space they heretofore had.
F. W. Roberts of Northampton who has been

engaged in the jewelry business for fifteen years
in that town is closing out his jewelry business to
devote his time fully to the automobile business.
C. E. Harriott & Co., have succeeded Alfred T.

Harriott in business at Norwood.
The Brown Jewelry Company, Inc., formerly

located at 47 Pleasant street, Newburyport, will
move into larger quarters corner Pleasant and
State street, Newburyport.
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J. J. Barry, Ayer; J. H. Herrick, Attleboro;
E. J. Hudgdon, New Bedford; and E. H. Dunbar,
of Norwood, were recent visitors to Boston.
Work on the addition to the Waltham Watch

Company's factory is progressing rapidly. The
annex will soon be ready for occupancy.
A. P. Wood, Northampton, has taken over the

jewelry business of F. W. Roberts. Mr. Wood has
been identified with the jewelry business in that
city for the past twenty years. He learned the
trade under B. M. Cook and when the latter sold
out to Phelps and Gare, Mr. Wood remained
with the new firm so that these two concerns are
the only ones by whom he has been employed as a
jeweler.

Louis D. Pappas, Lynn, for three years located
at 7 Andrew street, has moved to 35 Market
street, where he has opened a jewelry store and
will carry a full and complete line of the best grades
of jewelry.

Michigan

Scott Humiston, Battle Creek, has opened a
jewelry repair shop in the Arcade. He will also
carry a small line of jewelry. Mr. Humiston was
formerly employed at the C. C. Thoma jewelry
store.

Aaron Parker, Petoskey, who for the past nine
years has been in the employ of Will Z. Searle,
has severed his connections with that jewelry
store and is now associated with S. C. Newton, in
the latter's similar place of business on Mitchell
street. The Newton store is being fitted up with
a work shop, and Mr. Parker soon will be prepared
to do repair work of all kinds, as well as manu-
facturing jewelry, and taking care of the kindred
trades.

Robert D. Kay, Detroit, who is well remembered
for his former connection with Wright-Kay & Co.
will shortly open a jewelry store at 25 East Grand
River avenue. The new store will make a parti-
cular appeal to the lovers of fine specimens of art
jewelry, diamonds, distinctive designs in watches,
silverware, etc. A complete manufacturing plant
will be operated in connection with the store.
Associated with Mr. Kay will be John Trost,
favorably known for his connection with the manu-
facturing and designing of the Wright-Kay & Co.,
establishment, also designer, and Miss Cavan,
formerly with Wright-Kay & Co.

Minnesota

W. W. McGuire, of Northfield, made a business
trip to the Twin Cities during the past two weeks
where he was buying goods and looking after other
business matters.
H. Hedlund, of Lakefield, was recently in the

Twin Cities buying goods and attending other
business matters pertaining to the jewelry business.
E. G. Lindquist, of Chicago City, was in the

Twin Cities during the last two weeks looking
after business matters and buying goods.
0. Bakke has gone into business for himself at

Fairfax. He was formerly in the employ of Em-
brick Hanson.
John Dwyer has started in the jewelry business

at Chrisholm.
Charles Van Winkle, of Alden, has moved his

jewelry stock from Hall's corner to a portion of the
store of E. W. Beatty.

J. G. Linnell has taken a position with F. C.
Wittenberg of LuVerne, succeeding Eric Lundin,
who has returned to Sioux Falls, S. D.
George Bockman, a jeweler at Springfield, has

recently purchased the F. Kahn building and will
move there.
C. R. Whitcomb, of Atwater, has engaged in

business there, having recently bought the opening
stock. Wm. Whitcomb was formerly in business
at Buxton, N. D.
A. F. Spies, of Norwood, has recently moved to

Hayward.
Oscar Holmes, Hastings, has opened a new jew-

elry store.
Missouri

Cle11 L. Baskett, a well-known young jeweler
of Chillicothe, was married to Miss Marie Wagner,
of that city on November 3 at the home of the
father of the groom, T. L. Baskett. T. L. Baskett
has been connected with his father in business
at that place for some time.

(Continued on page 2537)
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1 "The Railroad Timekeeper of America"

1 
You have probably been familiar for years

with the superlative accuracy of the Hamilton
; Watch, but the effect of this news on the i
: public is going beyond our anticipations.

II i
Remember that we are pioneers in establish-

ng fixed prices for watches-that we sell only
2i

I through legitimate retail jewelers. 
4..
44
4

i

Have you placed your order for the 
new 17 Jewel 12 site Hamilton ? 

0
0
0
e

1 
A complete price-list furnished to
retail jewelers upon application 0

0
0

0

I HAMILTON WATCH COMPANY 

•

i

I 

Lancaster, Pa.
:
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Four Reliable Men on Limited Trains and the
Reliable Watch They Carry

efamtIton7he Railroad 77ineierher of,imeriea 
atch

The

Rug..
Ns. P•2 N

■e• 

tisiol
DIA

(I) EngineerJames Dempsey
of the Chicago, Milwaukee de
St.Paid Railway's fine min,the
"Southwest Limited." Mr.
Dempsey !rays he would not
sell his Hamilton at any price
if he mild not by another.

12) ingineer C. S. Conklin or
the Chicago le Alton Railroad..
fast train, the "Red Hummer."
At the time this picture was
taken almost every man 1 6is
min'. crew carried a Hamilton
Welch.

Over one half-almost 56% of the Con-
ductors. Engineers, Firemen and Train-
men on American Railroads where
Official Time Inspection is enforced,
carry Hamilton Watches.
We are always glad to receive letters

from Railroad Men who have been
pleased with the service they have re-
ceived from the Hamilton Watch.

Hamilton Watch Company

DI Conductor F. M. Kelley
of the Chicago, Milwaukee St
St. Pal Railway His train is
the "Southwest Limited."
We thank Mr. Kelley both
for his picture and some com-
pliments he !mid hi. watch.

141 Conductor J I.. Servs of he
"Golden State Limited" min
of the Rock Island Lines Mn.
Serris- says hi. Hamilton ha•
kept Perfra time from the day
of purchase-not requiring the
slightest setting or readjustment.

Write for "The Timekeeper,"
a book about the Hamilton Watch that &s-
tmt. and describes the radon. models.
Prices of Hamilton movements are $12.25 to
$60.00. Complete watches, timed and adjusted
in the cares at the factory, from SiS•50 to
$2.00. 12-Size sold complete only. Lead-
ing jeweler, can 6pply • Hamilton movement
In Rt your present watch cam if you desire

Lancaster, Pennsylvania
..1161119JPIY.10 ILV-4,.1tER0,149,19k....P.1111#111111EINRINIMINDNIEM.

One of our Magazine Advertisements

Our Advertising
THE facts that we are telling the public in

our advertisements of the Hamilton Watch
in the leading magazines are little short of
remarkable.

It makes the reader want a Hamilton when
he learns that over one-half (almost fifty-six
per cent) of the men on American railroads
maintaining Official Time Inspection carry the
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In One Holder
Is Combined

Every Special Feature
Without Any Faults

FILL, LOCK AND CLEAN THEMSELVES

CANNOT LEAK

John Holland Safety
Self-Inking Pens

Acme of pen perfection-because

1. Self-Inking

2. Self-Cleaning

3. Self-Locking

4. Simplicity

5. Comfort

6. Economy

7. Durability

8. Gracefulness

9. Cleanliness

10. Instant Writer

11. Full Ink Capacity

12. No Working Parts

13. No Leakage

14. Always in Order

15. No Humps or Twists
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Prices
$2.50 to $7.00

6

Suction bags guaranteed for 5 years. HOLLAND
•

GRIP CAP holds pen safely in pocket. Attached

to cap so it is part of it. Operated with one

•
Catalogues - free.

hand.

Our dropper filled line of stand-
ard pens is very complete.

•
The John Holland Gold Pen Co.

Mfgrs-Patentees

127-9 E. 4th Avenue
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Among the Trade
(Continued from page 2536)

Missouri-Continued

E. E. Metcalf has opened a new jewelry store
t Bloomfield.
C. Dyer, of Springfield, has taken a position

,,ith H. Skerry at Hopkinsville, Ky. Mr. Dyer
a recent graduate of the Needles' Institute of

;ansas City.
H. C. Milligan, of Oceola, Iowa, recently pur-
hased the Peaslee jewelry store, at Gallatin, in
his state. Mr. Milligan was in Kansas City re-
ently buying additional stock.
E. R. Williams, former postmaster of Richmond,

,as purchased in the Carlson Jewelry Company of
hat place.
J. Fikuart, whose jewelry store at Frankfort,
as destroyed by fire the early part of the year, has

opened up with a new stock and fixtures in his new
building.
Earl Jose, of Bland, has succeeded to the in-

erest of his brother in their jewelry business and
will continue alone.
0. F. Rohwedder who, for the past several years,

has been associated with different retail jewelers
in St. Joseph, has opened in business for himself at
I 20 South Eighth street in that city.
The Talbot Jewelry store, Nevada, having just

I een completely remodeled, the Talbots are justly
proud of the nicest and most "up to the minute"
iewelry store in that section. The store is fur-
nished with elegant cherry wall cases with glass
shelves and plate glass mirror backs for cut glass
and silverware and in front of these are ten foot
plate glass counter cases, one side is fitted up with
floor cases for sterling silver and plated ware;
behind these are wall cases, especially made for
this deparment, consisting of clocks, umbrellas,
statuary, china and fancy goods. In the rear is the
optical shop, where lenses are ground, drilled and
nished.

Montana

Wm. H. Orr, Sidney, has been visiting his old
home in Princeton, Minn., and visited the Twin
Cities before returning home.
Stanley Grow, formerly of Dunkirk, has opened

a new business at Selby.

New Hampshire

George W. Kimball, of Stark, was a recent
Boston visitor.
Percival Safford, of J. F. Safford & Son, Ro-

chester, was a recent visitor to Boston. J. F.
Safford & Son have made extensive improvements
in their store.
F. L. Bean, Farmington; J. A. Lanctot, Somers-

worth, and 0. H. Sleeper, Exeter, were recent
visitors to Boston.
F. M. Durgin, optometrist for H. L. Seavey,

Dover, had very good luck on a recent hunting
trip.
Mr. and Mrs. Edwin LeGro, of Farmington,

were recent visitors to Boston, Mass.

Ohio

Jeweler Walter Wilhelm, Portsmouth, recently
had a novel display at his store on Chillicothe
street in the form of a collection of facsimiles of the
largest and famous diamonds of the world. They
are of glass and quartz and of the exact colors,
shapes and cuttings of diamonds held by rulers of
various countries and men of wealth, including
the famotiq McLean diamond, now the subject of
litigation in Washington, D. C.
Toledo is enjoying a very prosperous period if

the business being done by the jewelers is taken as
a criterion. Business generally and in general
lines is good. Shopping is extensive and many
handsome gifts have already been selected and
laid away on the shelves of the jewelers awaiting
Christmas eve. The buying is along the lines of
better goods, and jewelers generally haven't a
word of complaint to make. "Our business is
much heavier than it was a year ago," said J. J.
Freeman, of the J. J. Freeman Company. "Right
along from September and October thus far
through November our business has been excep-
tionally good. We are_selling some fine high-
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priced diamonds and are making up a lot of ex-
pensive stuff for the holidays on special orders."
"We haven't a complaint to offer," said George
Kapp, of the George Kapp Company. "We are
selling all sorts of high-class goods. Diamonds
are in heavy demand and we are selling quantities
of bracelets, cuff links, lavaliers and watches, all
of good quality." Mr. Gross, of the Judd-Gross
Company, stated that business with his concern is
good and that diamonds are among the heavy
sellers. The stones are of good quality and blue-
white.
No one in the city of Toledo was more elated

over the passage of the recent bond issue of $750,-
000 to be spent on beautifying and enlarging the
park and boulevard system of the city, than Will
F. Broer, member of the firm of the Merrill-Broer
Company. Mr. Broer's interest was intensified
by the fact that he acted as chairman of the com-
mittee on parks and boulevards appointed by the
Commerce club which was instrumental in put-
ting the measure through. The proposed route
of the boulevard covers eighteen miles skirting
the city and passing through some beautiful
scenic districts. All the parks of the city will also
be improved and beautified and Toledo will have
as splendid a park system and boulevard as can be
found in the country.

George Kapp, Jr., Toledo, had the misfortune
to break one of his ribs as he was passing up the
steps to the stage during the Shriner's "blow-out"
here recently. He stumbled and fell in such a
manner as to break the rib. He is back in his
place at the store encased in a plaster cast.
Miss Rose Von Feigh and Earl Houston, of

Toledo, have accepted Holiday positions at the
store of the Judd-Gross Company.
W. R. McFadden, Toledo jeweler, reports a

good trade in general lines with plenty of repair
work to keep everybody busy.
0. A. Wood, Blissfield, Mich., jeweler, writes

his friends in Toledo, from the wilds of Michigan
that he is having the time of his life, hunting
game. He reports his health good and the pros-
pects of bagging a deer fine. He has already seen
the tracks and thinks it possible he may come up
with a real live, flesh and blood buck before he
returns home. He is anxious to use the antlers
to decorate his store.

„T. L. Carter, formerly of Rising Sun, Ohio, has
gone to Chicago, where he is studying optometry
in the Horological School there.
C. Kenneth Merrill, president of the Merrill-

Broer Company, Toledo, has recovered from a
recent illness.
Edward P. Armstrong, watchmaker and jew-

elry repair man with W. R. McFadden, Toledo,
dropped dead suddenly on the street here after
having alighted from a street car, recently. The cor-
oner who was immediately summoned pronounced
death due to heart disease. Mr. Armstrong was
aged fifty-two years, and had resided in Toledo
all his life. He is survived by a wife, two sons and
a daughter. He was a member of the Toledo
lodge of Elks and of the Foresters. His son,
Robert, will follow his father's line of business
having connected himself with the McFadden
store where he will learn the jewelry repairing and
watchmaking trade.
Wm. H. Ricaby, jeweler and optician, Toledo,

is now situated in his new store on Adams street.
The store has been handsomely fitted up and a new
line of goods placed in stock. Mr. Ricaby has
also invested in a series of mechanical window
signs which have attracted considerable atten-
tion. Mr. Ricaby reports a good trade.
Henry W. Hess, chemist of the Libbey Glass

Company, Toledo, gave an address before the
members of the Rotary club on the subject of glass
making. Tuesday evening. He gave the history
of glass making from its inception in the old
world bringing it down to present modern methods.
He made the statement that electric lighting
companies use the cheapest grade of glass, and that
it would be economy in both the amount of current
and the life of the glass if better glass were used.
Roulet & Son, Toledo, report a good business in

their line, being engravers and manufacturing
jewelers. Business has been rushing for weeks
past and as the Holiday approaches demands for
work are more insistent.

J. C. Yingling, H. H. Hurlbut and Eli Doenetz,
of the Swigart Watch & Optical Company, To-
ledo, are out on the final round-up of their various

territories before the Holidays. Orders have been
rushed in from every quarter and business is
splendid all along the line, the watch end of the
trade being especially strong.
R. A. Durevage, who for the past two years has

been bookkeeper for the Isenberg Brothers Corn-
pany, Toledo, was married Tuesday, November
19, to Miss Luella Bergman, of Toledo. The
young people took a wedding trip and will reside
in a home of their own in this city.
Dr. S. C. Grey, Nicholas building, optician, has

recovered from a recent attack of grip which kept
him at his home for several days.
The United Bifocal Company, have moved from

their location on Huron street, to the new fac-
tories building. This building which is fitted out
with all sorts of conveniences that the small
manufacturer needs but cannot usually afford
is used as a sort of incubator for small concerns.
The United Bifocal Company, occupies the entire
top floor giving a floor space of 20,000 square feet.
This concern makes the blanks used in the manu-
facture of the bifocal lenses and also manufactures
the lenses. The officers of the concern are:
President M. H. Harris, New York City, General
Manager E. C. Moraine, of New York City.
Rudolph Broer, of the W. H. Broer Company,

Toledo, and William F. Broer of the Merrill-
Broer Company, both foot-ball enthusiasts, at-
tended the game at Ann Arbor recently. The
boys report a dandy time.
Mr. and Mrs. E. C. Avery, of Montpelier, Ohio,

were recent guests at the home of S. D. Dempsey,
of the Dempsey & McMann Company, in the
Nasby building, Toledo. Mr. Avery is a jeweler
in his home city. He reports business especially
good this season.

William Wilson, who conducted an office for
trade repair work in the Ohio building, died re-
cently after a very brief illness.
The Optometrical Society of Toledo, entertained

the members of the Detroit society, Monday eve-
ning, in a very pleasant manner. A banquet was
served at the Commerce club after which many
subjects of interest to the trade generally were
discussed. Prof. Nelson Standart delivered a
splendid technical address which was greatly
enjoyed by all.
A. 0. Amsden & Sons' jewelry store, Ashtabula,

opened for business last month, in the new location
at 210 Main street, across the street from the old
one. For over thirty years the business has been
conducted in the Newberry block, Main and Center
streets and the intersection for a long time has been
called Amsden's corner. The new store room gives
the firm much larger quarters and will make pos-
sible a more attractive display of jewelry and
fancy goods. The furnishings of the new apart-
ment are mahogany and present a very attractive
appearance. The large display cases will be re-
finished to correspond with their new surroundings.
The balance of the stock has been removed from
the old store building and when everything is
properly arranged in the new location the firm
plans to hold an opening.

J. E. Kessler, Wellston, has purchased the jew-
elry store formerly owned by J. M. Patridge.
Mr. Kessler intends to open a first-class jewelry
store in the same location in the near future.

Oklahoma

The Gordon Jewelry Company, of Oklahoma
City has recently incorporated with a capital
stock of $3,000. S. Gordon, M. T. McCrary and
Abe Gordon, all of Oklahoma City are the incor-
porators.
L. G. Dean, of Chickasha, has gone to Clinton,

to open in the jewelry and optical business there.
C. G. Schmidt, of Okemah, recently moved into

a larger store and has increased his stock and
fitted up an optical parlor.
A. L. Lister has discontinued business at Mays-

ville and will take charge of the jewelry department
of the Duncan Drug Company, Duncan.

J. H. Mednikow, of the J. H. Mednikow Corn-
pany, reports business conditions good all through
the south.
Among the out-of-town visitors was A. L.

Lister, Maysville; A. D. Evans, Anadarko and W.
S. Jones, of Arcadia.
Dave Paul, who is in charge of the J. H. Medni-

kow & Co., material department, will call on all
the jewelers in Oklahoma.

(Continued on page 2539)
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BURN* THIS IN YOUR

Demonstrated sixty times every hour—twelve hours every day—The
Hoefer "one minute" service is doing it for you right now. Already
done. Shipment made. Your customer pleased. No fretting, no
"stew", no disappointments, no loss of sales, no loss of profits, the
money is in your pocket right now and a new customer is standing
at your counter ready to be waited on. And remember that

DELIVERING THE GOODS 

WHEN YOU WANT THEM 

Is only one of the many, modern, satisfactory, customer-getting,
customer-holding, money fetching features of the New Hoefer House—
The New Hoefer Stock—and the New Hoefer Policies.

In Classy Jewelry, Diamonds, Elgin,
Waltham, Hamilton and Howard WatchesE

E
E
E
E Our Brand New Stock contains everything that you and your friends
E may think of and many, many things that you won't even suspicion.
E Turn to our travelers—turn to our telephone—turn to any catalog, orE
E just dip your pen gently in your Fountain of Inspiration and tell it

i to the Hoefer Company.

E
E WE GUARANTEE TO TICKLE YOU WITH THE QUALITY, SURPRISE

YOU WITH OUR PRICE AND HOLD YOU WITH OUR SERVICE

M
E
E HOEFER JEWELRY COMPANYEai C. C. HOEFER, Pres. and Treas. E. 0. BAUMGARTEN, Vice-Pres. W. H. JOERS, Secy.

E
E KANSAS CITY -: •, • :-: MISSOURI

INEEMEMEMEEEMEEMEMEMEEEMENMEMMEEMMMEMEMMEMEMEE

BERMUDA
WE ARE IN A HURRY AND SO ARE
YOU—BUT IF YOU WANT THE THING
DONE AT ONCE "ASK A BUSY MAN"
TRY THE HOEFER PLAN

,ecember 1, 1912

New Uses for Crystal

THE KEYSTONE

Paving Blocks, Telegraph Poles, Spun Crystal
Dresses

The increasing uses to which crystal is being
at are little short of marvelous. In Lyons there

, •e many streets paved with glass blocks, these
I eing adjusted so perfectly that water is not able to
I ass between them. It is said that the glass pave-
rent has greater resistance than stone and is a bad

tonductor of heat, for which reason ice does not
form readily on its surface. Moreover, it is be-

nd question more durable than stone, it is
theaper and more easily portable, and it offers
neither interstices nor hollows where mud can

ludge.In Germany, near Frankfort, there is a factory
for the manufacture of crystal telegraph-poles.
In order to give better solidity to the crystal mass
of the posts they carry a frame work of thick wire.
These post§ are better than wood because they
perfectly resist the attacks of insects and are
impervious to atmospheric influences.

Dresses made of crystal thread have been known
for some time. Dresses of spun crystal have a
brilliancy like silk. Curtains, carpets, mantles,
and relatively fine textures generally are being
made of crystal, while factories are going up in
various parts of western Europe for the furthering
of this industry.

Twelve Most Important Minerals

Wonderful Increase in the Mineral Production
of the United States

The great volume of the mineral production
of the United States, its tremendous increase
during the last few years, and the wide distribu-
tion of the important minerals, were indicated in a
recent address by George Otis Smith, Director
of the United States Geological Survey. The
twelve most important mineral products in the
United States, in the order of value of annual out-
put, were stated by Mr. Smith to be coal, iron,
clay products, copper, petroleum, gold, stone, nat-
ural gas, cement, lead, silver and zinc. "For
certain of these minerals," he said, "the Geological
Survey presents estimates of the supply from which
the nation's needs are to be met. For others,
especially clay products and cement, the ques-
tion of the supply of raw material from which
they are produced is of little moment, com-
pared with that of the availability of the fuels
necessary for the processes of manufacture.
"Of nearly equal importance with the factor

If abundance of these mineral resources is that
tf distribution. In the first place, the wide-
: pread distribution of the raw material makes
1 ossible an industrial nation in which every
.,..tate has some share in the mineral production.
lnly four states had a mineral output last year
alued at less than $1,000,000, and ten states

1 ad a production valued at over $50,000,000
ach. Again, no state or section appears to

I ave a monopoly of the mineral industry. While
"ennsylvania, with its total mineral product
) tore than one-fourth that of the whole country,
I .ads in coal, cement and stone by large mar-.
tins; another state, Minnesota, lead in iron
re; another, Arizona, in copper; another, Ohio,

11 clay products; California, in petroleum; Cali-.
tornia, in gold; Missouri, in both lead and zinc; and
Nevada, in silver. Furthermore, the centers of
I reduction are ever shifting.
"For instance, up to 1894 Pennsylvania was

t he leading state in the production of petro-
1 .um. In 1895 it was succeeded by Ohio. Ohio
rave way to California in 1903. California gave
ay to Oklahoma in 1907 and resumed premier-

ship in 1909, retaining it since that time. Both
Illinois and Oklahoma exceeded the production
of any of the eastern states in 1907, and have
continued to do so. For many years up to 1906
Montana was the principal producer of copper.
In 1907 it gave way to Arizona, and in 1909
Arizona gave place to Montana. In 1910 and
1911 Arizona again held first place. In 1906
Idaho was the chief producer of lead. It gave
Way to Missouri in 1907, and the latter state
now contributes 45 per cent of the country's

total. Nevada, in the glory days of the Com-
stock lode, from 1873 to 1878, was the greatest
silver producer in the world. When the Com-
stock declined, in the latter part of the last cen-
tury, Nevada gave way as a silver producer,
first to Colorado and then to Montana, but be-
came again the principal producer of silver in
1910. Ten years ago Colorado, the leading
gold-producing state, produced over 60 per cent
more than California, then second in rank. Cali-
fornia's proportion has been steadily increasing
for ten years, and in 1911 the largest production
of gold was from that state."

Among the Trade

(Continued from page 2537)

Oregon

W. A. Persey, of Salem, Oregon, formerly of
North Dakota, has purchased the stock of C. J.
Pugh, Falls City, this state.
W. F. Laraway has completed extensive improve-

ments in his store, St. Hood River.
C. A. Morris, of Newberg, recently was suc-

cessful in passing the state board examination in
optometry.
A. V. Broughton, whose establishment was

burned out at Junction City, a short time ago has
again resumed business in the Hotel Block.
R. H. Wade, of Elma, Washington, reported a

loss of seven diamonds to the police of Portland
recently after attending the theatre in that city
in the evening. The diamonds, some of which
were unset and three mounted in rings were in a
small box in the outside coat pocket of the jeweler
when he entered the theatre, but missing when the
show was over. Mr. Wade set a value of $1,000
on the seven stones.

Carl Adler, of Baker City, expects to retire from
the jewelry business January 1, 1913.

Pennsylvania
Miller & Moore, Altoona, recently opened for

business, their new jewelry store at 1323 Eleventh
avenue. Both Messrs. Miller and Moore, for-
merly employes of Louis Lippman, the well-known
Eleventh avenue jeweler, have started out for
themselves, and they expect to later have one of
the city's best jewelry stores. Both men are
practical watchmakers, having learned their trade
and completed their apprenticeship. At the open-
ing of the new store, the room used by the firm
was splendidly decorated with palms and potted
plants, while a souvenir was given to each visitor
to the store. During the formal opening, Hoover's
orchestra furnished music.
C. A. Keepers, Waynesboro, has removed his

jewelry store from the Kreps building, North
Carlisle street to the Brendle building, East Balti-
more street.

Rhode Island

Charles H. Fuller, of the George H. Fuller & Son
Company, of Pawtucket, is away on an extended
southern trip in his steam yacht. He is to be
away all winter. In the Spring he will have a new
motor yacht which is now under construction at a
Camden, N. J., yacht-building yard.
Two young men who later gave their names as

Frank Grundy, aged twenty-one, and Louis Much-
nick, aged twenty-one both of Providence, tried
to rob the jewelry store of E. C. Blaines, on Thames
street, Newport, of $100 worth of stickpins re-
cently but their liberty afterward was short-
lived.
The pair walked out of the store carrying twelve

pins and boarded a car bound for Fall River, where
they were arrested a few hours later and brought
back to Newport. On November 4, when the
youths were brought into the first district Court
at Newport, Judge Franklin fined both men $15
each and costs for the larcency of the jewelry,
and $10 and costs on another larceny charge.
During the court proceedings a young woman

came forward and said she was engaged to marry
one of the two prisoners. She had $21.50 but
this was insufficient to pay the young man's fine.
The two were brought to the Providence County
jail, where the young woman later paid the whole
of her sweetheart's fine and he was released.
The Westerly Colonial Club of Westerly re-

ceived recently a handsome colonial mantel clock,
the gift of the George W. Parks Company, of
Providence.
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Newport may be the location of a novelty
pocket-knife company which has expressed a
desire to establish its factory there if it can dis-
pose of $100,000 worth of stock in order to increase
the capacity of its plant.
The Pawtucket Young Men's Christian Asso-

ciation is planning a series of "shop receptions,"
two each month, for the employes of leading manu-
facturing plants of the cities and their families.
The first of the receptions to be tendered will be to
the employes of the George H. Fuller & Son Com-
pany on Monday evening, December 2.
R. Livingston Beechman, Newport, a director

of the International Silver Company, was recently
elected a life honorary member of the Newport
Artillery Company. This is the oldest military
organization in the country in continuous exis-
tence having been chartered in 1741.
The Lippitt Brothers, of Newport, were recent

visitors to Boston.

North Dakota

The Voedisch Jewelry Company store, Aber-
deen, S. D., of which A. W. Voedish is president,
had a beautiful opening one day last month, at
which time every visitor to the store was presented
with a chrysanthemum. The store had been corn-
pletely transformed, refinished and filled with an
attractive new stock throughout; nothing of the
old stock remaining. Music during the afternoon
and evening was furnished by Cason's orchestra.
No goods were sold that day, but the clerks were
kept busy exhibiting the latest creations in the art
of the jeweler and silversmith.
The W. D. Nelson & Co. jewelry store, Pierre,

S. D., is having a new front put in.
B. T. Stanhaus, White, S. D., has returned from

Lantry and will re-open his jewelry store.

South Dakota

N. Axlund & Son, Wakonda, has been succeeded
by F. W. Axlund.
C. Lund, of New Rockford, N. D., has recently

received a new set of fixtures for his store.
W. H. Reighart, of Minot, N. D., will close out

his jewelry stock at auction preparatory to re-
tiring.

J. G. Linnell has taken a position with F. C.
Wittenberg, Luverue, Minn., succeeding Eric
Lundin, who has returned to Sioux Falls, S. D.
John Gunderson, of Vienna, S. D., has engaged

in business at Hawkeye Jona.
Guy E. Hanson, of Madison, S. D., will open a

branch jewelry store at Oldham, S. D.

Keeping Trade at Home
Another jeweler has the right idea of

keeping the trade of his region at home.
Le Sueur Center is the county seat of

Le Sueur county, Minnesota; small Cath-
olic population in town but large in the
county; and there are two or three larger
towns in the county.
This is what C H Hankins, jeweler,

does at the county-seat.
In February he sent us $24.75 for twenty

rosaries, two of a color all through, with
advertisement helps.
A month later, he sent us his newspaper

advertising, and asked for 500 copies each
of our letters to families; said he was going
to bring the whole county in.

He'll do it. Rosary stands for all Cath-
olic trade; there is no better trade.
Say a jeweler sells a dozen; sells them

well. The profit on them is only $15; but
he can afford to spend $100 to do it; for
every-one makes a friend of a family.

Vatti Rosary Co. 106 Fulton Street, New York
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TRANSPARENT ELASTIC TRANSFER ENLARGES

REDUCES THE IMPRESSION TO

DESIRED SHAPE OR SIZE

YOUSEE THESPOON
TH12011611 THE
RUBBER.

TRANSPARENT
RUBBER

MPHRAGM

STRETCH THE
LETTER TO
ANY SHAPE

RAratEr
ROLLER

Cut is One-half size
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FOR EXPERT

ENGRAVERS

FOR NEW

BEGINNERS

PRICE OF TRANSFER STRETCHER,
Price of Transfer Plate, - - -

Price of Transfer filler in tin box, -
Price of Rubber Diaphragm, each 10c., 3 for
Complete Outfit - - - - -
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FOR SALE BY ALL JOBBERS
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USE ONLY CASSITY:S TRANSFER
FILLER ON THIS PLATE

INFRINGERS BEWARE

BELOW ARE TRANSFERS MADE FROM THE ABOVE PLATE

MONOGRAMS CAN BE MADE BY TRANSFERRING ONE LET-

TER INTO THE OTHER,

THIS IS IS EASILY DONE BY MEANS OF THE TRANSPARENT DIAPHRAGM

THE DIAPHRAGM IS EASILY CLEANED AND

WILL LAST FOR AN INDEFINITE TIME.

FULL INSTRUCTIONS WITH EACH OUTFIT

How to use the TRANSFER and how to LEARN Yourself to ENGRAVE
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WHEELING METAL CEILINGS
WHY?

Because they satisfy any demand that
Architectural Design, Service, Economy
Building without regard to size, shape or
They are Insurance in one form. One
and permanent.

Safe, Sane and Reliable

Large Stocks at all Warehouses

can be made of them for Appearance,
and Safety. They are for any Room or
construction. Designs for all purposes.
Premium Payment Only. Inexpensive

Idea in Actual Practice

Drawings and Estimates Free

WRUNG COMGATING CROW
WHIELRIGW.VA.

BRANCH OFFICES AND STORE,S:

NEW YOMC, CHICAGO PHILADELPHIA
ST. LOUIS KANSAS CITY CHATTANOOGA

CANDO SILVER POLISH
BEST

BY

TEST

SEND FOR

FREE SAMPLE

It's a polish that is
every ounce good. Made
of the best ingredients
and positively will not
scratch.
Prove this last state-

ment for yourself. You
can by asking for our
FREE SAMPLE.

Paul Manufacturing Co., Boston, Mass.

C. L. GUINAND'S PLAIN TIMERS
Split Horsetimers and Split Chronographs

.-■

For Horsemen, Automobilists and Scientific Purposes

Acknowledged in Europe and America as the most accurate
and reliable make on the market. Neat and up-to-date in
every way. Send for illustrated booklet of all kinds of
Complicated Watches and place your order early, as these
goods have been short every season for past five years.

Jules Racine & Co., Exclusive Importers
CHICAGO : 103 State Street NEW YORK : 37 Maiden Lane
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An Improved Dip-Silvering Bath

Dip silvering may be employed for a large

variety of work with excellent results and is

not expensive as the amount of silver deposited

on the articles is minute and is always the same.

As no electric current is necessary the process is

simple and easily accomplished. For whitening

such small articles as hools and eyes, pins, eyelets,

and similar goods that must be done in quantities

it has no equal and the color of the silver is very

satisfactory.
In dip silvering, the solution used is of the utmost

importance and unless properly made the operation

is not successful. While a silver deposit can be

obtained from an ordinary silver plating solution

when brass or copper goods are immersed in it,

the silver is not white and does not adhere well.

In the first place, it contains free cyanide, which

must not be present in a dip silvering bath, and in

the second place there is too much silver in it.

A good dip silvering solution should contain

very little silver and no free cyanide at all.
The ordinary dip silvering solution used at the

present time is made from nitrate of silver and

potassium cyanide or sodium cyanide. It is an

heirloom of Roseleur and to him apparently

belongs to the credit of concocting it. The

solution is excellent, however, and was fully

described in The Brass World, March, 1910,
page 99. It is easily made up and for ordinary

purposes is, perhaps, the most suitable on account

of the fact that nitrate of silver can always be

obtained and it is simply dissolved in the necessary

quantity of potassium or sodium cyanides. Those

who desire the simplest and most easily made dip-

silvering solution should use it.

It has been found, however, that if silver

cyanide is used instead of silver nitrate that

the bath gives better results. The silver deposit
is white and cleaner. Such a bath is made as

follows:
To Make 2 Gallons

Take Yi oz. of fine silver and dissolve in
nitric acid. Then evaporate off the acid in a
porcelain dish and fuse the nitrate of silver so
that it liquefies. This removes the free acid.

If desired, instead of Vi oz. of pure silver, 3/8
oz. of fused nitrate of silver may be used, (this

contains VI oz. of silver) and the making is
obviated. The nitrate may be purchased.

Take the nitrate of silver thus produced and
dissolve in 1 quart of water. Then add a solu-

tion of potassium cyanide to it with stirring until

the precipitate no longer forms. Add no more or

the silver cyanide thus produced will redissolve.

Now filter out the silver cyanide and wash well

with water (preferably hot). The object is to
wash out all of the potassium nitrate formed by
the reaction.
When washed do not allow to dry. Rinse from

the filter into 1 gallon of water and stir up so as to
make an emulsion. This is called "Solution A."
For "Solution B" dissolve 1 lb. of potassium

cyanide in 1 gallon of water.

Now warm the "Solution A" or that containing

the silver cyanide in suspension (it does not

dissolve in the water, of course) so that it is at

about 120 degrees. When in this condition, add

"Solution B" or the potassium cyanide solution to
it. Do not add all at once as there is a critical

point at which the addition of the cyanide must

be stopped. This point is reached in the following

manner:
Add the cyanide a little at a time, until the point

is reached when all of the silver cyanide is just

dissolved and then add no more. The object is

to use exactly enough cyanide to dissolve the silver
cyanide but no more. There should be no free
cyanide at all in the solution. The exact amount

of cyanide necessary cannot be given as it is of

varying strength, so that it must be used in the
manner indicated.
When finished, there is obtained a solution of

silver cyanide in potassium cyanide and about 2
gallons in bulk.
The solution is used hot and only brass or copper

or brass or copper plated articles can be used.
The temperature of the solution need not be actu-
ally at boiling, and better results are obtained if
less. About 150° F. is a good temperature. The
articles, previously cleaned and bright, are
immersed in the solution. The silvering takes
place immediately. Then remove, rinse well
and in clean water as the final rinse as silver is
easily stained. The goods should then be lac-
quered, if possible to preserve the silver against
tarnishing.

Although this solution is more troublesome to
make up than when silver nitrate is used, the
results obtained are considered by some platers
to be enough better to warrant its use.—The Brass
World.

Oxidizing Enameled Silverware
There are several methods in use for producing

a blue-black color on silver, but none of them are
equal to a solution of potassium sulphide (liver of
sulphur), when cheapness is the consideration,
says the Jeweler and Metalworker. This sulphide
potassium salt gives more of a blue-black color
than one of a dead-black, as it attacks the silver
somewhat, and converts its surface into a sulphide
which is bluish-black.
For silver-plated work a good deposition of

silver is required, or too much of the silver deposit
would be removed to give a good effect. Flash
silver deposits are, therefore, unsuitable for the
purpose of receiving a blue-black coloration. For
genuine silver work, the particular shade required
may be easily accomplished with a little experience,
and also with silver-plated articles if the deposit is
made heavy enough to withstand the action of
the oxidizing solution.
When silver is immersed in a liver of sulphur

solution it becomes superficially colored black
owing to the formation of a film of silver sulphide
on the surface. Its adherence to the surface
depending upon the cleanliness of the articles,
and to the strength of the oxidizing solution. If
too strong a black smut is produced, which easily
wipes off, and if the articles are not thoroughly
clean and of a uniform surface, a patchy coloration
will be the result.
It is necessary that the articles to be oxidized
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should be prepared equally as clean as though
they were going to be electro-plated with silver.
It is also necessary that the oxidizing solution
should be fresh, and for silver used hot. Liver
of sulphur solutions soon spoil, especially in hot
weather, and in factories where a large quantity
of work is treated in them, it is customary to make
up fresh solutions every day, as it ensures better
and more certain results being accomplished.
The solution requires to be somewhat weak, so

that the oxidizing may proceed gradually, and that
the color forms slowly. For making up the solution
to be used hot, take:

Potassium sulphide, 5 dwts. or 1 oz.
Water, 1 quart or 1 gallon.

mmerse the articles in the solution at a tempera-
ture of about 180 degrees Fahr. in an enamelled
iron vessel, when, in a short time, the blue-
black color will be produced. When the color of
the desired shade has been given to the work, it
is removed, and rinsed in hot water, and after-
wards dipped into the following pickle to fix the
color:

Oil of vitriol, 1 oz. or 4 ozs.
Water, 1 quart or 1 gallon.

After coming from this pickle it is rinsed and
dried, then scratch-brushed to remove the smut,
and this is usually performed dry with a soft
brass-wire brush. The black will not come off if
the oxidizing has been well done, but if it does,
it shows that the work was not chemically clean
before oxidizing; or that the oxidizing solution
was too strong. If the articles are of sterling silver,
the oxidizing may be done without silver-plating,
and a strongly adherent deposit can be accom-
plished, of the color my correspondent seeks, by
the use of liver of sulphur alone.
I have found a good stippling with pumice

powder, by means of a stiff brush, well rinsing in
hot water, and a momentary dip in the cyanide
of potassium, dipping bath, renders the color less
liable to rub off, and those devices are valuable
aids to success in the preparation of work for
oxidizing.
I have also introduced little innovations to

enhance the lustreing of the color, and to protect
the surface. When the color produced is uneven,
light in some place and dark in others, or filled
with dark spots, or light spots, it proves that the
work was not clean when it was dipped. If the
work is well brushed all over with powdered
pumice stone, rinsed in hot water, and then dipped
in the hot liver of sulphur solution, and allowed to
remain until the right color is reached, then
removed and dipped in hot water, and dried in
warm sawdust, the difficulty will, no doubt, be
overcome. The color depends upon the strength
of the liver of sulphur solution, and the length
of time the work remains in it. Some operators
add carbonate of ammonia, twice the weight of
the liver of sulphur, to their solutions, and, after
oxidizing, have the work lac luered.

Running a Railroad
with Wireless Time Signals

At the St. Quentin station on the Northern
Railroad in France there has been installed a
wireless telegraph station for receiving time signals
from the Eiffel Tower station so as to have the
exact time and thus be able to set the station
clocks more accurately than before. The distance
from Paris is about ninety-five miles, so that the
time signals are well received even with the small
aerial used. No doubt the railroad will extend the
use of the wireless method in the future. A station
which is so equipped can also send the time over
the ordinary telegraph lines to other railroad sta-
tions.
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Made with three interchangeable screw-orf,plates, drilled with No. 8, 10 and 12 holes.
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OVER 7000 IN USE EVERY DAY PRICE, $4.00
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ACCURACY, RAPIDITY,Precision Transfer Press ACCUR
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This press enables the engraver to
transfer repeated impressions on pre-
cisely the same spot as the original,
whether it be on knives, forks, spoons,
spoon bowls, etc. The press has a guide
which insures absolute precision of
location. This uniformity of position is
not obtainable by any other method. The
press is full nickel plated and has three
interchangeable gelatin pads for gold,
silver and plated ware, one of the pads
being convex, making it especially suit-
able for the inside of spoon bowls. The
gelatin pads are of a special quality and
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Selected Replies to Queries
of General Trade Interest

"L. G."—How can I clean and restore to
its original color, if possible, heavy gold
fringe such as is found on brocaded
hangings and tapestry?

Answer.—Gold fringe can be restored
to its original color by the following corn-
position:

Shellac, 1lA oz.
Dragon's blood, M dr.
Turmeric root, M dr.

Digest with strong alcohol, decanting
the ruby-red colored tincture thus ob-
tained. After coating with this composi-
tion a warm flat-iron is gently brushed
over the objects so as to heat them only
very slightly.

"J. K."—Would you kindly give me a
recipe for removing rust from nickel plate
as I have had poor success in several at-
tempts to remove it.

Answer.—To remove rust from nickel
plate, smear the rusted parts well with
grease (ordinary animal fat will do), and
allow the article to stand several days.
If the rust is not thick the grease and rust
may be rubbed off with a cloth dipped in
ammonia. If the rust is very deep, apply
a diluted solution of hydrochloric acid,
taking care that the acid does not touch
the metal and the rust may be easily
rubbed off. Then wash the article and
polish in the usual way.

" B. S. C."—Can you give me a list of the
different wedding anniversaries which
are usually celebrated, indicating the
character of the gifts which are correct
form on these occasions:

Answer.—Following is a correct list of
wedding anniversaries•:

First Year Cotton
Second Year Paper
Third Year Leather
Fifth Year Wooden
Seventh Year Woolen
Tenth Year Tin
Twelfth Year Silk or Linen
Fifteenth Year Crystal
Twentieth Year China
Twenty-fifth Year Silver
Thirtieth Year Pearl
Fortieth Year Ruby
Fiftieth Year Golden
Seventy-fifth Year Diamond

"A. H. T."—Can you tell me how to make
acid-hyposulphite in the crystal or
granular form? I know how to make
the liquid but would like to know also
how to make the salts.

Answer.—We do not quite understand
what our subscriber has in mind by making
acid-hyposulphite in the crystal or granu-
lar form. If he wishes a combined granu-
lar mixture of hypo and an acid hardener,
we would suggest that he use potassium
metabisulphite in the proportion of 120
grains to half an ounce avoirdupois for
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every pound of granular hypo. If 'these
two salts are well mixed, they will form
an excellent and permanent acid fixing
bath.

" T. F. H."—As the question of the birth-
stones for the months has been solved
with benefit to the trade in the new list
adopted at Kansas City, there is still
much difference of opinion in regard to
the floral jewelry symbolism which
tradition associates with the different
months. Can't THE KEYSTONE throw
some light on this subject and bring
about some uniformity?

Answer.—Since the manufacturers have
given practical application to the senti-
mental association of months and flowers
in the designing of jewelry the trade
manifest an interest in the subject equal
to that in the gem stones. We find two
lists, one being the following:

January
February
March
April
May
June
July
August
September
October
November
December

Snowdrop
Primrose
Violet
Daisy
Hawthorn
Honeysuckle
Water Lily
Red Poppy
Morning Glory
Hops
Chrysanthemum
Holly

Hope
Early Youth
Fidelity
Innocence
Hope
Love
Purity
Consolation
Affection
Injustice
Inspiration
Foresight

As the language of flowers has, at least
in part, been handed down from antiquity
and has come to us from the old world,
where the climate is different from our own
and where the same flowers bloom at
different seasons or in different months,
there will naturally be many apparent
inconsistencies if we accept the list un-
changed. And this probably accounts for
the fact that there are two lists in common
use.
The second list of associated flowers and

months, which seems to be most in favor
with the jewelry trade, is the following:

January
February
March
April
May
June
July
August
September
October
November
December

Wild Rose
Pink
Violet
Easter Lily
Lily of the Valley
Rose
Daisy
Pond Lily
Poppy
Cosmos
Chrysanthemum
Holly

" Use your reason and take your choice"
is probably the best advice. It seems to us
that for January and February reason
would give the snowdrop and primrose the
preference, but the artist and sentimenta-
list would undoubtedly select the Easter
lily in preference to the daisy for April,
though the claims of the daisy are un-
doubtedly sound. For June, known in
our latitude as "the month of roses,"
the honeysuckle does not seem a reason-
able selection. The rose, "queen of
flowers," sacred to Cupid and Venus, and
symbolic of love, joy and prudence, must

not be dethroned, and to June let our own
"American Beauty" be consecrated. The
daisy, being a Spring flower, is _Certainly
inappropriate for July, and the water lily
is a preferable selection. Sometimes we
see the apple blossom used as the floral
symbol of May and sometimes the haw-
thorn, either being a good selection,
though American opinion would probably
favor the apple blossom as being the more
appropriate for this country. The lily of
the valley is a third selection for this
month. From this it will be seen that the
choice is, at best, arbitrary, and consider-
able freedom of selection must be allowed.
The differences of opinion only lend inter-
est to the new fad, and the floral selections
of the manufacturers, whatever they may
be, are pretty and fascinating enough to
overcome any doubt or prejudice as to
their orthodoxy. It remains for the trade
to turn the pretty custom to profitable
account by appropriate advertising and
display of the goods.

"T. J. E."—How can I remove soft
solder from jewelry repairs?

Answer.—If the piece to be treated is
12 karat or higher, you can dissolve the
soft solder by immersing in nitric acid. If
the solder is on gold of less than 12 karat
fine, use the following: Crush to powder
two ounces copperas and one ounce
saltpeter; boil together in teri ounces
water. Allow it to cool and crystallize.
Dissolve the crystals with eight parts
spirits of salts to each part of crystals
(use earthenware vessel). Put in four
parts boiling water and keep the mixture
hot while immersing the soldered articles.

"S. C."—I have just repaired an opal
ring and as the setting seems to have
deteriorated, the owner asked if I could
not do something to restore its original
tints.
Answer.—It is not a wise thing for a

novice to attempt to restore the polish
and color of an opal. The brilliancy of the
stone can be increased by heat, but if
such heat is too intense or continued too
long, the colors will vanish entirely. Se-
vere cold ,will have a tendency to take the
"fire" out of an opal, and if this condition
obtains the only essential remedy is the
removal of the outer layer. There is a
serious objection to this plan, however,
inasmuch as it will reduce the thickness
of the stone and thus allow the light to
pass through it much more easily, in
which event its beautiful iridescence is
either impaired or lost. Some varieties
of opal, when placed in water or alcohol,
will become transparent, but they will
lose this quality as soon as the water or
alcohol evaporates. It is a fact that the
opal, while one of the most beautiful
of the precious stones, is at the same time
very easy to damage, and if its beautiful
"fire" is once lost, it is a difficult matter
to restore it. For this reason it would
seem to be the best plan to send such
stones to a lapidary for restoration, and
not attempt to do the work unless you
have had considerable experience.
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Texas

Eagle Pass, Texas.
Your check $15.05 for old gold

received, and is satisfactory. I
already had one Chicago esti-
mate, which you have beaten by
$2.50. Yours truly,

H. W. Deans

Illinois

Roodhouse, Ill.
I enclose a small shipment of

old gold and silver, put in your
melting pots and send me a
check for the same, your checks
have always been satisfactory.

Yours truly,
L. A. Beatty.

Michigan

Jackson, Mich.
Your check for box of sweeps

for $172.68 received and I am
very pleasantly surprised at the
result. Will come again. Yours
truly,

G. G. Case, Jeweler.

California

Ssn Bernardino, Cal.

Yours of Mac withMarch 12th
check enclosed duly received and
same is satisfactory. Thanking

Iyou, am, yours truly,

Chas. M. Hanf.

Texas

Houston, Texas.
We thank you for your

prowl/ check and we are more
than pleased with it. You may
expect a barrel of sweeps from
us some time during the year.

Yours truly,

Taylor Bros.

•

GOOD WILL
THIS advertisement is accompanied by copies of real

letters written by real Jewelers, whose names and
places of business have been given and who have sent
their kindly messages without solicitation.

That looks to us like good will and those appreciative
letters received, literally by thousands since the estab-
lishment of our business, represent to us the most
satisfactory portion of our success.

We are as keen today as 46 years ago to more fully
merit that good will and loyalty.

Your shipment of OLD GOLD, SILVER and PLATI-
NUM prepaid back to you if our check
(by return mail) is not up to your expectations
Returns for sweepings in 5 to 1 0 days
Give us a chance to make you an offer

GOLDS
SMELTING

20 John Street
NEW YORK CITY

MITH BROS.
AND REFINING CO.
Heyworth Building Arcade Building

CHICAGO SEATTLE
ESTABLISHED 1867

New York

Rome, N. Y.
I am just in receipt of your

check for old gold and
silver sent you on the
15th. This return being in
r e c o r d time and the
amount greater by nearly
$2.00 than I expected.
Thanking you for same, I
am, respectfully,

' Wyllys N. Rudd

Illinois

Galesburg, Ill.

We are in receipt of

check for $82.19 for the old

gold sent you. Thank you

for promptness.

Chapman and Armstrong.

Ohio

Kenton, 0.

I am certainly well
pleased with checks f or
old gold and silver. When-
ever I have any old gold or
silver will certainly re-
member you. Yours truly,

Walter L. Steffen.

Missouri

St. Louis, Mo.

Received check this thy
many thanks for prompt
redly. We certainly roe-
ommend you every time in
your line. Yours truly,

St. Louis Loan Society

California

San Francisco, Cal.

We have just received
the returns on the jewelers
sweeping that reached you
on June 1st. These returns
are quite satisfactory.

Yours truly.

Shreve & Company
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Workshop Notes

Subscribers wishing inquiries answered in this department
.nust send name and address—not for publication, but as an
.vidence of good faith. No attention will be paid to anonymous
r•ommunications. Questions will be answered in the order in
which they are received.

TIME SIGNALS.—To settle a question that caused
more or less argument between the L. & N.
Agt. at this place and myself, please advise
me which is the best or nearest to correct time—
the time that is sent over the wires at 10 o'clock
or 11 o'clock (central time?) Is it not a fact
that the latest or last observations are put in to
correct time at exactly 12 o'clock, noon, eastern
time, which would be 11 o'clock central?

The time at which time-signals are sent over the
wires makes no difference in their accuracy.
The clocks in the observatory run so closely that

there is practically no error in their timekeeping in
the course of several days, and no visible change
from hour to hour.

Observations are taken for the purpose of keep-
ing account of the rate of the clocks. Sometimes
no observations are taken for days at a time, on
account of cloudy weather. This makes no
difference in the accuracy of the time signals sent
over the wires, because the clocks keep time to
within so small a fraction of a second that an error
(which an astronomer may consider serious) could
not be read on a watch or on one of the clocks
such as are used outside of astronomical observa-
tories.
Time signals are sent from the observatory

clocks; not directly from observations.

CHANGING DIALS.—A customer of mine has a
21-jewel, 18 S Vanguard, on which he wishes a
new style dial. The watch keeps a very close
rate of time. Now I have always understood
that in changing dials on position adjusted
movements there is danger of destroying their
good time-keeping qualities. Kindly give me
your opinion, through your paper whether a
change is liable to affect its rate, and if the
change is practicable, what points to look after

Changing dials will not affect the adjustment of
the watch. If you know of any case in which the
rate was different after changing dials on a watch,
the trouble was caused not by changing the dials
but by doing it carelessly so as to injure or alter
spine other part of the movement.

It is, of course, necessary that the dial you put
on must be evenly divided—the minutes and
seconds spaced uniformly around true circles, and
the dial feet placed so that the arbors, carrying the
minute hand and the second hand, come through
exactly in the centers of their respective dials. If
the new dial is found not to " center " exactly, it
can be brought right by bending one or more of
the feet in the direction which you will see is
necessary. Generally, however, the new dial
will be found to fit accurately without any altera-
tion.

REGULATOR.—I have a jeweler's regulator made
by Jones of England which is said to be a very
fine clock. The mercury jars need to be refilled
and I do not know how much to put in them.
They are about 7 or 8 inches high. I got
some mercury and filled them within one inch
or possibly little over 1A  an inch from the top,
but as I do not know how much should be put
in I would like very much to have any informa-
tion you can give me in regard to it.

Leave in the jars the amount you have put in,
and take careful record of the changes in the clock's
rate and of the temperature as shown by a ther-
mometer beside the clock. After you have taken
these records for a number of days, study them
carefully and you will see that either (1) the clock
gains or losses about the same amount per day,
but always runs one way, be it fast or slow; or
else your record will show that (2) the clock runs
slow whenever the temperature rises and fast
when temperature falls; or (3) the clock will run
fast in higher temperatures and slow in lower
temperatures. From these observations you will
now know whether you have the correct amount of
mercury in the jars, or too little, or too much,
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With conditions as described under (1) the pendu-
lum is compensated and contains the correct
amount of mercury. In case (2) the pendulum
is under-compensated, and needs to have mercury
added. In case (3) the pendulum is over-
compensated, and some mercury should be taken
out.
A rise in temperature lengthens the pendulum

rod, and this would result in the clock going slower
but for the fact that the heat expands the mercury
in the pendulum jar, causing the mass of the
mercury to rise, and counteract the lengthening
of the rod, the effect being equivalent to main-
taining a uniform length of pendulum, regardless
of variations of heat and cold. During a fall in
temperature, the cold contracts and shortens the
pendulum rod, but the mass of the mercury, which
is more affected by temperatures than is the metal
of the pendulum rod, contracts more and goes
enough lower to counteract the shortening of the
pendulum rod.
The correct amount of mercury to be put in

the jars is whatever amount will uniformly
counterbalance the varying lengths of the rod
as the temperature rises and falls, and this amount
can be found in no other way than by a trial of
the timekeeping of the pendulum, as explained.

ADJUSTER.—(a) Some time ago I had for adjust-
ment a 16 size, 21 jewel, American movement
which was in fine shape apparently. It ran
fine and kept fine time in 70° temperature,
but when temperature went above or below, it
would do all kinds of foolish stunts. I tried
wheel for poise, and found it 0. K.; also it
was perfectly true in round and flat pivots dead
true. So I removed all screws and found balance
much out of poise. On close measurement, I
found one segment thicker than the other. I
wrote the factory to know if it was or was not
proper that the wheels be poised without the
screws in, and then balance each pair as they
are inserted and also if the roller table should
be in its correct position. Their answer was far
from satisfactory. They said "we poise with
balance screws, and if you send wheel we will
correct it," which I did, and they sent me a
complete new balance, which gave perfect
satisfaction. The question is this—shouldn't
the balance be in poise with the roller table on,
and with, or without, the screws in?
(b) Where can I get shells to cut cameos?

(a) After making repairs to any part of the
balance of a fine watch, the balance should be
tried for poise and corrected if found necessary.
This must be done with all the screws in place
and with the roller table on the staff. If you poise
the balance with the screws or the roller table
off, and then put those parts on, the balance will
invariably be found to be out of poise, and must
be re-poised, thus involving twice the amount of
work which would be really necessary; the work of
the first poising would be practically thrown away
to no purpose.

It is true that the balance segments should be
of even thickness all around, but it can be safely
assumed that this is the case in practically all
American watches of good grades. Any exception
to this would be extremely rare indeed, and it
would be unnecessary to make a practice of
measuring the segments in order to determine this.
If the balance rim is of the same dimensions all
around, and is true, and the screw-holes evenly
sized and spaced, then the balance will be in poise;
this is the case in practically all well-made bal-
ances. If you should now put the roller table on,
but not the screws, the balance will, in most cases,
be found to be out of poise, as it will be lighter or
heavier at the point where the roller jewel and
passing-hollow are located. Put both roller-table
and screws on, and then correct the poise of the
complete balance-group; the fact that the weight
may be altered at any point by means of the
screws, enables you to counter-balance what may
be a lack or an excess of weight at any opposite
point around the balance rim, whether due to the
roller jewel, or to any of the screw-holes, or to the
balance-screws themselves. Poising must always
be the final operation before putting the balance
in the watch after repairs to it, and everything
belonging to it, except the hairspring, should be on
the balance while it is being poised.
(b) Write to Borrelli and Vitelli, 401 Broadway,

New York.

POLISHING.—What is the best method to follow
with a common foot power polishing lathe to
secure the best results on silveroid and gold
cases? Should you mix rouge with water? Should
I mix tripoli with oil to secure the best results?
And should any rouge be put on the buff for
finishing?

The principle on which the polishing of soft
metals is based, is first, that tripoli, being a sharp,
fast-cutting material, is to be used to grind the
surface so as to quickly remove the deeper
scratches and to smooth the surface preparatory
to polishing.

This is followed by polishing with rouge, which
is a fine-cutting abrasive; the marks of the cutting
done by rouge are so fine that they cannot be seen
by the naked eye, so the result is a polished surface.
The fine-cutting qualities of rouge result in its
cutting being correspondingly slower than that of
coarser abrasives would be; it would take too long
to cut the metal surface down sufficiently to re-
move the deeper scratches with rouge, so the
quick-cutting tripoli is used first, and rouge for
the finish.
We recommend the use of tripoli put up in the

form of bricks; hold a piece of tripoli against the
revolving buff until the buff is well charged with it.
For plain surfaces use a felt wheel-buff and for
uneven surfaces a brush wheel-buff. After tripoli,
wipe or wash off any of the abrasive which may
be clinging to the article being polished.
For finishing plain surfaces use stick (solid)

rouge applied to a felt buff. For uneven surfaces,
use a brush wheel buff, charged with stick rouge,
or powdered rouge mixe with water and painted
over the metal surface instead of applied to the
buff.
For the final polish, if the best possible lustre is

desired, polish the article with a muslin buff with
very little rouge.

It is important to keep rouge and rouge-buffs
separately from tripoli or anything else which
would cause scratches in the polish. For the final
polish, the higher the speed of lathe, the better
the polish.

COIL SPRING.—In a mechanical device for indi-
cating time, for a specific purpose, I wish to
run a 5/16 shaft, one revolution per minute. I
wish to run it with a coil spring, the same as
clock is run. As near as I can estimate, it
would need a spring with twice as much strength
as an ordinary clock spring. Want it to run
ten or more hours with one winding. Now
what I want is a spring as above described,
with the necessary regulating device to make it
run one revolution per minute.

By way of general information, let us explain
that you will have to choose between two basic
methods of controlling the motion of your shaft.
The first is to use a pendulum and escapement
and the second is to use a device with continuous,
motion, such as the fan of a Swiss music-box or
the governor of a steam engine. The most accur-
ate control would be a pendulum, or a governor
driven by weights, such as is used for driving
astronomers' telescopes and chronographs. If a
spring must be used as motive power, the pendu-
lum would afford the most accurate control, on
account of its isochronism. If neither a pendulum
nor weights can be used, then you must fall back
on the combination of a spring for power and a
fan or governor for control. This would not move
as uniformly as either of the other arrangements,
but could be made, of course, to give approxi-
mately accurate control, possibly sufficiently so
for whatever your purpose is. It would cost less
than either of the other arrangements. If a
continuous motion is needed, of course the pendu-
lum cannot be used, because the motion then
would be composed of alternate stops and starts.
We suggest that you write to the Jacot Music

Box Company, 35 Union Square, New York, about
spring-and-fan mechanism, to any of the clock
companies about furnishing pendulums, escape-
ments and trains, or to Messrs. T. Cooke & Sons,
Ltd., 14 Great Chapel street, Westminster, S. W.,
London, England, concerning weight-driven gov-
ernors. In writing to these parties it would be
well to give them full details of the conditions under
which your mechanism is to be used, and all the
information possible, so they can plan intelligently
in adapting to your purpose whatever they may
have in stock.
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You Can Make the Year 1913 The
Most Profitable One in Your History
By taking a course at our college and letting us make of you a
practical watchmaker, engraver, jewelry repairer and optician we will
double your salary and we will guarantee you a position the day you
leave our college, if you let us make a thorough workman of you ; and
our guarantee is worth something. Our College has been right here
in Philadelphia for over nineteen years and we own our college
building. The small amount of money you will spend to take our
course will be the best investment you have ever made. It will bring
you greater returns and a steady income. If you are interested and
want to know more about our college drop us a postal card and we
will send you a few booklets that will prove mighty interesting
reading to the man who desires to increase his salary. Send the
postal today. It will be a penny well invested.

THE PHILADELPHIA COLLEGE OF HOROLOGY
Broad and Somerset Streets, PHILADELPHIA, PA.

F. W. SCHULER, Principal.
Established 1894
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A MACHINE whose value can be better
appreciated by the words of a satisfied

customer:

"It mould be impossible nom to do without the
Perfect Ring Stretcher, and do business. It
has paid for itself many times over."

Why not be of the same opinion ? You will
soon be able to use one to your advantage.
A necessity wherever rings are sold.

SEND FOR ONE TO-DAY!

THE W. W. OLIVER MPG. CO.
1490 Niagara Street, Buffalo, N. Y.

December 1, 1912

How Gold Is Bought

TI-1E 10EY8TONIE

The Methods in Use in the United States Assay

Office

By JESSE SIMMONS in Scientific American

Suppose that you owned a gold mine. What

would you do with the gold? In the ordinary

commercial lines the marketing of the product

depends upon ability to place it before the people,

and involves the meeting of competition, adjust-

ment of freight rates and the surmounting of

numerous little difficulties, all of which have a

bearing upon the ultimate result of your under-

taking. With gold it is different. Uncle Sam

stands ready to buy all of the gold brought to his

mints or assay offices.
There are three coinage mints where you would

be able to dispose of your bullion, viz., Philadel-

phia, Denver and San Francisco. Should it

happen that your mine was not located convenient

to any of these mints, you would find United States

assay offices at Boise, Idaho; Carson, Nevada;

Charlotte, North Carolina; Deadwood, South

Dakota; Helena, Montana; New Orleans, Louis-

iana; New York city; Salt Lake, Utah; and Seattle,

Washington. At these institutions gold bullion

Is purchased and forwarded to the mints.

The First Step

You would take your gold into the office and
watch it weighed upon a pair of balances so sensi-
tive that although they had several hundred
pounds in each pan, one one-hundredth of an ounce
would be indicated. Having weighed your gold,
the officials would issue you a receipt for it which
you would keep until you received your cheek or
coin in payment. Your gold would then have
become what is known in the office as a "deposit."
This deposit, with many others like it, would be

WEIGHING THE BARS OF BULLION

turned, over to the melting department, where, in
a specially constructed furnace, it would be
melted in a plumbago crucible with the proper

fluxes and poured into a suitable mold. Simple as

this may sound, the melting of gold is a very serious
and difficult task. The high heat which it is
necessary to generate in order to melt the metal
necessitates a furnace constructed of the most
refractory material. These furnaces are usually
operated by gas or oil and are built of the very
finest grade of fire brick and fire clay. The plum-
bago crucible which is used is composed of grap-
hite (the same material that comprises the center
of your lead pencil), a little fire clay and a little
sand. In the manufacture of these crucibles great
care must be taken to secure a uniform mixture of

the component parts, so that when heated no
portion of the vessel will expand more than any other
portion. Unequal expansion would cause cracking.
The crucibles are fashioned in molds and dried,

or burned in kilns, after a fashion similar to dishes
or bricks. They are made in all sizes from those
having the capacity of an after-dinner coffee cup
to immense sizes holding over twelve gallons.
Before melting gold in one of these crucibles it is
necessary that it be very carefully annealed, which
means that the last possible traces of moisture

REMOVING GOLD ASSAYS FROM BOILING APPARATUS

must be expelled by slowly increasing the tempera-
ture for several days. This is done by placing the
crucibles in a steam-heated oven, where the process
is carried forward until it is deemed that the vessel
is in suitable shape to be placed in the fire. Covers
and stirrers are made of the same material as the
crucible. The latter are used to stir the gold in the
crucible after it is melted. Covers and stirrers
pass through the same annealing process as the
crucibles, although it is not necessary to take so
much care with them.

Gold from the Mine

Gold coming direct from a mine is never pure.
It may contain various base metals, the nature of
which depends upon the process by which the gold
was won from its matrix. Gold from stamp mills
contains some iron, very likely some copper and
often some quicksilver. From cyanide mills
the bullion nearly always contains zinc, as this
metal is made use of in the process. The zinc,
too, may also have contained impurities, some of
which will very likely be in the resulting bullion.
Copper has some of the characteristics of gold, both
physical and chemical, so that if copper is contained
in the original ore some of it will be very likely
contained in the bullion. Silver is always asso-
ciated with gold in the ores of the latter. The
amounts may vary greatly, but it may be stated
that silver is always present in gold ores.
The problem of the melter who handles the

deposits at the assay office is to make from the
deposit a bar of bullion which will be homo-
geneous, or in other words, a perfect mixture from
top to bottom and from end to end of the gold and
other metals. In order to do this he places in the
crucible with the deposit a stated amount of flux,
varying with the size and composition of the de-
posit. The virture of this flux is to remove a
certain portion of the base metals and likewise to
form a molten mass over the top of the bullion
which will prevent volatization of the precious
metals. It is lighter in specific gravity than the
metal and rises to the surface of the melt. For
clean bullion the flux is composed usually of borax.
Perhaps some little soda will be added. For bars
which contain five or ten per cent or more of the
base metals the flux will be comprised more largely
of soda. This is just the ordinary soda which the
housewife uses in collaboration with sour milk to
make biscuits or other dainties. Niter is also used
on bars containing large amounts of impurities,
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Having placed the deposit in its crucible in the
furnaces, with the necessary fluxes, the heat is
applied and the metal and flux melted in thirty to
forty-five minutes. The melter puts on an im-
mense pair of asbestos mitts to protect his hands
from the intense heat and removes the cover of the
furnace, the cover of the crucibles, and taking the
stirrer in a pair of iron tongs, he carefully stirs the
entire contents of the crucible. The stirrer was
placed in the furnace at the time the crucible and
charge were admitted, and is of the same tempera-
ture as the other contents. On very dirty or im-
pure bars this stirring may be done two or three
times, the furnace being closed in order that the
heat be brought up to the required point after
each stirring. The molds into which the gold
is poured are made of iron and a full stock of
the various sizes is kept on hand so that no matter
what the size of the deposit a bar will be turned out
with a width approximately twice its depth and a
length about twice the width. Into this recep-
tacle the melter pours the contents of the crucible.
The metal sinks to the bottom, and the slag, as
the flux is known after it has passed through the
process, rises to the top. After the metal and
slag have solidified the mold is overturned the
slag separated from the bar, the bar cleaned and
weighed. In order that the depositor may receive
pay for every bit of gold which properly belongs
to him, the inside of the crucible is scraped clean
and the slag treated by being crushed to powder
and panned in a miner's gold pan. The problem
of the melter, then, it will be seen, is to add the
proper flux, to see that the furnace produces the
high heat which is necessary in order to success-
fully melt the charge, to have his crucibles in such
shape that they will not break in the furnace when
subjected to the high heat and to dexterously pour
the bullion into the mold and recover the values
from the slag.
The weight of the granules which have been

recovered from the slag is added tp the weight of
the bar and this amount is the weight of bullion
for which the depositor is paid. It is then the
assayer's business to determine the proportions
of gold, silver and base metal in the bar. These

BORING A BAR FOR SAMPLES

proportions are reported in thousandths. He
obtains a sample by means of a special clipping
machine designed for the purpose.

Determining Fineness

A complicated chemical process is necessary to
determine the fineness of this sample. It cannot
be described in detail here. Suffice it to say that
the process is based upon the fact that from an
alloy of gold and silver in which silver predomin-
ates in the ratio of about three to one it is possible
to dissolve the silver by nitric acid, leaving the
pure gold behind. To a weighed portion of the
bullion is added an amount of silver which will
bring the proportion up to three to one, if it is rich

(Continued on page 2561)
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MARK WATCHMAKERS' TOOLS  OF QUALITY. fRADE MARK

"K. & D." STAMPED ON TOOLS MEANS SUPERIORITY OF MAKE AND MATERIAL.

No. 150-L. ROLLER AND HAND REMOVER.
Adjustable parallel jaws; extra plungers in handle for roller and hand remover.Will remove any roller, large or small, single or double. Price, $3.00

No. 74 AND 74A
Key or Holder for Waltham Jeweled Main Wheel. No. 74-16 size.No. 74-A.--12 size. Vely convenient tool. Price, 60c.

M
M

Manufactured by KENDRICK & DAVIS CO., LEBANON, NEW HAMPSHIREWholesale Agents, Sussfeld, Lorsch & Co., 90 Maiden Lane, New York, N. Y. M
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No, 67 GOLD TIPPED OILERS
Handle neatly knurled. Hexagon piece on handle to prevent rolling. Price, 20c.

No. 310A. SENSIBLE HAND REMOVER, IMPROVEDNo. 310-A. Hand Remover. A simple quick-acting tool. Does not crack dial Hasself acting plunger which holds the hands after they are removed from the watch.
Price, $1.75

For Jewel Screws. No. 249. Hexagon Heads, Reversible BladesSet of Three in Box. Price, 60c.
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I THERE IS A REASON
why our Superior Service line of Rolling Mills is invariably specified
by the wide-awake purchaser. Correspondence and Trade Solicited.

Buffalo Machine Manufacturing Company
1354 WEST AVENUE, BUFFALO, N. Y.
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Sheff Patent Ring Forging Machine
THIS ring stretching machine is for jewelers or any one who repairsor sells rings. It is the only tool on the market for the purpose thatwill do perfect work. It stretches all kinds of rings—wide, narrow,oval, flat, plain or set. A light ring can be sized three sizes and a heavyone six sizes and do it perfectly. Anyone can easily work it and youcannot spoil a ring under any circumstances. The ring comes out of themachine perfectly round and straight and requires no refinishing. Youcan size a ring while the customer waits and he cannot tell by appearancesthat it has been stretched and will not know how you did it unless youtell him. This machine is not built on the roll principle but the ring ispressed into the die and you can put as much or as little pressure as youwish and you can see exactly what you are doing. It is thoroughlyguaranteed, will never wear out. The most successful jewelry houses inthe country are using this machine. We have had a wonderful sale of itand do not know anyone who has one who would do without it. Giveit a trial for ten days. Any jobber will furnish one.

Order from your Jobber or send to us Direct. Price, $16.00,4:11tiMCiebi

A. J. SHEFF & CO. : 6109 PENN AVENUE
PITTSBURG, PA.

)ecember 1, 1912 Pr HE

Non-Rusting Treatment for Tools

All iron tools, such as squares, wrenches, pliers,

viders, screw drivers, etc., have the unwelcome

roperty of rusting. In damp shops the tendency

, even more marked. For all such cases as arise

ith plain iron tools (those not plated or painted)

he following treatment will be found to be an

fficient preventive measure. Obtain some pot-

ssium bichromate (five or ten cents worth will be

ufficient for a gallon of solution) and some sodium

,ydroxide (lye).
The water used as a solvent should be distilled

md warm or hot if possible. To a gallon of water

.:dd about one or two tablespoons of the hydroxide

lye) and after it is dissolved add the bichromate.

Vlake the solution saturated, i. e., put in as much

of the bichromate as will dissolve. Since the

rystals do not dissolve very fast, the solution

hould be stirred. Now clean the tools, utensils,

or the like which are to be treated. They should

be smoothed and polished if possible. Sandpaper
or emery paper or cloth will be found serviceable.

for this purpose. Then submerge the tools in the

When several pieces are treated at the same

time they should not touch or interfere with one
another. The treatment should last as long as
possible. This may be for one, two, or more

days, or even for several weeks. The tools may be
Laken out of the solution and used as needed and

then reinserted in the solution. In such cases

care should be taken to keep the tools clean or

else to reclean them. Some tools, as screw
drivers, squares, dividers, etc., can be left in the
solution continually, day in and day out, and be
taken from the solution as needed. This method

will keep them bright indefinitely. If the solution
evaporates, it can be replaced with more water
or bichromate and lye as needed.
Ordinary tools can be washed and wiped with a

cloth after treatment without destroying the non-
rusting effect. This treatment should be very
valuable about the shop, and since it does not injure
the tool in any way, it is applicable to fine tools

as well as the common ones. The action is due to
the combined influence of the hydroxide and
hichromate, which tends to inhibit and prevent the
iron from corroding. The effect wears off in time,

of course, but it can be renewed by a further
treatment. In fact, occasional treatment at given
intervals should render the tools practically, per-
manently immune.
The cause of the action is not definitely known.

It is thought that the hydroxide acts on account of

the 0 H ions which are freed, and that the

bichromate acts to form a protective coat of some
sort on the iron, which keeps it from corrosion.

This coat cannot be seen, however, even by the

aid of powerful microscopes. Since the average
worker is more concerned with how it works
rather than why, a further discussion of the theory
will be dispensed with. The potassium bichromate
and the lye can be obtained at any drug store and
should be handled with care, since both are poison-

ous, and one causes burns while the other causes
unsightly flesh stains under the condition of mois-
ture on the flesh.—Philip Edelman in Scientific
American.

The Selenium Cell
as an Aid to the Blind

An instrument recently exhibited at the British
Optical Convention enables the blind to use their

ears to detect variations of light. There are a

pair of high-resistance telephone receivers and a
portable box containing a pair of selenium cells
electrically connected to a battery and to the two
receivers on a balanced Wheatstone bridge system.

A clockwork interruptor gives an intermittent
current which causes a rasping sound in the
receivers, louder in that receiver and selenium cell
circuit which is influenced by the stronger light.
Thus a blind man equipped with the device in
which one selenium cell faces toward his right and
the other toward his left can sense the difference
in light on the two sides, which may give him
valuable guidance in walking.

KEYSTONE 2549

Gilding and Burnishing
Picture Frames

Give the bare wood a coat of strong parchment
size and a little whiting hot. Allow to dry,
then fill up all holes with a stopping made of
whiting and hot clear size, and when dry rub
down with fine glasspaper. Give 4 coats of
thick white, made from whiting and parchment
size of uniform strength, and apply hot. Allow
each coat to dry before giving the next. (The
required strength of the size may be ascertained
by first allowing it to cool. The proper strength
is then of a weak jelly.) To smooth or polish
the work, wet a foot at a time and rub down with
a piece of cloth doubled, of the required shape.
Where oil gilding is to follow, 2 coats of clear
size should be given, and then the oil size, doing
the gilding with a tip. If the gilding is to be
matt, give the parts 4 coats of matt size stirred
into clear parchment size, and apply hot, using
preferably a camel-hair mop. Be sure that each
coat is dry before adding another. An interval
of 1 IA hours is not too long. For the burnished
parts, reduce the strength of the clear size by
adding VI of its bulk of water before stirring
in the burnish paste, then apply 4 coats. To
lay the matt gold, damp the work piece by piece
with a camel-hair mop and clear cold water, laying
the gold with a tip. Give a second layer of gold,
then finally a coat of ormolu. The burnished parts
should be done last, the gold being laid as for a
matt, the only difference being that only 1 layer
is given. When dry, the work is polished with an
agate burnisher, used briskly yet with not too
much pressure.

The Drying of Metal Articles
Before and After Plating

By ALBERT POTT, in The Metal Industry

The drying of metal articles during the finishing
process, both before and after plating, is an im-
portant item and a source of much trouble and
annoyance to many manufacturers. Perhaps the
oldest method is that of drying by means of saw-
dust mixed with the articles, placed in a kind of
pan and heated, the sawdust being turned or mixed
occasionally by hand. Some concerns then had
made a comparatively large shallow pan or table
with raised edges, heated by steam coils under-
neath, and on which the work, mixed with sawdust,
was spread, being stirred up periodically by hand.
It was found, however, that unless the work was
thoroughly mixed that the steam formed by the
heat could not escape from the little mounds or
hills, and caused imperfect drying, as well as leav-
ing water marks. It can be readily noted that quite
a floor space and much labor is required for this
process, and with only fairly satisfactory results.
To overcome the troubles mentioned and also to

save space and labor, a steam drying barrel was
invented. This barrel is practically the same as the
oblique tilting tumbler so very common in metal
concerns, except that it was jacketed and other-
wise constructed to allow a circulation of steam
about the inner barrel, automatic ejection of the
condensation, still allowing the barrel to be tilted,
etc. This barrel has proved to be a decided
success, as a barrel load can be thoroughly dried
in a very few minutes, especially if the work is
shaken out of hot water. It can be readily seen
that the rolling over and over in the hot barrel
thoroughly mixes the work and sawdust, liberates
the steam and precludes all possibility of water
marks, etc., and further, brightens the goods at
the same time, and the sawdust is also quite dry,
ready for the next batch. The floor space required
is no more than for the ordinary tumbler of the
same size, or about four by five feet. Actual users
claim six times as much work can be easily dried
and more thoroughly, as can be dried by the old
way, besides the additional advantage of brighten-
ing the goods at the same time. Again, articles
containing pockets, etc., in which the wet sawdust
would be liable to pack by the old method are
more thoroughly dried because the rolling over
and over shakes out the dry sawdust. Many
concerns put this barrel to other uses, such as
mixing liquids that require to be heated, etc.
A machine much used with the steam drying

barrel, as well as other tumbling barrels, is the

fanning mill. This machine, however, was
originally designed and built to separate articles
from sawdust that could not readily be riddled,
such as common toilet pins, hooks and eyes and
such like. Users of the machine for such purposes,
however, found this method of separating so
much more clean and sanitary than riddling, which
caused the dust to fly about the room, etc., thus
making it difficult for the workmen to breathe.
This machine consists of an inclined hopper, the

inclination of which is adjustable, in which the
work and sawdust, leather meal, etc., is put.
This hopper is vibrated so as to cause the work
to slide slowly down into a chute through which a
current of air is forced, and which can be regulated
to suit the work. The sawdust or leather meal, etc.,
is carried off into a bin built to receive it, and
from which it can be used again, the work continu-
ing down the chute, rolling over and over, thor-
oughly loosening and releasing the dust, etc.,
and drops clean, into a box or receptacle set to
catch same. One operator with a steam barrel and
fanning mill can take good care of a good-sized
tumbling room.

Using Nitrate of Silver
in Silver-Plating Solutions

It is generally believed that nitrates are very
injurious when present in a silver-plating solution,
but such belief is wrong. Not only can silver be
plated from a solution containing them but the
silver deposit, as far as can be seen, is as good as
when the chloride of silver is employed. The fact
that the nitrate of silver can be used, has been
brought to the notice of the electro-plating industry
by the fact that many of the manufacturers of
silver deposit wares use the nitrate in making up
their baths. In addition to this, it has been found
that there are a number of large manufacturers
who have never used anything else but the nitrate
of silver in making up their silver plating solutions,
and the work they turn out seems to be excellent.

The use of nitrate of silver in making up a
silver-plating solution was first proposed and used
by Roseleur and it is to him, no doubt, that credit
of the use of the nitrate at the present time belongs.
When used, the nitrate of silver is simply dis-

solved in cyanide the same as the chloride or the
cyanide of silver would be used and the solution
employed in the regular manner. The fact that the
nitrate of silver can be used and is actually being
used in silver plating is cited to indicate how
some erroneous beliefs become firmly rooted in
the plating trade. Many of the silver-platers
have said that the nitrate cannot be used. The
fact remains that it is used and the results are good.
The excuse for using it, however, is one of adap-
tability. It can be purchased or made without
difficulty, and were the chloride or the cyanide
as easily made, the nitrate would undoubtedly not
be used.
Now comes the question: Is it advisable to use

the nitrate of silver in preference to the chloride
of the cyanide?

It can be used, and is being used, but theoreti-
cally the cyanide is preferable. When the nitrate
is used and dissolved in potassium cyanide, pot-
assium nitrate is formed which remains in the
solution as an inert salt. And subsequent additions
serve to increase this quantity of potassium nitrate.
The same is true with the chloride of silver.
Potassium chloride is formed and when the chloride
of silver is added from time to time to build up
the solution, more potassium chloride is formed.
In this manner the solution becomes filled with
inert salts. These, it has been proved, do no harm,
but the solution has a shorter life. Possibly these
inert salts may serve as conducting salts. This
is unknown.
The verdict of silver platers seems to be that

silver cyanide is preferable to any other silver salt
for making up a silver plating solution. The
results are excellent and no inert or injurious salts
are introduced in the bath. The difficulty of
making the silver cyanide is the reason for its
limited use, but its employment seems to be grow-
ing.
As far as the silver nitrate is concerned, it is

believed that it is just as good as silver chloride.
In the one case, potassium nitrate is formed and
remains as an inert salt in the solution, and in the
other potassium chloride. Which is the more
harmful?—The Brass World.
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ROCKFORD WATCHES
should be handled by every

Legitimate Retail Jeweler
1st — There is no better watch made.
2nd—The Rockford Established Retail

absolute protection.
3rd—The Rockford Established Retail

protection.

Selling Prices afford the legitimate jeweler

Selling Prices afford the consumer absolute

4th — The profits allowed the legitimate jeweler afford him a fair living.
5th —The Rockford Policy of selling its product only through the channels of the LegitimateRetail Jewelry Trade is an absolute insurance to the jeweler.

THEN WHY NOT MAKE ROCKFORDS YOUR LEADING WATCH?

The Rockford Watch Co., Ltd.
ROCKFORD, ILL.

The Holiday Greeting
of

HOFMAN FIXTURES
reflects the

Welcome of the Store

to a trade who appreciate harmonious surround-
ings which means brisk buying.

Tell us whenever you are ready to take the
matter up.

John Hofman Company
124 Leighton St., Rochester, N. Y.

HOINAN

rv4

New York Office, 806-807, 1 W. 34th St. j
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and you want to do soldering or annealing, use the "B. D. M. Co."
Gasoline Gas Blowpipe
outfit, which is a perfect
substitute for a good gas
blowpipe.

A stroke of the foot
bellows puts it in oper-
ation, and a touch of the
finger controls the flame
from a nice needle point

to a large brush flame. $16.50 complete ready for use.
Ask for Catalog "B. K."

I Buffalo Dental Manufacturing Co., Buffalo, N. Y., U. S. A.
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POLISHING AND BUFFING MOTORS
Alternating or Direct Current

'11:14 SPEED
LEVER

41 We manufacture polishing
motors you can afford to buy
and if you are a dealer, that you
can afford to handle.

41 We manufacture Xi,
H. P. and larger If desired.

Also a New Patent Watch-
makers' Lathe Motor. We have thousands
in successful operation. Write and tell us
your requirements, for we have a motor
to suit you at the light price.

1'8 H. P.. A. C. or D. C. Polishing Motor el A
Variable speed and 2 attachments . . . .

FIDELITY ELECTRIC CO., LANCASTER, PA., U. S. A.

December 1, 1912

How Gold Is Bought

(Continued from page 2647)

in gold, or, if it is rich in silver, sufficient gold to
bring it up to this same proportion. This sample
weighs one thousand gold-weight, or one-half
gramme; very nearly seven and seven-tenths
grains. It is rolled up within a piece of pure lead
foil weighing about two grammes. An exact dupli-
cate of this is made, as are also two similar samples
from the opposite side of the bar. Two other
samples are prepared of a weighed amount of
absolutely pure, or "proof" gold and silver, called
the proof samples. A fourth set of samples is
made from one thousand gold-weight of the bul-
lion, which is likewise incased in lead.

Purification Process

These samples are then placed in cupels, in a
furnace which has been heated to a bright red. A
cupel is a small dish, a little more than an inch
in diameter, made boneash, and boneash is
pulverized calcined animal bones. A cupel has
the property of absorbing oxides of lead and other
base metals when these oxides are formed during
cupellation. What occurs in the furnace is prac-
tically this: The lead and other metals melt, and
as the air passes over this molten mass the lead
and base metals oxidize rather rapidly. A portion

REMOVING ASSAYS FROM CUPEL FURNACE

of these oxides are absorbed by the cupel and other
portions pass off in the form of vapor. The final
result of the process is a globule of gold and silver
The first three sets of samples (the top, bottom and
proofs) which contain the proper proportion of
gold and silver for parting as the nitric acid treat-
ment is known, are rolled out thin and placed in
small cups of platinum. These cups fit neatly
into a basket of the same material and the whole
is then suspended in a platinum cup containing
boiling nitric acid which dissolves the silver,
leaving pure gold in the cup. This is very care-
fully dried at a low heat placed in the furnace to
be momentarily heated to a cherry red, removing
the last possible trace of moisture and weighted
on the scales upon which the samples were ori-
ginally prepared. This weight shows the amount
of gold in the bullion, after making the necessary
corrections indicated by the proof samples gain
or loss during the process. The fourth set of
samples which after cupellation are globules corn-
posed of gold and silver, the base metal having
been driven off during the cupellation, are weighed
without any further preliminaries. Their loss
in weight indicates the amount of base metal which
was in the bullion. Having determined gold and
base metal, the difference is reckoned as silver.

Sensitiveness of Scales

The scales used by the assayer in his work are
the most delicate of the appliances used in the
assay office, although the large balances upon which
the deposits are weighed are themselves of extreme
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accuracy. But the assayer's scales take the
palm. They are sensitive to one two-hundredths
milligramme. Fearing that it will not be realized

what this means, it will be explained further.
These scales will weigh a lead pencil mark. Some
time when you are in the assay office depositing

the hypothetical gold from the hypothetical mine,

ask the assayer to weigh a piece of paper an inch
square. After he has done this make a mark across

this paper with a soft lead pencil and you will be
surprised to see that it is possilbe to weigh this
mark. It will weigh anywhere from one to three
one hundredths of a milligramme, depending
upon the softness of the pencil and the breadth of
the mark, of course.
The assayer having completed his work, reports

the fineness of the bar and the clerical force gets
busy on the calculation of its value. Knowing the
weight of the bar and the proportions of the gold
and silver it is a mere matter of figures to arrive
at its value. This done, you are given either a
check or United States coin upon surrendering the
receipt which was given you when you deposited
your bullion.

Legal Seals in Japan

Every Person Must Have One, Which the

Government Registers

Japanese seals (han) are of wood, stone or metal,
with signs engraved on the face, says the Oriental
Review. They are used in addition to a signature
to represent an individual, a legal person or a cor-
poration. The seals of the Emperor are distin-
guished as privy and state seals. They are each
three inches square.
The state seal is used mostly upon documents

relating to foreign countries. The privy seals are
stamped on imperial rescripts, issued for pro-
clamations at home. Japanese law requires that
each individual should send in an impression of his
seal as a specimen (called jitsuin) to have it reg-
istered and kept in a government office (district
office of a city, town or village) that it may repre-
sent himself in a deed.
The material employed to make these seais

consists of various kinds of precious stones, gold,
silver, etc. Those mostly in use at the present day
are of agate, rock crystal, shell, marbles or of
cherry wood or boxwood, and recently India rubber
has come in use.

Twenty-four-hour Clock Faces

Many years ago the Italian government estab-
lished a standard twenty-four-hour day as an offi-
cial basis for recording and reporting time. All the
railroads in Italy run on schedules whose hours are
numbered continuously from midnight to midnight.
Later the same system was adopted in Belgium and
within the year also in France. One of the chief
obstacles to the adoption of the plan in any country
lies in the fact that we are accustomed to our fore-
noon and afternoon systems of calculation and our
watches are all built on the twelve-hour plan.

A Frenchwoman, Madame Martha Mazaudrier,
has devised a plan for reconciling our old watch-
face habits with the new system. Her plan con-
sists essentially of a supplementary pointer and a
supplementary dial. The scheme allows of many
different combinations. In one style of watch the
numbers from one to twenty-four are arranged
around the outer margin and the numbers from
one to twelve in a second circle nearer the center.
The minute hand makes a complete revolution
every hour, but there are two hour hands: one
makes a revolution in twelve hours and the other
makes one in twenty-four hours. One can there-
fore tell at a glance what the time is according to
either system.
To avoid confusion the two hour hands can be

differentiated by means of color or form. In one
style of watch the smaller twelver-hour dial is
distinct from the larger twenty-four-hour dial and
slightly raised above it. The longer hour hand
travels between the two disks, only the very tip
of it being visible beyond the margin of the smaller
dial. In this way any possible confusion of the eye
by the presence of a third hand is entirely avoided.
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Recent Trade Robberies
Suggest Necessity of Precautions

J. F. Kohler & Sons, Inc., Richmond, Va.,

between 12 and 1 a. m., November 7, had their

store entered by bending out the bars on the rear

window and breaking the glass, by which the win-

dow could be unlocked, the thieves then crawling

in over the top. They packed silverware in a suit-

case belonging to Mr. Kohler and carried it to

the rear gate at the end of the yard, but at this

juncture the night watchman finding the gate

open was approaching the building, when he heard

the noise made by the thieves escaping. The suit-

case was later found behind the rear gate, and Mr.

Kohler thinks he has escaped without any loss, his

stock being intact. Our usual reward is being

offered.
Between 6 p. m. November 9 and 7 a. m.

November 11, The Bennett Manufacturing Com-

pany, 175 Broadway, New York, had their safe

opened by jimmying and using the can opener

tool, losing between $10,000 and $12,000 worth

of set and unset diamonds, some 14 karat gold

watch cases, and other jewelry. The burglars

made their entrance by way of 179, where they

smashed the lock on the roof door, passed over the

roof to 177 where they used a rope and ladder

for the 20 feet drop. Anticipating trouble with

the safe, they brought considerable provisions

with them, but left a good deal of it behind along

with their supply of tools.
About 3 a. m. November 7, Leo Madden kicked

in the show window of the Crown Jewelry Com-

pany, J. Belgard, proprietor, Los Angeles, Cal.,

but two taxicab chauffeurs took up the chase

in their machines at once and succeeded in keeping

the thief in sight until patrolmen came up and

three other officers in a police auto, when Madden

was arrested at the entrance to a court. There

were found on him 3 gold watches, a pair of opera

glasses, 1 pink cameo brooch, and 1 white cameo

brooch, which Mr. Belgard found covered his

entire loss. The prisoner has been employed as a

ticket taker at a moving picture theater, but his
wife says he has gotten into bad company lately
and must have been intoxicated when he broke
the window.

Bernhard Meves & Son, Oakland, Cal., on
November 9 were pennyweighted out ora diamond
ring, Tiffany mounting, platinum lined, weighing
13/-1/64 karat, with one flaw and two carbon
spots on edge of stone. Of the couple doing the
pennyweighting, the man is described as 5 foot 6,
135 pounds, 25 to 30, light brown hair, smooth
shaven, grey suit and light fedora hat, while the
woman was taller and dressed in black with a
large hat.

October 25 a woman came into the store of
Edward Simper, 705 Vine street, Cincinnati, Ohio,
inquiring for scarf pins, and after looking at
inexpensive ones asked for diamond and sapphire
pins, which Mr. Simper did not carry, and the clerk
then went to the window to get diamond pins,
first signalling Mr. Simper to keep an eye on the
woman while the goods were on the counter.
When the clerk returned, Mr. Simper signalled him
that something was wrong, and detained the
woman when she started to leave. She denied
having anything, but Mr. Simper took hold of
her arm and recovered the pin which she had
rolled up in a handkerchief. When she pleaded
to be released, he let her go but had his clerk trail
her in case she tried the same game elsewhere.
She went into nearly every jewelry store on Vine
street, and at the fourth one when she saw the clerk
and a policeman watching for her to come out,
she ran through an alley and was arrested. At
Headquarters they found on her a few small
trinkets, a locket and a diamond pin, and later
found the pin stolen from the fourth store she was
seen to enter. The woman is Mrs. Pool, alias
Mamie Day, Boulder, Colo., and has been held
for trial.
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When One Jeweler Asks Another
where is the best place to dispose of his

Old Gold, Old Silver, Platinum
and

Sweepings, &c.
The answer almost invariably is—Ship them to

Thomas J. Dee & Co.
There must be some GOOD REASON for this unqualified

statement. Yet there is no great mystery about it. Nearly a
quarter of a century of fair and square dealings with the
jewelry trade has won for us the reputation, "Send your ship-
ments to Dee & Co., and they will pay you all they are worth."
We do not pretend to pay you any more, that's all nonsense.
Our inside track in being able to always pay you the Full

Measure of Value for your Stuff is due to the fact that the manu-
facturing end of our business consumes the entire output of our
Smelting Plant, and, it is at this end of the business that we
make our profits.

It is well for every jeweler to bear in mind that the refiner is
the end man in the handling of his precious metals ; then why not

I

deal with him direct ; cut out the "go betweens" ; it will mean
more in your pocket—and there is where the money feels good.

Is our argument clear to you ?
You will not be kept waiting for your money ; check by return mail for old Gold andSilver subject to your approval. If our offer is not as large or larger than youhave been getting elsewhere, we will return your shipment intact charges prepaid.

Returns for sweepings in from 5 to 10 days.

Thomas J. Dee & Co.
Office

26 W. Washington St.

Gold, Silver and Platinum Refiners

Chicago
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How to Soften Horn

Quite a few queries come to us relative to various

operations in the matter of handling horn. A

writer in the Scientific American gives the following

method of softening: The bony core of the horn

is first removed; the next process is to cut off

with a saw the tip of the horn; that is, the whole

of its solid part, which is used by cutlers for knife

handles and sundry other purposes. The re-

mainder of the horn is left entire, or is sawn across

into lengths, according to the use to which it is

destined. Next, it is immersed in boiling water

for half an hour, by which it is softened, and while

still hot is held in the flame of a coal or wood fire,

taking care to bring the inside as well as the out-

side of the horn, if from an old animal, in contact

with the blaze. It is kept there till it acquires

the temperature of molten lead, or thereabout, and

in consequence becomes very soft.
In this state it is slit lengthwise by a strong

painted knife, like a pruning knife, and by means

of two pairs of pincers, applied one to each edge

of the slit, the cylinder is opened nearly flat.

The degree of compression is regulated by the use
to which the horn is afterward to be put. When
it is intended for leaves of lanterns, the pressure
is to be sufficiently strong (in the language of the
workmen) to break the grain, by which is meant
separating in a slight degree the laminw of which
it is composed, so as to allow the round-pointed
knife to be introduced between them, in order
to effect a complete separation.
For combs, the plates of horn should be pressed

as little as possible, so that the teeth may not
split at the points. They are shaped chiefly by
means of rasps and scrapers of various forms, after
having been roughed out by a hatchet or saw;
the teeth are cut by a double saw fixed in a back,
the two plates being set to different depths, so that
the first cuts the teeth only half way down,
and is followed by the other, which cuts the
whale length; the teeth are then finished and
pointed by triangular rasps. Horn for knife
handles is sawn into blanks, slit, pared and parti-
ally shaped, then heated in water and pressed
between dies. It is afterward scraped, buffed
and polished.

Varnish and Oil as a
Substitute for Lacquer

The present high price of amyl acetate, the sol-
vent used in guncotton lacquers, has so raised
the cost of lacquering as to be almost prohibitive
on certain classes of work. In addition it has
brought upon the market various cheap lacquers,
containing mainly alcohol, that would spoil the
finish of any work to which they are applied. For
the past few months the writer has used a white
varnish as a substitute for lacquer, on brass plated
and oxidized work. It has been used with success
on fire place fixtures, such as radiators, andirons,
fire screens and similar goods.
A good white varnish properly thinned down

with terpentine, will produce as good results as
lacquer, and is especially adapted for large articles
as previously mentioned. Varnish will flow down
more evenly in the background, and offers more
protection to the finish. In addition, it is trans-
parent and brings out the finish properly. When
purchased in not too small a quantity it is con-
siderably cheaper than good lacquer, and is easier
to apply. Varnish takes considerably longer than
lacquer to dry, but this should not be a serious
objection to its use. The deleterious smell of
lacquer is not present and there is no danger of
an explosion. The writer has used extra white
damar varnish, manufactured by the Boston
Varnish Company; two parts of turpentine to one
of varnish is about the right proportion. As pre-
viously stated, this mixture is considerably cheaper
than a good lacquer. It is not claimed that varnish
may be used with facility on all classes of work, but
for all large pieces, such as has been mentioned in
this article, the writer considers it superior to
lacquer in wearing qualities and appearance.—
Emmanuel Blassett, Jr., in The Metal Industry.
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Spotting Out

Some Suggestions as to Its Cause and Cure

In nearly every case where the cause of "spot-

ting out" is considered the metal which has been

electro-plated is said to be the seat of all the

trouble, either the metal is too porous, some pickle

has been absorbed, or some of the plating solution

has crystallized in the pores. This seems strange

when this peculiar phenomenon, if it may be called

such, occurs on so many different articles. Cast

iron, whether sand-blasted or pickled (to remove

the molding sand), cold rolled steel, spelter cast-

ings, and even sheet zinc, when plated in a cyanide

bath, "spot out." Strangely, too, minute pinholes

can be detected upon the guilty metal whether

it be cast or rolled. The microscope reveals them,

so they must be there. Imagination probably

oftentimes comes to a timely rescue, and so the
metal must bear all the blame. So it must be
boiled out in a neutralizing solution, subjected to
an alternate hot and cold bath, or left for weeks
in some dry, hot atmosphere.
One thing seems to have been entirely over-

looked, and that is the way in which the deposited
metal is put on. There are definite laws controlling
the deposition of metals, and although the
violation of them may not be intentional and the
results not readily seen, it must of a necessity
follow that if the deposition is not carried on
within the limits of these laws bad results will most
certainly be had. It is too well known to go into
details, that oxygen and hydrogen gas are released
at the positive and negative poles respectively,
during the process of deposition. In a nickel
solution when too much hydrogen is released the
work becomes "pitted." This is caused by too
high a voltage or too much free acid in the bath.
Nickel being a hard metal and having a close grain,
even the slightest "pitting" is readily discernible.
Does not the same phenomenon occur in a cyanide
copper or brass solution? Hydrogen and oxygen
are certainly released. Then if too high a voltage
is used, or the solution contains too much free
cyanide, does not the deposit become "pitted?"
It may not be visible to the naked eye, but it
surely must be revealed by the microscope.
Then again, copper or brass can be deposited faster
than nickel, and consequently the crystals depos-
ited are smaller. The structure being more dense
and the "pitting" is so slight that the action of the
electricity can master the escape of the hydrogen
atoms and occlude, or shut them up, in the deposit.
When the article plated is dried this shut up hydro-
gen fights with all its might to be released and its
molecules, the smallest of all molecules, force
themselves through the pores of its metallic coat-
ing; and, probably combining with the infinitesi-
mal amount of cyanide that is deposited with
the metal, discolors the surface of the work, even
though a coating of another metal has been applied
over it.
So, it would seem, that "spotting out" is caused

by the condition of the solution and the amount of
voltage used rather than the pores of the metal
itself, although the pores, in the case of casting
metal may retard the escape of the hydrogen gas
and materially help to shut it up. If this is really
the cause of 'spotting out," is the plater entirely
to blame? Not at all times. The American manu-
facturers' desire to push everything in production
departments to the limit is probably more at fault
than the plater. There were never and probably
never will be solutions that can deposit their metal
fast enough. The plater is compelled to push them
to the limit. He must use as high a pressure as
possible to get the work out in the least possible
time. The solutions becoming poor in metal, or,
the plater thinking to get a greater conductivity,
creates a large amount of free cyanide. In either
case, that of too high a voltage, or too much free
cyanide, the development of the hydrogen gas
becomes greater than in a normal, well-balanced
solution. In conclusion, try a solution with as
little free cyanide as possible and use the standard
amount of pressure (voltage), and see if your
"spotting out" troubles are not partially if not
wholly eliminated.—G. B. Hogaboom in The
Metal Industry.
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The New White Silver Finish
for Art Metal Goods

A new, white silver finish is now being placed

on the market by manufacturers of art metal

goods and at present is confined almost entirely

to those who make their wares of antimonial-lead

or spelter, says The Brass World. While it can,

of course, be applied to all kinds of metal goods,

at present it seems to be confined to soft metal
wares.

This finish has been placed on the market as a
pleasing diversion from the now time-worn finish
for soft metal goods, and it may be said that it is
practically the same thing in silver that the ormolu
finish is in gold, except, perhaps, with slight modi-
fications in the way of tinting. Otherwise it is done
in the same manner.
The finish is known by a number of names and

may easily be recognized when seen. The high-
lights on the article are burnished or buffed to a
high color, and the background is either left with
the dead, white silver deposit or tinted by means
of a colored, tinted, or pigment lacquer. The
effect is quite pleasing.
The method of producing this finish is practically

the same as that of the well-known ormula-gold
finish: The soft metal article is first cleaned

and then "struck" in a hot (i. e. from 120 to 150

degrees F.) cyanide copper solution rather weak
so as to avoid blistering. It is then given a copper

deposit in an acid copper solution. This deposit
takes from one to one and a half hours and when
finished, has a matt surface of uniform quality all
over. This is the base of the silver deposit and
if well done, will have a velvety appearance. How-
ever, as it is necessary to do the work in quantities
and this acid copper deposit is very easily stained,
it is customary to run the article, after it has been
copper plated in the acid copper solution and pre-
vious to silver plating, through a bright acid dip
to take the stain off and give a uniform surface.
It is then ready for the silver plating.
The silver plating solution used should contain

a liberal quantity of silver so that it will deposit
dead and white, and not contain too much free
cyanide. If there is an excessive amount of free
cyanide, then the silver is apt to deposit more or
less bright and this is not what is wanted. The
following solution is suitable for this purpose:

Water  1 gallon
Silver  3 oz.
Free Cyanide  3 oz.

Use about 1 volt in the deposition of the silver.
After the required amount has been put on, then
the high lights are burnished and the whole lac-
quered with a suitable silver lacquer. If, however,
the background is to be tinted, this is done after
burnishing the high lights by means of a spray.

Brightening Gold Deposits
by Means of Nickel

There is always a desire to produce a bright

gold deposit and in many instances it is abso-

lutely necessary that it be done, writes A. Bidet in

7'he Brass World. Cheap work that will not allow

burnishing, on account of the cost, requires bright

gilding. A gold deposit may be brightened by

means of nickel in the following manner:

Take 1 ounce of nickel cyanide, made by pre-
cipitating a solution of nickel sulphate (single
nickel salts) by means of potassium or sodium
cyanide. The precipitate is washed well before
using. Then dissolve in potassium cyanide so
that just enough cyanide is used to take it up and
no more. There must not be any free cyanide in it.
Add the solution of nickel thus made to 2

gallons of 14 karat gold solution and deposit it
on the gold as usual. It will be found of great
advantage when cheap, polished work is required.
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"American Beauty"
Table Case No. 490 for
Jewelers is designed and made
by the Grand Rapids Show
Case Company—one of a com-
plete line of equipment for
every department of the pro-
gressive Jewelry Store,
adopted by the leading men of
the trade all over America.
GRAND RAPIDS SHOW CASE COMPANY
The Largest Show Case and Store Equipment Plant in the World

GRAND RAPIDS, MICHIGAN
Showrooms and Factories :

New York Grand Rapids Chicago Boston Portland

 or 

SEND!!!
FOR THE NEW REGENT

10,

A 12 Size Extra Thin American Watch (Not a Clock)
The movement is guaranteed in every way and specially
priced to the trade.

Prices will be furnished upon application.
The cases are finished in the same way as are the finer grades and will wear well with
ordinary care. As the output is limited, send your orders at once and make sure of
securing an assortment of these wonderful sellers. SEND TO-DAY.
We also carry a complete line of Keystone, Crescent and Crown Cases, Waltham,Elgin, Illinois and E. Howard Watches.

L ALBERTS Jewelers England's Leading Watch HouseArkr0;t1toign St. BOSTON MASS.
11 

WE REFINE

I Gold and Silver, Smelt
Your Findings, Waste,
Scraps, Sweeps, Etc.,
Assay Precious Metals,
Deal in Fine Go 1 d.

1 Silver, Platinum a n d
E all kinds of Gold and

1 Silver Anodes.

In Smelting we redeem
every particle of metal that
is worth recovering. Our
methods are known to ex-
tract from any shipment
every bit of its valuable
secretions. The charge for
our services is moderate.
Try us with a consignment.

1 CONLEY & STRAIGHT

No. 236 Eddy Street PROVIDENCE, R. I.

26TH YEAR OF THE ST. LOUIS
WATCHMAKING SCHOOL

5815 EASTON AVE., ST. LOUIS, MO.

WILL you grasp your opportunity
this year to attend the St. Louis
Watchmaking School? You can

greatly improve yourself—learn how the
practical work is done in all branches of
the jewelry business—and get ready to
take advantage of the fine chances to
make money as they come your way.
You can do all this and more, this very year, in
the St. Louis Watchmaking School.
Yo' d take no chances by attending the St. Louis
Watchmaking School. The best is the cheapest
in the end.
The size of your salary depends upon your Ability
your Knowledge, your Skill; and these depend
upon the school you attend.
We are making it possible and easy for you to
secure full information about our courses, by
simply asking for our catalog.

"WILL YOU ACT NOW ? "—TODAY ?
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Wernher, Last of Diamond Kings

Sir Julius Charles Wernher, head of the De

ieers Diamond syndicate and of the firm of

Wernher, Belt & Co., who died in London recently,

vas the last of the four men who, headed by Cecil

nodes, built up and controlled the world's

liamond industry, beginning with the De Beers

nine and the Kimberley mine in South Africa.

_The by one the others dropped away in the last

en years, until finally the bulk of the responsi-

Ality and burdens rested upon the shoulders of

S'ir Julius. As the banker of the four, he had

conducted all their financial arrangements in this,

the most precious of all the world's commodities,

-;ays the New York Times.
George F. Kunz of Tiffany & Co., who has

perhaps the only copy of ail the De Beers syndicate

reports in this country, and who was familiar

with the parts played by the men connected with

the company, talked of Sir Julius and his life's

work.
Although his name does not appear among the

directors of the company in the first report, in 1888,

nor as one of the life governors until 1898, Sir

Julius Wernher was from the beginning one of

the four who held and molded the destinies of the

De Beers Company. The other three were Cecil

John Rhodes, B. I. Barnato and Alfred Belt.

In the report for 1906, Wernher was the only life

governor left.
He was the last of the four great empire

builders," said Mr. Kunz. "They worked, not

by offensive aggression, or war, but by a careful

system of united efforts and unwavering co-

operation." Not once, in the many years of their

association, did one of the four sell out on the rest,

as so often happens in present-day high finance,

especially when the properties of the business are

situated in far and dangerous regions. Moreover,

the by-laws of the company are today practically

what they were at the beginning.

From the start they adopted, novel as it then

was, a policy of absolute publicity. Their reports

showed diagrams of their mines in every detail,

and contained full and complete statements of their

finances. Never did any of the four advance or

depress a stock for manipulative purposes. Where-

as, the dividend paid on March 31, 1889, was only

$990,000, and in the last report, that of 1911,

had increased to $9,000,000, the capital of the

company has been increased only from £3,950,000

to £4,500,000.

Each Man Gave a Needed Quantity

The four men differed in these ways: Rhodes,

the son of a clergyman, who went to South Africa

to regain his health and seek his fortune, and in

that way became interested purely by chance in

diamond mining, was the man of colossal mind

for organization on broad lines—a man who could

think in terms of kingdoms. Barnato, who went

to South Africa with a circus, and also by pure

accident, chanced to buy first one and then more

diamond mine claims, was a man of remarkable

circus-performer's quickness of perception, and had

a faculty for seeing and informing his three partners

of the minutest details that otherwise would have

escaped them. Beit and Wernher were diamond

buyers and interested in diamond stocks. Beit

was keenly interested in detail and had a splendid

knowledge of geology and mining; Wernher

was the keen, quiet banker of the combination.

These four men, in all they did, stood ever together.

The character of the combination was shown
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by Rhodes when at a meeting of the directors to

face a payment of £4,000,000 debenture bonds,

he said: When the payment of large sums of

money is necessary and it is not legal but only a

moral obligation, such sums are rarely paid.

Notwithstanding that, this is only a verbal agree-

ment, Mr. Beit and my associates will see that the

payments are made and have assumed responsibil-

ity to pay the sum in ten installments.

The master stroke of the combination was the

great unification of the diamond mines in 1889,

when, with wonderful foresight, they obtained

practically all the good mines of South Africa

and bound them in one great system. They took

over thousands of diamond claims which were

unproductive because they were only thirty-one

feet square, and each man had to confine his work

to his own tiny plot, with the result that only

the smallest yield was possible in each case. They

took options on these many small claims and gave

the small claim-stakers stock in the new company

they formed of all the claims in the neighborhood,

tied these together into one great diamond dragnet,

installed the best machinery, and presently

had a gigantic yield of diamonds. Their organiza-

tion, too, was unique. They started with certain

life governors and directors with permanent life
positions, each governor having moreover an alter-
nate with full powers to act in the governor's
absence.

Early in their organization, and at the sugges-
tion of Gardner F. Williams, the American who
was general manager of the company, they checked
the enormous waste therefore suffered in diamond
mining through theft. They began by hiring
natives for from three to nine months, during
which time they locked the natives in an inclosure,
there feeding, housing, and caring for them. This
cut off a leakage of from 30 to 40 per cent, which
had formerly gone to the 'I. D. B.,' as the illicit
diamond buyers were called. The result was
especially pleasing to Wernher, who was ever anxi-
ous to keep the price of diamonds steady, while
formerly it had been possible for the illicit diamond
buyers to flood the market with their cheaply
gotten stones and sell lower than the company
that mined them.

Next, they organized a wonderful police force
at Kimberley, taking into their detective service
persons of every walk of life—bartenders, bar-
maids, clerks, young girls, and women. This put
a final quietus to thieving, and, in fact, it presently
was worked out so finely that there were only
forty-seven men in all South Africa who could buy
a diamond or own a rough diamond of any kind.
All others in possession of such stones were liable
to arrest. This narrowed down all diamond
selling for the entire diamond output to the
syndicate itself.

Diamonds by the Bucketful

Although they stood together constantly,
they sometimes traded with each other. One
interesting incident of the sort occurred in 1889,
when Rhodes offered to sell Barnato a tremendous
mass of diamonds, provided he would buy them
in a bucket.
"Why in a bucket?" asked Barnato.

"Oh, just that you may say you've bought a
bucketful of diamonds," replied Rhodes, smiling.

Barnato agreed and bought the bucketful of
diamonds. It took him no less than three months
to separate the stones in that bucketful of precious
confusion and in the meantime Rhodes was able
to throw upon the market and sell at a higher price
than those in the bucket brought, a great flood of
new diamonds from the mines.

Since the unification of the diamond mines
in 1889 the price of diamonds has advanced stead-
ily, but no more so than other commodities where
the difficulty of obtaining them has increased.
Originally the mining was carried on at a depth
of from fifty to 1,000 feet. Now it is carried to a
depth of from 1,000 to 3,000 feet. The yield,
moreover, formerly from 1 to 114 carat for each
load of 1,600 pounds, has fallen to from 14 to 1%
carat a load. The present profits are made

possible chiefly through the excellent American
machinery used in the processes of mining.

The four men financed the Matabele war,
ultimately involving not only South Africa, but
Rhodesia as well. Their great mistake lay in
encouraging the Boer war, with the since blasted
hope of getting lower taxes under English rule than
under the Boers. With this in view they shipped
arms to the outlanders in South Africa, concealing
the weapons in Standard Oil cans. Rhodes later
said that if the same care had been exercised in
receiving as in shipping the arms, he would have
carried out his plan successfully. As it was, how-
ever, old Oom Paul Kruger was too shrewd for
them; he watched and checkmated their every
move, discovering their arsenal oil cans with
electric searchlights, and foiling them. Rhodes,
who chiefly led this movement, was himself a good
Englishman, but at one single time he declared
that if England could not realize what the African
colonies must have, an empire would result inde-
pendently of her. It was his great mistake. At
his age he could not stand the excitement of the
war and of the many weeks in which he was
besieged, with Oom Paul publicly threatening to
hang him out in an iron cage and then put him
to death if captured. He died soon after the war.

Under English rule the taxes of the company,
far from being lessened, were greatly increased,
the expense of the war being saddled largely upon
it. The death of Rhodes and Barnato threw a
greater load upon the shoulders of Beit and Wern-
her. Had Rhodes lived, for example, the great
Premier mine, which has paid more than 300 per
cent dividends in a single year, would never have
escaped them. The death of Beit threw a still
greater burden upon Wernher, the sole remaining
partner, inasmuch as he was interested not only in
the mining end of the business, but also in selling
the rough stones to cutters, through the firm of
Wernher, Beit & Co. of London, which had netted
another profit.
In 1909 Wernher, despite his long- experience

with diamonds, was victimized colossally by a
Frenchman. Henri Lemone, who pretended to sell
him a secret process for making diamonds arti-
ficially. Wernher watched him put some wonder-
ful ingredients into an electric crucible and get real
diamonds out. His own experts tested them and
pronounced them genuine. Thereupon hypnotized
and deceived, he paid Lemone $300,000 for his
secret, which was delivered to him in a sealed
envelope, which was not to be opened till after
Leome's death. Through a diamond cutter who
had cut the diamonds used by Lemone in his hoax,
however, the secret leaked out; the Frenchman
had probably fixed the diamonds to his crucible
with wax or some carbonaceous substance that
burned with the supposed wonderful ingredients,
freeing the diamonds. Wernher had bought Le-
mone off chiefly with the hope of preventing a
disorganization of the diamond market by rumors
of a flood of artificially evolved diamonds soon to
be thrown upon it. The imposter had worked his
game precisely as had Dr. Dee, the alchemist of
the sixteenth century, who hoodwinked Rudolf II
of Prague, and many other impostors since then.
For his crime Lemone was sentenced to six years
imprisonment at Paris.

Sir Julius Wernher had a son, Derrick Wernher,
who has caused him no end of trouble. The
young man managed to pile up gambling debts
of $200,000 while at college and to spend $420,000
in the same way, chiefly through his ability to
get loans on the strength of his name.

In 1910 his father went so far as to announce
publicly that he would not be responsible for any
of his son's debts, though he still allowed him more
than $400 a month. It was impossible to make
money lenders believe that young Wernher could
be disinherited, however, so they continued to lend
on the strength of his father's estate, which was
estimated at $75,000,000. In May, 1912, Derrick
Wernher appeared in a court of bankruptcy in
London, declaring that he had spent $575,000,
and giving his assets as $40 cash, a check for $60,
$25 in oil stock, $875 book debts, and $160 in bills
of doubtful value. One of his exploits in raising
money was to get from one Oscar Kahn in Paris a
rope of pearls valued at $246,000 on the strength
of his name alone. He exchanged this for $6,000
cash and a check for $44,400. This, in turn, went
to satisfy his craving for racing and revelry,
chiefly in Paris.
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Are You Any Further Ahead Than You Were Last Year
You have been
putting off the
attending of a good
Horological School
for some time.
Don't put it off any
longer; make up
your mind that you
are going to join
your forces and
that of Bradley
the first working
day of the new year
/9/3. In the

Horological
Department

of Bradley Poly-
technic Institute
you have the ideal
school where you
C a n specialize in
any one of the
branches or you
can take a combin-
ed course of Watch
work, Jewelry
work, and Engrav-
ing.
We have no

lightning methods,
just the largest
building in the
world built for and
devoted exclusive-
ly to this work, the
finest equipment in
every branch and
the largest corps of
efficient instructors
whose sole duty is to

(

.7.1411112f1MICANan1imsosio1--rrimarism.
This entire building is used exclusively by the Horological Department

instruct, not to do a day's work and then do as much instructing as they have time for on the side. Any person coming to us with a determination to WORKHARD while here can acquire more in one year than is possible in five years by the old apprentice method.
Make 1913 a banner year in your life by going after that which will increase your earning capacity at least one hundred per cent.Send us a post card with your name and address thereon and we will be pleased to send you one of our latest catalogues.

Addree3s 1-10ROL,OGICAL., Dept. K., Peorifi, Ill.

Old Jewelry, Scraps, Filings and Floor Sweeps
if allowed to lay around a retail store

are offensive to the class of people who buy jewelry
and your customers will go miles to buy in a neat, clean
and attractive store, and chances are buy the same goods
as yours and pay more.

So why not look around your store and shop for

Scraps of Old Gold, Silver or Platinum,
Filings, Floor Sweeps or Sink Waste

and send them to us at once before somebody else
sees them.

We guarantee to give satisfaction both in service
and prices.

Send us your next shipment and be convinced.

W. E. MOWREY, 1435 University Ave., St. Paul, Minn.
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Decision on Design Patents
by Circuit Court of Appeals

United States Circuit Court of Appeals Upholds

Decision of United States District Court—Re-

garded as Important to All Design Patentees

Providence, R. I., November 18.—What is re-

garded as an important decision, affecting de-

sign patents was handed down in the United

States Circuit Court of Appeals in this city on

November 13. The decision was given in an ap-

peal of the suit instituted by the Tilden-Thurber

Company, against Theodore W. Foster, Bro. &

Co., previously tried in the United States District

Court, and related to a design patent for a thin

model clothes brush which was granted to John

Webster, July 26, 1910, and assigned to the Tilden-

Thurber Company. Complainant alleged in-

fringement by the defendant company. The

decision of the Circuit Court which affirms that

of the District Court is self explanatory, and is as

follows:

The appellee company, by assignment from

John Webster, the patentee, owns United States

Letters Patent 40,789, July 26, 1910. This patent

is a design patent, and covers "the ornamental

design for a clothes brush as shown" in the ac-

companying drawing. The appellant company

admits the making and selling of a clothes brush

of a design so similar that discussion of the ques-

tion of infringement was thought useless by the

court below, and the defendant's brief in this court

contains the following admission:

"While there are differences in the lines of de-
fendant's brush, as compared with the brush shown
in the Webster patent, it is not contended that the
differences are such as to avoid infringement, if
the patent be valid."

In the District Court the patent was held valid

and infringed. 195 F. R. 538. The appellant

questions here only the validity of the patent. It

contends (1) that the shape or configuration of a

clothes brush does not constitute the proper sub-

ject of a design patent; (2) that the patented de-

sign was anticipated by the prior art; (3) that as

compared with the prior art it discloses no patent-

able invention.

(1) "Any person who has invented any new,

original and ornamental design for an article of

manufacture" may obtain a patent for such design

upon the terms prescribed in Rev. Stats., sec.

4929, as amended by the Act of May 9, 1902, 32

Stats. 193. Before the amendment this section

permitted a design patent to issue for "any new,

useful and original shape or configuration of any

article of manufacture." According to the ap-

pellant's contention, the intent of Congress mani-

fested by the amendment is that design patents for

the mere shape or configuration of an article

of manufacture should no longer be granted. We

are not prepared to accept this view. Though the

amendment has dropped the word "useful" and

the express provision that a new shape or con-

figuration given to an article of manufacture shall

be patentable as a design, we are unable to believe

it intended by these changes that no design for

any article of manufacture shall be considered

"new, original and ornamental" within the meaning

of the section as it now stands, if the ornamental

character consists merely in a new and original

shape or configuration given to the article. It is

of course still true, as was held before the amend-

ment, that "design patents refer to appearance,

not utility." Rowe v. Blodgett, 103 F. R. 873,
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affirmed on appeal, 112 F. R. 62. It is also true
now, as before the amendment, that among articles
of manufacture there are some incapable of being
the subjects of design patents for want of reason
to suppose that their appearance can ever really
matter to anybody. Examples of this class are,
besides horseshoe calks, as to which see Rowe v.
Blodgett, above cited, Williams etc. Co. v. Never-
slip etc. Co., 136 F. R. 210, sustained on appeal

in Williams etc. Co. v. Kemmerer, 145 F. R. 928,—
syringes, plates joining the ends of machine belts,
and thill couplings, as to which articles see the
decisions cited, 136 F. R. 215; also ribbon spools

for typewriting machines (Wagner etc. Co. v. Web-
ster Co., 144 F. R. 405), and insulating plugs (Wil-

liams V. Syracuse etc. Co., 161 F. R. 571). The
shape or configuration of such articles can have
value only in so far as it may make them more

useful. But if a design for an article of manu-
facture not belonging to this class has the requisite
novelty, originality and ornamental character, we
think that Sec. 4929, as amended, makes it none

the less patentable in virtue of those character-
istics, though it may also give the manufactured

article a shape or configuration which is new, or
which has greater utility than any previously used.
Such a patent, indeed, would cover the new shape
or configuration only in its ornamental and not in
its merely useful aspect, nor would it be infringed

by an article securing the same merely useful result

through shape or configuration, unless so nearly
the same in appearance as to come within Gorham
Co. v. White, 14 Wall. 511. Of the appellee's

brush it is said in the opinion below, "The con-

tention that it makes an zesthetic appeal as well as

an appeal on account of its utility seems to me not
unreasonable." On this point we agree with the

learned District Judge. We do not think it can

be said of clothes brushes, any more than of many

other similar toilet articles, that no artistic con-

figuration given to them, addressed to the eye, can

of itself render them more desirable. We are

therefore unable to class them among articles in-

capable of being subjects of design patents, or of

design patents based on shape or configuration.

(2) To support the claim that the patented

design was anticipated by the prior art, the follow-

ing facts are relied on. The design shows a brush

having two rows of bristles only. The two rows

are set closely together and the brush thus formed

has a width very small in proportion to its length,

being thus what the appellee calls a "thin model"

brush. Narrow brushes, having two, three or

four rows of bristles only, and thus of a width

small in proportion to their length, were known and
used long before the patent. Such brushes were
either intended for use between the spokes of
wheels, and called spoke brushes, like Defendant's
Exhibits A, B, C,—those of Hawley et at., 1889
(Defendant's Exhibit P); Shaw et at., 1894 (De-
fendant's Exhibit Q); or those shown in Hampton
& Scott's Catalogue (Defendant's Exhibit F),—or
were intended for use by paper-hangers, like that
shown in Sears, Roebuck & Company's Catalogue
(Defendant's Exhibit G),—or do not appear to
have been intended for any special use, like those
of Hoke (U. S. Design Patent 30,728), or Robinson
(U. S. Design Patent 25,466). As to no one of
these brushes does it appear that it was intended
for a clothes brush. No one of them can be said
to compete in attractiveness of appearance with
the appellee's brush so far as shape and configura-
tion are concerned. No one of them is in shape or
configuration enough like the appellee's brush to
make it probable that one might be mistaken for
the other. If any one of them can be said to
possess, by reason of the thinness of its model, the
same merely useful features, no anticipation is
thereby shown, because there can be no anticipa-
tion of what is purely ornamental by that which is
useful only. As to anticipation of the design in its

purely ornamental aspect, the patent for it appears
to have been granted because the examiners-in-
chief failed to find any previous "suggestion of the
correlation of straight and curved lines" appearing
in it. We are unable, as was the District Court,
to find sufficient reason for disagreeing with this
view. We are therefore unable to hold the patent
void for lack of novelty.

(3) The record contains evidence tending to show
that clothes brushes of the patented design have
been found acceptable in a trade where attractive-
ness of appearance is a matter of importance. The
District Court thought this evidence sufficient
for the conclusion that the design shows a patent-
able degree of artistic invention, and we are of the
same opinion.

It follows that the appellant infringes, not be-
cause it has made a "thin model" clothes brush,
but because in so doing it has copied the appellee's
ornamental design.
The decree of the District Court is affirmed; and

the appellee recovers its costs of appeal.

Why Sodium Cyanide is
Economical in Electro-plating

In electroplating, there has never been any

substitute found for the cyanides. Until sodium

cyanide became a commercial article, potassium

cyanide was always used. Then came the double
cyanide of potassium and sodium, and finally
sodium cyanide made its appearance. Sodium
cyanide is now extensively used in electro-plating,

and there has never been any indication so far
that it will not answer equally as well as pot-

assium cyanide.
There is one thing, however, that is always con-

fusing to platers and this is the method of designat-

ing sodium cyanide. It is given the designation

of its strength in "Potassium Cyanide Equivalent"

and this is perplexing to those who have not a good

knowledge of chemistry. It is a trade term,

although chemically correct, but had it not grown
up with the industry, it is probable that a less

confusing designation could have been employed.

The matter may be explained in the following

manner:
What is needed in plating is cyanogen and not

alkali. Therefore, the material containing the

most cyanogen is the most economical at the same

price. Sodium cyanide contains more cyanogen

(on account of the lower atomic weight of sodium)

than cyanide and it is indicated in thef 

100 lbs. Sodium Cyanide, 129% = 129 lbs. 100%

Potassium Cyanide.
100 lbs. Double Cyanide, = 99 lbs. 100% Pot-

assium Cyanide.
100 lbs. Potassium Cyanide, 95/96% = 96 lbs.

100% Potassium Cyanide.
100 lbs. Sodium Cyanide, 129% contains 52

lbs. Cyanogen.
100 lbs. Double Cyanide, contains 39M lbs.

Cyanogen.
100 lbs. Potassium Cyanide, 95/96% contains

38.4 lbs. Cyanogen.
The same results are obtained with 77.5 lbs.

of sodium cyanide as with 101.5 lbs. of the double
potassium and sodium cyanides or with 104.1 lbs.

of potassium cyanide. The advantage of sodium

cyanide, therefore, is readily apparent.

One of the great advantages of sodium cyanide,
however, is in the fact that it will not cause spot-.

ting-out like potassium cyanide. When the plating

solution containing it, oozes out of the pores of a

casting that is being plated, the solution and salts

left dry out to a powder and may be brushed off,

instead of liquefying and spreading on the surface.

—The Brass World.
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To Sell Well You Must Display Well

RUECKERT'S SAMPLE CASES and CLIMAX TRAYS ARE BUSINESS STIMULATORS
THEY SOLVE THE DISPLAY QUESTION

Manufacturers of

DISPLAY CASES, TRAYS, PADS and ROLLS OF ALL KINDS
FOR JEWELRY AND SILVERWARE

Write for Prices and Particulars

PATENTED JUNE 28, 1910

LI Main Office and Factory, PROVIDENCE, R. I. Branch Factory, ATTLEBORO, MASS. Ii
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WACHTER SAFETY BOW
BALL BEARING

THE educated public taste of to-day calls for both art and skillin the designing and execution of engraved letters, nor is itdifficult to acquire the necessary skill. The one work inwhich the art is methodically taught is the well-known treatise,

written by one of the world's most accomplished engravers. Thistreatise has been the sole education of hundreds of engravers whomade unusual profits during this last Holiday season. The bookwas written by a master engraver and an experienced teacher of theart and covers the subject from A to Z, leading the student fromthe most elementary processes to the most complicated intricaciesof the art. Over 200 original illustrations elucidate the text.
Sent postpaid to any part of the world on receipt of price,

$1.50 (6s. 3d.)

PUBLISHED BY

The Keystone Publishing Co.
Lock Box 1424, Philadelphia, Pa.

1201 Heyworth Bldg., Chicago

(PATENTED)

After September 15th—write for
our colored poster—size 22x14 in.

Licensed Under Our U. S. Patents
DUBOIS WATCH CASE CO., Brooklyn, N. Y.
THE STAR WATCH CASE CO., Ludington, Mich.

Demand watch cases with the
Wachter Bow.

THE WACHTER MFG. CO.
HARTFORD, CONN.

LEIMAN BROS. POLISHING DUST COLLECTOR
(Patent applied for)

Some Users
Union League Club, N. Y.
L. E. Waterman Co., N. Y.
Lord & Taylor, N. Y.
Cartier & Co., N. Y.
Gimbel Bros., N. Y.
Jas. E. Blake Co., Attleboro, Mass.
Montgomery, Ward & Co., Kansas City.
Eisenstadt Mfg. Co., St. Louis.
The Roycrofters, East Aurora, N. Y.
Star Watch Case Co., Ludington, Mich.
0. K. Mfg. Co., Syracuse, N. Y.
Dueber Watch Case Mfg. Co., Canton, 0.
Keystone Watch Case Co., Waltham, Mass.

Catalog No. 1

LEIMAN BROS.
DUST DOES NOT ENTER BLOWER SUCTION AT BOTH HOODS 620 John Street, New York

11.01041.0000.0400410000000.0047.410411.0041.04)000400.04D0000410.000041,011)4041”000001D0-000040,000.00004D4P1D45411404.00004.00010.00041.004000042.0.00ft

OUR NEW CATALOGUE, Number 21

Westminster
Chime Clock

No. 7040

(Labrador)

Design Patent
applied for

is ready for mailing. The most complete book of

issued. If you are looking for a style of Clock you cannot find elsewhere, send for
our Catalogue. A copy will be mailed to any legitimate jeweler on application.

Manufacturers and Importers of BLACK FOREST CLOCKS

125 North Wabash Avenue, CHICAGO
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A Calendar in the Sky

THE. K EYSTONE

By David S. GRIBBEN, Indianapolis, Ind.*

Having read the article in the October

15 issue of THE KEYSTONE on "What is

Time," I would like to present to your

readers a conception of time by explaining

that there is a calendar in the sky more

correct than any records of history, and

more wonderful than any clock ever
constructed. This "clock-work" is known

as the Precession of the Equinoxes.
Hipparchus, who lived 150 years before

Christ, found that the equinoxes were

moving westward among the constellations

and the point where the sun crosses the
equatorial was moving westward on the

ecliptic at an average rate of about

50".2 annually. So that in the course of

about 25,800 years, (360° divided by

50".2), it would make a complete circle

of the heavens.

How did Hipparchus find out this
important principle? Having no instru-

ments of any importance by observations

of the interval of time when the sun was

at the vernal equinox. That is, when the

sun rose exactly in the east and set

exactly in the west. Also when the sun
made its complete circuit among the stars.

Almost every one knows that the sun
has an apparent motion eastward among

the stars. Of course this is caused by our

own motion around the sun in the same

direction, but diametrically opposite.

When the sun has made a complete revolu-

tion among the stars we have made a

complete revolution around the sun.

This is called a siderial year. When the

sun has completed a revolution from
equinox to same equinox again, it is

called a tropical year. Hipparchus soon

discovered that the tropical year was 20

minutes shorter than the siderial year.

He rightly concluded that the vernal

equinox was traveling westward on the
ecliptic to meet the sun, at an average
annual rate of 50".2, and he named it

" Precession of the Equinoxes."

The Effect of Precession and Its Use as a Calendar

It will be seen at once that if the equinox

is moving westward among the stars, the

stars will be moving eastward from this

point at the same rate. Now as the longi-

tude of any star is its angular distance

from the vernal equinox. It is plain that

if we know the longitude of a star now,

and observe it at some future time, we

will have the data of finding the time

elapsed between the two observations.

For example: The star Sirius, which is

4. Mr. Gribben is a member of the retail jewelry firm of Gray,
Gribben & Gray, and an astronomer and mathematician of
note, having read widely and written much on both subjects.

the brightest in the heavens, is now about

1000 longitude, and at some future time it
is observed to be in 102° longitude we

have but to divide the difference in longi-
tude by 50".2, .and we get the number of

years between the observations which, in

this case, would amount to 143.4 years.
Again if an astronomer observed at the

birth of his son a star to be in longitude

100, and at another time he found the same
star to be in longitude 10°, 20'-20", the

son would be 24.3 years of age.

At the time of Hipparchus, the vernal
equinox corresponded with the first point

of the constellation Aries; it has now fallen

back 30° and is in the constellation Pisces.
The constellations of the Zodiac do not
agree with the signs having the same
name, but have fallen back 30° in about

2,000 years. A most remarkable thing

about precession is the effect it has upon

all stars in respect to their distance from

the pole of the equator. The principle is

the same; that is, the pole of the equator
revolves around the pole of the ecliptic at

an average rate of 50".2 and will complete

one revolution in 25,800 years. The pole

of the ecliptic is situated 231A° from the

pole of the equator and is on a line with

the solstices; hence it is found in the con-

stellation raco. Now if we take a celestial

globe, and with the pole of the ecliptic

as a center and with a radius equal to the
obliquity of the ecliptic 23 describe

a circle we will get the track of the celestial

pole among the stars. Our north star,

Polaris, is about 1 VI° from the pole; at

the time of Hipparchus it was 12° from it,

and during the next 100 years it will be

within 30', after which time it will recede

from it and other stars will become the

pole star. In about 12,000 years the bright

star, Vega, or Alpha Syrue, will become

the pole star. Reckoning backwards we

find about 4,000 years ago that Alpha

Draconis was the pole star.

Again we find an effect upon all the stars

in regard to their declinations. In general

it may be said that all stars between 900

and 270° longitude are going south or away

from the north pole. And all stars between

270° and 90° longitude are going north

or towards the north pole of the heavens.

Thus it is that Sirius is now going south-

wards, and in some thousands of years we

could not see it from this latitude, but
would have to go to the southern hemis-
phere to see him rise and set.

The physical cause of precession was not

explained until Newton discovered the

law of gravitation. It is very much the

same as the cause of the tides, that is,

the attractions of the sun and moon upon
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the equatorial ring which projects above

the true sphere. While the attractions of

the sun and moon upon the oceans, being

liquid, causes a disturbance of the waters

themselves, the disturbance of the non-

spherical portion of the earth is shown by

a slight shifting of the pole of the equator

among the stars.

Make Your Show-
Windows Sell the Goods

Show-window advertising is receiving
more consideration each day. The manu-

facturers are doing their best to get the

retailers to display their goods, and are

furnishing the finest lithographs and dis-

play materials that the advertising world

has ever seen. Many manufacturers are

publishing booklets, showing the best way

to trim a window with their product. The
manufacturers realize the value of show-

window advertising and know that if the

retailers make the proper display of their
merchandise their goods will be sold.
By co-operating with the manufacturer,

the retailer may increase the sales from
his windows.
The retailer is awake to the fact that

his show-window is the most valuable
space in the store. The show-window
indicates the character of the store.

The passer-by judges the store by its
show-window, as it demonstrates the real
value of the goods by showing their color,
their quality and practical use. The
merchant in his window can follow up
all the great newspaper and magazine
advertising campaigns, and can get as
much advantage from them as if they
were published for him.
The advertising value of a window is

lost unless the articles on display tell
their story, and tell it quickly and to the
point. A simple background, with mer-
chandise, arranged to suggest its use,
forces itself upon the public and receives
more consideration than any other form
of advertising in use today.

Merchandise should be shown to suggest
its actual use. Don't try to get an
artistic effect by tying a pair of pajamas
into a knot with half a dozen ties.
Show pajamas in the most simple way,
and with them bath-slippers or hose that
match in color. The window that sells
goods must be consistent.
A show-window should be pleasant to

look at—a pretty picture rather than an
unpleasant nightmare. Let the window
be cheerful. Early in the year bring into
it some suggestion of spring. A picture
of happy children sells millions of dollars'
worth of merchandise each year. Every-
body loves children.
Let the show-window cheerfully, hon-

estly, and—if the merchandise demands—
with dignity say, "Come in."—N. C. R.
Weekly.
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HOLSMAN & ALTER'S
1

i NEW WATCH BARGAINS i,
i ANOTHER NEW ONE i
i The new Hayword movement. This is a 15 jewel American I

made movement. The lowest priced 15 jewel movement ever put1

1 
on the market in 0 and 16 size, hunting or open face. Stem wind
and pendant setting. This movement should fill a long felt want
for the retail jeweler, giving him a high grade American made
movement that he can sell at a little price.1

no•oc.o.aoclg

THE FACTS ARE
First, the demand:

We shall need a good engraver and all around man willing to do the engravingand fill in with such other work as may be at hand on clocks and jewelry work. Ifman suits, also work we can offer permanent situation at $25.00 per week.
Would you kindly inform me if there would be a possibility of securing anengraver from your school? One that could do plain script and monogram engraving• A beginner would do.

f')
Could you recommend a good watchmaker to me, one capable of taking chargeand do altogether watch work? Or do you know of a good engraver who would makea good second and do clock and jewelry work in which case I would promote my now"Second" man to the first position.
Shall need a young lady engraver. Have you one you could recommend to me?
I am actuated to write this letter with a view of enlisting your interest andinfluence of securing for me an Engraver, a graduate of your school. I would prefera lady engraver.
Have you a young man or are you going to have one ready for a position (steady)November 1 as engraver and general repairer in a jewelry store.
Am writing to see if you know of an engraver that is for hire, one that canengrave? I have a good place for the right man.

These and many others received in one
week and all our students were engaged

Second, our results:
Mr. F. H. Rees, Rochester, N. Y.
Dear Sir:—

I wish to express a few words of thanks in regard to the instructions I receivedwhile attending your school, and would recommend it very highly to any one wishingto take up the study of engraving, or any other branch in regard to the jewelry business.

No. 325. 0 size. 15 jewel Hay-
word movement, hunting or open
face, 9 plate, patent breguet hair
springs; the cheapest 0 size 15 No. 225. 16 size. 15 jewel Hayword move-

ment, hunting or open face, stem wind andjewel movement ever put on the
pendant setting, nickel damaskeened plates,market. White glass enamel 3d.i7a5 
Each 

1. breguet hair springs, fancy or plain dial. .
Each   

$ 

$2.75

THIS FILLS
a long felt want, the cheapest American movement on the market
that will fit a full 12 size Open Face or Hunting Case. A 6 size
nickel New York Standard pendant set movement with a band
around it making it fit a 12 size case.

PENDANT

1 No. 179. 12 size. The newest thing in New York Standard movement. 12 size
American made at a low price has come to fill a long felt want, just what the retail
jeweler needs, a cheap boy's size watch, hunting or open face nickel, polished andi damaskeened plates, breguet hairspring, 7 jewel white glass enameled dial, positively
the cheapest 12 size American movement on the market. Each 

SETTING

Little Rock, Ark., October 16, 1912.

I not only advanced far beyond my expectations in engraving, but I receivedmany business principles which will be of great help to me in the future.
Again thanking you, and wishing you and your school continued success, I am,

Very truly yours,
Carl Thomas, 107 Main St., Little Rock, Ark.

Our twenty-five year's experience has taught us many valuable things. One is from abusiness standpoint. There has never been such a demand as at present for high-grade work-men and the REES SCHOOL will recommend no other young men. Now is your oppor-tunity. Above we have quoted solid proof that it pays to attend the REES SCHOOL. Youare ambitious and such are the students we want : no others, and to you there is a sure andhigh salaried position waiting. Be a high grade workman and earn a big salary.

A beautiful catalogue descriptive of our school will be mailed free
upon request. Write for it.

FRED H. REES, President

; THE REES SCHOOL
ROCHESTER GRANITE

BUILDING NEW YORK

noo•ot,04f>0•04100004)144604.00000004)004)000000000•0000004M
E•TABLISMED 25 YEARS

HUNTING OR OPEN FACE

1 P. S.—Write for our Latest Optical and Jewelry Catalogue.
Mailed on application only.

179 Madison Street : CHICAGO, ILL. NANUFACTOR OF HICK S
F Mali GRADE

GERMAN SILVER BRONZE GILDING METAL
PLATERS BARS LOW BRASS AND OTHER SPECIAL

ALLOYS IN SHEETS AND ROLLS
Quick D ELIVER I ES
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Superb Catalogue of Antique Watches

Descriptions, Illustrations and Histories of
Richest and Most Expensi

In Mr. J. Pierpont Morgan's library a thousand

years are but as yesterday. There the centuries

meet together—the centuries of history and litera-

ture and art. There the ancients and the moderns

jostle each other on their shelves, and out of it

all there comes to this practical and vain-glorious

age this Horatian note: "Brave men were living

before Agamemnon." There was never in the

history of the world so marvelous a collection of

works of art gathered by the patient and discrim-

inating genius of one man as fill this treasure house.

It was announced in a cable dispatch from Lon-

don to The Times on Saturday that another volume

of the catalogue of Mr. Morgan's collection had

just been completed. Its title reads:

Catalogue of the Collection of Watches, the

Property of J. Pierpont Morgan. Compiled at his

request by G. C. Williamson, Litt. D., London.

Privately printed at the Chiswick Press.

MCMXIL

Following the title page is this notation:

The whole of the plates in this work have been

engraved by Hallett Hyatt of 111 Oxford street,

London. All the photographs have been taken by

him, and the whole of the hand-colored f ac-similes

in the edition de luxe and in the royal edition were

painted under his supervision and by his artists.

The book has been printed by the Chiswick

Press.
The index has been prepared by Miss Lillian

Mackie.
Of this edition there are fifteen examples on pure

vellum, one of which has been accepted by King

George; twenty on Japanese vellum, and forty-five

on handmade paper. The vellum copies of the

catalogue are among the most sumptuous ever

produced in England. The catalogue will

not be found for sale at the book shops. It

was not made for that purpose. Each copy of it

contains an inscription that "This edition, printed

on Japanese vellum, (or pure vellum or hand-made

paper, as the case may be,) with hand-colored fac-

similes, consists of twenty copies, (or fifteen copies

or forty-five copies,) and is for private circulation.

This copy is No.—," whatever the number may

be, and these copies will be sent by Mr. Morgan

to the larger and more important libraries and

museums of the world as an aid to the dissemina-

tion of human knowledge.

Greatest of Watch Collections

It has been said truly by The London Times that

Mr. Morgan's collection of early watches, with

which this volume is wholly occupied, is the most

important in private hands; it is, in fact, one of the

most complete and instructive in the world, and

has been gathered not only for its artistic value,

but for its educational value as well; for since the

beginning when "the evening and the morning

were the first day," men have been trying to make

"a note of time," to "keep" what they cannot have.

The concluding words of the general introduction

to this catalogue express briefly but effectively the

purpose of the invaluable treasures Mr. Morgan

has assembled: "The present collection, when

exhibited to students, will give them a supreme

view not only of the gradual and steady progress of

horological art, but also of the beauty of some of

the finest examples of the watchmaker's craft in

existence." In the preparation of the catalogue

the Watches of the Morgan Collection in

ye Catalogue Ever Printed

Dr. Williamson spent two years of diligent inquiry

and acknowledges his indebtedness to many

eminent authorities in different parts of Europe

and to many persons besides in England who aided

him in his work. He consulted numerous works

published by the learned societies of the world, and

placed himself in immediate touch with all in-

dividuals who might have an interest in the work

of their ancestors in the art of watchmaking. In

the collection there are watches made in France,

watches made in Germany and Austria, watches

made in Great Britain, watches made in Holland

and Flanders, a watch made in Russia, and watches

made in Switzerland and Italy. The catalogue

contains sixteen fac-similes of watches made in

France, eight fac-similies of watches made in Ger-

many, and eight fac-similes of watches made in

Great Britain—all of these fac-similes being hand-

colored and executed with the most exquisite taste,

the real gold and silver leaf having been used by

the artists to produce the exact photograph of the

watch described. In addition to these hand-

colored fac-similes, there are in the catalogue

twenty-five gravure plates of watches made in

France, seven gravure plates of watches made in

Germany, twenty-one gravure plates of watches

made in Great Britain, one gravure plate of a

watch made in Holland and Flanders, and five

gravure plates of watches made in Switzerland.

All of these plates are executed with photographic

fidelity and contribute immensely to the value of

the work. In the text are contained also three

other plates—one an illustration of the Combret

watch of 1613, another a photograph of the mar-

riage certificate of Elizabeth Quare, daughter of

Daniel Quare, the watchmaker to Sylvanus Bevan

in 1715, and a silhouette portrait of Thomas

Wagstaffe, with fac-simile of his bill for a gold

watch supplied to George Fox.

Records Most Complete

There are 242 watches in the collection, and in

this catalogue there is a most excellent description

of each of the watches with an account of its maker

and his place in the craft—his history and religion

and life, the date when the watch was made, the
distinctive features of its movement and case, the
ownerships through which it has passed, and all
other facts connected with it that would give it
something of a sentiment quality and of special
interest to the student and philosopher. The cata-
logue is superbly bound and dignifies the collection
by its own superior artistic merit. The work of
Dr. Williamson, the compiler of the volume, is not
less notable than the work of the artists who have
produced the illustrations for it, and in his general
introduction and in the descriptions of the several
exhibits the whole scope of early watch-making is
covered with a fidelity to detail and a richness of
sympathy that holds the appreciative mind.
Watchmakers were very much like other artificers.
They were called horologists, and they were the
direct successors of the earliest time-recorders of
the sun-dial, water-clock, and sand-glass order
who counted the hours until about the eleventh
or twelfth century, when the portable clock, the
forerunner of the watch, was invented. It was
Peter Henlein, the clockmaker of Nuremberg, or
Peter Hele as he is sometimes called, who first
introduced a small-sized portable time-keeper which
did not need weights, and from that beginning the
watch was evolved.
In this catalogue Dr. Williamson conveys a great

deal of information about watchmakers and watch-
making, the progress made in the mechanical and
decorative art, and the place the early watch-

makers filled in the social and religious life of their
times. The watchmaking families of France were
given to much intermarrying, seeking by this
means to keep the art in the family, to establish
something like a trust in the business. They were
also of a religious turn of mind, and about the
time of the Revocation of the Edict of Nantes
many of the French makers of the Huguenot order
sought refuge in other lands. It is said that this
edict "induced a great many of the cleverest horo-
logists to leave their native country and settle
either in Switzerland or England." It was in Eng-
land that some of these people, happily delivered
from the necessity of doing what they did not want
to do, aided in the founding of the Clockmakers'
Company in England, in 1631, which "had the
power to prohibit the importation from abroad
of watches, clocks and alarums, and to admit for-
eigners at their discretion as members of the craft,
persons who had set up in London to carry on the
watchmaking trade, or aimed so to do." In
passing, it might not be out of place to suggest that
in this provision of the Clockmakers' Company,
281 years ago, there was the beginning of the pre-
sent day policy of protection, the genesis of the
boycott, and the germ of the trust.

Watches the Fashionable Gifts

In the early days of watchmaking these new-
flangled timekeepers were much affected by royalty
and the fashionables as gifts on wedding occasions.
Among the gifts to Marie Antoinette were fifty-
one watches. In 1745 the Infanta of Spain re-
ceived twenty watches, in 1747 the Princess Marie
of Saxe was enriched by twenty-one, and in 1677
the watch was used as a gift in diplomacy. Henry
VII was particularly fond of watches and clocks.
James I was a great collector of watches, and
Charles II sent to Louis XIV of France two re-
peater watches, the first repeating watches ever
seen and of which Daniel Quare, a Friend, was the
inventor. The early watches were fashioned of
many materials—rock crystal, silver, gold and
copper—and in many shapes: in crosses and other
ecclesiastical designs, in the shape of books and
skulls and mandolins and flowers and landscapes
and other fantastic forms; in many sizes, from
watches that could be worn in a lady's ear and that
would make the setting for a finger ring to the
large pocketful size for the use of the Puritans who
did not wish to be caught indulging in the encour-
agement of such worldly art; for many uses, as in
1781, when they were employed as buttons for the
coat, Count Cagliostro having worn on a journey
from Lyons to Grenoble a coat held together by
six watches to button him down before; on the
arm by the ladies as bracelets or armlets, or at-
tached to chains or rosaries about the neck, two
watches of diminutive size being regarded at one
time as the acme of dress; by the men for fob
chains, the first fob chain recorded being that of
Oliver Cromwell in 1625.

The Most Expensive Specimens

The most exquisite examples in this collection
are the enameled watches, and among these are
four of the finest specimens extant of the elegant
effects obtained by the use of Limoges enamel. In
one of these examples the watch cases of metal are
set inside and out and around the edges with
plaques of Limoges, the best specimen being the
watch of Gamod, in which "The Judgment of
Paris" and the story of Antony and Cleopatra are
illustrated with great charm and in the richest
colors. Bibical and classic scenes were the favorite
subjects for the enameler, as, for example, the
Crucifixion with all the stations of the cross, and
the story of Joseph and Potiphar's wife.
Among the many curious watches in this col-

lection is a "metal egg-shaped watch, movement
signed 'J. Lalement, Autun, " and "it is believed
that the maker of this watch was a woman named
Judith Lalement." It is noted further that "there
are very few instances in which we are able to state
that the watchmaker was a woman, or that a
woman was at the head of a watchmaking in-
dustry."
The catalogue is packed with the most curious

information, and besides its exquisite art it pos-
sesses, as everything in Mr. Morgan's collection,
very great educational value, which but for his
industry and genius would be lost to the world, be-
cause these so widely scattered treasures would
be unavailable to thinker and student.—New York
Times.
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Fob No. 90684

Men's Belt Buckle No. 44128 Men's Belt Buckle No. 46—Shrine

MANY JEWELERS ARE MAKING MONEY
with our monogram and emblem novelties. Why not you?
They sell all the year round—and the margin of profit is
pleasing. Our catalogue No. 15 (just issued) is sent to the
trade with discounts on request. Write for it today.
CHICAGO ART METAL WORKS, 302 W. Lake St., Chicago, Ill.

INCORPORATED 1892

Watchmaking Engraving Jewelry Repairing
Scores of young men owe their success to the thorough and
practical training received at the W. I. of H., the

Official School of the Wis. Retail Jewelers' Association
WHAT WE DID FOR OTHERS WE CAN DO FOR YOU

Our Home Study Course in Watchmaking
There are thousands of young men working in stores who are surrounded by all the oppor-tunities for learning watchmaking except the proper system of instruction. Aware of this fact,the W. 1. of H. has established a Home Study Department, with a view of teaching watchrepairing by correspondence. This system of instruction is as thorough as it possibly canbe, embracing Mechanical, Practical and Theoretical Horology. The course consists of 43printed lessons, containing nearly 400 illustrations and other special features, making it anexcellent substitute for an attendance course to those unable to leave home or their positionand is incomparably less expensive.

Send for Prospectus and state if Attendance or Home Study Course is desired

Wisconsin Institute of Horology
Stroh Building MILWAUKEE, WISCONSIN

Fob No. 90647

KEEP A RECORD OF WATCH REPAIRS. An essential of every well conducted repair department is a book in which to record watch repairs. TheOne book which the entire trade have pronounced best for this purpose is

THE KEYSTONE RECORD BOOK OF WATCH REPAIRSa copy of which may now be found in use in practically every progressive store. The book has space forcSent postpaid to any part 1600 entries of watch repairs with printed headings and a complete record can be made in a few moments.
on receipt of . .

of the world s 1 rn
i.av Published by THE KEYSTONE PUBLISHING COMPANY, LOCK BOX 1424, Philadelphia, Pa., U.S.A.1201 Heyworth Building, Chicago, Illinois

HARDINGE BALANCE CHUCK, Price fitted, each $3.75

t■tiav

Fitted to No. 38 or 90 Wire Chuck

Brass J•weling Chuck, per set, $2.00
Steel Jewe ing Chuck, per set, 2.50

THESE ARE REAL TOOLS AND ARE
WORTHY OF YOUR CONSIDERATION

Explained in our No. 5 Catalogue
WRITE FOR IT

HARDINGE BROTHERS iaBen
3133-3141 Lincoln Ave. CHICAGO, ILL.

Improved Roller Remover
Price. - each, $1.75

Prentiss' Patent Jewelers' Vises 
For more than 30 years the Best and Handsomest Vises made

PRENTISS VISE COMPANY 106-110 
New York, U.S.A.Lafayette St.,

ASK YOUR JOBBER TO SHOW YOU THIS VISE
Large Illustrated Catalogue of all kinds of Vises mailed free

Trued Pivot Drill Chuck
Price - each, 75c.
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Aerial Photograph of
Silverware Factory Building

Below is an illustration of the main office

and factory buildings of R. Wallace & Sons Manu-

facturing Company, at Wallingford, Conn., re-

produced from an aerial photograph. In the fore-

ground, partly concealed by trees and shrubs, is the

little mill-race which supplied all the necessary

power in the earlier days. The low building on

the right was the nucleus of the whole plant.

In the background, near the water tank, is the

tall, white stack of a new electric power ho
use,

used for the first time this year. In marked con-

trast to the feeble mill-race is the equipment of this

of a coffee pot suspended in the window from which

flowed a continuous stream of coffee into

a cup beneath, the cup never getting filled

nor the pot empty. The mystery created

much interest and crowds watched the device while

making the mental effort to solve the problem.

The seemingly impossible feat was brought about

by means of a glass tube over which the co
ffee

flowed into the cup, concealing the tube, and was

pumped back into the coffee pot through the tube

—a continuous flow resulting. It may be infe
rred

from the above that Mr. Reisz, in addition to

being an expert watchmaker, is accomplished 
in

other ways which make for success in the jew
elry

business.
It should be kept in mind that ingenious m

e-

chanical displays such as the above are especially

valuable to the jeweler, inasmuch as they_ad
ver-

—

Factory Buildings of R. WALLACE & SONS MEG. CO
., Wallingford, Conn.

small building—with a capacity for 
developing

3,000 horse power. The latest additio
n is the

modern four-story brick structure at the 
extreme

left. This was made necessary by the incr
easing

business in plated hollow ware, including 
Sheffield

plate.
The Wallace output now comprises 

sterling

silver flatware, hollow ware, toilet ware, and

novelties, also silver plated flatware, holl
ow ware,

and toilet ware, including Sheffield pla
te and hotel

silver. All of these lines are manufactured in 
the

one plant illustrated.

A Novel Window Attraction

The accompanying illustration shows 
the prac-

tical application of a somewhat f
amiliar principle

to the purposes of the jewelry trade for use in the

show window. Credit for this device belongs to

Reisz, with C. E. Ryan, the veteran jeweler

' of Baraboo, of Wisconsin. The device consisted

tise his skill and in so doing reflect favorab y 
on

his repair department.

New Watch Display Fixtures

The accompanying illustrations show three new

designs of watch display fixtures which will en
able
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L ITEMS OF INTEREST

The Dennison Manufacturing Company have

issued their 1912 Christmas book giving numerous

Christmas gift dressings and various specialties for
the Holidays. Among them are tags, envelopes,
cards, seals, labels, coin holders, gift boxes of all

sizes and descriptions with just as varied an assort-

ment of Christmas designs on them. You will

also find therein attractive and unique ways of

dressing Christmas packages, presenting gifts,

decorations for the table and home in general,

games for after dinner, as well as wrapping papers,

tinsel cord, gummed ribbons, twines, etc.
The Wheeling Corrugating Company, Wheeling,

W. Va., is distributing among the trade a sample of

its encaustic burnt-on enamel ceilings, which

seems to fill a long felt want in metal ceiling work.

The fact that these ceilings are completely finished

in such a handsome and serviceable manner before

being erected, and that no painting or decorating is

needed afterward, makes an instant appeal to

owners or busy occupants of stores, etc. Ceilings

composed or this material can be erected at a cost

about equal to the cost of putting up and painting

the common kind, but they are greatly superior in

finish and never need re-decorating or painting as

they can be washed any number of times without

affecting their surface.
C. I. Josephson, of Moline, Ill., held a formal

opening on December 4 at his new location 1514-

1516 Fifth avenue in the Reliance Building.

Mr. Josephson's establishment is known as the

"Quality Jewelry Store" and his new quarters

will enable him to live up to this title even more

than heretofore. Those who attended the opening

had an opportunity to inspect a great wealth of

carefully selected Holiday goods and the interest

which they manifested promised well for Mr.

Josephson's Holiday season.
The National Jewelry Company, St..Louis, Mo.,

is now located in their new home. Mr. Schwa
rtz,

manager, recently returned from a buying trip to

New York, and Mr. Adler, secretary, is also home

from his honeymoon tour.
Aisenstein & Schiller is the name of a new firm of

jobbers in jewelry, etc., with offices at 21 Maiden

lane, in the Hayes Building. The new

firm is composed of two energetic young

men, Edward Aisenstein and Solon Schiller.

Mr. Aisenstein who is experienced in all

branches of the jewelry trade has prac-

tically grown up in the business having

been for many years with his father's firm,

the jewelry house of Aisenstein & Woronock,

filling about every position from apprentice

up to credit man which latter he resigned

to organize the new concern. Mr. Schiller

is sales manager and junior member of the
well-known house of Schiller Brothers, for

more than a quarter of a century, leaders

in the manufacture of muslin underwear. He will

have charge of the sales department and advertis-

ing while Mr. Aisenstein will look after the select-

ing of stocks, mounting and setting and all inside

business. The new firm starts with ample capital

and with good sound practical business experience

which gives every promise of success.

Clell L. Baskett, a prominent young jeweler of

Chillicothe, Mo., was married to Miss Marie

Wagner of the same city on November 3 at the

home of the father of the groom, T. L. Baskett.

Mr. and Mrs. Baskett are very popular socially

with the younger crowd in Chillicothe. Mr. C. L.

Baskett has been connected with his father in

business at Chillicothe for some years. THE

KEYSTONE joins in offering congratulations.

The H. W. Johns-Manville Company, New York,

have recently opened a new southern warehouse

at 31 M South Broad street, Atlanta, Ga. The 
entire

building, embracing three floors and a basement,

with a total floor area of about 10,000 square f
eet,

will be utilized exclusively as a warehouse f
or a

stock of such J-M products as roofing, boiler 
and

pipe coverings, cements, packings, fire ext
inguish-

ers, electrical, railway and automobile 
supplies.

A feature of particular advantage in this 
new site

will be found in the location of the Atlanta 
office

of the H. W. Johns-Manville Company in the 
same

building with the local warehouse, which 
will

materially help to minimize the possibility of

delay in deliveries.

the trade to show this line to better advant
age.

These are the products of the Oscar Onken Com-

pany, Cincinnati, Ohio, and have been created for

the use of manufacturers who frequently feel 
the

necessity for some device of this kind to distribute

to the retailers in helping the latter to display the

merchandise to maximum advantage. The de-

signs are so constructed that the manu
facturer

can place his advertisement on them or any o
ther

matter which he deems advisable. They are made

of quartered oak in a soft mellow mission 
finish

with glass ornaments to imitate those used
 on

telegraph posts. The size is 10" wide by 16"

high.
The jewelers, during the past year, have been

fortunate in having had placed at their disposal

a number of new window display fixtures especi-

ally adapted for the better display of their st
ock.

It would pay all of them to become acquainted with
these devices at this time as they will be fo

und

especially serviceable for the display of Holiday

goods.

The National Association of Cut Glass Manu-

facturers will hold its annual meeting at the 
new

Grand Hotel, New York City, on December
 12.

An elaborate program for the convention has 
been

prepared and the meeting will conclude wit
h a

banquet which will be given to the members and

guests in the Imperial Hotel.
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OUR NEW BUILDING
at the corner of DUKE and CHESTNUT STREETS, will beready for us to occupy sometime in February.

This building is planned on our best original ideas gatheredduring the past fifteen years. We can offer students facilitiespossessed by no other school.
Not only in new special features, but also in such vitalthings as lighting, heating and ventilation, our New • SchoolBuilding will excel. For instance, our heating system wasdesigned by Mr. John Cassell, engineer for the Board of Educa-tion of the City of Philadelphia, who is one of the highestauthorities in the United States on heating and ventilatingschool buildings.
Our exceptional instruction and mechanical equipment areeven better reasons than the advantages of the new buildingare, for you to choose our school. Then don't forget the wellknown fact that IN LANCASTER you can live better for lessmoney.

The thoroughness of our instruction guarantees you the
highest earning ability when you graduate from

The Bowman Technical School
of WATCHMAKING and ENGRAVING

LANCASTER PENNSYLVANIA
Write for Catalogue.

Fine 14K. Hand Made P. E. C. Jewels

Write for

Designs
and

Estimates

ERICHSEN, KRAUSE & CO., Manufacturing Jewelers
37 South Wabash Ave., CHICAGO, ILL.

Systematize Your
Repair Department

No branch of business can prosper nowadays withoutsystem. If you wish to systematize your repair depart-ment at the New Year begin by procuring the firstessential

The Keystone Record
Book of Watch Repairs

This book has space for sixteen hundred entries ofrepairs with printed headings. It takes only a minuteto make each record, and the information is invaluable.

Price, $1. no

The Keystone Book of
Repair Guarantees

is a companion book now used by every progressiverepair department. The guarantee gives your customerconfidence in your work and assures his permanentpatronage.
Price, $r.00

Published by

THE KEYSTONE
PUBLISHING CO.

Lock Box 1424

PHILADELPHIA, PA.
1201 Ileyworth Bldg., Chicago
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Separation of Platinum
and Gold from Old Jewelry

A Method Which Competent Jewelry Workers

Have Found Satisfactory in Application

Since platinum has come to be used so exten-

sively in the manufacture of jewelry the question

of separating this metal from old jewelry has be-

come quite important. This fact accounts from

the rapidly increasing number of queries which

come to us for information as to the processes to

be used. Some time ago we reprinted an article

on the subject from our well-posted and

intelligent contemporary—The Brass World, which

appeared to us to be an excellent contribution for

the use of our readers. We have since been in-

formed that the article proved of much value, and

we have now before us a letter from the head of a

manufacturing department of one of the leading

jewelry manufacturing houses of Chicago, in

which he states "Some time ago I wrote you re-

garding a formula for separating gold, silver and

platinum filings, which brought a prompt reply.

I have found the information you gave me very

satisfactory and of great service. I wish to

thank you." Thus doubly assured, and by way of

reply to numerous queries of similar tenor we

reprint the article as it appeared in The Brass

World and would request all of our readers who

are interested to preserve this information for

future use:
The Process Described

The platinum must be separated in the wet way,
for there is no other process known. When the
method is understood, it is not a difficult one,
but there are many pitfalls, and unless these are
known only a portion of the platinum is recovered.
Many a refiner has discovered this to his sorrow
when he has figured up his results.
Platinum is used in the manufacture of jewelry

in various ways. It is employed in diamond ring
settings as the backing to give brilliancy to the
diamond. It is also employed as a portion of
jewelry itself in conjunction with gold. It is not
used to alloy the gold at all, however, and when
the platinum is found on the jewelry it can al-
ways be seen. Then, of course, there are filings,
scrap and similar wastes which form the principal
portion of the material obtained from manufac-
turing jewelers and which is sent to the refiner.
In refining such precious material it will be

found that gold, platinum, copper and silver are
present. The gold and platinum form the princi-
pal portion of the material while copper and sil-
ver are present as the alloy, and perhaps the
solder. The first operation is as follows:
The usual practice is first to melt the gold and

platinum material with silver so that parting can
take place. Take the following:

Gold and platinum material . 1 part
Fine silver 3 parts

Melt the whole at a good, bright, red heat in
a graphite or clay crucible, pour into a mold and
then roll down into as thin sheet as possible. This
is to allow the parting to be done easily.

Parting

It should be borne in mind that the parting
should not be done with nitric acid. This is one
of the pitfalls. Strange to say, platinum when
alloyed with silver, is dissolved to some extent by
the nitric acid. In fact, when only 6 per cent
of platinum is alloyed with the silver it will dis-
solve in the nitric acid with the silver. Percy, the
celebrated metallurgist, made investigations on
the subject and says: "An alloy of platinum and
silver, containing only 5 per cent, of the latter,
completely dissolves in nitric acid, but if the
platinum much exceeds that proportion, part of
it remains undissolved. But in sulphuric acid
only the silver dissolves."

It is necessary, then, to use sulphuric acid for
the parting, otherwise the platinum will dissolve
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with the silver. Place the rolled strip of metal
obtained in a porcelain dish, if the quantity is
small, and if large a heavy cast iron kettle can
be used. For every ounce of the rolled strip,
take from 2 to 3 oz. of strong sulphuric acid.
This acid should be chemically pure, as the pres-
ence of chlorine or other impurities will inter-
fere. Heat the dish on a sand bath until the
action ceases. This takes several hours. Then

allow to cool and pour off the acid, which now
contains the silver as sulphate, into cold water.
For every part of the acid, use nine parts of water

When all the acid has been poured in wash the
residue in the porcelain dish (which now contains
the gold and platinum) with water several times
and pour into the main solution.
Heat the silver solution, made by pouring the

sulphuric acid into water, so that all the sulphate

of silver will dissolve and then precipitate it with
copper wire or sheet copper. The silver is pre-

cipitated in a finely divided condition, and can be
filtered off, washed with water and melted down

to fine silver. The solution from it contains sul-

phate of copper and may be crystallized out by
evaporation if desired.

Dissolving the Gold and Platinum

The residue left after parting with the sul-
phuric acid, contains the gold and platinum.
Wash well with hot water to free from the sul-
phate of silver, and then dissolve in the porce-
lain dish with aqua-regia (3 parts of pure muri-
atic acid to 1 of pure nitric acid). Warm the
dish on the sand bath until dissolved. Use no
more acid than is necessary and then evaporate
off excess until the solution becomes syrupy. It
will have a dark red color. The gold and plati

num are now in the form of chlorides and the
nitric acid has been expelled by the evaporation.
Add twice the volume of water to the platinum

and gold chlorides that there is solution, and it

will be found that it is not clear. There will
always be a slight amount of silver chloride in it
as the sulphuric acid will not remove all. Filter
this silver chloride off.
To the clear solution add ammonia until the

free acid in it is nearly neutralized. Do not by
any means add enough to neutralize the acid or
the gold will come down. This point is easily
ascertained by the use of test paper. Add the
ammonia until the solution just barely colors blue
litmus paper red. This point is a delicate one and

much care must be exercised in not carrying the
addition of ammonia too far. The reason is
this: If the free acid in the gold and platinum
chlorides is not practically neutralized, all the
platinum will not be precipitated by the ammon-
ium chloride afterwards added. If too much
ammonia is added so that the solution becomes
alkaline, both the gold and the platinum will be
precipitated. The right point is just short of
neutralization so that the solution still remains
slightly acid.
Now add a strong solution of ammonium chlo-

ride (sal ammoniac) and stir. The ammonium
chloride solution should be saturated. Add
enough to precipitate the platinum as ammonium
platinic chloride. This comes down in the form
of a yellow, crystalline precipitate. As it is not

very insoluble in water, it is necessary to add
alcohol. Add an equal volume of grain alcohol

and allow the whole solution thus obtained to
stand in a warm place for twenty-four hours.

Then add more of the ammonium chloride solu-
tion to ascertain whether the platinum has all

been precipitated and allow to stand for several

hours again.
Filter off the ammoninum platinic chloride and

wash with a mixture of equal parts of alcohol

and water. When washed it is thus free from
gold.

Obtaining Metallic Platinum

The ammonium platinic chloride thus obtained

is dried and then separated from the filter paper.

The filter paper is then burned to an ash and the

whole added to the precipitate. The whole is

next placed in a crucible (if a small quantity a
porcelain crucible is used, but if a large amount

a French clay crucible is necessary) and heated
gradually to a red heat. Care must be taken at

first to avoid too rapid heating so as to lose any

of the platinum by "dusting." The ammoninum
chloride in the precipitate is driven off by the

heat and finely divided metallic platinum is ob-

tained as the residue. This is in the form of a
black, heavy powder and is called "spongy plati-
num."
This spongy platinum may be used for making

platinum chloride or any other salts of the metal.
If, however, it is necessary to obtain it in the
compact form, it must be fused in a lime crucible
by means of the oxyhydrogen blowpipe or by
means of an electric furnace. It has been found
expedient, when thus melted, to allow the plati-
num to remain in the crucible afer it has been
melted and not attempt to pour it. It can then
be rolled or drawn as desired.
The solution obtained after filtering off the

ammonium platinic chloride contains the gold.
To separate it, add a strong solution of ferrous
sulphate (sulphate of iron) and heat gently in a
porcelain dish for several hours when the gold
will all be thrown down in the metallic form and
in a very finely divided condition. Add more
ferrous sulphate solution, however, to see if all
the gold is down and then allow to remain while
warm.

Filter off the metallic gold, dry and melt in a
crucible under borax as a flux when metallic gold
will be obtained. The filtrate from the gold con-
tains nothing of value. The copper, slight
amounts of zinc and cadmium should they be
present in the original material, are in the solu-
tion obtained by throwing down the silver with
the copper and are thrown away.

Recapitulation

The various steps in the process may be
summed up as follows:

1. Melting the gold and platinum material with
three parts of silver.

2. Parting by sulphuric acid.
3. Separation of the silver in the sulphuric acid

solution by metallic copper.
4. Dissolving the gold and platinum residue

with aqua-regia.
5. Evaporation of the free acid.
6. Precipitation of the platinum as -ammonium

platinic chloride by means of ammonium chloride.
7. Filtering out the ammonium chloride, wash-

ing and heating to convert into spongy platinum.
8. Precipitation of the gold by ferrous sulphate,

washing the gold and melting to fine gold in a
crucible.

Kindergarten Metallurgy

Were our subscribers familiar with the details of
metallurgy, we presume there would be no occasion
to publish a technical paper; and we believe,
therefore, that some of the questions we receive
in this line of work are quite excusable. These
queries are often amusing, but we are pleased to
answer them just the same, and do not wish our
subscribers to hesitate to ask anything they desire
to know and we will endeavor to reply to the best of
our ability.

Oft-repeated inquiries have been for a soft solder
of a yellow color that will melt at the temperature
of ordinary soft solder. There is none.

Spelter and zinc are different names for the same
thing and are used indiscriminately.

Many persons have inquired for a black metal,
brought about, no doubt, by the fact that there are
so many articles with black finishes used on them.
There is no black metal, and if there was it would
not be a metal for the reason that the very defini-
tion of a metal is that it shall have the property
called "metallic lustre."
Much thought, time and labor (to say nothing

of money) have been spent in an attempt to find a
copper alloy, either a bronze, brass, or white metal
that will rival gold and platinum in non-corrosive
properties. There is none. An alloy partakes of
the property of its principal metal and this fact
renders the pursuit useless.

Impurities in the brasses or bronzes do not cause
blow-holes in the castings. In fact, they have the
tendency to prevent them. In ninety-nine cases
out of a hundred, they come from poor melting.
Wet sand or hard ramming produce them in some
instances but they are large and easily detected.

Scrap metals, if they contain the same ingre-
dients, are equally as good as new metals. If not,
they do not contain the same substances.

There is no metal as white as silver and it stands
aloft in this respect.—The Brass World.
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A Watchmaker's Unique
Advertisement for a Position

An Enterprising Workman, After Many Trials,
Makes Sure that there will be no Future
Misunderstanding Between Himself and His
Employer

Probably the most unique advertisement for a
position ever compiled by a member of the trade
is in the form of a folder recently issued by 0. S.
Harmas, Hull, Iowa, who at various times held
positions in Milwaukee, Wis., Waukesha, Wis.;
Madison, Wis.; River Falls, Wis.; and Dubuque,
Iowa, all of the jewelers for whom he worked fur-
nishing him with excellent testimonials. As an
interesting diversion for a few leisure moments, we
reprint the advertisement of Mr. Harmas. The
reading matter has as a head piece an elephant on
which Uncle Sam is seated and on the side of which
is shown a portrait of Mr. Harmas, the caption
reading. "UNCLE SAM PRESENTS 0. S. HARMAS."
The advertisement, omitting portraits, cartoons
and a composite cut of numerous testimonials
is as follows:

UNCLE SAM PRESENTS 0. S. HARMAS
Knowing as a rule, a great deal of valuable

time is consumed in correspondence between em-
ployer and workman and that even then neither
has a very definite idea of what to expect of the
other-the thought occurred to me to compile the
information that would be of interest to the jew-
eler hiring a workman. This idea is entirely ori-
ginal with me and although some will think it
foolish and eccentric others will agree that it fills a
long felt want. Do not think that because Mr.
Harmas may use this brochure that he is transient
and hard to please or get along with-he is not,
and no one is more anxious to secure a permanent
and congenial position than he. This is one of my
principal reasons for producing this-to assist
him in obtaining a satisfactory place in the shortest
possible time, without trying out a number of
places and spending railroad fare only to find that
the place it far from what it seemed.
I am a printer and in my spare time I have pub-

lished this entirely of my own free will without
his help or knowledge, simply (in my appreciation
of the many favors he has shown me) hoping that
it would serve the purpose that I intended, and
obtain for him the good position which he so
richly deserves.

Like all watchmakers he dreads the correspon-
dence (and "telling about himself") necessary to
secure a new position and so I think he will wel-
come this freak method of mine and I know he will
appreciate my efforts in his behalf because he is,
I think, the most appreciative person I ever knew.
As we have been firm friends and "pals" for

years I know his every wish and desire and am per-
fectly capable of writing his "biography."-Here
goes: (As he may not use these for years I will
leave some blanks to be filled in.)
He is a "full blooded" American, twenty-five

years years of age, has had eight years' of experi-
ence in the jewelry business, expects $25 a week to
start-paid promptly! He owns a set of the best
tools that money can buy. He has completed the
courses of watchmaking and engraving school.
He has a large variety of practical experience,
having worked in trade shops, large and small
stores, cities and small towns. He is absolutely
honest! Loyal to his employers, thorough, ener-
getic, ambitious, conscientious, courteous, ingeni-
ous and optimistic. Never satisfied with what he
is, always trying to improve and make himself of
more value to his employer. He is a constant
reader and frequent contributer to the trade jour-
nals, has invented several tools for the trade. He
is tactful and courteous and although inclined to be
rather diffident outside the store he soon gains the
confidence and friendship of customers during
business hours. Although he does not call himself
a manufacturing jeweler, he has done all the jew-
elry making and repairing of a large and first-class
store-such as making pendants, plain lavaliere,
ass pins, medals, matrix mountings of all kinds,
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stone setting, etc. Of his watch work it is enoughto say that he has given satisfaction in stores where
only the most accurate and painstaking work on
R. R. and high-grade work is turned out. He is
at present holding (with entire satisfaction to his
employer) a position that paid the preceding
watchmaker $45 per week. He is by nature an
Optimist, always willing and glad to do what is
expected of him if it is within reason. He is
prompt and does not object to extra work if it is
appreciated or acknowledged but when it is not he
loses faith and becomes discouraged. Although
he is not what is termed "a good mixer" he makes
friends wherever he goes and gains the respect of his
associates. He does not use liquor or tobacco in
any form, in fact is what I call a gentleman. Al-
though he does not call himself a rapid workman,
he succeeds in turning out six watches a day in a
trade shop doing a hard class of work and if you
know anything about this line of work you know
that this is "going some." He is very original and
ingenious, like and takes an interest in this, his
chosen "profession." He is neat and cleanly and
follows the motto: "A place for everything and
everything in its place!"-in fact he can not do
his best work until he has carried out this plan.
He is always ready and willing to learn and does
not think he knows it all, by any means, but he
resents adopting new methods just because the
"boss" thinks his is the only system and all others
are worthless.
He has a marked talent for mechanics which of

course is a great help and incentive to him-you
know some watchmakers just took up watchmaking
because they thought it a snap and some seem to
have it "wished" on them, in other words are
"misfits." He is a firm believer in advertising,
orderly, clean, fresh stock, attractive window
displays, prompt and honest service to the public,
the keeping of promises, the prompt payment of
bills, the marking of goods in plain figures, honest
prices, fair profits, a clean store, one price to all,
the use of genuine material-carried in stock or
promptly ordered.

If you are or do the following, save your stamps!
Mr. H. has had too much of this already. The
following are some of the reasons why he "quit"
various places where he worked: (They are simply
put in the form of questions to save space). Is
your rating unsatisfactory? Are you hard pressed
by your creditors? Are you behind in the pay-
ment of your help? Is your motto "Get the
money?"-regardless of quality or methods? Do
you misrepresent goods and take advantage of your
customer's confidence? Do you try to make an
exhorbitant profit on everything-not knowing.
where profit leaves off and larceny begins? Have
you a stenographer or pretty lady clerk of whom
you are so jealous that you resist the slightest
friendliness toward her? Do you smile one day
and sulk the next? Are you a know-it-all-think-
ing because you have been in business for some
time that you have the only methods and all others
are worthless? Do you expect your watchmaking
to find all sorts of imaginary troubles with the
customer's watch and "sting him" for all he will
stand? (A man that will steal for you will steal
from you.) Do you never give a workman credit
for his original ideas and work but take all the
praise and thanks yourself? Do you continually
give a man work without instructions and then
score him if it is not just as you wished? Are you
so tight fisted that it almost breaks your heart to
buy new velvet for the window or a new faucet for
the sink? Is your back room or shop a catch-all
for worthless junk which you will not clean or
allow thrown away? Is your discipline so strict
in the store that you do not allow (or object to) a
word of conversation between clerks? Do you
"hold out" employe's mail, until closing time in-
stead of kindly asking them not to read it until at
liberty? Do you have a lax method of keeping
cash and then suspect the help if something is not
accounted for? Are you one of those employers
who are continually "hiring and firing" employes?
Now, Mr. Jeweler, don't think for a piece of

minute that because I have enumerated all these
faults that Mr. H. has been up against that he is
headstrong, fresh, a "wise guy," likes to run things,
is fussy, or anything like that-far be it from such
-instead he is just the opposite and has "stood
for" things that another person would not tolerate
for a minute. But he dislikes to see things out of
place, neglected, in disorder-I have known him
to spend twelve hours a week (on his own time)

December 1, 1912

fixing things up only to have the proprietor call
him down because he destroys a few worthless
paper boxes-that's gratitude (?).
The following are things a man likes to know be-

fore accepting a position, so that he may have a
complete understanding beforehand:
What besides watchwork is expected?
How many people do you employ?
Underline class of watchwork, averaged, good,

fair, poor.
Working hours, from - a. m. to -, - p. m. to
- p. m.
(Not that he is so particular about time, in-

stead he has always put in liberal overtime-but he
wants to know what is demanded.)
Do you have R. R. inspection?
Do you mind stating what you have been paying

this position?
Why is former employe leaving?
Do you keep open evenings?
When?
How long before Xmas?
What is your electric light voltage?
A. C. or D. C.?
Store ranks-compared with others of the

city.
How soon must this position be filled?
How soon would you like to have it filled?
Do you close on legal holidays? (He has worked

for some jewelers who were so afraid of losing a
dime that they hated to close on Sunday-"never
again" for him.)
When do you pay your help?
Mark goods in plain figures?
Employ an engraver?
Your nationality?
Protestant?
Do jewelry manufacturing?
Stone setting?
Approximate amount of stock carried?

International Time Conference
Formulates Important Agreements

Paris, November 16.-The deliberations of the
International Time Conference were brought to a
close recently in this city. Among the resolutions
adopted by the eighty or so delegates, representing
sixteen different nations, was one providing that
the expenses necessitated by a complete system
for the transmission of the exact time by wireless
telegraphy should be defrayed by the various
nations in proportion to the number of their in-
habitants, and as these expenses will only amount
to something between $80 and $400 a year for
each nation it is improbable that any government
will object to this proposal.
An international "Bureau de l'Heure," which is

to be, as it were, the time center of the whole
world, will be established at Paris. The time
signals transmitted by all wireless stations are to be
identical on and after July 1, 1913. By this date
it is hoped that there will be thirteen great wireless
stations in Europe, Africa, and America, which
will be capable of transmitting time signals over
more than half of the globe. The conference also
advised that the transmission of meteorological
and other scientific reports of value to agriculture,
navigation, aviation, and the like should be widely
extended. It also suggested that the telegraphic
departments should endeavor to establish time
centers in a large number of their offices, and should
consider the meats of giving the exact time to
private persons. Fianlly a Provisional Committee
has been appointed to draft and submit for the
approval of the various governments the resolu-
tions voted by the conference. Until this ap-
proval has been obtained the Paris Observatory
will act as the central time office.
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Recent Patents of Interest to the Jewelry Trade

Patents of interest to the trade, recently issued,

especially prepared for this journal by William

N. Moore, patent attorney, Loan and Trust build-

ing, Washington, D. C.

1,044,887. Safety suspension or chatelaine pin.

Clement A. Holbrook, East Orange, N. J., as-
signor to Sloan & Co., a Corporation of New
Jersey. Filed October 2, 1908. Serial No.
455,921. (Cl. 24-86.)

A safety suspension device for suspending
watches or other articles from a garment com-

prising a main body consisting of a pair of end-
members, and an inter-
mediately disposed and
downwardly extending
bow-receiving element,
said receiving element
forming a part of said
body and lying in a plane
at right angles to the
plane of said body, and
said bow-receiving ele-
ment extending for some

distance beneath the respective end-portions of
said main body, and said end members being both
curved, so that the inner end-portion of one end-.
member extends inwardly, and the inner end-
portion of the other end member extends out-
wardly, and that the lower portion of said
bow-receiving element connecting the same is
angularly disposed with relation to said curved
end-members, all arranged so that the bow
of the article may be inserted directly over one
end of said body and moved upon a portion of said
body directly within said receiving element, a pin
pivotally connected to one end of the back of the
said body, and a pin-receiving retaining catch at
the other end of the back of said body, said pin
when in its holding engagement with said catch
serving as a retaining means to prevent the with-
drawal of the bow of the suspended article from the
suspension device.

1,044,554. Stem-winding watch. Henry W.
Matalene, New York, N. Y. Filed June 3, 1909.
Serial No. 499,882. (Cl. 58-95.)

1. In a stem-winding watch, the combination
with a watch movement comprising a winding
stem, a spring-actuated setting pin extending be-

yond the periphery of the
movement and means operated

i" by an inward movement of

5s- the setting pin for throwing the
J„ parts of the watch movement
„ into setting relation, of a case

containing said movement and
having a rotatable winding
terminal mounted to move in-
ward and outward therein, said
terminal being provided on
its under side with a recess in
which the outer end of the
winding stem of the watch

movement is located, a spring normally holding
said terminal in its outermost position and an
operating head carried by and moving with said
terminal, the outer end of said setting pin being
located in the path of inward movement of the
terminal.

1,044,370. Watch. Adolph Friedman, Fort
Worth, Texas. Filed June 24, 1912. Serial No.
705,476. (Cl. 58-88.)

1. The combination with a
watch case and its works of sup-
plemental frames, one supple-
mental frame being mounted on
and engaging the back part of the
watch case and engaging the works
and one supplemental frame being
mounted on and engaging the front
part of the works and held thereon
by the works and the works of the
watch being supported and car-
ried in said supplemental frames.
•

1,042,159. Clock-case. Charles B. Simmons,
Bristol, Conn., assignor to The E. Ingraham Co.,
Bristol, Conn., a Corporation. Filed December

18, 1911. Serial No. 666,629. (Cl. 58-56.)

1. In a clock, the combination with a cylin-

drical sheet-metal case the back of which is formed

with two apertures located in line with each other

and at a point below the horizontal center of the

said back of two angle-plates mounted in the case

........ .. 

behind the said back through the apertures of
which their perforated outer ends project and a
swinging rear support made from a single piece of
wire bent to form two horizontal supporting-arms
extending in opposite directions, and two parallel
suspension-arms terminating in trunnions respec-
tively entering the perforated outer ends of the
said plates, whereby the said support may be swung
into an inverted or clearance.

1,044,534. Clock. James S. Kennedy, New
York, N. Y. Filed August 13, 1909. Serial
No. 512,663. (Cl. 58-7.)

1. In a clock, the combination of a rotary in-
dicating device for indicating the units of minutes,
a driving train therefor, a second rotary indicating
means for indicating tens of minutes, a segment
gear moving with the first indicating device, a gear
adapted to be engaged by said segment gear for
causing the second indicating device to make a
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1,044,140. Time-movement. Albert L. Colburn,
New Haven, Conn. Filed May 31, 1912.
Serial No. 700,646. (Cl. 58-125.)

1. In a time-movement, the combination with
the center-arbor thereof, of an eccentric mounted
thereupon, a rotatable gear mounted upon the said
eccentric and bodily moved in a circular path

partial rotation at the end of each ten minutes in-
dicated by the first indicating device, a third in-
dicating device for indicating hours, a second seg-
ment gear moving with the second indicating de-
vice, a gear adapted to be engaged by said second
segment gear to cause the third indicating device
to make a partial rotation at each sixth movement
of the second indicating device, a power accu-
mulating device for supplementing the power of the
driving train for moving the second indicating
device, and a power accumulating device for sup-
plying power to aid in operating said third in-
dicating device.

thereby, a non-rotatable gear arranged concentric
with the center-arbor and located in position to
coact with the teeth of the said rotatable gear
which is held against other than step-by-step
rotation by the teeth of the said non-rotatable
gear, an hour-hand sleeve, and connections be-
tween the said hour-hand sleeve and the rotatable
gear, whereby the circular bodily movement of the
said gear is transmitted to the hour-hangrieeve.

1,041,336. Watch-movement. Granville Nut-
ting, Jersey City, N. J., assignor to The Key-
stone Watch Case Company, Philadelphia, Pa.,
a Corporation of Pennsylvania. Filed July 27,
1912. Serial No. 711,880. (Cl. 58-140.)

1. A shell, for use as a substitute for the balance
jewels in a watch movement, made of tempered
metal and formed with a perforated center, the
outer edge being formed with an upwardly-turned
flange forming a setting for the end stone.

ii

"Nr

' '

1.• X \

C.

2. A shell for use as a substitute for the balance
jewels in a watch movement, made of metal, and
formed with a perforated cone-shape center, the
outer edge therof being flanged to provide a setting
for the end stone.

1,044,963. Pin-guard. Irving C. Woodward,
Chicago, Ill. Filed October 24, 1910. Serial
No. 588,809. (Cl. 24-155.)

A pin guard, comprising a piece of resilient wire
bent to provide coils adjacent to its ends for re-
ceiving the pin and being bent upon itself between
said coils to normally hold said coils
out of axial alinement, whereby when
a pin is inserted through both of said
coils, one of said coils will be forced
into an inclined position for gripping
the pin, said one coil being of a size
to approximately fit the pin for which
it is intended when such pin is in a
position substantially coincident with
the axis of the coil and being readily
adjustable to suit pins of different
diameters, and the other coil being
of larger diameter and being free to slide on the pin
when the guard is in position thereon.

5_
3..

1

1,045,036. Conbination pendant and locket.
John F. Killion, Attleboro, Mass. Filed June
3, 1912. Serial No. 701,169. (Cl. 63-18.)

1. A locket of the character des-
cribed comprising a pendant front
member provided with an en-

3 larged lower portion and also with
a supporting loop at its upper end,
a back member having a recess in
its front face, said front face being
in slidable engagement with the
rear face of said pendant member,
and means for yieldingly holding
said back member normally op-
posite the enlarged lower portion
of said front member. •
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"FOR SALE"
Our Department B

999
999

CONSISTING OF 9

CLOCKS, SILVERWARE, CUT

GLASS SILVER PLATED

WARE, and TOILET WARE

An EXCELLENT OPPORTUNITY
9
99

TO BUY A GROWING BUSINESS
99

Cause For Selling,
the growth of our Manufacturing and Jewelry Depart-
ments, which require the entire attention of the present
management. We have sold our OPTICAL and
MATERIAL DEPARTMENTS, the present owners of
which are doing a large and lucrative business.

9
9
9

9

For particulars apply to
9

LEONARD KROWER
NEW ORLEANS

9

Our five hundred page catalogue ready for distribution,
the finest ever published, sent on application. 9

THE W. L. NEWMEYER 

School of ENGRAVING
A THOROUGH COURSE OF DESIGNING AND ENGRAVING

HECOGNIZING the fact that students can become masters of the art of
' engraving only hy direct and personal instruction, we limit our enrollment to

ten, thus insuring to each pupil the greatest possible development of his or her
talents. The course consists of practical engraving daily with careful instruc-
ions. Our choice catalog, showing actual results with pupils, forwarded on
request.

IMPORTANT--We have been obliged to decline all pupils during the last twomonths. Our cuss limit is fixed --not elastic. We therefore
urge prospective students to communicate with us promptly, to reserve place. New term
begins January 6th.

THE W. L. NEWMEYER SCHOOL OF ENGRAVING
NEW ENGLAND BUILDING :: CLEVELAND, OHIO

Send your work to

HARRY C. HIMES
Expert Watchmaker to the Trade

High•Grade Work—Moderate Prices—Promptness
Suite No. 1511 Masonic Temple, CHICAGO

WE
A
EK YOUNG MAN

What's the use looking else-
where for snore money! It's
waiting for you right where
you are. Do expert wateh re-
pairing, then you can get It.
Let us teach you. We have
taught and helped more than
600 young men like you and
than doubled and twice doubl-
ed their salary. We will do the
same for you, and by mall
while you hold your present

position. We will come to you with our text books,
charts, drawings, personal Instructions and practleal
training right from the start. After you complete
our course you will know a watch from A to Z. You

know just what the !natter is and how to repair
one. You will be competent to till a good position.
Yoss can make Pro to C-15 or sssore per week right In
your present location. Positions for graduates.

Write for Free Booklet.
THE DeSELMS WATCH SCHOOL

293 Perry Street - - Attica, Indiana

MODELS
01/lade of Clocks,
Watches, Meters,
Novelties, Etc.

Wheel and Pinion Cutting, Experi-
mental Work and Repairing.

Lux Model Works
53 E. Farm St., WATERBURY, CONN.

INDISPENSABLE TO THE RETAIL JEWELER
All assort Men Wells' Perfect
Self-Conforming Ring Adjusters.
Ask your jobber for them, or I
will send prepaid at once (only
Ott receipt of price) sizes as
assorted in each unbroken
dozen at the following prices:
1 doz. 10 K. gold, $3.75; 1 doz. gold
filled, $2.00; 1 doz. metal, 051.

Samples of one small and one medium-large gold
tilled and one metal adjuster will be sent for
50c., stamps or Ill. D. Address

CHESTER WELLS Meshoppen,Pa.

CATCHY
ENGRAVING

, Inc SPOON BOWLS at
Pe till lilt' PrieeS

LET US ENGRAVEA SAMPLE

A rt istic Monogram and Letter
Engraving. UlIcling-
Send for price-list.

UL.,1_,STF203/V1 sSk CO.
AuhIund Nebrini-44co

The Massachusetts School of Optometry
Klein School of Optics

The Former Incorporated and Registered with
the New York State Board of Education

Day and night courses throughout the
year. Students prepared for state
examinations.

Cataloguesand particulars on application.

The Massachusetts School of Optometry
168 Massachusetts Ave., BOSTON, MASS.

A QUICK JOB,
A FACTORY
FINISH AND
A PLEASED
CUSTOMER

BECKER & HECKMAN
(Successors to C. F. Wadsworth)

WATCH CASE MANUFACTURERS
AND REPAIRERS

  Eierything in the line of  
Watch Case Repairing, Gold and Silver Plating, Satin

Finish Engraving and Engine-Turning

Changing Old English and Swiss Cases to take American
S. W. Movements My Specialty. 0111 CASES MADE NEW

Silversmiths' Building
10 South Wabash Ave. : CHICAGO

Expert Watch Repairer
Maker of Special Watch Parts,
Adjueter of Complicated Move-
ments. Our work is Prompt and
Satisfactory. Our Prices are Rea-
sonable. GIVE US A TRIAL

M. LIEBERMAN
71-73 Nassau Street New York

ARE ALL YOURS
IF YOU USE
SANGER'S
EMERY RING
BUFFS

EXPERTS
ON

Fine Watch Case Repairing
Manufacturers of Special Cases
Gold and Silver Plating, Satin and
Roman Finishing, Rose Coloring.

ENGRAVING
ENAMELING and
ENGINE TURNING

Swiss and English
cases changed to fit
American move-
mentsandall kindsof

RAISED COLORED
GOLD WORK.

The Largest and
Promptest Repair
Shop in Chicago.

SEND FOR PRICE-LIST

J.C.HOWARD &CO.
116 & 118 N. State Street. CHICAGO. ILL.

I BUY JEWELRY STOOKS
kalaon pays liberal cash prices for Diamond:3, Watches andlewelry.
Send stocks no matter how large or small and get immediate returns. Goode will be
returned if offer is not satisfactory. National Bank references given if deeired.

M. !RALSON, Masonic Temple, Chicago, Ill.

Irben writing to odre, fix,,t kindly 'ft outlet, I he Keystone

ELECTRIC 
—SIGN---

CLOCKS
Bulletin free.

GILLETTE ELECTRIC CO.

728 BUCKINGHAM PL. 
CHICAGO, ILI.

Triumph Li.§hct
Hundreds of Jewelers Use

and Sell These

Triumph Lights
System, Stand & Portable Lamps

on the side and make good
money. Why can't you?

A 300 Candle Power Shadowless Light that c
an

be turned up or down like gas. They meet al
l re-

quirements of Home, Store, Church or business light-

ing, in or outdoors, at less than half the cost of

kerosene or electricity; simple enough for anyone

to install and operate.
Write for K. S. catalog, it tells all about them.

BRILLIANT GAS LAMP CO.

Dept. 9, 182 N. State St., Chicago, III.

EXPERT
Watch Case Repairing

and

Watch Case Manufacturing

Gold and
Silver
Plating,
Satin
Finishing,
Engraving
and
Engine-
Turning

Old English
and
Swiss Cases
changed to fit
American
Stem-Wind
Movements

Special Cases made to order in Gold and Silver

for English, Swiss and American Movements

OLD CASES MADE NEW

F. H. JACOBSON CO.

209 State Street Chicago

Send for Our Nets- Price-List

REFINER
of O nold,Silver adS an Platinum in any
shape-8 ()lids or

Sweep Smelters 
II iqu ids, ro u gh
sweeps, cuttings or

Established 1889. 
(filings. Prompt
returns.

THE W. L. ROBERTSON CO.

13 and 15 Franklin Street, Newark, N. J.

SOUVENIRS
Automobile Name Plates, Watch Fobs,

Flag Pins, Seals. Tie Clips. Prompt

Attention Given to Special Orders.

WRITE FOR ESTIMATES

All shades of Enamel constantly on hand.

CARPENTER & WOOD, Manufacturers

14 Calendar St.. Providence, R. I.

Trade Watch Repairing
A Well Equipped Shop

Skillful Workmen

Right Prices and Prompt
Returns

C. H. KNIGHTS-
THEARLE CO.
Columbia Bldg., CHICAGO

DALLAS TEXAS
Expert Watch Repairing for the Trade

Any part of a watch will be
made to order.

A. ZIMMERLI, 1514 Main St.
High-Grade Work Our Specialty

Established
1889

CROUCH & FITZGERALD

Jewelfil Sample Trunks aml Cases
Extra Deep Trunks and Gases Always in Stock

177 Broadway 154 Fifth Avenue
het. Corti:milt A !icy Sty. Corner 20th Strom

723 Sixth Avenue
Between 41si and ,12■1 SI reels

NEW YORK

"NEWARK BRUSH 
COMPAVY

BRUSHES

253 
MULBERRY 

STREET 
NEWARK,

—_----_

Polishing Set 
Complete, 

$2.00, Prepaid.

COTTON, BRISTLE 
AND FELT 

WATCH CASE

FELT AND 
COTTON RING 

BUFFS

BRISTLE WASH 
AND END 

BRUSHES

FELT AND 
COTTON BUFFS

BRI^TLE 
POLISHING 

BRUSHES

SaTISPACTION 
GUABaNTBILD OR 

MONEY 
REFUNDED
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ONID...S at 11 di 1j121ElliZIOUS 
STONIC,S.

EiOUGHT AND SOLD

FOR S1POT CASH
Appraisements made for estates or individuals

J. J. COHEN
I 

. 

Eveactli;i:elfduArtml8h9lIal, 
information loll Chestnut Street, PHILADELPHIA, 

PA.

THE J. D. EWING COMPAN
Y

Manufacturing Jewelers. Jewelry Repairing.

EXPERT REPAIRING ON WATCH 
SATIN FINISH AND COLORING,

CASES, ENGINE TURNING 
ENGRAVING, ENAMELING

 TRIAL ORDER SOLICITE
D

122-124 SOUTH 8th STREET 
PHILADELPHIA

1 

-

, 1

4

DIC:ICSON'S

RINCI SHANKS
Save time and money.

No waste in sawing and shaping.

Assorted finger sizes 5% to 7.

Assorted oixes for different weight and shaped steam.

Write for braes samples and prices.

H. L. DICKSON,
106'4 Field St.. DALLAS. TEX.

wee

Established 1881 The Largest, Most Centrally and 
Conveniently Located Telephone North 562

0.).--_-_' _.- ....., 
NABSTEDT MANUFACTURING COMPANY •,.1,..-

zip-omit RING AND CLASS PIN MAKERS ".40111p'iti
MANUFACTURING JEWELERS

JEWELRY REPAIRING

A10 Factory and Office, 1101A-1123.i EastThird Street 

4mAL.‘111111

DAVENPORT, IOWA 

......

.0
'".

PrI101,11 rIjititlf I
-.".losela-- is.,e•eisiaticult' '-----•-0. • -

FRED A. HASKELL 
Letter, Jewelry & Souvenir

ENGRAVER

Weyhosset St., Providence, R. I.
.." -•.:k.../.  -

.,-..-4.1k4.....i,

1 
.... AO le."0., ." ̀  ....1•' .

--.. 4 
, 

. .....

- ENGRAVED SOUVENIR SPOONS . __. .._
Send us Spoons and we will Engrave

Buildings. $3.50 doz. Names. $1.20 doz. STONE SETTING

OUR superior facilities for the remounting of 
family jewels, and keeping

in touch with the latest styles and designs, enables 
us to turn out special

order work with a nicety of precision and exactne
ss of detail and finish that

is unsurpassed.

CELLINI MFG. COMPANY, NEW HAVEN, 
CONN.

Manufacturers of Platinum and 14 kt. High Grade Staple 
Jewelry

\

far SPOT CASH for Jewelry Stocks-VG

I PAY THE HIGHEST PRICES 
for Diamonds, Watches and 

Jewelry.

Send stocks at once, no matter how 
large or small, and get money by return mail.

National bank references upon request. 
If offer is not satisfactory will return goods.

EMIL NOEL, 541 E. 46th Place, CHICAGO, 
ILL.

If you should be in Chicago with yo
ur stock, make appointment with me

by residence telephone Drexel 
5323, or office telephone Randolph 1418

\... 
.../

,,,, ,

,

.
;If)

OUR STUDENTS

MAKE GOOD

p/V0.,

ig

_,
km( ,.. --#.,,,•\

.---- .., 
A
A' ,.

$ k_

We have just received a

letter from one of our former

students, who finished our

course less than three years

ago. Ile writes in part, "I lave

I ,
t

a ,

/

:14,;:- .
' ili ..._.■ .'....., s, ai ;i

,-;.,
L:01:
IA, ,::.

Zr4.ZQ Ala--:'''

,I.

,

,,

,..

an $8.000 stock and do about

$15,000 a year. Also have

quite a reputation for watch

and repair work and engraving.

I KNOW YOUR SCHOOL

HAS PuT ME WHERE I AM."
iirniMALIVI .a.,. free booklet and

TOWER
For

E.

- - - --
Makers of

an STREET
particulars, write us,

TIIE KevsToNts

HOWARD CLOCK

CLOCKS
mentioning

CO.

Send for our

learn how YOU can make good.

Chicago School of Watchmaking

59 E. Van Buren Street, CHICAGO

Bet'd 1842 BOSTON. MASS.. U.S.A.
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Small Advertisements
No advert bielliellt inserted for lens

than 25 cents.
Under heading "Situations Wanted,"

ONE CENT per word for first twenty-
five Additional words and ad-
vertisements, TOE FE CENTS per ward.
Under all headings except "$ituations

BEE CENTS per word.
Name, address, initials and abbrevia-

tions count as words, and are charged
for as part of the advertisement.
To insure insertion. Send remittance

Wit h orders for advertisements. Copy
Hi ust reach us by t he 25th of each
month for the issue of the 1st of t he
following month, and by the 10111 of
tile MOM h for the issue of the 15th of
tile s t h.
S en d I,InIIk ei leek Or a raft, Or poMt al

Or express money order for $11.00 and
over, or postage stamps for smaller
amounts.
If answers are to be forwarded

send TEN CENTS in postage stamps
withI order.
The real name and address of every

adt•ertiser must accompany the copy of
I he advert isement.

Advertisers who are not subscribers
Si Id send 10 cents (special i ?MIMS 25

cents) if I hey desire a copy of the paper
In which their advertisement appears.
Address,

THE KEYSTONE PUBLISHING COMPANY

Lock Box 1424 PHILADELPHIA PA,

SITUATIONS WANTED
Under this heading, ONE CENT per word,

for first twenty-five words. Additional words
and advertisements, THREE CENTS per word.
No advertisement inserted for less than as
cent:.

It will facilitate matters and result to
the advantage of advertisers under this
classification if they will indicate their local-
ity in their advertisements.

HIGH-GRADE watchmaker, age thirty-one;
thoroughly competent on Swiss and American

watches, atone-setter, jewelry repairer and op-
tician, with own tools; desires to make a change;
salary $30; Chicago and vicinity preferred, all
others considered. Address B. E., Gen. Del.,
Montgomery, Ala.

FIRST-CLASS watchmaker and engraver by
March 1; twenty years' experience; first-class

references from present employer; strictly sober
and reliable. "A 987," care Keystone.

A YOUNG man eighteen, desires a position as
watchmaker; Pennsylvania preferred, other

places considered, can give best references.
"D 986," care Keystone.

A GOOD reliable jeweler and engraver wishes
position after January in Arizona, Cali-

fornia or New Mexico, as assistant watchmaker
and engraver; first-class salesman and stock
man; member of Elks, married, thirty-four
years old; good mixer, reliable and temperate.
J. M. Bolding, 2213 Main street, Peoria, Ill.

YOUNG man twenty-two, German, single;
with good set of tools wishes to secure a posi-

tion as an assistant watchmaker; west or south
preferred. "F 990," care Keystone.

PERMANENT position by single man of
twenty-four; four years' experience in retail

jewelry store; completed list work at St. LOUiS
Watch Making School. L. A. Handel, St.
Louis, Mo., care Gen. Del.

ABOUT January 1, by English watchmaker;
eleven years experience on Foreign and

American watches; single; age twenty-seven;
best of references. T. Coltman, Box 167,
Fonda, Iowa.

BY watchmaker and engraver, fifteen years'
experience, reference, sample of engraving,

married, thirty-seven years old, own tools,
prefer central Illinois, can come now, would like
place good for long time. Address Chas. E.
Walter, Lexington, Ill.

BY lady watchmaker, engraver and sales-
woman as assistant. L. C., 835 Brandeis

Building, Omaha, Nebr.

BY a young man to finish and learn the busi-
ness and get actual experience in watch-

making, etc., under a first-class workman; have
attended watchmaking school at St. Louis;
those interested address Fred A. Green, West
Hickory, Pa.

JANUARY 1, as watchmaker, jeweler and op-
tician i fifteen years' experience; have tools

and optical instruments; married, can do any-
thing that comes into a jewelry store, except
engraving. "J 977," care Keystone.

BY watchmaker and plain engraver with ten
years' experience, a permanent position;

expect $20 per week. "S 979," care Keystone.

ENGRAVER, steady and reliable, would like
a position after January 10 in Florida or

viclnmty. "F 975," care Keystone.

SITUATIONS WANTED

BY first-class optometrist, a space or position
in a first-class jewelry store. "T 976," care

Keystone.

COMPETENT, experienced watchmaker, jew-
eler, salesman, age twenty-five, energetic,

original, highly recommended; can come at
once; not averse to Holiday job; send for illus.-
trated brochure, showing and telling all you
wish to know when hiring a man; first-class
city stores, write! 0. S. Hermes, Box 122, Hot
Springs, Ark.

WATCHMAKER and jeweler wants steady
position by January 1, 1913; am willing to

start at $15 per week. Person, 2713 W. Huron
street, Duluth, Minn.

PERMANENT situation by first-class watch-
maker, fine engraver and stone-setter; age

forty-four years, single, twenty-two years' ex-
perience at bench; south preferred. L. A. Mac-
kenzie, Mayville, Chautauqua Co., N. Y.

YOUNG man twenty-one, wants position as
jeweler, clock repairing and plain watch

work; wishes to learn watch repairing; A 1 re-
ferences. Box 22, Elsie, Mich.

EXPERT watchmaker, jeweler and plain en-
graver desires a permanent position January

first, with first-class house in California; twenty
years' experience on high-grade railroad work;
capable of taking entire charge of repair depart-
ment; have made but one change during twenty
years' continuous service; salary $26 per week;
first-class references. "S 952," care Keystone.

WATCHMAKER and engraver at once, posi-
tion permanent. C. C. Breese, Franklin,

Tenn.

PERMANENT situation as watchmaker, plain
engraver, jewelry repairer and refractioniat

wanted immediately by young man of 24. Un-
questionable references, Address R. Bailey,
care of Abney Barnes Co., Charleston, W. Va.

BY young watchmaker a steady position; can
give good reference. Ray Schultz, Cassville,

Wis.

HELP WANTED
UNDER THIS HEADING THREE CENTS PER WORD

It will facilitate matters and result to
the advantage of advertisers under this
classification if they will indicate their local-
ity in their advertisements.

WATCHMAKER and all round man; steady
job; drugs and jewelry. Powel Drug Com-

pany, Adair, Iowa.

FIRST-CLASS engraver or engraver and
watchmaker; good salary to a good worker.

Wallenstein, Mayer & Co., 31-39 Fourth
avenue, East Cincinnati, Ohio.

HULSE Bros., Middletown, N. Y., have an
opening for a first-class watchmaker, clock,

and jewelry repairer; state age, experience and
salary.

WANTED quick: watchmaker, engraver and
optician; good steady reliable man; fine

chance for advancing; give all particulars; not
over $20 week. Glenn the Jeweler, Newport,
Tenn.

SECOND watchmaker; state age; what you
can do in watch repairing, etc., and wages

expected. Box 21, Waldron, Ark.

A GOOD jeweler as assistant manager, with
view of becoming manager, in a wholesale

jewelry, special order, and trade repair shop;
must have some money to invest; here is a good
opportunity. "F 980," care Keystone.

WANTED an experienced watch salesman to
sell established jewelry trade. M. F. Barger

& Co., Heyworth Building, Chicago.

A FIRST-CLASS watchmaker, jeweler and
engraver must be a sober, honest, industrious

workman; wages $25 per week. Address W.
C. F. B. Co., Waterloo, Iowa.

FIRST-CLASS watchmaker and engraver;
$30 per week; send sample engraving and

full particulars in first letter. Hollins Brothers
Lake Charles, La.

FIRST-CLASS watchmaker and engraver,
sober honest and thoroughly reliable. R. C.

Hardwick, Owenaboro, Ky.

WATCHMAKER and engraver, permanent
position, state salary expected. Frank

Kelly, Moscow, Idaho.

WANTED watchmaker who has thorough
knowledge of jewelry business; must come

well recommended; good salary to right party.
E. L. Thayer & Bro., Rockford, Ill.

SALESMAN for the state of Texas, by an estab-
lished middle west jobbing house, carrying

a general line of watches, diamonds and jewelry
some one having an established trade, able to
furnish bond and to give the highest references
as to ability, habits, etc. K 984," care Key-
stone.

HELP WANTED

AT once, first-class job and clock repair work-
man, state age, experience, references, salary

expected; steady employment for right man.
Mt: Vernon Jewelry Co., Mt. Vernon, Ill.

FIRST-CLASS watchmaker, engraver and op-
tician who can register in New Mexico. Per-

manent position to right man. Will start at
$30.00 and raise according to work. "H 996,"
care Keystone.

WATCH repairer and engraver in one of the
best inland Florida towns, age 25 to 40.

State salary. Al references required. "A 997,"
care Keystone.

WANTED
UNDER THIS HEADING THREE CENTS PER WORD

WANTED watches of every description, old
watch movements, Americans preferred.

Broadbent, 4 S. 42nd street, Philadelphia.

HIGH-GRADE United States Watch Move-
ment, (Micrometer Regulator,) made in

Marion, N. J., must be in first-class condition,
give description and state price. Otto L.
Ruecker, Newport, R. I.

WANT to buy a good jewelry business; west
of the Mississippi River; $5,000 to $10,000;

give full details of location and business in first
letter. P 974," care Keystone.

WANTED second-hand lathe in good condi-
tion. McGillivray, Gillespieville, Ohio.

TO buy a ring stretcher. Lund jeweler, Sey-
mour, Conn.

A ROLLING in machine; must be in good con-
dition. Address A. K. 26, 1201 Heyworth

Building, Chicago.

WANTED to buy jewelry stock; send surplus
stock to me and get money by return mail.

Emil Noel, 541 East Forty-sixth place, Chicago,

WANTED January first, small jewelry stock
in city of 10,000 up; must be good paying and

well located. "K 967," care Keystone.

FOR SALE
UNDER THIS HEADING THREE CENTS PER WORD

Stores, Stocks and Busin e

A FIRST-CLASSTup-to-date manufacturing
plant in city of 235,000; doing a business of

$25,000 to $30,000 a year; cheap rent; ma-
chinery, tools and fixtures cost price $11,600;
will sell for $9,000; this proposition will bear
investigation; can give good reason for selling.
"W 299," care Keystone.

ON account of ill health will sell my stock and
fixtures; good business in fast growing county

seat town in northern Montana; established
business; nearest opposition twenty-three miles;
will sell at invoice price; buyer will secure a
good proposition; for further particulars write,
Box 817, Chinook, Montana.

HAVE worked at bench twenty-four years;
want to quit; will sell fixtures after Christmas;

fixtures and location about $600; good location;
reasonable rent; natural gas; electric lights;
good railroad town; Kansas; want good all
around man and hustler to take my place;
would sell fixtures with stock before Christmas.
"0 960," care Keystone.

ONE of the prettiest jewelry establishments
in Michigan, new marble front, enclosed

plate glass windows, corner store in the very
business center; annual business $25,000 to
$30,000; established 45 years; long lease at $75
a month; city now booming with railroad shop
and manufacturing; richest farming country
in middle west; a great bargain and unusual
opportunity. Address at once A. G. Bedford,
Ionia, Mich.

MY jewelry and loan office fixtures; lease and
good will; I have the best place of its kind in

Texas for any one wishing to go in this business;
business paying big right now; clean, fresh
stock and every loan a good one; good lease.
K. H. Cawthon, Houston, Texas.

RICHMOND, MAINE; am sick and. must
sell stock, fixtures, tools, material; about

$2,100; will sell for $1,500 cash; old stand,
run seventy-five years; about 2,500 inhabitants;
shoe factory, saw mill, cotton mill. A. F. Wil-
liams.

A VERY good well-established material
and tool house, can give very good reasons

for selling, price reasonable. Address "D
993," care Keystone.

EXCLUSIVE jewelry business, city of 9,000
in central Kansas, other jewelry stocks in

City but with other business; reason for selling
am no jeweler and have California fever; will
take $10,000 cash to awing it and will bear
thorough investigation; for particulars address.
"K 992," care Keystone.

AT once, jewelry business, town 800, small
capitaliwill handle; good bench run. Frank

L. Reid, Grenola, Kans.

FOR SALE

Stores, Stocks and Businesses

JEWELRY business in thriving town in
Southern Ontario; stock and fixtures about

$3,000; can reduce to suit purchaser. "H 991,"
care Keystone.

A REAL opportunity for sale January 1, 1913;
jewelry and optical business in Oklahoma

county seat of 2,000 people; live man can clear
on average of $175 per month; stock and
fixtures invoice $2,500 to $3,000; will take in-
voice, and deal must be cash; my health is good,
but I have a good proposition in the exclusive
optical business. Address "A 988," care
Keystone.

JEWELRY stock and fixtures, nothing old;
rent low, location best, and central, lease runs

to 1916; price $3,000 cash; lease is worth the
price asked; write for particulars if you mean
business. J. D. Kenney, 1022 3rd street, olliP•
Grant Hotel, San Diego, Cal.

MAYVILLE, New York jewelry store; $1,600;
twenty per cent discount. Address E. H.

Overton, Westfield, N. Y.

IN San Francisco, Cal., optical and jewelry
business, good up-town location; will dis-

count. I. Povelsen, 178 Church street.

ONLY jewelry store in one of the best Eastern
Kansas towns, clean stock. invoice $800,

can reduce. "S 981," care Keystone.

ONLY jewelry and optical store, town of 800
population, clean stock; invoice about $800;

Al place for young man to start, bench work
runs $100 per month, reason for selling, have
two store. (Wendell store). R. J. Coats,
Jerome, Idaho.

JEWELRY store in northwest Iowa Division
point, have inspection, can reduce to buyers

needs, and give mortgage; can be handled for
little money. "C 982," care Keystone.

JEWELRY store in Central Ohio; on account
having to take my wife south this winter will

sell at 75c. on dollar; best paying jewelry
store of its size in state, county seat, 4,000
population, big factory pay roll; only one
competitor; this store has the name and does the
business; repair trade $125 per month; big sales;
could not be bought for $1.50 on the dollar,
but must sell January 1, 1913; clean up-to-date
stock no junk; good location; cheap rent; will
require $1,000 to $1,500 cash; if you will in-
vestigate you will buy this. "S 983," care
Keystone.

JANUARY first, good paying jewelry business
with good bench trade in one of the best

county seat towns in Williamette Valley, Ore-
gon; particulars. Address "S 978," care Key-
stone.

ONLY jewelry store in Iowa town of 900
population; going out of business reason for

selling; for full particulars, write. "H 973,"
care Keystone.

JEWELRY store for sale; beat city in eastern
Oklahoma; population 40,000; this proposi-

tion is good and guaranteed; write for partic-
ulars. "H 949," care Keystone.

STOCK and fixtures, best city in Illinois; popu-
lation 85,000; all the bench work one can do;

established eighteen years; poor health must
sell. Address Arthur Schmidt, 220 Howett
street, Peoria, Ill.

AFTER January first, only jewelry store in
town; if wanting a nice location, write me.
R. D. Arnold, Coin, Ia.

FOR quick sale; regain your health; finest
jewelry and optical store in the city county

seat; low rent; long lease; population 16,000;
sacrifice; fine fixtures; $1,700. E. J. Phillippi,
Riverside, Cal.

EITHER of our two, good jewelry stores,
for particulars, write to Shaver & Krziza;

Dowagiac, Mich.

JEWELRY business in best town in Montana;
stock and fixtures first-class; business fine;

will sell at invoice price; sickness reason for
selling. Box 817, Chinook, Montana.

JEWELRY and optical business, up-to-date;
in Flatbrush, most progressive suburb of

Brooklyn; $5,000; reason-two jewelry stores,
get older enough on one. Frank Duesterwald,
1408 Cortelyou Road, Brooklyn, New York.

ON account of bad health, will sell nice clean
,ewelry stock and fixtures; county seat town

2,090. Richest farming and stock-raising section
of aide; fine field for Optician; invoice $4,000;
can reduce to suit. W. F. Johnson, Hollis,
Okla.

BEST location in U. S. for jewelry store, es-
tai•lished business, fixtures alone or with

stock. Will clear $200 per month above ex-
pensee. Fixtures and material invoice $1000.
Stock at present $3500. Can reduce to any
any amount. Pop. 4000. Pay roll $150,000 per
month. Good prices, no competition, on two
railroad3, healthy location, good reason for
selling. Must be sold during January. A snap
for live party. Town on a boom, will be 8000
pop. in :three years. Address, quick, Fred
Pfaus, Christopher, Ill.

FOR SALE

Stores, Stocks and Businesses

PAYING jewelry and optical business in
growing town in eastern Pennsylvania;

4,000 population; largest Seminary; clean stock;
repair trade $100 a month, annual business
$3,000 to $4,000; can be bought for $1,600 to
$2,000; established thirty-four years. Geo.
W. Gehman & Son, East Greenville, Pa.

FOR SALE
UNDER THIS HEADING THREE CENTS PER WORD

Miscellaneous Merchandise and
Equipment

SECOND-HAND work benches, hand and
power, flat and wire rolls, anvil and block,

small foot and screw presses, one Oliver foot
power lathe, one bar annealer (American,)
one grindstone, one electric polishing head,
small pressure blower, sand blast, one polishing
dust collector, ring bender, scale stools, foot-
power polishing machine, MHO other tools. Lei-
man Brothers, 62 F. I. John street, New York.

52 PRACTICAL advertisements for busy jew-
elers, only $1, time savers, your time is

valuable. Garner Ads Service, Lebanon, Ind.

SHIP'S chronometer, new; no box; costa $120;
sell for $80. "D 994," care Keystone.

ONE Eaton & Glover engraving machine fully
equipped with every modern attachment,

complete and perfect in every particular; has
never been used, a bargain. Address Sibley,
Lindsay & Curr Co., Rochester, N. Y.

FRANCIS Engraving Machine, type, etc.; good
condition; first check for $50 takes it; cost

$160. Williams, Jeweler, Cohoes, N. Y.

OPTOMETRIST'S Trial Case, 32 pr.+ and -
sph., 20 pr. ± and - cyl., 15 prisms, maddox

rod and color discs, chromatic test, trial frame,
in oak office case; in first-class condition, cost
$65; will take $25; reason for selling, death of
owner. Mrs. A. J. Green, Twin Falls, Idaho.

SHIP'S chronometer; John Glover maker; in
perfect order; rate 16 seconds per month;

price $75. Wm. H. Enhaus & Sons, 31 John
street, New York.

ONE watchmaker's bench; one ball bearing
foot wheel; one polishing lathe; one watch

repair case; all good as new; cheap. F. N.
Fugate, Madisonville, Ky.

FOR SALE OR EXCHANGE
UNDER THIS HEADING THREE CENTS PER WORD

WHAT have you to trade for a $35 four year
old parrot that can say 80 words. H. M.

Dayton, Alma, Nebr.

WILL exchange choice Chicago residence lots
value $3500 and put in some cash. Investi-

gate this for a quick deal. These lots will soon
double in value. A. K. 25, 1201 Heyworth
Building, Chicago.

ESTABLISHED jewelry and millinery store
in good town of 1,250 population; no opposi-

tion, will sell separate; invoice about 3,000;
can reduce to 1,500; want to change climates.
Address Box 73, Breckenridge, Mo.

PRACTICALLY new No. 5 Oliver typewriter;
will trade for New Centry engraving machine

with variator. W. G. Johnson, Williamsfield,

ONE 6 ft. wall case; one 6 ft. floor case; one 6 ft.
and one 8 ft. show cases on stands; one watch-

maker's bench; one polishing lathe; one watch
glass cabinet; one main spring cabinet; twenty-
nine jewelry trays; all in good shape; for Ameri-
can new watches, or what have you? Box 280,
Herrick, So. Dak.

STORE, watch, jewelry, optical; in the finest
part of New York City; newly fitted steam

heat, electric light, fine window, rent $30, com-
plete $1,500. "D 985," care Keystone.

SPECIAL NOTICES
UNDER THIS HEADING THREE CENTS PER WORD

ENGRAVERS-Use Inlafilr for celluloid en-
graving; all colors; simplest to use; sample

ten cents. Wild & Wild, 1029 Plymouth
avenue, Fall River, Mass. 430 W. 118th St.,
New York.

HIGHEST cash prices paid for diamonds
and watches, immediate returns made, bank

references given. M. Iralson, Masonic Temple,
Chicago, Ill.

GARNET jewelry direct from Bohemia B.
Muzik, 1843 Center avenue, Chicago.

I PAY 20 per cent more than any oneelse
for your surplus diamonds, watches and

jewelry; money sent by return mail; bank
references. Emil Noel, 511 Heyworth Build-
ing, 29 East Madison street, Chicago, Ill.

COMPLETE finished escapement models in
running order, $15; the best window attrac-

tion for jewelers. For particulars write the
St. Louis Watchmaking Schools, St. LOUIS, MO.

BUSINESS NOTICES
UNDER THIS HEADING THREE CENTS PER WORD

AN incorporated manufacturing company
located in Chicago, manufacturing a watch

speciality and kindred articles (which are a
necessity in their line) desires to increase its
working capital which will enable it to increase
its output and selling force. A watchmaker of
25 to 35 years preferred who will invest from
$1,000 to $10,000 with services, must be a man
of high character, with good address and a good
salesman, an opportunity of a lifetime for the
right party. "C 967," care Keystone.

OLD ease restored to look like new; Roman
and satin finishing. Art Watch Case Com-

pany, 8 North State street, Chicago.

DIAMONDS at great bargains, $45 per karat
and up, mounted rings and other diamond

jewelry bought from private people sold at
half regular price. Sent on memo. bill to
rated dealers. Sold for cash only. Dan I.
Murray, Broker, 3 Maiden Lane, New York.

ELGIN Horological School, the oldest and most
practical school for watchmakers, send for

catalogue to Elgin Horological School, Elgin,

SEND your watch-case repairing to Art Watch
Case Company, 8 North State street, Chic-

ago.

I PAY the highest prices for watches, diamonds
and jewelry send stock at once, no matter

how large or how small, and get money by
return mail. All kinds of references furnished
upon request. Emil Noel, 541 East Forty-
sixth place, or 511 Heyworth Building, 29 East
Madison street, Chicago, Ill.

FOR first-class work and-prompt service try
Art Watch Case Company, Champlain

Building, 8 North State street, Chicago.

OLD English and Swiss keywind cases changed
to take American stem-wind movements;

hunting cases changed to open-face. Art
Watch Case Company, 8 North State street,
Chicago.

I WILL buy your diamonds and watches and
pay you liberal spot cash; money by return

mail. M. 'raison, Masonic Temple, Chicago.

WANTED-Every one desirous of improving
himself in watch work, jewelry work and

engraving to address Bradley Polytechnic
Institute, Peoria, Ill., for one of thew latest
catalogues. A postal card will get it. See ad.
inside back cover.

THE Omaha Watch-Repairing, Engraving
and Optical Institute, the best and most

practical watch-repairing school in the United
States. Those interested in this line of work,
should investigate. To attend a cheap school is
to waste time and money. Young men having
watch-repairing course in view, should investi-
gate and select a school that stands on its own
merit. This is a standard school, the faculty
are practical workmen, the best class of students
attend and we secure good positions for gradu-
ates. There is no underhand work, as this
school is above such methods. Every student
receives individual instructions Write for
prospectus, Tarbox & Gordon.

KANSAS CITY
Watchmaking and
Engraving School
This is the school you should attend.
Investigate it Send for our new art
catalogue, it's free for the asking and
explains fully our courses and methods
of instructions, together with some
excellent samples of engraving. :

OSCAR W. DREYER, Principal
815 E. 12th St. : Kansas City, Me.

isdOX
akiwork

•THE•KINDIOU•CALLYOUR•OWN •

Room 1112, Masonic Temple, Chicago, M.

When writing to advertisers kindly mention
The Keystone

PROOF OF RELIABILITY
Shown by simple honesty and undoubted cour-
age, for we alone, do not claim to turn out
beginners as competent workmen in less than
two years' time. Send for circular.
CANADIAN HOROLOGICAL INSTITUTE

S. W. Con. Church and Wellesley Sts.
TORONTO, ONT.

H. R. Playtner, Director

PATENTS
Write at once for the most liberal offer ever

made for securing patents, designs and trade-
marks. Send sketch for free opinion as to
patentability and ask for the " Inventors'
Guide," the finest book published for inventors.

Best references. Established 20 years.
VV/V1. N. A400Re

Loan and Trust Bldg.. Washington, D. C

LEARN
AJEWELERS
ENGRAVING
"TheSchool that GraduatesExperts"
A fascinating trade that pays big salaries,
easily learned, taught thoroughly and prac-
tically by correspondence. We will teach
the beginner better engraving than he can
gain in years of rigid apprenticeship. We
will improve the skill of any engraver and
make him master of the trade. The demand
for competent engravers far exceeds the
supply. Send for handsome illustrated
prospectus, mailed free.

PAGE-DAVIS SCHOOL
Suite 10, Page Bldg. CHICAGO

EXPERT WATCH REPAIRING
TO THE TRADE

ERICHSEN, KRAUSE 6: CO.
1006-37 S. Wabash Ave., CHICAGO, ILL.

Powers Building
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ITYLER & GREGORY=
Auctioneers of National Reputation

Room 1102, 37 S. Wabash Avenue
CHICAGO
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Anderton & Son, Dayton, Ohio.
Pickart & Moss, Jamestown, N. Dak.
J. J. Devine, Salt Lake, Utah.
Kinsel & Petri, Columbus, Ga.
Stapf & Son, Dunkirk, N. Y.

Let us show why we can give the best service, the very
best. Two high class auctioneers for the price of one. No
substitute to fill dates, help or finish our sales. Original
ideas in advertising and selling. Profitable for the reason
of the prices we make stock bring and the amounts we sell
in a day. Ability to sell your stock, the goods you wish
sold. Methods which protects clients reputation. Twenty
years of real success and unsolicited testimonials from
largest and best jewelers. We invite investigation. All
letters treated confidentially. Should we be out of
Chicago, a few days delay may occur before you receive
reply, but we always answer. When writing always give
amount of stock and size of store.

A few references from late sales, firms who are still in business:

W. P. Hanna, New Castle, Pa.
Wm. A. Rogers, Ltd., Chicago, Ill.
M. C. Weyer, Faribault, Minn.
Jess E. Yohe, Decatur, Ill.
0. J. Goeldner, Watertown, Wis.

Shaver & Krziza, Dowagiac, Mich.
Geo. F. Blackslee, Los Angeles, Cal.
J. H. Flower, Ashtabula, Ohio.
A. C. Becken Co., Chicago, Ill.
J. H. Wallace, St. Catherine% Can.

Bauder Bros., Columbus, Miss.
C. M. Schuell, South Bend, Ind.
John C. Pierik, Springfield, Ill.
Brooks & Chapman, Madison, Ind.
Kensel & Pulse, Milwaukee, Wis.
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 THE 

New Century
Engraving Machine

THE NEW CENTURY
has back of it over 25
years of engraving ma-

chine experience. When
you take this into consider-
ation and the large number
of machines we have been
selling during these years,
it must be apparent the
New Century possesses
merit.

One of our customers
wrote us a few weeks ago:
" My machine has given
satisfaction both to me and
my customers in every case,
besides paying 20 per cent
on my investment in paid
engraving." We have
hundreds of similar un-
solicited letters.

YOU NEED A
NEW CENTURY

Write NOW for Catalogue
and Prices and Terms

THE EATON &
GLOVER CO.
SAYRE -:- PENNA.
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POLLOCK'S
SAFETY FOB CLASP

r 
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Mr. Retailer:
We are today placing our chains with our patented
trimmings on the market. We sell you a better chain
with our patented clasp and chain protector at a
lower price than you have ever bought before. We
are the manufacturers and patentees of our pat-
ented protectors. They cannot be bought from any
other chain manufacturer in the United States. Our
neck chain snaps will wear for years. Our chain
protector may be used for a fob, coat or vest chain
and it is a locket combined. It is the greatest inven-
tion in the jewelry trade. See cuts for ideas. Any
emblem can be used on clasps. We make them
with our chains in 12K. 1-10, 1-15 1 -20th stock.
Quality of every chain is stamped, and is guaranteed.
The most elaborate and finest finished line of chains
in the country. We have no traveling men, so send
direct to the factory.
Send for a selection of Pollocks chains on memor-
andum.
Our Chains in design and finish are far ahead of
the others.
Our patented clasps for neck chains and vest chains

give absolute chain insur-
ance against loss.
Be sure and send for a dozen
of our gold filled neck chain
clasps on a pad or display
card.

Advertising Price

$1.50 a doz.

Regular Price

$2.00

Our patent clasp is as far
ahead of the push in snap,
as the ox team is to the
automobile.

POLLOCKS
SAFETY KECK CHAIN CLASP

==.s
C,05,0

Si MEV LCASP INTHEWORLD

GOLD FILLED
PR ICE

5 04

OPENED

Our neck and locket chains
with our patented snaps that
cannot be pulled apart, are
ahead of all the rest.
All our neck and locket
chains have our patented
snap that will protect your
customers chains. Our de-
signs and quality are far
ahead of other manufactur-
ers. A trial will convince
you of our values.
Selection of chains on
memorandum to rated Jew-
elers.

f=1

POLLOCK SAFETY CHAIN CO.

-4)
Showing Side View

Closed MASS. Showing Side View Opened

--.71==11=11=1=1=11=1

Office and Factory Plfgab.- _
40-42 Union Street -4L .1911n)
ATTLEBORO
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The Crops of This Country for the Year 1912 Are Valued at $6,000,000,000. 
That Means Business.

Our patrons inform us that they are making good money 
on our goods. We have positive proof that this is true 

for they are continually sending us

repeat orders. Our goods are attractive both as to quality and price;
 this makes them winners. The quality is dependable and the best of 

workman-

ship is what produces great results. If you wish to be progressive, handle ot r goods as your 
customers will not be slow in recognizing their merit

s.

ANOTHER REDUCTION IMPROVED "ILIKIT" SANITARY 
OR

IN PRICE SHELL GUARDS

In Gold and Gold-Filled Mountings and With Rim or Frames.

SPECIAL OFFER.-One sample set of gold-filled 12 "Ilikit" mounti
ngs, etched on lenses, in

neat velvet-lined case for fitting, $7.50 net.

Gold-Filled Rimless 1 10-12 K.. • .
Gold-Filled 12 K. 1 10 ILIKIT Shell Guards . • • • • .....

Per Doz.
  $ 6.00

6.00

Per Pr •
$ .60
.60

ROCKING AND

RIGID GUARD
C.)

Per Doz. Per. Pr. 1:4
ALUMNO ILIKIT Sanitary Guards  

 $ 3.50 $ .15

4.00

Solid 10 K. Gold, Rimless  
 1 5.00 1.4 0

When one dozen or more are purchased at one time w
e allow 10 per cent. off for cash. 0

Reisner's Improved Lens Measure at  
 Net, $3.00 each

Gold-Filled Rimless 1 30-12 K.

If Not Prepared To Order Today, CUT THIS OUT and Send In Later

OPERA GLASSES

Quality and Price Right

LEMA1RE AUDEMAIR MONROY CHEVALIER

Pearl Achromatic. From $3.50 to $15.00

Os-

Leather Achromatic. Frem $1.50 In $7.50 Pearl with Handle. From $7.00 to $21.00

Don't Buy a Trial Case Until You See The

AUDEMAIR 10 Per Cent Dis-
count for Cash

Send for Our Complete Catalogue of Other Styles
THE ACME OF PERFECTION. FROM $10 to $89

Over Twelve Thousand (12,001P Satisfied Owners of the Aude-

mair Prove Our Claim for the World Renowned Trial Case.

For office, in Oak and Leather, also traveling, with divitions for
Stock and Lenses, we offer a Trial Case known as the Special,

$29.70 net. No. 1030. 168 lenses and discs.

Special-Aluminum
Eye Glass Cases, highly polished,
lined with velvet and spring back
at $17.50 per gross. Spectacle cases
at $2100 per gross.
Genuine spring back leather cases, $12.00 per gross
Imitation " 10.00 "

GOLD-FILLED SPECTACLE FRAMES Cs.)

No. 1, 0, no Eye. Made by the 1)1PROVElt mrrilin).

EXT 1t.‘ WEI.1, TENti,v.itED, 1.1.

V5525 12 K. 1-10 Frames, "Flexo Bo" Cable Temples . . . . . P,et dozen, $ 7.50 al

5524. 12 K., 1-10 Ituling Bow Frani  s  

5525. 12 K., 1-10 Riding Ibm Cable "
F564. 10 K., 1-10 Riding Bow

K., 1-10 Riding Bow Cable "
52:4. 10 K., 1-30 Riding Bow
5:355. 10 K., 1-30 Riding Bow Cable

QUALITY GUARANTEED, same as BILLED

" 7.00 4.1
5.40

" -7.113/4())
5.00 c4

Gold and Gold-Filled Riding Bow Mountings Per .1.7.4.1

1194 10 K., Gold, Biding Bow 'Mountings   

1.55:14 1-10 12 K., Biding Bow 'Mountings  
 .1)5.60; Cable, 6.151ii

I'l:194 1-10 10 K. Itidin, Bow l‘Iotintings   .44) • (able,

5194 1-:10 M N., Riding Boa' Moil ii I in as . . .   4.00: ('able, 5.00

5154 1-40 10 1:".., Riding Bow sod Itimle,,,s Mount hies . . . .  3.25 r4

INTERCHANGEABLE EXTRA WHITE
1 dezen

1st Quill. 2,1 imal.

Double Convex, 1 eye . . . $ .91
Periscopic Convex, 1 eye . 1.27
Periscopic Convex, 0 eye 4.32
Periscopic Convex, 00 eye . 1..17

$ .77
.91
1.00
1.1'2

SKELETON OR RIMLESS
Periscopic Convex, 1st Quanly

0 Eye ( :1-hole 4-hole
MI Eye . $1.5.1. $ I .01 $1.68 Per (1000,1

Periscopic Coo vex, 2t1 t budit y

Mt Eye . .1 $1.19 $1.26 $1.:1:1 per dozen E-101...y,.. I 2-hole :1-hole 4-hole

All prices quoted on lenses fl-Ill 0.12 to 4.25. 4.1
Usual advance on strong littinhers.

Cemented Bifocals, 1st Quality,
"interehangeithie." C4

1 Eye, $3.00 0 Eye, $3.10 00 Eye, $3.25 a4
Per dozen

Fruns 8 I). up W

9'here not otherwise stated, we will allow
cash discount. 10 per (II I.

?, Work. Kryptoks and Stevens Quality, 6 ; Cash Only : Agents for Stevens & Co., Inc.. g
Gold-Filled Goods at Factory Prices.

SPENCER OPTICAL COMPANY, 
5-7 Maiden Lane (Near Broadway)

NEW YORK

NEW CATALOGUE No. 17 CAN BE HAD FOR THE ASKING 
MANUFACTURING AND IMPORTING OPTICIANS

"BILLY" NOONEY,
DIAMOND AND JEWELRY

HAND ME your Sale and

I will Get You the Money.

Auctioneer
All sales personally

conducted

I have devoted over 20 years

of my life to the jewelry Auc-

tion Business exclusively.
I know every crook and cor-

ner in the road.
I have thoroughly learned the

art of handling Jewelry stocks

profitably in any locality and

that to the entire satisfaction

of the owner in every particu-

lar. My Methods are up-to-

date. They are pleasing and

I Guarantee them profitable

to those who employ me.

Please write for Terms and Dates.

Correspondence Strictly Confidential.

BILLY NOONEY, L Box 564, Detroit, Mich.
1914 11TH STREET, - - SUPERIOR, WIS.

Just Finished a 3 weeks' Sale for Mr. R. S. Yeargin, IVA, N. C.

YOURS!

The opportunity of an income for life!

That is what our correspondence course in OPTICS offers

to you by equipping you to become an expert in testing

and fitting eyes for glasses. Anyone who has an

office, room, or shop has this opportunity.

Storekeepers, druggists, physicians, notaries, clerks, and

even teachers, lawyers, and ministers have taken our

course, and are deriving a continuous income from the

acquirement it gave them. We offer our regular $25

College Course for $10, which can be paid $2 down and

the balance $1 a week, and on conclusion you receive our

authorized diploma. The course is full, thorough, accurate,

and in simple language. Anyone who can read can under-

stand it, and by our follow-up-letters and questions we

test your proficiency. This opportunity may be yours

by writing to

American Optical College

Dept. A DETROIT, MICH.

%1IMIMINV 1111I■11
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RE YOUR SHOW WINDOWS
working for you?

Our Coles Phillips
posters attract trade.

Oneida
Community: Ltd.
ONEIDA, N.Y.

Please send without
expense to me, window
hangers, in color, of adver-
tisements used in Saturday
Evening Post.

Narne

Address

ONEIDA COMMUNITY, Ltd. :: Oneida, N. Y.
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Trade Warned Against New Swindle

Jobbers to Assist in Protecting Retailers

Jeweler Jailed and Fined for Concealing Assets
A Jeweler is Charged With Swindling Wholesale Houses

What Merchandising Would Mean Without Price Maintenance

Supreme Court Decisions and Revision of Patent Laws
Army of Jewelry Buyers Invade Providence, R. I.

Why Jewelers Should Join Their Associations

Big Attleboro Plant Changes Ownership

Campaign Against Bargain System

Two Problems in Watch Work

l'i VAIVIVI lei VI 11 V/ VI VL V./ VI VAI V/ VIVI V,

•
ISSUED SEMI-MONTHLY BY

THE KEYSTONE PUBLISHING COMPANY
PHILADELPHIA, PENNSYLVANIA
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'PLECT the Elgin line your leader for
-1:-/ the holidays and always. It is the line that is
advertised, that the public know best, thatsells the easiest. Everything
•you need in watches can be found in the Elgin line. Especially attrac-
tive for holiday use are the following:

Gr. M. WHEELER
1S-10-12 Sizes

F.stahlishod priee Of $17 00

LADY F.T,GIN 10-0 SIZE
15 jewels--li jewels

Solid Gold Cases $40 . 00 uponly, retail at ..

LORD ELGIN sER.TEs
IT jewels adjusted, I I jewels, 15 ;jewels, Filled and
Solid Gold Cases. Established prices Of complete
:Lord Elgin Watch- $55.00 to $25.00cs from 

ELGIN 0 SIZE WATCHES
liave double roller esoapements. le
and 17 jewels. espeoially suited for
holiday gifts. Est ;thlished price of
movements

LADY ELGIN 5-0 SIZE
I5 jewels

Filled and Solid $3(ioldoisys.
1)1115 tI  

0.00 up
$30.00 and $17.00

WE have a large supply of folders, lithographed in seven colors,
descriptive of these watches. Send for a supply now. Their dis-

tribution now will stimulate your Christmas Watch Business.

ELGIN NATIONAL WATCH COMPANY
ELGIN, ILLINOIS

2573
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EGG CUP and EGG CUTTER
Nothing like it has ever been shown

before.
It's simple, convenient, practical, sani-

tary.
Eliminates necessity to handle hot egg.
It's the only combination that will cut

any size egg without disturbing the yolk.
Can easily be taken apart and cleaned.
There's nothing to wear out and it's

always ready to use.
Saves table linen and makes it a two-

fold pleasure to eat a soft or hard boiled
egg in the shell. Makes a useful article
as a gift of any sort. Bound to become
a staple article through popular demand.

STERLING FINISH.

No. 2—Cover closed cutting the shell

No. 1—Egg in Cup with Cover and Cutter turned back

Does not
disturb yolk
or crush shell

Insures
a sanitary
breakfast

Sold in boxes of 3 or 6 with
saucers.

Better :line
becomes too
waiting your
your order.

up before the demand
great, necessitating your
turn before we can fill

These same cuts appear in the top
of every box, which eliminates the
necessity to explain as cuts are explana-
tory in themselves.

No. 3—Egg cut and ready to eat

Write for Further Information

STERLING FINISH

BRISTOL* JEWELRY• CO • INC.
,5ILVER5HITHS, M4KER5 OF JEWELRY AND ATOPELTIE,e■4ITTLEBORO, MASS.. U. S.A.

STERLING FINISH

NEW YORK OFFICE, 3 Maiden Lane CHICAGO OFFICE, 811 Heyworth Bldg.
trr..›ourria

BRISTOL SILVER
is a finewhite metal, heavily silver plated, sterling finish, not easily dented. More durable than sterling silver

STERLING FINISH
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THE A. P. CRAFT CO., Indianapolis
will move into their new modern shop on the eighth floor of
the new Wulsin Building at 224 East Ohio Street, the last
week in December.
We ask the indulgence of our customers during that week for
any delays that may occur, and suggest that all work possible
be held until after New Year.
With more than double the space, and new modern machinery, 

improved.
With

service will be greatly 
With due appreciation of the patronage that has caused this
expansion, and soliciting its continuance, we are,

Yours to command

THE A. P. CRAFT CO., Emblem RingMSALEIISSOpFec ial Jewelry
g 1==1 1=1 1=1 1===1 CM 1=11=11= 1=1 C=1
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SOLID•GOLDPRONNEWEIRY

THE PRESENT YEAR
has been one of the most successful years we have ever experienced.
ci Our salesmen are now out showing the NEW LINES. Already
indications point to an exceptional business. ci We would advise those
Jobbers desirous of securing early deliveries to make known their wants
at once. We will endeavor to give our most intelligent service to the
execution of same. All orders will be filled in the order they are
received so send YOURS early to avoid disappointment and DELAY.
"S. C&, C." SOLID GOLD FRONT JEWELRY—Better than ever for 1913.

Ira W. Smith, Pacific Coast Agent   FACTORY  
Broadway Central Bldg., Los Angeles SMITH & CROSBY Attleboro, Massachusetts

SOLID•COLD.FRONTHWELRY

1

HIGH GRADE GgLD-FILLED

Jobbers Are Invited

2575

to closely inspect our NEW LINES. Many new innovations will be found, chief among them the

MARSH EXPANSIBLE BRACELET
in two widths. It is unnecessary to add further to the merits of this bracelet. Its in-
stantaneous success is its strongest recommendation.

We are making extensive additions to our FANCY SQUARE BRACELETS. These were bought
liberally this fall by many leading jobbers and our new additions assure a ready sale for the Spring.

NINETEEN THIRTEEN WILL BE A BIG CAMEO YEAR. OUR BRACELET LINE
HAS SOME OF THE FINEST CAMEOS EVER SHOWN. Can be had either with MARSH.
EXPANSIBLE or our FANCY SQUARE BRACELETS.

\YARNING Our rights in the MARSH EXPANSIBLE Bracelet will be fully and vigor-
ously protected. Infringers are warned to desist in attempt to copy same.

‘,10Flo
y

TRADE @A &@ MARK

TRADE mr...

C. A. MARSH & CO.
ATTLEBORO - - MASSACHUSETTS

THE LINE THAT RESISTS WEAR

TRADE MASK
ST O.R.50

TRAO•

RtG  
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1THE ROSARY IN FINE JEWELSI E Li

i -1 For the Holidays
1

I
OUR LIST OF REAL STONES

Agate, Amethyst, Bloodstone, Carnelian, Coral, Crystal, 1

L 

Garnet, Jet, Topaz Olivene
Mounted in Solid Gold and Rolled Gold Plate

, .

i

i THE STANDARD AND MOST POPULAR MODELS
Five Year Ten Year Twenty Year Guarantee

I IMITATION STONES 1

i
Good Composition, Hard Durable Facets

Cut nearly as good as the real stone and colors perfect 1

i L___ __,
1 LIST OF COLORS:

Amethyst Catseye Jade Lapis Onyx Sapphire 1

i

No. 4855

Guaranteed 20 yearn. 

Crystal Emerald Jasper Moonstone
Opal 

Mother of Pearl Topaz
Rolled Gold Plate. Carnelian Garnet Jet Rose Turquoise

1

I 

Length, 17 inches. Finish—Chain and link connections polished. Center emblem and crucifix roman gold.
Price $20.00 per dozen. 

1

i
Our

Production THE W. J. FEELEY COMPANY i
L Represents

The Best Jewelers and Silversmiths :: Ecclesiastical Art Metal Workers 1

i 
Ecclesiastical

in

Work 

182-203 Eddy Street
NEW YORK OFFICE-341 Fifth Avenue i

i 

Pacific Coast Representative, HENRY M. ABRAMS, 717 Market St., SAN FRANCISCO, CAL.

1ns■sts-si....tis,■..s.-■..s•-■-ss-ses...ss-sss.••■....ss■ts-sris..ss■s*-s■ss-s■ss-sss.sv-n.s.ss-■.ss■ss...ss■sts-fts..ss-wss..ss-•.s.ss-sss...ss-sms..ss-ssis..ss-■.4K

SEND FOR OUR NEW PRICE-LIST

cA
Lifetime

Devoted to
This Class

Work

PROVIDENCE, RHODE ISLAND

CI CICICI CIO =ICI CI

MESH BAGS REFINISHED
$1.00
Will repair,
refinish
and reline
all size
MESH
BAGS

Includes repairing the mesh, joints and ball snaps; also kid or silk
lining and anything else necessary to put bag in good first class
condition.

Gold or Silver Finish

There are thousands of old MESH BAGS throughout the country
that have been discarded. These bags could be made to look like
new for about one fifth the original cost
SEND FOR ONE OF OUR WINDOW DISPLAY CARDS
(IT'S FREE) and call this work to your store.
Remember—An old bag made new for $1.00

N. R.—NOT RESPONSIBLE for GOODS LOST IN MAIL.
GOODS SENT AT OWNER'S RISK. If you desire
to have same registered please specify.

BY THIS SIGN
m WE WIN

11.-5 or=ic=i CI Cl (=CI CI CI C11=11=1=1 CI CI Cl =ICI CI

TUCK & McALLISTER CO.
131 Washington Street

PROVIDENCE RHODE ISLAND
Send for our Catalog of Emblems and Jewelry

II

II
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t i
i W. H. Payson i
i wishes to inform his many friends in the t

i Jobbing Trade that he will represent i

i 
E. A. Slade & Co.

i
i 

ATTLEBORO, MASS.
i

t 
Showing a full line of

1

i 
BRACELETS

i
I AND

i

i 
ETRUSCAN HAT PINS

i

I i
i 

Will call on the Jobbing Trade
i

1 

beginning December First

i

1 ig.-■..-.......-......-.....-......-......-.......-■._..-....,-....,■..•-■.K

Just a Moment.
What Catalogs Do You Use?

Is the catalogue you are now using devoted exclusively
to jewelry lines, or must you wade through many pages
of superfluous printed matter to find the one you want?
Has it the ear marks of style and absolute reliability?
Is there a " dead certainty " in your mind that you are
getting absolutely the " squarest deal" as to quality,
style and price?
How long do you wait for shipment?

Do Not Side Step These Questions.
Much Depends On Your Answer.

You would not hesitate to discharge an employee if he
was not givi,ig you results, or if by discharging him you
would get just the man you wanted to put more money
into your cash register. It is the same with your cata-
logue. If you can not get right results from the one you
are now using, then it is up to you to get rid of it.
" Discharge" the old catalogue and send for the one
which hundreds of jewelers have used for sixteen years
and found it to be the embodiment of absolute reliabil-
ity in all things.
ALBERT BROS. catalogue is best adapted for retail
jewelers—the most reliable—the most serviceable—and
without any reservation whatever, the safest jewelers'
buying guide that can be found anywhere.
Shall we send you one? Think it over. Make up your
mind to get the best. A request on a postal card brings it.

ALBERT BROTHERS

2577

Wholesale Jewelers

Office and Salesrooms, Merchants Bldg., Sixth Ave., between Vine and Race

CINCINNATI, OHIO

. . MADE BY .

THE BASSETT JEWELRY COMPANY
Manufacturers' Building PROVIDENCE, RHODE ISLAND

GOLD GOLD FILLED

Lockets Silk Fobs Lockets Silk Fobs
Light Neck Chains Bracelets Light Neck Chains Bracelets
Large Neck Chains Crosses Large Neck Chains Crosses
Fancy Neck Chains Chatelaine Pins Fancy Neck Chains Chatelaine Pins
Bead Necks E. G. Chains Bead Necks

E. G. Chains
Lapel Chains
Plain Lorgnette Chains

Pocket Knives
Cigar Cutters

Lapel Chains
Plain Lorgnette Chains

Pocket Knives

Fancy Lorgnette Chains Cigarette Cases Fancy Lorgnette Chains Cigar Cutters

LaVallieres Match Boxes La Vallieres Cigarette Cases
Metal Fobs Rosaries Metal Fobs Match Boxes

The Best Line of Gold Filled Vest-Chains made in 1-4, 1-10, 1-20 Qualities
HIGHEST IN GOLD VALUE BEST IN FINISH AND LOWEST IN PRICE
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Three Big Points
BIG
SALES

BIG
PROFITS

SATISFIED
CUSTOMERS

REASONS WHY FOR YOU
Our new lines out. We could pile reason on reason why you should buy this line but isn't it enough
that our bracelet and locket makers have been working until nine and twelve o'clock at night
for months.
That we have shipped twice as many goods in the first half of this December as last year.

That every locket and every bracelet we ship is 12K 1/20th, while tubing
makers tell us that 99 bracelets of 10K 1/30th are made, by well known
houses, to one of our quality. They know. 10K will not hold its color,
1/30th will not wear.

TRADE

If you want to hold your trade buy the Fleur-de-lis 1/20th line. Take
no chances.

The height of EVERY DEALER'S AMBITION—
the very ESSENCE OF GOOD BUSINESS—

and RIGHT WITHIN YOUR REACH.

The Customer of Today is a Wise One regardless of
Sex. When one gets Good Value, that one is going to
make a Big Noise over it.

Good merchandise means just one thing—a Stand-
ard Article with More-than-Ordinary Value at an
Exceptionally Reasonable Price.

BARROWS' Yi GOLD CHAINS

are the Standard in Rolled Gold Chains. Containing
actually one-quarter gold, they offer vastly greater
value at a very slight advance over the old prices than
any other chains on the market.

We've spread the gospel of 1/4 gold pretty thoroly.
These Barrows' 1/4 Gold Chains can be had, however,
only thru the Jobbers. The point to Retailers is clear.
DEMAND BARROWS' 1/4 GOLD CHAINS FROM YOUR JOBBER

AND BE INSISTENT ABOUT IT

Vest, Neck, Guard, Waldemar, Coat and Dickens Vest Chains. One-quarter gold
when they leave our factory. One-quarter gold when they reach YOU.

SEND FOR BOOKLET

TRADE 
C;Pi3O. B. MARK

H. F. BARROWS & CO.
17-19 Maiden Lane NEW YORK CITY

55369 385

NIII11111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111E
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FULLY GUARANTEED (ovEs)

Showing How Goods Are Carded Ready For Shipping

U FOR

SHOULD YOUR
SEND SAMPLE

TO-DAY OF

THE KLASSIE
Mentioning Your Jobber's Nome

MANUFACTURERS WARRANT
l'he Setting. fid.r and Bean ot this Link is' made

of one piece of Rolled,L;old Plate by the -Origith,!
I fammered Process."

•;.•

Reverse Side of Card Showing OUR GUARANTEE

One Piece Collar
Buttons

Studs

Waldemar Chains

Coat Chains

Tubing Bracelets

Extension Bracelets

J "Queen Louise"
1 "Olivia"

NECK CHAINS

The Original One-Piece
Solderless Link Button
First introduced November, 1909.
Antedates any similar button by nearly 3 years.
The strongest link button made.
Points for your careful consideration:

1. The back, post and bean are one piece.
2. Made by the Original Hammered Process.
3. Positively Solderless.
4. Absolutely Unbreakable.

Made in gold filled only.

co

A LARGE VARIETY OF PATTERNS

ATTLEBORO MASS.
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Gold Shell

RINGSIt will pay
you to inves-
tigate the
merits of ou
products. If
your trade
can use goods
made of gold
shell you owe
it to YOUR-
SELF to investigate our
QUALITY and PRICES.

Right Prices

We make GOLD
SHELL SEAM-
LESS RINGS,
STUDS, EMBLEMS,
EAR KNOBS, SCARF
PINS, LINK BUTTONS,
ETC.

t.,
■••••1-4

ASK YOUR JOBBER, HE KNOWS
He will gladly send Samples and Quote You Prices

Right

Quality

The Morgan Jewelry Co.
MANUFACTURING JEWELERS

62 PAGE STREET : PROVIDENCE, R. I.

Alt■Stilr■lowstlIP■switr.ftwillt■CIM.11■411.ftowitte■IlaweS■iswer■le■Illialwarollawag
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POLLOCK'S
SAFETY F0f3 CLASP

Mr. Retailer:
We are today placing our chains with our patented
trimmings on the market. We sell you a better chain
with our patented clasp and chain protector at a
lower price than you have ever bought before. We
are the manufacturers and patentees of our pat-
ented protectors. They cannot be bought from any
other chain manufacturer in the United States. Our
neck chain snaps will wear for years. Our chain
protector may be used for a fob, coat or vest chain
and it is a locket combined. It is the greatest inven-
tion in the jewelry trade. See cuts for ideas. Any
emblem can be used on clasps. We make them
with our chains in I 2K. 1-10, 1-15, I -20th stock.
Quality of every chain is starnped, and is guaranteed.-r he most elaborate and finest finished line of chains
in the country. We have no traveling men, so send
direct to the factory.
Send for a selection of Pollocks chains on memor-
andum.
Our Chains in design and finish are far ahead of
the others.
Our patented clasps for neck chains and vest chains

give absolute chain insur-
ance against loss.
Be sure and send for a dozen
of our gold filled neck chain
clasps on a pad or display
card.

Advertising Price
$1.50 a doz.

Regular Price
$2.00

Our patent clasp is as far
ahead of the push in snap,
as the ox team is to the
automobile.

POLLOCK'S

SAFETY qECH CHAIN CLASP

CrIM

cT •°NMI' CL_ASP INTHEWDRLD

GOLD FILLED
PRICE

5046

Our neck and locket chains
with our patented snaps that
cannot be pulled apart, are
ahead of all the rest.
All our neck and locket
chains have our patented
snap that will protect your
customers chains. Our de-
signs and quality are far
ahead of other manufactur-
ers. A trial will convince
you of our values.
Selection of chains on
memorandum to rated Jew-
elers.

=3

POLLOCK SAFETY CHAIN CO.

1 

L Closed
iSihowing Side View

Office and Factory

40-42 Union Street -41_
ATTLEBORO

MASS. Showing Side View Opened

I -III
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BRACELET SPECIALISTS

179

143

18

16

190

200011g

179 Assortment
Baby Size

143 Assortment
Child's Size

6000/358

18 Assortment
Misses' Size

165 Assortment
Misses' Size

16 Assortment
Ladies' Size

190 Assortment
Ladies' Size

.eedlisee

6000/304

Devoting our entire energy to producing Bracelets, we offer a

Superior product at a low price.

Spring lines now being shown the Jobbing Trade.

Fine Gold Deposit
in Recesses

Old English or Fine
Gold

Planished High
Lights, Fine Gold
Deposits in Recesses

Engraved Effect,
Old English

Retailers are advised

and to look for this
TRAut-MARK

to make early inspection

stamped on every bracelet.

The J. H. MANNING CO., Inc.
Bracelet Specialists 

100 Stewart St., Providence, Rhode Island

2581

VANITY CASES

SHOWING CASE OPEN

TRADE C.B.& MARK

SHOWING CASE CLOSED

Some of the MOST ORIGINAL GOODS ever offered. Engine
Turned, Engraved and Plain, embodying a wide range of selection.
It will pay any live Retail Jeweler to investigate our line.

Send for Samples of the Goods Illustrated on Your Business Letter Head

WE SELL DIRECT

CODDINO & I-IEIL,13ORN CO.
Makers of Most Up-to-date Novelties in Sterling Silver and Gold Filled

New York Office,
Room 1301, 13 Maiden Lane North Attleboro, Massachusetts
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Main Office
Attleboro, Mass.

New York Office
9 Maiden Lane

"Dolly Madison"
Duplex Bracelets

From The Line

Entirely new, combining the "Dolly Madison Flexible"
with our regular tubular bracelet.

Very easy to put on and take off, and will fit any part
of the arm. Made from 1/20 Gold Filled stock in many
beautiful chased, engraved and stone set patterns.

Every Bracelet Guaranteed by ACCO.

SOLD THROUGH JOBBERS ONLY

• Chicago Office
Heyworth Bldg.

San Francisco Office
104 Market St.

ay.."

Here's What's Selling

Locket

Something

New!

Open

Closed

Tie Clasp

Something

Original!

SOLD THROUGH THE JOBBER ONLY

1

Geo. L. Brown Attleboro
Company Massachusetts

1882 1912

For The Holidays
Rings of every description and design.

Our line is most complete and varied.
OVER 30 YEARS IN THE RING BUSINESS.

Oscar E. Place & Sons Co.
PROVIDENCE, R. I.

4. kr■ +11
F. 
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P&S Trade Mark P&S
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A PEW SAMPLES

From our Iirle of

CUFF LINKS SCARF PINS TIE HOLDERS
We make these in Sterling Silver, Rolled Plate and Electro Plate.

In Engine Turned, Engraved Hand Chased and Plain. In all colors.

Our Salesmen are now Calling on the Jobbing Trade

CRAFT (Fe NEVVTON
Manufacturing Jewelers

107 Friendship Street
IPROVIDENCE,' RHODE,' ISLAND
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WHEN

A

CUSTOMER
1111■1■11■

WISHES

TO

SELL

You any lot or single piece of mounted diamond
jewelry--large or small—do not turn him down
a.14s1utely, send the goods to me for a

SPOT CASH OFFER

and save all trouble and worry. I pay all express
charges and insure the goods in transit. I have
been in the business right here over 19 years,
and can give the very best references as to
responsibility on application. Offers and valua-
tions furnished promptly. See ad. on page 2646
of this issue.

Write for further information.

J. J. COHEN
1011 Chestnut St., PHILADELPHIA, PA.

Established 1891

Amsterdam, Sarphatlstraat 29-31 London, Audrey House, Ely Place

II

II
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A Paper Whose Aim
Is Told By Its Name

GOOD STOREKEEPING
And good storekeeping is
profitable storekeeping, first,
last and always No man
keeps store for his health.

Good Storekeeping is published

for all merchants in all lines of
business—druggists, grocers, piano

dealers, jewelers, hardware men,

furniture men, dry goods men and
builders. It reviews all trade papers and reprints the

plans and schemes a business man can use to get

goods across the counter.

Good Storekeeping's special subject is nationally

advertised goods which it believes are the best trade-
builders and trade-holders the merchant can handle.

Good Storekeeping is sent free of
charge to any merchant who carries
a fair assortment of goods advertised
in the great national monthlies and
weeklies. And with this privilege
there goes the right to receive hand-
some cuts for local newspaper adver-
tising, moving picture slides, window
signs, trade bulletins showing what
manufacturers are advertising — all
without charge or obligation to the
dealer,

Good Storekeeping is published by Good Housekeep-

ing, the "Dr. Wiley magazine." The management is
able to distribute the paper free because in so doing

it performs a service not only to the merchant but to

the manufacturers who advertise with it.

Good Storekeeping is worth sending for—

there is no charge for it and no string

to it—it will help you in your business.

Sign and send the coupon today!

Dealer's Service Department

Good Housekeeping
Magazine

381 Fourth Avenue

New York City
Address

K-5

Good House-
Keeping Maga-

zine, 381 Fourth
Ave., New York.

Please enter the
name of my establish-

ment (Store name litre)

on the complimentary mailing
list for Good Storekeeping. I

C a r ry a fair assortment of adver-
tised goods in my line.

Name

•••••



2584

5150M151MIME-E.15.EIMOEBBIa5MelrgIPMEZI5.!5

Rim° unce men t

0150000100g 101-EIMESE

In view of the many letters received
on the subject we feel called upon
to announce to the trade that it is

NOT our custom to close our factory during the month of January.
We shall be ready as formerly to fill all orders, whether regular

or special, with usual promptness.
41 The force in our repair rooms has been increased; therefore all
orders received in that department will be taken care of even more
promptly than usual.
4:[. In the meantime do not forget that we can take care of your
holiday wants promptly.

R. BLACKINTON 0-, COMPANY
Goldsmiths, Silversmiths and Jewelers

New York Salesrooms, 15-17-19 Maiden Lane

5.111g.-E1.10.1Z10.1151011 ErelElr-gal011M1W

Factory and Main Office

NORTH ATTLEBORO, MASS.
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who can prove that we failed to make
"good" any article bought from us

to any Jeweler
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II BUFFALO JEWELRY MFG. CO. BRACELETS HAVE OUR STAMP N
B BRISBANE BUILDING :-: :-: BUFFALO, N. Y. FOBS XXX nll
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We sell to the legitimate Jewelry Trade only CHAINS
GOLD FILLED 
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To Sell Well You Must Display Well
RUECKERT'S SAMPLE CASES and CLIMAX TRAYS ARE BUSINESS STIMULATORS

THEY SOLVE THE DISPLAY QUESTION

Manufacturers of

DISPLAY CASES, TRAYS, PADS and ROLLS OF ALL KINDS
FOR JEWELRY AND SILVERWARE

Write for Prices and Particulars

RUECKeRT MF'Ci. CO.
Main Office and Factory, PROVIDENCE, R. I.
==ic=ii=c===i I==I =ICI =ICI 1=1

PATENT," JUNI, 28, 1910

Branch Factory, ATTLEBORO, MASS.
-=— l=1
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The COLONIAL B DAME LINO,
"The Line CO of Quality"

! HAND HAND

QUALITY MARK

—At,,  Ati.:  _A■G*Cts-,«61ft k

48/338 54/343

COLONIAL DAME BRACELET

Patented April 23, 1912

48/602

CHRISTMAS WILL SOON BE OVER.
You have all put forth a great effort for

the Christmas business a good part of
which would come to you anyway. Now
don't let up; (only just long enough to get
a little rest) after Christmas is the time
that you need to exert more energy than
before.
There are some Christmas customers

who are sure to come back as permanent
customers. You won't have to worry
about them. They are the people who
bought Hussey Co. jewelry. They will be
the satisfied after-Christmas-customers.
They will want more of this beautiful
jewelry, so don't let your stock of Hussey
jewelry run out.
In thirty minutes you can order enough

stock from this catalog to catch nearly
every dollar that comes over your threshold.
The Hussey jewelry is so good that it
makes friends and permanent customers
of every purchaser.

THIS BOOK
contains hundreds of articles that will return
you nice, large profits. There are many ad-
vantages to you in ordering from the factory.

1 

4756

i

C011 .0
-•• 'II,

48594

I WRITE FOR PARTICULARS ON OUR FREE PENNANT OFFER i

COLONIAL DAME LINE REPRESENTS

is.i 
EXCLUSIVE STYLE, QUALITY, 

FINISH, WORKMANSHIP

i CHARMS Ask your jobber to chow you our line. LOCKETS i
If he does not carry the

i "LINE
us 

F 
dOselectiorls

QUALITY"iviib
.

i write i e sent BRACELETS iSCARF PINS
you and billed through any reputable

I BUTTONS jobber specified. FOBS i

IN FACT
this book is the key which has unlocked the
door of success for hundreds of dealers and it
has only just started in to do its work.

THE HUSSEY CO.
Manufacturing: Jewelers,

1 BLISS BROTHERS COMPANY i
ATTLEBORO, MASSACHUSETTS

I Silversmiths' Building Chronicle BuildingHeyworth Building
Chicago, Ill. New York City San Francisco, Cal.
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Ask Your Jobber for These Novelties

Ii=10=10=1==1=101-11=101 -Ig

Fl

11
El
II
11

II
II

II

II

II

11

11

11
II

II

Bangle Effect

BRACELETS
"The Best" New High Grade

GOLD FILLED BRACELET!

Two QUARTER inch Bracelets
in one—producing a two bangle
effect. Has a joint and catch

IT'S NEWEST YET SHOWN

Made Plain, Hand Engraved,
Chased, or Etruscan Stone
Set. Every Bracelet GUAR-
ANTEED as to Wearing
Qualities. Order by Number
of rour Jobbers.

BATES 8z BACON
Attleboro .6. Mass.
NEW YORK, 9-11 Maiden Lane. CHICAGO, 31 N. State St.

=I O CIO =I 0 0=3=   

II
II
II
II

II

11

II

11
El

II
Ill

2587

Dl 

THE KEYSTONE

CONTENTS—DECEMBER 15, 1912

Aged Jeweler Attacked by Store Robbers  2591

Alliance, Alleged between Pawnbrokers and Swindlers 2590

Among the Trade  2644

Army of Jewelry Buyers Exceeds All Past Records 2591

Art of Window Trimming  2628

Attleboro Jewelry Plant Changes Ownership  .2590

Bulk Sale and Its Prevention, The  2642

Department Store Bargain System Denounced by

Advertising Men  2605

Diamond Merchant Hold-up The Latest Chicago

Sensation  .2590

Editorial ..2595

Gross Profits Versus Operating Expenses  2599

Jeweler Jailed and Fined for Concealing Assets . . 2589

Jewelry Trade School to be Established in Cincinnati 2590

Jobbers to Assist in Protecting Retailers  2589

News Letters:
Baltimore. . ....2631

Boston... .. ........2623

Chicago. ... ...2609

Cincinnati  ....2630

Dallas 

Kansas City. ..2627
2607

Providence and the Attleboros.. 2610

San Francisco .. .2631

St. Louis. . . . . . 2621

St. Paul & Minneapolis . . . .2627

Oldest Jewelry Store in Washington State . . ..2590

Refunding the Money to Dissatisfied Customers. . _2629

Retail Jeweler Charged with Swindling Wholesale

. .2589

Rules for Use of Parcels-Post  2635

Salesman I Like, The . . . . .. 2633

Silver Service for United States Battleship  .2593

Technical Department:

Electro-Chemical Wonders  .2641

Patents . 2643

Plunge Battery, A .. ..2641

Should Inventing be Taught?   . . ...2642

Testing the Value of Window Displays  . . ..2634

Two Problems in Watch Work . . ...2637

Workshop Notes . . .2639

Trade Warned Against a Pair of Swindlers  2591

What a Sales Record Can Teach the Jeweler .2629

What Merchandizing Would Mean Without Price

Maintenance . 2619

Why Jewelers Should Join Local and State Associations . 2589

Will of T. Zurbrugg  2593

Women of Fashion Seek Gems with Hoodoo History .. 2630

Advertisers' Index  2648

 ID



2588

The Cromwell
A Noteworthy Pattern
The strength and durability that underlie the
simplicity and beauty of the "Cromwell" pat-
tern are largely due to the care taken in the
grading of the metal so that the weight of
each piece shall come in the right place.
Note the delicacy and accuracy with which
the simple lines have been executed—as beauti-
ful as in the handsomest sterling silver. For
quality and beauty it is unsurpassed. Like all

1847 ROGERS BROS.
"Silver Plate that Wears"

it is made in the heaviest grade of silver plate
and is sold with an unqualified guarantee made
possible by an actual test of 65 years.
This fact, together with the beauty of its
designs and the prestige of the trade mark,
1847 ROGERS BROS.. makes this silverware
the choice of those who desire the best.
Sold by leading dealers everywhere.
Send for illustrated catalogue "101."

INTERNATIONAL SILVER CO., MERIDEN, CONN.
Successor to Meriden Britannia Co.

New York Chicago San Francisco Hamilton, Canada

The World's Largest Makers
of Sterling Silver and Plate.

"

1Advertising the "Cromwell Pattern
The advertisement reproduced will occupy page space in a number of magazines of national circulation.In addition to this and other announcements in black and white, we shall continue the publicity cam-paign that attracted so much attention during 1912, including a large number of full pages, in colors,on the covers of the leading magazines and woman's publications.We shall advertise our new "Cromwell" pattern, both alone and in conjunction with the "Old Colony"and the same high quality that marked the campaign that helped to make 1912 an "Old Colony"Year will be found in the publicity work of the coming months.The "Cromwell" is already a very popular pattern but the demand will be still greater when ouradvertising has brought it thoroughly to the notice of the public.

Published Semi-Monthly

The Keystone Publishing
Company

512 Race Street, Philadelphia
THE KEYSTONE

Copyright, 1912
by The Keystone Publishing Company

All rights reserved

Entered as second-class matter at
the Post Office, Philadelphia Pa.
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Why Jewelers Should Join Jeweler Jailed and Fined Jobbers to Assist
Local and State Associations for Concealing Assets in Protecting Retailers

Secretary of Wisconsin Association Argues Force-
fully the Cause of Organization—A Notable
Program of Purposes and Achievements

Neenah, Wis., December 6.—Seldom have the
purposes and achievements of the organized trade
been placed more forcefully before the jewelers
than in a circular letter issued to the Wisconsin
brethren by Secretary A. W. Anderson, of the
State Association. We select from this circular the
following extracts which apply to every jeweler,
wherever located, who has not yet joined his
association:
You should join us because:
We are really doing something to better local

conditions among the jewelers (witness the eight
district clubs now in existence in Wisconsin).
These clubs regulate their repair prices, engraving
abuses and other troubles they have, bringing more
profit and pleasure to the members than they ever
dreamed of.
The state and national associations are fighting

fraudulent advertisers, and bills will be intro_
duced into the state legislatures and into congress
making it a punishable offense to lie to the public
in print. If these laws are enacted we can reach
the mail order concerns who advertise dis-
honestly and most of them do.
We are fighting for protected prices and against

the price-cutters who will lower the quality of the
goods in order to gull the public into believing
that they are getting the same value for less money.
We are fighting against the parcels-post which

would give a flat rate to any part of the country.
We have got to keep up this fight if we don't
want Uncle Sam to carry mail order house goods at
a loss while the public pays the freight by paying
two cents every time they send a letter.
We are fighting for honest stamping of goods so

that the public will be protected as well as the
jeweler.
In Wisconsin we are about to establish a mutual

fire insurance company to furnish first class pro-
tection to jewelers who are members of our asso-
ciation at a low rate.
We are fighting (through the Milwaukee

JeWelers' Club) the fake jewelers in Milwaukee

who are constantly swindling anyone unlucky
enough to enter their shops. Things are getting
so hot for them that they will be glad to quit that
game.

This sheet isn't long enough to allow me to
tell you all we are doing. We are busy at something

all the time. We need you. It's a shame to men-
tion what it will cost to be a booster for a bigger
and better and cleaner jewelry business; its only
$3 to January 1, 1914. Three hundred and twenty
jewelers in the state are in the ranks. Just take
five minutes of your time, write a check, slip it into
the enclosed envelope and be one of us. I will look
for your reply most anxiously—nothing , better
wanted for a Christmas present than your appli-
cation.
This letter from Mr. Anderson was accompanied

by a statement of facts which would convince any
reasonable jeweler of the advisability, not to say
necessity, of joining his state association, if only
for his own individual protection.

A Notable Case in which Many Wholesalers and
Manufacturers were Interested—Conviction a
Blow to Dishonest Trade Practices

Harrisburg, Pa., December 6.—B. G. Kaplan,
of Williamsport, Pa., has been arraigned before
the United States district judge in Harrisburg and
has pleaded guilty to the indictment charging him
with the concealment of his assets from his trustee
in bankruptcy. He was sentenced, to imprison-
ment for eight months, and a fine was imposed
charging him with the costs in the criminal action.
The case was one that had interested many whole-
sale and manufacturing jewelers.
In December, 1911, B. G. Kaplan, who kept a

retail jewelry store at Williamsport, Pa., filed a
voluntary petition in bankruptcy. He sent out
circulars to his creditors stating that his manager
had disappeared and had taken with him large
quantities of his merchandise, and that by reason
thereof he was compelled to fail.

Investigation by the National Jewelers' Board
of Trade and its attorneys disclosed that Kaplan
had liabilities of approximately $70,000, with
assets which were appraised at only $12,000. In
the indebtedness of $70,000 there was listed about
$20,000 which was due to relatives of Kaplan, on
certain notes which they presented for allowance
in the bankruptcy proceeding.

Further investigation showed that while Kaplan
was short on his merchandise to the extent of
about $30,000 or $40,000, it was impossible to
prove that he still had this property under his
control or in his possession. Kaplan made several
offers of settlement during the course of the
investigations, but was raised each time by the
board until he offered 36 per cent cash to his
creditors.
Kaplan put through this 36 per cent settlement

in April of this year as a composition in bank-
ruptcy, and the store was turned back to him and
he resumed business.
New facts were brought to the attention of the

board some time in July, and the board sent its
special investigator to Williamsport, where evi-
dence was collected showing a concealment of
assets and a fraudulent settlement.
The board shortly thereafter laid the new evi-

dence before the United States district judge at
Scranton and obtained an order of the court re-
quiring Kaplan to show cause why his settle-
ment should not be set aside.
In August, a raid was made by the receiver,

who had been appointed by the court without
notice to Kaplan. The raid was made simultane-
ously on the store and on Kaplan's residence. The
seizure proved a complete success, and over $20,000
of concealed merchandise was discovered.
At the time of the raid, Kaplan suddenly dis-

appeared, although warrants were immediately
issued for his arrest. The board employed the
William J. Burns Detective Agency to locate
Kaplan, but he was never found.
The board again sent its representative to

Williamsport in September and as a result of this
trip Kaplan's wife and several other relatives were
arrested on a charge of conspiracy. After this
arrest of Kaplan's wife and the relatives, overtures
were made on behalf of Kaplan to surrender in
order to get his wife and family out of trouble.
The district attorney, who has had charge of the
matter finally came to an arrangement, the result
of which was the surrender of Kaplan on Novem-
ber 27.
The property of the estate is being sold by the

receiver at Williamsport. It is expected that the
creditors, in addition to the 36 per cent dividend
already received, will participate in a further
substantial payment from the proceeds of the sale
of the concealed property.
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Movement to Raise the Standard and Prestige
of the Trade—Much Already Accomplished

Kansas City, Mo., December 6.—The Kansas
City Jobbers' Association of Jewelers and Opti-
cians held a meeting recently at the Kupper
Hotel at which the trade situation in this territory
was discussed with a view to improving the condi-
sions of the retail merchant. The jobbers and
wholesalers desire to co-operate with the retailers
in creating a demand for better goods so as to
avoid competition of department stores, general
merchants and mail order houses.
Speaking on this subject, Noble L. Fuller,

president of the association said: "We must raise
the standard of the jeweler so that he will be secure
in his own field. We must educate the public to
realize that in dealing with jewelers they are
insuring themselves against fraud and cheap goods.
The jeweler must not be a mere storekeeper. He
must be an expert and so recognized in his com-
munity. As a result of this campaign of education
there is already a marked improvement in the
character of goods bought from the wholesale
houses. It is to the interests of the wholesalers
as well as the retailers to continue this good work.

Retail Jeweler Charged with
Swindling Wholesale Houses

Conducted Store in Wife's Name—Quantities of
Hidden Jewelry Brought to Light—Liabilities
May Reach $10,000

Kansas City, Mo., December 8.—An involun-
tary petition in bankruptcy has been filed by the
creditors of Mrs. L. B. Thompson, of Clinton, Mo.,
owner of a jewelry store there, and the hearing was
held in Kansas City before a referee in the federal
court. In this hearing a most unusual story of
alleged swindling of jewelry houses was developed
and as a result F. L. Thompson, husband of Mrs.
L. B. Thompson, is being held to await the court's
action.
F. L. Thompson conducted the jewelry store in

Clinton under his wife's name. It is alleged that
Thompson secured several thousands of dollars
worth of goods from various wholesale houses in
Kansas City, St. Louis, Cincinnati and New York,
and after the goods arrived in Clinton, Thompson,
it is charged, boxed up most of the stock and hid it
in various places.
When Samuel Feller, attorney, Harry Meade,

deputy United States marshal, and C. L. Stange, of
Cincinnati, representative of a jewelry house,
went to Clinton from Kansas City, they found the
Thompson store practically depleted of goods.
The investigators found silverware and jewelry
valued at $1,600 under the floor of a closet in a
millinery store. Thompson was found later riding
in a motor car. He was searched and jewelry worth
about $1,700 was found in his pockets. A trunk
and two boxes were found hidden in a barn.
The goods were taken to the jewelry store and

locked up under the care of the deputy marshal.
Thompson admitted that he had shipped a trunk
containing jewelry to St. Louis to put in storage.
Thompson, it is said, admitted that he had failed
several years ago in Benton, Ill. Thompson's
liabilities will reach in the neighborhood of $10,000
and the creditors believe they can recover most of
it. The authorities are still investigating the
matter, and there seems little chance for Thomp-
son to escape as he is charged with violating both
a federal and a state law.
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Attleboro Jewelry Plant
Changes Ownership

James E. Blake Disposes of His Large Holdings
to Well-known Providence Firm of Refiners—
Planning to Retire from Business

Attleboro, Mass., December 7.—A financial
transaction of big interest to the trade occurred
recently in Attleboro when James E. Blake, pro-
prietor of the J. E. Blake Company, announced
that he had disposed of his business and all of his
holdings in Attleboro to Horace Remington and
Sons, of Providence, well-known refiners of that
city. The transfer was one of the biggest the town
of Attleboro ever had and involved a large amount
of valuable property in the business section of the
town in addition to the business of the James E.
Blake Company.
Mr. Blake has been an active business man for

the past thirty years and has built up a big business
and a handsome private fortune. He decided to
retire and disposed of all of his holdings. The new
proprietors are to move their Providence business
to Attleboro, a big new factory is to be erected on
Wall street to give it accommodation and other
changes will be made. A man very prominent in
the silver lines, and now at the head of a large
concern, is to become a partner in the business of
the James E. Blake Company. This change is
already under way, but a definite announcement
is being held up for a short time.
Mr. Blake intends to go to California and may

take up his residence there. He will take an ex-
tended trip through Europe and will visit the
Panama canal. Included in the deal was his
handsome estate on South Main street, formerly
the home of George Asa Dean. In the future it
will be the home of the Remingtons, as they intend
to locate in Attleboro. Mr. Blake has just pur-
chased a new house of Henry B. Richardson, at the
corner of East and South Main streets and it will
be his home while he is in Attleboro.
William H. Blake, a nephew, and Mr. Blake's

son, Harold E., will be connected with the J. E.
Blake Company in the future, but the active
management is to be in the hands of the Reming-
tons.

Oldest Jewelry Store
in Washington State

Talcott Brothers Celebrate Fortieth Anniversary—
An Honorable and Successful Business Career

Olympia, Wash., December 6.—Forty years ago
Charles R. Talcott of the present jewelry firm of
Talcott Brothers, arrived in Olympia after an
overland journey to San Francisco from his home
in Pittsfield, Ill., and a steamer trip to Olympia
by way of Victoria. Six days later he opened a
small jewelry store on Main street near Third,
near where the Elks' hall now is. On December 3
he and his brothers, George N. and L. Grant
Talcott, celebrated the fortieth anniversary of the
establishment of the store.

It is not only the fortieth anniversary of an
Olympia store they celebrated, but a store which
is by about ten years the oldest jewelry store in
the state, and one that has always been pro-
gressive and aggressive in its business.
The celebration was in the nature of a Christmas

opening, when the doors of the store were thrown
open to all. One of the treasured things C. R.
Talcott had on exhibition was a little tin box
about 12 by 12 inches in size—his first safe. It
was made here in Olympia and in it he stored his
trays of jewelry from his first store every night and
carried them home. A little, insignificant looking
padlock run through a tin hasp was its only lock.
Mr. Talcott's brothers, George and Grant, joined

him in October, 1873, the year after his arrival in
Olympia. After several removals to larger
quarters, the firm purchased the property on
which its present building is located, and, the old
building being destroyed by fire in 1882, the present
brick structure, which has housed the store ever
since, was erected.

KEYSTONE

Diamond Merchant Hold-Up
the Latest Chicago Sensation

New Yorker Relieved of Diamonds Valued at
$24,000, and $1,600 in Money—Negroes Per-
petrated the Deed—Robbers Escaped

Chicago, Ill., December 11.—Joseph Meroch-
nick, a diamond importer with offices at 71-73
Nassau street, New York, was held up in Chicago,
December 8, at Michigan avenue and Peck Place
by two negroes, and robbed of diamonds valued
at $24,000 and a wallet containing $1,600 in cur-
rency. TM negroes, according to Merochnick,
jumped from the doorway of a building and while
one attacked him with a knife, the other pinioned
his arms from behind. He struggled, but in a
moment one of the robbers had torn open his
overcoat and taken the two wallets from the'inside
pocket.
The negroes then ran across the street into Grant

Park and disappeared. Merochnick, stunned for
a moment by a blow one of the negroes had struck
him in the face, was unable to realize just what
had happened. He staggered west in Peck Place
until he met a policeman to whom he gave the
alarm. He was bruised and bleeding, both hands
having been cut in his struggle with his assailants.
One of the robbers had cut away his necktie with
the knife, for the purpose of getting a small stick
pin valued at $40.

Merochnick registered at the Hotel La Salle.
He visited his Chicago customers and went to
Milwaukee for a day. He returned to Chicago
and again registered at the La Salle. He paid his
bill early in the evening and boarding a street
car, rode to the Illinois Central depot. He says
he learned that his train would not leave for two
hours and decided to walk back to the Palmer
House in an effort to find a friend who formerly
lived there. He was unable to find the man and
says he decided to walk back to the depot. Mer-
ochnick says he is positive no one was following
him and he also says he is convinced that no one
at the Hotel La Salle was aware of the fact he
had the diamonds in his possession. During his
stay at the hotel the diamonds were left in the
safe, and he obtained them from the clerk at the
time he paid his bill and left for the depot. He also
stated to the police that he carried no insurance
on the diamonds and that they all belonged to
him.
The robbery created considerable excitement

among Chicago jewelry circles. The place se-
lected by the negroes for the hold-up could scarcely
be considered an advantageous one for such a ven-
ture. It is on the main line of travel between the
Congress and Blackstone hotels and the Illinois
Central depot. Mr. Merochnick was able to give
a detailed description of his two assailants.

Chicago police were at first inclined to doubt the
truth of his story and one of the Chicago papers
published an interview with the chief of detectives
in which that official took occasion to ridicule the
hold-up and by insinuations imply that it was a
"frame-up". No evidence can be found, however,
to bear out this contention. An unusual number
of transit negroes were in the city just before the
robbery as roustabouts and handy men at the
stock show. The night of the robbery there was a
general exodus of them to the south and it is very
possible that it was two of these horse show ne-
groes who held Merochnick up. That they had
advance information that he carried the diamonds
and cash with him is an established fact, because
they took the wallets from his inside pockets and
without making any further search of his clothing,
made their escape. Where they got this informa-
tion is the question both Merochnick and the police
are trying to solve.
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Alliance Alleged Between
Pawnbrokers and Swindlers

The Second-hand Pawn Ticket Trick Being
Worked Successfully—A Victim Explains the
Methods Pursued

Boston, December 5.—That certain pawn-
brokers of this city are working hand in hand with
celebrated crooks to fleece the public is the belief
of the Boston public officers and countless com-
plaints which have been made has resulted in a
general investigation.

According to reports citizens have been robbed
of hundreds of dollars through the famous pawn
ticket flim flam game, the victim losing the money
invested for a second-hand ticket and paying for
an article 10 to 100 times its value.
The method in use is explained by a victim,

whom we shall call Mr. Jones, as follows: Mr.
Jones was accosted on Dover street, Boston, by
a stranger who said that he was short of funds
and wanted to know if Jones was interested in
obtaining a $150 watch for $25. The stranger
produced a pawn ticket which was issued by an
establishment in Boston and read that a watch
had been pawned on November 8 and that $20
had been received in exchange.
"I need money bad" said the man "and if you

give me $5 for the ticket I will go with you to the
pawn shop where you can redeem the watch for $20.
The proposition seemed fair enough to Jones

so he accompanied the man to the shop. The
pawnbroker didn't even remember the stranger
at first, but a moment later when the ticket was
presented he remembered well.
"I was hoping you wouldn't show up " the man

behind added, "I wanted that watch. It is a
beauty."

Brilliant and shining the watch, as Jones saw
it, looked good. He quickly paid the $20 a few
cents interest and hurried with the stranger from
the shop. Outside he gave the stranger $5 and
departed hurriedly.
By the merest chance on his way home he ran

into a friend of his in the jewelry trade and showed
him the watch. The expert eye showed that the
bargain in round cash figures was worth in the
wholesale trade at $3.35. Mr. Jones made his way
back to the pawnshop. A new man was on and
he was told to come in at 5 o'clock. He returned
and the first man was very much surprised when
the watch was shown him. "Never had a watch
like it in the place," said the pawnbroker. Then
he figured it out that the man who came in with
Jones might have done some funny work. The
pawnbroker was very sorry and Jones repeated the
affair to an officer.

Mayor of Cincinnati
Closes Jewelry Auction Houses

Fight Begun Last February Still Continued—
Mayor Makes Personal Investigation

Cincinnati, Ohio, December 2.—On instructions
from Mayor Hunt, Safety Director Cash ordered
Police Chief Copelan Saturday to close up the
auction jewelry stores operated by Max J. Green-
wald at 26 East Fifth street, and Sam Petrovitsky,
at 156 West Fifth. The auditor will revoke such
licenses as cover the two. Among other things,
Mayor's Detective Kratz reported that, in Green-
wald's place he had found that three auctioneers
were employed, who worked alternately. The
same conditions, he said, are true of Petrovitsky's
place. He reported having made a canvass of
the respective neighborhoods of the two stores,
and found that they were considered harmful to
their business.
One of the complaints recently made to the

safety director was from a widow who had traded
a good diamond ring and a cash bonus for a setting
that was represented to be a much better one.
The first attempt to stop the auction jewelry

business was initiated last February by Assistant
City Auditor R. E. Mullane. At that time he
revoked the licenses of Greenwald and M. J.
Daniels, who was then running the place now occu-
pied by Petrovitsky.
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Army of Jewelry Buyers
Exceeds All Past Records

Providence Now the Buying as Well as the
Manufacturing Center—Influx of Buyers from
All Parts of the Country—Manufacturers
Make Attractive Displays

Providence, R. I., December 14.—Ever since the
month of December opened, Providence jewelry
circles have viewed what is probably the greatest
influx of jewelry buyers ever recorded in this trade
center, and more articles of jewelry of all grades
have passed from one concern to another than
anywhere else in the United States during the
same period.

Until a few years ago New York was the big
Holiday jewelry center but during the last fort-
night both New York and Chicago have been
forced to take second rank to Providence as the
country's greatest jewelry mart. Except for the
comparative spaciousness of the hotels here,
the older buyers have been reminded of the old
days when the Astor in New York was the Mecca
of jobbers and wholesalers.

Providence, however, gained the ascendancy
as a meeting-place for buyers and manufacturers
a few years ago and where formerly only a few
stray representatives of outside houses journeyed
hither to make their selections of goods, the closing
month of December in the last few years has been
characterized by an inrush of buyers from the
biggest houses in the country. This year saw the
greatest number thus far and while figures are,
of course, not obtainable as to the volume of trad-
ing which was done, it is safe to say that orders
were placed which will ensure the manufacturers
here and in the Attleboros and vicinity with
business for some weeks to come.
For several weeks previously the manufacturers

had been busy preparing for the visit of the buyers
and had been securing accommodations here for
the most advantageous facilities possible for the
display of their goods in show-rooms in various
hotels, chiefly the Crown, where the visitors had
also engaged rooms.
The meeting of buyers and manufacturers here

is the result of years' experience and is esteemed
both by the buyers and the manufacturing houses
as the best method for preparing for the new year's
business. The practice of displaying wares near
the factories of New England's great jewelry
center, instead of having the jobbers and others
go to the bigger cities to see what the designers
have made for the coming season, has proved of
benefit to all concerned. Not only has the manu-
facturer found it by far the better way to make a
showing of his stock, but the visitors have found it
an improvement over the old way of looking about
the bigger centers.
The two principal Providence hotels, the Crown

and the Narragansett, are and for the first two
weeks of the month have been the centers of the
jewelry trading. Rooms had been engaged for
weeks ahead by both the visitors and the manu-
facturing houses.
At the Crown Hotel, where the greater number

of the manufacturers have their headquarters,
the following firms have rooms which have been
the objective of the nation's best known jewelry
buyers:
The Attleboro Manufacturing Company, of

Attleboro; the Baer & Wilde Company, Attleboro;
J. Solinger & Co., Providence; M. F. Williams
& Co., Providence; Freeman & Daughaday,
Chartley, Mass.; Horton, Angell & Co., Attleboro;
M. W. Carr & Co., West Somerville, Mass.;
Yale Novelty Company, Leominster, Mass.;
Moore Brothers, Attleboro; Moore Manufacturing
Company, Attleboro; Art Rhine Stone Company,
New York; Pacific Novelty Company, New York;
The Inlaid Company, Inc., Providence; Young
Brothers, Providence; Whiting & Davis, North
Attleboro; F. H. Sadler & Co., Attleboro; Sadler,
Brothers, South Attleboro; Columbia Jewelry
Company; North Cambridge, Mass.; Rueckert
Manufacturing Company, Providence; C. A.
Gilchrist & Co., Boston; S. & B. Lederer Com-
pany, Providence; F. M. & J. L. Cobb, Mansfield,
Mass.; T. I. Smith Company, North Attleboro;
C. 0. Sweet & Son Company, Attleboro; Cam-
bridge Novelty Company, Cambridge, Mass.;
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K. Manufacturing Company, Providence; Joseph
Friedman Company, New York; E. A. Anthony
& Co., Attleboro; V. E. Black & Co., Providence;
Standard Button Company, Attleboro; Crown
Art Novelty Company, New York; George L.
Vose Manufacturing Company, Providence; The
White Jewelry Company, Attleboro; Whiting
Chain Company, Plainville, Mass.; Rothschild
& Levy, Providence; Steiner Manufacturing Corn-
pany, Providence; E. D. Gilmore & Co., Attle-
boro; Tenney & Porter, Leominster, Mass.;
C. H. Allen & Co., Attleboro; William H. Luther
& Son, Providence.

Representatives of jewelry houses from various
sections of the country are among the buyers who
have been or are examining the stock which is
exhibited: A. Kunstadter, of Kunstadter Brothers,
Chicago; S. Block, of Kohl & Block, Columbus,
Ohio; F. L. Felsenthal, of Felsenthal Brothers &
Co., Chicago; Mr. & Mrs. Nussbaum, of Nuss-
baum-Grossman Company, Cleveland, Ohio; H.
Weinrich, of Weinrich Brothers Company, Phila-
delphia; R. Eiseman, of M. A. Eiseman & Brother,
Chicago; Mr. Sattler, of Sattler, Richter & Co.,
Chicago; Messrs. Waxman & Kaufman, of the
R. W. K. Company, Chicago; Mr. Hahn, of Lipp-
man, Spier & Hahn, New York; P. Davies, of
Buter Brothers, New York; Philip Stern, of New
York City; J. M. Oppenheimer, of M. J. Oppen-
heimer & Sons, Baltimore; Mr. Rothschild, of the
American Comb & Novelty Company, Chicago;
Oscar F. Uhl, of Furstenwerth-Uhl Jewelry Com-
pany, St. Louis; H. J. Friedman, of the F. & M.
Jewelry Company, Indianapolis; Max Stone, of
Stone & Co., Chicago; J. Weinman, of Weinman
& Co., Philadelphia; Messrs. Reinburg and Dael-
ling, S. A. Rider Jewelry Company, St. Louis;
H. Pichel, of Samstag & Hilder Brothers, New
York; Mr. Seligman, of the H. Seligman Novelty
Company, St. Louis; L. Stern and E. M. Stern,
of S. M. Stern & Co., Philadelphia; Joseph Wein-
man, of the Enterprise Novelty Company, Phila-
delphia; M. L. Billstein & Nathan Klopper, of
the Billstein-Klopper Company, Cleveland, Ohio;
Mr. Pudan, of F. M. Pudan & Co., Springfield,
Mass.; Mr. Bendheim, of M. Arnstein & Co.,
New York; E. Pollock, of Pollock, Struck & Co.,
St. Louis; B. H. Danks, of F. W. Woolworth &
Co., Inc., New York; Mr. Francis, of Sibley,
Lindsay & Carr Company, Rochester; Mr. Lauter,
of Lauter, Karsky & Co., San Francisco; A. L.
Stone, of Stone Brothers, Chicago; J. Floersheim,
of J. Floersheim Company, Chicago; Paul Paris,
of Cohn & Rosenberger, New York; E. Stern, of
Sanger Brothers, Dallas, Texas; Louis Kabaker,
of K. Landau Company, of Chicago; Mr. Kaskall,
of Wiener Brothers, Chicago; J. R. Goldsmith, of
M. Herman & Goldsmith, of Chicago; Mr. Hirsch,
of Bernard Hirsch & Co., San Francisco; Ben
Wolfe, of D. Marx & Sons Company, St. Paul,
Minn.; Mr. Morris, of Morris, Mann & Reilly, of
Chicago; Monroe Kahn, of F. Lewald & Co.,
Chicago; Hugo Manoville, of Adler, Cohn & Co.,
New York; Joseph Mayer, of A. Steinhardt &
Brother, New York; Mr. Mann, of Mann Broth-
ers, Albany; Mr. Wolfson, of N. W. Wolfson, of
New York; Mr. Ganz, of F. & R. Lazarus Com-
pany, Columbus, Ohio; Mr. Goldstein, of L.
Davidsburg & Son, New York; Mr. Jacobs, of
Jacobs & Lesch, Chicago; S. M. Magid, of the
S. M. Magid Company, Boston; S. Sampson &
H. Cohen, of J. Sampson & Son, New York;
B. S. Rothchild, of Worms and Loeb, New York;
John S. Dabdoub, of H. Dabdoub & Son, New
York; B. L. Solomon, of Guthman, Solomon & Co.,
New York; 0. H. T. and C. I. Goldsmith, of
Goldsmith Brothers, Cleveland; E. E. Kahn, of
Ritter, Kahn & Co., Philadelphia.

The buyers who will visit Providence during the
last two weeks of the month of December during
which much of the higher grade of jewelry will be
viewed by the representatives of outside jobbing
houses, in addition to those who were reported
here during the earlier portion of the month,
include I. Grohs, of the I. Grohs JewelryCompany,
of Indianapolis; Oscar Kind, of S. Kind & Sons,
Philadelphia; S. Schweizer, of S. Schweizer &
Co., Philadelphia; E. E. Pfersich, of A. L.
Pfersich & Co., Philadelphia; D. Mittenthal, of
the Mittenthal-Brin Novelty Company, Dallas,
Texas; Sol Cerf, of Sol Cerf & Co., Pittsburgh;
Mr. Meister, of the Pittsburgh Dry Goods Com-
pany, Pittsburgh; H. Cerf and M. M. Bonn, of
the M. Bonn Company, of Pittsburgh.

Aged Jeweler Attacked
by Store Robbers

Though Held Up and Battered the Jeweler Fought
Bravely and the Stock was Saved—The Robbers
Escaped

St. Louis, Mo., December 2.—Three armed men
entered the jewelry store of Edward H. Eagle,
3170 South Grand avenue, at 2.55 o'clock on the
afternoon of November 25 and attacked George
H. Wenner, forty-five years old, a clerk, beating
him over the head with the butt end of their
revolvers, inflicting seven dangerous scalp wounds.
Wenner gave battle and his calls for help fright-

ened away the trio before they were able to obtain
any of the valuables in the store.
Wenner's cries attracted pedestrians, who gave

chase to the robbers, but after a pursuit of about
six blocks through alleys and backyards, the
men escaped. Wenner did not lose consciousness,
but was injured so badly he was taken to his home.
At the time of the attack Wenner was alone in

the store, the proprietor being in the basement.
A man entered and asked to see a watch, Wenner
said. While Wenner was showing a gold hunting
case watch, two more men entered and walked
about half way through the room. Wenner paid
little attention to them, he said, and they edged
nearer to where he was showing the watch. Sud-
denly the first man drew a revolver from his
hip pocket and thrusting the muzzle close to Wen-
ner's face said: " Throw up your hands and keep
still."
At the same time the two men in front of the

show case rushed back of the counter, one of them
pinioning Wenner's arms behind him, the other
beating him over the head with some heavy
instrument.

After a few moments of hard fighting the three
men became frightened and fled from the store.
Wenner groped his way to the door and tried to
follow, but was too weak. A passerby gave chase,
although one of the men drew a revolver and
threatened him. Others joined in but the robbers
escaped.

Jewelry Trade School to be
Established in Cincinnati

Wholesale and Manufacturing Trade Give Assist-
ance to the Project—Plan to Raise Funds for
Endowment

Cincinnati, Ohio, December 9.—At a recent
meeting of the Cincinnati Wholesale Jewelers'
and Manufacturers' Association held in the dining
hall of the Ohio Mechanics Institute plans for the
establishment of the jewelers' and watchmakers'
school were brought very near consummation.
The meeting was addressed by President Schearer
of the institution who outlined the plan and its
possibilities.
A committee of the jewelers was named to inves-

tigate ways and means of raising the necessary
endowment and to determine the scope of the
school. The plan at present will call for the
endowing of the school by contributions from the
backers of the movement with additional financial
aid in the form of tuition charges.
The plan of operation will include the good

points of two systems in vogue in this city that
have already attracted wide attention—the con-
tinuation system and the co-operative system.
The former is being used with great success in
helping forward the shop workers who were forced
to leave school at an early age; while the latter at
the university—two weeks of school then two
weeks in the shop—is meeting with wonderful
success. So, at the proposed school, the apprentice
will receive a combination of the practical and
theoretical that will surely prove advantageous to
both the employe and the employer.



2592

MMMMMMMMMMMMMMMMMO MMNMMMMKOKIKSSM
EE M

M. WIRE!! .. .
i FOR DIAMONDS m
.. DON'T STOP TO WRITE!
i Send a telegram at our expense if you are in a hurry for goods. M

M
We are nearly rushed to death now, but will fill telegram orders theM EAhour that we receive them. We can fill your orders promptly forM M

M RADIAMOND RINGSM DIAMOND PENDANTS and K1DIAMOND MOUNTED JEWELRY
Y1 OF EVERY DESCRIPTION
g9 AND LOOSE DIAMONDSK1 NN
M 

Our stones are Blue Wesseltons and Blue Jaegers, perfect and M
M slightly imperfect in sizes from 1/1 to 3 carats. We have some Mup to 6 carats.
M M
M 

CROS AIDE 
M

23 MN LANEM M
NEW YORK CITY M

M M
MMMOAMMMMMMMMMMMM

MMMMMMMMMMMKIMMMMMMMEMMMMMMMMMMMM
Eg

4. r0-0 i4-0;t0,,•—•• jp..
•Av.Atosso

"ca

If you want quick service
and goods with the least
possible delay send to

HENRY FREUND 0 BRO.
Phone, 6202 Cortlandt 71 Nassau Street, NEW YORK

Diamonds, Watches, Jewelry
Fraternal goods of all kinds a specialty

December 15, 1912 THE KEYSTONE

Will of the Late T. Zurbrugg

Remembers Faithful Employes and Provides for
New Hospital for Riverside, N. J.—Bequests
Amount to Over a Million Dollars

Riverside, N. J., December 6.—The will of
Theophilus Zurbrugg, former president of The
Keystone Watch Case Company, whose death
was announced in our last issue, was admitted
to probate in the Burlington County Surro-
gate's office on December 3. It makes bequests
amounting to over a million dollars.
Bequests of $500 each are made to the fol-

lowing: Louis F. Buehler, Benjamin Keebler,
Frank Schwartz, Edward Altorser, Herman
Ruetschi, Harry Bailey, Joseph Reitneier, John
Graham, all of Riverside; Harry Poth, Daniel
Gaul, James Lewin, Edward Goldsborough, all
of Delanco.

Other bequests are as follows: $33,334 to
Paul Victor, Arnold RItzchard, a nephew; $10,-
000 to John G. Mueller, brother-in-law, of River-
side; $5,000 to endow a free bed in the German
Hospital, Philadelphia; $5,000 to Burlington
County Hospital for general purposes; $10,000
to August J. Zurbrugg, brother, of Riverside;
$5,000 to Lionel J. Kane, of Beverly.
Samuel M. Hyneman, of Philadelphia, gets

200 shares of stock of The Keystone Watch
Case Company. The sum of $33,500 is placed
in trust for the benefit of August J. Zurbrugg,
brother. At his death the trust is to be continued
for the lawful issue of August.
The sum of $30,000 is placed in trust, the

income to be paid to Anna Barbara Zurbrugg,
mother of the deceased. At her death this trust
reverts to the residue of the estate. The will
states that the mother has heretofore been ade-
quately  provided for by the testator.
The sum of $66,500 is placed in trust, the

income to be paid to the lawful issue of August
J. Zurbrugg living at the time of the testator's
death. Upon the death of any child of August,
the proportionate part of the principal of this
fund is to be paid to such child's lawful issue,
if any; otherwise it is to be divided among the
surviving children.
A trust of $66,666 is provided, the income to be

paid to Johanna M. Ritzchard and Alice C.
Ritzchard, nieces. At the death of either of these
nieces one-half of the principal goes to their lawful
issue. If Johanna dies without issue her share
goes to her brother and sister.
The sum of $25,000 is placed in trust for the

benefit of Johann A. Ritzchard, brother-in-law.
At his death this fund goes to the residue.
A trust of $50,000 is provided for John C.

Mueller. If he dies with issue this principal
goes to them or their heirs. If he dies without
such heirs the principal goes to the residue.

The sum of $100,000 is placed in trust, the in-
come to be paid to Margaretta Elizabeth Rapp,
niece of Mrs. Zurbrugg. At her death the princi-
pal goes to her lawful issue; if no such issue the
amount goes to the residue.
The widow, Lizette Zurbrugg, receives $250,000,

and the homestead property at Riverside, both
absolutely. The handsome residence at Delanco,
with contents, are bequeathed to the widow
during her lifetime. At her death this property is
given to Margarette E. Rapp. Mrs. Zurbrugg,
in addition to the above, receives the income from
a trust fund of $260,000 created in her favor
during her lifetime. After her death this trust
fund will revert to the hospital fund hereafter
referred to.
The sum of $260,000 is placed in trust for a

hospital, at Riverside, to be erected and equipped
at a cost of about $100,000. After such expendi-
ture the balance of the fund is to be invested for
an endowment for this hospital. The trustees
named for this trust are the widow, Lizette Zur-
brugg; brother, August J.; brother-in-law, John
G. Mueller; Dr. A. H. Small and Eckard P.
Budd, or their survivors, who have authority to
fill vacancies in the board.
There were also a number of separate bequests

which were arranged for with and are to be
distributed through Mrs. Zurbrugg.

If there is any residue after the above bequests
are paid, it goes to the hospital endowment fund.

Upon the termination of the trusts created in the
will the principal is to be paid to the trustees of the
hospital.
The executors are directed to aid in continuing

the business of the Keystone Watch Case Company
as a large part of the estate consists of the capital
stock of that company.
Any beneficiaries who contest the will shall

not receive their bequests, and any fund derived
from such action shall be paid to the trustees of
hospital.
The executors and trustees are the widow.

Girard Trust Company of Philadelphia, and
Charles H. Hulburd, of Chicago.
At a meeting of the employes of the The Key-

stone Watch Case Company, Riverside, N. J.,
held November 22, 1912, the following resolutions
were unanimously adopted:
WHEREAS, It has pleased the Almighty God

in His infinite wisdom to remove from our midst
our esteemed friend and employer, Mr. Theophilus
Zurbrugg, who departed this life November 20,
1912, and
WHEREAS, The employes of this company feel

a deep sense of the loss which we have suffered
from the decease of so valuable a friend and ad-
viser, whom we respected from his ability and his
character. We honored him as our leader who
at all times was our friend. We loved him for his
comradeship, sympathy and kindness.

Therefore Be It Resolved, That we extend our
heartfelt sympathy to the bereaved family, realiz-
ing how empty and inadequate any words of ours
must seem at a time of such overwhelming grief
and
Be It Further Resolved, That a copy of these

resolutions be suitably engrossed and presented
to the family of the deceased.

New Plan of Smuggling Gems

Diamonds Concealed in Fourth Class Mail Matter
for Foreign Ports—Fake Publishing Houses
in Scheme.

New York, December 2.—The custom authori-
ties are acting on reports of a widespread smuggling
scheme that is said to have been in operation for
more than a year by ordering a thorough search
of the fourth-class mail matter arriving here from
foreign ports.

Investigation of the reports through several
sources by the New York Press disclosed the fact
that there is in existence a combination of men
many of them in business down town, who have
been systematically using an ingenious method
for smuggling into the country gems, cut and un-
cut, set and unset, valuable laces and other small
articles on which there is a high duty.

All of these have come into this country hidden
in copies of foreign newspapers in small label
wrappers. So expert have those who send the
goods become that it is impossible to ascertain
without opening the papers that there are articles
of merchandise inside the packages.
From one man, who admits he at one time was

in the combination, but gave up the business at
the urgent request of his wife, it was learned that
one firm of jewelers, said to be in business in
Malden lane, has been thus receiving from one to
three stones every week for more than a year, the
papers which contain them being sent to an address
in the Bronx.

This same man said that several of the smug-
glers work through a "fake" publishing concern.
As it is customary for newspapers, other periodi-
cals and publishing houses to receive large numbers
of foreign papers, it was argued that in case of any
suspicion the papers so addressed would be the
last on which any suspicion would rest.
That it is true that there are dutiable articles

received here wrapped in newspapers was vouched
for by another man, who said he had witnessed the
unwrapping of a bundle of three copies of the
London Times received by a jewelry firm in which
was a diamond necklace set in platinum, which was
valued in Europe at $8,000.
He said he also had seen many gems from India

come to this firm in the same way. Many smug-
gled articles, it is said, come from Delhi and an-
other Indian city in which English papers are
printed.
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Hartford, Conn., Jewelry Firm
to Retire from Business

A Successful Business Career of Forty-five Years
to Come to an End Next Spring—Head of Firm
a Veteran of the Civil War

Hartford, Conn., December 8.—One of the larg-
est jewelry houses in this city will cease to exist
before next Spring by the retirement from busi-
ness of C. H. Case & Co., of 851 Main street.
Colonel Clayton H. Case, the senior member of
the firm, has been in the jewelry business in this
city for almost forty-five years and 1 ortimer H.
Miller, the junior member of the firm, has been in
company with Colonel Case since 1889.

Colonel Case feels that he has been in business,
long enough to merit a rest from business cares.
Mr. Miller on the advice of his physician finds it
necessary to give up business. Both men regret
as a matter of sentiment to end a business in
which they have established friendly relations with
many families in this city and in the state. In the
long period of years they have become acquainted
with the children of their early customers and main-
tained the family trade with the store.

Colonel Case opened his first jewelry store on
Main street opposite the Sigourney house. After
three years he moved to a large store in the old
Catlin building on Asylum street, where he re-
mained nine years, until in 1880 he moved to
the present site in the Hills block, 851 Main
street. He was alone in business until 1889 when
he took Mr. Miller into partnership with him.

Colonel Case was born in Hartland and spent
most of his early years in that town. He attended
Williston seminary at Easthampton, Mass. When
the Civil War began he enlisted in the tenth
regiment, Connecticut volunteers. He served
through the war and then in the fourteenth
regiment of the regular army, seeing two years of
active service in Arizona and other western
territories. On his retirement from the army he
came to Hartford and opened his first store. Col-
onel Case is a member of Robert 0. Tyler post,
G. A. R., the Army and Navy Club of Connecticut,
the Roanoke association of New York, and served
for eight years as a non-commissioned officer on
the colonel's staff in the first regiment, C. N. G.
He was a colonel on the staff of Governor Lorrin A.
Cooke. He is a member of Washington corn-
mandery, K. T., a thirty-second degree mason, a
member of Sphinx temple of the Mystic Shrine,
Crescent Lodge, K. of P., and Charter Oak Lodge,
I. 0. 0. F. Colonel Case has spent much time in
travel and recently made a trip around the world.
Mr. Miller was born in Brooklyn and came to

Hartford as a young man to learn the jewelry
business. He was with J. G. Griswold at the
store now known as 809 Main street. He re-
mained there until he entered into partnership
with. Mr. Case.

Auctioneer's License Ordinance
Declared Unconstitutional

Youngstown, Ohio, December 3.—The city
ordinance requiring the payment of $10 a day for
a license by transient dealers, is unconstitutional,
according to a ruling by Judge W. P. Barnum in
common pleas court. The decision was given in
the habeas corpus proceedings over the arrest
of A. T. Gorman, a jewelry auctioneer. The court
ordered Gorman's release on the ground that the
law was unreasonable. The case will go higher.
The law was passed, it was said at the time,

to discourage auctioneers from coming to the city.
for a few days and selling small articles on street
corners and in doorways of vacant stores. Gorman
was arrested twice by the police for failing to take
out a license under this law and set up as a defense
that he intended to remain in the city for some
time, perhaps permanently.
There was some question whether the ordinance

would apply in such a case and it was agreed that
he should plead guilty and take the case from police
court to common pleas. Gorman was released on
his own recognizance, but was technically under
arrest. The court's order carried with it the allow-
ance of the writ of habeas corpus and ordered
Gorman's release.



2594

%
%

1 MANUFACTURERS I
I II YOU CAN BUY %
I %%%%
%% I
% T H E

%
%
% BEST MADE

1
%

% SINGLE SOLDERED %% %

1 Cable and Curb Chains 1
%%

% %%
% APA %
% %

I LOWERPRICE

%%
%%

THAN i

%
% Anywhere Else I
%

%
%
%
% FROM

1

%

I F. Speidel Co., Providence, R. I•
I

December 15, 1912 Ti-JR

THE KEYSTONE 
Volume 34 December 15, 1912 Number 12

A semi-monthly journal published on the 1st and
15th of each month, devoted to the interests of
the Watch, Jewelry and Kindred Trades. The
purpose and policy of this journal are the pro-
tection and promotion of all trade interests. A
rigid censorship assures the reliability and worth
of all reading matter, and the exclusion .of all
that is not trustworthy or relevant. We decline
to insert advertisements that are unreliable, or
misleading in representation, defamatory in state-
ment or detrimeqtal to the welfare of the trade.

Subscription—One Dollar per year, postpaid, to all
parts of the United States, Hawaii, Porto Rico,
Philippines, Guam, U. S. Island of Samoa, Cuba
and Mexico ; single copies, regular issues, 10 cents;
special issues, 25 cents. To Canada, $2.00 per year.
To Foreign countries, $3.66 (15 shillings) per year;
single copies, 25 cents (1 shilling).

Payment for "The Keystone," when sent by mail,
should be made by Postollice Money Order, Bank
Check or Draft, or Express Money Order. When
neither of these can be procured, send the money in
a Registered Letter. All remittances should be
made payable to The Keystone Publishing Com-
pany.

Change of Address—Subscribers desiring their ad-
dress changed should give the old as well as
the new address.

Advertisements—Advertising rates furnished on ap-
plication. Copy for Advertisements must reach
us by the 23d of each month to insure Insertion
in the issue of the 1st of the following month,
and by the 8th of the month for insertion in the

Issue of the 15th of the same month.

Address all communications to

THE KEYSTONE PUBLISHING COMPANY

NEW YORK

1102 JEWELERS' BLDG

PROVIDENCE. R I.

924 HOWARD BLDG.

CHICAGO

1201 HEYWORTH BLDG.

Lock Box 1424
512 Race Street

Philadelphia Pa.

LONDON STEVENAGE HOUSE

40.44 HOLBORN VIADUCT. E C

Valuable New Features in
Our Technical Department

We wish to inform the trade that begin-
ning with our issue of January 1, 1913, our

Technical Department will assume a new

dress and will be enriched by original
contributions by experts in their several

lines. One of the new features will be the

first installment of a serial on watch work

in its more difficult phases. The author of

this serial has made an enviable record

in this line in our largest watch factories,

and a number of original illustrations add

to the educational value of his very

practical contribution.

Another new feature by an equally
competent author will be wider in scope,

and cover in a most instructive way the
matter of tools in their latest and most
improved form, workshop methods, etc.
The first installment will deal with an
improvement in watchmakers' lathes
which will interest not only every reader,

but also every lathe manufacturer. Other
equally original and valuable ideas will

follow in rapid succession in subsequent
installments.

We apprise our readers of these new
features thus early in order that those
whose subscriptions may lapse with the
present year may renew promptly so as

not to miss the first installments of these
valuable articles.

KEYSTONE

Precious Stone Importations
Exceed Forty Million Dollars

The activity in the gem market for

several years past, in face of rather un-

favorable business conditions, has been
an unexplained anomaly. The demand
called for enormous importations of these
goods, while watches and other less expen-
sive lines moved slowly. It is no surprise,

therefore, to learn through the jewelry
examiner at the appraisers' stores in New
York that the total importations of prec-
ious stones and pearls for the year now
ending will be the largest on record with a
single exception. The November ship-
ments of gems at the port of New York,
to which 95 per cent of all the gem imports
are consigned, reached the large figure of
$3,415,529. Of this amount the cut gems,
mostly diamonds and pearls, totaled
$2,543,144, while the uncut gems are
valued at $872,385. These figures swell
the total value of gems received thus far
this year to more than $38,000,000, and
Maiden Lane importers predicted that
the December shipments would make a
grand total of about $41,000,000. This
surpasses all past records with the excep-
tion of the year 1906 when the imports
reached the enormous total of $43,573,488.

During the year the best month for the
importation of gems was July, when the
total receipts reached $5,547,116. In
every other month, with the exceptions of
February and March, more than $3,000-
000 worth of diamonds, pearls and other
precious stones were recorded at the Ap-
praiser's Stores. During October the
gems were valued at $3,998,545, and in
September at $3,850,386. June was the
next biggest month, with a total of $3,842,-
491.

Sterling Silver Flatware
and the Jewelry Trade

In the recent past there has been con-
siderable dissatisfaction among the trade
in the matter of silverware, especially
sterling flatware, the profits on which were
unsatisfactory and an insufficient induce-
ment to devote to this branch of their
business the time and exploitation which
its importance would seem to merit.
There is no more desirable class of custom
than the purchasers of sterling silverware
who comprize the highest grade patronage
available to the jeweler, and it is in truth
anomalous that where the greatest profits
would naturally be expected the least
prevailed. Considerable progress was
made during the past year in making the
silverware situation more satisfactory, and
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the conditions are such at the present
time as to merit the immediate and

interested attention of every member of

the trade. In a circular letter issued to

the jewelers of Wisconsin by the secretary
of the state association, the improvement
in the sterling silverware situation is
accurately and forcefully stated as fol-

lows:

There have been two considerable advances in
the price of sterling flatware this year, aggregating
not less than 15 per cent. The question of the
retail selling price on sterling flatware has been
agitated so much on account of its being sold at no
profit, that when an opportunity comes to us to
grasp a real profit without any effort we should be
quick to seize upon it.

Don't let the Holiday rush find you with your
sterling silver flatware marked at the prices
prevailing last Spring. Write at once to the manu-
facturers of the patterns you handle, get their
latest price lists and go over all the silver you have
in stock. Mark your silver according to the pres-
ent value and fix your retail prices accordingly.

Remember the years when silver used to drop in
price about every twelve months regularly. You
took the losses right along and grinned and bore it.

Now that silver is on the upturn it is your right
and duty to get all out of it that you are entitled to.
You know that at the best there is so little money
made on sterling that it is a shame to mention it;
so don't lose this chance of getting a little profit.

Supposing that you have on hand $100 worth of
sterling flatware bought before the first rise this
year, and that you are selling sterling on the 50
per cent basis. This silver would-bring you only
$150 unless you have re-marked it according to
the new prices. Today this silver would cost you
fully $115 and should bring you $172.50. You
may have several hundred dollars worth bought
before the advances; if so, just a little figuring
will tell you how much how stand to lose unless
you get busy and re-mark your silver. This is
your chance to get some pay for the engraving you
have to put on it.

In the above, Secretary Anderson states
the situation clearly, and points out an
opportunity of which every jeweler should
take immediate advantage. It is expected
during the coming year that the conditions
will become still more satisfactory, and
the prospective harvest justifies united
action to this end both by the retail, whole-
sale and manufacturing trade.

Anti-Auction House Crusade
Shows Need of Legislation

The approach of the Holiday season,
this year as heretofore, was signalized
by the opening of jewelry auction houses

in many cities. The local trade who, we

are gratified to observe, are becoming

more aggressive in the protection of their

interests, promptly took such steps as
they could to suppress the nuisance. Not
all of these efforts were successful, chiefly
because the auction people took advantage

of every legal technicality in their favor.

In Elmira, N. Y., the matter was taken

into the courts with what results we are

unaware at this writing. In Northampton,
Mass., the matter was taken before the
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Board of Aldermen, where it was debated
with much warmth, but with a result not
quite satisfactory to the jewelry trade.
In Youngstown, Ohio, a judge of the com-
mon pleas court declared unconstitutional
the city ordinance imposing on transient
dealers a ten dollar a day license, the
ordinance being passed with the purposes
of discouraging auctioneers from coming
to the city for a few days during the busy
seasons. The judge's decision was based
on the ground that the law was unreason-
able. The city gave notice of appeal to the
Circuit Court and the legal battle will be
fought to the finish. In Cincinnati where
the campaign to suppress the auction
jewelry business was inaugurated last
February the mayor of the city recently
ordered the chief of police to close up
two auction stores, revoking the licenses
in both cases. The mayor reported having
made a canvas of the neighborhoods of
the two stores, and found that they were
considered harmful to the business of the
merchants in their vicinity.

Considering the results so far of the
anti-auction campaign it would seem that
the law in the case is unsatisfactory. In
order that the trade may achieve the re-
sults expected amended ordinances and
laws legislation would seem to be impera-
tive. The auction people have learned
from experience in the courts that a clever
lawyer can turn to account favoring
technicalities, and this has made these
transients defiant and audacious. As

Proposed Amendments
to National Stamping Law

It has been our pleasing duty on several
occasions to extend congratulations to the
National Jewelers' Board of Trade for
the successful prosecution of cases insti-
tuted under the gold stamping law of
New York state. The success of the board
in these instances proved conclusively the
efficacy of the state law, but we have no
such proof up to this time that the national
stamping law is equally efficacious. While
very carefully drawn, it has been realized
during the several years interval since its
passage that prosecutions under its pro-
visions would be a matter of considerable
difficulty with doubtful result. With the
recognized short-comings of the law in
mind, the members of the United States
stamping law committee, working in con-
junction with the Good and Welfare
committee of the National Jewelers'
Board of Trade, has taken the initiative
in . a movement to have amended the
national law as to facilitate prosecutions
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and make more certain of successful re-
sults. The weakness of the original law
lies particularly in the solid gold clause,
and council for the stamping law commit-
tee after careful study has suggested that
the phraselogy of the solid gold section be
changed as follows:

That no article of merchandise made in whole
or in part of gold or any of its alloys, so imported
into or exported from the United States, or so
. deposited in the United States mail for transmis-
sion, or so delivered to any common carrier, or
so transported or caused to be transported as
specified in the first section of this act, shall have
stamped, branded, engraved or otherwise marked
upon it, or upon any tag, card or label attached
thereto, or upon any package or wrapper in which
said article is incased or enclosed, the word or
words "gold," "pure gold," or "solid gold," un-
less said word or words are accompanied by a mark
or by other words clearly stating the degree of
karat fineness of gold of which said article is corn-
posed; Provided, That the actual fineness of such
gold or alloy shall be the same as required by Sec-
tion 2 of this act; Provided further, That the
tests for the ascertainment of the fineness of any
article mentioned in this section shall be the same
in all respects as the tests required by the pro-
visions of Section 2 of this act.

Comparison with the original section
shows no material change, to the lay
reader, but those who are deeply conversed
in the intricacies of the law regard the
changes as both important and essential.
Although the national law has been very
much of the dead letter since its passage
in 1906, it has had an excellent moral
effect, and the renewed publicity which the
proposed amending of the law will entail,
whatever the result, will also have a most
beneficial influence. The tendency of the
business world today is strongly in the
direction of honesty, and reforms with
this purpose in view is assured much more
careful and favorable consideration than
in former years. With public feeling as
it is at present, those who would be dis-
posed to oppose such reforms realize the
danger of placing this on record.

Profits and Expense in the Jewelry Trade
During the year now drawing to a close,

we devoted special attention in our col-
umns to the matter of proper account
keeping by the retail trade. The retail
dealers in the past have been considerably
handicapped in the competitive struggle
by the lack of proper systems of book-
keeping and by slipshod ideas in the mat-
ter of calculating profits, selling prices,
expenses, etc. In recent years, these
matters have been taken up for considera-
tion by the business world with unre-
strained enthusiasm, and the result has
been a clouding of the question to some
extent by a superfluity of mathematics
and by unnecessary intricacy in calcula-
tions. A majority of our readers doubtless

have gleaned from the maze of figures,
the information which suited their own
particular purposes, but every branch of
business is a law unto itself to some extent,
and with this thought in mind we deemed
it advisable to furnish our readers with a
few articles on the subject by one who is a
recognized authority on the jewelry busi-
ness, and who would treat the matter
strictly from the point of view of the
jeweler's interest. On page 2513 of
our last issue and on pages 2599 and 2603
of this issue is published such an article,
and we direct the attention of all our
readers to the exposition of the subject
found therein. This contribution will,
believe, considerably simplify the subject
for the jewelers as well as place it in a
more attractive and beneficial light.
Every merchant of today must keep

in mind that we live in an age of the most
strenuous competition, and success makes
imperative a modern system of accounting
and such systematization as will entirely
eliminate waste and achieve maximum
results. The new parcels-post law will
undoubtedly intensify this competition,
and it is more necessary than ever, begin-
ning with the new year, that the trade
should inaugurate in every department
of their business the latest and most
approved merchandising methods.

Annual Index to The Keystone
As is our custom we have had com-

piled and have inserted immediately pre-
ceeding the back cover of this issue a
complete index to the contents of Volume
XXXIII of THE KEYSTONE, embracing
the 24 issues of 1912. In directing
the attention of our readers to this index
we wish to be especially emphatic on this
occasion by reason of the voluminous in-
crease in our correspondence, which means
greatly increased labor and expense in an-
swering questions from subscribers both
through our columns and by personal corn-
munications. As the trade have gradually
taken on the character of merchant in
addition to that of mechanic the scope
of these questions have become greatly
widened, the answers in some cases entail-
ing the advice of a lawyer, an architect or
other expert in the matter to which the
questions relate.

Despite the labor and expense entailed,
however, we welcome all such queries, as
it evidences the greater interest of the
trade in our journal, their eagerness for
knowledge in all branches of their busi-
ness and their confidence in our capa-
bility to serve them.
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its combination of grace, beauty and

simplicity has made an instantaneous suc-
cess with dealers ; every part of the
country.
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Rockford Silverware is sold to the
retail jeweler exclusively and thousands
of dealers 60w what h means to buy
silverware like the Hawthorne pattern
that possesses greater wearing qualities
than other brands and carries with it a
protection from annoying competition.

ROCKFORD SILVER PLATE Co

Gross Profits versus Operating Expenses

An Enlightening Analysis of Business Principles with Special Reference to the
Jewelry Trade

Written exclusively for THE KEYSTONE by B. F. COFFIN, Organization Engineer
(Continued from December 1 issue of The Keystone)

This volume of business should never
be lost sight of, for it has much to do with
net income. Merchants are inclined to
permit considerable business to drift away
from them, by confining their buying to
merchandise yielding large percentages of
profit. They should not refuse to buy
more salable lines because they yield a
lesser per cent of profit. This affects
net income, and is one of the reasons
why merchants do not realize a greater
amount of business. It is the cause of the
majority of merchants being excessively
overstocked in artware, china, glassware,
cheap novelties and jewelry. This is why
every jeweler is overstocked in fancy dia-
mond brooches, cluster and fancy rings,
for these combinations being showy and
concealing values permit of large profits,
and are purchased with no consideration
of possible output.

It is the temptations of big profits which
cause many merchants lose sight of the
indirect return coming to a business,
through the sales of goods for which there
is a large demand, and upon which there
is keen competition.
The enormous demand for silverware,

and the keen competition between mer-
chants to secure this business, is a natural
result for it being sold at close margins of
profit.
The successful merchant sees through

the selling of silverware a continuous
demand for his goods, during every month
of the year. He sees the indirect return
in many ways, aside from the continuous
returns of the satisfied customer to buy
his other kinds of merchandise.

Business Fallacies

The majority of merchants will tell
you, that the size of their establishment,
and the number of help they employ, is
sufficiently capable of handling a greater
amount of business than they receive.
If your institution is large enough to
care for more business than you acquire,
then it is a fact, when you refuse to
build sales through popular and com-
mercial lines, although the profit be small,
your net income is affected.
Some merchants believe that if they

can influence customers away from buying
silverware, selling other merchandise yield-
ing larger percentages of profit, they are
serving their best interests. A growing
and properly managed business, will show
25 per cent of the gross merchandise sales,
to be silverware. If you discourage the
selling in this department, influencing
to buy from other lines of unsimilar kind,
you are not building business. Today's
sales must be a building of tomorrow's
business. Interesting a customer in a

flatware pattern, a dinner service, or
articles in toiletware, is building tomor-
row's business, for they soon return to
purchase additional pieces in these pat-
terns.
I refer to this department, because

many merchants do not appreciate its
value to the business, it is further clearly
illustrative of the fact, that the volume
of business has much to do with net
income.
To secure the volume of business,

merchants should give consideration to
selling ratios, of their various departments.
Acquainting themselves with the amount
of business which should be derived from
each department, in proportion to the
total amount of sales. Too much should
not be expected of a department, neither
should a department be condemned until
given a fair chance. Do not be unfair to
yourself and business, by carrying stock
in departments and lines out of proportion
to the selling, carrying excess stocks
where the selling is small, and insufficient
amounts in lines for which there are
greater demands. Do not expend as
much money in advertising watches as
silverware, for your silverware department
is entitled to five times as much of your
advertising appropriation as watches, and
your diamonds seven times as much.
Acquaint yourself with the possible selling
in each of the departments of your busi-
ness, and establish your investments in
proportion to output, thereby working to
increased selling and turnovers on invest-
ments.

Operating expenses has much to do
with net income. If as much activity and
interest had been given to the question
of efficiency in operating, as to the agita-
tion and discussion of increased gross
profits, we would be nearer to an ideal
condition of merchandising. We would
find merchants operating their business,
independent of the dictates of creditors.
An increased amount of business, for they
would know how to build business, and
know the channels through which profits
are dissipated. But the fever of gross
profits is upon you, and so you believe it
to be the cure for all your business
troubles. I know of concerns who have
been increasing their sales during the
past two years, and have taken every
advantage of the prevailing increased
profits. They continue to permit it to
slip through their fingers, giving little
thought to the question of efficiency in
operating, in fact inclined to increase
than reduce expenses. Their office and
selling waste, due to wrong organization
crying for relief.

Question of Waste

Mr. Edison said: "The time is coming
when every man who lays any claim to

business ability, will have to keep the
question of waste before him as con-
stantly, as he does those of credit, collec-
tion, buying and selling." It is the
wastefulness in commerce which is one of
our weakest spots. Prices are reaching their
highest limit, and future profits must be
made from savings, than from increased
expenditures for sales as heretofore.
Some men can earn a $1,000 a year,

build a home and save money, others
can earn $10,000 a year, and keep in
debt most of the time. An eminent singer,
who is reputed to be the best-gowned of
all opera singers, was recently asked, if it
were possible for a woman of the world
to dress on $1,000 a year. She replied:
"It may be possible, but what's the use?"
And so it is with the operating of a busi-
ness, you may believe these things pos-
sible, but are inclined to say: "What's
the use?"
Some merchants doing a business of

less than $200,000 a year, pay an annual
rental of $18,000, others selling an equal
amount pay $6,000. Some draw down,
and charge to expense of operating a
salary of $8,000 a year, on a business
selling but $75,000 annually, others ex-
ceeding this amount of selling content
themselves with a $4,000 salary. I have
found merchants complaining about small
profits, carrying a force of employes cost-
ing $15,000 a year in excess of their
business requirements.

Merchants complain about the high
cost of doing business, and include as part
of this expense, productive wages, such
as watchmakers, jewelry and clock re-
pairers, and optical wages, etc. These
disbursements should no more be included
as part of operating expenses, than the
including of a bill of merchandise. If a
mainspring costs you 12 cents, and you
pay your watchmaker 50 cents for putting
it in the watch, you make a gross profit
on a 62 cent purchase, and not on 12
cents worth of material, with a 50 cent
charge to operating expenses. When a
piece of merchandise is donated, given for
advertising or charity, it is wro 1g to
include it in sales, for it flushes sales, and
reduces per cent of gross profit. At times
customers prepay shipping expenses on
purchases, the express messenger is paid,
and the amount charged to operating
expenses. This is illustrative of a few of
the many things merchants do in their
daily business life.

An p.nalysis of a business is to acquaint
a merchant with true conditions, if he
does not truly analyze, he cannot expect
to be correctly guided, and has no just
reason for complaining about small gross
profits and large operating expenses.

Recognizing each institution as a reflec-
tion of an individual, being operated
according to a dominant thought, not
governed by correct principles and the
common laws of doing business, you
cannot expect a logical reasoning on oper-
ating expenses; and cannot expect a
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Gross Profits vs. Operating Expenses

(Continued from page 2599)

correct realization as to what it costs
the individual merchant to do business.
When merchants are willing to get

together, and agree on principles, correct
systems and methods of operating, there
will be a clearer understanding, as to the
amount of their gross profits, operating
expenses, and net income. Many will
say, this is not possible, for conditions in
their business are different from others.
Scientific common sense causes to under-
stand, that every individual case is differ-
ent in some particulars, but that in some
important particulars all cases are alike.
It is these important particulars which
are alike in every business and which
merchants do not agree upon, because
they are only willing to see according to
a dominant thought.
The majority of merchants are realizing

a 50 per cent or better gross profit on
their selling. This must be considered a
good and safe return, and with this per
cent in mind, will make deductions for
operating expenses.

Keep the Future Before You

The future success of every business is
dependable on the forseeing of the future.
A comparison with what has been done
today and some time past. The average
merchant is familiar with a general knowl-
edge of affairs, and can show some statisti-
cal records of what has been done in the
past. The most important question is
to find out correctly what amount in
dollars and cents of the past year's busi-
ness is gross profit. The method of proce-
dure is to take the inventory of a year
ago and add all purchases of the past
year, which must include not alone
merchandise, but all productive wages and
items which must be considered as a part
of the cost of merchandise. If a plain
loving cup is sold, with an additional
charge for gilding, the cost of gilding must
be added to the cost of cup, and this charge
considered as a merchandise purchase, in
like manner to all incidental items, which
might be inferred as expense, but upon
which a profit has been realized or included
as a part of the cost of goods. After
arriving at the total of the past year's
inventory and purchases, deduct from
this amount the present inventory, and
you have the cost of the past year's sales.
By subtracting this cost from gross sales
we have the past year's gross profit. By
dividing the gross profit by gross sales
we arrive at the gross per cent of profit
on the gross sales. I will establish this
per cent at 35, which we are all acquainted
with is a little better than 50 per cent
advance on cost.

If the amount of operating expenses
equals the amount of gross profit, by
proceeding in the same manner of dividing
this amount of operating expense by the
amount of gross sales, we of course, arrive
at the same per cent for expense. This
is an unsatisfactory condition, but since
I am writing this for the dissatisfied
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merchant, let us presume that I have
illustrated his condition. Since gross
profits are controlled by competition,
and a merchant's ability of buying at the
lowest costs, realizing the largest margins
of profit, it becomes a question of analyz-
ing this operating expense, so as it may be
less than the possible gross profit.

Forecasting Expenditures

In compiling the figures for the past
year's business, we are acquainted with
the total amount of sales, gross profit,
and operating expenses. These figures are
most important for they serve to guide
in the forseeing of the future. As an
established concern, with the intent and
purpose of building business, you must
believe that the total sales for the present
year will equal the amount of business of
the past year. It is pretty certain that
gross profits will not be less it therefore
becomes a question of reducing operating
expenses, which can only be successfully
accomplished by an analysis and a for-
seeing of this expense. We forsee the
business, we forsee the gross profit, it is
imperative that we forsee expenses for
operating.
At one time, it became my privilege to

serve on the board of directors of a social
club. At the commencement of the fiscal
year, this committee would meet, and
prepare for the ensuing year, a report,
or as it would be termed, a budget of
possible expenditures. This table of
expenditures was carefully prepared after
considering the possible receipts, based
on past years membership and income
from other sources. A certain amount
would be set aside for rental and upkeep,
appropriations were made for service in
dining rooms, billiard hall, buffet, gymna-
sium, reading room. Amounts were
alloted for the entertaining of members
and their friends, to purpose to hold our
members interested and to encourage their
friends into becoming members. This was
advertising and was expended for smokers,
entertainments, such as receptions, ladies
nights and dances. When the report was
completed, we had a systematically ar-
ranged table of expenditures in proportion
to our possible receipts.

Budget System in Business

President Taft recently made public
a letter to Secretary of the Treasury
McVeagh, taking open issue with Congress
on the question of a federal budget,
directing all heads of government depart-
ments and independent officers of the
government to make estimates of revenue
and expenditures for the fiscal year in
conformity with the budget plan. Further
taking issue, any action forbidding the
use of the budget system unconstitutional.
Stating that the system had been adopted
by many of the leading nations of the
world, further inferring that the enormous
leakages occurring in the operating of the
government, were directly traceable to
the lack of a budget system.
I have often wondered why merchants

do not adopt the budget system of operat-

ing their business. It is the only logical
and correct way of assuring a net income
on the investment. It is playing the game
safe. The manager of a representative
New York department store stated to me:
" If we do as much business this year as
last, I will increase our net income
$25,000." He was operating under the
budget system.
In the illustration we find the business

operating at a 35 per cent overhead
expense, if operated at 25 per cent we
will be assured of a 10 per cent net profit
on gross sales.

Establishing the selling at $300,000,
and the investment of $200,000, a net
income of $30,000 will be realized, equal
to a 15 per cent net income on the invest-
ment. It is the per cent of net income on
the investment which is the most im-
portant factor in the operating of every
business, and in the illustration it is clearly
shown. Our learned writers in showing
us how to figure profits, seem to lose
sight of this factor, which I term another
unknown quantity, making their problems
bewildering to us. In every investment
which you make it never comes to your
mind as to the amount of business, gross
profit, operating expenses, the inquiry is,
what per cent of return will you receive
on the investment?
In the operating of a business, whether

it be large or small, the principles are
identical, they are all a simple multiple
of figures. Every business must recognize
the common-laws of business operating,
the same as all are compelled to recognize
the laws of nature. In my illustration
I have referred to a $300,000 selling, and
consider for this amount of business, a
$200,000 investment sufficient. If your
business be larger or smaller than this
figure, by a simple method of addition or
subtraction, you can readily make corn-
parisons.
Having established the operating ex-

pense at 25 per cent, I first analyze into
three parts: First, rental and advertising;
second, administration; third, selling ex-
penses, and will proceed to arrange my
budget for expenditures in the manner
carried out by the directors of the Social
Club.
The appropriation is $75,000; equal

to 25 per cent on a $300,000 selling.
For rental and advertising, I set aside
10 per cent of sales, $30,000; administra-
tion 10 per cent or $30,000; selling 5
per cent or $15,000 and the totals of these
three are equivalent to the appropriation
of $75,000.
Our rental should not exceed 5 per cent

of the gross sales, if it is found in excess of
this amount, it must be on account of
exceptional location, attractive store, ad-
vantageous window display, or for the
purpose of building future business. We
must recognize these important features
as advertising mediums, therefore, after
setting aside the amount from the 10
per cent appropriation for rental, the
balance remaining is to be expended in
advertising.

(TO 135 CONTINUED)
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The Howard Watch
IJET the family combine the
  usual small gifts into one
big one for father's Christmas.

He has had a year of peculiar stress and
anxiety—start him off with encouragement and
cheer for the brighter times that are right ahead.

Women folks do not always understand the
pleasure a man takes in owning a HOWARD.
The fact that counts is, that its seventy years of

Not every jeweler can sell you a HOWARD Watch.him. He is a good man to know.
Admiral Sigsbee has written a little book, "The Log ofHOWARD in the U. S. Navy. It is worth reading. Drop

service and association have made the HOWARD
one of the caste-marks of the successful man.

For the young man home from school, or just entering
business, no more inspiring gift could be selected—when one
considers the distinguished Americans who have carried
HOWARD Watches—and the select company of successful
men, the HOWARD owners of today.

A HOWARD Watch is always worth what you pay for it.
The price of each watch isfixed at the factory and a printed

ticket attached—from the 17-jewel (double roller) in a Crescent
Extra or Boss Extra gold-filled case at $40, to the 23-jewel
at $150—and the EDWARD HOWARD model at $350.

Find the HOWARD jeweler in your town and talk to

the HOWARD Watch," giving the record of his own
us a post-card, Dept. No. H, and we'll send you a copy.

E. HOWARD WATCH WORKS, Boston, Mass.

77 e above announcement appears in the leading magazines and periodicals for December. It reaches 7,500,000 subscribers (about 30,000,000 readers). It willbe seen by every man in your community who can afford to buy a watch. Some of them will be interested. Are you a HOWARD dealer f' Do the people ofyour locality know that they can find the HOWARD at your store?
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Magnificent Silver Service Robbers Caught in Act Customs Examiner Talks
Presented to U. S. Warship of Blowing Up Safe of Diamond Importations

Wyoming Follows Established Custom in Pre-
senting Silver Service to Battleship Named
After State

Brooklyn, N. Y., December 2.—The presenta-
tion of the silver service given by the people of
Wyoming to the battleship bearing the name of
that state took place today on board at the Brook-
lyn Navy Yard. Governor Carey, of Wyoming,
made the presentation address, and the formal
acceptance was by Captain Frederick L. Chapin,
the Wyoming's commander.
The punch bowl, which is the principal piece of

the service, is crowned with a border of wheat,
for Wyoming is one of the states of the great wheat
belt and wheat is one of its important products.

Breaking the severe line of the wheat band are
two groups of dolphins upholding a shell, em-
blematic of the sea. The flat surfaces of the bowl
have scenes representing the history and industries
of Wyoming. On the base is the national eagle,
coupled with dolphins and waves of the sea, em-
blematic of the nation and the federal government.
The eagle holds the characteristic olive branch.
The bowl stands on a plateau, both ends of which
bear the naval seals.
The Colonial style was chosen, as it is believed

to be the best expression of a service for this
purpose, for the reason that it is the one style
characteristic of America, possessing American
individuality and intimate relationship with the
growth of American civilization.
The presentation of silver services to the various

warships named after the states has now become
an established custom and has been of great value
in the development of American art metal work in
silver; the designs being competitive are naturally
the best which the country can produce and we
doubt whether there could be shown a more
magnificent display of silverware designing than
in these services were it possible to exhibit them
together. The fact that each state has its own
characteristics, and that these are embodied in
the designs gives the necessary variety. The
association is one harmonious whole of the
physical characteristics of the state, its history,
its emblems and the nautical effect which is a
task that must tax the greatest genius.
Each piece of the service—which was designed

and made by the Gorham Company, and furnished
through the New Buechner Jewelry Company of
Cheyenne, Wyoming—harmonizes in design with
the punch bowl. The illustration furnishes a food
idea of the magnificence of this service.

Muffled Sound of Explosion Warns Engineer in
Building and Police Were Summoned—Carried
Complete Burglars Outfit

New York, December 5.—Two cracksmen who
had just made an unsuccessful attempt to dyna-
mite the safe of Julius Krisch, jeweler, at One
Hundred and Twenty-fifth street and Third
avenue, were captured early yesterday just as
they were drilling for a second charge of the
explosive. Both wore gloves to prevent finger
marks on the safe.
Within the safe were jewelry and unset stones

valued at many thousands of dollars. The two
men would have secured it all had it not been that
the engineer of the building heard the report of
the dynamite charge and, suspecting burglars,
ran for the police.

It was while the engineer was looking after the
furnaces shortly after 2 o'clock that he heard a
muffled detonation. The sound came from one
the upper floors. He hastened to the entrance on
the Third avenue side, where he found Sergeant
Hawthorne and Patrolman Green, who summoned
additional assistance.
The instant the three officers had taken up their

positions Hawthrone and Green entered the
building and made their way upstairs. When they
reached the second floor they discovered the door
leading into the rooms of the jewelry establish-
ment had been jimmied.
The two officers tiptoed to the door. Suddenly

both officers caught the sound of a drill at work.
The sergeant, with his revolver in his right

hand and a flashlight in his left hand, stepped to
the threshold of the jeweler's office. Green was
behind him and with his gun ready.
They saw a dim light in one corner of the office.

It was another electric flashlight, held by a man
close to the safe, and by its light a second man was
boring into the door of the safe with a drill.
The sergeant threw his own flashlight upon the

two men kneeling by the safe and, with his revolver
covering the holder of the electric light, he called
to the two to throw up their hands. Green had
already covered the man with the drill.
It was at that instant that the cracksman who

had been holding the light rose to his feet and
sought to step out of the rays of the sergeant's
flashlight. There was another command for them
to throw up their hands, and both obeyed.

Notable Increase in Imports of Gems in the
Rough—American Cut Diamonds Superior to
Foreign Cut—Upward Trend of Prices
New York, November 6.—According to William

B. Treadwell, United States Customs Examiner,
the value of precious stones, imported in the present
year, will fall below that of 1911 and 1910.
"I do not expect the value of precious stones
brought into the United States to exceed $40,000,-
000," he said, "but I shall not be surprised if it
reaches $2,000,000 more." The value of imports
in 1910 was $42,315,830 which was an increase of
$152,666 over 1911. Imports for the ten months
thus far in 1912, show a total value of $34,634,148
which even with a liberal allowance for November
and December, will hardly reach $42,000,000 for
the year. The high record month of all time was
reached in July of the present year, when importers
were preparing for the Fall trade. It amounted to
$5,547,166. The fiscal year 1911-1912, however,
ending in June, shows an increase of $1,070,394
over 1910-1911, with the imports of precious stones
valued at $39,445,285.
The admission of uncut gems free of duty to this

country has greatly enlarged the amount of imports
and established New York in the field as one of the
three great diamond cutting centers of the world. ,
Up to date in 1912, the value of uncut gems im-
ported has reached $7,959,342. Another factor in
the progress of the diamond cutting industry in
New York is the fact that the United States is the
greatest cut-diamond consuming country in the
world. The demand for American-cut diamonds
is a constantly growing one in all countries as
possessing the finest cutting and finishing.

Coincident with an increased demand through-
out the world has been a persistent upward trend in
prices for uncut, rough diamonds fn the last twenty
years preceding 1910. The years 1891 to 1895
show an average price per carat of 26s. 9.45d.; 1896
to 1900 29s. 1.15d. per carat, increase in price 8.6
per cent; 1901 to 1905 47s. 3.36. per carat, in-
crease 62.5 per cent; 1906 to 1910, 55s. 7.93d. per
carat, increase 17.7 per cent. The diamond syn-
dicate advances on the price of rough diamonds
when sold to the diamond cutters have been as
follows: June, 1906 4 per cent; May, 1907 3 per
cent; June, 1909 5 per cent; June, 1910 2 per cent.

Figures for 1911 show the total production and
values respectively of the South African Union as
4,891,998 carats at $43,743,620, distributed as fol;
lows: De Beers 1,924,225 carats valued at $24,690-
430; Premier 1,774,206 carats, at $7,169,850-
Jagersfontein 338,831 carats, $4,968,895; Koffy-

fontein 123,933 carats, $1,973,165, plus other
mines and the Voorspied. The De Beers
Company seems to be again coming into the
lead of the diamond supply, as the richness
and quality of the Premier mine appear to
be declining, and the output of German
South Africa has not continued to increase.
The company has also won an important
success in a suit against the Rhodesian
Chartered Company, the Privy Council
having decided that the former had the right
of claim to all diamonds found in Rhodesia.
The total output of the De Beers group of

mines up to 1911 may be estimated at the
enormous figure of 67,000,000 carats, worth
over $500,000,000. Add to this the yield of
the Premier, other less extensive mines and
that of German Southwest Africa and the
total may be placed at $600,000,000, which
will be doubled again by the cost of cutting,
etc. Yet, notwithstanding this vast pro-
duction, the prices continue in the steady
advance. However, the fear felt of an
overproduction had not been realized. The
De Beers mine output is carefully regu-
lated, so as not to exceed an annual amount
of about 2,500,000 carats.
In the diamond-cutting industry 1911

was a prosperous year according to a report
just published by Dr. George F. Kunz, of
Tiffany's. Antwerp has superseded Amst-
erdam as the chief cutting center, partly
owing to the fact, that a Belgian syndicate
controls the output of the diamond field in
German Southwest Africa. Amsterdam
dealers export to America through Antwerp.

SILVER SERVICE PRESENTED TO U. S. BATTLESHIP "WYOMING"
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The Howard Watch
IJET the family combine the
  usual small gifts into one
big one for father's Christmas.

He has had a year of peculiar stress and
anxiety—start him off with encouragement and
cheer for the brighter times that are right ahead.

Women folks do not always understand the
pleasure a man takes in owning a HOWARD.
The fact that counts is, that its seventy years of

Not every jeweler can sell you a HOWARD Watch.him. He is a good man to know.
Admiral Sigsbee has written a little book, "The Log of
HOWARD in the U. S. Navy. It is worth reading. Drop

service and association have made the HowARD
one of the caste-marks of the successful man.

For the young man home from school, or just entering
business, no more inspiring gift could be selected—when one
considers the distinguished Americans who have carried
HOWARD Watches—and the select company of successful
men, the HOWARD owners of today.

A HOWARD Watch is always worth what you pay for it.
The price of each watch is fixed at the factory and a printed

ticket attached—from the 17-jewel (double roller) in a Crescent
Extra or Boss Extra gold-filled case at $40, to the 23-jewel
at $150—and the EDWARD HOWARD model at $350.

Find the HOWARD jeweler in your town and talk to

the HOWARD Watch," giving the record of his ownus a post-card, Dept. No. H, and we'll send you a copy.

The above announcement appears in the leading magazines and periodicals for December. It reaches 7,500,000 subscribers (about 30,000,000 readers). It willbe seen by every man in your community who can afford to buy a watch. Some of them will be interested. Are you a HOWARD dealer ? Do the people ofyour locality know that they can find the HOWARD at your store?
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Magnificent Silver Service Robbers Caught in Act Customs Examiner Talks
Presented to U. S. Warship of Blowing Up Safe of Diamond Importations

Wyoming Follows Established Custom in Pre-
senting Silver Service to Battleship Named
After State

Brooklyn, N. Y., December 2.—The presenta-
tion of the silver service given by the people of
Wyoming to the battleship bearing the name of
that state took place today on board at the Brook-
lyn Navy Yard. Governor Carey, of Wyoming,
made the presentation address, and the formal
acceptance was by Captain Frederick L. Chapin,
the Wyoming's commander.
The punch bowl, which is the principal piece of

the service, is crowned with a border of wheat,
for Wyoming is one of the states of the great wheat
belt and wheat is one of its important products.
Breaking the severe line of the wheat band are

two groups of dolphins upholding a shell, em-
blematic of the sea. The flat surfaces of the bowl
have scenes representing the history and industries
of Wyoming. On the base is the national eagle,
coupled with dolphins and waves of the sea, em-
blematic of the nation and the federal government.
The eagle holds the characteristic olive branch.
The bowl stands on a plateau, both ends of which
bear the naval seals.
The Colonial style was chosen, as it is believed

to be the best expression of a service for this
purpose, for the reason that it is the one style
characteristic of America, possessing American
individuality and intimate relationship with the
growth of American civilization.
The presentation of silver services to the various

warships named after the states has now become
an established custom and has been of great value
in the development of American art metal work in
silver; the designs being competitive are naturally
the best which the country can produce and we
doubt whether there could be shown a more
magnificent display of silverware designing than
in these services were it possible to exhibit them
together. The fact that each state has its own
characteristics, and that these are embodied in
the designs gives the necessary variety. The
association is one harmonious whole of the
physical characteristics of the state, its history,
its emblems and the nautical effect which is a
task that must tax the greatest genius.
Each piece of the service—which was designed

and made by the Gorham Company, and furnished
through the New Buechner Jewelry Company of
Cheyenne, Wyoming—harmonizes in design with
the punch bowl. The illustration furnishes a food
idea of the magnificence of this service.

Muffled Sound of Explosion Warns Engineer in
Building and Police Were Summoned—Carried
Complete Burglars Outfit

New York, December 5.—Two cracksmen who
had just made an unsuccessful attempt to dyna-
mite the safe of Julius Krisch, jeweler, at One
Hundred and Twenty-fifth street and Third
avenue, were captured early yesterday just as
they were drilling for a second charge of the
explosive. Both wore gloves to prevent finger
marks on the safe.
Within the safe were jewelry and unset stones

valued at many thousands of dollars. The two
men would have secured it all had it not been that
the engineer of the building heard the report of
the dynamite charge and, suspecting burglars,
ran for the police.

It was while the engineer was looking after the
furnaces shortly after 2 o'clock that he heard a
muffled detonation. The sound came from one
the upper floors. He hastened to the entrance on
the Third avenue side, where he found Sergeant
Hawthorne and Patrolman Green, who summoned
additional assistance.
The instant the three officers had taken up their

positions Hawthrone and Green entered the
building and made their way upstairs. When they
reached the second floor they discovered the door
leading into the rooms of the jewelry establish-
ment had been jimmied.
The two officers tiptoed to the door. Suddenly

both officers caught the sound of a drill at work.
The sergeant, with his revolver in his right

hand and a flashlight in his left hand, stepped to
the threshold of the jeweler's office. Green was
behind him and with his gun ready.
They saw a dim light in one corner of the office.

It was another electric flashlight, held by a man
close to the safe, and by its light a second man was
boring into the door of the safe with a drill.
The sergeant threw his own flashlight upon the

two men kneeling by the safe and, with his revolver
covering the holder of the electric light, he called
to the two to throw up their hands. Green had
already covered the man with the drill.
It was at that instant that the cracksman who

had been holding the light rose to his feet and
sought to step out of the rays of the sergeant's
flashlight. There was another command for them
to throw up their hands, and both obeyed.

Notable Increase in Imports of Gems in the
Rough—American Cut Diamonds Superior to
Foreign Cut—Upward Trend of Prices

New York, November 6.—According to William
B. Treadwell, United States Customs Examiner,
the value of precious stones, imported in the present
year, will fall below that of 1911 and 1910.
"I do not expect the value of precious stones
brought into the United States to exceed $40,000,-
000," he said, "but I shall not be surprised if it
reaches $2,000,000 more." The value of imports
in 1910 was $42,315,830 which was an increase of
$152,666 over 1911. Imports for the ten months
thus far in 1912, show a total value of $34,634,148
which even with a liberal allowance for November
and December, will hardly reach $42,000,000 for
the year. The high record month of all time was
reached in July of the present year, when importers
were preparing for the Fall trade. It amounted to
$5,547,166. The fiscal year 1911-1912, however,
ending in June, shows an increase of $1,070,394
over. 1910-1911, with the imports of precious stones
valued at $39,445,285.
The admission of uncut gems free of duty to this

country has greatly enlarged the amount of imports
and established New York in the field as one of the
three great diamond cutting centers of the world.,
Up to date in 1912, the value of uncut gems im-
ported has reached $7,959,342. Another factor in
the progress of the diamond cutting industry in
New York is the fact that the United States is the
greatest cut-diamond consuming country in the
world. The demand for American-cut diamonds
is a constantly growing one in all countries as
possessing the finest cutting and finishing.

Coincident with an increased demand through-
out the world has been a persistent upward trend in
prices for uncut, rough diamonds iii the last twenty
years preceding 1910. The years 1891 to 1895
show an average price per carat of 26s. 9.45d.; 1896
to 1900 29s. 1.15d. per carat, increase in price 8.6
per cent; 1901 to 1906 47s. 3.36. per carat, in-
crease 62.5 per cent; 1906 to 1910, 55s. 7.93d. per
carat, increase 17.7 per cent. The diamond syn-
dicate advances on the price of rough diamonds
when sold to the diamond cutters have been as
follows: June, 1906 4 per cent; May, 1907 3 per
cent; June, 1909 5 per cent; June, 1910 2 per cent.

Figures for 1911 show the total production and
values respectively of the South African Union as
4,891,998 carats at $43,743,620, distributed as fol;
lows: De Beers 1,924,225 carats valued at $24,690-
430; Premier 1,774,206 carats, at $7,169,850-
Jagersfontein 338,831 carats, $4,968,895; Koffy-

fontein 123,933 carats, $1,973,165, plus other
mines and the Voorspied. The De Beers
Company seems to be again coming into the
lead of the diamond supply, as the richness
and quality of the Premier mine appear to
be declining, and the output of German
South Africa has not continued to increase.
The company has also won an important
success in a suit against the Rhodesian
Chartered Company, the Privy Council
having decided that the former had the right
of claim to all diamonds found in Rhodesia.
The total output of the De Beers group of

mines up to 1911 may be estimated at the
enormous figure of 67,000,000 carats, worth
over $500,000,000. Add to this the yield of
the Premier, other less extensive mines and
that of German Southwest Africa and the
total may be placed at $600,000,000, which
will be doubled again by the cost of cutting,
etc. Yet, notwithstanding this vast pro-
duction, the prices continue in the steady
advance. However, the fear felt of an
overproduction had not been realized. The
De Beers mine output is carefully regu-
lated, so as not to exceed an annual amount
of about 2,500,000 carats.
In the diamond-cutting industry 1911

was a prosperous year according to a report
just published by Dr. George F. Kunz, of
Tiffany's. Antwerp has superseded Amst-
erdam as the chief cutting center, partly
owing to the fact, that a Belgian syndicate
controls the output of the diamond field in
German Southwest Africa. Amsterdam
dealers export to America through Antwerp.

SILVER SERVICE PRESENTED TO U. S. BATTLESHIP "WYOMING"
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There Are Many Reasons Why

r

Paris
Idar
Providence
San Francisco

every jeweler buying synthetic-stone-jewelry should insist that
the synthetics in it are "Heller's"

"Heller's" stands for the very best at a price no higher than
of ordinary goods.

No trade-mark needs be stamped on a " Heller" synthetic
to convince your customer of its superiority.

The distinction of a "Heller" synthetic is as self-evident as
its attractive properties are permanent.—A "Heller" synthetic in a
piece of jewelry means an easy sale, a good profit to you and
lasting satisfaction to your customer

68 Nassau St., New York
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Monograms Made to Order
For any Purpose, and in all Metals and Finishes
We enumerate a few ideas in which a monogram can
be combined to advantage.
AUTOMOBILES—BOOKENDS—BOOK MARKERS—L EATHER
GOODS—TOILET ARTICLES—WATCH FOBS—BELT BUCKLES
AND PINS—and hundreds of other novel ideas.
We are specialists in monogram making and designing,
and can execute the most difficult combination of
initials, in a satisfactory manner.
DON'T WASTE VALUABLE TIME MAKING THESE MONO-
GRAMS IN YOUR LIMITED SHOP SPACE. LET US SAVE
YOU TIME AND MONEY BY MAKING THEM FOR YOU.
Designs and full information cheerfully furnished on
request.
THERE IS LARGE PROFITS IN MONOGRAM SALES. CUTS
AND PRICES ON REQUEST.
HAVE YOU SEEN A SAMPLE OF OUR POPULAR MADE
WHILE YOU WAIT, MONOGRAM BELT PIN

J. W. COLGAN CO."lifilbr Boston,Mass.

STERLING SILVER MESH BAGS
WRITE FOR SELECTION

Trade Mark

THE BEST

35Ernst Gideon Bek MAIDEN LANE
N E W YORK

THE CHEAPEST

SOLID GOLD CHAINS
They stand the test of time and
have done so for 60 years. Su-
preme in Quality, Design, Finish,
Workmanship.

We sell direct. We have no sales-
men. Eliminating all unnecessary
expenses in making and selling
enables us to sell at the lowest
possible price. Send for catalogue.

Alois Kohn &Co. MARK

16-18 Maiden Lane, NEW YORK
Makers of GOLD CHAINS of every kind
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NEW YORK LETTER

NEW YORK OFFICE OF THE KEYSTONE,

Room 1102 JEWELERS' BUILDING, 9-11-13 MAIDEN LANE,

NEW YORK, December 12.

An announcement recently sent out to the trade

by the National Jewelers' Board of Trade states

that for the past two years it has been the aim

of the management to be able to present to the

jewelry trade an organization of 1,000 members.

At first it seemed like a stupendous undertaking,

but the managment, with the practical assistance

of the manufacturers and wholesalers, has been able

to perfect an efficient system of protection which

has gained support in every jewelry center of the

United States, and today the organization has

a membership of over 930, and the possibility of

reaching the 1,000 strong is only a question of a

short time.
This organization now includes in its member-

ship over 50 per cent of all the concerns eligible in

the United States, making it one of the most
representative trade bodies in existence, which not
only provides one of the most efficient, practical
services, but also acts as a great chamber of
commerce for the jewelry trade, as evidenced by
its success in criminal prosecutions, violation of
the stamping laws, and suitable stamping for plati-
num, insolvency, legislation, and in fact, all lines
of work which is designed for the betterment and
uplift of the trade which it serves.

At the regular monthly meeting of the directors
of the National Jewelers' Board of Trade, held on
Thursday, November 14, a resolution was passed
recommending to the members and the jewelry
trade in general, the adoption of the new decimal
metric carat of 200 milligrams, to become effective
July 1, 1913. The resolution provided that all
members, as well as the American Retail Jewelers'
Association be notified of the recommendation of
the board, the same notification to be sent to the
National Wholesale Jewelers' Association.
Andreas Huber, whose father is one of the best

known clock manufacturers in Germany, recently
came to this country to introduce to the American
trade a 400 day clock. Mr. Huber is at present
connected with the Kienzle Clock Company, which
company will act as agents for the 400 day clock.

William T. McWhood, representing Sickles &
Co., of Philadelphia, has returned from the south,
and reports very good business.

Fred Wolfhegal, representing Garland-Fisher
Company, of Newark, has finished his last trip
for this concern. He will represent the Eastwood-
Park Company in the south after January 1, 1913.

On December 10 the Board of United States
General Appraisers threw out a protest by Hensel,
Bruckmann & Lorbacher on cast bronze statuary
upon which little or no retouching had been done
by the artist. They were held under the present
act at 45 per cent ad valorem as manufactures of
metal. The importers asked free entry as "sculp-
tures" under paragraph 470.

A petition in bankruptcy has been filed against
David Charak, jobber in jewelry at 45 John street,
by these creditors: C. H. Cooke Company, $500;
F. H. Sadler Company, $151, and Attleboro Manu-
facturing Company, $103. Judge Holt appointed
Edward L. Parris receiver. Liabilities are said
to be $16,000 and assets $6,000.

The National Jewelers' Board of Trade has just
issued a new booklet, most attractive in appear-
ance, which in a brief and concise manner, outlines
the objects of the board. The results of its prose-
cution work, both in insolvency matters and viola-
tions of the stamping laws, are told in detail, and
it refers to editorial comments and expressions of
commendation from large users of the service
throughout the country.

Dividends paid recently according to the Na-
tional Jewelers' Board of Trade were: J. M. Burke,
Terre Haute, Ind., first dividend of 2 per cent;
M. M. Cumbiner, Chicago, Ill., second and final
dividend 5 per cent; L. Hirschowitz, Wilkes

Barre, Pa., second and final dividend .066 per
cent; Richard Roberts, Billings, Mont., first
dividend 25 per cent; M. P. Tribble, Monroe,
Ga., first dividend 25 per cent; W. C. Atkinson,
Pittsburgh, Pa., third dividend of 5 per cent;
H. Backer, Mayville, N. D., 5 per cent payment;
C. Christensen, Portland, Oregon, second and final
dividend of .033 per cent, and Mendelsohn
Brothers, San Francisco, Cal., first dividend of
25 per cent.
Harry Aicher, a manufacturing agent, is in town

after an extended trip to the coast. Mr. Aicher
says that retailers throughout the country antici-
pate an unusually good Holiday business.

William H. Ingersoll, of Robert H. Ingersoll &
Brother, New York, delivered an address on
"Retail Price Regulation as a Curb to Restraint
of Trade and Unfair Competition," at the annual
convention of the National Federation of Retail
Merchants held recently in St. Louis. Extracts
from the address will be found elsewhere in this
issue.
Edmund N. Stone, secretary of the National

Jewelers' Board of Trade, recently made a trip
through the cities of the middle and western
states in the interests of the board.

"The Fruitful Policy of Protection" is the
subject of an article contributed to the November
number of American Industries by Ludwig Nissen,
of Ludwig Nissen & Co.
C. D. Lyons, of C. D. Lyons & Co., Mansfield,

Mass., was in New York recently.
"Chet" Howard, New York representative of

W. E. Richards Company, spent a few days at the
factory in Attleboro early in the month.

Charles I. Reily, of the George L. Paine Corn-
pany, North Attleboro, was among the New
England visitors to the Maiden lane district re-
cently.
An attempt was made by expert cracksmen on

the night of December 9, to blow two safes in
the salesroom of S. Greenberg, 153-55 Canal
street. The outer door of a two-ton safe was
blown from its hinges, but the robbers were
frightened away before they had an opportunity to
open the inner door. Five thousand dollars worth
of diamonds and $800 in cash were in the safes.
The National Jewelers' Board of Trade an-

nounced that the second and final dividend
of one per cent was paid recently to creditors of the
Jewish Weekly.
Rosa Zindel, formerly head of the Zindel Manu-

facturing Company, manufacturers of tortoise
shell goods, again appeared in court recently.
This time she appeared before the bar of the
criminal branch of the New York Supreme Court
where two attorneys representing creditors who
assert that Miss Zindel defrauded them out of
$15,000 argued vigorously in an effort to persuade
the court to impose sentence upon the woman.
Attorney Epstein reminded the court of the distress
that had been occasioned to his clients by Miss
Zindel's mismanagement of the Zindel Manufactur-
ing Companys, of which she was the president
until the concern entered the receiver's hands.
Bankruptcy proceedings were started against the
concern some time ago.

Notwithstanding the fact that The Merchants
Association has accomplished what seemed the
impossible and in comparatively brief space of
time doubled its membership of approximately
1,500 so that today it has a strength of over 3,000,
it was recently decided by the membership workers
at a luncheon held at Delmonico's to continue their
efforts for another month and if possible interest
hundreds of other New York business men to
become members of the association.
Arrangements for the annual banquet of the

Jewelers' 24-Karat Club, of New York, which
will be held on January 17, at the Waldorf Astoria,
have been practically completed. While the num-
ber provided for will be limited to about 600,
almost 100 applications over that number have
already been received by the committee in charge
of the banquet. The list of speakers has already
been completed and it will be announced at a later
date.

At a special meeting of the members of the
American Jewelers Protective Association, in the
rooms of the National Jewelers' Board of Trade,
on December 4, a discussion took place as to the
advisability of whether the association should take
an active part in advocating a gem schedule before
the tariff committees of the next congress. The
meeting was presided over by Ludwig Nissen, of
Ludwig Nissen & Co. A motion was passed to
have the president appoint a committee of five
with powers to call a meeting of the leaders of the
various branches of the gem and jewelry industry
to discuss thoroughly the gem tariff.

The committee as announced later by President
Nissen is as follows: M. D. Rothschild, chairman;
William I. Rosenfeld, Leopold Stern, Joseph Rees
and Lee Reichman.
When the tariff of 1908 went into effect the trade

appointed a committee representing various lines
to look after the schedules that related to diamonds
and gems and it was through the work of this com-
mittee that the present gem schedule which they
advocated was adopted. The action of the
American Jewelers' Protective Association, which
is about the only organization that could take the
initiative in this matter, is a step to produce a
representative committee with similar functions
and power to that which did its work so satisfac-
torily in the previous tariff legislation.

Notice has been given that the Moser & Whyte
Company, formerly engaged in the gem business
at 15 Maiden lane, has filed its petition praying
that the composition heretofore offered by it to its
creditors, and accepted in writing by a majority
in number and amount of creditors whose claims
have been allowed, may be confirmed by the court.
A hearing upon the petition is scheduled to be held
on December 16 in the United States District
Court in the Post Office building. William Allen
is the referee in bankruptcy.

Albert Lorsch of Albert Lorsch & Co., returned
recently to New York on the George Washington.
Mr. Lorsch will be in New York for the remainder
of the Winter and will probably sail for Europe
again in the Spring.
Among the jewelers recently seen in New York

were: Mrs. L. B. Walter, Gimbel Brothers, Phila-
delphia, Pa.; Mr. Landes, Fahler & Landes,
Allentown, Pa.; A. K. Chataway, Davis & Hawley
Company, Waterbury, Conn.; E. McDonald,
J. V. Farwell Company, Chicago, Ill.; T. W. Kim-
ball, Stark, Vt.; N. Lauter, Lauter & Karsky
Company, San Francisco, Cal.; Mr. Furtwanger,
Furtwanger & Rhea, Greensburg, Pa.; Mr.
Brunner, Brunner Brothers Company, Cleveland,
Ohio; C. P. Forbes, Greenfield, Mass., and P. W.
Camp, Tamaqua, Pa.

Michael I. Pupin, to whom we owe the Pupin
loading coil, which, installed at intervals in a tele-
phone circuit has added so much to the possibilities
of long distance telephony, was turned from his
study of Latin and Greek at Columbia University
to physics by witnessing Joseph Henry's experi-
ment showing the presence and effect of electro-
magnetic induction. Before the American Insti-
tute of Electrical Engineers recently he told of the
incident.
"It is thirty years to a day since I first saw

Henry's discovery. I was a student at Columbia
at that time, very fond of Greek and Latin, in fact,
so fond of it that I devoted most of my time to the
study of Greek and Latin and classical literature.
At the same time I was fond of mathematics and of
physics, and of chemistry, and there was a doubt
in my mind whether, when I graduated, I should
take up as my life work classical studies or physics.
One day I saw an experiment in the lecture room
performed by the late Professor Rood, of Columbia.
He had a coil of wire, the terminals of which were
connected to a galvanoscope, which was attached
to the side of the wall so that the class could see
the movement of the magnetic needle. The coil
was in his left hand, and he had a magnet in his
right hand. He moved the magnet a little bit, and
off went the needle to one side, and then he moved
the coil back, and the needle moved in the opposite
direction. They say that the magnetic needle
moves because it is acted upon by the passage of
electricity through the coil. Be that as it may,
that needle, I am sure, was never as much thrilled
as I was thrilled with that experiment, and I said,
'Good-bye, Latin; good-bye, Greek; I am going
to study physics.'"
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DO YOU send out salesmen wearing shabby
clothes?

DO YOU recommend your salesmen stopping
at cheap boarding houses?

DO YOU employ the cheapest salesmen you
can find?

WHY NOT help your salesmen and give them
trunks that will save them excess
and always be in condition to
eliminate trouble on the road.

NEW YORK OFFICE : 32 UNION SQ. BOSTON AGENCY : 71 SUMMER ST.
Fred Benfer, Manager Room 515 W. W. Winship

ST. LOUIS AGENCY
815 LUCAS AVENUE

Harry F. Rapp

Solid Gold Lockets
10k and 14k. Five Sizes

All Plain and Roman Finish lockets
are backed for diamond setting.

Endless varieties of
Raised Gold, Gold
Diamond Set Raised
mond Set Inlaid.

lmerilotk

Back, Snap and Seating made of one piece.
Ask representative jobbers to show you samples.

Gold Shell Lockets
of the Highest Quality

The gold surface is of sufficient thickness
to permit of the deepest engraving.

Elgin American Mfg. Co.
Factory at Elgin, Illinois

Engraved,
Engraved,
and Dia-

Made Like Watch Cases
Catches and soldering devices are
entirely eliminated, forming an abso-
lute hermetic protection for photograph.
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I CHICAGO LETTER

WESTERN BUREAU OF THE KEYSTONE,
Room 1201 HEYWORTH BUILDING,

CHICAGO, December 12.

At this writing Chicago jobbers are working
at high tension, as they have been for several
weeks. A general impression pervades the entire
trade to the effect that when the rush is over and
the grand totals tell their story, they will show one
of the largest Holiday businesses in recent years.
The real rush for Christmas stocks came a few days
earlier than usual this year. Many out-of-town
jewelers made hurried trips to Chicago and bought
very liberally. Travelers are beginning to come
in from their territorie',. Without exception they
are looking forward to an unusually prosperous
Holiday season for the retailers. They insist that
no untoward indications are to be found.
The retail trade is very pleased with the outlook

here. This is not only true of the large down
town stores, but also of the smaller stores in the
outlying sections. Cold, snappy weather has
served to enliven buying and instill the true
Christmas spirit, although the absence of snow has
had somewhat of a retarding effect.
As an aftermath of the recent failure of Morris

Newman and of the investigation made into his
methods of conducting his business, Morris New-
man and his son, Daniel E. Newman, were arrested
November 28 at their home on a criminal warrant
charging them with conspiracy to defraud their
creditors. The warrant was sworn out by Tudor
Ap Madoc, attorney for the Jewelers' Board of
Trade. At the preliminary hearing the day follow-
ing their arrest, bail was fixed at $3,000 in each
case and the day for examination set for December
30. Newman's failure has attracted considerable
attention in jewelry circles throughout the country.
The liabilities are in the neighborhood of $100,000,
while the tangible assets scarcely equal $6,000.
During the course of examination of Newman
before Referee in Bankruptcy Wean, it developed
that during the last six or eight months Newman
has purchased in the neighborhood of $40,000
worth of diamonds and there seems to be little or
no evidence to substantiate a claim that he re-
ceived more than $30,000 for them. Some of the
best known diamond importers in the country
were among Newman's creditors, and the case is
being watched with unusual interest.
Lew Finch, Chicago and western representative

of the R. F. Simmons Company, left the latter part
of the month for his regular visit to the factory.
E. N. Stone, of New York, secretary of the

National Jewelers' Board of Trade, spent several
days in Chicago last week in the interests of the
board.
Louis A. Burgener, who has been in business for

some time in Aurora, Ill., has closed out his stock.
The Goldsmith Brothers Refining & Smelting

Company has opened a Canadian office and
refinery at 24 Adelaide street, West Toronto.
The company has for many years had a large fol-
lowing in Canada and the opening of their new
office comes as a result of the expansion of their
business in that country. H. L. Nussbaum, secre-
tary of the company and manager of the main
office at Chicago for the past several years, will
have charge of the Canadian business.
Mrs. Hattie Sidlen, who has been in business at

Hegewisch, a suburb of Chicago, has discontinued
business there.
Mr. Orr, of the firm of Wentela & Orr, of Negau-

nee, Michigan, was in the city last week and
announced that the firm will shortly discontinue
its business. Mr. Orr has not been in the best of
health for some time past and is desirous of taking
a much earned rest. Mr. Wentela will enter the
automobile business.

The Naples Jewelry Company is the name of a
new corporation licensed to do business in Chicago.
The incorporators are Pasquale Schiavone, Charles
Albert and Joseph Miglionicio. The capitalization
is given as $10,000. The corporation will sell
jewelry, sporting goods, etc.

William C. Wulff, international president of the
Jewelry Workers of America, has been elected
colonel of the Loyal Order of the Moose Marching
Club of Chicago, the Progressive Order of Frater-
nalism of the World.
Hugh E. King, returned early in the month from

his annual trip for Fessenden & Co., of Providence,
R. I.

Israel S. Rosenson, a retail jeweler at 1135
South Halsted street, was married on the evening
of November 24 to Miss Ida Levine, at the West
Chicago Club House.
Frank A. Priesmeyer, who recently purchased

the interests of Mrs. Herbert Allen, of Herbert
Allen & Co., and later sold them to Robert Abt,
has accepted a position with S. Nordlinger & Sons
of Los Angeles, Cal., and left early in the month
for that city.
A new retail jewelry store has been opened at

605 Granville avenue by Percy Gronwald who
recently was in the jewelry department of Sears,
Roebuck & Co.
John Schmelzer, of Centralia, Ill., president of

the Illinois Retail Jewelers' Association, was in
the city the early part of the month making his
late Holiday purchases. He was accompanied by
his daughter Vivian.
The annual banquet of the Chicago Jewelers'

Association will take place January 23 in the large
banquet hall of the Hotel La Salle. The committee
in charge of the arrangements consists of W. A.
Juergens, Ernest M. Lunt, A. W. Sproehnle, A. L.
Sercomb and Claude Seymour. A. W. Sproehnle
has charge of the invitations and all members
desiring invitations are requested to send in a list
to Mr. Sproehnle as early as possible. Members
sending out invitations should make it a point to
notify the committee immediately upon receiving
an acceptance, in order that the necessary seat
reservations for guests may be made.

M. Schmidt, of Gmelich & Schmidt, was in the
city the early part of the month making his
Holiday purchases.
The Fink Optical Company, which recently

started in business at 1934 North avenue, has
undergone reorganization. E. J. Fink has with-
drawn from the company and a new company
known as The Chicago Optical Company has been
formed. The officers of the new company are
A. H. Reupeke, president, J. J. Roscoe, secretary
and E. T. Cary, treasurer.
The city of Chicago's share in the appropria-

tion made by congress for the inauguration of the
new parcels-post system consisting of $15,000 was
received by Postmaster Campbell last week.
This money is to be used for the rental of auto-
mobiles and other vehicles for parcels within the
city limits. The Chicago appropriation for this
purpose is the largest made for any one city,
Postmaster General Hitchcock being convinced
that this office will have the largest business of any
of the larger cities. New York, Boston and Phila-
delphia received but $10,000 each for such pur-
poses. Postmaster Campbell in giving out an
interview regarding the parcels-post, said among
other things, "Many persons seem to think that
in the new parcels-post system all they have to do
is to drop a parcel in the parcel mail box and the
government will do the rest." This is not so.
Packages will have to be taken to the nearest sta-
tion or sub-station and weighed and the regulation
parcels-post stamp attached. Ordinary stamps will
not do. Special wagons and special employes will
attend to the deliveries.
E. Anthony Seyle, who holds sway over the desti-

nies of the Chicago Watch Tool Company, has
relinquished his claim to the exclusive use of so
classic a cognomen. He has assigned a half interest

in it to a bouncing little youngster which arrivep
in his home November 30. Thus far the little lad
bears the honor well without a word of remon-
strance. Here's wishing long life, prosperity anp
abundant happiness to the newcomer.
Thomas J. Dee & Co., of Chicago, well-known

refiners of precious metals and jewelers' sweeps,
have moved their main offices and salesrooms from
26 West Washington street, where they have been
located many years, to the new Mailers building,
southeast corner Wabash avenue and Madison
street, one of the recently constructed fireproof
skyscrapers. Their new quarters afford them many
additional facilities for handling their increasing
business and giving prompter services to their
customers. It was but recently that the firm
erected a modern scientific smelting plant on the
north side and the removal of their offices and sales-
rooms following as the result of the expansion of
their business made possible by this modern
smelting plant. The firm was originally founded
in 1892, by Robert Austin and Thomas J. Dee,
the latter purchasing Mr. Austin's interests in
1895 and re-organizing the firm under its present
name, Mr. Dee continuing as the sole owner.
The entire output of their smelter is used in the
manufacture of their products for jewelers, arts
and crafts workers and dentists.

Jewelry firms located in the Columbus Memorial
building and those engaged in allied lines are
somewhat at a loss to know "where they are at."
The building, which has for years been identified
as a jewelers' building, was sold recently to J. R.
Rosenwald of Sears, Roebuck & Co. All the
leases of its tenants expire next May. No over-
tures have been made to them looking to a re-
newal of their leases and many of the tenants are
wondering what the result will be. Rumor has
it that a large department store sure is after the
building and also that the Marshall Field estate
is after it. In any event, it seems very probable
that there will be a general exodus of jewelry firms
from the building, owing to the fact' that no long
term leases seem probable.

Jeweler Dined by Townsmen
on Fiftieth Anniversary

0. B. Rudd, Hale and Hearty at Seventy-two,
Celebrates the Golden Anniversary of the
Founding of His Business

Ilion, N. Y., December 5.—Sunday will mark
the fiftieth anniversary of 0. B. Rudd's business
career in Ilion and the next evening the Ilion
Board of Trade, Ilion Boosters and business men of
the village will observe the event with a dinner,
the details of which are being rapidly arranged.
Mr. Rudd is seventy-two years of age and he has
engaged in the jewelry trade at the corner of
Main and Otsego streets during the entire period
of his residence here. Few merchants in Central
New York have continued in business at the same
stand so many consecutive years.
Mr. Rudd was first employed in the jewelry

business at Alexander, near Attica, by a brother
of the late S. E. Coe of Mohawk. After learning
the business he went to Mohawk and was employed
in the same business by L. P. & S. E. Coe. Decem-
ber 8, 1862, he came to Ilion, drawing the stock
with which he started business on a handsleigh.
His store was opened for the Mohawk firm in the
office now occupied by John A. Giblin. Shortly
after Mr. Rudd and the Coes formed a partnership
and within a few months Mr. Rudd, himself, took
over the business. Since then it has shown a re-
markable growth. Mr. Rudd conducted the
business alone until four years ago, when Walter C.
Rix became his partner, the firm name being Rudd
& Rix.

Although Mr. Rudd is seventy-two years of age
his appearance is that of a man much younger,
and he is acknowledged an expert in various lines,
in eluding diamonds. He is one of the best-known
figures of Ilion and his name has always stood for
honesty and faithfulness in business dealings.
The celebration of this anniversary will be a not-
able one and the committees who have been ap-
pointed to make arrangements will do their utmost
to see that it is fittingly observed.
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While the first two weeks of December in Provi-
dence have been characterized in the jewelry trade
chiefly by the large number of buyers who have
visited the city, the fact remains that the houses
here have continued work upon orders placed some
time before in order to finish up the anti-Holiday
business.
With the end of the year but a fortnight away,

it is believed that the twelve months of 1912 will
go down in the history of the trade in this city as
ranking well up in prosperity with the standard
set by the more prosperous periods during the last
few years. The year has been almost entirely
unmarked by any failures of consequence in the
trade, while the establishment of several new
jewelery houses and the removal of several firms
into more commodious quarters to have room for
an increased business is another symptom of the
healthy state of the trade here.
When the year's books are balanced there is

little or no fear that any house of any material size
will find itself in financial arrears; instead a very
satisfactory margin of profit almost without
exception is looked for.
Ben Wyman, the diamond dealer, was one of

the participants in the joyous Fall cruise of the
Anchor Club late in November. The club left
here on the Merchants' & Miners' steamer "Ker-
shaw" on the 22 and returned on the steamer Essex
on the 25. Harry C. Lindol is another member of
the club, but was unable to go on this cruise.
Although Horace Remington & Sons, Inc.,

refiners, of Friendship street, this city, have pur-
chased the big silver concern, the J. E. Blake Com-
pany, in Attleboro, the Remington concern is not
to give up its big plant here, Mr. Remington
states.
P. Turner, of the C. Sydney Smith Company, is

looking after his house's interests in the vicinity of
Louisville, while J. F. Gorman, of the Macpherson-
Roubaud Company, is sending home orders from
the Ohio Valley. De Forest Ely, of the Roger
Williams Silver Company, has also been reporting
good business in the neighborhood of Cincinnati.

William Loeb has recently returned from a trip
to the Pacific states and with Mrs. Loeb spent
Thanksgiving in New York with their son and
daughter-in-law, Mr. and Mrs. Stanley Loeb.
They will then make a trip to the south.
Don H. Johnson, for eight years with Theodore

W. Foster & Brother Company, has resigned to
take the Rhode Island and Connecticut territory
for the Dennison Tag Company, with headquarters
in the Journal building.
Plans for the entertainment here of the National

Association of Wholesale Jewelers, which is to be
held here in the Spring, are being made by the
National Association of Manufacturing Jewelers,
Robert E. Budlong, president. At a recent
meeting held here the following sub-committees
to have charge of the entertainment of the visitors
were chosen: Finance—Frederick D. Carr (chair-
man), Samuel M. Einstein and Charles A. Whiting;
entertainment—Edward B. Hough, (chairman),
H. E. Clapp and Frederick A. Ballou; hotel—
Robert E. Budlong, Jr.; speakers—Henry G.
Thresher.
The following delegates were chosen to meet the

executive committee of the National Wholesale
Jewelers' Association in January, probably in
New York: Frederick A. Ballou, Frederick D.
Carr, Harold 0. Sweet, Everett L. Spencer and
Edward B. Hough.

Col. and Mrs. Samuel M. Nicholson returned on
Thanksgiving Day from a trip to the Isthmus of
Panama. Paul C. Nicholson also made the trip.

Charles L. Kettlety, of the Marden & Kettlety
Company, and Mrs. Kettlety recently celebrated
their silver wedding anniversary at their home on
Princeton avenue. They entertained about 200
friends at the event.

Annoucement is made of the consolidation of
Bishop Brothers, of 133 Point street, and H. C.

Baker, Inc., of 85 Page street, under the firm name
of Bishop Brothers-Baker Company. The business
is to be continued under the charter of H. C.
Baker, Inc., with a capital of $10,000. The
merged concern will continue work at the shop
hitherto occupied by H. C. Baker, Inc., on Page
street, which was formerly occupied by N. B.
Nickerson & Co. The following officers of the
consolidated firm are announced: President

' Frederick 0. Bishop; secretary, Arthur Bishop,
treasurer, Harold C. Baker.
The recent incorporation of Alfred Vester &

Sons under the laws of Delaware under the cor-
porate name of Alfred Vester & Sons, Inc., was
for the purpose of enlarging the firm's business.
For many years it has engaged in manufacturing
jewelers' findings and metal ornaments. Their
business will now include the manufacture of gas
and electrical fixtures.
The name of the Eastern Jewelry Company,

located at 236 Aborn street, has been changed to
the Child & Miller Company. The change entails
no change in the stockholders or business methods
of the concern.
The Thurston Manufacturing Company has

been incorporated under the laws of Rhode Island
with $35,000 capital stock and Horace Thurston,
Patrick F. Canning and Henry C. Hart as incor-
porators. The firm will continue to manufacture
machinery of various kinds, including jewelry
machinery.
Asa Richmond will represent the newly consoli-

dated jewelry house of Bishop Brothers-Baker
Company on the road.
An engraving shop has been opened at 94

Friendship street by E. C. Avery.
Henry A. Kirby is one of the largest taxpayers

in North Providence where he is assessed for
$87,000.
The Standard Machinery Company of this city,

which specializes in the manufacture of jewelry
machinery, is planning a series of new buildings
on Elmwood avenue in the village of Auburn near
the plant of the General Fire Extinguisher Com-
pany there. The land will cover about six acres
and is close to the New Haven railroad tracks,
thus affording excellent receiving and shipping
facilities.

Michael J. Houlihan, the head of the Standard
Machinery Company, was recently chosen as a
director of the Union Trust Company.
Harry Cutler and William H. Draper are vice-

presidents of the Providence Cricket Club and
Charles H. Such one of the directors as the result
of the recent tenth annual meeting.
Everett L. Spencer, of the E. L. Spencer Com-

pany, retiring president of the Barrington Town
Council, entertained other members of the Council
and town officials at a turkey dinner at the Anawan
Club in Rehoboth recently.
An entire floor in the Hanley building at 56

Pine street has been taken by Keppler & Weide-
lich, manufacturers of artistic novelties, who will
add a line of jewelry when they start business for
1913.
Mr. and Mrs. George Briggs, Jr., are now at

their city home on Waterman street, having closed
their Summer cottage on the bay shore.
The Providence office of the National Jewelers'

Board of Trade, F. L. Odell, manager, has been re-
moved from the Union Trust Company's building
to 27 Exchange place. The removal is due to the
increased work and the necessity for additional
facilities in keeping with the rapidly growing
membership and importance of the New England
district.
Harry M. Mays, of the Metal Products Corpora-

tion, and president of the New England Manu-
facturing Jewelers' and Silversmiths' Association,
was re-elected as president of the Edgewood Im-
provement Association at the annual meeting
which was held on November 21. During the
evening Luther D. Burlingame made an address.
Referee in Bankruptcy Chester W. Barrows was
elected as first vice-president of the association,
while the executive committee comprises Harry
Fulford, George E. Babington, William G. Lind

and Walter A. Griffith. Messrs. Mays and Bar-
rows were elected as delegates to the State League
of Improvement Societies.

George H. Holmes is named as one of the in-
corporators and board of governors of the Turk's
Head Club which proposes to occupy the top story
of the new sixteen story Turk's Head building,
now being constructed. When the full list of
450 members has been secured, it is expected that
it will include many of the most prominent manu-
facturers in the city as the purposes of the club
have greatly interested the representative houses
of the city.
The Manchester Manufacturing Company and

the Metal Products Corporation were elected to
membership in the Rhode Island Business Men's
Association at the recent annual meeting of that
organization.
While horseback riding on November 17

Louis Lyons, of the Lyons Manufacturing Com-
pany, was thrown when his horse became pocketed
between an electric car and an automobile and
bolted. Mr. Lyons was thrown to the ground and
severely bruised but escaped any broken bones.
C. A. Rogers, of Irons & Russell, is reporting

good business for his firm in the territory in and
about Missouri. James 0. Otis, of Harvey &
Otis, is sending home orders from the Missouri
and Ohio Valleys.
M. H. Smith, who has served as watchmaker

for some years with the Carpenter Loan Company,
recently sustained a shock which occasioned his
retirement from active business. A. E. Jeaneret
is now occupying Mr. Smith's position.
Announcement is made of the retirement from the

co-partnership of the James H. O'Neil Company,
manufacturing jewelers, of 289 Thurbers avenue,
of John T. McCabe. The firm's business will be
continued under its old name with James H.
O'Neil, Timothy E. O'Neil and Francis G.
Fontneau as the partners.
John T. McCabe, who has retired from the James

H. O'Neil Company, will start soon in the manu-
facture of badges, emblems and charms with a
place of his own. He is now in the middle west in
the interests of the new concern, the plans for which
will be announced shortly. He was formerly with
the Williams & Anderson Company of this city
and several years ago became identified with the
O'Neil Company.

Charles C. Mackey has retired from the firm of
Mackey Elias, Inc., of 150 Chestnut street, Leon
Elias, the junior member of the firm, having
purchased the entire stock of the corporation.
Mr. Elias will continue the business under the
same corporate name, according to present plans,
and will continue the manufacture of plated and
silver jewelry novelties. Mr. Mackey has not yet
stated his future plans, but it is understood that he
will shortly engage again in the jewelry business.
The Lyons Manufacturing Company will lose its

western representative on New Year's day when
Alfred Cohen will resign his position in Chicago
to give his entire time to a cigar store and billiard
hall there. His successor in the western territory
is Mr. Moss.
Frank Kelley, of the Manufacturing Jewelers'

Board of Trade, recently spent considerable time
in Newark, N. J., and New York calling on mem-
bers of the board in those cities.
The Manufacturing Jewelers' Board of Trade has

distributed dividends during the last fortnight to
its members who are creditors in the following
matters: Alfred Burke & Co., Leominster, Mass.,
first and final dividend of 5 1/5 per cent; Daniel
Wolkoff, New York, first dividend of 10 per cent;
Hub Comb Company, Boston, Mass.; second and
final dividend of 8 1/3 per cent; Samuel J. Clair,
New York, composition of 25 per cent; Louis W.
Bruns Company, Portland, Oregon, final dividend
of 20.75 per cent; Lurie Barnett Company,
Seattle, Wash., final dividend 4 per cent.
An invitation to attend the Perry Centennial

Memorial observance at Put-in-Bay, Ohio, was
extended to the First Light Infantry of this city,
of which Harry Cutler is lieutenant-colonel, at a
dinner given by the regiment held on December 2.
The invitation was extended by former State
Senator John P. Svnborn. Mr. Cutler is a member
of the centennial celebration committee.
Henry F. Bischoff was elected as financial secre-

tary of Westminster Lodge, I. 0. 0. F., at the
annual meeting held on the evening of December 3.
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Timothy E. O'Neil, of the James H. O'Neil
Company, who is the father of organized amateur
baseball in this city, having several leagues of
various ages under his wing, was one of the prin-
cipal speakers at the big Providence Amateur
League dinner which was held at the Crown Hotel
on the evening of December 4.

Arthur W. Claflin and Barton A. Ballou have
been elected members of the home for Aged
Men by the board of directors at the thirty-eighth
annual meeting recently held.
The estate of Philip Linton came before the

Municipal Court here recently and Judge George
A. Stone appointed Judge Frederick Ruckert and
Miss Rose L. Kelly as administrators, under bonds
of $30,000.
The Castiglioni Company is one of the first

firms to engage quarters in the new James C.
Doran & Sons' new building on Ship street where
a portion of the fourth floor has been engaged.
It is expected that the new accommodations will
prove more commodio as than the present head-
quarters of the house at 116 Chestnut street.

James A. Doyle, Jr., salesman for the Ford &
Carpenter Company of this city, has been spending
a few days in Attleboro.

Captain E. Merle Bixby, in charge of the silver-
ware department at The Shepherd Company, was
toastmaster at the twenty-seventh anniversary
banquet of Troop C, First Squadron of Cavalry,
State National Guard, of which he is the coin-
mender, held on the evening of December 3.
The invited guests included Brig. General Herbert
S. Tanner, the well-known retail jeweler, Lieut.
Col. Harry Cutler and Major Howard D. Wilcox.

It is said to be likely that Horace Remington
and his three sons, who recently came into posses-
sion of the James E. Blake Company, in Attle-
boro, may move their homes to the Bay State
town to become permanent residents there.

John W. Chandler, an employe of the D. E.
Makepeace & Co.'s factory at Attleboro, was
recently discharged from the Rhode Island Hos-
pital here where he had been under treatment for
injuries sustained while at his work.
Mr. and Mrs. Livingston Beeckman are now in

New York, but will soon begin their occupancy of
their Winter home on Brown street, this city,
having closed their Newport villa for the season.

Joseph Hill, a veteran and expert gold melter,
died at his home at 202 Whittier avenue on De-
cember 3 after an illness of about three years'
duration. He was seventy years old.
Mayor Henry Fletcher and Police Commission-

ers William H. Luther and Walter R. Callender
were among the guests of honor at the annual
ball of the Providence Police Department on the
evening of December 6.
F. C. Lawton was among the speakers at the

fifteenth anniversary of the removal of the old
Friendship street church and the establishment of
the present Calvary Baptist Church which was
celebrated on Sunday evening, December 1. Mr.
Lawton and other speakers spoke on "Why I
Go to Church."
Edward Holbrook, Henry D. Sharpe and Walter

R. Callender were re-elected as members of the
board of directors of the Rhode Island Hospital
Trust Company at the annual meeting which was
held on December 3.
Providence jewelry manufacturers are greatly

interested in the proceedings against B. G.
Kaplan of Williamsport, Pa., who was recently
sentenced to jail on a charge of concealing the
assets of his firm from his trustee in bankruptcy.
Among the manufacturers in this vicinity who were
directly concerned in the case were Hamilton &
Hamilton, Jr., the A. & Z. Chain Company, Joel
J. Pincus, MacPherson & Roubaud, Workman &
Newman, of this city; the Charles M. Robbins
Company and the Watson Company, of Attle-
boro, and the Rockwell Silver Company and the
International Silver Company, of Meriden, Conn.
The Williamsport case came as the result of an
investigation by the National Jewelers' Board of
of trade.

Arthur E. Clark, superintendent of machinery
at the Gorham Company's plant, was married on
Saturday, November 29, to Miss Mary Haward,
of this city.

Nepthalie Levy, of N. Leay & Co., importer

of precious stones, and Mrs. Levy have recently
returned home from Europe where they made an
extensive tour of the continent.

Alpin Chisholm, of the Bugbee & Niles Company
and Charles Battey, of Schofield & Battey, were
recent visitors in New York, as was Charles E.
Hancock, of the Charles E. Hancock Company.
The young women employes of the Gorham

Manufacturing Company listened to an address
on Thursday afternoon, December 6, by Mrs.
Benjamin T. Livingston, in which she gave an
account of a recent trip to the Pacific coast. The
lecture was one of a series which is being held by
the Industrial Department of the Providence
Young Women's Christian Association.
Edgar Huhn has resumed his former position

as the western representative of the Potter &
Buffinton Company, with headquarters at Chicago.
H. E. Farquharson, Chicago representative of

the George L. Vose Manufacturing Company,
of this city, and E. D. Gilmore Company, of Attle-
boro, has been in the east visiting the factories of
his firm recently.
W. Carleton Hogg, for many years in the office

of Capron & Co., is to carry his firm's samples to
the middle west this season.

Arthur Tero, traveling for the Lyons Manu-
facturing Company of 101 Sabin street, is off on a
world tour, with an itinerary which will bring
him to the London house of his firm on Christmas
day next year. His journeyings will include visits
to the Hawaiian Islands, the Fijis, New Zealand,
Australia, all the English-speaking centers of
India, South Africa, Japan and China, and other
points in the far east.
Leominster celluloid manufacturers have been

represented here during the last week or two by
John W. Pickering, C. C. Porter, Peter McKenna,
George R. Farrell and G. F. Phillips, while Messrs.
Upton, Sawyer and Tulin have been here as repre-
sentatives of Fitchburg concerns.

Charles C. Mackey, who recently sold out his
interests in Mackey & Elias, has opened in busi-
ness for himself at 80 Clifford street under the firm
name and style of Mackey Jewelry Company,
making silver and plated jewelry.
George A. Schuetz, of the Snow & Westcott

Company, recently visited the trade in Cincinnati
and vicinity in the interests of his house.

William H. Culf, of the Providence Metal Spin-
ning Company, has been confined to his home by a
complication of ailments.
V. F. Hatch, of the Seymour Manufacturing

Company, of Seymour, Conn., was a recent visitor
here on business.
Vincent Sorrentino, manufacturer of ring find-

ings, of 9 Calender street, has opened a new busi-
ness in the jewelry line on the ground floor of
the same building.
A new line of jewelry has been added to the

bracelet line of the Adjustable Hat Pin Company.

The John T. Mauran Manufacturing Company
has received word from their western head-
quarters at Chicago of the return of Hugo Thelin
and S. E. Dickson after successful trips in the
western territory.
Turkeys or greenbacks for Thanksgiving have

been gratefully acknowledged by the employes of
the J. W. Richardson Company for the forty-
eighth successive year, Hutchison & Huestis, Inc.,
for over thirty years, the George L. Claflin Com-
pany, John Austin & Son, Horace Remington &
Sons Company, Fletcher-Burrows Company, Baker
& Winsor, Blanchard, Young & Co., Vennerbeck
& Clase Company, and George M. Baker.

Among those who had charge of arrangements
at Churchill House of the annual ball for the benefit
of the Providence Jewish Orphanage on Saturday,
November 30, were Abraham Colitz, Joseph W.
Heller, Walter Lederer, Archibald Silverman,
Maurice J. Karpeles, Samuel K. Grover, Leon
Samuels, Charles Silverman, Jacob Shartenberg
and A. P. Workman.
Percy A. Harden is a member of the City Coun-

cil's Committee having in charge the annual
municipal banquet of the council which will be
held Monday evening, December 30.

Charles H. Ballou is out again after an illness
of several days during which he was threatened
with appendicitis.
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Attleboro, Mass., December 11.—Many of the
jewelry salesmen are getting their sample lines in
readiness for the spring trip, and they will leave
for various parts of the country in the near future.
They expect an excellent trip as business condi-
tions are brisk and there has been no falling off
in the orders received.
Many of the local concerns have had repre-

sentatives in Providence since Thanksgiving, show-.
ing lines to jobbers who are stopping at that city.
The buying has been brisk and there seemed no
limit to the orders that were placed. Bracelets
are in big demand and concerns making that
commodity have received some fine orders.

All of the factories have experienced an excellent
Fall trade. Orders have been coming in well, and
while some of the firms have caught up the major-
ity are still engaged in getting out an unusually
large amount of business. The gold concerns have
experienced a good Fall and other lines are just as
fortunate. The manufacturers are winding up the
year, and state that it will undoubtedly be as good
as any of recent years.
The salesman who leave about Christmas time

anticipate excellent business. Being out among
the buyers they have an opportunity to size up the
general condition of business and they are prompt
to say that the business activity of the past few
months will continue well into the Spring.
Forty years a jeweler is the exceptional record

of Henry B. Linnell, one of the oldest employes of
the W. E. Hayward Company. In honor of com-
pleting forty years of continuous service Mr.
Linnell was presented with a handsome gold
watch. He entered the employ of the old Hayward
& Briggs Company, and later was employed by
Hayward & Sweet. He continued his employ-
ment with the concern when it was taken over by
W. E. Hayward, and saw another change when it
became the W. E. Hayward Compauy at the death
of W. E. Hayward.
He has been one of the concerns most faithful

employes, and in recognition of his efforts during
that long period of years C. C. Wilmarth took
considerable pleasure in presenting him with the
watch in behalf of the company. Mr. Linnell was
surprised and greatly pleased by the gift and
expressed his appreciation.
The Horton-Angell Company have just moved

into a new section added onto their Bank street
plant. It is a one story structure, fifty-eight feet
long and forty-three feet wide. It will furnish
accommodations for about 100 bench hands and
will give the concern a lot of needed floor space.
The structure has been under way for several
weeks and is now ready for occupancy.
L. S. Hodges, the popular salesman of the E. A.

Potter Company, Providence, has been stopping
at his Attleboro home, waiting for his samples to
be prepared in order that he may go out for the
spring trip.

Clelland J. McClatchy and W. H. Saart were
liberal contributors to the fund raised for Christ-
mas gifts for needy children in Attleboro. Mr.
McClatchey is with the Horton-Angell Company
and Mr. Saart is a partner in the W. H. Saart
Company.

Friends of Charles H. Tappan, of the D. F.
Briggs Company, are pleased to note that Mr.
Tappan is able to visit the factory every day and
attend to many duties.

Col. S. 0. Bigney, of the S. 0. Bigney & Co.,
has organized a new stock company to be known as
the Sydney Suspender Company. A section of the
Bigney plant on County street is to be used as a
factory for the new concern and operations will
start at once. The concern will make suspenders,
a patent on a special appliance having been
recently secured by Col. Bigney. He is very
enthusiastic over the appliance and believes he
has an excellent thing. The suspender is entirely
made of tape, and the elasticity is given by a set
of springs, one at each side and the other in the
rear. They allow the greatest of freedom in move-
ment and do not move over the shirt. Col. Big-
ney is president of the company and his son Harold
0. Bigney is also interested. The suspender is
to be placed on the market as soon as the plant is
equipped. The metal parts are to be made here and
special machines will complete the remainder of
the suspender. The idea is also to be embodied
in garters.
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Shirley Blackinton, son of A. S. Blackinton, Jr.,
of the Bates & Bacon Company, spent Thanks-
giving with his parents.
The Freeman, Daughaday Company of Chartley

has incorporated under the laws of the state of
Massachsuetts with a capital stock of $400,000.
The concern will continue as in the past and the
incorporation will cause no change.
Mr. Bosworth, formerly with the Reed & Barton

Company, of Taunton, has accepted a responsible
position with the James E. Blake Company, now
owned by Horace Remington & Sons, of Provi-
dence.

Col. S. 0. Bigney, Oscar Wolfenden, W. L.
King, E. D. Gilmore, S. M. Einstein, Edward L.
Gowen, C. W. Palsey, James E. Blake, Albert S.
Ingraham, Raymond M. Horton, Harvey E.
Clap, George St. John Sheffield, Edward A.
Sweeney, Henry B. Richardson and Charles 0.
and R. Ervin V. Sweet were among the jewelers
who made liberal contributions to the recent
political campaign.

William H. Saart, of the W. H. Saart Company,
has recovered from an injury caused by a fall
about three weeks ago, and is now able to be at the
factory.
The Richards Manufacturing Company, or-

ganized about a year ago by William E. Richards,
has moved into new quarters in the Ingraham
building. The company started to manufacture
in the old Robinson building, but soon outgrew
these quarters and a move was necessary. The
new place gives the concern plenty of floor space.
Frank Gray, the New York salesman of the W.

H. Wilmarth Company, was a recent visitor at the
factory, looking over the new samples.
Lee Powell, salesman for S. 0. Bigney & Co.,

was a recent visitor at the factory. Mr. Powell
is getting ready for his Spring trip and expects
excellent business.
Roy W. Inman, New York representative of the

J. T. Inman Company, accompanied by his wife,
spent Thanksgiving with Mr. and Mrs. J. T.
Inman at their home in Attleboro.
W. A. Locke of Sturdy Brothers, Chartley, has

started on an extended western trip.
Maxey W. Potter, of J. M. Fisher & Co., has

started out with the new spring samples of the
concern.
The employes of the D. E. Makepeace Company

were remembered with money and turkeys at
Thanksgiving time.

Atty. W. A. Briggs has been settling up the
affairs of J. D. Gosselyn who recently went
through the bankruptcy court. Several claims
were approved at a recent session of the court.
F. D. White, who has been with C. 0. Sweet

& Son for some time, has severed his connection
with the concern and his place has been taken by
I. S. Ritcher of Chicago. He will represent the
concern in Chicago and vicinity.
Frank W. Weaver, of the F. W. Weaver Com-

pany, has located his home in the Bates Block
which was destroyed by fire a short time ago. Mr.
Weaver has his former apartments.

Several of the Attleboro jewelers took the oppor-
tunity to go deer hunting during the open season
of one week allowed by the state. Several brought
home trophies.

Col. S. 0. Bigney has been elected a director
of the Home Market Club of Boston, one of the
exclusive Boston clubs. Col. Bigney is very well-
known in the club.

Miss Caroline Dean, bookkeeper for the Smith &
Crosby Company for many years, died recently.
The funeral service was held from the home of her
sister Mrs. A. R. Crosby on South Main street.
Edward A. Sweeney, of the W. H. Wilmarth

Company, is being popularly referred to as the
father of Attleboro's proposed new city charter.
The charter will come up for acceptance by the
town at a meeting on December 30, and many
interesting opinions will be heard. The charter
will change Attleboro from a town to a city and
provides for the administration of affairs by a
council of forty-five members and a board of
three supervisors.
The Baer-Wilde Company have been very busy

getting out their new line. The company has been
very busy this Fall, getting out an unusually large
number of orders.

Employes of the Freeman, Daughaday Company
and the Sturdy Manufacturing Company, of
Chartley, recently enjoyed a straw ride to Taunton.
John Chandler who was recently injured at the

D. E. Makepeace Company factory, is able to
walk out. He had a miraculous escape from death.
George Heywood, New York representative of

the Horton, Angell Company, has returned to New
York after visiting the factory for a short time.
Edward Anthony, of E. A. Anthony Company,

has been on an extended trip with the samples of
his company.

Albert S. Ingraham, of the A. S. Ingraham Corn-
. pany, and Fred L. Torrey, of the F. L. Torrey
Company, are members of the committee which
will have charge of the big Odd Fellows celebration
here next year.

Charles Barrows is home from a New York
trip in the interests of the Bay State Optical
Company.
Eben F. Wilde, of the Attleboro Manufacturing

Company, is the champion golf cup winner of the
Highland Country Club. Mr. White won the cross
country tournament cup, the last prize of the
season. He recently won a cup which he donated
to the club.
The Standard Novelty Company and the Ameri-

can Chain Company have located in the Robinson
building on Railroad street.
The administrators of the estate of the late

Harford Capron have made a legal transfer of the
estate to the town, as provided in his will. The
income goes towards the support of Capron Park,
of which he was the donor, and will amount to
about $3,000.
The F. D. White Company is the name of a new

concern located on the ground floor of the Make-
peace building on Pine street. Mn. White has been
a prominent salesman for a number of years. He
is the president and general manager of the new
concern.
The local creditors of the W. N. Harrington

Company have presented their claims to the bank-
ruptcy court as matters are now approaching a
settlement. Harrington was adjudged bankrupt
last April.

George J. Kelley, who recently started a concern
to make drug specialties has gone on the road with
a special atomizer and other articles. Mr. Kelley
was formerly connected with a prominent jewelry
concern.
Harry Volpe, who was caught last spring while

trying to get away with a valuable lot of metal
from the Leach & Garner factory failed to appear
when his case was called in the Superior Court and
his bond of $2,500 was declared forfeited. Volpe
is an old offender having been convicted of larceny
of silver from the Gorham Manufacturing Com-
pany of Providence and jewelry from several
Attleboro concerns.
The E. A. Slade Company are now located in

their new quarters in the Tappan building on
Union street. They have the quarters formerly
used by the J. D. Gosselyn Company.
The Allison Manufacturing Company is moving

into another plant in the Bigney factory on County
street.

Joseph L. Sweet has resigned as a director of the
Memorial Hospital in Pawtucker. Just at present
Mr. Sweet is deeply interested in the new Attleboro
Hospital which will soon be ready for use. He
has been a very liberal contributor to the fund
which will put the hospital in readiness to do busi-
ness.
Harold E. Sweet, of the R. F. Simmons Com-

pany, was a recent visitor at the factory of the
Packard Automobile Company.
A Savings Bank Insurance plan has been started

among the employes of the Frank Mossberg
Company.
Fred Stowe, designer for C. A. Marsh & Co.,

has returned from a trip to New York.
M. J. Baer, of the Attleboro Manufacturing

Company, has been appointed to the membership
committee of the New England Jewelers' &
Silversmiths' Association, and Ralph C. Thompson
is a member of the entertainment committee, a
position he most ably held down last year.
Louis H. Cooper is planning on moving his store

into the Bates Block. The block on Park street
where the store was formerly located is to be
replaced by a modern brick structure.

December 15, 1912

NORTH ATTLEBORO
North Attleboro, Mass., December 11.—The

Board of Trade has accomplished a good stroke of
business for the manufacturing jewelers by getting
the express companies to change the hour of collect-
ing packages in the evening. Under the old regime
the last collection was at 4 p. m., but it will now be
made at 6 p. m., thus giving the jewelers an
opportunity to ship orders the day they are com-
pleted.
Business in the North Attleboro factories con-

tinues to be good. All of the concerns are getting
out new sample lines now, and they will soon be
on the road. The silver concerns have good orders
on hand and will be busy until after Christmas.
Many jewelers heard a recent address by Henry

C. Long in the Universalist Church on the subject
of industrial development.
North Attleboro jewelers are deeply interested

in a movement to develop the town. At a special
meeting of the Board of Trade held recently the
executive committee and the chairman of all of the
committees mapped out a campaign. Orrin W.
Clifford of the Webster Company, W. B. Ballou,
of R. Blackinton Company, and Carl A. Hempell,
of the Shepardson Company, were appointed a
committee to engage quarters in the Bank building,
George G. Wheeler, of the W. & S. Blackinton
Company, J. J. Sommers, and Donald LeStage
were appointed a committee to confer with the
Attleboro Board of Trade relative to entertaining
the jobbing jewelers when they visit the Attleboros
in connection with their annual convention in
Providence. It is the purpose of this committee
to work up a good entertainment for the jobbers
when they make their visit to the town.
The line of the Doran & Bagnell Company next

season is to be taken out by E. S. Heller.
The factory of the G. C. Hudson Company is

running overtime in order to meet the demand for
their goods.
When the Whiting & Davis Company, of Plain-

ville, has finished its new factories it will have one
of the finest plants in this section. The new fac-
tories contain the company's improved machinery
for making mesh bags and an immense product is
turned out daily. A new factory started a short
time ago will soon be ready for use.
F. H. Cutler, of F. H. Cutler & Co., has returned

from a business trip in New York and vicinity.
Arnold Angell, one of the salesmen of the

George L. Paine Company, is building a shooting
trap near his Summer home in Plainville, while
waiting for the new sample line to be ready.
Employes in the various factories are working

hard getting sample lines into shape. In nearly
every case the lines are complete and some are now
on the road. The majority of salesmen will go out
with the new lines about Christmas time. Many
salesmen start before that time, but they like to
come home for Christmas. Some wait until the
day after Christmas before going out. This will
be the annual Spring trip.
While at work on a press in the B. S. Freeman

Company's plant recently Ralph Robinson was
quite badly injured.
The Whiting Chain , Company is the name of a

new chain concern recently started. The concern
is doing an excellent business and already has a
number of men at work.
George Cheever and wife are visiting H. V.

Lenau, of Newark, N. J. Mr. Lenau is the New
York representative of the Cheever & Tweedy
Company.
C. Ray Randall has returned from a business

trip with the sample cases of the C. Ray Randall
Company.
Salesmen representing the T. I. Smith Company

and Whiting & Davis were permanently located
in Providence while the buyers were there last
week. They had headquarters in which to display
the lines to advantage.

(Continued on page 2623)
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THE RICHTER SANITARY DRINKING CUP
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THROUGH YOUR JOBBER.

Sykes & Strandberg
JEWELERS
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RACELETS 1. SAONLDI DI4GOKLADRAT

Diamond
Mountings

rooches

La Valliieres

Earrings

raceffets

ar Pins

Scarf Pins

Circle
rooches

It',

Ruffle Pins

Reversiblle
Tie Ciasips

etc.

Trade Mark Dainty, Artistic, Exquisite. Out of the usual shown. Something
of an exclusive character. You can tempt more Holiday Business
Your Way. Your Jobbers will Show the Line

T. 6. IF'ROTHUN011-11A11 & CO.
North Attleboro Established 1877 Mass.
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"THE WARWICK
Our New Thin Model is the most perfect drink-
ing cup ever offered to the trade.
An ideal cup for every traveler, and must be
seen to be appreciated.

Made in 2%- and 5-oz. sizes. Plain, English
Thread, Engine Turned and Engraved.
Sterling only.

Write Us For Sample

WARWICK STERLING CO.
36 GARNET STREET PROVIDENCE, R. I.

9 9
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Neat, Attractive, Clock Assortment

• 

at a Popular Price. The Kind You

M Have Wanted, but Could Not Buy

Superior Assortment
19 Inches High, 151/2 Inches Long

• 

8 Day, Half Hour Strike, 6 inch Dial. Golden Oak
and Mahogany Finish Cases. (Packed six to a case.
Three Oak, three Mahogany, assorted patterns.)

8-Day Strike $3.80 List Price
Alarms 45c extra List Price

MANUFACTURED BY

1 The SESSIONS CLOCK CO.
MAIN OFFICE AND FACTORIES

FORESTVILLE, CONN. .*. U. S. A.
NEW YORK SALESROOMS, 37 MAIDEN LANE
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loBaonoekds ECluetctGril

cagPsortables

to the trade on appli-

showing any of these Silver Plate

BrasPrizes Goods
Cups NEW BEDFORD, MASS.

cation for inspection.
Sheffield Reproductions
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Goods Well

Bought

"The Last Word " in Punch Sets

When in
NEW YORK

You Are
Cordially Invited
To Visit Our
Ware Rooms

38 Murray St. and
Inspect Our Many

New Designs.

THE PAIRPOINT CORPORATION
FACTORIES: BRANCHES:

NEW YORK, 38 Murray Street
MONTREAL, Coristine Building, St. Nicholas St

SAN FRANCISCO, 717 Market St.
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BRACELETS
UNEXCELLED as to STYLE, FINISH, VALUE

1527

1529

Standard Quality Value
LOCKETS

EXQUISITE IN DESIGN, RIGHT AS TO PRICE

WORKMANSHIP THE FINEST

1531

Lockets

Bracelets

Hat Pins

Coat Chains

Waldemar,

Ask Your Jobber to Show these Numbers

STANDARD BUTTON CO.
Attleboro, Mass.

MANUFACTURERS of JEWELRY

NEW YORK OFFICE, 15 Maiden Lane
SAN FRANCISCO, CAL., Mutual Bank Bldg.

Fobs

Tie Clasps

Link Buttons

Scarf Pins
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MONOGRAM

MODELS

The more exclusive a jeweler's patronage the
more profitable it is.

Style comes high, but stylish people are always
willing to pay the price.

Herein lies your opportunity.
For instance, society is especially critical and

exacting in the matter of engraving.

It's a question of excellence rather than of cost,
and only an artistic engraver can hold such patronage.

If you do engraving for the social set or desire
to do it, procure at once a copy of that wonderful
compilation of stylish lettering " Hornikel's Engra-
vers' Text-Book."

This portfolio represents
the standard of excellence
in monogram work.
Show it to customers and

it will make you trade ; use
it as a model and it will
insure big price work.

It's a mine of suggestion
for the high-class jeweler
who can't afford poor
engraving.

The work consists of sixty-one page plates of
letters and monograms, pretty patterns and all

manner of com-

ae/nip. binations—a 11
styles of mono-
grams for all
kinds of pur-
poses, for trays
cigarette a n d
match cases,
loving cups,
rings, fobs, etc.

A copy will be sent postpaid to any part of the world
on receipt of price, $6.00 (XI 5s.)

FOR SALE BY

The Keystone Publishing Co.
Lock Box 1424, Philadelphia, Pa.
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A Word
To Our

Customers

1111111111111111111111111111111111111111111111111111111111111111M111111111111111111111

11111111111111111111111111111111111111111111111111111111111111111111111111111111111111111

INIA\O our old customers
0.) we offer appreciation

for the substantial

recognition they

have given to our

efforts to deserve

their loyalty and continued patronage.

To our new customers we express the

hope that their initial experience with

Briggs' Chains, Fobs and Carmen Brace-

lets has been of the satisfactory character

that will add them to our list of perma-

nent customers.

To both new and old customers we

extend our most earnest wishes that 1913

may bring to them a degree of pros-

perity that will far exceed their own

expectations.

The D. F. Briggs Co.

Attleboro Mass.
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NUMBER:—ONE HUNDRED AND FOUR

0

0

Six different sizes—Six Polished—Six
handsome Leatherette case.

Old English. Fancy
Order at once from

Designed Lockets
your Jobber.

in

"WATERBURY"
New England Watches

HARRIS WHITTEMORE}
JOHN P. ELTON Receivers

The New England Watch Company
Waterbury, Connecticut

December 15, 1912 'T HE K EYSTONE 
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What Merchandising Would Mean
Without Price Maintenance

Address by W. H. Ingersoll, Advertising Manager of R. H. 
Ingersoll & Bro., New

York, before Annual Convention National Federation of Retail Merchants

As a matter of public policy there is no

danger in allowing the manufacturer to reg-

ulate the prices at which his goods are to

be sold at retail.
The legal sanction of such a system

would not mean of course that all mer-

chandise would be marketed under this

policy. The manufacturer himself would

elect as to whether he so regulated his

re-sale prices. He would do it ordinarily

if conditions were such that there was in-

jurious price-cutting. He would then

invoke his rights to check unfair price

manipulation by which some stores would

otherwise cut his goods to a point where

the trade, as a whole, would drop them be-

cause of lack of profit. For it is well-

known that the price-cutter has no desire

to sell these cut price goods. He wants

to sell as few as he can, but to get as much

glory from advertising the cut-prices as he

can. It results in restraint of trade, be-

cause he will not push their sale, and oft-

times will not even supply the demand

that his advertising creates, yet he makes

it impossible for other dealers to sell the

goods at a profit, and as a result the market

is lost just as effectually as though some

great, unscrupulous competitor had em-

ployed the familiar practice of the trusts,

of cutting prices, until a weaker rival was

driven from the market or absorbed.

No Restriction to Popular Choice

On goods where the manufacturer did
not find objectionable price-cutting, the
maker might not adopt the policy of
regulating the re-sale price. But on all
lines there would be some who would
adopt the policy and some who would
not, so that both merchants and the
public would have the choice of buying

either way. There has been one class of
merchandise on which this price regulation
system has been fully and fairly tested over
a period of years and with the approval
of national law. It has been so tested on a
considerable number of patented products
by virtue of the patent law which permits
this plan of control.
In the jewelry business, we have, for

example, patented watches which are sold
under the price regulation system and
some which are not. The working out
of the system has been so satisfactory
to the jewelers, however, that year
after year in their state and national
conventions they have passed resolu-
tions favoring the adoption of the plan
generally.

In the hardware line they have many

items as, for example, patented razors,
which are sold some by price regulation
and some otherwise. And we see different
price-protected razors selling at different
prices, such as $5.00 and $1.00 and even at
25 cents, demonstrating that the competi-
tion between the various products is not
in any way hampered, but merely that
each maker takes a given price and de-
livers the best that he can at that price,
giving due consideration to the dealer who
sells them.

It is the development of the one-price
system, the same price to all for the same
thing.

Price Protection in All Lines

The drygoods stores have corsets, under-
wear and many other articles sold by the
price-protection plan. The grocers and
druggists have numerous proprietary ar-
ticles, the stationers have fountain pens,
numbering machines, and so on. The
music trade has talking machines and other
instruments. The sporting goods dealers
have tennis rackets and baseballs. And
thus we can go through the list. All of
these trades stand as a unit in favor of this
price-regulating system, which has been a
bulwark against the unfair tactics to
which they have been subjected on prac-
tically all the other merchandise in their
establishments. They have tested the
plan and found it efficient. They see
in it the foundation of a system which
they want broadened to take in all
the goods where business conditions
are such as to make its employment
beneficial.
And now at the very time when the

retail business men are beginning to come
together in their organizations for united
effort in behalf of what, from their inti-
mate acquaintance with conditions, they
know to be for the good of the whole
people, themselves included, there has
been introduced in Congress a bill to
amend our patent laws so this price regu-
lation could no longer be legally enforced
even on patented goods.

Instead of an extension of this tested
plan of operation, there is a movement to
demolish the foundations we already have.
This bill—the Oldfield Bill—was intro-
duced at the last session and was reported
by the Committee on Patents, with the
recommendation that it be passed, just
before Congress adjourned. Next month
when Congress reconvenes the bill is to be
pushed for passage.

Who Is Behind the Oldfield Bill?

And who is behind this movement? It
is almost needless to answer to you who
know from the very nature of the situation
where such a bill finds its principal sup-
port. It is the men who chafe at being
put on a basis of equality with all their

retail brethren in the sale of these great
nationally known articles which are in
demand from coast to coast. The people
know these goods; they know it is safe
to buy them at any time; they know they
will not be charged too much to make up
for some one who has charged too little;
they recognize the modern principle, one
price to all, and they expect to pay a rea-
sonable profit on their purchases, because
they themselves expect a fair return on
what they sell. They also know that the
one-price system guards against over-
charge. The very success of the goods
so sold and of the houses following this
policy is sufficient evidence of public
preference.
But the great department stores and

catalogue houses look with covetous eyes
upon the vast trade going confidently to
stores at home for the purchase of these
regulated goods. These are the very items
of trade that the big fellows would like
to grab and use to decoy the people into
their establishments. If my language
seems strong, you know that it is not over-
stating the case in most instances. There
are probably some thoroughly upright de-
partment stores, but they are very few.
I do not suppose that in the beginning this
price-cutting of well-known articles was
done with any desire or intent of injuring
other retailers or the manufacturers. It
was simply a device to draw crowds.

Price-Cutting Methods Illustrated

The resistance to these methods by the
manufacturers in self-defense has, I fear,
aroused an intense desire on the part of
most of the stores to retaliate, and if they
could only cut the prices on the well-
known staples which are now protected
under the law, how it would enhance their
reputations for underselling. They seem
to have come to a confirmed policy of
making their profit where the people don't
know it, by giving away their profit on the
things that the people do know.

Two or three instances are enlightening
as to the out-working of their methods.

A line of silver which a New York de-
partment store buys at $2.67 a dozen has

been used, by selling as low as $2.39 a
dozen, to bring people to whom are rec-
ommended at $4.00 a dozen another line
which this store buys at $1.74 a dozen.
The cut-price line is well-known and re-

liable. The line which is pushed is not

known, and considering its low cost, must

be of questionable quality.

A representative of one of the great
Chicago houses has been at Washington

working for the passage of this Oldfield

Bill. If the bill were to pass, it would be a

blow to every retail competitor of such

houses, whether directly concerned in the

sale of patented goods or not. It would
strengthen the big and weaken the weak.

If it were to pass, there would be an on-

slaught of price-cutting that would make

many a retail merchant stagger and would

drive many manufactureres employing

many people to right places, and a large

part of your retail sales would be destroyed

or taken from you.
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UNEXCELLED as to STYLE, FINISH, VALUE

The more exclusive a jeweler's patronage the
more profitable it is.

Style comes high, but stylish people are always
willing to pay the price.

Herein lies your opportunity.
For instance, society is especially critical and

exacting in the matter of engraving.

It's a question of excellence rather than of cost,
and only an artistic engraver can hold such patronage.

If you do engraving for the social set or desire
to do it, procure at once a copy of that wonderful
compilation of stylish lettering " Hornikel's Engra-
vers' Text-Book."

EXQUISITE IN DESIGN, RIGHT AS TO PRICE

WORKMANSHIP THE FINEST

Lockets

Bracelets

Hat Pins

Coat Chains

Waldemars

Ask Your Jobber to Show these Numbers

STANDARD BUTTON CO.
Attleboro, Mass.

MANUFACTURERS of JEWELRY
NEW YORK OFFICE, 15 Maiden Lane
SAN FRANCISCO, CAL., Mutual Bank Bldg.

This portfolio represents
the standard of excellence
in monogram work.
Show it to customers and

it will make you track ; use
it as a model and it will
insure big price work.

It's a mine of suggestion
for the high-class jeweler
who can't afford poor
engraving.

sixty-one page plates of
retty patterns and all

manner of com-
binations—a 1 1
styles of mono-
grams for all
kinds of pur-
poses, for trays
cigarette a n ci
in cases,
I oving cups,
rings, fobs, etc.

A copy will be sent postpaid to any part of the world
on receipt of price, $6.00 (,Ci 5S.)
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_t\O our old customers
cJi)c).9 we offer appreciation

for the substantial

recognition they

have given to o u r

efforts to deserve

their loyalty and continued patronage.

To our new customers we express the

hope that their initial experience with

13riggs' Chains, Fobs and Carmen Brace-

lets has been of the satisfactory character

that will add them to our list of perma-

nent customers.

To both new and old customers we

extend our most earnest wishes that 1913

may bring to them a degree of pros-

perity that will far exceed their own

Fobs

Tie Clasps

Link Buttons

Scarf Pins

Attleboro Mass.
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i11111111111111111M111111111111111111111111111111111111111111111MIIIIIMMIIIIIIII

The Keystone Publishing Co.
Lock Box 1424, Philadelphia, Pa.
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NUMBER: ONE HUNDRED AND FOUR

7 4

,—

R \C R. B. MACDONALD & COMPANY

Six different sizes -Six Polished—Six Old English. Fancy Designed Lockets in kpkt
handsome Leatherette case. Order at once from your Jobber.

Attleboro, Mass.
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"WATERBURY"
New England Watches

JON P. ETON
HARRIS WHIMMORI }H L  Receivers

The New England Watch Company
Waterbury, Connecticut

December 15, 1912 T I–IE K EYSTONE 2619

What Merchandising Would Mean
Without Price Maintenance

Address by W. H. Ingersoll, Advertising Manager of R. H. Ingersoll & Bro
., New

York, before Annual Convention National Federation of Retail Merchants

As a matter of public policy there is no

danger in allowing the manufacturer to reg-

ulate the prices at which his goods are to

be sold at retail.
The legal sanction of such a system

would not mean of course that all mer-

chandise would be marketed under this

policy. The manufacturer himself would

elect as to whether he so regulated his

re-sale prices. He would do it ordinarily

if conditions were such that there was in-

jurious price-cutting. He would then

invoke his rights to check unfair price

manipulation by which some stores would

otherwise cut his goods to a point where

the trade, as a whole, would drop them be-

cause of lack of profit. For it is well-

known that the price-cutter has no desire

to sell these cut price goods. He wants

to sell as few as he can, but to get as much

glory from advertising the cut-prices as he

can. It results in restraint of trade, be-

cause he will not push their sale, and oft-

times will not even supply the demand

that his advertising creates, yet he makes

it impossible for other dealers to sell the

goods at a profit, and as a result the market

is lost just as effectually as though some

great, unscrupulous competitor had em-

ployed the familiar practice of the trusts,

of cutting prices, until a weaker rival was

driven from the market or absorbed.

No Restriction to Popular Choice

On goods where the manufacturer did
not find objectionable price-cutting, the
maker might not adopt the policy of
regulating the re-sale price. But on all
lines there would be some who would
adopt the policy and some who would
not, so that both merchants and the
public would have the choice of buying
either way. There has been one class of
merchandise on which this price regulation
system has been fully and fairly tested over
a period of years and with the approval
of national law. It has been so tested on a
considerable number of patented products
by virtue of the patent law which permits
this plan of control.
In the jewelry business, we have, for

example, patented watches which are sold
under the price regulation system and
some which are not. The working out
of the system has been so satisfactory
to the jewelers, however, that year
after year in their state and national
conventions they have passed resolu-
tions favoring the adoption of the plan
generally.

In the hardware line they have many

items as, for example, patented razors,
which are sold some by price regulation
and some otherwise. And we see different
price-protected razors selling at different
prices, such as $5.00 and $1.00 and even at
25 cents, demonstrating that the competi-
tion between the various products is not
in any way hampered, but merely that
each maker takes a given price and de-
livers the best that he can at that price,
giving due consideration to the dealer who
sells them.

It is the development of the one-price
system, the same price to all for the same
thing.

Price Protection in An Lines

The drygoods stores have corsets, under-
wear and many other articles sold by the
price-protection plan. The grocers and
druggists have numerous proprietary ar-
ticles, the stationers have fountain pens,
numbering machines, and so on. The
music trade has talking machines and other
instruments. The sporting goods dealers
have tennis rackets and baseballs. And
thus we can go through the list. All of
these trades stand as a unit in favor of this
price-regulating system, which has been a
bulwark against the unfair tactics to
which they have been subjected on prac-
tically all the other merchandise in their
establishments. They have tested the
plan and found it efficient. They see
in it the foundation of a system which
they want broadened to take in all
the goods where business conditions
are such as to make its employment
beneficial.
And now at the very time when the

retail business men are beginning to come
together in their organizations for united
effort in behalf of what, from their inti-
mate acquaintance with conditions, they
know to be for the good of the whole
people, themselves included, there has
been introduced in Congress a bill to
amend our patent laws so this price regu-
lation could no longer be legally enforced
even on patented goods.

Instead of an extension of this tested
plan of operation, there is a movement to
demolish the foundations we already have.
This bill—the Oldfield Bill—was intro-
duced at the last session and was reported
by the Committee on Patents, with the
recommendation that it be passed, just
before Congress adjourned. Next month
when Congress reconvenes the bill is to be
pushed for passage.

Who Is Behind the Oldfield Bill?

And who is behind this movement? It
is almost needless to answer to you who
know from the very nature of the situation
where such a bill finds its principal sup-
port. It is the men who chafe at being
put on a basis of equality with all their

retail brethren in the sale of these great
nationally known articles which are in
demand from coast to coast. The people
know these goods; they know it is safe
to buy them at any time; they know they
will not be charged too much to make up
for some one who has charged too little;
they recognize the modern principle, one
price to all, and they expect to pay a rea-
sonable profit on their purchases, because
they themselves expect a fair return on
what they sell. They also know that the
one-price system guards against over-
charge. The very success of the goods
so sold and of the houses following this
policy is sufficient evidence of public
preference.
But the great department stores and

catalogue houses look with covetous eyes
upon the vast trade going confidently to
stores at home for the purchase of these
regulated goods. These are the very items
of trade that the big fellows would like
to grab and use to decoy the people into
their establishments. If my language
seems strong, you know that it is not over-
stating the case in most instances. There
are probably some thoroughly upright de-
partment stores, but they are very few.
I do not suppose that in the beginning this
price-cutting of well-known articles was
done with any desire or intent of injuring
other retailers or the manufacturers. It
was simply a device to draw crowds.

Price-Cutting Methods Illustrated

The resistance to these methods by the
manufacturers in self-defense has, I fear,
aroused an intense desire on the part of
most of the stores to retaliate, and if they
could only cut the prices on the well-
known staples which are now protected
under the law, how it would enhance their
reputations for underselling. They seem
to have come to a confirmed policy of
making their profit where the people don't
know it, by giving away their profit on the
things that the people do know.
Two or three instances are enlightening

as to the out-working of their methods.

A line of silver which a New York de-
partment store buys at $2.67 a dozen has
been used, by selling as low as $2.39 a
dozen, to bring people to whom are rec-
ommended at $4.00 a dozen another line
which this store buys at $1.74 a dozen.
The cut-price line is well-known and re-
liable. The line which is pushed is not
known, and considering its low cost, must
be of questionable quality.
A representative of one of the great

Chicago houses has been at Washington
working for the passage of this Oldfield
Bill. If the bill were to pass, it would be a
blow to every retail competitor of such
houses, whether directly concerned in the
sale of patented goods or not. It would
strengthen the big and weaken the weak.
If it were to pass, there would be an on-
slaught of price-cutting that would make
many a retail merchant stagger and would
drive many manufactureres employing
many people to right places, and a large
part of your retail sales would be destroyed
or taken from you.
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T&B THIN CLOTH and VELVET BRUSHES,niSILVERa.MOUNTED,,EN
OE MARS We make 10,000 Articles in Sterling Silver "roilet Goods

We make
Sterling Silver
Toilet Goods
Manicure Goods
Vanity Cases
Vanity Purses
Coin Holders
Mens' Goods
Cigarette Boxes
Match Boxes
Eye Glass Cases
Spectacle Cases
Lorgnettes
Lorgnette Chains
Picture Frames
Novelties
Etc.

1111^ IV ar W • WIN Ilk III IN II 'el 1111

5217-6 Cloth Brusl . 52IS N'elvet Brush. Illustration 31 size.

ilk
4824-614" Cloth Brush. 4825-6,i" Velvet Brush. Illustration size

THEODORE W. FOSTER & BRO. CO.
Manufacturing Jewelers and Silversmiths

We make
Rolled Gold
Filled
Lockets and Charms
Crosses and

Pendants
Link Buttons

and Tie Clasps
Scarf and Hat Pins
Lingerie Clasps
Boquet Pins
Collar, Brooch,
Veil and Bar Pins
Necklaces
Vest, Dickens and
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NEW YORK: 13 Maiden Lane CHICAGO: Heyworth Bldg. CANADA: Kingston, Ont.

0

II

ii

0

CI C3 CI CI CI CI CI CI I= I-II I a

f. -

ARE THOSE THAT SUGGEST THE
GOODS THEMSELVES

41.Modern illustrated advertising is foundedon this truth.
A watch cut will naturally catch the eye of the person
who is thinking of purchasing a watch—and so with a
diamond, a scarf pin or other article.
We furnish at a merely nominal price cuts of this char-
acter : watches, clocks, cut glass, rings, china, etc., which
will attract the reader's attention and yet occupy a very
small portion of the advertising space.

SEND FOR SHEET OF ILLUSTRATIONS

AND PRICES

The KEYSTONE PUBLISHING CO.
LOCK BOX 1424
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ST. LOUIS

Holiday Trade Now In Full Swing—A Very Profitable Season Assured—Import
ance

of St. Louis as a Manufacturing Center—Employes of the Fir
m Honor Birthday

of Morris Eisenstadt

St. Louis, Mo., December 10.—The Holiday

trade opened early and active and has increased

in volume each day. All the stores have had very

handsome and attractive window displays of goods

suitable for Christmas presents, and they have

also largely increased their sales forces for the

season.
The complete statistics covering the manufac-

turing industry of St. Louis for 1911 was made

public November 30 by the State Bureau of Labor

Statistics. The total vr.lue of the manufacturing

output of St. Louis for the year was $340,835,193,

or more than one half of the estimated total for

the entire state. The 1911 output shows a loss as

compared with 1910 of $42,431. With three or

four exceptions, however, every industry in this

city showed a healthy gain for 1911 over any pre-

vious year.
A second tour of the Business Men's League to

Panama is being arranged to leave on February 3.

On the tour of last February several of our most

prominent jewelers made the trip and had a very

enjoyable time.
Morris Eisenstadt, president of the Eisenstadt

Manufacturing Company, celebrated his fifty-

fifth birthday on November 22. When he reached

the firm's place of business he found the place

elaborately decorated with flowers and his desk

literally covered with floral offerings from his

business associates and friends.

Goodman King, president of the Mermod, Jac-

card & King Jewelry Company, is a member of the

committee representing the Manufacturers' and

Exporters' Association.

The local newspapers have been making an

energetic campaign to have buyers do their

Holiday shopping early, and it is believed to have

had an excellent effect, because there is a notice-

able increase in the early trading this year.

M. A. Grollnek, the South Broadway jeweler,

was out November 30 after a two months' confine-

ment in the hospital with a severe attack of typhoid

fever.
Langsdorf Brothers, 1320 Washington avenue,

who have been in the jewelry business since 1900,

have announced that they are closing out and will

retire from the business on January 1, 1913.
Ralph Loewenstein, of the R. Loewenstein

Jewelry Company, returned November 28 from

a two weeks' trip through the south. M. B.

Loewenstein, same concern, returned recently

from a week's trip through the southwest.
Eberhard Anheuser, of the Anheuser-Busch

Brewing Association, presented a magnificent

massive solid silver cup, thirty inches high, to

the football associations of this city to be awarded

to the player. excelling in good playing, good de-

portment and general efficiency in the game during

this season. The cup was furnished by the F. W.

Drosten Jewelry Company. This same firm made

five handsome silver cups for the winners of the

ten mile cross country run given by the Missouri

Athletic Club here on November 30.
Louis De Rousse, of Waterloo, Ill., spent several

days here recently on a Holiday buying trip.

The National Jewelry Company has leased the

northeast corner of Eleventh street and Franklin

avenue for five years.
One day recently J. C. McCoy, of the Weber-

McCoy Jewelry Company, placed a $200 diamond

in a box in his trousers pocket and took a car for a

point in the west end. When he reached his desti-

nation it was gone. He reported it to the police but

up to the present time he has heard nothin
g

of it.
Archie Watkins, seventeen years old, was ar-

rested here recently by detectives when he tried

to sell a diamond ring worth $200 to a jeweler fo
r

$1. Watkins said he had found the ring on the

sidewalk in front of the jeweler's store, and did not
know its value.
The Van Raalte Jewelry Company are advertis-

ing that they will sell any of their diamonds with
a written guarantee to the purchasers that they
will buy them back inside of two years at the same
price less 10 per cent.
W. C. Hines, of Spaulding & Co., Chicago, who

sprained his ankle here while connected with their
recent display at the Jefferson Hotel and who was
laid up, left for Chicago on November 23.
M. Stiffelman, of M. Stiffelman & Co., returned

November 22 from a two weeks' trip through
Kansas and the west.
Frank Scholl, of Weiss & Fassett, returned

November 28 from a two weeks' trip through
Missouri and Arkansas.
It is reported that L. B. Thompson, of Clinton,

Mo., has victimized the jewelry jobbers of this
city for quite a sum. Thompson, it is announced,
has sold his stock at Clinton and left that place.
The Reeves Jewelry Company, formerly located

in the Central National Bank Building, has moved
to the Victoria Building. The company has dis-
continued its optical department and will do watch
and jewelry repairing for the trade in future.
The Mercantile Club, one of our exclusive or-

ganizations, gave a brilliant Thanksgiving eve
dinner, dance and reception on the night of Novem-
ber 27. It was the third and largest annual dinner
dance of the club, and proved a great success.
There were 500 guests, members of the club and
their friends present. George J. Hess, president of
the Hess & Culbertson Jewelry Company, was
chairman of the reception committee. Morris
,Eisenstadt, president of the Eisenstadt Manu-
facturing Company, and Edward Mama, vice-
president of the Bauman-Massa Jewelry Com-
pany, were also active participants.
0. F. Uhl, secretary of the Furstenwerth-Uhl

Jewelry Company, returned recently from a
business trip to New York.
The St. Louis Clock & Silverware Company

have issued a very handsome 436 page catalogue
to the trade containing some very useful buyers'
information.

J. E. Riley, traveler for the St. Louis Clock &
Silverware Company and the W. F. Kemper
Supply Company, is now confined in a hospital
here with complications.

Charles H. Lyle, secretary of the J. Bolland
Jewelry Company, gave a dinner to nine of the
salesmen of that concern, at one of our popular
cafes Saturday night, November 17. The evening
was spent in sociability and a general discussion of
the firm's best interests.
L. Harris, president of the L. Harris Diamond

Importing Company, returned recently from a
three weeks' business trip to Iowa. He left on

November 24 on a two weeks' trip to the same
locality. Samuel Kober, vice-president of the

same concern, returned November 27 from a three
weeks' trip through Texas. He reports conditions

in Texas exceptionally good.
Miss Rose Emrich, formerly with the J. F.

Daily Company here, has accepted a position with

Loftis Brothers & Co.
L. L. Gerber, traveler for the Maschmeyer-

Richards Silver Company, returned recently from
a three months' trip through Oklahoma and Texas.

Joseph Auer, traveler for the Bauman-Massa
Jewelry Company, through the south and Charles
Welzmiller, traveler for the same firm through

Oklahoma and Kansas, returned December

4 from trips of several weeks' duration. S. L.
Loewenstein, traveler for same firm, returned
December 7 from a long trip through Missouri

and Arkansas.
Leo S. Bauman, of the Bauman-Massa Jewelry

Company and son of S. H. Bauman, president

of that firm, was presented with a ten pound

daughter on Saturday, November 17. All doing

well.
E. H. Meier, traveler for the Weidlich Jewelry

Company, returned November 30 from a two

weeks' trip through Southern Illinois. Lawrence
Oberting, same firm, is on a several weeks' trip
through Missouri.
Harry B. Leighton, salesman for the Mermod,

Jaccard & King Jewelry Company, is out again
after being confined at home ten days on account
of sickness.

J. G. Rogers, William Elliott, A. E. Chedell
and J. M. Fitzroy, travelers for this firm, are all
in from long and successful trips through their
respective territories.

Jacob Bien, a resident here, found a $25 pearl in
an oyster one day recently. He had the pearl set
in a ring by one of our jewelers and gave it to his
daughter as a Thanksgiving present.
E. Stark has opened a jewelry store at 1507

Cass avenue, this city.
The S. Ruby Jewelry Company have moved their

clock department from the main floor to the mez-
zanine floor and the space vacated on the main
floor has been used to enlarge their silver depart-
ment. J. B. Peters, formerly with Theodore
Ebeling here, has accepted a position with the S.
Ruby Jewelry Company. William Steinberg has
also accepted a position as salesman with this
concern.
Paul M. Nacke, the well-known local watch-

maker, has opened a place of business in the
Holland Building.
The police closed the jewelry auction houses of

the United Jewelry Company, 710 Washington
avenue, the Nippon Art Company, 606 Washington
avenue and S. Farbstein, 704 Washington avenue,
claiming they were operating without auction
house licenses, and that they had failed to acquire
the signature of a majority of the property owners
in the block, as required by law.
The St. Louis Association of Credit Men gave

their first annual ball and reception at Trimp's
Hall one night recently. It proved to be a great
success and a most enjoyable evening. More than
300 persons attended.

Well known trade visitors here recently were:
Daniel McCarty, Charleston, Ill.; F. B. Wolff,
Chester, Ill.; L. A. Bunch, Herrin, Ill.; J. H.
Keadle, Warrenton, Mo.; Treece & Bowen,
Herrin, Ill.; John Koetting, St. Genevieve, Mo.;
R. D. Worrell, Mexico, Mo.; J. S. Carter, Perry,
Mo.; C. W. Scanlin, Indianapolis, Ind.; A. H.
Krause, Greenville, Ill.; W. J. Krug, Staunton,
Ill.; Mr. Gardner, Gardner Jewelry Company,
Sparta, Ill.; F. H. Brooks, Ft. Smith, Ark.;
E. M. Pilcher and wife, St. James, Mo.; H. M.
Foerste, Okawaville, Ill.; E. Dick, New Baden,
Ill.; C. H. Giesecke, Trenton, Ill.; R. G. Ruther-
ford, Mt. Vernon, Ill.; F. H. Kassel, Cape
Girardeau, Mo.; H. Adolph, of Adolph & Son,
Ironton, Mo.; David Ellman, Springfield, Mo.;
W. W. Pickthorne, Fornfelt, Mo.; E. L. Hale,
Ridgeway, Ill.

Search for Particle of Lost Radium

Tedious but exciting is the search for a tiny
particle of lost radium, now being made by a Bir-
mingham firm of chemists, says the London Daily
Mirror.

This precious particle, worth about $486 and
one-thirteenth of a grain in weight, it is hoped
to recover from a quantity of ashes taken out of a
bedroom fire grate.
The firm hires out radium, and this particular

portion, contained in a little holder known as the
applicator, to which it was attached by strong
varnish, was let to a local doctor. After applying
the radium to the body of a patient, the doctor
removed the applicator and the surgical dressings
at the same time, and inadvertently threw both
onto the bedroom fire. As the bandages flared up,
the doctor realized his mistake, but it was too late
to rescue the radium, for the varnish had perished
and the precious particle had mingled with the
cinders.

Collecting all the ashes in the fireplace, the
doctor placed them in a cardboard box and sent
them to the owners of the radium. Tests were
applied, and these showed the ashes to be radio-
active and to contain 4.5 out of the five milligrams
(one-thirteenth of a grain) of radium originally
contained in the applicator.

It is proposed to reduce the ashes to powder by
slow ignition in oxygen—in fact, to heat the con-
centrated ashes by the same method as that used
for the extraction of barium. The process is
difficult and will take a considerable time.
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We make
Sterling Silver

Toilet Goods
Manicure Goods
Vanity Cases
Vanity Purses
Coin Holders
Mens' Goods
Cigarette Boxes
Match Boxes
Eye Glass Cases
Spectacle Cases
Lorgnettes
Lorgnette Chains
Picture Frames
Novelties
Etc.

10,009 Articles in Sterling Silver Toilet and Manicure Goods and Gold Filled Jewelry

AAJ1

5217 —6'2" Cloth Brush. 5218 6 " Velvet Brush. Illustration

1821 6 " Cloth Brush. 1825 6 1 ," N'elvet 13111S11. Illustration size.

THEODORE W. FOSTER & BRO. CO.

We make
Rolled Gold
Filled
Lockets and Charms
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Pendants
Link Buttons

and Tie Clasps
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Lingerie Clasps
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Lorgnette Chains
Gold Filled Vanities
Novelties
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The Best Cuts for Advertising
ARE THOSE THAT SUGGEST THE

GOODS THEMSELVES

[Modern illustrated advertising is founded
on this truth.

A watch cut will naturally catch the eye of the person
who is thinking of purchasing a watch—and so with a
diamond, a scarf pin or other article.
We furnish at a merely nominal price cuts of this char-
acter : watches, clocks, cut glass, rings, china, etc., which
will attract the reader's attention and yet occupy a very
small portion of the advertising space.

se,ND  FOR SHEET OF ILLUSTRATIONS
AND PRICES
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ST. LOUIS

Holiday Trade Now In Full Swing—A Very Profitable S
eason Assured—Importance

of St. Louis as a Manufacturing Center—Employes o
f the Firm Honor Birthday

of Morris Eisenstadt

St. Louis, Mo., December 10.—The Holiday

trade opened early and active and has increased

in volume each day. All the stores have had very

handsome and attractive window displays of goods

suitable for Christmas presents, and they have

also largely increased their sales forces for the

season.
The complete statistics covering the manufac-

turing industry of St. Louis for 1911 was made

public November 30 by the State Bureau of Labor

Statistics. The total value of the manufacturing

output of St. Louis for the year was $340,835,193,

or more than one half of the estimated total for

the entire state. The 1911 output shows a loss as

compared with 1910 of $42,431. With three or

four exceptions, however, every industry in this

city showed a healthy gain for 1911 over any pre-

vious year.
A second tour of the Business Men's League to

Panama is being arranged to leave on February 3.

On the tour of last February several of our m
ost

prominent jewelers made the trip and had a very

enjoyable time.
Morris Eisenstadt, president of the Eisenstadt

Manufacturing Company, celebrated his fifty-

fifth birthday on November 22. When he reached

the firm's place of business he found the place

elaborately decorated with flowers and his desk

literally covered with floral offerings from his

business associates and friends.

Goodman King, president of the Mermod, Jac-

card & King Jewelry Company, is a member of the

committee representing the Manufacturers' and

Exporters' Association.

The local newspapers have been making an

energetic campaign to have buyers do their

Holiday shopping early, and it is believed to have

had an excellent effect, because there is a notice-

able increase in the early trading this year.

M. A. Grollnek, the South Broadway jeweler,

was out November 30 after a two months' confine-

ment in the hospital with a severe attack of typh
oid

fever.
Langsdorf Brothers, 1320 Washington avenue,

who have been in the jewelry business since 19
00,

have announced that they are closing out and will

retire from the business on January 1, 1913.

Ralph Loewenstein, of the R. Loewenstein

Jewelry Company, returned November 28 from

a two weeks trip through the south. M. B.

Loewenstein, same concern, returned recently

from a week's trip through the southwest.

Eberhard Anheuser, of the Anheuser-Busch

Brewing Association, presented a magnificent

massive solid silver cup, thirty inches high, to

the football associations of this city to be awarded

to the player. excelling in good playing, good de-

portment and general efficiency in the game during

this season. The cup was furnished by the F. W.

Drosten Jewelry Company. This same firm made

five handsome silver cups for the winners of 
the

ten mile cross country run given by the Missouri

Athletic Club here on November 30.
Louis De Rousse, of Waterloo, Ill., spent several

days here recently on a Holiday buying trip.

The National Jewelry Company has leased the

northeast corner of Eleventh street and Franklin

avenue for five years.
One day recently J. C. McCoy, of the Weber

-

McCoy Jewelry Company, placed a $200 diam
ond

in a box in his trousers pocket and took a car f
or a

point in the west end. When he reached his de
sti-

nation it was gone. He reported it to the police but

up to the present time he has heard 
nothing

of it.
Archie Watkins, seventeen years old, was ar-

rested here recently by detectives when he tried

to sell a diamond ring worth $200 to a jeweler 
for

$1. Watkins said he had found the ring on the

sidewalk in front of the jeweler's store, and did not
know its value.
The Van Raalte Jewelry Company are advertis-

ing that they will sell any of their diamonds with
a written guarantee to the purchasers that they
will buy them back inside of two years at the same
price less 10 per cent.
W. C. Hines, of Spaulding & Co., Chicago, who

sprained his ankle here while connected with their
recent display at the Jefferson Hotel and who was
laid up, left for Chicago on November 23.
M. Stiffelman, of M. Stiffelman & Co., returned

November 22 from a two weeks' trip through
Kansas and the west.
Frank Scholl, of Weiss & Fassett, returned

November 28 from a two weeks' trip through
Missouri and Arkansas.
It is reported that L. B. Thompson, of Clinton,

Mo., has victimized the jewelry jobbers of this

city for quite a sum. Thompson, it is announced,
has sold his stock at Clinton and left that place.
The Reeves Jewelry Company, formerly located

in the Central National Bank Building, has moved
to the Victoria Building. The company has dis-

continued its optical department and will do watch
and jewelry repairing for the trade in future.
The Mercantile Club, one of our exclusive or-

ganizations, gave a brilliant Thanksgiving eve
dinner, dance and reception on the night of Novem-
ber 27. It was the third and largest annual dinner
dance of the club, and proved a great success.
There were 500 guests, members of the club and

their friends present. George J. Hess, president of
the Hess & Culbertson Jewelry Company, was
chairman of the reception committee. Morris

*Eisenstadt, president of the Eisenstadt Manu-
facturing Company, and Edward Massa, vice-
president of the Bauman-Massa Jewelry Com-
pany, were also active participants.
0. F. Uhl, secretary of the Furstenwerth-Uhl

Jewelry Company, returned recently from a

business trip to New York.
The St. Louis Clock & Silverware Company

have issued a very handsome 436 page catalogue
to the trade containing some very useful buyers'
information.

J. E. Riley, traveler for the St. Louis Clock &
Silverware Company and the W. F. Kemper

Supply Company, is now confined in a hospital
here with complications.

Charles H. Lyle, secretary of the J. Bolland

Jewelry Company, gave a dinner to nine of the

salesmen of that concern, at one of our popular

cafes Saturday night, November 17. The evening
was spent in sociability and a general discussion of

the firm's best interests.
L. Harris, president of the L. Harris Diamond

Importing Company, returned recently from a

three weeks' business trip to Iowa. He left on

November 24 on a two weeks' trip to the same

locality. Samuel Kober, vice-president of the

same concern, returned November 27 from a three

weeks' trip through Texas. He reports conditions

in Texas exceptionally good.
Miss Rose Emrich, formerly with the J. F.

Daily Company here, has accepted a position with

Loftis Brothers & Co.
L. L. Gerber, traveler for the Maschmeyer-

Richards Silver Company, returned recently from

a three months' trip through Oklahoma and Texas.

Joseph Auer, traveler for the Bauman-Massa

Jewelry Company, through the south and Charles

Welzmiller, traveler for the same firm through

Oklahoma and Kansas, returned December

4 from trips of several weeks' duration. S. L.

Loewenstein, traveler for same firm, returned

December 7 from a long trip through Missouri

and Arkansas.
Leo S. Bauman, of the Bauman-Massa Jewelry

Company and son of S. H. Bauman, president

of that firm, was presented with a ten pound

daughter on Saturday, November 17. All doing

well.
E. H. Meier, traveler for the Weidlich Jewelry

Company, returned November 30 from a two

weeks' trip through Southern Illinois. Lawrence
Oberting, same firm, is on a several weeks' trip
through Missouri.
Harry B. Leighton, salesman for the Mermod,

Jaccard & King Jewelry Company, is out again
after being confined at home ten days on account
of sickness.

J. G. Rogers, William Elliott, A. E. Chedell
and J. M. Fitzroy, travelers for this firm, are all
in from long and successful trips through their
respective territories.

Jacob Bien, a resident here, found a $25 pearl in
an oyster one day recently. He had the pearl set
in a ring by one of our jewelers and gave it to his
daughter as a Thanksgiving present.
E. Stark has opened a jewelry store at 1507

Cass avenue, this city.
The S. Ruby Jewelry Company have moved their

clock department from the main floor to the mez-
zanine floor and the space vacated on the main
floor has been used to enlarge their silver depart-
ment. J. B. Peters, formerly with Theodore
Ebeling here, has accepted a position with the S.
Ruby Jewelry Company. William Steinberg has
also accepted a position as salesman with this
concern.
Paul M. Nacke, the well-known local watch-

maker, has opened a place of business in the
Holland Building.
The police closed the jewelry auction houses of

the United Jewelry Company, 710 Washington
avenue, the Nippon Art Company, 606 Washington
avenue and S. Farbstein, 704 Washington avenue,
claiming they were operating without auction
house licenses, and that they had failed to acquire
the signature of a majority of the property owners
in the block, as required by law.
The St. Louis Association of Credit Men gave

their first annual ball and reception at Trimp's
Hall one night recently. It proved to be a great
success and a most enjoyable evening. More than
300 persons attended.

Well known trade visitors here recently were:
Daniel McCarty, Charleston, Ill.; F. B. Wolff,
Chester, Ill.; L. A. Bunch, Herrin, Ill.; J. H.
Keadle, Warrenton, Mo.; Treece & Bowen,
Herrin, Ill.; John Koetting, St. Genevieve, Mo.;
R. D. Worrell, Mexico, Mo.; J. S. Carter, Perry,
Mo.; C. W. Scanlin, Indianapolis, Ind.; A. H.
Krause, Greenville, Ill.; W. J. Krug, Staunton,
Ill.; Mr. Gardner, Gardner Jewelry Company,
Sparta, Ill.; F. H. Brooks, Ft. Smith, Ark.;
E. M. Pilcher and wife, St. James, Mo.; H. M.
Foerste, Okawaville, Ill.; E. Dick, New Baden,
Ill.; C. H. Giesecke, Trenton, Ill.; R. G. Ruther-
ford, Mt. Vernon, Ill.; F. H. Kassel, Cape
Girardeau, Mo.; H. Adolph, of Adolph & Son,
Ironton, Mo.; David Ellman, Springfield, Mo.;

W. W. Pickthorne, Fornfelt, Mo.; E. L. Hale,
Ridgeway, Ill.

Search for Particle of Lost Radium

Tedious but exciting is the search for a tiny
particle of lost radium, now being made by a Bir-
mingham firm of chemists, says the London Daily
Mirror.
This precious particle, worth about $486 and

one-thirteenth of a grain in weight, it is hoped
to recover from a quantity of ashes taken out of a
bedroom fire grate.
The firm hires out radium, and this particular

portion, contained in a little holder known as the
applicator, to which it was attached by strong
varnish, was let to a local doctor. After applying
the radium to the body of a patient, the doctor
removed the applicator and the surgical dressings
at the same time, and inadvertently threw both
onto the bedroom fire. As the bandages flared up,
the doctor realized his mistake, but it was too late
to rescue the radium, for the varnish had perished
and the precious particle had mingled with the
cinders.

Collecting all the ashes in the fireplace, the
doctor placed them in a cardboard box and sent
them to the owners of the radium. Tests were
applied, and these showed the ashes to be radio-
active and to contain 4.5 out of the five milligrams
(one-thirteenth of a grain) of radium originally
contained in the applicator.
It is proposed to reduce the ashes to powder by

slow ignition in oxygen—in fact, to heat the con-
centrated ashes by the same method as that used
for the extraction of barium. The process is
difficult and will take a considerable time.
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The GREAT AMER-
ICAN JEWELERS'

CATALOGUE did
not represent genuine
buying economy, it
would not continue
year after year to show
the most remarkable

growth in jewelry cat-
alogue history, as it
does. It's best adver-

tisement is the thous-
ands of jewelers who
use it and get full satis-
faction. If you are not
using THE GREAT

AMERICAN why
cheat yourself longer of
the absolute certainty
you might be enjoying.
The busy holiday sea-
son is the best time to
try it out.

It's now a National
Catalogue.

The Oskamp-Nolting Co.
Cincinnati, Ohio
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THE

New Century
Engraving Machine

THE NEW CENTURY
has back of it over 25
years of engraving ma-

chine experience. When
you take this into consider-
ation and the large number
of machines we have been
selling during these years,
it must be apparent the
New Century possesses
merit.

One of our customers
wrote us a few weeks ago:
" My machine has given
satisfaction both to me and
my customers in every case,
besides paying 20 per cent
on my investment in paid
engraving." We have
hundreds of similar un-
solicited letters.

YOU NEED A
NEW CENTURY

Write NOW for Catalogue

and Prices and Terms

THE EATON &
GLOVER CO.
SAYRE -:- PENNA.

RING -TRAY
LOX-EM-ALL a three in one tray:

Automatic, locking all by removal of one.
Universal locking, preventing the removal of any.
Ordinary, allowing the removal of all.

THE ONLY AUTOMATIC LOCKING

RING TRAY ON THE MARKET

A C

"Ten reasons why every jeweler should have the Lox-Em-All ring trays."

1. Lox-Ern-All Ring Tray is perpetual ring insurance.
2. The premium once paid protects your stock for a life time.
3. Lox-Ern-All is for your rings what the cash register is for your money.
4. Lox-Em-All is the only automatic locking ring tray on the market and

needs no operator.
5. A ring in the Lox-Em-All Ring Tray is as safe as one in the hand.
6. It increases your profit by decreasing your losses.
7. Your salesman need watch only one ring; Lox-Em-All looks after the rest.
8. Honest people take no offence at the Lox-Em-All Ring Tray.
9. Dishonest people take no rings from the Lox-Em-All Ring Tray.
10. In construction the Lox-Ern-All is perfectly simple and simply perfect.

Drop us a card before you forget and we will send you a descriptive pamphlet
and price list.

DAHL MANUFACTURING and SALES COMPANY
Office and Factory:

MINNEAPOLIS 314-318-318-320-322-324 FIFTH AVE., SO. MINNESOTA
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BOSTON

I' HE

A Profitable Holiday Business Confidently Ex-

pected—Search for a Valuable Diamond Brooch

—Jeweler in Battle Royal Over Electric Sign

—Many Out-of-town Visitors

Boston, Mass., December 8.—A brisk fire start-

ing in a pile of books the property of The George

L. Shuman Publishing house, of Beacon street,

caused three firms to suffer a damage of $5,000

and gave the Boston Fire Department a bad scare

early in the day recently. The books were stored

directly beneath the show windows of Koopman

& Co., dealers in oriental rugs and antiques at

22-24 Beacon street. The Koopman stock was

heavily damaged by smoke and water.

The stock of George H. Elson a jeweler in the

basement was deluged with water, and a large

number of clocks stored there were ruined. The

flames were confined to the basement except in

one place in the rear, where the blaze shot up an

elevator well, lines were directed on this point,

however, and the blaze was checked before it got

to the heart of the building. Mr. Elson's store is

on the street floor and was not affected; the

damage done was to his stock in the basement.

K. E. Orstedt has opened a business at 373

Washington street, where he will do all kinds of

fine watch and jewelry repairing and will carry a

full line of watches, diamonds and jewelry. Mr.

Orstedt was with the Bigelow, Kennard & Co.

over six years.
W. A. Smith, of Melrose, was a recent visitor to

Boston.
A. S. Hirshberg, of the Jewelers' building, has a

new man on the road as traveling salesman. Mr.

Lewis F. Guiness represents Mr. Hirshberg in

this capacity.
A. Carro, of the Jewelers' building, 373 Wash-

ington street, has moved from room 37 to room 68.

Ben Wyman, of Providence, R. I., dealer in

precious stones, was a recent visitor in Boston

calling on the trade.
S. B. Kantor, 373 Washington street has moved

from the third floor to room 76 on the seventh

floor.
J. M. Lipp is in the same office with S. B.

Kantor. The office is divided off in a salesroom,

waiting room and private office.
Russell & Simes, of 373 Washington street, have

changed their workshop and office very extensively

by putting in a new quartered oak partition which

has colonial leaded windows so that the shop can

be viewed from the waiting room. As it is now

arranged this is one of the best diamond cutting

establishments of New England. Russell & Simes

have added a bookkeeper to their office.

Henry A. Merhoff, of 373 Washington street,

has re-arranged his office so that he will have more

room to lay out his engraving work and has added

more benches.
A diamond brooch valued at $6,000 but with

"associations that make it impossible to replace,"

is being sought by the Boston police upon the re-

quest of Mrs. Chester Whitin Lassell, of Whitins-

ville. Advertisements have been inserted in the

papers, every pawn shop in Boston is being

watched, and every effort is being made to recover

the pin. The brooch, a monogram with the initials

"M. L. de S. V.," was the gift of Minturn de

Suzzars Verdi of New York to his bride, who was

Miss Marion Lassell, youngest daughter of Mr.

and Mrs. Lassell. It was lost while it was being

worn, according to Mrs. Lassell, by her eldest

daughter, Miss Hildegarde Lassell. The pin is

an oval brooch, set solidly with small diamonds,

and was made by a New York jeweler, to Mr.

Verdi's order, as a present to his bride. Mrs.

Lassell said the pin was lost between 11.30 and

2 o'clock by Miss Lassell, who was wearing it, was

at the Hotel Lenox, and walked from there along

Commonwealth avenue between Dartmouth and

Beacons streets, and also along Marlboro street

near the Chilton Club.
The pin was as large as a hen's egg, oval in shape,

and completely covered with diamonds. Boston

jewelers would do well to keep a good watch

for this brooch; a substantial reward is offered.

Mr. Taylor, formerly of the firm, Freeman &
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Taylor, is assisting on the selling force of the

Harrington & Freeman Company, at 59 Court

street.
H. Levitan, of 373 Washington street, has re-

returned from a very successful trip through the

state of Maine.
I. Warshaw, of 373-Washington street, has re-

turned from a successful business trip spent in the

western part of Massachusetts.
Mr. Titus, of Newport, R. I., was a recent visitor

to Boston.
Sherburne E. Miller, who has been with A. F.

Scherer, 373 Washington street for the past five

years, has started up a business of his own at 373

Washington street in room 37, where he will do

all kinds of jewelry engraving.
M. J. Atherton, of the Jewelers' building, has

purchased a 23-foot motor boat which he intends

to use at his Summer home at Mt. Desert in

Maine.
L. F. Lapointe, jewelry buyer of the Jordan-

Marsh Company, has resigned his position with

that firm to accept a similar position with the

Gilchrist Company, corner of Washington and

Winter streets.
The Bolyston Jewelry Company, of 34 School

street, have moved into larger quarters in the

same building, moving from room 5 to room 2.

James Murphy, of 373 Washington street, is

being widely congratulated—it is a baby girl.

William H. Hirshberg, of 373 Washington street,

made a business trip to New York.
E. E. Millet, of Amherst, Mass., was a recent

visitor to Boston.
F. S. Grey, of Rochester, N. H., was a recent

visitor in Boston.
0. C. Dow, of 373 Washington street, has one

of the best collections of rare art values of any pri-

vate art collections in Massachusetts, he has some

very rare pieces of marble statues and paintings,

he recently added a very rare painting, which is

probably worth about $15,000 according to some

of the art critics of Boston. This is a painting

by Jacob Toornvaliet, born in Leyden, Holland,

in 1644 and died in 1719. The picture which is

• about 12 inches by 10 inches, is remarkably well

preserved and is said to be the only one of this

artist's paintings in the United States. It bears

the Holland Government seal to prove that it is

genuine.
Jason Weiler, diamond merchant, has leased

part of the building at 365 Washington street,

from H. H. Aronson, shoe dealer. The other

morning while Mr. Aronson was waiting for trade

the quiet was broken by the sound of a heavy

wagon backing up against the curb in front of the

door. The dealer in boots and shoes went to the

door. He looked out, and behold, several men

were engaged in hoisting up the side of his building

one of those blaze-by-night-read-as-you-run elec-

tric signs.
He uttered an exclamation, and started to ex-

postulate with the workers. No, it wasn't their

sign, they were only helpers of the sign company

aiding in its erection in the front of the store. The

sign belonged to Mr. Weiler, the diamond merchant

Up stairs, and they were going to put it up whether

Mr. Aronson liked it or not. Thinking that he

could stop them from raising the sign he jumped

on it and took a thrilling ride in mid air. The

crowd below cheered as he went up. He was angry

and shouted for the helpers to deposit him once

more on the pavement. The helpers responded to

his cries with a right good will. The storekeeper

descended and so did the sign and it nearly cost

him his equilibrium. Then the fight began in

good earnest. It was a free for all mix-up. One

of the sign helpers got a black eye, and one of Mr.

Aronson's clerks was forced to rush to the rear of

the store and apply first aid to his crimsoning nose.

Then the police appeared, the crowd melted away

as if by magic. Mr. Aronson angrily tucked his

arm into that of a policeman and went to the

Court Square police station to complain.

To Captain Sullivan he explained that he leased

the building, that Jason Weiler leased part of the

building from him and that he did not want Weiler

to put up an electric sign over the front of the

building. Weiler on the other hand, thought he

had a perfect right to place the sign on the front

of the building as long as it did not go below the

second floor. There the matter rested, and the

helpers after their brief bit of amusement, went on

putting up the offending sign.

North Attleboro

(Continued from page 2612)

Miss7Clarine Kettlety, daughter of A. H.

Kettlety, the traveling salesman representing

A. H. Bliss & Co., was united in marriage recently

to Walter Linnell, of Pittsfield. The wedding took

place at the bride's home in Providence.

A place on the Welfare and Protective Commit-

tees of the New England Manufacturing Jewelers'

Association has been given George K. Webster,

of the G. K. Webster Company. Walter B. Ballou

has been made a member of the membership

committee.
Owing to a lull in orders the W. G. Company has

reduced its schedule of working hours. The con-
cern expects a revival of business after Christmas.

German Wyatt, salesman for the Finberg

Manufacturing Company, has gone to New York
with a new line of samples.

E. T. Sommer, representing the J. J. Sommer

Company, has been visiting at the factory.

N. T. Wright, of the sales force of the T. C.

Hudson Company, has been spending a few days

at the factory arranging new samples preparatory

to an extended trip.

Mandallian & Hawkins have been having an

exceptional busy season on mesh bags and the

product of the large plant have been in big demand.
James Black recently took his sample cases into

Connecticut on a business trip.
The employes of the H. F. Barrows Company

are planning on a social affair in January.
Hollis Bell is home from a business trip for the

W. H. Bell Company.
Frank W. Whiting, western representative of

Whiting & Davis, was a recent visitor at the fac-

tory, getting a line on the new Spring samples.
After an illness of several weeks Walter Rice has

resumed his duties with R. Blackinton & Company.

Oscar Hornig is getting ready to go on the road
with the samples of the Codding & Heilborn

Company.
William F. Douglas, of the concern of Elliot &

Douglas, of Chartley, has been elected commander

of the Spanish war veterans.
K. L. Taylor and Alton H. Riley, with Ernest

J. Qvarstrom, of Carter, Qvarnstrom and Rem-

ington, attended the recent Harvard and Yale

game, making the trip by automobile.
Louis Blackinton, salesman for the W. & S.

Blackinton Company, was a recent visitor at the

factory.
The New York office of the Bugbee, Niles

Company is to be in charge of Mr. Logan, of

Toronto, next season. George Chisholm, the

noted athlete and son of Alpin Chisholm of the

concern, will also carry its sample cases.

William F. Maintein, of Maintein Brothers &

Elliot, recently spent a few days on the Cape

hunting ducks.
William Sunderland, salesman for the F. M.

Whiting Company, is home from an extended

business trip.
G. Herbert French, of Riley & French, won the

championship of the Attleboro Golf Club and

incidentally the handsome Autumn loving cup by

defeating Charles Whitmarsh a well-known jeweler

who plays golf as a side issue. The final match

was thirty-six holes. Mr. French played an excel-

lent game and won out after a close match. These

two players eliminated all of the other players in

the tournament.
Edgar Huhn, formerly with Schofield, Melcher

& Schofield, has resigned his position with that

concern and will be connected with Potter &

Buffington, of Providence.
George Ferris has resigned his position with R.

Blackinton & Co. He has carried the sample cases

of this concern to the Pacific coast for a number

of years.
Alpin Chisholm, of the Bugbee, Niles Company,

recently called on the New York trade.

Frank Kennedy, salesman for Paye & Baker,

has been at the factory for a short time looking

over the new Spring line, preparatory to his Spring

trip.
Alex Tanner, of F. H. Sadler Company, Ralph

Hozsie , of the Mason, Howard Company and

George Heywood, of the Horton-Angell Company,

are back in New York after visiting their respective

factories for a few days.
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WINTER FIXTURES
CHEAPER THAN THE CHEAPEST IF QUALITY IS CONSIDERED

ANYTHING FROM A STORE STOOL TO A COMPLETE OUTFIT

CUT GLASS ,

yOUR customersappreciate the
value of Libbey
reputation.
Do you make the
most of it?
Display Libbey Cut
Glass.
Talk about it.
You will find your
patrons .immediately
responsive.

Salesroom at Factory

The Libbey Glass
Company

Toledo -:- Ohio

" PEER-OF-ALL " JEWELER'S CASE and TABLE, No. 9

If it's practical arrangements, correct designs, QUALITY of material, work-

manship and finish, at RIGHT PRICES, that you are looking for we can

mit you. Not how cheap, but how good, at prices that are right, is the

Winter Idea. Ask our customers

WINTER CATALOGUES—The Books That Show You

Catalogue 12 A. Sent upon request.

The M. Winter Lumber Co.
HIGH-GRADE FIXTURE MAKERS

ESTABLISHED 1865

SHEBOYGAN, WISCONSIN, U. S. A.

THROUGH JOBBERS
Better Quality : Better Workmanship : Better Price

A TRADE MAGNET
The same people who buy WATCH
KEYS buy wedding, birthday and
HOLIDA Y presents and other
articles in your line, and they
naturally visit first the store where
they are best acquainted, where
they have been buying WATCH
KEYS, for example, and some day
they will discard their key-winders
and buy stem-winders at the same
store.
In the meantime carry a stock of
CLARK'S HIGH-GRADE WATCH
KEYS and bring the trade to your
store.

Better stock up TODAY.

A. N. CLARK & SON, Plainville, Conn.

ELK TEETH
JUST AS THEY COME FROM
THE INDIAN AND HUNTER

ALL SIZES, white and colored tips.
Any number wanted. On selection to
manufacturers. Come to the right
source for supplies.

Mt. Lion, Lynx and Eagle Claws
for Emblem Work

DIMENSION, CABOCHON GEMS FOR RINGS, SCARF PINS, ETC.

Every sort of fine Gem Minerals in the rough for Gem Cutters.

ALL STRICTLY WHOLESALE PRICES

Largest Dealer of Elk Teeth in the World. Importer of Gem Goods 

Price-list free L. W. STILWELL, Deadwood, So. Dak.
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DALLAS AND THE LONE STAR STATE

A Record Trade is Now Promised for

Night Work and General Hustle in

of Store Improvement Throughout St

Dallas, Texas, December 10.—The trade condi-

tions in the southwest are such as to warrant the

opinion that this Holiday season, as was predicted

in these columns some time back, will eclipse all

past years in point of sales as well as quality of

goods sold.
The heavy orders that were placed by the jobbers

to take care of this particular contingency have

had their justification in the heavy mail order

business which has caused the employing of night

forces and has depleted the stocks so laid in, and

a pleasing feature is the fact that more of the better

grades of jewelry is being demanded.

It is also a very noticeable fact that the jobbing

houses are no longer satisfied with mediocre em-

ployes, but instead insist on having the best that

it is possible to obtain even though it becomes

necessary to send to the eastern houses for such

men, men who have had years of experience.

Another satisfactory example of the progress made

amongst the retail jewelers is in the general ap-

pearance of their stores, both in the interior and

the exterior. No longer will they be content with

the ordinary pine cases and shelving; the most

expensive hardwood cabinets and counters must

be provided for our modern up-to-date jeweler.

J. A. Key, Granbury, was recently in Dallas

making purchases.
M. W. Payne, Duncan, Okla., spent a few days

in Dallas making purchases.

C. E. Anderson, Hutto, Okla., has removed to

Dallas and will be employed by U. E. Penny.

W. C. Ballew, Cleburne, with his watchmaker,

John Rodgers, made a recent trip to Dallas, pur-

chasing Holiday goods.
Joe A. Harris, 1302 Elm street, Dallas, is about

to move to new quarters in the Sumpter building,

1516 Main street.
A. F. Thompson, optician, who has had quarters

with Joe A. Harris is also preparing to occupy a

new location in the Sumpter building.

Miss Leah Sadovsky, who has been in the

employ of the Jewelers' School, Dallas, has re-

turned to San Antonio to assist her brother who

is employed with Joschke Brothers as engraver.

Miss Lela Loomis, has been engaged by H. J.

Plath, engraver, as stenographer

Robert Blankenship, vice-president Shuttles

Brothers & Lewis is still in the east visiting the

various factories and buying for the Spring trade.

Master Charles E. Purdom, Jr., son of Charles

E. Purdom, Sr., salesman for C. L. Norsworthy

Company, has been quite ill recently, but is re-

ported to be convalescent now.

The three old sons of T. D. Houghton, vice-

president Houghton-Reardon Company, has just

recovered from an operation for adenoids and

removal of tonsils.
A. H. Phillips, formerly in business at Holletts-

ville
' 

has removed to Celina where he has opened

with a new stock and fixtures purchased from

Shuttles Brothers & Lewis.
L. A. Pyman, who has been in Grand Rapids on

account of sickness has just returned to the bench

at the Houghton-Reardon Company.
The Baumgartner Company has opened a new

store at Goliad.
H. T. Williamson, Houston, recently reported

the loss of a brooch set with diamonds and having

a diamond pendant. He offers _a fifty dollar

reward.
Moore-DeGrazier Company report they are

working with a night force in an endeavor to catch

up with their exceptionally heavy mail business;

at the present time they see no relief in sight.
Mr. Goddard, formerly of Hutcheson, Kans.,

is now employed with Moore-DeGrazier Company.

the Holiday Season—Increased Forces,

Evidence in Wholesale Houses—A Wave

ate

J. W. Long, of the Strange Jewelry Company,
Sherman, has been a recent visitor in town.
Ralph McLaughlin has been engaged by the

Houghton-Reardon Company, in their material
department.

Shuttles Brothers & Lewis have installed a regu-
lar all-night force to facilitate the rapid handling
of their Holiday orders.

Ell McCarley, John R. Jones and Charles E.
Purdom, representing C. L. Norsworthy Company,
are now at home and will remain in Dallas until
after the Holidays, with the exception of making
a few special short trips.

Neill Brothers, Big Sandy, have gone out of
business.
Robbers forced an entrance to the residence at

1712 Walker avenue, Houston, and stole two gold
watches and a gold monogram fob. No trace has
been found of the robbers. A liberal reward is
offered for the return of the articles.

E. H. McClintock, Leedey, Okla., has removed
to Wichita, Kans.
Henry Zellerbach, Houston, has removed to

San Antonio.
Homer E. Polk, Linden, has gone to Queen City.
W. H. Gumm, Van Alstyne, has located at

Durant, Okla.
H. H. Cassles, Canyon, has sold his stock to

Holland & Jarrett.
Edward Sanders, Dallas, has taken John

Edwards as a partner, the style of the new firm
appearing as Sanders & Edwards.
Kean & Fry, Ladonia, have transferred their

interests in their jewelry store to Lucien F. Fry.
L. B. Welch has purchased the Welch, Hunt &

Co., stock at Yoakum.
C. W. Johnson has entered upon his duties in

the material department of the H. H. Hawley
Company.
The Gordon Jewelry Company composed of

S. Gordon, N. F. McCrary, and Abe Gordon has
been incorporated in Oklahoma City, Okla.
R. L. McCamant & Co., Big Springs, have dis-

posed of their business to the Wasson Drug Com-
pany.
W. T. Veale, Granite, Okla., has sold his stock

to the West Side Drug Store.
W. B. Norman, Alvarado, Texas, has discon-

tinued business at that place, disposing of his
entire stock.

Broyles & Champion, Gainseville, have just
closed a very successful auction sale.
The Enid Optical Company, Enid, Okla., has just

entered their new store at 115 South Grand
avenue.
The McPheeters Drug Company, Fort Cobb,

Okla., have gone out of business.
Benjamin Diamond, expert material man of

New York City, who has had twelve years exper-
ience, has accepted a position with Houghton-
Reardon Company, and will report for duty
December 16.
H. R. Dunnavan, of Venus, who has been on the

sick list for the past month has just returned to
his business. He recently purchased H. E. Fergu-
son's business and has combined the two stocks.

L. S. Patterson, of Shuttles Brothers & Lewis,
visited El Campo this week with a special diamond
stock to assist J. B. Herrington & Co., of Wharton,
who opened a handsome new store at that place.

John D. Fowler, a prominent merchant of Wins-
boro, Texas, has recently put in a complete stock
of jewelry, cut glass, silverware, etc. Mr. Fowler

is very popular in his community, and we predict
for him an exceptional success.

Mrs. Van Jones, of Weatherford, Texas, mother
of John R. Jones, of C. L. Norsworthy Company,
and Tom J. Jones, of Linz Brothers, has recently
moved from Weatherford to Dallas, being located
at 825 North Ewing street, Oak Cliff, where she is
comfortably domiciled in her new home.

An unusual number of dealers from all over
Texas and adjoining states have visited Dallas this
year to make their Holiday purchases.

Miss Grace Hagley, for several years with Shut-
tles Brothers & Lewis, was recently married to
R. L. Summers, of the Zeese Engraving Company,
of this city.
One of the most pleasing and unique entertain-

ments of the past week was a five-course stag
luncheon on Thanksgiving Evening, given by
Mrs. Norsworthy, of 1701 Ross avenue, in honor
of her sons, T. W. and C. L. Norsworthy. Covers
were laid for fourteen on the artistically decorated
lace-covered table, red and white being the color
scheme. The dining room was made very attrac-
tive in the colors with cut glass vases of American
beauty roses. After the inevitable smoke and jokes
and spicy repartee, the guests all departed, with a
rising vote of thanks to their hosts for a very
merry and enjoyable evening.

Increasing volume of Holiday orders has made it
imperative for Shuttles Brothers & Lewis to call
in seven of their traveling men to help in handling
mail orders.
Tom Collins, who is employed by the Strange

Jewelry Company, Sherman, recently visited the
wholesale houses in Dallas.
Linz Brothers, retail jewelers, have just had a

very large electric sign placed over the main
entrance to their store.

Color in New Jewelry

Black and White or Gems of Many Hues

Fashions of the Winter

The gorgeous coloring of the season's costumes is
reflected in the newest jewels. A difference is
noted too between these and last winter's jewels in
the mountings for the platinum work, which is
much finer and more delicate in design.
There are two opposite modes in the matter of

color in jewels, just as there are in gowns. The
first is a decided vogue for black and white. The
black and white note in gowning is echoed in
jewels by the popularity of crystal and jet.

Necklaces of large jet links and pendant plaques
of jet are worn with gowns of white velvet or silk
brocades, and in no wise is the polished jet con-
sidered a jewel for mourning wear. There are
wonderous new evening gowns spangled with
crystal and other sequins of jet, and with these
are worn jet or crystal jewels, the jet sometimes
inlaid with pearls, while diamonds are embedded
in the crystal ornaments.
The range of color shown by the enamels and

semi-precious stones as well as the gems is prac-
tically endless. Every stone is brought into play
and such combinations as jade and diamonds and
coral with pearls are seen.
Handsomely carved, deep green jade is used in a

necklace Oriental in form. The center panel is an
oblong shaped plaque from which are suspended
five pendant strings of large diamonds, each ending
in a cube of jade. This motif of square cut jades
is repeated throughout the circle of the necklace
when diamonds in groups of four alternate with
jade cubes.
In coral and pearls there is a beautiful set, in-

cluding a pair of earrings formed of coral beads
in three hanging rows, the tassel-like ends each
finished with a pear shaped pearl; a string of coral
beads from which is suspended a pendant, following
the earrings in design, and a brooch formed of a
cluster of the beads with a large pear shaped pearl
hanging from it.
Amber is having an unprecedented vogue. The

smoked variety in openwork settings is very strik-
ing, while the deep rich tone of clear amber is set
off to the best advantage by mountings of tinted
gold. Earrings of amber are liked and a striking
pair, with a necklace to match, is combined with
cornelians.
Red enamel and diamonds form a beautiful

necklace intended for wear with a Besnard red
gown. It has three rows of diamonds held in
place by enamelled slides that are framed in tiny
diamond chips, and three pendants in elaborate
designs of red enamel are intersected and overlaid

with diamonds.
And then, in entire disregard to this mode for

vivid colorings, is the persistent fashion for the
unassuming pearl above all the bright hued gems

it holds first place.
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Westminster
Chime Clock

No. 7040

(Labrador)

I /esign Patent
applied for

OUR NEW CATALOGUE, Number 21
is ready for mailing. The most complete book of

FOREIGN CLOCKS
issued. If you are looking for a style of Clock you cannot find elsewhere, send for

our Catalogue. A copy will be mailed to any legitimate jeweler on application.

KUEHL CLOCK COMPANY
Manufacturers and Importers of BLACK FOREST CLOCKS

125 North Wabash Avenue, CHICAGO
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Fine 14K. Hand Made Emblem Rings
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Write for Designs and Estimates

HE HOME OF
INLAID-COMBSMGYPTIANIVORY

BRUSHES, COMBS. MIRRORS,
FRAMES, CLOCKS, CUSHIONS,
MANICURE-SETS, VANITY-CASES ETC.

THE LARGEST LINE INLAID COMBS

THE-INLAID -CO.,INC.
MANUFACTURERS

PROVIDENCE RHODE ISLAND, U. S.A.

WACHTER SAFETY BOW
BALL BEARING

(PATENTED)

After September 15th—write for
our colored poster—size 22x14 in.

Licensed Under Our U. S. Patents

DUBOIS WATCli CASE CO., Brooklyn, N. Y.

THE STAR WATCH CASE CO., Ludington, Mick.

Demand watch cases with the
• Wachter Bow.

THE WACHTER MFG. CO.
HARTFORD, CONN.

OSMERS, DOUGHERTY COMPANY
MANUFACTURING JEWELERS

SEED
PEARL
BROOCHES
PENDANTS
NECKLACES
COLLARS
ROPES
EARRINGS
BA YADER ES
SAUTOIRS

Send for our
CIRCULAR

291-293 SEVENTH AVENUE, NEW YORK
Between 26th and 27th Streets Phone 913 Madison

PLATINUM
COLLARS
PEARL MESH

WORK
SCARF PINS
PEND ANTS
EARRINGS
MOUNTING

also to Order

Order and repairwork
of all kinds executed
by skilled workmen.
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KANSAS CITY

Early Shopping Movement Proved Most Success-

ful—Business Houses and the Public Much

Pleased—Damages Recovered from Railroad

for Lost Trunk of Samples—Claud Wheeler

Meets with Accident

Kansas City, Mo., December 11.—The Holiday

business in this section opened up briskly and this

is especially noticeable in Kansas City where the

early shopping crusade has been unusually success-

ful. Through the efforts of the Kansas City

public welfare board, the trades unions and the

club women, the spirit of early shopping has per-

vaded the entire city, and as a consequence the

department stores and other retail establishments

put their Christmas goods on their counters before

the first day of December and the rush was on

almost immediately.
It is estimated that at this date half of the Holi-

day shopping has been finished. Practically all

of the stores have agreed not to remain open nights

except Christmas eve and this will be great relief

to their employes. The sane Christmas movement

has been very aggressive. Window cards are

everywhere displayed asking people to come down

town early in the season and to start home each

day by three o'clock in the afternoons thus giving

opportunity for clerks and other people employed

down town to get to the stores. Thousands of

circulars have been distributed in packages urging

early shopping and in every moving picture show

in the city screen announcements were displayed

with the same request. The result of this crusade

has been wonderful and merchants, clerks and the

public generally are delighted with it.
E. Russell & Co., whoesale jewelers, 311 West

Ninth street, were given a judgment for $1,124

in the circuit court of Kansas City recently against

the Quincy, Omaha and Kansas City railroad

because of the loss of samples destroyed in a wreck

near Galt, Mo., November 1, 1910. The first trial

resulted in a verdict for $900, which was set aside.

The amount sued for was $3,000. On the witness

stand Mr. Russell told of how he got on a train

at Milan, Mo., to go to Coffey, Mo. As the train

started Russell saw his samples, which he had

checked as baggage, on the station platform. He

had the train stopped a mile out of Milan and

walked back, took the samples and boarded

a freight accommodation train. This second train

came into collision with a coal train and the samples

were lost. The railroad company contended that

Russell had no business carrying valuable baggage

on the freight train as it was contrary to a state

law. But Russell contended that it was not his

fault and if he had not done so he would have been

delayed a whole day in reaching his destination.

The court held that he was entitled to the amount

of damages agreed upon.
The Peerless Jewelry Company has closed a

lease for the entire first floor of the new Hewson

Building, 1016-18 Walnut street. The store will

be ready for occupancy February 1, when the com-

pany will move from its present location at 1114

Main street. The lease is for ten years.
I. L. Lake of New York, general selling agent of

the Waltham Watch Company, was in Kansas

City recently introducing J. W. Curley to the local

trade. Mr. Curley will be in charge of the Chicago

office of the company, taking the place of R. A.

Kettle, who is to take a long vacation on account

of ill health. Mr. Curley was formerly manager

of the Montreal office of the company.
Claud Wheeler, of Columbia Mo., spent a day

recently among the Kansas City wholesale houses

en route home from Lawrence, Kans., where he

attended the annual Thanksgiving football game

between the teams of the University of Missouri

and the University of Kansas. Mr. Wheeler is

still limping from a painful wrench of the knee

suffered while he was directing the remodelling

of his store in Columbia. He is too enthusiastic

a partisan of the University of Missouri, however

to be kept from attending an interstate football

game.
Virgil Conkling, prosecuting attorney of Jackson

County (Kansas City), died last week after a long

illness. He was the father-in-law of W. R. Thorpe,

manager of the Cady & Olmstead Jewelry Com-

pany, of Kansas City.
Harry Porter, of the Porter & Wiser Jewelry
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Company, has received word of the arrival in 
this

country of John Pogoler, formerly an employe of

the Porter & Wiser Company, who has been spend-

ing several months in his old home in Russia.

Pogoler left Russia ten years ago under a bond

given by his family to return every three years and

serve a short term in the Russian army. He has

done so regularly and last Summer he served his

third enlistment. He will return to the employ

of the Porter & Wiser Jewelry Company.
John Williams and C. A. Cothan are new

employes of the Porter & Wiser Jewelry Company

in the jewelry and engraving departments respec-

tively.
E. J. Mnrphy, for several years bookkeeper for

the Harris-Goar Company, of Kansas City,

has accepted a position with A. J. Carruth & Son,

Herington, Kans.
E. L. Donaldson, for four years Texas traveler

for the Edwards-Ludwig-Fuller Jewelry Company,

has taken a position in the house. His territory

has been assigned to Robert H. Gilles.
L. P. Fustenberger, traveler for the Woodstock-

Hofer Watch and Jewelry Company, is the father

of a fine boy. He lives in Wichita.
George H. Edwards, president of the Edwards-

Ludwig-Fuller Jewelry Company, with his family,

motored to Lawrence, Kans., the Saturday before

Thanksgiving to witness the annual football game

between the universities of Kansas and Missouri.

A. J. Johnson, who sold out his business in

Bethany, Mo., five years ago is preparing to open

again in that city. He was in Kansas City re-

cently purchasing his opening stock.
M. G. Cook, traveler for the C. B. Norton

Jewelry Company in Texas, was in the house for

several days recently replenishing his trunks.

E. 0. Baumgarten, of the Hoefer Jewelry Com-

pany, spent Thanksgiving in Kansas City coming

in from Iowa territory. He reports excellent busi-

ness.
T. S. Simerall, traveler for D. B. Ward & Co.,

in southern Missouri, replenished his trunks re-

cently.
Dave Mazukewitz is now in the employ of

Krigel Brothers, Sixth and Main streets as a watch-

maker.
Summers & Staley, who are preparing to open

a new store at Pittsburgh, Kans., were in Kansas

City several days recently buying their opening

stock.
Mrs. Norton, wife of Henry Norton, with the

C. B. Norton Jewelry Company, who was operated

upon several weeks ago in a local hospital is now

sufficiently recovered to be home.
A. F. Klein, of the material department of the

Edwards-Ludwig-Fuller Jewelry Company, has

returned from St. Louis where he went to visit

relatives.
Von W. Cummings will open a new jewelry store

at 222 West Twelfth street soon.
George Young, of Moberly, Mo., spent Thanks-

giving day in Kansas City with his parents.

J. B. Hayden, of Topeka, was in Kansas City

recently, the first time in more than a year. Mr.

Hayden has been in poor health but is recovering

rapidly.
A. L. Klein and wife, of Wellsville, Kans., were

Kansas City visitors recently.
Among the out-of-town jewelers in Kansas

City recently were: W. H. Meyer, Lawson, Mo.
;

M. E. Lukens, Frankford, Kans.; W. S. Ford,

La Harpe, Kans.; J. B. Heifner, Missouri City,

Mo.; George A. Young, Moberly, Mo.; H. L
.

Ford, Pleasant Hill, Mo.; E. T. Merriman, Smith

Center, Kans.; A. G. Norris, Lawrence, Kans.;

Edward Quennelle, Aurora, Kans.; B. M. Hicks,

Cowgill, Okla.; W. A. Kinchenloe and wife,

Centerville, Kans.; John Gillies, Fort Scott,

Kans.; J. H. Whiteside, Liberty, Mo.; W. A.

McReynolds, Bolivar, Mo.; M. W. J. Holt,

Stillwater, Okla.; W. L. Salmon, Tarkio, Mo.;

J. W. Lumfort, Alva, Okla.; F. Melliush, Ottawa,

Kans.; R. W. Corley, Heavener, Okla.; Harry

Wardin, Topeka, Kans.; Ross Libby, Weir

City, Mo.; R. W. Emery, Springfield, Mo.
;

T. L. Hunter, Sweet Springs, Mo.; W. C. W.

Kuehner, Chanute, Kans.; Sam Friedberg, Topeka

Kans.; R. E. Bennett, Stanberry, Mo.; J. M.

Coffman, Stolesberry, Mo.; C. J. Kile, Clinton,

Mo.; Charles Hixon, Richmond, Mo.; B. G.

Gustafson, Lawrence, Kans.; C. L. Dockhorn,

Oskaloosa, Kans.; F. R. Culumber, Eldon, Mo.;

M. A. Lewis, Bonner Springs, Kans.; C. S. Pool,

Joplin, Mo., and W. S. Hale, Lamar, Iowa.

ST. PAUL AND MINNEAPOLIS

Annual Meeting of Minnesota State Associa
tion

to be Held in February—Northwest Enjoys

Mildest Winter in Many Years—Record

Breaking Holiday Trade Probable

St. Paul, Minn., December 10.—The annual

meeting of the Minnesota Retail Jewelers' Asso-

ciation will be held in Minneapolis, February 18,

19 and 20. This meeting should be attended by

all of the retailers in the state as there will be many

matters discussed that are of importance to all

progressive jewelers. We are unable at this time

to give the names of any of the speakers, but we

know that there will be several there who will have

a message that will be very helpful to all who

attend.
The northwest is still enjoying the mildest

Winter in many years, there having been but a

few light snows, which were melted away by the

warm weather that followed in a day or two.

The warm weather has been a great blessing to all

in more ways than one. The principal one is in

the fact that much grain would have been lost

owing to the delay in harvesting, caused by the

incessant rain at harvest time. The farmers,

however, have been able to get most of their grain

harvested and their Fall plowing done.

Salesmen are not experiencing the hardships on

the road as they have during the last few years by

being tied up in one town for two or three days on

account of heavy snows and blizzards, but instead

they are all out hustling to cover as much territory

as possible before the Holiday season closes. The

retail jewelers in the Twin Cities report that the

Holiday buying has started and they expect to

break all records in selling.

The northwestern products show, which was

recently held in the Armory building in Minneapo-

lis attracted many out-of-town visitors to the

Twin Cities and among them many jewelers who

are thinking of making changes in their locations.

The indications are that there will be several new

retail jewelry stores opened in the newer sections

of the northwest in the near future. There have

been several new towns built along the new lines

of railroad which offer some fine opportunities for

the retailer.
A. J. Lee, of Hudson, Wis., was in the Twin

Cities during the past two weeks buying goods.

J. J. Hagen, located at 414 Cedar avenue, Minne-

apolis, recently sold out his business to J. N.

Anderson formerly with W. H. Reighart, of Minot,

N. D. Mr. Hagen will take an extended trip t
o

Norway.
F. 0. Anderson, 16 South Sixth street, Minne-

apolis, has installed a new street clock in front o
f

his store.
F. T. Smith who was in business out west is

now connected with the jewelry firm of C. J
.

Winthers of Minneapolis.

Jake Andrist, jeweler of West Concord, made a

business trip to the Twin Cities during the pas
t

month to buy goods for the Holiday trade.

F. W. Harper, of Delano, made a trip to the

Twin Cities during the last two weeks for the 
pur-

pose of buying goods and looking after other busi
-

ness matters.
A. J. Krueger, jeweler and optician of Nor

th

Branch, made a trip to the Twin Cities during th
e

past two weeks to buy goods for his store and 
look

after business matters in general.

N. S. Nelson, of Hutchinson, made a trip to t
he

Twin Cities during the last two weeks wher
e he

was buying goods to replenish his stock for
 the

coming Holiday trade. Mr. Nelson reports busi-

ness as being good.
Ernest Smith, of Howard Lake, recently made

 a

trip to the Twin Cities where he was buying 
goods

and looking after other business interests.
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The Art of Window Trimming

By OSCAR ONKEN, President of the Oscar Onken Company,
Cincinnati, Ohio.

It takes a mind with a scientific bias, to
do business today without a waste of
energy; that waste incident to the "hit
and miss" methods of the merchants who
cannot see the point straight off, and cal-
culate results as one computes a problem
in arithmetic. The business man of today
is heir to all the achievements of his pre-
decessors, who worked and stumbled and
fell on the up-hill road of experiment. So
he is able to look backward as well as for-
ward and to make deductions and arrive
at conclusions. How to stop the leakage
in business, how to make more showing,
how to clean up what was once thought
"necessary waste" and make it count;
these are subjects worthy of thought to the
student of scientific efficiency. Business
today is a science, and that tremendously
important subject 'The Science of Effi-
ciency" is engaging the best minds today,
from the heads of great corporations down
to the business managers of small concerns.
Some of our leading commercial giants
commit the error of being ahead on big
work and behind on the littler things,
though the latter are frequently more im-
portant. In this there is a great waste of
energy and loss.

Prejudice against innovation, the fixed
habit, and desire to do the thing in the
same old way, are the greatest obstacles
to the introduction of efficiency.
Take the retail merchant, for instance—

the "get there" kind. He understands
the meaning of efficiency. He knows that
his shop must have the best facilities in
every department and he knows the
neglect of one important thing would make
the rest go for naught.
A splendid line of goods is bought we

will say, and does not sell. The scientific
"over man" comes along and investigates,
he knows the article is right and should
sell. What's the trouble? The clerk
has not shown the article? "No one has
asked for it." The efficient head has
gone past the period of driving his help.
It doesn't pay. But he must use some
means to get that clerk to sell the goods.

Obstacles Increase Determination

Isn't it a fact that obstacles put a man
upon his mettle, stimulates his energies,
increases his resourcefulness and his deter-
mination? If you are in doubt as to the
virtues which develop through adversity,
just recall the hard thinking you have done
and the nights you have remained awake
trying to think out some plan by which
this particular obstacle might be over-
come. Had not the obstacle confronted
you, you would have gone on in the old
way of letting things take care of them-
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selves and you would not have been the
man you are today. Yes, sir; be glad of
the tangles which force you to sit up and
think.
Sometimes your competitor in business

becomes your obstacle. Why? You find
he sells twice the amount of goods you
sell, and you are worried, not because he is
successful, but because you are not. You
search around for the cause. You are not
able to put your finger on it right quick,
but he has made you think; and you grow
determined to find the way to bigger sales
—to more business.
Your obstacle served you well in making

you a better business man by trying to
find out the cause, and of course "you do
find it." And very often the secret is
some one thing which you have never
considered important.
Take for instance, your window display

and compare it with your competitor's.
Don't be afraid to be seen looking straight
into your competitor's window. Look
deliberately, too, for you may there and
then discover the real reason for his suc-
cess. In these days a well-trimmed win-
dow is almost too big an asset to set a
limit on—you cannot calculate the results.
When you see a whole front torn out of a

comparatively new building just to put in
a newer type of a window, just make up
your mind that that merchant is a wise
one. He has discovered the value of a
good window.

Windows Should Be Made to Look Smart

Make your windows smart, make them
not only attract but arrest attention.
Make people think they want what they
don't need, and they do want when they
see attractive looking windows. Now, if
you have digested this fact and put it into
execution, you have overcome a big ob-
stacle to success, and you have been put
upon your mettle, too.
There is an old saying that "Goods well

displayed are half sold." This is true;
and it is just as true of your goods as it is
of any goods. You will get a better class
of trade and better prices. The cost of
attractiveness is little, but the difference
in profits will warrant the extra expendi-
ture. It is only human nature to desire
those goods that look well in the store.
The instinct is the same whether it be the
child who sees candy or the woman look-
ing at household goods.
A lot of goods thrown into a window in

slipshod fashion will not attract the same
attention as would the same lot neatly
arranged on fixtures. Take a walk in any
city, town or village and you will always
find that the successful merchant is the one
who is up-to-date in his window trimming.
A good display promotes business. There
are many merchants who advertise con-
tinually and talk "quality" yet put their
money into cheap window fixtures, therby
contradicting their "quality" talk.
The window should be given even more

attention than the inside of the store. It
is the part that most people see, and if the
display in it is not especially inviting
you've lost an opportunity to attract the
passerby to the inside of the store. The

store windows in large cities and larger
towns give evidence of the great amount
of the attention merchants devote to them.

It is the actual value of the power to
attract trade that makes rents so high on
principal streets. The display in the win-
dows are seen by many more people than
those in the stores on the back thorough-
fares. Merchants realize this, and use the
windows to the utmost, making the dis-
play as attractive as possible. This can
only be accomplished by the use of good
fixtures.
An adequate equipment does not neces-

sarily mean expensive fixtures. Fre-
quently the best is the cheapest, in fact,
always is cheapest in the long run. The
end to be accomplished is the chief thing
to be borne in mind and that is the display
of merchandise in such manner as to bring
the total sales and net profits above what
they otherwise would be.

Excellence of display is an essential
part of any store's advertising efforts.
The effect of muM1 good newspaper and
circular advertising is often lost by unat-
tractive window and interior arrange-
ments. On the other hand, these forms
of publicity only secure their greatest
value when properly reinforced by the
store's appearance, both within and with-
out. The window is the chief, if not the
only avenue through which we secure this
added publicity.

Preparing Advertising Copy
I shall not attempt to enter into the

technique of preparing advertising copy,
but shall confine myself to the principle
involved, says a well-known advertising
man. Forget, first, last, and all the time,
the reasons why the seller wants to sell
the goods. Think, first, last. and all the
time, of the reasons possible purchasers
may have for buying the goods. In a
word, study why the goods should be
bought, not why they should be sold.
Banish the ego of the seller (who is hu-
manly fond of personal aggrandizement of
himself and his goods), and also banish
the ego of yourself (likewise humanly
weak to the praise of "good writing");
and study not only the ego, but also the
various elements of desire and necessity
of possible buyers.
Put yourself in the place of those to

whom you write—surround yourself in
imagination with their influences and
environments—grasp the fundamental de-
sires that move them—and then bring out
the leading points of the article to be
advertised that touch those desires. This
is not difficult. It is all too simple. It is
so easy that many (the majority) of
writers of advertising copy hasten blindly
by, looking for something harder—clever-
ness, originality, fine phrasing, and the
myriad applause-raising (?) efforts in
universal vogue. To sum up: Use good
plain English; know what you are talking
about; know why those you are talking
to should buy the goods you write
of. Simple? Yes, if common sense is
present.

"Crown"
The Smallest Watch in America

to Sell at a Popular Price
The New 3/o-size Complete Watch

T
EN days more to Christmas
—Ten days of active sales of
Crown Watches over the

  jeweler's counter.
Now is the time for a fresh Crown

window display.
You can do something with the Crown in

your window.
It is the smallest and neatest Ladies' watch at

the price—its patterns are finer—its better value
is plain to be seen.
And here is the fourth of the series of Crown

window posters—on the other side of this page.
Now for the biggest Holiday sale of popular-

priced Ladies' watches in the history of your
store!

The KEYSTONE WATCH CASE COMPANY
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The Art of Window Trimming

By OSCAR ONICEN, President of the Oscar Onken Company,
Cincinnati, Ohio.

It takes a mind with a scientific bias, to
do business today without a waste of
energy; that waste incident to the "hit
and miss" methods of the merchants who
cannot see the point straight off, and cal-
culate results as one computes a problem
in arithmetic. The business man of today
is heir to all the achievements of his pre-
decessors, who worked and stumbled and
fell on the up-hill road of experiment. So
he is able to look backward as well as for-
ward and to make deductions and arrive
at conclusions. How to stop the leakage
in business, how to make more showing,
how to clean up what was once thought
"necessary waste" and make it count;
these are subjects worthy of thought to the
student of scientific efficiency. Business
today is a science, and that tremendously
important subject "The Science of Effi-
ciency" is engaging the best minds today,
from the heads of great corporations down
to the business managers of small concerns.
Some of our leading commercial giants
commit the error of being ahead on big
work and behind on the littler things,
though the latter are frequently more im-
portant. In this there is a great waste of
energy and loss.

Prejudice against innovation, the fixed
habit, and desire to do the thing in the
same old way, are the greatest obstacles
to the introduction of efficiency.
Take the retail merchant, for instance—

the "get there" kind. He understands
the meaning of efficiency. He knows that
his shop must have the best facilities in
every department and he knows the
neglect of one important thing would make
the rest go for naught.
A splendid line of goods is bought we

will say, and does not sell. The scientific
"over man" comes along and investigates,
he knows the article is right and should
sell. What's the trouble? The clerk
has not shown the article? "No one has
asked for it." The efficient head has
gone past the period of driving his help.
It doesn't pay. But he must use some
means to get that clerk to sell the goods.

Obstacles Increase Determination

Isn't it a fact that obstacles put a man
upon his mettle, stimulates his energies,
increases his resourcefulness and his deter-
mination? If you are in doubt as to the
virtues which develop through adversity,
just recall the hard thinking you have done
and the nights you have remained awake
trying to think out some plan by which
this particular obstacle might be over-
come. Had not the obstacle confronted
you, you would have gone on in the old
way of letting things take care of them-
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selves and you would not have been the
man you are today. Yes, sir; be glad of
the tangles which force you to sit up and
think.
Sometimes your competitor in business

becomes your obstacle. Why? You find
he sells twice the amount of goods you
sell, and you are worried, not because he is
successful, but because you are not. You
search around for the cause. You are not
able to put your finger on it right quick,
but he has made you think; and you grow
determined to find the way to bigger sales
—to more business.
Your obstacle served you well in making

you a better business man by trying to
find out the cause, and of course "you do
find it." And very often the secret is
some one thing which you have never
considered important.
Take for instance, your window display

and compare it with your competitor's.
Don't be afraid to be seen looking straight
into your competitor's window. Look
deliberately, too, for you may there and
then discover the real reason for his suc-
cess. In these days a well-trimmed win-
dow is almost too big an asset to set a
limit on—you cannot calculate the results.
When you see a whole front torn out of a

comparatively new building just to put in
a newer type of a window, just make up
your mind that that merchant is a wise
one. He has discovered the value of a
good window.

Windows Should Be Made to Look Smart

Make your windows smart, make them
not only attract but arrest attention.
Make people think they want what they
don't need, and they do want when they
see attractive looking windows. Now, if
you have digested this fact and put it into
execution, you have overcome a big ob-
stacle to success, and you have been put
upon your mettle, too.
There is an old saying that "Goods well

displayed are half sold." This is true;
and it is just as true of your goods as it is
of any goods. You will get a better class
of trade and better prices. The cost of
attractiveness is little, but the difference
in profits will warrant the extra expendi-
ture. It is only human nature to desire
those goods that look well in the store.
The instinct is the same whether it be the
child who sees candy or the woman look-
ing at household goods.
A lot of goods thrown into a window in

slipshod fashion will not attract the same
attention as would the same lot neatly
arranged on fixtures. Take a walk in any
city, town or village and you will always
find that the successful merchant is the one
who is up-to-date in his window trimming.
A good display promotes business. There
are many merchants who advertise con-
tinually and talk "quality" yet put their
money into cheap window fixtures, therby
contradicting their "quality" talk.
The window should be given even more

attention than the inside of the store. It
is the part that most people see, and if the
display in it is not especially inviting
you've lost an opportunity to attract the
passerby to the inside of the store. The

store windows in large cities and larger
towns give evidence of the great amount
of the attention merchants devote to them.

It is the actual value of the power to
attract trade that makes rents so high on
principal streets. The display in the win-
dows are seen by many more people than
those in the stores on the back thorough-
fares. Merchants realize this, and use the
windows to the utmost, making the dis-
play as attractive as possible. This can
only be accomplished by the use of good
fixtures.
An adequate equipment does not neces-

sarily mean expensive fixtures. Fre-
quently the best is the cheapest, in fact,
always is cheapest in the long run. The
end to be accomplished is the chief thing
to be borne in mind and that is the display
of merchandise in such manner as to bring
the total sales and net profits above what
they otherwise would be.

Excellence of display is an essential
part of any store's advertising efforts.
The effect of much good newspaper and
circular advertising is often lost by unat-
tractive window and interior arrange-
ments. On the other hand, these forms
of publicity only secure their greatest
value when properly reinforced by the
store's appearance, both within and with-
out. The window is the chief, if not the
only avenue through which we secure this
added publicity.

Preparing Advertising Copy
I shall not attempt to enter into the

technique of preparing advertising copy,
but shall confine myself to the principle
involved, says a well-known advertising
man. Forget, first, last, and all the time,
the reasons why the seller wants to sell
the goods. Think, first, last. and all the
time, of the reasons possible purchasers
may have for buying the goods. In a
word, study why the goods should be
bought, not why they should be sold.
Banish the ego of the seller (who is hu-
manly fond of personal aggrandizement of
himself and his goods), and also banish
the ego of yourself (likewise humanly
weak to the praise of "good writing");
and study not only the ego, but also the
various elements of desire and necessity
of possible buyers.
Put yourself in the place of those to

whom you write—surround yourself in
imagination with their influences and
environments—grasp the fundamental de-
sires that move them—and then bring out
the leading points of the article to be
advertised that touch those desires. This
is not difficult. It is all too simple. It is
so easy that many (the majority) of
writers of advertising copy hasten blindly
by, looking for something harder—clever-
ness, originality, fine phrasing, and the
myriad applause-raising (?) efforts in
universal vogue. To sum up: Use good
plain English; know what you are talking
about; know why those you are talking
to should buy the goods you write
of. Simple? Yes, if common sense is
present.

"Crown"
The Smallest Watch in America

to Sell at a Popular Price
The New 3/0-size Complete Watch

rI
EN days more to Christmas
—Ten days of active sales of
Crown Watches over the
jeweler's counter.

Now is the time for a fresh Crown
window display.
You can do something with the Crown in

your window.
It is the smallest and neatest Ladies' watch at

the price—its patterns are finer—its better value
is plain to be seen.
And here is the fourth of the series of Crown

window posters—on the other side of this page.
Now for the biggest Holiday sale of popular-

priced Ladies' watches in the history of your
store!

The KEYSTONE WATCH CASE COMPANY

NEW YORK

ESTABLISHED I853

PHILADELPHIA
CHICAGO CINCINNATI SAN FRANCISCO
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"Crown"

F
OR Christmas Gifts
to Ladies ask to see
our assortment of

Crown Watches.
The Crown is the small-

est and thinnest moderate
priced watch ever made.
Seven jewels.
Hunting and Open Face.
Plain Polished, Engine-

turned and a beautiful series
of exclusive Fancy Engraved
designs.
Give Her a Crown Watch

for Christmas.
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What a Sales Record
Can Teach the Jeweler*

Story of the Banana Man and Its Moral for

the Retail Merchant—A Book of Sales Infor-
mation Essential

By A. M. BURROUGHS

" It is by knowing what has sold, that
the chain store fellows are able to make
such enormous sales on such a small
stock."
The banana man who sells his entire

stock of bananas every night can tell you
the exact number of bananas purchased
and the exact number sold during any
business day.
He knows all there is to know about the

"sales end" of his business. It isn't
guess work with him. He knows abso-
lutely what he has done; what he has
sold; what he has purchased; what profit
he has made.
With him each day's business is a

separate business, just as much so as if
he were a banana merchant on Monday, a
peanuf vender on Tuesday, and a baseball
player on Wednesday.

If he over-buys, he just cuts the price
to make his stock move. He doesn't
carry any dead stock. It isn't necessary
to take an inventory at the end of the
day to find out how much stock he has.
He has none.
What he doesn't know about his sales

and purchases isn't worth bothering about.
He has a "statement of his business"

that makes him look like a wizard com-
pared to most retailers.
He has sales analysis down to a fine

point.
Yet the banana man doesn't need to

keep books. He has only one line of
goods; he is his own and only clerk; he
closes out his business every day—it is
comparatively simple to arrive at all the
sales facts.
But even the smallest retailer has a

much more complicated business.
The average retailer has many lines

of goods. He has several clerks. He
doesn't close out his business every day.
It continues from day to day, week to
week and month to month. He doesn't
even close it out at the end of the year.
On account of its being bigger, he can't

know as much about his business unless
he uses bigger methods for getting the
information.

If a man has a mind big enough and
magic enough and superhuman enough to
grasp all the details of a big retail business
and to store them up in his memory for
weeks and months—

Well, then, he would be wise enough to
use records instead of brain cells for a
bookkeeping system.

*A chapter from "A Better Day's Profits." Copyrighted,
1912, by the Burroughs Adding Machine Company.
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He would do just what all the successful
retailers, the chain store fellows, and the
really successful one-man businesses are
doing.
There is a chain of big clothing stores,

doing business in a number of cities, em-
ploying from twenty-five to a hundred
clerks in each store, which can give you
just as complete information about its
sales as can the banana merchant who
sells but one line of goods, has but one
clerk, and who closed out his business
every day.

This chain store company is not un-
usual; its methods are unusual only in
that they are typical of the methods of
other successful merchants in every line
of business.
For every sale that is made in each of

the stores in this chain, the clerk makes
out a sales slip giving the name and
amount of the goods sold and the price.
The bookkeeper tabulates this informa-

tion and is able to tell at the end of the
day how much goods of each line has been
sold, the number and the amount of the
sales by each clerk, the number and the
volume of sales in each department, and
the number and the volume of sales in
the entire store.
In the home office, the bookkeeper

tabulates this information so that the
managers of the great corporation which
conducts the stores can tell at a glance
exactly what profit has been produced by
each line of goods, and by each clerk in
each store.

If the expenses in each store, for in-
stance, exceed by one-fourth of one per
cent the established average on the total
sales, that store is going to hear from the
Home Office before long.
Each store is allowed about 10 to 103/

per cent of its total sales as salaries. After
the manager's salary in each store is
taken out and allowance made for book-
keepers, stenographers, janitors, watch-
men, etc., about 81A per cent to 9 per
cent is left to pay the clerks.

If a single clerk shows sales in such
small amount as to raise the percentage
represented by his salary to above 9
per cent, he will very quickly hear from
the manager.

If the condition continues for any con-
siderable length of time, the clerk is cer-
tain to be dropped and some one else put
in his place who can reduce the cost of
sales behind his counter to 9 per cent or
less.

If a clerk sells enough goods to bring the
percentage represented by his salary down
to less than 8 per cent of his sales, the
management watches him and soon raises
his salary or promotes him.
And then if a certain line of collars, for

instance, doesn't sell as readily as some
other line, the line which sells best (the
store is in position to know what lines sell
best), will soon be the only line of collars
carried—the line which will be pushed.
With complete sales information these

stores are able to quickly eliminate the
goods which won't sell and to replace them
with goods which will sell.

Refunding the Money
to Dissatisfied Customers

A Valuable Factor in Cultivating the Confidence
of the Public

It has always been a subject of com-
plaint that while the money-back-if-not-
satisfied doctrine was an excellent one for
the department store, it was impossible
of practice in the jewelry business. While
the custom of refunding the purchase
price and receiving back the goods of a
dissatisfied customer has been in general
use in the department stores and had
proved a good policy as well as a good
advertisement, the present tendency even
in the largest stores is to restrict as much
as possible this custom. While no objec-
tion is made to giving exchange slips which
may be used for the purchase of a different
article in the same store, the red tape
which now surrounds the unconditional
refunding of cash is very discouraging to
the practice. It is a difficult matter, how-
ever, in the face of strenuous competition
to suppress such a custom as this and in the
case of the jeweler, it is, of course, alto-
gether a matter of policy. A sale is a sale
as one jeweler expressed it and when goods
are once sold, there is no reason why they
should be brought back and exchanged.
There is, of course, no legal policy on the
part of the jeweler to do so but it may
very often be good policy and there is no
gainsaying that the liberality of the de-
partment store in this respect is one of its
greatest claims to public favor.
A very striking case in point came under

the notice of the writer during the Holiday
season last year. A gentleman was pur-
chasing a twenty-five dollar opal ring
with triple setting, in the jewelry depart-
ment of a big Philadelphia department
store. He said to the salesman, "I
myself don't know anything of the value
of a ring of this kind, and will have to
trust your good faith in the matter."
"To thoroughly satisfy you," said the

salesman, in response, " I'll tell you what
I'll do. It's now two weeks to Christmas.
You buy this ring, and if you can find in
the meantime in any store in the city a
better ring for $25 you can come here and
I will take this ring back and refund the
money." Did this customer go hunting
for a better ring for the money? No.
What the salesman said had thoroughly
reassured him. The impression left by
the offer to take back the ring did its
work promptly, and the customer's con-
fidence was no doubt secured for all time.
Had the salesman not done what he did,
the customer would in all probability have
hunted around to find out whether he had
been imposed on, and some one might
have been cruel enough to tell him he was.
It's a good deal like guaranteeing work at
the bench. The work may be no better
than non-guaranteed work but the fact
that the house is willing to back it up by a
signed document reassures the customer.
No one will have faith in a store which
has no faith in itself, and proof that it has
such faith always clinches the confidence
of the patron.
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What a Sales Record
Can Teach the Jeweler*

Story of the Banana Man and Its Moral for

the Retail Merchant—A Book of Sales Infor-
mation Essential

By A. M. BURROUGHS

"It is by knowing what has sold, that
the chain store fellows are able to make
such enormous sales on such a small
stock."
The banana man who sells his entire

stock of bananas every night can tell you
the exact number of bananas purchased
and the exact number sold during any
business day.
He knows all there is to know about the

"sales end" of his business. It isn't
guess work with him. He knows abso-
lutely what he has done; what he has
sold; what he has purchased; what profit
he has made.
With him each day's business is a

separate business, just as much so as if
he were a banana merchant on Monday, a
peanuC vender on Tuesday, and a baseball
player on Wednesday.

If he over-buys, he just cuts the price
to make his stock move. He doesn't
carry any dead stock. It isn't necessary
to take an inventory at the end of the
day to find out how much stock he has.
He has none.
What he doesn't know about his sales

and purchases isn't worth bothering about.
He has a "statement of his business"

that makes him look like a wizard com-
pared to most retailers.
He has sales analysis down to a fine

point.
Yet the banana man doesn't need to

keep books. He has only one line of
goods; he is his own and only clerk; he
closes out his business every day—it is
comparatively simple to arrive at all the
sales facts.
But even the smallest retailer has a

much more complicated business.
The average retailer has many lines

of goods. He has several clerks. He
doesn't close out his business every day.
It continues from day to day, week to
week and month to month. He doesn't
even close it out at the end of the year.
On account of its being bigger, he can't

know as much about his business unless
he uses bigger methods for getting the
information.

If a man has a mind big enough and
magic enough and superhuman enough to
grasp all the details of a big retail business
and to store them up in his memory for
weeks and months—

Well, then, he would be wise enough to
use records instead of brain cells for a
bookkeeping system.

*A chapter from "A Better Day's Profits." Copyrighted,
1912, by the Burroughs Adding Machine Company.
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He would do just what all the successful
retailers, the chain store fellows, and the
really successful one-man businesses are
doing.
There is a chain of big clothing stores,

doing business in a number of cities, em-
ploying from twenty-five to a hundred
clerks in each store, which can give you
just as complete information about its
sales as can the banana merchant who
sells but one line of goods, has but one
clerk, and who closed out his business
every day.

This chain store company is not un-
usual; its methods are unusual only in
that they are typical of the methods of
other successful merchants in every line
of business.
For every sale that is made in each of

the stores in this chain, the clerk makes
out a sales slip giving the name and
amount of the goods sold and the price.
The bookkeeper tabulates this informa-

tion and is able to tell at the end of the
day how much goods of each line has been
sold, the number and the amount of the
sales by each clerk, the number and the
volume of sales in each department, and
the number and the volume of sales in
the entire store.

In the home office, the bookkeeper
tabulates this information so that the
managers of the great corporation which
conducts the stores can tell at a glance
exactly what profit has been produced by
each line of goods, and by each clerk in
each store.

If the expenses in each store, for in-
stance, exceed by one-fourth of one per
cent the established average on the total
sales, that store is going to hear from the
Home Office before long.
Each store is allowed about 10 to 10M

per cent of its total sales as salaries. After
the manager's salary in each store is
taken out and allowance made for book-
keepers, stenographers, janitors, watch-
men, etc., about 83/ per cent to 9 per
cent is left to pay the clerks.

If a single clerk shows sales in such
small amount as to raise the percentage
represented by his salary to above 9
per cent, he will very quickly hear from
the manager.

If the condition continues for any con-
siderable length of time, the clerk is cer-
tain to be dropped and some one else put
in his place who can reduce the cost of
sales behind his counter to 9 per cent or
less.

If a clerk sells enough goods to bring the
percentage represented by his salary down
to less than 8 per cent of his sales, the
management watches him and soon raises
his salary or promotes him.
And then if a certain line of collars, for

instance, doesn't sell as readily as some
other line, the line which sells best (the
store is in position to know what lines sell
best), will soon be the only line of collars
carried—the line which will be pushed.
With complete sales information these

stores are able to quickly eliminate the
goods which won't sell and to replace them
with goods which will sell.
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Refunding the Money
to Dissatisfied Customers

A Valuable Factor in Cultivating the Confidence
of the Public

It has always been a subject of com-
plaint that while the money-back-if-not-
satisfied doctrine was an excellent one for
the department store, it was impossible
of practice in the jewelry business. While
the custom of refunding the purchase
price and receiving back the goods of a
dissatisfied customer has been in general
use in the department stores and had
proved a good policy as well as a good
advertisement, the present tendency even
in the largest stores is to restrict as much
as possible this custom. While no objec-
tion is made to giving exchange slips which
may be used for the purchase of a different
article in the same store, the red tape
which now surrounds the unconditional
refunding of cash is very discouraging to
the practice. It is a difficult matter, how-
ever, in the face of strenuous competition
to suppress such a custom as this and in the
case of the jeweler, it is, of course, alto-
gether a matter of policy. A sale is a sale
as one jeweler expressed it and when goods
are once sold, there is no reason why they
should be brought back and exchanged.
There is, of course, no legal policy on the
part of the jeweler to do so but it may
very often be good policy and there is no
gainsaying that the liberality of the de-
partment store in this respect is one of its
greatest claims to public favor.
A very striking case in point came under

the notice of the writer during the Holiday
season last year. A gentleman was pur-
chasing a twenty-five dollar opal ring
with triple setting, in the jewelry depart-
ment of a big Philadelphia department
store. He said to the salesman, "I
myself don't know anything of the value
of a ring of this kind, and will have to
trust your good faith in the matter."
"To thoroughly satisfy you," said the

salesman, in response, " I'll tell you what
I'll do. It's now two weeks to Christmas.
You buy this ring, and if you can find in
the meantime in any store in the city a
better ring for $25 you can come here and
I will take this ring back and refund the
money." Did this customer go hunting
for a better ring for the money? No.
What the salesman said had thoroughly
reassured him. The impression left by
the offer to take back the ring did its
work promptly, and the customer's con-
fidence was no doubt secured for all time.
Had the salesman not done what he did,
the customer would in all probability have
hunted around to find out whether he had
been imposed on, and some one might
have been cruel enough to tell him he was.
It's a good deal like guaranteeing work at
the bench. The work may be no better
than non-guaranteed work but the fact
that the house is willing to back it up by a
signed document reassures the customer.
No one will have faith in a store which
has no faith in itself, and proof that it has
such faith always clinches the confidence
of the patron.
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Business Quite up to Expectation—Re-Ordering
by Retailer Evidences Unexpected Large De-
mand—Mayor to Revoke Licenses of Auction-
eers Conducting Fake Jewelry Sales

Cincinnati, Ohio, December 9.—December is
here, fulfilling the promise that was made for it
by the activity of earlier Fall. The weather of
the early part of the month has not been unfavor-
able and the jeweler is coming into his own. Retail
business is getting an earlier and a stronger start
than in the past year. Refined advertising and a
considerable nicety in the details of selling is
marking the campaign for trade and results are
most gratifying. Jobbing and order work are
crowding the workers in these branches to the
utmost and there is scarcely a house that is not
observing over-time as a regular thing. There
has been a continuous demand for watch-makers
and jewelers among the trade throughout this sec-
tion for some time, and besides these permanent
offers there is now the need of extra temporary
help.

A rather surprising thing is the great number of
out of town dealers who ran into the city for a day
or two lately. Many were making hurried selec-
tions of additional goods which they felt the need
of, and managed to break away long enough to
come in personally for their lines.
The mayor has announced his determination to

revoke the two auction licenses of the houses in
the city which have been very offensive. The
dickering and delay in the matter of the auctions
have tried the patience of all the legitimate jew-
elers, and although, several times previous, the
opposition has seemed routed and then has come
back. It is very probable that the revocation of
the licenses will settle the question for some time
to come. The mayor bases his action on informa-
tion furnished by his private detective who has
been working on the question for several months.

Charles J. Kinzer, of Blacksburg, Va., has
moved from his location there to Keystone, Va.,
where he continues in trade.
A. A. Syman, of Saskatoon, Sask., Canada,

spent several days in the city recently. He came
south to visit his father at Springfield and to
purchase stock in the city.
Richard Aukenthaler, formerly with George

H. Newstedt, has opened a trade repair shop in
the Penn Building. He will specialize in high
grade movements.
Mrs. G. F. Gallup, of Catlettsburg, Ky., spent

several days in this city early in the month. She
was visiting friends and shopping.

William Courtney has given up his position with
the Gustave Fox Company and is devoting his
entire time to the Courtney-Audretsch plant.
The Fox Company will put two new men on the
road the first of the year; the factory is running
both day and night shifts.
J. Hugger, of Ironton, has had a new front put

up, the floor tiled, and the entire store remodeled
so that his place is up-to-the-times in appoint-
ments and fittings.
May Richen, Richter & Phillips, became Mrs.

Louis Hayman the afternoon of Thanksgiving
Day. After a wedding trip the young couple will
take up their residence in Avondale. Ferd Phillips
is back from his southern trip; the other salesmen
are completing their final trips.

George Greyer, veteran retail jeweler of Ander-
son, Ind., died at his home December 3. The
fimeral was held the following Saturday from the

Elks' Temple at Anderson. Mr. Greyer was a
familiar figure tp local jobbers and had been in the
city a few days prior to his death.

Charles Schlenker, Hickman, Ky., and Lee
Schlenker, Eaton, spent several days in the city
recently. They came here together after having
been present at the Thanksgiving Day reunion
of the family at the Eaton homestead.
Joe Rosenbaum, with A. & J. Plant, set out early

in December for the Pacific coast where he will
remain during the month. Miss Jessie Newman
and Al Fearnaught have both been on the sick
list for some time—grippe was the offender in
both cases.
John Knocke, Lexington, Ky., has accepted a

position with the Clemens-Oskamp Company.
Mr. Knocke was with the company some years ago
and after being in business some time in Lexington
has returned to the employ of the Oskamp Com-
pany.
Jacob Grassmick died December 4 at his home

1010 Monmouth street, Newport, at the age of
sixty-five. Acute indigestion was the immediate
cause of his demise. Mr. Grassmick was well
known among the older jewelers of this city.
A petition in bankruptcy has been filed against

Christian Hewig, of Evansville, Ind., to contest
a chattel mortgage on his stock.

Depositions in the Clemens-Oskamp Company's
suit to recover damages done their street clock were
taken early this month. About twenty witnesses
appeared for the jewelers. The principal witnes-
ses for the defense were the employes of the haul-
ing company.

Charles Seifert with Joseph Mehmert, is taking
up road work for the firm. The company has pre-
pared to add a new man to the force after the
Holidays to fill the place left vacant by the death
of Otto Mehmert.
Nik 01linger, Vine street jeweler, has finally

been found "not guilty" of the charge of receiving
stolen goods. He was acquitted by the jury in
Judge Bromwell's Common Pleas Court December
2. 01linger had bought a $250 diamond that had
been stolen from D. Lynn Gooch, former congress-
man of Covington, Ky. The jeweler convinced the
jury that he believed the thief had come by it
honestly.
The Ideal Steel Wheel Company, which has a

number of jeweler stockholders and officers in-
cluding Anthony Schemel, president of the Local
Retail Jewelers' Association, has just moved into
its new factory on Spring Grove avenue. The
wheel has been widely advertised and several
automobile manufacturers have named it as op-
tional in this year's equipment.

Out-of-town dealers visiting here during the
past two weeks include: J. G. Laupus, Seymour,
Ind.; A. M. Stamm, Williamsburg; A. Ellman,
Dayton; M. Hesselbrock, Liberty, Ind.; Jessie
Settle, Russellville, Ky.; F. Fullilove, Owenton
Ky.; Byrne A. Evans, Russellville, Ky.; F. K.
Syman, Springfield; Joseph Reisner, Portsmouth;
H. G. Hackman, Rushville, Ind.; J. Alvis Carr,
La Follette, Tenn.; Mrs. R. Kupferschmidt,
Lawrenceburg, Ind.; F. J. Yeager, Richmond,
Ky.; H. Beigel, Dayton; George Greyer, Anderson,
Ind.; R. Moss, Owensboro, Ky.; F. Duncanson,
Lynchburg; A. H. Beer, Versailles; L. C. Eveslage,
Ripley; J. E. Heminghaus, Lawrenceville, Ill.;
James C. Fischer, Flemingsburg, Ky.; L. I.
Sclove, Charleston, W. Va.; W. H. Johnson,
Appalachia, Va.; E. W. Muntz, Hillsboro; E. M.
Doering, Aniston, Ala.; A. E. Vernier, Liberty,
Ind,. R. S. Weaver, Germantown; L. E. Vest,
La Grange, Ky.; H. E. Barth, North Vernon, Ind.;
N. H. Marcoffsky, Mt. Sterling, Ky.; J. S.
Clement, Brownstown, Ind.; Lee Schlenker,
Eaton; J. W. Tufts, Loveland; A. Bland, Green-
field; Nicholas Sanning, Walton, Ky.; J. H. Opp,
Waynesville; M. B. Ullery, Covington; E.
Semmons, Richmond, Ind.; Charles Seiglitz,
Vevay, Ind.; H. H. Rohs, Cynthiana, Ky.;
A. L. Wade, Bradford; Lennard McLony, Cyn-
thiana, Ky.; Fred Bentel, Hamilton; A. J.
Wahlrab, Dayton; E. Hauer, Chattanooga, Tenn.;
Charles Sederburg, Milford.

December 15, 1912

Women of Fashion Seek
Gems With Hoodoo History

An Expensive Way to Fight Superstition—Many
Hoodoo Gems Now Owned by American Ladies
Collecting jewels that have evil histories is thelatest fad among women of fashion in this countryand Europe. The jewel markets of the world arebeing searched for gems with backgrounds, andthe darker, the more evil that background is the

better. Mrs. Edward McLean's purchase of theHope diamond started this very odd fad, and today
wherever two or more fashionable women are
gathered together one hears strange, weird talesof their jewel tragedies.
The history of the Hope diamond is, of course,

known the whole world over. It became one of thecrown jewels during the reign of Louis XIV.
Mme. de Maintenon blamed it for her ill luck.Queen Marie Antoinette wore it and was beheaded.The Princess of Lamballe wore it and was killedby the mob. For 40 years it was missing; then it
reappeared, and in the years since its reappearanceit has caused suicides, murders and other tragic
occurrences. •
The histories of some of the gems now being

collected by other fashionable women are not so
well known. Mrs. John Drexel, for instance, has
in her possession some of the famous emeralds of
Cortes. The first day that Mrs. Drexel wore the
emeralds she fell and sprained her ankle. Two
weeks later her daughter, Miss Alice Drexel, was
operated on for appendicitis, and before she was
fully recovered Mr. Drexel developed typhoid
fever.
They cost $1,500,000 and at least 200 lives. The

atrocities perpetrated, by Cortes and his cruel
followers are matters of history. They committed
murders, they tortured the natives of Mexico, they
burned their homes and killed their wives and
children—all for these emeralds and others like
them. The jewels of Cortes have been cursed for
centuries. Blood is on them, the natives of old
Mexico said, and the descendants of the Monte-
zuma cursed not only Cortes but whomsoever
should possess the jewels in the future.
Oddly enough, Mrs. Stewart Barney, a promi-

nent member of the Newport colony, has a dia-
mond whose history she did not know when she
bought it. Five years ago Mrs. Barney bought a
large and very pure stone. She had it set in a
brooch. Ten times in ten months that stone dis-
appeared. It was always found, but only to dis-
appear again.

This spring, however, Mrs. Barney decided to
collect evil gems, and at once she thought of her
diamond. She had its history looked up, and found
that in Amsterdam, where it was cut, it was called
the "Drifting Diamond." Whoever handled that
stone lost it. Sometimes it was lost for a day,
sometimes for a month. Finally one man who lost
it killed himself, and the stone was sent to Paris,and there Mrs. Barney bought it. A few weeks ago
Mrs. Barney lost the brooch again while on Mr.
Cornelius Vanderbilt's yacht. It has not been
found yet.

Mrs. Peter Martin, a sister of Mrs. Leonard
Thomas, of Newport, is particularly proud of her
South American turquoises. These stones are
of a rare tone of blue. The twelve largest were
taken to London by a native of South America.
He was earless and tongueless. He had been set
upon by bandits and nearly killed while making his
way to the seacoast with a bag of precious stones
He had stolen the gems from a temple in the Andes
and lost all but these twelve turquoises. He also
lost his ears and his tongue. After selling the stones
in London he went to Paris, and there he was mur-
dered by emissaries sent from the priests whose
temple he had desecrated.
Then there is Gaby Deslys and her "pearls of

tears." Those wonderful stones not only have
a history—they made history. They were re-
sponsible for the downfall of the Portuguese
throne. For these pearls Manuel gave his crown.
Queen Mary of England wears a large and

perfect pearl on one of her necklaces. This is a
pearl with a "murder" history. It was found by
two men, Americans, who were oystering in the
Ohio River. One of the men killed the other for
the pearl. And Queen Mary prizes this pearl, it is
said, more than any of the crown jewels of England.
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Fine Stocks on Display for Holiday Purchases—

A Good Season Expected—Attractive Store

Decorations

Baltimore, Md., October 9.—At this writing

the jewelers are experiencing the first manifesta-

tion of Holiday activity and the rush will become

more and more pressing as Christmas approaches.

So engrossed are they in making the season one of

maximum profit that it is difficult to secure any

trade news of importance or interviews on the

situation. All seem pleased, however, with the

outlook and expect a normal if not a record-

breaking Holiday season.
S. A. Collins, father of the "Seven Collins," all

watchmakers, has resigned the position he has

held for so many years with Bailey, Banks &

Biddle, Philadelphia, and returned to this city.

He will conduct in person the retail store at 520

North Chester street, which he has operated under

a manager for several years.
L. H. Scott, of Cadiz, Ohio, was among the many

injured in the Pennsylvania Railroad accident
near Coatesville, Pa., November 27. He had a
leg fractured, and was otherwise badly hurt. Mr.
Scott was discharged from the Johns Hopkins
Hospital, Baltimore, only the day before, where he
had undergone an operation for an internal
trouble.
John Stewart has commenced his eighth year

with the J. E. Beck store on North Liberty street.

Harry Mendeloff, August Lemmert's well-liked
jewelry repairer, has resigned and gone west.
He expects to locate in Chicago. Arthur Schultz
has joined Mr. Lemmert's store forces at Cocoa,
Fla. Charles Erkes, formerly with Henry Castle-
berg, has succeeded Mr. Mendeloff in the Balti-
more store. Harry Langgood remains as watch
repairer and Mrs. E. McIlhenny will manage the
place during Mr. Lemmert's absence.

The employes of the post-office presented E. L.
Pearson, one of their fellows, with one of the
Hennegen-Bates finest silver sets on the occasion of
his silver anniversary, November 25.

Chris Sommerman has joined the store forces
of Andrew Mueller.
The Reliable Loan Office is the name of a new

pawnbroker's establishment recently opened at 609
East Baltimore street. H. Goldstein, is the pro-
prietor; M. Weinstein is the manager.

Charles C. Crooks watch department is employ-
ing nine men who are repairing 1,500 to 2,000
watches a month.
On the completion of Stewart & Co.'s, addition

the optical department will be removed from the
mezzanine balcony to the first floor. Miss McDon-
ald, jewelry buyer for Stewart's, is making frequent
visits to Philadelphia and New York.

H. D. Clogg & Co. is the firm name of a new
establishment of retail jewelers at 1035 North
Gay street. They are carrying $5,000 worth of
stock. Frank L. Bayer, formerly with Phillip
Schlarb, is with the new firm.

Jacob Levinson has entered the employ of the
Berman Jewelry Company. A Levinson, formerly
with Harry Harman, is now in the clock depart-
ment at Leon Levi's.
A. I. Coleman, of 569 Morris Park avenue, New

York, has opened a retail store at 520 North
Gay street.

Butler Brothers who do business through twenty-
three houses and four distributing houses, will
close its Baltimore house December 31.

H. S. Mitchell, of Wilmington, Del., has been
notified that he is an heir to a $500,000 estate,
left by an uncle who recently died there.

A caveat has been filed to the will of the late
Ross Winans on behalf of Ignace Szeszler, a
Parisian jeweler, who holds an unsatisfied judg-
ment for $7,000 against Thomas R. Winans, the
dead millionaires son, who was cut off in his
father's will with only the income from a small
portion of his father's estate. This is the first
attempt ever made, in Maryland, at least, by a

judgment creditor of an heir to secure relief through
attacking the will of another person. A motion
to dismiss the suit has been made on the ground
that the jeweler has no standing in court to prose-
cute his suit. Only an heir-at-law, or the next of
kin, it is contended, may institute proceedings to
break a will, and the Parisian jeweler is not of that
class.
Harry P. Williams, one of Charles C. Crooks'

bright young men, was married recently to Miss
Elizabeth Williams.
D. Berman has opened a small retail store and

repair shop at 1507 Eastern avenue.
Harry Snyder, son of D. A. Snyder, 3426

Eastern avenue, for several years in the Louisville
office of the Pine Hill Coal and Cement Company
has been made manager of the mines of that cor-
poration.

SAN FRANCISCO

Jewelers Busy with Holiday Trade—A Profitable

Season Already Assured—High Grade Lines

Rule and Prospects are Bright for a Record

Business

San Francisco, Cal., December 10.—The jew-

elers are just now in the throes of the Holiday trade

and reaping a golden harvest. Reports from all

parts of the Pacific coast are most favorable and

the aggregate trade for the season is quite likely

to make a new record. High grade goods are in

demand and the profits made are very satisfactory.

The Maxfield Jewelry Company's premises at

17 Fourth street, San Francisco, was broken into

early one morning recently by a party giving the

name of Gus Hill. The alarm was turned into the

American District Telegraph Company at 2 a. m.

Not more than five minutes after this time, the

special police were on the premises and made the

arrest. In the short time that Hill was in the store

he managed to load up his pockets with merchan-

dise that had been left out of the safes.

Emile, Haeni, who has been associated with John

Luchenbach & Co., of Los Angeles, has sold out

his interests and in the future will manage his own

ranch in an effort to regain his health.

D. D. Michael, retail jeweler of 492 Castro
street, San Francisco, is working up a very de-
sirable trade among the local railroad men who
reside in his neighborhood.
The Hoien Jewelry Company, of Antioch, Cal.,

are congratulating themselves upon the moving
into their fine, new, large store as they find that
the added floor space enables them to handle their
Holiday business to better advantage.

Paul Olsen has opened a new retail jewelry store
in San Pedro, Cal. This thriving seaport town is
looking for a bright and prosperous future, and we
feel there will be several additions to the retail
jewelry interests there in the near future.

Sanford Mayer passed away on November the
10 after a lingering illness. He was one of the
bright, energetic, growing, jewelry boys who trav-
eled out of San Francisco. He was in the employ
of Meyer & Weinshank for a number of years.
"THE KEYSTONE" joins in extending sympathy to
his sorrowing father and sister in their bereave-
ment.
H. W. Snook, after an absence from Portland,

Oregon, has reopened a new store at 40 Sixth
street in the same city.

F. E. Sieglitz has opened a new store in Reno,
Nev. This new tradesman has been in the employ
of the Frank Golden Jewelry Company who oper-
ate jewelry establishments in Goldfield and Reno.

J. Silverman opened a new retail jewelry store
in time for the Christmas business at 85 Sixth
street, Portland, Oregon.

Stamper & Smith is the newest retail jewelry
firm going into business in this city. They have
opened a very attractive establishment at 94
Fourth street which is directly opposite the new
Hotel Argonaut.
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Ben Nordman & Son, wholesale jewelers of 150
Post street, San Francisco, began calling on his
retail jewelry friends after being confined to a
local hospital after an operation for appendicitis.

I. R. Jones, who was formerly located in Avalon,
Cal., has opened a new retail jewelry store in San
Pedro, Cal.

Fritz Abendroth has moved into his new loca-
tion at Sixth and Morrison streets. The new store,
which has been entirely fitted up in new fixtures,
presented a very handsome appearance on the
opening day. The floral display which was sent
in by Fritz's friends is still the talk of the town.

Shreve & Co., of San Francisco, have had one of
the most elaborate diamond necklace displays in
their windows that has ever been shown in this
city of fine jewels, some of the individual pieces
running as high in value as $20,000.
Montgomery Brothers, the South Broadway

jewelers, Los Angeles, have just added the name of
Edward Marston to their sellihg force. This
gentleman gained his experience with the well-
known Boston firm of Shreve, Crump & Lowe.

S. B. Bailey, the South Broadway, Los Angeles,
retail jeweler, has opened another new high class
store which is located in the Hamburger Theatre
Building, on South Broadway.

George H. Marcher, of the Pacific Gem Com-
pany, of Los Angeles, has just returned to his place
of business after having made an extensive trip
to New York and vicinity.
Edward Bastheim, the principal of the E.

Bastheim Company, wholesale jewelers of South
Broadway, Los Angeles, is erecting a palatial new
home in one of the finest dwelling districts of
Los Angeles.

Charles E. Noble, after an enforced absence on
account of ill health, is back again with his old
firm the Montgomery Brothers, of South Broad-
way, Los Angeles.

Peter Engle, our retail jewelry friend of Marys-
ville, Cal., passed through San Francisco a few
days ago en route for home. Peter was returning
from a much-needed vacation which was spent in
southern California.

L. J. Reynolds, who is associated with Newton
Moore, the railroad watch inspector of 354 South
Broadway, Los Angeles, was united in the holy
bonds of matrimony to Miss Anita Sote, of
Pasadena. They will make their home in Los
Angeles.

J. W. Martin, of Stockton, Cal., has purchased
the stock, good will and fixtures of J. Cruse in
Angels' Camp, Cal.

Joseph Lawton, who for many years was inter-
ested in the old firm of Whitley & Co., of Los
Angeles, has accepted a very important position in
the diamond department of Montgomery Brothers,
Los Angeles.

Theodore Roberts, the Annaheim, Cal., retail
jeweler, has had a double dial street clock erected
on his curb. This clock stands twelve feet high
and permits of illumination at night.

Feagans & Co., of Los Angeles, celebrated their
first anniversary on Monday, November the 25.
The store was open for inspection only on that date
from 2 until 5 p. m. There were no sales made but
a very flattering exhibition of high class mer-
chandise for Christmas purchases. The floral
display if possible exceeded the original display
of one year ago. The fine stringed orchestra
which furnished the music for the afternoon
added to the enjoyment.

Leave the Electric Wiring Alone

Why is it that a man who would call in a car-
penter to hang a door, who would summon a
plumber to put a new valve in a faucet, will not
hesitate to repair the electric wiring?

It is a fact that most of the accidents resulting
from electric wiring would never have occurred
had the wiring remained just as it was installed
by the electrician.

Houses are wired by competent electricians, who
take every precaution to guard against any leakage
of current, any places where the electricity can
leave the wires and cause trouble. This wiring
is always finally inspected by the insurance author-
ities, and if it is left just as it is installed there is
not the slighest danger of accidental "shocks,"
"shorts" or fires from crossed wires.—Electrical
Advertiser.
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Quality—without style will not sell.
Style—without quality will not give satisfaction.
The BRYANT RINGS have both Style and Quality, and will help

your reputation as a Jeweler.
We guarantee every ring we make.

M. B. BRrANT Es' CO.
7 _Maiden Lane, New York

JEWELER S' SHOW CASE TR AY S
THE POWER OF SUGGESTION

Trade-Mark

Suggestion is such a tremendous force that every merchant should makethe most of it. Don't wait for your customer to as¢ for a certain article
—suggest it to her.
Displays are nothing more or less than Suggestions. But displays lookbetter and are better when arranged in

"QUINCY SPECIAL" CASES
The goods are protected from dust, flies and handling; and the cases= themselves enhance the appearance of the store, lending beauty, dignity= and refinement.
You'll be pleased with "Quincy Special" cases, for they'll give you better= service, dollar for dollar, than any other case you might buy. We makethem in many different styles, suitable for all surroundings. We also
manufacture other store fixtures that are worth investigating.

Write for our Catalog No. 20

QUINCY SHOW CASE WORKS
QUINCY ILLINOIS

Chicago, Jackson Blvd. and
Franklin St.

Wichita, Kans., 301 Beacon Bldg.

St. Joseph, Mo., 313-23 So. 3d St.
Dallas, Tex., 907 Commerce St.
Jacksonville, Fla., 20-28 Julia St

1••■
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Size 11%x 11% inches
A most handsome, substantial and practical tray for displaying

LOCKETS, LINKS, RINGS, BROOCHES, PINS, WATCHES, Etc.
Has an oak frame, is velvet lined and made to stack. We make

SCARF PIN PADS, BROOCH PADS, TIE CLASP PADS, Etc., Etc. Also JEWELRY
BOXES, MAILING BOXES, SILVERWARE CASES, ROSARY BOXES

Write For Prices and Further Particulars

YOUNG BR 0 S., Displayologists
PROVIDENCE RHODE ISLAND

NO. I) DIAMOND BA3AN(70

HERMAN KOIALBUSCIA, SR.
MANUFACTURER OF

Pine Balances and Weights
SEND FORFOR EVERY PURPOSE WHERE ACCURACY IS REQUIRED CATALOGUE

170 Broadway (Corner. Malden Lane) New York, N. Y.

L
UPRIGHT POCKET
DIAMOND SCALE
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The Salesman I Like

T E

Some Illuminating Observations on Salesmen's
Methods

One morning I was sitting at my desk in
the back part of the store, making up an
order from the " want book," when I heard
someone enter and ask the clerk who met
him, " Is the proprietor in?" says Frank
Farrington, in The Sample Case.
There is something about that inquiry

which has grown so familiar in years of
retail storekeeping that makes me crawl a
little further into my shell.
In the first place, it betokens the arrival

of a traveling man who is new to the terri-
tory and who in all probability has a new
proposition. Not that I am adverse to
hearing a new proposition. In fact, I
believe that I have always been more
interested in anything of the sort than
the average merchant. But it has been
my experience that many a traveling
man new to the territory and trying to
introduce a new line comes out with a
full supply of insistence and persistence,
and no matter how busy I may be, or
how little interested I may feel in the
line he seeks to introduce, he will be dis-
agreeable if I do not give him his own
time in which to tell his story.
And then in the second place, the arrival

of any traveling man who must be seen at
a time when I have more work laid out for
the day than I can possibly do by giving
it all of my time, is an aggravation. I
happened on the occasion in question to be
trying to get a long order into a mail that
would close in a very little while, and I
had newspaper advertisements to prepare
that must go in before noon.
When I heard that inquiry, " Is the

proprietor in?" I said to myself, "If I
refuse to see this man he will probably be
disagreeable. If I see him and excuse
myself he will be disagreeable. If I see
him and listen to his story my order will
miss the mail and my ad. will miss the
paper."
As I usually did in such cases I decided

to see Mr. Salesman and excuse myself,
and if he chose not to like it, that would
not be my fault.

A Tactful Visitor

When the clerk told me that there was a
traveling man to see me I went out in
front and greeted him and in a pleasant
speaking voice and with an agreeable
smile this young man, for he was very
young, said, "Are you very busy this
morning?"
I replied that I was more than busy and

was trying at the same time to catch a mail
and a newspaper.
"Well," said he, "I understand just

how you are situated. I am looking for a
chance to introduce in the town the best
line of toilet soaps that I know anything
about, and I am sure you are the man I
want to see, but I am not going to hinder
your regular work. Is there any time
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between now and three-thirty when you
can give me just fifteen minutes? I will
meet you where you say and I will posi-
tively not exceed my time limit unless you
wish me to do so."
How could I refuse to find a quarter of

an hour somewhere for that man? I
couldn't. I told him when to come back,
and he left at once. And when the hour
arrived he was punctual. He did not come
in thirty minutes before hand and aggra-
vate me by standing around and intimat-
ing by his presence that I ought to be see-
ing him unless I was obviously very much
occupied. He arrived at the exact mo-
ment. He had left his sample trunk else-
where and he had only such necessary
samples of his line in his handbag as he
felt that I ought to see—and he stayed
just fifteen minutes and left—with a
signed order in his pocket.

There was a man who had tact and an
understanding of the merchant's position.
He knew his line well enough so that by
giving his prospect a little thought, by
using his spare time in learning what he
could about the town and about the class
of goods its people bought, he was able
to present his proposition in fifteen
minutes and less, and to do it in intelligible
form.

The Over-Loquacious Salesman

His line of goods deserved more time. I
knew that and he knew it, but he realized
that it was of first importance that he
should have his prospective customer in a
favorable mental attitude toward him.
While I am not a salesman, I have some-
times been filled with wonder that a travel-
ing salesman should require so much time
to tell the dealer his story. Instead of
presenting the proposition in a few plain,
straightforward words, so many men back
up and cramp and reserve and shift gears
needlessly and endlessly that they weary
the hearer before they get down to the
nub of the affair.
Of course, each prospect requires indi-

vidual treatment and there are no doubt
many who must be led gently up to the
trough or they cannot be made to drink,
but there are many others like myself,
who want the gist of the proposition right
off the reel in as few words as possible,
and who expect to be allowed to accept
or reject it in the same way, without any
hemming or hawing on their own parts
or any whining on the part of the sales-
man.
The salesman whom I have mentioned

above proved to be an agreeable and tact-
ful man, not only on his first trip, but on
subsequent trips. There are a lot of
traveling men who when once pretty well
acquainted with the dealer, feel at liberty
to come around and sit down at the desk
where he is working and visit and tell
stories. They poke into the stock room
to see whether they think he ought to
have more of their goods or not. They
hang around the store from the time their
train brings them until they have to
leave again. They seem to reason that
the more of their presence they favor the
store with, the more goods the merchant
will buy.

This particular traveling man was as
strictly business upon subsequent trips as
upon the first. I grew to think a great deal
of him, and we became rather close friends.
I had him up to the house for dinner, and
sometimes I went to dinner with him at
the hotel, but he never presumed upon this
friendliness to take up my time in the
store or to do anything there, or go any-
where, except as propriety permitted.

While it savors of curtness rather than
courtesy, the saying that "business is busi-
ness" is the key to the plan upon which the
salesman must work if he would avoid
offending his merchant customers.
I want the salesman to carry it out with

me to the extent of assuming that when
he comes to sell me goods, I prefer to have
him omit funny stories, which as a rule
are not as funny to me as they are to him.
I prefer to have him make his talk short
and to the point. I prefer to have him
assume that I know better than he
whether I need or want the goods. I
like to have him defer to my judgment in
matters about my store and my business.
When he absolutely knows that I am
wrong, I want him to suggest rather than
contradict.
One of the salesmen who call upon me

regularly is a hustling young chap who
always arrives on an evening train that
enables him to reach my store before I get
away if I happen to be a little late in
leaving. No matter what is awaiting me,
I am made to feel when he comes in that
if I do not give him time to take his order
then, I am keeping him in town a train
or two longer than he need stay and thus
hindering his advance.
The result of this is that when I know

what day that man is coming I try to get
out of the store early, and when I do meet
him, even if it is the next day, I feel a
little edgewise toward him because there
is an impression in my mind that he is try-
ing to crowd me, to hurry me.

I like to hurry, but I hate to be hurried.
The salesman that I like is he who is

willing to accommodate himself to my
wishes as to when and how long he shall
see me, though I expect him as one busi-
ness man with another, to state plainly
within what limits he can do this. I con-
sider that my time is valuable, and I
expect the traveling man to admit this.
Plenty of traveling men assume that the
merchant's time should be at their dis-
posal, that because he is at home and
because they have a train to make some
time, he should suit their convenience
rather than his own. The salesman should
be given courteous consideration in the
matter of his time and his trains, but it is
he who has the goods to sell and the buyer
is entitled to the first accommodation.

If I am a small dealer, that is no reason
why the representative of a big house
should take a patronizing attitude toward
me. It may be that he really does not
make it a practice to call on small dealers.
That is nothing to me. When he comes to
see me as a small dealer he has no right
to rub it in. He is soliciting my business,
and if he did not want the business of the
small dealer he should stay away.
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Testing the Value
of Window Displays

Attractiveness That Does Not Conduce to Sales
Is Waste of Money and Effort

Probably the commonest mistake made
in connection with show window display
arises from the belief held by many mer-
chants that the success of a window is
measured by the number of people who
stop to look at it, says the Merchant's
Record and Show Window. The prevalent
idea that a crowd in front of a window
indicates the practical value of that dis-
play is erroneous. It is the easiest thing
in the world to draw a crowd—anything
that is a bit out of the ordinary will ac-
complish that purpose. We have seen
the sidewalk in front of a window com-
pletely blocked by a little mouse behind
the glass.

There is a bird and animal store across
from Marshall Field & Co.'s on State
street, Chicago, and in front of the window
there is always a compact crowd watching
with the greatest interest the birds,
puppies and other pets that are exhibited.
But the people who constitute these
crowds are not customers. They are
simply curious individuals with more or
less time on their hands, who look until
they are satisfied and then pass on looking
for other diversions.
A haberdasher in Chicago recently dis-

played in one of his windows a porthole
cover from the battleship Maine. Many
people stopped to look at the relic and to
read the inscription that accompanied it,
but their interest was centered exclusively
upon the bit of rusted iron, and we doubt
if a single sale resulted. This is true of
most so-called window attractions of a
similar character. The " curiosity," what-
ever it may be, monopolizes all of the
observer's attention. He sees and thinks
of that and nothing else.
These observations have been given

force of late through the growing custom
of showing newspaper photographs in the
windows of retail stores. These pictures
illustrate current events of interest that
are photographed by newspaper men all
over the world. They show battle scenes,
football games, society events and all of
the varied happenings that are chronicled
in the daily press. The photographs with
suitable frames and a little descriptive
matter are furnished daily or at less
frequent intervals to the retailer for a
stipulated price. After having been used,
they are collected and forwarded to some
other subscriber to the service. These
photographs are hung inside the window
close to the glass where they cannot help
being seen.

There is no denying that these photo-
graphs are interesting or that they draw
crowds. The sidewalk in front is always
crowded with people elbowing one another
to get a closer view, but even a superficial

observation of the crowd will indicate to
any practical merchant that attention is
directed solely to the pictures and not at
all to the merchandise displayed in the
window. Furthermore, it will be observed
that the crowds are made up largely of
people who are far from likely to prove
customers—most of them are boys or
idlers who have much more time than
money at their disposal. These curiosity
seekers crowd close to the glass and
effectually shut off the view of anyone
who might want to look at the merchan-

. dise.
The purpose of a window display is to

sell goods and to make a sale, the first
essential is to center the attention of the
prospective customer upon the article to
be sold. The photographs defeat this
purpose from the outset, and the more
interesting they are, the more likely they
are to diminish the selling force of the dis-
play. When a good salesman is attempt-
ing to make a sale across the counter,
the first thing he does is to try to fix the
undivided attention of the customer upon
the desirability of the merchandise he is
selling. He talks about the goods and
not about the Panama Canal or something
equally foreign to the subject of shirts or
whatever he may be selling. So it should
be with a show window. The attention of
the passer-by should be directed to the
goods on display rather than upon a
Turkish battlefield or the launching of a
man-of-war.
The great stores of the big cities occa-

sionally exhibit paintings, relics and so on,
but these are not displayed in their win-
dows. They are shown in the store where
it will be necessary for people to come in-
side to see them. In this way they serve
a useful purpose which cannot be claimed
for the window photographs which can be
seen only from the outside.

How Light Aided Jeweler
to Increase His Business

Interesting Case of a Chicago Jeweler Which
Has a Moral for His Brethren

By rearranging his electric lights and
using white paraffin shades for show win-
dow and interior display, Hugo Block,
a Chicago jeweler, has increased his busi-
ness fifteen per cent in four months, says
Popular Electricity. He handles a large
quantity of imitation diamonds, and was
worried because of the fact that by his old
arrangement of lights the stones showed
yellow instead of the desired white, and
prospective customers became dubious.
The store has a 123/i foot front and 25

foot depth. Because of the brilliancy of
the stones the casual pedestrian could
hardly pass without being attracted by
the unique window. There are twelve
60 watt tungsten drop lights with paraffin
shades in the show window. Suspended
from the top of the window over the
glass is a white curtain-like cloth, and
the twelve lights are concealed behind
this. Each imitation diamond is invested
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with the same white luster that charac-
terizes the genuine, and the only intima-
tion the gazer would have that the stone
is not genuine is the price tab attached.
The lights are so arranged that their full
power is concentrated on the stones that
it is desired to give the most prominence.

Arranged about the show cases inside
the store are 24, 25 watt tungsten lights
with parffin shades, sixteen of these be-
ing drop lights. There are also two chan-
deliers suspended from the ceiling near
the entrance, each holding four 60 watt
tungsten lights. So profuse is the light-
ing, in fact, that the interior of the tiny
store has almost the appearance of an
electric bath cabinet.
" I had been displeased for a long time

with my window display, because the
lights caused the imitation diamonds to
look yellow instead of white," said Mr.
Block. "This situation caused sales to
be slow, and I decided that I must remedy
conditions. I consulted with the electric
light people, and they suggested that I
use paraffin shades and also have the
lights arranged behind a curtain so that
the full force could be focused on any part
of the display to which I might wish to
give prominence. Within one week after
the imitation jewelry commenced to
show the white lustre of the real diamond,
business began to increase until today it
is 15 per cent better.

New Year Resolutions
for the Retail Jeweler

Porter & Wiser Company, Kansas City,
Mo., have issued a new year greeting to
the trade which contains the following
suggestions for new year resolutions:

Let the Retail Jeweler Resolve

To make 1913 a better year—not alone
a more profitable year—than 1912.
To merit public confidence by square

dealing—by honest advertising of worthy
goods.
To join his local, state and national

trade associations—if still on the outside.
To learn to co-operate—to lend a hand.
Not to knock the other fellow. To help

him when he can, to mind his own busi-
ness when he can not.
Not to fear competition, to wake up, to

hustle, to meet competition.
To educate my trade to buy jewelry of

better quality than formerly.
To take time for the trade journals, to

read them, study them, to use them.
To advertise a little, if he never adver-

tised before. Then, to advertise a little
more.
To guard well his credit. It is worth

keeping. He may need it.
To be alert to new methods, to short

cuts, to worry-killers, to the best way of
doing things.
To help his employes to help him. A

little encouragement will often work
wonders.
To watch the "leaks." To buy. wisely,

and to sell at a profit.
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Rules for Use of Parcels-Post

Postal Guide Nearly Ready for Distribution—Why Special Stamps Are Required

for Parcels-Post Matter—Matter Now Mailed as Third-class May Not Be

Mailed at New Rates

With the time drawing near for the in-
auguration of the new parcels-post the offi-

cials of the Post-office Department in
charge of this service have redoubled their
efforts to so perfect the plans that the
system in all its main essentials will go
into operation on January 1, 1913 says
Printers' Ink. Interest on the part of
advertisers and the business community
in general is now centered on the issuance

of the "Parcels-post Guide" which will
contain the regulations which have been
formulated for the conduct of the new
governmental package delivery system.
Many of the articles which have ap-

peared in the daily newspapers relative to
the parcels-post regulations have been
more or less speculative in character, but

it is possible to outline at this time some

of the features which have already been
adopted and which have not previously
been brought to the attention of pros-

pective users of the new service.

Measurement of Packages

There are specific instructions for deter-
mining the dimensions of packages de-
signed for the parcels-post and which,under

the law, may be "not greater in size than
seventy-two inches in length and girth
combined." It is stipulated that measure-
ments will be made by means of a six-foot
tape line furnished to post-masters by the
department. So much of the tape as is

not used in measuring the length is the
measure of the maximum girth permis-

sible. Thus, it is pointed out, a parcel

not more than three feet six inches in

length may measure as much as two feet

six inches in girth, or around its thickest

part. A shorter parcel may be thicker;

thus if it measures no more than three

feet in length it may measure as much as

three feet in girth or around its thickest

part.
The regulations also emphasize that

parcels-post parcels will be mailable only

at post-offices, branch post-offices, lettered

and local named stations and such num-

bered stations as may be designated by

the postmaster, or presented to a rural or

other carrier duly authorized to receive

such matter. The object of these restric-

tions is, of course, to prevent the conges-

tion of street boxes, drops in office build-

ings, etc., which have not been constructed

with a view to accommodating parcels

of such size as will be carried in the mails

under the new system. Indeed many of

the parcels admissible to the parcels-post

under the new regulations would not pass

through the openings of the present pack-

age drops and, were it not for the above
stipulations, there would be likelihood that

such large parcels would be left for col-

lection on top of the boxes, exposed to

dangers of theft and damage by a sudden
downfall of rain or snow.
Once the new system is in operation,

the above mentioned regulation will prob-

ably be given a certain elasticity where
circumstances warrant and arrangements

are made to allow the collection of parcels-

post mail by carrier or other postal em-

ploye, detailed to make calls for such pur-

pose, at the places of business of firms

dispatching much matter. Even at the

outset the regulations as to mailing will, of

course, work no hardship to those manu-
facturers who actually or, in effect, have

a postal station at their plants as have

some of the large mail-order houses.

Special Parcels Stamps

The strongest emphasis is placed in the

regulations on the requirement that dis-

tinctive parcels-post stamps must be

used, beginning January 1, on all fourth-

class matter. The use of the distinctive

stamps has been commented upon in all

the preliminary announcements of the

parcels-post, but attention has not here-

tofore been called to the fact that the dis-
tinctive stamps must be placed on all
fourth-class matter, even including that

weighing four ounces and less, which is

not subject to the pound or parcels-post

rate. All fourth-class matter not bearing

the distinctive stamps— that is all pack-

ages bearing, ordinary postage stamps—

will be treated as "Held for postage."
In this connection it may be noted that

this requirement of special stamps seems

to be arousing more opposition than any

other feature of the parcels-post scheme,

and the department is receiving great
numbers of protests from manufacturers

and others. In self-defense the Post-

office Department heads are hastening to

call attention to the fact that this stipula-

tion for distinctive stamps is not merely a

regulation dictated by the judgment of

the officials of the postal service, but is an

explicit provision of the law creating the

parcels-post. The object is to afford a

means of accurately determining the re-

venue of the parcels-post, and it is claimed

that in no other way could this be done so
accurately. The officials point out that
inasmuch as the whole parcels-post scheme

is an experiment, it is of the utmost im-
portance to ascertain its success as a
business proposition. It is going to be

hard enough they say, to ascertain the cost

of operation without the situation being

further complicated by adding to the diffi-

culties of determining the gross income

from the service.

Third-class Matter Barred Out

There is one heretofore overlooked fea-

ture of the parcels-post which seems likely

to engender, on the part of many manu-

facturers and publishers, an opposition

much more spirited than that provoked

by the distinctive stamp requirement.

This is the regulation to the effect that the

matter now classified as third-class matter
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will not be permitted in the parcels-post

mails. This means that the book pub-

lisher sending sets of books by mail; music

publishers distributing sheet and folio

music by mail; lithographers, engravers,

art printers, etc., seeking this means of

distribution; photographers posting por-

traits in lots of a dozen or more, and even

manufacturers and advertisers who use the

postal service to convey small consign-

ments of catalogues, circulars, pamphlets

or other advertising matter to retailers

and agents, will be denied all the advan-

tages of the new parcels-post and will be

compelled to pay a far higher rate on their

mail matter than will be exacted from

persons, marketing other lines.
It is provided that all packages ad-

mitted to the parcels-post may, at the

option of the sender, be registered under

the present registry system and they may

likewise be accorded special delivery ser-

vice, each on payment of the usual fee.

A little later there will be introduced a

plan whereby parcels-post packages may

be insured against loss in an amount

equivalent to their actual value, but not

to exceed $25, upon payment of a fee

of five cents. It had been planned to

introduce this feature from the outset, but

the magnitude of the work of preparation

for the new service and the limited time

available has made it necessary to post-

pone the introduction of this part of the

service. For the same reason it will not

be practicable to put in operation until

some time after January 1 the C. 0. D.

feature of the parcels-post, namely, the

plan for handling parcels-post packages

subject to the collection of the carriage

charges (and probably the purchase price

as well at the point of delivery.)

The regulations will stipulate that all

parcels shall bear the return card of the

sender. Various schemes are under con-

sideration by the officials for facilitating

the use of the parcels-post by firms whose

business involves the sending out of large

numbers of packages. The regulations

will provide that where not less than 2,000

identical pieces are mailed by parcels-

post, the distinctive stamps need not be

affixed, but postage may be paid in money.

It is likely, too, that the "pre-canceled"

stamp scheme now in use for other classes

of mail will be extended to the parcels-

post. This method, whereby stamps are

canceled before being affixed to the in-

dividual pieces of mail, would be of great

benefit to manufacturers mailing by par-

cels-post fragile articles which might be

broken or damaged by the blows of the

rubber stamps ordinarily employed for

cancellation.
It is now announced definitely that all

business houses, etc., will be given an

opportunity to purchase at nominal price,

for their own use, copies of the parcels-

post guide and the "zone" map of the

United States. The price will be 25 or 30

cents for a map and guide, and orders must

be sent direct to Washington, accompanied

by remittance, as is now done in the case

of the postal road maps. A firm may pur-

chase as many of the maps as may be de-

sired.
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Fob No. 90664

Men's Belt Buckle No. 44128 Men's Belt Buckle No. 46—Shrine

MANY JEWELERS ARE MAKING MONEY
with our monogram and emblem novelties. Why not you?
They sell all the year round—and the margin of profit is
pleasing. Our catalogue No. 15 (just issued) is sent to the
trade with discounts on request. Write for it today.

CHICAGO ART METAL WORKS, 302 W. Lake St., Chicago, Ill.
INCORPORATED 1892

Fob No. 90647

WE REPAIR EVERYTHING IN JEWELRY
Gold and Silver Electro-plating

Mesh Bags Repaired
Resilvered and Relined

 $1.00  

Copyrighted June 19, 1912, by Breslavsky Bros.

Specialists in Difficult Repairing

BRESLAVSKY BROS., 51 Maiden Lane, NEW YORK

Has the Truth Been Told?
This space has been used for a long time for the pur-
pose of placing claims relative to the merits of
"Wheeling Ceilings" before merchants. Perhaps you
think we have been over-enthusiastic because we make
the line and have accordingly given biased views,
opinions, and statements. If you have reason to think
that such has been the case we will gladly submit proofs
and refer to actual instances. If you need any kind
of Ceilings or Side Walls, let us show you something.

WHEELING COIRIGATING COMPANY. WatEutIGNVA
BRANCH OFFICES AND STORgS:

NEW YORK CHICAGO PHILADELPHIA
ST. LOUIS KANSAS CITY CHATTANOOGA

Send for our 1912 Catalogue of new RING and UNBREAKABLE GERMAN SILVER MESH BAGS
GUARANTEED MESH BAGS AT LOWEST PRICES

BUY DIRECT FROM THE MANUFACTURER and GET THE BEST SERVICE AND PRICE

As we received

tion. First-class work,
cards, and price list for

A. A.
24 BROAD STREET

Mesh Bags
d, Refinished

$1.00
We resilver, reline (with kid
or silk) and repair the mesh

it on any german silver mesh
bag, from 5 to 7 inches, for
S1.00, other bags in propor-

prompt service. Give us a trial. Send postal for our large window display
special repairs such as gold, gun-metal, bead bags, etc.

14UPIEN Manufacturer of Mesh Bags

PAWTUCICET. RHODE ISLAND

As we returned it

.V10■•11

Selling

Pianos
Doubles the

Profit
of Many

Jewelers

elf Pianos are the most profitable of all lines for hustling Jewelers,
"11 and often pay better than their regular stock-in-trade. With our
agencies every requirement can be fully met in price and quality from medium
grade to the artistic. A full line of Grand, Upright and Player Pianos of distinctive
quality. Reliable houses solicited and small accounts welcomed.

 Owners and Operators of

Briggs Piano Company 1868
Established

Merrill Piano Mfg. Company Estalts5hed

Norris & Hyde Piano Co. Esta 
1873

National
Piano Co.
BOSTON

Two Problems in Watch Work

Should the Customer be Told His Watch Is Not Worth Repair
ing?—A Knotty

Problem in Trade Ethics

A subscriber sends us the following

queries the discussion of which is of general

interest to the trade:

(a) I would like to ask the experience of THE
KEYSTONE and others on this: Does it pay to re-
pair seven jewel grade nuts, when they are badly
worn or old models? As movements can be bought
new so cheaply. Does it pay a workman to put the
time and repair on them, and is it found that they
will give good service for any length of time after?
Isn't it better to advice a customer to replace these
old nuts, rather than take a chance of poor satis-
faction. As I have found in my own experience,
after advising some customers this way they went
some where else to some big place, paid a big price
to have same watch repaired, then they came back
and want to know what the trouble is. Would
like to know the experience of the average watch-
maker on this subject.
(b) Kindly let me know cause of watches, fine

grades especially, which acts in this way. Pen-
dant up, runs slow; dial down, runs fast; dial up,
fast. Dial up, dial down, slow; pendant up, fast;
does the trouble lay in balance and pivots provid-
ing pivots are same size and jewels 0. K.? Good
free motion on watch. In adjusting I have seen a
number of times that when a watch is properly
adjusted that is pallet stones, etc., by changing
the power, that is, when wound up by pushing the
power in opposite direction, the lever will be free
and work the opposite way, and when it does this
watch will not bring up a good motion; what is the
cause, everything else being in good shape, and
how may it be remedied.

(a) Your question touches a matter

which we consider of very great import-

ance. Let us first say that when a customer

brings in a watch and asks how much it

will cost to put it in order, the right thing

to do is to examine it and tell him how

much it will cost, regardless of the amount.

Don't under any circumstances start out

by telling him that "it won't pay to repair

it." He asked you what it will cost.

After you have given him that informa-

tion, it is his business to say whether or

not he considers the watch worth repair-

ing. His idea of the value of the watch

may not be the same as yours. To you

it may be simply a seven jeweled American

movement; to him it may have a senti-

mental value which makes him regard it

as worth more than another very expen-

sive watch which does not have the per-

sonal associations his watch has. If you

tell him that his watch is not worth repair-

ing, he will probably take it elsewhere

and have it repaired, because your atti-

tude, makes it plain to him that you don't

want to repair the watch. Thus you will

doubtless lose him as a regular customer.

Your competitor will make as good an

impression on the customer as you made

a bad one, because he did what you im-

plied you couldn't do—repaired the watch

at a price, however, seemingly high,

which the customer was willing to pay.

We believe it is a fact that in many of

the cases where the customer is told that

"the watch isn't worth repairing," the

truth is that the watchmaker isn't able

to repair it—feels afraid of the job. It

might surprise him to know how often

the customer guesses the truth. The

only kind of a watchmaker who can com-

mand respect, gain public confidence and

TWO NEW SERIALS
will be begun in the January, 1, 1

913,

issue of THE KEYSTONE, Both autho
rs

are recognized masters in practic
al

watchwork, tools, methods, etc. One

serial will be entitled

MATCHING AND BANKING THE

DETACHED LEVER ESCAPEMENT,

and will be illustrated with original

drawings by the author. The first

article of the second serial will descri
be

AN IMPROVEMENT IN

WATCHMAKERS' LATHES,

and will give a new thought to eve
ry

benchworker and lathe manufacturer.

.A1

Don't fail to renew your subscrip-

tion, so as not to miss the first instal
l-

ment of these serials.

build up business, is the one who is a

competent workman; and a competent

workman can repair any watch high or

low grade, foreign or American, ancient or

modern, no matter how badly broken up,

so as to be just as good as when it was new.

Some watchmakers are competent, some

are not; if you want to get the reputation

of being a competent watchmaker you

must be ready to do anything in your

line which your customer brings to you.

As to telling him that "it can't be done,"

that might "go" if it weren't for the fact

that he will probably inquire further,

until he finds a man who can do it, and

there is where the other man's reputation

for ability is lost. It will pay to bear in

mind that the intelligent customer is very
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likely to assume that "not worth repair-

ing" means "I can't do it." Don't run

the risk of discrediting yourself. Always

make a careful examination, and note de-

finitely what is needed to put the watch

in order, and base your estimate of cost on

the actual items of repairs needed, in-

stead of following the pernicious custom

of guessing at it. Then state what you

will charge for a thorough job, and leave

it to your customer whether he will or

will not have it done at the price. Once

having stated a price, stick to it; don't

reduce it. This will foster respect for you

and at any rate, if you have fixed a fair

price as you ought to, you cannot well

afford to do the job for a lower price. If

you charge a fair price for each item of

work, you are bound to make a profit on

the job; it is generally careless estimating

in which results in losing money.

Summing up our answer, then, to your

question as to whether it pays to repair

badly worn seven jewel movements, we

will say that it pays, first, because it is

profitable, and second, because you make

sure of holding your customer, and run

no risk of letting him get away to a com-

petitor.
Remember that all of the foregoing

discussion is to be understood as related

to cases where a customer hands you his

watch to be put in order, without asking

your opinion on the advisability of having

it repaired. The case is different when

he asks your advice. Then he will readily

do as you suggest, and will not likely go

to your competitor afterwards. In this

case you can be quite sure that he regards

his watch simply as a timekeeper without

any additional sentimental value, and

of course it would be the proper thing

to suggest buying a new watch if the re-

pairs on the old one amounted to as much

as a new one would cost.
(b) Your question is not clear; we take

it, however, that you want to know what

to do in order to make a watch run slower

or faster in each of the usual positions to

which watches are adjusted. The answer

to this question would be too long for

publication in workshop notes; we suggest

that you read the article "Watch Adjust-

ment for Position," on page 1045 of THE

KEYSTONE for May 15, 1912. If you have

no copy of that date, we will send you one,

postpaid, on receipt of ten cents in stamps.

This article covers the subject briefly, but

you should by all means study adjusting

in detail before attempting to do practical

work in it, and we advise you to read

"The Watch Adjusters' Manual," by

C. E. Fritts, the best and most easily

understood work on the subject. This

book can be had of your supply house, or

will be sent from our office, postpaid, on
receipt of $2.50.
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11'==-FHTE JEWELERS' HANDY SHOP0

11
El
El

We Repair and Replate any Article in Jewelry and Silverware

FOR THE TRADE ONLY
EXPERT WORKMANSHIP

Mesh Bags Refinished, Repaired and Relined from

$1.00 to $1.25
Gold, Silver and Platinum Plating, Coloring, Finishing and

Polishing Silverware
Write For Our Catalogue Packages enclosed with ours for other city firms will be delivered free of expense to you

JOSEPH LANDSMAN, 51 Maiden Lane, NEW YORK

11
El

El

L. LELONG & BROTHER
Gold an Silver REFINERS, ASSAYERS an

SWEEP SMELTERS
BULLION SOLICITED

SMELTING FOR
THE TRADE

SWEEPINGS
OUR SPECIALTY

Prompt attention given to
Old Gold and Silver forwarded to us

by mail or express.

Southwe.st Corner

Halsey an Marshall Sts.

Nevvark, IN. J.

WATERBURY ROLLING MILLS
We manufacture High Grade GERMAN SILVER, Bronze, Gilding Metal, Platers' Bars, Low Brass and
other special alloys in sheets and rolls. Our deliveries are prompt and accurate. Write for particulars.

WATERBURY ROLLING MILLS, Inc. Waterbury, Connecticut

THE BOOK THAT MAKES ENGRAVERS
The only really practical book on the if- which has been compiled by
engraver's art is the well-known treatise "Th3e AVt 11 ragrat v- one who is not only an expert
engraver but a successful teacher of engraving. By the study of this book alone, and without the aid of any instructor, hundreds of successful engravers have made
themselves masters of their work and worthy of the highest salaries obtainable in their line. The author has embodied in the volume his own successful methods,
which are so well known to the hundreds of expert engravers whom he has instructed in the art in the past twenty years.

Sent postpaid to any part of the world on receipt of price $1.50

Published by

THE KEYSTONE PUBLISHING COMPANY
Lock Box 1424, Philadelphia, Pa.
1201 Heyworth Building, Chicago, Ill.

ADVERTISING CUTS FOR JEWELERS
Experience has proved that the best advertising cuts are those that sug-

gest the goods themselves.
We have hundreds of these illustrations, a few of which are here shown.
These include watches, clocks, diamonds, cut glass, rings, bric-a-brac

and all manner of novelties, in sizes suitable for newspaper advertisements.
Use some of these cuts and swell the results of your Christmas

advertising.
Send for sample sheets with prices.

THE KEYSTONE PUBLISHING CO.
Lock Box 1424, PHILADELPHIA, PA.

December 15, 1912

I Workshop Notes
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Subscribers wishing inquiries answered in this department
must send name and address—not for publication, but as an
evidence of good faith. No attention will he paid to anonymous
communicationr. Questions will be answered in the order in
which they are received.

DEMAGNETIZE.—IS it impossible to demagnetize
the case springs in watch case? Our demagneti-
zer, a Boettger & Wittig machine, failed to
demagnetize. So while we had it at makers to be
repaired had to send several to a watch material
house. They were returned to us with explana-
tion "magnetism entirely out of works, but
impossible to get it out of case springs on account
of circular shape." Is there anything in this
and would it be possible that movement again
became charged in transit on account of the
case springs as was the condition when received
by us?

The movement itself would not necessarily have
to become re-magneti7ed from the case-springs in
order for magnetism in these springs to spoil its
timekeeping. The presence of a noticeable degree
of magnetism in the case springs will affect the
timekeeping of the movement, even if the move-
ment itself be free from "permanent" magnetism,
because the springs' magnetism would constantly
exert a greater or less influence on the moving
steel parts of the movement.

If the case-springs be considerably magnetized,
they will generally magnetize the movement;
not immediately, but gradually; it is possible that
this happened to your movements after they were
demagnetized, if they were shipped in cases
which had magnetized case-springs.

Replying to your question as to whether or not
case-springs can be demagnetized, we will say
that they can be, just as the other steel parts can
be. If there is unusual difficulty we suggest
taking the springs out and fastening them on a
board, and putting them through the demagnetizer
separately. There is no such thing made as a
demagnetizer in which you can "simply press the
button, and there you are!"
In demagnetizing, by any method or machine,

it is sometimes necessary to "nurse" a job, trying
various ways, such as entering and withdrawing
the work more slowly or more rapidly, demagnetiz-
ing pieces separately, etc., until you get the
desired results. The right plan is to try the easiest
way first—putting in the entire watch—case,
and all—if it demagnetizes, as it generally does,
very well; if it doesn't, then vary the treatment
as suggested above, and experiment until you
succeed. No one has yet discovered absolute rules
for demagnetizing, any more than that any one
has discovered exactly what magnetism is; never-
theless, we believe that any watch, or any part of
a watch, however badly magnetized, can be
cleared of the troublesome influence by persistent
effort, as per the foregoing suggestions.

STUDS.—Is there any method of remedying sprung
or drawn out spiral part of studs. This part is
rather springy and is very difficult to make lay
close together again after being drawn out.

There is no better method than bending with
pliers, for reshaping "spiral" studs, and preserv-
ing, at the same time, the elastic stiffness of the
wire. It is true that the coils may be closed
together by first tying them together with binding
wire, then heating the piece with a blowpipe flame
to a dull red heat; on removing the binding wire,
the coils will remain closely together, but the
"springiness" has been destroyed; this method is
often followed, but the objection is that it spoils the
elasticity of the metal, and for this reason we do
not recommend it.
In reshaping stud mountings with pliers, use

half-round or large round pliers, and in making
each bend to close a coil nearer to the next one,
first bend the wire into a larger circle, then bend
this enlarged circular portion toward the other
coil, then bend it into a circle of the original size.
Repeating this wherever necessary will result in a
closed coil which with ordinary use will keep its
shape because the original "temper " of the metal
has been retained.

KEY8TONIE

SOLUTION.—Will steel injure a cyanide of potas-
sium solution used for silverware, jewelry, etc.?
Also what effect has brass on same?
Metals will not injure cyanide of potassium

solution if immersed in it for a reasonable length
of time, as in ordinary use in cleaning watches, etc.
Of course the longer you use the solution, the
weaker its effect becomes as it becomes charged
with separated particles of metal, dirt, etc., so
that leaving in the solution any metal for which it
has a chemical affinity, for a longer time than
necessary to clean the surface, might be said to
injure the solution, in the sense that it is unneces-
sarily exhausting the solution's effective power.

ANTIQUE CLOCKS.—We would be greatly obligated
if you could give us any information as to about
time of make, maker, etc., of old English Clock,
for one of our customers who desires the infor-
mation The clock has the snail wheel, main
spring in drum, handle on top of case and date
hand on dial above the figure "6". On the dial
appears the name " Richd. H. Jones," Baltimore,
We suggest that you write to the Maryland

Historical Society, Athenaeum Building, Balti-
more, Md.; they will know particulars as to
Richard H. Jones if any record of him exists.

It is generally easy to approximately fix the
date of manufacture of old English clocks and
watches by referring to the lists of members of the
old craft-guilds, such as the London " Clockmakers'
Company," but as no such organization existed
in America, it is necessary to get such information
in each case from local sources, such as old direc-
tories and the records of historical societies.

MERCURIAL PENDULUM.—Will you kindly inform
me the exact amount of mercury that will be
required for the pendulum of a William Gilbert
Clock. We had the misfortune to have the
mercury destroyed.
See answer to "Regulator" in "Workshop

Notes," page 2545, December 1, THE KEYSTONE.

Swiss.—I have gotten hold of one of the old Swiss
watches; it is so old that I cannot find any
record of it and I have been told that through
you I might find some trace of its age. I will
try to give you some idea of it: It is about
three times as thick as the ordinary watch now-
adays; it has a double stem, half opens the face
the other half opens the back; it is a key winder;
silver case, and the figures on the dial are be-
yond the knowledge of anyone yet. It looks to
be 300 years old; has 7 ruby jewels and keeps
as good time as any watch in town.
Look inside the lids of the case, and you will

probably find some marks stamped in the metal,
such as the figures of a lion, a leopard's head, a
crown, a letter of the alphabet, etc.
These are " hall-marks," stamped by the govern-

ment of the country in which the watch case was
made, to show that the metal was tested and found
to be up to the standard of quality. A different
set of marks are used each year and we have lists
of these marks dating back more than two cen-
turies, from which we can tell the date of manu-
facture of any watchcase which bears the marks.
We suggest that you send us an impression, in

wax, of any marks you may find in the case; you
might also send us a copy of any names or words
engraved on movement or case, and we will then
write you whatever information we can about
its age and value.

ANTIQUE.—I have a watch in my shop for repairs
and would like to know if there is any special
price at which it could be sold. In other words,
is there any premium on it. It is an English
fusee watch with 21 jewels, key wind, in a
sterling silver case, made by James Hoddell
& Co., London, 15 Southampton square,
No. 15,937. Both case and mount numbered
the same. Size 18. The case is marked with a
leopard's head, lion and crown.
The case bears the London hall-mark; the lion

indicates sterling silver, and the leopard's head,
crowned, shows that the case was made sometime
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prior to January 1, 1823, since which date the
London hall-mark 'has been a leopard's head,
uncrowned. You state that the marks are a
"leopard's head, lion, and crown"—we presume
you mean that the crown :s on the leopard's head,
because a separate crown would indicate gold,
while this case, you say, is silver. If you look
again into the case, you will probably find a single
letter of the alphabet stamped in it, of pretty
large size. If you can send us a sketch or im-
pression showing the exact shape of this letter,
we can then tell you the exact year in which the
case was made.
We have no record of the firm James Hoddell

& Co.
The watch is apparently not very old, as it has

21 jewels; for a watch to be valuable on account
of its age alone, it must be very old indeed—say
200 or more years; unless the watch you have is
of rare artistic beauty, or is connected with some
historic event or famous person, it is not worth a
premium in the market, but would have to be sold
for whatever one who might fancy it would be
willing to pay.

Meerschaum and Its Treatment
Meerschaum is worked in the following way:

The large pieces of meerschaum are cut with a
band saw to a convenient size, after which the
material is soaked in water until it becomes quite
soft. When wet it becomes very soapy, and will
produce quite a lather if rubbed. After being
thoroughly soaked, the meerschaum can be cut
like cheese, and it is then roughly shaped with a
knife to the form of a pipe. When dry, the bowl
and stem shanks are drilled, and then if the pipe
is of a plain pattern, it is turned on a lathe to the
desired form. If a square stem shank is desired,
it is shaped with a file. The shank is now should-
ered and threaded to receive the amber stem piece.

Cleaning.—A very simple and effective way of
cleaning the inside of a pipe is to plug up the bowl
with a cork in which a hole has been bored. Fit
the cork against the water tap and turn on the
water. To clean the outside of the pipe, make a
thick paste of whiting and turpentine, and brush
it over with a hard brush. Leave the paste pretty
thick on the pipe and allow it to become quite dry,
when it should be brushed off with a clean hard
brush. Finish cleaning the pipe by rubbing over
with a soft cloth and sweet oil.

Discoloration, Removing.—To clean the carving
on a meerschaum pipe and remove the black around
the top, wash the bowl with hot milk, using a tooth
or nail brush to clean the dirt out of the carved
portion. For the black part try the effect of very
fine pumice powder and benzoline; bring up the
gloss again with putty powder and a trace of olive
oil. The greater part of the coloring of a meer-
schaum may be removed by steeping it for some
time in moderately strong ammonia solution, 1
part of strong ammonia to 2 parts of water.
Imitation.—These are said to be prepared from

a mixture of the artifically prepared silicates of
magnesia, alumnia, and lime, and sulphate of
lime; these are mixed together in the state of
pastes, dried at the ordinary temperature, cut into
small blocks, and dried on a stove. The blocks are
then turned in the lathe in a similar manner to
real meerschaum. Imitation meerschaum pipes
should not be varnished; the varnish will burn or
crack when the pipes are smoked. They may be
warmed and rubbed with a little white wax and
then polished with a soft rag. The best way,
however, is to polish them with a revolving wooden
polishing wheel covered with leather or felt, using
dry putty powder or whiting.

Dignity of the Electric Sign
No business has ever felt itself too dignified to

use an electric sign. No church has ever hesitated
to hang out an electric sign when it wanted a larger
congregation. No moralist has ever found in the
electric sign any hindering element, but has em-
braced the opportunity to use the brightly illum-
inated sign, recognizing the fact that there is a
certain subtle influence about it, and that there is
a certain dignified connection between light and
truth.
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Gold and Silver, Smelt
Your Findings, Waste,
Scraps, Sweeps, Etc.,
Assay Precious Metals,
Deal in Fine Gold.
Silver, Platinum a n d
all kinds of Gold and
Silver Anodes.

In Smelting we redeem 1
every particle of metal that

1is worth recovering. Our
methods are known to ex-
tract from any shipment
every bit of its valuable

1secretions. The charge for
our services is moderate.
Try us with a consignment.

1 CONLEY & STRAIGHT

1 No. 236 Eddy Street PROVIDENCE, R. I. 1

Fr 1•11,11■Mi■

COLONIAL WALL CASE No. 123
8 ft. long 8 ft. high outside
Upper part Is 18 Inches deep Inside

IN STOCK IN OAK AND BIRCH

SPECIAL No. 107
Counter Case and Table

F. C. JORGESON & CO.
159 to 167 Ann Street, CHICAGO

Makers of High-Grade

JEWELERS' FIXTURES
THE BEST IN CONSTRUCTION AND FINISH

46T1-1E BEST OF EVERYTHINCi"

This New Year

Is The Year

You are to fulfill

Your resolution to install

HOFMAN FIXTURES
And to make this year's business exceed

last year's busi-

ness, it will prove

a logical determ-

ination on your

part.

John Hofman Company
14 Leighton St., Rochester, N. Y.

Ncw York Office, 806-807, 1 W. 34th St. r
1-101.TVI AN

vc4

CANNON & BROWN,

ELECTRO-PLATERS.

JEWELRY COLORING

14-KARAT SHADING
IMITATION PLATINUM

OLD ENGLISH
ROMAN
GREEN
ROSE

ALSO
BRASS
SILVER

COPPER PLATING
NICKEL PLATING

BRONZING AND OXIDIZING

GRINDING, POLISHING, LACQUERING

78 FRIENDSHIP ST. PROVIDENCE, R. I.

LEIMAN BROS. POLISHING DUST COLLECTOR
(Patent applied for)

DUST DOES MU UM ROWER MISSION AT 10TH HOODS

Some Users

Union League Club, N. Y.
L. E. Waterman Co., N. Y.
Lord & Taylor, N. Y.
Cartier & Co., N. Y.
Gimbel Bros., N. Y.
Jas. E. Blake Co., Attleboro, Mass.
Montgomery, Ward & Co., Kansas City.
Eisenstadt Mfg. Co., St. Louis.
The Roycrofters, East Aurora, N. Y.
Star Watch Case Co., Ludington, Mich.
0. K. Mfg. Co., Syracuse, N. Y.
Dueber Watch Case Mfg. Co., Canton, 0.
Keystone Watch Case Co., Waltham, Mass.

Catalog No. I

LEIMAN BROS.
620 John Street, New York
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Electro-Chemical Wonders

Sir William Ramsay, Greatest of Living 
Scientists,

Tells of the Marvels of Modern Science

By F. P. STOCKBRIDGE, in Popular 
Electricity

"What is going to be the next great 
develop-

ment in electro-chemical science? I do n
ot know.

I am not a prophet. Science has nothing to do

with prophecy. Predictions are for comm
ercial men

and engineers. Science concerns itself only with

facts actually ascertained, and the two m
ost import-

ant facts bearing on electrical chemistry 
that have

been ascertained in the last few years 
are that it

is possible to extract the nitrogen fro
m the air

by means of an electrical furnace and 
convert it

into nitrates for use in manufacturing 
fertilizers,

explosives, dyestuffs and for other commercial

purposes; and that we can actually make
 rubber—

and I know of nothing more importan
t to the

development of the use of electricity 
than an

unlimited supply of cheap rubber."

The speaker, a slender, wiry, grey 
bearded,

pleasant faced, genial gentleman of fifty-
five, with

whom I was conversing in the big lou
nging room

of the Hotel Belmont the other day,
 was Sir

William Ramsay.

Epoch-Making Discoveries

If Sir William Ramsay had never done 
anything

else but discover that the air, which all 
scientists

had accepted as being composed of a 
mixture of

oxygen and nitrogen, actually contains a
 number

of gases and elements new to science, 
his name

would live in scientific literature as t
hat of a

great discoverer. It is sixteen years since
 he found

the element argon as a constant const
ituent of

the air, and it was after that that he 
discovered

three other atmospheric gases—neon, krypton

and xenon. The element helium was also first

discovered by him, and when he discovere
d that

radium may be transmuted into helium, 
he found

something that chemists and alchemists had

sought in vain since the beginning of 
time—the

actual transformation of one substance into

another, which the "philosopher's stone" 
of the

ancients was to accomplish. And since he was
 the

first to tell the world just what the a
ir is composed

of, it was quite natural that when, during
 his visit

to America to attend the Internation
al Congress

of Applied Chemistry, I finally persuade
d him to

talk of present-day and future wonder
s in electro-

chemistry for the readers of Popular Electric
ity,

the first subject he referred to was the won
derful

utilization of the air as a source of nitrogen supp
ly.

Extracting Nitrogen from the Air

"If you have never given the subject caref
ul

study, you cannot realize how important to 
the

world the insurance of a continuous sup
ply of

nitrogen in some commercial form is and a
lways

will be," he said. "England would be 
depopu-

lated in a short time if the supply of nitrate
s were

to be cut off. Not only is the agriculture
 of Great

Britain dependent upon nitrogen fertilizer
s, but

the explosives for use in the guns of her arm
y and

navy must also be made from nitrogen compo
unds.

"Until Dr. Samuel Eyre of Norway and 
his

colleague, Dr. Birkeland, discovered an economi
cal

way to extract the nitrogen from the air by 
means

of the electric arc, the whole world of scien
ce and

economics had been wondering what would 
happen

when the only known large deposits of ni
trogen—

the Chilean nitrate beds—should become ex-

hausted. Now Dr. Eyre has just told 
us how

sufficient nitrogen to supply all the needs 
of the

civilized world is actually being made 
from the

air and sold in competition with the Chilean

product.
"The Birkeland-Eyre process, as practice

d in

Norway is a very simple one. They are using

some 200,000 electrical horsepower, gene
rated by

water power, and a $30,000,000 company 
is manu-

facturing the various nitrates-80,000 tons a
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year of nitrate of lime for fertilizer, 10,000 ton
s

of nitrate of ammonia for explosives and 10,00
0

tons of nitrate of soda for use in dyeing, as well a
s

many other products. The process is a develop
-

ment of possibilities which I personally had th
e

honor of pointing out some years ago. Air under

pressure is admitted to fireproof furnaces in whic
h

an electric arc of high intensity is maintained
.

The passing of the free air over the arc form
s

nitrogen oxide, the addition of oxygen converts it

into nitrogen dioxide, and the addition of wate
r

into nitric acid. I am told that the process is

extremely economical, the electrodes lasting thre
e

or four weeks, and the fire clay furnaces some fiv
e

to six months. Certainly the product is being sold

at a very low rate. But that may not continu
e

after the Chilean deposits have been exhauste
d

and abandoned. We may find some such condi
-

tion as that which obtains with regard to alizarin.
"

Producing Dyestuffs Synthetically

"Alizarin is the red dyestuff from which the

color Turkey red is produced. It formerly was

obtained exclusively from the roots of the madder

plant, and all France was covered with madder

farms and gardens. Now you cannot find a

madder plant in France outside of the botanical

gardens. The discovery of a method of producing

alizarin synthetically, from inorganic substances
,

was taken up by German color manufacturers,

and the market was flooded with artificial dyestuf
f

at a price so low that there was no longer any profi
t

in the growing of the madder plants. As soon.

however, as the madder had been rendered prac
-

tically extinct, the price of alizarin began to go up
,

I am not criticizing the manufacturers. That is

commerce, and commerce is war.
"Just at present we are facing a situation that

may be similar, with regard to indigo. Indigo dye

can be produced artificially, and it is being mad
e

in Germany and sold at a price calculated to 
dis-

courage the growing of the indigo plant. It

will not surprise me if in the course of a sh
ort

time the indigo growers of India are compelle
d

to abandon their plantations. Nor would it sur-

prise me to learn that at the present price at whic
h

artificial indigo is sold, there is a net loss that i
s

borne by the more profitable divisions of the manu
-

facturing business, and that as soon as the suppl
y

of natural indigo is cut off, the price of the artificia
l

product will rise."

Artificial Rubber

"That may be the way it will work out with

artificial rubber. The synthetic rubber is here
—

not something 'practically the same' as rubber
,

but actual rubber, manufactured out of vegetabl
e

products, and exactly the same in all respects

as rubber produced from the caoutchouc gum
.

Dr. Perkin has told us about it and Dr. Car
l

Duisberg of Elberfeld, Germany, has shown us two

automobile tires made from the artificial produc
t

which have run several thousand miles.

"Nobody knows what it costs to make artificial

rubber today except Dr. Duisberg, and he is 
not

telling, beyond indicating that these tires cost 
a

round thousand dollars each. Now, nobody is

going to buy much rubber at such prices, but th
e

time will undoubtedly come when improved ma
nu-

facturing processes and possible governmental 
aid

will enable someone to make rubber at a los
s so

small that an institution with large resources

could afford to put it on the market in competitio
n

with the natural product, in the hope of dri
ving

the rubber planters out of business.

"That will be a more difficult process than 
in

the case of alizarin and indigo, however. The

natural rubber can stand a great deal of competi
-

tion before its producers have to throw up t
heir

hands and quit. Rubber is now selling at aro
und

$1.25 a pound for the crude, I believe. I have

friends engaged in the production of rubber
 in

Ceylon, who tell me that it actually costs o
nly

about 25 cents a pound to produce, and sh
ares

in producing companies are paying as high
 as

200 per cent a year dividends.
"If artificial rubber is produced in the next te

n

years at a cost that will enable it to be sold 
at

50 cents a pound, it still will not drive the nat
ural

rubber out of the market. But these are problem
s

for the engineer and the business man, and not
 for

the scientist. We have produced artificial rubb
er—

now the man of science must turn his attention 
to

something else, and let commerce take care of th
e

purely commercial questions."

How to Make a Plunge Battery

Here is a plunge battery that can be made at

home with very little expense. It will furnish

from six to eight volts, which is power enough for

small motors, lights, induction-coils, or other small

electric apparatus that requires a continuous cur-

rent.

Get four large drinking-glasses. They will

cost from three to five cents apiece. Set them in

a row, and get a seven-eighths-inch board, long

enough to extend one inch beyond the rim of eac
h

of the end glasses. Fasten the carbon plates to

this board. You can get them from old dry bat-

teries, but they should be long enough to reach

from the top of the board to within a quarter o
f

an inch of the bottom of the glasses.

With an ordinary twist-drill bore a hole throug
h

the carbons seven-sixteenths of an inch from one

end, and screw the plates along the edges of th
e

board, four on each side, so that two plates wil
l

fall into each glass. Bore a three-eights-of-an-

inch hole through the top of the board betwee
n

each set of carbons, for the four round zinc "p
en-

cils," which can be bought at a hardware store fo
r

A A A

0

■■■

*or

A A A

about five cents each. The zbincs, like the carbons,

should reach to within a quarter of an inch of 
the

bottoms of the glasses.

To connect the four cells, proceed as follows:

Join the carbon plates, A, of each cell together

with number sixteen wire. Then, beginning with

the zinc, B, of the end cell at the left, run a wir
e

to carbon A of the next cell. Connect B of that

cell to A of the third, and B of the third to A o
f

the fourth and last cell. The wire can be fastened

to the carbons by twisting it round the screw
s

that hold them to the board. The zincs are sold

with screws in the top for holding the wire.

The battery is now ready for the solution. Mix

together:
Potassium Bichromate, 3 ounces.
Water, A quart.
Sulphuric Acid, 1 dram.

Fill the tumblers with this solution to within

three-quarters of an inch of the tops, and set th
e

board that holds the plates in the proper posit
ion.

Wires C and D will then carry an electric curren
t

of about seven volts to any apparatus to wh
ich

they may be connected.

When this solution is employed and the battery

is not in use, care must be taken always to r
aise

the board enough to lift the plates out of the mix
-

ture; sulphuric acid acts rapidly upon zinc, 
and

will dissolve it in a short time if left in contact w
ith

it. Two upright boards—one at each end of 
the

row of cells—will hold the plates at the right hei
ght.

If the battery is to be used for open circui
t

work, such as ringing door-bells or alarms, wher
e

it can rest between loads, a weaker solution 
will

serve, and will not dissolve the zinc so rapi
dly.

For this solution mix together:

Salammoniac, 4 ounces.
Water, 1 quart.

This solution will not give a current of mor
e

than five volts, but the plates can be left in it.
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Should Inventing Be Taught?

If there is any one term that has become more
prominent than any other during the industrial
and commercial developments of the last few years,
it is the word "efficiency," writes Albert Scheible,
M. E., in Popular Electricity. Old as the term is,
we had been in the habit of applying it almost
wholly to machinery or mechanical and electrical
equipment. Then it suddenly dawned upon some
that if a motor driven shovel is to be judged by
its effectiveness, the same standard should hold
also for men wielding shovels. And if variations
in the design of operative parts and in their rate
of motion can make a great difference in the output
of a power driven mechanism, might not the same
sort of carefully studied changes work a corres-
ponding improvement in the human machine when
employed at a given operation?
Thus a consideration of human efficiency took

its place with the study of machine efficiencies
and the past decade has marked decided improve-
ments all along the line.

All around us there is now a concerted striving
for higher efficiency, often extending even into the
work of churches and other religious organizations.
Yet in the midst of it all there is one line of human
endeavor in which the average efficiency is ad-
mitted to be very low and in which no determined
effort has been made toward improvement. It is
the field of independent inventing. Where investi-
gations and experiments leading to inventions are
conducted in manufacturing establishments of
any size, these are generally carefully planned
and highly effective in their results. Particularly
is this true of some of the large electrical manu-
facturing concerns which owe their continued
prominence partly to crews of highly trained men
paid both for their experimental and for their
inventive ability.
But when we leave these inventive groups and

look about us among the scattered inventors of
the country, we immediately strike almost the
opposite extreme. Instead of men expert at the
particular lines in which they are working either
in the laboratory or on the drafting board, we
find men, women and boys dabbling in lines of
which they know very little. Instead of men
consulting with others who have had valuable
experience, we find suspicious and secretive natures
which ask no counsel and profit by none. In
place of a careful analysis of the commercial
outlook for a new device, to determine whether or
not the prospects would warrant the cost of patent-
ing it, we find a rash assumption that whatever
is novel must be of commercial value. Instead of
a basic understanding of our patent system as a
protection for new articles having sufficient merit
to make them profitably salable, we find the curious
conception that the patenting in itself will give a
value to a new idea.
Thus in a dozen different ways the point of view

of the corporation hired designer is radically
different from that of the average isolated inventor.
The latter may be just as ingenious, as persistent
and as versatile as the former, but what does it avail
him? Perhaps he could ably defend his own point
of view. But of this you may be sure: the ex-
perienced business man knows both the laws and
the trade customs, and when he pays good salaries
to men of ingenuity he sees to it that they work in
harmony with our existing patent system and with
commercial practice. Right here is where the
Isolated inventor usually falls down and that is
why the average patentee gets no returns from his
invention. He assumes that he knows our patent
system7fromThaving read some advertising liter-
atureTassuminealso that he is qualified to enter
the ranks of successful patentees and that his
own knowledge and judgment are ample.
And why not? Does not Uncle Sam say that

a patent may be obtained by " any person who has
invented or discovered?" What the inventor
overlooks is the fact that our patent system was
chiefly designed to protect those who would not
only evolve the new idea but who also would intro-
duce it upon the market. To do the latter means
a business acumen, alknowledge of market condi-
tiOns, an ability to develop a crude idea into a
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commercial article and a keen understanding of
the elements of novelty in a new device—all of

. which are rarely found in the isolated inventor.
Moreover, if his patent is really to protect him,
he should know how to judge the strength or
weakness of a patent, for shoddy in patents wears
even less well than in clothes. He must know
how to predetermine the extent to which he cah
monopolize a certain field, for all that the patent
does is to give him a basis for a certain seventeen
year monopoly. He must know how to tell whether
or not the money spent for the patenting should be
classed as a promising investment or as a rash
speculation. All of this—and more too—is pre-
supposed in the applicant to whom a United
States patent really offers returns for his time and

• money.

But what if the man of ingenuity does not have
all of these qualifications and is not connected
with a concern that will supply the deficiencies for
him? Is he merely to blunder along and take the
long chances, with the odds tremendously in
favor of those who are otherwise situated? Not
when he wakes up, though it is exactly what so
many thousands have done in the past. To
believe that he will continue doing so when he
once understands their situation, would be to
malign the prudence of the American inventor.

No, what the inventor of tomorrow will do is
to post himself on the implied requirements for a
successful patentee and then try to measure up
to them. If he has been handicapped by scattering
his efforts over a large variety of lines, he will
learn to concentrate on some one or two that
look promising and in which he can thoroughly
ground himself. If his conceptions of inventions
and patents are vague and somewhat erroneous
(as they are in the case of most inventors) he will
be meek enough to admit it, shrewd enough to
seek and pay for competent advice, and persistent
enough to buckle down to instruction in this line
just as he would in any other subject worthy of
his time and energy.
"But," you may ask, "can inventing be

taught?" Yes, and no. If a man has no ingenuity,
no one can funnel it into him. The inventive
instinct must be present—the ability to see things
not only in their ordinary relations but in uncom-
mon ones also. If this germ of ingenuity is present,
why should it not be trained like any other faculty?
To do so will require patience and persistence, but
without these how can one expect to excel in any
line? Of course, much of this training, as also of
the related advice and guidance regarding the
commercializing of inventions and the really
protective patenting of them, must come from
men of experience, men who have actually been
"through the mill" as successful inventors and
patentees. Perhaps that fact has been most
largely responsible for delaying such instruction
heretofore, as successful inventors are usually
absorbed in their own lines and often jealous of
the progress of others. Besides, not every one has
that ability to teach and guide others which
must also be a prime requisite in the successful
instructor of inventors.
But there are such, and when the demand for

them arises, when the thousands of patentees who
do not even know why their patents have brought
no returns realize that they have rushed rashly
into a field in which proper training is a requisite
for success; when men in all lines learn that re-
munerative inventing cannot be learned over night,
but is a subject requiring careful study under
competent guidance, and when the holding of a
patent comes to mean an honor only when the
same brings returns for the patentee—then invent-
ing will be recognized as a legitimate and much
needed topic of either oral or correspondence
instruction. And who will pay for such instruc-
tion? Apparently the inventor will bear the
burden, but in reality much of it will fall upon the
government and the patent attorneys, for the
immediate result will be a great reduction in
numbers of the kind of patent applications which
now are so unproductive of returns. Indeed, a
small part of what the average patentee now spends
for procuring a single unremunerative patent ought
to pay for sufficient guidance to give him a real
opportunity when he again approaches the patent
office with an application. But first of all, he
must admit that he still has much to learn—and
when will the average American inventor be
ready to make that admission?
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The Bulk Sale and Its Prevention

Address by GEORGE D. BARCLAY, before annual convention
National Federation of Retail Merchants

"The best definition of the bulk sale law is
that it prevents the fraudulent sale of a business
without notice to the creditors. The law will
provide for both the seller and the purchaser
certain prescribed duties which will discourage
fraud.
"The bulk sale law does not interfere with

ordinary transactions in the usual course of trade.
"By placing this law on the statute books, it

will not interfere with an honest sale, for even if
the sale is made without complying with the
statutes, it cannot be attacked or held fraudulent
unless creditors are actually defrauded and left
unpaid.
"This law is on the statute books of every state

in the union but five, and the imperial state of
Missouri is today unfortunately one of the five
that has failed to place this equitable law on its
books.
"The other states that are in the same condition

are Arkansas, Illinois, Kansas and South Dakota.
"During recent years there has been a very

noticeable increase of sales of stocks of goods in
bulk made between the setting and rising of the
sun. A merchant to whom has been extended
credit disposes of his merchandise at a sacrifice
price and, like an Arab, he folds his tent and
quietly passes out into the night, forgetting to
leave a forwarding address or the location of his
ill-gotten gains.
" The advantage of this law, from the retailer's

standpoint, is that it will prevent unloading of
bankrupt stocks and will avoid, to a very large
extent, unfair and ruinous competition.
"We believe it is proper for us to state that no

law that is designed to prevent fraud is an injustice
to the man who is without fraudulent intent.
"In towns where these sales have taken place

it is very natural that the legitimate merchant
suffers for months afterwards, for the reason that
it is wholly impossible for him to pay 100 cents
on the dollar for the merchandise that he pur-
chases, pay taxes, support his family and pay
other expenses incident to his business, and then
be able to compete with a person who has bought
his stock of goods at about 26 per cent of its real
value.
"Then, why should anyone be opposed to a

law that will discourage dishonesty, and be a
warning to the commercial crook that he must
seek other pastures than that of the state of Mis-
souri to pull off one of these fraudulent sales?
"It is our opinion that with a law of this kind

on our statute books, the men who make it a busi-
ness of buying stocks of merchandise in bulk
without examining into the title of the seller, will
keep away from a state like Missouri and will go
elsewhere or will change their vocation.
"Remedies have been sought under the present

laws, but without success, for under our present
statutes you cannot convict a man who has made
such a sale, because you cannot furnish legal proof
of fraud or intent to defraud, with the result that
the evil has been on the increase, and the losses to
the wholesale and retail trade run into the thous-
ands annually.
" This being a fact, we believe it is fair for us

to presume that the public, in its final analysis,
must bear the brunt of every fraud committed.
"In the past, objections to this bill have been

raised on the ground that it was the wish of the
credit men to use the state of Missouri and its
statutes as a collecting agency. This we deny
most emphatically, because we do not need any
assistance to collect an account from an honest
merchant, and we have laws to protect our rights
and compel the dishonest merchant to settle,
if he will only stay in one place long enough for us
to get him into court.
"We have tried for many years to have this law

placed on the statute books of the state of Missouri,
but it has been denied so far. We hope, however,
that our good friends here present will agree with
us that we can frame a law that will meet the
approval of all.

December 15, 1912 T E 1KEYSTONE 
2643

AMONG THE TRADE

Alabama

The formal opening of the handsomely equip
ped

new jewelry store of A. and A. Ash, at 1921 
Second

avenue, Birmingham, was held recently. Messrs.

A. and A. Ash, whose energy and brains 
created

this new store, are numbered among Bi
rmingham's

most enterprising young business men. Starting

six years ago with a small store at 1822 
Third

avenue, they have built up a very succ
essful

business.
Colorado

J. C. Bloom & Co., Denver have been awar
ded

the contract for furnishing the silverware at 
the

New Progress Club. They have also been aw
arded

the contract for furnishing the silverware to 
be

used in the Glenn Air apartments, a new 
building

which will contain fifty separate apart- lents and

will be completely furnished with silverware 
and

all other furnishings.

The Bit and Spur Club have purchased from

J. C. Bloom & Co., a beautiful sterling silve
r dish,

which was presented to Mr. and Mrs. Cal
dwell

Martin, as a sort of goodfellowship greeting.

The club rode horseback to the Martin 
ranch,

where the presentation was made with all due

ceremonies. Among the jewelers present, who

are members of the club, were J. C. Bloom 
and

Charles E. Cochran.

John F. Healy, chief of the fire department, is

the proud possessor today of what is probably 
the

most valuable official badge worn by a fire chief 
in

all America. It was presented by his admirers at

a private gathering in the Daniels & Fisher 
tower.

In the center is a ruby weighing almost a 
carat,

surrounded by a circle of five large diamonds.

The central stone is a symbol of the fire and the

life that has made Chief Healy famous as a 
fire

fighter. The laurel border of the badge is sym-

bolic of faithfulness to duty. The above 
medal

was manufactured by the J. I. Schwartz Je
welry

Company and is considered a masterpiece in de-

sign and of workmanship.

A. G. Askling, pioneer watchmaker of the city

of Denver, has been on the sick list for the past

two weeks, but is again able to be about.

Chas. Hami, who represents the firm of Sussfeld,

Lorsh & Co., of New York City, but who has made

his headquarters in San Francisco in order to more

thoroughly cover this territory in the interest of

the firm, was a recent visitor to Denver, and an-

nounced with much pleasure and pride that he is

the proud and happy father of a six weeks old baby

boy.
William James, head watchmaker of Sam Mayer

Jewelry Company, Denver, has the sympathy

of all his friends and acquaintances on account of

the death of his wife, which occurred during the

past week.
Ralph Beeman has resigned his position with

the J. I. Schwartz Jewelry Company, Denver,

and is contemplating engaging in business for

himself. He will be succeeded at the store by

R. E. Maxwell, a former employe of that estab-
lishment.
P. J. Morris, Denver, of the Edward Lehman

Jewelry Company who has been confined to his

home with a severe attack of grippe lately, is

again able to be about.

Connecticut

The Gardner & Hall Company, Ansonia, who

recently announced that they would sell their stock

at auction, as they are to retire shortly have been

in business many years. R. S. Gardner entered

business at the present stand over twenty-five

years ago, and S. W. Hall became a member of the
concern seven years ago. The business has always

been an active one. The change that is now being
made is due to the fact that Mr. Hall is shortly to

leave town to engage in business elsewhere. Mr.

Gardner finds that his time is too fully taken up

with the F. Hallock & Co., business to permit him

longer to continue in the jewelry business.

District of Columbia

H. P. Petersen is again back in Washington

after an absence of about five years and he has

taken a very handsome place at 902 Fourteenth

street, N. W. Since his departure from this city

he has operated in California and Mexico and for

the last three years he has been located at 8 West

Twenty-second street, New York. The new

quarters are fitted out with mahogany fitures.

The floors are of hardwood and covered with rugs

and runners of carpet. The walls are tinted green

while the ceiling of white is of art metal construc-

tion. Down the center of the ceiling are placed

four drop chandeliers of an antique style, each set

with four electric lights. The window display is a

very attractive one of artistic jewelry set off by

several large bouquets of flowers sent Mr. Petersen

by admiring friends. The window is separated

from the store by a curtain of black velvet and the

flooring therein is covered with the same material.

On either side are massive oak pillars from which

extend electric fixtures to match those of the store

and in addition to these five lights have been inset

in the ceiling. At the rear of the store is an office

partition behind which is the workroom set up

with the necessary machines, tools, etc.

Salvatore Desio, of 926 F Street, N. W., did a

very interesting piece of work recently when he

repaired the mace used by the Sergeant-at-Arms

of the House of Representatives. Some time ago

a pinion that holds the sextant in place became

broken necessitating repairs. The mace rarely

ever leaves its place in the capitol and probably

has left the building in the past ten years. Accord-

ing to an unwritten law or tradition, the mace

is never allowed out of the care of someone in

authority in the office of the Sergeant-at-Arms so

that when it became necessary to remove it to the

store of Mr. Desio it was guarded by three attaches

of that office. While in the shop at his store it was

watched over by two members of the United States

Capitol Police. The policemen were present dur-

ing the entire time taken to make the repairs, not

that there was a lack of confidence in Mr. Desio but

because of the tradition mentioned above.

Miss Tanena Desio, buyer for the firm of Victor

E. Desio & Co., 1107 F street, N. W., was a recent

visitor toNew York, where she made numerous

purchases. She was accompanied on her trip by

Mr. and Mrs. J. A. Desio who were en route to

their home in San Francisco, following a visit to

their relatives and friends in Washington.

The window display in the store of the Harris

N. Brown Company, 1208 F street, N. W., always

attracts considerable attention by reason of the

artistic manner in which the goods are displayed.

There is invariably a bouquet of flowers in a silver

vase so arranged as to bring out the beauty of some

particular article. Artificial flowers are never

used and, in fact, only stock of the best grade is

allowed to get into the company of the high-grade

silverware and jewelry in the window. Last week

he used blue lupins of which there was not over

two dozen to be had in the whole city.

The Retail Merchants' Association have been

actively engaged in an "early shopping" campaign

with a view to easing the work incident to the last

minute rush and to enable the customers to get

better service and better opportunities for buying

their presents. Signs are being placed on the

front of the cars of the two railway companies and

in each package leaving the stores of the members

is a neat circular bearing the following inscri
ption:

"Shop Early—Buy your Christmas presents

early—early in the day and early in December.

That will be your biggest gift of the holidays to

the workers behind the counters and on the de-

livery wagons."
Mr. Alvin Mason Lothrop, a member of the

department store firm of Woodward & Lothrop,

passed away in Washington after a protracted

illness. Mr. Lothrop was born in South Acton,

Mass., on July 3, 1843, and began work at the age

of twelve in his native city. He later removed to

Boston where he obtained a position in a dry goods

store where his future partner, S. W. Woodward,

was also employed. Together they opened a store

in Chelsea, Mass., where they remained for seven

years coming to Washington after that time.

From a poor boy he went the limit of the ladder

leaving an estate valued at in the neighborhood of

$2,000,000 at his death. This firm has a large and

fully equipped jewelry and silverware department

which is presided over by Mrs. J. C. Nourse.

In recognition of the esteem in which he is held

B. P. Rickenbacher, a jeweler and watchmaker

located in the Kenois building, at Eleventh and F

streets, N. W., has been re-elected to serve a third

term as president of the Gruetli-Verein, a repre-

sentative Swiss organization of the District of

Columbia. Mr. Rickenbacher is exceptionally

popular within the Swiss colony here and also in

the circles of the Spanish War Veterans who

have honored him with offices of a similar nature

in their camps. He is a veteran himself and saw

real smoke and shot before San Juan Hill and

other places where danger lurked during the war.

Miss Alice Michael, formerly in the jewelry

business in Williamsport, Pa., is now with Schmed-

tie Brothers Company, at 704 Seventh street, N.

W.
On display in the show window of Berry & Whit-

more Company, at Eleventh and F streets, N. W.,

is one of the handsomest pieces of art work seen

in this city. It is an urn shaped vase with a cover,

standing forty inches in height and it carries with

it quite an interesting history. In planning for

their showing at the Turin Exposition, in 1911, the

German Art Society invited noted workers to

submit designs for suitable objects and the urn

was picked out and won the first prize. It is very

massive, all work upon it having been done by

hand, and is worth $1,500. Following the closing

of the Exposition, it was brought to this country

by a firm of New York importers and later pur-

chased by the local firm. It has a square base and

the handles on the side give it the shape of an urn.

The cover can be removed making of it an excellent

receptacle for long stemmed flowers such as Ameri-

can Beauty roses or chrysanthemums.

In line with the above, Berry & Whitmore are

also making a large showing of Dutch silver

baskets of pierced work having an interior of glass

making them useful for quite a number of purposes.

Mr. Carl Kattelman, of 715 Seventh street, N.

W., has been confined to his home for the past four

weeks suffering from a general breakdown. Mr.

Kattelman has been in the jewelry business for

over half a century.

A. Abrahams, who for the past nine years has

been with his brother, Louis, of 815 G street,

N. W., has gone into business for himself at 433

Ninth street, N. W., in the store formerly occupied

by his brother.
Due to the Holiday season, the December

meeting of the Retail Jewelers' Association will

be postponed and such business as would ordin-

arily have come up at that time will be taken care

of in January. At that meeting also will take

place the annual election of officers of the organiza-

tion and reports will be made by the various officers

and committees covering the year's work. The

association is now on a firmer footing than it has

been for a number of ,rears and something may be

expected of it immediately after the holiday rush

is over.
The police department is distributing among

the local jewelers copies of photographs of noted

crooks now known to be on the road and these are

being placed directly above the cash registers

where they are always in view of the clerks. This

is a shaky time and requires the strict atten
dance

of all to be on the lookout for the crooks who may

drop in and get away with some of the stock.

Julius Duehring had the "pleasure" recently of

talking with a young man who applied to him for a

clerkship whom it is believed is the youngster

picked up here as being one of the shrewdest crim-

inals seen here for some time. Mr. Duehring was

in need of a clerk at that time but would not 
hire

this man for the reason that during the entire

conversation his eye shifted about the store as

if taking a mental picture of the contents. He 
also

kept his hand in his hip pocket, a circumstance

not to the liking of Mr. Duehring
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Illinois

A display window in the store of Theo. Vahlman,
119 Collinsville avenue, East St. Louis, was
smashed one night recently and jewelry valued at
$300 taken. The thief is supposed to have escaped
in an automobile. A brick carefully wrapped up
in a newspaper was used to break the window.
Frank Curtis, a jeweler of Decatur, sold a dia-

mond ring to J. Harry McCormick, at that place,
who purchased it for his bride. The ring was pur-
chased by giving Mr. Curtis a chattel mortgage.
Hearing that McCormick was about to leave the
city Mr. Curtis appeared as the couple were getting
ready to depart on an interurban car. When the
jeweler demanded the ring the bride ripped off
her glove and handed the ring to Mr. Curtis saying
"If this is what you are after, here it is." The
couple were allowed to go after the recovery of the
ring.
East Moline is to have a new jewelry store.

H. R. Cox of Lawrenceville, Ill., son of A. B. Cox
of East Moline, is preparing to remove to that city
within the next month and will put in a stock of
jewelry in the new Cox building, at Ninth street
and First avenue, now in the course of construc-
tion. Mr. Cox has been in the jewelry business
for fourteen years and he expects to give East
Moline one of the model stores of this kind in Rock
Island county..
0. M. Scheidt, Lockport, has sold out his jew-

elry store at that place and is now located in Lewis-
town, Mont., at 410 Main street, he and his
brother having purchased the oldest jewelry firm
in Lewistown from T. W. Warren.

Indiana

George Greyer, a well-known Anderson jeweler,
and father of Harry Greyer, the Muncie jeweler,
died at the St. John hospital in Anderson as the
result of a hemorrhage of the brain. Mr. Greyer
was a prominent Mason and Elk. Mr. Greyer
came from Glendora, Cal., to Cincinnati about
twenty years ago, and then moved to Anderson,
starting in the jewelry business. He retired from
active business several years ago and since that
time has been living in California most of the time.

Kansas
F. J. Miller, formerly in business at Coldwater,

has gone to Canadian, Tex., to open a store.
Mrs. T. McKinney, of Hutchinson, is holding an

auction.
Roy Jacks, of Little River, held an auction the

first of the month.
James Piszinger has opened a new jewelry and

music store in Hoisington.
Edward D. Bell has opened a watch and jew-

elry repair business in Louisburg.
L. B. Moore has gone into business at Stafford.
Robbers visited the jewelry store of G. R. Blake

at Columbus recently and took goods valued at
$600. A Mexican was arrested for the crime
and through him about half of the goods were
recovered.
The Fowler Jewelry Company, at Altoona, will

be sold out by the Altoona State Bank which held
a mortgage on the stock.
H. H. Lewis, of Wetmore, has sold out his busi-

ness to J. W. Hurst, of Goff, who will continue in
the same location.

Maine
0. E. Davies, of Rockland, has returned from a

successful hunting trip. He secured two does,
and was quite pleased with his prizes.
The Bangor Jewelry & Optical Company, of

Bangor, have taken advantage of the liberal offer
of the Krpytok Sales Company, of Rochester, N.Y.
The Kryptok Sales Company furnish a handsome
steel sign advertising the Kryptok lenses and the
dealer's location and business. The Bangor Jew-
elry & Optical Company, have several of these
signs posted within a twenty-five mile radius of
Bangor.

Massachusetts
R. C. Gow, the jeweler, has opened a new store

at 2315 Massachusetts avenue, Cambridge. Mr.
Gow has put in a large wall show-case and is con-
stantly adding new fixtures as he goes along. He
also has a store at 1 Beacon street, in Cambridge,
near Inman Square.
W. H. Smith, of Melrose, went hunting in Box-

ford .during the recent open season for deer and se-
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cured a large buck that weighed 250 pounds.
Much to Mr. Smith's sorrow the head was not much
good as the antlers were broken off, presumably
in some recent fight.
Thomas Nicholson has opened a new store at

19 Holland street, West Somerville. Mr. Nichol-
son was formerly at Orient Heights. He will do a
general jewelry and watch repairing business.

Michigan

V. C. Morse, Albion, who has been in the jew-
elry business the past two years, has completed a
deal with W. H. Foster, of Jackson, Mich., whereby
Mr. Foster becomes the owner of the Morse jew-
elry business in Albion. The new firm name is
Foster & Co., Mrs. Foster being the "Co." Mr.
Foster has been with the Webb Jewelry Company
in Jackson for fifteen years and has had consid-
erable experience. Mr. Morse and family will
locate in Saginaw where other interests are cen-
tered.

Negotiations were closed recently by which the
Adolph Enggass Jewelry Company leases for a
long term of years the four-story brick store build-
ing at 218 Randolph street, now occupied by the
Mittenthal cafe. The deal, which also involved
purchase of the unexpired lease of the present ten-
ant, was put through by Fred C. Collin of the
Hannan real estate exchange. The amount rep-
resented in rental and purchase of lease is under-
stood to have been approximately $100,000.

Minnesota
The Barker Drug & Jewelry Company, of Be-

midji, recently remodeled their show windows and
installed complete electrical lighting fixtures which
add greatly to the appearance of the windows.
Edward Stenquist, of Kennedy, has gone to

Stephen where he will engage in the retail jewelry
business.
E. L. Lewis, of Fairmont, recently sold his busi-

ness to L. Halgren, of Welcome, and will go to
California for his health. The sale includes the
lease and fixtures but not the stock. He will
conduct a closing-out sale until the first of January.
F. C. Brace, of Worthington, recently moved into

new quarters where he has a much nicer building
than before.
W. S. Palmer, recently opened a jewelry repair

shop at Hastings.
E. P. Long, of St. Cloud, announces his intention

to dispose of his stock of jewelry and retire from
business.
Edward Johnson, formerly at Detroit, has ac-

cepted a position as watchmaker and engraver with
L. M. Taylor & Co., of Marshall.

Missouri
Tan L. Baskett: one of the best known and most

popular jewelers in western Missouri, died at his
home in Chillicothe, Mo., recently. He is sur-
vived by a widow and one son who was married
a few weeks ago.

Colonel R. P. Dickerson of Springfield, Mo., re-
puted millionaire and former backer of Stanley
Ketchel, the pugilist, was married December 2 to
Miss Gertrude Compton, for eleven years his
confidential secretary and in his jewelry business
at Springfield.
The safe of C. H. Ganz, at Winston, Mo., was

blown by robbers recently and $8 in cash and $100
worth of jewelry were taken,
W. J. Maxon, who has been in business at Nor-

wood, has moved to Springfield.
The business of C. H. Anderson at Monett has

been sold to A. H. and Carroll Cox, and will be
continued under the name of Cox Brothers. 0. W.
Cox, an expert jeweler formerly of Pueblo, Col.,
will manage the business.
T. S. Stewart who has been in business at Shel-

don, has removed to Nevada.
H. C. Milligan of Osceola, Iowa, has bought out

the jewelry business owned by Mrs. Claudia
Peaslee, of Gallatin.
0. J. Beresford, alias J. C. Burroughs, alias Dr.

C. J. Burroughs, who is now in jail in Joplin, will
be taken to Claremore, Okla., on the charge of
robbery. It is said that he tried to obtain over
$800 worth of diamonds from the Bishop Jewelry
Company, of Claremore. Beresford went to
Claremore some time ago and was engaged in the
promotion of a sanitarium. He seemed to have
plenty of money and secured the diamonds and
went to Fort Smith, Ark., without paying for them.
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Mr. Bishop followed him and secured a draft on a
California bank for the money but later found that
this draft was worthless. The man was next heard
from at Dallas, Texas, where it is alleged, he was
working the same game. The Bishop diamonds
were found in a Dallas pawn shop and are now in
litigation. Beresford is said to be a paroled convict
from the Kansas state penitentiary and has four
years to serve.

North Dakota

J. T. Johnson, of Drayton, has recently resigned
his position with T. W. Kibbee and has bought
the store at Lankin.
A new store front has been installed for the build-

ing at Pierre, S. D., occupied by W. D. Nelson &
Co.
E. V. Brown, of Reugurt, has recently opened a

store.
Benjamin Lichtenstein, of Flasher, has opened

a store at Mott.
John Linner, of Cheyenne, has taken a position

with Olof Neset at Thief River Falls, Minn.
Alfred Johnson, of Mandan, has installed two

complete wall cases in his store and has redecorated
the interior.
Randolph Hustad, of Tower City, has recently

gone to Page to take charge of his father's jewelry
business there until after the Holidays.
A. I. Banks, of Lankin, has sold out his business

to J. T. Johnson, of Dayton. Mr. Banks antici-
pates leaving for Norway during the winter to
visit his father.

J. J. Hagen, 414 Cedar avenue, Minneapllis,
has sold out his store to J. N. Anderson, Minot.
Mr. Anderson was formerly watchmaker there for
William Reighart.

Ohio

The art department of the J. J. Freeman Com-
pany, Toledo, has been enlarged and remodeled
and is now among the handsomest art departments
to be found in the middle west. There is an
elegant line of mahogany furniture such as small
tables, tea trays, etc. The statuary and lamps are
of an unusual character for cities the size of Toledo
and in many features cannot be equaled outside of
the large metropolitan centers. The china de-
partment is also an unusual feature and is attract-
ing great attention among Toledo people. Several
tables are fitted up with china, glass and silver
ware, fine linen and candelabra. One table as set
is valued at $2,500. The Freeman Company,
reports a splendid business and this concern has
many handsome gifts laid away for Christmas de-
livery. Diamonds have been exceptionally strong
this season and among the recent large sales by
this concern is a large combination diamond
piece. This consists of a large pendant and dia-
mond chain. The article can be worn separately
as a diamond necklace, a pair of bracelets or a pin.
The piece was specially designed in the Freeman
shops and is a handsome and artistic piece of work.
B. H. Berson has opened up a jobbing business

in the Ohio building, Toledo, carrying eastern lines
and specializing on 10-karat gold rings. The
engagement of Mr. Berson to Miss Lilyan Hoff-
stadt, a Toledo girl, was recently announced and
the wedding will take place in the near future.
C. G. Eastham, Toledo, who has been con-

nected with D. G. Shane, of Grand Lodge, Mich.,
has resigned his position and accepted one of like
character with B. D. Robinson, at Albion, Mich.
Mr. Eastham is a watchmaker and optician.

J. E. Pittman, Toledo, has accpeted a position
with A. J. Heeson, Summit street jeweler.
The Rogers Manufacturing Company, has been

organized in Toledo with a capital stock of $25,000
"to protect, develop and put into use" a newly
patented grinding machine designed by Walter
K. Rogers, superintendent of the Swigart Watch
& Optical Company. The incorporators of the
new company are Walter K. Rogers, Charles V.
Webb, secretary of the Swigart Watch & Optical
Company, W. I. Webb, Frank J. Dalton, foreman
of the Swigart Watch & Optical Company, and
Elmer Davis. It is not expected to establish a
factory immediately, but will develop the newly
invented machine and place it on the market as
soon as such action seems practicable. The
machine will grind all kinds of lenses in any fashion
desired and several at a time.
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Roulet & Son, manufacturing jewelers, Toledo,
are working nights and have been for the past
couple of weeks in an effort- to keep up with the
enormous demands of the trade. The Christmas
work this season is unusually heavy.

Dallas F. Green, of Fort Wayne, Ind., is holding
an auction sale at his jewelry store. It is Mr.
Green's intention to retire from the retail jewelry
business and go into the jewelry manufacturing
trade.
A. J. Heeson, of Toledo, with his wife and chil-

dren, have returned from a visit to Tecumseh,
Mich., which was Mr. Heeson's old home.
William F. Schild, one of the Hull Umbrella

Company's travelers died recently at his home in
Lansing, Mich., of uremic poisoning brought on
by an attack of acute indigestion some months ago.

The deceased is survived by a wife, a sister and a
brother.
H. G. Sponsellor, of Conway, is assisting at the

jewelry store of C. Stall, at Bryan, Ohio., through
the Holiday season.

Charles Tucker, jeweler and optician of Lima,

was a recent Toledo visitor.
Mr. and Mrs. Eseiy, were Toledo visitors re-

cently. Mr. Esely conducts a jewelry store at
Leipsic, Ohio.

Phil Seewald, of Hudson, Mich., has put in a
handsome new front and tile floor desides remodel-

ing his jewelry store generally. This store has

been one of the leading stores of the city for some

time past and is now equal to the stores in larger
cities.
H. S. Sheley has installed a new grinding outfit

in his office in the Colton building, Toledo. Rex

Sheley is assisting at the office and expects soon

to take up the study of optometry at Columbia
University.

Miss Olive Carver and Josie Moulton have ac-

cepted positions at the A. J. Heeson jewelry store

on Summit street.
L. Comlossy reports a fine business in the general

jewelry lines as well as in the special lines recently
inaugurated at this Madison avenue store.

Oregon

Carl Adler, of Baker, is closing out at auction

and will retire from business on January 1, 1913.
H. W. Snook, formerly of Portland, returned

recently and has opened a repair shop at 403/s

Sixth street.
I. Aronson, jeweler, Fourth and Washington

streets, Portland, .has recently taken a lease on the

ground floor of the new building, which will be
erected on the corner of Seventh and Washington

streets, the first of the new year. Mr. Aronson
will occupy the corner with a first-class jewelry
establishment and will sublet the balance of the

space on Seventh street, which will be large enough

for two more store rooms.
Fritz Abendroth, 'jetvelif, of Portland, who is

having a removal sale at his old stand at Washing-

ton and Seventh streets, will move very soon to

his new store which is almost ready for his occu-
pancy, at Sixth and Morrison streets. Mr. Abend-

roth's move is considered a very good one as this
district is rapidly becoming the retail district of
Portland.

Charles Elenbogen, of the Multnomah Jewelry
Company, of Portland, was recently married to

Lena Siegel, of Portland.
M. L. Asher, formerly in business in Portland,

has opened d fine new store at 698 Washington

street, Boston, Mass.
Mrs. K. Silberstein, who has been 'engaged in

the jewelry business in Portland for several years

and who is owner of the Oregon Jewelry Company,

114 Third street, was recently married to J. W.

David, of San Francisco, Cal. The wedding took

place in Portland at the Jewish Temple, Twelfth

and Salmon streets, Rabbi Weis officiating. Mr.

David is connected with a wholesale jewelry firm

in San Francisco but will come to Portland soon

and engage in business somewhere in this city.
Jacob Silverman, brother of Morris and Michael

Silverman, jewelers, has recently started in the

jewelry business at 85 Sixth street, north.
Wm. A. Persey has moved to Falls City from

Salem.
Pennsylvania

I. Goldsmith & Son, jewelers at 654 Penn street,

Reading, announce that they will retire perman-

ently from the jewelry business as soon as their
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present stock is disposed of. The business is one
of the oldest on Penn street, having been estab-
lished in 1868 by I. Goldsmith, the senior member.
Later Solomon Goldsmith, a son of the founder,
was admitted to partnership and the business was
conducted under the present firm name. The
firm occupies a fine new building, erected a few
years ago. I. Goldsmith, the senior partner, will
retire permanently from business and Sol. Gold-
smith, the junior partner, will engage in some other
business in the city after the stock is dispsed of.
The Holiday opening of the Frank G. Wengler

jewelry store, formerly the Charles Hart store,
Sharon, was held recently and hundreds called and
inspected the elaborate and handsome array of
holiday jewelry, silverware and cut glass. Useful
souvenirs were given to those who attended. The
store presented a pretty appearance. The ceiling

was decorated with Southern smilax while potted
plants and cut flowers were placed throughout

the store. The store has been completely re-
modeled since taken over by the new proprietor
and presents an inviting appearance.

Rhode Island

S. Y. Colitz has been appointed as manager

of the London Jewelry Company, at 181 Main
street, Pawtucket, which was recently purchased

by Abraham Colitz, of Woonsocket.
A wireless outfit by which to get the correct

time from the United States Government obser-
vatory at Washington at noon daily has been
erected on top of the building of the E. N. Denison
Company on High street, Westerly. The pur-
chaser of the outfit is William H. Goodgeon, a
member of the firm.
The brass work for the handsome new pulpit

at St. Charles Church in Woonsocket, was exe-
cuted by the W. J. Feeley Company, of Provi-
dence. The pulpit structure thus decorated is

of Vermont marble and brass and weighs about one
ton.
A large line of abalone jewelry has been added by

the Qualty Art Shop, at 378 Main street, Paw-
tucket.

There is a keeper of town clocks in East Provi-
dence, a position to which Frank Burdette was
recently chosen by the Town Council.
A school of engraving has been established in

the Miller Block at Pawtucket for teaching en-

graving on Wednesday and Friday evenings each
week.
A new jewelry concern at 50 Bagley street,

Pawtucket, succeeding the Standard Enameling
Manufacturing Company, is known as the H. M.
H. Company comprising President Grover C.
Haberlin, Vice-president George A. McCann and
Daniel I. Hayes, secretary and treasurer. These

with Peter E. Hayes, are the board of directors.

Texas

The firm of the Hafner-Anderson Jewelry Com-

pany has opened for business on Austin street,

Waco. The head of the firm, Mr. Hefner, is a
member of the firm of Walter & Hafner, Hillsboro,

Tex., and has stores at other places in the state.

C. H. Anderson, the junior member of the firm, was
formerly in business at Monett, Mo. Mr. Ander-

son will manage the store.
George J. Kray, an old time jeweler of San

Antonio, is selling out his stock and will retire

from business.
Nathan Becker, a jeweler of San Antonio, is

having his store handsomely remodeled and
thoroughly modernized. Mr. Becker returned

from a business trip to New York recently.
John W. Wilkinson, a well-known jeweler,

seventy-three years of age, of late years connected

with Fred Marcus of Denison, Tex., died at that

place recently. He had been a resident of Denison

for thirty years, and was universally esteemed as a

man of fine character.

Washington

A large plate glass window in the Bancroft

jewelry store, Vancouver, was broken recently and

a tray of watch cases taken from the window
display. The thief escaped up Fifth street when

he was pursued by officers and when hard pressed
threw away the tray. Five of the watch cases

were picked up along the route of the man's flight.

G. K. Birge, the veteran jeweler of Davenport,

who has been residing near Hunters for the last

year, will open a jewelry store at Hunters.
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Some Remarkable Specimens
of Ancient Glass

The remains of an ancient glass works of the

Roman period which the French archeologist M.

Bauget discovered near St. Menehould showed

many specimens of glass and colored enamels,

and from these M. Franchet was able to draw some

interesting conclusions. He discusses the two

general classes of transparent glass and enamels.

Many specimens of glass cut into cubes for use as

mosaics were found here. As regards the glass,

this had about ten different tints, and the colors

were obtained mainly with iron oxide for the greens,

cobalt oxide for the blues and oxide of manganese

for the violet shades. A thin layer of hematinon

which is a copper red glass is also applied upon

clear glass as at the present day. Such glass was

used mainly for vessels and bottles, but some very

flat glass plates were also found. Most remarkable

are the enamels used for mosacis, and in spite of

the lack of means which modern industry gives,

the Romans were able to produce series of color
shades for the enamels which are most varied.

M. Franchet recognized thirteen main colors,

giving an ensemble of ninety-eight tones, and the

number certainly did not end here. Such enamels

he considers as very fine specimens of industry,

and he mentions the series of hematinon reds,

obtained by reducing copper oxide by means of

iron protoxide. The antimonY yellow enamels,

the turquoises which are the most striking of all

and are obtained by copper oxide dissolved in an

alkaline silicate, the series of greens obtained by

mixing the turquoise blue with antimony yellow,

were also remarked. The gradation of tones in

the same color series gives a perfect regularity

and shows great skill in this art. He considers

that the technique of these enamels is clearly of

Egyptian origin, and that the products closely

resemble those which are found in Egypt belonging

to the Saite epoch. But these processes appear to

have been known in Persia much farther back.

The Gallo-Roman products are enamels in the

strict sense of the word, and he made experiments

in order to coat them upon pottery of the same

period, being successful in doing this. It is there-

fore a matter of surprise that the Romans who

showed such great skill in producing enamels,

never used these for decorating pottery.

Happy Jeweler
We want to make every jeweler in the

United States as happy as Edward B

Leckey, North Yakima, Washington. He

writes Dec. 27:
"I admire your advertising. You'll get

the business. Send me this $24.75 assort-

ment you're talking about. We sell lots

of rosaries here; and, if yours are right,

we'll do business together."
He writes Jan. 12: "The goods are the

best I have ever seen, and your advertising

help is the best I have ever seen."

Jan. 19 he adds: "I send you my daily

newspaper space for which I pay $600 a

year. (It was full of Vatti rosaries). I

shall share it with you now and then; I

have nothing better to put in it to influence

Catholic trade along my whole line."

He does what he thinks profitable. That

is what we do ourselves, and all we want

of anybody.
Are you ready ? You know the terms:

all alike as if all men were alike; they are

to us; women too.
Vatti Rosary Co., 106 Fulton St., New York



SELLS LIKE HOT CAKES
(ORDER TO-DAY)

AN EXTRAORDINARY SELLER!
A SPECIAL PRICE!

GOLD PLATED-- SAFETY PINS
1.5.9 P1R GROSS a0,-en
NETCASH '

M IPAV ER BECK "gat%R" 1012 MAIDEN [An 14.Y
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The First
Week in
January

is the Time
We Want

You
to Attend

FOR FIFTY DOLLARS we will Teach
You to Do First-class Engraving
A TlikER MONTHS' COURSE in our Engraving Department will make such
an Engraver of you that yuu can du in a satisfactory manner the engraving that
would have to be done in the average jewelry store. This should interest you.
You can look this country over, and nowhere will you find an institution whose
,tudents became first-class Engravers in so short a time. It is out method of
teaching and years BO of experience that count. Send for our prospectus-
state tliat you are interested in engraving-it will be a penny well spent.

THE PHILADELPHIA COLLEGE OF HOROLOGY
F. W. SCHULER, Principal Broad and Somerset Sts., PHILADELPHIA, PA.

te-v-vm/i0.
t 1,4 elk

)14.:1-CSON'S

RING SHANKS
Save time and money.

No waste i n sawing and shaping.
Assorted finger sizes 5 , 2 to 7.
Assorted sizes for different. wright and shaped Stones.

Write for brass samples and prices.

H. L. DICKSON,
106 2 Field St., DALLAS, TEX

Mgr SPOT CASH for Jewelry Stocks-We
I PAY THE HIGHEST PRICES for Diamonds, Watches and Jewelry.
Send stocks at once, no matter how larce or small, and get money by return mail.
National bank references upon request. If offer is not satisfactory will return goods

EMIL NOEL, 541 E. 46th Place, CHICAGO, ILL.
If you should be in Chicago with your stock, make appointment with me
by residence telephone Drexel 5323, or office telephone Randolph 1418

 J
FRED A. HASKELL Letter, Jewelry & Souvenir

ENGRAVER

206 Weyhosset St., Providence, R. I.

ENGRAVED SOUVENIR SPOONS
Send us Spoons and we will Engrave

Buildings. $3.50 doz. Names. $1 20 doz. STONE SETTING

THE J. D. EWING COMPANY
Manufacturing Jewelers. Jewelry Repairing.

EXPERT REPAIRING ON WATCH SATIN FINISH AND COLORING,
CASES, ENGINE TURNING ENGRAVING, ENAMELING
  TRIAL ORDER SOLICITED 
122-124 SOUTH 8th STREET PHILADELPHIA

OUR superior facilities for the remounting of family jewels, and keeping
in touch with the latest styles and designs, enables us to turn out special

order work with a nicety of precision and exactness of detail and finish that
is unsurpassed.

CELL1NI MFG. COMPANY, NEW HAVEN, CONN.
Manufacturers of Platinum and 14 hi. High Crade Staple Jewelry

Established 1881 The Largest, Most Centrally and Conveniently Located Telephone North 562

NABSTEDT MANUFACTURING COMPANY
RING AND CLASS PIN MAKERS
MANUFACTUFcl NG JEWELERS

JEWELRY REPAIRING
Factory and Office,11014-11234 EastThird Street

DAVENPORT, IOWA

18-1gwri
MO

Trade Watch Repairing
A Well Equipped Shop

Skillful Workmen
Right Prices and Prompt

Returns

C. H. KNIGHTS-
THEARLE CO.
Columbes Bldg., CHICAGO

80.UVNIRS
Automobile Name Plates, Watch Fobs,
Flag Pins, Seals, Tie Clips. Prompt
Attention Given to Special Orders.

WRITE FOR ESTIMATES
All shades of Enamel constantly on hand.

CARPENTER & WOOD, Manufacturer.
14 Calendar St., Providence, R. I.

I Established 1891

DIAMONDS find PREIOUS STONE:S

BOUGHT. AND SOLD

FOR SPOT CASH
Appraisemente made for estates or individuals

.1. .1. C01-111-3,N
Write for further information 101 I Chestnut Street, PHILADLLPHIA, PA.

DI 

BROS.
Continuous Feed
SAND BLAST

Uses same
sand over and
over again-
Can't clog up
-powerful for
frosting an d
mat finishing.

Catalogue No. 3

LEMAN BROS.
62c JOHN ST.
NEW YORK

When writing to advertisers kindly mention
The Keystone

60 YEARS'
EXPERIENCE

.PATENTS
TRADE MARKS

DESIGNS
COPYRIGHTS &C.

Anyone sending a sketch and description may
quickly ascertain our commit' free whet her an
Invention Is probably patentable. Communica-
time; strictly conndenthil. HANDBOOK on Patents
sent free. Oldest agency for securing patents.
Patents taken through Munn A Co. receive

special notice, without charge, In the

Scientific Rmericatt•
A handsomely Illustrated weekly. Largest din
001111 0)11 Of any scientific journal. Terms, $3 a
year tour months, gL Sold by all newsdetilers.

MUNN & Co 361Broadway, New York
Branch Office. 425 F St.. Washington, D. C.

DALLAS TEXAS
Expert Watch Repairing for the Trade

Any part of a watch will be
made to order.

A. ZIMMERLI, 1514 Main St.
High-Grade Work Our Specialty

El

SYSTEM IN STORE AND REPAIR
DEPARTMENT

is the new slogan of the jewelers as exploited at the recent convention held. No
business can prosper nowadays without system. If you wish to systematize your
repair department begin by procuring the first essential-

The Keystone Record Book of Watch Repairs
This book has space for sixteen hundred entries of repairs with printed headings.
It takes only a minute to make each record, and the information is invaluable.

Price, $1.00

The Keystone Book of Repair Guarantees
is a companion book now used by every progressive repair department. The
guarantee gives your customer confidence in your work and assures his permanent
patronage. Price, $ I .00

PUBLISHED BY

THE KEYSTONE PUBLISHING CO.
LOCK BOX 1424 PHILADELPHIA, PA.

1201 HEYWORTH BUILDING

 I

CHICAGO, ILLINOIS

El

 In

Small Advertisements
No ad vert isement inserted for less

than 25 cents.
Under bending "Situations Wanted."

ONE CENT per word for first twenty-

five words. Additional words and ad-

vertisements, THREE CENTS per ward.
Under all headings except "Situations

Wanted," THREE CENTS per word.
Name, address, initials mid abbrevia-

tions count as words, and are charged

for as part of the advertisement.
To insure insertion, send remittance

with orders for advertisements. Copy

must reach us by the 25th of each
month for the issue of the let of the
following month, and by the 10th of

the month for the issue of the 15th of

the same month.
Send IIL,Itk check or draft, or postal

or express money order for $1.00 and

over, or postage stamps for smaller

amounts.
If answers are to be forwarded

send TEN CENTS In postage stamps

with order.
The real mime and address of every

advertiser nmst accompany the copy of

the advert isement.
Advertisers who are not subscribers,

should send 10 cents (special issues 25

cents) if they desire a copy of the paper

In wide!' tlwir advert is, meta appears.

Ad Tess,

THE KEYSTONE PUBLISHING COMPANY

Lock Box 1424 PHILADELPHIA PA.

SITUATIONS WANTED

Under this heading, ONE CENT per word,
for first twenty-five words. Additional words

and advertisements, THREE CENTS per word.
No advertisement inserted for less than as
cents.

It will facilitate matters and result to
the advantage of advertisers under this
classification if they will indicate their local-
ity in their advertisements.

WOULD like a position as second watchmaker,
Jewelry repairing and engraving, with a first-

class man. "L 1." 1201 Heyworth building,
Chicago, Ill.

 -- --
YOUNG man, wishes position February 1, as

second watchmaker and engraver, also win-

dow decorator and stockkeeper; best references;

good habits; prefer Y. M. C. A. town in the

south. Address Harry Whiles, 103 Market

street, Fort Scott, Kans.

AFTER January 15, permanent position by
first-class watchmaker, jewelry repairer and

fair engraver, all around man; married; neat

appearance; no bad habits; twenty-nine years

of age; six year. experience; best of references.

"NV 12," care Keystone.

YOUNG man watchmaker, engraver and re-

fractionist by January 16; Pennsylvania
preferred; references furnished. "M 8," care

Keystone.

PERMANENT position by watchmaker,

engraver, jeweler, or position where I have

chance to buy in or out, after try out. Alfred

Norstrom, Sherwood, North Dakota.

Al WATCHMAKER and salesman and all

around store man with thorough knowledge

of the jewelry business desires change first of

year with a good firm; good references, habits

etc.; state full particulars in first letter. "L

10," care Keystone.

WATCHMAKER with ability, twenty years'
experience; capable as head watchmaker,

wants to make a change in January; man of
character; best references. "N 11," care Key-

stone.

WATCHMAKER and engraver wishes perm-
anent position by January first; Kansas,

Missouri or Eastern Oklahoma Address Box

392, Waynoka, Olds.
 _ --- -
BY January first, position as watchmaker and

optician; ten years' experience; married;

will wait on trade; best references H. E.

Umstot, 1411 Euclid avenue, Steubenville,

Ohio.

BY a first-class watchmaker, good engraver

and graduate optician; experience in railroad

work; eight years' experience; will furnish first-

class recommendation; wages no leas than $22

a week. "P 5," care Keystone.

GOOD watchmaker and salesman wants posi-

tion by February first or before; can furnish

the best of reference, and have good set of tools.

"S 4," care Keystone.

A-1 WATCHMAKER and optometrist, rail-
road work a specialty; fifteen years' experi-

ence; have tools and optical case; A-1 reference;

salary $26 weekly; prefer Texas, Arkansas,

Nevad •. Address Bensenville, Ill., Box 61.

SECONI) watchmaker, clock and ,owelry man

wants permanent position; live years' ex-

perience; American; single. "P 14," care

Keystone.

SITUATIONS WANTED

BY assistant watchmaker and plain engraver,
with good man to finish trade; can furnish

good reference. "S 2," care Keystone.

STEADY position by watchmaker; can do
plain jewelry repairing, also wait on trade

Ray Schultz, Cassville, Wis.

BY good practical watch repairer, fair engraver;
good set of tools, good references. Jeweler,

219 Prospect street, Sandusky, Ohio.

BY a young man by January first, to finish
trade and get experience under a first-class

workman, Fred A. Green, West Hickory, Pa.

BY first-class optometrist, a space or position
in a first-class jewelry store. "T 976," care

Keystone.

WANTED about February 15th, permanent
position by young man; married; watchmaker

and graduate optician; wife is good engraver and
clerk; 6 years experience; west or middle west
preferred; reference furnished; state salary in
first letter. All communications answered.
Box 280, Herrick, So. Dakota.

HELP WANTED
UNDER THIS HEADING THREE CENTS PER WORD

It will facilitate matters and result to
the advantage of advertisers under this
classification if they will indicate their local-
ity in their advertisements.

FIRST-CLASS manufacturing jeweler; perm-
anent position; good salary to right man.

Address 12 Masonic Temple, Des Moines,
Iowa. Chas. L. Howard.

A WATCH repair man to do special work on
fine pieces; send qualifications; references,

and name salary in first letter. Merrell-
Soule Company, Syracuse, N. Y.
 --  
SALESMAN wanted by an established Watch
House, in the middle west; must have ac-

quaintance with the trade; give experience with
application, which will be confidential.
Sproehnle & Company, 29 E. Madison street,
Chicago, Ill.

YOUNG man eighteen to twenty year. of age,
to learn the jewelry business and watch-

makers' trade, with a fine workman, in a first-
class jewelry store. Address P. 0. Box 115,
Bismarck, N. D.

AT once an Al jeweler and optician, in town
of 2,000. Must be sober and well recom-

mended; state lowest possible salary in first

letter. Address Friedmans Big Dept. Store,
Caldwell, Noble Co., Ohio.

AT once first-class watchmaker; permanent
position; apply with reference; state salary

expected. Kinsel & Petri, Columbus, Georgia.

AT once first-class watchmaker, jewelry jobber,
engraver and optician; salary $20 weekly,

and possibly more to right party; permanent
position. The Willoughby Jewelry Store,
Willoughby, Ohio.

JANUARY first, first-class watchmaker, young
man preferred; must be quick and accurate;

work on railroad watches; salary $30; perman-
ent position; send references in first letter and
state in detail exactly what you can do; position
in one of the best cities ill Louisiana. Address
Leonard Krower, New Orleans.

FIRST-CLASS engraver and jeweler wanted
January first; experienced man only; $20 per

week; permanent position; send references and
sample of engraving; the position is in one of the
best cities of Louisiana. Address Leonard
Krower, New Orleans.

WANTED men to travel on road doing mis-
sionary work for watch house. Address

"C 999," care Keystone.

EXPERIENCED engraver and watchmaker,

at once; permanent position to right man.

"A 16," care Keystone.

WATCHMAKER and jeweler, all round man,

about January first to fifteenth; permanent
position, must be a sticker and not a mover.

W. F. Stricker, Chester, S. C.

WATCHMAKER and engraver; must be
first-class on railroad watches and good

average engraver; salary $20 to $25 per week;
good Northern Ohio town; references "W

16," care Keystone.

SALESMAN for ths state of Texas, by an estab-
lished middle west jobbing house, carrying

a general line of watches, diamonds and jewelry,

some one having an established trade, able to
furnish bond and to give the highest references

as to ability, habits, etc. "K 984," care Key-

stone.

WANTED an experienced watch salesman to
sell established jewelry trade. M. F. Barger

& Co., Heyworth Building, Chicago.

WATCHMAKElt and engraver, permanent

position, state salary expected Frank

Kelly, Moscow, Idaho

HELP WANTED

AT once, first-class job and clock repair work-
man, state age, experience, references, salary

expected; steady employment for right man.
Mt. Vernon Jewelry Company, Mt. Vernon, Ill.

A GOOD jeweler as assistant manager, with
view of becoming manager, in a wholesale

jewelry, special order, and trade repair shop;
must have some money to invest; here is a good
opportunity. "F 980," care Keystone.

WANTED
UNDER THIS HEADING TIIREE CENTS 

PER WORD

A PARTNER who is competent watchmaker
and optician; want man with ability regard-

less of capital. D. Petty, Las Vegas, Nevada.

MANAGER wanted at once for the "Lindsey
Jewelry Store" Astoria, Oregon; must be a

watchmaker; state experience; married or

single.

WANTED to buy jewelry stock; send surplus
stock to me and get money by return mail.

Emil Noel, 641 East Forty-sixth place, Chicago,

WANTED January first, email jewelry stock
in city of 10,000 up; must be good paying and

well located. "K 967," care Keystone.

WANTED watches of every description, old
watch movements, Americans preferred.

Broadbent, 4 S. 42nd street, Philadelphia.

FOR SALE
UNDER THIS HEADING THREE CENTS PER 

WORD

Stores, Stocks and Businesses

$3,000 COMPLETE jewelry store; neat up-to-

date stock and fixtures, located in a Southern
California town of 4,500; desiring to retire on
account of health; will make terms to suit or
reduce stock; low rent, best location, attractive
room; this will bear close investigation. "C
17," care Keystone.

HAVE worked at bench twenty-four years;
want to quit; will sell fixtures after Christmas;

fixtures and location about $600; good location;
reasonable rent; natural gas; electric lights;
good railroad town; Kansas; want good all
around man and hustler to take my place;
would sell fixtures with stock before Christmas.

"0 960," careKeystIne.

ONE of the prettiest jewelry establishments
in Michigan, new ,marble front, enclosed

plate glass windows, corner store in the very
business center; annual business $25,000 to
$30,000; established 45 years; long lease at $75
a month; city now booming with railroad shop

and manufacturing; richest farming country

in middle west; a great bargain and unusual
opportunity. Address at once A. G. Bedford,

Ionia, Mich.

MY jewelry and loan office fixtures; lease and

good will; I have the best place of its kind in
Texas for any one wishing to go in this business;
business paying big right now: clean, fresh
stock and every loan a good one; good lease.

K. H. Cawthon, Houston, Texas

PAYING jewelry and optical business in
growing town in eastern Pennsylvania;

4,000 population; largest Seminary; clean stock;

repair trade $100 a month, annual business

$3,000 to $4,000; can be bought for $1,500 to
$2,000; established thirty-four years. Geo.

W. Gehman & Son, East Greenville, Pa.

JANUARY first, good paying jewelry business

with good bench trade in one of the best
county seat towris in Williamette Valley, Ore-

gon; particulars. Address "S 978," care Key-

stone.

ONLY jewelry store in one of the best Eastern
Kansas towns, clean stock, invoice $800,

can reduce. "S 981," care Keystone.

A REAL opportunity for sale January 1, 1913;
jewelry and optical business in Oklahoma

county seat of 2,000 people; live man can clear

on average of $175 per month; stock and

fixtures invoice $2,500 to $3,000; will take in-

voice, and deal must be cash; my health is good,

but I have a good proposition in the exclusive

optical business. Address "A 988," care

Keystone.

A FIRST-CLASS up-to-date manufacturing

plant in city of 235,000; doing a business of

$25,000 to $30,000 a year; cheap rent; ma-

chinery, tools and fixtures cost price $11,600;
will sell for $9,000; this proposition will bear

investigation; can give good reason for selling.

"W 299," care Keystone

ONLY jewelry store in Iowa town of 900
population; going out of business reason for

selling; for full particulars, write. "H 978,"

care Keystone.

ON account of poor health I will offer an excep-

tional opportunity in the sale of my up-to-

date jewelry and optical business after January

1, 1913, in southern Michigan. "M 9," care
Keystone.

2647
FOR SALE

Stores, Stocks and Businesses

MASSACHUSETTS town, jewelry and optical
store; small store, low rent, can show (). K.

reason selling. "S 6," care Keystone.

JANUARY first will sell good will, fine location,
fixtures, trays, watch material and small

stock on hand, in my jewelry store, established
1877; a splendid chance for practical man with
small capital; climate fine; price low. Carl
Adler, Baker, Oregon.- - - - -
GOOD jewelry business live town of 1,200;
soda fountam, ice cream and confectionery

business in connection; will clear $2,800; will
sell one or both; invoice $2,000; don't write
unless you have $1,000 or more. E. D. Mar-
shall, Golden City, Mo.

THE only jewelry store in a prospering town of
2,500 population; stock and fixtures inventory

$1,500; must sell at once on account of other
business; write if you want a good thing to
Williams Brothers, Warrensburg, N. Y.

FIRST-CLASS up-to-date jewelry and optical
store, in town of 9,000, Western Pennsylvania;

stock and fixtures, or fixtures only; best location,
reasonable rent; good reasons for selling. For
particulars, address "E 13," care Keystone.

JEWELRY stationery and confectionery
store; up-to-date fixtures all new; $1,800 to

$2,500 business a month; county seat in a live
Idaho town. "D 3," care Keystone.

ONLY jewelry store good Illinois mining and
agricultural town, population 2,500; invoice

$3,000; fine business. "S 998," care Keystone.

SMALL JEWELRY store, good Repair and
Optical trade; clean stock, good Fixtures,

cheap Rent. Will invoice $1,600 with bench
tools and material. $1,000 will take it, or will
sell without tools and arrange to suit. Failing
eye-sight; will leave city January 1st, be quick.
0. D. Wareheim, 919 36th St., Baltimore. Md.

JEWELRY and musicstore doing good business,
good location, cheap rent in bank building,

reason for selling other business; invoice about
$3,000, will reduce. Asa Hammons, Plains,
Mont.

FOR SALE
UNDER THIS HEADING THREE CENTS PER WORD

Miscellaneous Merchandise and
Equipment

ONE complete optical trial case with 32 prisms,
spherical, concave and convex lenses; 20

pairs cylinders, concave and convex lenses, 10
prisms and 12 shades complete with charts,
and also a lot of optical books, for sale at
a bargain on account of death. Apply to H. A.
Ueleke, Jackson, Mo.

FRANCIS engraving machine with all at-
tachments in fine condition; cost $145, take

$65, reason for selling going out of business.
W. E. Hoffmann, Barnesville, Ohio.

NEW Century engraving machine, same as
new, complete with all attachments and four

sets of type, cost $100, sell for $60; out of busi-
ness, reason for selling. Geo. J. Allen, 1118
Ringwood Place, Clinton, Iowa.

No. 2 Holey lathe, chucks, tail-stock foot-
wheel, counter-shaft, set 50 staking tools,

blocks, covers, gravers and other tools in good
condition for $20; gold scales $2; quit business,
W. S. Willett, Lexington, Ky.

WATCHMAKER'S bench and tools, must be
sold at once; a bargain for some one, your

letter will be answered. A. D. Beaumont,
Coleman, Texas.

FRANCIS engraving machine, with full set
of gravers and five sets of type; first check

for $22.50 gets it. C B. Croft, South Royal-
ton, Vt.

SPECIAL tools for difficult watch work, no-
where else to be had; price list free. Ford

Freistadter, Waltham, Mass.

SECOND-HAND work benches, hand and
power, flat and wire rolls, anvil and block,

small foot and screw presses, one Oliver foot
power lathe, one bar annealer (American),
one grindstone, one electric polishing head,
small pressure blower, sand blast, one polishing
dust collector, ring bender, scale stools, foot-
power polishing machine, also other tools. Lei-
man Brothers, 62 F. I. John street, New York.

62 PRACTICAL advertisements for busy jew-
elers, only $1, time savers, your time is

valuable. Garner Ads Service, Lebanon, hid.

FOR SALE OR EXCHANGE
UNDER THIS HEADING THREE CENTS PER WORD

GOOD lathe with chucks, will sell cheap or
trade for good engraving block. D. Goodin,

McKinney, Texas.

SWISS lathe and chucks for staking tool.
J. Await, Joplin, Mo.
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FOR SALE OR EXCHANGE

CRYSTALS and lenses in fine cabinet $200;
want watchmakers' tools. 306 Peachtree

street, Macon, Ga.

NEW "Ideal" Plating Machine, gold solution,
anodes, complete; would exchange for jew-

elers' lathe and chucks. Write C. Wagaman,
Bogard, Mo.

34 HORSE-POWER gasoline engine or fine
cornet and baritone to trade for watch-

maker's tools. Box 694, Macon, Ga.

FOR quick deal, I will exchange choice lots and
cash for jewelry store. Address Apartment

15, 3100 Groveland Avenue, Chicago.

ONE 6 ft. wall case; one 6 ft. floor case, one 6 ft.
and one 8 ft. show cases on stands; one watch-

maker's bench: one polishing lathe; one watch
glass cabinet; one main spring cabinet; twenty-
nine jewelry trays; all in good shape; for Ameri-
can new watches, or what have you? Box 280,
Herrick, So. Dalt

SPECIAL NOTICES
UNDER TIIIS HEADING THREE CENTS pER WoRD

I PAY 20 per cent more than any one else
for your surplus diamonds, watches and

jewelry; money sent by return mail; bank
references. Emil Noel, 511 Heyworth Build-
ing, 29 East Madison street, Chicago, Ill.

HIGHEST cash prices paid for diamonds
and watches, immediate returns made, bank

references given. M. Iralson, Masonic Temple,
Chicago, Ill.

BUSINESS NOTICES
UNDER THIS HEADING THREE CENTS PER WORD

OLD cases restored to look like new; Roman
and satin finishing. Art Watch Case Com-

pany, 8 North State street, Chicago.

DIAMONDS at great bargains, $45 per karat
and up, mounted rings and other diamond

jewelry bought from private people sold at
half regualr price. Sent on memo. bill to
rated dealers. Sold for cash only. Dan I.
Murray, Broker, 3 Maiden Lane, New York.

ELGIN Horological School, the oldest and most
practical school for watchmakers, send for

catalogue to Elgin Horological School, Elgin.

SEND your watch-case repairing to Art Watch
Case Company, 8 North State street, Chi-

cago.

I PAY the highest prices for watches, diamonds
and jewelry, send stock at once, no matter

how large or how small, and get money by
return mail. All kinds of references furnished
upon request. 'Emil Noel, 541 East Forty-
sixth place, or 511 Heyworth Building, 29 East
Madison street, Chicago, Ill.

FOR first-class work and prompt service try
Art Watch Case Company, Champlain

Building, 8 North State street, Chicago.

OLD English and Swiss keywind cases changed
to take American stem-wind movements;

hunting cases changed to open-face. Art
Watch Case Company, 8 North State street,
Chicago.

I WILL buy your diamonds and watches and
pay you liberal spot cash; money by return

mail. M. Iral,ion, Masonic Temple, Chicago.

Four More Gold Medal
Students

Miss Elsa Puckett, Mr. S. M. Dekle
Las Vegas, Nev. Statesboro, Ga.

F. W. Anderson, E. J. Meyer,
Aurora, Ill. Grand Island, Web,

We have ten other studentswho will be ready soon to
qualify for their gold medals, and they
do engraving on actual work and not
on copper plates.

A School built upon the confidence
of its students

By enrolling now you can mores dais most convenient
to you for your course. Send today for catalogue.

Winters School of Engraving
Powers Bldg. Chicago, III.

Expert Watch Repairer
Maker of Special Watch Parts,
Adjuster of Complicated Move-
menta. Our work is Prompt and
Satisfactory. Our Prices are Rea-
sonable. GIVE US A TRIAL

M. LIEBERMAN ,
71-73 Nassau Street New York

ELECTRIC

-SIGN-

CLOCKS
POST--HANGING-WALL

Bulletin free
GILLETTE ELECTRIC CO

728 BUCKINGHAM PL. CHICAGO, ILL.

MODELS eniade of Clocks,
Watches, Meters,
Novelties, Etc.

Wheel and Pinion Cutting, Experi-
mental Work and Repairing.

Lux Model Works
53 E. Farm St., WATERBURY, CONN.

HAVE YOU SEEN?
AVERBECK'S NEW CATALOG
IF YOU ARE A RETAIL JEWELERAND
WANT SELLERS SEND FOR IT-

GOODS OF THE UNCOMMON SORT

MJAYERBECKTawarmizmuntinty

EXPERTS
ON

Fine Watch Case Repairing
Manufacturers of Special Cases
Gold and Silver Plating, Satin and
Roman Finishing, Rose Coloring.

ENGRAVING
ENAMELING and
ENGINE TURNING

Swiss and English
cases changed to fit
American move-
inentsandallkindsof
RAISED COLORED
GOLD WORK.

The Largest and
Promptest Repair
Shop in Chicago.

SEND FOR PRICE-LIST

J. C. HOWARD & CO.
116 & 118 N. State Street. CHICAGO. ILL.

Watch Case Paper Boxes
FOR THE

Manufacturing Trade

WALTER P. MILLER, 452York Ave.,Phila.

COOPER C& SON
7:3 Sansom St. Philadelphia

WATCH REPAIRING FOR THE TRADE
SKILLFUL WORKMEN

ACCURATE AND PROMPT WORK
Send Trial Package

OATENTE0 LEMAN BROS. Rotary Positive
BLOWERS and VACUUM
pumps for use with oil and gas
furnaces, blowpipes and blasts,
agitating, each 2 to 338 cu ft.
per minute; 1 or. to 10
pressure: I to 20 inch vacuum
for VACUUM CLEANING.
TAKE UP THEIR OWN WEAR.

Irruirl--7 Blower catalog No. 2.
INTERIOR VIEW Vacuum catalog No. 31.

LUNAR BROS., 62C John St., New York

KANSAS CITY
Watchmaking and
Engraving School
This is the school you should attend.
Investigate It! Send for our new art
catalogue, it's free for the asking and
explains fully our courses and methods
Of instructions, together with some
excellent samples of engraving. : : :

OSCAR W. DREYER, Principal
815 E. 12th St. : Kansas City, Mo.

M R QUAIL JEWELER t)

0 0 YOU WANT
SELLERS

The Un-Common Sort
at Manufacturers Prices

IF SO CALL OR WRITE

M.J. AVERBECK
Manufacturer Importer

f, 10-12 Maiden Lane. N .Y. City e

EXPERT WATCH REPAIRING
TO THE TRADE

olladdier ratw U.

ERICHSEN, KRAUSE & CO.
1006-37 S. Wabash Ave., CHICAGO, ILL.

Powers Building
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Humanity's Love for Jewels 2132
Hyposulphite, Acid, How to Make,
"A. H. T." 2543

Idaho Retail Jewelers Form State Asso-
ciation 1607

Illinois Association, Sixth Annual Con-
vention 1114

Indiana Association, Executive Committee
of Meets 231

Indiana Association, Fifth Annual Con-
vention of 1305

Indiana Association Gains in Membership . 689
Indiana Association Ready for Annual

1213
285

the

Convention
Insurance, Fire
Insurance Lawsuit of Interest to
Trade 167, 1135

International Congress of Chambers of
Commerce .. 2092

Iowa Association Prepares for Annual
Convention 1085

Iowa Association, Seventh Annual Con-
vention 1199

Iron Watch Cases, to Produce a High
Polish on 201

Japanese Jewelry Firm, an Enterprising .. 627
Japanese Sword Guards 2125
Jewel, A Famous Crown 1223
Jewel Settings, Polishing Face of 1531
Jewel Settings of Platinum 748a
Jeweler May Know the Possibilities of His

Business 56
Jewelers Associations as Dividend Payers. 367
Jewelers' Protective Union Holds Annual
Meeting 701

Jewelers' Safety Fund Society, Annual
Meeting 141

Jewelers' Security Alliance Announces
Many Transfers 2264

Jewelers' Security Alliance, Annual
Meeting 140, 361, 613

Jewelers' Security Alliance, Amends By-
Laws and Constitution 1493

Jewelers' 24 Karat Club, Annual Shad
Dinner 901

Jewelers' 24 Karat Club, Eleventh Annual
Outing 1481

Jewelers 24 Karat Club, Annual Banquet,
President Taft Guest of Honor 249

Jewelers' 24 Karat Club, Annual Meeting . 137
Jewelry Business, Mildew in the 611
Jewelry Buying, Circumstances that regu-

late Progress in 1549
Jewelry, Celtic 1357
Jewelry Designing, Various Methods
Employed in 1172

Jewelry for Personal Adornment  391
Jewelry Fads and Novelties in 2195
Jewelry, French Women's 1393
Jewelry House, the Oldest in America — 1220
Jewelry, New Ideas in 2313
Jewelry of Personality 2116e
Jewelry, Polishing Gold and Silver 395
Jewelry Shops of the Desert 1903
Jewelry, The Revival of Hand Made 1673
Jewelry:

To Harmonize with Dress 1815
Variety in Feminine 151

Jewels that are Sensitive 1747
Jewels, What Good Taste Dictates in the
Wearing of 935

Job, Seeking and Holding a 1757

Kansas Association, Convention of 1389
Kansas Association, Elects Officers 1605
Kansas City Convention, Program Planned . 1278
Kansas City Convention, Program in Detail . 1391
Knife, Largest in the World 189
Knives Rusting in Leather Cases, Cause of .2027

Lacquer, Production and Treatment of ... 2333
Lacquer, Varnish and Oil as a Substitute

for 2553
Lacquering, How to Produce a Rich Gold
Color in 201

Lacquers, The Adherence and Wear of ...1161
Laps, Diamond 2349
Leather Cases Which Will Not Cause Rust 2027
Legislation, Ohio Jewelers' Association
Plans for 2477

Letter Box from The Keystone 847
Lockets, Secret 1905

Magnetism, Induced 553
Magnetism, Some Interesting Facts About 949
Maiden Lane Outing Club Holds Tenth
Annual Outing 1213

Mailing List Campaign, The 1637
Mailing List, How to Get a Live 1861
Mail-order Business Becoming More Ex-

pensive 733
Mail-order Houses from a New Viewpoint .1508
Maine Association Holds Successful Meet-
ing 1847

Maine Jewelers Form State Association . . . 345
Mainspring, Fitting a 2021
Mainspring, How to Set Down a .. ...... 1909
Manufacturer, How He can Best Aid the

Retailer 1751
Manufacturers and Jobbers can Help the

Retailers 1993
Manufacturing Jewelers' Association Meets
and Elects Officers 885

Manufacturing Jewelers' Board of Trade
Holds Annual Meeting 235

Map Composed of Precious Stones 2103
Mascot Jewelry 913
Mechanic or Salesman, What are You?. 519
Meerschaum Pipes, Chipped 2447
Memories of "47," Immortalizing The . .2183
Mercantile Agencies and Merchants 2383
Merchandising, Modern 1333
Merchandising, Modern and National Ad-

vertising 1309
Merchants, Retail, Federation of 41
Mesh Bags, French Gray on 107
Metal Articles Before and After Plating,
the Drying of 2549

Metal Ceilings, How to Measure for  107
Metal, New White Silver Finish for 2563
Metal, The Oldest  967
Metallizing Process, New 2215
Metallurgy, Kindergarten 2565
Metals, Soft, Absorption of Brass, Copper,

Silver and Gold Deposits by 1809
Metals, Etching and Piercing by the
Transfer Process 305

Metals, Granulating of 1356
Metals Hardening After Soldering, "U.

I. L 1, 847
Metals, Precious, and Their Alloys 1681
Metals, The Methods in Use for Testing
the Hardness of 541

Metals, Transparency of, at High Tem-
peratures 2327

Metals, Volatility of 2013
Metric Carat Acceptable to the Trade .... 2379
Metric Carat, Adoption of Endorsed 2267
Metric Carat, England and the 2478
Metric Carat, Enlightening the Press on .. 2374
Metric Carat, Some Facts About the 2195
Michigan Jewelers' Association Holds
Convention in Detroit 1503

Minerals, Twelve Most Important 2639
Minnesota Association, Annual Meeting of 439
Minnesota Association Holds Annual
Convention 1541

Minnesota Wholesalers Dine Salesmen and
Department Heads 166

Mirrors, Copper-plating the Backs of
Silvered 1349

Mirrors, Flexible, for Show Windows 382
Missouri Association Elects Officers 1605
Money Plates and Dies Sent to the Melting
Pot 1433

Monogram, The Largest in the World .... 2343
Motor, Electric, as a Substitute for the
Brain 2217

Mourning Jewelry, Latest Styles in 1543
Moving Picture Films, Production of 1331
Moving Pictures, How They Originated . .1303
Moving Picture Idea in Retail Advertising . 2425
Moving Picture Marvels 567
Muckraker, The Jeweler and the 2175
Mysterious Clock, Suggestion by Sub-
scriber 1909

National Convention Federation of Retail
Merchants 2086, 2481

National Jewelers' Board of Trade and Its
Achievements 2087

National Jewelers' Board of Trade Holds
Annual Meeting 237

National Jewelers Board of Trade, Warn-
ing Issued by 1197

National Wholesale Jewelers' Association
Holds Fifth Annual Convention 686

Nebraska Association, Seventh Annual
Convention of 604

Newark Exposition, Handsome Jewelry
Exhibits at 1169

New England Jewelry Manufacturers
Enjoy Banquet 606

New England Manufacturing Jewelers'
and Silversmiths' Association 2477

New England Manufacturing Jewelers'
and Silversmiths' Association Undergoes
Reorganization 2254

New Jersey Jewelers Hold Annual Con-
vention 1089

New York Assay Office, The 1505
New York Association, Third Annual
Convention 1109

New York Wholesalers Meet and Elect
Officers 597

Nickel, Black? for French Gray Work.... 2343
Nickel Deposits, How to Obtain Bright. .1809
Nickel Deposits, Removing Old 1561
Nickel Stripping from Brass and Copper
Goods 645

Nickel on Nickel, The Deposition of 2021
Nickel Plate, to Remove Rust from 2543
Nickel-plating Cutlery Before Silver Plat-
ing 1155

Nickel-Plating Solution, New 1667
Nickel-plating Solutions, Over-concentra-

tion a Danger in 2213
Nickel Solution, A Black 549
Nickel, The Production of Black 1805
Non-retailing Association Formed by

Pacific Coast Wholesalers 1845
North Carolina Association Holds Annual
Convention 1293

North Dakota Jewelers to Meet in Fargo .1201
North Dakota Jewelers Hold Convention. . 1279

0

Ohio Association Officers Hold Executive
Session 231

Ohio Association Holds Annual Conven-
tion 1399

Oiling Pallet Stones and Roller Jewels.... 647
Oils, Interesting Source of Watch and
Chronometer 1053

Oklahoma Association Holds Annual Con-
vention 1042

One-cent Letter Postage 801
Opal, The Black 2035
Opal, To Restore Polish and Color 2543
Opals, Black Australian Product of 2177
Oregon Association, Annual Convention .  1201
Organization, Campaign for Increased
Membership in 1001

Organization, The Chief Purposes of 891
Overstocking, How to Avoid 1988

Pacific Coast Association Holds Annual
Banquet 697

Pacific Coast Gold and Silversmiths' Asso-
ciation Holds Second Annual Banquet .. 807

Pacific Coast Jewelers' Board Hold Second
Annual Banquet 348

Pallet-stone Adjuster 97
Panama Canal, Postage Stamps to Corn-
memorate Opening of 2397

2650

Panama Pacific ExpoSition, Souvenir
Spoon Concession for 998

Parcels-post and the Jewelry Trade 2525
Parcels-post and the Retail Merchant ....
Parcels-post Measure Regulates Rates by 81

Distance 1204
Parcels-post, Opponents of, Find a Strong

Ally 1396
Parcels-post, The New 2493
Patent Decision by United States Supreme

Court, Important 697
Patent Design, Decision by Circuit Court

of Appeals 2557
Patent Law Investigation 1091
Patent Law Revision, Considerations for .2404
Patent Legislation Needs Careful Watching 891
Patent, Obtaining a 195
Patent Suit of Importance to the Trade.. 689
Patent Suits, Procedure Explained in

Detail 1905
Patent System, a Defect in Our 2173
Patent, What is it Really Worth? 1652-h
Patent, What it is and What Protection

it Grants  199
Pearl Cultivation in Texas 439
Pearl Industry, Census Figures on 86
Pearl Jewelry, Fashion Favors Seed 177
Pearl, London Court Investigates Value

of Black 643
Pearl, Mussel Culture and the Pearl
Button Industry 2128

Pearl Necklaces, Estimating the Value of  2377
Pearl, Regal Sway of the 313
Pearls, Costly but Popular 147
Pearls, How to Polish, " G. W. N." 2015
Pearl, Imitation, Treasury Department

Ruling on 2273
Pearl, The Demand Larger than the Supply, . 1950
Pencils for Writing on Windows 99
Pendulums, Clock, Finding the Lengths

of When Lost 2437
Pennsylvania Association Holds Annual

Convention 1428
Perspiring Hands, Remedies for 2016
Pewter, the Use of 853
Philadelphia Jewelers' Club, Annual
Banquet 441

Phonograph, Studying Salesmanship by . 2415
Picture Frames, Gilding and Burnishing 2549
Picture Frames, Restoring to Their Original
Form and Beauty 853

Pinhead, Alphabet on 309
Pittsburgh Jewelers Oppose Retailing by

Wholesalers 361
Pittsburgh 24-Karat Club Holds Annual

Field Day 1849
Pittsburgh 24-Karat Club Enjoys Annual
Banquet 715

Pittsburgh 24-Karat Club Plans for Annual
Outing 1605

Pittsburgh 24-Karat Club Holds Annual
•Meeting

Pivoting, Fine Art of
Pivots and Pivoting Problems
Pivots, Straightening
Plaster Casting for Amateurs
Plaster of Paris, Improvements in the

Electroplating of 99
Plate Glass, Cutting 374
Plate, Origin of Old Sheffield
Plating Department, Cost System for ... .1331
Plating Problems in 649
Plating Racks, Some Modified 549
Plating Racks with Celluloid Coating . . 309
Plating Room, Electricity in the 1797
Plating Solutions, How to Make Brass
and Bronze 303

Plating Solutions, to Reduce Temperature
of 2027

Platinum and Aluminum, the Alloys of .. .2437
Platinum and Gold from Old Jewelry,

Separation of 2665
Platinum History of 1159

Platinum:
How is it Fused?, "R. E. H." 2015
How to Oxidize 1813
How Should it be Stamped to Indi-

cate Quality? 1209
Jewel Settings of 748a
Lime Crucibles for Melting 727
Melting Point of "R. E. H." 2015
Polish on, Proper Stamping of
Stamping 2267
Standard to be Fixed 2085
Testing 2013
Work, Polish on 1341

Polish on Iron Watch Cases 201
Polishing Face of Jewel Settings 1531
Polishing Gold and Silver Jewelry 895
Position, Watch Adjustment for 1045
Postal Savings Banks and How to Use
Them 2417

Potassium Cyanide of, How to Make 2016
Precious Stone Importers Protective

Association
Price-cutting, A Restraint of Trade
Price Cutting in the Jewelry Trade
Prices, Fixed, A Plea for
Prize Contest, An Echo of the

  597
2205
1913
1677
1251

  885
2148h
289
1811
751

Prize Contest, Window Display 802, 923
Profit Calculation and the Marking of
Goods 2323

Profit in the Jewelry Trade 1888
Profit, Making Things Interesting an a
Means of 2132

Profit, What Constitutes a Fair One 1207

Profits:
Canoes of Lessening Profits in the

Jewelry Trade 1323
Do Retailers Figure Them Right 621
Figurng on Selling Price 289
Further Enlightenment in the Figur-
ing of 1761

Human Nature as a Factor in Figuring 1119
Prong, How to Build Up a 2207
Protective Prices 691
Providence a.id its Wonderful Industry   566

Quality from a Retail Jewelers' Standpoint 505

Queries and Answers, Scissored from
Exchanges 2446

Questions and Selected Replies 2015

R

Racks, Some Modified Plating 
Radiographing Pearl Oysters 1554439

Radium Rays, Action of on Blue Sapphires

and Blue Rock Salt 2129

Railroad with Wireless Time Signals 22124017

Rating, Imprisonment for Fraudulent ..  1091

Repair Department, Systematizing a  729

Repairing Clocks 
Repair Work, Getting Better Prices for .  11232537

Repair Work, Prices for 
Repair, Work, Taking in  515

Regulating Disposal of Unclaimed 597
Repairs:Bili

General Trade Movement to Raise
Prices of  922

The Movement to Advance Prices of  .21414874
Unclaimed, Law for Disposal of 

Retail Jewelers, Why They Should Join
Associations 2525

Retailer and the Manufacturer 
Retailer, How He Gets the Mai Order2181
Trade 1988

Retailing, Basis of Success in 2292

Retailing, Cutting the Guess Work Out of 1683

Ring Holder, A New  864

Ring, What Kind for Engagements 2015

Road Men Can Assist the House .....  . 941

Roller Jewel, Should it be Oils,' . . 254349

Roller Jewel, Prize Winnors :n Contest . .  2804061

Roman Gold Finish 1909

Rubber to Metals, Attaching  

3

Rules of a Model Store 
Rust from Nickel Plate, Removing 2543

Salaries and Common Sense 1626

Sale, The Interval After the  733

Sales and Profits from the Manufacturers'
Viewpoint 1511

Sales People, Instructions to, Advertised to

the Public  287
Sales Records, Accurate  171
Salesmaking, Comparisons in  73

Salesman, The Efficient  41
Salesmanship, A Plea for the A. B. C. of  2295
Salesmanship, A Prize Definition of  387

Salesmanship, Pomts in Jewelry  631

Salesman of Today More Efficient  351

Salesmen, Traveling, Breezy Advice to . 2201

Sales System for a Jewelry Store  823

Seed Pearl Jewelry 2291

Selected Replies to Queries 2543

Selling Price, Convenient Table for Calcu-

lating 1359

Selling Price, Fixed, Threatened Aboli-

tion of 1013

Semi-precious Stones  381

Service. Improving the 1756

Shoemaker's Bench, Story of a  489

Shopping Campaign Exploited by Moving

Pictures 2479

Show Card As a Work of Art  
Show Card Work, Stencil Designs in  307

Show Card Writing 827,1779

Show Cards, The Making of Business

Bringing ...  1989

Side Line, My Best Paying
Side Lines, Suggestions for
Sign, The World's Biggest Electric
Silver, A Movement in
Silver Anodes, Purity as a Requisite in  756

 1761
 1884

277
 2021

Silver, Gas vs. Electric Furnaces for Melting 643
Silver, German, The Cause and Prevention

of Firecracking in 2215
Silver, Increasing the Hardness of 1249
Silver-plating from Copper and Brass,
Removing  201

Silver-plating of German Silver, Brass,
Casket Hardware, etc 2013

Silver-plating Ormula Goods Before
Gilding 1557

Silver-plating Solutions, Old  767
Silver-plating Steel Chains 1813
Silver-plating Versus Nickel Plating  2441
Silver Question, The 1655

Silver, Recovery of from Photographers'
Solutions 2211

Silver Service for United States Battleship .1039

Silver Solution, How to Make  957

Silver Solution, How to Make it Dead
White 1809

Silver- Soft-soldered Repairs  99
Silver, Sterling, What Profit are We to Ask

on 1207

Silver, Story of Colonial  448

Silver-stripping from Electro-plated Ware 847

Silver, The Difficult Art of Casting
German 2329

Silver, Wrapping Material and the Tarnish

jug of
Silversmiths Among Navajo Indians
Silverware:

Exploitation of by Window Display.  2323
Factory Building, Aerial Photograph

of 2563

Profits on  922

To Remove Stains from 2015
Smuggling of Gems, Jewelers Organized to
Combat the 1764

Smuggling, Precious Stone Importers Plan

to Fight 
Softening, Gold
Soft Solder Solution
Solder, Aluminum 
Soldering Articles of German Silver
Solder, Soft, to Remove from Jewelry

Repairs 2543
Soldering Aluminum, a New Process for  1577

Soldering Brass to Iron, Fluid for 2446

Soldering Fluid, Formula for 2446
Soldering, Hard 847, 2207, 2441

Soldering, Hardening Metals after  847
Soldering the Precious Metals 1263
Solders, The Making of 1441
Solution, Green and Yellow Gold  201
Solution, Silver-plating, Using Nitrate of

Silver in 2549

South Dakota Jewelers Hold Annual
Convention 1393

Southern Jewelry Travelers Association,
Annual Meeting  139

Southern Jewelry Travelers Association,
Hold Annual Outing 1281

Spoons, Advance in Price of 2253

Spotting Out 2663

Spotting Out, The Greatest of Electro-
plating Obstacles  567

Stamping Law Upheld by Higher Court  1203

Stamping Crusade Against False  437

Standards, The Bureau of 1052

Stationery and Gifts, Wedding  89

Stationery, Fashions in 1532

Stationery, New 2447

Stationery, New Ideas in 2313

Stationery, Stylish 1041

Stebbins, James K., dies suddenly  800

Steel, Best Etching Solution for 1155

Steel Chain, Yellow Gilding in  201

Steel Chains, Rusty, How to Clean and

Silver Plate 1813

Steel, Tempering 1245, 1437

Stencil Designs in Show Card Work  307

St Louis Association Elects Officers   437

Stock Record System for Small Jewelry

Store  607

Stones, Precious and Semi-precious, the

Need of Information on 1284

 2327
  321

  967
Formula for Making  2207

2207
 1813

Stones, Precious, The Synsthesis of 1645

Stones, Semi-precious  381

Stop Watch, Origin and Evolution of. . .  1149

Store, Interior Attractions as an Adver-
tisement for 1367

Storekeepers and Spring Housecleaning . 929
Storekeeping, Attention to Small Things in 523

Store Leaks, and How to Stop Them 2387

Store Methods, Up-to- a e 1667

Store, Size Up Your 1891

Store that Smiles, The  67

Stripping Nickel from Brass and Copper
Goods  545

Stripping Silver from Electro-plated Ware,
"M. H."  847

Stripping Solution, Silver  967

Sun Dial, How to Make a Horizontal ... . 397

Sun Dial Which May be Readily Set Up .2211

Survival of the Fittest, The 1781

Sweaty Hands, Remedies for 2015

Swindle, New Form of 2257

Synthetic Gem Question, German Jewelers

and the 1087

System in the Jewelry Store  383

T

Talismans, Jewels as 748a

Tariff, Army of Jewelry Workers to be
Educated on  • 2269

Tariff Negotiation, Manufacturing Jewelry
Industry Opposed to  2089

Tarnish from Silverware, Electrolytic
Removal of 2437

Tarnished Gold, Cleaning 1249
Tarnishing Qualities of Bright and Dead

Silver Deposits 1251

Technical Education for Young Jewelers 1087
Telephone, First Talk Over the 2429
Tendency Towards Cheaper Grades  826

Texas Association Holds Annual Con-
vention 1131

Thermometer, A New Marine 2337
Thermometer, How to Correct a 2337

Thimbles, 228 Years Old 1673
Thimbles, Birthstone, Now Added to
Symbolic Jewelry 1217

Ticket Holder, An Improvised  836

Time Conference Formulates Agreements
International 2566

Time Guarantee, Trade Sentiment on 1092

Time of Night, How to Tell by Stars . .1145
Time, Standard by Wireless 2221

Time, What is it? 2143

Tone of Bell, to Give it a Good Sound ... 847

Tools, Non-trusting Treatment for 2549

Tourmaline Mining in California 2149

Town, A Plea for the  350

Trade Betterment, Factors Essential to. 461

Trade, Keeping it at Home 1236

Trade-marked Goods Increase Sales  916
Transfer Process on Engraving  847
Traveling Jewelers, Annual Meeting of
Brotherhood of  141

Traveling Jewelers' Association, re-elects
Officers  139

Traveling Man's Aid, Enlisting the 2307
Traveling Man's Need of Tact in Handling

the Retailer  916

Trisalyte, The Modern Compound for
Electro-plating 1346

V

Valuation of Old Clocks and Watches ....1913
Varnish, Mother-of-Pearl 2323

Varnish, White Polishing, Recipes for ...  2349
Virginia Legislation Passes Fraudulent

Advertising Bill  602
Virginia Association Holds Annual Con-

vention 1042 Zinc Dust, Where to Buy  847

Voltite, Recent Progress of  541 Zodiac Jewelry 2131

Voltmeter, A Pocket Storage Battery ....1052 Zurbrugg, T. Death of 2479

W

Wages of Jewelry Workers in America
and Europe 2259

Washington, D. C., Jewelers Discuss
Grievances 2481

Watch, A Problem in Banking Up a  299
Watch Repair Experience 1677
Watch, Care of a  647
Watch Cases, Iron to Produce a High

Polish on  201
Watch Cleaning by Factory Methods   749
Watch Cleaning, More About..196, 297, 389,

645, 1161, 1437
Watch Inspection, Railroad, Is it Profit-

able? 1566
Watch, Putting in Beat 1341
Watch Repairing, Additional Views on   537
Watch Repairing, Efficient  533
Watch Repairing, Conditions which Render

it Profitable 1682
Watch, The Mainspring of a  649
Watch, To Measure Beat of and Locate

Hairspring 1557
Watches:

Danger of Magnetizing
Practice of Loaning
Trade Customs of Loaning

Watchmaker, as Salesman
Watchmaker on a Commission Basis,
Paying the 371, 922, 1151

Watchmakers' Art, How to Make the
Most of the 1563

Watchmaking Craft, Appeal to the  927
Water, A Curious Property of  86
Wedding Anniversaries, Gifts for 2543
Wedding Rings for Men 1423
Wedding Stationery and Gifts  89
West Virginia Associations in Joint

Convention 1089
Wheels, Brass Clock, Bright Dipping 1156
Window Display:

Advertising 1746

A Fountain  105
An Excellent Wrinkle in  283
An Underground  81
Analyzed, Science and Art of  629
Contest to All Jewelers 804, 1004
Contest Prizes Awarded in  611
Dining-room Table as a  62
Evolution in the Art of 1171a
Fan as an Attraction in  283
Flexible Mirrors for 382b
For Jewelers  725
Formed by Electric Lights  199
Fundamental Principles in the Art of 1537
Hints on Effective  737
Lighting the 1759b, 1871

Miniature, Turquoise as  811
Novel Ideas  283
The Purpose of 2009
Value of Effective  811
With Interchangeable Fixtures 2411

Wireless Time for Jewelers 1669
Wireless Time Signals 1719
Wisconsin Association Convention Attracts
Large Attendance ' 1412f

Wisconsin Association in he Organization
Vanguard, The 1484

Wisconsin Board Announces Watch-
makers' Examination  687

Wisconsin Trade, Extending Organization
Among the 1199

Work of Albert Wehde, Craftsman and
Traveler 2097

Workmanship Imperfect in Jewelry Goods . 647
Wound too Tight? 97, 201
Writing on Glass, Porcelain, Metal, etc.,

Pencils for  99

 1911
 1961

2337
  147

Index to Subjects Treated and Questions Answered 
in WORKSHOP NOTES Department of

The Keystone, from January 1, 1912, to December 15, 
1912, inclusive

The page folios in the several issues are as 
follows: January 1, 1 to 120; January 15, 121 to 208; 

February 1, 209 to 328; February 15, 329 to 404; March 1, 
405 to 580; March 15, 681

to 660: April 1 661 to 780; April 16, 781 
to 860; May 1, 861 to 980; May 16, 981 to 

1060; June 1, 1061 to 1180; June 16, 1181 to 1260; 
July 1, 1261 to 1372; July 15, 1373 to

1462; August 1, 1463 to 1688; August 16, 1589 
to 1692; September 1, 1693 to 1828; September 

15, 1829 to 1924; October 1, 1925 to 2044; October 
15, 2045 to 2228;

November 1, 2229 to 2366; November 15, 2357 to 2452; 
December 1, 2453 to 2572; December 15, 2673 to 2662.

A

Acids Used in Etching Glass or Iron.

" Etching."  197

Adjusting:
A Proper Charge for. "Adjustment." 1049

A Watch to Positions. "Position
Adjustment."  851

To Three Positions. "Adjustment."  1049

Watches. " Adjuatment." 1049

Alarm Clocks Alarm at the Right Hour.

" Alarm Clocks."  967

Alcohol, Denatured. "Denatured."  653

Alloys which won't Rust or Wear, Where

to Buy. "Frictionless." 2029

Anti-Oxidizer, Formula for Making," Anti-

Oxidizer. " 2439

Anti-Oxidizer, Where to Buy an "En-

quirer." 2029

Arcs, Meaning of Long and Short " En-

quirer."  F1

Balanccoec::::, k."

  105
Foot, How to Remove.

tHow to Remove. "Balance

"Balance 
 2385

How to Clean a. " Hairspring."  10355
Jewels, Setting, and Book about.
"Balance Jewel."  861

Poising of, What it Will Do.

21694115Poising the. " Adjuster." 
Screws, Tool to Undercut. "Balance

'S'eltreawtin.,,g." 

1807

Staff or Jewel, Should Watch be Re-1043
adjusted after Putting in 

Barrel, Mainspring, How to Get Greatest
Number of Turns of. " Adjustment." 2335

Banks, Wakefield-Hyton, A Hall-clock1706473
Banking, About. " Banking." 

Maker. "Hall Clock." 

2651

Batteries for an Electric Clock, How Long
They Should Last. "Position Adjust-
ment."  851

Bezel of a Watch Case, What is Meaning

of Figures on. "Mystified." 1439

Bezel on Screw Case, How to Remove 
"Screw Case."  197

Remover, Screw. "Screw Cases."  851

Blue Stone and Its Use. "Polishing
Stones." 1355

Book:
On "Compensating Pendulums."
"Regulator."  311

On Jeweling Watches. "Balance
Jewel."  •  851

On Wheel Work in Watches. "Miss-
ing Parts."  851

Brass for Making Plates, Wheels, etc ,
Where to Buy. " Spring Motor." 1679

To Make it have a Spring-temper.
"Brass." 1663

To Use in Making Plates and Wheels.

" Grandfathers' Clock." 1911

Caliper Rests, Jeweling, Uses of. "Equip-
ment." 1663

Cameon. Where to Buy Shells to Cut 
"Adjuster." 2545

Cases, Screw-bezel, Putting on and Remov-

ing Backs. "Screw Cases."  851
Celluloid, Gravers to Use on. " Graves." .  2029

Chime Clock, Where to Get it Repaired.

" Chime Clock." 1679

Chiming Mechanism of Clock, Repairing.

" Hall Clock." 1679
Chronometers:

About the Waltham and Others.
"Chronometer." 1807

How to Learn Dates When Made.
"Chronometer." 1807



Cleaning a Balance. "Hairspring.   105
Clock:

Changing an Eight-day. "Eight-day
Clock."  661

Chitne, Price for Repairing. " Chime
Clock." 1049

Cleaning Different Makes Differently 
" Clock Cleaner."  105

Making, Book of Information on.
"Grandfathers' Clock." 1911

Making Contacts for Driving Second-
dary. "Electric Clock."  851

Ticking too Loud, To Prevent 
"Regulator."  967

To Improve Timekeeping Qualities of 
"Regulator."  311

To Make it Strike One Hour Only 
"S' .  1807

With Watch as Pendulum, Mysterious.
"Mysterious Clock." 1439

Coloring, Dip. "Dip Coloring." 2439
Solution for. "Coloring." 2335

Crack in Glass Show Cases, How to Pre-
vent. "Scratched Glass."  311

Crystals, Fitting Them Into Heavy Watch
Cases. " Watch Crystal." 1679

Cuckoo Clocks. To Repair. "Cuckoo
Clock."   653

Cutters for Making Escape Wheels 
" Wheel Cutting." 2439

Cyanide Process for Cleaning Watches 
"Cyanide."  311

Demagnetize Large and Small Tools, To.
" Magnetized."  393

Dials:
How to Change. "Changing Dials." .2545
How to Mend Chipped. "Chipped

Dial."  311
Ink for Lettering Watch. "India
Ink."  551

To Treat When Enamel or Paint Has
Cracked. "Cracked Dial."  393

White Enamel Watch, Material Used
in Making. "Enamel Dials." . .. .1155

Dial-train, What is a. " Motion Work." . .1679
Diamond Powder, Grading. " Repolish-
ing."  767

Discoloration, Cause of When Soldering
Joints. "Anti-Oxidizer."  197

Drawings for Escapements, How to Make 
" Cyanide."  311

Enamel, Hard, What it is. "Enamel
Dials." 1155

Escapement, Adjusting of Duplex. "Du-
plex."  197
Dead Beat. "Escapement." 1049
Differences Between Pin-wheel and
Duplex. "Duplex."  197

How to Make Drawings of. " Wheel-
cutting." 2439

Jeweled Advantages of. "Regu-
lator. ' ;   311

Most Widely Used, Kind of. " Es-
capement" 1049

Recoil. "Escapement." 1049
Repairing. "Repairer." 1807

Escape-wheel, Dimensions for Metal Used
in Making. "Escapement Model." . .. .1439

Escape Wheels, How to Cut. "Wheel-
cutting." 2439

Etching:
Metals, Acids Used for. " Etching." . 393
On Glass or Iron. "Etching."  197

Eyeglass:
Frames, in Gold and Gold-filled, To

Repair. "Opticus."  311
Spring, How to Temper After Solder-

ing. "Enquirer."  651

Figures on the Bezel of a Watch Case.
"Mystified." 1439

Filling:
In Lines on Celluloid. " Graves." .  2029
In Lines on Metal. "Filling In.".  2029

Finish:
14 Karat Bright, How to Get. "Gold

Plating." 2029
Rayed, How to Give Steel a. "Rust."1911

German Silver, What it is. " Nickel."  551
Gilding Solution. " Gilding." 1355
Glass, To Polish Scratched Show Case

Plate. "Scratched Glass."  311
Glasses, Fitting Them into Heavy Watch

Cases. " Watch Crystal." 1679
Gold:

Electro-plating, Can it be Done by
Artificial Light? "Buffing." 1911

Ink, How to Make and Pen to Use 
"Stationery."  197

Restoring it to Color After Soldering 
" Enquirer." 2029

Rings, Best Way to Size. "Ring
Sizing." 2335

Soft, To Make it Elastic. "Enquirer." 651
Guage, Screw-pitch. "Screw Plates."   653

Hairspring, Cleaning and Should it be
Removed. " Hairspring."  105
How to Vibrate a New One. "Hair-
spring." 2439

Replacing it Without Scratching
Balance. "Balance Wheel." 2439

Stud, Detaching a. "Balance Cock." 105
Value of Before and After Manu-

facture. "Curious." 2335
Hall-marks, List of, Where to Procure 
" Verge." 1155

Hands, Extra Clock, What They are for 
"Hall Clock." 1049

Hard Soldering Solution, To Keep it from
Spoiling. " Hard Soldering." .....  1439

"Heel Ball," What it is. "Filling In."  2029
Hinge-pin, How to Remove from Watch 
"Case Hinge." 2439

Hinges, Watch Case, Standard Type of 
" Case Hinge." 2439

Ink:
For Lettering Watch Dials. "India
Ink."  551

How to Make Gold and Pen to Use 
"Stationery."  197

Insulator, What is a Watch. " Non-
Magnetic."  105

Jeweled Bearings in Watches, When First
Used. "Jeweled Bearings."  967

Jeweling:
Caliper Rests, Uses of. " Equipment." 1563
Watches, Latest Methods and Books
on. "Balance Jewel."  851

Jewelry, To Clean Tarnish from. " Tar-
nish."  311

Jewels:
In Adjusted Watches, Position after

Cleaning. "Enquirer."  551
In Top Plate Only of Watches 
"Watch Jewels."  967

Joints on Gold-filled Cases, Discoloration
When Soldering. "Anti-Oxidizer."   197

• K
Keys, How to Make. "Graves." 2029

Lacquers:
Kind to Use. "Lacquer." 1911
To Remove from Silverware. " Lac-

quer." 1911
Laps, Diamond-Charged, for Your Lathe 
" Repolishing."  767

Lathe:
Best for Large Movements. "Grand-

fathers' Clock." 1911
Polishing. " Tarnish." 1911

Light Best for Bench Work. "Bench
Light." 1563

Mainsprings:
Breaking after Cleaning. "Broken

Mainspring." 1679
Can They be Removed. "Main-

spring Remover."  551
How to Let Down or Wind. "Fusee." 1679
How to Take Out of Barrel. "En-

quirer."  551
Resilient, Do They Possess Any
Advantage. "Resilient."   105

Should They be Oiled? "Clock
Spring."  393

To Measure the Length of. "Main-
spring Measurement." 1049

Tool to Use in Bending. " Swiss
Mainspring." 1807

Value of Before and After Manu-
facture. "Curious." 2335

Where to Get Large Ones. "Hall
Clock." 1679

Which Break, Should Customer be
Charged for Them? "Balance Cock." 105

Materials, Watch, Where to Buy. " S pring
Motor." 1679

Measuring:
Mainsprings. "Mainspring Measure-
ment." 1049

Watch Crystals. "Watch Crystals."  1155
Mercury:

Correct Amount to Compensate Pen-
dulum. " Regulator." 2545

To Remove from Roman-finished
Ring. " Escapement." 1049

Metals:
Acids for Etching. " Etching."  393
That Won't Rust and Wear, Where

to Buy. " Frictionless." 2029
Used in Making Escapement Model 
" Escapement Model." 1439

Motion-work in a Watch, What is the 
" Motion Work." 1679

Movements, What They are Made of 
'Nickel."  551

Nickel:
Plates in Movements, of What are
They Made? "Nickel."  651

What it is. "Nickel."  551

0

Observatory Time. "Time Signals." .  2545
Oil:

Best to Use on a Watch Mainspring.
" Enquirer."  551
How to Test Quality of. "Clock
Cleaner."  105
To Use, Best. " Clock Cleaner."   105

Oresilver Watch Case, How to Clean and
Polish. "Tarnish." 1911

Osborne Clocks Made, When and Where 
" Cracked Dial."  393

Overbanking, What it is. "Overbanking." 1247

Pallet Stones of Agate or Carnelian, Who
Makes Them. " Escapement Model." . . 1439

Patents on Clock Movements. "Clock
Patents."  653

Pendulums:
About Mercury. "Pendulum." 1563
Book on Compensating. " Regulator." 311
How to Give Longer Arcs of Vibration.
"Electric."   393

What are Seconds. "Enquirer."   851
Where to Buy. "Pendulum."  653
Zinc and Steel Compensating. "Pen-
dulum." 2335

Pinions, Cannon, How to Adjust the
Friction of. "Cannon Pinion."  653

Pin in Watch Case Hinges, Brass. " Case
Hinge." 2439

Pivots:
How to Straighten Balance Staff.
"Pivots." 1049

Tools to Use in Straightening 
"Pivots."  1247

Plates, Brass to Use in Making. " Grand-
fathers' Clock." 1911

Poising the Balance, etc. " Adjuster." . .  2545
Polishing:

Balance Tim. "Hairspring."  105
Jewel Settings, Jasper or Blue Stone

for. "Polishing Stones." 1365
Materials to Use in. " Polishing." . .  2546
Pallet Stones, Ruby Pins and Jewels 
" Repolishing."  767

Scratched Show Case Plate Glass 
"Scratched Glass."  311

Soft Metals. "Polishing." 2545
Steel. " Rust." 1911
Steel, Books on. " Steel Polishing." .  1247
Watches, Chains and Jewelry. Pol-

ishing." 2335
Positions, Adjusting a Watch to. "Posi-

tion Adjustment."  851
Potence, Replacing a. "Balance Foot." .  2335
Power, All About Maintaining. "Escape-
ment." 1049

Price:
For Repair Work, How to Figure.
"Clock Repair." 1355

To Change for Repairing Chime
Clock. "Chime Clock." 1049

Railroads of England, What Makes of
Watches are Used. "Fusee." 1679

Regulating a Watch After Cleaning 
" Regulating." 1563

Repair Work, How to Figure Price for 
" Clock Repair." 1365

Repairing Temples and Eyeglass Frames
in Gold and Gold-filled. " Opticus."  311

Repairs Needed, Explaining to Customer 
"Repairer." 1911

Rings, To Enlarge and Diminish Gold 
" Ring Sizing." 2335

Roller Jewels:
Advantages of Stone Over Metal.
" Roller Jewel."  393

Setting. " Roller Jewel."  551
Rouge, Use of Kerosene to Soften 
"Buffing." 1911

Rust:
From Steel, Solution to Remove.
" Rust." 1911

Preventive. "Balance Foot."  2335

Scales, Balance Screw, About. "Balance
Screw." 1807

Screw-back or Bezel, Putting on and
Removing Same. "Screw Cases."  851

Screw-pitch Guage. " Screw Plates." .   653
Screw Plates, Difference Between Stubs
and Swiss. " Screw Plates."  653

Screw Plates for Cutting Threads 
"Screw Plates."   767

Setters, Roller-jewel. " Roller Jewel" 551
Settings, Jasper or Blue Stones for Polish-

ing Jewel. "Polishing Stones." 1355
Shellac on Pallet Stones, Will Alcohol

Affect? " Hairspring."  105
Shield, What is a Non-Magnetic? " Non-

Magnetic."  105
Silverware, To Remove Lacquer from 
"Lacquer." 1911

Snailing, How to do. " Rust." 1911
Soap for Watch Cleaning, Best. "En-

quirer."  551

2652

Soldering:
Joints on Gold-filled Cases, Discolora-

tion When. "Anti-Oxidizer."  197
Restoring Gold to Color After. "En-

quirer. 
, 
'  2029

Solution, to Keep it from Spoiling 
"Hard Soldering." 1439

Solution for Coloring. " Coloring." 2335
Spring-and-fan Mechanism, Where to get 
" Coil Spring." 2646

Springs:
Coiled, Length of, etc., in Office

Clocks. "Office Clocks." 1679
Tempering. "Coil Springs." 1439

Staffs:
Broken Balance, How to Remove.
"Information." 2439

Removing. "Staffs." 2336
Stationery, Stamping Gold Letters on 
"Stationery."  197

Steel:
A Pound of, How Many Mainsprings
and Hairsprings it will Make.
"Curious." 2335

Number of Hairsprings and Main-
springs a Pound will Make.
" Curious." 2335

Polishing, All About. "Steel Polish-
ing." 1247

Shiny, Cause of Its Getting. " Steel."  1563
To Remove Rust and Polish. "Rust." 1911

Strike on a Certain Hour Only, To Make a
Clock. "Single Hour Strike 1807

Striking Mechanism in Clock Work,
About. "Spring Motor." 1679

Tarnish, To Clean from Jewelry. " Tar-
nish."  311

Teeth in an English Train Wheel, Why
They are Bent. "Fuzee."  967

Temper in Eyeglass Springs after Soldering,
To Put. "Enquirer."  551

Tempering Coil-springs. "Coil Springs."  1439
Temples in Gold and Gold-filled, To

Repair. "Opticus."  311
Test Made by Removing the Hairspring,
What is the. " Test."  551

Testing Power Delivered to Balance 
" Test."  551

Testing Quality of Clock Oil. "Clock
Cleaner."  105

Thermostat, Making a. "Thermostat." .   311
Threads:

In Watch Plate, How to Find Number
of. "Screw Plates."  653

Tools for Cutting. "Screw Plates."  767
Ticking Loud in Clock, To Prevent 
" Regulator."  967

Time, Cause of Watch Losing. "Irregu-
lar." 2439

Toole:
For Making a Grandfather Clock
Movement, Grandfather's Clock." .1911

For Removing Bezels. " Screw Cases." 861
For Vibrating Hairsprings? "Hair-

spring." 2439
Staking and How to Use Them 
"Cannon Pinion."  653

To Use When Straightening Pivots 
"Pivots." 1247

To Use When Watch Glass Almost
Fits. " Watch Crystals." 1155

Where to Purchase a Link. " Duplex." 197
Tooth, Putting One in Watch Barrel.
" Watch Barrel." 2439

Trains, Watch, Number of Vibrations
They Make. "Enquirer."  851

Turquoise, Different Colors of. "Tur-
quoise." 1355
To Restore Color to. " Turquoise." .  1356

V

Verge Escapements and Watches, When
Made, etc. " Verge." 1155

Vibrate a New Hairspring, How to 
"Hairspring." 2439

Vibrations a Watch Train Makes. "En-
quirer."  851

Watch:
Crystals, How to Measure. "Watch

Crystals.  1155
Glasses, How to Reduce. "Infor-

mation." 2439
Guard-shake too Great, How to Cor-

rect " Guard Shake."  197
Losing Time, Cause of. "Irregular."  2439
On Half Time, What is Meant by
Running? " Test."  551

Putting it in Beat. "Balance Wheel."  2439
Stopping on Different Persons, Cause

of. "Phenomenon." 2335
Watches:

Gain When First Wound? Do.
"Winding."  393

Verge, When Made, etc. "Verge." 1155
When and How to Wind. " Winding." 393
Weight-driven Governors, Where to

Get. " Coil Spring." 2545
Wheel Calculations. "Gear Wheels."  551
Wheels, How to Count Teeth and Pinions,
and Book on. " Missing Parts."  851

Wheels, How to Cut Escape. " Wheel-
cutting." 2439

Winder, Mainspring, How to Use. "En-
quirer.'   551

Winding Watches at Watch Factories,
How Done. " Watch Winding."  967

Wooden Movements, Where to Buy 
" Wood Movements."  311
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"Buying cheap goods to save money
is like stopping a clock to save time."

First quality workmanship and poor tools do not go together.

YOU want Files on your work bench that will stand hard
usage, and give the utmost service. A trial will convince you that

Nicholson [X*F] Swiss Pattern Files
Give Longest Wear for Lowest Cost

Should a defect be discovered in a file branded
NICHOLSON, it will be promptly replaced.

FOR YOU

A forty-eight years' educa-
tion on files in an hour.
It's all in our booklet.
"FILE FILOSOPHY"
Sent FREE on request.

If your dealer can't furnish you, tell us at once,

and we will see that you do get them.

Oval

Round Handle

Needle File

Nicholson File Co.
Providence, R. I.
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THE MR II. CROOKED CO.'S
No. 5 Rolling Mill
A Powerful Triple Geared Mill for
Either Hand Use or for Power.

Made with four adaptable
mesch gears so that
the rolls can be
separated in. for
use in rolling down
bars of Gold. Size of
Rolls 3 in. x 2 in.

Frame is extra heavy and
reinforced. 1,ong handle
for hand use. This mill
is supplied also on metal
base stand with idler and
power pulleys, with all
gears enclosed, and with
pulley belt shifter.

This mill fills the want
for a larger and more
powerful mill for manu-
facturing purposes. Ingots

of Gold can
easily be rolled
down to guage
desired.

NO. 5

We manufacture several other
kinds of mills for jewelers and
Artisans. See our No. 2, No. 3.
\U. 4 Improved Rolling Mills.
Write for Catalog. Best for 25 years.

Manufactured and for Sale by

The 3am'l H. Groner Co.
Established 1872. Incorporated 1911

35-37-39 W. 5th AVE.
CINCINNATI : : : OHIO

1

THESE JOBBERS SELL
THE M. P. SAFETY CATCH

PRESUMABLY BECAUSE IT IS PROFITABLE
If there are any more who would be willing to add
to both profit and reputation we'll tell them how.

NEW YORK
The Newall Mfg. Co., 51 Maiden Lane.
Cross CR, Beguelin, 25 Maiden Lane.

Hammell, Riglander C81, Co., 49 Maiden Lane.
L. H. Keller CS, Co., 64 Nassau St.
F. J. Boesse CR., Co., 68 Nassau St.

PITTSBURGH, PA.
Heeren Brothers C81, Co.

CINCINNATI, 0.
The E. CR, J. Swigart Co., N. W. Cor. 6th and College Sts.

CHICAGO, ILL.
The Newall Mfg. Co., 42 E. Madison St.

F. H. Noble C81 Co., 59th and Wallace Sts.
Geo. H. Fuller CR, Son Co , 29 East Madison St.

ROCHESTER, MINN.
L. A. Orr Co., 123 South Broadway.

THE METAL PRODUCTS CORPORATION
Manufacturers of JEWEL SETTINGS, METAL
ORNAMENTS and JEWELRY COMPONENTS

Thurbers Avenue PROVIDENCE, R. I.
NEW YORK OFFICE, 611 BROADWAY, ROOM 605



Cleaning a Balance. "Hairspring.   106
Clock:

Changing an Eight-day. "Eight-day
Clock."  651

Chime, Price for Repairing. " Chime
Clock." 1049

Cleaning Different Makes Differently 
"Clock Cleaner."  105

Making, Book of Information on 
"Grandfathers' Clock." 1911

Making Contacts for Driving Second-
dary. "Electric Clock."  861

Ticking too Loud, To Prevent 
"Regulator."  967

To Improve Timekeeping Qualities of 
" Regulator."  311

To Make it Strike One Hour Only 
"Single Hour Strike." 1807

With Watch as Pendulum, Mysterious.
"Mysterious Clock." 1439

Coloring, Dip. "Dip Coloring." 2439
Solution for. "Coloring." 2335

Crack in Glass Show Cases, How to Pre-
vent. "Scratched Glass."  311

Crystals, Fitting Them Into Heavy Watch
Cases. " Watch Crystal." 1679

Cuckoo Clocks. To Repair. "Cuckoo
Clock."  653

Cutters for Making Escape Wheels 
" Wheel Cutting." 2439

Cyanide Process for Cleaning Watches.
" Cyanide."  311

Demagnetize Large and Small Tools, To.
" Magnetized."  393

Dials:
How to Change. " Changing Dials." .2645
How to Mend Chipped. "Chipped

Dial."  311
Ink for Lettering Watch. "India
Ink." 551

To Treat When Enamel or Paint Has
Cracked. "Cracked Dial."  393

White Enamel Watch, Material Used
in Making. "Enamel Dials." .. . . 1155

Dial-train, What is a. " Motion Work." . .1679
Diamond Powder, Grading. " Repolish-
ing."  767

Discoloration, Cause of When Soldering
Joints. "Anti-Oxidizer."  197

Drawings for Escapements, How to Make 
" Cyanide."  311

Enamel, Hard, What it is. "Enamel
Dials." 1155

Escapement, Adjusting of Duplex. "Du-
plex."  197
Dead Beat. "Escapement." 1049
Differences Between Pin-wheel and
Duplex. "Duplex."  197

How to Make Drawings of. "Wheel-
cutting." 2439

Jeweled, Advantages of. "Regu-
lator."  311

Most Widely Used, Kind of. "Es-
capement" 1049

Recoil. "Escapement." 1049
Repairing. "Repairer." 1807

Escape-wheel, Dimensions for Metal Used
in Making. "Escapement Model."  1439

Escape Wheels, How to Cut. " Wheel-
cutting." 2439

Etching:
Metals, Acids Used for. "Etching." . 393
On Glass or Iron. "Etching."  197

Eyeglass:
Frames, in Gold and Gold-filled, To

Repair. "Opticus."  311
Spring, How to Temper After Solder-

ing. "Enquirer."  651

Figures on the Bezel of a Watch Case.
" Mystified." 1439

Filling:
In Lines on Celluloid. "Graves." .  2029
In Lines on Metal. "Filling In." . .  2029

Finish:
14 Karat Bright, How to Get. "Gold

Plating." 2029
Rayed, How to Give Steel a. "Rust."1911

German Silver, What it is. "Nickel."  551
Gilding Solution. "Gilding." 1355
Glass, To Polish Scratched Show Case

Plate. "Scratched Glass."  311
Glasses, Fitting Them into Heavy Watch

Cases. " Watch Crystal." 1679
Gold:

Electro-plating, Can it be Done by
Artificial Light? "Buffing." 1911

Ink, How to /Wake and Pen to Use 
"Stationery."  197

Restoring it to Color After Soldering 
" Enquirer." 2029

Rings, Beat Way to Size. " Ring
Sizing." 2336

Soft, To Make it Elastic. "Enquirer." 551
Guage, Screw-pitch. "Screw Plates."   663

Hairspring, Cleaning and Should it be
Removed. " Hairspring."  105
How to Vibrate a New One. "Hair-

spring." 2439
Replacing it Without Scratching

Balance. "Balance Wheel." 2439
Stud, Detaching a. "Balance Cock." 106
Value of Before and After Manu-

facture. "Curious." 2335
Hall-marks, List of, Where to Procure 
" Verge." 1155

Hands, Extra Clock, What They are for 
"Hall Clock." 1049

Hard Soldering Solution, To Keep it from
Spoiling. " Hard Soldering." ...... .  1439

" Heel Ball," What it is. "Filling In." 2029
Hinge-pin, How to Remove from Watch.
"Case Hinge." 2439

Hinges, Watch Case, Standard Type of 
"Case Hinge." 2439

Ink:
For Lettering Watch Dials. "India
Ink."  551

How to Make Gold and Pen to Use 
"Stationery."  197

Insulator, What is a Watch. " Non-
Magnetic."  105

Jeweled Bearings in Watches, When First
Used. "Jeweled Bearings."  967

Jeweling:
Caliper Rests, Uses of. " Equipment." 1663
Watches, Latest Methods and Books
on. "Balance Jewel."  851

Jewelry, To Clean Tarnish from. " Tar-
nish."  311

Jewels:
In Adjusted Watches, Position after

Cleaning. "Enquirer."  551
In Top Plate Only of Watches 
"Watch Jewels."  967

Joints on Gold-filled Cases, Discoloration
When Soldering. "Anti-Oxidizer."   197

K
Keys, How to Make. " Graves." 2029

Lacquers:
Kind to Use. "Lacquer." 1911
To Remove from Silverware. " Lac-

quer." 1911
Laps, Diamond-Charged, for Your Lathe Laps,
  767

Lathe:
Best for Large Movements. "Grand-

fathers' Clock." 1911
Polishing. "Tarnish." 1911

Light Beat for Bench Work. "Bench
Light." 1663

Mainsprings:
Breaking after Cleaning. "Broken

Mainspring." 1679
Can They be Removed. "Main-

spring Remover."  651
How to Let Down or Wind. "Fusee." 1679
How to Take Out of Barrel. "En-

quirer."  551
Resilient, Do They Possess Any
Advantage. "Resilient." .   105

Should They be Oiled? " Clock
Spring."  393

To Measure the Length of. " Main-
spring Measurement." 1049

Tool to Use in Bending. " Swiss
Mainspring." 1807

Value of Before and After Manu-
facture. " Curious." 2335

Where to Get Large Ones. "Hall
Clock." 1679

Which Break, Should Customer be
Charged for Them? "Balance Cock." 105

M a terials, Watch, Where to Buy. " S pring
Motor." 1679

Measuring: 1
Mainsprings. "Mainspring Measure-
ment." 1049

Watch Crystals. " Watch Crystals."  1155
Mercury:

Correct Amount to Compensate Pen-
dulum. " Regulator." 2545

To Remove from Roman-finished
Ring. "Escapement." 1049

Metals:
Acids for Etching. " Etching."  393
That Won't Rust and Wear, Where
to Buy. "Frictionless." 2029

Used in Making Escapement Model 
" Escapement Model." 1439

Motion-work in a Watch, What is the
"Motion Work." 1679

Movements, What They are Made of
'Nickel."  551

Nickel:
Plates in Movements, of What are
They Made? "Nickel."  551

What it is. "Nickel."  551

0

Observatory Time. " Time Signals."  2545

Best to Use on a Watch Mainspring 
"Enquirer."  561

How to Test Quality of. "Clock
Cleaner."  105
To Use, Best. " Clock Cleaner."   105

Oresilver Watch Case, How to Clean and
Polish. " Tarnish." 1911

Osborne Clocks Made, When and Where 
"Cracked Dial."  393

Overbanking, What it is. "Overbanking." 1247

Pallet Stones of Agate or Carnelian, Who
Makes Them. "Escapement Model." . .1439

Patents on Clock Movements. "Clock
Patents."  663

Pendulums:
About Mercury. "Pendulum." 1563
Book on Compensating. "Regulator." 311
How to Give Longer Arcs of Vibration.
"Electric."   393

What are Seconds. "Enquirer." 851
Where to Buy. "Pendulum."  653
Zinc and Steel Compensating. " Pen-
dulum." 2335

Pinions, Cannon, How to Adjust the
Friction of. "Cannon Pinion."  653

Pin in Watch Case Hinges, Brass. " Case
Hinge." 2439

Pivots:
How to Straighten Balance Staff.
"Pivots." 1049

Tools to Use in Straightening 
"Pivots." 1247

Plates, Brass to Use in Making. " Grand-
fathers' Clock." 1911

Poising the Balance, etc. "Adjuster." . .  2545
Polishing:

Balance Tim. "Hairspring."  105
Jewel Settings, Jasper or Blue Stone

for. "Polishing Stones." 1355
Materials to Use in. " Polishing." . .  2545
Pallet Stones, Ruby Pins and Jewels 
" Repolishing."  767

Scratched Show Case Plate Glass 
"Scratched Glass."  311

Soft Metals. "Polishing." 2645
Steel. Rust.    1911
Steel, Books on. " Steel Polishing." .  1247
Watches, Chains and Jewelry. Pol-

ishing." 2335
Positions, Adjusting a Watch to. "Posi-

tion Adjustment."  86/
Potence, Replacing a. "Balance Foot." .  2335
Power, All About Maintaining. "Escape-
ment." 1049

Price:
For Repair Work, How to Figure.
"Clock Repair." 1355

To Change for Repairing Chime
Clock. "Chime Clock." 1049

Railroads of England, What Makes of
Watches are Used. "Fusee." 1679

Regulating a Watch After Cleaning 
" Regulating." 1563

Repair Work, How to Figure Price for 
" Clock Repair." 1365

Repairing Temples and Eyeglass Frames
in Gold and Gold-filled. "Opticus." 311

Repairs Needed, Explaining to Customer.
"Repairer." 1911

Rings, To Enlarge and Diminish Gold 
" Ring Sizing." 2336

Roller Jewels:
Advantages of Stone Over Metal.
" Roller Jewel."  393

Setting. " Roller Jewel."  651
Rouge, Use of Kerosene to Soften 
"Buffing." 1911

Rust:
From Steel, Solution to Remove.
"Rust." 1911

Preventive. "Balance Foot."  2335

Scales, Balance Screw, About. "Balance
Screw."  1807

Screw-back or Bezel, Putting on and
Removing Same. "Screw Cases."  851

Screw-pitch Guage. "Screw Plates."   653
Screw Plates, Difference Between Stubs
and Swiss. " Screw Plates."  653

Screw Plates for Cutting Threads 
"Screw Plates."  767

Setters, Roller-jewel. "Roller Jewel" 551
Settings, Jasper or Blue Stones for Polish-
ing Jewel. "Polishing Stones." 1355

Shellac on Pallet Stones, Will Alcohol
Affect? "Hairspring."  105

Shield, What is a Non-Magnetic? " Non-
Magnetic."  105

Silverware, To Remove Lacquer from 
"Lacquer." 1911

Snailing, How to do. "Rust." 1911
Soap for Watch Cleaning, Best. "En-

quirer."  651

2652

Soldering:
Joints on Gold-filled Cases, Discolora-

tion When. "Anti-Oxidizer."  197
Restoring Gold to Color After. "En-

quirer. 
, 
'  2029

Solution, to Keep it from Spoiling 
"Hard Soldering." 1439

Solution for Coloring. "Coloring." 2335
Spring-and-fan Mechanism, Where to get 
" Coil Spring." 2545

Springs:
Coiled, Length of, etc., in Office

Clocks. "Office Clocks." 1679
Tempering. "Coil Springs." 1439

Staffs:
Broken Balance, How to Remove.
"Information." 2439

Removing. " Staffs." 2335
Stationery, Stamping Gold Letters on 
"Stationery."  197

Steel:
A Pound of, How Many Mainsprings
and Hairsprings it will Make.
"Curious." 2335

Number of Hairsprings and Main-
springs a Pound will Make.
"Curious." 2335

Polishing, All About. "Steel Polish-
ing." 1247

Shiny, Cause of Its Getting. " Steel."  1563
To Remove Rustand Polish. "Rust." 1911

Strike on a Certain Hour Only, To Make a
Clock. "Single Hour Strike 1807

Striking Mechanism in Clock Work,
About. "Spring Motor." 1679

Tarnish, To Clean from Jewelry. " Tar-
nish."  311

Teeth in an English Train Wheel, Why
They are Bent. "Fuzee."  967

Temper in Eyeglass Springs after Soldering,
To Put. "Enquirer."  551

Tempering Coil-springs. "Coil Springs."  1439
Temples in Gold and Gold-filled, To

Repair. "Opticus."  311
Test Made by Removing the Hairspring,
What is the. " Test."  651

Testing Power Delivered to Balance 
" Test."  651

Testing Quality of Clock Oil. "Clock
Cleaner."  105

Thermostat, Making a. "Thermostat." .   311
Threads:

In Watch Plate, How to Find Number
of. "Screw Plates."  653

Tools for Cutting. "Screw Plates."   767
Ticking Loud in Clock, To Prevent 
" Regulator."  967

Time, Cause of Watch Losing. "Irregu-
lar." 2439

Tools:
For Making a Grandfather Clock
Movement. Grandfather's Clock." .1911

For Removing Bezels. " Screw Cases." 851
For Vibrating Hairsprings? "Hair-

spring " 2439
Staking and How to Use Them 
"Cannon Pinion."  653

To Use When Straightening Pivots 
"Pivots." 1247

To Use When Watch Glass Almost
Fits. " Watch Crystals." 1155

Where to Purchase a Link. " Duplex." 197
Tooth, Putting One in Watch Barrel.
" Watch Barrel." 2439

Trains, Watch, Number of Vibrations
They Make. "Enquirer."  851

Turquoise, Different Colors of. " Tur-
quoise." 1366
To Restore Color to. " Turquoise." .  1356

V

Verge Escapements and Watches, When
Made, etc. "Verge." 1155

Vibrate a New Hairspring, How to 
"Hairspring." 2439

Vibrations a Watch Train Makes. "En-
quirer."  851

Watch:
Crystals, How to Measure. "Watch

Crystals." 1166
Glasses, How to Reduce. "Infor-
mation." 2439

Guard-shake too Great, How to Cor-
rect. "Guard Shake."  197

Losing Time, Cause of. "Irregular."  2439
On Half Time, What is Meant by
Running? " Test."  551

Putting it in Beat. "Balance Wheel."  2439
Stopping on Different Persons, Cause

of. "Phenomenon." 2335
Watches:

Gain When First Wound? Do.
" Winding."  393

Verge, When Made, etc. "Verge." .  1155
When and How to Wind. " Winding." 393
Weight-driven Governors, Where to
Get. " Coil Spring." 2545

Wheel Calculations. " Gear Wheels."   551
Wheels, How to Count Teeth and Pinions,
and Book on. " Missing Parts."  851

Wheels, How to Cut Escape. " Wheel-
cutting." 2439

Winder, Mainspring, How to Use. "En-
quirer.'   651

Winding Watches at Watch Factories,
How Done. " Watch Winding."  967

Wooden Movements, Where to Buy 
" Wood Movements."  311
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"Buying cheap goods to save money
is like stopping a clock to save time."

First quality workmanship and poor tools do not go together.

YOU want Files on your work bench that will stand hard
usage, and give the utmost service. A trial will convince you that

Nicholson [X*F] Swiss Pattern Files
Give Longest Wear for Lowest Cost

Should a defect be discovered in a file branded

NICHOLSON, it will be promptly replaced.

FOR YOU

A forty-eight years' educa-
tion on files in an hour.
It's all in our booklet.
"FILE FILOSOPHY"
Sent FREE on request.

If your dealer can't furnish you, tell us at once,

and we will see that you do get them.

Oval
Round Handle
Needle File

Nicholson File Co.
Providence, R. I.
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THE MR H. CROCKER CO.'S
No. 5 Rolling Mill
A Powerful Triple Geared Mill for
Either Hand Use or for Power.

Made with four adaptable
mesch gears so that
the rolls can be
separated 'A in. for
use in rolling down
bars of Gold. Size of
Rolls 3 in. x 2 in.

Frame is extra heavy and
reinforced. Long handle
for hand use. This mill
is supplied also on metal
base stand with idler and
power pulleys, with all
gears enclosed, and with
pulley belt shifter.

This mill fills the want

NO. 5

We manufacture several other
kinds of mills for jewelers and
Artisans. See our No. 2, No. 3,
No. 4 Improved Rolling Mills.
Write for Catalog. Best for 25 years.

Manufactured and for Sale by

The Sot! A. Crocker Co.
Established 1872. Incorporated 1911

35-37-39 W. 5th AVE.
CINCINNATI : : : OHIO

for a larger and
powerful mill for
facturing purposes.

more
man tt-
Ingots

of Gold can
easily be rolled
down to guage
desired.

• ■.11■•■ ,,P1.•

THESE JOBBERS SELL
THE M. P. SAFETY CATCH

PRESUMABLY BECAUSE IT IS PROFITABLE
If there are any more who would be willing to add
to both profit and reputation we'll tell them how.

NEW YORK
The Newall Mfg. Co., 51 Maiden Lane.
Cross ca, Beguelin, 25 Maiden Lane.

Hammell, Riglander C& Co., 49 Maiden Lane.
L. H. Keller az, Co., 64 Nassau St.
F. J. Boesse C81, Co., 68 Nassau St.

PITTSBURGH, PA.
Heeren Brothers C& Co.

CINCINNATI, 0.
The E. Cl& J. Swigart Co., N. W. Cor. 6th and College Sts.

CHICAGO, ILL.
The Newall Mfg. Co., 42 E. Madison St.

F. H. Noble C. Co., 59th and Wallace Sts.
Geo. H. Fuller C6), Son Co , 29 East Madison St.

ROCHESTER, MINN.
L. A. Orr Co., 123 South Broadway.

THE METAL PRODUCTS CORPORATION
Manufacturers of JEWEL SETTINGS, METAL

ORNAMENTS and JEWELRY COMPONENTS

Thurbers Avenue PROVIDENCE, R. I.
NEW YORK OFFICE, 611 BROADWAY, ROOM 605
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C OMMUNITY
SILVER

THE FAMILY
PL ATE

A
T

V4?4,jtAild

RE YOU PLANNING
a new window display?

We have ideas

Oneida
Community, Ltd.
ONEIDA, N. Y.

Please send without
expense to me, window
hangers, in color, of adver-
tisements used in Saturday
Evening Post,

Name

Address

ONEIDA COMMUNITY, Ltd. :: Oneida, N. Y.
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